
THE KEYSTONE

VOL.32, Nos. 1- 18

JANUARY DECEMBER 1911





mama \‘‘‘ va t %%%%% vtammat mem

Here is News for You Mr.7eweler. 
1 

i

0

o

i
°1111 III, illi 

ii 11,, 1111 ,,, 1 1  
ELGIN NATL WATCH CO.

I 

\ 
JEWEL PIN GAUGE )

/

t

Elgin Jewel Pin Assortment and Jewel Pin Gauge

You can make your repair
work pay double

YOURwatch repair work ought
to do two things; bring money
into the cash drawer and help

your sales.
A watch well repaired is the seed of a

future sale.

The satisfied wearer is impressed with
your knowledge of watches and your skill
in repairing them; he will surely consult
you when he makes a new purchase.

Good watch repairing is skill plus the right
materials. Realizing then that your sales will
grow in ratio with the satisfaction your repair
work gives, you should avail yourself of all the
help that our Material department can offer you.

The latest help is the

.••

0

num h4o1 .1
lothxte rabic.nok

Select n pin of the number *VIMky gamete and it will tit properly,with etirtect amount of

wITH this equipment you can
quickly select a jewel pin to

suit any size fork slot. Apply the
gauge as shown in the accompa-
nying illustration.

If a single roller fork is to be
gauged, push the gauge into the
fork until it stops.

In gauging double roller forks
try the fork on the different
notches until one is found that it fits. Select a
pin of the number indicated by gauge and it will
fit the fork properly with correct amount of
shake.

Shows method of gang-
ing double roller fork.

Shows method of gauging
single roller fork

H E assortment contains one
gross of jewel pills of vari-

ous sizes.

The sizes most in use are sup-
plied in large quantities and those
less often used in small quantities.

You certainly can not afford
to be without this new labor say-
ing device. It will pay itself on

the first few repair jobs.

The price of this assortment
complete with jewel pin gauge is

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS

$8.00
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F anyone failed to get a " Dryad" for
Christmas, somebody must have gotten
two. At least that's the way it looks to us.
Seems as though we made enough to go
around.

The glad New Year—Time for resolutions. We'll
resolute promptly—gives us more time to break them.

Resolved that, as it is physically impossible to make the
Dryad better, we'll make more—and let it go at that.

Resolved, that if a better or more attractive alarm clock
than the Dryad is ever made we'll make it—but we'll be going
some if we do.

Resolved, that we'll keep out of ruts and not blindly follow
precedent—we made this one last year.

DRYAD
"THE CLOCK WITH THE CONCEALED BELL"

Height, 6Y1 inches—Width, 4 inches-3 inch metal dial

Illustrations are one-half actual size of clock

This clock has many points of superiority aside from the attractive
design of case, which is made in three colors—Brass, Copper, Nickel, all
with metal dials.

The movement is made of the best materials obtainable and is con-
structed on scientific principles by the best methods and workmanship. A
correct pin escapement laid out on scientific lines—fine pointed, hardened
steel balance shaft, and perfectly poised balance wheel renders the motion
elastic and uniform—perfect meshes—all combine to reduce train friction
to a minimum.

Result, the very last atom of spring efficiency is secured and, while sold
as a 30-hour clock, will actually run fifty hours with one winding.

Alarm adjustment is practically perfect—the alarm goes off at the time
set. It rings alternately every fifteen seconds for twelve minutes, but may
be discontinued at will. The remarkable simplicity of the alternating device
insures perfect efficiency and precludes the liability of disarrangement.

The bell is concealed from view and makes its presence known only
by its loud, lusty tones when performing its functions.

The patent dust cap protects movement and renders case dust-proof.

Packed 24 clocks in a box (8 Brass Finish, 8 Copper Finish,
8 Nickel Finish), each clock in a separate pasteboard box.

These clocks may also be had with name and address im-
printed on paper dial, in box lots, without extra charge.

The E. Ingraham Company
BRISTOL •••• CONNECTICUT
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Elgin Jewel Pin Assortment and Jewel Pin Gauge

WITH this equipment you can
quickly select a jewel pin to

suit any size fork slot. Apply the
gauge as shown in the accompa-
nying illustration.

If a single roller fork is to be
gauged, push the gauge into the
fork until it stops.

In gauging double roller forks
try the fork on the different
notches until one is found that it fits. Select a
pin of the number indicated by gauge and it will
fit the fork properly with correct amount of
shake.

Shows method of gang.
ing doable roller fork.

Shows method of gauging
single roller fork

THE assortment contains one
gross of jewel pins of vari-

ous sizes.

The sizes most in use are sup-
plied in large quantities and those
less often used in small quantities.

You certainly can not afford
to be without this new labor sav-
ing device. It will pay itself on

the first few repair jobs.

The price of this assortment $8.00complete with jewel pin gauge is

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS
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F al:1)7one failed to get a "Dryad" for
Christmas, somebody must have gotten
two. At least that's the way it looks to us.
Seems as though we made enough to go
around.

The glad New Year—Time for resolutions. We'll
resolute promptly—gives us more time to break them.

Resolved that, as it is physically impossible to make the
Dryad better, we'll make more—and let it go at that.

Resolved, that if a better or more attractive alarm clock
than the Dryad is ever made we'll make it—but we'll be going
some if we do.

Resolved, that we'll keep out of ruts and not blindly follow
precedent—we made this one last year.

DRYAD
"THE CLOCK WITH THE CONCEALED BELL"

Height, 6.1! inches—Width, 4 inches-314 inch metal dial

Illustrations are one-half actual size of clock

This clock has many points of superiority aside from the attractive
design of case, which is made in three colors—Brass, Copper, Nickel, all
with metal dials.

The movement is made of the best materials obtainable and is con-
structed on scientific principles by the best methods and workmanship. A
correct pin escapement laid out on scientific lines—fine pointed, hardened
steel balance shaft, and perfectly poised balance wheel renders the motion
elastic and uniform—perfect meshes—all combine to reduce train friction
to a minimum.

Result, the very last atom of spring efficiency is secured and, while sold
as a 30-hour clock, will actually run fifty hours with one winding.

Alarm adjustment is practically perfect—the alarm goes off at the time
set. It rings alternately every fifteen seconds for twelve minutes, but may
be discontinued at will. The remarkable simplicity of the alternating device
insures perfect efficiency and precludes the liability of disarrangement.

The bell is concealed from view and makes its presence known only
by its loud, lusty tones when performing its functions.

The patent dust cap protects movement and renders case dust-proof.

Packed 24 clocks in a box (8 Brass Finish, 8 Copper Finish,
8 Nickel Finish), each clock in a separate pasteboard box.

These clocks may also be had with name and address im-
printed on paper dial, in box lots, without extra charge.

The E. Ingraham Company
BRISTOL •••• CONNECTICUT
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May this year be the brightest yet and fulfill your largest expectations
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THE MAINSPRING HOUSE
THE JURGENSEN RECOILING MAINSPRINGS
These world-famed springs have been made by Jean Jaquet, the well-known Swiss manufac-
turer, for over 4o years, and are THE ONLY GENUINE JURGENSEN SPRING.

SOLE AGENTS 57 YEARS

CELEBRATED .62R* MAINSPRINGS
The Celebrated C. R. Mainsprings have stood the most severe test and criticisms, and have been used by the

most experienced watchmakers for fifty-seven years.

THE MAINSPRING IS THE LIFE OF THE WATCH

THE TRUMPET MAINSPRINGS
are guaranteed, $15.00 a gross and $1.25 a dozen

We can highly recommend as to quality, finish, elasticity, temper, strength and durability and they are guaranteed.

THE GLOBE MAINSPRINGS
$12.00 a gross, $1.00 a dozen

Owing to the growing demand upon us for a good spring at a moderate price, we have at last succeeded in

securing a very highly satisfactory spring, which we are going to sell at $1.00 per dozen. The same is fully

guaranteed in every respect and is far superior to any spring on the market to-day selling at the same price.

L.H.KellereCo
Importers, Manufacturers and Jobbers 64 Nassau Street
Fine Watch Materials, Tools, Files,

• Supplies and Optical Goods ArN NEW YORK

3

Positively No Goods Sold at RETAIL
Positively No Goods Sold to DEPARTMENT STORES

Al Positively No Goods Sold to MAIL-ORDER HOUSES
We adhere STRICTLY and WITHOUT DEVIATION to above rules laid down by us

years ago, and we ask the Retail Jeweler to SERIOUSLY CONSIDER these facts;

for any JOBBER who DOES NOT follow these rules, DOES NOT PROTECT THE

RETAIL TRADE, and practically becomes a competitor of the RETAILER.

WE ARE NOT YOUR COMPETITOR, WE ARE YOUR PROTECTOR

The Non-Retailing Co., Jobbers in Watches and Chains
RIGHT GOODS

Sold at
RIGHT PRICES

in
RIGHT WAYS

LANCASTER, PA.
WATCHES
CHAINS
CLOCKS
RINGS

COMMUNITY SILVER

Efficient Tools at Reasonable Cost
Manufactured by

HARDINGE 131208.
New No. 3135 to 3141 Lincoln Ave., Chicago, Ill.

Pivot Polisher with Screw Base, $40.00
6. • Plain " 30.00

For other attachments, see No. 5 Catalogue

Full Size

'This
-chuck
may be
lilted to
any
style of
lathe

Four-Jawed Chuck 2'. Price, $10.00
" " 12.00

HOUGHTON
FACE PLATE

MFGD. BY

HARDINGE BROS.

St—

Price with Trefoil peep holes, $5.00
Old style changed, each, $2.00

Write for No. 5 Catalogue

JEWEL NO CHUCKS
To fit sizes 38 or 50 wire chuck

Set of 10 Brass, $1.50
" 10 Steel, 2.50

SCHOLER CROWN CHUCK
Fitted to any lathe Price, each, $2.50

HARDINGE COMBINED

mp,4 gEtil°
TtHING TOOL.DEF114ING

Price with 2 arms, $2.50
" ■• 3 " 3.25
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Start the Year 1911 at a pace that must result in a strong and successful finish.Here's the way :—Remember, that at this season your
REPAIR DEPARTMENT will net you large profits if it

is equipped with TOOLS, APPLIANCES and Time-saving Devices of modern construction and absolute accuracy.
Our LATHES, BENCHES, STAKING TOOLS, FOOT-WHEELS and ENGRAVING BLOCKS are offered at
such reasonable prices that every watchmaker and jeweler can afford to buy them. We have tools of acknowledged
merit only. All shipments by return express or freight.

The E. & J. S. Special Lathe

Premier Lathe, Genuine Boley, Complete, $22.95 Net Cash

The best medium-price lathe ever put on the market.
Combination consists of 6 split chucks, 2 step chucks, 1 cement and 1

screw chuck, 8 brass cement chucks, belting and chuck stand.
This is a most attractive lathe, full nickel-plated and absolutely true

and one that we can safely recommend as satisfactory and reliable.
size of lathe : Length, 12 inches ; bed to center, 2 inches. Extra

attachments can be added at any time as they interchange perfectly.

FOR ENGRAVING BLOCKS, SEE OUR

NEW CATALOGUE

Quicktight
Pin Vise
Each,
$1.50

INVERTO
Staking Tool

No. 18
The very latest and

most complete

Staking Tool on the

market.

It always pays to

use only the beat.

Each in Wood Box, Solid Mahogany, as illustrated.
$32.90 Net Cash

Named "Inverte" because any of the punches may be inverted, inserted
In the die and used as a stump, which greatly increases range of usefulness.
With this tool the watchmaker has practically 160 stumps and 130 punches,
not including 12 blank punches. lilts unique and valuable features never
before applied to staking tools, which make it more desirable.

See our Catalogue for Staking Tools at all prices

Cenulne Webster-Whitcomb Lathe
With 10 chuck COIllbi nation

Perfect construction in every detail. Made of the best steel. has hard
spindles running in hardened steel bushings. Absolute concentricity of
cone, body, thread and hole. Full nickel plated.

Extra Quality Pivot Gravers
E. & J. S. pivot gravers are the best that can be made.

They are very hard and hold their points much longer than the
average graver.

Lathe Combination A
$64.30 Net Cash

Solid Oak Bench No. 1
This bench is made of thoroughly seasoned lumber and

finished in 1 he best cabinet style. Vill not warp or split. lies
ten drawers that lock automatically ; apron drawer. vise rest
and chalk box. Dimensions 41 inches long, 26 inches deep
and 40 inches high.

',MEW

Countershaft No. 9
Full nickel plated

Foot-Wheel No. 15
Best in the market

Our New
and are positive you
to the legitimate trade
for distribution.

Catalogue for Jewelers, Watchmakers, Engravers and Opticians will be ready for distribution aboutiJanuary 10th. Write for a copy. We have spared no expense n the making of this book,
will find it the handsomest and most complete general supply Catalogue ever published. We will send it prepaid
on receipt of request with business card. Our regular customers will receive a copy as soon as book is ready

THE E. & J. SWIGART CO., Cincinnati, Ohio

A Few Things You Ought to Know
Every business transaction involves figures.

Will it pay to carry in stock another year unsaleable articles of

Old Gold, Silver and Platinum
The first of the year is the time for a general cleaning up—the time for new methods and fresh

plans—the time to embrace opportunities and broaden your activities.

The small package with a value of only ONE DOLLAR has the SAME PROMPT ATTENTION
as the hundred dollar shipper or the United States government sweeps which carry values from
ten to twenty thousand.

WE SOLICIT YOUR SHIPMENT OF

Old Gold Gold Plated Jewelry
Old Silver Gold Filled Cases

Gold Frames Bench Filings
Platinum Sweepings, Etc. 

We hold your shipment in same condition as received until you approve of our remittance.
check is not satisfactory your consignment is returned by express, PREPAID.

If

Returns for
Sweepings
in
5 to 10 Days

(TELEGRAM)

United States Mint at San Francisco )
Oct. 5th, 1910.

Goldsmith Bros. Smelting & Refining Co.
Chicago, Ill.

Your bid of $10,550.06 being the HIGHEST
for SWEEPS, have awarded same to you.

EDWARD SWEENEY, Supt.

Check for
Old Gold and
Silver by
Return Mail

ASSAYING AND TESTING DEPARTMENTS
An efficient force of competent assayers are constantly employed in each

of our three offices. SUBMIT SAMPLE of your SWEEPS to us.

Goldsmith Bros. Smelting & Refining Co.
20 John Street Heyworth Building Arcade Building
NEW YORK CHICAGO SEATTLE

CORNER MADISON AND WABASH



SWARTCHILD Sc COMPANY
THE LARGEST WATCHMAKERS' AND JEWELERS'
SUPPLY' HOUSE IN THE • wamm.o, HEYWORTH BUILDING. MADISON ST. & WABASH AVE. CHICAGO. ILL.

How to Obtain Genuine Watch Material
is sometimes a problem with the conscientious watch repairer. The

difficulty may be overcome by following these suggestions:

I 8 7 0 

41 Years in the Watchmakers' an Jewelers' Supply Line

The World's Largest Material House I 911
" OUR PERFECT" LARGE FLAT TOP WATCHMAKERS' BENCH WITH AUTO-

MATICALLY LOCKED DRAWERSOur Exclusive Manufacture Our Own Design

4:1 Purchase Waltham Assortments covering the line of staple Waltham material, such as
Clicks, Hands, Jewels, Screws, Small Springs, Staffs, etc.

The material in Waltham Assortments is selected to meet the needs of the watch repairer,
and it is labelled in such a manner as to assist him in every way possible. Note pages 1-7
in 1909 Material Catalogue.

1J1
IInsist on getting "Sealed=at=the=Factory" goods. Waltham material enumerated in the

advertisement below is put out from the factory in sealed bottles or small tin boxes.

The principal feature of
this bench is found in its
size, the top or working
space being 44 x 26 Inches,
or containing 266 square
Inches more of working
space than in the regular
flat top bench. This al-
lows plenty of space for
your lathe, staking tool
and other tools without the
slightest crowding, besides
giving one a large and
comfortable space to work
on, which is so necessary
for good results.

New Elgin Jewel Pin Assort-
ment and Jewel Pin Gauge
With this equipment you can quickly select a
Jewel pin to suit any size fork or slot.

The Most Practical Bench
Ever Made

The Only Flat Top Bench
Made With Automatically

Locked Drawers

Dealers wishing to obtain staple parts of Waltham material in dozen or half-dozen
quantities should order in these packages:

Length, 44 inches
Height, 40 inches
Depth, 26 inches

BALANCE STAFFS
13 65

SEALED AT THE FACTORY.

Clicks, Hands, Jewels, Screws, Small Springs and Balance Staffs are put up in this way by the

WALTHAM WATCH COMPANY,
WALTHAM, MASS.

14 Drawer
1 Apron Drawer

Weight, About 150 Pounds

No. 11938. Solid oak  
No. H93834.. Solid oak, with material bottle tray with bottles in center drawer, as shown  No. 11939. Birch, mahogany finish . • • • • • • • • ....... • • •No. H939,14. Birch, mahogany finish, with material bottle tray with bottles in center drawrr, as shown

SWARTCHILD SPECIAL
WEBSTER-WH1TCOMB
PATTERN LATHE, WITH
TIP-OVER T REST
This Lathe represents the highest
class of experienced Workman-
ship in every particular. Each
and every part fits perfectly.

$25.00
27.25
25.00

. 27.25

The assortment contains one gross of jewel pins
of various sizes. The sizes most used are sup-
plied in larger quantities and the less often used
in smaller quantities.
The gauge is a tapered piece of steel which fits
Into the fork and accurately indicates the correct
size ofjewel pin needed.

No. 7784. Assortment, complete with jewel
pin gauge $8  00

This Lathe is patterned after
the

WEBSTER-
WHITCOMB

Model and any Genuine

igiBuy Waltham watch material from material jobbers who will send it in a package with a
guarantee over their signature that the material they send is genuine. This practice is
becoming more and more common among reliable material jobbers.

SALES OFFICES:

New York, 21 Maiden Lane,
Chicago, 103 State Street,
Boston, 200 Devonshire Street,
Montreal, 189 St. James Street,
London, 125 High Holborn.

Waltham, Mass.

Illustration
Showing
Exact Size
of Chuck

No. 11487. 2-Chuck Combination Lathe with 1 Screw Chuck, 1 Taper Chuck,
6 one-quarter inch Cement Brasses, I each one-half and three-quarter inch
Cement Brasses, one each Male and Female Centers, Chuck Block with Glass
Cover and Belting . . . $25.00No. H487A. 10-Chuck Combination; this includes 2-Chuck Combination, com-
plete as above, and 8 additional Wire Chucks • • • . . 28.75

No. N487B. 20-Chuck Combination ; this
piliettl a. n d additionalc 

 re
i Chucks  

No. k Combination: this
No. 
4his
plete, and 28 additional Wire Chucks .

Extra Wire Chucks for above Lathe, each
Extra Wheel Chucks for above Lathe, each

WEBSTER-
WHITCOMB

Attachment is warranted to
fit exactly

We Guarantee

this Lathe in

Every Respect

includes 2-Chuck Combination, com-
. . $33.50

includes 2-Chuck Combination, corn-
. . . 38.25. .

... . .50
.75

SEND FOR OUR NEW LARGE CATALOGUE, No. B14—the largest and most complete Material Catalogue in the Country. Sent FREE upon application

REMEMBER, IF YOU WANT A "CRACKER-JACK' MAINSPRING, GET THE "BLACK SHIELD "—THE BEST THAT CAN BE HAD
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100% PERFECT Watch Glasses 100% PERFECT

vein

For Sale by All Jobbers in the United States and Canada

HAMMEL, RIGLANDER & CO.
47 and 49 Maiden Lane, NEW' YORK

I 100% PERFECT Watch Glasses low) PERFECT

The Spring That Ends Your Mainspring Troubles

Waltham 18s N. M. Htg. No, 2203.

PRICE, $1.25 Per Dozen

(LA new Mainspring, accom-
plishing an old purpose.

Many mainsprings are resilient
in shape at the time they are
bought, but lose their shape and
efficiency when used.
The consumer is therefore

paying the difference in price for
appearance only.

"ECHARCO"
. the trade-mark that stands for
highest quality, retains its shape
and efficiency.

If your jobber is unable to
supply you, send us his name
and we will see that your orders
are promptly filled.

For Sale by All Jobbers in the United States and Canada

47 MAIDEN LANEHAMMEL, RIGLANDER & CO. NEW YORK CITY
AILLIML
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Octopus Engraving Block Attach-
ment No. 85

Pat. May 11, 1909

Illustration is exact
size of Attachment.

The New Improved E. F. B. Graver Handle No. 30

Has the most rigid locking device of any adjustable graver handle. Holds gravers firm as in a
vise. They will te appreciated by the many users of the E. F.11. Gravers. Price, each, $ .50

In order to perfect an attachment that would fit any engraving block, and,
at the same time, hold everything that came within the spread af the engraving
block jaws, long study was required to design the combination of gripping
surfaces that are assembled in such a small space.

This has long been considered an impossibility, but the Octopus Attach-
ment now stands to disprove this pessimistic assumption. Our claim of pre-
eminence for the Octopus Attachment lies in its general construction and
simplicity of operation. Its predominating features are efficiency, rapidity,
economy and adaptability to the wants of the engraver, who, for years, has been
in need of an attachment that would relieve them of the encumbrance incurred
by the use of the numerous pegs and other appliances, and, furthermore,
admit the many articles of jewelry and silverware that have previously been
found impossilile to hold.

The four adjustable pegs, as shown in the illustration, are Inserted In the
peg holes of the engraving block, and the guide rod retains the two jaws in
perfect alignment to each other while in operation.

A partial list, showing articles that can be clamped and where held in this
attachment, is sent with each tool—a thoroughly well made tool and finely
nickel-plated.

Price, each, $4.50

The OCTOPUS ATTACHMENT holds a larger variety of articles than
all engraving blocks combined.

Over one hundred variformed articles can absolutely be held with the
attachment.

ADAPTED TO ALL ENGRAVING BLOCKS.

The L. B. Pivot Polisher (Pat. July 1910)
The construction of this attachment is entirely novel and

the labor of polishing a pivot is reduced to a minimum. The
illustration shows manner of attaching same to the lathe by
clamping it to the tail stock spindle. The grooved plate in
which the pivot rests while being polished, revolves and is held
in proper alignment by means of a ratchet. Three laps like A & B
are supplied with each tool to permit the use of different polish-
ing substances. The staff may be held in chuck, but the better
method is to let one of the pivots run in one of the female centers
E or D which are clamped in chuck. The balance is then carried
along by the carrier as shown on E. The pivots from the finest
to center pivots may be polished on this tool, as the grooved
plate has graduated grooves to take in all sizes.

The pulley C is intended to go on the shaft of your counter
shaft and the pulley carrying the lap can be connected to pulley
C by means of a crossbelt.

The attachment is finely made, thoroughly practical, and a
useful fixture to any lathe.

PRICE, EACH, $11.00

For Sale by all Jobbers in the
United States and Canada

Hairspring
Scale
No. 1

Finely Nickel-
Plated

Price, each, $2.50

The above Illustration gives a general idea of
the utility of this new tool. To ascertain the com-
parative strength of the new hairspring required to
replace an old one is not an easy task, nor one that
can be accomplished except by means of some
accurate instrument.

This new scale is simple in every detail. The
collet or heart of the old hairspring is held in the
clip of the scale. The outer end is held in the
tweezer. Then slide the movable weight on the
scale beam until the point is at the zero mark, and
the graduations on beam will indicate the strength.
The new hairspring should show same reading on
beam as old spring, and a watch so fitted will
require very little regulating. An additional lighter
weight is tarnished which is used either alone for
very light springs, or in connection with the other
for heavy springs.

ROLLER REPLACER No. I
This tool was designed especially for replacing Table

Rollers in a quick and safe manner.
Heretofore this was accomplished on the staking tool or

other seta of punches, but it is well known that this is not satis-
factory. This tool permits complete control the lever is very

ipowerful, and rollers are readily driven n place without
danger of cracking the roller or injuring the pivots, and in
half the time usually taken for this work.

It is nicely finished in nickel plate and damaskeened.
Price, each $2.00

Pivot Straightening and Truing Device No. 25
(Pat. Sept. 21, 1909.)

By means of these tools a bent pivot can he trued to a dead center. The staff is held in
split chuck and the bent pivot in the conical or V shaped hole of the device ; the device being
crowded up to the shoulder of the pivot, the lathe to revolve backwards, using plenty of oil on
pivot. Use the small flattened lever, resting same on the rounded Inner surface and gradually
bring the bent pivot to its original shape. .

Two sizes are provided which cover a large variety of pivots. The small size .010" Is for
all staffs and escape pinions, while the larger one with hole .016" is intended for 3rd, 4th
pinions, etc.

Made of finest quality hardened steel and will he found a useful tool.
Price, per set of 2 tools and straightening lever, $1.75.
When ordering, state name aud size of lathe.

HAMMEL, RIGLANDER (Sc. CO. NEW
W49 Maiden LaneHAMMEL, CITY

e
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GET READY FOR THE SPRING TRADE

77-.7 f

e=tnt,
EfEffr,
.15 per Dozen
1.50 per Gross

Cannon Pinion
Tightening Tool

50 cents

$ .75 per Dozen
7.50 per Gross

New Model Webster-Whitcomb Lathe with New Model Tip-
over Hand Rest and Tel!stock.

Full Nickel-plate. Price, $31.00
which includes Taper Chuck, Screw Chuck, Six '4-inch Cement
Chucks and 9 ft. Round Belting.

Height 3.

Height 4.

00"
Height 5.

Height 6.

Height 7.

Height EL

Geneva, .... . . $4.00 per gross; S .40 per doz.
PRICE-LIST Thick Mi-Concaves . . 4.00 " .40 "

MI-Concaves, Extra flOck 10.00 " .90 "
I.Paralleis 8  00 " .75 "

per

.WACINAM

_ PRINGSNS 

e_rpth:-_malpit!--vosuse

$ 1.00 per Dozen
10.50 per Gross

PARALLEL.

.•••••""
LENTILLE.

,011110111111

PATENT GENEVA.

EXTRA THICK MI-CONCAVE.

THICK MI-CONCAVE.
Patent Oenevas . $8.00 per gross; $ .75 per doz.Lentilles . . . . 12.00 " 1.25 "
Antiques . . . . 8.00 " .75 "
Lunettes . . . . 3.00 " .25 "

BLANK ORDER SHEETS FOR WATCH GLASSES SENT UPON APPLICATION

Steel Wire Clock Cord (Non Rust)
Made in 3 sizes. Put up in 11 ft. coils.
Prices Small Size, $1.50 per doz. Coi:s
" Medium " 2.50
" Large " 3.00

Pendant Set Sleeve Wrench-10 Prong
Price, 50 cents

No. 0. Polishing Lathe Head
Price, $1.25

No. 1. Polishing Lathe Head
Price, $2.00

This Cabinet FREE with your FIRST order for OneOros. Regent Imported American Mainsprings

$ .75 per Dozen
7.50 per Gross

Regent Foot Wheel, Improved
$6.00

sTOIDIAD STONE SIZES 

*0° V ":".° r? 3 
 4. 

8s 60 0 0 0 0 0 ,53  0000 8
42 41 40 39 98 87 86 35 84 33g 

44. 46 45 

o 0.09 s
000000 0  0

THE JEWELER'S COMPANION, consisting of 2% Oross Stones
at 50 Cents Per (iross. Total $1.25. Well Assorted for Repairing

CROSS & BEGUELIN 
Importers, ratexsp, Exporters and Manufacturers

Silver-Plated Ware, Etc. 23 Maiden Lane, New York
Incorporated)

Ule wish for

our patrons anb

all the Crahe a

bappp an pros,

perouslaewpear

4

■

■ •

The Szvigart Watch Service
in the Past
is our Guarantee
for the Future

MAY you have still greater

need for High-Grade and

exclusive styles of Watches in

1911. (We will have, if possible,

a larger stock to seled from.

LOOSE AND MOUNTED

DIAMONDS
COMPLETE STOCK OF

JEWELRY
 1

Catalogue on Application

Swigart Watch & Optical Co.
328-330-332 SUPERIOR STREET - - - TOLEDO, OHIO

4f===>
*

I/

•
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WEBSTER-WHITCOMB NEW MODEL LATHE
410Ttie VITAL, POINT

..tionsivill —...71111',

BEWARE
OF

IMITATIONS

PAT. APPLIED FOR

IN COMPARING PRICES WITH
OTHER LATHES, LEARN THE
DIFFERENCE IN SIZE,
QUALITY AND DETAILS
OF CONSTRUCTION

Lathe, including Taper and Screw Chuck, 6 Cement Chucks and Belting . . . $31.00
Lathe, as above, and 6 Wire and 2 Wheel Chucks (10 Chucks)   39.00
Lathe, as above, and 10 Wire Chucks (12 Chucks)   41.00
Additional Wire and Wheel Chucks, each   1.00

A chuck may look nice and shiny, yet be practically worthless. Examine critically
the thread on our chucks in comparison with others. We do not use dies for thread-
ing our chucks. THEY ARE CUT IN A LATHE. The cone and body of OUR
chucks are GROUND to correct FORM and size; the surfaces are STRAIGHT and
TRUE ; compare them under your eyeglass with the shiny ones. The thread and
outer surfaces of a chuck, as well as its form and proportions, are important elements
in its continued truth and durability. The holes in our chucks are GROUND to size
and truth. We caution you against imitations.

The GENUINE are stamped " WHITCOMB.-

in a Watchmaker's Lathe is the
SPINDLE AND ITS BUSHINGS.
In this lathe.the bearing surfaces of
the spindle and its bushings TOUCH
THROUGHOUT THEIR ENTIRE
AREA, insuring continued TRUTH,
easy running and greatest durability.
This quality in our lathes is main-
tained byworkmenof long experience
in the operation of special machines
devised for this particular work.

Many lathes may be found in
the market which the front end of
headstock spindle bears only on the
450 angle. They may look well on
superficial inspection, but they will
run hard if the spindle is closely
adjusted, and are quite unreliable
for perfect work.

In buying a new lathe be SURE the spindle and bushings are
PERFECTLY FITTED. Without this a lathe is dear at any price.

Our lathes are finely finished. The curves are true and the
surfaces smooth. All sharp corners are carefully and uniformly
rounded ; this makes a great difference in the durability of the
nickel plate. HEAVILY NICKELED.

In comparing lathes, the size and variety of CHUCKS, as well
as the scope and general character of the ATTACHMENTS
should be considered.

SUSSFELD, LORSCH & CO.
37 and 39 Maiden Lane, NEW YORK

WHOLESALE AGENTS

JUST OUT! This practical hand-book on the use of the Staking Tool;
written by a practical watchmaker experienced in this line.

The book is substantially and neatly bound in cloth of extra
quality. It has 163 pages, 90 of which are devoted to
diagrams and matter pertaining to the use of the staking
tool, and kindred subjects.
Every progressive watchmaker will want one, and we
make it easy for him to have it. Only 75 cents.

MICROMETER STOP No. 424
Quickly attached to any staking tool punch. Will enable you to do the
work with absolute precision. With it you can drive that escape wheel
to the desired position, the first time; no time lost in guessing and
repeated trials.

The man—you—who repairs the most delicate
and accurate machine known—the modern
watch—should be provided with suitable
tools, to do his work quickly and perfectly.

Investigate the advantages and novel features
of the Micrometer Stop; the new book men-
tioned above has something to say on the
subject.

To fit K. C& D. and Rivett punches,
Price, $3.50

Unless otherwise ordered, we send them to fit
K. C. D. punches.

KENDRICK & DAVIS CO.
MANUFACTURERS

Lebanon, New Hampshire

Sussfeld, Lorsch & Co.
37 Maiden Lane, NEW YORK

  Wholesale AArents  

11,1 i,11 1 111
1 11111111

1 1_111111;111

Th4KGAL

Duplex Base Anti-Friction
Engraving Block

NICKEL PLATED

Designed by an Engraver for Engravers

13
THE GENUINE

are stamped

BEWARE OF IMITA-
TIONS. LOOK FOR
THE MAKER'S STAMP

A HIGH-CLASS BLOCK made of the best material, the mechanical work being first-class throughout.
They are manufactured by Mr. Ad. Muehlmatt, the well-known maker of high-grade Engraving Blocks.
Complete, including 26 attachments, leather pad, etc., $6.00.

 A New Departure in Engraving Tools 

WELLS' UNIVERSAL GRAVER Td[ONLY PALLET JEWEL 
SETTER

Pat. March 9th, 1909

The above cut gives a general idea of the Wells' Universal Engraving Tool.
The crescent graver is held by means of a clamping device and can be adjusted
quickly and securely. The crescent may be set at any angle to suit the
operator, thus enabling him to engrave flat, concave and convex surfaces

with perfect ease and a better control than is possible with any other kind of

tool.
The length of the graver remains the same throughout the life of the tool ; it
is in the fullest sense UNIVERSAL owing to its uniformity of length, adjust-

ability of angles and the facility with which it is handled. It is readily adapted

to all kinds of work, and inasmuch as the engraver has a superior degree of
control and feel with this tool, he is able to do the work more quickly and

accurately than is possible with any other graver.

The tools are so constructed that when sharpening the crescents lay flat on

the stone ; this assures a sharp cutting angle, and as both ends of the crescent
are ready for use the engraver has two angles of different degrees to suit the

work he has in hand.
The three styles of crescents are (1) sharp point, (2) narrow flat, (3) wide
flat. The tools are guaranteed to be perfect in temper and quality.

 PRICES 

A—Patent handle with one crescent graver   $. 75
B—Patent handle with three crescent gravers . . .   1.00
C—Three patent handles with three crescent gravers, 2.00
D—Separate crescent gravers, each  20

THE QUICKTIGHT PINV1SE

111 1111 11111111IN
Trade Mark Reg. U.S. Patent Office

The name explains it all

Price, $2.00

V

The ONLY SETTER
separates the two

jewels so that one

can be adjusted with-

out danger of the

other shifting. The

ONLY SETTER 16

fitted with practical

gauges to determine

the amount jewel is

to be shifted, elim-

inating guesswork.

Over 2000 in Use Every Day

NEW STYLE

CULMAN BALANCE CHUCK

LOOK FOR STAMP AZ—

Made with thr.,e interchangeable
screw-on plates, drilled with No. 8,
10 and 12 holes.

Plates are made like ;he screw bezel
on a watch and can be changed
instantly,they increase the holding
capacity of the chuck ten-fold, mak-
ing it practical for many train
wheels now difficult to chuck.

Send for Circular and FREE
Sample Pair of Torpedoes

Price, $4.00

C. CULMAN, Maple and Hazel Avenues, MAPLEWOOD, MISSOURI

Patented March 26, 1001.

WORKS QUICKEST. HOLDS TIGHTEST
Only ONE HAND used in working it

Insert the work, then one stroke of thumb (pulling wedge downward) both closes AND tightens
jaws. Saves valuable time. It will pay to throw away your.old pinvibe and buy one of these. Strofig-

est made. No levers to break, or screws to strip.

Price, $1.50. ASK YOUR JOBBER FOR THEM

Get the Genuine

Don't accept cheap sub-
stitutes; there is nothing
else so good.

SOLD BY EVERY MATERIAL DEALER
IN AMERICA

Price, 25c.

SUSSFELD9 LORSCH & CO. 
37-39 Maiden Lane, NEW YORK
— WHOLESALE AGENTS —



THE QuiciclrIclurr PINVISE
Trade-Mat k Reg. U. S. Patent (Mice

Works Quickest Holds Tightest
Only ONE HAND used in working it

'..1..".711111X11anium

10150mmappm

Insert the work, then one stroke of thumb (pulling wedge downward) both closes AND tightens
jaws. Saves valuable time. It ASTI pay ie throw away your old pinvise and buy one of these.
Strongest made. No levers to break, or screws to strip. Sent anywhere, postpaid, for $1.50.
Buy it of your dealer, or send to

HENRY Z1MMERN & CO., Wholesale Distributers

Revolving Disc
Mainspring Winder

(Patented)

Our "U. S. Mainsprings" are
acknowledged by watchmak-
ers throughout the United
States to be the best springs
in point of finish and quality
for the money ever placed on
the market. We desire to
maintain this reputation for
the "U.S." springs, and would
therefore call your attention
to the fact that an imitation
spring resembling the "U.S."
has been offered for sale, and
in some instances, we are in-
formed, has even been placed
in "U.S." boxes. To guard
against this deception we
would suggest that you exer-
cise the utmost caution in
making your purchases, and
insist that the trademark
"U.S." appear engraved upon
each spring.

If Specialists are good for physical
ills why not in increasing your
business with a Modern Catalog?

ASK YOUR JOBBER

FOR THEM

This winder has six barrel
heads, three on each side of the
disc, suitable for every size of
American Watches. The quick-
est acting winder made. No
changing of barrel heads neces-
sary. Simply draw out the
winding crank and place it in
the size barrel head to be used.
Should any barrel head be
broken at any time through
carelessness a new one can be
obtained at a nominal cost. Full
directions with each winder.

J11[04',

VICTORY SPECTACLE REPAIR CLAMP
(Patent applied for)

This is the only spec-
tacle repair clamp that
will hold rim and rim-
less spectacles and eye-
g lasses while soldering
broken framesand nose
bridges. Will last a
I i fell me ; made of brass,
nickel-plated.

Full directions with
each clamp.

PRICE,
75 CENTS

This well-known brand is

worthy of its name:

Superior in FINISH.

Superior in QUALITY.

Superior in TEMPER.

The Arnstine Bros. Company are the originators

of the Arnstine System of Catalogs which is

used by more than 2,000 Retail Jewelers in the

United States.

Don't delay in investigating this modern method

of doing business. It will increase your business

to great proportions, give your store the highest

standing of importance, likewise the greatest

Exclusive Wholesale

Canada
Sole William St., New York City.soleents,

Inc.,HENRY ZIMMERN & CO., ettudterl We can make a catalog that you can send to

every one of your customers —a catalog that

will sell goods.

We can make it 16 pages or as large as 300

pages.

Don't fail to write us now.

CLASS AND
FRATERNITY
PINS, MEDALS,
BADGES AND
SOUVENIR
JEWELRY

WRITE FOR OUR NEW 1911 CATALOG and NEW BADGE CIRCULAR



TO THE RETAILER:—If you expect to stay where you are and hold
the old trade, you can not afford to sell second-class goods.
The BRYANT RINGS will hold the old customers, and every ring
you sell will be an advertisement that will attract new ones. They
are the Best Made and Best' Known Rings in the mar/et.

Bridgeport, Conn.

Sterling Effects
in Plate

There is a reason why we hold the record for
increased business; no other concern can equal
the number of customers we have added.
There is a reason why we are adding new cus-
tomers faster than any other concern and that
reason is

  THE JEWELERS, WATCHMAKERS
L CATALOG 

and OPTICIANS will do well by
writing for our 1911 CATALOG,
MAILED FREE. It contains a full line
of WATCHES, DIAMONDS,
JEWELRY, OPTICAL GOODS,
WATCHMAKERS' and OPTICIANS'
TOOLS, MATERIALS and MA-
CHINERY of the best makes the
American and Foreign markets afford.
It will pay you to have our catalog.

Wholesale Jewelers and OpticiansGordon & Morrison, 199-201 E. Madison St., CHICAGO, ILL.

GORDON 4
MORRISON
WHOLESALE

JEWELERS AND
OPTICIANS
ESTI.,

Chicago,

Our book is the lead-
ing material catalogue.
Every jeweler should
have it.

"Always- on-
the - Square"
Methods

FOR EVERY PURPOSE
WHERE ACCURACY IS REQUIRED

No. 2. UPRIGHT POCKET
DIAMOND SCALE
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FREE GOLD SALTS FOR MAKING ONE PINT GOLD SOLUTION FREE
QUART GOLD SOLUTIONS A Snare-A Delusion-And a Pitfall: It's Victim-The Unsuspecting Jeweler

OFFICIAL BULLETIN'
HINT TO THE W15E, ETC.-

ThEREARE NONE SO BLIND-
WHAT FOOLS THESE -
PENNY WISE AND POUND

NOTiSS E
W1A1E QUART
5OLUTIOM2 AT AN
oI pgic -ARD
sricK os A lICE
GOLD SOLUTION
LAI3EL•

t. 

• LL,LD yen:Ate..

...t.L7 • '774

11,

pun
601.0
SOLD
TION

OH NE I
LOSING ALL orS

OLD SOLUTION

Roman Gold Salts for 1 quart Solution4, ..Red Gold • • . 4.50
Old English . 

e, .,
. 

•
4.50..14 or I 8 harat Gold • • • 4.50•.. .Itose Gold . 

. . . 4.80

If you have plenty of water, you can make gold solutions at any price. For example:-Two penny weights Of metallic gold, chlorided and cyanided, can be diluted wit h one gallonof water or more anal " presto change" the gold solution is ready. IV ith sufficient ell:Tentyou can do gold plating, therefore, the term quart Gold solution is a snare, a delusionand a pitfall, because you buy water and ate made to pay the price of gold for U.We meet the price of t3. (0) per quart solution, set by others, but remember well, suchprice reductions can only be met by lessening the amount of gold. not the water int he solutton end always ttt, the expense of the jeweler. These are facts at which even themost incredulous ' inav not dare to scoff, but irrespective of all this wherever you findour trade-mark " USECCO" on the label, we guarantee a more liberal amount ofgold, a perfect gold solution, clear white, free from sediment, lasting and ofhighest efficiency.
'the Illy NV Ilose sole wisdom of concocting gold solutions has been acquired fromtext-books, can never produce gold solutions profitable to the jeweler, for the simple reasonthat the mysticism of chemistry calls for the knowledge of the expert chemist who makeschemistry of metallurgy bis life study.
Making gold solutions and gold plating salts for the jeweler and jewelry jobber is ourspecialty and not a side line. l'on would hardly go to the blacksmith's to buy a goldbig or to the shoemaker for a wedding cake. Ponder over this and refuse to be" victimized " any longer.
Not only are we the sole manufacturers of the gold plating salts universally usedfor over Is year, by all the leading jewel I y man ti fact u rers t we are also the originatorsof such fancy gildings as tho various rose golds, green golds, etc., which is a SIILL emen tthat praises fair more than mere laudatory words can do. Our expert. advice is always atyour service free of charge.
Our gold plating salts are in dry form containing 12 Dwts. of gold to the gallon andthe necessary chemicals. I tissolved in water the solution is ready for work. For the bene-tit of the small mantifitettiring and retail jeweler our gold Plating Salts are put up in quarts,which we guarantee to contain fully as much or more gold than is contained inTWO QUARTS of any of the gold solutions now on the market. Circulars on request.
MR. JEWELER! We strive to give you a fair deal and full value for your motley.Expecting that you will welcome a chance to discriminate between good and bad solutions,we make for a short time only the following unprecedented

)3 .1e• SPECIAL FREE GOLD SALT OFFER -Cott
If ordered direct from us with remittance enclosed, we will send with everyquart of gold salts so ordered absolutely free of charge one trial pint of any ofour gold salts you may select. Salts will not deteriorate, and keep indefinitely

Orange Rose Gold for 1 quart Solution . . . $4.80
Green Gold .. .. 

. . . 4.80
Antique Green Gold Salts ..  " . . . 4.80Egyptian Green GoN1   5.00Silver Salts, for half-gal., $3.15; fort gal.. . 6.00

PLATING SOLUTION
FOR EVERY FINISH.
ROMAN GOLD
ROSE GOLD
MIME GREEN GOLD
I1DENULJSH GOLD

11.5.EMTROCHEMICALf0
78 LAFAYETTE DIN Y

. ..... ...ALMOND I

Francis Gray Salts, for 1 gal.   $3.50Copper or Brass Salts, for 1 gal. . . . . •   2.50
Silver Oxidizer   50 cents and $1.00

PRICES ARE ALL NET CASHCAN IBE HAD OF ANY ...101E113ER OR DIRECT PROM
U. S. Electro Chemical Company, Sole Manufacturers of Electro-Plating Salts, 78 Lafayette Street New York

We are SPECIALISTS in Plating Machines, Plating Salts and Solutions. They are no SIDE LINE, but OUR SPECIALTY

The New M. P. Safety Catch
,-

10,...,.

NAT JULY ID

'.

,

Tells its own story better than we can because

SIMPLICITY BEGGARS DESCRIPTION
A sample sent to any Manufacturer, Jobber or Retail
Jeweler in the world. Address Department K.
Electrotype of the above for advertising furnished free.
Both sizes mounted on patches for repair work.

The Metal Products Corporation
MANUFACTURERS OF

Jewel Settings, Metal Ornaments and
Jewelry Components

THURBERS AVE. ••.. PROVIDENCE, R. I.
New York Office : 611 Broadway, Room 605

TAG YOUR RINGS WITH
WASHABLE TAGS
Yes : Mr. Jeweler

The Ideal celluloid tag saves time and
money. And makes your rings look
twice as attractive.

Wash or polish your rings with the tags
on them-the ink is waterproof and won't
wash off.
No danger of getting tags mixed.
Note the large flat writing surface.

IDEAL TAGGING OUTFIT
Complete, only $2.50

1000 tags and eyelets . . . $ 1.50
1 pair Ideal Pliers . . • . .75
1 bottle Waterproof Ink . . .25
1 neat hardwood box, with

catch fastener . . . 0000

Bastian Bros. Co.
Dept. 516

Rochester :: NEW YORK
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The Asko Pivot Drill

A NEW pivot drill and BETTER than any drill you have
ever used for pivoting.

GUARANTEED to do snore work than any other drill

on the market.

Needs but a TRIAL to prove what we say.

TRY a dozen and convince YOURSELF.

Put up a dozen in a block, sizes 4 to 26 thousandths of an
inch.

Price, 40 cents

Get them from your

Asko Flat Drills FILL A LONG-FELT WANT INTHE DRILL LINE

These are a continuation of the Asko Pivot Drills.
Covering everything in drilling, from the smallest No. 4 Pivot Drill, for
watch work, to the largest No. 98 for clock and jewelry work.
Asko Drills are made from special steel, each drill being carefully hard-
ened and tempered, BEFORE BEING GROUND TO SIZE, which
insures the best possible cutting edge.
Put up in sets of three dozen in a wood block, in sizes No. 28 to 98
thousandths of an inch.

jobber or direct from

Price, per set, $2.00

A. S. KOCH & SONS, Mfrs., Lancaster, Pa.

•e" .
l 

.
t oe•l 

The" 

B & C Glasses

WATCH GLASSES
are known to be the BEST

They are guaranteed to be strictly first-quality glass without bubbles or scratches

;

IV 3ERSE P, CO,

The prices on
are not higher 14
much inferior 0
sold by the
of the United
lows:

0
tf:A

tI W B & C glasses
tw than other and
tv brands, and are

leading jobbers
States as fol-

S Per gross Per doz.

watch glasses was awarded to the W B & C brand 
Patent Cienevas   

$ 4.00

.3.00 .25

5 .40
MI-Concaves, Extra Thick .  . . 10.00
Oenevas  

.40

.90
MI-Concaves 4.00

8.00 .75Flat Parallels   

 
12.00

1.00
1.25

Flat Concaves, Extra Thick . . 15.0-0
Flat Concaves .
Lentilles

12.00
1.25

The only medal at the Chicago World's Fair for 8.00 .75
Lunettes  

Discount, 6 per cent.

Over 25 Silver and Gold Medals awarded to the W B & C Glasses at the Different Exhibitions of the World Since 1826
Everybody knows that the W B & S Khoses HAVE BEEN, ARE, AND WILL ALWAYS BE the leading brand of glasses in the market. Their finish, clearness, flexibility And correctness of size make them so

that the leading jobbers In the United Stales will use no others tit any price. I. ma r-fiftlis of the ease manufacturers are using them on account of their accuracy and perfect roundness, They used to
buy a cheaper grade of goods, but soon found out the W18110111 of the old proverb, "The Best is the Cheapest at the End."

WATCHMAKERS! I If you wish to save time and money and give good satisfaction to your customers (if you sue not using them), try the W B & C and don't be deceived by bluffing and humbugging

from af,erwards. IT IS A GOOD AND RELIABLE GLASS YOU WIAN'hie.WWHBICHCISg 
lialisievis aBretlICI.existence over sixty years, and durius that time a great many brands have sprung up in one day, and never heardadvertisements, showing a lot of nonsensical figures.

The  only medal at the Paris F,xpositIon of 1900 for
watch glasses was awarded to the W B & C brand.
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A HIGH-GRADE LINE OF EMBLEM RINGS AT A MODERATE PRICEANY ORDER

K. of P.
• "17/.
1111111111111111mo No. 272

ANY FINGER Size AT $11.00 LAST

No. 245

No. 238

No. 295

No. 292

No. 248THESE RINGS ARE ALL PLUMP 10 K.—average 5 dwts. each—ce iter emblems raised and modeled—rings all enameled in appropriate colors. We will send you any
order—any finger size—at ;11.00 list. THE BEST RING ON THE MARKET FOR THE MONEY.Let us tell you of

our new selling plan THE A. P. CRAFT CO. MaakneysopfeEzbleewmeRriyngs Indianapolis, Ind.

White Stone La Vallieres
41. An extensive line made in

silver with all the style so
characteristic of the platinum
article.

4111, A word from any responsible
jeweler brings a package for
inspection.

ILGEN & WAKEFIELD CO.
SUCCESSORS TO

AIKIN-LAMBERT JEWELRY CO.
15-11-19 Maiden Lane, Silversmith's Building, NEW YORK

EVERYTHING IN

LOCKETS anD CHAINS

THE BASSETT
JEWELRY CO.

PROVIDENCE : RHODE ISLAND

DIISTRNCTINE

FOR T -tE JEWELER
THAT KNOWS 

The keynote of Greene's Gold Goods is Quality.
Quality that starts with the selection of stock
and follows each initial step until the final
creation is perfected.
Not one piece of findings is used in making up our
distinctive line. Every piece is made in our own
factory. Sixty-two years of consistent effort is re-
flected through a line of high-grade sellers. Sellers
that create and hold business.
Every retail jeweler owes it to himself to get in touch with our
line through his jobber.

sWilveear goods.
lsomake a carefully selected high-grade line of sterling

We make CROSSES, PENDANTS, BROOCHES, SCARF PINS,
BUTTONS, TIE CLIPS and RINGS.
If your Jobber does not carry our line, write us and we will put
you in touch with one who does.

--1 NGR17 2WMC 341 -4 
COMPANY jEWELRYSPEC11AUSTS
 1011 SAVIN STREET 
PROVilDENCE, RHODE 11SLAND

CASTIGLIONI COMPANY
MANUFACTURING JEWELERS

LOCKETS anZ BRACELETS
THAT'S ALL

NEW YORK OFFICE: 71 Nassau St., Room 1204 CHICAGO OFFICE: 412 Baltimore BuildingRepresentative, CHARLES ALTSCHUL M. NEUBURGER

Pacific Coast Office: SAN FRANCISCO, CAL., 710 Jewelers Building
J. H. MERRILL



Send for FREE
Sample Pair

PATENT PENDING

T costs any retail jeweler absolutely nothing to
get a pair of these Double Post Expansion
Lever Cuff Links.

We Want You to give them a thorough trial by
actual wear.
We Want You to note the simplicity of mechanical
construction and the impossibility of breaking.
We Want You to learn the ease with which these
Links can be manipulated with one hand both in
entering and leaving the cuff.
We Want You to note the quality and compare it
with any other button you ever purchased for a like
price.
We Want You to realize the impossibility of coming
out of cuff when sleeves are rolled up, even with soft
cuffs.
We Want You to realize that the shirt manufacturers
will flood the market with soft cuff shirts the coming
season, and that this is the only practical button made
for a soft cuff shirt.

We Want You You Want Us
Write for sample, giving name of your jobber.

WINTHROP MFG. COMPANY
Manufacturing Jewelers

ATTLEBORO, MASS.
NEW YORK OFFICE

15 MAIDEN LANE, ROOM 1609

Sold Through Jobbers Only

Krementz Bodkin-Clutch
STUDS AND VEST BUTTONS

Go in like a needle.
Hold like an anchor.
No solder joints to break.
No loose parts.
No spiral springs to give trouble.
No awkward bend to push through the buttonhole.

Simplicity Quality Durability
ARE THEIR CARDINAL POINTS

A

Pushed
through the
buttonhole
in this
position.

V

When a slight pushThe bodkin-b8ek 18 then locks the back until youturned to one side. reverse the operation.

With a Coat Shirt. First fasten the studs in
the upper buttonholes. Then, after you have put on the
shirt, the bodkin-backs are easily pushed through the under
buttonholes ; something impossible with other studs.

IN ALL GRADES
from plain rolled gold, for ordinary wear,
to the finest mother-of-pearl, set in gold or
platinum, with or without precious stones
for evening dress, and with the

KREMENTZ REPUTATION FOR QUALITY

A new stud or vest button FREE for
GUARANTEE every bodkin-back that is broken or

damaged from any cause.

KREMENTZ & CO.
NEWARK, N. J.

NEW YORK, I Maiden Lane SAN FRANCISCO, 722 Shreve Bldg.

PARKS BROS. & ROGERS, 20 Maiden Lane, New York
Selling Agents to Jobbing Trade for U. S. and Canada
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Providence Stock
Company Products

A

A

A

INSIST ON BRACELETS BEAR-
ING OUR TRADE-MARK

OUR LINE OF

"AMORITA"
BRACELETS

will still be leaders during the present year.

The Special Process—Hard Finish—Wear
Resistance Gold-Filled Stock, the disap-
pearing SafetyWire Guard—which prevents
its falling from wrist when open or the
breaking of hinge — are but two of the
superior points over other bracelets.

We have a most complete line of Fobs,
Neck, Lorgnette and Vest Chains in
HIGH-GRADE GOLD-FILLED. In SOLID GOLD we
make Neck, Lorgnette and Vest Chains, Scarf
Pins, Brooches, Pendants and LaVallieres.

Our HIGH-GRADE GOLD-FILLED neck chains are
machine soldered — every link separate—
therefore will not kink.

Write for Further Particulars

A

A

0
A

A

a_ 

Providence Stock Co.
FACTORY and MAIN OFFICE

100 Stewart St. :: Providence, R. I.
SAMPLE OFFICES

11 Maiden Lane, New York 131 Wabash Ave., Chicago

Now for a New Year
and a corkin' good one!

Our own business during the past fall
and winter season has reminded us of
the "good old days," it has been so
brisk and rushing. There's a reason
for this, however, and it lies in the
fact that we handle goods the people
want and the goods which sell readily
and give satisfaction.

We take care of our trade and every-
thing that goes out of our establish-
ment carries with it our guarantee of
satisfaction in every detail. By the
way, have you looked over our new
Green Catalogue Number 117 lately?

If not, better do so now and send in
an order for some of Averbeck's "stock
brighteners." They're simply _great
and the jeweler who hasn't them in
stock is missing a mighty good thing.

Orders filled by competent and ex-
perienced jewelry salesmen and ship-
ped the same day that order is received.

DO IT NOW ! DON'T PROCRAS-
TINATE!

Our large staff of traveling salesmen

will leave in a few days to call on the

trade in their respective territories.

One of them will be your way shortly.

Don't buy till you've seen his line.

M. J. AVERBECK
Manufacturer — Importer

10 and 12 Maiden Lane, NEW YORK



A New Departure ! A"Best" Flexible Bracelet
Hard-soldered throughout, will not pull apart. A first-class bracelet in everyrespect, in quality, design and finish. Ask your jobber for these bracelets.

B1025

B 1043

Makers of HIGH-GRADE GOLD FILLED CHAINS, LOCKETS and BRACELETS
New York, 9 Maiden Lane
Chicago, 103 State Street

•

.7; 14n

.:1:41ta•f-07+'.4

•

NEW 1911 LINE

HELLER'S LEADERS
READY

The year just past showed a tremendous increase in the sale ofWhite Stone Goods. Particularly Heller's WhiteStone Effects in Combs, Hat Pins and Barrettes
¶There are indications at this time that the POPULARITY of thesegoods will be on the ascendant in 191 1.
qj Hundreds of letters from all over the country have been receivedstating that the percentage of profit on Heller's White Stone Goods wasfar greater than that on any other brand imitating our line. And thegoods practically sold themselves.
crWe shall be pleased to show those with whom we have had dealingsin the past our new 1911 effects. Our wish goes further than that—thatwe may open up new accounts with those we have not had the pleasureof doing business with in the past.

Send for selection package and state price of goods desired.

JOSEPH W. HELLER COMPANY WHITE STONE SPECIALISTS 
129 EDDY STREET PROVIDENCE, R. I.

THE LATEST—METAL MOUNTINGS WITH INLAID

The HOME of INLAID COMBS
With a Line of Leaders and the Factory Always
Busy. Solid Gold Inlaid Hat Pins with Pearls. The
Line That Has Pleased All Buyers. You Should
Have These Numbers to Complete Your Line.

JOBBING TRADE ONLY

THE INLAID COMPANY
1058 Broad Street : Providence, Rhode Island

Business Stimulators

You ought to get in touch with a line
of SOCIETY EMBLEMS that will

stimulate lodge (large) business for 1911.
Not the ordinary kind, but specialties

that arc big sellers.

c_ Consult your jobber or write direct.
We've a NEW CATALOG which YOU
may find profitable to look over. A card
will bring it.

The Williams & Anderson Co.
Manufacturers of Society Emblems

PROVIDENCE RHODE ISLAND

25

A SPECIAL

INDUCEMENT

WE have thousands of mail order
customers on our books in ad-
dition to those who are regularly

called upon by our large staff of travelers.
They are located in every state in the
Union? We have no trouble in holding
our old customers. Large numbers of
them have had the "Averbeck habit" for
all of the twenty years that we have been
selling good, up-to-date jewelry at whole-
sale.

But—there are still some retail jewelers
in these United States who have not yet
awakened to the fact that Averbeck
jewelry is the sort that sells and does
not lay in stock season after season to be
re-carded and re-invoiced year after year.
WC Want to put several thousand new
customers on our books and do it quickly.
We can keep 'em there after we once get
them started. In order to do so we have
a special inducement to offer for a short
time only. Drop us a line and we will
explain in detail. DO IT TO-DAY.
Don't wait till to-morrow—that may be
too late.

Our large staff of traveling  salesmen
will leave in a few days to call on the
trade in their respective territories. 
One of them will be your way shortly. 
Don't buy till you have seen his line.

M. J. Averbeck
10 and 12 Maiden Lane, NEW YORK
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This is a reproduction,
one-quarter actual size,

of the new

TUTHILL
DISPLAY CARD

"The Connoisseur"

A magnificent photographic
art study, costing for the
first impression a hundred
and fifty dollars. Proved
in Sepia Brown on India
Paper and mounted on
Art Board. Actual size
eleven by fourteen inches

Sent Free
to any Tuthill
dealer on request

TUTHILL GLASS COMPANY

Middletown, N. Y.
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0

0

THE WINNER OF THE 1910 RACE

The Line

0

HERE'S A TOP NOTCHER FOR 1911. BUT ONE OF A MOST EXTENSIVE AND VARIED LINEFOBS — BRACELETS LOCKETS

—main Office —

ATTLEBORO, MASS.

LA VALLIERES PENDANTS CHAINS

•
New York Office

9 MAIDEN LANE
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AN EXTENSIVE LINE LADIES'
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upon you, MR. JOBBER, that we have a line of goods not confined alone to
SASH PINS, MALINE BOW PINS, HAT PINS, MOUNTED
show a few of our best sellers. The striking individuality of the goods is the

BOW PINS :—these are carded on maline, thus showing the more effectively
1111,We've a new patent protected design, something decidedly original.

the score that, to protect ourselves and the trade, we have patented the idea. Consists
article to stone and background. 111.We match all the popular shades of stones
lighter than the stones, thus creating a striking effect most pleasing and sure to

amethyst stones and lavender ribbon background. No. 4590X, Sash Pin, has light
must see these to fully realize their beauty. Other numbers and shading combinations:

background ; No. 4591, light green finish, ruby stones, red ribbon background
background; No. 4593, platinum oxidized finish, ruby stones, red ribbon background.

JOBBING TRADE ONLY

. . , 77.• 

'14, f..•
.

i;ocr..,

4

.

Agin '
Tea Strainers, but has a wide scope of

COMBS, BROOCHES,
more emphasized by the way they are

the beauty of the goods—and so
Our screen cloth jewelry took so well

of a blended harmony of design
and the background has a delicate shade
produce sales. 1111No. 4446, Hat Pin,
green finish, sapphire stones and light

No. 4590, rose finish, amethyst
; No. 4592, dark green finish, topaz

Write us for further information.

1 Just to impress41
 
including
we herewith
Take our MALINE
our entire line.
imitated by
finish of the
ribbon a trifle
green finish,
ribbon. You
lavender ribbon
yellow ribbon

A. L.
, 

Lindroth Company MANUFACTURERS OF NORTH ATTLEBOROJEWELRY and NOVELTIES MASSACHUSETTS



We wish to take this opportunity to thank you for past
patronage and trust for your co-operation for the coming year

EXTENSIVE LINE NEW DESIGNS ENGINE-TURNED—ENGRAVED—STONE SET—OLD ENGLISH FINISH

The PROGRESSIVE METHODS that helped the jeweler increase, sales
Of " W. & H." lockets will be pursued with greater vigor during 1911.

WIGHTMAN & HOUGH CO .' PROVIDENCE, R. I.
MAIN OFFICE and FACTORY

SOUGH11 SOUGHT WHAT?

3USIINESS 

That is our busitiess. Make it your business to see our
line gets business for you.

Why You Should See Our Line
Why it Should Get Business for You

HAT PINS—Rhinestone and Etruscan patterns.
SASH PINS—D_ esigns to meet all tastes.

line and we will make it our business to see that our

Because we put quality before quantity.
Because our designs are original and up-to-date.
Because we would rather have one satisfied customer

than many dissatisfied ones.

BELARO PINS—The latest nove
DUTCH COLLAR PINS—To

MANUFACTURING JEWELERS

ATTLEBORO, MASS.

Our salesman will call at
you, request.

The standing obtained by BRISTOL SILVER this year just past has been

due to the absolute satisfaction this line of Toilet Ware and Jewelry Novel-

ties has given both to the seller and the consumer The individuality and

character of this product have still to be duplicated. There is something

out of the ordinary"— a something that cannot be defined except that it's

"BRISTOL SILVER." It is impossible to adequately portray our line ; it's

far too comprehensive and the character and lines of the goods cannot be

brought out. It must be seen to be appreciated. Our men are now out and

will serve you
GEO. W. ALLEN. Jr., Middle West,
R. P. REAM, West,
G. A BOEHM, South.

When they hand in their card give them an audience--it will pay you.

Latest additions to our line: Imported Hand Made Fine Link Mesh Bags

and Bead Bags, sterling excepted, they cannot be duplicated.

Silversmiths

Attleboro, Massachusetts
Manufacturers of STERLING
PLATED WARE, LEATHER
FOBS AND NOVELTIES MP

Write for illustrations

BRISTOL isa fine white metal resem-bling sterling silver and not

SI LV E R 
seuaisl itduetnetfeocir,sttheerlionngly real



You any lot or single piece of mounted diamond jewelry—
large or small—do not turn him down absolutely, send the
goods to me for a

and save all trouble and worry. I pay all express charges and insure the goods in transit. I have been in the
business right here for 19 years, and can give the very best references as to responsibility on application. Offers
and valuations furnished promptly. See ad on page 147 of this issue. Write for further information.

J. J. COHEN PHILADELPHIA, PA.1011 CHESTNUT STREET

AMSTERDAM, TULPSTRAAT 10 ESTABLISHED 1891 LONDON, AUDREY HOUSE, ELY PLACE

Nearly 10,000 Different Designs
in Emblems

Heretofore an electric motor
polisher, on account of its high
speed, was considered better
than the foot power polisher.
In this High Speed Polishing
Lathe we accomplish the same
results for you at 25 per cent.
of the original cost of a motor
and with no further expense
each month for current.

BB-9 Plain Bearings $ 9.50
BB-10 Ball Bearings 12.00

and the imitations are usually poor

quality and cheap in price.

There are many cheap imitations of

KREMENTZ

One-Piece Collar Buttons

But customers, who want that good qual-

ity which means economy in the end,

always insist on getting the Genuine

Krementz buttons that have the

name Krementz stamped on the

back of every button. ,

Krementz Rolled Plate Buttons wear

for a lifetime because they have a thin

sheet of metal gold sweated on the metal

that forms the backing. There's more real

gold (that's money) in a Krementz Button

than in any other plated button on the

market.

C
Representing all the different organizations in the country—and
something for every organization. Over 20 years' specializing
on emblems backed by conscientious, painstaking, skillful, intelli-

gent workmanship, puts us in a position to cater to your EMBLEM
wants. Our CATALOG contains a full description of our entire line.
SEND FOR IT. Solid Gold and Plate—only the best. (Our men
are out—give them an opportunity to show you.

E. L. LOGEE & COMPANY
EMBLEM MANUFACTURERS

You Can Satisfy Your Customers,

even the most captious and critical, by

selling the genuine and extensively adver-

tised Krementz Collar Buttons.

Send for Booklet " Story of a Collar Button"

C GraChicago Watch Tool o. Chicago, Ill., U.S.A.
nd Ave. and Robey St.

PARKS BROS. & ROGERS, 20 Maiden Lane, New York

Selling Agents to Jobbing Trade for U. S. and Canada

g _LK_ VITO 

THE KEYSTONE

CONTENTS — JANUARY 1911

Among the Traveling Men  64

Art Education for Jewelers in Great Britain  91

A Situation in Craft Jewelry 131

Epidemic of Robberies 139

Express Company Liable  133

Guarding Against Fires  39

Gem Productions in the United States  99

Holiday Greeting and Seasonable Suggestions to the

Trade  111

Holiday Trade and the Outlook for 1911   69

Items of Interest 129

Jeweler and His Advertising, The  40

Law for the Retail Jeweler  89

Lessons of Experience, The  37

New Record in the Importation of Luxuries 101

News Letters:

Baltimore Letter   83

Chicago Letter   55

Cincinnati   63

Cleveland   79

Detroit   87

Indianapolis   73

Kansas City   79

New England   61

New York   51

Philadelphia   62

Providence and the Attleboros  58

Washington, D. C 83

Patents and the Patent System  93

Pearl Fishing and the Pearl Button Industry 135

Problem in Perpetual Motion  99

"Queering" of Good Trade, The  49

Ready-made Advertisements for January  96

Stationery Department  103

Technical Department:

A Method of Finding the Meridian by Shadows and

Graduating a Sundial 121

Home-made Arc Lamp 123

Influence of the Escapement on the Isochronal Vibra-

tions of the Balance 117

Interesting Lecture on Metallic Alloys 125

Lessons in Horology 113

Patent Spring Impulse Escapement for Precision

Clocks  119

Use of Lacquer from a Salesman's Point of View 123

Workshop Notes 127

The Itinerant Competitor  95

Tweezer's Talks   97

ADVERTISERS' INDEX ON PAGE 151



32

4 1847 ROGERS BROS
" SilverPlate that Wears."

SHOPPING
/N

1847

THE ORIGINAL
ROGERS

SPOONS. FORKS,
ETC.

THE 1847 GIRL POSTER
We are prepared to supply our new No. 4
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NEW YORK

1841 ROGERS BROS..TfflPLE
"Silver Plate that Wears"

This poster is 29 x 40 inch and is litho-
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Write for illustrated Circular 1169 describing other
advertising aids we furnish free.

MERIDEN BRITANNIA CO.
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Holiday Trade and the Outlook for

1911

HOLIDAY trade is rightly regarded as

a fairly accurate business barom-

eter, inasmuch as the volume of trade dur-

ing the season is dependent no less on the

amount of available cash than on the confi-

dence or otherwise of purchasers in the

future. It is for this reason that we have

secured, as in past years, a symposium of

statements from representative jewelers in

regard to holiday business in 1910 as corn-

pared with previous years, and also in re-

gard to the outlook for the present year as

far as the jewelry trade is concerned. The

questions submitted were especially framed

with a view to eliciting reliable informa-

tion of practical value to all three branches

of the trade at the beginning of another

year's operations. The responses were

prompt, candid and satisfactory in every

respect, and their perusal cannot fail to

have a beneficial influence and to lessen to

some extent the ultra-conservatism which

generally prevailed during the past year.

THE queries to which replies were so-

licited were as follows:

"How (lid your Christmas trade this

year compare with that of one year ago?

"Did it equal, exceed or fall short of

your normal holiday business?

"What lines of goods have you found

in most demand and what differences in

popular taste, if any, have you noticed?

"Did your sales and the grades of

goods sold indicate improving conditions?

"What are the business prospects for

the coming year in your vicinity?"

The replies to these queries will be

found on pages 69, 71 and 137 in this issue,

and an analysis of them reveals first of all

the gratifying fact that holiday trade, as a

whole, was considerably beyond expectation

and in some instances a pleasing surprise.

The majority of the responses tell of in-

creased trade and improved conditions, and

all of them, with comparatively few excep-

tions, express confidence in the outlook for

the present year. The information in re-

gard to the lines of goods found in most

demand will be particularly valuable to the

manufacturing and wholesale trade as ac-

curately indicating the trend of popular

taste.
It will be noticed that what are known

as the jewelry lines proper proved the best

sellers, and, as a rule, the demand was for

higher grade quality. While the season was

decidedly off as far as the sale of watches

was concerned, the increased demand for

diamonds was particularly suggestive, while

the remunerative sales of some side lines,

particularly umbrellas, must furnish food

for thought to many of the trade.

We wish to thank the jewelers for

their prompt and satisfactory replies, which

were carefully made and mailed to us at

the rush hours of the season, and we join

with the satisfied majority as well as the

disappointed minority in the hope that the

present year will be one of improving con-

ditions and prosperity for all.

Gem Importations Reflect Prosperous

Trade Conditions

T I1E past year has made yet another
high record in the importations of

precious stones and pearls which, in cut and

uncut, will doubtless aggregate over $40,-

000,000. The magnitude of these figures

will be better appreciated when it is recalled

that in 1908 only $12,862,896 worth of gems

were entered at the port of New York. In

no previous years, with the exceptions of

1906 and 1909, has the total ever -reached

$40,000,000. In 5906, which was a big year

ill the diamond trade, the appraised value

of gems at the port was $43,373,488, and

in 1909 the gems were valued at $40,-

494,356.
The November imports of gems

amounted to $3,432,372. The cut precious

stones and pearls were valued at $2,796,-

331.48, and the uncut stones at $636,041.16.

In January, March and August the total

valuation of gems reached more than

$4,300,000 in each month. In April and

October the imports dropped below $3,000,-

000 in each month, but all other months

have shown importations of more than that

amount.
The large valuation placed on the gems

received this year does not indicate a pro-

portionate increase in the quantity, because

prices have been constantly advancing.

Maiden Lane importers say that it is diffi-

cult to obtain desirable diamonds from the

London syndicate because few fine stones

are being offered for sale.

Jewelry and Silverware Industries

TT is the custom of American Industries,

the organ of the National Association

of Manufacturers, to publish each Decem-

ber tabulated reports from members of the
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Holiday Trade and the Outlook for

1911

HOLIDAY trade is rightly regarded as
a fairly accurate business barom-

eter, inasmuch as the volume of trade dur-
ing the season is dependent no less on the
amount of available cash than on the confi-
dence or otherwise of purchasers in the
future. It is for this reason that we have
secured, as in past years, a symposium of
statements from representative jewelers in
regard to holiday business in 1910 as com-
pared with previous years, and also in re-
gard to the outlook for the present year as
far as the jewelry trade is concerned. The
questions submitted were especially framed
with a view to eliciting reliable informa-
tion of practical value to all three branches
of the trade at the beginning of another
year's operations. The responses were
prompt, candid and satisfactory in every
respect, and their perusal cannot fail to
have a beneficial influence and to lessen to

some extent the ultra-conservatism which
generally prevailed during the past year.

rrHE queries to which replies were so-
licited were as follows:

"How did your Christmas trade this
year compare with that of one year ago?

"Did it equal, exceed or fall short of
your normal holiday business?

"What lines of goods have you found
in most demand and what differences in
popular taste, if any, have you noticed?

"Did your sales and the grades of
goods sold indicate improving conditions?

"What are the business prospects for
the coming year in your vicinity?"

The replies to these queries will be
found on pages 69, 71 and 137 in this issue,
and an analysis of them reveals first of all
the gratifying fact that holiday trade, as a
whole, was considerably beyond expectation
and in some instances a pleasing surprise.
The majority of the responses tell of in-
creased trade and improved conditions, and
all of them, with comparatively few excep-
tions, express confidence in the outlook for
the present year. The information in re-
gard to the lines of goods found in most
demand will be particularly valuable to the
manufacturing and wholesale trade as ac-
curately indicating the trend of popular
taste.

It will be noticed that what are known
as the jewelry lines proper proved the best
sellers, and, as a rule, the demand was for
higher grade quality. While the season was
decidedly off as far as the sale of watches
was concerned, the increased demand for
diamonds was particularly suggestive, while
the remunerative sales of some side lines,
particularly umbrellas, must furnish food
for thought to many of the trade.

We wish to thank the jewelers for
their prompt and satisfactory replies, which
were carefully made and mailed to us at
the rush hours of the season, and we join
with the satisfied majority as well as the

disappointed minority in the hope that the
present year will be one of improving con-
ditions and prosperity for all.

Gem Importations Reflect Prosperous
Trade Conditions

T"E
past year has made yet another

high record in the importations of
precious stones and pearls which, in cut and
uncut, will doubtless aggregate over $40,-
000,000. The magnitude of these figures
will be better appreciated when it is recalled
that in 1908 only $12,862,896 worth of gems
were entered at the port of New York. In
no previous years, with the exceptions of
1906 and 1909, has the total ever reached
$40,000,000. In 1906, which was a big year
in the diamond trade, the appraised value
of gems at the port was $43,373,488, and
in 1909 the gems were valued at $40,-
494,356.

The November imports of gems
amounted to $3,432,372. The cut precious
stones and pearls were valued at $2,796,-
331.48, and the uncut stones at $636,041.16.
In January, March and August the total
valuation of gems reached more than
$4,300,000 in each month. In April and
October the imports dropped below $3,000,-
000 in each month, but all other months
have shown importations of more than that
amount.

The large valuation placed on the gems
received this year does not indicate a pro-
portionate increase in the quantity, because
prices have been constantly advancing.
Maiden Lane importers say that it is diffi-
cult to obtain desirable diamonds from the
London syndicate because few fine stones
are being offered for sale.

Jewelry and Silverware Industries

IT is the custom of American Industries,the organ of the National Association
of Manufacturers, to publish each Decem-
ber tabulated reports from members of the
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organization dealing, among other ques-
tions, with "the present trade conditions of
the industry and outlook for the coming
year." An analysis of these reports shows
that the industries producing the varied
lines handled by the jewelry trade were
among those that have least cause for com-
plaint against the past year. We found,
for instance, in the tabulation of the re-
ports made by the jewelry manufacturers
in regard to the present condition of the
industry, these percentages: poor, o; fair,
63; good, 25; excellent, 12 ; and in regard
to the prospects of the industry in 1911:
poor, o; fair, 37 ; good, 38; excellent, 25.
The reports of silverware manufacturers
give these percentages as to the present
condition of the industry: poor, 17; fair,
33 ; good, 33 ; excellent, 17; and as to the
prospects of the industry in 1911: poor, o;
fair, 25; good, 5o; excellent, 25. It will be
noticed that while a number of the silver-
ware manufacturers described the present
condition of the industry as poor, none ex-
pect this condition to continue during the
present year. While the reports might be
much more favorable, it is gratifying to
note that on comparing them with other in-
dustries, for instance, iron and steel, ma-
chinery, lumber, hardware, vehicles, etc.,
the conditions stated afford much ground
for satisfaction and every reason for hope-
fulness in regard to the future.

Credit Men Issue Warning in Regard
to Fire Insurance

AS the first of the year is the opportune
time to attend to such essentials as

fire insurance, etc., our readers will do well
to give attention to a report and warning
issued last month by the fire insurance com-
mittee of the National Association of Credit
Men. It is pointed out that much bad feel-
ing, litigation and loss to fire sufferers re-
sults from the carelessness of agents and
those they insure. The root of the trouble
usually is that the policy contains some
clause or provision which does not harmon-
ize with the actual conditions, but which
is overlooked at the time the policy is writ-
ten.

"There is hardly a merchant who will
pay for a $io invoice of goods without
checking every item, no matter how num-
erous they may be," says the report, "yet
the merchant is rarely to be found who will
check the clauses of his own policy, which,
if correctly drawn, may be worth 500 times
$10 to him some day."

So get out your policy and follow
along, observing first the printed matter.
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The frequency of the word "void" should
draw our attention.

For instance, we destroy the validity
of the policy if (without specific agreement
to the contrary written in the policy)—

(a) We had, when the policy was written orat any time during its life, procured any other
contract of insurance on property covered by the
policy.

(b) We knowingly increase by any means
the chances of fire.

(c) We employ mechanics in building or re-
pairing the insured premises for more than fif-teen days at a time.

(d) Our interest as insured is other than un-
conditional and sole ownership (not the prop-erty but the person named in the policy is pro-
tected—that's important to remember), or if the
property insured be a building on ground notowned by the insured.

(e) In the case of property other than build-
ings if it becomes incumbered by a chattel mort-gage.

(f) If illuminating gas be generated or if
there be kept or used on the premises benzine,
dynamite, ether, fireworks, gasoline, powder,
naphtha, explosives, phosphorus, petroleum orany of its products of greater inflammability than
kerosene oil of United States standard, and thenin prescribed quantities.

(g) Again, unless specifically mentioned, the
following property is not covered by the policy—
signs, awnings, store and office fixtures, tools, etc.

In this short space not all the printed
conditions of the policy can be listed, but
the important thing to bear in mind is that
the policy is a contract full of conditions
made by the insurance company. Then
there are the special provisions which the
agent inserts in the space above the printed
portion of the policy to be considered.
They have two special purposes:

(I) To make the policy fit the prop-
erty and method of conducting business.

(2) To make certain modifications of
the policy in the company's favor, for pro-
tecting the company against hazards not
contemplated. Don't trust anybody's mere
"say so" regarding them. See for yourself
that they fit the risk.

If any of the printed conditions are
not now, or probably will not be, strictly
lived up to in your business insist that there
be written in this space the necessary per-
missions. Insist that they be written on
the policy and do not take the friendly
agent's "0, that will be all right."

Just a word as to standard policies.
Legislatures have made policies standard
for the protection of the people. It is a
great protection to know that the printed
text in one policy is exactly the same as in
all the others, and that after understanding
one you need only examine in each the
written or attached portions which, by the
way, should read word for word exactly
alike in all policies applying to the same
property.

While, generallyi speaking, it is true
that clauses written into policies modify
them to the advantage of the insurance
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company, it is only fair to remember that
the company is at a natural disadvantage.
It can't see the property insured all through
the year; it can't know as much about it as
you do, and therefore it seeks by restrictive
clauses to guard against risks not antici-
pated at the time of the application.

Your duty is to know the contract and
to know that you are living by its terms.
It is not enough that the agent who signs
the policy reads it. For, remember, he is
the company's agent and not yours.

Millionaire Munificence

THE proverbial munificence of the
American millionaire is not more re-

markable for its magnitude than its kind.
He not only gives largely, but invariably
devotes much thought to the method of giv-
ing in the commendable anxiety to do max-
imum good to the greatest number. As a
result of this care in the disposition of
multi-million donations, the public can
scarcely withhold a certain admiration for
the type of millionaire peculiar to their
country. When we fully realize the worth
to the nation of such institutions as, for
instance, the Cooper Institute of New York,
the Pratt Institute of Brooklyn, the Drexel
Institute of Philadelphia, the Armour In-
stitute of Chicago, the Pittsburg Institute
and Polytechnic School, the University of
Chicago, the Leland Stanford University,
and numberless other institutions, we can
scarcely suppress a feeling of admiration
and gratitude.

A large number of our leading institu-
tions of learning have recently experienced
to a generous degree the bounty of the
wealthy. To single out our two most no-
table millionaires, the aggregate of Andrew
Carnegie's gifts up to date is placed at
$180,000,000; this including $10,000,000
recently given for the humane purpose of
abolishing war and fostering universal
peace among the nations. The gifts of John
D. Rockefeller, all of which were made
with a view to benefiting mankind in some
direction, are estimated at $120,000,000,
the latest being his final gift of $10,000,000
to the Chicago University, which is thus
placed forever beyond the fear of financial
troubles. A large proportion of these gifts,
as of those of other millionaires, were do-
nated, it will be remembered, on condition
that large sums be contributed at the same
time by other sources, thus greatly increas-
ing the gifts. Other countries have their
millionaires, but such extraordinary munifi.
cence is peculiar to the wealthy of our own
country.

Of all methods of giving, the endow-
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ment of institutions of learning is the best

and most far-reaching, for thus may the

children and the children's children of the

humblest worker in a Rockefeller oil well

or a Carnegie furnace reap the benefit of

the wealth of the millions of their father's

or grandfather's employer, not as a degrad-

ing charity, but in a manner that will add

to the greatness of the country and ennoble

its people.

The Constitutionality of Laws Regulat-
ing Gold Stamping

S we go to press we have received

from the Jewelers' Board of Trade

a copy of a brief in respect to the gold

stamping law of New York State, prepared

by the Deputy District Attorney of the

county of New York. The brief, which is

printed in pamphlet form, is a very clear

exposition of the law, the constitutionality

of which has been much questioned. This

eminent authority analyzes the act in the

light of decisions by various courts which

are pertinent to this case, and his conclu-

sion is summed up in the following para-

graph:
"When we remember that before a

law can be declared repugnant to the Con-

stitution, the conflict must be obvious ; that

every presumption is in favor of a law's

validity, and that every rational doubt

must be solved in favor of the legislative

act, there can be no doubt left but that the

law in question is constitutional and valid.

And it is our belief that the courts will up-

hold it as they have done in all the cases

which have been so far presented to them

for trial. Three convictions have already

resulted under it. The purpose of the law

is to wipe out fraud in the jewelry trade,

and we believe that this purpose is just,

wise, constitutional and can be fulfilled."

The Jewelers' Board of Trade has

performed a service for the jewelers gen-

erally in procuring and issuing this brief

as the time is at hand when such a law will

be placed on the statute books of all the

States. The favorable verdicts secured in

New York under its provisions have been

very gratifying and their influence has

doubtless already been far-reaching and of

much benefit to the trade generally. As
the State legislatures will meet in a large
number of States during the present month

the time is opportune to present for their
consideration such a stamping law as that

which is working so successfully in the
Empire State. .It is as follows:

"Any person, firm. corporation or association
who or which makes or sells, or offers to sell or
dispose of, or has in his or its possession with
intent to sell or dispose of, any article of mer-
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chandise, constructed in whole or in part of gold
or of any alloy of gold, and having stamped,
branded, engraved or imprinted thereon any
mark indicating or designed or intended to in-
dicate that the gold or alloy of gold in such
article is of a greater degree or karat of fineness
by more than one karat than the actual quality
or fineness of such gold or alloy, is guilty of a
misdemeanor."

This law seems to cover the case very

fully, and as favorable verdicts have been

secured under its provisions and as its con-
stitutionality is upheld by so high an

authority, there would seem to be no rea-

son why an exactly identical law should

not be placed on the statute books of other

States not now enjoying the protection of

this legislation.

Diamond Price Stability Assured

prHAT the large diamond importationswere in response to a popular demand
for the gems is proved by the statements of

the jewelers in regard to holiday trade pre-
viously referred to. The sales of diamonds

for the season were especially gratifying,
and went far to compensate for the defic-
iencies in watches and some other lines. It

is gratifying, therefore, to have the assur-

ance that there is no immediate possibility

of any reduction in price and that the sta-
bility of the diamond market will be firmly
upheld. The De Beers Consolidated Mines,
Ltd., which controls the bulk of the dia-

mond output of the world, held its general
meeting in London on December loth, when

it was announced that the contract between
the company and the London Diamond Syn-
dicate, which sells the output of the mines,

had. been renewed for five years. A work-

ing agreement has also been made between
the London syndicate and the Premier
Mine, of the Transvaal, the only large mine

outside the combination. These arrange-
ments place the price of diamonds abso-
lutely under the control of the monopoly

for the next five years.
The profits of the company for the

year were $13,453,625. At the annual meet-

ing of the De Beers Company, held recently

in Kimberley, the chairman made the inter-

esting announcement that the accumulated

stocks of diamonds have been exhausted

and the market must now be supplied with

current production, and that the company's
continued policy is to supply the market

with only such quantities as it can absorb.

The production of diamonds was not nearly

as great as the sales which had been taking

place in the last year or two, owing to the

fact that those sales represented stocks

which had previously accumulated as well

as the ordinary production. As regards the

high-class goods, their value has appreci-

ated ; but this, he said, had been practically

counterbalanced by the lower values of

small or inferior products. He hopes that

some understanding may be arrived at by

the various producers to limit the output of

lower class goods, thus re-establishing prices

all around at a higher level.

Salutary Lessons to Smugglers

ONE important development of the year

from the gem standpoint was the salu-

tary lesson taught to the heretofore irre-

pressible smugglers. The harmonious action

and thorough methods of the gem import-

ers' association and customs authorities re-

sulted in the detection of a startling amount

of smuggled goods, and chastening punish-

ment in the way of humiliation and fines for

the guilty. The announcement made in

court that imprisonment would be inflicted

in future will probably do more than all

else to suppress this species of fraud on the
government and on trade. The smugglers,

too, have probably awakened to the fact that

in purchasing gems abroad they are really

victims of their own cupidity and ignorance

of trade conditions, and that the purchases
might be made more satisfactorily and
cheaper in their own country. For instance,

a woman of Poughkeepsie bought a pearl

necklace abroad for about $7500. J-Iad she
declared this necklace in the regular way

she would have been charged 6o per cent.

of its value in the way of duties, or $4500.

But she preferred to turn smuggler and was

caught at it. Result, a bill from Collector

Loeb for the original cost of the necklace,

$7500, plus the duty of $4500, making a total

of $12,000. In addition there was a fine

by the courts of $5000, raising the amount

of your Uncle Sam's account to $17,000.

The jeweler's account was $7500, thus in-

creasing the final cost of those pearls to

$24,500. To land this necklace in Pough-

keepsie required a check for $17,000 in

addition to the purchase price of $7500 or

SO.

Epidemic of Robberies

BY way 
of warning we direct the atten-

tion of our readers to the startling

list of robberies reported to the Jewelers'

Security Alliance during the past month

and published elsewhere in this issue.

These include all manner of thefts and sug-

gest the necessity of the trade taking every
conceivable precaution to avoid this vexa-

tious source of loss. The increase in the

window-smashing variety and the almost

incredible success which has attended the

efforts of these desperadoes is probably the

most striking feature of these reports.
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Don't think your holiday impetus will obviate the necessity of immediate
vigilance. January is the crucial month. Customers expect the holiday
alertness. Merchants are inclined to relax.

Replenish Your Stock of
Dennison Boxes Now

Then, of whatever value the purchase, you'll have a suitable box. There 's
no relaxation in the Dennison Standard. An eternal vigilance is the price for
perfect manufacture, and that we gladly pay. " Stock on hand " should be
your only box anxiety. Dennison will do the rest.
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THE LESSONS OF
EXPERIENCE

The old traveling salesman had gone

out to lunch with the jeweler who owned

the little three-man store and over the cigars
he opened up with: "Boy, I have known

you ever since you started into the business

as an apprentice in old man Thurgal's store
twenty years ago. I have sold you some
goods and I have watched you all your
business life. Not as a salesman from my
house, but as a personal friends of yours,
I want to tell you that you are not giving
my firm a square deal!

"You owe us money. That's not
startling, for many other jewelers owe us
money, and I'll tell you, after thirty-five
years with my house I know there is no
more generous house in the country than
ours. Now we have given you credit up
to the limit of course, and we know there
is little prospect of your paying us till you
get in the money for the goods you sold
at the holiday times and we do not expect
it.

"Now all this you know as well as I
do. You know we have treated you fair
and square, as ninety-nine out of a hundred
jobbers and manufacturers treat their
patrons. I want to ask you, as your friend,
have you done the same by us ? Have you
always treated us as we have treated you?
I noticed you had in your case a line of
chains exactly the same as we sell, and I
also happened to notice that they came
from a house which charges a little more
than we charge. Don't you think it would
have been only fair if you had sent that
order in to my house?"

The kindly old salesman looked quizzi-
cally across the table at the young business
man, who flushed up and replied with
spirit:

"But I have not increased my indebted-
ness a penny ! Do you think I would go
and run up some other bills when I owe
you about all I can pay? I paid cash for
those chains and only bought a dozen ! I
had to have some to tide me over the
holidays !"

The old man smiled again. "That is
just what I was trying to make you say!
You don't deal with us because you owe us
money which you cannot pay. You are re-
warding our confidence in you by buying
,some place else when you have cash to
spend. You get in to us as far as you can
and then begin to give some other fellow
the money, and the fool-killer still pro-
crastinates! The President of the United
States should appoint a few good strong
men and arm them with broad axes to go
around the country and act as executioners
of people who act just as you are acting
right now toward the house who pays my
expenses! It is no wonder that every
now and then some pessimistic jobber
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makes up his mind that there is not an
honest man in the universe!

"I know you are honest. I know you
don't mean to do wrong, but when you owe
a house money you should give it an ab-
solutely level deal. Tell them the truth
about your condition. If you cannot pay
tell them so, tell them why and as long as
you have a little cash to spend for the
things you must have to keep your business
going, for the love of heaven spend it with
the people who are your creditors!

"Take your own business in your
store for an example. You know that one
of the greatest difficulties that you and
every other jeweler has to contend with
is the credit feature, and you also know
that when you have lost an account that
the actual money on your books is one of
your least losses. The greatest loss is that
as long as the man owes you money he will
do his trading elsewhere. You are a cus-
tomer of the jobber and everything which
applies to you in relation to your customers
applies to him and his relation to you.

"Just try and keep that thought before
you in your dealings with the houses from
which you buy. Try to remember your at-
titude toward the people who are buying on
credit from you. You know how you feel
when a man buys a watch from you and
you chase him for six months for the
money, and when you finally get him to a
position which calls for a show-down he
begins to growl about the watch being un-
satisfactory. He is honeet ! The watch

has been unsatisfactory because it has been
on his conscience for the last six months.
Your bills and your letters calling for pay-
ment have made the whole subject of that
watch a sore subject with him. In reality
the watch was all right.

"This has happened to you, of course,
and the next time you allow a bill to run
too long with some house and they draw
on you for the money and you get all wor-
ried about the bill, don't begin to growl

about the goods being poor sellers and giv-
ing dissatisfaction, for in reality it is not
the fault of the goods any more than it
was the fault of the watch you sold your
man. It's your fault! You have allowed
that bill to become a sore subject with you.

"Suppose you sent a necklace out to a
lady customer on approval and it came back
the next day with the tissue paper all off,
the white kid box all finger-marked and the
whole thing showing evidences of a lot of
wear and bad use. Would you be angry?
Would you hesitate a long time before you
would send that same woman another piece
of jewelry on approval ? You bet you
would!

"How is it with you when you send
to your jobber and get goods on memoran-
dum? Do you carefully rewrap them?
Do you soil the cases? Do you prepay the
return express charges? Do you always
clean and polish the articles and send them
back in the same condition in which they
came? In case they or the cases are soiled
do you suggest that they make a charge for
it? I won't press you for an answer but
will let your own conscience answer you.

"What applies to these things I have
mentioned applies with equal force to half
a hundred other petty annoyances to which
the retail jeweler subjects his jobber. The
matter of discounts is almost as bad. We
send you a bill for $1oo worth of goods—
goods which we made to sell for $1oo and
which you testify that you believe they are
worth the money by purchasing them from
us at that price. We bill the goods to you
and on our statements we tell you that if
you will pay for them at the end of thirty
days we will give you a discount of 6 per
cent. You do not pay for them till the
end of three months and then you send in
a check for $94.00 as calmly as if that
were the price of the goods, and when the
bookkeeper writes back that this discount
was only offered to induce you to pay in
thirty days you get mad and swear ! $94.00
was not the price of those goods! They
were worth a hundred when you bought
them and when we offered you the 6 per
cent. we made the offer on certain condi-
tions and you did not fulfil the conditions
and so were not entitled to the discount!

"These are some few of the things
which keep a jobber or a manufacturer of
jewelry from having a life of rose-colored
bliss! These are some of the little things
which keep him awake nights! Have you
ever noticed how many proprietors of job-
bing and manufacturing houses are bald-
headed? This is the cause of go per cent.
of it.

"But, boy, there is a simple way of
telling just how to handle any proposition
which arises between you and any house
from which you buy goods. All you need
to do is just to ask yourself the question of
what you would want one of your custom-
ers to do to you under the same circum-
stances. The truth of the matter is that
men who deal with retail merchants should
have the easiest time on earth, for the retail
man knows just what all these little bothers

(Continued on page 89)
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Advertisements
For the benefit of retail jewelers we are now advertising Larter Shirt Studs

and Larter Vest Buttons in leading periodicals of national circulation.
Carry in your stock a line of Larter Shirt Studs, Vest Buttons and Cuff

Links in patterns for evening wear and business attire.—Display them conspic-
uously and you will immediately reap the benefit of our advertising campaign.

Pacific Coast Representatives:

A. I. HALL & SON
Jewelers' Building, Post Street

San Francisco, Cal.

LARTER C.? SONS
21-23 Maiden Lane

New York

Trade-Mark

Reg. U. S. Patent Office

January, 1911 THE

Guarding Against Fires

Although jewelry stores are much less

exposed to danger from fire than dry

goods establishments there is much valuable

information for the jeweler in the follow-

ing article from the Merchants' Record and

Show TY indozv:
The worst feature of the fire is that it

is so unnecessary. There have been very

few fires started in stores that did not re-

sult directly from someone's carelessness

or neglect. During the last few years most

of the fires are attributed to the same cause

—defective electrical wiring. It is probable
that some of the fires that are credited to
faulty wiring are due to other causes, but
the fact cannot be denied that poor insula-
tion or crossed wires are responsible for an
immense property loss every year.

In n ost cases the conflagration either
starts in the show window or in some of
the interior decorations which has been
temporarily wired to secure some electrical
effect. There are several ways in which
the electric lighting apparatus may start a
fire. Here are some of them:

Causes of Fires

(I) Crossed or grounded wires mak-
ing a short circuit. This may be guarded
against by carefully inspecting every inch
of the wire to make sure that every part
is properly insulated. Old wire that has
been used over and over again is likely to
have the insulation broken and should not
be used. Double pointed tacks are some-
times used to hold wires in place and if
these are inserted carelessly they may short
circuit the current. Where the wires are
likely to be brought in contact with any in-
flammable surface they should be guarded
by porcelain, glass or other insulating ma-
terial.

(2) Wires that are too light to carry
the current will sometimes cause a fire. The
"load" that is carried varies to a certain
extent the intensity of the current. If the
wire is too light a change in the current
may heat it up to such an extent that it
will ignite inflammable material near it.

(3) The electric lamp may become
overheated and set fire to cotton or other
inflammable material near it. Some of the
new metal filament lamps generate a high
temperature, especially when burned for
many hours at a stretch, as they frequently
are in the show window. Very old lamps
are also likely to develop too much heat.
If there are inflammable articles close to
the lamps the long continued heat dries them
out and raises them to such a temperature
that they are almost explosive. They re-
quire but a spark to set them ablaze. Some-
times the spark is supplied by the lamp
itself, for it is not impossible for a lamp to
explode and a bit of the red-hot filament in
a mass of superheated cotton would be like
a match to gunpowder. This danger may
be avoided by keeping all easily ignited ma-
terial at a safe distance from the lamps.
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Then if an explosion should occur it is
likely to be harmless.

(4) Sometimes a blown-out fuse will
cause a fire and for this reason the fuse
plug should be placed where it is perfectly
safe from any substance that is likely to
burn easily. The flash from a blown-out
fuse is sufficient to ignite cotton, tissue
paper or other inflammable material.

Here are a few precautions that may
help to avoid a fire from electric wiring;
Have the wiring done by an experienced
electrician and pay him enaugh to insure a
careful job. Do not economize by using
worn-out or cheap materials—use heavy
perfect wires and have all of the switches,
plugs, etc., carefully inspected before and
after they are attached. Do not use large
quantities of highly inflammable material.
Have your decorations fireproof whenever
that is possible—fireproofing in some cases
detracts a little from the appearance of
paper flowers, etc., but not enough to be
noticed. Do not place cotton batting or any
other inflammable material against or even
close to lamps. Do not place lamps in close
places where there is no circulation of air,
as this adds much to the danger of fire.

Fires From Explosives

Another prolific source of fires is what
is generally termed "an explosion." This is
a somewhat vague term, but so is the "ex-
plosion" somewhat vague. Nobody ever
knows exactly how the explosion occurred.
There was a flash in the pressing room and
it is thought that some benzine or cleaning
fluid was taken too close to a gas iron. We
have all read in the newspapers hundreds
of similar explanations to account for
disastrous fires. A store that contains
many thousands of dollars' worth of mer-
chandise and hundreds of human beings
cannot afford to take a chance with highly
volatile, explosive chemicals, yet most big
stores do this more or less.

Caused by Carelessness

Again, the fire starts in some out-of-
the-way corner where it is (afterward)
thought that some greasy rags or waste
must have been thrown. Or perhaps a de-
fective flue may be blamed for the damage.
Sometimes the fire starts in the stock room
—"nobody knows how," although a careless
handling of matches by some employee is
the only reasonable explanation. Again,
"It is thought that someone carelessly
threw a lighted cigar or cigarette into a pile
of waste paper or rubbish."

To simmer the whole thing down, aside
from what the underwriters term "acts of
Providence," there are actually very few
ways in which a fire can be started in a
store. They are about as follows:

a. Defective electrical equipment. (Un-
necessary with proper inspection.)

b. Spontaneous combustion. (Ex-
tremely rare and absolutely inexcusable.)

C. Explosive fluids exposed to open
flames. (No department store should allow
explosive chemicals within its walls.)

d. Defective flues. (Regular inspec-
tion will prevent such fires.)

e. Careless handling of matches by
employees.

There may be other ways in which a
fire may start in a store, but the writer
cannot think of any at present. Of the five
causes enumerated above the first four can
be eliminated with reasonable certainty.
The other two are not so easv. With re-
gard to employees, a stringent rule should
be made—under no circumstances should
any employee be allowed to carry parlor
matches into the store, and safety matches
should only be carried in closed metal cases.
A violation of this rule should be cause
for dismissal.

For One Cent Postage

A flat rate of one cent an ounce for
first-class mail matter is proposed by Rep-
resentative Sheppard, of Texas, in a bill in-
troduced in the House December 7th.
Members of Congress are much interested
in reports that Postmaster General Hitch-
cock thinks the time is now ripe to in-
augurate the one cent rate and Mr. Shep-
pard decided to be the first in the field with
a bill to carry the scheme into effect.

The rate of three cents for each half
ounce, which was fixed by the law of 1879,
was reduced to two cents a half ounce in
1883 and to the present rate of two cents an
ounce in 1885. There has been no change
since then.

Many Postmasters General have dis-
cussed the possibility of the installation of
the one cent rate, but the subject has ap-
parently never been so seriously considered
as at the present time.

Postmaster General Hitchcock is un-
derstood to believe that if certain econ-
omies in the service can be effected it will
be possible to adopt the one cent rate with-
out fear of a great deficit.

The Lessons of Experience

(Continued from page 37)

and worries are, for Ile must endure them
from his own trade and should therefore
be more considerate of the people from
whom he buys, but unfortunately such is
not the case.

"In all your dealings with your credit-
ors be a man, not a mouse! If you owe
a man a debt contracted in good faith face
him and tell him if you cannot pay it and
then give him every dollar's worth of busi-
ness you can to compensate him for the
long wait for the money on the account
which is behind ! Go to him like a human
being with your hand outstretched and tell
him you cannot pay him, but that you are
going to spend every dollar you have with
his house, and always remember one point
in doing business with a jobber : One dollar
paid on account has more weight than the
most beautifully worded promise ever put
on paper!"
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Larter &Sons. 21-23 Maiden I .ane, New l'w

Consumers
Everywhere

are

Responding
to the above

Advertisements
For the benefit of retail jewelers we are now advertising Larter Shirt Studs

and Larter Vest Buttons in leading periodicals of national circulation.
Carry in your stock a line of Larter Shirt Studs, Vest Buttons and Cuff

Links in patterns for evening wear and business attire.---Display them conspic-
uously and you will immediately reap the benefit of our advertising campaign.

Pacific Coast Representatives :

A. I. HALL es' SON
Jewelers' Building, Post Street

San Francisco, Cal.

LARTER & SONS
21-23 Maiden Lane

New York

Trade-Mark

Reg. U. S. Patent Office
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Guarding Against Fires

Although jewelry stores are much less

exposed to danger from fire than dry

goods establishments there is much valuable

information for the jeweler in the follow-

ing article from the Merchants' Record and

Show Window:
The worst feature of the fire is that it

is so unnecessary. There have been very

few fires started in stores that did not re-

sult directly from someone's carelessness

or neglect. During the last few years most

of the fires are attributed to the same cause

—defective electrical wiring. It is probable
that some of the fires that are credited to
faulty wiring are due to other causes, but
the fact cannot be denied that poor insula-
tion or crossed wires are responsible for an
immense property loss every year.

In n ost cases the conflagration either
starts in the show window or in some of
the interior decorations which has been
temporarily wired to secure some electrical
effect. There are several ways in which
the electric lighting apparatus may start a
fire. Here are some of them:

Causes of Fires

(t) Crossed or grounded wires mak-
ing a short circuit. This may be guarded
against by carefully inspecting every inch
of the wire to make sure that every part
is properly insulated. Old wire that has
been used over and over again is likely to
have the insulation broken and should not
be used. Double pointed tacks are some-
times used to hold wires in place and if
these are inserted carelessly they may short
circuit the current. Where the wires are
likely to be brought in contact with any in-
flammable surface they should be guarded
by porcelain, glass or other insulating ma-
terial.

(2) Wires that are too light to carry
the current will sometimes cause a fire. The
"load" that is carried varies to a certain
extent the intensity of the current. If the
wire is too light a change in the current
may heat it up to such an extent that it
will ignite inflammable material near it.

(3) The electric lamp may become
overheated and set fire to cotton or other
inflammable material near it. Some of the
new metal filament lamps generate a high
temperature, especially when burned for
many hours at a stretch, as they frequently
are in the show window. Very old lamps
are also likely to develop too much heat.
If there are inflammable articles close to
the lamps the long continued heat dries them
out and raises them to such a temperature
that they are almost explosive. They re-
quire but a spark to set them ablaze. Some-
times the spark is supplied by the lamp
itself, for it is not impossible for a lamp to
explode and a bit of the red-hot filament in
a mass of superheated cotton would be like
a match to gunpowder. This danger may
be avoided by keeping all easily ignited ma-
terial at a safe distance from the lamps.
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Then if an explosion should occur it is
likely to be harmless.

(4) Sometimes a blown-out fuse will
cause a fire and for this reason the fuse
plug should be placed where it is perfectly
safe from any substance that is likely to
burn easily. The flash from a blown-out
fuse is sufficient to ignite cotton, tissue
paper or other inflammable material.

Here are a few precautions that may
help to avoid a fire from electric wiring;
Have the wiring done by an experienced
electrician and pay him enaugh to insure a
careful job. Do not economize by using
worn-out or cheap materials—use heavy
perfect wires and have all of the switches,
plugs, etc., carefully inspected before and
after they are attached. Do not use large
quantities of highly inflammable material.
Have your decorations fireproof whenever
that is possible—fireproofing in some cases
detracts a little from the appearance of
paper flowers, etc., but not enough to be
noticed. Do not place cotton batting or any
other inflammable material against or even
close to lamps. Do not place lamps in close
places where there is no circulation of air,
as this adds much to the danger of fire.

Fires From Explosives

Another prolific source of fires is what
is generally termed "an explosion." This is
a somewhat vague term, but so is the "ex-
plosion" somewhat vague. Nobody ever
knows exactly how the explosion occurred.
There was a flash in the pressing room and
it is thought that some benzine or cleaning
fluid was taken too close to a gas iron. We
have all read in the newspapers hundreds
of similar explanations to account for
disastrous fires. A store that contains
many thousands of dollars' worth of mer-
chandise and hundreds of human beings
cannot afford to take a chance with highly
volatile, explosive chemicals, yet most big
stores do this more or less.

Caused by Carelessness

Again, the fire starts in some out-of-
the-way corner where it is (afterward)
thought that some greasy rags or waste
must have been thrown. Or perhaps a de-
fective flue may be blamed for the damage.
Sometimes the fire starts in the stock room
—"nobody knows how," although a careless
handling of matches by some employee is
the only reasonable explanation. Again,
"It is thought that someone carelessly
threw a lighted cigar or cigarette into a pile
of waste paper or rubbish."

To simmer the whole thing down, aside
from what the underwriters term "acts of
Providence," there are actually very few
ways in which a fire can be started in a
store. They are about as follows:

a. Defective electrical equipment. (Un-
necessary with proper inspection.)

b. Spontaneous combustion. (Ex-
tremely rare and absolutely inexcusable.)

C. Explosive fluids exposed to open
flames. (No department store should allow
explosive chemicals within its walls.)

d. Defective flues. (Regular inspec-
tion will prevent such fires.)

e. Careless handling of matches by
employees.

There may be other ways in which a
fire may start in a store, but the writer
cannot think of any at present. Of the five
causes enumerated above the first four can
be eliminated with reasonable certainty.
The other two are not so easy. With re-
gard to employees, a stringent rule should
be made—under no circumstances should
any employee be allowed to carry parlor
matches into the store, and safety matches
should only be carried in closed metal cases.
A violation of this rule should be cause
for dismissal.

For One Cent Postage

A flat rate of one cent an ounce for
first-class mail matter is proposed by Rep-
resentative Sheppard, of Texas, in a bill in-
troduced in the House December 7th.
Members of Congress are much interested
in reports that Postmaster General Hitch-
cock thinks the time is now ripe to in-
augurate the one cent rate and Mr. Shep-
pard decided to be the first in the field with
a bill to carry the scheme into effect.

The rate of three cents for each half
ounce, which was fixed by the law of 1879,
was reduced to two cents a half ounce in
1883 and to the present rate of two cents an
ounce in 1885. There has been no change
since then.

Many Postmasters General have dis-
cussed the possibility of the installation of
the one cent rate, but the subject has ap-
parently never been so seriously considered
as at the present time.

Postmaster General Hitchcock is un-
derstood to believe that if certain econ-
omies in the service can be effected it will
be possible to adopt the one cent rate with-
out fear of a great deficit.

The Lessons of Experience

(Continued from page 37)

and worries are, for he must endure them
from his own trade and should therefore
be more considerate of the people from
whom he buys, but unfortunately such is
not the case.

"In all your dealings with your credit-
ors be a man, not a mouse ! If you owe
a man a debt contracted in good faith face
him and tell him if you cannot pay it and
then give him every dollar's worth of busi-
ness you can to compensate him for the
long wait for the money on the account
which is behind! Go to him like a human
being with your hand outstretched and tell
him you cannot pay him, but that you are
going to spend every dollar you have with
his house, and always remember one point
in doing business with a jobber : One dollar
paid on account has more weight than the
most beautifully worded promise ever put
on paper!"
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The Jeweler and his Advertising

The one great point in any man's ad-
vertising is for him to make his name worth
something. Let him so stamp his name
with quality that people will know when
they see it on an article of jewelry that the
quality of that article is no longer a ques-
tion.

There is no better example of this
very point in any line of business than right
in our own. There is not a jeweler in the
United States from Washington to Florida,
or from Maine to Texas who has not had
laid down on his counter some piece of
jewelry and had the owner say with evi-
dent pride that it came from Tiffany's.
Now we all know that this good old house
makes good goods and buys good goods,
but that there are a thousand firms in the
country who make and buy just as good.
Why is it that Tiffany has all this reputa-
tion? It's just because he has advertised
his name and with this advertising has
traveled hand in band a good service over
his counters.

What Tiffany has done in a national
way any jeweler may do in a local way.
There are two classes of buyers who
patronize the quality man. The first and
best class are the people who have plenty
of money and want the best there is in the
market, regardless of cost. The second
class are the "would-be's", who patronize
the high-class stores in order that they may
do just what the customer did who boasted
of the fact that his particular article came
from Tiffany's—they want to boast of it;
want to open the case of a watch and
show that it came from a high-class place,
and thereby they advertise that place in a
better way than it can be done by the
jeweler himself.

With the present-day department store
jewelry and mail-order jewelry cutting into
the regular trade there is no use of any
man in our line attempting the price-cutting
plan of selling goods. It's business suicide
to attempt it; but he can talk, advertise and
show quality till he offsets these points and
claims his own.

The public has ever taken a merchant
at his own estimation of himself till ex-
perience has proven to the contrary. If you
tell the people of your city that you are the
cheapest man in your town they will be-
lieve you till they come to your store and
find out different. What applies to cheap-
ness applies also to quality. If your ad-
vertising is saturated in talk of quality—of
diamonds as an investment—of jewelry
that will be owned by the buyer's descend-
ants—of the fact that the name of your
firm on a jewel box is a guarantee of the
contents they will believe you also till they
find out you are a vainglorious boaster.

There is no sounder business propo-
sition on earth than that if a man advertise
his business as a quality house and then
makes good over the counter his promises
in the newspapers he will succeed ! There
is no chance about it It's a certainty, and

a certainty which is being demonstrated in
every town in the United States to-day
and the jeweler who goes before the public
and tells his story every day from January
till June is going to be the man who will
win.

One note of a bell in a fog will give
little idea of its location, but the steady,
regular ding, dong, ding, dong, will tell the
maritime world its location though the night
be dark as Erebus or as foggy as a London
morning. So also the single advertisement
or a single month's advertising tossed into
the great mass which crowds the papers just
before the holidays will give little idea of
the location of a jeweler, but if he keeps
his advertising running steadily in the
papers from one year's end to another, with
the word quality constantly associated with
his name it is only a question of time, and
a very short time at that, till your public—
the people in your city—will so associate
your name and quality in the jewelry line
that they will turn naturally to your door
when they want anything of your kind.

That advertising will pay in our line—
in any line—is no longer a question. There
has come under my personal notice within
a month two instances where men have
added materially to their business by ad-
vertising, and in each case it was a line
harder than our own. One was a laundry-
man in my city, where the laundrymen have
a "gentlemen's agreement" in regard to
price. This man charged the same as the
other fellows and had nothing to offer save
the quality of his service, and yet by using
fifty lines single column daily and seventy-
five lines double column on Sunday he has
increased his business 63 per cent. in five
months and his expense has only advanced
14 per cent., including his advertising. We
all know that beyond a certain point ex-
pense does not increase in anything like
the proportion that business does. For ex-
ample, it is more than likely that you
could do one-third more business than you
are now doing without any additional help.

The second case was that of a market
man who while the price of meat has been
advancing steadily has increased his busi-
ness till in three years he has added four
stores to his string and now has five in
my city, all paying handsomely, and the
only inducement he has offered is quality
and sanitary methods of handling fresh
meats—this with a daily advertisement in
one morning and one afternoon paper, has
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done the business and multiplied his
profits by four!

Now don't tell me that these are lines
outside of our own, for I know it! Don't
get the idea into your head that any other
line of business is easier to advertise than
ours, for every line has the same faults—
close competition and cut prices—but take
the business that you are now in and apply
the same principles to it that these men ap-
plied and you will make plenty of money.

A farmer near Titusville, Pa., grew
tired of his farming and decided to study
mineralogy. After reading the subject
earnestly for a time he decided that he had
discovered that the source of the entire
oil supply of this country was some place
up in Canada, and as his farm was a poor
one because the water was bad and the
stock would not drink it because there was
a nasty scum on it he decided to sell it
and go find the oil. He found an ignorant
foreigner and unloaded the farm on him
at a good price. The ignorant farmer made
a little dam, which turned the top scum off
of the water into a swamp and the cattle
drank the water. The swamp caught fire
one day though, and it was discovered that
the scum was kerosene and since that time
this farm has turned out over a hundred
million dollars' worth of the oil which its
former owner went to Canada to hunt for!

Every man has an oil well in his own
back yard if he knows enough to get the
oil out of the ground, and the only way to
get the oil out of a retail jewelry business
is to advertise ! Get into the newspapers
now at the first of the year and stay
there till the end. Give your advertising
to one n-an in the store and let him attend
to it. Let it be planned and written for
a month in advance and let it reek with
quality and reliability ! Let it take up the
various departments of your establishment
from stationery to watchmaking and handle
them one by one in a systematic manner!
Let the wording dwell on the fact that the
bitterness of low quality lasts long after
.the sweetness of low price is gone! Let it
dwell on the opinion of the recipient of a
giver whose gift wears brass! Let it dwell
on the fact that your name stands for
something in the world ! That your name
on a jewelry box carries the same weight
that the "sterling" mark carries on silver!

Pound this into their minds through
the medium of the public press till its
constant reiteration has seared it on their
memories in everlasting letters and then
make good in your store every promise
you have made by handling only goods
that you are not afraid to put your name
on. Sell only stuff that you know is right,
and the time will come when people will
gladly pay you a few dollars more for the
same article because your name is on it—
because it came from a quality shop, and as
the young man now buys a box of candy
with the name Huyler on it so his best
girl will know he is buying the best for
her, so also will the young man who buys
a diamond or a present of any sort in your
city want it in one of your boxes so the
girl he gives it to will know that it is the
best he could buy!

Mount Vernon

Why watch the dying of the year?
Best greet the New Year's coming.

Have push and vim, and grand good cheer;
They'll keep your business humming.

Look o'er your stock of tableware,
Monticello and Mount Vernon;

And if these be low, send your order at once,
To Rogers, Lunt and Bowlen.

Rogers, Lunt & Bowlen Co.
Silversmiths

Main Office and Factory, Federal and Kenwood Streets

Greenfield, Massachusetts

NEW YORK: 15-17-19 Maiden Lane SAN FRANCISCO: 717 Market Street
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One Thousand
Jewelers

IN THE UNITED STATES

are using the BELSCRIPT MON-
OGRAM SYSTEM— because it
is the only method by which
they can handle monograms,
quickly, easily and profitably.

A system that makes it possible
to furnish any monogram at a
moment's notice and at a reason-
able price, should have a place in
the store of every progressive
jeweler.

If your name is not on our list, or
if BELSCRIPT MONOGRAMS
are not represented in your city,

Write for

Sample
(Sent at our expense),

Also, illustrated descriptive
price-list.

JOSEPH L. HERZOG & CO., Makers of L K Rings 45-51 ROSE ST.,
NEW YORK 

Cor.Duane

(REG. G. S. RAT

FTRADE MARK
REGISTERED

B. One of the many
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Attractive Sterling
Novelties we make

The Sterling Silver Vanity Box and Coin Holder shown on
this page is full size, contains a mirror 2,'" inches in diam-
eter, a receptacle for powder puff and powder as well as
compartments for nickels and dimes. With finger ring
attached this Sterling Silver Vanity makes a handsome gift.

VANITY BCX AND COIN HOLDER
4750 Plain Polished 4750E Engraved Polished

As inside of Box looks

See our " BLUE BOOK," Catalogue N, for a full
assortment of good sellers in Rolled Gold Plated
Jewelry and Sterling Silver Goods.

TheodoreW. Foster & Bro.Co.
Manufacturing Jewelers and Silversmiths

WO Rid. mond Street

PROVIDENCE, R. I.

NEW YORK: CHICAGO:
13 Maiden Lane Heyworto Building

CANADA:
Kingston, Ont.

IF YOU KNEW
How Many <WC> Guaranteed Scientific Rubies

Sapphires and White Sapphires

-13

were sold every clay you would write at once for a small assortment of them.

When you became familiar with their nature, beauty and wearing qualities you would so

thoroughly believe in them that you would sell them whenever you had calls for doublets, garnets or

imitation stones. You NVOUld advise your customers who have diamonds remounted with colored stones

to use them. You would induce your customers to set guaranteed scientific stones in old

mountings instead of selling the mounting as old gold. You would take orders for special jewelry

mounted with these stones.
Every stone is carefully inspected, and only the perfect ones are supplied to the trade in individual papers, with the

guarantee engraved thereon, which eliminates the possibility of jewelers unwittingly purchasing or selling "reconstructed,"

"artificial," "crystalline" or "second quality " as scientifically made rubies, sapphires or white sapphires.
The guatanteed white sapphires satisfy the demand made by a class of buyers who cannot afford genuine

diamonds, but who desire and are willing to pay for something better than ordinary white stones.
An investment of $10.00 to $25.00 in loose stones will bring you splendid returns. Selections gladly sent for

inspection.

WENDELL  &  COMPANY

st.o.
45, 47 and 49 John St., NEW YORK
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256 to 260 Madison St., CHICAGO

You will sell

more Scientific

Stones at a

larger profit

with these

Guarantees

than you would

without them



STERLING SILVER
MESH BAGS
We have a most varied and extensive
line of Sterling Silver Mesh Bags. These
bags are all single link, hand soldered
(not machine made) and engraved.

The designs are artistic and well execu-
ted and the variety affords an oppor-
tunity to make a very choice selection.

We also make a line of Sterling Silver
Novelties and staples—good sellers, at
popular prices and profit makers.

Our line includes Tea and Coffee Sets,
Sandwich Plates, Candlesticks, Ladles
and Fancy Pieces in combinations and
singly ; Pencil Cases, Pocket Knives,
Smokers' Sets, etc., etc.

Our catalog shows the entire list. It's
yours for the asking. Write for one of
these catalogs.

Silverware bearing this
trade - mark denotes

sterling silver
925-1000 fine

EGRET of UCCE SS

James E. Blake Co
CHICAGO OFFICE NEW YORK OFFICE

910 HEYWORTH BUILDING 37 MAIDEN LANE

ATTLEBORO
• MASSACHUSETTS

SAN FRANCISCO OFFICE
717 MARKET STREET

Our name on
the hack is a

guarantee
of quality.

The handy and safe way to keep the
glasses you use to read with is by using a

Ketcham & McDougall
Automatic

Eye-Glass Holder
It is the one Holder that keeps your glasses

entirely out of the way and safe from dropping,
breaking and mislaying. Works automatically.

Don't accept any other kind. Our name on
back guarantees it. Sold by Jewelers and
opticians or by mail, 50c. up.

Catalogue of 52 Styles Free

Ketcham & McDougall, 17 Maiden Lane, New York
(In business nearly 8() years)

ee McD 99 Automatic
Eye-Glass Holder
LOOK FOR OUR NAME ON EVERY HOLDER

The cut at the left shows one of a series of
advertisements appearing in the Current
Numbers of The Saturday Evening Post,
Everybody's, McClure's, Munsey's, Collier's,
Literary Digest, Christian Herald, Outlook,
Scrap Book, American Magazine and Good
Housekeeping, with an aggregate circulation
of over five million copies.
Is your stock in condition to meet the result?

We Furnish Gratis Attractive Newspaper
Cuts and Advertising Copy for Use in Your
Local Papers. Send for Them.

Gold and Silver Thimbles
If you appreciate the commercial value and
reliability resulting from

78 YEARS' EXPERIENCE
which goes into every Thimble which we
make, you will see to it that your stock of
goods of our manufacture is complete and
well displayed.

Cut shows a page from our new catalogue,
which is yours for the asking

ESTAE311,181-11ECLI I S32

MANUFACTURRS
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Bigney's Mirror Finish Chains

To the Retail Trade
of the United States:

Gentlemen:

You can purchase
our Mirror Finish
goods through any
leading wholesale
house in the country.
This is the only ave-
nue through which
you can obtain the
product of our fac-
tory. The demand
for our Mirror Finish
chains is increasing
daily. No chains
equal to them in finish
and wearing quality.
Get them and increase
your business.

EARLY IN DECEMBER
41, Ninety days after introducing EL KAY

Cuff Buttons, we were compelled to
discontinue advertisements and cease taking
orders.

See an EL KAY Cuff Button and you
will understand.

41, The EL KAY Cuff Button is a funda-
mental departure ; entirely different in
mechanical construction from any other

cuff button. This difference is its
superiority.

Absolutely Solderliess
Just a single, solid piece of metal from end
to end.

41, If an EL KAY Cuff Button breaks, we
replace it without charge or question.

Samples sent on memorandum

at our expense

47

JOSEPH L. HERZOG & CO., Makers of LK 
Ring45-51 ROSE ST., Cor. Duanes NEW YORK

(REG. U, S. PAT. OFF.) 

Ginger and Judgment forms a "Rich Mixture"

COur Line of

BRASS GOODS

is full of GINGER

You will display

----- good JUDGMENT

by showing a few of

our goods in your Line

No. 4947 SMOKING SET. POLISHED BRASS

THE PAIRPOINT CORPORATION
ORIGINATORS

PAIRPOINT CUT GLASS
1111(1

PAIRPOINT SILVER PLATE

Factories and Main Offices

NEW BEDFORD, MASS.
_

NEW YORK -
MONTREAL
SAN FRANCISCO

BRANCHES   _

- 
38 MURRAY STREET

CORISTINE BLDG., ST. NICHOLAS ST., WEST
- 717 MARKET STREET

Jill
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wm the trade the Season's Greetings and
wish them all a most Happy and Prosperous New Year.
We hope they will start it the right way and that they

will all be winners in the race for business. We shall make it
OUR BUSINESS to assist them in every way possible along the
road of Success to Prosperity.

HENRY FREUND 4C/ BRO.

E extend to our customers and friends in

L."SELLERS d SELLERS" 71 Nassau Street, NEW YORK

Eit

NEW WATCH
STOCK FOR

THE NEW YEAR

Our preparations for after-holiday replenishing are as complete as
for the Christmas rush, and all orders for whatever grades and
sizes can be filled immediately as received.

MAIL, WIRE AND TELEPHONE ORDERS PROMPTLY ATTENDED TO.

H. 0. HURLBURT & SONS 14 South Tenth Street
PHILADELPHIA, PA.

January, 1911 T H E

The "Queering " of Good Trade

Strong Moral Pointed by Assistant Jewelry
Buyer's Short-sighted Methods in the

Handling of a Customer's Justifiable
Complaint

When a store spends a lot of money
on advertising and other methods for the
building up of trade in a community where
competition is keen the permanent loss of
a good customer is a serious matter. Oft-
times the store managerrient does its part in
interesting new trade, but such losses result
from the manner in which the salespeople
treat new customers.

A case of improper treatment of a
customer in a large New York store, from
the moral it teaches, is worth repeating in
detail, says the Dry Goods Economist:

Briefly stated, a customer purchased a
foreign piece of jewelry made of sterling
silver, gold-plated, and finished in several
colors of golds. The article, taken at its
original mark-up, presumably carried a fair
margin of profit.

The merchandise, consisting of a
chain and pendant, was of an exclusive de-
sign that could not be duplicated. After
it had been delivered the customer found
that the pendant hung a trifle lower than
suited her fancy and decided to return it
for the purpose of having a few links taken
out. A couple of weeks elapsed between
the time of purchasing and the return for
alteration.

Here begins the lack of
Clerk Lacked diplomacy shown by the
Diplomacy salesclerk. Upon handing

over the article the sales-
person attempted by every possible means
to induce the customer to retain the neck-
lace as purchased. The customer, how-
ever, insisted upon the removal of a few
links from the chain and a better mating
of the fastening clasp.

The salesperson then stated that the
alteration of the chain would require from
ten days to two weeks. The customer
agreed to this and ordered the salesperson
to deliver the necklace when altered.

Nearly two weeks later the necklace
was delivered, entirely ruined, so far as its
original condition was concerned. The
piece had been subjected to a polishing or
buffing that removed almost entirely the
combined color finishes.

A few days later the purchaser, ac-
companied by a second person, again pre-
sented herself at the store.

In the absence at lunch of
Customer the woman who made the
Doubted sale, the customer began

reciting the facts of the
case to another salesperson in the depart-
ment. The narrative had no more than
commenced when a third saleswoman, who
was apparently idling away her time with
a male visitor plainly not intent on buying
jewelry, began to laugh quite openly in the
complaining customer's face. She was
joined in her laughter by her "caller."

The salesperson to whom the com-
plaint was made 'phoned to the stockroom
for the assistant buyer to come down. The
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assistant buyer displayed a strong tenacity
for making a sale "stick," regardless of the
customer's dissatisfaction.

The necklace had only been burnished
or buffed on the face, yet the first sugges-
tion or accusation dropped by the all-wise
assistant was that the article had been
worn, intimating that a few days' wearing
of the jewelry would remove the finish.

If this assistant had possessed or-
dinary jewelry knowledge she would have
known that women do not wear necklaces
upside-down and that, therefore, it would
be impossible for the face to show signs
of wear in advance of the back.

As a further evidence that the as-
sistant had not sufficient intelligence for
her position, she labored under the im-
pression that a portion of white enamel ap-
pearing in the pendant had been dulled by
the repairer, whereas the article was
originally made in dull enamel and, had it
been bright, could not have been altered
short of grinding.

When it was finally found
that the customer was de-
termined to obtain her
rights a floorwalker was

called, in the presence of whom the as-
sistant deliberately disputed the customer's
word regarding the original and after con-
dition of the necklace.

It was eventually promised that an
effort would be made to restore the finish.
The customer's 'phone number was taken
and it was promised that the defect in the
clasp would also receive attention.

Some five or six days later the pur-
chaser received a message stating that the
necklace had been beautifully done over.
This information was accepted thankfully,
as the customer did not want an exchange
or refund, but desired that particular neck-
lace in its original style.

At her earliest convenience another
trip to the store was made, only to find
that the job had been badly botched and
that no attention whatever had been given
to the clasp.

The assistant again came down from
the stock-room, bringing along her haughty
airs and a transparent pretense of pleasure
over the "success" of the restoration. So
"set" was she on having the sale "stick"
that the customer's disgust reached its
height. She decided, however, that she
must either keep the necklace or complain
to the management and thereby possibly
cause trouble.

Silver with Gold 
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the attention of the as-
sistant she stated that this was a simple
matter and called a floorwalker to dispatch
a messenger to the repair department with-
in the store to have the clasp immediately
replaced by a perfect one.

In the meantime the customer went to
luncheon. Upon her return the necklace
was wrapped up and awaiting her. On her
arrival home the top-notch of disgust and
displeasure was reached when, upon open-
ing the package she found that instead of
a gold-plated clasp a bright silver one had
been put on the necklace.

Customer Again
Embarrassed

This so strongly impressed the cus-
tomer as a case of "get rid of her by fair
means or foul" she decided that very little
of her future trading would be done in
that store, although in the past she had
been a fairly good cash customer in many
departments.

The question that naturally arises is,
how many of such or similar circumstances
occur in the same or other stores?

The moral pointed is that the manage-
ment of a store should know what its sales-
people, aislemen and complaint desk are
doing from day to day in the way of
rectifying errors, etc.

Salesmen and the Pictorial Postal

It is becoming quite a usual and com-
monplace custom to use pictorial post cards
in the actual selling end of the trade.
Salesmen, before reaching a town, will send
cards to their many customers with a
printed message like this : "I will call on
you about next Wednesday, and if you will
have an order ready for me I will ap-
preciate it very much, indeed. John Jones,
representing the Nutritious. Flour Co., of
Halifax, Nebr."

Again, pictorial post cards are coming
into considerable use for confirmations of
orders and notifications of shipments of
goods. The banks, too, are employing cards
to notify correspondents of collections and
remittances on exchange items.

The manager of a Chicago post card
house has taken a great interest in this ad-
vertising development of the post card
trade. He says:

"We find that high-class establishments
of all kinds throughout the country are
turning to the post card as a most satis-
factory mode of supplemental advertising.
Many people say that they can get quicker
and better results from a given expenditure
in post cards than from anything else. We
believe very firmly that the advertising post
card will, in a short time, constitute the
great bulk of the business, and we are
specializing along this line. All that is
necessary for a custo.Ler to do is to furnish
us a photograph or drawing of whatever
subject he wishes to use in his publicity
work and tell us what he desires to make
especially prominent and striking in the
picture. We make the color plates and
furnish any desired quantity of the product.
Considering the very reasonable prices at
which these advertising post cards can be
furnished, I have no doubt that their use
will steadily expand from year to year."

It has been suggested recently by one
of our correspondents that post card col-
lections showing various scenic features
along the lines of the transcontinental rail-
roads would prove exceedingly valuable
promoters of passenger traffic, and it was
remarkable that some of the scenic lines do
not go into this form of publicity on a very
large scale. Packets of twenty-five or fifty
should be placed in the Pullman cars on the
limited trains for free use by passengers.
The returns from such use of post cards
en route would be incalculable.
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wf-. the trade the Season's Greetings and
wish them all a most Happy and Prosperous New Year.
We hope they will start it the right way and that they

will all be winners in the race for business. We shall make it
OUR BUSINESS to assist them in every way possible along the
road of Success to Prosperity.
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The " Queering " of Good Trade

Strong Moral Pointed by Assistant Jewelry

Buyer's Short-sighted Methods in the

Handling of a Customer's Justifiable
Complaint

When a store spends a lot of money
on advertising and other methods for the
building up of trade in a community where
competition is keen the permanent loss of
a good customer is a serious matter. Oft-
times the store manage.nent does its part in
interesting new trade, but such losses result
from the manner in which the salespeople
treat new customers.

A case of improper treatment of a
customer in a large New York store, from
the moral it teaches, is worth repeating in
detail, says the Dry Goods Economist:

Briefly stated, a customer purchased a
foreign piece of jewelry made of sterling
silver, gold-plated, and finished in several
colors of golds. The article, taken at its
original mark-up, presumably carried a fair
margin of profit.

The merchandise, consisting of a
chain and pendant, was of an exclusive de-
sign that could not be duplicated. After
it had been delivered the customer found
that the pendant hung a trifle lower than
suited her fancy and decided to return it
for the purpose of having a few links taken
out. A couple of weeks elapsed between
the time of purchasing and the return for
alteration.

Clerk Lacked
Diplomacy

Here begins the lack of
diplomacy shown by the
salesclerk. Upon handing
over the article the sales-

person attempted by every possible means
to induce the customer to retain the neck-
lace as purchased. The customer, how-
ever, insisted upon the removal of a few
links from the chain and a better mating
of the fastening clasp.

The salesperson then stated that the
alteration of the chain would require from
ten days to two weeks. The customer
agreed to this and ordered the salesperson
to deliver the necklace when altered.

Nearly two weeks later the necklace
was delivered, entirely ruined, so far as its
original condition was concerned. The
piece had been subjected to a polishing or
buffing that removed almost entirely the
combined color finishes.

A few days later the purchaser, ac-
companied by a second person, again pre-
sented herself at the store.

In the absence at lunch of
Customer the woman who made the
Doubted sale, the customer began

reciting the facts of the
case to another salesperson in the depart-
ment. The narrative had no more than
commenced when a third saleswoman, who
was apparently idling away her time with
a male visitor plainly not intent on buying
jewelry, began to laugh quite openly in the
complaining customer's face. She was
joined in her laughter by her "caller."

The salesperson to whom the corn-
plaint was made 'phoned to the stockroom
for the assistant buyer to come down. The
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assistant buyer displayed a strong tenacity
for making a sale "stick," regardless of the
customer's dissatisfaction.

The necklace had only been burnished
or buffed on the face, yet the first sugges-
tion or accusation dropped by the all-wise
assistant was that the article had been
worn, intimating that a few days' wearing
of the jewelry would remove the finish.

If this assistant had possessed or-
dinary jewelry knowledge she would have
known that women do not wear necklaces
upside-down and that, therefore, it would
be impossible for the face to show signs
of wear in advance of the back.

As a further evidence that the as-
sistant had not sufficient intelligence for
her position, she labored under the im-
pression that a portion of white enamel ap-
pearing in the pendant had been dulled by
the repairer, whereas the article was
originally made in dull enamel and, had it
been bright, could not have been altered
short of grinding.
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rights a floorwalker was

called, in the presence of whom the as-
sistant deliberately disputed the customer's
word regarding the original and after con-
dition of the necklace.

It was eventually promised that an
effort would be made to restore the finish.
The customer's 'phone number was taken
and it was promised that the defect in the
clasp would also receive attention.

Some five or six days later the pur-
chaser received a message stating that the
necklace had been beautifully done over.
This information was accepted thankfully,
as the customer did not want an exchange
or refund, but desired that particular neck-
lace in its original style.

At her earliest convenience another
trip to the store was made, only to find
that the job had been badly botched and
that no attention whatever had been given
to the clasp.

The assistant again came down from
the stock-room, bringing along her haughty
airs and a transparent pretense of pleasure
over the "success" of the restoration. So
"set" was she on having the sale "stick"
that the customer's disgust reached its
height. She decided, however, that she
must either keep the necklace or complain
to the management and thereby possibly
cause trouble.
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the attention of the as-
sistant she stated that this was a simple
matter and called a floorwalker to dispatch
a messenger to the repair department with-
in the store to have the clasp immediately
replaced by a perfect one.

In the meantime the customer went to
luncheon. Upon her return the necklace
was wrapped up and awaiting her. On her
arrival home the top-notch of disgust and
displeasure was reached when, upon open-
ing the package she found that instead of
a gold-plated clasp a bright silver one had
been put on the necklace.

This so strongly impressed the cus-
tomer as a case of "get rid of her by fair
means or foul" she decided that very little
of her future trading would be done in
that store, although in the past she had
been a fairly good cash customer in many
departments.

The question that naturally arises is,
how many of such or similar circumstances
occur in the same or other stores?

The moral pointed is that the manage-
ment of a store should know what its sales-
people, aislemen and complaint desk are
doing from day to day in the way of
rectifying errors, etc.

Salesmen and the Pictorial Postal

It is becoming quite a usual and com-
monplace custom to use pictorial post cards
in the actual selling end of the trade.
Salesmen, before reaching a town, will send
cards to their many customers with a
printed message like this : "I will call on
you about next Wednesday, and if you will
have an order ready for me I will ap-
preciate it very much, indeed. John Jones,
representing the Nutritious. Flour Co., of
Halifax, Nebr."

Again, pictorial post cards are coming
into considerable use for confirmations of
orders and notifications of shipments of
goods. The banks, too, are employing cards
to notify correspondents of collections and
remittances on exchange items.

The manager of a Chicago post card
house has taken a great interest in this ad-
vertising development of the post card
trade. He says:

"We find that high-class establishments
of all kinds throughout the country are
turning to the post card as a most satis-
factory mode of supplemental advertising.
Many people say that they can get quicker
and better results from a given expenditure
in post cards than from anything else. We
believe very firmly that the advertising post
card will, in a short time, constitute the
great bulk of the business, and we are
specializing along this line. All that is
necessary for a custo.ner to do is to furnish
us a photograph or drawing of whatever
subject he wishes to use in his publicity
work and tell us what he desires to make
especially prominent and striking in the
picture. We make the color plates and
furnish any desired quantity of the product.
Considering the very reasonable prices at
which these advertising post cards can be
furnished, I have no doubt that their use
will steadily expand from year to year."

It has been suggested recently by one
of our correspondents that post card col-
lections showing various scenic features
along the lines of the transcontinental rail-
roads would prove exceedingly valuable
promoters of passenger traffic, and it was
remarkable that some of the scenic lines do
not go into this form of publicity on a very
large scale. Packets of twenty-five or fifty
should be placed in the Pullman cars on the
limited trains for free use by passengers.
The returns from such use of post cards
en route would be incalculable.
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CAREFUL BUYING IS THE FIRST STEP TOWARD
SUCCESSFUL SELLING

It is good business to sell only the best Plain Gold Rings. They are bought for a lifetime and if there is
anything wrong with them, the purchaser is sure to find it out and hold you responsible.

YOU TAKE NO RISKS
when you buy our Plain Gold Rings. They are perfect in shape, finish and metal, and we guarantee every
one to be plump assay. They are always preferred by careful buyers. Let us have your next order

HAYDEN W. WHEELER & CO.
2 MAIDEN LANE

TRADE

RING MAKERS
MARK

NEW YORK

LEATHER

FOBS
Lapel and Regular

4LLeather is of finest im-
ported stock with finished

edges done by special process
machinery. We own the only
machine of its kind in the
country able to do this work.
Buttons of all lodges in country
furnished with lapel strap, also
imitation stone and plain
chased buttons. Regular fobs
are of varied assortment— all
good, live sellers.
41_ Profit makers to retail for
25 and 50 cents.
CA sample fob sent FREE to
any reputable dealer in the
country.
(I,Ask your Jobber to see our
line or write us and we will
put you in touch with one that
carries our complete fob line.

H. J. COLLIS
MFG. CO. 
F O B SPECIALISTS

TAUNTON, MASS.

COMBS AND BARRETTES
POPULAR PRICE FIFTY CENT SELLERS

This line of popular sellers come with gold plate backs and silver finish
mountings. The whitestones are of the finest imported stock and the
workmanship of the highest order.
We carry the " Gladys Patented Barrette suitably decorated in white-
stone effects.
Write us at once for further particulars if your jobber does not carry our line.
WE MAKE MOUNTED COMBS, BARRETTES AND HAT PINS
in Beautiful Rhinestone and Filigree Effects from Popular Prices up to the Most Expensive

Providence Manufacturing Company Rhode vdIesillacned

January, 191 K EYSTONE

NEW YORK OFFICE OF THE KEYSTONE
Room 1102 JEWELERS' BUILDING, 9-11-13 MAIDEN LANE

NEW YORK, December 29, 1910.

Many people availed them-
Seized Goods selves of an opportunity to
Auctioned do their Christmas shopping

on December 14th to the profit
of Uncle Sam, who had an auction of seized
goods by order of William Loeb, Jr., collector of
the port of New York. The sale was in the
seizure room of the appraiser's stores at Chris-
topher and Washington streets. When the auc-
tioneer began to call for bids at to o'clock the
space before his desk was crowded with men of
many nationalities, and the row of seats reserved
for women was all taken.

The things which could be bought at this sale
were even more varied than the people who had
come to buy them, and if you happened to be a
liquor dealer, a jeweler, or a dry goods mer-
chant in a small way, you could have made some
purchases in any of these kinds of goods at bar-
gain prices. The range of choice ran from three
bottles of medicine preparation to an unset dia-
mond of 23/4 carats weight, or a package of lace.

The strongest competition as well as the
highest bid was for the two unset brilliants,
foreign value $150 and $125, respectively, which
soared, under pressure of the bids of two deter-
mined buyers to $415 apiece, at which figure they
fell to a representative of the Eastern Fur Com-
pany, who caused a shout of laughter in each
case by asking the auctioneer when the stone had
reached about $350: "Is it a nice one? I haven't
seen it."

It took at least ten minutes to sell those two
diamonds, for the competitors, who were in
widely separated parts of the crowd, insisted on
raising the bids but five dollars at a time, and
kept the auctioneer turning as if he were on a
pivot at each jump. There was general murmur
that the stones must be a good deal better than
the appraisers thought them, to bring so much
more than the value that had been set down.

Lot 255 consisted of eight brooches, eight
rings and parts of jewelry, and was sold for $70,
while fifty rings brought $t1.50. Strings of coral,
128 pairs of earrings, brooches, a pipe and a pair
of opera glasses were some of the other lots
which found ready bidders, and when the two
unset diamonds brought the big price already
mentioned, and a diamond ring went for $15o,
the smile broadened upon the face of the auc-
tioneer.

Mrs. Ada F. C. Adriance, wife
Smuggling of I. Reynolds Adriance, of
Made Costly Eden Court, Poughkeepsie, N.

Y., has recovered the pearl
necklace that she was forced to surrender to the
customs men when she landed at this port from
the White Star liner Baltic on August 28th. Her
attorney, Abram J. Rose, went to Collector Loeb
and paid $12,063.35 for the privilege of taking
possession of the necklace and the wearing ap-
parel. Mrs. Adriance might have brought in all
these articles by simply paying the duty, about

$4,000. She hid the pearls in her hat. The cus-
toms men had a tip from abroad to look for
them. Mrs. Adriance was indicted for smuggling
and pleaded guilty on advice of counsel when
arraigned before Judge Hand in the United States
Circuit Court. Judge Hand imposed the maxi-
mum fine of $5,000, which was paid immediately.
The statement of the case given out yesterday
by Collector Loeb says:

"This fine was imposed shortly after a simi-
lar fine in the case of Mengo L. Morgenthau, at
which time Judge Hand announced from the
bench that in the future passengers arriving at
this port who are found guilty of smuggling
might expect a prison sentence as well as a fine.
A total of $17,063.35 goes into customs receipts
as a result of Mrs. Adriance's attempt to evade
the payment of duty."

Mrs. Adriance's imported stuff that she made
an effort to smuggle in has cost her in all, includ-
ing the original payment for the necklace in
Florence of about $6,000 and the value abroad of
the wearing apparel about $2,000, close to $27,000,
including counsel fees.

The name morganite was given
A New Gem to a new variety of beryl, rose

colored, by Dr. George F.
Kunz, chairman of the geological section of the
New York Academy of Sciences, at a meeting in
this city on December 5th. It is named after J.
Pierpont Morgan, who in 1899, 1900 and 1902
presented to the American Museum of Natural
History and the Museum of Natural History of
Paris collections of nrecious stones and minerals.
This gem differs from other beryls in that it
fluoresces an intense cherry red when exposed to
the X (Roentgen) rays. It is found in mag-
nificent gems weighing from one carat to too
carats each, is of a beautiful brilliant rose color
of wonderful freedom from flaws, and is the
finest pure pink gem that has ever been found
in large gems, rivalling pink tourmaline and pink
topaz. It is found principally in the mountainous
region of Mount Bity, Island of Madagascar, and
is associated with those remarkable gems, red
tourmaline and lilac kunzite.

At the request of the German
German Court Government detectives, on
Jeweler Swindled December 7th, arrested John

Don Ciriolo Jose De Elerduy,
a Mexican, on the charge that he had swindled
the royal Court jeweler, Otto Koch, of Frank-
fort-on-Main, Germany, of jewels worth about
$34,000. The prisoner admitted he was the man
wanted, and said that he and another man, whose
identity he refused to disclose, went to France
and Germany last summer, determined to make
all the money they could. According to state-
ments which the German police sent to this coun-
try, the men made the acquaintance of an artist
who was a friend of Koch, telling him they were
rich Mexicans on a round-the-world pleasure
trip. They spent money lavishly and won the
confidence of the artist, who introduced them to
Koch with a high recommendation. They told
him they wished to buy some precious stones.
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The German police charge that on September
loth Koch gave them the jewelry in a Munich
hotel and that in return they gave him a worth-
less check, signed by De Elerduy.

The Hope diamond, or "Le
The "Hope" Bijou du Roi," as it is called
Diamond in France, is said to be in the

custody of a Fifth avenue jew-
eler in this city. It has been remounted as a
pendant. It was bought by the New York jew-
eler from a French syndicate a few months ago
and brought to this country. At the Custom
House it was declared as "the Hope diamond,"
and duty of to per cent. ad valorem was paid in
the regular way. So far several offers have been
made to the present proprietor. A Western man
of wealth who wished to give the stone to his
wife as a New Year's gift, was willing to pay
$250,000 for it, but his offer was declined. The
stone weighs 44V2 carats, but, according to jewel-
ers, it cannot be valued at the same standard as
the ordinary white diamonds, however beautiful
they may be. No other stone in existence, it is
said, is anything like this one. Its unusual his-
tory adds greatly to its value.

At the December meeting of the Board of
Directors of the Jewelers' Board of Trade the
following firms were unanimously elected to
membership in the board: Albert Bros., Cincin-
nati, Ohio; Bauman-Massa Jewelry Co., St.
Louis, Mo.; Boch-Lewis Co., Buffalo, N. Y.;
Boyajian Bros., New York City; Bradley & Hub-
bard Mfg. Co., Meriden, Conn.; J. De Mariano
& Co., New York City ; Fessler, Otto & Co., New-
ark, N. J.; Frank & Connett, New York City;
L. Gutmann & Sons, Cincinnati Ohio; Klein
Bros. Co., Cincinnati, Ohio; The Lane Clock &
Novelty Co., New York City; Samuel Lenk-
owsky, New York City; Edwin Lowe & Co.,
Providence, R. I.; Marx, Kossuth Jewelry Co.,
New York City; Jacob Merhlust, New York City;
Plainville Stock Co., Plainville, Mass.; The West
Side Trust and Savings Bank, Chicago, Ill. (As-
sociate). The total membership is now 663.

An ex-New York waiter enjoying the exten-
sive name of John Ciriclo Jose d'Elorduy was
arrested in New York last month charked with
having stolen jewelry to the value of more than
$8o,000 from the court jeweler of Frankfort,
Germany. While in Germany he and some corn-
panions posing as wealthy Americans secured the
jewelry in exchange for worthless checks.

Two shares of the capital stock of Tiffany &
Co. brought $5,700 each at an auction of secu-
rities last month. This is the first opportunity
afforded for a number of years of arriving at the
approximate worth of the big Fifth avenue jew-
elry house. The concern was incorporated in
1864, and is capitalized at $2,400,000. The par
value of the stock is $1,00o a share. At the price
stated the market valuation of the company would
be $13,68o,000. The annual dividends for a num-
ber of years have amounted to $250 a share, but
there have been occasional extra dividends. Tif-
fany & Co. do not make a public statement of
assets and liabilities. Although a chartered corp-
oration the company has always been conducted
with as little publicity as if it had been a co-
partnership.

Robert Woodrow, who has been connected
with the jewelry department of Cross & Beguelin,
23 Maiden Lane, has resigned his position with
that concern to accept another one with the East-
wood-Park Co., manufacturers, of Newark. Mr.
Woodrow's acquaintance with the wholesale and
manufacturing trade is very extensive, and he
has for some time been one of the moving spirits
in the local Jewelers' Bowling League.

The wedding has just been announced of
Miss Aline Lyon, daughter of J. M. Lyon, a mail
order diamond dealer of 71 Nassau street, to Mr.
Leopold Helburn. Mr. and Mrs. Helburn are
living at the Hotel Grampion, St. Nicholas avenue
and 119th street.

George W. Shiebler, who has been a retail
jeweler on Maiden Lane for a good many years,
has announced that he will shortly retire from
active business and is selling out his stock at
No. 5.

Irving Cohn with M. J. Averbeck, to and 12
Maiden Lane, has come into New York off his
Southern territory to spend the Christmas season.

(Continued on page 58)



The 'HELLER' SYNTHETIC COLLECTION
Showing the different stages in the process of Synthetic
Stone making, from the raw material to the finished gem.

Recently we presented to the American Museum of Natural History, New York, an elaborate col-
lection of Synthetic Stones, comprising many features of interest to the student of the chemistry
of mineralogy, as well as to the layman.
Since then we received several inquiries in connection with this exhibit, asking whether we will
not supply a similar collection, but of more modest proportions, for the use of educational institutions,
or jewelers who would like to show in concrete form the progress realized in the reproduction of
Precious Stones.

To supply this demand we have elaborated the collection as shown above. It gives a fair idea of the
mode of production of Synthetic Stones and will make a highly attractive exhibit in the show-case
of a museum or jeweler.

Because of the educational value of such an exhibit, and in order to familiarize the public, by the aid
of this collection, with the true nature of our Synthetic Stones, we shall supply a limited number of
these boxes at cost.

More complete collections can be arranged if desired.

LITERATURE ON THE SUBJECT, CARDS, CIRCULARS, ETC.,
WILL BE SUPPLIED ON REQUEST.

According to the November

Gold in the Arts returns from the United States
Assay Office in New York the

sales of gold bars for use in the arts amounted

to $2,805,830. This compares with $2,508,153 for

November, 1909, and $2,023,799 for same month

of 1908, but is less than the maximum month of

the current year, which was $3,085,329 in October.

Subjoined are the comparisons of sales for the

eleven months of the current year and the full

twelve months of the year 1909 and 1908:

1910 1909
January $1,982,186 $1,785,404
February 2,011,031 1,643,958
March.  2,376,538 1,875,367
April   2,245,759 1,709,801
May.  2,215,970 1,880,785
June  2,284,435 1,777,141
July.  1,833,022 1,630,929
August  2,526,546 2,158,982
September  3,023,138 2,630,519
October   3,085,329 2,947,993
November  2,805,830 2,508,153
December . 2,032,225

$24,581,267

1908
$1,460,287
1,069,560
1,228,345
1,264,965
1,336.504
1,412,250
1,358,235
L775,944
2,210,323
2,516,111
2,023,799
1,818,841

$19,475,164

For the eleven months ending with Novem-

ber of 1910 the sales of the Assay Office

amounted to $26,389,784, compared with $22,549,-

442 for the same period of 1909, or an increase

of 17.1 per cent. and $17,656,323 in the corres-

ponding period of 1908 or a gain of 5o per cent.

On December 1st the express companies and
their wagon drivers and helpers got together to
settle the dispute which caused the strike on
which a truce was called in November. The
drivers and helpers of all the companies except
one will receive to 8 per cent. more pay and
the eleven-hour day that they asked for. It is
hoped that the fourth company will agree to the
same conditions at an early date. The agree-
ment was made by employees in both New York
and Jersey City.

A new restaurant under the management of
Michael Hcumann has been opened on the north
side of Maiden Lane, near William Street. It is
handsomely fixtured and furnished in dark red
wood and presents a very attractive appearance.

At a recent meeting of Post C of the Trav-
elers' Protective Association of Brooklyn, a sug-
gestion was made relative to holding at some time
in the near future a trade exhibition in order to
popularize the trade term "Made in Brooklyn."
Although many high-grade goods of various
kinds are manufactured there the fact is not
generally known throughout the country. A large
number of extensive silverware, jewelry, clock
and other similar factories are located in Brook-
lyn.

MANUFACTURERS, CUTTERS and IMPORTERS

Theodore Schisgall sails for Europe on his
regular semi-annual buying trip on the 5th of
this month. He will be away till early in March,
and will make heavy purchases of foreign-made
clocks, novelties, bronzes, bric-a-brac, etc.

Clarence F. Bayer, of the Bayer & Pretz-
felder Co., returned last month from a three-
and-one-half-months' trip to Europe. While
abroad Mr. Bayer purchased the largest and most
varied line of foreign novelties, etc., that this
firm has ever handled.

The Jewelers' Security Alliance reports an
unusual number of robberies and attempted rob-
beries for the past thirty days, the majority of
which took the form of smashed windows, due,
no doubt, to the temptation offered by numerous
gaily decorated holiday windows.

On December 19th the window of the Manu-
facturing Jewelry Co., 14 North Eighth Street,
Philadelphia, was smashed and six gold fobs,
valued at $25 stolen.

On the 20th the window of H. Fellman,
Woonsocket, R. I., was smashed but the smasher

was frightened away before he could take any-
thing.

On the same date Linz Bros., Dallas, Texas,
had their show window broken into by a thief
who was not quick enough to escape. He took a
tray containing twelve valuable diamond rings.
In his haste he allowed eight of them to fall back
into the window and later three were found in
the street. One is still missing, though the rob-
ber is in the custody of the police.

On the t6th the cases of J. A. Beeley, Bland-
inville, Ill., were robbed of a large number of
small pieces of jewelry, but the safes were not
disturbed.

The factory of F. Keim, 257 and 260 Fifth
Avenue, New York, was broken into on the night
of the t8th for the third time in a year. A
number of small articles and some sweepings
were taken but the safes were intact.

The Saks Optical Co., of Washington, D. C.,
were robbed of $400 worth of diamond rings by
a man in a blue uniform representing himself to
be a Pullman conductor and giving the name of
F. J. Galloway. He entered the store and while
a salesman was showing him some rings he
grabbed a number and ran from the store, mak-
ing a successful escape.

On the 13th the window of W. P. Hanna,
Newcastle, Pa., was smashed by James Rogan,
who was caught in the act.

The night watchman employed by Louis Lef-
koe, 57 North Eighth Street, Philadelphia, saw a
man throw a brick through Lefkoe's window but
prevented him getting away with any of the goods
in it. This was evidently done by the same
party who smashed the window of Lit Bros.'
store an hour before.

The Moultrie Jewelry Co., Moultrie. Ga., lost
to cents from their cash register. The thief
had broken into the back door and started in on
the register when he was frightened away by the
night watchman.

Ross Dupont pleaded guilty to having broken
into the store of 0. P. Moisom, South Bend, Ind.,
and stealing $500 worth of South Bend watches.
He was caught by Pinkertons in Chicago and
sentenced within a week to a ten to twenty years'
term in the penitentiary. The watches were re-
covered from several pawnshops in Chicago.

The most spectacular burglary which has
taken place in some time happened in Cleveland
on the 2d of last month, when three burglars
roped the front door of the store of John
Hueter, 5372 St. Clair Avenue at 7 o'clock in
the evening when the store was filled with cus-
tomers and then smashed the large plate glass
window, taking away $600 worth of diamond
rings. The proprietor fired several shots at the
burglars but without effect.

Lee Hirsch, of Jos. L. Herzog & Co., lost his
father through death last month. The funeral
was held on the morning of the 29th. THE
KEYSTONE joins Mr. Hirsch's many friends in ex-
tending sympathy in his bereavement.

The Gorham Co., who for a great many
years have been well known throughout the
country to both the trade and the consumer as
makers of high-grade sterling silver table and
hollow ware have been using a large amount of
advertising space in the New York dailies dur-
ing December calling attention to the fact that
they also manufacture a very fine line of gold
ware.

Leon S. Aurich, manager of Nordman
Bros., San Francisco, accompanied by Mrs.
Aurich, spent several weeks in New York last
month. Mr. Aurich combined business with
pleasure and was frequently seen in the Maiden
Lane district.

Aisenstein & Woronock, 22 Eldridge Street,
New York, are now sending out their too-page
catalogue of medium-priced watches, clocks, sil-
verware and novelties and jewelry. A copy of it
is well worth sending for.

Bernard Rice's Sons, 542 Broadway, have
recently had the walls of the salesrooms re-
decorated.

Jacques Seligmann has bought the Sweni-
gorodskoi collection of Byzantine enamels on

gold of the ninth century. It is understood that
the price paid was 1,000,000 francs, or $200,0oo.
Mr. Rey, a New York partner of the Seligmann
firm, said that the collection had been bought
for J. Pierpont Morgan, but refused to state
the price paid.

Edwin S. Strauss, of Jacob Strauss & Sons,
14 Maiden Lane, whose health had suffered from
the severity of the northern winters, is this year
passing the season in San Antonio, Texas, in
company with Nat Kaiser, a jeweler, of Atlanta,
Ga. He states that the jewelers in San Antonio
have had a good fall and holiday trade and that
business conditions are quite favorable in that
section.

Owing to greatly increased business the H.
W. Johns-Manville Company announces the re-
moval of its offices, now located at 85 Shelden
Street, Houghton, Mich., to more commodious
and convenient nuarters at 96 Shelden Street,
where they will be better prepared to serve their
patrons. As in the past, S. T. Harris, who has
been associated with the company for a number
of years, will be in charge of the offices at the
new address.

The twenty-seventh annual meeting of the
Jewelers' Safety Fund Society will be held at
the office of the society, Rooms 1603-1604, in the
Silversmiths' Building, at 15-17-19 Maiden Lane,
on Wednesday, January uth, at 2 o'clock P.
sharp, at which time an election will be held
for eleven directors to serve during the ensuing
year.

Gorham Travelers' Convention

The semi-annual convention of the Gorham
Co.'s travelers, held at the home office, Fifth
Avenue and Thirty-sixth Street, on December
29th and 30th, was one of the most successful
in the history of the meetings. Business sessions
were held on Thursday and Friday, and much
good was accomplished by the interchange of
ideas between the selling and manufacturing de-
partments. John S. Holbrook, vice-president of
the company, presided over the meetings as usual.

The Gorham Company entertained the entire
body, consisting of nearly sixty people, at a din-
ner, which was served at the Republican Club on
Fortieth Street, Thursday evening, after which
the company attended Weber's Theater, seats
having been reserved for the entire body in the
center of the house.

Among those present at the convention and
entertainment were the following:

J. S. Holbrook, Vice-President
IT. A. Bliss, General Manager

R. C. Hotson, Assistant Treasurer
F. C. Lawton, Superintendent

W. V. Chislin, Manager Chicago Office
W. S. Stone, Advertising Manager

E. F. Aldrich J. H. Listman
E. J. Dingee Arthur McVoy
E. B. Midlen C. G. Megrue
H. A. Sawyer Geo. F. Miller
J. D. Little Phillip M. Pardee
W. N. LeCato W. F. Paxson
Wm. Codman J. E. Pickop.
Joseph Sherman E. S. Van Sant
Adrian A. Buck N. E. Treat
F. H. Graham W. S. Willis
C. N. Lawton _Iohn Reddall
R. I. Blanchard Paul Staunton
Chas. Siegman W. L. Stone
Geo. Zimmerman J. W. Dawson
H. C. Berdan A. Rogers
A. F. Belcher A. G. Folsom
J. S. Curran G. C. Hill
H. B. Deans John Laffey
J. A. Foulger J. M. Maynard
A. E. Freeman Albert Gardner
E. J. Gorman Edgar Cordery
W. C. Haas R. S. Smoot
A. A. Hallberg Robert Loch
F. C. Hecker H. Wright

J. A. Irons Chas. R. Parker

T. G. Jewett E. L. Bliss
John Kelly Ford Moran
H. F. Lambord

It seemed to be the consensus of opinion,
in spite of the gloomy predictions on the part of
some people, that the outlook for 1911 is most
promising and although the year just closed has
been the most successful in the history of the
business of the Gorham Co., it is believed that
the new year will be still better.
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Start the New Year With a

Well Assorted Stock

The B. A. & Co.
1911 CATALOGUE

is ever at hand, ready to
furnish the jeweler with
suggestions.
That your orders may be
filled promptly and cor-
rectly our stock is at all
times kept up to the
mark.

Benj. Allen & Co.
Chicago
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WESTERN BUREAU OF THE KEYSTONE

Room 1201 HEYWORTH BUILDING

CHICAGO, December 28, 1910.

The fears and misgivings of
Holiday Business those in the western jewelry
and trade who, earlier in the year,
Trade Conditions were a bit apprehensive re-

garding the business outlook
for the holiday season, were entirely allayed by
one of the most rousing and busy holiday seasons
the western trade has ever enjoyed. Not one ex-
pression of dissatisfaction has been heard in
Chicago. Three or four jobbers have made the
statement that this was the biggest holiday busi-
ness they ever enjoyed, and in all instances the
jobbers making this statement are long estab-
lished. Naturally enough, there is rejoicing in
jobbing circles over the fact that the holiday rush
is over and that the exit of 1910 was as triumphant
commercially as it was. Tremendous demands
were made upon Chicago jobbers, and now that
the rush is over many are wondering how they
ever succeeded in handling it as well as they did.
The volume of business done and the class of
goods sold indicate beyond • peradventure that
the retail trade throughout this entire country
is in excellent shape. It must be stated that in
some quarters the retailers underestimated the
possibilities of the holiday season and the real
holiday activities had scarcely set in before they
got busy with their jobbers by mail, telephone
or telegraph, and some of them even took the

time to make a personal visit in order to be cer-

tain of enough goods to take care of all the
demands made upon them. There was more than
the customary holiday activity in the watch
business. Retailers' stocks of watches have in

most instances been very low for several

months, and the holiday season found many re-

tailers short, with the result that jobbers enjoyed

an excellent watch business. Diamonds held

their own excellently. As a matter of fact,

diamonds have enjoyed a general activity
throughout the entire year, even during months
when least expected, and to many jobbers this
is an anomaly which defies explanation. To

those jobbers who have analyzed the holiday
business not one untoward symptom presents it-
self in regard to the future. The way the rush
orders came in and the amount of reorders, in-
dicates beyond all doubt that the stocks of the
average retailer are low. Two years of con-
servative business methods and sane buying have
reduced stocks to that point where .jobbers and
manufacturers alike can begin with their lines
for r9rr early in the year instead of waiting
six months for the elimination of surplus stock:

The same measure of success attended the
retail business in Chicago. The "do your shop-
ping early" campaign inaugurated by the news-
papers started• the ball rolling early this year,
but in spite of this the same rush was on when
the last two or three days approached. Large
retailers in the business section are all satisfied
with their holiday trade. At no other holiday
season have the downtown retail stores done the
advertising in newspapers which thek did this

season, and it had its effect upon the volume of
business done. In discussing the holiday trade
the proprietor of one of the largest stores down-
town said : "Our holiday business has been emi-
nently satisfactory; in fact, much better than
we anticipated. There was a healthy demand for
watches and diamonds and the better grades of
filled goods. We have had holiday seasons dur-
ing which we did a bigger volume of business,
but none which was more successful." Jewelers
in outlying districts, with the exception of those
on the West Side—in the garment workers'
strike district—report a good business. The gar-
ment workers' strike has to a certain extent
crippled business in the strike zone on the West
Side. The strike has been waged for the past
three months with a bitter vengeance by both
sides and paralyzed business in the districts af-
fected by it. Every civic organization in Chicago,
including the City Council, has had a hand in
endeavoring to bring about peace, but their ef-
forts have been useless. Just at this time
prophecies as to the date of the ultimate settle-
ment are conjectural, but an early termination
of hostilities is urgently necessary.

The present outlook in all lines in general
augurs well for Icort. Leading bankers and finan-
cial men in Chicago have expressed themselves
as fully confident in the coming year's business.
Political agitations seem to be at ease. Congress
and those in national power seem to have re-
gained their equilibrium and there is general con-
fidence in the West that the "powers that be"
will settle down to business and pursue the even
tenor of their ways.

News From the Trade

Ransom J. Morse, a pioneer jeweler of this
city, died suddenly at his home in Buend Park,
this city, early the past month. He started in
business here in the early 6o's and suffered a
total loss in the fire of '71. The firm was known
as Morse, Roddin & Hamilton and was located
on Dearborn Street, near Randolph.

Z. M. Hanau, formerly with the Alvin Mfg.
Co., has been engaged as traveler by the Towle
Mfg. Co., and will represent this company in
Ohio, Michigan, Indiana and West Virginia. He
will fill the position made vacant by the resigna-
tion of Mr. Lusk. This is the only change in the
western traveling force of this company.

The traveling force of the C. H. Knights-
Thearle Co. will remain the same as last year,
with the exception that R. C. Voss, who was
formerly with W. F. Smith, of Des Moines, has
been added.

Edward Frye has resigned his position as
Northwest traveler for the Stein & Ellbogen Co.
His position will be filled by Frank M. True,
who was formerly a traveler for Heinz Bros.
Leo Stein, who was with Alphonse Judis, of San
Francisco, will return to Stein & Ellbogen Co.
and will cover the territory made vacant by the
resignation of Mr. Horton.

E. 0. Baumgarten, traveler for M. F. Barger
& Co., returned to Chicago just before Christmas
after an extended trip. He reports a good busi-

ness but says he was more than glad to get back
to his old friends in dear old Chicago.

The Elgin National Watch Co. announces
that beginning the first of the new year it will
operate its factory at Elgin on full time.

George Baker, for thirty years in the employ
of Otto Young & Co. as head of the material
department, died at his home in this city De-
cember tith of dropsical trouble. He was one
of the pioneer jewelers and was well and favor-
ably known throughout the entire trade. He was
born in England and came to Chicago in 1869.
His first connection with the jewelry trade was
with John G. Ashleman, who conducted a whole-
sale business on Lake Street in the early 6o's.
In 1871 he formed a partnership with John Fl.
Mather and conducted a wholesale business. A
few years later he went into business for himself
and in 1881 entered the employ of Otto Young
& Co., where he remained until his death. Two
of his sons are now in the employ of Otto
Young & Co. and one is with the Dennison Mfg.
Co.

Frank S. Gorton, an old-time western jewelry
salesman, died suddenly in this city after a severe
attack of asthma. From 1873 to 1883 he trav-
eled in the West for Baldwin, Sexton & Peterson
and made a wide circle of friends. He retired
from the jewelry business in 1883 and has since
been connected with the Western Edison Co.
and the Standard Pneumatic Tool Co. His home
was at Wheaton, Ill. A widow and two sisters
survive him.

The many friends in the Chicago trade of
S. E. Woodstock, of the Woodstock-Hoefer
Watch and Jewelry Co., Kansas City, will be
very pleased to know that he has so far re-
covered from his recent illness as to be able to
visit his office and will in a short time resume
his regular duties.

Fred H. Hyatt, who for several years past
has been the Chicago and western representative
of the Philadelphia Watch Case Works, has been
appointed sales agent for his company, with head-
quarters at Riverside, N. J. He spent the greater
part of the past month at Riverside, but returned
to Chicago for the holidays.

A thief made an unsuccessful attempt early
in the month to get away with a tray of diamonds
from the store of Wm. Lambrecht, 1956 Mil-
waukee Avenue. The diamonds were on display
in the show window. The thief threw a brick
through the window and reached in for the tray.
The crash attracted Mr. Lambrecht and his
clerks and they pursued the thief. In the excite-
ment of the chase the thief dropped the tray and
made his escape.

The older members of the Chicago jobbing
fraternity will recall to mind John Baumer, a
prominent pioneer jeweler of Omaha, Nebr. Mr.
Baumer dropped dead December 8th while talk-
ing with a friend in Omaha. He was 70 years of
age. He was well known to the Chicago trade,
having visited this market frequently before he
retired from business fifteen years ago.

The Newall Mfg. Co. has moved its Chicago
offices from the fifth to the fourth floor of the
Heyworth Building, where it has more than twice
the amount of space. Mr. Cureton, the Chicago
manager of the company, returned late in the
month from the factory.

Paul C. Pulse, a jeweler of Oakland, Cal.,
died recently in that city. He was formerly in
business at Eau Claire, Wis., and was known to
the Chicago wholesale trade. He left Eau Claire
in 1896.

Despres, Bridges & Noel expect to move into
their new quarters on the ninth floor of the new
Kesner Building, northeast corner Madison and
Wabash Avenues, some time next month. They
had expeced to move earlier, but a delay in get-
ting the fixtures interfered. Entirely new fix-
tures will be installed. A special room has been
set aside for visiting jewelers. In speaking of
the removal Steve Bridges stated that all the
members of the firm regretted to leave the Col-
umbus Memorial Building. but that they were
compelled to for the reason that they could not
secure additional space in this building. Their
old quarters will be occupied by J. W. Forsinger
& Co. and the E. Howard Clock Co.

(Continued on page 57)
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HIGH GRADE REGULATORS, FINE OAK CASES, DARK FINISH
Fitted with Best Quality Movements, Guaranteed Excellent Timekeepers

Eight Day Weight Time, 12 inch Porcelain Dial, Brass Rim, Sweep Second Hand, Solid Cut Pinion and Retaining Power; Oak Cases made in the LatestPatterns, Rich and Plain in Design, Antique and Golden Oak Finish, Well Seasoned and Finished with Care to Give Satisfaction.

No. 24. Swiss Regulator. $39.00, less 65
Oak, extra finish, height 81 inches. Width, 28 inches.

Dial, 12 inches. Paneled hack, Swiss movement, eight day,
weight time, 12 inch porcelain dial, sweep second. solid cut
pinion, retaining power, movement encased in metal to keep
Out dust. Gridiron Pendulum.

8 Jar Mercurial Pendulum, with Mercury,
extra, $16.50, less 696

No. 61. Regulator. $45.00, less 6%
Quartered Oak. Eight Day, Weight Time. Brass Weight.

Finely finished movement of best quality encased in iron box.
Dead-beat escapement, sweep second. Retaining power. 12 inch
Porcelain Dial. Height, 9634 inches. Width, 28% inches.

Gridiron Pendulum, Oval Rods.

It IP It. 11,/t• /V IV Ay it•Itt It I it ptrit•it.,tymittotrOt■qt.11. 

No. 25. Swiss Regulator. $35.00, less 6%
Quarter Sawed Oak. Height, 74 inches. Width, 22

inches. Swiss movement, eight day, weight time. 12 inch
porcelain dial, sweep second, solid out pinion, retaining power,
movement encased in metal to keep out dust. Gridiron pendu-
lum. Golden oak flnIh, hand rubbed.

8 Jar Mercurial Pendulum, with Mercury.
extra, $16.50, len s%

We offer attractive prices and handle the best and up-to-date line of Show Cases,
Lathe Outfits (WHITCOMB & MOSELEY) Work Benches and Lighting Systems.

NORRIS, MASTER & CO., Heyworth Building, Chicago, Ill.
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C. E. Mendendorf, formerly jewelry buyer
for Mandel Bros., has resigned his position to
become western traveler for the Adelphia Silver
Co.

The bankruptcy proceedings against N. S.
McGilliwray & Co. were wound up during the
past month by a compromise of twenty cents on
the dollar and all bankruptcy costs.

Harry Fruer, who has been with the A. F.
Smith Co. for several years as traveler, has re-
signed his position to accept one as Pacific Coast
traveler for Despres. Bridges & Noel, of this
city. This is the only change in the traveling
force of this firm.

A new retail store has been opened in Claire,
Mich., by Lester Fox. His opening bill was
purchased in Chicago.

David Jacobs, of Muskegon, Mich., is hav-
ing plans drawn for an extensive alteration in
his store. He was in Chicago early in the month.

The many friends in the trade of Jack
Bradley, watch buyer for J. W. Forsinger & Co.,
will be very pleased to learn that he has entirely
recovered from an operation which he underwent
early in the month in the Ravenswood Hospital.

Safe blowers cracked the safe in the jewelry
department of 0. C. Krueger's store, 3525 Armi-
tage Avenue a few days before Christmas and
after perpetrating a strikingly unique and at the
same time one of the boldest safe-cracking stunts
which has ever come to the notice of the Chicago
police in a long time, escaped with $500 worth of
jewelry and cash. So clever did the yeggmen
perform their work that Mr. Krueger, who lives
over the store, and who was in bed sound asleep
at the time, was not awakened. The safe blow-
ers entered the store by prying off some iron
bars which covered one of the rear windows
high above the sidewalk. These bars unfastened,
they attached a rope to one left intact and noise-
lessly lowered themselves into the store, within
arm's length of the safe in which Mr. Krueger's
jewels and cash were locked. The safe blowers
searched the store for blankets and they found
nearly a hundred of them. These they wrapped
carefully about the safe, leaving exposed a fuse
connected with the nitro-glycerine which they
had placed in a tiny hole drilled in the safe
door. The safe was literally smothered in
blankets and then the walls and the doors of the
room covered. When the fuse was lighted and
the explosion followed not a sound nor a tremble
was heard by Mr. Krueger or by any of his
neighbors. The safe was found the next morn-
ing neatly opened by a straight crack directly
in the center of one of the sides. Several trays
of jewelry and what cash had been put into the
safe were found to have been the robber's
booty, and nothing else in the store, except the
blankets, was even out of its ordinary and ac-
customed place.

T. J. Finch, Chicago and western representa-
tive of the R. F. Simmons Co., spent the holidays
in his old home in Great Bend, Pa. He was
accompanied by Mrs. Finch. They visited the
factory at Attleboro, before returning to Chicago.

0. L. Daniels, Chicago and western repre-
sentative of the Robt. H. Ingersoll & Bro.,
spent the greater part of the month, including
the holidays, in New York.

Ed Frye, who has resigned his position as
Northwest traveler for the Stein & Ellbogen Co.,
will enter the jobbing business himself. He
will handle jewelry exclusively.

The annual banquet of the Chicago Jewelers'
Association takes place at the Blackstone Hotel,
January 79th. The final arrangements have as
yet not been completed, but the committee in
charge is laying plans for a very elaborate affair.

B. C. Allen, Fred G. Thearle, A. W. Sproehnle
and Claude Seymour will go to New York to
attend a meeting January 24th of the executive
committee of the National Wholesalers' Asso-
ciation.

The Wilmarth Show Case Co., Grand Rapids,
Mich., who make a very complete line of high
and medium grade show cases and other store
fixtures, and The Welch Mfg. Co., of Grand
Rapids, Mich., who make a complete line of high-
grade clothing cabinets, ladies' suit cabinets and
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the Welch revolving garment cabinet, will open
a Chicago office and salesroom about January
15th at 218 East Jackson Boulevard, in the Brooks
Building, second door east of Franklin Street,
and will have on display there one of the most
complete lines of store fixtures that has ever
been shown in Chicago. The salesroom and
office will be in charge of William H. Tuttle,
whose long experience as a store architect
and designer will enable him to offer a great
deal of help to merchants contemplating altera-
tions in their stores.

John R. Lilja, head of the diamond depart-
ment of Benj. Allen & Co., and one of the most
widely known diamond experts in the West,
died suddenly of pneumonia at his home in this
city December 9th. Few men in the jewelry busi-
ness enjoyed a wider or more favorable ac-
quaintance in western jewelry circles than Mr.
Lilja. He was a man of striking characteristics.
He had a kind and loving personality and made

John it. Likja

friends wherever he went. Above all, he loved
his work and was a master of thoroughness and
detail. His connection with the firm of Benj.
Allen & Co. dates back nearly forty-one years,
when he accepted a position as watchmaker. He
came to this country from Sweden in 1869. He
learned his trade there and although he gave
up watchmaking twenty-five years ago, he kept
up an enthusiastic interest in horology and main-
tained his membership in the Swedish Watch-
makers' Society, of which he was one of the
founders. His training as a watchmaker and
ability as a mechanic soon manifested them-
selves and it was not long before he became
head watchmaker. Twenty-five years ago he
developed a taste for the diamond end of the
business and entered that department and soon
became its head. He enjoyed the absolute con-
fidence of his employers and for many years
past was in charge of the buying and made many
trips to European markets, where he enjoyed an
extensive acquaintance. He was 71 years of age
and is survived by a widow, two daughters and
one son, who is employed in the diamond depart-
ment of Spaulding & Co.

A. L. Haman, well known watch jobber of
Minneapolis, was in Chicago the middle of the
month.

Leon S. Aurich, head of the tool and ma-
terial department of Nordman Bros. Co., San
Francisco, spent several days in Chicago early
in the month. He was on his way East on his
annual purchasing trip.

Adolph M. Johnson, a jeweler at 868 Aldine
avenue, was found dead in his store December
9th. Indications pointed to suicide by drinking
ammonia. His daughter strongly denied this,
saying that her father had no reason for taking
his life. She contends he drank the ammonia by

mistake. A coroner's jury left an open verdict.
The affairs of the bankrupt firm of Dreyer,

Lochau & Ohm Co. were wound up during the
past month by the payment of a final dividend of
5 per cent., making a total of 15 per cent. to the
creditors.

L. H. Schafer & Co. have engaged Luke Roe
to represent them in Michigan, Indiana and Illi-
nois. Mr. Roe was formerly with Trier Bros.,
of New York.

George B. Moore, buyer and head of the
mail-order department of C. D. Peacock, has re-
signed his position. He spent most of December
enjoying a much-needed rest on his fruit farm in
Washington. He expects to return to Chicago
some time in January.

R. J. Wilson, formerly Chicago and Western
representative of Homan Manufacturing Co., has
resigned this position to represent the Watrous
Mfg. Co. end of the International Silver Co. in
Chicago.

F. C. Wittenberg, a jeweler of Luverne,
Minn., was on the local market attending to his
holiday purchases early in the month.

Dave Gutmann, of L. Gutmann & Sons, Cin-
cinnati, was a welcome visitor on the Chicago
market early in the month.

Chicago jobbincr houses will be interested in
knowing that the Rosenfeld Jewelry Company
has opened a branch store at Oklahoma City,
Okla. The company is incorporated for $1o,000,
and in addition to the Oklahoma City store
operates branches in Leavensworth, Kans., and
St. Joseph, Mo.

E. R. Lusk has resigned his position as trav-
eler for the Towle Mfg. Co. and has accepted
a similar position with the Frank W. Smith Co.
in the Middle and Western States. He will make
his headquarters in Chicago.

Rudolph Huebsch, with Rudolph Newman,
Forty-eighth and Ashland avenue, is receiving
congratulations upon the arrival of a baby girl
at his home.

Sam Groak, who has represented L. A. Ep-
penstein & Co. in the South for many years, has
resigned his position and will travel out of the
New York office of L. Manheimer & Bros. Mr.
Groak is well known to the Southern trade. hav-
ing traveled in that section for twenty years.

M. C. Eppenstein and wife spent most of
the past month, including the holidays, with their
daughter, Mrs. L. B. Simonson, in New York.

Israel Sovereign, one of the promoters of
the Rockford Watch Co., died recently at his
home in Rockford, Ill., at the advanced aged of
83 years. He was a Canadian by birth, but went
to Rockford in 1870, never taking up his resi-
dence in any other city. When the Rockford
Watch Co. was organized he was one of the pro-
moters and directors. For five years he traveled
on the road as sales agent. Later he became
identified with the Hamilton Watch Co. A widow
and three children survive him.

Max Newhouse, who was well known to the
jewelry trade of Chicago and the West, died at
his residence in this city early in December
He had been identified with the jewelry trade
since 188o as manufacturer's agent and was
greatly esteemed by all who knew him. For the
past ten years he traveled from Chicago to the
Pacific Coast, and for some years past repre-
sented Weizennegger Bros., Andrew Kiefer and
M. H. Shiman & Co. He is survived by a widow,
two daughters, two sons and a twin brother,
Leopold Newhouse, a jewelry jobber at 103 State
street, Chicago.

The jobbing trade has been notified of the
opening of new stores in the following towns:
Ward Miller, in Dixon, Ill.; F. 0. Huse, Buford,
N. D. ; Charles Peterson, Geneva, Ill.; Hanks
& Dillman, Peru, Ind.; W. G. Taylor, Sheridan,
Wyo.; C. F. Culner, Sioux Falls, S. D.; Fred
Ferris and Geo. Bartell, Woodstock, Ill.; W. F.
Walker, Plainwell, Mich.; J. M. Siegel, 311 West
Third street, Davenport, Iowa.

Gust Weinfeld has resigned his position as
traveler for L. Gutmann & Sons, of Cincinnati,
and has accepted a position with H. F. Hahn &
Co., of this city. All the other travelers for this
firm have renewed their contracts for DWI. They
include W. A. Schlossman, Carlton Dominick,
James R. Packard, H. A. Elson, L. R. Cram, W.
F. Wurzburg and W. A. Montague. Mr. Schloss-
man will sell diamonds exclusively on the road.
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With the opening of the new year the manu-
facturers' salesmen are out once more with new
sample lines for 1911. Many are more than a
third through with their trip and have found ex-
cellent receptions awaiting them. The factories
all about are busy taking inventory and balancing
up the books of last year's business. That they
will be agreeably surprised goes without saying.
Whilst the year just past has been of a spas-
modic nature and full of uncertainties, yet the
occasional spurts that came were of such a
nature as to help increase the average. There
are a few whose books will probably show no
increase, but they are in the minority and this
has not been due to the times but rather to the
keen competition they have had and the grade of.
goods they produce. Manufacturers of silver-
ware and sterling goods, mesh bag producers,
locket and bracelet houses will show the largest
increases, as these lines of jewelry have been
very popular.

The question of collections is still a hard one
which both jobber and manufacturer are contend-
ing with, but the good holiday season the retailers
enjoyed should do much to relieve this condition.
The fear that the retailer would not do well was
wholly unfounded, for as early as the 1st of
December there were signs that the holiday sea-
son was going to be a good one. For this reason
the manufacturers have made an extra effort to
turn out some appealing creations for the present
year.

The confidence that so many have been wait-
ing for is at last apparently here and now noth-
ing remains but that all get together to work and
boost business for the coming holidays.

The Rhode Island Business Men's Associa-
tion of Rhode Island elected three Providence
jewelry manufacturers to membership into the
association last month, the three being Dunn &
Rodenburg, chain manufacturers, 14 Blount
Street ; Samuel Moore & Co., jewelers' and sil-
versmiths' material, 301 Friendship Street, and
W. J. Feeley Company, jewelers and silversmiths,
203 Eddy Street.

Albert Burgess, alias Albert T. Berger, 23,
was charged in the Sixth District Court De-
cember 24th with the larceny of jewelry to the
value of $60.32 from the shop of Chapin & Hol-
lister, lot Sabin Street, Providence, by whom he
was employed. He entered a plea of guilty and
was sentenced to serve three months in the Provi-
dence County Jail. Walter E. Pierce, 23, charged
with receiving certain of the goods stolen by
Burgess, also pleaded guilty and threw himself
upon the mercy of the court. He was fined $50
and costs.

D. M. Lipsey, representing the Maine Jewelry
Company, of Providence; Lowe & Co., Muscatine,
Iowa, and Ben Spier & Co., New York, is now
making his regular southern trip, showing a line
of white stone hat pins, combs, mesh bags, pearl
and enameled novelties and diamond jewelry.

H. D. Mix, western salesman for Wightman
& Hough Company, 7 Beverly Street, Providence,
is now out among his trade showing a new
spring line of "W. & H." lockets, some of them
of very fetching effect.

C. A. Marsh & Company, Attleboro, sent
some very pretty Kai calendars out to their job-
bing trade of such a nature as to warrant their
being hung in a conspicuous place to grace the
wall.

H. F. Carpenter & Co., 58-60 Page Street,
Providence, refiners of many years' standing,
have had the exterior of their building entirely
renovated.

The manufacturers of hat pins in this sec-
tion are interested in a proposed ordinance that
was introduced in Councils on December 1st at

Philadelphia, providing that no person upon the
public streets or conveyances shall be permitted
to wear a hat pin, the exposed point of which ex-
tends more than half an inch beyond the crown
of the hat. A fine of $500 for each and every
offence was incorporated in the ordinance. This
same ordinance has been brought up at other
places and successfully passed. In one instance
in Chicago a woman alighting from a New York
train was arrested and haled to court and despite
the plea of ignorance of the law was fined for
the violation. This agitation against long hat
pins has brought the hat pin point protector into
vogue and the manufacturers of this novelty have
reaped benefit thereby.

Richmond Holley, a well-known jeweler and
G. A. R. veteran, died last month at his home
on Maple Street, Atteboro, at the age of 68
years. He had been in poor health several
weeks. For many years Mr. Holley was em-
ployed by the Smith & Crosby Company, of the
same place. He was a member of W. A. Streeter
Post, G. A. R.

Edgar L. Richards, well known among the
jewelry men of the State of Rhode Island as a
manufacturer of jewelers' cards and settings, died
in his home, Io5 Providence Street, last month,
after an illness of about two weeks. Death was
due to a complication of diseases. He was in his
52d year.

C. D. Lyons, of C. D. Lyons Company, Mans-
field, has just completed a New York State trip.

Robert Budlong, Jr., of S. K. Merrill Com-
pany, locket makers, 116 Chestnut Street, Provi-
dence, was a visitor to New York City last
month.

The traveling corps of the James E. Blake
Company, Attleboro, are out among the trade
showing a new line of spring sellers of the latest
in sterling silver novelties and staples for Tgn.

F. L. Shepardson. R. J. Marsh and C. C.
Offerman, representing C. A. Marsh & Company,
Attleboro, are out calling on their trade with a
sample line of spring sellers.

Henry Lederer & Brother, 150 Chestnut
Street, Providence, was a New York visitor dur-
ing December.

The Allison Mfg. Company, Attleboro, Mass.,
have come out with a line of highly unique novel-
ties, consisting of sash pins, buckles, dagger hat
pins, brooch pins and like novelties, and also a
most varied line of sterling silver link buttons.
Although the salesmen for this house have been
out but a short time the orders they are sending
in indicate that the line has been properly con-
structed and is taking well. It is said that last
year was a banner year for the Allison Mfg. Co.
and that with the orders that are coming this
present year should exceed even the satisfactory
gain of last year.

Edward Hough, of Wightman & Hough
Company, of Beverly Street, Providence, has
just returned from two weeks recuperation spent
at Pinehurst, N. C.

J. F. Dakin, formerly of Alfred Burke &
Company, Leominster, and more recently of the
Star Mfg. Company. Leominster, will represent
the Providence Mfg. Company, 25 Calendar
Street, Providence, through the Middle West,
succeeding S. J. Summer, who has retired from
the road to take up the inside detail of the
business.

Fontneau & Cook Company, Attleboro, have
gotten up an entire new spring line of bracelets,
fobs and lockets. Their patented top for woven
wire fobs is meeting with popular approval.

Henry Lederer & Brother, 150 Chestnut
Street, Providence, have built a fine private office
for the reception of out-of-town customers.

Aldridge G. Pearce, of F. T. Pearce Com-
pany, 85 Sprague Street, Providence, was signally
honored December 19th by being elected Poten-
tate of Palestine Temple, A.A.O.N.M.S. of
Rhode Island. This is the highest office in the
order of Mystic Shriners and Mr. Pearce is well
deserving of this honor. Among other jewelers
that were elected to offices at this meeting were:
C. M. Dunbar, of Cook, Dunbar & Smith Com-
pany, 85 Sprague Street, Providence, appointed
to the office of Chief Robin ; Edgar C. Blakie. of
B. A. Ballou & Company, 61 Peck Street, to High
Priest Prophet; F. T. Pearce and J. P. Bur-
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lingame, to act as trustees; R. I. Durfee, of
Gorham Mfg. Co., to the office of Marshal. On
the Reception Committee were named Howard
D. Wilcox, of Dutee, Wilcox & Company; Wil-
liam A. Schofield, of Schofield, Battery & Corn-
pany, and Joseph Baker, Jr., of Gorham Mfg. Co.

Edward Cook Knapp, a resident of Attle-
boro for more than ten years, died at the home
of C. L. Barrows, 7 Highland Street, at 4.30 A. M.
Wednesday morning, December 21st. Deceased
was born in Cumberland, R. I., November 4, 1830,
and was in his eightieth year. Prior to coming to
Attleboro he was connected with the old firm
of jewelers, Stanley Bros., of Attleboro Falls,
Mass., representing them on the road some time.
For a year past he had been failing, due to the
breaking down of the system from natural causes.
He is survived by four children, Mrs. 0. D.
Newell, of Attleboro Falls, E. M. Knapp, of
Oradell, N. J., and Mrs. C. L. Barrows and Fan-
nie E. Knapp, of Attleboro.

Patrick J. Cummings, Attleboro, Mass., a
manufacturing jeweler, was convicted of using
the mails in a scheme to defraud and fined $2000
by Judge Dodge in the United States Circuit
Court on December 17th. There were two in-
dictments, one of three counts and the other of
two counts. He was given until December 22d
to pay his fine. Sentence was imposed on one
indictment only, the other being placed on file
pending the carrying out of an agreement by the
defendant to make restitution. Cummings has
arranged to settle all claims for about $15,000.

E. M. Knapp, associated with J. A. & S. W.
Granbery, Newark, N. J., and family, were visi-
tors to Attleboro last month. Mr. Knapp is an
old-time manufacturing jeweler, had been en-
gaged in business in Attleboro and North Attle-
boro in years past, and is well liked by all who
have ever come in contact with him.

William Gow, for many years market repre-
sentative for George N. Steere Co., Pawtuxet,
has resigned his position with this concern.

The Jewelers' Board of Trade has elected
Edwin Lowe & Company, of Providence, to mem-
bership.

A new electric sign has been put up in front
of their store by C. S. Bush Company, of
Providence.

A large line of celluloid combs has been
added to the product of the Daniels Engraving
Company, 152 Weybosset Street, Providence.

A very successful trip was made through
New York State last month by A. S. Venner-
beck, of Vennerbeck & Clase Co., 150 Chestnut
Street, Providence. The New York representa-
tive of Arnold & Steere, Providence, Frank
Somes, spent a few days at the factory last
month.

The plant of the Standard Enameling and
Plating Company, formerly at 159 Orange Street,
Providence, has been removed to 50 Bagley
Street, Pawtucket.

The retail jewelry and diamond business of
Nathaniel L. Kaslow, under the firm name of
Wells-Lincoln Co., at 220 Weybosset Street,
Providence, was sold out at auction last month.

George H. Cahoone Company, 7 Beverly
Street, Providence, have removed their New York
office from 13 Maiden Lane to the eleventh floor
of the new building, corner of Fifth Avenue and
Twenty-third Street.

H. J. Astle & Co., of Providence, has com-
pleted the installation of additional machinery in
the polishing department at the factory of Man-
dalian & Hawkins, North Attleboro.

Harry Cutler, of the Cutler Jewelry Co.,
Providence, was the guest of Colonel Ullhman,
President of the New Haven Chamber of Com-
merce at that city last month, at the banquet
which Col. Theodore Roosevelt also attended.

Four new members were elected to member-
ship in the Manufacturing Jewelers' Board of
Trade at the regular monthly meeting held last
month at 42 Weybosset Street, Providence.

Everett I. Rogers, of Parks Bros. & Rogers,
has been appointed a member of the publicity
committee in charge of the campaign to favor
the election of Judge Le Baron B. Colt, as United
States Senator from Rhode Island. Frank B.
Reynolds, treasurer of the Cory & Reynolds
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Co., and Robert E. Budlong, treasurer of the
S. K. Merrill Co., are on the committee on pe-
titions.

The Potter Co., Providence, has been incor-
porated at the office of the Secretary of State to
manufacture and deal in articles of art, bric-a-
brac, etc., with a capital stock of $2oo,000, of
which $150,000 is common and $50,000 preferred.
The incorporators are: William H. Thurber and
William F. Lythgoe and Arthur L. Peck, Crans-
ton. Messrs. Thurber and Lythgoe are members
of the Tilden-Thurber Co., which recently pur-
chased the business of the Potter Co.

The Gorham Mfg. Co. recently completed
what is probably the most elaborate dinner ser-
vice in the world. It was made for Senator
Clark, of Montana, for use in his new $7,000,000
mansion on Fifth Avenue, New York. It con-
sists of goo pieces of solid silver with lining of
sheet gold, and is valued at $120,000.

W. C. Sherman and Charles Stanley, sales-
men for the estate of 0. M. Draper, North At-
tleboro, are at present out among their respective
trade. Mr. Sherman covers the West and Mr.
Stanley New York and vicinity.

Charles Nickerson, New York representative
of Carter, Ivanstrom & Remington, Attleboro,
was a visitor to the factory last month.

Frederick Angus was presented with a num-
ber of beautiful gifts by his fellow employees
of the D. A. Hart Co., Attleboro, last month,
upon his departure for California, where he will
take up his residence.

William G. Lenhart, with the Attleboro Chain
Co., Attleboro, has succeeded A. H. Armstrong
at the New York office, Ii Maiden Lane, room
607, where he is showing the company's new lines.

The A. T. Wall Co. are now located in their
new factory in the Wall Building, on Clifford
Street, Providence, where they occupy the entire
ground floor with an area of 13,600 square feet
without the annex which is about 3000 square
feet additional. The offices are on the east end
of the building and are handsomely fixtured with
all the latest appliances. In the factory portion
has been installed the very latest equipment
available for their special work. Electricity is
the motive power and Welsbach gas burners fur-
nish illumination. The product of the company
comprises gold and silver-plated stock and gold
and silver-plated manufacturers' tubing for
jewelers' and silversmiths' use.

The T. E. Bennett Co., Providence, has taken
for additional space the shop in the Manufac-
turers' Building, vacated by the A. T. Wall Co.
One branch of their business will be installed
therein, which will greatly relieve the pressure on
their space.

The Unique Findings & Supply Co., 36
Garnet Street, Providence, has become a member
of the Jewelers' Board of Trade.

The Inlaid Co., 1085 Broad Street, Provi-
dence, has added a new line of solid gold hat pins
inlaid with pearl.

The annual reception and dance of the Sil-
verman Bros. Employees' Mutual Relief Asso-
ciation was held in Bazaar Hall, Willard Avenue,
on December 28th.

Fred Auty will represent the John T. Mauran
Mfg. Co. and the Wolcott Mfg. Co., both of
Providence, in New York State and the East.

Oscar Fredericks, the New York representa-
tive of the George H. Holmes Co., 185 Eddy
Street, Providence, was a visitor to this office
last month.

George W. Dover, of the George W. Dover
Jewelry Co., has been elected by the Providence
Lodge No. 193, Loyal Order of Moose, as rep-
resentative to the Supreme Lodge.

The Elmwood Wheelmen Association, of
Providence, elected William P. Otis vice-presi-
dent and Aldridge G. Pearce secretary-treasurer
at its annual meeting held last month.

Bates & Bacon, of Attleboro, have added to
their lines a new bracelet with mesh center,
which is quite an appealing novelty. A new flex-
ible bracelet made in sections will be a further
addition. Both will be finished in plain and stone
set patterns.

The Uniform Seamless Wire Co., Provi-
dence, has moved its plant from the top floor of

the Dyer Street Land Co.'s building to a lower
floor, where they have greatly increased space.

The Ostby & Barton Co.'s Employees' Bene-
ficial Association held its thirteenth annual ball
at Fay's Hall on December 6th. Some 300 at-
tended the function and enjoyed the programme
of entertainment.

Henry Barber, sales manager in Rhode
Island for the Dennison Mfg. Co., of Boston,
Mass., died suddenly in his office in Providence
last month from an attack of heart failure. The
deceased was only 45 years old and his death
was a shock to his many friends.

T. I. Smith, of T. I. Smith & Co., North
Attleboro, was a visitor to New York last month.

The V. H. Blackinton Co. has started to
build a new addition to its large factory at
Attleboro Falls. The structure will be two stories
high and 20 feet long.

Last month a relief association was or-
ganized among the employees of the H. F. Bar-
rows Co.'s factory, of North Attleboro, and the
following officers were elected: Frank Jackson,
president ; Annie Galligan, vice-president ; Donald
Barrows, secretary and treasurer ; Annie Lynch,
Flora Blackwell, Joseph McGrath, Harry Jones
and Adolph Eger, investigating committee. H. F.
Barrows has given a good-sized donation to the
association.

Two of the bricks of silver which were
stolen from the office of the Gorham Manufac-
turing Company by John W. Vincent, alias John
W. Wilson, recently have been returned to the
officials of that company by Chief Inspector Con-
stant S. Horton. One of the bricks, which, it is
said, had been sent to Handry & Harman, of 22
Pine Street, New York, by Harry Volpe, a junk
dealer, has been returned to Chief Horton. It
weighs 8o pounds and is valued at $487. It takes
the average man to lift it from the floor, and yet
Vincent before his conviction confessed to the
inspectors that he took it out of the building
without much trouble. He carried a bag wrapped
up around his body and after placing the brick of
silver in the bag walked out of the office without
interference by any one and without being ob-
served particularly. The other brick, which has
been returned to the Gorham Company, is the
one that was found on Vincent when he was ar-
rested by Inspector John H. Armstrong. He was
coming out of the office of the Gorham Company
and had taken a brick of silver valued at $580
and weighing 70 pounds from the safe. As Vin-
cent pleaded guilty to the charge of larceny of
the brick which was found in the office of the
New York refiners, the inspectors returned it to
the Gorham Company. The other brick, however,
although nominally in the possession of the com-
pany, will be held by the inspectors as evidence
against Vincent when he appears in the Superior
Court for arraignment for the larceny of the
metal. In the opinion of the officials of the com-
pany there are two other bars of silver missing
from their office.

The packing room employees of Theodore
W. Foster & Brother Company, Too Richmond
Street, Providence, consisting of some sixty men
and women, celebrated the advent of Christmas
day on December 24th by an exchange of gifts
and felicitations. The entire day was given over to
play and good cheer and was a welcome relaxa-
tion from a very strenuous fall, due to the ex-
ceptionally large volume of business this concern
has handled. The packing room was very prettily
and tastily decorated appropriate to the season
and the supervision of the decorations was under
the care of the foreman of the room, the trim-
mings being furnished by the company. Ever-
green streamers and holly wreaths were in
abundance, one particularly large wreath en-
circling the clock at the end of the room and
over this was a large sign with the words "Merry
Xmas" painted in red. In the center of the room
stood a Christmas tree and it was from this
tree the gifts were given, the foreman acting as
the Santa Claus. The company has encouraged
this quiet little social affair each year and each
year it has become more and more elaborate. It
is felt that by promoting a feeling of mutual
acquaintanceship among the employees their
loyalty to the house would become more strongly
cemented and as the years go by the wisdom of
this policy is more strongly emphasized.
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Cullinan Diamonds Set in Crown of

King George of England

The larger of the two great Cullman dia-
monds (the "Star of Africa") has now been set
in King George's sceptre. The smaller of the
diamonds finds place in the crown on State oc-
casions.

Both the larger stone and the smaller can
be removed from sceptre and crown respectively
when these emblems of power are not in use,
and can then be worn as a pendant by the Queen.
The setting of the diamond in the crown, of the
diamond in the sceptre, and of the diamonds as a
pendant was entrusted to Messrs. Garrard, the
Crown jewelers. The work of preparing the
King's sceptre to receive the "Star of Africa"
was very difficult, for the general ornamentation
had to be kept intact. By an ingenious arrange-
ment, Messrs. Garrard were able to achieve their
object by matching the old scroll work.

The "Star of Africa" weighs 516% carats;
the smaller of the two great Cullinans, 309 3-16
carats.

The two great diamonds will he used for the
first time in ceremonial when King George is
crowned in Westminster Abbey next June. No
monarch has ever worn two jewels so valuable.
The sceptre is that of Charles II, as is also the
crown. The late king was anxious that no part
of the sceptre should be removed, and set the
jewelers the difficult task of finding space for the
great diamond in the sceptre and retaining at
the same time the distinctive workmanship and
material of the venerable symbol of kingly power.

A remarkable device by which the diamond is
held in position in the sceptre by two screws
makes it very firm and yet nothing can be seen
of the method of fixing, the screws being hidden
behind rubies in the scrollwork.

The smaller stone takes the place of the
sapphire placed in the crown of Charles II by
George IV. It is immediately under the ruby
of the Black Prince. When this lesser "Star of
Africa" is in its place King George's crown will
contain examples of all the methods of diamond
cutting from the days of Charles II.

The Seaside Lapidary

I have just come across one of those curious
trades which, without being exactly dishonest,
depend for their profits upon successful impo-
sition, says a writer in Truth, the famous London
weekly and exposer of fakes and fakers. The
business is that of the seaside lapidary. I am
indebted for my information in regard to it by
a lady who was shown some gems which had
been picked up on the beach and presumably cut
by the lapidary. She was so interested that she
became a gem-hunter herself. She was success-
ful, and so were her friends, and she even had
a number of the stones set in a necklet. Until a
month or two ago she had never seen the lapidary
who had cut the stones for her, but then, being
in the neighborhood, she paid a visit to the gem-
cutter's abode in order to see how the work was
done. She was, however, put off with the plea
that it would only waste the man's time. This
rather excited her suspicion, and a few days later
a friend informed her that some years previously
she had been victimized by a lapidary who had
replaced the pebbles sent by ready-cut gems. She
sent accordingly a dozen stones which had been
named by the seaside lapidary to a well known
London lapidary, who returned them to her with
the information that they were quite valueless
pebbles. What the seaside lapidary had done in
the previous transactions was merely to send
back to her, in return for her valueless pebbles,
topazes and aquamarines and such like inexpen-
sive gems, charging a price for cutting which
would show a handsome profit on the transaction.
It is an ingenious means of making a livelihood.
Probably the seaside lanidary looks upon himself
or herself—for there are women in the business—
as a public benefactor. His customers are sup-
plied with a healthful recreation, and he takes
care that they shall not be disappointed with the
results. He transforms all their pebbles into
gems and makes them happy—with the bliss of
ignorance.
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WaterburyAlarm Clocks 52/c

QUEEN ALARM

This cut (at the left) shows our
(In case lots of 50)

Anniversary Special Alarm Clock
It.is inches high, with second hand and alarm dial on the face;
bell on top and with patented shut-off device for shutting off alarm.
We are offering this Alarm Clock at a special price—one never before
heard of for a good, reliable Alarm Clock, and are giving the trade the
benefit of these extremely low prices in order to introduce our various lines
of goods more extensively.

PRICE: ! n Case Lots of Fifty
LAU (In Broken Lots 44c) 49

The cut to the right shows a low-priced watch which we had
made to our own order in immense quantities in commemora-
tion of the 25th cAnniversary of our business and which we
have named our

Anniversary Special Watch
This is a stem-wind and stem-set watch, with second hand,
made in 16 size, with a snap back nickel plate. We have con-
tracted for 50,000 of these watches and are offering them to the
trade at the very low price of

5 0 c EACH
ANNIVERSARY WATCH

The above are two attractive items shown on one page of our Anniversary Catalogue.
There are 99 other pages with illustrations, descriptions and prices of just as good values
as shown here. We are now mailing our one hundred page catalogue of medium priced
watches, clocks, silver tableware, toiletware, novelties, jewelry, watchmakers' tools, etc.

A COPY OF THIS CATALOGUE IS WAITING FOR YOU

TO SEND FOR IT

AISENSTEIN C WORONOCK
SOLE DISTRIBUTERS OF

" THE ELDRIDGE " WATCH and " THE WINNER " ALARM CLOCK

22 ELDRIDGE STREET ESTABLISHED 25 YEARS NEW YORK CITY

We wish our many customers and friends in the trade a Happy and Prosperous New Year

January, 1911 THE

NEW ENGLAND
LETTER

New quarters for a large jewelry house in
Boston have been begun by the starting of a new
seven-story building at the corner of Washington
and West Streets. The new building will be oc-
cupied by the large firm of Bigelow, Kennard &
Co., who will carry a large line of jewelry and
silverware. The new building will be of marble
and terra cotta. It will cost about $400,000 and
it is expected will be finished in time for the
holiday season of 1911. This firm has also taken
the lease of the store in Boylston Street, op-
posite Arlington, which will be used as a sort of
Back Bay annex to the firm's establishment.

A striking proof of the value of systematic
newspaper advertising is the success of a Boston
jewelry firm, Wilson Bros., in Scollay Square.
The recent pictorial advertisements in the news-
papers by this firm have attracted wide atten-
tion and brought forth much flattering comment.
The firm has earned its reputation as a safe
place to trade. Their Scollay Square store,
which is next to the historic "Big Tea Kettle,"
was crowded during the recent holiday season.
The store was kept open every evening during
the season.

The Boston Retail Association of Jewelers
held a meeting in the American House. They
voted to have a banquet in the same hotel on
January 5, 1911, and appointed several commit-
tees to look after the arrangements for the
banquet, which promises to be the largest and
best that society has ever held.

A resident of New Bedford, Mass., is the
owner of a clock which has been in the possession
of her family since 1797. At that time it was
purchased by Elihu M. Davis, of Taunton. The
clock is of the Silas Hoadley make and its works
are of wood. The timepiece is 6% feet high. It
has a long pendulum with two weights made of
iron cylinders filled with sand and plugged with
wooden blocks at both ends. The case itself and
all the ornamentations are of wood. The clock
runs a week with one winding. For about thirty
years it was out of repair but has recently been
put in running order by William L. Kelley. The
old clock has been restored to its former field
of utility without altering any of its mechanism
and it now ticks off the hours in the same old
way as it did over ;too years ago.

F. W. Ruggles, of 373 Washington Street,
Boston, has invented a new drinking fountain
for poultry. Mr. Ruggles has invented many use-
ful in connection with sanitary poultrya 

Albert M. Everett, a retired manufacturing
jeweler and one of Attleboro's esteemed citizens,
celebrated recently his 8oth birthday. He was
given a surprise visit by a number of older mem-
bers of the Methodist Church, who gave him
several valuable presents as a token of their
esteem. The presentation was made by C. Sidney
Smith, the proprietor of a local coloring and
electroplating establishment.

A. A. Lupein, of Pawtucket, R. I., has ren-
ovated his store throughout and also added some
new, up-to-date show cases made of the best
plate glass. Mr. Lupein had his store decorated
with holly paper for the recent holiday season.

J. E. Payson, Jr., of Laconia, N. H., recently
had his store burglarized by some inexperienced
burglars. They effected an entrance by forcing
a back window. The loss did not exceed much
over $100, as the robbers took articles of very
small value. A few of the things stolen were
Waterman's fountain pens, automatic, and a few
plated chains. All articles that were high-priced
and in easy access to the robbers were over-
looked, showing thus that the robbers must have
been amateurs.

Mr. Gutteridge, of Maynard, Mass., recently
called on the jobbing trade of Boston.

Randall & Whitcomb, of St. Johnsbury, Vt.,
have moved their shop where they can get more
light. They have renovated their optical de-
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partment throughout and have added new show
cases.

Mr. Gassett, of Bridgewater, Mass., was in
Boston recently.

R. B. Johnson, of Waltham, was a recent
caller on the trade of Boston.

Mr. and Mrs. Fred C. Sanborn, of Wilton,
N. H., recently made a pleasant auto trip to
Concord, Mass. They brought a large collection
of pictures of the old historic places of Concord.

A. G. Herbert, of New Bedford, recently
called on the jobbing trade of Boston.

W. A. Smith, of Melrose, Mass., made an
auto trip through the western part of the State
ecently.

C. T. Jenkins, watch inspector for the Bos-
ton & Albany Railroad Co., recently made a hunt-
ing trip through the Maine woods.

Joseph Lind, formerly with Wilson Bros., is
now salesman in the jewelry department of the
Jordan Marsh Co., Boston, Mass.

J. D. Folsom has sold his jewelry store at
459 Main Street, Wakefield, Mass., to L. A.
Lipp, of Cambridge.

Fire and water damaged the Waltham resi-
dence of C. H. Whitten, assistant foreman of the
mainspring department at the Waltham Watch
Co.'s plant, to the extent of $2000.

H. Blanchard Burnham, president and treas-
urer of the Ripley-Howland Mfg. Co., was
elected last month a member of the Boston
Chamber of Commerce, which now has a large
representation from the jewelers of Boston in
its membership.

Harry L. Brown, vice-treasurer of the
Waltham Watch Co. and proprietor of the Hotel
Victoria, was toastmaster recently at the Eigh-
teenth annual dinner of the Massachusetts Hotel
Association, at the Hotel Vendome, Boston.

Doe Bros., of Woodsville, N. H., have sold
out their clothing department and will devote all
of their time and space to jewelry and optical
goods. This firm recently moved into a new
store and have added new show cases.

John Williamson, optometrist for E. F.
Lilley, Milford, Mass., was a recent visitor in
Boston, Mass.

J. S. Peabody, of Groton, Mass., was a re-
cent caller on the trade of Boston.

J. F. Montminy, of Lowell, was in Boston
calling on the trade.

The Maximus Club, composed of fourteen
retail salesmen of the Smith-Patterson Co., had
its fourth semi-annual banquet at the Boston City
Club recently, President Edwin Lyons presiding.
There were after-dinner speeches by Mr. Lyons,
former President Frank Gendrean and others,
and a theater party sequel to the event proved
very enjoyable. Bowling for an hour until mid-
night followed.

J. Edward Wilson, who has been with the
Jordan Marsh Co. for a number of years, in the
jewelry department, has rejoined his brothers of
the Wilson Bros. Co. in their Court Street store.
The Wilsons added considerably to their stock of
holiday goods on the second floor of their estab-
lishment for the holiday season. They have also
put in a nice array of new show cases.

The attention of the jewelers all over the
country is called to a new swindle that is now
being perpetrated and to which several jewelers
have fallen victims. It is worked by means of
counterfeit checks, such as are given out by
jewelers when work is left them to be repaired.
The idea of the thieves is to go into a store
with some repairs on articles of little or no
value, and when they receive the check proceed
to counterfeit it. The plan is to make out a
check with another number on and then go to
the store and receive the article called for by
the number on the forged check. Of course, the
swindler does not know the article he will get,
but is sure to receive something worth more than
his article.

Blethen, of Foxcroft, Maine, was
own 

erR. 
in Boston to be operated on for appendicitis.
The last reports were that Mr. Blethen was doing
nicely.

The Thomas Long Co. is now in full pos-
session of the remodelled six-story building which
the concern occupies exclusively, the workmen
having finished construction and renovation work
throughout. The third floor in particular, which

is the wholesale salesroom, affords the company
relief from former crowded conditions and is
splendidly lighted and furnished with a view to
its adaptability to the firm's requirements in this
department of its business.

J. A. Gilman has bought out the store of
Andrew E. Macuen, Bristol, N. H.

Charles H. Crump, of the Sherve, Crump &
Low Co., Boston, spent the recent holidays in
New York and visited his daughter in Montclair,
N. J.

Thomas Thornton, of New Bedford, Mass.,
is closing out his stock with a special clearance
sale.

B. T. Ives and wife, of Meriden, Conn., were
recently in New York and Philadelphia on a
buying trip, making extensive purchases.

Frederick Silverthan, of S. Silverthan &
Sons, New Haven, Conn., who has been confined
to his home on account of illness, is reported as
much improved.

Samuel Goodman, of New Haven, Conn.,
was asked to appraise a pearl which was found
in an oyster cocktail at a restaurant in that
city. The pearl was estimated at $75.

The engagements are announced of two
popular employees of the Smith-Patterson Co.
Miss S. Gertrude McPherson, buyer of plated
and silver jewelry, is to wed Charles Bendix,
Boston. Fred R. Furbush, salesman in the retail
gold goods department, is to wed Miss Gertrude
Sanderson, of Newton, his home city.

The associates of J. Edward Wilson, who
has relinquished his position with the Jordan-
Marsh Co., Boston, to rejoin his brothers, John
and Charles, at their store on Court Street, pre-
sented a handsome leather traveling bag to him
in token of their esteem.

F. E. Burr, Barr, Vt., is now located in new
quarters at 114 Main Street, in that place. Ex-
tensive alterations and repairs have been made
in his store, and new show cases and fixtures
have been installed.

Nelson A. Bero, Burlington, Vt., recently
moved into his new location on Church Street,
formerly occupied by Adams & Son. He has
installed new fixtures and had the front re-
modeled, greatly improving the store.

George L. Kerr, of Cornish, Maine, has pur-
chased the old established jewelry and optical
store of the Willoby estate at Franklin, Mass.,
which was conducted for many years by the late
George Willoby. The new owner has been in the
retail jewelry business for 27 years in Maine and
has had 17 years' experience as an optician.

An order has just been placed with the Tuttle
Silver Co., of Bromfield Street, Boston, by the
City of Boston for a $100 cup, the prize won by
the late aviator, Johnstone, at the Boston Aero
Meet. The trophy will be forwarded, when com-
pleted, to the widow of the famous aeronaut. It
was won in the bomb-throwing contest.

James D. Bergen, well-known cut glass manu-
facturer; his brother, Charles B. Bergen, and
son, W. T. Bergen, have announced their inten-
tion of severing their connection with the J. J.
Miland Co., Meriden, Conn., and will move to
St. Louis, Mo., where it is their intention to start

a cut glass factory under the name of the W. T.
Bergen Co. In the new concern James D. Bergen
will be general manager of the factory, while
Charles B. Bergen will be the superintendent and
W. T. Bergen will be general salesman of the
company. The Bergens are widely known in
Meriden, where they have been connected with

the cut glass business for many years.

The new rolling mill of the International
Silver Co., Meriden, Conn., located on South
George Street, is ready for occupancy and will

soon be put into active operation. The new
building is a handsome one, of brick construc-

tion and up to date in every particular. It is

two stories high and 55 x 125 feet. A hydraulic
elevator has been installed. This company re-
cently sold to the New York & New Haven
Railroad Co. a building located on the Rogers
Block.

George M. Curtis, Meriden, Conn., and G. D.
Munson, Wallingford, have joined the ranks of
the automobilists, having recently purchased tour-
ing cars.

(Continued on page 62)
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While interviews with the trade elicited many
varying opinions as to the fruits of the holiday
season, reports generally are favorable and the
aggregate business probably reached the normal
for the season. In this city, as elsewhere, there
seemed to be some falling off in purchases by
the wealthy classes, but as the general industrial
conditions have been good there was liberal pur-
chasing hy the people generally, who seemed to
favor a good quality of goods. Very few ex-
pressions of dissatisfaction were heard and the
city trade generally look forward confidently to
the ensuing year.

The wholesalers, both in the jewelry and op-
tical lines, report a fine season and a very ma-
terial extension of the field furnished by Phila-
delphia houses. The merchants' excursions seem
to have had an excellent effect in bringing the
outside trade in touch with our wholesalers and
the results were agreeably revealed in an en-
larged holiday business.

S. R. Zack, 2612 Germantown Avenue, was
the victim of robbers early one morning previous
to the holidays. Entrance seems to have been
made through the rear of the house and the
robbers purloined not only the jewelry in the
cases, but also that in the safe, the loss being
estimated at about $7000. The stock had just
been greatly increased for the Christmas trade,
which made the loss more serious. The proprietor
was aroused by a noise in the store and tele-
phoned for the police, but the thieves had made
their escape before the latter arrived. Later the
creditors filed a petition in bankruptcy and asked
for a receiver, placing the liabilities at $to,000
and assets at $2800. The United States District
Court named Robert L. Coates as receiver.

The trade will learn with regret of a pain-
ful, though not very serious accident which be-
fell Louis Sickles, of M. Sickles & Sons, the
day after Christmas. Carrying his 3-year-old boy
ill his arms at his home on that day he acci-
dently fell down stairs, both receiving painful
bruises, but fortunately without serious injury.

Charles Haffier, one of the three men who
robbed Benjamin Silberman, a jeweler, at Sev-
enth and South Streets, of $5000, was convicted
last month and sent to prison. The robbery was
accomplished two years ago. The plan followed
was this : Horner called upon Silberman and
proposed a partnership. The partnership was to
include two friends of Horner's, Merman and
Goldstein. The terms of the partnership were
that Silberman was to put up $5000, the others
$10,000. Horner suggested that for privacy they
go to 716 Pearce Street, a private houes, to settle
the matter. They did so, the four men sat around
a table, Silberman handed over his $5000 to
Haffier and Hailer produced the $10,000. Just
then there was a commotion outside. The door
was burst open and three men, declaring them-
selves to be detectives, seized the four men at
the table as counterfeiters. Outside, Silberman,
released for a moment, ran home. Later he dis-
covered that he had been duped and inaugurated
a search for the trio, Horner being captured in
New York.

Special arrangements were made by the
Pennsylvania Retail Jewelers' Association to
protect its members from loss during the
Christmas shopping season. A special bulletin
was issued to all jewelers asking them to notify
William Sutton, of 1030 Market Street, in case

KEYSTONE

any theft was committed in their stores, giving
description of the thief when possible, and full
description of missing articles, so that other
jewelers might be promptly notified.

Frank P. Lynch, who was in charge of the
watch repairing department of Charles B. Lynch,
Sixteenth and Market Streets, for twenty-five
years, has associated himself with Kennedy &
Bro., Arch and Thirteenth Streets.

Solomon C. Mayer, 3218 Montgomery Ave-
nue, dropped dead last month in the jewelry
store of William E. Koch, 311 West Market
Street, where he had gone to have a watch
repaired. Mayer went into the store and lean-
ing against the counter, said to Mr. Koch:
"Young man, will you look at my watch; the
hands don't move and I can't set it. I looked
at it a short time ago and it read 1.05 o'clock,
and it's now 6.o5 ?" Mr. Koch examined the
timepiece and told him lie thought a piece of dirt
prevented the hands moving. While looking at
the watch with the glass a second time Koch
caught a glance of the man swaying backward
from the counter. He looked in time to see him
falling, but before he could run around the
counter to his assistance Mayer had dropped to
the floor. Death was due to heart failure.

New England Letter

(Continued from page 61)

Frederick Newman, East Hartford, Conn.,
is closing out his jewelry stock. He intends to
devote his entire attention to the optical business.

In Middleboro, Mass., early on the morning
of December 6, 191o, a burglar was shot and
captured by a patrolman. In the handbags in his
possession were articles from six stores in that
town, one of them being from Carlton's jewelry
store. Silverware, bracelets, trinkets and two
cameras had been taken.

Daniel Pratt's Son, Frank W. B. Pratt,
proprietor , New England agent for the Seth
Thomas Clock Co., has just closed a contract
with the City of Everett, Mass. for a four dial
striking tower clock, to be installed on the Wins-
low School Building in that city.

The E. Howard Clock Co. has shipped a
double-dial illuminated post clock for A. & M.
Delovage, jewelers, Portland, Oregon, to be
erected on the sidewalk in front of their store.
Recent installations include a large tower master
clock and upward of too secondary clocks for
the Prudential Life Insurance Co., at Newark,
N. J.

Herbert C. Sargent, formerly in charge of
watches and diamonds in the Jordan-Marsh
Co.'s jewelry department, who went South a few
months ago to locate in Jacksonville, Fla., has
returned to Boston to resume his former position.

Peter Thorpe, of the Jewelers' Building, Bos-
ton, is able to be out again after a recent con-
finement to his home from illness.

The Emblem Jewelry Co., of which D. Gold-
wasser is the proprietor, have found it necessary
to install additional machinery on account of in-
creased business.

Bernard Codding, formerly with the Wal-
tham Watch Co., has bought out the old C. E.
Stevenson jewelry store at Winter Hill, Somer-
ville, which has been conducted by Frank Gou-
lash for the estate since Mr. Stevenson's death,
nearly a year ago. Mr. Goulash will probably re-
main with the new proprietor.

A. E. Garnsey, of Sanford, Maine, visited
New York, Providence and Boston on a buying
trip.

Joseph Harris, of Lawrence, Mass., has
opened a branch store in Haverhill.

E. C. Whittemore, of Bar Harbor, Maine,
was recently burned out. Mr. Whittemore was
in Boston buying goods for his new store on
Main Street, of that place.

Walter A. Ingraham, Bristol, Conn., accom-
panied by his family, has gone South for the
winter. The party will remain in Jacksonville
for some time.

January, 1911

George Doane Low, President of Shreve,
Crump & Low Company, jewelers, dropped dead
last month in his room at the Hotel Touraine,
Boston. He left his store about 2 o'clock and
walked to the hotel, where he chatted a while
with Manager McConnell and then went to his
room. A few minutes later a chambermaid
found his body. His death is ascribed by the
medical examiner to heart failure. Mr. Low was
born in Boston, March r, 1829, the eldest son
of John J. Low, a well-known jeweler of the city,
and with his brother Francis, a member of the
jewelry firm of Jones, Low & Ball. 1-Ie received
his education at the public schools of West Rox-
bury and Boston, and at an early age entered
the jewelry business. On December ii, 1861, Ire
was taken into the firm of Shreve, Stanwood &
Co., his father's old house, and eight years later
the firm name was changed to Shreve, Crump &
Low. In 1888 the firm was incorporated and
Mr. Low was made president, which position he
had since held. For about forty years, from 1838
until about thirty years ago, Mr. Low made his
home in Jamaica Plain. He then moved into
the city and had since lived principally at differ-
ent hotels, and for the last few years at the
Touraine. Of a retiring nature, he devoted him-
self to his business and his personal interests
and entered little into public life. He was a
regular attendant at the Arlington Street Uni-
tarian Church and a member of the Channing
and Unitarian clubs, the Boston Art Club and
the Bostonian Society. His philanthropies were
extensive, but known to few. Mr. Low was
never married.

Joseph K. Nye, of New Bedford, Mass., was
a Boston visitor last month.

N. C. Godsoe, representing F. A. Herrmann
Company, Melrose Highlands, Mass., through
Ohio, Kentucky and West Virginia, was a visitor
to the factory last month.

A. A. Ormsbee, of the Taunton Pearl Works,
Taunton, Mass., is spending the winter in Florida
and will not return North until after the first of
April.

Joseph Irons, of New York, was a visitor
to the factory of the Poole Silver Company,
Taunton, last month.

After January 1st H. D. Williams, of the
West Silver Company, Taunton, Mass., gives up
the management and retires from this company.

George A. Stockder, of M. Seller & Com-
pany, Portland, Oregon, was a visitor among the
New England manufacturers last month.

A very novel and exclusive line of leather
fobs, both regular and lapel, is being shown the
jobbing trade by H. J. Collis Mfg. Company,
Taunton. The edges of the leather straps are
finished smooth by special machinery, of which
this company has exclusive control. The usual
leather fobs come with rough edges, and the
finished edged fob will undoubtedly be welcomed
by the consumer.

The Farrington Mfg. Company, Roxbury,
Mass., makers of jewelry boxes and eyeglass
cases, have opened a New York office at 44-46
Maiden Lane, rooms 304-5-6. These new offices
give this company a splendid location, with ample
room to carry at all times a complete line of
jewelry boxes, enabling them to give immediate
deliveries to their customers in New York and
vicinity. Besides jewelry boxes they will carry
a complete line of eyeglass cases. George C.
Kaulbach will be in charge of the office, with an
assistant.

Some of the buyers in Boston recently were:
George 0. Foye, Athol; H. B. Lock, Amesbury;
George H. Gutteridge, Maynard; Mr. Ilsley, Bar-
nard; Summer & Putman, Worcester; Starr C.
Hewitt, Salem; Loring Smith, of W. C. Smith
Co., Brockton; James Wain, Lawrence; J. P.
Farrington, Kingston ; George A. Antones,
Lowell, Mass.; James H. Fenderson, Biddeford;
Vivian W. HiEs, Norway, Maine; Percy H. Saf-
ford, of J. H. Safford & Son, Rochester; George
Hendricks, Nashua; C. H. Sinclair, of N. C.
Nelson, Concord, N. H.; M. D. Armstrong, St.
Albans, Vt.; W. H. Bell, Bristol, R. I.; Mr.
Ferguson, of Ferguson & Charbonneau, Norwich,
Conn.
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J. D. Jacobs, of D. Jacobs' Sons Company. is
home from a successful business trip in Ohio
and Michigan. Gus Spiegel is covering Wiscon-
sin, Iowa and Indiana. The firm reports De-
cember business the biggest in their history.

Heman Poppendick. formerly with Joseph
Cowan Company, Boston, will be with Richter
& Phillips after the first of the year. He will

cover Ohio, Indiana, Kentucky, Tennessee and
West Virginia. This firm reports a business away
ahead of expectations.

W. F. Willman, wholesale jeweler, successor
to Mesch & Willman, said: "I had a very good

season so far. I will get out on the road again
about January 15th. The new year looks very
promising."

"We are just closing a successful and very
satisfactory season," said J. W. Solar, of the
E. & J. Swigart Company, dealers in jewelers'
supplies, Merchants' building. "Our hopes are
now that our friends in the retail business will
enjoy a full measure of Christmas prosperity, and
we also wish them a very happy and prosperous
new year."

Charles A. Davidson will travel for the E. &
J. Swigart Company after the first of the year.
His territory will consist of Ohio, West Virginia,
Virginia, Maryland, North and South Carolina,
Georgia and Florida. He succeeds Szylard Do-
enitz in this territory, Mr. Doenitz having se-
vered his connections with the firm. Mr. David-
son has been in the jewelry business a long time
and is familiar with both the retail and the whole-
sale departments• of the business. He is widely
known and popular because of his courteous and
fair treatment of the trade.

Charles Swigart, with the E. & J. Swigart
Company, has severed his connection with the
company.

"Business is very good and reports from our
customers are certainly gratifying," said Mr. Lin-
denberg, of the well-known wholesale jewelry
firm of Lindenberg, Strauss & Co., in the Carew
building. "We have all we can do. The pros-
pects for the new year are very good."

Miss Valora Johnson, the efficient and well-
liked employee of Lindenberg, Strauss & Co.,
suffered a heavy loss December 19th, when her
home, in Forestville, Ohio, which was only par-
tially insured, burned to the ground during her
absence.

William Pflueger, the jolly business-getter for
Joseph Noterman & Co., big diamond jewelers
and diamond importers, returned home from a
Western trip December r8th and reported "a
great big business there." "The retailers are
doing fine," he says.

"We are awfully busy," said Gebhardt Bros..
in the Merchants' building, Sixth and College
streets. "In spite of the fact that we have been
working day and night with a full force of men,
we have not been able to meet the demand. The
retailers have been doing a good business, and
the outlook is very promising."

Joseph Noterman, head of Joseph Noterman
& Co., reported a good business and good pros-
pects for the new year.

"Business has been very good," said Albert
Bros., big wholesale jewelers in the Merchants'
building. "We consider the prospects for busi-
ness in the new year as being very promising,
indeed."

Because of the ill health of Mrs. Hutchins,
Lester W. Hutchins has sold the stock in his
store at Johnstown, Ohio, and is moving West.

"Business is great," said the Klein Bros. Co.,
wholesale jewelers. "It is even better than we
expected, and the outlook for the new year is
even better than that." Ed. Klein has returned
from a business trip in northern Indiana and
Michigan.
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Cincinnati friends have received word that
A. E. Axnan, Middletown, Ohio, jeweler, will
soon take for a wife Miss Iva Stillwaugh, of
Hamilton, Ontario.

"Business is better than any we ever had,"
said the Thoma Bros. Company, big Fourth street
dealers in jewelers' supplies. "Three of the boys
—Carl, Fred and Jerome—are in from the road.
This has been the biggest year's business we have
ever had. The outlook for the new year is very
flattering."

Fred Kilp, who went to California some time
ago for his health, has decided to make his home
there for an indefinite time. His brother, Clar-
ence Kilp, will take charge of his engraving busi-
ness after the first of the year.

Charles Hummel, one of the popular em-
ployees of the Thoma Bros. Co., received a large
number of uhristmas presents this year, and quite
a number for the new daughter, which arrived a
few days ago.

John macke, of the E. & J. Swigart Company,
jewelers' supply dealers, has the sympathy of his
many friends in the trade on account of the
recent death of his infant son.

There was no roosting of the feathered mem-
bers of Cincinnati Nest No. 2, Ku-Kus, in Decem-
ber. The "birds" were too busy to take time to
light.

"Our Christmas business was bigger than
ever this year," said Charles A. Nolting, head of
the big Oskamp Nolting Jewelry Company, Elm
street. "We have worked a day shift and night
shift since Thanksgiving. We are more than
pleased with the volume of business done."

Fire November 28th in the upper floors of
the J. M. Plaut wholesale jewelry store, 320 West
Fifth street, was fortunately soon controlled, and
the firm suffered no damage.

"We did more business in December this year
than we ever did in any December before," said
Arno Dorst, head of the Dorst Company, manu-
facturing jewelers in the Lion building. "Busi-
ness has been very good, and the outlook for
next year is very promising."

A large display of hand-wrought jewelry in
various kinds of metals has been on exhibition at
the Arts and Crafts exposition at Fourth and
Vine streets for some time. The work is done
by women, and the jewelry on display comes from
all parts of the United States.

"Business has been the largest in the history
of our house," said J. C. Miller, big manufactur-
ing jeweler in the Lion building. "We have
been running extra time, working nights and Sun-
days for some time now to keep un with the de-
mands." Mr. Miller was so busy that he had
scarcely time to talk with THE KEYSTONE cor-
respondent.

Welker & Steinwelt have bought S. Straus-
meyer's jewelry store at Fremont, Ohio. Mr.
Strausmeyer was in business for several years.

Fire caused by spontaneous combustion in
Whitehouse Bros.' rooms in the building occu-
pied by the Clemens Oskamp Company, wholesale
jewelers, 417 Vine street, on the night of Decem-
ber 4th caused a panic among hotel guests next
door. The fire burned a hole through the floor
of Whitehouse Bros.' manufacturing jewelry plant
and dropped into the Oskamp store. The damage
was about $200.

"Business is very good," said John Holland,
the veteran gold pen maker and head of the John
Holland Gold Pen Company. "We are working
nights in our factory to turn out the necessary
goods. Our new non-leakable self-filling fountain
pen is meeting with phenomenal success, and the
orders for it have just been pouring in since we
announced it to the trade. The business outlook
for the new year is very promising."

Burglars broke one of the large plate glass
show windows of the A. & J. Plaut jewelry store,
in Fourth street, shortly after 6 o'clock on the
morning of December 1st and stole a silver mesh
bag valued at $50 and some other small pieces
of jewelry. It is believed the approach of two
young girls frightened the robbers away, for a
search of the neighborhood failed to locate them.
The police are of the opinion that the job was
pulled off by a gang of burglars who have
smashed a number of jewelry show windows in
Cincinnati in the past few months.

"Business is very good," said Edgar Fox, of
Lindenberg & Fox. "The holiday business, all

told, was up to expectations. The outlook for
the new year is nice. The country jewelers en-
joyed a big trade the past month."

News of the recent death of C. C. Wolf,
senior member of the firm of Wolf & Howard,
Rochester, hid., has been received here by the
Clemens Oskamp Company.

Mr. Mayer, of Wallenstein, Mayer & Co.,
wholesale jewelers, said : "Business with us the
past month has been the biggest we ever had.
The outlook is fine." A. C. Wallenstein, of the
firm, has just returned from a big business trip.
He reports business as being very good.

George A. Klein, of Klein Bros. Company,
wholesale jewelers in Fourth street, had a nar-
row escape from serious injury Thanksgiving
Day at his home in Muncie, Ind. He slipped on
the top step of a flight of stairs at his home and
fell to the bottom, dislocating his right shoulder
and sustaining some bad bumps and bruises. He
is recovering from his injuries.

"Business has been very good," said A. G.
Schwab, of the wholesale jewelry firm of A. G.
Schwab & Sons. "Our new catalogue has yielded
big returns, and this is keeping us busy. The
outlook for the new year is promising."

The Creutz Plating Company is now occupy-
ing the entire fifth floor of the Lion building.
The company is installing new machinery and is
making a number of improvements to enable it
to take care of its rapidly growing business.

"Business is very nice," reported Fox Bros.
& Co., diamond cutters and importers of precious
stones. "Burton Fox has returned home from a
three-months' stay in the diamond markets of
Europe, where he bought quite a nice lot of
Oriental pearls in Paris, and reports the pearl
market very high."

But for the fact that he was right on the job
and that another traveling man assisted him in
dragging them out, the trunk and sample cases
of Irvin Herman, of Herman & Loeb, wholesale
jewelers, would have been destroyed in the fire
which burned the railroad station at Millerburg,
Ky., recently, and which threatened to wipe out
the town.

"Business is As," said Leonard Fox, of The
Gustave Fox Company, diamond jewelers and
fraternal emblem manufacturers. "We have been
working nights for the past four weeks. Two of
our men are on the road and the jobbers' orders
are big. The jobbers are looking for a big busi-
ness in the new year."

Ed. Herschede, of the Frank Herschede
Jewelry Company, Fourth street, who is also a
member of the Herschede Automobile Company,
is one of the leading spirits in the planning of
the big automobile show which is to be given in
Music Hall Washington's birthday week.

"Business was never better," said A. &
Plant, big Fourth street wholesale jewelers. "We
are having the biggest stack of mail and tele-
graph orders since we started in business. The
retail jewelers are doing a big business. The new
year prospects are good. We will get into our
big quarters in the new Schmidlapp building, at
128-13o East Fourth street, January 1st."

Edgar Fox, of Lindenberg & Fox, is taking
an active part in a local movement to enable blind
persons to make a living through the manufac-
ture of various articles.

A. J. Miller, of Massilon, Ohio, has purchased
the property at the corner of Erie and Main ave-
nue, that city, and has opened in it one of the
finest retail jewelry stores in that part of the
State. His opening in December was a very
successful one.

A most regrettable accident occurred at the
big factory of the Homan Manufacturing Com-
pany, Cincinnati, December 3d, as the result of
the attempt of one employee to have some fun
at the expense of a fellow workman. Jerome
Dillon, 18, of a very nervous temperament, was
sweeping out the office and John Heingh, 38,
tickled him. Dillon, in the nervous excitement
of the moment, jumped and unconsciously brought
the broom handle down upon Heingh's head, fell-
ing Heingh to the floor. Dillon assisted him to
his feet and apologized for his act. Heingh
walked to the other end of the factory, saying
it was all right, and suddenly fell in a swoon.
His skull was fractured and he died soon after-
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ward. Dillon gave himself up to the authorities.
The two were good friends and the affair is de-
plored by all, but by no one more than by Dillon.

"As predicted by us some time ago, our No-
vember and December business was a record-
breaker," said D. J. Gutmann, of L. Gutmann &
Sons, big wholesale jewelers in the Traction
building. "We have had more satisfactory re-
ports from all sections than ever before. The
class of goods that has been selling is the me-
dium-priced articles in all lines. We look for an
exceptionally good spring as our customers'
stocks are in such condition that they will be
compelled to re-stock."

The suit for $15,000 damages for personal
injuries brought some time ago against the Ho-
man Manufacturing Company by George Wolb-
kenberg, an employee, has been decided by the
Ohio Supreme Court in favor of the company.
The highest court affirmed the lower court in
ordering a verdict for the company.

C. L. Stange, formerly with the L. Bauman
Jewelry Company of St. Louis, is now connected
with L. Gutmann & Sons, and will travel for this
company in Illinois, Missouri and the entire
southwest.

Burglars got away with about $350 worth of
jewelry from the show cases in the store of Mar-
lett & Baker, Middletown, Ohio, jewelers, on the
night of November 21st. The safe was not
touched.

Gus Weinfelt, who has been with L. Gutmann
& Sons the past year, has severed his connections.
Mr. Stange, the new addition to the company's
traveling force, will cover the territory formerly
covered by Mr. Weinfelt.

The sympathy of the jewelry trade goes out
to Joseph Wessels, Covington, Ky., because of
the death of his mother, who met with a fatal
railroad accident early in December.

"Business is about normal for the time of
the year," said Mr. Gruen, of D. Gruen & Sons,
widely known watch manufacturers.

The many friends of Miss M. Nee, with Lin-
denberg, Strauss & Co., are extending their sym-
pathy on account of the recent death of her
father.

It was certainly a merry Christmas at the
home of Mr. and Mrs. Fred G. Gruen, of the big
firm of D. Gruen & Sons. Mr. and Mrs. Gruen
are entertaining a darling daughter. Mother and
baby are doing nicely. The new baby is the first
grand-daughter of D. Gruen, founder of the D.
Gruen & Sons Company.

Sol Fox, of Fox Bros. & Co., has been named
as a member of the Building Committee which
has in charge the construction. of two immense
structures for the Hebrew Union College in Clif-
ton avenue. The new college buildings will cost
$2oo,000.

"Business is good," said Herman & Loeb,
wholesale jewelers. "The outlook is very encour-
aging so far. The boys on the road are sending
in lots of orders. We are not complaining, for
we are very busy."

Fred Donner, Columbus, Ind., has sold his
store to Fisher & Marshall. The new firm has
been buying stock in Cincinnati.

Mr. and Mrs. D. J. Gutmann, of L. Gutmann
& Sons, will sail January 21st from New York
on the steamer Koenigen Louise for Naples.
They will spend a few days in Naples and will
then take the steamer Leutzow for Ceylon and
India, where they will tour for two months. They
will return by the way of Europe, and will visit
the principal cities there before they return home.

Bert Ganz, of Herbert W. Allen & Co., spent
several days here in December.

"Business has been very good," said the
Mesch George Jewelry Company, wholesale jew-
elers. "We are placing big orders now with the
manufacturers for delivery January roth. We
are ordering heavily. Our men will go on the
road February 1st."

Out-of-town jewelers who purchased goods
here during the last week in November and the
first three weeks of December are as follows:
A. M. Stamm, Williamsburg, 0.; A. G. Wade.
Bradford, 0.; W. H. Crumrine & Co., Lexing-
ton, Ky.; J. L. Michael, New Vienna, 0.; W. W.
Murdock, Middletown, Ohio; J. B. Hesselbrock,
Liberty, Ind.; J. B. Scott, Batavia, 0.; M. L.
Aron, Springfield, 0.; A. B. Coover, Chillicothe,

0.; R. L. Weaver, Germantown, 0.; Fred J.
Heintz, Lexington, Ky.; Charles Seigletz, Vevay,
Ind.; G. F. Ireland, West Milton, 0.; J. M. Neth,
Eaton, 0.; Herman Rohs, Cynthiana, Ky.; Joseph
Embrey, Richwood, 0.; William Sheyshard, Bu-
ford, 0.; Edward Israel, Harrison, 0.; Anton
Wahlbrule, Sr., Dayton, 0.; J. D. Warel, Rising
Sun, Ind.; Sanford Sulendel, Piqua, 0.; J. S.
Clements, Brownstown, 0.; C. Sighletz, Vevay,
Ind.; Lee Schlenker, Eaton, 0.; C. S. Marlett,
Middletown, 0.; Miss Kayme Guthrie, Leesburg,
0.; S. F. Storer, Central City, Ky.; J. M. Runyan
and wife, Sabina, 0.; J. A. Worrell, Washington
Court House, 0.; J. S. Evans, Moorehead, Ky.;
R. A. McClelland, West Union, 0.; William H.
Grosse, Dayton, 0.; Charles Hammond, Vance-
burg, Ky.; Henry Bertrams, Augusta, Ky.; Dr.
I. G. Sims, Portland, Ind.; Ed. Stephenson, Mid-
dletown, 0.; A. C. Davis, Circleville, 0.; I. N.
Pollock, Ashland, Ky.; D. A. Lamb, Wilmington,
Ohio.

Among the Traveling Men

Herb Crompton, one of the best known jew-
elry buyers in the West, has resigned his posi-
tion with the L. Bauman Jewelry Co., of St.
Louis, to become sales manager and buyer for
Wm. Weidlich & Bro., of the same city.

Fred Perry, who recently accepted a position
as Western representative of the E. A. Potter
Co., of Providence, R. I., made his initial trjp
through the territoor early the past month.

Frank Barton, president and Western repre-
sentative of the Geo. N. Steere Co., returned to
Chicago early in the month from an extended
coast trip. In the future Mr. Barton will confine
his attentions to the Central West business and
turn over the far West to a coast representative.
William Dow, traveling salesman in Eastern ter-
ritory for this company, has resigned to accept
a position with the Peerless Chain Co.

Gust Weinfeld, who for the past year has
represented L. Gutmann & Sons, of Cincinnati,
in Central West territory, has resigned his posi-
tion to accept a similar one with H. F. Hahn &
Co., of Chicago.

C. L. Stange. formerly traveling salesman
for L. Bauman Jewelry Co., of St. Louis, has ac-
cepted the position with L. Gutmann & Sons
made vacant by the resignation of Gust Weinfeld.

H. F. Hines, Western salesman for the Weid-
licit Bros. Mfg. Co., of Bridgeport, Conn., spent
two weeks at the factory during the past month.

Max Newhouse, who was well known as a
Western jewelry traveling salesman, died at his
residence in Chicago December 4th after a short
illness. He was born in Germany sixty-four
years ago, and had been connected with the jew-
elry business since I88o, traveling from Chicago
to the coast. He is survived by a widow and a
twin brother, Leopold Newhouse, a Chicago job-
ber. During later years he represented Weizen-
neggar Bros., Newark, N. J.; Andrew Kiefer,
Newark, N. J., and M. H. Shiman & Co., New
York.

Diamond salesmen and jewelry travelers in
general will regret to learn of the death of John
R. Lilja, for many years head of the diamond
department of Benj. Allen & Co., Chicago. He
had been with this firm for over forty years,
most of which were spent in the diamond de-
partment. An account of his connection with the
jewelry industry will be found in the Chicago
letter.

Luke Roe, formerly connected with Trier
Bros., New York, has accepted a position with
L. H. Schafer & Co. and will represent them in
Michigan, Indiana and Illinois.

R. J. Wilson, formerly the Chicago and
Western representative of the Homan Manufac-
turing Co., resigned his position with this corn-
pany January 1st to accept a position with the
International Silver Co.

P. M. Vermas, formerly with the Chicago
office of R. Wallace & Sons Mfg. Co., will repre-
sent the Holmes & Edwards branch of the Inter-
national Silver Co. after January 1st. He will
be connected with the Chicago office.

Travelers who call on the retail trade in Chi-
cago will be interested in learning of the resigna-
tion of Geo. B. Moore, buyer and head of the
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mail-order department of C. D. Peacock. During
the past several months Mr. Moore's health has
not been of the best, and he decided to take a
much-needed rest on his fruit farm in Washing-
ton. He expects to return to Chicago some time
in January.

Geo. S. Titus, formerly with A. Bushee &
Co., has resigned his connections with this firm.
He recently made a trip to an Eastern factory
and made arrangements with the Poole Silver
Co., of Taunton, Mass., and A. J. Gannon, of
Philadelphia, to represent them in Chicago and
the West. He will retain his present headquart-
ers in the Heyworth building, Chicago.

Jewels by the Million
Jewels are usually thought of as ornamental,

but in one form they are employed purely in the
line of utility. As bearings for watches and
other small machines they are no less valuable
than when they grace a ball dress or are strung
on a necklace. Of course, the most costly gems
are not thus used, the specimens employed being
small. Says F. A. Stanley in The American
Machinist:

"Watch manufacturers of this country use
annually several millions of jewels, and makers
of certain classes of instruments also make use
of jewels in large quantities. There is, in fact,
a steady increase in the number of jeweled bear-
ings applied by instrument makers to such de-
vices as recording and other electrical meters,
gauges, etc.

"While large quantities of these jewels are
imported, a great many are made here at home
The processes of manufacture which carry the
rough stone to its finished condition mounted in
its setting, ready for dropping into place into
watch or other mechanism, comprise a series of
most interesting operations. * * *

"There are several sources of supply for
the rough sapphires from which the jewels are
cut, chief of which are Ceylon, Australia and
Montana. Curiously enough, while we are apt
to think of sapphires as blue, ,they actually are
found in about all colors of the rainbow. The
Australian stone is the hardest and correspond-
ingly brittle. The stone from Ceylon is not
quite so hard, and is less brittle. The Montana
stone is said to be best for jewels in mechanisms
where any strength is required, as it is less
brittle than the others, and therefore not so
easily fractured. The Montana stones are
sorted out as taken from the mine and those dis-
tributed to jewel manufacturers are generally of
a light green color, the more valuable stones
being reserved for settings in rings and other
jewelry."

How the rough jewels are ground down,
bored and polished so that they will be fit for use
as bearings is described in detail by the writer.
He says:

"One of the surprising features of jewel
manufacture is the rapidity with which these
sapphire bearings are produced. For example,
ordinary sizes of jewels are regularly turned,
drilled and polished at the rate of 8o to Ha° in a
day of ten hours. The holes in these jewels can
be drilled and polished by one operator at the
rate of zoo per day of ten hours. To the or-
dinary mechanics, at least, this seems like very
rapid work upon such material. The production
of some of the fine instrument jewels is, of
course, less, forty a day making a fair average.
The polishing on these fine jewels consumes
somewhat longer time, each one being micro-
scopically inspected.

"The usual range of watch jewel sizes runs
from I to 3 millimeters outside diameter, the
holes for the pivots ranging in the different sizes
say from TO-(i to Ay millimeters, or from about
0.003 to o.ott inch. Jewels are made for instru-
ments and othe purposes up to To millimeters
diameter. * * *

"An interesting view * * * shows a large
case filled with small vials containing different
sizes of jewels in their settings, for all of the
well-known makes of American watches. While
these glass receptacles are not over an inch and
a half high, each will hold about two thousand
unset jewels, or about a gross of the average
size of settings."
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A STATEMENT OF FACTS ON CATALOG BUILDING
 By 

PENINSULAR ENGRAVING COMPANY
Builders of Catalogs for Retail Jewelers

DETROIT, MICH.

IVE years have passed since we began

the task of building Catalogs to meet

the requirements of the Retail Jeweler.

During this time we have expended a large

sum of money in developing this proposition

along certain well-defined lines.

(11 In the beginning we felt that, in order to

carry to successful completion this big under-

taking, it would be absolutely essential to

consider the needs and desires of the Retail

Jeweler, and to serve him first and all the

time.

ci After studying the conditions until we

knew the kind of Catalog best suited to meet

these requirements, we set about building

along those lines, ignoring many opportuni-

ties of enriching ourselves by handling mer-

chandise in conjunction with the Catalog

work.

(11 We are Catalog Builders, pure and simple,

making every part necessary in this important

work. We compile the pages, make the

printing plates, do the printing— all in our

own complete plant.

411 We do not sell the Merchandise.
From the outset we have had the support

of many of the Manufacturers, and during

these five years have secured the hearty

co-operation of practically every Manufac-

turer of consequence. Of course we refer

only to those who\ sell direct to the Retail

Jeweler.

L.;210i

E are now the only Company building
Catalogs by means of which the Retailer
comes in direct contact with the Manu-

facturers and thus eliminates the Middle-
man's Profits in buying Merchandise.

(II Can you realize what this wonderful plan
means to you?

(11 Some of the largest and best known Retail
Jewelry Houses in the Country are using our
Catalogs.

ll Our plan permits the Jeweler to build his
own Catalog as he wishes, for we carry print-
ing plates of everything that is sold by the
Jeweler.

(11 We are already prepared to submit our
plan for 1911 to those who are interested.

43 The volume of business which we handle
each year is increasing to such an extent
that we solicit your order now, so we can
give it proper attention.

Fill in the attached coupon and send it to us.

DO IT TO-DAY

Date

PENINSULAR ENGRAVING CO.
DETROIT, MICH.

I am interested in a Catalog and would like to
consider your proposition without assuming any
obligation in the matter.

Name

Town

State 
EMI 

MI ENO I■
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Sales Creators and Profit Makers
THE D. F. B. CO. LINE

The finishing touches have been put on the D. F. B. Co.
191 1 LINE — a line representing the highest in

QUALITY, FINISH AND DESIGN
This year we have some very new thoughts never before attempted in the
construction of jewelry, and prices of former years will be maintained. This
is why we say the D. F. B. Co. LINE contains

Sales Creators and Profit Makers
Get in touch with our line early and be the first in your territory to stock
our new 1911 jewelry creations. WE SELL THE JOBBING TRADE ONLY

THE D. F. BRIGGS CO.
ATTLEBORO •• •••• •• MASSACHUSETTS
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OUR MOTTO: 1911

To do the Right Thing, at the

Right Time, in the Right Way

0 do some things better than

they were ever done before;

to see both sides of the

question ; to be courteous;

to be an example ; to work for the love

of work; to anticipate requirements ; to

develop resources ; to recognize no im-

pediments ; to master circumstances ; to

be satisfied with nothing short of per-

fection.

OSTBY BARTON CO.
PROVIDENCE, R. I.

9 Maiden Lane 103 State Street

NEW YORK CHICAGO

342 South Broadway : LOS ANGELES, CAL.
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D_wt. of Fine Gold (24 K.) is worth
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Dwt. of S K. Old Gold is worth @ 32 cts.,
Cost of Refining to i Dwt. 24 K. -

Profit in buying Old Gold
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$ .96

.04

$1.03 '

I.00

.03

That's why we buy Old Gold,
Why we can pay Full Cash Value

and why we receive so much

The fact that our large manufacturing business requires complete assay-
ing, smelting and refining departments permits us to handle without
additional business expense or extra equipment all Old Gold and Silver
consigned to us. This gives us an advantage which others cannot meet and
which has made this department of our business so important.

We remit the same day consignments are received.

If amounts are not up to expectations we return consignments by pre-
paid express in exactly the conditions they were received.

Highest market price paid for Old Silver and Platinum.

Not all the jewelry, watch cases and chains manufactured before the National Stamping
Act became a law, were of the quality that the stamps thereon represented. We advise the
trade to test the centers of old watch cases and links of chains that are offered for old gold,
to approximate the value, instead of depending entirely upon the quality stamps in the backs
of cases or on swivels of chains.

WENDELL AND COMPANY

Manufacturers and Refiners

256, 258 & 260 Madison St.
Chicago

45, 47 & 49 John St.

New York
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Cbe lbo1i6alq tra6e anb the Outlook
for 1911

Alabama

C. L. RUTH & SON, Montgomery :—Holiday
trade was late in starting, bttt came with a rush
for the fifteen days preceding Christmas. The
quantity of goods sold was probably better than
ever, but medium prices ruled. The total re-
ceipts, however, were above normal and profits
satisfactory. We found most demand for ster-
ling silver of every description, ro-karat jewelry,
cut glass, silver-plated ware and optical goods.
The farmers spent money freely, but the town
people did not buy so liberally of diamonds or
expensive goods as heretofore, which we attribute
to the increased cost of living and the automobile
craze. Our community is in excellent condition,
with good crops and no business failures. We
anticipate a good year.

Connecticut

GEORGE C. ALLIS, Derby :—Christmas trade
has been about to per cent. ahead of 1909, but
considerably behind the normal. Rings, lockets
and chains were among the best sellers. Improv-
ing conditions were not indicated nor is the out-
look of the brightest.

Georgia

R. BRANDT, Athens :—Christmas trade has
been about 15 per cent, better than last year and
exceeds any previous year. Among the favorite
sellers are pendants, bracelets and brooches.
Watch sales are very poor and diamonds move
only moderately. Not many high-priced pieces
are sold but there is a marked improvement in
popular-priced lines. The outlook is fair to good.

JAS. FRICKER & BRO., Americus :-01.11* re-
moval into our new store on October 1st has
kept us continually busy getting in shape, but we
now believe our December business will exceed
that of last year and probably exceed the normal.
Our trade is in finer goods in all lines and the
public seem to be getting tired of cheap trash.
Improved conditions are indicated, but we do not
expect anything extra in the way of trade until
another good crop comes, which must bring a
good price in order to make business what it
really should be.

Illinois

FRED H. SANDERS, Ottawa :—I am glad to re-

port that trade to date is far ahead of any year

we have had in our fifteen years in the business,
and we have six days left at this writing. The
total is even now ahead of the normal. We found
solid gold and gold-filled goods in jewelry in most
demand, but cut glass, brass, canes, umbrellas

and fancy clocks moved well. The season indi-

cated improved conditions, and the outlook was
never better.

WILLIAM T. JENNINGS, Sterling :—Christmas
trade with us has been 20 per cent. better than
last year, which was our banner year. Trade
began earlier than usual and ran ahead of the
normal. Bracelets, signet rings and diamonds are
going strong, but watches are not quite up to the
average. In other lines the demand has been
about normal. Purchases indicate a healthy finan-

cial condition, as the people are buying good

goods and more of them. I see nothing to cause

any uneasiness in regard to the future. Farmers
are making money and factories are running full

time, many of them increasing their output.

H. E. VOLK MANN & SON, Kankakee:—We
have had a very steady holiday business, which

started the latter part of November and has been
increasing in volume up to date, showing an
increase of approximately 30 per cent. over last
year. Signet jewelry—in fact, all kinds of jewelry

—sold well and we have been very successful in

diamond sales. We see no reason why the com-

ing year should not be a good one, although the
present price of grain will reduce the patronage
of the farmers.

CHAPMAN & ARMSTRONG, Galesburg :—Cash
receipts are larger up to this date than one year
ago. The sales of articles from $5 to $ro seem
to be greater than we ever had. Diamonds and
watches are not selling well. We are ahead of
last year on cash sales, but not so many expen-
sive goods are charged as one year ago. Among
the popular sellers are rings and bracelets, es-
pecially standard shapes and sizes, plated toilet
ware, which is moving marvelously, solid silver
flatware and box-plated flatware. The goods
sold to the people indicate that they are all work-
ing. The trade from the "bon tons" was not up
to previous years and our diamond business not
so good as last year. We consider conditions
very good for the coming year and hope to make
it a better one than this. Up to December 1st
we were ahead of 19°9.

B. J. HAGAMANN, Chicago :—Up to the present
time business is about ro per cent. better than
last year and is in excess of the normal. Dia-
monds and the better grade of jewelry sold well;
also cuff buttons, chains and sterling ware.
Watches are selling very slow. I hesitate to
express an opinion as to prospects for the corn-
ing year, but think the business outlook not as
good as a year ago.

JUERGEN DANIELSON, Chicago :—Christmas
trade was an improvement on last year and ex-
ceeded the normal. Favorite sellers were watches,
cuff buttons, scarf pins and card jewelry; also
cut glass. Improving conditions are indicated
and the prospects seem to be fair.

PAUL N. LACKRITZ, Chicago :—Christmas
trade has been just about the same as last year,
but on account of the big strike of the garment
workers the season has not been what it should.
Bracelets, lockets and manicure sets lead in sales.
No improvement in conditions was noted and
cheaper lines were most called for. The outlook
seems about normal and locally depends largely
on the settlement of the strike.

A. J. REINHARDT, Lincoln :—Our Christmas
trade was better than any preceding year and ex-
ceeded the normal for the season. We found in
best demand lockets and chains, bracelets, fobs,
cuff buttons, scarf pins, brooches and rings. Im-
proving conditions are indicated and the outlook
is good.

Indiana

A. J. EISENHAUER, Huntington .—Christmas
trade was short by considerably over a thousand
dollars compared with last year, and did not reach
the normal trade expected at the holiday season.
Fobs, chains and jewelry were found in the best
demand, but neither sales nor grades of goods
sold indicated improving conditions. The pros-
pects, however, for the coming year are some-
what better.

C. N. HETZNER, Peru :—Up to date Christ-
mas business has been slightly ahead of the pre-
vious year and will exceed the normal. All lines
are going good except watches. The silver craze
is about the same as it has been, and signet rings
are still good stock. The season indicated im-
proving conditions and the outlook would seem
to be favorable.

W. C. Davis, Elkhart :—Christmas trade is
about 25 per cent. better than last year, the favor-
ite sellers being ladies' watches, signet rings, sig-
net cuff buttons, toilet sets and novelties. Pur-
chasers are calling for better goods, and solid
gold articles are in better demand. The pros-
pects for the coming year are very good.

DALLAS F. GREEN, Fort Wayne :—Ch ri stmas
trade up to and including December 17th showed
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a gain of 69 per cent. and was the best we have
ever had. The demand was well distributed,
though purchasers seemed to be more critical and
to show somewhat better taste. The conditions
are much the same here as one year ago, as is
also the outlook for next year.

GEORGE GREYER, Anderson :—Our Christmas
trade is about up to last year's and is short of
normal. The leading sellers were lockets and
neck chains and the lower-priced jewelry. Ster-
ling silver spoons and plated ware for household
purposes moved well, but sales were slow for
diamonds and other high-grade goods. Condi-
tions here do not seem normal, as almost every-
one claims a shortage of funds. If our factories
are kept busy prospects for next year are better.

MAJOR & SHELDON, Shelbyville :—Business so
far this season I estimate at about 15 per cent.
less than last year, but it is nevertheless an
average Christmas business. Solid silver flat-
ware, rings, umbrellas and watches were in good
demand. The country trade is now very con-
servative owing to lower prices on their products.
I think that the coming year will be about the
average.

D. W. BRATTIN, Brazil:—Up to but not in-
cluding the 20th, our Christmas trade was 50 per
cent better than last year and the best since 1907.
Jewelry goods sold best, particularly bratelets,
fobs, lockets and such articles. Improving condi-
tions are indicated and the outlook is good.

PHILIP Hon, Aurora :—Christmas trade with
us was better than last year and exceeded the
normal. Favorite lines were bracelets, lockets,
rings and diamonds. A better grade of goods
was called for and the coming year is flattering.

N. H. JEPSON, Washington :—Christmas trade
up to date shows a gain of slightly over 50 per
cent. compared with last year and is in excess of
the normal. Diamonds, watches and fine jewelry
have sold well and the season indicates greatly
improved conditions. The prospects are good.

JAY D. TAYLOR, Logansport :—Christmas
trade was about the same as last year and close
to the average. The demand was general for
jewelry lines and watches sold fairly well. A
better grade of goods was called for, requests
for cheap goods being few and far between.
There is nothing here to indicate much of an
improvement in the outlook, though we are a
little ahead of last year's business.

0. P. Norsom, South Bend :—Christmas trade
was, I think, about 12 to 15 per cent. more than
last year and exceeded all my other holiday busi-
nesses since I started. Watches were not much
in excess of last year and not as good as 1906. A
better grade of goods were in demand and dia-
monds and good jewelry sold well. The season
indicated improving conditions and the outlook is
good.

Iowa

C. HORNADAY, Keokuk : — Christmas trade
compares favorably with that of last year and is
up to the normal so far. The demand was gen-
erally distributed with too little call for watches.
The season indicated an improvement and the
prospects are good.

H. L. CHASE & Co., Cedar Falls :—Up to
midnight December 21st business has been 15 per
cent. better than corresponding portion of De-
cember, 1909. Last year was the largest in
twenty-nine years and this year is ahead. Trade
was well divided amonn- all kinds of goods and
price was not questioned if articles suited. The
fact that the best grade of goods were in demand

(Continued on page 71)
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A
FTER FEBRUARY
FIRST we will
be located in the

KESNER BUILDING,
Chicago's new modern fire-
proof skyscraper, Northeast
Corner Madison Street and
Wabash Avenue.

Our rapidly increasing business
has made this change necessary. In
our new quarters we will be better
than ever prepared to fill all the
demands of the retail jewelry trade.

The trade is cordially invited to
inspect our new quarters and to
make them their headquarters when
in Chicago.

II We have made extensive prepara-
tions for Nineteen Eleven business
and solicit a share of your patronage,
confident in the belief that we can
serve you to advantage.

Despres, Bridges & Noel
Wholesale Jewelers and Diamond Importers

Chicago, Illinois

January, 1911 THE

The Holiday Trade and the Outlook
for 1911

(Continued from page 69 )

indicated healthy conditions in this, the best
section of the best State of the Union. Pros-
pects for the coming year are fine.

Kansas

THE BAIER JEWELRY CO., Salina :—Christmas
business up to date was 25 per cent. better than
last year and equalled the normal so far. The
demand for diamonds and sterling goods was
especially noticeable and indicated better local
conditions. The prospects are not very good, as
we are very much in need of moisture. The out-
look for wheat at present is not favorable.

D. D. WILLIAMS & CO., Emporia :—Our
Christmas trade is much better than last year
and up to the present time it is as good as the
best December we ever had. Our best sales have
been in jewelry; umbrellas moNed well and toilet
ware very good. The diamond business was fine.
This means improved conditions. Sales seemed
easy with little or no complaint of prices. We
think the outlook very good.

EDWARD VAIL & CO., Wichita :—Our trade
shows a good increase over 1009 up to date, De-
cember 20th, which is probably a natural growth
from our long years of continuous business and
constantly growing patronage. We found an in-
creased demand for better classes of merchandise.
Diamonds and watches are selling well; also
sterling silver. General lines were about as usual.
We expected to have a falling off in sales and
are naturally pleased that it did not occur.
Automobiles have hurt our business materially,
however, as our firm's best customers were
noticeably absent. We cannot consider the out-
look flattering owing to the poor crop prospects
and the continued dry weather.

Kentucky

LEONARD HUBER & SON, Louisville :—The de-
mand began earlier this year than last and was
for a better class of goods. Trade excelled
former years. Good heavy gold goods, sterling
silverware and Sheffield plate were in good de-
mand and indicated better conditions. The out-
look seems encouraging.

J. L. WOLFF, Paducah :—Our Christmas trade
is 10 per cent. above last year. We consider
ourselves fortunate and would be satisfied to
duplicate last year's business, as conditions are
not as good locally. The dry weather has de-
layed the tobacco trade, and the crop has not
moved. Diamonds, gold jewelry, mesh bags,
vanity sets and silver novelties are leading;
watches are very slow. Prospects are still good,
same as they have been ever since the panic of
fall, '07, but the improvements have never fully
materialized.

Maine

CHARLES W. CLIFFORD & SON, Bath:—
Christmas trade up to December 21st has not
been quite as good as last year. There has been
a steady demand, however, in all staple lines—
jewelry, cut glass, leather goods, silver novelties
and brass goods. Not so much call for watches
as usual and the demand has been rather for the
medium priced articles, though diamonds sold
well. The local conditions here have not been
as good on account of the depression in the
shipping industry. New contracts for govern-
ment vessels, amounting to $1,25o,000, have just
been received and make the outlook somewhat
brighter.

Maryland

S. T. LITTLE JEWELRY CO., Cumberland :—Our
Christmas trade was greatly in advance of any-
thing we ever had in our sixty Christmas sea-
sons. Diamonds, gold jewelry, watches and gen-
eral lines all sold well. The season indicated
improving conditions and the outlook we think
the best ever.

Massachusetts

HENRY W. EAGER, Marlboro :—The trade this
year we found about the same as one year ago;
in fact, about the normal for the holiday season.
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My customers buy mostly gold-filled and gold-
plated goods, and as to the outlook I do not care
to risk an opinion.

ROLLIN B. ANDREWS, Leominster :—Business
IS not quite up to the normal. We find in best
demand gold rings, gentlemen's chains, collar and
cuff buttons and such goods. There is a notice-
able tendency to cheaper jewelry, and as to pros-
pects here manufacturing seems very quiet, and
especially the comb business.

E. W. DURGIN, Worcester :—Christmas trade
we found a little better than one year ago and
about equal to normal. All kinds of goods moved
well and we did not notice any particular change
in conditions from last year.

SHEPHERD & BENNETT, Malden :—Up to the
present time Christmas trade has been better than
last year, and, in fact, has been the best we ever
had, excepting the big year of rgo6. We have
sold more diamonds this year than ever before,
probably because we had a larger stock of these
goods. Trade in watches we find poor. Our
customers seem to have money and are spending
it freely, and we see no reason why the prospects
for the coming year are not favorable.

J. E. LYLE, Lowell :—Holiday trade was late
in coming, but I hope to make good in the days
yet remaining. Up to date it has fallen short
of normal, but expect to make up the deficit
before Christmas. The lines which sold best
were ladies' and gents' watches, lockets and
chains, higher grade rings and bracelets. Sales
were a little slow but better goods were in de-
mand. I employ eight watchmakers and have
been very busy all through the summer and fall,
as there is a large field to pull from. (See page
lit for interesting photo of Mr. Lyle's watch
repair rack.)

ARTHUR STERN, Lynn :—Christmas trade we
find better than last year, though still short of
normal. The demand was of a general character,
but we noticed considerable improvement in dia-
mond sales. Improving conditions are indicated
and the prospects are good.

EDWARD A. CHANDLER, Gardner :—Up to this
date, December 21st, P. M., Christmas trade is not
nearly so good, but to-day was a very poor day
for shoppers. The aggregate so far is short of
normal. We find in best demand chains, lockets
and bracelets. Plain polished articles are in more
favor than usual. We hope for good business
the few remaining days until Christmas. I think
that the prospects are bright, as our factories are
all working well.

W. A. SMITH, Melrose :—Christmas trade
has been about two-thirds that of one year ago
and about one-half the normal. The demand has
been about the same as usual except in the call
for novelties and toilet sets. As the weather
was good many people went to Boston, and as it
rained severely the 24th business for that day
was much interfered with. There is no reason
to consider prospects for the coming year un-
favorable.

Michigan

F. W. HINRICHS, Kalamazoo :—Business this
year has been considerably better than a year ago,
particularly for the holiday season, and indica-
tions are for a heavy buying during the last few
days. Rings, cuff buttons, neck chains, lockets,
silverware and clocks are especially strong, with
watches better than in former years. People are
calling for a little better grade of goods, but dia-
monds are very slow. The season certainly
shows a big improvement in conditions, and
things look good for the coming year.

W. E. LEACH, Detroit :—Christmas trade has
been, I think, a little better than last year so far.
It is too early yet, however, to say definitely
as to what the total will figure out. It seems
to be fully equal if not a little better than normal,
however. I have noticed no radical change in
popular taste and the demand seems to be quite
general for all lines. There would seem to be
a slight improvement in conditions and prospects
are fairly good.

HUGH CONNELLY, Detroit :—Christmas trade
considerably surpassed that of last year and has
been far ahead of any we ever had. The demand
was general for all lines. A better class of goods
was sold and altogether improving conditions are

indicated. The outlook we think very encour-
aging.

C. D. GARDNER, Manistee :—Christmas trade
has been a trifle ahead of last year and is about
the average for the past ten years. Nothing ap-
pears to lead in sales, the demand being quite
general. Of the moderately priced articles, silk
umbrellas did the best. There does not seem to
be any particular change in conditions and pros-
pects for the coming year will probably be about
normal.

Minnesota

0. H. AROSIN, St. Paul :—My trade has been
larger all through the year, every month show-
ing an increase over the same month last year.
My December business up to date is larger than
last year and away ahead of the normal. Toilet
goods, la vallieres, seal goods and plain card goods
for engraving lead in sales. Better conditions
were evidenced in the demand for better goods
and, as far as I can see, the outlook is fine.

C. E. CARLSON, St. Paul :—Christmas trade
started a little earlier than last year and we are
ahead for December. Diamonds and solid gold
jewelry found good sales which indicated a slight
improvement in conditions. We can't say as to
the outlook. as business depends largely in this
section on whether we get plenty of moisture for
the spring.

THE BLUMENCRANZ JEWELRY CO., Minne-
apolis :—Christmas trade this year was less by
25 per cent. than that of one year ago and the
demand was for the cheaper class of goods only.
No signs of improving conditions were noticed
and business will probably be quiet until the next
crop.

Missouri
J. R. MERCER, Kansas City :—Christmas trade

has been much better than any year of the past
five and exceeded the normal. Diamonds and
corals were among the popular sellers. Improv-
ing conditions were indicated and the outlovk is
good.

E. L. MEYER, St. Charles :—Christmas trade
has been an improvement on last year, there
being more sales of small articles and medium-
priced goods though fewer of expensive jewelry
and diamonds. Among the chief sellers are
lockets, gentlemen's watches. bracelets, small dia-
monds, combs and fobs. Improving conditions
are indicated and the outlook is good, the farm-
ers all seeming prosperous.

FRED BAEHR, St. Louis :—Christmas trade
seemed to be about the same as last year but a
little ahead of Keg, with a greater number of
charge accounts. Diamonds and watches, chains
and charms sold well, also necklaces and lockets.
Better conditions are assuredly indicated and the
outlook is good.

C. S. POOLE, Joplin :—Business was slow
starting but is coming up with a rush at this
writing and will equal or exceed 1909. General
jewelry lines sold strong, diamonds good and
also sterling silver; watches and cut glass fair
and art china slow. General conditions are ex-
cellent.

New Hampshire

N. C. NELSON & CO., Concord :—Up to and
including December 17th our business was ahead
of 1909 by about $500, and at the end of this week
we feel that the season will be quite up to the
normal. Watches, jewelry and silverware we
found in good demand, and the sales indicated
improving conditions. All industries here are
running full time except the granite industry,
which is on half time on account of cold and
snow.

ARTHUR DE MONTIGNY, Nashua :—Business is
about the same as last year so far and will not,

think, fall short of the normal. I found the
best demand for plain gold jewelry in Roman
gold finish for engraving. Conditions are just a
trifle improved and the outlook for the ensuing
year I think is a little better.

New Jersey

R. F. WILBUR, Red Bank :—Christmas trade
this year exceeded that of one year ago but fell
short of the normal. No articles seemed in par-

(Continued on page 137)
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LK
INSIDE •F A RING
guarantees standard quality, superior workmanship and
distinctive character.
In the history of rings, a wider range of styles, or better
ones, were never made than those collectively known as

LK INGS
At some time during the next thirty days, one of our sales-
men will be in your vicinity. ARE YOU ON OUR
TRAVELERS' LIST? A visit from one of our staff
implies no obligation to buy.

Send Your Name Today

/%1 JOSEPH L. HERZOG ®, CO.
Makers of LK Rings

(REO. U. 9 PAT. OFF.)

45-51 ROSE STREET (Cor. Duane) NEW YORK

January, 1911 THE

It is one week before Christmas at this writ-
ing. The jewelers are all too busy to do more
than look up with a satisfied smile and say, "They
are coming all right." Retail stores, with selling
force increased so that every customer can be
waited upon, are crowded. Manufacturers are on
the jump, shops are running far into the night.
The shipping clerks in the jobbing houses are
hustling to get off rush orders.

J. E. Evard has issued very attractive 191r
calendars, decorated with Harrison Fisher's popu-
lar American girls' heads in dainty colors.

The manufacturing firm of Johns & Hickman,
Massachusetts avenue, has been dissolved. Ed.
Johns will leave early in January for permanent
residence in Califor-
nia. Don A. Hick-
man will continue
the business at the
old stand.

L. R. Douglas has
resigned his position
as traveling sales-
man with A. C. Beck-
en, of Chicago, and
will open a School
of Engraving in this
city. Expert instruc-
tion will be taught
both in the school
and by correspond-
ence.

January 1st the I.
Grohs Jewelry Com-
pany will add two
men to their pres-
ent traveling force.

During the month
of December Indian-
apolis jewelers had
several auction and
department store
"sales" to contend
with. One well pat-
ronized department
store sold a widely
known and exten-
sively advertised $1
watch for 69 cents.
Copies of these ad-
vertisements and a
protest from a num-
ber of jewelers were mailed to the manufac-
turers. They promised to take the matter up
at once. The following clipping from a local
paper tells the result:

"Alleging that the Marott department store
is selling dollar watches for less than h dollar.
the firm of Robert H. Ingersoll & Bro., of New
York, has filed suit against that concern in the
federal court in this city. The complainant al-
leges that all dealers handling these watches are
bourid by contract not to sell them below the
dollar price. An injunction is asked to restrain
the defendant from continuing the sale of the
watches at the reduced price, together with judg-
ment for whatever profits the defendant has
made from sales thus far. The complaint says
that by reason of the defendant's selling at a
reduced price other firms are threatening to
cancel orders."

Christmas buyers at J. P. Mullally's, 28
Monument Place, were presented with unusually
attractive calendars.

Harry A. Seble, traveling representative for
Baldwin-Miller Company, finished his road work
about December 1st, and from that on was ready
to look after the hurry-up mail orders that his
customers sent into the house.

B. Goodman, wholesale jeweler in the Ma-
jestic Building, finished his road business about
December 15th and came into the house to look
after the mail order wants of his customers.
About six months ago Goodman & Co. removed

KEYSTONE 73

to this city from Toledo, Ohio, and have found
business quite up to their expectations. The
present quarters are proving inadequate for their
increasing business. A new location will be
found as soon as the holiday trade is over.

Fletcher M. Noe, a North Illinois street jew-
eler, reports the Christmas demand for diamonds
ahead of last year. James Mitchell, engraver,
has been added to the store force recently,

William G. Conn and Miss Ida Hughes, both
members of prominent families of Charlestown,
Ind., were married December 2d. Mr. Conn is a
retail jeweler at Charlestown.

J. F. Kiser, proprietor of the Muncie Jew-
elry and Plating Works, has, without doubt,
proven that to make a success of his business a
jeweler need not necessarily be located in the
high-rent district of his town. The Kiser estab-
lishment, a large substantial brick building, built
and owned by Mr. Kiser, is located at the corner
of Howard and Elm streets, four blocks from
the regular retail district of Muncie, Ind. In the
front is the retail jewelry store and in the rear
the plating works. Four years ago the jewelry
store was opened with 225 square feet of space;

manager, a most generous user of printer's ink.
He keeps large advertisements continually in the
daily newspapers, and at the holiday season uses
whole pages. The two large show windows are
also under the care of the junior Mr. Kiser. His
displays are varied and attractive.

From the middle of November to December
13th Mr. Kiser inaugurated a series of church
days, as outlined in the November KEYSTONE.
Nine churches in Muncie were given two days
each and, to guard against the possibilities of
inclement weather interfering with business, each
church was guaranteed twenty dollars. In every
instance a much larger sum was turned over to
each of the nine churches. THE KEYSTONE cor-
respondent visited the Kiser store on one of these
"Church Days" and viewed with interest and no
little surprise the crowds that came to purchase
Christmas presents. The piles of purchases laid
away for Christmas delivery showed that buying
had begun early at this store.

When asked to what he attributed his pro-
nounced success in building up a paying business
in an out-of-the-way location, Mr. Kiser replied:
"Honest policy, generous and continued adver-

tising, courteous
treatment, a large
and carefully selected
stock, no high rent
that had to be met,
small per cent. of
profit and hard
work."

G. W. Stoehr,
manager of the Cap-
ital Jewelry Corn-
pany, will begin the
quarterly watch in-
spection on all the
New York Central
lines at this point
January 1st.

Louis W. Krieg,
president of the In-
dianapolis Grill Com-
pany, anounces that
after January 1st
the name will be
changed to the In-
dianapolis Bank and
Store Fixtures Com-
pany. The factory
is located at ro26-3o
Kentucky a v enu e.
The trade slogan,
"If it is wood we
can make it," shows
that there is almost
no limit to the vari-
ety of its products.
The factory recently
turned out two beau-

tifully designed and skillfully built mahogany
wall cases for the new jewelry store of Carl L.
Rost, in this city.

A new magazine was launched in Indianapo-
lis November 17th when the "Monitor Magazine
Company" was incorporated under the State laws.
The incorporators, Charles A. Morey, Fred T.
Loftin and Thomas P. Lovett, say that the prin-
cipal purpose of the publication will be to in-
crease the sales of merchants in the regular lines
of business and to curtail mail-order patronage
by the education of consumers. The Wholesale
Dealers' Association of Indiana, at a recent meet-
ing in this city passed resolutions heartily in-
dorsing the plan for the establishment of a maga-
zine along these lines, and many of the leading
wholesale firms of Indianapolis have indorsed it,
it is said. The offices of the company will be in
Room 6or Board of Trade Building.

H. A. Winn, who sold his jewelry business
to the Capital Jewelry Company a few months
ago, is building a $4,200 dwelling house in one
of the most desirable dwelling distriCts in the
city. The house will be modern in every respect.

The Reliable Loan Office was opened about
a year ago under the name of A. Trattner, at 145
South Illinois street. On January 1st Sam Tratt-
ner will conduct the business under his own
name, but will continue to be assisted by his wife,
A. Trattner. The firm is well pleased with their
first year in the loan and jewelry business.

(Continued on page 71)

Handsome Store of Muncie (Ind.) Jewelry and Plating Works

yearly remodeling and enlarging has increased
this space to 1,750 square feet. The plating de-
partment was established seventeen years ago,
and has grown from a small business, when the
plating was done in gallon jars, to one of the
largest and best equipped establishments in the
State. All the silverware sold by Kiser is plated
in his own establishment and marked with his
name. The jewelry store is tastily decorated,
with all the furniture and fixtures of the finest
mahogany, the stock is amazingly large and high-
class for what is known as an out-of-the-way
store. Plenty of sunlight and growing plants add
to the cheerful aspect of the place. A large fire-
proof vault is built in the center of the room,
in which is the safe and storage space for dia-
monds and solid gold goods. All the sterling
silver flatware is kept and displayed in massive
mahogany cases. One of the most attractive
features is the "Crystal Room," where a glitter-
ing array of cut glass is displayed to the nest
advantage with the background of mirrors and
jet black trimmings. Artistic electric chandeliers
furnish a dazzling effect that reminds one of
Fairy land. The establishment also contains a
private room for the display of diamonds and
special order work, and a thoroughly equipped
workshop in charge of I. A. Westfall.

The watch repair department keeps three
men busy, with George Method at the head. The
engraving department is in charge of Claud Rus-
sell. Mr. Kiser's son, Frank, is the advertising
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START RIGHT!
Although every month, every day and every minute gives
you the chance, the desire is stronger every NEW YEAR,
so instill at once into your EMBLEM STOCK the
latent energy contained in

THE SALABLE LINE

Irons & Russell Co. '07=772;
THREE COMPLETE STOCKS

Main Office and Factory: 95 Chestnut Street, PROVIDENCE, R. I.
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Money Saved
This Must Interest You

CEvery man wants to save
money, and we can show

you where you are throwing it
away. If you will adopt our
method of sending packages
through the mail we can show
you a saving of from 50% to 75%.

WRITE FOR PARTICULARS

INSURANCE COMPANY
OF NORTH AMERICA
228 Walnut Street :: PHILADELPHIA, PA.
Capital   $4,000,000
Surplus to Policyholders over $7,000,000
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We accept only a limited number of students at a time in our
attendance school.

If you think of attending a school write for our booklet and terms
now. Our correspondence lessons will be free to you if you expect
to attend our school.

Our booklet and literature explaining all is free for the asking.

293 PERRY STREET :: ATTICA, INDIANA

Artistic Hand-Made Banquet Rings
SILVER, WITH GOLD ORNAMENTATION

REAL STONES OF ALL KINDS

IKKO MATSUMOTO, Manufacturing Jeweler
Room 316 American Central Life Building, INDIANAPOLIS, IND.
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W. C. Davis, Elkhart, Ind., belongs to the
smiling order of optimists. He reports Christ-
mas trade as starting off in fine style, and feels
sure that December, xgto, was a record-breaker.

S. L. Skinner has opened a new jewelry
store at Kempton, Ind. He was formerly in
business in North Dakota.

A. G. Craig, of Bicknell, Ind., has recently
added several new show cases to his store fix-
tures.

A. J. Eisenhauer, of Huntington, Ind., re-
cently lost his father, B. Eisenhauer, after a short
illness, The deceased was 8o years old.

C. N. Hetzner, of Peru, Ind., always full of
fun and ready to greet his friends with a good
story and a big laugh, announces that he has dis-
covered the reason why a watermelon is full of
water. It is because the seed is always planted
in a spring.

The oldest per-
son ever granted a
divorce in Marion,
Ind., is Lucinda Mor-
arity, who at the age
of 86 was recently
granted a divorce
from Enos L. Hors-
man, age 64. Hex
former name was re-
stored. The couple
were married two
years. The.aged bride
complained that her
husband was lazy,
that he had given up
his trade, clock re-
pairing, and would
not attend to the
chores on her farm.
She accused him of
marrying her for her
money, but he testi-
fied in court that he
had married her sole-
ly for a home, as he
was too old to travel
around repairing
clocks.

I. M. Bigwood &
Son, of Terre Haute,
Ind., have recently
placed their store
under the protection
of the Jewelers' Se-
curity Alliance.

H. A. Roberts, a well known jeweler of
Veedersburg, Ind., was among the out-of-town
dealers who were on the Indianapolis market a
short time before Christmas, replenishing stock
and looking for the latest novelties.

Mrs. Dan Beauchamp made a purchasing
trip to this market during the busy days just
before Christmas in the interest of her husband's
store at Kempton, Ind.

J. K. Maxwell, of Otterbein, Ind., made a
visit to this city just before Christmas, combining
pleasure and business.

The handsome "Opera House Jewelry Store"
owned by George A. and Ed. M. Klein, is elab-
orately decorated with Christmas greens. With
display windows running the full length of the
store on two streets, and a most effective elec-
tric light system the Klein corner was one of
the "lime spots" in the Christmas displays of
Muncie. A. M. Klein, in charge of the H. C.
Klein Sons' store in the same town, reports the
December sales ahead of those for last year, with
the best selling days yet to come. This store is
the original Klein Jewelry Store, established sev-
enty-three years ago by the father of the four
Klein boys, who have made such success in con-
tinuing in the business which they learned under
their father's instruction.

Just a short time before Christmas, when he
needed more hands than he had, George Klein
was deprived of the use of his right hand by a
painful accident. In opening the big safe he
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caught the third finger of his right hand in the
door. The finger was badly crushed and the bone
fractured.

H. H. Bishop, 948 Virginia avenue, held his
Christmas opening December 3d. It was a snowy
day with "a feel of Christmas" in the air. Gar-
lands of laurel were hung from the electric light
standard across the sidewalk to the store door.
In the entrance between the two show windows
was hung an immense red Christmas bell. Inside
the store was decorated with festoons of greens
from the top of the wall cases to the electric
light chandeliers, and from these hung red bells.
Vases of cut flowers and potted plants were
placed in every convenient spot. Each visitor—
and they were numerous—was presented with a
huge real carnation and a 1911 calendar. The
windows were a show in themselves. Holiday
goods were attractively arranged with decora-
tions of holly and big red ribbon bows, red bells
were hung from festoons of glittering tinsel. All
the decorating had been done by Clarence Geer,
the watchmaker, and his assistant, August Ker-
witt. The Bishop Christmas openings are looked

orately and tastily decorated with Christmas
greens. While Mr. Major came to the city to
buy goods for the store he found time to visit
Santa Claus' headquarters and leave a generous
order for "the little shaver at home."

It is reported that the Washburn Jewelry
Company, at Anderson, Ind., will remove to Fort
Wayne, Ind., early in 1911.

Travelers have much to say about the great
improvements recently made in the store building
of S. Sve, at Pana, Ill. A handsome new front,
all of plate glass, and a marble vestibule are
among the improvements that give an imposing
air to the jewelry store.

During the holidays the Johnson Jewelry
Company, Anderson, Ind., had erected over the
sidewalk in front of their store a beautiful canopy
of Christmas greens that extended from the
store door to the curb and the full width of the
building. This arched canopy was closely studded
with electric light bulbs, and around the three
sides, in bright red letters, the Christmas shop-
pers read : "You Can Find It Here." At the top
of each post was a good sized Santa Claus.

Charles Maurer,
of Champaign, Ill., is
known as "The Great
Organizer," but since
the Christmas trade
began the boys corn-
plain that he hasn't
formed an organiza-
tion of any kind.
This is so unusual
that it is being com-
mented upon.

Jno. Gardner and
Howard W. White,
traveling representa-
tives for Baldwin-
Miller Company, fin-
ished their tom road
business early in De-
cember. Gardner
says all his cus-
tomers are well satis-
fied with the Christ-
mas outlook. White
says he had the best
business he has ever
had and he left
everybody feeling
good.

W. E. Hart, of
the firm of Hart &
Anderson, Scotts-
burg, Ind., stopped
in Indianapolis early
last month to do
some buying for the
home store. Mr. Hart

is recovering from a serious.illness, and was on
his way home from a hospital in Louisville. Al-
though still very weak, he was anxious to be at
the store during the holiday rush.

L. D. Clapham & Co., at Cambridge City,
Ind., were nicely settled in their new store in
time for the holiday trade. The room, on a busy
corner, is admirably located. New furniture and
fixtures have given this store a thoroughly up-to-
date appearance.

Ed. Fasnacht, Peru, Ind., completed extensive
repairs on his store in time to display his holi-
day stock to the best advantage.

Eugene Blackburn, of the International
Metal Polish Company, Indianapolis, recently had
his automobile stolen from in front of one of
the downtown stores.

Ralph B. Clark, of the jewelry firm of Clark
& Raber, Anderson, Ind., is busy with the plans
for the entertainment of the members of the
Indiana Retail Merchants' Association at the an-
nual convention which will be held in Anderson
January 17th to igth. Prominent Eastern busi-
ness men are on the programme, and the meet-
ing promises to be of unusual interest. Mr. Clark
is president of the association.

Klein Brothers, wholesale dealers of Cin-
cinnati, report a fine holiday business, but that
has in no way lessened their activity in the retail
stores which they conduct in Muncie, Ind.

Store of if. H. Bishop, Indianapolis, Showing floliday Decorations

upon as annual events that the people of the
South Side wait for with keen interest. The
remark that "you don't have to go to Wash-
ington street to find an up-to-date jeweler" was
heard several times in the crowd of admiring
buyers.

C. G. Wildt, Veedersburg, Ind., bade fare-
well to his bachelor haunts last month and took
unto himself a wife. The bride and groom have
gone to housekeeping in Veedersburg, where Mr.
Wildt conducts a jewelry business.

Claud Anderson, of G. H. Anderson & Son,
Bedford, Ind., visited the local market early last
month to supply some special holiday needs of
the home store.

A. H. Pauley, Bloomington, Ind., was a wel-
come holiday buyer on the Indianapolis market.
He reported the prospects as very good for a
satisfactory Christmas trade.

Samuel S. Brenner recently removed his jew-
elry business from Albany to Dunkirk, Ind.

We regret to report the continued illness of
Mrs. Anna Gilliland, of the material department
of Baldwin-Miller Company. During December
M. H. Douglas, traveler for the firm, has been
in the house, assisting in the mail-order depart-
ment.

Harry Major, of Major & Sheldon, Shelby-
ville, Ind., was among the buyers on the Indian-
apolis market last month. New electric lights
have been installed in the store, which was elab-
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A Prosperous Nineteen Eleven
To You All

W
E extend to you all our hearty best wishes for Nineteen
Eleven. May the year be full of encouragement and
success for each of you. 41.For the favors you showed

us during the past year, we thank you most cordially. You
have helped to make Nineteen Ten a most successful year for us.

J_ As in the past we have endeavored to gain your patronage and
confidence by merit alone, so shall we strive in the future for a
continuance of these relations, firm in the belief that we serve
ourselves best when we serve you best. II UP
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December closed here with great activity in
the jobbing and manufacturing business and a
big rush to get out orders for the holiday trade.
All the traveling men have closed their seasons
and are in for the end-of-the-year-rest.

The retail trade was exceptionally good, and
there is a feeling of satisfaction with the large
volume of holiday business. While the demand
for costly jewelry was somewhat curtailed, there
was a large sale of medium-priced goods.

J. H. Crompton, who has been buyer for the
L. Bauman Jewelry Co. for the last several years,
has accepted the position of sales manager and
buyer for the Wm. Weidlich Jewelry Co. He
assumed his new duties on December r5th.

C. L. Stange, traveler for the L. Bauman
Jewelry Co. through the Middle West for the
last several years, has resigned. It is stated that
he will accept a similar position with a Cincin-
nati house.

H. F. Hines, who travels for Weidlich Bros.
Mfg. Co., of Bridgeport, Conn., out of here, left
December 22d on a two-weeks' trip to New York
and Bridgeport.

E. Puellman, traveler for the Wm. Weidlich
Jewelry Co., returned on December 5th from a
six-weeks' trip through Kansas and Nebraska.

The Mermod, Jaccard & King Jewelry Co.
had their eighty-second annual opening on No-
vember 28th. 29th and 30th.

R. 0. Bolt, secretary of the Mermod, Jaccard
& King Jewelry Co., returned on December 5th
from a week's business trip to New York.

The Hess & Culbertson Jewelry Co. had their
holiday opening on November 28th, 29th and 30th.

A. 0. Grimes, formerly with the Mermod,
Jaccard & King Jewelry Co., has accepted a posi-
tion as salesman for the Hess & Culbertson Jew-
elry Co.

J. W. Lovett, formerly with the J. F. Dailey
Jewelry Co., has accepted the position of assist-
ant manager of Loftis Bros. & Co. here.

J. E. Riley, traveler for the Gutfreund-
Kemper Supply Co., returned on December 9th
from a ten-days' Southern trip.

H. H. Markley has accepted a position with
the Gutfreund-Kemper Supply Co. and will repre-
sent them beginning January 1st in northern Mis-
souri, Illinois and the southwest.

In a fire here on the night of November 21st
the stock of the C. R. Hettel Jewelry Co. was
damaged to the extent of $500.

A. L. Blankenmeister, of the Blankenmeister,
Oberting & Co., returned December 9th from a
six-weeks' Western trip.

Charles G. Derleth, for twenty years a jew-
eler at East St. Louis, failed on December 7th.
An involuntary bankruptcy proceeding was insti-
tuted against him by three Eastern wholesalers.
A: C. Johnson was appointed receiver by United
States Judge Francis M. Wright. Mr. Derleth's
liabilities are $40,000 to $45,000, and his assets
are estimated from $r5,000 to $20,000.

On Friday morning, December 9th, at about
8.30 o'clock, four men attempted to rob the jew-
elry store of H. H. Gerhardt, at 3324 Olive street,
this city. They entered the store and found
George Garven, the clerk, alone at the time. Two
of them remained on guard in front of the store
and the other two conducted the attack. While
being shown some plain gold rings by Garven the
two men noticed a large tray of diamonds across
the counter, which were to be placed in the show
window. At this moment one of the robbers
jabbed his gun in Garven's face and ordered him
to hold his hands up. Instead of complying the
clerk ducked to the floor, behind the show case.
The man fired a single shot which went wild.
The robber and the clerk then clinched. The
pistol shot attracted Gerhardt, who was in an-
other room, and as he appeared on the scene he
was greeted by a shot from the leader's gun.
Gerhardt returned the fire, the shot to all ap-
pearances lodging in the man's body, although he,
In company with his confederates, rushed from
the store, dashed up the street and were lost to

view. Up to this writing no clue has been dis-
covered.

The Rosenfield Jewelry Co., of Oklahoma
City, Okla., has been incorporated with a capital
of $ro,000. Incorporators, L. G. Anna and M.
Rosenfield.

Charles W. Beardsley, aged 55 years, a well
known jeweler of Litchfield, Ill., died there on
December loth.

George G. Berg, 72 years old, for nearly
thirty years a traveling salesman for the Missouri
Glass Co., died here November 19th.

A. A. Muecke, a watchmaker from New Or-
leans, has accepted service with the Hess & Cul-
bertson Jewelry Co.

The fraternal organization of the Elks, of
which Morris Eisenstadt, president of the Eisen-
stadt Manufacturing Company, is Esteemed Lead-
ing Knight, gave a charity circus at the Coliseum
here during the week of December 5th to 12th
inclusive. It was a great success.

Louis G. Sartor, traveler for the Elliott Jew-
elry Co., after returning from his trip through
Missouri and Oklahoma, left to spend the holi-
days with his brother, E. W. Sartor, at Lincoln,
Nebr.

J. B. Moore, also traveler for this company,
returned recently from a two-months' trip
through the West, and is spending the holidays
at his old home near Mexico, Mo.

A. R. Wolff, also traveler for this firm, re-
turned recently from a long trip through the
South. He is spending the holidays with his
brother.

Howard Barlow recently opened a jewelry
store at Waverly, Ill.

Jos. Lake recently opened a jewelry store at
Hannibal, Mo.

The Lee-Helmerichs Jewelry Mfg. Co. will
move on January 1st from the second floor of the
Globe-Democrat building to Rooms 605-606 and
607 on the sixth floor of the same building. This
will give them larger quarters, and they expect
to increase their working force.

Ralph Loewenstein, of the R. Loewenstein
Jewelry Co., returned December 8th from a ten-
days' trip through Missouri and Arkansas.

Jas. J. Burke, president of the Brooks Jew-
elry and Optical Co., returned recently from a
short business trip to Chicago.

Fred W. Haverkamp resigned his position
with the Elliott Jewelry Co. to accept service
with the Hess & Culbertson Jewelry Co.

S. J. Arnold, manager for Chas. S. Erber, of
Texarkana, Tex., is making an extended sojourn
in this city.

L. A. Fassett, of Weiss & Fassett, returned
on December 12th from a short business trip to
Omaha, Nebr. On December 6th Mr. Fassett was
presented with a new eight-pound daughter.

Jul. Newman, formerly a member of the firm
of the Aller-Wilmes, Newman Jewelry Co., has
accepted a position as traveling representative
with Heyman 8z Kramer, New York, and will as-
sume his duties on January 1st. Mr. Newman
and wife are spending the holidays in Oklahoma
City, Okla., where they will celebrate their twen-
ty-fifth wedding anniversary.

The Aller-Wilmes Jewelry Co. will move on
January 1st into Rooms 6ot, 602, 603 and 604
sixth floor of the Globe-Democrat building from
the second floor of the same building, where they
are now located. This will give them nearly
three times as much space as they have had.

Lowenstein Bros., now at 607 Globe-Democrat
building, will, on January 1st, move to Rooms
201, 202 and 203 on the second floor of the same
building. This will give them a considerable in-
crease in space.

At the meeting of the St. Louis Association
of Credit Men, held December r5th, most of the
time was occupied in discussing plans for the
creation of a prosecution fund of large dimen-
sions to be used for the criminal prosecution of
fraudulent failures.

The St. Louis Association of Credit Men is
very anxious to establish this fund so as to be
in a position to protect the great territory in
which they do business.

The following buyers were visitors here dur-
ing the month: A. S. Higbee, Roodhouse, Ill.;
C. G. Schlenker and wife, Hickman, Ky.; T. H.
Edwards, Clarksville, Mo.; T. H. Morton, Boone-
ville, Miss.; F. H. Kassel, Cape Girardeau, Mo.;
Adam Hafner, De Soto, Mo.; Felix Keaney, De
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Soto, Mo.; Aug. Kalbitz, Red Bud, Ill.; W. G.
Meyerly, Rich Hill, Mo.; J. N. Coerver, Staunton,
Ill.; C. H. Eubanks, Fairfield, Ill.; Mr. Ball, Ball
& Putnam Jewelry Co., Joplin, Mo.; Robert
Monohan, Gillespie, Ill.; C. W. Hoen, Clinton,
Mo.; N. P. Jenson, Marissa, Ill.; Conrad Borger,
Carrollton, Ill.; A. H. Krause, Greenville, Ill.;
E. L. Meyer, St. Charles, Mo.; W. K. Urbani,
Vandalia, Ill.; T. Vinyard, Piedmont, Mo.; J. A.
Hickman, Puxico, Mo.; Mr. Carlson, Richmond,
Mo.; Geo. N. Moore, Marion, Ill.; Chas. S.
Scanlin, Indianapolis, Ind.; A. Y. Boswell, Tulsa,
Okla.; E. L: Barnard, Alton, Ill.; Roy Goulding,
Alton, Ill.; M. L. Cassell, Lawrenceville, Ill.; W.
R. Hazlewood, Bardwell, Ky.; John Koetting, St.
Genevieve, Mo.; Ernest Bowden, Ripley, Tenn.;
Greenstreet Bros., Owensville, Mo.; Al. Gerber,
Edwardsville, Ill.; D. Guthrie, Raymond, Ill.

The Jewelers' Security Alliance
The regular monthly meeting of the Execu-

tive Committee of the Jewelers' Security Alli-
ance was held on Friday, December 9th, the fol-
lowing members being present : President Sloan,
Vice-President Champenois, Secretary Noyes,
Treasurer Karsch and Messrs. Alford, Bowden
& Brown. The following new members were
admitted:

James 1. Bin, Madelia, Minn.
C. Christenson & Sons, Stoughton, Wis.
L. J. Crawford, Burlington, Wis.
C. B. Hendrickson, Syracuse, N. Y.
Benj. E. Osmond, Bordentown, N. J.
0. C. Retsloff, Winnebago, Minn.
Ruff Jewelry Co., Rock Hill, S. C.
C. H. Beardsley Co., Lansing, Mich.
Frank H. Krebs, Waukegan, Ill.
G. Lowenstein, Brooklyn, N. Y.
Meyer & Gross, Newark, N. J.
Pennsylvania Watch Case Co. (three mem-

berships), York, Pa.
Simon Brothers, Chicago, Ill.
P. H. Shuey, Kennett, Cal.
H. G. Dearnes, Hope, Kans.
J. C. Du Bois, Herkimer, N. Y.
W. S. Fry, Palatka, Fla.
Albertis H. Lewis, Sutton, Nebr.
Perry, Stone & Fulcher, Pittsfield, Mass.
0, C. Rogers & Co., Jacksonville, Ill.
0. C. Rogers & Co., Grinnell, Iowa.
0. C. Rogers & Co., Canton, Ill.
0. C. Rogers & Co., Mason City, Iowa.
C. Burkhardt, Red Bud, Ill.
W. J. Neville, Johnson, Nebr.
H. C. F. Nockin, New York City.
Owen Garrett, S. Berkeley, Cal.
K. M. Anderson, Mt. Pulaski, Ill.

GA. H. Bartels, eorge, Iowa.
Oscar A. Boellner, St. Louis, Mo.
Herbert Cohen, Baltimore, Md.

irc)seph P. Frenzer, Omaha, Nebr.. Sutta, New Haven, Conn.
. L. Whited, Ashland, Oregon.
W. A. Gahlenbeck, Pensacola, Fla.
C. J. Meacham, Bellingham, Wash.
Jas. A. Payson, Jr., Laconia, N. H.
Earl Wolf, Loudonville, Ohio.
Theo. Wolfe, Seattle, Wash.
M. Christiansen, Minneapolis, Minn.
0. E. Coon, Lowell, Mass.
Euclid Optical Co., Cleveland, Ohio.
Mrs. A. M. Haney, Hampton, Iowa.
C. G. Harris Co., Lander, Wyo.
K. K. Keith, Eagle Grove, Iowa.
Koch & Co., Red Wing, Minn.
J. W. Morley, Clarion, Iowa.
H. Bruce Stone, Toledo, Ohio.
H. P. Tracy, Grants Pass, Oregon.
Harry J. Tyson, Chicago, Ill. •
L. Votroubek, Columbus Junction, Iowa.
E. J. Leben, Beaumont, Texas.
E. E. Doolittle, Brodhead, Wis.
Grainger-Hannan Co., Detroit, Mich.
E. L. McDowell, Arkansas City, Kans.
Emil Pfund, Aberdeen, Wash.
George C. Grant, Pekin, Ill.
W. A. Lord Co., Portland, Oregon.
Oleson Brothers, Webster City, Iowa.
Dalton & Mott, Rochester, N. Y.
Art Jewelry & Curio Co., Glenwood Springs, Colo.
Maynard & Co., Boston, Mass.
Linn Bros. Jewelry Co., Denison, Texas.
A. C. Hollenbeck, Cedar Rapids, Iowa.
Benoit Brothers, San Mateo, Cal.
Becken & Bayley, Beaver Dam, Wis.
Lazarus & Weil, Chicago, Ill.
Metropolitan Loan Co., Norfolk, Va.
Baisch Drug & Jewelry Co., Telluride, Colo.
Erne Murbach, Elyria, Ohio.
T. Frank Gilbert, Dunkirk, N. Y.
Swift & Fisher, North Attleboro, Mass.

The following rewards were ordered paid:
No. 123—To Officer John Gilivary, of Paris,

Ill., for the arrest and conviction of Elmer Glick,
who broke into the store of E. P. Haug.

No. 124—To Officers Baker & Swords, of At-
lanta, Ga., for the arrest and conviction of Albert
Brantly, who smashed the window in the store of
J. W. Boone on June 26th and stole a number
of cheap watches.



E extend to the trade our
best wishes for the New
Year and desire to express

our appreciation of their support
which has enabled us to enjoy
the most prosperous year in our
history, our gain for 1910 being
more than the usual increase over
preceding years. This proves a
normal healthy condition of busi-
ness and gives us confidence that
the coming year will meet our
expectations.

Illinois Watch
Company

Springfield
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At the height of the holiday
Southwest season Kansas City and the
Prosperity southwest reflect the solid

prosperity which is based upon
abundant crops which have brought good prices.
It is the opinion of the best posted men in the
jewelry trade that fully as much money is being
spent in this territory at this Christmas season as
ever before. But it is also noteworthy that the
buying as a rule is of less expensive goods. The
volume of business therefore is scattered among
more dealers with a result that there is more
general satisfaction.

Without doubt the fact that quite as much
money is being spent as in other years, but that
it is going for less expensive purchases indicates
more general prosperity than usual. The average
family of this territory is better off financially
than ever before. But the people of the south-
west would not be spending their money so liber-
ally were it not for the encouraging outlook for
next season's crops. Had Christmas come a
month earlier business would have suffered se-
verely, as at that time the prospect in the agri-
cultural country was not bright. For two months
previously there had been a continued drought in
great areas of Kansas, Nebraska, Missouri, Okla-
homa and Texas. Although not much was said
about the situation it was sufficiently discourag-
ing to send thousands of cattle to market that
otherwise would have been held on the ranches.
It was predicted that a shortage of grass would
ruin many ranchmen, and in the wheat country
the seed had not even sprouted in many places.
But timely rains and snows have revived crops,
and the people are confident that the winter will
bring plenty of moisture. This has set a natur-
ally optimistic people to spending their money
freely, if more carefully.

It will be remembered that the
Early Shopping club women of Kansas City

organized a "shopping early"
crusade more than a month ago. That movement
bore excellent fruit, so say the merchants, and
there is less congestion in the stores than usual,
although of course there is little appreciable dif-
ference in the size of the crowds on the streets.
Even early shopping wIl not keep people from
enjoying the exhilaration of mingling in the
happy Christmas throngs upon the streets. But
thousands of women in Kansas City were influ-
enced to complete their shopping early by reason
of the early shopping league's work. Probably
this league will be organized upon a permanent
basis, so that it will be even more effective next
year. At any rate the Kansas City retail mer-
chants are delighted with what it has accom-
plished.

At this time of year, when the
Optimistic money begins to come back
Feeling into the banks from the heavy

borrowers in the cattle-feeding
and grain-shipping districts, there is always a
substantial movement of money into commercial
lines. Already the merchants in the southwest
are figuring on increasing their stocks and mak-
ing improvements and enlargements. Several
new jewelry establishments have entered the field
and others have branched out. It is believed that
the clearing operations of the first of the year
will show that the business of 1910 has been
generally satisfactory. There have been few fail-
ures in this territory, and the prospects for the
coming year are bright. There is a healthy tone
to business and a general feeling of satisfaction
with trade conditions.

N. M. Porter, of Porter & Marlow, died De-
cember irth at his home in Longton, Kansas. He
had been engaged in the jewelry business several
years.

The jewelry store of W. J. Mulnix, at Hol-

den, Mo., was robbed the night of December 1st
by two men, who took more than $3,000 worth
of gold and silverware and about fifty watches.
The men stole a Missouri Pacific handcar and
rode to Centerview, Kans., eight miles East,
where they abandoned it.

L. G. Rosenfield, of Leavenworth, Kans., and
M. Rosen, of St. Joseph, Mo., have opened a
beautiful new store in the Zeiglar building in
Oklahoma City. The firm is known as the Ros-
enfield Jewelry Company, and is incorporated for
$10,000. A store in Leavenworth and another
in St. Joseph are owned and operated by the
same firm.

Frank Kaiser, formerly in business in Kan-
sas City, Mo., and Kansas Cty, Kans., is now in
the employ of the Porter & Wiser Jewelry Co.

J. M. Scott, of the Woodstock-Hoefer Jew-
elry Co., has moved to his new home in the
Country Club district.

C. E. Rose, formerly located at Telluride,
Colo., and Muskogee, Okla., is now in the em-
ploy of the Jaccard Jewelry Co.

The detectives of Kansas City, Kans., are
looking for a short, fat woman and a tali, thin
woman. The oddly matched pair are believed
to be the ones who carried away two diamonds
valued at $60 each from B. J. Dunning's jewelry
store on December 14th after substituting two
"Montana sapphires." The women, Mr. Dunning
says, asked to see the stones, which they ex-
plained were to be a Christmas present for "him."
After two hours' speculation, during which time
the jeweler was to wait on other customers, they
agreed to take the diamond and made a small
payment on it. They wished the stone mounted
in a certain way and said they would return for
it. Neither woman has been heard from since
then.

Chas. Laughrey. who has been in the employ
of J. A. Campbell, Twelfth street jeweler, re-
cently bought an orange grove in Florida, where
he will make his home.

W. D. Hinson, of Newark, Ark., has moved
into a new location and has fitted his store
throughout with new fixtures.

C. R. Ward, of Clever, Mo., recently sold his
business to Chas. Helvey.

M. J. Vincent, of Doniphan, Mo., has gone to
Centralia, Wash., to enter the jewelry business
there.

J. W. Schmandt, of Holden, Mo., recently
returned from a four-months' trip abroad.

Thomas Beddow is the successor to the jew-
elry firm of Beddow & Burton, in Huntsville, Mo.

E. R. Reyer, of Westmoreland, Kans., is
building a 40-foot addition to his jewelry store.

F. M. Dillon is a new jeweler at Claire,
Kansas.

F. E. Stark has bought out the jewelry store
of W. D. Brotchie, of Scandia, Kans.

E. Gallant & Co., of Wichita, have purchased
the business of C. A. Gehring.

F. W. Grover and J. R. Hendricks have
formed a partnership in the jewelry business and
are located at clog Grand avenue.

Mr. Sams, formerly of Sams & Waddell, of
Clinton, Mo., is now in the emnloy of the Jaccard
Jewelry Co.

G. E. Goodel, of Abilene, Kans., will open a
new jewelry store at that place.

McDowell & Curtis, who have been in the
jewelry business at Arkansas City, Kans., for
several years, have dissolved partnership. E. L.
McDowell will continue the business.

Miss Ruth Glenn, formerly of Atchison,
Kans., is a new employee in the credit depart-
ment of the Edwards & Sloane Jewelry Co.

C. A. White, of Tulsa, Okla., expects to open
a new store in Vinita, Okla.

P. S. Park, of Mexia, Tex., has moved his
stock to Bryan, Texas.

Frank Emo. of Glencoe, Okla., has sold his
business to A. J. Gates.

The jewelry firm of Studer-Crawford Co.,
of Waco, Tex., has been changed to the Fred
Studer Co., and has decreased its capital from
$40,000 to $32,000.

The following called at the wholesale houses
last month : J. 0. Stott, Paola, Kans.; W. W.
Kirkman, Edgerton, Mo.; C. W. Penn, Centralia,
Mo.; E. Freeman, Paola, Kans.; Geo. Young, Mo-
berly, Mo.; A. W. Holmes, Bonner Springs,
Kans.; C. J. Benson, Lee's Summit, Mo.; W. S.
Noble, Drexel, Mo.; W. B. De Foe, Higginsville,
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Mo.; L. Hoffman, Leavenworth, Kans.; James
Pizinger, Heisington, Kans.; V. W. Huffman,
Herington, Kans.; Carl Hunnires, Leavenworth,
Kans.; L. S. Slocum, Corning, Kans.; W. A.
Kincheloe, Centerville, Kans.; C. D. Sandison,
Huntsville, IVIo.; W. T. Brown, Sterling, Kans.;
Edward Fraser, Leavenworth, Kans.; Mr. Day,
of Day Jewelry Co., Hollis, Okla.; Fred Bailey,
Newberg, Mo.; G. B. Douglas, Pleasant Hill, Mo.;
A. 0. Dickison, Hiawatha, Kans.; Mr. and Mrs.
R. C. Libby, Wier City, Kans.; Mrs. C. W.
Bowen, of Brunswick, Mo.; H. M. Voorhies,
Peerless Jewelry Co., Rifle, Colo.; Mrs. A. G.
House, Belton, Mo.; J. H. Wuerth, Leavenworth,
Kans.; F. R. Ireland, Wellsville, Kans.; P. R.
Miller, Calhoun, Mo.

The results are being counted now and the
last flurry is on at this writing. A few more
days and this holiday season and business will
be a past event. There is a great diversity of
opinion as to the volume of the month's business.
Your correspondent has interviewed a number of
the trade and there are all kinds of reports. Lots
of jewelers outside the city report good business;
others report only fair returns. Local jewelers
are also divided. Some of the large retail stores
report a fine business; others say that the re-
turns are only fair.

It seems to the writer that if on general
returns the total equals last year, or nearly so,
it will be highly satisfactory when one considers
the general lax condition of steel and its allies,
upon which this section of the country thrives.

Among local jobbers there seems to be a
universally favorable verdict, large increases in
volume of business done being the only reports.
But the real results are to be a matter of future
consideration by our optimistic jobbers. If the
retailers pay up promptly then everything will
be as "serene and placid" as some of our non-
combative politicians. But on the other hand,
if collections should be poor in January, "what
Sherman said of war" will prevail.

There was quite a stir among local jewelers
over the announcement of the leasing of the cor-
ner of Euclid avenue and East Sixth street by
Burt Ramsay, the Colonial Arcade jeweler. The
lease runs for ninety-nine years and takes in
only 21 feet of the Euclid frontage and runs
back about 130 feet. Mr. Ramsay will remodel
this part at once with the idea of using this cor-
ner for a jewelry store. Those who are familiar
with the location will recognize that this takes in
the cigar store and the side entrances to the
Weber Cafe, and will practically eliminate the
grill room of the above. Mr. Ramsay's last ven-
ture in leases in the Scofield building was a
highly remunerative one, and it looks as though
this one might be too.

The firm of Kretchman & Poley, manufactur-
ing jewelers, in the Garfield building, has been
dissolved, Mr. Poley retiring. His interests were
purchased by Gustave Burn, jewelry designer for
the Cowell & Hubbard Co. Mr. Poley had ar-
ranged to enter the picture show business in Car-
bondale, Pa., but at the last minute the deal fell
through and he has decided to remain in this city.

S. G. Bates, engraver, has joined the force
of the Bowler & Burdick Co. He is a graduate
of the W. L. Newmeyer School of Engraving.

L. Schaefer, Canton, was robbed about the
middle of the month of jewelry to the amount of
$1,000.

The following jewelers from the State were
in town early last month: A. G. Chaffee, Wind-
ham; C. H. Dexheimer, Bedford; Kurt Arnold,
Akron ; E. H. Holter, Canton ; D. Thomas, Bar-
berton ; T. W. Davis, Kent; 0. B. Moseley, Will-
oughby; C. E. Whittaker, Clyde; A. R. Kimpton,
Oberlin ; J. C. Sharer, Alliance; C. J. Wurst,
Elyria ; George Clark, Lorain ; Robert Miller,
Lorain; William Kutz, Bellevue; J. W. Helfrich,
Carrolton ; W. C. Fisher, Lorain.
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It has been a very good holi-
The Holiday day season with the Pittsburg
Season jewelry trade in spite of the

quiet condition of most of the
industrial operations in this field. The busy
spring and summer placed the large buying public
in fairly good shape, and this usually is followed
by some show of appreciation during Yuletide
season. During the past few weeks nearly all of
the stores have been well patronized. The sales
in volume have been large and the value of stocks
disposed of have been normal. The activity in
social circles has made matters even more attrac
tive for the retail jeweler. A demand for some-
thing new in stocks, something that is different
from the customary forms, has been fully met,
and good judges say that never before has Pitts-
burg been so well treated in the way of novelties
and high-grade stocks as this season.

The approach of the New
Business Year, too, has made things in-
Changes teresting to the jeweler. Some

changes are contemplated soon
in the location of well-established houses. R.
Siedle & Sons, who have for years been located
at 245 Fifth avenue, and whose present store has
been leased for a long term by the Pittsburg
Press, one of the larger afternoon papers, re-
cently took a long lease on a store at 518 Wood
street, which is to be torn down and rebuilt for
this house before April of 191 1. The store is
almost directly opposite W. W. Wattles' hand-
some store, and is located in an admirable posi-
tion for the retailer, as it is between busy Fifth
avenue and the great department store of Mc-
Creery & Co.

Another change that has attracted attention
is the closing out sale of Goddard, Hill & Co.,
over 237 Fifth avenue. This old-time wholesale
house is being closed out owing to the death of
George E. Goddard, of the firm, and S. W. Hill
is managing the affair. The stocks are being dis-
posed of by both retail and wholesale trading,
and an effort is made to get as much off the
hands of the firm as possible during the holiday
season. It is understood that the business will
eventually be reorganized, but no decision had
been reached in that matter as yet.

During the early portion of
Liberal the holiday trade interesting
Advertising and attractive booklets and

other forms of advertising
were issued by leading dealers for the retail busi-
ness. Sam F. Sipe sent to his many friends and
customers neat little memoranda books, individu-
ally inscribed with the name of the recipient and
similar to those he has been sending for some
time past.

Gillespie Brothers issued a charming booklet
containing illustrations of the interior of their
store and suggestions for gift-buyers. This lat-
ter store, by the way, is one of the busy places
in Pittsburg this season, and is probably better
supplied with stocks for the season than it has
ever been in the past history of the concern.

Mr. Sipe prepared a surprise in the way of
his electric advertising in establishing a high
electric sign at the junction of Fifth and Sixth
avenues and Ross street, which is passed by
nearly every important street car line in Pitts-
burg and over it, erected a Christmas tree with
ornaments all illuminated and made extremely
pretty. The scene at night is all but startling
and forces attention from the hundreds ot thou-
sands who pass it daily.

J. M. Roberts' great store never looked more
attractive than this season. With judicious adver-
tising, too, the house has been getting a good
share of the trade and, like most of the jewelers,
has been keeping "open house" during the De-
cember shopping season both day and evening.

F. P. Roberts Sons has also been showing
a splendid line of novelties and, with Hardy &
Hayes, are making a strong run on silverware.
Wattles' handsome store is also ablaze with a

magnificent line of novelties of the gold and silver
variety.

Heeren Brothers & Co. have displayed some
of the finest stocks of art goods that have ever
been seen in that great store, most of which are
of the imported variety. All of these lines have
become recognized as leaders for this season.

One of the few jewelry-store
A Bold Robbery robberies of the year was re-

ported this month when bur-
glars broke into the rear of the store of John
Yenny, of East Pittsburg, early one morning and
carried off stock to the value of $2,500. Included
in the missing goods were seventy finger rings
and many watches, all of which were recorded.
The•county and city police were informed of the
affair, and have been working on the case. Many
believe that the theft is the work of local thieves
among the foreign class, who are becoming a
serious factor in the community owing to their
tendency toward lawlessness. Considering all the
existing conditions, however, Pittsburg has been
remarkably free from depredations of this kind
this year, and particularly at this season.

Practically all of the jewelers are keeping
open in the evenings just now, and the shopping
crowds in the business section of the city are
enormous.

That portion of the trade making a specialty
of advertising novelties in the jewelry line have
been reaping a harvest in business. The custom
of making gifts by large commercial houses
seems to be on the increase, and this season is
said to have been one of the best in many years.
They range all the way from paper weights to
fountain pens, and their liberal use has resulted
in some very interesting orders placed a few
weeks ago. Pocketbooks, umbrellas and fine
pocket cutlery have also been selected, and as a
rule the jeweler has been applied to for the sup •
ply. The demand for diamonds has been fully
normal, and some of the larger houses claim
that it has been decidedly greater than last year.
In fact goods of the higher grade and price seem
to have been in favor more than usual.

There is much speculation on
As to the Future the future just now. Condi-

tions of the commercial trade
in all lines have not been suggestive of boom
periods by any means for several months, but the
reassuring tone of all statements from leaders in
the great underlying industries that make for
prosperity in the Pittsburg district have been
sufficient to hold up confidence thus far in the
coming spring business.

Building operations, which fell off in the fall
have also a brilliant outlook. Some of the largest
enterprises of this kind for many years are to
be launched in the spring. The municipal im-
provements which caused the re-vote on a bond
issue are to be undertaken in the spring also. It
will mean a new city hall for Pittsburg, the first
in more than half a century, together with the
construction of several great bridges, and a re-
construction of some of the drainage system of
the city, while water supply and other changes to
be made will take up more than $ro,000,000. Al'
this means employment for many thousands of
men steadily for over a year. Then Andrew
Carnegie's munificent gift has brought about the
plans for the immediate completion of the entire
system of technical schools, and incidentally it
will mean the opening of a course in ceramics
and pottery trade instruction, probably the first
of the kind in the country, with the idea of pro-
viding a seat of learning for the future art goods
manufacturers and producers. Yet with it all.
there is being left untouched the jewelry and
watch trade which has no support nor encourage-
ment thus far from those most deeply interested.

Coal mining industry in Pittsburg, while
down to a normal winter level, which means
less strenuous times than when the lake season
is open and the supply for the northwest is mo x -
ing, has maintained a heavier volume than was
expected, and mines are fairly busy with more
men employed than usual for this season. The
coal mining trade, in fact, has been one of the
best friends of the merchants of Pittsburg this
year, for the employment of miners means a gen-
erous distribution of cash trading. The iron arid
steel trade is still in the dumps. It has a
ported activity of about 6o per cent. of capacity,
and until the disturbance over the freight rate
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increase has passed, not much change is looked
for.

Plans are under way for the holding of the
annual banquet of the 24-Karat Club of Pitts
burg, and this event will take place some time in
March.

Course of Instruction in Watchmaking
by the Iowa Retail Jewelers'

Association
The following announcement has been issued

to the Iowa trade by the officers of the State
Association:
Jewelers of Iowa:

The second annual short course of instruc-
tion in watch-making will be held in Des Moines
the latter part of February, 1911, the exact dates
to be given later. This short course will be of
one week's duration, ending with an examination
as to efficiency in watch-making on the last day
of the course. The workmen who pass the ex-
amination and come up to the Iowa standard will
receive a certificate to that effect, duly signed by
the officers and examining board of the asso-
ciation.

As the short course was such a decided
success last year, preparations are being made
for a large attendance this year. I would advise
any prospective attendant that there is a limita-
tion to the number we can accommodate, so by
all means send your application in without delay
to our secretary, Fred Edgar, of Eldora, Iowa,
or to this office, as you may prefer.

This short course is held for the purpose of
raising the standard of skill and ability of our
workmen in the ancient and most honorable craft
—watch-making. The applicant for the course
will be required to have had, at least, some bench
experience and a fair understanding of ordinary
watch-work. This course is not to replace horo-
logical schools, whose good service to the craft
cannot be overestimated, but it is merely a con-
tinuation or rounding off of the education so
well started by these institutions as well as the
regular shops. The instructions will be on the
more advanced work, which is quite often but
slightly understood by the average workman, such
as hairspringing, setting up of escapements, set-
ting of pallet stones, roller action, positions and
isochronism, etc., etc. In addition to this we pro-
vide lectures on topics that any good jeweler
should understand in order to be a successful
workman and jewelry merchant.

The instruction is condensed so we have suc-
ceeded in giving our attendants as much instruc-
tion in advanced watch-work in one week as is
usually picked up in a year in the usual way;
at least, so our students tell us. Employers,
have your workmen attend without fail ! We
will send them back to you a great deal better
workmen. Watch-makers, whether running your
own store or in some one else's employ, do not
fail to come! It will enable you to understand
many a knotty problem in watch-making you did
not understand before. The Iowa certificate
stands for efficiency ! It must be earned by skill.
The examination for same consists in doing ac-
tual bench work, timed and inspected by the ex-
amining board. Any one possessing an Iowa cer-
tificate can point to it with pride as a badge of
efficiency and as the first certificate issued by an
association of craftsmen for skillful work done
under the eye of an expert board.

The examination need not be taken unless
desired by the workmen. This is optional. To
fail on the examination is no discredit ; it can be
taken again at some future time. Applicants for
the short course, to the limit of our capacity for
caring for them, will be considered from other
States where the course is not provided by their
associations. Students must bring lathe and all
tools ; the association will furnish bench, counter
shafts and power.

Charges for the short course and examina-
tion are as follows: Members of the association,
including examination, $5 ; non-members, includ-
ing examination, $8; examination only, $2.

N. Nielson, president, Harlan, Iowa ; John
Hands, vice-president, Iowa City, Iowa; F. Ed-
gar, secretary-treasurer, Eldora, Iowa ; Ed. A.
Shepard, member Executive Board, Oakland,
Iowa ; Joe Goldstone, member Executive Board,
Bennett, Iowa.

KEYSTONE
Solid Gold Watch Cases

HY will any jeweler put up with
an ill-assorted stock picked out
from half a dozen lines when

he could just as well show a complete
and harmonious assortment backed by
the Keystone standards?
Keystone Solid Gold Watch Cases are the

I one complete line of these goods in the
world over Three Thousand Patterns
All sizes Plain Polished, Engine Turned
and Hand Engraved and Decorated at a
wide range of prices.
And what is better the public knows
and trusts the Keystone Trade-Mark.
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The Holiday
Season

It has been a very good holi-
day season with the Pittsburg
jewelry trade in spite of the
quiet condition of most of the

industrial operations in this field. The busy
spring and summer placed the large buying public
in fairly good shape, and this usually is followed
by some show of appreciation during Yuletide
season. During the past few weeks nearly all of
the stores have been well patronized. The sales
in volume have been large and the value of stocks
disposed of have been normal. The activity in
social circles has made matters even more attrac-
tive for the retail jeweler. A demand for some-
thing new in stocks, something that is different
from the customary forms, has been fully met,
and good judges say that never before has Pitts-
burg been so well treated in the way of novelties
and high-grade stocks as this season.

The approach of the New
Business Year, too, has made things in-
Changes teresting to the jeweler. Some

changes are contemplated soon
in the location of well-established houses. R.
Siedle & Sons, who have for years been located
at 245 Fifth avenue, and whose present store has
been leased for a long term by the Pittsburg
Press, one of the larger afternoon papers, re-
cently took a long lease on a store at 518 Wood
street, which is to be torn down and rebuilt for
this house before April of Ica 1. The store is
almost directly opposite W. W. Wattles' hand-
some store, and is located in an admirable posi-
tion for the retailer, as it is between busy Fifth
avenue and the great department store of Mc-
Creery & Co.

Another change that has attracted attention
is the closing out sale of Goddard, Hill & Co.,
over 237 Fifth avenue. This old-time wholesale
house is being closed out owing to the death of
George E. Goddard, of the firm, and S. W. Hill
is managing the affair. The stocks are being dis-
posed of by both retail and wholesale trading,
and an effort is made to get as much off the
hands of the firm as possible during the holiday
season. It is understood that the business will
eventually be reorganized, but no decision had
been reached in that matter as yet.

During the early portion of
Liberal the holiday trade interesting
Advertising and attractive booklets and

other forms of advertising
were issued by leading dealers for the retail busi-
ness. Sam F. Sipe sent to his many friends and
customers neat little memoranda books, individu-
ally inscribed with the name of the recipient and
similar to those he has been sending for some
time past.

Gillespie Brothers issued a charming booklet
containing illustrations of the interior of their
store and suggestions for gift-buyers. This lat-
ter store, by the way, is one of the busy places
in Pittsburg this season, and is probably better
supplied with stocks for the season than it has
ever been in the past history of the concern.

Mr. Sipe prepared a surprise in the way of
his electric advertising in establishing a high
electric sign at the junction of Fifth and Sixth
avenues and Ross street, which is passed by
nearly every important street car line in Pitts-
burg and over it, erected a Christmas tree with
ornaments all illuminated and made extremely
pretty. The scene at night is all but startling
and forces attention from the hundreds of thou-
sands who pass it daily.

J. M. Roberts' great store never looked more
attractive than this season. With judicious adver-
tising, too, the house has been getting a good
share of the trade and, like most of the jewelers,
has been keeping "open house" during the De-
cember shopping season both day and evening.

E. P. Roberts Sons has also been showing
a splendid line of novelties and, with Hardy &
Hayes, are making a strong run on silverware.
Wattles' handsome store is also ablaze with a

magnificent line of novelties of the gold and silver
variety.

Heeren Brothers & Co. have displayed some
of the finest stocks of art goods that have ever
been seen in that great store, most of which are
of the imported variety. All of these lines have
become recognized as leaders for this season.

One of the few jewelry-store
A Bold Robbery robberies of the year was re-

ported this month when bur-
glars broke into the rear of the store of Johp
Yenny, of East Pittsburg, early one morning and
carried off stock to the value of $2,5oo. Included
in the missing goods were seventy finger rings
and many watches, all of which were recorded.
The•county and city police were informed of the
affair, and have been working on the case. Many
believe that the theft is the work of local thieves
among the foreign class, who are becoming a
serious factor in the community owing to their
tendency toward lawlessness. Considering all the
existing conditions, however, Pittsburg has been
remarkably free fr6m depredations of this kind
this year, and particularly at this season.

Practically all of the jewelers are keeping
open in the evenings just now, and the shopping
crowds in the business section of the city are
enormous.

That portion of the trade making a specialty
of advertising novelties in the jewelry line have
been reaping a harvest in business. The custom
of making gifts by large commercial houses
seems to be on the increase, and this season is
said to have been one of. the best in many years.
They range all the way from paper weights to
fountain pens, and their liberal use has resulted
in some very interesting orders placed a few
weeks ago. Pocketbooks, umbrellas and fine
pocket cutlery have also been selected, and as a
rule the jeweler has been applied to for the sup
ply. The demand for diamonds has been fully
normal, and some of the larger houses claim
that it has been decidedly greater than last year.
In fact goods of the higher grade and price seem
to have been in favor more than usual.

There is much speculation on
As to the Future the future just now. Condi-

tions of the commercial trade
in all lines have not been suggestive of boom
periods by any means for several months, but the
reassuring tone of all statements from leaders in
the great underlying industries that make for
prosperity in the Pittsburg district have been
sufficient to hold up confidence thus far in the
coming spring business.

Building operations, which fell off in the fall
have also a brilliant outlook. Some of the largest
enterprises of this kind for many years are to
be launched in the spring. The municipal im-
provements which caused the re-vote on a bond
issue are to be undertaken in the spring also. It
will mean a new city hall for Pittsburg, the first
in more than half a century, together with the
construction of several great bridges, and a re-
construction of some of the drainage system of
the city, while water supply and other changes to
be made will take up more than $1o,00o,000. Al'
this means employment for many thousands of
men steadily for over a year. Then Andrew
Carnegie's munificent gift has brought about the
plans for the immediate completion of the entire
system of technical schools, and incidentally it
will mean the opening of a course in ceramics
and pottery trade instruction, probably the first
of the kind in the country, with the idea of pro-
viding a seat of learning for the future art goods
manufacturers and producers. Yet with it all.
there is being left untouched the jewelry and
watch trade which has no support nor encourage-
ment thus far from those most deeply interested.

Coal mining industry in Pittsburg. while
down to a normal winter level, which means
less strenuous times than when the lake season
is open and the supply for the northwest is mo‘ -
ing, has maintained a heavier volume than was
expected, and mines are fairly busy with more
men employed than usual for this season. The
coal mining trade, in fact, has been one of the
best friends of the merchants of Pittsburg this
year, for the employment of miners means a gen-
erous distribution of cash trading. The iron mid
steel trade is still in the dumps. It has a
ported activity of about 60 per cent. of capacity,
and until the disturbance over the freight rate
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increase has passed, not much change is looked
for.

Plans are under way for the holding of the
annual banquet of the 24-Karat Club of Pitts
burg, and this event will take place some time in
March.

Course of Instruction in Watchmaking
by the Iowa Retail Jewelers'

Association
The following announcement has been issued

to the Iowa trade by the officers of the State
Association:
Jewelers of Iowa:

The second annual short course of instruc-
tion in watch-making will be held in Des Moines
the latter part of February, 1911, the exact dates
to be given later. This short course will be of
one week's duration, ending with an examination
as to efficiency in watch-making on the last day
of the course. The workmen who pass the ex-
amination and come up to the Iowa standard will
receive a certificate to that effect, duly signed by
the officers and examining board of the asso-
ciation.

As the short course was such a decided
success last year, preparations are being made
for a large attendance this year. I would advise
any prospective attendant that there is a limita-
tion to the number we can accommodate, so by
all means send your application in without delay
to our secretary, Fred Edgar, of Eldora, Iowa,
or to this office, as you may prefer.

This short course is held for the purpose of
raising the standard of skill and ability of our
workmen in the ancient and most honorable craft
—watch-making. The applicant for the course
will be required to have had, at least, some bench
experience and a fair understanding of ordinary
watch-work. This course is not to replace horo-
logical schools, whose good service to the craft
cannot be overestimated, but it is merely a con-
tinuation or rounding off of the education so
well started by these institutions as well as the
regular shops. The instructions will be on the
more advanced work, which is quite often but
slightly understood by the average workman, such
as hairspringing, setting up of escapements, set-
ting of pallet stones, roller action, positions and
isochronism, etc., etc. In addition to this we pro-
vide lectures on topics that any good jeweler
should understand in order to be a successful
workman and jewelry merchant.

The instruction is condensed so we have suc-
ceeded in giving our attendants as much instruc-
tion in advanced watch-work in one week as is
usually picked up in a year in the usual way;
at least, so our students tell us. Employers,
have your workmen attend without fail ! We
will send them back to you a great deal better
workmen. Watch-makers, whether running your
own store or in some one else's employ, do not
fail to come! It will enable you to understand
many a knotty problem in watch-making you did
not understand before. The Iowa certificate
stands for efficiency! It must be earned by skill.
The examination for same consists in doing ac-
tual bench work, timed and inspected by the ex-
amining board. Any one possessing an Iowa cer-
tificate can point to it with pride as a badge of
efficiency and as the first certificate issued by an
association of craftsmen for skillful work done
under the eye of an expert board.

The examination need not be taken unless
desired by the workmen. This is optional. To
fail on the examination is no discredit ; it can be
taken again at some future time. Applicants for
the short course, to the limit of our capacity for
caring for them, will be considered from other
States where the course is not provided by their
associations. Students must bring lathe and all
tools ; the association will furnish bench, counter
shafts and power.

Charges for the short course and examina-
tion are as follows : Members of the association,
including examination, $5; non-members, includ-
ing examination, $8; examination only, $2.

N. Nielson, president, Harlan, Iowa; John
Hands, vice-president, Iowa City, Iowa; F. Ed-
gar, secretary-treasurer, Eldora, Iowa ; Ed. A.
Shepard, member Executive Board, Oakland,
Iowa; Joe Goldstone, member Executive Board,
Bennett, Iowa.
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KEYSTONE
Solid Gold Watch Cases

HY will any jeweler put up with\IQ
an ill-assorted stock picked out
from half a dozen lines when

he could just as well show a complete
and harmonious assortment backed by
the Keystone standards?
Keystone Solid Gold Watch Cases are the
one complete line of these goods in the
world over Three Thousand Patterns
All sizes Plain Polished, Engine Turned
and Hand Engraved and Decorated at a
wide range of prices.
And what is better the public knows
and trusts the Keystone Trade-Mark.

VrSTOft,

< 14 K> 071 AN

CI 14K a
)4 .585 FINE 0.

C.c.
TRADE-MARK IN BACK GUARANTEE IN CAP LOOK FOR THIS TAG

THE KEYSTONE WATCH CASE CO.
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I' Ten new popular-priced 0-size Keystone 14 K. Solid Gold Watch Cases—Full Bascine—Hunting
only—Fancy Chased Bow. Prices average $23.00 to $24.00 (Keystone Key).

You will certainly want some of the new watch cases shown
both Keystone Solid Gold and "Jas. Boss" and "Crescent" Gold
to you in January. In ordering simply specify by the design

um' HE Keystone Solid Gold series is far and away the most effective line
that has ever been offered at these popular prices—in fact, a line that
could not have been produced at anywhere near the price but for the

efficiency of the Keystone organization.
1111 The cases are Keystone standard throughout —14 Karat (585 thousandths
rim
re fine)—close fitting—compact and durable model.
PM The ornamentation is finished in a rich 22 Karat color—the monogram spaces

and shields being left bright, in strong contrast with the ornamented back-
!!
P• 

ground. Bows are fancy chased, harmonizing with the decoration of the backs.
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Striking new effects in "Jas. Boss" and " Crescent " Gold-Filled Watch Cases — 0-size and

16-size—Hunting only. Prices, 16-size, $18.90 ; 0-size, $13.10 (Keystone Key).

above to freshen up your assortments for early spring selling—
Filled. All leading jobbers have full stocks and will show them
numbers printed beside each watch case.

N "Jas. Boss" and "Crescent" Gold -Filled the series shows three
16-size and seven 0-size — Hunting only -- designed especially for this
season's trade.

These handsome and striking effects are not only fresh in design—they
mark an entirely new departure in ornamenting gold-filled watch cases.
There is sure to be a brisk demand for both these series.
Stock them. Tell your customers about them. The Keystone advertising is
working for every jeweler who identifies his store with Keystone Solid
Gold and "Jas. Boss" and "Crescent" Gold-Filled Watch Cases.
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Business in every line shows

A Satisfactory marked improvement, and it
begins to look as if the good
old days of 19°6 were rapidly

returning. Perhaps no line of trade has shared

more materially in the general improvement than

the jewelry business. One of the first to suffer

when hard times set in, it has been one of the

last to recover its normal condition. That it is
recovering cannot be doubted. One has only to
spend a short time at the local retail jewelry

stores to witness the change for the better. Last

year there was but little rush, and while some
claimed to have done a satisfactory business dur-
ing the holiday season, there as little rejoicing

and considerable disappointment marked the out-

come.

Season

At present there is an alto-
Good Goods gether different atmosphere.
Have the Call Stores are well filled with buy-

ers, not shoppers, and their
purchases are usually the better quality goods.
Many high-priced diamonds and other precious
stones are moving; expensive silverware that last
year was almost unmarketable is in strong de-
mand; watches of the best brands and most ex-
pensive styles, and in fact all kinds of upper
cuality goods are on the move. People have
money to buy and are paying cash. An unusually
large amount of cheaper stuff is also selling, and
all along the line indications point to one of the
best holiday seasons for many years. Dealers
have anticipated this activity and bought cor-
respondingly heavy, and are prepared to take
care of all the needs of their customers. As one
of the leading dealers puts it, "We are ahead for
the year ; we are ahead for the month, and it
looks as if we would be far ahead for the holiday
trade, and we must say we are satisfied." Simi-
lar expressions of satisfaction come from nearly
everyone connected with the trade. Not only is
-new stuff moving readily, but repair work is
flooding many of the local benches.

Wholesale and manufacturing establishments
here are also sharing in the better times. Many
orders are coming in from dealers who were
unable to foresee the coming rush of business,
and while in some instances they are unable to
care for them on so shott notice, they are making
valiant efforts to handle all the business that
comes. Taken as a whole the year has been an
exceptionally pleasing one in all the various de-
partments of the jewelry business. Orders have
been plentiful and cellections have been normal,
and not the least pleasing feature is the fact that
the improvement gives every evidence of per-
manency.

Optical business is also on the "hum," and
most of the local opticians announce themselves
as contented with conditions. Business is well
distributed, everyone getting a share. That the
improved condition is not simply due to the holi-
day season is evidenced by the fact that opticians
say that there has been a growing demand for
some time. This line being little affected by the
gift season is perhaps a better index to true con-
ditions than jewelry, which enters so largely into
Christmas trade. High quality optical goods are
in strong demand, and on the whole the atmos-
phere is one of healthy betterment.

D. Sand Titus has accepted a position as en-
graver at the retail jewelry store of A. J. Heeson.
Other help that has recently been put on to assist
through the holiday rush are Lee H. Long, C. W.
Bickle and Miss Maud Seibert. "Trade at the
-new location has been splendid," said A. J. Hee-
son. "We have considerably more than doubled
our business of last year."

A. Elleman, proprietor of a retail jewelry
store at 112 East Fifth street, Dayton, was the
victim of a bold robbery recently. Two men
smashed a hole big enough to insert an arm
through the plate glass window with a stone
'wrapped in a newspaper. Although less than two

minutes was consumed in the operation, Elleman
places his loss at $1,633, comprising five ladies'
gold watches, sixty-eight men's gold watches,
eighteen gold lockets, twelve bracelets, six dia-
mond stickpins, one diamond brooch and one gold
knife set with diamonds. No insurance was car-
ried. Although the officers were on the trail in
less than two minutes, the thieves have not been
located.

George Comlossy, student in Michigan Agri-
cultural College, at Lansing, Mich., and Harold
Comlossy, representative of the National Steel
Company, of Pittsburg, are spending the holidays
at the parental home in Toledo.

H. B. Stone, who recently opened a new
jewelry store on Superior street, reports a splen-
did run of business. The rooms have recently
been remodelled and fitted out, making one of
the handsomest stores on the street. Mr. Stone
shares the rooms with the Parker optical estab-
lishment.

Three dozen pieces of table silver consti-
tuted the reward of thieves who recently broke
into the home of C. C. Swartzbaugh, on West
Bancroft street, Toledo. Entrance was gained
through a pantry window.

Carl Irwin, traveling representative of C. G.
Alford & Co., has returned to Toledo, where he
will spend the holidays with his family.

A very enjoyable occasion was pulled off at
Bloomdale, Ohio, recently, when a dozen mem-
bers of Hayward I. 0. 0. F. Lodge, No. 33,
North Baltimore, called at the home of Elijah C.
Markle and presented him with a solid gold badge
with diamond settings as a gift from the lodge.
He is now 88 years old, and has been a member
since 186o.

"Business is simply immense," said J. G.
Kapp, head of the J. G. Kapp Co. "Our sales are
running far ahead of last year. People are buy-
ing good stuff in large quantities." The company
has added a large force of help for the holiday
trade.

A quantity of silverware, gold bracelet,
watch, two lockets, three gold pins and baby ring
were stolen from the home of George Ellis, Pine-
wood avenue, Toledo, last month: The same day
the home of H. G. Jennison, on Robinwood, was
relieved of a quantity of jewelry and furs valued
at $400. No arrests have been made.

Wayfarers on Summit street are thankful to
A. J. Heeson, who recently erected a new street
sign in the form of a handsome Seth Thomas
street clock.

W. A. Rankin, formerly engaged in the man-
ufacturing jewelry business on Superior street,
Toledo, was granted a discharge in bankruptcy
in the United States courts last month. Mr.
Rankin had the distinction of turning out the
original jewelry presented to the King and Queen
of Spain by the city of Toledo, two years ago
when the King Wamba Festival was held here.
He is now connected with the Toledo Chamber of
Commerce.

In an attempt to secure possession of a
quantity of jewelry from the second-hand store
of Joseph Shaw last month, two thugs beat the
proprietor into unconsciousness with a hammer,
necessitating his removal to a local hospital. The
assault was made at about 8 o'clock in the morn-
ing, when the streets were lined with pedestrians.
They were captured in the act and are now locked
up, awaiting trial. They gave the names of
Harry Barnett, aged 17, Toledo, and William
Reman, aged 17, Cleveland.

Ernest Conrad, a prominent young Toledo
jeweler, was last month united in marriage to
Miss Carrie Ulrich, of Waterville. The ceremony
was performed in the Reformed Lutheran Church
at Waterville. A wedding trip through the South
followed. The couple are now at home at 448
Seventh street, East Toledo.

"Trade is very active. There is a good
movement of diamonds, and cheaper goods are
also selling readily. Business is simply splendid,"
said E. Gross, of the Judd-Gross Company. The
following help has recently been put on to help
out the regular store force : Irving Golden,
John Heidelberg, Paul Manton, B. C. Kramer,
Miss Florence Laskey, Miss Rose Von Feit, Miss
Leota Berry, Mrs. Dorothy Ellsworth, Mrs. John
Heidelberg and Mrs. Jessie Househofder.

Arthur Comlossy has been enlisted into the
service to help out the rush at the retail jewelry

81

store of his father, A. Comlossy. He takes to
the work naturally and disports himself like a
veteran salesman.

A pair of diamond cuff links valued at $200
and three gold bracelets were among the loot
secured by thieves from the Toledo home of
M. J. Owen, on Collingwood avenue. W. G.
Coyle, of South street, also lost $15o worth of
family jewelry in the same way. The thieves
have not been apprehended.

Lewis 0. Benner, aged 71 years, who had
conducted a retail jewelry store at Fayette, Ohio,
since 1865, died last month from the infirmities
of old age. He was born in Berks County, Penn-
sylvania, and served three years in the Civil War
as musician in the Second 0. V. C. In his earlier
days he was a composer of violin music of some
note. A widow and five daughters survive him.

Ralph Sawyer, formerly a resident of Toledo,
is in the city shaking hands with his many old
friends. He will spend the holidays here. He is
now the representative of Shaker & Douglas, and
is well known to the jewelry trade.

Mrs. Ralph Ochs, of San Bernardino, Cal.,
while en route with her husband through Toledo,
left her jewel bag with jewels and cash in a
Pullman sleeping car. They were found by a
porter, who turned them into the Toledo office of
the company. By means of the telegraph the
valuables were restored to the anxious owner.

When charged with stealing a watch, chain
and vest from the room of William Blackburn, in
the Washington Hotel, at Springfield, Ohio, Rob-
ert Anderson set up a peculiar defense. He ,
swore that just as he was leaving his room a
hand was extended and that he was given the
things. He had just time to say "I only want
what is coming to me," when Police Judge Mil-
ler responded, "Twenty-five dollars and costs and
thirty days." He was taken to the Xenia work-
house.

"We have added twenty people to our usual
force of twenty-five, and they are all busy,". said
J. J. Freeman, of the big J. J. Freeman & Co.
store. "Trade has been splendid. It is far
ahead of last year. Expensive goods are moving
in good shape. Diamonds and cut glass are sell-
ing in large volume, and there is a heavy demand
for the cheaper lines as well."

General Appraisers Overrule Protests

China Clock Cases Must Pay Duty at 60 Per
Cent. and Works at 40

In a decision handed down last month the
Board of United States General Appraisers failed
to sustain the protest of G. W. Sheldon & Co.
against the assessment of duty by the Collector
of the Port of Chicago on clock cases of china.

In the assessment of duty the merchandise in
question was classified under paragraph 93, tariff
act of 'clog, at the rate of 6o per cent. ad valorem,
and the metal movements or works of the clocks
at the rate of 40 per cent. ad valorem under para-
graph 192 of said act. The importers claimed
that the merchandise consisted of clocks in chief
value of metal, and that the Collector was in
error in classifying the cases and the movements
separately. They claim that the clocks as en-
tireties are subject to the 40 per cent. rate under
paragraph 192.

Bloomingdale Brothers, of New York, suc-
ceeded before the Board of General Appraisers
in reducing the rates of duty on a number of
importations. The merchandise in controversy
is composed in chief of value of mother-of-pearls
used in hat pins, lorgnette chains, and other dress
ornaments, including rosaries.

Most of the goods were assessed by the Col-
lector of Customs at the rate of 6o per cent.
under the provision for "jewelry." General Ap-
praiser Sharretts, who writes the decision for the
board, finds in favor of most of the contentions
of the importers. According to the decision of
the General Appraiser the merchandise is entitled
to enter this country at either 35 or 45 per cent.
under the terms of the Tariff act of 'cog. Col-
lector Loeb's decision is reversed.



"JAS. BOSS" and
"CRESCENT"
Gold-Filled Watch Cases

ITH your customer the
thing that counts is not so
much what a manufacturer

says about his goods as the way
the goods back up what he says.
"Jas. Boss" and "Crescent" Gold-
Filled Watch Cases have fifty-
seven years' reputation with the
American people for making
good in actual service.
Can you afford to identify your store with
any line less well known and trusted?
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Business in every line shows

A Satisfactory marked improvement, and it
begins to look as if the good
old days of 1906 were rapidly

returning. Perhaps no line of trade has shared

more materially in the general improvement than
the jewelry business. One of the first to suffer
when hard times set in, it has been one of the
last to recover its normal condition. That it is
recovering cannot be doubted. One has only to
spend a short time at the local retail jewelry
stores to witness the change for the better. Last
year there was but little rush, and while some

claimed to have done a satisfactory business dur-

ing the holiday season, there v. as little rejoicing

and considerable disappointment marked the out-

come.

Season

At present there is an alto-
Good Goods gether different atmosphere.
Have the Call Stores are well filled with buy-

ers, not shoppers, and their
purchases are usually the better quality goods.
Many high-priced diamonds and other precious
stones are moving; expensive silverware that last
year was almost unmarketable is in strong de-
mand; watches of the best brands and most ex-
pensive styles, and in fact all kinds of upper
quality goods are on the move. People have
money to buy and are paying cash. An unusually
large amount of cheaper stuff is also selling, and
all along the line indications point to one of the
best holiday seasons for many years. Dealers
have anticipated this activity and bought cor-
respondingly heavy, and are prepared to take
care of all the needs of their customers. As one
of the leading dealers puts it, "We are ahead for
the year; we are ahead for the month, and it
looks as if we would be far ahead for the holiday
trade, and we must say we are satisfied." Simi-
lar expressions of satisfaction come from nearly
everyone connected with the trade. Not only is
new stuff moving readily, but repair work is
flooding many of the local benches.

Wholesale and manufacturing establishments
here are also sharing in the better times. Many
orders are coming in from dealers who were
unable to foresee the coming rush of business,
and while in some instances they are unable to
care for them on so short notice, they are making
valiant efforts to handle all the business that
comes. Taken as a whole the year has been an
exceptionally pleasing one in all the 1, arious de-
partments of the jewelry business. Orders have
been plentiful and collections have been normal,

and not the least pleasing feature is the fact that
the improvement gives every evidence of per-
manency.

Optical business is also on the "hum," and
most of the local opticians announce themselves
as contented with conditions. Business is well
distributed, everyone getting a share. That the
improved condition is not simply due to the holi-
day season is evidenced by the fact that opticians
say that there has been a growing demand for
some time. This line being little affected by the
gift season is perhaps a better index to true con-
ditions than jewelry, which enters so largely into
Christmas trade. High quality optical goods are
in strong demand, and on the whole the atmos-
phere is one of healthy betterment.

D. Sand Titus has accepted a position as en-
graver at the retail jewelry store of A. J. Heeson.
Other help that has recently been put on to assist
through the holiday rush are Lee H. Long, C. W.
Bickle and Miss Maud Seibert. "Trade at the
new location has been splendid," said A. J. Hee-
son. "We have considerably more than doubled
our business of last year."

A. Elleman, proprietor of a retail jewelry
store at 112 East Fifth street, Dayton, was the
victim of a bold robbery recently. Two men
smashed a hole big enough to insert an arm
through the plate glass window with a stone
wrapped in a newspaper. Although less than two

minutes was consumed in the operation, Elleman
places his loss at $1,633, comprising five ladies'
gold watches, sixty-eight men's gold watches,
eighteen gold lockets, twelve bracelets, six dia-
mond stickpins, one diamond brooch and one gold
knife set with diamonds. No insurance was car-
ried. Although the officers were on the trail in
less than two minutes, the thieves have not been
located.

George Comlossy, student in Michigan Agri-
cultural College, at Lansing, Mich., and Harold
Comlossy, representative of the National Steel
Company, of Pittsburg, are spending the holidays
at the parental home in Toledo.

H. B. Stone, who recently opened a new
jewelry store on Superior street, reports a splen-
did run of business. The rooms have recently
been remodelled and fitted out, making one of
the handsomest stores on the street. Mr. Stone
shares the rooms with the Parker optical estab-
lishment.

Three dozen pieces of table silver consti-
tuted the reward of thieves who recently broke
into the home of C. C. Swartzbaugh, on West
Bancroft street, Toledo. Entrance was gained
through a pantry window.

Carl Irwin, traveling representative of C. G.
Alford & Co., has returned to Toledo, where he
will spend the holidays with his family.

A very enjoyable occasion was pulled off at
Bloomdale, Ohio, recently, when a dozen mem-
bers of Hayward I. 0. 0. F. Lodge, No. 33,
North Baltimore, called at the home of Elijah C.
Markle and presented him with a solid gold badge
with diamond settings as a gift from the lodge.
He is now 88 years old, and has been a member
since 186o.

"Business is simply immense," said J. G.
Kapp, head of the J. G. Kapp Co. "Our sales are
running far ahead of last year. People are buy-
ing good stuff in large quantities." The company
has added a large force of help for the holiday
trade.

A quantity of silverware, gold bracelet,
watch, two lockets, three gold pins and baby ring
were stolen from the home of George Ellis, Pine-
wood avenue, Toledo, last month. The same day
the home of H. G. Jennison, on Robinwood, was
relieved of a quantity of jewelry and furs valued
at $400. No arrests have been made.

Wayfarers on Summit street are thankful to
A. J. Heeson, who recently erected a new street
sign in the form of a handsome Seth Thomas
street clock.

W. A. Rankin, formerly engaged in the man-
ufacturing jewelry business on Superior street,
Toledo, was granted a discharge in bankruptcy
in the United States courts last month. Mr.
Rankin had the distinction of turning out the
original jewelry presented to the King and Queen
of Spain by the city of Toledo, two years ago
when the King Wamba Festival was held here.
He is now connected with the Toledo Chamber of
Commerce.

In an attempt to secure possession of a
quantity of jewelry from the second-hand store
of Joseph Shaw last month, two thugs beat the
proprietor into unconsciousness with a hammer,
necessitating his removal to a local hospital. The
assault was made at about 8 o'clock in the morn-
ing, when the streets were lined with pedestrians.
They were captured in the act and are now locked
up, awaiting trial. They gave the names of
Harry Barnett, aged 17, Toledo, and William
Reman, aged 17, Cleveland.

Ernest Conrad, a prominent young Toledo
jeweler, was last month united in marriage to
Miss Carrie Ulrich, of Waterville. The ceremony
was performed in the Reformed Lutheran Church
at Waterville. A wedding trip through the South
followed. The couple are now at home at 448
Seventh street, East Toledo.

"Trade is very active. There is a good
movement of diamonds, and cheaper goods are
also selling readily. Business is simply splendid,"
said E. Gross, of the Judd-Gross Company. The
following help has recently been put on to help
out the regular store force: Irving Golden,
John Heidelberg, Paul Manton, B. C. Kramer,
Miss Florence Laskey, Miss Rose Von Feit, Miss
Leota Berry, Mrs. Dorothy Ellsworth, Mrs. John
Heidelberg and Mrs. Jessie Househdder.

Arthur Comlossy has been enlisted into the
service to help out the rush at the retail jewelry
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store of his father, A. Comlossy. He takes to
the work naturally and disports himself like a
veteran salesman.

A pair of diamond cuff links valued at $200
and three gold bracelets were among the loot
secured by thieves from the Toledo home of
M. J. Owen, on Collingwood avenue. W. G.
Coyle, of South street, also lost $t5o worth of
family jewelry in the same way. The thieves
have not been apprehended.

Lewis 0. Benner, aged 71 years, who had
conducted a retail jewelry store at Fayette, Ohio,
since 1865, died last month from the infirmities
of old age. He was born in Berks County, Penn-
sylvania, and served three years in the Civil War
as musician in the Second 0. V. C. In his earlier
days he was a composer of violin music of some
note. A widow and five daughters survive him.

Ralph Sawyer, formerly a resident of Toledo,
is in the city shaking hands with his many old
friends. He will spend the holidays here. He is
now the representative of Shaker & Douglas, and
is well known to the jewelry trade.

Mrs. Ralph Ochs, of San Bernardino, Cal.,
while en route with her husband through Toledo,
left her jewel bag with jewels and cash in a
Pullman sleeping car. They were found by a
porter, who turned them into the Toledo office of
the company. By means of the telegraph the
valuables were restored to the anxious owner.

When charged with stealing a watch, chain
and vest from the room of William Blackburn, in
the Washington Hotel, at Springfield, Ohio, Rob-
ert Anderson set up a peculiar defense. He
swore that just as he was leaving his room a
hand was extended and that he was given the
things. He had just time to say "I only want
what is coming to me," when Police Judge Mil-
ler responded, 'Twenty-five dollars and costs and
thirty days." He was taken to the Xenia work-
house.

"We have added twenty people to our usual
force of twenty-five, and they are all busy,". said
J. J. Freeman, of the big J. J. Freeman & Co.
store. "Trade has been splendid. It is far
ahead of last year. Expensive goods are moving
in good shape. Diamonds and cut glass are sell-
ing in large volume, and there is a heavy demand
for the cheaper lines as well."

General Appraisers Overrule Protests

China Clock Cases Must Pay Duty at 60 Per
Cent. and Works at 40

In a decision handed down last month the
Board of United States General Appraisers failed
to sustain the protest of G. W. Sheldon & Co.
against the assessment of duty by the Collector
of the Port of Chicago on clock cases of china.

In the assessment of duty the merchandise in
question was classified under paragraph 93, tariff
act of 1909, at the rate of 6o per cent. ad valorem,
and the metal movements or works of the clocks
at the rate of 40 per cent. ad valorem under para-
graph 192 of said act. The importers claimed
that the merchandise consisted of clocks in chief
value of metal, and that the Collector was in
error in classifying the cases and the movements
separately. They claim that the clocks as en-
tireties are subject to the 40 per cent. rate under
paragraph 192.

Bloomingdale Brothers, of New York, suc-
ceeded before the Board of General Appraisers
in reducing the rates of duty on a number of
importations. The merchandise in controversy
is composed in chief of value of mother-of-pearls
used in hat pins, lorgnette chains, and other dress
ornaments, including rosaries.

Most of the goods were assessed by the Col-
lector of Customs at the rate of 6o per cent.
under the provision for "jewelry." General Ap-
praiser Sharretts, who writes the decision for the
board, finds in favor of most of the contentions
of the importers. According to the decision of
the General Appraiser the merchandise is entitled
to enter this country at either 35 or 45 per cent.
under the terms of the Tariff act of 1909. Col-
lector Loeb's decision is reversed.
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%/ BALTIMORE

J. Engel & Co., Baltimore street and Hopkins

Place, are issuing a Christmas souvenir in the

shape of blotters, several being clamped together

and covered by a strip of celluloid bearing their

business card and a wreath surrounding the words

"Best Wishes" in colors. The clamp has a button

top bearing the picture of St. Nicholas.

Burglars late last month gained entrance to

the pawnbroking establishment of Louis Stern,

in Annapolis, stealing therefrom goods and un-

redeemed pledges to the value of several hundred

dollars. Mr. Stern requested the aid of the Bal-

timore police who, upon information received

from a colored woman, the keeper of a negro

boarding house, that two strange men had hired

a room from her and leaving two heavy suit-

cases had neglected to return, arrested Charles

Green, also known as John E. Davis, and Alex-

ander Carpenter. The police then proceeded to
look up the record of these two colored men and
obtained further information tending to show

that these men are the ones who some time ago
broke windows in the stores of Steman & Nor-
wig, 429 North Eutaw street, and R. J. Noonan,
327 North Eutaw street, in each case obtaining

jewelry to the value of $5o.

Word has been received here that the Pitts-
burg police have arrested T. N. Arnheim who,
some two years ago, obtained from Frederick
Boucher & Sons, 218 North Charles street, jewelry
to the value of $600 through the use of a forged
letter supposed to have been signed by a Mr.
Knabe, and for which payment was not made.
Arnheim is reported as being anxious to make
payment at this time, and should he do so the
probabilities are that he will not be prosecuted.

The Handicraft Shop, North Charles street,
is exhibiting some very handsome pieces of hand-
made jewelry, the property of Frank G. Hale,
Boston, Mass.

On the charge of jumping bail of $1,000,
under which he was being held for trial follow-

ing his arrest for the theft of an unset diamond
from Michaelson & Levinson, 824 East Baltimore
street, in September last, Abraham Jacobs has

been re-arrested. Two men called at the store
of Michaelson & Levinson and requested Mrs.
Levinson, who waited upon them, to value a ring,

which was done. The men departed and later

one of them returned, asking to be shown some
unset diamonds. This man left without making

a purchase, and afterwards in looking over the
tray which had been brought out for his examina-
tion it was found that he had taken with him

one of the stones, leaving in its place a white
sapphire.

Arthur Wallenhorst, It South Gay street,
recently offered as a prize a large flag for the
best showing made by the military companies of

the McDonough School.

The death is reported of Mr. William E.
Putts, who passed away at his home, to6 War-
ron avenue, after an illness of only five days.
Mr. Putts was a member of the J. W. Putts Co.,
the senior member of which firm died about ten
months ago. He was prominently connected with
the Maryland Naval Reserves, being a' former

lieutenant commander, and of the Ariel Boat

Club. He was 32 years of age. Death was caused

by pneumonia contracted during the Christmas

rush at his place of business. A widow, mother,

two sisters and two brothers survive him.

Washington (D. C.) Letter

Washington as "The Convention City" has

long been the aim of the local Chamber of Com-

merce, and to bring this about a committee was

some time ago appointed to secure necessary

funds, and now A. Lisner, treasurer, reports that

$21,000 has thus far been received. Messrs. Galt

& Bro., Berry & Whitmore and R. Harris & Co.,

each contributed $5o; Castelberg's National Jew-

elry Co., $25, and the following each $to : M.

Goldmith & Son, FIarris N. Brown (Brown &

Armstrong Co.) and A. L. Bissell.
B. P. Rickenbacher, 1213 G street, N. W.,

has again been elected president of the Washing-

ton Greutli-Verein.
Another instance of a jeweler co-operating

with the police and causing the arrest of a thief

came to light when a man by the name of David-

son was taken into custody on the charge of steal-

ing a pair of diamond earrings valued at about

$250. The man offered them to Mr. Cole, who is

in charge of the store of Cole & Swan, at 3413

M street, N. W., for a small amount, thereby

causing him to become suspicious. He told the

man that he had not that amount of money at

the time, but would by 3 o'clock the same after-

noon. In the meantime he telephoned to the
police. It then turned out that the earrings had
been stolen from a house where the man had
been at work taking down awnings.

A number of auction sales have been held
within the city during the past month, the largest
of which in a way, was the sale of matter from
the Dead Letter Office. A great quantity of cheap
watches and plated ware, together with gold and
silver goods, were offered. An unofficial report
states that the Government netted over $10,000
from this sale.

The stock of the late F. Warren Johnson
was sold at public auction in Weschler's ware-
rooms, on Pennsylvania avenue, N. W., and about
$12,000 obtained therefrom. This amount will
be added to that received from the sale of pawn-
tickets, etc., and later divided among the cred-
itors. It is stated that all claims must be pre-
sented to the Probate Court of the District of
Columbia on or before February ii, 1911.

B. Greenberg, 1718 Pennsylvania avenue, N.
W., has caused to be issued some very beautiful
calendars for presentation to his customers. "The
Old Mill," "Burning the Mortgage" and "The
Rail Splitter" are the subjects.

The Kahn Optical Co., 525 Seventh street,
N. W., inaugurated a jewelry department just
prior to the holidays and report having done a
better business than they expected.

The Secretary of War is the recipient of a
very handsome and novel loving cup, sent him
as a souvenir of his recent tour through the
Philippine Islands. The cup itself is of silver,
while the •handles are composed of horns taken
from animals killed in the islands.

The local detective bureau is asking the co-
operation of all jewelers and pawnbrokers in
their endeavor to apprehend the man or men in-
volved in the robbery of the Saks Optical Co.,
708 Seventh street. N. W., on December 19th.
A man dressed in the uniform of a Pullman Car
Company conductor called at the store on the
17th and bought a diamond ring, making a de
posit of $to upon it. On the 79th he called again
just as Mr. Isidore Saks was opening the store
and stating that his wife, for whom he had
bought the ring, thought that the stone was too
small, and asked to be shown some larger ones.
His request was complied with and seven addi-
tional rings were produced. None of these seemed

to suit, so Mr. Saks placed them on top of a tray
inside the show case and went to the safe for
more. While he was doing this the man slipped
his hand inside the case, grabbed the seven rings
and rushed out of the store with Mr. Saks fol-
lowing. It being very early in the morning and
none of the clerks having arrived, Mr. Saks
could not follow further than the street door.
There he encountered a man who told him in
what direction the thief had gone (this appeared
afterwards to have been in just the opposite
way), and Mr. Saks offered the latter a reward
if he would go after him and effect his capture.
The second man refused the offer and Mr. Saks
telephoned to the police. From the actions of
both these men it is believed that the second was
merely a confederate of the first, and he would
have, had Mr. Saks followed, simply raided the
store of its valuable contents. A reward of $too
will be paid for the arrest and conviction of the
man. There is a possibility that this man has
operated elsewhere.

A. D. Prince, of the firm of R. Harris & Co.,
400 Seventh street, N. W., and Roe Fulkerson,
1223 F street, N. W., optometrist, are among
those slated for nomination as members of the
Board of Directors of the Washington Chamber
of Commerce. The election will take place at
the January meeting.

Charles Schwartz, 824 Seventh street, N. W.,
has been elected to membership in the Cham-
1223 F street, N. W., optometrist, are among
of joining its branch organization known as the
Retail Merchants' Association of the Chamber of
Commerce. Mr. Schwartz celebrated his first
anniversary in this city only last month.

Another instance of the value of the watch
record book came to light last month when a
man dropped dead while alighting from a street
car. There were no marks of identification upon
him other than the initials "J. H." in the sweat-
band of his derby, but he did have a watch con-
taining the private scratch mark of R. Harris &
Co., and upon looking it up it was found that
the man's name was J. Hubei, and that the watch
had been purchased in the year 1899.

A large amount of matter of grave interest
to those connected with the jewelry business was
brought up at the December meeting of the Re-
tail Merchants' Association of the Chamber of
Commerce. This association now numbers among
its membership a number of the representative
jewelry firms of Washington, and it is believed
they can do much toward making local condi-
tions much better. Mr. Strasberger, president,
reported that he had been informed by the man-
ager of one of the larger retail stores that they
had done a larger business than they had when
offering trading stamps to their customers as an
inducement. This report is most satisfactory,
coming, as it does, but a few weeks after the
closing of the trading stamp business in the Dis-
trict of Columbia. Several members spoke
against the practice of the newspapers accepting
the advertisements of out-of-town firms who
come here and, using large quantities of space
in the dailies, claim they are offering their goods
at prices much lower than could be obtained in
local stores. This, of course, gives the public not
only a poor idea of their tradespeople, but also
that they are having an opportunity to obtain
some "bargains," whereas, were the truth known,
the material they do purchase is poor in quality
and grossly misrepresented. This does not fol-
low in all cases, but will certainly apply to the
majority.

Explanation was made that, owing to. its
affiliation with the national body, the Retail Jewel-
ers' Association of the District of Columbia can-
not secure membership in the Merchants' Asso-
ciation as a whole, whereupon President Stras-
berger invited all jewelers as individuals to sub-
mit their applications to membership. At the
present time the following jewelers and opticians
are members: Galt & Bro., R. Harris & Co.,
M. Goldsmith & Son, J. Selinger, Schmedtie
Bros., A. 0. Hutterly, Saks Optical Co., Roe
Fulkerson, M. A. Leese & Co., Edwin H. Etz
and others. Mr. H. C. Bergheimer, of Galt &
Bro., and Mr. A. D. Prince, of R. Harris & Co.,
form the Committee on Jewelers and Jewelry,
and Mr. M. A. Leese, of M. A. Leese Optical Co.,

, and Mr. Edwin H. Etz represent the interests of
the optometrists.
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The year just closed has totaled up a little
better than our expectations. The returned ' se-
lection packages from the retailers to the jobbing

jeweler were not as large as they have been in
past Christmases. The wholesale trade are wait-
ing anxiously for some tangible results in the
way of payments for merchandise sold in 1910.
The majority of the salesmen are now at home
and will be in until after stock-taking. This
annual event usually takes place in this territory
from the middle of January to February 1st.
THE KEYSTONE feels that it mist congratulate
the retail jewelers of San Francisco upon their
display of jewels in California flower settings
during the holidays just closed.

J. M. Hadley, a retail jeweler of Sisson, Cal.,
was found dead in a shack on the outskirts of

his town on the morning of December 12th. It

is believed that he committed suicide on account

of despondency over the loss of his establish-

ment by fire a few days previous. The deceased
was 48 years old and leaves a wife and four
children.

Harold Forbes, who has been connected with
the wholesale and retail jewelry interests on the
Pacific Coast for the last ten years, has opened
a very attractive retail jewelry store on Washing-
ton street, at Fifth, Portland, Oregon. This new
establishment was opened just previous to the
holidays, and we are advised that the store was
well patronized during the gift season.

John T. Lowe, who conducts a retail jewelry
store in Holister, reports a very flattering Christ-
mas trade, as he has sold all of the Christmas
novelty goods that he bought while on his recent
stock-buying trip to San Francisco,

George P. Martin, the enterprising retail
jeweler of Watsonville, Cal., paid this city a visit
just before Christmas and made his headquarters
with the well known jobbing firm of M. Schuss-
ler & Co.

Leo Aurich, the manager of the material de-
partment of the Nordman Bros. Co., has just
returned from an extensive trip East. He called
on all of the leading manufacturers in and around
New York and spent a very profitable five weeks

away from his business on this educational trip.

P. C. Pulse passed away suddenly on Satur-
day evening, the 26th of November, after an at-
tack of apoplexy. The deceased had just opened
a new establishment on Broadway, in Oakland.
THE KEYSTONE wishes to join her many friends
in extending sympathy. to Mrs. Pulse in her
bereavement.

G. C. Wilkins, retail jeweler of Red Bluff,
Cal., was among the late out-of-town buyers seen
shopping in the wholesale jewelry district just
before Christmas.

L. C. Koberg, whose retail jewelry store is
located at Healdsburg, Cal., was also among the
out-of-town tradesmen seen in this city a short
time ago.

Alois Felkel, who was formerly in business
on Twelfth street, Oakland, has accepted a posi-
tion and will manage the new establishment of
the late P. C. Pulse store, located on Broadway
near Eleventh street, Oakland.

We regret to report the sudden death of
Mrs. J. C. Miller. The deceased passed away in
the German Hospital after an operation. For-
tunately, her husband, J. C. Miller, of the Al-
phonse Judis Company, was home at the time,

having just returned from a three-months' busi-
ness trip. THE KEYSTONE expresses its sympathy
to Mr. Miller upon this sudden affliction.

After February 1st the San Francisco office
Of THE KEYSTONE Publishing Company will be
on the seventh floor of the Jewelers' Building,
150 Post street.

The progressive manufacturers' representa-
tive, who is usually designated as the one to issue
petitions among the wholesale jewelers in this
city, is very busy at this time circulating a peti-
tion to all of the wholesale jewelry houses to
start in closing their places of business on Satur-
days at one o'clock. The last three months of
last year were so strenuous that almost every-
body in the jobbing houses worked nights and
Sundays, and now that we are in the quiet sea-
son a petition which is being circulated is being
signed up very rapidly.

G. Heitkampber, one of the leading retail
jewelers of Portland, Oregon, has let the con-
tract for the new store fixtures that he expects
to occupy early in February. The new location is
on Yeon Building, on Sixth and Washington
streets. The new store will give him about three
times as much floor space as he had in his old
store.

R. Herz & Bro., the leading retail jeweler
of Reno, Nevada, is receiving the congratulations
of his friends in the trade upon the new fixtures
that he has installed in his new establishment.

R. W. Edwards, the leading retail jeweler of
Oakland, whose store is located on Broadway, at
Thirteenth street, has installed a new pneumatic
cash-carrying system. This new systerd is in
smooth working order and enabled this firm to
handle their holiday rush without friction.

The Belding Brothers, who have been estab-
lished in Portland for a number of years as retail
jewelers, are reaping the benefits of their move
from their old location on Third street to their
new store at Washington and Eighth streets.

H. W. Kleinenbroich, who recently moved
from Washington street to a fine new location on
Twelfth street, near Clay, in Oakland, is the first
retail jeweler in this city to hang out an electrical
sign. This new feature added considerable to
this retail store during the recent holiday season.

Sorensen & Co., leading retail jewelers of
San Francisco, conducting stores at 715 Market
and 2593 Mission street, have issued a very at-
tractive panel calendar for Igii.

Alphonse Judis, the well known wholesale
diamond merchant of San Francisco, has made
arrangements to leave New York, accompanied
by his family, for Europe. They will go via the
Mediterranean, landing in Italy. Mrs. Judis and
her son will tour the latter country, Switzerland
and France, while Mr. Judis is visiting the dia-
mond centers of the old world.

E. V. Saunders, of the jobbing jewelry firm
of A. I. Hall & Son, is back in San Francisco
after having spent a two-months' trip calling on
the different manufacturers in the East.

Carl Landecker, St. Helena's progressive re-
tail jeweler, was among the out-of-town trades-
men in San Francisco last month. Carl's visit
was partly to see two of his older sons, who are
in business in this city.

Denver Letter

The past two or three weeks here have been
busy ones both in the retail and wholesale jew-
elry trade, and indications show a much better
business this year than last. Jewelry for pres-
ents this year has taken a large jump, and it is
believed far exceeds any other one special line.

Denver now has some very beautiful jewelry
stores owing to big improvements that have been
made in the last year, both in the new buildings
and interior alterations, and any of these stores
would do credit to any city in the country.

The wholesalers report a very excellent 1Susi-
ness this year through the out-of-town trade,
which proves that the business is fine in the
country towns as well as the city.

85

P. H. Stockberger has taken charge of the
engraving department with Harry Kortz, of this
city. Mr. Stockberger is an expert in the art,
with long experience.

W. D. Woodrow's store, of La Salle, Colo.,
was almost totally destroyed by fire on Novem-
ber 26th, but is entirely covered by insurance.

C. L. Clark, of the Ed. Lehman Jewelry Co.,
made his last trip of the season into Kansas
early in December.

J. Troosback, formerly of New York City,
a manufacturing jeweler, is now located in Colo-
rado Springs, and reports a very good business.

Frank Moore, of Denver, who has for the
last couple of years been with a New York house,
has severed his connections with that firm and is
new home taking a rest.

Mr. Gibson, Jr., of the Geo. R. Gibson Co.,
made his initial trip to the West this month and
was very well satisfied with the business.

T. B. King, of the Hamilton Jewelry Co.,
made a very extensive trip over the Western
slope the latter part of November and first of
December and did a very nice business.

Mr. Mundy, of the Ashby Jewelry Co., of
Colorado Springs, spent a few days in Denver
the first part of the month in recreation.

Little & Ramsdall have opened up a new jew-
elry store in Sheriden, Wyo.

S. W. Service Jewelry Company, of Sheri-
den, Wyo., have opened up a branch store in
Buffalo, Wyo., and expect to make good.

I. Block has discontinued his business in Sun-
dance, Wyo., and is now with his brother, M.
Block, in Hot Springs, S. D.

H. G. Taylor, who was in the jewelry busi-
ness in Leadville, Colo., about twenty years ago,
has opened up a store in Sheridan, Wyo.

F. L. Thorpe, of Lead, S. D., has just added
pianos to his stock and expects to do a good
business with them.

The Lewis Jewelers' Supply Co. have added
cut glass to their stock, and now have one of the
most complete stocks in this ware in the whole-
sale line.

Morris Cohn, owner of the Morris Jewelry
Co., has opened up a temporary branch store for
the holiday trade at Sixteenth and Champa streets,
and is disposing of a great quantity of goods at
greatly reduced prices.

Robbers tried to break in the store here of
A. J. Stark about 3 A. M. December Ath, and
but for the intervention of an officer would prob-
ably have been successful. The officer noticed a
man and woman standing by the window, and
owing to the hour of the day thought something
was wrong. The couple noticed the officer
watching and started up the street, and in pass-
ing the officer noticed another man following
close behind them. He immediately examined
the door and found they had been trying to pry
it open with a small crow-bar or jimmy. They
had disappeared when he again looked for them.

The Enterprise Jewelry Co. here are having
a big sale prior to their removal into the new
Foster building, which will be feady for them
about January 1st. This is one of the finest and
most modern buildings in the country, and the
Enterprise Jewelry Co. intend to make their store
to correspond.

The following out-of-town jewelers were irt
the city last month : J. F. Barnhart and wife,
of Clayton, New Mexico; M. A. Hipsh, of Ala-
mosa, Cola ; A. Rapin, of Central City, Colo.;
D. J. Kramer, of Salida, Colo.; E. L. Allen, of
Trinidad, Colo.; Leon Harrison, New Windsor,
Colo.. I. 0. Glazier, Greeley, Cola ; J. B. John-
son, Walsenburg, Cola ; C. A. Ball, Durango,
Colo.; S. Rudman, of Rudman & Gottberg, Crip-
ple Creek, Colo.; Mrs. C. J. Yardley, of Greeley,
Cob.; S. Gold, of Cheyenne, Wells, Colo.; H.
Ellithorpe, of Colorado City, Colo.; C. P. Petten-
gill, of Boulder, Colo. •, Mr. Crowder, of Payne
& Crowder, Boulder, Colo.; L. E. Gardner, of
Longmont, Colo.; A. J. Nelson, of Longmont,
Colo.; Art. West, of Marble, Colo.; S. Salmon,.
of Plattevill, Colo.; W. J. Carroll, of Longmont,
Colo.; E. L. Peisar. of Glenwood Springs, Colo.%
W. H. Scheer, of Eaton, Colo.
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The universal opinion of Detroit retail deal.
ers is that the present Christmas season is the
most prosperous in the city's history. For months
the jewelers have been looking for and preparing
for a busy time, and the result has shown that
their judgment was correct. Such crowds of
shoppers were never seen before in jewelry
stores. The sales are not confined to novelties,
but staples are moving rapidly, the better class
of goods especially being in demand. This har-
vest of the retail dealers was foreshadowed by
the business done by the wholesalers during the
past fall. The volume of business handled by
Detroit jobbers during September, October and
November surpassed any previous period in the
City's history. This prosperity is not confined to
Detroit alone, as reports from different sections
of the State show that the trade throughout
Michigan and the territory covered by Detroit
travelers is also sharing in the good times.

Right following the sensational $to,000 rob-
bery in the palatial home of Mrs. Elizabeth Buhl,
early last month came the report of another
robbery of diamonds valued at $4,100 from the
store of Arthur F. Harwood, in the Woodward
Arcade, and the mysterious return of the goods
by mail. The robbery in the Harwood store oc-
curred December 9th, but news of it was sup-
pressed by the police for several days. It was
then given to the city papers, and the next day
the diamonds were returned.

On the night of December 9th Harwood left
his store at 8 o'clock in company with a friend,
a shoe merchant. It has been his custom to lock
his diamonds, which are unmounted, in the safe,
but he cannot recall now whether he put the
wallet containing the stones in the safe or left
it in his desk, which is not locked. That night
a slight blaze was discovered in the Harwood
store, but it was extinguished by the watchman
and two firemen from Engine No. 3, which is but
a few yards away. The next morning the dia-
monds were gone. The detectives questioned
these men closely and were satisfied that they
knew nothing of the missing gems. Following
the publication of the news in the local papers
the wallet with all the diamonds was returned by
mail next morning. Mr. Harwood said that all
the diamonds stolen did not belong to him, but
had been placed with him for disposal. He
claimed to be responsible for them, however, and
offered a reward of $500. The man who took
them did not apply for the reward. There was
nothing about the package to show where it came
from, and the address was badly scrawled in an
effort, apparently, to disguise the handwriting.
The detectives say they have a good idea who the
thief is, and are still at work on the case.

The robbery in the home of Mrs. Buhl was
one of the biggest ever pulled off in Detroit. A
porch-climber entered the house by a rear win-
dow while the family was at dinner and thor-
oughly ransacked the place. He got away with
several handsome necklaces and diamond orna-
ments, some of the pieces being valued at $1,000
each. Mrs. Buhl has offered a reward of $2,000.

The Bonfield Jewelry Co., of this city, has
purchased the bankrupt stock of Frederick Drex-
el & Co., wholesale jewelers, who assigned sev-
eral weeks ago, and will sell it at retail. At a
previous sale Buffalo parties bid $3,500 for the
stock. The bid was made by wire, but after they
looked the goods over they declined to complete
the purchase. The Bonfield Co. has sold the tools
and materials to Henry Statts, and the latter will
open a wholesale material store. He has for sev-
eral years been employed by a Detroit wholesaler.

A man giving his name as Frank Harris, of
Pittsburg, was arrested by Patrolman Bates, after
a hard chase for throwing a brick through the
window of J. H. Garlick's store, 59 Gratiot ave-
nue. Harris secured three watches, but these
were recovered. The brick broke several cut
glass pieces in addition to a window worth $too.
Harris claimed that he was driven desperate by
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hunger, declarinv that he was out of work and
money and had not eaten for three days.

S. M. Schairer, of Dexter, Mich., where he
conducted a jewelry business for several years,
has taken a position with J. H. Garlick.

Elmer Vincent will remove from 411 Wood-
ward avenue, where he has been located for sev-
eral years, to a new store on Grand River ave-
nue, near Fifth street.

0. F. Kleckner, of Milan, will hereafter con-
duct a music store in connection with his jewelry
business.

Albion A. Goodyear, father of Arthur Good-
year, jeweler, with J. H. Garlick, died as the re-
sult of injuries sustained in a fall from a street
car. He attempted to board the car at the front
entrance while it was moving. He fell under
the wheel and his foot was amputated. Owing
to his advanced age the shock proved fatal, death
following in a few hours. '

A. A. Clark, who recently removed from
Brown City to Imlay City, is having his store
rebuilt.

Mrs. J. J. Heath, of Lansing, whose husband
died two months ago, has decided to continue the
business. Mrs. Heath assisted her husband a
great deal in the store and is a very capable
business woman.

H. D. Parker, Lansing, has just completed
the renovating of his store, and he now has one
of the prettiest and most attractive shops in the
State. New cases and fixtures were installed,
the ceilings and walls redecorated and new light
fixtures and windows put in.

E. G. Burlingame, formerly traveling rep-
resentative for the Kennedy Optical Co., has
taken a position with E. J. Thiry 26 Monroe
avenue.

C. C. Newkirk has removed his jewelry busi-
ness from Milsburz to Pinconning.

Miss Fisher, of Blissfield, one of the few
women jewelers in the State, was in the city last
month replenishing her stock.

W. T. Blashill, Oxford, has let the contract
for a new residence to replace the one destroyed
by fire several weeks ago.

J. P. Roberts, of J. P. Roberts & Co., who
recently established a new business in Dexter,
was in the city early last month stocking up with
novelties and Christmas goods.

V. C. Morse, one of the best known jewelers
in the State, has sold his business in Ithaca to
W. F. Walker. Mr. Morse has purchased the
business of the late R. F. Church, in Albion, and
will remove to that town.

A handsome calendar which will be orna-
mented with pictures of all the wholesale men
in the city is now in course of preparation by
the Jewelers' Board of Trade.

The new store of C. H. Beardsley & Co.,
in Lansing, was opened for business on Decem-
ber 3d. The company fitted up one of the finest
establishments in the State, giving the State capi-
tal a store of which any city might well be
proud. The opening was unusually successful.

Now that the improvements which have been
under way for several weeks are completed, E. J.
Berthet has one of the prettiest and most con-
venient stores in the city. Although located in
a basement at No. 93 Griswold street, it has none
of the limitations to be found in the usual base-
ment stores. It is roomy, well lighted and at-
tractive.

In the death of M. L. Landis, proprietor of
the American Engraving School, Detroit, which
occurred late in November, the trade lost one of
its most distinguished members, and Detroit an
excellent citizen. For many years Mr. Landis
conducted a school for engraving in this city, and
his pupils came from almost every State in the
Union. He had a wide reputation as an artistic
workman, and as a teacher he met with much
success. He was a member of the Masonic fra-
ternity and his funeral was under the auspices
of that body. Mrs. Landis will close out the
business as soon as possible.

Albert Hawkins, traveler for the E. H. Pud-
rith Co., wholesale jewelers, surprised his friends
recently by taking unto himself a wife in the
person of Miss Marguerite Trepte. Their honey-
moon was spent in Cleveland.

D. L. Strong, until recently with R. S. &
J. D. Patterson, has taken a position with Fred
Pauli, Pontiac.

Alva Hunn, jeweler at 930 Grand River ave-
nue, one of the best known bachelors in the city,
was married last month to Miss Rose H. Birds-
eye, of Detroit.

A. L. Goldberg, jeweler and pawnbroker, at
22 Monroe avenue, has sold his business to Ben
Jacob.

E. L. Heard, of Tampa, Fla., has accepted
a position with Charles E. Warren & Co. Mr.
Heard will probably remain in Detroit perma-
nently, as the Southern climate does not agree
with him.

A. P. Roberts, who until recently traveled
out of Chicago, has left the road and is now
engaged in the jewelry business in Dexter, Mich.

Claiming that she was out of work and
hungry, a young woman attempted to steal a
diamond ring from Levy's jewelry store at 73
Gratiot avenue, but Mr. Levy caught her before
she had run far. The ring was recovered and
Mr. Levy refused to prosecute. The girl, who
gave her name as Violet Smith, of Toledo, was
allowed to go.

Sol P. Lachman, 1584 Michigan avenue, is
rejoicing over the advent at his home of a little
daughter.

The following jewelers from out of town
called on the wholesale trade during the past
month: H. P. Shane, Bancroft; E. M. Goette,
Orion; R. E. Brackett, Lansing; C. A. Stock-
meyer, Caseville; J. L. Chapman, Ann Arbor;
Max Jennings, St. Clair; A. R. Oliver, Durand;
Charles Challis, South Lyons; S. C. Bucyrus,
Ohio; Fred Pauli, Pontiac; E. J. Peters, Te-
cumseh; H. B. McNally, Brown City; J. C. Clyne,
Tiffin, Ohio; Frank Showerman, Ypsilanti;
Frank Dyer, Cairo; Fred Tewes, Lennox; E. S.
Barnes, Rochester ; W. F. King, Jr., Adrian; L.
H. Cooper, Oxford; George Hamilton, South
Lyons; J. D. Bruce, Burnside; George Chambers,
Mt. Clemens; E. H. Cressy, Saline; C. D. Be-
grow, Meade; M. L. Green, Mt. Clemens; C. W.
Chamberlain, Farmington; Eugene Wagner, Mon-
roe; F. G. String, Monroe; A. R. Oliver, Du-
rand; E. V. Allison, Pontiac; A. B. Milkins,
Wyandotte, and Otto Loomis, Northville.

American Credulity
The arrest last week of swindlers who had

been running what may be called a get-rich-quick
factory in New York, illustrates graphically once
more the astonishing ease with which impudent
scamps obtain the money of ignorant investors.
If the charges made against the Burr brothers
by the postoffice inspectors are true, they have
taken probably several millions of dollars from
credulous people, very largely women or men
whose occupations do not give them keen finan-
cial intelligence. It would seem that all that is
necessary to rob people of this kind is to spend
money enough in advertising to call their atten-
tion to the golden promises of quick and exceed-
ingly large returns for their money. This fact
was emphasized when the inspectors who seized
the office of the Burr brothers found over twenty
thousand dollars in the morning's mail and many
telegrams from people who were afraid that they
would lose their chance to invest. What this
company appears to have done, roughly speaking,
has been to incorporate one bogus stock company
after another with high-sounding titles and the
allegation that each was past the experimental
stage; then to advertise each profusely in the
class of papers which will accept such advertise-
ments; then to reap a quick harvest ; and finally
to let that particular corporation dissolve. This
they seem to have repeated over and over again,
perhaps some forty times. Such operations are
possible only in times of general prosperity, when
small investors have ready money and perhaps
have had their cupidity excited by stories of great
gains in Wall Street stock speculation. The coun-
try will emphatically indorse the announcement
by Postmaster-General Hitchcock that hereafter
the United States Government will not content
itself by issuing what are called mail fraud orders
against such companies, in which they are forbid-
den the use of the mails, but that it will prose-
cute under United States statutes the big swin-
dlers of this class and obtain convictions and
sentences of imprisonment. A few rigorous
prosecutions of this kind are very much needed.—
The Outlook.
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The business conditions are just about the
same as a month ago with a little more hustle
on account of the holiday trade. We are unable
to offer any comment on the holiday business
done in this section of the country at the pres-
ent writing other than that some are satisfied
with what they are doing while others complain
freely, but to judge from the two classes we
would say that business is good and the inven-
tories will show a decided increase in the aggre-
gate for 'gm.

There have been many changes made during
the year such as new stores being opened up,
enlargement of stores and stocks and many of
the old-timers in the smaller towns have sold out
to beginners and moved to larger towns, that they
might continue their growth with the business
world. All things considered, we would say
there is no reason for any one being other than
optimistic about the business conditions of this
part of the country.

Sischo & Beard, St. Paul, are sending out
their new tool and material catalogue to the trade.
The new catalogue is much larger than their
previous one, having 700 pages 9 by 12 inches.
It is printed upon substantial calendered paper
and fully illustrated. The increase in size of
their new catalogue will indicate the wonderful
growth of their business in the last few years.
They have one of the most complete tool and
material stocks in the northwest.

George W. Wooley, the well known St. Paul
manufacturing jeweler, has been working even-
ings and Sundays for the past five weeks, and
does not expect to get caught up with his work
until after Christmas.

Warren Wentworth, formerly of Sischo &
Beard, St. Paul, has taken a position in the ma-
terial department of Reed-Bennett Company,
Minneapolis.

Paul Mueller, Bellingham, Wash., has entered
into partnership with his father in the jewelry
business at that place. His father, K. S. Mueller,
is a well known jeweler at that place, having
conducted a store for some time at 1301 Com-
mercial street.

0. Rygh, formerly with John D. Bodf ors
Co., of Minneapolis, has accepted a position with
W. C. Leber, also of that city, as watchmaker.

The mid-winter gathering of the Minnesota
Retail Jewelers' Association has been set for Feb-
ruary 14th, 15th and r6th in the Twin Cities.
The time of meeting is the only thing that has
been definitely decided upon, but the programme
and entertainment committees are busy making
plans, and will doubtless have a programme that
will be very attractive to all the progressive re-
tail jewelers of the State, and each one who at-
tends will be able to derive much good and go
away feeling that he has had three days of the
most profitable and delightful fellowship that he
has ever had at any meeting of this kind.

Burns Bros., of Pearpont, S. D., have sold
out their business to K. Sieverson. Mr. Sieverson
will no doubt meet with rapid success.

Chas. Sorenson, of Albert Lea, Minn., was in
the Twin Cities on business during the past
month.

Guy Hanson, watchmaker for W. M. Stone,
of Minneapolis, spent Thanksgiving at his old
home in Sioux City, Iowa.

Frank Upson, trade watchmaker of St. Paul,
Minn., has been suffering from an attack of the
grippe.

B. R. Schwarz & Bro. recently changed their
firm name to Schwarz Bros.

Pollock Bros., of Everett, Wash., have opened
a very attractive store in the Commerce building
in that city. They also installed a very up-to-
date repair department. They were formerly lo-
cated at Riverside, Cal.

A. F. Hawkins, formerly of Blue Earth,
Minn., has recently moved to Elmore, Minn.

Mr. Osterberg, of Duncan & Osterberg Co.,
of Eau Claire, Wis., was one of the out-of-town

jewelers who visited the Twin Cities during the
past month. Mr. Osterberg was transacting busi-
ness for the firm.

Samuel Epstin, of the Guarantee Jewelry Co.,
Minneapolis, recently made an extensive trip
through the East buying goods for the firm.

Andrew Mueller, of Mueller & McGuire, jew-
elers, of Northfield, Minn., made a trip to the
Twin Cities during the past month in behalf .of
the firm. Mr. Mueller reports business as being
very good.

Oscar Holmes, jeweler, of Cambridge, Mimi.,
was one of the visiting jewelers seen in the Twin
Cities during the past month.

Leo Block and wife, of Sanborn, Minn., was
recently in St. Paul buying holiday goods. Mr.
Block is looking forward to a large holiday trade.

A new store has been opened on Superior
street in Duluth, Minn., by Sam Segal.

W. Vincent, fOrmerly with the S. Jacobs
Jewelry Company, of Minneapolis, has accepted a
position a.; traveling salesman with H. H. Green
& Bro., of that city.

A. G. Scherf, of Redwing, Minn., made a
business trip to the Twin Cities during the past
month.

C. A. Sherdahl, of Montevideo, Minn., re-
cently attended the fiftieth anniversary of his par-
ents' wedding in Minneapolis.

J. Gould, jeweler, of Glencoe, Minn., was one
of the out-of-town retailers seen among the visit-
ing trade to the Twin Cities during the past
month.

A. L. Mealey, of Delano, Minn., was in the
Tv in Cities buying goods during the past month.

A new jewelry store has recently been opened
at Wabash, corner of Sixth street, St. Paul, by
the Parisian Jewelry Company, of Minneapolis.
This site is very good, as it is on two principal
business streets.

Samuel Cutts, Jr., head salesman for H. H.
Green & Co., Minneapolis, was recently married
and is taking an extensive trip through the West
on his honeymoon.

A new and very attractive jewelry store is
that which was recently opened at 343 Robert
street, St. Paul, Minn., under the name of the
Levy Jewelry Company. It is under the man-
agement of H. Erstine and L. Levy, proprietors
of the Jackson Jewelry Co. store located in Min-
neapolis, Minn.

Major Reese, of Minneapolis, is conducting
an auction sale for J. Ginsberg at 90 East Sev-
enth street. The building which Mr. Ginsberg
occupies will be remodeled in the spring, forcing
him to seek new quarters.

Frank Stuart, Carver, Minn., was in the
Twin Cities during the past month. Mr. Stuart
purchased a large regulated clock which he in-
tends to present to the Masonic Lodge of Carver.

Ole Bratvett, Kenyon, Minn., was in the
Twin Cities the past month buying goods.

All of L. Finklestein's traveling salesmen are
in off the road at the present writing, and re-
port having had a very successful year in their
line.

As a result of the express strike which pre-
vailed in New York during the past month, many
of the local jewelers have received more or less
tampered-with packages, consequently a great
many packages are being sent here from the East
by registered mail to insure their safety.

J. B. Hudson & Son, of Minneapolis, were
compelled to increase their force of salesmen
during the holiday rush.

A. L. Haman, St. Paul, the well known
wholesale watch and diamond dealer, recently
issued one of the most up-to-date catalogues that
has ever been sent out to the trade in this section.

George V. Williams, Cannon Falls, Minn..,
was in the Twin Cities during the past month
buying goods to replenish his stock.

Marks Jewelry Co., A2 East Seventh street,
St. Paul, is holding an auction sale for the pur-
pose of reducing their stock by the first of the
year.

Geo. R. Holmes, jeweler on Robert street,
St. Paul, was on the sick list during the fore part
of the past month.

W. C. Vandervort, jeweler, of Marmarth,
N. D., was calling on the Twin City trade during
the past month.

August Harm, brother to F. H. Harm, the
well-known St. Paul optician and jeweler, is
visiting in St. Paul until after the holidays. Mr.
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Harm has been at Reeder, N. D., for the past
eight months, where he has a large farm., He
will assist his brother in the store while he is
in St. Paul.

F. H. Harm, of F. H. Harm & Bro., 387
Robert street, St. Paul, Minn., recently made a
business trip to Humbolt, Iowa.

Louis Sandoz, of McIntosh, S. D., was one
of the out-of-town retailers to visit the Twin City
trade for the purpose of buying goods during the
past month.

J. B. Hudson, of Minneapolis, has contributed
sixteen different kinds of gems to the collection
of the museum of the St. Paul Institute in St.
Paul. They are as follows: topaz from Brazil,
jade from China, chrysoprase, moonstone, tour-
maline and azurite from California, chrolastrolite
and thompsonite from Lake Superior, opals from
Mexico, rose quartz from South Dakota, tur-
quoise from New Mexico, malachite from Rus-
sia, amethyst from Siberia and lapis from Switz-
erland. The stones are a part of the Clark col-
lection.

C. S. Burnett, jeweler and optician, of Brai-
nard, Minn., was in the Twin Cities the past
month buying goods.

0. F. Winnerlund, 1826 West Superior street,
Duluth, Minn., recently put in a new glass and
copper front which adds a great deal to the ap-
pearance of his store.

H. C. Lammers, of Fairfax, Wis., was one
of the out-of-town retailers to visit the Twin
Cities last month.

Ralph Seigrist, formerly with A. L. Haman
& Co., of St. Paul, Minn., has taken charge of the
tool and material department of Beard Bros., 219
Ryan building, St. Paul. Mr. Seigrist is well
known throughout this section of the country,
having been associated with the trade for many
years. He will doubtless have one of the most
up-to-date departments of the kind in the north-
west, as he is always on the lookout for the latest
ideas along these lines, and he has a thorough
knowledge of material.

A fire which recently broke out in the jewelry
store of E. A. Arhart, Lisbon, N. D., caused
about $6,000 worth of damage before it could
be extinguished. The jewelry stock was almost
totally destroyed, much of it being destroyed by
water and chemicals used to extinguish the fire.
The fire started in the basement and had made
great headway before the fire department arrived.
Mr. Arhart immediately got busy and opened up
another place of business and succeeded in sup-
plying his many customers with holiday goods.

The second annual banquet given by the
Wholesale Jewelers' Association of Minnesota to
traveling men and heads of departments will be
held Saturday evening. January 7th, at the new
Hotel St. Paul, in St. Paul. The leading speaker
of the evening will be Mr. Ben R. Vardeman,
Des Moines, Iowa, who will have for his topic
"The Art of Making a Sale." Several other
speakers have been engaged for the evening.

N. Jensen, the well-known trade watchmaker
of St. Paul, has just perfected the lock-out parts
of one of the most unique telephones on the mar-
ket. The phone is to be used on rural lines, and
has a perfect lock-out attachment which shuts off
all other phones on the line except the number
called, and instead of ringing all the phones on
the line it only rings the one phone desired. Mr.
Frank Adsit, of St. Paul, is the inventor of this
strange but practical device ; but it was Mr. Jen-
sen who made the machinery to operate it. Mr.
Jensen has ability along these lines that few
have. The invention will be a success beyond
any doubt, and will much improve the rural lines.

It was announced in the December issue of
THE KEYSTONE that Sloan Bros., of Minnesota
street, St. Paul, had removed to new quarters in
the new Shubert block, at 482 Wabash street, but
owing to the delny in getting the new quarters
ready for them they did not get in at that time.
They expect, however, to be at their new location
very soon.

Paul Freeman, of Slayton, Minn., has in-
stalled new fixtures in his store and reports busi-
ness as being good.

The Barker Jewelry Co., Minneapolis, just
recently completed the enlargement and remodel-
ing of its store. They have also installed new
fixtures.

A. L. Haman, of St. Paul, made a trip to
Chicago during the past month.
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EYEGLASS HOLDERS
LOOK FOR OUR NAME ON EVERY HOLDER

For several years past we have been
spending a large amount of money
advertising our eyeglass holders to the
consumer through the medium of the
large magazines. By this means we have
made it a well-known and staple article.
Every progressive jeweler should keep a
complete assortment in stock at all times.

We Furnish Gratis Attractive News-
paper Cuts and Advertising Copy for
Use in Your Local Papers. Send for
Them.

Gold and Silver
Thimbles

If you appreciate the commercial value and
reliability resulting from

78 Years' Experience

which goes into every Thimble which we
make, you will see to it that your stock of
goods of our manufacture is complete and
well displayed.

Cuts show two pages from our new
catalogue, which is yours

for the asking

KETCHAIiii"DOUGALL
MANUFACTURERS

15-17-19 MAIDEN LANE, N Y
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The business conditions are just about the
same as a month ago with a little more hustle
on account of the holiday trade. We are unable
to offer any comment on the holiday business
done in this section of the country at the pres-
ent writing other than that some are satisfied
with what they are doing while others complain
freely, but to judge from the two classes we
would say that business is good and the inven-
tories will show a decided increase in the aggre-
gate for 1910.

There have been many changes made during
the year such as new stores being opened up,
enlargement of stores and stocks and many of
the old-timers in the smaller towns have sold out
to beginners and moved to larger towns, that they
might continue their growth with the business
world. All things considered, we would say
there is no reason for any one being other than
optimistic about the business conditions of this
part of the country.

Sischo & Beard, St. Paul, are sending out
their new tool and material catalogue to the trade.
The new catalogue is much larger than their
previous one, having 7oo pages 9 by 12 inches.
It is printed upon substantial calendered paper
and fully illustrated. The increase in size of
their new catalogue will indicate the wonderful
growth of their business in the last few years.
They have one of the most complete tool and
material stocks in the northwest.

George W. Wooley, the well known St. Paul
manufacturing jeweler, has been working even-
ings and Sundays for the past five weeks, and
does not expect to get caught up with his work
until after Christmas.

Warren Wentworth, formerly of Sischo &
Beard, St. Paul, has taken a position in the ma-
terial department of Reed-Bennett Company,
Minneapolis.

Paul Mueller, Bellingham, Wash., has entered
into partnership with his father in the jewelry
business at that place. His father, K. S. Mueller,
is a well known jeweler at that place, having
conducted a store for some time at 1301 Com-
mercial street.

0. Rygh, formerly with John D. Bodf ors
Co., of Minneapolis, has accepted a position with
W. C. Leber, also of that city, as watchmaker.

The mid-winter gathering of the Minnesota
Retail Jewelers' Association has been set for Feb-
ruary 14th, 15th and I6th in the Twin Cities.
The time of meeting is the only thing that has
been definitely decided upon, but the programme
and entertainment committees are busy making
plans, and will doubtless have a programme that
will be very attractive to all the progressive re-
tail jewelers of the State, and each one who at-
tends will be able to derive much good and go
away feeling that he has had three days of the
most profitable and delightful fellowship that he
has ever had at any meeting of this kind.

Burns Bros., of Pearpont, S. D., have sold
out their business to K. Sieverson. Mr. Sieverson
will no doubt meet with rapid success.

Chas. Sorenson, of Albert Lea, Minn., was in
the Twin Cities on business during the past
month.

Guy Hanson, watchmaker for W. M. Stone,
of Minneapolis, spent Thanksgiving at his old
home in Sioux City, Iowa.

Frank Upson, trade watchmaker of St. Paul,
Minn., has been suffering from an attack of the
grippe.

B. R. Schwarz & Bro. recently changed their
firm name to Schwarz Bros.

Pollock Bros., of Everett, Wash., have opened
a very attractive store in the Commerce building
in that city. They also installed a very up-to-
date repair department. They were formerly lo-
cated at Riverside, Cal.

A. F. Hawkins, formerly of Blue Earth,
Minn., has recently moved to Elmore, Minn.

Mr. Osterberg, of Duncan & Osterberg Co.,
of Eau Claire, Wis., was one of the out-of-town
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jewelers who visited the Twin Cities during the
past month. Mr. Osterberg was transacting busi-
ness for the firm.

Samuel Epstin, of the Guarantee Jewelry Co.,
Minneapolis, recently made an extensive trip
through the East buying goods for the firm.

Andrew Mueller, of Mueller & McGuire, jew-
elers, of Northfield, Minn., made a trip to the
Twin Cities during the past month in behalf .of
the firm. Mr. Mueller reports business as being
very good.

Oscar Holmes, jeweler, of Cambridge, Minn:,
was one of the visiting jewelers seen in the Twin
Cities during the past month.

Leo Block and wife, of Sanborn, Minn., was
recently in St. Paul buying holiday goods. Mr.
Block is looking forward to a large holiday trade.

A new store has been opened on Superior
street in Duluth, Minn., by Sam Segal.

W. Vincent, fOrmerly with the S. Jacobs
Jewelry Company, of Minneapolis, has accepted a
position a3 traveling salesman with H. H. Green
& Bro., of that city.

A. G. Scher f, of Redwing, Minn., made a
business trip to the Twin Cities during the past
month.

C. A. Sherdahl, of Montevideo, Minn., re-
cently attended the fiftieth anniversary of his par-
ents' wedding in Minneapolis.

J. Gould, jeweler, of Glencoe, Minn., was one
of the out-of-town retailers seen among the visit-
ing trade to the Twin Cities during the past
month.

A. L. ivlealey, of Delano, Minn., was in the
Tv,in Cities buying goods during the past month.

A new jewelry store has recently been opened
at Wabash, corner of Sixth street, St. Paul, by
the Parisian Jewelry Company, of Minneapolis.
This site is very good, as it is on two principal
business streets.

Samuel Cutts, Jr., head salesman for H. H.
Green & Co., Minneapolis, was recently married
and is taking an extensive trip through the West
on his honeymoon.

A new and very attractive jewelry store is
that which was recently opened at 343 Robert
street, St. Paul, Minn., under the name of the
Levy Jewelry Company. It is under the man-
agement of H. Erstine and L. Levy, proprietors
of the Jackson Jewelry Co. store located in Min-
neapolis, Minn.

Major Reese, of Minneapolis, is conducting
an auction sale for J. Ginsberg at 90 East Sev-
enth street. The building which Mr. Ginsberg
occupies will be remodeled in the spring, forcing
him to seek new quarters.

Frank Stuart, Carver, Minn., was in the
Twin Cities during the past month. Mr. Stuart
purchased a large regulated clock which he in-
tends to present to the Masonic Lodge of Carver.

Ole Bratvett, Kenyon, Minn., was in the
Twin Cities the past month buying goods.

All of L. Finklestein's traveling salesmen are
in off the road at the present writing, and re-
port having had a very successful year in their
line.

As a result of the express strike which pre-
vailed in New York during the past month, many
of the local jewelers have received more or less
tampered-with packages, consequently a great
many packages are being sent here from the East
by registered mail to insure their safety.

J. B. Hudson & Son, of Minneapolis, were
compelled to increase their force of salesmen
during the holiday rush.

A. L. Haman, St. Paul, the well known
wholesale watch and diamond dealer, recently
issued one of the most up-to-date catalogues that
has ever been sent out to the trade in this section.

George V. Williams, Cannon Falls, Minn.,
was in the Twin Cities during the past month
buying goods to replenish his stock.

Marks Jewelry Co., /12 East Seventh street,
St. Paul, is holding an auction sale for the pur-
pose of reducing their stock by the first of the
year.

Geo. R. Holmes, jeweler on Robert street,
St. Paul, was on the sick list during the fore part
of the past month.

W. C. Vandervort, jeweler, of Marmarth,
N. D., was calling on the Twin City trade during
the past month.

August Harm, brother to F. H. Harm, the
well-known St. Paul optician and jeweler, is
visiting in St. Paul until after the holidays. Mr.

Harm has been at Reeder, N. D., for the past
eight months, where he has a large farm. He
will assist his brother in the store while he is
in St. Paul.

F. H. Harm, of F. H. Harm & Bro., 387
Robert street, St. Paul, Minn., recently made a
business trip to Humbolt, Iowa.

Louis Sandoz, of McIntosh, S. D., was one
of the out-of-town retailers to visit the Twin City
trade for the purpose of buying goods during the
past month.

J. B. Hudson, of Minneapolis, has contributed
sixteen different kinds of gems to the collection
of the museum of the St. Paul Institute in St.
Paul. They are as follows : topaz from Brazil,
jade from China, chrysoprase, moonstone, tour-
maline and azurite from California, chrolastrolite
and thompsonite from Lake Superior, opals from
Mexico, rose quartz from South Dakota, tur-
quoise from New Mexico, malachite from Rus-
sia, amethyst from Siberia and lapis from Switz-
erland. The stones are a part of the Clark col-
lection.

C. S. Burnett, jeweler and optician, of Brai-
nard, Minn., was in the Twin Cities the past
month buying goods.

0. F. Winnerlund, 1826 West Superior street,
Duluth, Minn., recently put in a new glass and
copper front which adds a great deal to the ap-
pearance of his store.

H. C. Lammers, of Fairfax, Wis., was one
of the out-of-town retailers to visit the Twin
Cities last month.

Ralph Seigrist, formerly with A. L. Haman
& Co., of St. Paul, Minn., has taken charge of the
tool and material department of Beard Bros., 219
Ryan building, St. Paul. Mr. Seigrist is well
known throughout this section of the country,
having been associated with the trade for many
years. He will doubtless have one of the most
up-to-date departments of the kind in the north-
west, as he is always on the lookout for the latest
ideas along these lines, and he has a thorough
knowledge of material.

A fire which recently broke out in the jewelry
store of E. A. Arhart, Lisbon, N. D., caused
about $6,000 worth of damage before it could
be extinguished. The jewelry stock was almost
totally destroyed, much of it being destroyed by
water and chemicals used to extinguish the fire.
The fire started in the basement and had made
great headway before the fire department arrived.
Mr. Arhart immediately got busy and opened up
another place of business and succeeded in sup-
plying his many customers with holiday goods.

The second annual banquet given by the
Wholesale Jewelers' Association of Minnesota to
traveling men and heads of departments will be
held Saturday evening. January 7th, at the new
Hotel St. Paul, in St. Paul. The leading speaker
of the evening will be Mr. Ben R. Vardeman,
Des Moines, Iowa, who will have for his topic
"The Art of Making a Sale." Several other
speakers have been engaged for the evening.

N. Jensen, the well-known trade watchmaker
of St. Paul, has just perfected the lock-out parts
of one of the most unique telephones on the mar-
ket. The phone is to be used on rural lines, and
has a perfect lock-out attachment which shuts off
all other phones on the line except the number
called, and instead of ringing all the phones on
the line it only rings the one phone desired. Mr.
Frank Adsit, of St.' Paul, is the inventor of this
strange but practical device ; but it was Mr. Jen-
sen who made the machinery to operate it. Mr.
Jensen has ability along these lines that few
have. The invention will be a success beyond
any doubt, and will much improve the rural lines.

It was announced in the December issue of
THE KEYSTONE that Sloan Bros., of Minnesota
street, St. Paul, had removed to new quarters in
the new Shubert block, at 482 Wabash street, but
owing to the delay in getting the new quarters
ready for them they did not get in at that time.
They expect, however, to be at their new location
very soon.

Paul Freeman, of Slayton, Minn., has in-
stalled new fixtures in his store and reports busi-
ness as being good.

The Barker Jewelry Co., Minneapolis, just
recently completed the enlargement and remodel-
ing of its store. They have also installed new
fixtures.
. A. L. Haman, of St. Paul, made a trip to
Chicago during the past month.
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Model A
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Model C
Adiustable to various angles by Ratchet
.and Nut at back. In general appearance
it closely matches many makes of speed.
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Models A, D and C it projects through
of case. On Models D and E it pro-
through bottom of case and elimi-
seconds dials. Compact and effect.
IF CLOCKS wanted PITTED with
device. ADD 82.50 to Price Lists. 

ft,—,, Add $2.50 to above prices if want fitted
with the stem wind and stem setting device.

In ordering, state the model and size
wanted.

The movements are 8-day, high-grade,
very rigidly built, are 7-jeweled and have Bre-
guet hairsprings and compensation balances
with timing and balance screws, etc., and are
secured by screws through back of case—the
best possible way.

The cases are of the approved "screw
bezel." water and dust proof type and are
made of polished brass. but to order" will be
finished Nickelled.

MORGAN & ALLEN CO.
Cal. i 

SALES AGENTS BOSTON CLOCK CO., 16 State Street, Boston, Mass., U. S. A.150 Post St., San Franciaco, 
1 
Pacific Coast and Colorado I 

KETCHAM &McDOUGALL
AUTOMATIC

EYEGLASS HOLDERS
LOOK FOR OUR NAME ON EVERY HOLDER

For several years past we have been
spending a large amount of money
advertising our eyeglass holders to the
consumer through the medium of the
large magazines. By this means we have
made it a well-known and staple article.
Every progressive jeweler should keep a
complete assortment in stock at all times.

We Furnish Gratis Attractive News-
paper Cuts and Advertising Copy for
Use in Your Local Papers. Send for
Them.

Gold and Silver
Thimbles

If you appreciate the commercial value and
reliability resulting from

78 Years' Experience

which goes into every Thimble which we
make, you will see to it that your stock of

goods of our manufacture is complete and
well displayed.

Cuts show two pages from our new
catalogue, which is yours

for the asking

ESTABLISHED I 1132

KETCHAM & McDOUGALL
MANUFACTURERS

15-17-19 MAIDEN LANE, N Y



BY SIMPLY SIGMA!
THE COUPON

THE MOST POWERFUL BACKING
ANY JEWELER EVER HAD IS YOURS!

\*s
" This Original, Stupendous, Far-reaching Proposition of Ours is for

Jewelers Who Wish to Increase Their 1911 Volume of Business—for

Jewelers Who Want a Larger, Better, and More Profitable Business!"

S.
S.

S.

WHITE, \\
WILE &
WARNER, •

Advertising Dept.,

BUFFALO, N. Y.
S.GENTLEm EN :—W ithout

obligating myself in the
least, I want to hear full par- \
ticulars as to this advertising of ■
yours in the Magazines that will S.
reach over 40 million people. I N.
would like to know how this advertis-
ing is going to increase my business. I
also wish full particulars about your new '‘
tot 1 Birthstone Mechanical Window Display, \
which you are giving away "Absolutely Free."
It is distinctly understood that this information \
is given without incurring any obligation on my N
part.

Name  

Address  

Originality, ability, and persistence, have
conquered empires, scaled mountains, built
bridges, constructed cities and advanced civili-
zation; and the same type of endeavor is re-
quired in large measure in the building of a
business, if it is to be successful. Your suc-
cess the coming year depends entirely upon
the methods you employ. You know that in
these days of keen competition it is absolutely
necessary for the retailer to be original—to
have something better than his competitors.
Success is written upon the records of the
jeweler who takes advantage of this really re-
markable combination that we offer. Every
man who has scratched his name upon the
tablet of time was a self-believer. To be suc-
cessful you must have boldness, confidence in
self, ambition, daring, and determination.
The strength of our wonderful proposition
and the merit of our rings will make any man
bold, confident, daring, determined—will make
any man successful. Be a self-believer. Only
the ambitious achieve, and ambition without
initiative is a useless possession—it has as
much value as a gun without ammunition.
You have the ambition, we furnish the in-
itiative—we furnish the ammunition. Our
methods will increase your business—increase
your profits. Surely you will not deny your-
self this opportunity of increased success.
Surely you will not deny yourself the privi-
lege of securing all this advertising—the
privilege of selling the only permanently in-
sured ring in the world—when it simply and
only involves the signing of the coupon.

"Make Arrangements Now for 1911"

In most cities and towns W.W.W. Rings
are supplied to only one jeweler. Are you
going to represent us in your city? Is your
or your competitor's store going to be the

S. one to sell the Ring that these 40 million
S. people are going to read about? You
S. surely are not going to be found

lacking in foresight and ability—

you surely are not going to permit someone
else to gain any advantages over you. These
benefits that we offer are yours for the asking.
We seek jewelers who are anxious for a way
to increase their ring business. We seek the
wise jewelers—the good business men—the
men who want more actual profits. We seek
every wide-awake, financially responsible
jeweler in the United States, and every such
jeweler should seek our proposition.

"Ihe New Birthstone Mechanical

Window L&, for 1911"
Not only will we advertise the W.W.W.

Permanently Insured Ring to over 40,000,000
people (almost half of the population of the
United States), but we will also advertise it
through your window. This Birthstone Me-
chanical Window Display is really something
wonderful. It is the most original thing of
its kind that has ever been invented by the
human mind. It is a beautiful fixture, and
will attract every man and woman, boy and
girl, to your window. It will attract both the
old and the young. This Mechanical Display
represents the twelve birthstones of the year.
This display moves—it points out to the
people the stone representing their birth.
Each birthstone is reproduced on this really
remarkable display, and the mechanism of it
is so wonderful that it cannot help but hold
the attention of the passer-by—it cannot help
but cause the people of your city to talk about
it, and, furthermore, it cannot help but create
a desire for the birthstone ring. This display
not only attracts, but it educates. No one in
any business ever before attempted to use
such an original, expensive and wonderful
display for advertising purposes. It will be
the talk of your community—it will be the
talk of the jewelry world. This display is not
for sale, it goes absolutely free to the jewelers
who buy W.W.W. Rings, and goes to but one
jeweler in a city. if you want it exclusively
in your city sign the coupon.
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40 MILLION PEOPLE OF THIS
GREAT COUNTRY

WILL BE TOLD THROUGH "THE SATURDAY EVENING POST"
AND OTHER MAGAZINES REGARDING THE W. W. W. MORE

THAN MERELY "GUARANTEED" RING
We will tell them about a ring that was

first made well and "guaranteed" afterward.
We will tell them about this ring in such a
convincing manner that thousands of the
people who read these advertisements will at
once have a great desire to wear one or give
one as a gift. They will become so familiar
with the W.W.W. Permanently Insured Ring
that it will be to the interest of every pro-
gressive jeweler in the United States to have
the W.W.W. Ring on sale.

" Direct to Your Customers"

Now that we have acquainted the thou-
sands of Retail Jewelers in the United States
with the W.W.W. Ring, we feel it our duty
to begin to tell the consumer—the men and
women, th.! boys and girls—that the W.W.W.
Permanently Insured Ring is the ring for
them to buy.

"A Remarkable Campaign"

The main object in planning this cam-
paign is to assist the Retailer in increasing
his business—to make it easier for him to sell
rings—to teach the people the difference be-
tween W.W.W. and other rings. We want
every man, woman, boy and girl to know that
the W.W.W. Rings represent something good.
We want them to know it stands for the
"Best" in rings—we want them to know that
the W.W.W. Ring is Permanently Guaran-
teed—we want them to know that the
W.W.W. Ring is made so well that it is
worthy of a Guarantee—we want to impress
upon them the importance of buying the
W.W.W. Ring for the Reason that it was first
made well and "Guaranteed" afterward.

"Increased Profits---Increased Business

for the Retailer"

This advertising is done for the Retailer
who sells W.W.W. Rings. This Advertising
will make it easy to sell W.W.W. Rings.
Over 4o Million People will know about this
really remarkable W.W.W. More Than
Merely "Guaranteed" Ring. Thousands of
these 40 Million People will have a desire to
wear a W.W.W. Ring—a ring that is made so
well that it can be Guaranteed—a ring that
will never cost the wearer a penny for repairs.
The people in your community—your friends,
your customers, hundreds whom you want
as customers and friends—will read about
these Rings—they will want the W.W.W. Ring
either for themselves or to be purchased as a
gift Increased Profits, Increased Business
conie to the Retailer who sells W.W.W.
Rings.

" Do Not Allow the Word 'Guarantee'

to Confuse You"

The W.W.W. Ring is Guaranteed because
it is worthy of a Guarantee. It was first
made well and "Guaranteed" afterward. It is

more than a Merely "Guaranteed" Ring—
please distinguish the difference between a
ring that is "Guaranteed" to meet competition
and one that is Guaranteed because its su-
perior qualities entitle it to a Guarantee.
Years ago we discovered that thousands of
people hesitated before buying a set ring, be-
cause a great many of the set rings in the
market were so poorly set that the sets came
out after a short time of wear. We therefore
devoted thought and energy to making a Per-
fect Set Ring—one that was set as well as a
ring could be set. We taught intelligent men
how to set rings so the stones would stay in.
After years of study—years of preparation—
we succeeded in getting together an army of
men who know how to make and set a Per-
fect Ring, the consequence of which is that
we can now guarantee a W.W.W. Ring.
This, and only This, accounts for the "Per-
manently Insured W.W.W. Ring"; and be-
cause of this perfection we are going to tell
over 40,000,000 people about it. Are You
going to be one of the s000 Jewelers who will
sell this W.W.W. Ring? The decision rests
with you. Sign the coupon to-day. It will
bring you the information every ambitious
Jeweler should have.

WHITE WILE & WARNER
Makers of Rings In Which The Stones Do Stay

Buffalo, New York



THE 8-DAY HIGH GRADE

" CHELSEA,/
AUTO CLOCK

"SPECIAL" " OFFSET"

"ROUND" "LIMOUSINE"

Primarily intended for use inside the bodies
of large enclosed cars, slid for such use its
case can be given a variety of fine finishes.
It also makes an attractive clock for use on
dashboards. Only made in 244-inch size.
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8-Day High-Grade

NOW and for YEARS the RECOGNIZED STANDARD of EFFICIENCY

Clocks built with a view to stand the jars and jolts and rough riding of Automo•
biles. Reputation the highest. Used by parties demanding the BEST.

r/CO-ALL SIZES STATED ARE THE APPROXIMATE DIAMETERS
OF THE DIALS

All are 8-day, High-Grade. All are in DUPLEX (patent applied for) polished
cast brass cases, the most thoroughly waterproof case on the market. The
"SPECIAL" clocks show dial on an angle; its inner cased clock, when removed
from the outer (locked) case, is excellent for use on mantels, bureaus, etc., when
touring; its outer case is screwed to dashboard by hidden screws. The SPECIAL"
clocks are in large demand from dealers for owners of finest cars.

The MOTOR CLOCK has the same clock movement which for years we have
supplied for the hard use on Locomotives, Steam Fire Engines, etc.; its dial is of
same appearance as the Auto Clock dial, but the Auto Clock movement has a some-
what finer train.

The 3% MOTOR " OFFSET " is likely to prove a quick, ready seller. Very
attractive.

PRICE LIST (Per Clock)

"Round " "Offset " "Special " "Limousine"

"CHHSER" 2%-in. Auto Clock . • . $26.00 $28.00 $36.00
3' :2-in. Auto Clock . . . 28.00 30.00 45.00 Only made in

Motor Clock . • 24.00 26.00 41.00 e.1-inch size

If wanted fitted with outside (patent applied for) stem-winding and stem-set-
ting device—the best of its kind—Add $2.75 to above Price Lista. (Such device we
do not apply to the Specials.")

For Use on AUTOMOBILES and MOTOR BOATS

You want the Best ? Ask your DEALER for the
" CHELSEA"

CHELSEA CLOCK C0.16 State St., Boston, Mass.

IT WILL YIELD YOU LARGE RETURNS

Before you spend $1.00 for the promotion of your business,

be sure to place some distinctive mark on your store front,

which will tell the buying public night and day, now, next

year and ten years from now, what you have for sale.

An Electric Sign is the Mark to Use

This is but one of the 200 styles we make

All are ready for immediate delivery

CATALOG IS READY TOO
BETTER SEND FOR IT TO-DAY

Chicago Watch Tool Company
EST. 1879

Grand Ave. & Robey St. CHICAGO, ILL.

FOR SALE BY YOUR JOBBER

anuary, 1911 THE KEYSTONE

Law for the Retail Jeweler
[Copyright by ELTON J. BUCKLEY]

[A series of articles specially compiled by a
yell-known lawyer for the better education of
the retail dealer in the law and its relation to the
different phases of his business.—En1

XI—Dissolving a Partnership

One of the articles of this series was
devoted to directions for forming a partner-
ship, another dealt with the legal liabilities
and responsibilities of partnership, and the
present one shall be devoted to the law as
it concerns the dissolution of a partnership.

A partnership can be dissolved in a
variety of ways. 1 will enumerate them
below with such comment upon each as in
my judgment will be necessary:

First. The death of a partner dissolves
a partnership and the business must be
wound up by the survivor. That is, unless
the parties, by some arrangement between
them, have provided against just such a
contingency. This is usually done by a
provision in the partnership agreement.

Second. Insolvency or bankruptcy,
either of the firm itself, or of any of its
members, dissolves the partnership. So
does assignment for the benefit of creditors.

Third. Of course a partnership can be
dissolved by act of the parties, and this in
any of three ways:

(a) Where the partnership is formed
for one or five years, or for any specified
term, it is dissolved at the end of the period
without any formal dissolution by the
members. It can of course be continued
beyond the end of the term if the partners
desire, and in that event the partnership
becomes one at will upon the original terms.
A partnership at will is one from which
any member can withdraw at pleasure. It
is not a safe or business-like condition.
Whenever a partnership comes to the end
of the period named in the partnership
agreement and it is not desired to end it,
it should be renewed in writing for another
specific period. Even then one partner can
withdraw whenever he likes, as I shall show
a little later on, but if he does he is liable
for damages. In a partnership at will he
can withdraw at will without being liable
for damages.

(b) A partnership is also dissolved by
act of the parties when the sole object for
which the firm was organized is accom-
plished.

(c) It can also be dissolved by the
mutual consent of the parties and this can
be done at any time, regardless of the spe-
cific period provided in the agreement.

Fourth. A partnership can also some-
times be dissolved by the act of one partner.
As I have already explained, this is espe-
cially so with partnerships at will, where
the parties have failed to organize them-
selves for any definite term. A very large
number of partnerships are so loosely and
carelessly organized that if they only knew
it they are nothing more than partnerships
at will, from which any or all of the mem-
bers can retire without the slightest re-
sponsibility.

As intimated above, the member of a
partnership can withdraw from it, prac-

tically at will, even where it has been
formed for a certain term which has not
yet expired. Some courts hold that he can-
not, but the weight of authority is the
other way. Moreover, he can drop out
arbitrarily, with or without cause. Natur-
ally, however, he is liable to the other
partners for any damage which his breach
caused them.

Fifth. Any change in the membership
dissolves a partnership, unless the old mem-
bers agree to it. For example, suppose a
partnership composed of A. B and C. A,
without the consent of B and C, sells his
interest to D. If B and C refuse to accept
D as a partner, the firm is dissolved and
n,ust be wound up. If they do accept D
it results still that the old firm is dissolved,
but a new one is formed. Any change
whatever, by death, sale or anything else,
which attempts to bring a new member into
the firm in place of an old one, not only
will not succeed in bringing the new mem-
ber in, but will dissolve the partnership
unless the other members acquiesce.

Where a partnership is for a definite
term and one partner wishes to withdraw
before the term has expired, he can do so
without damages to his fellow-partners if
he can convince the court that there is good
cause for withdrawal. The usual course is
to file a bill in equity, setting forth grounds
for the petition to withdraw. As to what
the court considers grounds, the cases cover
a wide range of conditions. The following
are perhaps encountered oftenest in going
over the cases:

(a) Having been led into the partner-
ship by fraud.

(b) Misconduct of fellow-partner.
(c) Insanity of a fellow partner.
(d) Any fact which makes continuance

of the firm impossible or which would
make going on mean certain loss.

(e) The fact that one partner has lost
his health or strength, or does not possess
the skill necessary to do the work which
it is his business to do.

Where the members of a firm mutually
agree to dissolve it, no formal agreement
of dissolution is necessary. Words or acts
implying an intent to dissolve will be suffi-
cient. This phase of the question may be-
come of great importance, because the ques-
tion whether a partnership is dissolved or
not also carries with it the right of one
member to make contracts which will bind
the others. If the partnership is, as a mat-
ter of fact dissolved, although no formal
agreement of dissolution has been made,
it follows that neither partner can bind the
other, as they could do • if they still were
partners. If, however, the firm is still
legally alive, everything which one partner
does in the line of the work binds the
other.

Here are some of the conditions which
the courts have held constituted sufficient
evidence of dissolution; in other words,
where these conditions existed the partner-
ships have been declared dissolved even
without an agreement to dissolve:

I. Where the partnership business was
abandoned.

2. Where the firm stopped doing busi-
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ness and divided the partnership property
among the members.

3. Where both partners refused to
carry out the partnership agreement.

4. Where one partner, having the right
to do so, withdraws his capital.

5. Where all the partnership capital is
lost, without any provision in the partner-
ship agreement for doing business on credit.

6. Where the firm's entire property
and business are sold, even' though the term
named for the continuation of the partner-
ship has not expired.

I might say in conclusion that prac-
tically the same principles which govern
the dissolution of • ordinary partnerships
govern the dissolution of limited partner-
ships. With this most important difference,
that when a limited partnership has expired
it must be formally renewed, if it is to
continue, or it becomes a general one, and
the special partner is liable to the full
extent of the firm's debts, instead of only
to the extent of the money he has invested,
as he is when he is a special partner.

Stained Glass
It is to the Chinese that we owe the

making of stained glass. It is claimed that
the first glass-staining was done by the
Celestials about the year 2000 B. C., but
other authorities have it that the process
was not discovered until after the begin-
ning of our era. At any rate, it seems to
be agreed that the art was original with
the Chinese.

The Egyptians made sham jewels of
glass at least five thousand or six thousand
years before Christ. In some of the ancient
tombs scarabs of glass have been found in
imitation of rubies, emeralds, sapphires and
other precious stones, and the glass beads
found in various parts of the Old World
were quite possibly distributed by Phceni-
cian traders to confiding barbarians as
jewels of great price.

Very little mention is made in ancient
records of the use of glass in windows.
The climate of Greece and Egypt and the
manner of life in those countries gave little
occasion for it. But at Pompeii and
Herculaneum there have been found fair-
sized slabs of window glass not of very
perfect manufacture and probably at no
time translucent.

Remains of what was presumably win-
dow glass have also been found among the
ruins of Roman villas in England. In the
basilicas of Christian Rome the arched
window openings were sometimes filled
with slabs of marble in which were aper-
tures to receive glass which may or may
not have been colored, foreshadowing the
plate tracery of early Gothic windows.

Stained and painted glass, existing as
we find in rnedixval windows, probably
dates back to Charlemagne.

At the time of the Norman Conquest
stained glass windows can no longer have
been uncommon, but archxologists appear
to be agreed that no complete window of
the ninth or the tenth century has been pre-
served, and that even of the eleventh century
there is nothing that can be identified quite
certainly.



THE 8-DAY HIGH GRADE
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" SPECIAL" " OFFSET"

INVEST NOW
IT WILL YIELD YOU LARGE RETURNS

Before you spend $1.00 for the promotion of your business,

be sure to place some distinctive mark on your store front,

which will tell the buying public night and day, now, next

year and ten years from now, what you have for sale.

An Electric Sign is the Mark to Use

"ROUND" "LIMOUSINE"

Primarily intended for use inside the bodies
of large enclosed cars, mid for such use its
case can be given a variety of fine finishes.
It also makes an attractive clock for use on
dashboards. Only modemn 24-inch size.

. 7-11 TED 

AUTO CLOCKJustly 

"CHELSEA'8-Day High-Grade 

/ 
(Trade-mark)

NOW and for YEARS the RECOGNIZED STANDARD of EFFICIENCY
Clocks built with a view to stand the jars and jolts and rough riding of Automo-
biles. Reputation the highest. Used by parties demanding the BEST.

44Y-ALL SIZES STATED ARE THE APPROXIMATE DIAMETERS
OF THE DIALS

All are 8-day, High-Grade. All are in DUPLEX (patent applied for) polished
cast brass cases, the most thoroughly waterproof case on the market. The
°SPECIAL" clocks show dial on an angle; its inner cased clock, when removed
from the outer (locked) case, is excellent for use on mantels, bureaus, etc., when
touring; its outer case is screwed to dashboard by hidden screws. The SPECIAL"
clocks are in large demand from dealers for owners of finest cars.

The MOTOR CLOCK has the same clock movement which for years we have
supplied for the hard use on Locomotives, Steam Fire Engines, etc.; its dial is of
same appearance as the Auto Clock dial, but the Auto Clock movement has a some-
what finer train.

The 3% MOTOR " OFFSET " is likely to prove a quick, ready seller. Very
attractive.

PRICE LIST (Per Clock)

"Round " °Offset " "Special " "Limousine"

"CHELSEA" 2:74-in. Auto Clock • . . $26.0031 .,-in. Auto Clock . . 28.00
3142-in. Motor Clock . • 24.00

$28.00
30.00
26.00

$36.00 $28.50
45.00 Only made in
41.00 2.j-inch size

If wanted fitted with outside (patent applied for) stem-winding and stem-set-
ting device—the best outs kind--Add $2.75 to above Price Lista. (Such device we
do not apply to the "Specials.")

For Use on AUTOMOBILES and MOTOR BOATS

You want the Best ? Ask your DEALER for the
"CHELSEA"

CHELSEA CLOCK C0.16 State St'13u. s.oAs.ton, Mass.

This is but one of the 200 styles we make
All are ready for immediate delivery

CATALOG IS READY TOO
BETTER SEND FOR IT TO-DAY

Chicago Watch Tool Company
EST. 1879

Grand Ave. & Robey St. CHICAGO, ILL.
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Law for the Retail Jeweler
[Copyright by ELTON J. BUCKLEY]

THE

[A series of articles specially compiled by a
well-known lawyer for the better education of
the retail dealer in the law and its relation to the
different phases of his business.—Eo.]

XI—Dissolving a Partnership

One of the articles of this series was
devoted to directions for forming a partner-
ship, another dealt with the legal liabilities
and responsibilities of partnership, and the
present one shall be devoted to the law as
it concerns the dissolution of a partnership.

A partnership can be dissolved in a
variety of ways. 1 will enumerate them
below with such comment upon each as in
my judgment will be necessary :

First. The death of a partner dissolves
a partnership and the business must be
wound up by the survivor. That is, unless
the parties, by some arrangement between
them, have provided against just such a
contingency. This is usually done by a
provision in the partnership agreement.

Second. Insolvency or bankruptcy,
either of the firm itself, or of any of its
members, dissolves the partnership. So
does assignment for the benefit of creditors.

Third. Of course a partnership can be
dissolved by act of the parties, and this in

• any of three ways:
(a) Where the partnership is formed

for one or five years, or for any specified
term, it is dissolved at the end of the period
without any formal dissolution by the
members. It can of course be continued
beyond the end of the term if the partners
desire, and in that event the partnership
becomes one at will upon the original terms.
A partnership at will is one from which
any member can withdraw at pleasure. It
is not a safe or business-like condition.
Whenever a partnership comes to the end
of the period named in the partnership
agreement and it is not desired to end it,
it should be renewed in writing for another
specific period. Even then one partner can
withdraw whenever he likes, as I shall show
a little later on, but if he does he is liable
for damages. In a partnership at will he
can withdraw at will without being liable
for damages.

(b) A partnership is also dissolved by
act of the parties when the sole object for
which the firm was organized is accom-
plished.

(c) It can also be dissolved by the
mutual consent of the parties and this can
be done at any time, regardless of the spe-
cific period provided in the agreement.

Fourth. A partnership can also some-
times be dissolved by the act of one partner.
As I have already explained, this is espe-
cially so with partnerships at will, where
the parties have failed to organize them-
selves for any definite term. A very large
number of partnerships are so loosely and
carelessly organized that if they only knew
it they are nothing more than partnerships
at will, from which any or all of the mem-
bers can retire without the slightest re-
sponsibility.

As intimated above, the member of a
partnership can withdraw from it, prac-
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tically at will, even where it has been
formed for a certain term which has not
yet expired. Some courts hold that he can-
not, but the weight of authority is the
other way. Moreover, he can drop out
arbitrarily, with or without cause. Natur-
ally, however, he is liable to the other
partners for any damage which his breach
caused them.

Fifth. Any change in the membership
dissolves a partnership, unless the old mem-
bers agree to it. For example, suppose a
partnership composed of A. B and C. A,
without the consent of B and C, sells his
interest to D. If B and C refuse to accept
D as a partner, the firm is dissolved and
'Lust be wound up. If they do accept D
it results still that the old firm is dissolved,
but a new one is formed. Any change
whatever, by death, sale or anything else,
which attempts to bring a new member into
the firm in place of an old one, not only
will not succeed in bringing the new mem-
ber in, but will dissolve the partnership
unless the other members acquiesce.

Where a partnership is for a definite
term and one partner wishes to withdraw
before the term has expired, he can do so
without damages to his fellow-partners if
he can convince the court that there is good
cause for withdrawal. The usual course is
to file a bill in equity, setting forth grounds
for the petition to withdraw. As to what
the court considers grounds, the cases cover
a wide range of conditions. The following
are perhaps encountered oftenest in going
over the cases:

(a) Having been led into the partner-
ship by fraud.

(b) Misconduct of fellow-partner.
(c) Insanity of a fellow partner.
(d) Any fact which makes continuance

of the firm impossible or which would
make going on mean certain loss.

(e) The fact that one partner has lost
his health or strength, or does not possess
the skill necessary to do the work which
it is his business to do.

Where the members of a firm mutually
agree to dissolve it, no formal agreement
of dissolution is necessary. Words or acts
implying an intent to dissolve will be suffi-
cient. This phase of the question may be-
come of great importance, because the ques-
tion whether a partnership is dissolved or
not also carries with it the right of one
member to make contracts which will bind
the others. If the partnership is, as a mat-
ter of fact dissolved, although no formal
agreement of dissolution has been made,
it follows that neither partner can bind the
other, as they could do • if they still were
partners. If, however, the firm is still
legally alive, everything which one partner
does in the line of the work binds the
other.

Here are some of the conditions which
the courts have held constituted sufficient
evidence of dissolution; in other words,
where these conditions existed the partner-
ships have been declared dissolved even
without an agreement to dissolve:

I. Where the partnership business was
abandoned.

2. Where the firm stopped doing bust-

89

ness and divided the partnership property
among the members.

3. Where both partners refused to
carry out the partnership agreement.

4. Where one partner, having the right
to do so, withdraws his capital.

5. Where all the partnership capital is
lost, without any provision in the partner-
ship agreement for doing business on credit.

6. Where the firm's entire property
and business are sold, even though the term
named for the continuation of the partner-
ship has not expired.

I might say in conclusion that prac-
tically the same principles which govern
the dissolution of • ordinary partnerships
govern the dissolution of limited partner-
ships. With this most important difference,
that when a limited partnership has expired
it must be formally renewed, if it is to
continue, or it becomes a general one, and
the special partner is liable to the full
extent of the firm's debts, instead of only
to the extent of the money he has invested,
as he is when he is a special partner.

Stained Glass
It is to the Chinese that we owe the

making of stained glass. It is claimed that
the first glass-staining was done by the
Celestials about the year 2000 B. C., but
other authorities have it that the process
was not discovered until after the begin-
ning of our era. At any rate, it seems to
be agreed that the art was original with
the Chinese.

The Egyptians made sham jewels of
glass at least five thousand or six thousand
years before Christ. In some of the ancient
tombs scarabs of glass have been found in
imitation of rubies, emeralds, sapphires and
other precious stones, and the glass beads
found in various parts of the Old World
were quite possibly distributed by Phoeni-
cian traders to confiding barbarians as
jewels of great price.

Very little mention is made in ancient
records of the use of glass in windows.
The climate of Greece and Egypt and the
manner of life in those countries gave little
occasion for it. But at Pompeii and
Herculaneum there have been found fair-
sized slabs of window glass not of very
perfect manufacture and probably at no
time translucent.

Remains of what was presumably win-
dow glass have also been found among the
ruins of Roman villas in England. In the
basilicas of Christian Rome the arched
window openings were sometimes filled
with slabs of marble in which were aper-
tures to receive glass which may or may
not have been colored, foreshadowing the
plate tracery of early Gothic windows.

Stained and painted glass, existing as
we find in medimval windows, probably
dates back to Charlemagne.

At the time of the Norman Conquest
stained glass windows can no longer have
been uncommon, but archeologists appear
to be agreed that no complete window of
the ninth or the tenth century has been pre-
served, and that even of the eleventh century
there is nothing that can be identified quite
certainly.



times the 1iht
without increase
of current cost

Everywhere This is one of the reasons why hundreds
of the leading stores everywhere are now

using thousands of General Electric MAZDA Lamps and why many
more store managers are planning to do so.

Trade Follows Light it is an obvious advantageto light your store from two
to three times as brilliantly as formerly especially when the monthly
bills for current show no increase. The clear white, intensely bright
'light from General Electric MAZDA Lamps—called " Bottled
Sunlight" by many—cannot fail to increase the trade-compelling
possibilities of a store so dependent on . the right kind of artificial
lighting as is the jewelry store.

Write for
Valuable Information
on Store Lighting
No matter what kind of illumi-
nation you now use, you should
know whether or not it is the
kind best fitted to your store,
particular requirements. This
you can learn in addition to
much other interesting informa-
tion on store lighting—by writ-
ing to us now. We manufac-
ture a complete line of the most
modern arc and incandescent
lamps and have, therefore, no
object in favoring one electric
illuminant above another. Our
sole object in offering this valu-
able information is to improve
store lighting by making sure
that all store managers are get-
ting the best returns from their
outlays for artificial lighting.You place yourself under no
obligation whatever by writing
for this information.

Representative Stores
Now Using
G-E Mazda Lamps
IN PHILADELPHIA

Blum Brothers
Darlington & Co.
Gimbel Brothers
Lit Brothers
N. Snellenburg & Company
Strawbridge & Clothier
John Wanamaker

IN MILWAUKEE
T. A. Chapman
Hugo E. Bauch
Espenheim & Co.
Gimbel Brothers
Kroger Brothers
Levy & Kahn
E. Shuster Company
The Hertzfeld Phillipson Co.
Barretts
Bitker's

January, 1911 THEE

Art Education for Jewelers and
Silversmiths in Great Britain

Dept. 145 Schenectady, N. Y. Ad. 2758

American Consul Albert Halstead, at
Birmingham, England, has forwarded to

the Government the following report, which

has a special interest for the trade, in view
of the spread of the modern art craftsman-
ship movement in our own country:

For many years the importance of a
proper art education as influencing ad-
vantageously its products as the center for
the manufacture of jewelry and articles of
various metals has been recognized in Bir-
mingham.

The Birmingham School of Art is a
municipal institution, which was originally
founded as an institution supported by
private subscriptions, and which was en-
dowed first in 1877, was further endowed
in 1881, and was formally opened under
municipal auspices in 1894. As a separate
and distinct school there was supported by
the jewelers and silversmiths of Birming-
ham a School of Jewelers and Silversmiths,
which has lately been taken over by the city
council. Then there is a branch school,
with its own building, in Moseley, which is
practically part of Birmingham, and four
other branches in various sections of the
city. There was added last year a School
of Architecture.

The total income of the
School of Art last year was
$102,574, of which $62,835
was from a direct city tax
levy, $17,970 from the

central government, while there were re-
ceipts from class fees, from the Education
Committee of the city, and from a largely
endowed school for the services of art
teachers, as well as receipts from an en-
dowment fund and income from invest-
ments. In addition, the Birmingham
Jewelers and Silversmiths' Association con-
tributes $2299 for the particular purposes
of the School for Jewelers and Silversmiths.

The work of the School of Art is
steadily making impression on the artistic
character of Birmingham metal and jewelry
productions; public interest in the work is
increasing and the tendency is to enlarge its
usefulness by encouraging manufacturers
to permit apprentices to attend classes with-
out loss of wages, so as to make the schools
of greater and greater practical value. Ar-
rangements have also been made for boys
from the regular city school to attend
classes in drawing and metal work. Then
teachers from the school visit the ele-
mentary schools and give advice and in-
struction, so as to teach children to observe
and record accurately their observations
rather than that they should be actually in-
structed in art. Thus many children who
would never attend an art school have the
observation faculties improved so as to fit
them better for industrial work that cannot
be called artistic.

Classes are so arranged that the num-
ber of days of attendance at school can be
measured by the time which the student has

Income and
Objects of
the Schools
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available for that purpose. Some are able
to attend the full five days each week and
others not more than one. There are
classes for the mornings, the afternoons
and evenings. The fee for five whole days
a week at the central school for one
term is 14 105. ( $21.89 ) ; four whole
days, £4 ($19.46) ; three days, £3 los.
(17.02) ; one or two days, £2 IOS. ($12.16) ;
employees under 16 years of age, 15s.
($3.65) ; students under 16, five whole
days a week, if Ios. ($7.29).

At the School for Jewelers and Silver-
smiths, Victoria Street, for three after-
noons a week ordinary students pay
Li 5s. ($6.08) ; employees, 7s. 6d. ($1.82) ;
for two afternoons and five evenings em-
ployees pay 8s. 6d. ($2.07), or for one
afternoon and five evenings 6s. ($1.46) ;
for five evenings ordinary students and,
employees pay 35. 6d. (85 cents) per term.

At the School of Architecture the fee
for day classes is 40 guineas ($204.39) per
session ; evening classes, 10 guineas ($51.09)
per session. The school session is from
September to the end of June, divided into
two terms. There are 3610 students on
the books.

Liberal Number
There is an admirable sys-
tem of free admissions and

of Scholarships scholarships. Any pupil of
a public elementary school

in Birmingham who shows ability in draw-
ing may, on leaving school, obtain a free
admission to the Central School of Art for
two years or to the School for Jewelers and
Silversmiths. Then there are twelve schol-
arships given each year, granting free ad-
mission for three sessions and an allowance
of 5s. ($1.22) a week during the first ses-
sion, 6s. a week ($1.46) the second, and 75.
($1.70) the third. Holders of these schol-
arships must devote the first session to
metal work. There are eight £15 ($72.99)
scholarships tenable for one session awarded
upon the results of an examination open to
all candidates, four scholarships of £20
($97.33), and two of £30 ($145.99) tenable
for one year and renewed for a second year
if the holders make satisfactory progress,
and one for £60 ($291.99) awarded every
two years, and only students actually hold-
ing a £30 scholarship can compete for this.

Thirty-nine free admissions to evening
classes are awarded upon the results of an
examination in object and memory drawing
or building construction, and five scholar-
ships of £3 ($14.59), with free admission
to evening classes, awarded on the results
of an examination open to any candidate
under twenty years of age, and renewed
for a second year if satisfactory progress
is made.

Ten exhibitions of £4 ($19.46), open
to students who have attended evening
classes for at least two terms, are given at
the School for Jewelers and Silversmiths.

Free admission to the day classes is
granted to any candidate from a school
situated within io miles of the center of
Birmingham, if the authorities of the school
are willing to provide an adequate mone-
tary scholarship to enable the candidate to
follow a course of instruction at the School

of Art, and if the candidate is, in the
opinion of the committee, qualified to fol-
low that course.

Courses of
Instruction

The subjects taught include
free-hand, nature, model
and memory drawing, light
and shade, geometry, per-

spective, painting from life, still life, figure,
draped figure for book illustration and de-
signing in black and white, anatomy, history
of art and historic ornament, goldsmith's
work and precious stones, mounting, set-
ting, carving and saw piercing, modeling in
clay and wax, casting in metal, bookbind-
ing, brass work, embroidery and needle
work, leather work, gesso, house decora-
tion, wood carving, raising, chasing and
repousse work, enameling, enamel making,
engraving, inlay metal coloring, diesinking,
chipping, stamping, and architecture in all
its branches.

Semi-Precious Stones in Colorado

The production of semi-precious stones
is winning a place among the new industries
of Colorado. Only one firm is engaged in
the business, but the range of products is
varied and of considerable magnitude. The
production for the year 1909 and 1910, as
reported by the firm mentioned, was as
follows : Aquamarine, all grades, 50,000
carats; phenacite, all grades, 2000 carats;
amazonite, first-class, 2 tons; almandine
garnets, about 20 pounds; agate, Ioo
pounds; amethyst, 300 pounds; rose quartz,
2 tons; epidote, ioo pounds; topaz (pre-
cious), 3 pounds ; smoky topaz, 275 pounds;
rock crystal, ioo pounds. There has been
no difficulty in disposing of all the product.
Aquamarine and phenacite are mined on
Mount Antero and neighboring mountains
in Chaffee county. Amazonite is found in
Teller county, four and one-half miles
north of Florissant, in a coarse biotite gran-
ite. Almandine garnets occur two miles
southwest of Canon City in Fremont county
in a hornblende, biotite gneiss. Rose quartz
is found in a coarse pegmatite 20 miles
west of Canon City and six miles north of
Texas Creek station on the main line of the
Denver & Rio Grande Railroad. There are
many other localities where semi-precious
stones have been found, and hardly a be-
ginning has been made in the prospecting
necessary to determine the extent of the
State resources in this particular. What
has been done is encouraging, and is im-
portant in furnishing material for local
gem-cutting shops.

With the assistance of Albert H.
Petereit, of New York, and several manu-
facturing jewelers in Denver, Prof. G. M.
Butler, of the Department of Geology, of
the Colorado School of Mines, at Golden,
has established a course in "Gems and
Gem Mining," optional to all students. The
school has now in hand for this purpose a
fine collection of uncut gems, especially
those found in Colorado and the neighbor-
ing States and territories. So far as known,
no other institution gives a course of this
kind. There are twenty-two students.
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No. 49

If you are planning for a new store, or a change in the
old one, be sure to include in your plan the

Your
New

Store

ezfe6Pm A 11-Glass Show Case
This is the finest, most artistic case to be had, and in the matter of selling
goods it has no peer. Above the base it is made entirely of heavy plate
glass of crystal clearness—no frame, bar or other device whatever. The
attractiveness of such a case to your customers will be at once apparent to
you. And anything that attracts the attention of people helps to sell goods.
It is a strong case and results considered, the cheapest case you can put into
your store.
We make all sizes and shapes of cases for indoor and outdoor use. Write for
our catalog and prices. Address Dept. C.

DETROIT SHOW CASE CO.
476-490 West Fort Street

DETROIT :: MICH.

Get our Book on Modern

Store Front Construction

New York Salesroom, 43 E. Eighth St.
LEO A. FELDMAN, Selling Agent

Show Case Makers to
Progressive Merchants

Q. We want YOUR business. Our New Plant is
completed, and we need orders.

41 Beautiful and artistic Jewelry Outfits at prices
so low you will wonder how we can do it.
Remember the quality is GRAND RAPIDS
make—as good as the best Grand Rapids furniture.

Write for Portfolio C—I

GRAND RAPIDS SHOW CASE CO.
GRAND RAPIDS, MICH.

Branch Factory, Lutke Mfg. Co., Portland, Oregon
Offices and Showrooms 724 Broadway, New York City

Under Our Own 51 Bedford Street, Boston
Management 1329-1331 Washington Ave., St. Louis

THE LARGEST MANUFACTURERS of STORE FIXTURES IN THE WORLD

The Relation of the Show Case to the Sale

is intimate. Goods displayed in fine cases stand a much better chance of being sold than
those shown in an inferior case.
If you would increase the sale of such merchandise as can be displayed in a show case,
write for a catalog of

Qtalteti 50e6at Ca.44,o
These cases differ from many others of like price in that they are made of quartered oak
instead of plain oak. Consequently when finished after the "Quincy Special" method,
their beauty is immensely pleasing--tor quartered oak lends itself to a finer finish than does
the plain oak.
We use only the best bevel plate and DSA glass obtainable, which adds not only to the
appearance of the case, but (which is more important) to its strength. All cases are shipped
K. D. to save freight charges, but they are easily put together, and when assembled the
knock-down feature cannot be detected.

Our new Catalog No. 20 is just off the press. It contains full in-
formation regarding Quincy floor cases. Write for a copy today

QUINCY SHOW CASE WORKS
QUINCY — ILLINOIS

Chicago, 247 Jackson Blvd.
Wichita, Kans., 301 Beacon Bldg.
San Francisco, 134 Sansome St. Si

Dallas, Tex., 219 Commerce St.
Jacksonville, Fla., 20-28 Julia St.

WINTER FIXTURES
THE STANDARD OF QUALITY, STYLE and PRICE

ANYTHING FROM A STORE STOOL TO A COMPLETE OUTFIT

The "ARGYLE" DESIGN JEWELERS' OUTFIT

If it's practical arrangements, correct designs, QUALITY V'
material, workmanship and finish, at RIGHT PRICES, that
you are looking for we can suit you. Not how cheap,

but how good, at prices that are right, is the Winter Idea.

visk our customers.

WINTER CATALOGUES —The Books That Show You
Sent Postpaid on Request. WRITE FOR CATALOGUE "10A"

The M. Winter Lumber Co.
HIGH-GRADE FIXTURE MAKERS

ESTABLISHED 1865

SHEBOYGAN, WISCONSIN, U.S.A.
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Patents and the Patent System

In inventive genius the United States
leads the world. The total number of
patents issued by all the foreign countries
combined up to the present time is only
a little over a million, while the United
States, one of the youngest of nations, has

already issued more than nine hundred
thousand and, at the present rate of about
eight hundred patents per week, Patent
Commissioner Moore estimates that the
million mark will be reached in 1911,
writes Mrs. C. R. Miller in Leslie's Weekly.

England was the first
country to issue patents.
This occurred during the
reign of King James I, and

the first one recorded shows that it was
granted on March ii, 1617, to Aaron Rath-
bone and conveyed to him the exclusive
right to make a survey of the city of Lon-
don and divers places within the kingdom
of England. The royal license gave Rath-
bone the right to restrain by force other
persons from infringing upon his privilege.
The second patent granted was one to pro-
tect His Royal Highness from caricatures,
and was given to Nicholas Hillyard, who
had the exclusive right to make pictures
of the King. Other patents soon followed
to persons who stood high in court circles,
and monopolies were obtained by favorites,
thereby enriching the few at the expense
of the many ; so, after all, the trusts are
older than the American republic.

For some time King James carried on
a patent law to suit himself. Finally there
were so many protests against this extra-
ordinary exercise of the King's prerogative
that Parliament interfered and a patent law
was passed. The first resident of the United
States to obtain letters under this law was
Thomas Masters, of Philadelphia, who in
1716 was granted a patent on a machine for
"cleaning and curing corn."

In the early years of our
republic the President signed
the letters granted, and the
first one, as far as known,

was a device for making pearl ashes and
was signed by President Washington. The
year 1836 marks the new era in the protec-
tion of inventions in this country, when all
previous laws were repealed and a new set
was passed. In 1849 the patent work was
transferred to the newly-created Depart-
ment of the Interior and a commissioner of
patents placed at its head. Since that time
patents of every conceivable kind have been
issued. Some of them seemed useless at
the time they were invented, but in late
years have become very valuable, especially
when perfected by subsequent improve-
ment. For instance, the pneumatic tire was
patented in 1845, but did not come into use
until many years later.

In the early years of the Patent Office,
when skilled mechanical draftsmen were
not as plentiful as they are at present, a
model of each invention was required ; but
since 1880 no models have been received,

Originated in
England

Patents in
America
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drawings being preferred. This is required
for two reasons : First, because the average
business man prefers a good drawing to a
small model, and second, owing to the great
space required to keep the models.

The present patent com-
missioner, Edward Bruce
Moore, is a Michigan man
and has been in the Patent

Office for over twenty-five years. He came
as an examiner and by dint of perseverance
and ability has attained his present position,
to which he was appointed by President
Roosevelt in 1907—an appointment made
solely on merit. He is a quiet man, with
a pleasant, easy manner, and is noted for
his wonderful amount of patience. He
must necessarily come in contact with many
cranks who are persistent in claiming other
people's patents or trying to obtain letters
on impossible things. While it is not the
Commissioner's business to look into the
utility of the thing to be patented, the
invention must be used for a lawful pur-
pose and not something absolutely frivolous.
It must also be the patentee's own discov-
ery or invention.

Before a patent is refused, a thorough
examination is made of all patents in its
class, both in the United States and foreign
countries, as well as the library on the sub-
ject, and if a prior patent is found it is
refused. This usually leads to an inter-
ference, which is a proceeding in the nature
of a lawsuit instituted in the Patent Office
to try the question of priority of the in-
vention of the applicant and the patentee.
After a series of examinations and hearings
before the examiners and chairman of in-
terference, during which testimony is in-
troduced from all parts of the world, it
finally comes to the patent commissioner,
who sits as a judge on such cases and whose
decision is final so far as the department
is concerned. After this the case usually
finds its way to the Court of Appeals, and
half of the business of that body is taken
up by patent cases.

Fifteen dollars must be sent
with the application for a
patent, and twenty dollars

upon its allowance. The "allowance" is
not a grant of the patent and the applicant
does not become the patentee until he has
paid the final fee and his letters have been
actually issued. These fees represent but a
small item in the securing of a patent. The
plans and specifications must be absolutely
correct and sometimes have to be rewritten,
for the granting of patents is to encourage
invention and to give people an opportunity
to improve on useful articles, and if a single
point is withheld the patent will not be al-
lowed. For the work of making specimens
a competent draftsman is required. The
drawings must be put before the examiners
in a proper manner, and this generally re-
quires a patent attorney, who, of course,
gets a fee.

Patent
Commissioner

Cost of Patents

Most Expensive
Patent

The most expensive patent
in the history of the office
was isued in 1895 and was
granted on an intricate ma-

chine for distributing, setting and justify-

ing type. For eight years the application
for this patent was pending, and when it
was finally turned over to the examiners
there were one hundred and sixty-three
sheets of drawings. The specifications were
twice rewritten, each time by a different
attorney. It is estimated to have cost the
inventor at least a million dollars before it
was completed, and of this Mark Twain is
said to have contributed one-fourth. The
examiners spent six weeks in studying the
case before taking action. After the letters
were granted the work of preparing copies
(as is the rule with all patents) began, and
the first edition of Patent No. 547,860 cost
the Government $3.28 per copy. These
had to be sold to the public at five cents
per copy, for the 'specifications of any in-
vention may be purchased for that price
after the patent has been granted. People
began to order copies out of mere curiosity
and the edition was soon exhausted and
was never renewed.

The life of patents varies in different
countries, and in the United States it runs
for seventeen years and an extension can
only be obtained by an act of Congress. A
patent granted in this country need not be
worked unless the inventor desires to do so.
In England it must be worked inside of
three years or it becomes void. Recently
that country passed a law which provides
that all foreign-born holders of patents
must manufacture their inventions on Brit-
ish soil if they care to retain the protection
of their industry in that country.

Arizona's Petrified Forest

The petrified forest of Arizona is the
only one of its kind. For miles around the
ground is covered with enormous logs petri-
fied to the core, which lie as they fell cen-
turies—perhaps ages—ago. On a fine day
they dazzle the eye with the most beautiful
colors. Some resemble the amethyst, some
smoky topaz, while others appear as pure
and as white as alabaster. At times the
chips of agate cover the ground to the
depth of a foot, and it is easy to pick from
them cross-sections showing distinctly every
vein and even the bark of the original
wood. One gigantic tree spanning a gulch
forty feet wide is undoubtedly the only
bridge of agate in the world.

Geologists have offered various specu-
lations as to why such a large area of forest
became petrified. The most plausible theory
is that the great plain, now 5000 feet above
sea level, was at one time covered by a
forest that became subTerged in water
strongly charged with minerals, so that at
last the fibers of the trees became thor-
ntighly soaked and so transformed into agate.
Even at this day there may be seen many
trunks that are packed in a deposit of fine
clay. This, it is conjectured, was left by
the receding waters. The erosion of the
wind has, however, pulverized much of this
clay and carried it away in the atmosphere.

Some of the finer specimens of agate
are mounted by jewelers, but by far the
greater nuantity of the petrified stone is
converted into table tops and similar ar-
ticles.



Rees, Dayton, Eastman and Hawthorn Streets, CHICAGO, ILL.

"Mutually Gratifying
Results"

A store equipped with fixtures
taken from our Stock Room,
using the "Revell" No. 400 Wall
Cases, No. 11 "Special" Show
Cases and Tables.

Messrs. Appel & Sons had the
misfortune to burn out completely,
and came to " Revells."

Result:

" Cases perfectly satisfactory,
highly pleased with prompt
delivery."

STORE OF W. W. APPEL & SONS, LANCASTER, PA.

Wheeling Metal Ceilings
F. C. JORGESON & CO.

CHICAGO, ILLINOIS

MAKERS OF HIGH-GRADE

JEWELERS' FIXTURES

In your Annual Statements, Tables and Recapitulations have you

figured how much the Repairs, Decorations and Inconvenience your

Ceilings and Walls have cost you?
Wheeling Metal Ceilings and Side Walls will end your Troubles

and Save you Money.
We can prove the Economy.

FIRE PROOF VERMIN PROOF DUST PROOF

PERMANENT ECONOMICAL

PERFECT FITTING ARTISTIC SANITARY

SPECIAL No. 107B

COUNTER CASE AND TABLE

Large Stocks at all Stores.

Wheeling Corrugating Company
WHEELING WEST VIRGINIA

BRANCH OFFICES AND STORES

PHILADELPHIA CHICAGO NEW YORK ST. LOUIS

CHATTANOOGA DETROIT

MADE IN ALL KINDS OF WOOD
OAK AND BIRCH IN STOCK

Write for Prices

EL1NG
PAt
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"The Old-Timers,' an Organiza-
tion of Old Jewelry Travelers,

Hold Banquet

"The Old Timers," an association of

thirty jewelry salesmen who have been on

the road rnore than 25 years, held their

holiday dinner in Pawtuxet, R. I., on De-

cember 19th, says the North Attleboro

Chronicle. Usually the organization holds

sessions in Chicago owing to the fact that

a greater number of members may be in

attendance there and five of the thirty

gathered at the board. Two who were in

this locality were unable to attend and the

other twenty-three were somewhere in

"great" country showing samples.

Those who showed up were Nathan

F. Swift, of the G. K. Webster Company;

Charles Clark, of W. G. Clark & Co., and

Walter R. Boss, of Boss & Baldwin, of

North Attleboro ; C. C. Offerman, of Chi-

cago, C. A. Marsh & Co.'s western repre-

sentative, and 0. P. Stowe, of the W. H.

Wilmarth Company, Attleboro.

The last time any of the number gath-

ered in this locality was three years ago,

at the time Mr. Stowe celebrated his 4oth

anniversary as a salesman. On that oc-

casion the meeting was in Pawtuxet.

At the last event a chicken dinner with

all the "fixin's," made up the menu, and

those who were present declare it was a

fine spread, surpassing anything they had

enjoyed at their Chicago gatherings.

During the evening it was figured that

the youngest member had traveled, during

his service, over 250,000 miles, and that

the oldest member had put in 516,000 miles,

While the average mileage for the entire

membership was 356,400 miles. This gave

an average of 198 trips. The oldest mem-

ber, it was found, had traveled sufficiently

to circle the earth 204 times and the av-

erage member had traveled enough to have

circled the earth I4Y2 times.

Averaging twenty weeks each year on

the road the average member had expended

for railroad, hotel, carrier and other legit-

imate expenses, about $1000 per trip, or a

total during the whole time of $207,900.

The long term man, the oldest member, has

put into the business of railroads, hotels

and the like something over $280,000. Al-

together the "Old Timers" have left with

railroads, hotels and carriers over $2,-

237,000.
On the 198 trips of the average num-

ber, computing the various classes of goods

marketed, it was found that each of the

thirty had sold goods weighing 441 tons.

The total tonnage put on the market for

the whole time was 13,230 tons. By reason

of the method of packing the goods it was

computed that 2205 ordinary freight cars

were required to ship the product of the
firms represented by the thirty salesmen.

The cars making up a single train
.would occupy 66,150 feet of track, and,
made up into trains of thirty cars to the
train, would cover a distance of 72,546 feet,
or about from the Union Station at Provi-
dence to East Greenwich. The returns to
the manufacturers cannot be computed, but

it was argued that all of the firms are still

in existence and doing a good business and
the old-timers are still selling goods. Where
the product went is a problem which even
the organization's mathematicians do not
care to attempt to solve. The next meeting
will be in Chicago.

The Itinerant Competitor

A question now receiving considerable
attention from merchants all over the
country, and one which retailers' associa-
tions have been studying for years, is that
of licensing, or rather, taxing, peddlers,
transient merchants, etc.

In the effort to solve this difficult
problem there has been placed on the
statute books of various States, counties,
cities and towns all kinds of laws and or-
dinances aimed at these itinerant vendors.
In the endeavor to make them stand the
test of the courts, many of these statutes
have had to be drawn again and again—
and, in certain cases, as yet unsuccessfully.
For, on being brought to trial under such
statutes, a number of these "transient
dealers" were able to prove through their
counsel that the laws under which they
were accused, being discriminatory, were
unconstitutional.

Another source of perplex-
ity is the difficulty of fram-
ing laws which, while ap-
plying to peddlers, will be

so worded as to avoid interfering with corn-
mercial travelers. An Arkansas retailer
brings up one phase of this branch of the
problem in a letter to the Economist. He
asks if we know of any law that has proved
effective in preventing outside concerns
catering direct to the consumer from corn-
ing into a State and soliciting orders for
merchandise. Our subscriber adds that
concerns of this character in St. Louis and
Chicago, and even as far away as New
York, do considerable business in his town
by sending their representatives there at
the height of the season.

Apparently the transactions of which
this subscriber complains, being similar to
those of a commercial traveler for a whole-
sale house, come under the head of inter-
state commerce, and, hence, are something
with which his individual State can inter-
fere but slightly, if at all. The law books
of this country report case after case
wherein the highest court of a State has
placed itself on record to the effect that if
its peddlers' license laws, or its laws taxing
transient merchants, interfere with inter-
state commerce they violate that provision
of the Federal Constitution which grants
to Congress the power to regulate com-
merce among the States.

Peddlers or
Travelers
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The United States Supreme Court, too,
has at different times laid down this prin-
ciple. For example, in the famous case
of Brennan gainst the town of Titusville,
Pa., decided in 1894, the United States Su-
preme Court, overruling the highest court
of the State, held that "an ordinance re-
quiring agents soliciting orders on behalf of
manufacturers of goods to take out a license
and pay a tax therefor, made by a municipal
corporation, * * * is an exercise *
* * of the taxing power ; and when it is
enforced against an agent, sent by a manu-
facturer of goods in another State to solicit
orders for the products of his manufacture
it imposes a tax upon interstate commerce
in violation of the provisions of the Con-
stitution of the United States."

In the face of such rulings, how can
one longer doubt that commercial repre-
,,entatives who come into a State with
samples and solicit orders for goods to be
shipped into that State later on from the
outside are exempt from a local peddler-
taxing ordinance? And since this applies
whether the transactions be of a wholesale
or a retail character, how can our friend
and his neighbors obtain legal protection
against such competition, unless it can be
proven unfair or fraudulent?

The traveling agents against
whom he complains may,
however, be pursuing some
course which brings them

under the provisions of the local laws. For
example, if these agents, instead of travel-
ing with samples and merely taking orders,
retail the merchandise they carry with
them, and there and then deliver it, then
they are not engaged in interstate com-
merce. Here is a case which illustrates
this point:

In the early part of the present year
the Detroit (Mich.) dailies reported that
a representative of a certain New York
house had opened quarters in a Detroit
hotel. He took out no license, but officers,
watching his apartments, saw a woman
enter and emerge later with a bundle. On
its being found that the bundle contained a
waist, which she had bought from this New
York representative for $50, he was "in-
duced" to pay the $100 license imposed by
the city ordinance on transient dealers.

The peddler-taxing laws and or-
dinances, however, are not the only kind
of statutes aimed to protect the regular,
tax-paying merchants of a town. For ex-
ample, there are the transient merchant
laws, which apply to merchants who come
into a town and open a temporary store,
slashing prices—or pretending to—and
seriously interfering with regular retailing.
Against the same kind of competition some
merchants' associations are trying to have
enacted and enforced laws against false and
misleading ads in connection with alleged
fire sales, bankrupt sales, etc. And, finally,
there are the laws enacted by nearly all the
States, which surround with due restric-
tions the sale of stocks of merchandise in

bulk and which owe their enactment to the

fact that such transactions frequently have

a dishonest basis.—Dry Goods Economist.

Local
Ordinances
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Some "Ready-Made" Advertisements for January
These models (changed in details to fit the jeweler's needs) can be made much more productive in
results if used in connection with the Window Display suggested bY John Tweezer on page 97.

Do you want to
Exchange

$15 for $45?
Then hurry to Smith the Jeweler, 44
Main Street, and pick from the col-
lection of all the OLD jewelry in our
stock. All of it is of excellent qual-
ity, but all out of fashion. We want
to start February with NOTHING
out-of-date in our stock. It is house-
cleaning time with us. So here's a $3
value for every dollar you give us, and
if you are NOT a " howling swell"
here's lots of joy for your dollar!

■

Some "Slow" Clocks

(but good timekeepers)

which will "go fast"

because we now prod them with
low prices.

The only fault with these fourteen
Fancy Clocks is that we've had
them a year too long. We guaran-
tee them to keep perfect time, and
you can have them at half price.
They were $5.00 to $8.00 ; now
$2.50 to $4.00. Who wants a good
clock for less than we paid for it?

Smith, the Jeweler
44 Main Street

1, 2, 3
and away they go!

/9 Silver Novelties
31 Pieces of Jewelry
4 Ornamented Watches
11 Fancy Clocks

at BIG reductions

Just as good as they were on December
24, but Christmas is past and these
odd pieces are marked for quick selling.
They'll come handy for gifts during
the year. Will you profit ?

Smith
44 Main Street

YOUR DOLLAR WILL GO A

LONG WAY AT SMITH'S

"HOUSE CLEANING SALE."

STOP IN AND SEE WHAT'S

GOING ON AT FORTY-FOUR

MAIN STREET. 0

Money-Making-Time

for the Thrifty Buyer

You never had the chance to
get so much for so little as at

The "House-Cleaning" Sale
Now going on at Smith's
Jewelry Store, 44 Main St.

Beautiful Merchandise

at 'A, 1/3 and l/2 off

Do You Want
a $0.00
a  
a  
a  
a  
a  
a  

for $0.00?

and other values in proportion?

I am now offering many things at much

below their fair price, in order to clear my

stock of accumulations of odds and ends.

All are sold under my
guarantee as to quality,
and buyers are here of-
fered values at prices
altogether unusual.
urge the public to in.
spect these offerings
while they last.

JOHN SMITH

Jeweler

44 Main Street

)

( 
at 25 per cent. o. If you know

in July as in December, but we'll
sell a dozen pairs, to reduce stock,
at 

needs to be brushed as often

AWE bought too many Military
Brushes for Christmas, andW
have twenty pairs left over.

a " nice young man," not entirely

Li°

bald, now's your time I

Smith
44 Main Street

For Men Not
Entirely Bald

Yours for a Song
.,4zn..pvtraer

If you can't sing, give us Ten

Dollars and take away one of

these Filled Watches. You may

then sing, for you will have

saved $5.00.

Nothing the matter with them —they
are fully guaranteed but we are dis-
continuing this maker's line and it's a
windfall for just seven lucky buyers.

SMITH, THE JEWELER
44 MAIN STREET

Good-bye, Profits!

Next Christmas is a long way off, and
we don't want to carry our left-over
Novelties until then ; so we'll give
them to you for one-third off, in ex-
change for cash to put into our Spring
stock. They'll come handy when
You want. to give a birthday gift, and
no one will be the wiser that you have
saved the jeweler's profit on them.
And some of these things are so cute
that you will want to make a gift to
yourself

John Smith, Jeweler
44 Main Street
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The Jeweler's New Year

By JOHN TWEEZER

"For still the new transcends the old
In signs and tokens manifold."

As you read this a New Year has

dawned upon the horizon of Time. The air

is vibrant with resolves for betterment. A

million merchants, the world over, have set

their teeth in determination to improve on

their past methods.
What are YOU doing to mark the ad-

vent of the New Year in trade?

Are you shutting your eyes to the

evidences of the modern spirit in mer-

chandising and stopping your ears to the

clatter of the swift-moving procession

which is heading to the School of Better

Ways?
Wake up, man, and join the joyous

marchers!
Renew your confidence and resolution.

Brush the cobwebs out of your eyes when

you brush the spider's webs from behind

the safe. Polish your brains as well as

your brass railings. Clear the deck for

action ! Unload your accumulations of old

stock by the hurrying method of the bar-

gain price cleverly advertised. You want

no old stuff to haunt your dreams and

paralyze your energies in this time of new

goods, new methods, new ideas. You want

no last year's ghosts to lift their heads

from tray and shelf and fright the beauti-

ful products of the New Year. Bid them

clear out!
Hitch on to the live ways—don't hang

on to a corpse! Stand up straight and be

unafraid. Resolve to "put away the old

man." Believe in yourself—in your present

powers plus your potentialities. "Get a

move on you." Smile oftener; don't carry

a grouch for long; cheer up. Give every

customer a square deal; take the short end

yourself in every case of doubt as to the

right thing between man and man.and your

conscience will pat you on the back. And

so I need not wish, for your own heart and

mind will then order for you, a Happy New

Year!

A January Window

January is now universally recognized
by the public as "bargain time." The

propriety of the "house-cleaning" sale in

January appeals to the common sense of

the people, and to the judgment of the

can't-be-fooled who would be wary of a

"removal" or "bankrupt" sale; for it seems

entirely proper that the merchant should

not want to carry his holiday left-overs to

another Christmas, and the beginning of a

New Year seems the right time to "clean
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house" of the old year's accumulations of

odds and ends. Therefore a "house clean-

ing" sale at this time is cordially accepted

by the people as an offer made by the mer-

chant in good faith.
THE KEYSTONE rejoices in the marked

tendency in the trade against the continuous

practice of price-cutting throughout the

year. The goods, however, which are

herein contemplated for sacrifice are the

left-over Christmas novelties, the sale of

which would not disturb the market after

Christmas, as there is no sale for this class

of seasonal goods in January unless the

market for them is made; and further, the

offering of a year's accumulations of odds

and ends in January—out-of-fashion

jewelry, soiled or shopworn clocks, etc.—is

not in violation of the ethics of trade, be-

cause there is no competition in the sale of

out-of-date or shabby merchandise. More-

over, it is always quite permissible to close

out "remainders," broken lots, discontinued

lines, etc., at such prices as will clear the

store of these eyesores of the stock, and

this practice is endorsed by merchants who

are the greatest sticklers for all the trade

proprieties.
It is very gratifying to note the in-

creasing practice of buying in small quan-

tities, and frequently, rather than "stock-

ing up" several times a year. It is the true

corrective of the danger of accumulating

"slow" items in quantity ; and when the

practice becOmes universal the "house-

cleaning" sale will be required only at long

intervals. In this year of grace, however,

there is still a majority of jewelers who

need to "cut out the dead wood" in order

to balance and harmonize the stock and

make it "live" and active ; and the logical

method is the bargain price, strongly ad-

vertised by window and newspaper.

Following is a suggestion for a Janu-

ary window, embodying the "house-clean-

ing" idea. It has the merit of small cost

joined to large results.
This window display should be supple-

mented by coincident newspaper advertis-

ing on the lines suggested by the models on

opposite page.

Construct an mutation of the muzzle

of a large cannon of black pasteboard. Let

this muzzle be thrust through an opening

in the curtain at the back of the window,

so as to convey the idea that the breach, or

loading end, of the cannon is inside the

store. The mouth of the cannon should

point directly front, from the center of the

w i n do w
Fill the window with all the "old

stuff" and the unsold holiday novelties. Let

a few small objects remain in the muzzle of

the cannon, to indicate that all the goods
in the window were "fired" from the can-
non. Suspend a big placard from the
muzzle, which will say :

These Old goods (at New prices)
and some New goods (at "no price
at all") have been "fired" from
our stock.

The goods should all be tagged with
large tags, so that the writing on them can
easily be read from the front of the win-
dow. The inscriptions on the tags should
be clever enough to interest or amuse, so
as to hold the attention until all have been
read by the observer, and all the objects
inspected, in the hope that they will bring
her into an amiable buying humor.

For instance : On a "slow" lot of back-
combs, or barrettes, put on the tag,

Interesting, even to bald ladies,
at 20 cents each

On a tray of shop-worn nickel watches:

Were $2.50, now $1.00
Cheaper than missing the train

On an out-of-date bracelet:

$1.50 from $5.00
(This "joke" costs us $3.5o)

On a tarnished, old style cake basket:

Yours for little more titan the trouble of
cleaning it

On some men's vest chains of a "loud"
pattern no longer worn :

Out of fashion, but the best
quality. Are you stuck on being
in style, and willing to pay for it?
If not, you'll save "half" on these
chains.

On a Christmas novelty :

Missed by the Christmas shopper,
so now it waits someone's birth-
day, and the price drop. i from $4
to $2.

On a soiled bisque figure:

"Once I, too, was pure as the
Beautiful Snow"

On a shelf-worn mantel clock:

Time WILL fly when prodded by price
$1.00

Mark some of the things of least
value at a ridiculous cut, an unnecessary
loss, simply to advertise the window. Thus,
on a tarnished belt buckle, which the whole
feminine community has heretofore turned
down:

Regular price $r.00
Good-bye price .ro

And so on. The items above are
merely typical—go ahead and develop the
idea according to the goods you have to
offer. But keep this in mind: To create
good will in the observer be perfectly
frank in stating undesirability. You may
tell all that is good in the article, but do
not gloss its bad points—and let the price
be your argument for the sale.

J. T.



98

110FTVIAN

January, 1911

if()FmAN
10,11)!

Hofman Partitions and Cases
A special design illustrating the harmony in the
construction of Hofman interiors. At the left is
the diamond office or work room. The cases at the
right may be built of any woods, in any dimensions, and
in any finish.

We would be pleased to submit other special designs to
meet your individual requirements.

JOHN HOFMAN CO.
63 Leighton Avenue ROCHESTER, N. Y.

OUR LATEST IMPROVEMENTS IN
SHOW CASE CONSTRUCTION

Place our Show Cases in a Class by Themselves
We should be pleased to furnish prospective purchasers complete informa-
tion in regard to these improvements which are embodied in practically
every show case that we build. Our catalog will prove of interest to any
progressive merchant.

Our trade-mark

roe Car, warm • Cbascuxes

is a guarantee of

HONEST WORKMANSHIP, EXCELLENCE OF DESIGN
AND MODERATE PRICE

Kinupah. &Lou Ga41 Go:
926 JEFFERSON AVENUE GRAND RAPIDS, MICHIGAN

New Chicago Salesroorns:
218 East Jackson Boulevard, Chicago, Ill. Open January 15, 1911

!JOIN A IN

LEARN ENGRAVING

FOR FIVE DOLLAR 

A complete course of lessons by an expert
engraver, a set of engraver's tools and practice
material, and a book of monograms and
alphabets for $5.00.
The hook of nionogron: alone $1.00

lesson.s alone $2.00

American School of Erigrutving
45 Maiden Lane Ne,VV YORK, N. Y.
  15(X) SATISFIEO PU124....'HASE1RS  

ARTISTIC M IN IATU RES
copied from any photo on watch cases and
dials or on ivory, pearl, porcelain or celluloid.

HANO PAINTED,
MINIATURS ON IVORY

All work guaranteed permanent and satis-
factory. 15
years' ex-
perience.

Send for Illustrated Price-List

STUDIO OF

Chas. A. Joh n.ston
106408 Fulton Street, NEW YORK

We also do ETCHING ON SILVER front any
design, portrait, sketch, etc., etc.

Gem Productions in the United
States

This country is coming to the front as a
producer of precious stones for the markets of
the world. We are rather shy of diamonds, it
must be owned, but every other known kind of
gem is mined in the United States in considerable
quantities, including several which are peculiar
to America.

The greatest sapphire deposit
Wealth of in existence has been opened
Sapphires recently in Montana; Arizona

and New Mexico are supply-
ing Europe with the most beautiful turquoises
ever seen, and in California a new gem-bearing
belt, productive of a dozen kinds of crystals from
topaz to hyacinth, bids fair (according to George
F. Kunz, the famous expert), to rival the Ural
Mountains, which have led for half a century in
the production of such minor stones of orna-
mental value.

Doctor Kunz describes the sapphire deposit
as "perhaps the greatest gem mine in the world."
It is located in Montana, on a fork of the Judith
River, and is already turning out 1,000,000 carats
of stone a month. The sapphire, in fact, has
suddenly sprung into front place as the most im-
portant American precious stone commercially
speaking, displacing the tttrquois, which for a
number of years past has held that position.

The discovery of the wonder-
Accidental ml deposit was made under
Discovery rather picturesque circum-

stances. Not very long ago
the business of washing gravel for gold was
being pursued in a more or less irregular fashion
on certain bars in the upper waters of the Mis-
souri River, a few miles east of Helena. The
miners picked up a number of bright and pretty
pebbles, which were caught in the sluice riffles,
and ascertained on inquiry that they were real
sapphires.

Later on the source from which these gems
were derived was found in the above-mentioned
locality, nearly too miles to the east of the bars.
and mining for them was begun. The forma-
tion in which they occurred was a broad "dyke"
of yellow earthy material, which proved to be
decomposed rock. On digging downward a few
feet the unaltered rock, obviously of volcanic
origin, was disclosed. It was soft and friable, and
sapphires were scattered through it like plums in
a pudding.

Once upon a time, perhaps a million years
ago, the place now occupied by the "dyke" was
a great crack or fissure in the crust of the earth.
Molten stuff from below was thrown up by vol-
canic forces, filling the crack, and, as it cooled,
a quantity of oxide of aluminum which it con-
tained, was crystalized out in the shape of sap-
phide-bearing material there found extends for
a distance of four miles on the surface, and to
an unlimited denth apparently. Experts believe
it can be worked as far down as 2,000 feet.

The sapphires obtained from this
Beautiful Hues deposit are of surprising variety

of hues—light blue, blue-green,
green and pink. Some are peacock blue and
every now and then one is found that is of the
true "cornflower" tint, so highly esteemed in the
sapphires of Ceylon. All are brilliant, and as a
rule, free from flaws. In size they range from
"culls" (used for watch jewels and other me-
chanical purposes) to gems of five or six carats.
The culls sell at from $2 to $6 an ounce. All of
them are shipped to New York, and thence to
Amsterdam, for cutting, in which process they
lose half their weight.

Nowhere in the world, however, has there
been found so great a variety of rich colors in
corundum gems (sapphire, ruby, etc.) as in
another newly exploited locality in Montana on
Rock Creek. Many of the tints, indeed, were
never seen before in precious stones. Butterflies
made of them possess all the vivid beauty of
the natural insects, and not long ago a brooch
was put on exhibition, composed of over 200 of
them, no two of exactly the same tint or shade.
From red and pink they passed, by delicate gradu-
ations into salmon, yellow, yellowish brown, pale
blues and greens and blue greens. All of these

gems are of unusual brilliancy and look their best
by artificial light.

The newly discovered gem belt in California
is about forty miles in width, extending from San
Jacinto Mountains in Riverside County southward
through San Diego County and into Lower Cali-
fornia. Within this area an extraordinary num-
ber of deposits of precious stones have been dis-
covered within the last half dozen years, includ-
ing tourmalines.

The Problem in Perpetual Motion

By DENNIS MCNEILL, in Scientific American

The accompanying drawing shows two
wheels, the lower of which is immersed in water
to nearly the central axis A, which axis, as
shown in Fig. 2, is hollow and has but one
opening to the wheel, which is placed at the
bottom of the shaft. The lower wheel is bored
radially from the circumference to the axis
around which it revolves, designated B and XX,
etc. These several holes have no outlet through
the shaft until they reach the position shown in
B. The shaft is fixed, and these several holes

Puzzling Perpetual Motion Problem

bring the opening to conjunction with the hole in
the shaft as they successively come to B's posi-
tion from the turning of the wheel.

Figure i shows the telescoping weigh boxes,
consisting of a light, strong section fastened to
the conveyor F, a spring D, the strength of which
is slightly greater than the pressure of the water
at the point J in the main diagram; a weighted
bottom E, which is slightly heavier than the
strength of the spring D, and an opening marked
C, properly gasketed to make it air and water
tight when engaging the face of the wheels.

On the right-hand side of the wheels all the
boxes have the spring D depressed, and occupy
their smallest space. When the box comes to the
point marked K and enters the water, the gasket
C has covered the radial opening in the lower
wheel and the strength of the spring has the
tendency to expand the telescope, but fails to do
so at that side of the wheel at any point until the
box reaches the position L, when the hole through
the radius of the wheel comes coincident with
the opening in the rigid axle, and allows the
force of the spring to draw air through the axle
into the telescope. The latter expands to its full
length and from the displacement of the water
becomes lighter than the water in which it is
immersed, and has a corresponding tendency to
revolve the wheel in the direction of the arrow.
At the top wheel the confined air in the boxes
keeps them from telescoping from the action of
the weighted bottom E, shown in Fig. t, until
the air-tight gasket has left the face of the
wheel, and likewise at any point on the bottom
wheel from J to K the vacuum will refuse to
allow the spring D to expand the box until the
perpendicular hole in the lower wheel passes the

opening in the bottom of the fixed axle and al-
lows the ingress of air into the interior of the
box at the position on the wheel marked J.

To illustrate, suppose the weights weigh four
pounds each, one-half pound for the section fas-
tened to the conveyor and the weighted bottom
E, shown in Fig. t, weighs three and one-half
pounds. When immersed at K, suppose the down-
ward weight drops to one pound in the water dis-
placed by the closed box, and expands to displace
three pounds of water, making the box weigh
after passing the point at .1 minus two pounds.
Now we have to lift the weight of the bottom
from the point of its expansion to the closed
position, but we have a lifting force of two
pounds in the submerged box acting through a
much longer arc to produce this force. Why
doesn't the machine run?

Strange Mystery of Watch
One of the most remarkable mysteries that

the police have ever been called upon to unravel
is the unexpected recovery in the jewelry store
of F. P. Blair, Bellefonte, Pa., of a valuable
watch which was stolen from that store six or
seven years ago. The watch was owned by a
Mrs. John A. Woodward, of Howard, who died
recently, and who at the time the watch was
stolen had it left at Blair's store to be repaired.
By some strange intuition Mrs. Woodward, be-
fore her death, left instruction as to what should
be done with the watch in the event it should
ever be recovered. The story of the watch, its
disappearance and recovery, reads like a tale of
fiction.

Six or seven years ago the late W. R. Jenk-
ins returned from his iron works at Howard,
bringing with him Mrs. Woodward's watch and
leaving it at Blair's store to be repaired. A day
or two later the watch was stolen. From that
day until the night it was discovered Mr. Blair
was without the slightest clue as to the where-
abouts of the missing timepiece. It was the only
watch ever entrusted to his care that was not re-
turned to the rightful owner, and this despite the
fact that he has handled thousands of watches
in his career as a jeweler.

On the night referred to a foreigner, for
several years a resident of Bellefonte, walked
into Blair's store and said that he was selling
chances on a watch. He showed the watch to
Russell Blair, who instantly recognized it as the
long-missing timepiece owned by Mrs. Wood-
ward. Going to the store register, in which is
kept the number of every watch handled there,
he verified his identification of the watch, in-
formed his father of the fact and then told the
foreigner.

The man who took the watch into Blair's
store said that he arrived in this country between
five and six years ago, and that while in New
York he purchased the watch for $25 from a
pawnbroker in that city, giving the street ad-
dress of the pawnbroker in question. He further
explained that he had carried the watch ever
since and never had the slightest idea as to who
might have been its original owner. Further-
more, the man, who is vouched for by persons
who know him as being rigidly honest, insisted
that the watch was his property.

Mr. Blair was dumbfounded by the sudden
recovery of the watch, and is at a complete loss
to explain the strange mystery. The matter is
being investigated but thus far without the slight-
est development to indicate who stole the watch
or how it got into the possession of the New
York pawnbroker.

Precious Sand and Gravel
Sand and gravel cost $13,000,000 in America

last year, and ranged from TO cents to $20 per
ton. Prices for grades used in making concrete
run as high as $1.50 per ton. Grades for certain
kinds of glass cost as much as $20. It is selec-
tion, washing, drying and screening that makes
the cost mount up. The sum mentioned includes
material for the principal construction work of
the country, but does not include all sand con-
sumed by a multitude of small users. Gravel for
roofing is worth as much as three dollars a ton.
The uses of all kinds and grades are multiform.



I00

Reduce Your Lighting Bills 60 Per Cent!
By replacing the old-style bulb lamos in show cases and windows with J-M Linolite Tungsten Lamps, you can not only increase the sales powerof your show cases and windows by illuminating the goods better, but can more than cut your lighting bills in half.
J-M Linolite Lamps have straight-line filaments, nearly a foot long, in tubes instead of bulbs. Joined end to end, these lamps give a continuousstream or line of light. There are no dark spots, as with bulb lamps, when you use the

J-M Linolite System of Lighting
and the powerful J-M Linolite nflector, which can be turned to reflect at any angle, throws the light in any desired direction—concentrates it all onthe goods. No light is wasted on the ceiling or sidewalk.

On account of the small size of the J-M Linolite reflector (i4 inches deep x 24 inches wide), the reflector and lamps can he entirely concealed.They can be hidden back of the framework around the window or behind the vertical fillets—wherever nearest the goods. So J-M Linolite does notdazzle the eyes of spectators, spoil the appearance of windows or occupy valuable space.
Write our nearest branch for booklet, which explains the true economy of J-M Linolite.

H. W. JOHNS-MANVILLE CO
Manufacturers of Asbestos
and Magnesia Products 

ift.q.B.F.STRISK

Baltimore Buffalo Cleveland Detroit London MilwaukeeBoston Chicago Dallas Kansas City Los Angeles MinneapolisFor Canada :—THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITED
Toronto, Ont. Montreal, Que. Winnipeg, Man. Vancouver; B. C. TURNERS

Asbestos Roofings, Packings,
Electrical Supplies, Etc.

New Orleans Philadelphia S3n Francisco St. Louis
New York Pittsburg Seattle I 282

For Great Britain and Continent of Europe
& MANVILLE, LTD., Hopetoun House, 5, Lloyds Ave., London, E. C.

The Phenomenal Sale of this
Case Proves its Usefulness

jewelers with a keen eye in every case relating to their business, saw at once
the beauty, utility and cheapness of our " IDEAL" CASE.

It is made of solid oak, or other wood desired, highly polished, beveled plate-
glass top, double strength glass front, ends and doors, has two highly polished
shelves of same wood as case, supported by Tom's adjustable brackets, metal legs
six inches high, and doors run on steel tracks.

DIMENSIONS:—Length as ordered, 28 inches wide, 43 inches high, upper shelf
12 inches wide, lower shelf 16 inches.

The construction of this case is first class. It has a nicely molded top, orna-
mented with egg and dart.

A BEAUTIFUL CASE

Made and sold by 

Wall Cases. Solid Oak. 8 feet long, 8 feet 4 inches high, 1 foot 4 lushes deep
Inside. Doors slide up, fastened to Morton's steel chains and weights, Inside of case and
shelves lined with black felt. Made to ship in the knock down.

Net price, $58.00. Worth $70.00

Union Show Case Co.
Salesroom, Office and Factory

56-66 Frank Street, CHICAGO
Take the Blue Island Avenue Car
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A New Record in the Importa-
tion of Luxuries

Diamonds and Other Precious Gems Lead in

the List of Imports

The Government has gathered details

of the luxuries Americans brought from

abroad in the last fiscal year. Adding

some American comparisons to these fig-

tires a surprising story of national ex-

travagance results.
The imported luxuries for the fiscal

year ended June 3oth last, for instance, rep-

resented one-fifth of the annual imports of

every description, amounting to a billion

and a half of dollars.
They more than doubled in amount

the liabilities of all the commercial failures

in the United States in 1909.
They would pay nearly one-half of the

annual expense of $662,000,000 for run-

ning the federal government. They meant

nearly $4 worth of imported luxuries for

every man, woman and child in the coun-

try.

New Records

In almost every way this

summary of imported lux-

uries was record-breaking.

The most conservative estimates of the

Government place their value at $250,000,-

000. This was more than double the value

of the luxuries imported ten years ago and
exceeded by $25,000,000 the previous
record for 1907, during a period of unusual
prosperity. And at the summit of this
pyramid of luxuries, overtopping the sum
of all previous years, stand two figures—
the American woman and her child.

With the Government estimate of
$25o,000,000 for imported luxuries as a
basis a study of the lists in detail suggests
that the total, vast as it is, underestimates
the value of the luxuries brought from
abroad.

To distinguish between a luxury and a
necessity, of course, is not easy. "A lux-
ury"—to quote from Webster—"is any-
thing which pleases the senses and is also
costly or difficult to obtain." Yet a thing
that is considered a necessity in a Fifth
Avenue residence may be an undreamed-of
luxury in a Wyoming ranch house.

In making the list, usefulness was con-
sidered, and in this test the manufacture
of similar articles in America played a
part. In almost every class these dupli-
cate American manufactures were found
and in many cases the value of the exports
from this country exceeded that of the
imports.

With diamonds, precious
Luxuries stones, art works, rare
Pure and Simple flowers and rugs and the

like classed admittedly as
luxuries and with usefulness or duplica-
tions in American manufactures applied to
more doubtful classes, the total soared high
above the Government figures. It was
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$311,405,918, with the summary of the
items as follows :

Diamonds, precious stones and
jewelry  

Furs  
Women's apparel—
Millinery . $20,909,552
Gowns   14,270,735
Laces, trimmings, etc  50,918,033
Handkerchiefs   2,404,631
Fans   270,026
'Toilet requisites 4,561,807

Art objects, musical instruments
and engravings  

Clocks and watches. 
‘Vines and liquors. 
Tobacco, cigars, etc.  
I lorses and automobiles 
Toys, etc., for children 
For the home—
Carpets  824,909,767
Furniture   801,713
Mahogany   3,224,152
Plants and flowers  1,242,444
Decorated porcelains. 9,359,176

$49,377,824
26,597,644

93,334,784

28,469,657
2,571,254

24,716,798
32,807,625
7,133,106
6,859,974

  39,537,252

This may be considered a summit of
American extravagance. For the Cus-
toms officials interviewed said that the
imports of the country, except during such
untoward incidents as the financial flurry
of 1907, have been steadily mounting up-
ward.

The fluctuations in totals
Fluctuations
in Totals 

from month to month in
their opinion do not make
much difference. There is

a table, for instance, showing the im-
ports for September in the last three years
to be $98,101,738 in 1908, $120,941,642 in
1909, and $117,271,014 in 1910. The
report for October of George W. Wana-
maker, Appraiser of the Port of New
York, disclosed a decrease in imports of
more than $13,400,000, as compared with
October, 1909. Customs experts were
asked if such decreases indicated a falling
off in trade and in imported luxuries.
They replied that the imports soared up-
ward some months or fell off by millions in
others because of the seasons in trade. In
March, for instance, it is sugar from Cuba,
in early summer the autumn wearing ap-
parel, in September the cotton trade, and
at present the tropical fruits, which for the
time add millions to the monthly revenue
receipts. Business accidents may delay or
hasten shipments. Proof of a permanent
decrease could only be found in the annual
totals for half a dozen years, and these,
they said, showed a steady increase. A
falling off of -$13,400000 a month, in their
opinion, did not mean much anyway in a
commerce mounting into billions of dollars
a year. At the appraiser's stores it was
said, too, that importers report that the
markets are not overstocked and that a
healthy demand for merchandise continues.

There is no better way to
Precious Stones test the growth of luxury
and Jewelry in America than with the

diamonds and precious
stones, the imitations thereof, and the
jewelry. No trade is more sensitive to in-
dustrial uncertainty and financial depres-
sion, for at such times jewelry is one of
the first things people stop buying. Ob-
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versely the increase in the imports last year
shows new public confidence and record-
breaking purchases.

In 1900 the imported precious stones
were worth $14,859,018. The increases in
valuations for the next three years were,
ill round figures, $6000,000 in 1901, $3,-
(530,000 in 1902, and $8,000,000 in 1903.

The market showed depression in 1904,
and the imports fell off more than $8,500,-
000 to $23,626,608. Then they began to
soar upward again to a summit of pros-
perity in 1907. These increases in imports
were approximately $10000,000 in 1905,
$7,000,000 in 1906, and $2,000,000 in 1907,
establishing a new record of $42,468,022
with the imports for that year.

Then came the financial flurry of 1907-
1908. The imports dropped in a single
year more. than $25,000,000 to $16,714,137.

The recovery of the foreign trade in
precious stones was even more interesting.
hi 1909 the loss was more than half made
up by an increase of $12,658,933 to a total
valuation of $29,373,070.

The imports for 1910 establish an-
other record both for annual increase and
total. The imported diamonds and precious
stones were worth $47,799,801, exceeding
the previous record of 1907 by more than
$5,000,000. The record-breaking increase
for the year was $18,426,731, the imports
had increased for the ten years nearly 240
per cent.

Such sums, amounting to
American many millions, are hardly
Manufactures comprehensible merely as

such. Their meaning is
made clearer by comparisons—the $49,-
377,824 worth of diamonds, precious stones
and jewelry imported last year, for in-
stance, compared with the value of the
goods made by all the American jewelry
factories five years ago. This domestic
output, manufactured in moo establish-
ments employing 22,000 wage earners, paid
$12,500,000 for the year—this output was
worth $53,225,681, an excess over the im-
ports of last year of not more than $3,800,-
000.

Should the test of American manufac-
ture be applied to the clocks and watches,
those imported last year might be con-
sidered as luxuries in an even greater de-
gree. American timepieces are known all
over the world. They are manufactured
here at the rate of more than $20000,000
worth a year. They were exported last
year to a score of countries, including such
remote lands as Argentina and Chile,
China, Japan and British Africa.

Small by comparison were the imports
of watches and parts thereof valued at
$1,869,402—comparing with exports of $z,-
228,713—arid of clocks appraised at $70!,-
852 with exports of $1,360,218.

It seems but a step from the jewelry
to the other feminine adornments, and here
the list of imported luxuries bears the im-
press of a big, predominating truth. Ameri-
can men have plundered the world to
satisfy the whims of their women and
children and to add to the luxuries of their
homes.
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SOME CLASS TO BASTIAN SEALS
Mr. Jeweler:—BE SURE TO GET OUR DESIGNS AND ESTIMATES IF YOU WANT TO SURELY

PLEASE YOUR CUSTOMERS

728 729

735

tir In asking for designs give quality and
quantity wanted and any suggestions on
which we may enlarge.

There being such a large variation in the
designs for seals, it is impossible to quote
accurate prices until we see designs required.

ci The average seal can be made in solid gold,
with patent safety catches, in lots of one dozen
or more for $2.40 each in 10K gold, or $2.75
each in I 4K gold.

We will be pleased to quote a price for any
special seal you may have upon receipt of
design, quantity and quality wanted.

anuary, 1911 THE KEYSTON

WRITE FOR OUR CATALOG
AND LIBERAL DISCOUNTS

Bastian Bros. Co.
487

DEPT. 526

ROCHESTER :: NEW YORK

NON—LEAKABLE

WE CiRATEPULLY
ACKNOWLEDGE

your favors and support in
1910 and solicit their con-
tinuance in 1911.

We extend our pledge of co-
operation and best wishes for
your continued Prosperity
throughout the New Year.

ADAMS, CUSHING do FOSTER
168 Devc_In.shlre Street BOSTON, MASS.

 SELLING AGENTS POR 

AMERICAN FOUNTAIN PEN CO.

SOMETHING NEW
This elegant Glass Dome

Revolving Display Case given
FREE with an assortment of
$15.00 and up of the Wright
Celebrated Self-filling Fountain
Pen. Retail from $1.50 upwards.
Send for catalogue and price-list.
Every pen guaranteed to give
perfect satisfaction.

Just the line for jewelers.
Order " Wright " now.

WRIGHT PEN CO. 623 WashingM Avenue, UIS
, 
U.S.A.

THE BEST THE CHEAPEST

SOLID GOLD CHAINS
They stand the test of time and TRADE

have done so for 6o years. Su- 1850

preme in Quality, Design, Finish,
Workmanship.

We sell direct. We have no sales-
men. Eliminating all unnecessary
expenses in making and selling
enables us to sell at the lowest
possible price. Send !or catalogue.

2klois Kohn. & Co.
1910

MARK

16-18 Maiden Lane, NEW YORK
Makers of GOLD CHAINS of every kind

Pens by the Ton

The Manufacture of Steel Pens Has Grown

Marvelously—Metal Pen in Use About 1860

The first type of pen that
The Original Pen the world ever knew was a

fine hair brush, and to-day

right in this country hundreds of these

same pens are in daily use. The Chinese

laundryman in the United States marks his

packages and keeps his books with a camel's

hair pen dipped in ink. It was good enough

for Confucius ; it is good enough for him.

But while the Chinese have clung

closely to the first type the evolution of the

pen has continued from the brush to the

reed, from the reed to the quill, and now it

is nearly half a century since tlie quill gave

place almost entirely to the pen of metal.

To-day pens are made by the ton, and ac-

cording to W. S. Birge, in the Wellspring,

the industry is increasing all the time.
Following the introduction

The Quill of paper the quill came into
use, the necessity for a finer

instrument than the reed being at once ap-

parent. The reed grew in the marshes of

some of the countries of the East, was

hollow and was cut into short lengths and

sharpened, but never yielded a fine point

like the quill.

Not long after the discovery of the

good qualities of the quill as a pen the

raising of geese and some other fowls got

a decided impetus in many countries.

England for a time imported 30,000,000

quills every year, valued at $125,000.

Many different kinds were imported.

There were the swan quill from Iceland,

English goose quills, Irish goose quills,
Hudson Bay goose quills, duck quills,
British crow quills and others. Poland,
Holland, Germany and Russia were all big

exporters of the product.

In making the goose quill pen, which,
by the way, comes within the memory of
very many now living, the quills were
sorted as soon as picked and the outside
skin was removed by a hot sand bath and
subsequent scraping. The barrels of the
quills were then hardened by dipping them
into a solution of alum or nitric acid and
hung up to dry. When the quills had ac-
quired the necessary brittleness the slit was
made either with a pocket knife or a small
machine for the purpose.

The Metal Pen

The metal pen came into
use about the year 186o,
but it was nearly a quarter

of a century later when the industry began

in earnest. The making of steel pens was

first undertaken in England. In the early

days they were made with the holder and

pen in one piece, but this of course when
the pen wore out necessitated the throwing

away of the holder also, and so economy

brought about the separate pen and holder.

Another objection to the early steel

pen was that it was too stiff. This was
remedied by the side slits seen in pens to-
day. The price of a steel pen of the

pioneer days of the industry as compared

with to-day is also interesting. The early

day steel pens cost as much as 25 to 50
cents each.

The metal for pens is steel of a fine
quality. It is received at the factory in
sheets. The first operation is to cut these
sheets into strips by a steam shearing ma-
chine, after which they are annealed and

put into a pickle of dilute sulphuric acid.
They are then ready to be rolled to a
standard gauge.

The thickness desired for the pen to
be made governs the number of times the
strip is run through the rolls. When the
strips have been rolled to the thickness
desired for the different styles of pens they
are stored in wooden boxes until called for

by the cutting department.
The cutting of the blanks
for pens from the strips is
done by screw presses which
can be operated so rapidly

that one person can cut forty-five thousand

blanks in a day. The shape is given to the

blanks, of course, by the dies in the presses,

and there are very many different shaped

dies for the different types of pens to be

made.
The blanks then go to the piercing de-

partment, where they are pierced and the

side slits before referred to are made, these

operations also being done by means of

presses, and requiring many different tools
for the piercing of the different kinds and
sizes of pens.

In order that the blanks may be im-
pressionable for the next operation, which
is the one of marking, they are placed in

cast iron pots and the pots in a muffle, the
temperature of which is regulated by most
experienced hands. The heated blanks are
allowed to cool gradually and while yet
pliable the name is placed upon them by

means of a stamping machine.
Thus far the pen is flat, and now comes

the very important operation of raising it
to the form of the finished pen. The proc-

Cutting the

Blanks
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ess is said to be very intricate, for by im-

proper raising all the work in the former
departments can be rendered useless.

A screw press of special construction
is used for this work. When the handle is
moved the screw descends and forces the
pen down upon a die. Most minute adjust-
ments must be made before the operators
can begin work. The pens are removed by
compressed air.

Next they must be bard-
Hardening ened. At this point they
Process are heated red hot and then

dropped into oil, after which
they are thoroughly cleaned and are ready
for tempering. This is accomplished by
reheating in cylinders which revolve over
a steady fire. This operation gives them
the elastic qualities necessary to meet any
particular requirement.

In all there are some fifteen processes
through which each pen must go. After
tempering comes scouring. The pens are
put in tumbling barrels with scouring sub-
stances, where they revolve for several
hours. The baths which the pens undergo
in the scouring room have much to do in
determining the life of the steel.

There are two classes of operators in
the next department, those who do what
is known as "straight" grinding and "cross"
grinding. Some pens require both opera-
tions, other types but one. The grinding
is to give the pens better ink holding prop-
erties and further elasticity. The work is
done upon emery wheels. An expert
straight grinder can grind about twenty-
five a minute, a cross grinder twelve pens
a minute.

slitting
Slitting the Pens the

ehe 
penherafrom

n of 
place

where it has been pierced
down to the point is in reality the most
difficult of all the mechanical operations.
The adjustment of these machines must be
perfect, so that the slit will be right through
the center of the point.

The process is performed by a press
operated by hand and equipped with
knives, which of course are not only very
hard but very fine. A special feature is
also made of the rounding of the points
following the slitting operation. This is
done in iron revolving cans containing
small pebbly material. The pens are next
put into dry sawdust. This rounding
process is to prevent the pen from scratch-
ing or sticking in the paper when it is in
use.

In the examining department each pen
is handled by experts who scrutinize every
feature of the mechanical work that has
been done and throw out every pen which
bears the least defect. Any defect can easily
be traced to the department in which it
has occurred, which of course is an added
impetus to each employee to perform each
task faithfully.
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TRADE LARK

REGISTERED U.S. PAT. OFF.

Stands for:
"GUARANTEED FOR LIFE"

against breakage and wear.

ECT ONLY COI Lkft-IMITTOnt----
5TL;RN1RQ5r CO.
33-43 GOLD ST. NEWYORK

TRADE NARK

REGISTERED U. S. PAT. OEN.

Stands for:
"GUARANTEED FOR LIFE"

against breakage and wear.

Rings
Brooches

Lockets

Scarf Pins
Fobs

Bracelets
Studs

Crosses
Link Buttons

Hat Pins
Baby Pins

Veil Pins
Tie Clasps
Screw Earrings
Ring Mountings

Locket Rings
Bead Neck

Chains
Charms

Festoons
Lorgnette

Chains

Emblem Goods
Neck Chains

Cigar Cutters

Pocket Knives
Lapel Buttons

Vest Buttons

Collar Buttons
Rope Chains

Silver and
Gold Thimbles

Silver and Gold
Match Boxes

Fob Seals
Cameo Goods

Gold and Silver
Cigarette Cases

Alberts

Class Rings

Vanity Sets
in Gold

and Silver
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TRADE MARK
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Link Buttons
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Silver and
Gold Thimbles
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Fob Seals
Cameo Goods

Gold and Silver
Cigarette Cases

Alberts

Class Rings

Vanity Sets
in Gold

and Silver
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How to Educate the
Customer

in Watch Values

When a customer brings in
grandfather's ivatch for clean-
ing and a new mainspring, he
may not be disposed to change
his mind in two minutes and
buy a hundred-dollar Howard
instead.
But there is the place to

begin working upon him.
It will be profitable for him,

and for the dealer too, to look
forward a bit, and anticipate
the day when grandfather's
turnip must finally go onto the
scrap-heap.

If the dealer says, abruptly,
"Throw that old relic away and

[ It ]

Selling Talks 
No.

The New Howard Selling Book
I AVE you received
  the Howard "Selling

Talks No. 2" yet?
"Selling Talks No. 2" treats
of educating the consumer
to put his money into buying a new
and modern watch instead of having
his old time-piece repaired.
It is the practical answer to one of
the most vexing problems that beset
the retail jeweler.
It bids fair to rank with "Practical
Selling Talks " — the first Howard
book, which has gone through five

editions since it was published a year
ago, and is now on press for the
sixth time.
You will want to read "Selling Talks
No. 2."
You will want your salesmen to read
it—to keep it by them and make use
of it in building business.
The book is published in durable
form. Its size is convenient for the
pocket or the desk. It is bound in
board covers.
Copies have been mailed to every
Howard jeweler in the United States.
We shall be pleased to send you
further copies on request.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS
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THE HOWARD WATCH

IN token of faithful service there
is no reward so fitting as the gift

of a HOWARD Watch.
In itself it stands for punctuality, accuracy,

efficiency. It is always " on the job" and it
always "makes good."

During January in nearly every bank, insur-
ance company, railroad office, factory or store,
there is some man, or men, marked for special
recognition.

Promotion, higher pay, are powerful incen-

tives. They touch a man's self-interest. A

HowARD Watch touches his heart. There is a

loyalty that money alone cannot measure and

appreciation that no ordinary gift will express.

The HOWARD idea is more than a watch : it

is a tradition. The HOWARD owner is one of a

select company—a company whose membership

embraces the ablest men of this country for three

generations.

Not every jeweler can sell you a HOWARD Watch. Find the HOWARD jeweler in your

town and talk to him. He is a good man to know. Drop us a postal card, Dept. W, and we

will send you " The Story of Edward Howard and the First American Watch "— an inspiring

chapter of history that every man and boy should read.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS

The above announcement appears in the leading magazines and periodicals for January. D reaches 7,500,000 subscribers (about 30,000.000
readers). It will be seen by every man in your community who can afford to buy a watch. Some of them will be interested. Are you a

HOWARD dealer ? Do the people of your locality know that they can find the HOWARD at your store?



EXCELSIOR WATCH

CONSIDER the growing boys and
girls in your town and their

first watches.
You will want to sell them fine watches some day.

They will never learn respect for a good watch by carry-
ing tinker-built timepieces around.

The Excelsior is a real watch—as accurate, reliable and sightly
as most watches that sell for twice the money. It is a satisfaction to
the customer—and not a source of excuses for the jeweler.

It carries a good profit—and every cent is net. The customer
is not coming back with a long string of watch grievances to be
righted at your expense.

Follow the lead of alert jewelers everywhere. Stock the
Excelsior. Display it. Advertise it.
You will find it brings many new
customers into the store.

The Excelsior Watch has 7 jewels,
quick train and cut expansion balance
with Breguet hairspring. Stern-wind
and pendant-set (except 18 size hunt-
ing, lever-set).

Made in o, 6, 12, 16 and 18 sizes—open
face and hunting. Plain polished, engine-turned
and fancy engraved cases of three grades—
Gold-filled, 20-year ; Gold-filled, Jo-year ; and
Silverode. Retail prices, $4.50 to $11.00.

at the factory, adjusted in its own case and soldEvery Excelsior Watch is cased

complete—with a printed price ticket attached that makes the price uniform every-
where and insures your rightful profit on every sale.

Inquire of your jobbers and write to the factory for literature.

NEW YORK STANDARD WATCH WORKS, Jersey City,
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NEW ENGLAND WATCHES
On the Market Thirty Years

MILLIONS SOLD Most Profitable to Repair
SAVE TIME AND MAKE MONEY BY DOING YOUR OWN REPAIRING

Have Always on Hand

GENUINE NEW ENGLAND MATERIAL
ill the

NEW ENGLAND MATERIAL CABINET

CContains an assortment of parts most frequently needed by the repairer, packed in air tight, rust proof glass
bottles, carefully numbered. If our assortment does not meet your requirements, you may make your own selec-
tion of material of equal value. New parts may always be obtained in sealed packages, bearing our Trade-Mark,
direct from

THE NEW ENGLAND WATCH CO., Waterbury, Conn.
Or

THE LEADING JOBBERS
Pacific Coast Agents, B. W. FREER CO., San Francisco, Cal.

January, 1911 THE KEYSTON

Holiday Greeting and Seasonable
Suggestions to the Trade

By PRESIDENT STEELE F. ROBERTS, Of the American National
Retail Jewelers' Association

A Happy New Year to every retail
jeweler.

May it come to you and yours with all
that is good and true, all that is peaceful and
helpful in your home and business life.

* * *
The retail jewelers of the country have

much to be thankful for, judging from early
reports of a successful holiday trade.

All adverse conditions considered, the
jewelers should congratulate themselves on
the business of the
past year, for if they
can maintain a normal
average in the lean
years, think of the
possibilities in the
prosperous years
which are sure to fol-
low.

* * *
Trade reports

from many States in-
dicate a very satisfac-
tory holiday business,
many jewelers mak-
ing large gains over
previous seasons and
others showing a vol-
ume of sales favor-
able in comparison
with other years. Re-
ports from more than
one hundred cities
and towns show a re-
markable increase in
the sale of diamonds
during the fall and
holiday season. At a
price range of $50 to
$1000 more pieces of diamond jewelry have
been sold in the year 1910 than any pre-
vious year in the history of the trade, and
surprising as it may seem, 8o per cent. of
the diamonds were bought by well-to-do or
medium class people.

* * *
Begin the New Year aright by paying

your bills and taking the discounts. Get
the discount habit and regulate your buying
by the certainty that you can discount the
bills when they become due.

No jeweler ever did or ever can suc-
ceed who does not take advantage of every
cash discount.

Then do as every well regulated mer-
chant does ; take an inventory of your stock.
Every jeweler, large or small, should know
the value of his stock, and his financial
standing at the beginning of each year.

An annual inventory establishes a
credit basis, gives an insight to the amount
of stock in each department—shows where
there is overstock—the goods that are car-
ried at a loss—uncovers old stock that
should be sold at any price—gives a buying
basis for the coming year—is imperative to
know in placing and adjusting fire insur-

ance, and in event of death or dissolution
of firm will avoid many contentions.

* * *
All the world loves a bargain, and es-

pecially so if it can be obtained at a jewelry
store.

So get ready for that clearance sale
you are going to have in February. Dig
out every old piece of shop-worn goods you
have in the store—jewelry, silver, glass,
china, clocks, etc., and have them cleaned
and polished. like new—put fresh cards and
tags on them—and then mark in plain fig-
ures a deep, deep cut price, showing origi-
nal price and cut price—and if the price is
low enough you will find ready sale for
every article.

If an article cost $20 and will only sell

III

Five hundred "Jewelers' Round Ta-
bles" or clubs in the United States would
mean thousands of dollars of additional
profit to the retail dealers and in eliminat-
ing personal, competitive strife would usher
in a millennium of peace of mind to make
the life of every jeweler worth living.

If there is a skeleton or any trade
abuses in the retail jewelers' closet, keep
the door tightly closed and do not air its
contents before the public lest the public
lose confidence in our most honorable craft.

* * *

As with the advent of the New Year,
good resolutions are in order, let us make
a "gentleman's agreement" that we will :—
Hold fast to the

wog

' \''"""C \"5"-j\17.

Watch Repair Rack of J. E. Lyle, Lowell, Masa.

for $5, take the $5 and buy new, fresh goods
for the spring.

Advertise the clearance sale as the de-
partment stores do; place large placards in
your windows and mark every article with
the cut price—as, $20 reduced to $5—and
enthuse the public on the sale.

A million dollars worth of old stock
can be sold by the retail jewelers through-
out the country during the month of Feb-
ruary if they will enthuse and properly pre-
sent the sale to the public.

* * *
Prepare your plans and get ready for

an aggressive campaign to increase the
membership of the American National Re-
tail Jewelers' Association in your State.

Organize a "Round Table" or Jewel-
ers' Club in your city or town and get ac-
quainted with your fellow jewelers.

Be a 24-karat jeweler ; take the initia-
tive and extend the right hand of fellow-
ship to your keenest competitor, and on
intimate acquaintance you will find him to
be a clean-cut, honorable gentleman like
yourself, and not the unscrupulous dealer
gossip led you to believe.

honor of our profes-
sion,

Make the reputation
of our store a domi-
nant factor,

Esteem "public confi-
dence" our most
valued jewel,

That quality shall
precede price,

Strive for a legiti-
mate profit,

Eschew dishonest
goods and manu-
facturers,

Insist on a trade-mark
and quality stamp;

Advertise the truth
and nothing but the
truth,

Stop "knocking" our
competitors,

Lend our aid to the
struggling jeweler,

Diligently read the
trade journals,

Organize a Jewelers'
Round Table,

Attend the Jewelers' State Conventions,
Boost the American National Retail Jewel-

ers' Association,
"5000 members" the slogan for 1911,
"On to Richmond" in August,

And that we will do everything within
our power to elevate the calling of the re-
tail jewelers to the highest type of mer-
chandising and ever strive to maintain the
honor and integrity of the craft.

An Imposing Watch Repair Rack

The accompanying illustration shows
the watch repair rack of J. E. Lyle, of
Lowell, Mass. Mr. Lyle's reputation as a
watch repairer extends far beyond his city
limits, and he has built up an unusually
large trade in this branch of his business.
He employs eight watchmakers and reports
a very busy fall and holiday season in the
repair department. Much progress has been
made by the trade during the past year in
systematizing repair work and in the direc-
tion of making this department more profit-
able. The illustration furnishes an impres-
sive object-lesson as to what it is possible
to accomplish.
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B Ben

The Jewelers' Alarm.

BIG BEN is the first and only alarm
sold exclusively to jewelers. He

is without exception the finest sleep-
meter made—the best looking, the
best built, the best running.

Big Ben is a beautiful, thin model
alarm clock, standing 7 inches tall and
mounted in a reinforced triple plated
case. He is fitted with big strong easy
winding keys, clean cut heavy hands
and a large open winsome dial, dis-
tinctly visible across the largest room.

Big Ben rings just when you want

and either way you want, intermit-
tently for fifteen minutes, continuously
for eight, and he rings with a jolly
full-tone ring that will arouse the drow-
siest sleeper.

Big Ben is rigidly inspected, six
days factory timed and tested. He
works only for jewelers and then only
for certain jewelers—those that agree
to sell him for at least $2.50.
We pay his railroad fare on all

orders for a dozen or more, we brand
him with your name in lots of 24.

Height, 7 inches. Dial, 4N inches. Intermittent or Long Alarm.
Dealers' names printed free on dials in lots of 24. Freight allowed on orders for one dozen or more.

The Western Clock Mfg. Co.,
La Salle, Illinois.

Lessons in Horology
By JULES GROSSMANN,_ Director of the Horological School, of Lode, Switzerland, and

HERMANN GROSSMANN, Director of the Horological and Electro-
Mechanical School, of Neuchatel, Switzerland.

Authorized translation by JAMES ALLAN, Charleston, S. C., former pupil of the
Lode Horological School.

[Continued from the December Keystone]

The Escapements

The moment of inertia A of a body is represented by the
formula

A =

in which — represents the mass of the mobile (35). Although

we will not treat of the question of the moment of inertia, except
in the theory of adjusting, we can admit, for the present, this
formula, as we give it here. In order that this value may repre-
sent something to the mind, we will further say that the moment
of inertia of a body submitted to a movement of rotation, is a
measure of the resistance offered by this body to a change in its
speed of rotation.

We could, consequently, represent the mass of the two rings,
by the expressions:

since

and we draw from

the value of

A A'
and—

r2 2

M

=

A g p =

We can thus apply the theory of bodies deprived of elasticity
which we have referred to above, and replace in the general
formula

m v tal
m

m and v by their values determined, on remarking that the anchor
was at rest before the shock. We will, therefore, have

where

r — A ,
-r

A
— w

(I) n –
I +1W2

On calling : the relation of the angles traversed by the

anchor and the balance and noting that

- -

one will further obtain

(2) 12

1 +A

expression of the angular speed of the balance, after the shock.
Li

479. The angular speed 7c/ of the anchor should be -
3

113

if the relation of the angles traversed by the two mobiles is equal
to 3, that is to say, in a general manner, one will have

w/ =

This speed should be sufficient to put the wheel in motion.
The tooth, up to this time, pressed against the plane of rest of the
pallet of the anchor, opposes a resistance to the movement of the
anchor, whose speed will be found diminished by this fact. We
can compare this action to that of a new shock. The angular
speed of the system of the anchor and of the fork will therefore
become in an analogous manner to the preceding case, and in
calling A" the moment of inertia of the wheel

Tv/ = _1_

+
A' \ 

I - );

or, also,

=-'--
3 A"  I+ \

A' a' I

3 [1 ,44! (a:,)2] [1 + (,1)2]

On account of the diminution of the speed of the fork, that
of the balance will be likewise diminished and the resulting shock
will give, successively

r

and

A
Lir+ 

A' 
— 1/' r'

r2

A , A'
-r

Al

r2  r' r
ni = A .

A + C—T1

12 +

1+

Al
-

a
at No •

A a)

On replacing f/ aud a by their value, we will have:
a'

w - -
V.w _L A'

2 -i- A1 + Ay a' ) 11[1 + AA a' \'l [1 j_ A"( a" \ 21

SI, :.---  A a / -1-
a_ A' t  a'  )2

I ' A % a /
or

ai = W

or also

A'
A

and filially

a[i + Au auvi

A' J

A' ( )212

A 1k a / j

A'
I 1I A

[

+4()']'a

+

= W

s[i

A'
A

Au auvi

k j ,

2iVa/

A't \ 2  
A\ a ), r Au au -1 2 ,

LI 4- A( a' )I

(2) =  +

+ CI)212A a

v
Aa) 

a''\2 r

a' )

expression which gives the value of the angular speed of the
balance after the shock of the roller pin against the fork, taking

(Continued on page 115)
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B

The Jewelers' Alarm.

BIG BEN is the first and only alarm
sold exclusively to jewelers. He

is without exception the finest sleep-
meter made—the best looking, the
best built, the best running.

Big Ben is a beautiful, thin model
alarm clock, standing 7 inches tall and
mounted in a reinforced triple plated
case. He is fitted with big strong easy
winding keys, clean cut heavy hands
and a large open winsome dial, dis-
tinctly visible across the largest room.

Big Ben rings just when you want

and either way you want, intermit-
tently for fifteen minutes, continuously
for eight, and he rings with a jolly
full-tone ring that will arouse the drow-
siest sleeper.

Big Ben is rigidly inspected, six
days factory timed and tested. He
works only for jewelers and then only
for certain jewelers—those that agree
to sell him for at least $2.50.
We pay his railroad fare on all

orders for a dozen or more, we brand
him with your name in lots of 24.

Height, 7 inches. Dial, 434 inches. Intermittent or Long Alarm.
Dealers' names printed free on dials in lots of 24. Freight allowed on orders for one dozen or more.

The Western Clock Mfg. Co.,
La Salle, Illinois.

Lessons in Horology
Ily JULES GROSSMANN, Director of the Horological School, of Lode, Switzerland, and

GHERMANN ROSSMANN, Director of the Horological and Electro-
Mechanical School, of Neuchatel, Switzerland.

Authorized translation by Pain ALLAN, Charleston, S. C., former pupil of the
Lode Horological School.

(Continued from the December Keystone]

The Escapements

The moment of inertia A of a body is represented by the
formula

A = —
P r2,

in which -:11)- represents the mass of the mobile (35). Although

we will not treat of the question of the moment of inertia, except
in the theory of adjusting, we can admit, for the present, this
formula, as we give it here. In order that this value may repre-
sent something to the mind, we will further say that the moment
of inertia of a body submitted to a movement of rotation, is a
measure of the resistance offered by this body to a change in its
speed of rotation.

We could, consequently, represent the mass of the two rings,
by the expressions:

since

and we draw from

the value of

A , A'
ann

p =
Ag 
rz

We can thus apply the theory of bodies deprived of elasticity
which we have referred to above, and replace in the general
formula

in v .4- ml

in and v by their values determined, on remarking that the anchor
was at rest before the shock. We will, therefore, have

A
- W

where

(I) n=
+

On calling the relation of the angles traversed by the

anchor and the balance and noting that
a'_ =
a

One will further obtain

(2) fl=  2+ AA' (a0.)

expression of the angular speed of the balance, after the shock.

479. The angular speed w of the anchor should be
3

113

if the relation of the angles traversed by the two mobiles is equal
to 3, that is to say, in a general manner, one will have

a' AL.
o.

This speed should be sufficient to put the wheel in motion.
The tooth, up to this time, pressed against the plane of rest of the
pallet of the anchor, opposes a resistance to the movement of the
anchor, whose speed will be found diminished by this fact. We
can compare this action to that of a new shock. The angular
speed of the system of the anchor and of the fork will therefore
become in an analogous manner to the preceding case, and in
calling A" the moment of inertia of the wheel

w/
=  

+ 
A' a' ) + A" ( 

a")
A' ;

2AP / \ 2 3

or, also,

=
Al /'\2I +  1 A  a ) 

3 I + 
A;  (aa' :)2 =– ,EI ± Al (a' )1711[1 + A" C.") 2]

A a A ci'

On account of the diminution of the speed of the fork, that
of the balance will be likewise diminished and the resulting shock
will give, successively

n, r =
A

I/ + Ir r'
r2

A'
. •r2 r'2

and
A 241 II' -

r
-
1
- T-.. - A ft + A' 11' 

r
I,

r2
ni = = =--

A'
ra T- rta A + Al 

(.)2

Al a'
+

I 
/a'\2 

• 

'

On replacing a and a by their value, we will have:
a'

n, =

Or

w aA'

• 

I

a

• 

n' I\ 2 

j_ 

A 8 [I + ac: )2] [I + A; ( aa'" )2]

+

o.
ft, = w 1 

or also

A'
A

[ +

A'  (  a'  12
A a /

[I
a

//' (0;1212
A Na/J

= W

1

3[1 + A' (

ir

-ci7)] ,

a 2

[i ( ac: )9 2 

{ At 
I ()'1- A  + k a'

and finally
Av at N 2

UI 
(2) fl, =

[ 2 II + )21 + 
+ 

au\

a' )

expression which gives the value of the angular speed of the
balance after the shock of the roller pin against the fork, taking

(Continued on page 115)
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RESOLVED:
that I, as a Retail Jeweler, will this year lend my

co-operation and support to those manufacturers

whose policies are consistent with my best interests;

who protect their selling prices ; who advertise their

products to the public, and who sell only to the

retail trade;
and

RESOLVED : that the INGERSOLL-TRENTON

as a 7 and 15 jewel watch, which conforms with

each of these conditions, will have my hearty

assistance and support in 1911.

anuary, 1911 T E

Lessons in Horology

K EYST ONE

(Continued from page 113)

into account the resistance of the unlocking of the wheel, that
is to say, of its quantity of movement of recoil.

480. Let us now propose to submit the preceding equation
to calculation and suppose the data as follows:

P =- o.6 gr.
r = 8.25 mm.

We have

A = -P- r2. A' =

Moreover

P' = 0.0374 gr.
r' = 3 mm.

P'

P'l -= 0.029 gr.
r" = 2.8 MM.

Fr/
r" and A" =- 14".

cia = 300, a' = io° ; therefore, a'- -= and a, = tang 15°. tang 300.
3

The relation 
R 

of the arcs traversed by the wheel and the
rI %-

anchor, during the period of unlocking, is, in effect, a function
of the angle of draw, namely, of the relation of its sine and its
cosine, and one has

R a"
-= tang 15°.

1'1 a1
But since

-= tang 300,

it will properly become

, 
a
= tang 30° tang 15°.

Suppose also the angular speed of the balance before the
shock W = 60.0353 MID.

The calculation will now give

log P=
log r2
log Ag

log
log

0.7781513 - I
1.8329078
1.6110591

log P' = 0 5728716 - 2
log r'2 = 09542426
log A' g = 0 5271142 - I

A' g = 0.5Z71142 - I
Ag 1.6110591

.916
- log 9 = 0 954 425

00551. 2

log A 
()

- 0.9618126
a' 2

log P" = 0.4623980 - 2
log r"2 = 0.8943160

log A" g = 0.3567140 -
- log Al g = 0.5271142 -

log (-0., = 0.3789838 - 2
a")2 

0.8295998 - I

0.2085836 - 2

log [1 + C÷: )2] = 0.0003976

log [1 
A, a, 12

+ ) = 0.0007952

-3

- 4 (--:=:-) 2= 0.000915825.

log tang 15° 9.4280525
log tang 30° = 9 7614394

log -40-7" =-

log 
(-a-)2= 

0.3789838 - 2

-1-4; (c) 2= 0 0 1 6 1 6 5 3 .

0.1894919 - I

log zu =- 1.7784067

- AA1 )2] 2= 0.0007952log [I +   
1.7776115

log [1 + (-tc -1)2
] 

=- 0.0069646

()2

 2= 0.9618126log [

- log [I
o÷:;)2] = 0.0069646

0.9548480

Number corresponding = 0.000901256.
We will have therefore

and

log

•

+

) 2

\2
Al a 21ce: 

I + 

,,,80026log fl i =
ni = 59.9795 mm.

-4

-4

= 1.7776115

= 0.0003911
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Value of the angular speed of the balance after the shock.
The speed absorbed will be therefore

Speed before the shock 60.0353
Speed after the shock 59.9795
Speed lost by the shock 0.0558 mm.

481. In the preceding problem, we have considered the
bodies which strike, as soft bodies, that is to say, deprived of elas-
ticity. In this case, the two bodies first react on each other, then
move together with a common speed.

The application of this principle is not absolutely exact, since
neither the roller pin nor the fork can be admitted as soft bodies.

Let us now consider the case of the shock of elastic bodies.
482. If the two bodies are perfectly elastic, the shock will

no longer be ended at the moment of the greatest compression;
the bodies, from that moment, resume their primitive form, in
place of remaining flattened against each other, and moving
together.

During the entire duration of this last period, the force of
reaction will take again the same values as in the first, since the
molecules will have the same relative positions; consequently the
speeds which will be imparted to or deducted from them will be
exactly equal to those which they had during the compression.

Let us designate by m and m' the masses of the two bodies,
by v and z/ their speeds at the moment preceding the shock and
by V and V' those which they possessed after their separation.

One can admit that, in the shock of perfectly elastic bodies,
the active force lost during the compression, should be equal to
that which is restored after the bodies have resumed their first
form. Therefore the sum of the active forces, after the shock, is
equal to the sum of the initial active forces. One will have then

m V' -1- = m v2 + 71'
or (I) m' (V" - v") = m (vI -

This equation containing the two unknown quantities V a,nd
V', we should further establish the second condition of the
equation of the quantity of movement before and after the shock.

Therefore (2) M V + M V v'.

In the case which we are considering the speed v' of the
fork is nothing, and equations (I) and (2) become:

(3) ne v'2 = (V2 - V')

(4) m' V' m (v- V)

Dividing (3) by (4) one obtains:
/7/2 v2 [/2

17' - V
from whence (5) V' = v + V.

Let us multiply this equation by in and add formula (4) we
will obtain (m = 2 M V,

from whence one draws

(6) V' = 
2 m v
m 111'.

Multiplying likewise (5) by m' and subtracting (4) one will
have

(7)

Formula (6) gives the final speed of the body which was at
rest before the shock and formula (7), the final speed of the
body which has just been shocked.

483. Let us now note that, falling from a height h, a per-
fectly soft body will flatten out on the body struck ; that, on the
contrary, a perfectly elastic body will rebound to the height h
from which it fell. Since no body possesses this power, it follows
that no body is perfectly elastic, and that the formulas which we
have just established will be modified according to the elasticity
of the bodies coming into contact. We should, therefore, multiply
the value (6) by a term whose form is (I X K), K representing
a coefficient which one will obtain by the relation

h'
h

in which h is the height of the fall and h' the height to which the
fallen body rebounds after the shock.

[TO BE CONTINUED]
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The Influence of the Escapement
on the Isochronal Vibrations

of the Balance

Written expressly for THE KEYSTONE by C. T. HIGGIN-
BOTHAM, Consulting Superintendent, South Bend

Watch Company

THIRD PAPER
(Continued from December issue)

Attention was called, in the first paper,
to the effect produced upon the rate of a
watch by putting the balance out of beat.
It is the purpose now to show how the law
of propulsion and resistance explains this
change of rate. It was a comparatively

Ft.

KEYSTONE

of an impulse on the receiving stone,' the
dotted lines show it with a tooth locked on
the discharging stone. AB is the line of
centers.

We shall begin with the position as
shown in full lines. The balance is as-
sumed to be making an excursion in the
direction indicated by the arrow C. The
escape wheel tooth D is just beginning to
deliver an impulse to the receiving stone
and the center of the roller jewel coincides
with the radial line E. This impulse will
continue until the roller pin reaches the line
F, at which instant tooth D will have
reached the position shown in dotted lines
and tooth G will have locked on the dis-
charging stone. Thus it is seen that the
impulse delivered by the receiving stone,
through the medium of the fork, to the
balance, begins at line E and ends at line F.
When the balance is making an excursion
in the direction indicated by arrow J the
roller impulse will not begin until the dis-
charging stone unlocks tooth G. This will
carry the roller pin in, unlocking from line
F to line II, 2112 degrees. Here the impulse
begins on the discharging stone, the roller
pin being carried from line H to line I.
Thus, both impulses, although beginning
and ending at different distances from the
line of centers, yet are delivered under
exactly like conditions and in like relations
to each other, thus counterbalancing the
effect produced by the unequal beginning
with regard to the line of centers. The un-
lockings begin at lines I and F, equal dis-
tances from the line of centers, thus mak-
ing the resistances alike on both sides. When
the watch is in beat the balance, if allowed
to come to rest, will do so with the jewel
pin center on line of centers AB. This is
to say, the line of centers and point of rest
will coincide. Under this condition the im-
pulses and the resistances counteract each
other. When the watch is out of beat the
conditions are entirely different.

Figure 6 shows the changed conditions
that exist with respect to resistances of-

fered by the lockings when
the watch is out of beat. it
is not deemed necessary to
show the entire escape-
ment, as in Fig. 5, conse-
quently the roller and
roller pin only are repro-
duced from that figure.
The lines I, E, H, F and
the line of centers AB oc-
cupy the same position as
in Fig. 5, but the watch
now being out of beat the
roller pin is represented
with its center on line F,
line F being in this case
the point of rest.

The effect produced by the resistance
offered in unlocking is due to two causes.
One is the recoil of the escape wheel tooth;
the other the impact of the roller pin
against the fork. In unlocking, the escape
wheel is forced backward a certain amount
and inasmuch as the entire train is in con-
tact, one member with the other, and com-
bining to press the escape forward, every
wheel must be forced backward against the
force of the mainspring. This forcing

..... 

.... 1

............

...

simple matter to illustrate and explain this
law as affecting a pendulum, but the ex-
planation of its application to the vibrations
of a watch balance is somewhat more diffi-
cult. With the aid of the accompanying
drawings it is hoped it will be made clear.

Figure 5 shows a lever escapement
with the several members in two different
positions, one position being shown in full
lines, the other in dotted lines. The full
lines show the escapement at the beginning

'17

backward of the train—winding up of the
mainspring—must be done by the mo-
mentum of the balance.

The balance by its momentum must also
overcome the inertia of the fork and
pallets. This overcoming of inertia is ac-
complished under extremely unfavorable
conditions as the balance has acquired its

maximum velocity when the blow is deliv-
ered, the result being that the impact is
very great in proportion to the amount of
metal involved. A homely illustration of
this would be to place a brick upon a table,
first forcing it along with a pressure of
the finger, then driving it with a blow of
the fist.

Effect of Unlocking

An impulse or a resistance offered to
a vibrating balance exactly at the point of
rest produces no change in its time of
vibration. The reason for this is that any
change produced affects only that half of
the vibration where the impulse or resist-
ance takes place and the change must neces-
sarily begin at that point. It will be seen
that if we deliver the impulse at the point
of rest we increase the arc of that half
vibration, the effect being the same as
though the balance was actually at rest and
was just started in its vibration. The
consequence of this is that in order to pro-
duce any change in the time of a half vi-
bration the impulse or retardation must be
delivered after the roller pin has left this
point or while approaching it.

In the condition represented in Fig. 6
the point of rest is at F. The balance
making an excursion in the direction in-
dicated by arrow J, unlocks the escape-
ment at this point, thus making no change
in the time of vibration. When the bal-
ance makes an excursion in the direction
indicated by arrow C the unlocking takes
place at I-27% degrees from the point
of rest, and inasmuch as it unlocks while
approaching the point of rest the vibration
is slowed down—the time of making it in-
creased.

It will be evident from what has just
been said that if we had to deal only with

(Continued on page HO
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Patent Spring Impulse Escape-
ment for Precision Clocks

A New Compensated Pendulum

Although a well-made Graham escape-
ment is accurate enough for most ordinary
regulators, it cannot be relied upon for
clocks of extreme precision, such as now
employed in modern observatories, and for
other scientific purposes, nor for master
clocks of the highest class.

An escapement in which pallet and
train friction are eliminated and a constant
impulse, and a very free pendulum ob-
tained, has lately been patented by W. A.
Granger, and is illustrated in the annexed
engravings. No crutch is employed, the
only connection between the wheel work
and the pendulum being through a light flat
spring E, one end of which is fixed to the
pallet arbor D and the other is tightly
gripped by the screws A, A, carried by the
bracket B (only the lower part of this
bracket is shown in Fig. i ), fixed to the
side of the pendulum. The escape wheel
V and the pallets Q, R are of the ordinary
construction except that no locking what-
ever occurs on them, the locking being done
solely by the three-legged wheel K, whose
teeth lock on the stops F, G fixed to the
anchor. When the escape wheel vibrates or
"rocks" the anchor and pallet arbor, the
spring E will be slightly bent or deflected,
and thus exert a pressure or impulse on the
screws A, A and consequently it will drive
the pendulum—the impulse being friction-
less and rigidly uniform. In Fig. 2 the
anchor has already been rocked to the right
hand, and is shown firmly held in that posi-
tion by a tooth of V on the pallet R, and by
a tooth K locking on the stop F. The pen-
dulum is now swinging towards the right,
and when zero is reached the spring E will
be straight, and an instant later its outer
end will be bent downwards sufficiently for

KEYSTONE

it to rock the pallet arbor and anchor till
the unlocking takes place off stop F, where-
upon the wheels, being free, the 'scape
wheel will suddenly and sharply rock the
anchor to the left and thus bend E, and
store fresh energy therein, ready for a new

and gradual impulse. It
must be specially noted
that as the three-legged
wheel is geared up ten to
one, its pressure on the
stops F, G is ten times less
than in the case of or-
dinary lockings, hence the
spring E, in spite of its
flexibility, is easily able to
do the unlocking. It will
also be noted that the im-
pulse is always given in a
direction opposite to that
ill which the pendulum is
at the time swinging—
which is precisely what oc-
curs in Riefler's "free" es-
capement, which has beaten
all records at several Con-
tinental and American ob-
servatories. For a 35-
pound pendulum the spring
E should be about 6/moo
inch thick, and about 3/16
inch wide, and any varia-
tions in its stiffness due
to changes of temperature

can be nullified by a little extra compensa-
tion in the pendulum.

Mr. Granger informs me that careful
tests of this new escapement with a 24 inch
transit instrument have shown that for
several weeks no errors in time could be
detected, except those due to barometric
changes, and which amounted to 0.15 sec-
ond per day per one inch change in the
barometer.

A new compensated pendulum has also
been designed by Mr. Granger, in which the
long brass tube B, and the short one D, ac-

complish about 95 per cent.
of the compensation, the re-
mainder being done by the
mercury contained in the an-
nular chamber E, E in the
top of the bob. The tube
S, S is a light steel cycle tube
and the rod is made of
"silver" steel. Mr. Granger
considers that brass, steel and
mercury are by far the most
reliable and constant metals

613'2
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• known, and thus, therefore,
"this pendulum should give
the highest possible results,
whereas zinc being erratic
and often taking from four
to six years to 'settle down,'
is obviously one of the worst
metals for use in a precision
pendulum." Without entirely
endorsing Mr. Granger's dicta
as to the relative reliability
of metals, I quite approve of
the materials he has selected,
and of the construction gen-
erally.—F. J. Britten in the
Jeweler and Metalworker.
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The Influence of the Escapement on
the Isochronal Vibrations of the

Balance

(Continued from page 117)

the resistances of unlocking, putting a
watch out of beat would cause it to lose
time. Such, however, is not necessarily the
case. In fact, under ordinary conditions
the watch will gain time. This will be
explained when we come to investigate the
effect of impulses.

Figure 7 is identical with Fig. 5 except
that arcs of circles connect line E with F
and line I with H. The point of rest is
on line F, the same as shown in Fig. 6.
When the balance is making an excursion
toward the point of rest, in the direction
indicated by arrow C, the impulse delivered
by the fork begins at line E, where one of
the unlocking resistances ceased. This re-
sistance is thus more than compensated for
by the impulse. The other unlocking re-

I

I 1*-
--- - 41\
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sistance, as has been explained, has no
effect on the time of the vibration.

When the balance is making an ex-
cursion in the direction shown by arrow C
the impulse begins at line E and continues
up to the point of rest F, thus accelerating
that half vibration. When the balance is
making an excursion in the direction in-
dicated by arrow J the impulse begins at H,
2Y2 degrees after it has passed the point
of rest, the impulse having the effect of
retardation. Now, if impulse J began
where impulse C ended and ended where
impulse C began the two would exactly
counterbalance each other, whereas, under

the conditions in which they occur the ac-
celeration has the advantage.

It may be thought that the difference

between the effects of these two impulses is

very slight. This is true, but it should be

understood that an extremely slight differ-

ence in each vibration is capable of produc-

ing a large aggregate error, which shows

plainly in the rate of the watch. A differ-

ence of 1/17280 in the time of each vibra-

tion creates an error of 5 seconds in 24
hours.
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A Method of Finding the Meridian
by Shadows and Mechanically

Graduating a Sundial

By EDISON PETTIT, in Scientific American

In all laboratory exercises in astronomy it
is difficult to bring accuracy and simplicity to-
gether. Especially is this true in the two valu-
able exercises of establishing a meridian by
shadows and of mechanically graduating a sun-
dial. The methods here outlined are believed
to accomplish this.

I. ESTABLISHING THE MERIDIAN.

At any time in the morning the sun will have
a given altitude and make a certain angle with
the meridian. At some time in the afternoon it
will again have the same altitude, and will then
make the same angle with the meridian, but on
the other side of it.

Now whenever the sun has the same altitude
in the sky, the shadow of a body cast on a level
surface is always the same length; and, con-

A

TO EVENING SUN

II. GRADUATING THE SUN-DIAL.

For this purpose we require the construction
of a simple piece of apparatus.

Divide a paper circle into twenty-four parts,
and each of these parts into four parts as shown
in Fig. 2. (It will be found convenient to have
the circle about three inches in diameter.) Draw
the diameter of the circle through one of the first

divisions and number the divisions as shown in
the figure. Glue this circle to one of the same
size made of thin wood. Through the center of
this circle pass a straight wire about a foot long.
Support the wire perpendicular to the circle. To
do this a block, .8, may be glued to the back of
the circle M and a hole a little smaller than the
wire bored through it, as shown in the upper
position of Fig. 3; then when the wire is inserted
it will be held fast by its own friction. If a more
permanent apparatus is desired, it may be con-
structed as shown in the lower figure. Solder a
battery connector C to a metal plate (tin or sheet
brass) P, and attach this to the back of the circle
C by means of two brads KK driven through
from the graduated side of the circle and clinched

FIG. I

versely, when the shadow is the same length the
sun has the same altitude in the sky as before.
Applying these principles we proceed as follows:

In a south window, level a table WZ, Fig. I,
and over the south edge hang a plumb line AB,
having a bead C (a small shot split and mashed
about the plumb line) attached so that it shall
be a few inches above the table. Mark the posi-
tion D of the shadow of the bead at any time in
the morning, and with the point B (where the
plumb bob touches the table) as a center and
BD as a radius draw the arc MN. In the after-
noon watch till the bead's shadow again touches
this arc and mark its position E. The shadow
is now the same length as it was in the morning

FIG. 2

at D, and by the above principles the sun has
the same altitude and the meridian is the bisector
of the angle EBD, Draw EB, and BD, and bisect
this angle. (For this it is necessary only to
draw two arcs of equal radii, whose centers are
at D and E and to connect their point of inter-
section with B.)

This line BF is the meridian, and if the work
has been carefully done a high degree of ac-
curacy may be attained.

wire so that the bob shall hang over the meridian
NS, then set AB at the proper angle with a
protractor. When this is done the wire should
be held firmly in place by means of a laboratory
support placed at some point near the end B of
the wire. Now tie a thread on the wire at some
convenient point as E which should be near the
end B, and stretch it fairly tight to the meridian,
just touching the circle C as at P.

Bring the XII mark on the circle to coincide
with the thread. Then bring the thread to the
6-hour line at 6, and it should touch the circle at
the VI-hour mark H. If it does not, the position
of the axis must be changed to one side so that
it will. When the circle is properly adjusted the
thread will touch the VI-hour mark on the circle
when held on the 6-hour line, and the XII-hour
mark when held to the meridian and the angle
BAF will be equal to the latitude of the place.
Now bring the thread into coincidence with each
of the other graduations on the circle and each
time mark the place, I, 2, 3, etc., where it strikes
the paper, KL, together with a number cor-
responding with the number on the circle. For
places in the United States it will be only neces-
sary to graduate the dial for hours between 5
A. M. and 7 P. M.

Finally, connect all the points so found with
the point A, and extend the lines to the edge
of the paper. The graduations may be finished
off as shown in Fig. 5. Now remove the circle
from the wire, and drive the wire in at the point
A, being careful to have it in the same position
it was throughout the process.

tight on the metal plate. The thumb nut S
may be used to adjust the circle on the rod, which
passes through the hole 0.

On the paper or other surface to be grad-
uated, KL, Fig. 4, draw a straight line, NS, down
the middle to represent the meridian. Near one
end of the line at A erect a perpendicular A6, to
represent the six-hour line. Place a sharpened
end of the wire BA, so that it will make an angle
BAN with the board equal to the latitude of

FIG. 5

the place for which the dial is being constructed,
and likewise be in the plane of the meridian NS.

To adjust the wire at the proper angle and
direction, level the board KL, and suspend a
plumb line DF from the wire AB and move the

Satin-Finishing Aluminum by Means of
a Dip.

Aluminum has one peculiarity not possessed
by other metals which occur in commerce and
that is its property of being acted upon by caustic
alkalies. Among the common metals zinc is
slightly acted upon alkaline solutions, but not to
the extent that aluminum is, nor is any use made
of the action.

When aluminum is immersed in a solution
of caustic potash or caustic soda, a chemical

I action is set up. Hydrogen gas is given off
from the surface and the aluminum is slowly
dissolved with the formation of an aluminate
of the potash or soda. As the aluminum is
dissolved, the surface is left in a matt or
dead condition and use is made of this fact
in the production of the satin finish.
To satin finish the aluminum by means of

the dip is a simple matter and something that
can be done by all platers. It requires no par-
ticular skill. Make up the following solution :

Water   I gallon
Caustic Potash or Soda  I lb.

Use this dip hot and immerse the alunimum,
previously cleaned, in it. Gas will immediately
be given off from the surface. As soon as it is
given off freely and uniformly, remove the alu-
minum and rinse in cold water. It will be
found that the surface, although dead or matt,
is covered with a black film. This is iron. While
silicon is present in the aluminum and is generally
believed to leave a black film on the sur face
also, it is either dissolved by the alkali or goes
off as silicon hydride so that it is not harmful.
To remove the iron film on the surface of the
aluminum left by the potash or soda, make up
the following dip:

Water   I gallon
Nitric acid   I gallon

Use this dip cold and immerse the aluminum
in it after it comes from the potash or soda
solution and has been rinsed in cold water.
The film of iron is at once removed and a
clean and uniformly white surface is obtained
and one that is frosted. In case the surface
is not even or satisfactory, the various oper-
ations may be repeated.

The aluminum should not be allowed to re-
main in the potash or soda solution any longer
than is necessary as the surface will be too
strongly attacked and left rough.—The Brass
World.
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AMERICAN OR SWISS STEM-WIND MOVEMENTS. 

HUNTING CASES CHANGED TO OPEN FACE. 

OLD GOLD CASES MADE OVER (ANY SIZE) USING SAME GOLD. 

NEW BACKS, CAPS, BEZELS, SPRINGS, JOINTS, ETC. 

ENGINE-TURNING, ENGRAVING, REFINISHING, POLISHING 

GOLD AND SILVER DIALS REFINISHED AND RENUMBERED. PHOTOS REPRODUCED 

GOLD AND SILVER PLATING AND COLORING 

N. J. FELIX & SONS
45 MAIDEN LANE (ESTABLISHED 1865) NEW YORK CITY

11111111111n 
atchmakers, Jewellers Fine lbol Makers
generally: in fad everybody who uses
files on particular work, require files
of the hikhest possible quality. The

EXTRA EX* F] FINE
SWISS PATTERN

ARE UN-EQUALLED BY ANY OTHER BRAND
Made /./7 our immense factOry 6/ highest skilled workmen. Carried
II,, stock by the most progressive dealers. Used 6/701 preferred
by a rapidly increasin- number of critical consumers 

NICHOLSON FILE Ce.
PROVIDENCE, R.I., U. S.A.

January, 1911 THE

The Use of Lacquer from a Sales-
man's Point of View

The manufacturer who uses lacquer and who
has not had trouble with it, is either new in
business, or fortune-favored. The longer he has
been in business and the more trouble he has
had with lacquer, the more prone he is to lay
every trouble he has with it directly to the
quality, and the less liable he is to search for
the cause elsewhere. This is speaking generally.
The exception proves the rule.

Every time trouble occurs the salesman is
sent for post haste and greeted with the state-
ment that the lacquer has gone wrong. The
fact that it is greatly to the lacquer manufact-
urers' advantage to maintain a uniform grade
of output, that the product is made up in large
quantities, and all customers of a grade served
from the same stock, and that none of the other
customers have made complaint makes a good
argument from the salesman's print of view, but
it falls flat on the ears of the user in trouble.
He expects something of the kind—considers it
part of the salesman's stock-in-trade. Something
must be done and done soon. Perhaps the fol-
lowing experience in the day's work of the ma iter
may point a way:

A manufacturer of small fancy ferrules
made of low brass had trouble with his lacquer,
and to prove it sent in a quantity of lacquered
work that was certainly off color. The state-
ment accompanied them that they were all right
before they were lacquered, hence the lacquer
was at fault for the discoloration took place in
a day or two. Now the fact of the matter is
that if the lacquer contained any disturbing ele-
ment the discoloration would take place imme-
diately, so some unlacquered work was sent for.
It came in due time with the courteous request
to note how bright they were before being lac-
quered.

They arrived about the color of an ordinary
copper coin that has been in circulation some
time. Evidently they had not been thoroughly
washed free from the acid in which they had
been brightened. Part of these were hustled out
to a job shop where they were properly acid
dipped and part of these lacquered, the whole
lot was then sent back marked "Exhibits A, B,
and C," and the incident was closed.

Another manufacturer makes large quanti-
ties of a small article made of tin, brass plated
and colored up by buffing. His lacquer "went
bad." Investigation showed that he was using
a cheap grade of buffing compound. An anal-
ysis of this material showed it to contain min-
eral oil and wax, instead of tallow. The soap
solution in which the work was washed after
buffing did not remove it, for mineral oil will
not saponify. The lacquer solvents cut this
off, consequently in a few days the lacquer
contained enough oil in solution to prevent ad-
hesion. When this was thoroughly demonstrated,
then there was another satisfied customer.

Another case: The product is a small arti-
cle made of sheet brass, parts of which are
finished by silver plating, and parts are brass,
which are blackened by a corrosive dip. They
are made up and finished and lacquered in sheets
and then cut out, and last of all, bent to shape.
50,000 were made up and in the last operation
of bending the lacquer came off, taking the black
with it. The trouble was coincident with the
first use of my product, consequently the
trouble was laid to the lacquer. Investigation
showed that for the first time in the use of the
black corrosive dip something was the matter
with it, and that the black deposit would peel
off in betiding before lacquering, as well as after-
ward.

One more case: The product is an immense
output of small pieces made of brass, polished
and of steel brass plated and polished. A large
stock of finished work had discolored and the
lacquer was curling up and falling off. Another
case of poor lacquer. The user was careful to
properly clean all work in benzine before lac-
quering. It took some time to discover that the
benzine tank was never cleaned out, but that
new lots were added as required, and that the
accumulated oil from the work had produced a
mixture that was far from being entirely volatile.

KEYSTONE

The fact was also brought out that the machinists
were in the habit of washing their greasy hands
in the benzine tank. After this the remedy was
obvious.

If you have trouble with your lacquer, make
a thorough investigation. If the trouble remains,
send for the lacquer salesman—he may be able
to help you.—Frank P. Davis in Brass World.

Reading Clock in Dark

One of the novelties in the electrical show at
Madison Square Garden was a clock which enables
a man to read the time at night without arising.
The old way was to fumble for a match in the
dark, strike one and drowsily look at the clock
which is at the opposite end of the room or in
the hall. The new way is different. As the man
wakes up wondering what time it is he puts out
his hand and touches the button on a little electric
clock. The clock springs into a state of brilliant
illumination and reflects its dial on the ceiling.
The man lies comfortably on his back and reads
the time accurately above his pillow. Another
new device shown at the Electrical Exposition
in Madison Square Garden was a direct reading
recording meter which enables the office boy to
tell just how much electricity is consumed. The
cabalistic figures of the recorder seen also on
gas meters are done away with and the figures
appear in plain numerals.

A Home-made Arc Lamp

Many electrically inclined experimenters have,
at different times, desired to make an arc light,
but, either from lack of material, "juice," or other
reasons, have not been able to construct it. An
arc light as described herein, is very inexpensive
but at the same time practical and instructive.

The first thing necessary for its construction
is enough hard fibre to construct the frame, or
base.

I. —7F7

The base is 6 in. long and 4 in. wide (see
Fig. a), and g in. thick; 2 in. from the back an
upright piece 5 in. high and 2/2 in. wide is
fastened (Fig. I); g in. from the top a brass
strip IA in. thick and VA in. long is fastened; Y2
in. from the outer end of this strip a hole is
drilled and tapped to take a thumb screw (see Fig.
2), with a shank g in. long.

WI in. from this bracket, i.e., below it, a fibre
bracket VA in. wide and 2 in. deep is fastened,
after drilling a hole in the centre just big enough
to admit with some friction, a small pencil carbon,

about Y1 in. in diameter; VA in. below this,
another similar bracket is fastened, after being
drilled to admit another pencil carbon. This
will complete the frame which will then look like
Fig. 3.

The carbons are connected by wires to binding
posts on the base, and from there to the ITO volt
a.c. main as in Fig. 4. The lower carbon is sta-
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tionary, but the upper one may be lowered by the
action of the thumb screw.

A reflector placed behind the arc, on the
back, throws the light ahead. This little arc
light, though simple, gives a brilliant, white light,
steady and penetrating, and will light a large
room, may be used for a searchlight, stereopticon,
and many other things. It is of the hand-feed
variety, and this is easily operated by any one.
Electrician and Mechanic.

Choosing Good Jewelry for Gown

It is astonishing that many women who dis-
play excellent taste in their gowning often have
no knowledge of what suits them in jewelry.

One frequently sees artistic gowns spoiled by
the insistent note of an ill-chosen brooch or
necklace, and no one thing can so mar the charm
of a face as earrings that are unbecoming. Yet
it is the rare woman who knows what jewels
suit her and her gown best.

Pale blonde women choose blood rubies,
which only suit to perfection the dark-haired,
dark-eyed woman. Rubies lose much of their
wonderful charm if worn by a very fair woman.

Fair women should remember that the tur-
quoise is always the most becoming stone for their
type. But they can also wear with distinction
sapphires and opals, moonstones and amethysts.

Rubies, garnets and emeralds, topazes, amber
and pink coral should appeal to dark women, for
they are infinitely becoming to them.

But it is a safe rule to remember one's eyes
when one chooses a piece of jewelry. No woman
with light eyes should ever be induced to buy
emeralds, no matter how beautiful they are. If
she does she will find that they steal the light
from her eyes, leaving them almost faded. While
the woman with dark eyes, if she will wear pink
coral, will find that her eyes shine with added
brilliance.

No fashion in jewelry is more difficult to
carry well than the present one of earrings. But
women are heedless of this and one sees every-
where faces that are spoiled by these unnecessary
ornaments. If they do not suit your style they
will add ten years to your age. But if they do
they give one an air of immense distinction and
elegance.

A magnificent horseshoe of diamonds and
pigeon-blood rubies worn by the wrong woman
on the wrong gown lost all its distinction, while
quaint black enameled eardrops, a single pearl in
the center, worn by an old-fashioned type of
woman with Irish eyes and jet black hair with a
nose that turned un, were distractingly becoming.

A Big Finger for Window Display
A Massachusetts retailer, who is noted for

his individuality in window displays, tried out a
clever idea last week. He had a large model of
a finger in paper made and placed at an angle
to his window. The finger measured some six
feet in length and pointed down to the lower
left-hand corner of the window, where an at-
tractive tan shoe was displayed in a paper frame.
The big finger attracted considerable attention and
naturally enough every one looked to see what
it was pointing at.

To Etch Glass Dull
Mix 24o parts of commercial hydrofluoric

acid (spec. gray. 1.2583) with 600 parts of pow-
dered soda crystals and dilute with moo parts
of water. After prolonged standing, precipitate
will have formed, with a supernatant solution.
Provide perfectly cleansed flat glass with a wax
rim made by kneading together yellow wax,
tallow, rosin, and asphalt powder. Etch slightly
in advance with ordinary hydrofluoric acid (a :ao)
wash with water and wipe the plate with a clean,
soft sponge. The paste of the etching acid is
stirred up and poured o.5 to I centimeter deep
on the glass plate. After an hour, it will be
nicely frosted. Return the paste to the etching
acid. Wash the glass plate off with water, allow
the water to stand on the plate until a film (of
silicate) formed on its surface, can be removed
with brush or finger, then wash off with water
and dry.
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Don't Stay in a Rut!
STRIKE out for yourself. Specialize on some one

particular branch of business and command re-
spect, confidence and a higher salary for your knowl-
edge.

Yours is the jewelry business. To be specific, the watch end.
Positions are open all over this country waiting for

capable, skilled watchmakers to fill them. Superficial education
will not do, you must know the facts from the ground up. We

furnish an opportunity for you to know these facts and
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P Would'nt YOU
rfr ir like to learn
WATCHMAKING?

better your position. To get out of that rut you are in. Years of teaching Watchmaking,
Engraving and Optics place us in a position to help you better yourself.

Waltham 1:14 
We are specialists in our work. Hundreds of successful students occupying good positions

Horological and commanding good salaries testify to this. Don't take our word for this but let us send
School .N you a list of names to whom you can write and verify these statements.

WALTHAM, MASS. .4.1 Tear off coupon in the corner. Do it now. To-day. And send to us.
Please send me Prospectus
and Outline of your entire ' 0
course. This request entails
no obligations on my par:.

Name

Street

Citg State  

Waltham Horological School
WALTHAM, MASS.

COLGAN'S

"Monograms
Designed and executed by
ARTISTS who have made
monogram construction a
life's study.
Satisfaction guaranteed by
thirty years' experience.

SEND FOR CATALOGUE

The J. W. Colgan Co.
Sudbury Building

BOSTON, MASS.

GAS AT INSTANT COMMAND

..'".:.;1 11111111111111111111111111111111111111111111111111(11111111111111111(111111iillill1111'iit.,......
and cheaper than the Gas Companies can supply it. Attach your foot blower to the outfit
illustrated, and a stroke of the bellows gives you a fine rich gas of higher heat units than
coal gas or natural gas. Stop operating the bellows and the gas ceases to generate. Price
complete with foot blower $16.50. Write for our catalog “B-1‹.- telling all about It.

Buffalo Dental Manufacturing Co., Buffalo, N. Y., U. S. A.

Made only by

THE OIL
"POSITIVELY WILL NOT GUM"
We say it once again, R. & L. Watch Oil positively
will not gum. It has demonstrated its superiority
in the severest tests given any watch oil made. If
you have not tried it yet, do not be surprised that
you have more watch and clock troubles than your
neighbor who uses it. He knows what it will do.

R. & L. Oil will not gum, cut or blacken pivots.
It is a lasting lubricant, and the only one which
does not deteriorate. The quickest and best way
for you to prove all we say is to send 25 cents to
your jobber for a bottle.

CARRIED BY ALL THE LEADING JOBBERS

RANLETT & LOWELL CO., BOSTON, MASS.JEWELERS' BUILDING

Makers of the
Famous Blue Ribbon
Auto Cream, Brass
and Metal Polish

The 20th Century Silver Polish

BLUE RIBBON

SILVER POLISH in CREAM
Highest Quality and Efficiency

Contains No Acids or Injurious Agents

Made expressly for use on fittest Gold, Silver-
ware, Cut Glom, etc.

Remarkable for Quick Action—Rich and Bril-
liant Lustre—Lasting Finish.

Also invaluable for Cleaning and Polishing Mir-
rors, IVindows, Marble, Porcelain, Nickel, in, etc.

Moat Convenient and Attractive Package.
Essential for Hiah-class Trade.
Inquire of your Jobber or write its direct for sample.

International Metal Polish Co. Also Everything in the
Silver and Metal

INDIANAPOLIS, IND. Polish Line
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Interesting Lecture on Metallic
Alloys

C. T. Heycock, F. R. S., who is the Gold-
smiths' Reader in Metallurgy at Cambridge Uni-
versity, and a Fellow of King's College, gave a

remarkably interesting lecture at Sheffield in con-

nection with the British Association. There was

a very large audience, composed mainb, of work-

ing men and students, who thoroughly enjoyed

the lecture and the experiments. Mr. Heycock's

subject was metallic allco,s and in the course of
his experiment he melted down 25 sovereigns in

the sight of the audience. Some of the men
appeared to look upon this as needless waste, but
there was practically no waste. Mr. Heycock
said the gold bar which came out of the furnace
was worth nearly as much as the sovereigns.

Mr. Heycock commenced by informing his
hearers that the properties which they associated
with metals might be entirely different under
varying circumstances. For example, they recog-
nized lead as a soft, bluish-white metal which
could be scratched with a nail, would make a
streak on paper, and was nearly destitute of
elasticity. These were common properties which
they would recognize a piece of lead by. But
if they took a piece of lead wire and cooled it
to the temperature of liquid air, it then became
an elastic subject like steel, and in the same way
a piece of rubber would become a brittle sub-
stance like glass. He gave an illustration of this,
and thus brought home to his audience the force
of the contention that properties they usually
associated with various bodies might under other
circumstances be something entirely different.

The lecturer divided his subject into fourparts 

First. The changes which take place during
the formation of an alloy.

Second. The changes which occur as an
alloy begins to solidify.

Third. The changes which come when alloys
are quite solid but are cooling down.

Fourth. Some properties of alloys and how
these may be varied by different circumstances.

The formation of alloys was generally pro-
duced by melting one metal and adding another,
or others, in a solid state. There was always
accompanied by a great change, and usually by
a great fall in temperature. To illustrate this
Mr. Heycock took a vessel of water and placed
it on a wooden block on which were a few
drops of water. He then put some salt—am-
monium nitrate—into the vessel, and it was seen
as the process of melting went on, the salt dis-
solved, the temperature lowered, until the vessel
was frozen to the block. This was done to
illustrate a more important chemical experiment.
Taking an exactly similar vessel and putting
same mercury into it, he then stirred in an alloy
--lead, bismuth, and tin—and as that melted, the
temperature was lowered until freezing took
place.

Sometimes the len% ering of the temperature
was hidden by other changes, and they got an
apparent rise of temperature. He gave another
illustration of salt dissolving in water with a
large rise in temperature. And then he dis-
solved sodium in mercury, and showed that much
heat was set free, enough to cause an inflam-
mable substance to take fire.

Dealing with his second point—what occurs
when the alloy begins to solidify—he gave further
interesting illustrations. He showed salt dis-
solved in parts when the salt was in an unstable
state. Dropping in a crystal—either of the same
substance or of some other substance having the
same crystalline form—they saw the process of
solidification instantly commence, the whole be-
coming solid in a few moments. This was but
a simple illustration of another experiment.

E K EYSTON

Taking a little glass vessel, containing a liquid,
and putting it into the lantern, he produced the
same result on the screen. Dropping a minute
crystal of the ordinary hypo of the photographer
into it the crystals were seen to be growing un-
til complete solidification was secured.

This was a striking experiment and showed
how an alloy commenced to solidify. It began,
he remarked, by one constituent usually crystal-
lizing out first leaving the mother liquid in be-
tween the crystals until this also finally solidified
and cemented all the crystals together. A prac-
tical everyday illustration of this was found
in the process known as "wiping" the plumber's
joint. Sometimes one constituent separated out
first, sometimes the other. To further illustrate
the process, Mr. Heycock showed a solution of
Condy's fluid frozen. Here it was seen that the
pure, colorless ice had separated first, while
the Condy's fluid was forced to the centre of the
mass.

A parallel of this was seen in
An X-ray an experiment devised by Mr.
Experiment Neville and the lecturer, in

making an alloy of gold in
sodium cutting it into thin slices and taking an
X-ray photograph through the solid alloy. The
sodium was transparent to the X-rays, while the
gold was opaque. Mr. Heycock showed on the
screen the separation of the two metals.

Coming next to his third point—the changes
which occur after the alloy has become com-
pletely solid—Mr. Heycock showed a number of
interesting slides illustrating the different varia-
tions. After an alloy has become solid it may
undergo many extensive changes. One piece of
metal showed marks of a most complex nature.
Another was practically solid save for a few
small dots. Further cooling brought a splitting
up from the centre of the metal. It was quite
clear that the mechanical properties of an alloy
might be expected to vary enormously with the
conditions under which it was used.

A similar effect could be pro-
Changing the duced in the heating of solid
Properties salt; the properties were com-

pletely changed. He showed a
glass vessel coated with red material and, filling
it with boiling Water, the color was immedi-
ately turned black, but as the water cooled the
scarlet gradually returned. That was a parallel
showing the changes which will come with heat
and with the cooling of temperature.

The lecturer's last two experiments illus-
trated that many metals and alloys in their
molten state absorb large quantities of gas, and
that this gas was expelled during solidification.
It was very important that this should be recog-
nized in the making of alloys, because the intro-
duction of blow holes into castings produces
weakness. Melting a quantity of silver, Mr.
Heycock blew oxygen through it. As the silver
was solidified, the oxygen could be seen bubbling
out in large volumes. Of this illustration they
could get a parallel in the ordinary bottle of
soda water.

The last experiment was with the 25 golden
sovereigns. He showed first that a sovereign
was tough, and could be bent, but would not
break. Then, throwing them into the furnace,
he added one ten-thousandth part of their weight
of lead and cast them into a bar. The alloy
was perfectly brittle, like a bit of pot. It was
remarkable that such a small variation would
bring so important a result.

Highest Electrical Sign
What is said to be the highest electrical sign

in the world was recently erected by the Pru-
dential Insurance Company at Hoboken, N. J.,
where it can be viewed to good advantage from
New York city. The principal feature of the
sign is the large illustration of the rock of
Gibraltar, outlined with electric lamps. The sign
is erected on a tall building, the top of the rock
rising 200 feet above the ground, and the sign
is designed to withstand a wind pressure of 250
tons. Altogether 3,000 electric lamps are used,
consuming Ioo horsepower. The lighting equip-
ment is sufficient to illuminate a large town. The
principal words in the sign are written with
letters ten feet high.
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A Remarkable Non-Corrosive Steel
That the non-ferrous metals are beginning to

have a competitor in the special non-corrosive
steels (apparently containing a large percentage
of nickel to render them non-corrosive) is evi-
denced by the following description of a new gull-
barrel steel as given by The Ironmonger:

The Poldi Steelworks, of Sheffield, have
brought out a new brand of steel for gun barrels
which is practically rustless, and consequently
meets a want created by the use of smokeless
powder. Hitherto much inconvenience has been
experienced owing to the necessity of cleaning a
gun barrel after every "shoot" with smokeless
powder, in order to avoid rusting, but the Poldi
Steelworks claim that the new steel resists the
effects of residues occasioned by the combustion
of smokeless powder to such a degree that barrels
may be left uncleaned for several days after a
"shoot" without damage. In tensile strength and
toughness this metal admits of the heaviest strains
and, in consequence, of the heaviest charges, its
test figures being as follows :

Ultimate tensile strength, about 633/a tons
per square inch.

Elastic limit, about 54 tons per square inch.
Elongation in 4 inches, about 15 per cent.
Reduction of area, about 55 per cent.
Two barrels made of this steel, which are

being exhibited at the International Hunting and
Shooting Exhibition at Vienna, were fired five
times with smokeless powder at intervals of ten
days, and kept in a damp cellar and never cleaned,
throughout 150 days of the duration of the test.
At its . conclusion, and immediately before they
were cut in two, they were cleaned in the ordi-
nary way with soap and then greased. In spite
of such severe conditions of. testing the barrels
show no sign of rust whatever.

Asbestos
Asbestos is queer stuff. It is a sort of min-

eral-vegetable substance—both fibrous and crys-
talline, elastic and brittle. It is a stone that will
float, and it may be carded, spun, and woven like
flax or silk. Asbestos is mined in practically
every part of the world, and the asbestos of one
country will differ as greatly in appearance from
that of another country as will the foliage of the
trees and plants native to each. There is, how-
ever, one quality that asbestos everywhere pos-
sesses—i.e., its indestructibility. No known com-
bination of acids affects the strength or, indeed,
even the appearance of its fibre; and the fiercest
flames leave it unscathed.

Certain varieties of asbestos are as compact
in texture as marble, taking the highest polish,
while other varieties show extremely loose, silky
fibres. "Mountain wood" is a variety presenting
an irregular, filamentous structure like wood;
and other forms of asbestos, taking their names
from their resemblance to divers materials, are
rock cork, mountain leather, fossil paper, and
fossil

os is really a species of amphibole or
A s aex 

hornblende, composed of separable filaments with
silky lustre. Its color shows quite a range, pass-
ing through various shades of white, gray, green,
brown, red, and even black.

In sonic cities firemen are provided with
asbestos clothing that practically defies the flames,
the men being enabled to pass through a blaze
unscathed if no longer time is required than the
period during which the fireman can hold his
breath. As we all know, asbestos roofing will
eliminate all danger of fire from falling sparks.
Millions of feet of steam-pipes, boilers, etc., are
ecniered with this material, so that all heat may
be retained, while asbestos also forms a frost-
proof protection for gas and water pipes. As-
bestos is also indispensable to the electrical
engineer.

One of the thousands of special uses to which
asbestos is applied is that of covering walls. In-
stead of plaster, a single coat of asbestos is fre-
quently placed upon the raw bricks. The wall
may be covered as soon as built, and a room, the
walls of which were completed in the morning,
shows that night an interior as smoothly finished
as glass and as hard as stone. Then, too, this
glossy surface, while perfectly firm, will not crack,
for it is very elastic.
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Special Advantages for
Those Who Begin Here in January
Almost every practical jeweler in the country knows the advantages to be derived from a
course of instruction where not theoretical but practical work of the finer grade makes
expert workmen—Watchmakers, Engravers and Opticians—of our students. The first of
the year with its other good resolutions is a mighty good time to begin.

Take our Course of Watchmaking, Engraving and Optics and
a Good Salary Position is a Certainty for You

We have the reputation of turning out the most thorough and practical workmen in this
country. Our students are in demand everywhere. Jewelers from all over the country
write for them. Better let us teach you to become an expert Watchmaker, Engraver and
Optician. It does not take long by our method of teaching as we give each student indi-
vidual, personal instruction. We have been doing this for over sixteen years, and remember
the kind of instruction we give you cannot be had at any other college. We want to send
you a couple of booklets that will prove mighty interesting reading for the man who wants
to improve his opportunities in life. We have three inquiries for workmen where we have
one to fill them.
Why not place yourself in a position to supply this want ? Write to-day for these booklets
which will give you full information.

To all our former students, A Happy and Prosperous New Year

The Philadelphia College of Horology
F. W. SCHULER, Principal
ESTABLISHED 1894 Broad and Somerset Sts., PHILADELPHIA, PA.

And gather up your Old Gold, Silver
and Platinum that accumulated around
your store last year; send it to us and we will show you how
much you can save from old scraps that seem to be worthless.

IT WILL PAY YOU to send it to us, for we pay the highest
possible prices.

it promptly and if you are not satisfied we will return shipment intact, charges prepaid.
happy New Year, we remain, yours for a square deal,

January, 1911 THE KEYSTONE

Subscribers wishing inquiries answered in this depart-
ment must send name and address—not for publication,
but as an evidence of good faith. No attention will be
paid to anonymous communications. Questions will be
answered in the order in which they are received.

"Plier."—Will you please advise me about a
jewel-removing and replacing plier that I have
made? It is somewhat similar to one now on
the market except that instead of only one
punch mine has five or six arranged like a wheel.
I find it quite practical. Would it pay to have
a patent on it and how shall I proceed to get
anything out of the idea! I shall be thankful
for your kind advice.—Your idea for a revolving
jewel punch with variously sized bits, arranged
to work like a pair of pliers, is undoubtedly
practical and has certain advantages; whether or
not it would pay to have a patent on it would
depend on how much sale there would be for
the tool. The only possible way to find this out
would be to go ahead and "try it on." This
would mean an expense of from $65 to $75 for
a patent and then you would have to either have
the tools made and market them yourself, taking
all the chances of failure, or else sell your pat-
ent outright to an already established manu-
facturer, who would thus take the risk of failure
on himself, or make a royalty agreement with a
manufacturer, which means that you would retain
the patent, giving him exclusive rights to make
and market the tool and he to pay you a certain
amount on each tool sold or a percentage of the
profits; this royalty arrangement amounts to the
same thing as you and the manufacturer dividing
between you the risks and the profits.

Possibly a more acceptable way for you
would be to file a caveat, which costs from $15
to $20 and gives preliminary protection ; you
could then send samples to various manufacturers
and in case you fail to make satisfactory arrange-
ments to have the tool made and marketed, you
would not suffer as great a loss as if you had
a patent, while if you succeed in getting a good
arrangement made you can then go ahead and
make application for a patent. It is best to do
business with the Patent Office through a reliable
attorney who makes a specialty of such work.
In almost every city of any size there are one
or more men who devote themselves to patent
business, and the intricacy of the subject is so
great that you would doubtless not succeed in
getting sound protection of your idea should you
attempt to draw up your claims yourself. If
you are not able to find an attorney in whom
you can place full confidence we will, on request,
recommend one. One thing you would do well
to bear in mind: To exploit a new tool requires
the investment of a good deal of money for ad-
vertising, etc., before any returns can be looked
for, so unless you are willing to take the risk
of losing considerably, should the sales not come
up to expectation, you had better not put any
expense on it whatever. This applies, of course,
to an attempt to sell the tools yourself. If you
could get a trustworthy manufacturer to under-
take the business on royalty or to buy your
patent that would be by far the better way for
you to do.

"Disputations."—Is it necessary to remove
the mainspring in cleaning a watch unless it has
old gummy oil on it? Also, is it practicable to
use vaseline on the spring in place of good watch
oil? This is to settle a dispute.—If the oil on the
mainspring is not thickened it is not necessary to
remove the spring from the barrel in cleaning;
you will find, however, that if the watch has run
the usual length of time between cleanings it is
generally found that the spring needs cleaning
and fresh oil. Vaseline is too heavy for use on
the spring; it would not be much better than to
let the thickened oil remain on it. On the other
hand, watch oil is considered by some workmen
to be a little too fluid to use on the mainspring
and on the barrel bearings; they use clock oil,
which is a little heavier in consistency, without

being too heavy for the purpose. This practice
seems entirely reasonable, because the lubricant
should be heavy in proportion to the pressure at
the acting surfaces. But this latter law does not
justify the use of vaseline, which would be en-
tirely too heavy.

"Horsetinzer."—Please advise me in regard to
a difficulty I have. I have a horsetimer which
springs back to position on the first 35 seconds
all right, but on the last 25 seconds it springs to
2 seconds of the full minute. Before I worked
on it it would only spring to 6 seconds of the
minute, but I cannot get it closer than that.
Pressure appears equal on both sides of groove in
heart; heart is smooth and polished; lever has
been stretched at square. Can you suggest remedy
or a book? Have tried importers for names of
books in German or English without success.
Regret party cannot spare watch so I can send
it to you.—There is probably some defect in the
way the lever-end engages with the top of the
heart-cam, but honestly, now, since you cannot
see what the trouble is with the watch before
you, don't you think it is a little hard on us to
expect us to tell what the trouble is without
seeing the watch at all? These watches vary
considerably in design of the parts, and what
might be true of one construction might be en-
tirely wrong as applied to another. If you can-
not send the watch, make as accurate a sketch of
the fly-back mechanism as you can and send it
to us; we may be able then to suggest a remedy.
but to make sure of it you would do well to send
us the watch; we would diagnose and return it
without delay.

"Rusty Hairspring."—I send you an 18-size
Elgin movement for your inspection. I have put
four hairsprings in this movement and a St.
Louis expert put in three in the last year, only
to have them rust soon after being placed in po-
sition. I have cleaned the watch thoroughly and
changed the case with same result. Sometimes a
spring will last six weeks before showing signs
of rust, and again rust can be noticed in two
weeks. The spring now in the watch and rusted
already was put in three weeks ago. It may inter-
est you to know that the watch belongs to a
farmer-photographer who bought it from me one
year ago; since which time I have had the trouble
mentioned with the hairspring rusting. The
owner claims that he did not have it near chemi-
cals.—The watch, when received, had a badly
rusted hairspring—entire coils were covered with
rust and in places everywhere from collet to
outer coil. We cleaned the movement. In clean-
ing it we found the mainspring badly "set" and
balance pivots broken, so, in addition to cleaning,
we put the new staff and mainspring in. In a
short while a few rust spots began to appear on
the hairspring, but rust didn't spread all over the
coils like in the spring which was on when we
received the watch. We cleaned the watch again,
then put on another spring. This one kept free
of rust for several weeks, then a faint trace of
rust appeared—much less than on the trial pre-
vious. This didn't annear to "grow," so we
cleaned the watch again and put on a new spring;
this has gone about two months and not a trace
of rust has appeared. Now, as to the probable
cause of the rust: It certainly must have been
caused by the influence of some chemical action;
there is no way possible of telling, by examining
the rust, what particular chemical influence caused
it, but we have noticed that the perspiration of
different persons varies greatly in its power to
rust steel; our idea is that the owner of this
watch may have perspiration of an unusually acid
nature; such an influence can penetrate the un-
avoidable openings in a watch-case such as the
setting-lever and catch-spring openings in the
bezel of a hunting case, and through the stem-
opening in an open-face case. It is not necessary
for the actual perspiration to reach the steel; the
acid effect can be carried through the air by vap-
orization. In the same way it is possible that the
owner of the watch may have had his clothes
impregnated through the vaporization of some of
the chemicals used in his photographic work.
Chemical action is often of quite a subtle nature;
although no liquid may have come near the bal-
ance spring, yet the rust couid be caused by
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either of the possibilities mentioned. We know
of a case in which a man carried a io-karat filled
case for several years; it kept very bright, but
one time gradually began to tarnish until it
looked brown; he wanted the jeweler to exchange
the case as worn through. Testing with acid
showed that it was not worn through at any
place. It was polished and carried again; the
same trouble occurred. The jeweler polished it
and carried it several weeks in his own pocket.
It remained bright and was handed back to the
customer ; it has never tarnished since. On in-
quiring into this "mystery" it was found that
during the time when the case was tarnishing
in the customer's pocket he was taking a certain
medicine. When he stopped taking the medicine
the case remained bright after polishing off the
tarnish. The only explanation possible is that
the influence of the medicine was such as to per-
meate the man's body and clothing and tarnish
the watch-case. This is mentioned to show how
penetrating chemical action can be. In this move-
ment, whatever caused the rust may not have
been entirely removed or neutralized by the first
and second cleaning, but must have been entirely
so by the third cleaning. Of course, should the
watch be returned to the same kind of surround-
ings as caused the trouble before, it would nat-
urally rust again.

"Top Plate."—I shall appreciate it if you will
tell me how to clean a top plate of a more than
7-jeweled movement. In cleaning the regular
way I dip in cyanide, the jewel settings turn
rather dark and I have trouble in getting them
to their natural color.—When jewels are mounted
in settings of brass or "composition" (red brass),
if they are badly tarnished or scratched by
brushing the cyanide dip will not restore the
clear sparkling polish they had when new; it may
remove much of the dirt but often leaves the
metal dull and of a lifeless color. It is then
necessary to polish the settings. The inclined
part ("stripping") may be polished by rubbing it
with circular motion of a pegwood point dipped
in powdered rouge, or with a little strip of
chamois skin glued to a pegwood point and
dipped in rouge. It may be necessary to take
the settings out and rub the flat tops on a bur-
nishing file or jasper stone lap. If cyanide
makes the settings tarnish it shows that you
fail to wash the cyanide off after the dipping.
Of course it is very important to wash watch
parts with soap and water and a brush after
using cyanide. The thorough way to clean a
watch is to first immerse the parts in benzine to
loosen the thickened oil; next dip in cyanide
solution to remove tarnish; then brush with soap
and water to remove the cyanide, rinse in clear
water and immerse in alcohol for a few seconds
to clear the water from the parts; absorb the
alcohol by agitating the parts in a wooden tray
of boxwood sawdust. All that now remains is
to slightly go over the pieces with a fine watch
brush to make sure that no traces of fine saw-
dust adhere and peg out the holes. By this
process no laborious subsequent brushing with
chalk is necessary and the best possible results
are obtained. When jewel settings are made of
good gold they of course will not become dis-
colored.

"Escape Wheel."—I wish your advice about
making an escape wheel for our town clock. The
clock has a brass escape wheel and I am think-
ing of making one of tool steel. Would that be
as good as brass. Would it make any difference
in the running of the clock as far as perfect time
is concerned?—An escape wheel made of steel
would not afford any advantages in the time-
keeping qualities of the clock, and would possess
the disadvantage of making friction between two
similar metals, as, doubtless, the pallets are of
steel. Of course, if the wheel were made of soft
steel and the pallets of hardened steel, there
would be less objection than if both were the
same, but brass will do just as well as soft steel;
in fact, where there is friction between brass and
hard steel, the steel shows much greater wear
than the brass does in the same length of time.
The fact that, in addition to this, the brass is so
much more easily worked into shape than steel,
indicates brass as the best metal for your pur-
pose.
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IT does not matter whether you are located in Pocatello, Idaho, or any of theother forty-eight states in the Union if you are anxious to realize full cash
values for anything you have to dispose of in the way of Old Gold, Old Silver,
Gold Filled Cases, Gold Plated Jewelry, Platinum and Sweepings, you
have only to follow the beaten pathway of thousands of live, wide-awake jewelers
from all over the country who are sending their shipments to us these many,
many years.

There is no great secret as to why our methods of doing business have
won such popular approval among the jewelry trade everywhere.

They have measured the amount of money they received from us by
what they have been getting elsewhere.

They see the difference. In human nature there is nothing that tugs so
hard as self-interest.

It is only natural that you drift toward us—eventually. Why not now?
Check for old gold and silver by return mail. If our offer is not

up to yours we will return shipment intact, charges prepaid.
Returns for sweepings in from three to five days.

THOMAS J. DEE & COMPANY
Gold, Silver and Platinum Refiners 

OFFICE, 67 and 69 Washington St. WORKS, 317 E. Ontario St.

CHICAGO, ILLINOIS
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J. Harris, Lawrence, Mass., jeweler of 409
Essex Street, has opened a large and magnificent
branch store in Haverhill.

Burridge & Connett, Oskaloosa, Iowa, have
sold their stock to McRobert Brothers, of Water-
loo, who will take over the business January 1,
1911.

Carl Weakly, Findlay, Ohio, has opened a
jewelry store in his barber shop on East San-
dusky Street, in the block recently erected by his
father.

Heyman Galperin, formerly with the Kanawha
Brokerage Co., of Charleston, W. Va., has
opened a retail jewelry store at 617 Kanawha
Street, that city.

John Vaughn, Smyrna, Del., a young jeweler
and optometrist, has purchased the jewelry store
of the late W. W. Vincent, corner Bedford
Street and the Public Square.

Hubbard-Denn Co., Salt Lake City, Utah,
who have been located at 59 East Third South
Street, will move about February 1st to 217 Main
Street, Kenyon Hotel Building.

E. B. Pauley, Benton Harbor, Mich., for-
merly with Teetzel & Alger before they dissolved
partnership, has transferred his connections to
the Hamilton Jewelry Co., 505 East Main Street.

Nelson A. Bero, Burlington, Vt., opened his
new store at 107 Church Street last month. The
store is modern in every appointment and the
stock with which it is opened is up-to-date in
every respect.

Frank S. Crebs & Co., Frankfort, Ind.,
previous to the holidays held their fifth holiday
anniversary opening. The show window is in
colors of red and gold and contains beautiful
jewelry and china.

0. B. Rudd, Ilion, N. Y., last month cele-
brated his 48th anniversary in the jewelry busi-
ness in Ilion. During these years, his place of
business has always been located in the same
block, although in different stores.

L. E. Briggs, of Vineyard Haven, Mass., has
opened an up-to-date jewelry store in the build-
ing formerly occupied by the Falmouth jewelry
store and will carry a line of watches, clocks,
sterling silver, French china, bric-a-brac, etc.

Articles of incorporation were filed last
month by the Longmate Jewelry Company, of
Gloversville, N. Y. The capital is $10,000 and
the directors are Walter E. Longmate, of Elmira,
and Bernard Kearney and Maud Neal, of Glov-
ersville.

Burtis W. Goodfellow, of Montpelier, Vt.,
has gone into partnership with his father, W. H.
Goodfellow, proprietor of the jewelry store at
211 North Main Street, opposite Depot Square.
Mr. Goodfellow has had long experience as a
salesman.

King, Raichle & King, ring manufacturers
and general jobbers, of 524 Main street, Buffalo,
N. Y., have recently had the walls and ceiling of
their salesrooms at that address redecorated in
a very light tint of blue, which affords a very
pleasing contrast with the mahogany fixtures.

W. P. Thornton, Atlanta, Ga., has recently
associated himself with McDuffie & Wood, at
422 Marietta Street, to take charge of their
watch and clock repairing and optical depart-
ments. Mr. Thornton is a well-known watch-
maker and optician, having back of him a record
of thirty years as a watchmaker and twelve years
as an optician.

Early last month Herbert B. Bingham and
Hiram Merrill, of Nashua, N. H., started a
jewelry and optical business at the store in the
Masonic Temple annex. Mr. Bingham occupies
one-half of the store with a new stock in ad-
dition to his watch and clock repairing business.
Mr. Merrill occupies the other half of the store,
in *hich he will conduct his optical business.

The Dascher Jewelry Co., Houston, Tex.,
opened a new store with an entirely new stock
and fixtures at 617 Main Street last month. H. C.
Schirmer is president of the company and George
E. Dascher is secretary and treasurer. The
latter will be in active charge of the store as
manager and is well known in Houston.

B. S. Codding, Somerville, Mass., has pur-
chased the jewelry and watch repairing business
formerly owned by William C. Stephenson and
conducted at 345 Medford Street, Gilman Square.
Mr. Codding has had long experience in his
chosen vocation, his father being in this business
for thirty-eight years and he, himself, having
worked at all its branches for the past seventeen
years.

F. G. Hall, Watertown, N. Y., who has for
several years conducted a jewelry business in
the Otis Block, has rented the vacant store at
43 Public Square, until recently occupied by the
Powers Book and Stationery Co., and on Janu-
ary 1st Mr. Hall will take possession of the store.
Mr. Hall has been forced to move through his
increased business. The new store is being
fitted up and will be put in better shape even than
the one which he now occupies.

George H. England, Holyoke, Mass., sold his
jewelry stock to T. F. Ryan & Son, who will
carry on the business at the same stand, 253 High
Street, until such time as the New York concern,
which has leased the store, takes possession. Mr.
England came to Holyoke from Worcester in
October 1883, first starting in business at the
site where M. J. Hutchins formerly conducted a
music store. About twelve years ago he moved
to 253 High Street, the place just sold.

Louis Hoffman, Seattle, Wash., after a
short absence from the city, has returned to
Seattle and re-engaged in the jewelry business,
opening up a handsome store at ioi6 Second
Avenue. Mr. Hoffman was formerly located at
1020 Second Avenue. After leaving Seattle he
went to Portland and opened up a large retail
jewelry establishment, which he still operates. It
is his intention, however, to center all his busi-
ness interests in Seattle as soon as he can make
the necessary arrangements.

Mahncke & Co., Tacoma, Wash., opened their
new store early last month, which is one of the
most elaborately furnished in the Northwest.
The woodwork is all done in solid mahogany
from Honduras and the onyx fronts of the cir-
cular counters are from San Diego. The store
was handsomely decorated for the occasion and
the display of expensive diamond goods, which is
placed in the very center of the store, is of un-
usual splendor, On the sides are huge racks of
cut glass and chinaware, while the rear of the
store is devoted to fancy lamps and umbrellas.
Mr. Mahncke presented handsome souvenir
plates to each of his customers in honor of the
Christmas opening.

J. Jessop & Sons Co., San Diego, Cal., have
recently installed an entirely new outfit of fix-
tures, equipment and show cases. A new front
has been put in the store and the sale,sroom has
been almost doubled in size. The remodeled
store, which is on Fifth, near D Street, was
visited by large numbers during the afternoon
and evening of the inauguration. All the wood-
work of the display cases is of solid mahogany,
with heavy plate glass and handsome mirrors.
The general plan is in accordance with a design
made especially for the firm. Tasteful decora-
tions, consisting of magnificent bouquets of roses
and many potted palms, contributed to the charm
of the display.

Samuels Brothers, Youngstown, Ohio, have
put a new front in their jewelry store, which is
made entirely of Carrara glass, with the excep-
tion of the show windows. Carrara very closely
resembles white marble but is better adapted for
places exposed to the weather, as rain, snow or
dirt does not in any way affect the color of it.
All of the glass around the bottom of the win-
dows is 7A; inch thick, while the pilasters which
run from the bottom of the window to the sign
above are VA inch thick. All of the advertising
matter is sand-blasted in the glass. About the
windows is the Kewanee system of copper, which
provides ventilation for the windows and pre-
vents them from steaming over.
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George E. Clarenbach, Holyoke, Mass., for
the past eighteen years manager of the George H.
England jewelry store on High Street, has ac-
cepted a position as manager of the jewelry de-
partment of the M. Hirsch & Son store. Mr.
Clarenbach's leaving his former position is owing
to the sale of the business by Mr. England to
T. F. Ryan & Son.

Evans & Sons, Utica, N. IL, have leased
the northernmost store of the block now being
erected by J. A. Georgitso, on Genesee Street,
and expect to move into it early this year. The
company has been doing business on Columbia
Street for many years and the new location on
Genesee Street is an excellent one for their trade,
which is steadily increasing.

L. D. Clapham, Columbia City, Ind., whose
jewelry store has been located in the Foust Block
since last April on account of the fire, opened
for business last month in the north room of
James Washburn. The furniture is all of ma-
hogany finish and the many mirrors are arranged
so that the jewelry, silverware and a display of
holiday goods are shown up in fine style.

Foster & Blanchard, jewelers at Gloucester,
Mass., have made a rather neat improvement at
their establishment on Main Street. The old fit-
tings of the western window have been removed
and replaced by plate glass mirrors and ma-
hogany finish, which not only adds to the appear-
ance of the store, but likewise forms a good
background for the stock displayed.

Fincher & Ozment Jewelry Co., Tuscaloosa,
Ala., have lately had their store thoroughly re-
modeled and considerably enlarged. At the open-
ing, which occurred about the middle of last
month, a large and admirably selected display
of silver, china, cut glass, jewelry and novelties
of all kinds were artistically arranged, the cases
being ornamented with sprigs of holly.

Herbert S. Siebel, Saginaw, Mich., has
opened a new store at 119 North Hamilton
Street. This new store has a terra cotta front
with deep plate glass windows, which are set in
oxidized copper frames, on each side of the center
entrance. On the interior, the floor in white and
green tiling in conventional design; the solid ma-
hogany woodwork, the mahogany paneled ceiling,
the large opening over the horseshoe cases,
through which one looks to the paneled skylight
above, the delicate green tinting of the walls, the
ochre ceilings, the restful settees on opposite
sides of the floor, and other improvements make
the visitor realize that every surrounding and
every appointment leaves nothing to be desired.

White, Wile & Warner, manufacturers of
"W. W. W." rings, have moved their offices from
285 Washington street to the Ellicott Square
building. This move was necessitated by the fact
that they had not sufficient manufacturing space
at their old address, and now their factory occu-
pies the entire two floors of the Washington street
address. It is not going to be practicable for
them to have their office in one building and the
factory in another, and the near future will un-
doubtedly see this fast growing firm located in
their own exclusive factory and office building.
Mr. Warner, of the firm, states that they called
their men in off the road on September 29th
owing to the fact that they could not fill orders
taken after that date in time for the Christmas
trade. Mr. Wile, of this firm, has been spending
several months in Europe with his mother. He
will return to Buffalo some time during January.

F. E. Burr, Barre, Vt., who has been con-
ducting a jewelry business in the C. W. Averill
Block for nearly eleven years, is now located
at 114 Main Street. In his new headquarters
Mr. Burr has a well-appointed and up-to-date
store, with two large plate glass windows, which
assure ample lighting facilities, and on each side
of the main entrance is located a bench for re-
pair work. The remainder of the front apart-
ment is taken up by counters and display cases,
all of which are of an improved model. A well-
arranged room in the rear of the store will be
for repairing clocks and jewelry. F. E. Burr,
the owner and founder of the store, who came to
Barre from Massachusetts, where he had previ-
ously engaged in the jewelry business, also holds
a license from the State Board of Optometry, so
makes a specialty of testing and fitting eyes.
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The Greatest
Hall Clock Year

The sale of hall clocks made a new record
in 1910 and prepared the way for a still

greater year in 1911.

The trade delusion that

hall clocks were an ex-
clusive line for select
stores has been re-
moved, and all now
recognize these goods
as a highly profitable,
quick-selling staple.
Credit for this condi-
tion will, we think, be
accorded to us by the
trade. Our large line,
ranging in price from

w

$500.00 to $15.00
fits all trade needs,

whatever the class of

store or customer, while

our

Jewelry Trade
Specials at

$60.00 to $80.00

brought prestige, pat-
ronage and profit to all

who handled them.

We have an unusually fine line now ready

for replenishing the deficiencies made by

holiday trade.

Colonial Manufacturing
Company

Zeeland, Mich., U.S.A.

Our letter directs
the prospect to
your store

Are You Prepared
to Meet Him?

Every day in answer to inquiries we are referring

good prosperous prospective watch buyers to the

jewelers who carry South Bend Watches.

If you are alert, up and ready to serve, and are

prepared with such an assortment of South Bend

Watches as to do the line justice, the business

will be yours.

We create the prospect and send him to you.

We give you the quality in the goods.

All you need to close such sales is courtesy and

a fair assortment of South Bend Watches.

Inspire confidence in the prospect by showing

your confidence in the line.

We are always glad to receive your orders and

will strive just as hard to please you when we

are flush with prosperity as at any other time.

Is there anything we can do for you now? Say

the word and it will be done.

South Bend Watch Company
Makers of High Grade Watches

Highest Quality Filled Cases

SOUTH BEND, INDIANA
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A Situation in Craft Jewelry

By JANET PAYNE BOWLES, in Handicraft

The handicraft movement has seemed so far
to have mothered all the crafts together and each
one has kept its affectionate family relation to
the others in the society exhibitions and artistic
social life, even in the attitude of the buying
public which often comes to the salesroom with
purchasing intention, but with no preconceived
craft choice. In this way the standard of abso-
lute beauty alone has stood above the group of
several technical expressions and so a sort of
ideality has united and protected craft work as it
does the craft of past periods of history. But as
work goes on, and the craftsmen get more expert
in production and power of livelihood, each craft
may seem to leave more and more the handicraft
nest and tacitly. at least, join its independent
struggle to its special trade.

With this withdrawing from
Art Becomes the neighborhood of other
Trade crafts comes the gradual tend-

ency to separate from its own
first craft conceptions and join its development
with its rival commercial trade. The craft move-
ment clericalized by the craft societies has given
organization, shelter, advertisement, inspiration
and comparison : in fact it has given a life bear-
ing direction to the high minded artistry, which is
as valid as giving it birth : also it probably has
given it historical position, but it cannot give fully
the condition of self-respecting satisfaction to
adult experience earning its living. Nor can it
give the business equipment which every work-
man finds he must have, above his training, before
he can earn his living. So as popularity gathers
about a craft, giving it means for effort, it irre-
sistibly moves to the mart.

This seems almost about to
Market for happen in the case of jewelry.
Art Jewelry 'The best workmen who sell the

most find that the outside call
compels to commercial conditions. They no
longer can dream over their work and evolve the
thing they do, but they must start from the wish
of a customer, and as customers multiply they
cease to be exclusively an admiring sympathetic
coterie who like to hang over and choose from
the finished dreams. Many are the experienced,
spoiled, commercially trained buyers who want
any impossibility in a few days and have been
used to getting it, and if the craftsmen can't sup-
ply it the large enterprising jewelry houses with
arts and crafts departments can really or hypnoti-
cally.

The craftsman finds in this expedient work
that he needs requirements that school didn't give
him, and that he hasn't time to work out for
himself in the filling of an imperative order. and
so he is obliged to go to a shop to learn an
occasional trick, and each time that he goes the
lure of the trades union comes over him, and
each time that he pleases a commercially trained
customer, not only the missionary bliss, but the
lure of the prosperous manufacturer comes over
him, and each time that his name is remembered
for special work his artistic egotism mounts be-
yond his handicraft loyalty and he is willing to
appear with the general, unlimiting title of "jew-
eler" instead of the modest, class defining, work
describing title "craftsman jeweler." As his need
for increased materials leads him into the chan-
nels of the jeweler's supply district, he likes to
use the initiated manner and trade terms of the
more usual but less cultivated trade customer.
for "craftsman" makes him conspicuous, and in
that district conspicuous for amateurishness.

Thus the various pulls of in-
Self-Supporting terest and condition tend to
Workman make him that complicated,

life obsessing, impure, un-
poised, capable and certain thing, the self-sup-
porting worker, distinguished in the craft move-
ment but inconspicuous in life.

While this is independence and growth in one
way for the individual, it still is sad that the
same capability and connection with life cannot
be had through working out the idealistic craft
beginning. For the need of reformed jewelry is
still as great as ever it was when the innovators
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began to work, and the love of personal decora-
tion is still one of the strongest subsidiary forces
in the psychology of women. It makes one
wonder if the situation cannot be analyzed and
saved, or responsibility commissioned before the
craft deteriorates and ceases to grow as import-
ant as it should.

It would seem that the care
Business End of of this responsibility could be
Craft Societies given the business department

of the arts and crafts soci-
eties, as the only place so far where the talent,
the product, the outside interest, the executive
management have met. The schools can hardly
be depended upon even for complete training,
since they innocently have been a large cause .in
the cheapening of the art by selecting its first .in-
dustrial principles as a manual training exercise,
then failing to superimpose the art standards and
complicity. Thousands of these "touchers," as a
witty mechanic has named them, are turned out
from public schools with that little basic knowl-
edge of tools which is so interesting to use that
they can't resist making hoards of copper fasten-
ings from their school designs, and when the
clever initiative of some have brought about
selling displays in department stores, it would
seem that the school is right in thinking this
practical education.

Jewelry certainly is instant
Fascination of practical use for art labor, and
Jewelry Work it has a certain commendable

ease in producing effect be-
cause of the dependable beauty of metal and
stones: this static aid, with good taste and the
first principles of neat workmanship, gives a re-
sult worth any one's while to wear. But the de-
structive pity of this pleasant home activity is
that it is given almost professional cognizance,
and that it is called craft work in the popular
belief that that is as far as craft goes.

Even the higher art schools do not carry the
training as far as they should. They take it as
far as traditional hand work, but there is a vast
development that the commercial jewelers have
which craftsmen must reach if they wish to take
that superior place which they feel that they are
entitled to from artistic superiority.

The craftsman has been taught
What Crafts- that his work is different and
manship Means better, but it must be more; it

should include all the science
of its mechanics, as well as the art of the indi-
vidual. It should be modern at will, even with
the mark of machinery and the compromise to
fashionable dangles. If the period represent a
human development in fashion an artist cannot
ignore it for the better taste of another period.
He must find its adaptation to beauty or miss his
historical opportunity.

The machine has been overrated as a sentient
producer of its own evil nature. A machine in
the hands of an artist may work out marvelous
modern thoughts. Craftsmen forget they may
think with a machine as well as with a tool. But
the insinuation is that the machine must follow
thought, not thought the machine. Craftsmen
might invent machines that would perform ar-
tistry. They should remember that dear and
beautiful as handwork alone is, it is also limited,
and while good taste respects the limitations, yet
growth and ingenuity must always push beyond
the limitations.

It is a stupid casuistry in self-
Prejudice indulgence to believe that the
Against tM Machines best work will always continue

to be done with a few person-
ally made tools. It was done so magnificently in
the early periods, and we shall never rival that
until our national taste equals this or until we
have truly great individual artists. But part of
that beauty is in the primal freshness of the dis-
covery. The coil, the bead, the disk, though just
as fundamental and native to the worker to-day,
do not thrill now, as then, because then they were
discovered and used alone for their own beauty.
Now they must be accessory, for who would lay
himself open to the plagiarism of using alone a
coil, a disk, a bead, no matter how sufficient and
thrilling we see them to be?

And developing the possibilities of these
early fundamentals will not last many ages
longer for art. New fundamentals, just as
inherent to our working conditions as theirs
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were then, must be evolved from our soli-
tude and our modern tools. Instead of under-
standing the great resources of modern times,
craftsmen have despised them; rather than
master the overwhelming assistance of other
trades and types, craftsmen have piously kept to
their tradition of slow purity of hand and tool.
The greatness of craftwork in this day is still
what it always was, beauty; the method now, as
then, is incidental and helplessly national. Some
of our modern uses of metal that are funda-
mental and might in the hands of artists be his-
torically beautiful, are allowed to belong only to
the trades and ignored because of their common-
ness. The spinning process, for instance, with its
whirling lines has a thrilling memory of process
even as the beaten bowl. Because only commer-
cial designers use it, it cannot prove its scope of
beauty. Yet there is really nothing more com-
monplace in its action than there is in the potter's
wheel.

Ultra polish is held degraded
Prejudice because of its commonness,
Against Polish and yet it is a testimony of

modern triumph of metal, and
can be used esoterically and comparatively as well
as wholesaledly, yet we do not see anywhere any
real study of the apotheosis of light in our craft
work. The oxides of buried accident prevail,
beautifully, but sometimes we suspect, stupidly.
The forming of oxides is not a finished chemistry,
and since craftsmen have laid claim to its dis-
tinction we should hope to see newer develop-
ments in it before it becomes a mere unclean
commonplace.

The craftsman has openly compromised with
his own limitations in borrowing the assistance
of professional tools, in going to the foundry for
his casting, to the lapidary's for his gem fitting,
oftentimes to the chaser's for unusual difficulties
and not to learn, which would be honest, but to
have done upon his own work. But this com-
mon hybridic practice is not so reprehensible as
it is ignorant of the real issue, which is that•the
craftsman must be trained to produce every effect
and handle every device and work every process
known to the art and the commercial trade. There
will be need enough for all this equipment, foreign
as some of it may seem to the craftsman.

If he studied chemistry, metal-
Craftsman lurgy, smelting, geology, some
Studies parts of physics, he would only

be as large as many an obscure
artizan, doing part work in the trade. If he
doesn't find out the lost method of delicate cast-
ing he finds very quickly that he is smaller by a
process, or else that class of his ideas is under
the destructive tyranny of clumsy ignorance. If
he doesn't model in miniature an important
enough art to stand by itself he is cut off from a
mysterious limpidity of expression in his work
that carries it farther beyond the art's limitations
than any other soaring. On the other hand, if he
uses these extension methods for their facility
without their masterful consummation, and neg-
lects such indigenous mastery as carving, repousse
sculpture (not mere repousse punch work) he is
not true or able.

With the skill of these corn-
How Genius prehensive mechanical meth-
Works ods at his finger ends he can

then command those combined,
magical inspirations which force material into
impossible and unseen effects, and render him
an original artist. The knowledge of the chemis-
try and geology of his material will give him as
much psychic power in work as a great sensitive
knowledge of design. Its wide knowledge gives
him imaginative fuel and he finds himself trying
to produce effects etherially conceived. This is
the spiritual process of enlarging the limitations
of his craft. The old spiritual way of keeping
within the limitations by getting the materials to-
gether under his eyes and letting them first sug-
gest the fit by their nature is a safe, wholesome,
logical procedure and perfectly right in evolu-
tion. But the great artist must have such distant
knowledge and deep concepts and accurate mem-
ory that he can command his images to appear
from the mines and the laboratory and the assay-
ists and the dependable adventures of his fingers.
All this intellectual experience gives him a prac-
tical command of materials that one dependent
upon the lapidary's show case cannot believe.
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REES SCHOOL
TWENTY-TWO YEARS AGO

ISTARTED the building of a perfect
school for engravers and watchmakers.
Different from the so-called trade school.

A school with a perfectly practical and
theoretical system enabling the student to
use his head as well as his hands.
Why should an engraver or watchmaker
plod along the same old way as his fore-
fathers, while the methods of "doing things"
have changed and the science of con-
structing letters and monograms and the
scientific principles of measuring time should
be (as they now are) worked out as the
difficult problems in other professions.
Our system is so perfected a child can under-
stand it. Its completion has cost me thousands
of dollars, and years of study, work and
much travel. I have traveled from ocean to
ocean visiting jewelers for no other purpose
than studying conditions for the benefit of our
school. The jeweler works harder to earn
his money than any other workman.
And Why ? Usually because he does not
thoroughly understand his profession owing to the lack of the
perfection of a system and course of study on principles govern-
ing the same.
Hundreds of Jewelers have sent their sons to our school and
have been simply amazed at the advancement. Why?
Because they were working on the correct principle.
One man's life devoted to the study of the correct principle of en-
graving and watchmaking (as required in a jewelry store) has per-
fected a system and developed a school so perfect in every detail
that the reputation we have acquired is to us our greatest asset.

An institution founded on merit must be suc-
cessful. How well we have succeeded thou-
sands of jewelers and students will testify.
From the start we have given our students the
best, we have grown and moved as we grew.
We have now outgrown our school in Elmira.
Why we moved. To give our students
better accommodations and be in the best
city in the country and easiest to reach by
rail or water. We had the best the city
afforded, but was not suited to our purpose
and the grand work our school has done,
and is doing, has attracted attention and the
REES SCHOOL has been endowed by
the Rev. Dr. Rees of Rochester, sufficiently
to permit us to give our students the finest
school rooms in one of the finest granite build-
ings in the country, at no additional cost.
Now is your opportunity. Grasp it. Learn,
advance, increase your salary, increase
your business. Hundreds of young men
have by attending the Rees School. Why
not you? Write us, we can give you a list

a yard long of men who have iacreased their incomes from 25 %
to 100 r/0 by attending this school, and do their work easier.
Write me personally and tell me your conditions. I want to
hear from you if you are able to come here or not.
We have everything for the engraver, and many specialties for
watchmakers, and may be of service to you.
Write me at least, and tell me your experience and what you
would like to do.

OUR BEAUTIFUL CATALOGUE FREE, ASK
FOR IT. Write for School and Tool Catalogues.

THE REES SCHOOL
FOR ENGRAVERS and
WATCHMAKERS
THE GRANITE BUILDING

ROCHESTER, N.Y.

F. H. REES
PRESIDENT and INSTRUCTOR

Author of
The Art of Engraving
Modern Letter Engraving
and Computation of Time

 Manufacturers of the 

REES SPECIAL GRAVERS

•

0

ROCHESTER
Scores of young men owe their success to the thorough and
practical training received at the W. I. of H., the

Official School of the Wis. Retail Jewelers Association
WHAT WE DID FOR OTHERS WE CAN DO FOR YOU

Watchmaking Engraving Jewelry Repairing
Our Home Study Course in Watchmaking
There are thousands of young men working in stores who are surrounded by all the oppor-tunities for learning watchmaking except the proper system of instruction. Aware of this fact,the W. I. of H. has established a Home Study Department, with a view of teaching watchrepairing by correspondence. This system of instruction is as thorough as it possibly canbe, embracing Mechanical, Practical and Theoretical Horology. The course consists of 43printed lessons, containing nearly 400 illustrations and other special features, making it anexcellent substitute for an attendance course to those unable to leave home or their positionand is incomparably less expensive.

Send for Prospectus and state if Attendance or Home Study Course is desired

Wisconsin Institute of Horology
Enterprise Building MILWAUKEE, WISCONSIN
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Express Company Liable

Must Pay Full Value for Baggage Lost When
No Inquiry of Value was Made

The Appellate Division of the Su-
preme Court, First Department, has de-
cided that if the representative of an ex-
press company takes an article of baggage
for transportation and the baggage is lost
the carrier must pay the full value of the
article unless the carrier inquires as to its
value when it was accepted for transporta-
tion. Under the statute the carrier is per-
mitted to make an additional charge for as-
suming liability over $130, but in the case
at bar the carrier contended that its lia-
bility should be limited to only $13o, al-
though there was no inquiry as to the value.

The case was Meister vs. the New
York Transfer Company, the plaintiff
being assignor of a person who was a
passenger on the Pennsylvania Railroad
and arrived in the city on June 30, 1908.
On July 2 she delivered her baggage check
to a representative of the defendant and the
trunk was never delivered. The plaintiff
recovered judgment for $982 in the Munic-
ipal Court as the value of the trunk, and
the defendant appealed. The testimony
showed that the trunk check was delivered
at defendant's office and the defendant's
representative was informed that the trunk
had arrived from North Carolina and was
to be sent to Far Rockaway. Defendant's
agent made no inquiry as to the value of
the trunk and the owner volunteered none.
According to instructions the agent made
the customary charge for delivering the
trunk.

Presiding Justice Ingraham, writing
the Appellate Division opinion, said that
the question presented arises under the
public service law, which provides that
every common carrier, including an express
company, shall be liable for "all loss,
damage or injury to the property carried
as baggage up to the full value and regard-
less of the character thereof, but the value
in excess of $150 shall be stated upon de-
livery to the carrier, and a written receipt
stating the value shall be issued by the
carrier, who may make a reasonable charge
for the assumption of liability in excess of
$150 and for the carriage of baggage ex-
ceeding iso pounds in weight upon a single
ticket."

The court says:

The first question presented is whether or not
this trunk was properly carried as baggage. If
it was, then by the express provisions of the
statute the defendant was liable for the full value
of the trunk unless relieved from liability by
subsequent provisions of the section. The appli-
cation of this section was intended to be limited
to the baggage of passengers as distinct from
general merchandise delivered to a common car-
rier for transportation. It was the nature of the
article that was to determine the liability of the
carrier. A trunk shipped by an express company
as merchandise and not as the personal baggage
of a traveler would not be within the section ; but
it seems to me making the section applicable to
an express company which does not carry pas-
sengers evinces a clear intention that the carrying
of a passenger at the same time that the baggage
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was transported was not necessary to impose
upon the express company the liability imposed
by the section.

The court says it was necessary that
the article carried should be the personal
baggage of a traveler, and the article to
come within the section must be such per-
sonal baggage. When the railroad trunk
check was delivered to the defendant with
a statement that it represented the baggage
of a passenger that had been transported
by the railroad company notice was given
that the trunk was the baggage of a pas-
senger and when the express company
undertook to transport it it undertook to
carry the trunk as baggage and became re-
sponsible for the full value.

Justice Ingraham writes he finds noth-
ing in the public service law to justify the
contention of the defendant that the recov-
ery is limited to $150 because the value was
not stated, and says:

Undoubtedly if the carrier had asked the per-
son delivering the check the value of the trunk
and the value had been stated to be $150 the plain-
tiff would be estopped from disputing that $150
was the value of the trunk and thus precluded
from recovering a greater sum. But this provis-
ion in relation to a statement of the value of the
baggage to be transported was for the benefit of
the company, to enable it to charge an additional
sum for the assumption of the increased liability.
If the defendant accepted the trunk for transpor-
tation without any inquiry as to value or any
demand for an additional charge on account of
the excess, it cannot claim that either the plaintiff
was estopped from claiming the full value of the
trunk or that a penalty should be imposed upon
the plaintiff for loss of amount exceeding $150
for failure to state the value. Accepting the trunk
without inquiry as to its value, fixing its own
charge for transportation without such inquiry,
it assumed the obligation imposed upon it by the
statute, which was a liability for the full value.
The carrier has the option to inquire as to the
value and thus bring itself within the limitation
provided for in the section in question.

The court says the express company
was not bound to make such inquiry, but
could accept the trunk subject to the full
liability clause and waive the provision
authorizing it to take an extra charge for
the additional liability, and its failure to
do so constituted a waiver of the limited
liability.

The Pleasure of Work
Business is by far the most interesting

game that we can play, unless, indeed, the
game of life is considered, in which case
business forms only a part, but a most
important part, of that greater game of life.

Sir Thomas Lipton has in his office a
caption : "The greatest fun is work," and
I myself thoroughly agree with this senti-
ment if the work is accompanied by thought
and interest."

Life should certainly be given up to
some accomplishment, and without it, it
really becomes a serious question as to
whether Mr. Mallock's "Is life worth liv-
ing?" should be answered in the positive
or not. But with an object, with a well
thought out, intelligent, carefully planned
object, sufficiently far ahead so that one
cannot overtake it too quickly, with the
daily progress toward the accomplishment

133

of this object imminent, then as this object
gets nearer, with the ability to replace the
target farther away, and again strive to
reach it—with all these things as the daily
occupation of the mind and body, life cer-
tainly is worth living.—H. G. Selfridge.

Mary Again
Mary had a little lamb, its fleece was

white as snow ; it strayed away one summer
day where lambs should never go. And
Mary sat her quickly down and tears
streamed from her eyes ; she never found
the lamb because she did not advertise.
And Mary had a brother who kept a
village store ; he sat him down and smoked
a pipe, and watched the open door. And as
the people passed along but did not stop to
buy, John still sat and smoked his pipe, and
blinked his sleepy eye. And so the sheriff
closed him out, but still he lingered near,
and Mary came along to drop a sympathetic
tear. "How is it, sister, can you tell, why
other merchants here, sell all their goods so
readily and thrive from year to year?"
Remembering her own bad luck, the maiden
-then replies : "These other fellows got there,
John, because they advertise."—Ex.

The Sundial

By WILLIAM ELLERY LEONARD

"Horas non numero nisi serenas."

A lord and lady set me here
Within their summer garden ;
But they are dead for many a year
With all the mirth of Arden,
With all the mirth and gallant worth
That was the House of Arden.

I rest upon the marble cone
That long the ivy covers,
And where the ringdove used to moan
Wild bee or sunbird hovers,
And down the pathway all alone
By night come spectral lovers.

The marble basin now is sere,
Where foamed the carven fountain;
And toad and beetle, brown and queer,
Have found it good to haunt in,
But past the willows by the weir
Still looms the moorland mountain.

And touched are Arden Abbey walls
With some unnamed disaster,
And bit by bit the sandstone falls
From buttress and pilaster;
And weird, when sunset lights the halls,
Dance elf-lute, guest and master—

When down the roofless halls the sky
Gleams red through empty arches,
The shadows seem to flit and fly
In minuets and marches—
And Arden church is yonder by
The yellow yews and larches.

And on my disk the locusts leap,
The bronze is green and broken,
The snails they come and climb and creep
And leave their slimy token—
Yet somewhere men their harvest reap,
And somewhere words are spoken.

And still by night I dream of stars,
And still by day of flowers,
And still I wait the vanished Lars
And the eternal Powers,
And mark for me, tho no man see,
Only the sunny hours.
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YOUR workpeople can give you better results with
"Omega" Guinea Gold—a scientific alloy, uniform in
working qualities. Not in the smelter room alone—

but all over the shop.

" Omega " Guinea Gold Alloy
Guinea Gold combines readily with the Gold in

any proportions. Makes a homogeneous alloy
with one melt.

Gold alloyed with Guinea Gold is a full rich
color. It works freely under the rolls and in the
press — will not crack in the working or the fire.

Its long, compact grain cuts bright and clear
under the graver. And it polishes to a brilliant
surface without waste.

Guinea Gold comes granulated—put up in duck
bags of 5 pounds or 10 pounds — or boxed in bulk.

" Omega runt-led Shot Copper.•-• • 0.
Omega Purified Shot Copper is prepared to give

the manufacturing jeweler a brand of Copper of
assured standards and purity. It is made of
copper selected from the finest brands that come
into the market. Melted, purified and shotted.
Sieved into uniform sizes and packed in duck bags
of 10 pounds each. Omega Purified Shot Copper is
convenient to use. It is kept free of dust, dirt and
oxidation.

The granules melt quickly and yield an alloy of
known composition and working qualities.

Write for generous working samples of Omega Guinea Gold Alloy and Omega Purified Shot Copper—and a
copy of our "Formulae for Alloying Gold," a series of working formulae prepared by our chief metallurgist.
No charge.

THE RIVERSIDE METAL COMPANY
MAKERS OF JEWELERS' METALS

RIVERSIDE, N. J.

Our School is PRACTICAL
Which means that if you come here you will be
taught everything that is necessary and nothing that
is unnecessary.

Our School is ECONOMICAL
In other words, if you invest your money in instruc-
tion here it will get you the greatest possible increase
in earnings afterward.

Our School is ENJOYABLE
Because we know how to make your work interest-
ing, and have the teachers and the equipment for
doing it.

Our School is THE SCHOOL

FOR YOU
WRITE FOR CATALOGUE

The EZRA F. BOWMAN
TECHNICAL SCHOOL

Qf Watchmaking, Engraving
and Jewelry Work

LANCASTER :: PENNSYLVANIA

L. LELONO d BROTHER

Southwest Corner
Halsey and Marshall Streets

NEWARK, N. J.

Gold and Silver Refiners
Assayers and

Sweep Smelters
BULLION SOLICITED

SMELTING for the TRADE

Prompt attention given to Old Gold
and Silver forwarded to us

by mail or express

Sweepings Our Specialty

OLD PLATED WARE, BRONZE FIGURES, STERLING SILVER, ETC.,
REPAIRED AND REPLATED TO LOOK EQUAL TO NEW

GOLD PLATING, SILVER PLATING, OXIDIZING,
POLISHING, LACQUERING

Before Repairing

Wc furnish any size new BRISTLE
BRUSHES, CELLULOID COMBS,

CUTICLE KNIVES, BUTTON

HOOKS, NAIL POLISHERS, ETC.,

and fit same to any shape mountings.
CHATELAINE BAGS repaired

and relined with Silk, Chamois, Suede

or Kid.
DESIGNS AND ESTIMATES for

special Sterling Silver tinees fuinished.

Work called for and delivered.
After Repairing

LOUIS J. MEYER 
8E10 4 WALNUTILDE L FI  STREETI  

9
ESTABLISHED 1892
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Pearl Fishing and the Pearl-
Button Industry

"Yes, it's gettin' too chilly for mussel fishin'
now," said a flannel-shirted old river man as he
buttoned a "sou'wester" more tightly around him
and proceeded to make his fishing boat shipshape
for a short day's "musseling."

A stiff northwestern November breeze was
whipping the Wabash River into tiny breakers
and the whitecaps were riding the breast of the
river like bunches of thistledown, says the Indi-
anapolis Star. A huge flat-bottomed boat, rigged
with siderails and hung with innumerable lines to
which were attached big iron hooks, rocked in a
tiny inlet while the heavy-bearded, gaunt fisher-
man made ready for the day's work.

"Musselin' ain't what it used to be," the old
man complained, as he filled his pipe. "There's
too many at it—and all expectin' to make a find,"
he concluded between puffs on his pipe. "They've
shore cleaned up the mussels along this river,"
he went on; "and there's been some fine pearls
took. Yes, I've found a few myse'f, but I hain't
got rich at it. I sold one once for $5oo—but I
must be goin'."

Two younger men, evidently sons of the old
fisherman, joined him and together they went
aboard, and with strong oar strokes were soon
breasting the current toward the mussel beds
some distance above "Jimtown," on the lower
Wabash.

It's a peculiar game—this mus-
Mussel Fishing sel fishing, for the fisher, like
a Gamble the gold prospector of '49 or

the diamond miner, is always
looking and hoping for a "find;" that is, of open-
ing a mussel shell which holds a first-water pearl,
worth up in the hundreds or thousands. It's a
gambler's chance, and the river folk along the
Wabash and White Rivers quit their tiny farms,
usually leased land, and with a shanty boat
anchored in some cove ply the mussel fishing
trade as long as the weather will permit, always
in the hope of "striking it rich."

A few years ago, when the first "finds" were
made, mussel shells strewed either shore line of
the rivers named for miles and miles; mussels
were considered one of the undesirables of the
river—like snakes and turtles—though they did
no harm other than litter the river beds and
shores. But the finding of pearls within the shells
changed all this. The first discoveries were like
the finding of gold in the Klondike. Men and
boys who had been prosaically guiding the foot-
steps of a mule down long waving corn rows
deserted their jobs for the river. The wine of
chance got in their blood and everybody went
mad over the eternal expectation of striking it
rich. Tenant farmers left their leases, while
landlords had a difficult time in getting sufficient
help to tend and garner their crops. It was a
wild scramble for the mussel beds, and all sorts
of river craft were pressed into service. Thou-
sands of men up and down the White and Wa-
bash Rivers sought the jewel concealed within
the mussel shell. Some, with the usual luck,
were fortunate in finding magnificent specimens
of the fresh water pearl, while almost every one
possessed some kind of specimen—if not a pearl,
a brilliant slug.

There was little method to the
Improved fishing at that time. But now
Methods all that has been changed.

From nondescript craft a regu-
lar fleet of mussel boats is owned by the better
class of fishermen. Dredging for mussels is a
science, like oyster fishing, and nothing is over-
looked.

The pearl fishing industry developed another
business as a sort of side issue to the pearl seek-
ers. Many men were not fortunate in finding big
jewels and conceived the idea of marketing the
discarded shells. Very soon there were pearl but-
ton factories located within easy distances of the
river. Two or three towns in southern Indiana
and Illinois were the centers of the pearl button
trade. Men who had failed to find rich pearls
sought the surer end of the game and sold tons
of shells at good profit.

A "catch" of shells usually showed more
sound money than chances of finding a jewel.

However, it was the lure of the pearl that caused
the enormous amount of shells to be thrown on
the market. The industry grew with such strides
that a mussel shell became a rarity in some local
ities. In fact, there was a chance of the fresh
water bivalve being entirely extinguished, and
there was talk of legislation on the subject.

Uncle Sam, with an eye to the
Uncle Sam future, established, recently,
Joins in near Fairport, Mo., a new sta-

tion of government fisheries,
and it will soon be in full operation. An exten-
sive system of artificial ponds has been established
for hatching and rearing pearly mussels and for
the incidental production of natural pearls on a
large scale. The station is to be devoted exclu-
sively to this novel work.

It is not generally known that bass and sun-
fish are necessary to the propagation of pearl
mussels. The new station will later take up the
cultivation of these species in order to aid the
mussel growth, for the bivalves are literally para-
sites of the fishes during infancy. When newly
hatched the mussels are free swimming creatures
(like oysters and clams) and their prospects of
survival depend entirely upon the rather remote
chance of getting hold of a finny nurse.

The baby mussel is provided by nature with
a pair of hooks, somewhat resembling a pair of
ice tongs in shape. With these it grasps the gin
of a passing fish and hangs on like grim death.
Its pressure produces an irritation which causes
the fish to build around it a sort of capsule. In
this way a cyst is formed, air tight and water-
proof, in which the infant mollusk is safely car-
ried for about seventy days. It is then dropped off
and falls to the bottom, having assumed the form
of an adult mussel, though still very tiny.

The adult mussel produces
Eggs Are eggs which are hatched inside
Hatched in Shell of its shell—that is to say,

brood packets in the outer gills.
Eventually it throws out into the water a dozen
or more triangular packets, each of them a half
inch long and containing several thousand young.
These brood packets look like little pieces of
pearl. After lying on the bottom for a while
they go to pieces, liberating the young larvae,
which swims about seeking to become attached
to passing fishes. From this one can see the
necessity of propagating fishes in the growing of
mussels.

The principal object of the station at Fair-
port will be the distributing of pearly mussels to
the various lakes and rivers of the country. The
easiest way to do this will be to inoculate fishes,
as described, and then ship the fishes to the vari-
ous parts of the country. The fact that the pearl
button industry, which is worth $5,000,000 a year
to this country, is threatened with complete ex-
tinction, shows the importance of the mussel and
its propagation.

It is very important that the mussels chosen
for propagation shall be of good quality. Many
of the streams in the Ohio and Mississippi val-
leys grow mussels, but the most of these are of
poor quality, thin shelled and with no color.
There are 600 varieties of fresh water mussels,
and some huge in size and vary in hue from
coppery salmon to pink, strawberry, glowing red
and silvery white. The Fairport station was not
established until a thorough investigation of the
whole subject had been made, a special expedi-
tion being sent to explore the area .NTatered by
the Mississippi and its tributaries.

There is no limit to the num•
Protection ber of mussels that can be
for the Beds bred, and the prospects are

that before long the bivalves,
which were threatened with extinction, will be
restored in plentiful numbers in the streams
where they once flourished. It will be necessary,
of course, to protect the planted beds by law to
prevent them being wiped out by pearl hunters.

The pearls of mussels necessarily correspond
to the color of the mussel shells themselves,
sometimes being silvery white, and sometimes sal-
mon colored, light green or purplish. A sky-blue
specimen, found at Caney Fork, Tenn., a few
years ago, sold for $3,500.

Inasmuch as only selected mollusks will be
planted at Fairport, it follows that the pearls pro-
duced will be extraordinarily beautiful. Further-
more, they will all be large ones. For, when it
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has been ascertained that a mussel contains a
pearl, the latter will not be removed, but will be
allowed to grow. How will the presence of a
pearl in the mussel be determined? By the X.
ray; that is to say, by a brief examination by the
fluoroscope.

The cause of the pearl is a minute worm
which, invading the flesh of the mollusk, sets up
an irritation, causing the mussel to inclose it in
an envelope of pearly stuff. The pearl grows by
the deposition of a series of layers of this pearly
material, which is the same as that used in the
making of the shell.

It appears that this worm is a parasite of the
muskrat. The latter eats the mussel and thus
becomes infected. The parasite matures in the
body of the muskrat and lays a number of eggs,
which find their way to the water and hatch out
the worms that attack the mussels, and the cycle
of the worm's history is thus made complete. The
conclusion is that to grow pearls is to encourage
the muskrat and then plant mussels already in-
fected by the worm.

The preparation of the shells
Preparing Shells for market involves some work.
for Market After the meat is removed

from the shells, and the latter
dried, they are then ready for the factory. The
shells are loaded into scows, box cars or wagons,
depending on the closeness of the factory, and
shipped. Experienced hands sort out the shells
into grades, some of the top kinds being sent to
Europe to be worked into fancy buttons and
other gewgaws.

It is said that only the cheaper grades of but-
tons are manufactured in this country. A price of
from $8 to $To per ton is paid for ordinary shells,
while from $To to $20 is paid for the better
grades. The "sand mussel" shell is the best kind
and sells for the most money.

The industrious mussel digger can clean up
$2.50 to $4 a day on shells alone, and the finding
of a choice pearl is "velvet," of course. A button
factory at Vincennes uses tons of the shells an-
nually. The transition of the lowly mussel from
.its oozy home in the river beds to miladi's wear-
ing apparel is one of the interesting industrial
features of Hoosierdom.

Pearl buyers from the East and from Paris,
France, patrol the rivers during the greater part
of the year, ready to buy any sort of pearls
offered, from the slugs to the finest globes of
pink and white.

Contrary to popular impres-
No Bait Used sion, mussels are taken with

a hook, but no bait is used
Taking advantage of the attribute of the specie
of the bivalve family to close its shell over any
object which goes between, the mussel "digger"
drags a series of hooks dangling from a long pole
along the bed of the river. As the mussel, with
open mouth, notes the touch of the hook, it in-
stantly closes down on the iron and it, with
others, is hauled to the surface.

The boats used in the work are the common
flatboat or barges, looking much like an old-time
mudscow. About Too hooks are attached to the
bars running parallel with the boat. When the
mussel seeker is ready he rows to the mussel
beds. A curious contrivance, known as the "mulct"
is attached to the stern end of the boat, and this
keeps the boat squarely in its course. The "mule"
is a contrivance about three feet wide and five
feet long, which is covered with strips of board
and canvass and acts as a rudder. When the
fisherman thinks he has a catch sufficient, he
hauls in the bar from which the hooks are at-
tached and "takes off" the mussels, lowering an
other similar bar.

The greatest market for Indi-
Paris Buys Gems ana fresh water pearls is in

Paris, France, although buyers
from London and Berlin are seen along the rivers
during the top of the season here and in Illinois.
The pearls are bought according to luster, size
and shape. The real thing in the pearl industry
is called a "piece ;" and a "piece" may be either
"good" or "bad," depending on its formation,
color and brilliancy. Pearls have different colors.
some being white, others blue and purple and
pink. The latter kind is the rarest, it is said,
and usually brings the best prices. The shapes
vary from full round to elliptical and even pear-
shaped.
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Improved Draw Tongs

are now being furnished with our Hand
Draw Bench. They have removable
jaws that can be replaced when worn
at a small cost, and are made from
steel of an exceptionally high tensile
strength. The price of the machine
has not been advanced.

The Oliver Quality Crown

Dental Rolling Mill

is a mighty handy machine for the retail
jeweler. Although it requires but little
space on one end of the work-bench
its capacity is large, the rolls being 2
inches in diameter by 3 inches long.
Quality considered, the Crown Dental
Rolling Mill is the cheapest rolling mill
on the market. (11 Described in Bulletin
No. 10, just issued. May we send you
a copy?

Do you do any Polishing?

Ii Do you do any polishing with a
noisy, nerve - racking, back - breaking
foot power machine ? q The Oliver
Quality Electric Motor Polishing Head
requires no skill or effort to operate—
just connect it to a lamp socket and
turn the switch. It is nearly noiseless,
inexpensive to run, and will do more
and better work than any belt-driven
machine. Cif New 112-Page Catalog, No.
17, free for the asking.

The W. W. Oliver Mfg. Co.
1490 Niagara Street : : BUFFALO, N. Y.
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The Holiday Trade and the Outlook
for 1911

(Continued from page 71)

ticular favor, the demand being of a general
character with a call for the better grade of
goods. Prospects, I think, quite promising.

THEO. C. BOTHMANN, Elizabeth :—Christmas
trade we found about the same as last year, with
less expensive goods in demand. Conditions re-
main about the same and prospects are not any
too good.

HARTDEGEN & CO., Newark :—Christmas trade
was about ro per cent. ahead of last year and
slightly on the increase since 1907. Gold links,
scarf pins, bracelets and pendants were among
the best sellers. Prospects are doubtful.

J. H. KNERR, Camden :—Our December busi-
ness is ahead of last year up to the present writ-
ing, December 23d. I have not had time to add
up the year's receipts but feel confident that our
business shows an increase over last year. Al-
together we have had what we would consider a
normal business, though it has not been up to
the banner years before the recent panic. Signet
jewelry has been in good demand, also signet
scarf pins, tie clasps, link buttons, etc. I have
been particularly successful with diamonds but
regret to report watch sales off. Can't predict
as to the future, but in our town, at least, I see
no reason why business should not only be good,
but continue to improve. There seems to be em-
ployment for all who want to work.

New York

ALBERT BECK, Buffalo :—My customers, as a
rule, do not wait until the last minute, and busi-
ness has been better with me so far than a year
ago, with the best week still before me. Aggre-
gate returns, I expect to exceed the normal for
the season. Diamonds seem to be growing in
favor mostly in larger sizes, i to 2% karats. The
demand for brilliant hatpins exceeded my supply.
While there is no very impressive indication qf
improving conditions, things seem to be more on
a steady basis and the outlook is favorable.

WILLIAM B. JOSEPH, Schenectady :—Christ-
mas trade up to date has been from ro to 20 per
cent. better than last year and exceeded my best
December business. Public taste I find about the
same as usual, and the specially good sellers in-
clude brushes, combs, mirror sets, watches, la val-
lieres, cigarette cases, link buttons, etc. Improved
conditions are indicated by the season and the
outlook is fair considering the reports heard from
the General Electric Co. and American Locomo-
tive Co., whose plants are in this city.

WILLIAM ScHmm, Brooklyn :—The quality of
goods sold was higher than last year, though
there was a slight falling off from the normal
in the aggregate sales. I could not say that the
sales indicated improving conditions, and have no
special reason to expect an improvement during
the coming year.

EUGENE MULLER, Brooklyn :—Christmas trade
was at least 25 per cent. better than one year
ago, though considerably below normal. Cheap
lines we found in special demand, which did not
indicate improving conditions, nor can we say
that the outlook is encouraging.

THE TUTTLE & PARSHALL CO., Plattsburg :—
Christmas trade was somewhat better than that
of last year by ro per cent. up to date, and is as
good or better than we ever had before. The
demand is for better goods than heretofore and
jewelry and silver are in best demand. Our busi-
ness indicated improving conditions, and we no-
ticed earlier buying and easier buying. The pros-
pects here are good.

DANIEL ROTH, New York City :—Christmas
trade we do not find as good as one year ago
and considerably short of the normal. The most
popular lines are pendants, neck chains, brooches
and scarf-pins. Improving conditions are not in-
dicated, at least in my location, which I think is
rather far downtown.

F. C. MAYNARD, Saratoga Springs :—Christ-
mas trade has been very much better than one
year ago and we enjoyed about the normal holi-
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day business. The lines most in demand included
toilet sets, comb, brush and mirror sets, military
blushes and sleeve buttons. The demand was
for better goods than one year ago, and I think
the business prospects for the coming year are
favorable though it is difficult to tell owing to
local conditions.

North Carolina
R. C. BERNAU, Greensboro :—Holiday trade

has been 20 per cent. better in cash business and
50 per cent. better in time business than last year.
Early shopping ruled, which made the first days
of the season better than usual and the last not
quite so good. Business in the aggregate was not
equal to 1906, but as good or better than any
other year. Among the best sellers were mani-
cure sets; la vallieres were strong, gold and plated
bracelets sold well, lockets medium and watches
very quiet; sales of silverware were slight. The
prospects for the coming year are about the same
as for the present year, which was very poor.

Ohio
AMAN & Co., Dayton :—Christmas trade, we

found, better than one year ago and about equal
to the normal holiday business. Medium quality
goods were in most demand, with no special dif-
ference in popular taste. Business for the season
did not indicate improving conditions, and it
would be difficult to prophesy in regard to the
outlook.

R. D. MAcDoNALD, Lima :—Christmas trade
fell 15 per cent. short of last year, which was
caused, I believe, by the excessive purchases of
furs, this being the greatest fur year our city has
ever had. Sales fell short on diamonds, watches
and high-quality goods. •The prospects for the
coming year are good.

C. M. HIBBARD, Akron :—Christmas trade is
not quite so good as a year ago, though it comes
pretty close to the normal. All lines sold well
and we noticed no particular favorites. The sales
did not indicate highly prosperous conditions, but
the prospects for the coming year are good.

GRADISON & Co., Cincinnati :—We are doing a
little more than last year, but sales are small and
the demand is for cheap goods only; neverthe-
less, we exceeded our holiday business for the
last three years. People do not seem to have so
much money to spend and show a partiality for
the lower-priced goods. Conditions are not im-
proving and the people seem somewhat afraid of
the future, one cause for this being the fact that
workmen are laid off daily.

THE OSKAMP JEWELRY CO., Cincinnati :—Our
Christmas trade was about 25 per cent. ahead of
last year and exceeded the normal. The season
did not indicate any special improvement in con-
ditions and we look forward this year to a
steady, moderate business.

OTTO ZOELLNER & BRO., Portsmouth :—Trade
up to December 21st was as good as last year,
but there does not seem to be any real rush so
far. I fear it will not hold up to last year during
the next three days. The cheaper grades of
goods of medium price are in most demand.
Good goods such as high-grade watches and dia-
monds are not looked at or called for. The sales
during the year for all months were better than
1909. Prospects are only fair, as our iron mills
are running slow time.

JACOB WENDEL, Piqua :—Christmas trade
compared very favorably with that of last year
and considerably exceeded the normal. All popu-
lar-priced goods sold well and indicated improving
conditions. The outlook seems very promising.

MICHIE BROS., Cincinnati :—Christmas trade
with us has been about the same as last year and
about equal to normal. The bulk of the demand
was for medium-priced goods. No calls for
extra large pieces. The season did not indicate
any special improvement in conditions and we
think the outlook is not so bright.

Pennsylvania

Jumus A. MARX, Braddock :—Business from
October 1st until date has been ahead of last
year, though by no considerable amount. Our
best six days, however, are yet to come. The
season showed more small sales with returns
about the same. We found medium line goods
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in most demand, as conditions in our district have
been very poor, especially for the past six months.
Prospects for 1911, however, are fair or good,
the latter very likely.

J. E. ROYS, Bloomsburg :—Christmas trade
showed a gain of about 25 per cent. over last
year and exceeded the normal for the season.
Plated jewelry was in best demand, but there is
increased call for the higher grade. Conditions
here are about the same as usual.

ALBERT NORSTEDT, Mt. Carmel : — Christmas
trade this year was not nearly so good as the
previous season, but was rather beyond expecta-
tion. It was short of the usual holiday business.
I noticed good demand for solid silver, gold
necklaces and diamond rings, which indicated
improving conditions and the prospects for the
coming year I believe to be much brighter.

HERMAN & MUSSINA, Williamsport : — Our
Christmas trade was about 25 per cent. better
than last year, and we found the demand general
for medium-priced lines. Improving conditions
are indicated and the prospects are bright.

R. S. GITT, Harrisburg :—Christmas trade we
found better than one year ago. Saturday, De-
cember 17th, was the best single day since I have
been in business. The season as a whole will
surpass the average. There was a good demand
for watches and, generally speaking, the better
class of goods was favored. Conditions seem to
be improving.

H. I. MARKS, Carlisle :— My Christmas trade
at the close of December 17th was ahead of the
whole of December, 1909, and am now assured
of the best season I have had for several years.
Improving conditions are indicated and things
look brighter for the coming year.

C. S. WILEY, Pittsburg:—My business so far
shows an improvement over the past two years.
While the volume of trade is not remarkable, I
feel very much encouraged, as my fall business
has been much better than last year. There seems
to be a better demand for solid gold jewelry with
genuine stones, particularly of the semi-precious
variety. I am doing well with pendants, rings,
chains, toilet sets and ladies' watches. The de-
mand for gentlemen's gifts is chiefly for scarf-
pins, fobs, tie clasps and charms. I note with
gratification the liberal demand for such goods as
have been advertised in the magazines, and also
for those which have restricted selling prices.

C. W. BIXLER & CO., Easton :—Buying started
quite early and was very steady, exceeding our
usual business slightly. We notice no great
change in the character of the goods sold or in
business conditions, but all are at work here and
things look encouraging.

FRED J. JOHNSTON, Bradford :—Christmas
trade was about the same as last year and slightly
exceeded our best previous holiday business. We
noticed no particular change in conditions but the
outlook seems good.

IRA D. GARMAN, Philadelphia :—Christmas
trade, though slow at times, up to the present
writing, will be about the same as 1909, but not
as good as some previous years. Among the best
sellers were pendants, bracelets, bar pins, chate-
laine bags, diamonds and watches. There was
very little sale for lockets and brooches. There
was no special rush noticeable, neither was there
anything to indicate that we may not expect a
normal business under ordinary circumstances.

Tennessee
J. N. MULFORD, Memphis :—Christmas trade

was ahead of last year and, in fact, with us, at
least, ahead of all previous years. All lines sold
well and we noticed no particular difference in
popular taste. As may be inferred from this, the
season indicated improving conditions and pros-
pects are excellent.

West Virginia
JOHN W. MATHER, Parkersburg :—The

weather for the first week in December was
very disagreeable and we ran a little behind, but
after that business picked up and is ahead at this
date. It is fully up to the normal and if it con-
tinues will be considerably in excess. Favorite
sellers we found to be diamonds, jewelry, cut
glass, silver bags, umbrellas, hand-painted china
and watches. It was a banner year for us.
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N wishing the sea-
son's greeting to
the trade permit

us to say with Whittier:

LL good befortune
  you ix and every
day A some ray of
golden light fall on
your way.

American Cuckoo Clock
Company, Philadelphia

 II

WHITE
METAL
GOODS

This line of popular priced sellers needs no further 
intro-

duction. They retail for a reasonable price, and there i
s a

large margin of profit for the dealer.

We have added a line of Rings, and have over twen
ty-five

different designs, two of which we illustrate. They a
re

right up to the mark in every particular.

Brooches, Fobs and Stick Pins are moving fast just now.

In addition we manufacture a very complete line, in-

cluding SHIRT WAIST SETS, BABY and BEAUTY

PINS, FOBS, NECK, BELT, HAT and DUTCH

COLLAR PINS, Etc., in Roman or Silver finish.

These goods are furnished plain or engraved as desired.

WRITE AND ASK US FOR ILLUSTRATIONS, PRICES A
ND FREE SAMPLES.

This line of goods is new and up-to-date.iloEnterprise
Jewelry Co.

Box 653

ATTLEBORO, MASS.

January, 1911

ELECTRO PLATERS
AND COLORERS

UR business as ELECTRO PLATERS

and COLORERS is to finish or refinish

jewelry new and old into a salable

.. state. Situated right in the beart of

the Jewelry World we are in a position to handle

business from MANUFACTURER or JOBBER.

411To the MANUFACTURER we offer 32 years of

experience in specializing on jewelry finishes and can

assure him of the highest grade of work with a price

consistent with the efforts and intelligence expended.

(IT° the JOBBER we offer an opportunity to put
his badly worn and mishandled jewelry into its origi-

nal state and thus convert it into salable form.

111If you want to know about new finishes, ASK US.

CORRESPONDENCE SOLICITED

THE

A. S. INGRAHAM COMPANY
  OFFICE AND WORKS  

ATTLEBORO :: MASSACHUSETTS

Alternating or Direct Current Polishing Motors

LEVER
iv The kind you cannot afford to be-
A_ 1. without. Made in all sizes.

If you want a motor for any
kind of work we have it and at
a price that will surprise you.
We are selling thousands and it
is because we have the right
motor at the right price.

The special net price below will be of
interest. Write a card to us and let us
tell you what we have to offer.

1-8 H. P. Alternating, with Speed t 14
Control and 2 Attachments . 417

FIDELITY ELECTRIC CO., Lancaster, Pa., U. S. A.

ELK TEETH
JUST AS THEY COME FROM
THE INDIAN AND HUNTER

ALL SIZES, white and colored tips.
Any number wanted. On selection to
manufacturers. Come to the right
source for supplies.

Mt. Lion, Lynx and Eagle Claws
for Emblem Work

DIMENSION, CABOCHON GEMS FOR RINGS, SCARF PINS, ETC.

Every sort of fine Gem Minerals in the rough for Gem Cutters.

ALL STRICTLY WHOLESALE PRICES

Largest Dealer in Elk Teeth in the World. Importer of Gem Goods

Price-list free L. W. STILWELL, Deadwood, So. Dak.
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A New Safety Catch

A new invention that will be welcome to
manufacturers and repairers of jewelry is the
M. P. Safety Catch. The illustration shows its

simplicity, which is the im-
portant feature to those
who wear it, as well as to
those who use it on their
product. There is no as-
sembling to be done, which
saves a lot of time, worry
and money. The Metal

Products Corporation, Thurber's Avenue, Provi-
dence, R. I., are the manufacturers and offer to
send a sample to any manufacturer, jobber or re-
tailer in the world. They aptly say that it will
tell its own story best and so prefer to send a
sample.

A New Pivot Drill

Those of our readers who have to do with
watch work will be interested in a new pivot
drill named the "Asko," which has just been
placed on the market by
A. S. Koch & Sons, Lan-
caster, Pa. The manu-
facturers offer the assur-
ance that a test of the
new drill will prove its
exceptional efficiency. This
firm have also placed on
the market the "Asko"
flat drills, which cover everything in drilling,
from the smallest No. 4 pivot drill for watch
work to the largest, No. 98, for clock and
jewelry work. These drills are made from
special steel, carefully hardened and tempered
before being ground to size, which insures the
finest cutting edge.

New Catalogue of Jewelers' Supplies
and Equipment

W. Green & Co., Inc., 81 Nassau Street, New
York, have just issued a new illustrated catalogue
of jewelers' supplies and equipment which is a
remarkable compilation in its size, comprehen-
siveness, wealth of illustration and systematized
arrangement. The catalogue is handsomely bound
in cloth and contains 700 double pages, size
13 x to inches. The contents include watch ma-
terials, jewelers' supplies, machinery and tools,
plating outfits and all manner of general sup-
plies required by watchmakers, jewelers, silver-
smiths, platers, engravers, opticians, dentists, etc.;
also the modern electric specialties used in these
trades, including polishing, buffing, grinding and
power motors, motor generators, plating dynamos
and dynamotors, demagnetizers, drills, enameling
furnaces, blowers and exhausters, Westminster
chimes, etc. It also includes supplementary cata-
logues of watches, clocks, chains, fobs, optical
goods, barometers, thermometers, microscopes,
graphoscopes and surveying, mathematical and
meteorological instruments. Nor does the im-
mensity of the contents imply any difficulty in
reference, as a complete classified index will be
found in the back of the catalogue, which will
make reference to any particular necessity the
work of a moment. The illustrations are num-
bered, which number is a sufficient identification
of the article in ordering and makes it unnec-
essary to cut out the illustration and thus mar
the future usefulness of the catalogue. The en-
terprise of the firm will doubtless be fully ap-
preciated by the trade, all of whom will find this
magnificent piece of work a useful everyday
volume of reference. Only those versed in the
printer's art can realize the immensity of this
publication, which by reason of its cost renders
it impracticable to make a general distribution
of this catalogue, but it will be gladly sent to
those who are already patrons of W. Green .&
Co. and to others when their business warrants it.

Watch Company Men Enjoy a Banquet

One hundred and seventy-five employees of
the South Bend Watch Company, South Bend,
Ind., attended a banquet at the Y. M. C. A. in
that city last month as the guests of their em-
ployers. The banquet came as the end to a

spirited contest among the foremen of the plant.
A month ago the concern instituted a friendly
contest among the various departments. Each
department was given a stated number of pieces
of work to turn out and the men and women
strove their best to reach that mark. The result
was so highly satisfactory to the management
that they decided to give a banquet, not only to
the men and women in the departments which
equalled the mark, but to all the employees.

Charles T. Higginbotham, consulting super-
intendent of the plant, who acted as toastmaster,
presented each of the five foremen who were in
the contest with a beautiful South Bend watch
in a gold case. G. W. Hawkins made the re-
sponse to Mr. Higginbotham's speech of pre-
sentation.

Epidemic of Robberies
An unknown thief smashed the plate glass

window in the store of the Owen-Cotter Co.,
Tampa, Fla., on December 27th, with a heavy
weight and quickly seized a tray of diamonds
valued at about $3000, with which he rushed up
a stairway a few doors further on, and running
through the building, escaped by another stair-
way at the rear, and up to this time has not been
apprehended.

Jos. Edwards, Duncan, Okla., reports that
his store was entered by the use of a duplicate
key on the night of December 21st and a tray
of diamond and other rings, containing nineteen
in all, valued at over $7oo which he had for-
gotten to take out of the window, was stolen.
On December 26th fourteen of the rings were
found by two small boys buried in the ground
near his house ; evidently the thief became
alarmed at the strong attempts made to capture
him through the offer of the reward of the
Jewelers' Security Alliance, and concluded to re-
turn the goods. Three rings of about the value
of $5o are still missing but it is hoped that they
will be recovered and the thief apprehended in
a few days.

Jacob Beifield, 642 South Street, Philadel-
phia, reports that some person cut a panel in
his show window with a diamond and then broke
out a piece with a brick on December 20th and
stole a number of nickel-plated watches and
cheap jewelry amounting to about $50. Isadore
Pritcher, 634 South Eighth Street, Philadelphia,
reports that his window was broken in the same
way, probably by the same thief, on December
t8th and a number of plated bracelets and cheap
jewelry stolen.

On December 23d Kim 011ie, who has been
convicted twice for burglary and was released
on October 28th last, was found standing in the
doorway of the jewelry store of J. Mayer, 57
North Eighth Street by watchman Stevens with
a padded brick under his coat and is believed
to be a perpetrator of several window-smashings
in Philadelphia recently. A number of pawn
tickets were found upon his person and the
articles which they represented were brought to
the police station. Following is a list of the
articles: Five (5) cheap silveroid railroad open
face watches; the movements have no numbers;
the case numbers are as follows: 332427, 473752,
248937, 1394. One (t) hunting case, Elgin move-
ment silveroid case, movement number 1959603,
case number 92299. One (t) fine wire necklace,
containing nine small amethysts hanging from
same. One ( i) open face gun metal watch; has
no number, marked Tavanner Watch Co., bears
the name of Blanches Fountaines (Swiss).
Three (3) German silver wire mesh lace hand
bags.

On December 23d, while hundreds of holi-
day shoppers were passing the jewelry store of
George Simper, 717 Vine Street, Cincinnati, John
Rossman broke the show window with a heavy
window weight wrapped in a newspaper and
reaching in his hand gathered up three trays, each
containing six diamond rings and started to run,
but was captured by two city detectives, who
were attracted by the noise of the crowd, and on
being taken to the station admitted the crime.
Sixteen of the eighteen rings had been recovered
where the thief dropped them in his flight.

J. C. Thompson, Lake Charles, La., reports
his window smashed during the night of De-
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cember 27th and $400 worth of watches and
diamonds stolen.

Two men came into the store of Emil Fiess,
Hoboken, N. J., on the afternoon of December
27th and asked to see scarf pins. When Mr.
Fiess opened the show case one of the men
struck him on the head with a hammer, breaking
the handle and stunning Mr. Fiess but not in-
juring him seriously. He recovered almost im-
mediately and gave an alarm through which one
of the men was arrested; the other is still at
large.

Admits His Shortage to Firm

A signed confession which admits shortages
of more than $2000 figures in the embezzlement
charges brought by Arnstine Bros. Co., Cleve-
land, Ohio, against Albert L. Davis, 6712 Dun-
ham Avenue, former secretary of the company.
The confession, dated October 3, 1910, is as fol-
lows:

"My financial shortage with the Arnstine
Bros. Co., amounting so far as can be ascertained
to $2086.85 and my indebtedness to the said com-
pany, so far as can be ascertained, of $242 is this
day paid by me and the diamond ring taken by
me worth $282.50 is returned. I hereby resign all
offices held by me in said company and release
said company and all its officers and agents from
all claims of every name and nature. I received
$10 for salary due me for September, 1910."—
A. L. Davis.

Davis was paid $3600 a year by the Arnstine
concern. He is a prominent Republican, served
on the Republican Central Committee, and was
special agent of the Department of Justice under
McKinley.

Items of Interest •
The veteran salesman, W. E. Tower, will

again represent Swartchild & Co., of Cfiicago, in
his old territory, Missouri, Kansas and Okla-
homa. Mr. Tower is one of the most experienced
and accomplished knights of the road and is a
great favorite with the trade in his territory,
which is fortunately the section of the country
where prosperity rules and where the outlook
is most promising. He looks forward to a
record year.

From time to time in these columns we have
had occasion to refer to a change of address in
some one or more of the branch offices of the
Quincy Show Case Works. And always the rea-
son has been the same, "Increased business re-
quired larger space and a better location." It
again becomes our pleasure to note that the
Wichita office of this great show case concern
has been changed to 301 Beacon Building, the
change being made because larger quarters were
required for the business transacted.

In the January issue of Everybody's Maga-
zine is published a very interesting advertising
story entitled "The Silver Plate That Wears,"
by Francis Bellamy. Though these advertising
stories appear in the advertising section of the
magazine, an editorial note states that they are
a free contribution to the human interest of good
advertising. They are not paid advertisements,
he states, but simply an evidence of how adver-
tisers make their appeal to the public. The author
tells the story of the invention of silver plate
in 1847 by the Rogers • Bros. in Hartford, Conn.,
and lays particular stress on the systematic ad-
vertising which made the 1847 Rogers Bros.'
brand of silverware a household word. He re-
fers in very complimentary terms to the ex-
cellent advertising done by William G. Snow,
who for many years has had charge of the ex-
ploitation of this ware. The story contains an
object-lesson on the great science of advertising
and its wonderful possibility in the world of in-
dustry and commerce.

A Correction

In the second paper on "Propulsion and
Obstruction," which appeared in the December
number, on page 2117, Technical Department,
the paragraph beginning: "Third.—A pendulum
gradually decreases, etc.," should read : "A pen-
dulum gradually increases."
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LATEST IN MANTELS
On application we will mail to the trade, free of charge, beautiful
colored illustrations of our enameled wood mantel clocks in

DARK STEEL FINISH
THEY ARE GREAT SELLERS

THE NEW LIAVEN CLOCK CO.

liEW HAVEN UONN.

Solid Brass Candlesticks Indestructible—Will Wear for
Ages as Artistic Heirlooms

cYVIade in artistic designs carefully arranged to avoid repetition in detail and to embody a wide range in

size and form. Furnished in Antique Bronze, Bright Silver, Oxidized Silver or Copper, Verde Antique or

plain Brass. The workmanship is thorough, all pieces are inspected so that only perfect goods are sent out.

Here are shown a few samples of styles. We are adding to the variety frequently

I

SEND FOR ILLUSTRATED CATALOGUE

AND PRICES TO

The Reed G- Prince
anufacturing Co.

Worcester •.* Massachusetts

LEATHER

GOODS
If you want a line of
leather goods you can
stand back of and guar-
antee unreservedly,
investigate our line.
We are not jobbers but
manufacturers. We do
not make a cheap line
—only one line and
that the best. It includes, Card Cases, Bill Books, Hand Bags, Toilet Sets,
Jewel Cases, Ladies' Belts, Gents' Belts, Etc. No better line at any price.
Write for catalogue.

PIERCED MONOGRAMS
Our long experience and close attention to the pierced monogram business
places us in a position to offer you the best and very latest in artistic and

well made monograms.
We take the same pride
in making a monogram
that you do in satisfying
your customers. We issue
a catalogue which fully
illustrates our work. Send
for one.

Chicago Art
Metal Works
67 Lake Street, Chicago

The wise Jeweler follows the course of
least resistance and carries

CINDO
SILVER POLISH

Our consumer advertising creates a demand that
you can supply if you but stock it.

SEND FOR PRICE-LIST

PAUL MFG. CO., Boston, Mass.

THE PROFITS ON ENGRAVING
Surpassed all records during the recent Holiday Season. If you cannot

engrave and wish to master the art, so as to share henceforth in this harvest,
procure a copy of the well-known treatise

'1hc rt of rtgraving
This practical treatise was the sole education of hundreds of engravers who
made unusual profits during this last Holiday season. The book was written
by a master engraver and an experienced teacher of the art and covers the
subject from a to z, leading the student from the most elementary processes to
the most complicated intricacies of the art. Over 200 original illustrations
elucidate the text.

Sent postpaid to any part of the world on receipt of price, $1.5o (6s. 3d.)

PUBLISHED IT

THE KEYSTONE PUBLISHING CO.
809-811-813 North x9th Street, PHILADELPHIA, PA.

PROFIT
Is what you are in business for —"Ball

Watches" assure you several varieties.

1—A Fair cash return. 2—Satisfied Customers—most desirable " profit."

3—No preliminary repairing of movement—No fitting to case—No long regulation. Thus

saving your time is "profit." 4—No " price cutting " competitors.

A " profit proposition " straight through for every reliable retail jeweler.

a Write for booklet of facts and figures.
NI We want an authorized agent in
every locality.

geWEBB C. BALL WATCH CO.
CLEVELAND :: CHICAGO

KAA." POLISHING DUST COLLECTOR
FOR

JEWELERS, DENTISTS,
PEARL, IVORY and
ALL METAL WORKERS

A HEALTH PRESERVER

A NECESSITY
LOW IN PRICE

BLOWERS
For use with all GAS FURNACES,
BLOWPIPES, SAND BLASTS

Also used for

VACUUM CLEANING

Be sure to mention kind of motor required

, 
41111111111ir“,-....wmin (

A BLOWER FOR EVERY USE

UP

BLOWERS
TAKE UP THEIR OWN WEAR

CAN'T GET OUT OF ORDER

•

•

POWERFUL CURRENT
OF AIR

PERFECT CLEANLINESS

RUNS SMOOTH AND
NOISELESS

SHIPPED COMPLETE

READY TO RUN

INEXPENSIVE TO OPERATE

SAND BLASTS
For SATIN or MAT FINISHING on
Gold or Silver and all Metals and
Frosting Glass

CONTINUOUS

FEED
CAN'T CLOG UP

DUST-PROOF

USES SAME SAND OVER
AND OVER

VERY RAPID

SEND FOR CATALOGS
No. 1, for dust collector; No. 2, for blowers ; No. 3, for sand blasts

stating work to be done

also in the case of the dust collector advise kind of motor required

LEIMAN BROS., 620 John Street, NEW YORK
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DON'T YOU THINK IT IS TIME YOU OWNED A GOOD DEMAGNETIZER ? ?
WHAT YOU NEED IS

Green's Combination Electric Motor Demagnetizer
(Absolutely Guaranteed)

Made to run on Direct and Alternating Current from same circuit.

13A.121'1CUIL.Al2S

This Demagnetizer is not a toy but the
real article, and unless abused cannot
get out of order. It is an Electric Motor
anciller_g_na netizer combined 
stands in a distinct class by itself • is
splendidly made, and is high-class in
every particular ; will last a lifetime.

DIRECTIONS
Attach cord to electric light socket or
power circuit, place article to be demag-
netized completely through coil, turn on
switch and slowly withdraw watch or
article to arm's length, then immediately
turn off switch.
- - - -

It makes no difference how difficult the
job, the first operation is usually suffic-
ient, although there may be instances
where two operations may be necessary.
By following these very simple directions
the magnetism will be immediately and
effectually destroyed.

You can as easily demagnetize a solid
bar of steel 4 inches long and 2 inches
thick, as a Watch, Tweezer or Screw
Driver.

A good Demagnetizer saves hundreds
of dollars in time and lots of annoyance
and irritation to the Watchmaker and
Workman.

MEMO.-The moment a tool or watch
becomes magnetized the watch becomes
useless as a timekeeper, and the tool
magnetizes everything with which it
comes in contact.

The one machine for both currents.

A Real Demagnetizer  for all articles
TrZ7le-Td. or containing steel. 

1911 N10126L,

Complete, ready for use, with 6 ft.
of flexible cord, plug, etc., attached
as shown in cut.

Net price, F. O. B. New York :

Type
34

Green's Combination -t
Direct and Alternat- For Voltage

ing Current Motor 
TOO to Ito

Demagnetizer for
Electric Light Current $16.50

Type 34 A- v„liage
115 to 250

Green's Combinatioin Direct ti 9.50
and Alternating Current Motor
Demagnetizer for Electric Light ) (Made to
Current. order only)

Type 34B-
Green's Combination Motor
Demagnetizer for Battery use
for which is required 12 to 15
small inexpensive batteries.

For Battery
Ci rcnit

$20.00
(Made to
order only)

Type 36- Voltage
Green's Automatic Demagnet- 100 to 110
izer for alternating Electric
Light Current. This demag-
netizer for use only on alter-
nating current of 60 cycles.
(Other cycles made to order at advance of 20)

$6.50

Type 36A- Vol ta g e

Green's Automatic Demagnet-

)
115 to 250

,
izer for alternating Electric $8.50
Light Current. This demagnet- (Made to
izer for use only on alternating order only)current of 60 cycles.
(Other cycles made to order at advance of 20' I

INVALUABLE-for-WATCH MANUFACTURERS-WATCH JOBBERS-WATCHMAKERS-TOOL MAKERS-and-MACHINISTS-of all kinds-COLLEGE-and-
other LABORATORIES-ELECTRIC -and-STEAM RAILWAYS-MACHINE SHOPS-and-wherever-DYNAMOS-MOTORS-or-ELECTRICITY-is in use.

THE W GREEN ELECTRIC CO., 81 Nassau Street, New York City.
Gentlemen :-The new Motor Demagnetizer received 0. K. and have tried it on several watches and am more than pleased with its work.
I tested it on one watch which I sent away twice and which was returned only partly demagnetized with a memo. it was the best they could do with it.
The first trial on your 1911 Motor Demagnetizer completely removed all traces of magnetism.
I have also used the Demagnetizer of one of the large Watch Companies at their own factory, but yours is certainly by far superior to the one they
are rising.

Yours truly, (Signed) MEL VIN L. BISHOP,
Watchmaker, Jetveler and Optometrist.INA:field, Maine. December 19, 1910.

Mfd. bY  THE W. GREEN ELECTRIC CO 81 Nassau Street
• NEW YORK, U.S.A.

Makers of Portable Buffing Motors, Plating Dynamos and Dynamotors, Demagnetizers, Electric Chimes, etc.
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RELIABLE GOODS ATFor the New Year 1911 BEST OBTAINABLE PRICES
DON'T BUY A TRIAL CASE SEND FOR OUR COMPLETE CATALOGUE OF

OTHER STYLES
The Acme of Perfection, from $10 to $85

AUDEMAIR 
Over Twelve Thousand (12,000) Satisfied Owners of the Aude-

For office, in Oak and Leather, also Traveling. With divisions
mair Prove our Claim for the World Renowned Trial Case

for Stock and Lenses. We offer a Trial Case known as the
Special. See
descriptions and
contents.

UNTIL YOU SEE THE

10 Per Cent. Discount for Cash

TRADE MARK

Colmont Opera and Field Glasses
(In under side
of Middle Dar have been recognized by

Opticians who really wanted

a good article without pay-
ing too high a price.

With Colmont Glasses you have
a Guarantee.

The name STANDS for
honesty and uniformity of
construction, fairness of price.
For your own advantage, investigate
the "COLMONT " line at your
jobber's.

SUSSFELD, LORSCH & CO.
Catalogue upon application to any jobber Importers 37-39 Maiden Lane, NEW YORK

AUDEMAIR $10.00 to
$85.00

Special discount of 10;i from prices in
our catalogue. Send for our Com-
plete Catalogne of Other St v les
They say "NONE BETTER MADE"

No. 1030. CONTENTS.
Polished Wood, Removable Tray

26 pairs each Spherical Convex and

8Coo ptConcave Centered Louses, 0.12 to

12 pairs each Cylindrical Convex and
Concave Centered Lenses, 0.25 to
2.75 diopters.

5 Prisms from 1° to 5°, all mounted.
I. Opaque Metal Disk.
1 Ground Glass Disk.
2 Metal Disks, Stenopaic and Pin Hole.
1 Plain Glass Disk.
4 Colored e.Glass Disks, 2 Smoked and 2B 

1 Red Glass for Muscle Testing with
PRISMS.

No. 1945. Adjust able Trial Frame,

Alumno Rings, 1 1,(2 in. diameter, Convex Polished, 
Distance, Temples, Half R. B.
Registering Height, and Pupillary

No. 1030. Imitation Seal Covered Case, size 22 x 11 in.

Concave Gold Plated. Complete with Teat Cards, Types, etc.,
$29.70 Net Cash

Improved "ILIKIT" Eyeglass Frames
l'er doz. Per Pr.

Solid 10 K. Gold Interchangeable . . $24.00 $2.00
Gold Filled Interchangeable 1/10-12 K., 9.00 .90
Gold 1illd Interchangeable 1/30-12K., 8.50
The Best and Most Dui:dile Fingerpiece Mounting Made

Itx WORK. KRYPTOKS AND STEVENS QUALITY, 0 2. CASH ONLY
AGENTS FOR STEVENS & CO., INC., GOLD FILLED GOODS AT FACTORY PRICES

ANOTHER REDUCTION 1VT
IN PRICE 'New "ILIKIT /7 SANITARYOR SHELL

In Gold and Gold Filled Mountings and With Rim or Frames.
SPECIAL OFFER.-One sample set of gold-filled 12 "Ilikit " mountings. etched on

it`11,,es, in neat velvet-line,t case for fitting, $8.00 net. Per. Doz, Per l'r.
Gold Filled Rimless 1/10-12 K.   $ 6.00 $ .00
Gold Filled 12 K. 1/10 ILI KIT Shell Guards   6.60 .00
A LUMNO ILI K 11' Sanitary Guards  i .00
Gold Filled Rimless 1/30-12 K.  5.1)0
Solid 10 K. Gold, Rimless 1  ..00 I ..I 0

When one dozen or more are purchased at 0110 lime we allow 10 iter cent. off for east].
Reisner's Improved Lens Measure at   Net, 83.00 each

Library
Spectacles

SHELL and CELLULOID GOODS
Per Doz.

Shell Spectacles   $24.00 Up
Shell Eyeglasses  1.4.40 "

Speetaeles ------ 0.50 "
Celluloid Eyeglasses   7.80 "

THESE ARE BIG SELLERS
Large Assortment. of Styles

Opticalri  e s  Glass in Chunks for Display at 30 Cents a pound
All Optical Tools and Machinery Furnished at Lowest
P

When not otherwise stated 10 off for cash

GOLD FILLED
SPECTACLES

No. 1, 0, 00 Eye
Made by the IMPROVED

METHOD
EXTRA FINISH
WELL TEMPERED
HIGHLY LIISTERED

V5525. 12 K., 1-10 Frames, Velvet Tip Cable
Temples

5524. 12 K., 1-10 Biding Bow . 
. 

. Frames
5525. 12 K., 1-10 Riding Bow Cable "
1564. 10 K., 1-10 Riding Bow
1565. 10 K., 1-10 Rid i ng BOW Cable "
5354. 10 K., 1-30 Riding Bow
5355. 10 K., 1-30 Riding Bow Cable "

QUALITY GUARANTEED, same as BILLED

Per dozen
$6 75

. 5.640
• 7.00
. 5,10

6.60
• . 4.00
. 5.00

Gold and Gold Filled Riding Bow Mountings
1194 10 K., Gold, Riding Bow Mountings

F5594 1-10 12 K., Riding Bow Mountings
1594 1-10 10 K., Riding Bow Mountings
5194 1-30 10 K., Riding Bow Mountings

Per doz.
  S'.41.75
  515.00; Cable, 6.75
  5.40; Cable, 6.60
  4.20; ()able, 5.20

LENSES We make a Specialty of BIFOCALS, CEMENT, PERFECTION, BISIGHTand APLANTIC.
Ask to see THE NEW ONE -THE TWO SIGHT. Special Thin Round Segment Cement, $6.00 in Dozen Lots

SPENCER OPTICAL COMPANY, 31 Maiden Lane, NEW YORK
NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING MANUFACTURING AND IMPORTING OPTICIANS

THAT OLD SAYING "opportunity knocks once
at every man's door " is practically outlawed to-day.

So many opportunities come within our easy grasp that we don't know
which to take first-we delay action until it's too late.

As an illustration of a timely opportunity for retail jewelers, consider the
Great American Jewelers Catalogue. It's just brimful of opportunities to
increase your business.

These opportunities are in plain black and white, which makes wise
selection easy.

Start the year right and send for one. This book is the Webster of
jewelry catalogues. There is nothing beyond it.

THE OSKAMP-NOLTING CO.
411 to 417 Elm Street, Cincinnati, Ohio

 •■•■■•■■
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Wizard of The Hammer
EXCLUSIVE JEWELRY AUCTIONEER

Twenty years of experience. No superiors in the profession. No man
stands credited with a greater number of successes. I solicit the trade
of established jewelers exclusively. My methods are strictly high class.
Assisted by first-class talent. The combined strength of two men with-
out extra expense. Expert advice given free.

cA partial list of more than 350 Sales personally conducted
and every one a success

A. M. HILL
New Orleans, La.

JOHN CLARK
Mt. Vernon, Ohio

JAKE YUND
Helena, Mont.

G. E. CARTER
Sturgis, N. Oak.

S. NANKIN
Edmonton
Alberta, Canada

C. MORRISON
Topeka, Kans.

H. J. WHITLEY CO.
Spring St. Store
Los Angeles, Cal.

TUTTLE JEWELRY CO.
Butte, Mont.

J. PAUL DUFFIN
Morris, Ill.

GEORGE E. FEGAN
Joliet, Ill.

P. C. PULSE
Oakland, Cal.

T. E. COFFMAN
Rocky Ford, Colo.

JOHN DEVINE
Salt Lake City, Utah

P. H. DOLL
Las Vegas, N. Mex.

W. P. HANNA
New Castle, Pa.

KEZAL CE4., PULSE
Milwaukee, Wis.

HUMPHREY Ca SON
Huntsville, Ala.

H. M. HECKART
Springfield, Mo.

cAssisted in the following sales in the last eight months:
A. ITKIN IKE KROENBURG W. H. FREEDHAM

Butte, Mont. Little Rock, Ark. Sault Ste. Marie, Mich.

When writing state size of store and approximate amount of stock. By
so doing you will eliminate possible unnecessary delays caused by lack
of proper information on the subject.

Room 1013A. E. GREGORY Ashland Block

CHICAGO, ILL.Phone Long Distance 2656

THE AUCTIONEER
FOR JEWELERS

I invite an investigation of my methods, how to raise money quick,
sell at a profit and protect future business.

A Few Live References
Henry Kessler,

Logan, Ohio
John C. Pierik,

Springfield,

Anderton & Son,
Dayton, Ohio

J. Lowe & Co.,
Monroe, La.

Benj. Elvis,
Marshfield Wis

John A. Stapf,
Dunkirk, N Y.

James Bros.,
Columbia Tenn.

Emil Weber,
Wauseon, Ohio

Hicks & Son,
Tecumseh, Mich.

The Townsend Co.,
Bainbridge, Ga.

Sixteen years conduct-
ing auctions for the largest
and best jewelers is the
record, a square deal to
all my motto.

Terms
Reasonable

E. R. TYLER 156 RIVOztObalvish1A10ve2nue, Chicago

When
you want
to sell
your
Stock,
write to
me.

Should
you want
to replen-
ish I will
tell you
where to
get the
new goods
and you
can make
the profit
on them.

Reference
from the
leading
Jewelers
of the U.S.

Also
Woodstock-
Hoefer,
Edwards &
Sloane.
C. B. Norton
& Co.
C. A. Kiger,
E. F.
Swinney,
President
First Nat'l
Bank. All
of this City.

No Fake sales accepted. I am a practical
have any bad reaction after your Auction.

eweler. Will guarantee you will not

C. W. BOWMAN JEWELER'SAUCTIONEER

408 SHARP BUILDING KANSAS CITY, MO.
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WE WILL CONDUCT YOUR SALE

FREE OF CHARGE

We have made the auction business a lifetime

study.

We always made large profits.

We will furnish you with many references
regarding our ability for making large
profits.

We ask You, Mr. Jeweler, who could do more

for your interest.

Write to-day for full particulars.

Telephone Randolph 1339 Established 1885

GOTTLIEB ei O'NEIL
AUCTIONEERING CO.
Tenth Floor, Boyce Building, CHICAGO, ILL.

Established 1885 THE BUSINESS BUILDERS Established 1885

M. L. JALONACK & SON, Jewelers'Auctioneers
Every Jeweler Needs Money

WE CAN GET IT FOR YOU WITHOUT LOSS

Look-$30,000 in 30 Days
That is what we did for D. Goldman, Milwaukee,Wis. A few of our late sales'

personally conducted by us:

I. Nierel & Son, Muscatine, Ia. . . . $ 80,000 Stock
E. Wald Birmingham, Ala. . . 100,000
Migel & Co. Galveston, Tex. . . 50,000
D. Goldman, Milwaukee, Wis. . . 75,000

it 2 Sales
3

Your Best Assurance. Any Reliable Wholesale house in Chicago, or the above
sales. Now is the time to turn your dead stock into

cash, without loss. No sale too large or small for us to handle. Wire or write
once, all business confidential. Special Terms according to size of stock.

M. L. JALONACK & SON, 5339 Prairie Ave., CHICAGO, ILL.
Established 1885 Long Distance Phone, Drexel 7935

Established 1885



Send stocks no matter how large or small and get immediate returns, Goods will be
returned if offer is not satisfactory. National Bank references given if desired.

M. IRALSON, Masonic Temple, Chicago, III.

1111F- BUY JEWELRY STOCKS
Iralson pays liberal cash prices for Diamonds, Watches and Jewelry.
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SOMETHING NEW
nUR new catalogue, fully describing our course of study,

is now ready for delivery. Hadn't you better send for
a copy and learn of the best place for you to study in order
to become a first-class workman? Be able to hold the best
situations and receive top-notch wages!

A POSTAL WILL BRING YOU THE NEW CATALOGUE

Kansas City Watchmaking and Engraving School
OSCAR W. DREYER, Principal

815 E. 12th STREET KANSAS CITY, MO.

The Auctioneer
FOR ESTABLISHED JEWELERS

I give my personal

supervision to all sales.

No sale too large or

small. I am ably assisted

by Mr. Wm. Nooney.

Will advance money

or stock to make your

sale a success if neces-

sary. No charge for

estimates. All com-

munications regarded

with strictest confi-

dence. Same returned

if requested.

BERT MATTLER
252 Woodward Avenue, DETROIT, MICH.

Phone Bell Main 6274
P. S.—I am now selling out John H. Schwegler $60,000.00 Stock, Located at 61 Mon-
roe Avenue, Detroit. Write or wire him as to my method. Open Time after
January 10, 1911.

REFINERS anD
I of 

 

Indu, Smi I 
iii 

aanndy

shape—s o I i ii s or

Sweep Smelters Is!yril:1:,;i1.14'sgoh,'.
filings. Tromp t

Established 1889. returns.

THE W. L. ROBERTSON CO.
13 and 15 Franklin Street, Newark, N. J.

Watchmakers for the Trade
ENGRAVING AND
JEWELRY REPAIRING

SUDHEIMER & McCOOLE
404-5-6 Holland Bldg., ST. LOUIS, MO.

Prompt and efficient service Write for shipping stickers
M. S. BOWER, Mgr.

Sc

CATCHY
ENGRAVING
in SPOON BOWLS at
Popular Prices

LET US ENGRAVE
A SAMPLE

" Artistic Monogram and Letter
Engraving. Gilding.

Send for price-list.

UL.,L,STROM & CO.
Ashland Nebraska'

The Keystone Book of Repair Guarantees
Create confidence in your work by giving a signed guarantee with each job.

We have had specially compiled a book of printed guarantees for this purpose,

each book containing 200 forms with stubs and strongly bound.

Sent postpaid to any part of the world on receipt of price, 4s. 2d.

Published by

The Keystone Publishing Co., 811 North 19th Street, Philadelphia, U. S. A.

(
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HAVE YOU SEEN?
AVERBECK'S NEW CATALOG
IF YOU ARE A RETAIL JEWELERAND
WANT SELLERS SEND FOR IT-

GOODS OF THE UNCOMMON SORT

MJAYERBECKI'VOA.7g1R10.11MAIDENiAllINY

PATENTS
Write at once for the most liberal offer ever

made for securing patents, designs and trade-
marks. Send sketch for free opinion OA to
patentability and ask for the " Inventor.'
Guide," the fittest hook published for inventors

Best reference. Eatablished 20 years.
VVIVI. N. MOOREI

Loan and Trust Bldg., Washington, D. C.

ENAMEL
Opaque and Transparent Enamel of every

variety constantly on hand and made to order.
Also a full line of Enatnelers' Supplies, Muffles,
Stones. etc. Any goods proving unsatisfactory
oheerfully exchanged.

CARPENTER & WOOD, Manufacturers
14 Calendar St., Providence, R. I.

SPECIAL ANNOUNCEMENT
The• New England School of Engraving announces the
publication of a folio:book on letter engraving; thor-
oughly practical, identical with the comprehensive
lines of its correspondence course. Illustrated through-
out, dear and concise—it :presents the best possible
aid to self-instruction. Price, $6.00. Interested? A
cirelllar at your request—fully descriptive.

NEW ENGLAND SCHOOL OF ENGRAVING
44 Front Street Worcester, Mass.

The Massachusetts School of Optometry
Klein School of Optics

The Former Incorporated and Registered with
the New York State Board of Education

Practical course in Theoretical and
Practical Optics and Optometry. Prac-
tical knowledge is an essential attribute
for success. You get it here.
Cataloguesand particularson application.

The Massachusetts School of Optometry
185 Summer Street BOSTON, MASS.

When writing to advertisers, kindly mention
The Keystone

WATCH REPAIRING Ordinary and complicated R. R. inspection work. Some customers send us ALL their work.

JEWELRY WORK - Repairing, stone setting, making special pieces of extra fine jewelry to order, gold plating and

ENGRAVING - - - for jewelers and manufacturers, single jobs, small or large lots.

Sand for our
Trade Price-List

coloring.

EZRA F. BOWMAN'S SONS, Thirty-non eEstablished Lancaster Pa.

DIAMOND'S arid IPTCE:CIOUS STONES

Sought, Sold and ExQhariged
FOR SPOT CASH

Appraisements made for estates or individuals

J. J. COHIEN
loll Chestnut Street, PHILADELPHIA, PA.

Established 1891

W rite for further information

Ne-

SNOWING nor

ITASIfER IS

ADJUSTED

UNDER

SURE

WAD

SPECIAL NOTICE.— These "washers" are
covered by United States Patent

4 No. 894,314, and all infringements
will be prosecuted.

Urich Patented Perfect Fitting

Case-Screw Washer
Fits perfectly under screw head, and almost invisi-

ble, and has a neat appearance.
Holds movement securely in case, even if case

shoulder is worn away or sprung.

MADE IN ALL SIZES, FROM GERMAN SILVER.

PRICES: Gross, $1.50 ; 4 doz. package, asst., 50c. ; single doz., 15c.

FOR SALE AT ALL MATERIAL HOUSES

S. URICH, 334 Columbus Ave., New York City

SPOT CASH for Jewelry Stocks-VC
PAY THE HIGHEST PRICES for Diamonds, Watches and Jewelry.

Send stocks at once, no matter how large or small, and get money by return mail.

National bank references upon request. If offer is not satisfactory will return goods.

EMIL NOEL, 541 E. 46th Place, CHICAGO, ILL.
If you should be in Chicago with your stock, make appointment with me

by residence telephone Drexel 5323, or office telephone Randolph 1418

HAIR SPRING anD BALANCE TRUING SPECIALTIES
TO THE TRADE

Hair springs colletted, vibrated, trued and fitted complete.

FI 
Am.   50 cts. Swiss   75 cts.

Braetguet   75 cts.
Colletted and trued only   25 cts.

IF AMERICAN WATCH SEND BALANCE COCK AND OLD SPRING ONLY
Balances trued and poised   25 cts. New balance screws fitted . 10 cts.

Work from all parts of the U.S. Returned same day received and quality guarani::

Send us your watch jeweling, we do it promptly and accurately.

AUNE & KLEINLEIN
TRADE 'REPAIR DEPARTMENT

Ellastone Building
CLEVELAND, 0.

NEWARK BRUSH 
COMPANY

BRUSIIES

253 
MULBERRY 

STREET 
NEWARK., Ii• J.

---------.

Polishing Set Complete, 
$2,00, prepaid

COTTON, BRISTLE 
Aram FELT 

WATCH CASE 
BUFFS

FELT AND 
COTTON RING 

BUFFS

BRISTLE WASH 
AND END 

BRUSHES

FELT AND 
COTTON BUFFS

BRISTLE 
POLISHING 

BRUSHES

SATISFACTION 
GUARANTEED OR 

MONEY 
REFUNDED

When writing to advertisers, kindly mention The Keystone

147

GOOD LUCK SOUVENIR TEASPOON
ONE OF THE MANY DESIGNS MADE BY OUR FACTORY

•• •Cut size

L. D. ANDERSON JEWELRY CO., 230 PenoSt.,Readiag,Pa.
Makers of Souvenir Spoons, Brazilian Beetle Jewelry, Abalone Shell Jewelry,

Class Pins with nameof town, Flag Brooches and Fobs with nameof town, Leaf Brooches and Fobs with nameof town,
Iron Pyrites Jewelry and other souvenirs made to meet the needs of winter and summer resorts. Send for Catalogue

$15.50 PER WEEK IS WHAT MY SALARY WAS INCREASED BY
on account of taking your six months' improvers' course. My present salary is $22.50 per
week more titan before attending your school, writes a former student.
Would you do likewise? Send for circular.

CANADIAN HOROLOGICAL INSTITUTE, S. W. or. Church and Wellesley Streets
H. R. PLAYTNER, Director TORONTO, ONT.

"COMFORT" Resilient Mainsprings
For all makes and sizes of American Watches

Price, $1.25 per Dozen

LINDNER &CO., Cincinnati, Ohio

y 0

5;2
III

,54.52

ENGRAVED SOUVENIR SPOONS
BRIGHT CUT STYLE

Buildings, $3.50 per Doz.
Names, 1.20 "

FRED. A. HASKELL
206 Weyhosset St,, Providence, R. I.

ONE PULL (THI=EON) DOES 2 THINGS

151,
1000100„,

I. Adjusts jaws instantly to any size work.

2. Tightens jaws any hold desired—from a
delicate pressure to a bull-dog grip..

the
"rts facility and rigidity make it by odds

best."—SOUTH BEND WATCH CO.,
By CHAS. T. HIGGINBOTHAM, Coo. Sept.

"Have tested it thoroughly and it is the best pinvise I have ever seen."

—W. W. DUDLEY, Sept., HAMILTON WATCH CO.

"A unique vise ; very useful in our Repair Dept.--instantly adjust ed."

— WALTHAM WATCH CO.

QUICKTIGHT PINVISE
It will Pay you to throw away your old pinvise and buy one of these.

Price, $1.50 (because it's worth it). Sent postpaid anywhere.

BUY IT OF YOUR DEALER

EZRA F. BOWMAN'S SONS (Sole M'f'r's) Lancaster, Pa.

"IMPERIAL"
American Mainsprings
FOR ALL WATCHES

They are the best, the most reliable, have
quality, finish, elasticity, temper, strength
and durability, are coiled and tagged and
arranged in the most convenient manner
and fit the barrel without uncoiling.

World-famed for 50 years

NOTHING BETTER MADE

"These Mainsprings are used by more
Railroad Watch Inspectors than any
other on the market."

PRICE

$15.00 per gross $1.25 per doz.

Enlarged and correct view of Waltham Ro. 2203 "Imperial" Maio- W. GREEN & CO., Inc.
spring, coiled and tagged. None genuine unless marked "Imperial" Watchmakers' and Jewelers' Supply House
and bearing our registered trade-mark as shown on cut. The word
"Imperial" is etched on the end of each spring, Beware of Imitation, 81 Nassau Street : NEW YORK
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FOR FIFTY DOLLARS we will Teach
You to Do First-class Engraving
A THREE MONTHS' COURSE in our Engraving Department will make such
an Engraver of you that you can do in a satisfactory manner the engraving that
would have to be done in the average jewelry store. This should interest you.
You can look this country over, and nowhere will you find an institution whose
students become first-class Engravers in so short a time. It is our method of
teaching and years GO of experience that count. Send for our Engraving
Prospectus. It will give you full information. It is yours for a postal.

THE PHILADELPHIA COLLEGE OF HOROLOGY
F. W. SCHULER, Principal Broad and Somerset Sit, PHILADELPHIA, PA.
 See ad on nage 726  

INDISPENSABLE TO THE RETAIL JEWELER
An assortment of Wells' Perfect
self-Conforming Ring Adjusters.
Ask your jobber for them, or I
will send prepaid at once (only
on receipt of price) sizes as
assorted in each unbroken
dozen at the following prices;
I doz. 10 K. gold, $3.7S; 1 doz. gold
filled, $2.00; 1 doz. metal,135C.

Samples of one small and one medium-large gold
6 lied and one metal adjuster will be sent for
50c., stamps or M. 0. Address

CHESTER WELLS. Meshoppen, Pa.

Watch Case Manu-
facturing Repairingand

Old English and Swiss cases
changed to take American stem-
wind movements. Hunting cases
changed to open face. 05c1 cases
restored to look like new. New
backs and caps made when too thin
to remove engraving. Raised shields
to cover monograms on filled cases.
Name off and replate filled caps.
Roman and Satin finishing.

Art Watch Case Co.
CHAMPLAIN BUILDING

126 State Street, CHICAGO

Vennerbeck
Clase Co.
WE MAKE:

Alloyed Gold in Sheet, Rod or Wire.
Alloyed Silver in Sheet, Rod or Wire.
Gold and Silver Solders in Sheet or
Wire.

Brass Solder in Sheet.
Gold and Silver Rolled Plate any
thickness, and any width up to and
Including 6 inches.

Gold and Silver Rolled Plate Wire in
round, square or oval.

Gold and Silver Rolled Plate with
back flushed with silver solder.

Special Gold Plate to be enamelled.
Gold and Silver Seamless Wire.
Gold and Silver Seamless Wire solder

filled.
Gold, Silver, German Silver or Brass
Seamless Tube in round, square,
oval or fancy shapes.

Setting Wires and special designs in
fancy patterns.

111511 carat Gold plated on low carat
Gold.

Gold plated on Silver.
Alloyed Gold, titivated with either
Gold or Silver Solder.

Alloyed Gold Anode for Electro
Plating.

Silver Anodes for Electro Plating.
Variegated Gold in Flat Plate, colors,
yellow, green, red and white.

Round Blanks, any size or thickness.
Tapers for Seamless Gold Shell
Rings.

150 Chestnut Street
PROVIDENCE, R. I.

COOPER C& SON
713 Sansom St. Philadelphia

WATCH REPAIRING FOR THE TRADE
SKILLFUL WORKMEN

ACCURATE AND PROMPT WORK
Send Trial Package

ELGIN HOROLOGICAL
SCHOOL

A Practical School for Watchmakers

Established 1888

Students in Watch Repairing and
Engraving may enter at any time.

Complete Course in Practical Eye
Refraction.

For terms address

ELGIN, ILLINOIS

60 YEARS`
EXPERIENCE

PATENT,
TRADE MARKS

DESIGNS
COPYRIGHTS &C.

Anyone sending a sketch and description may
quickly ascertain our opinion free whether an
Invention Is probably patentable. Communica-
tions strictly coundential. HANDBOOK on Patents
sent free. Oldest agency for securing patents.
Patents taken through Munn & Co. receive

special notice, without charge, in the

Scientific RineriCan.
A handsomely illustrated weekly. T,nreest cir-
culation of any selentinq journal. Terms, $3 a
year; four months, $1. Bold by all newsdealers.

MUNN & Co 361Broadway, New York
Branch Office. 6'25 If St., Washington. I). C.

EXPERT
Watch Case Repairing

and

Watch Case Manufacturing

Gold and
Silver
Plating,
Satin
Finishing,
Engraving
and
Engine-
Turning

Old English
and
Swiss Cases
changed to fit
American
Stem-Wind
Movements

Special Cases made to order In Gold and Silver
for English, Swiss and American Movements

OLD CASES MADE NEW

F. H. JACOBSON CO.
209 State Street Chicago

Send for Our New Pricc-List

Diamonds Tourmalines
Sapphires Peridots
White Sapphires Aquamarines
Pearls and Reconstructed Rubies
A big selection always on hand. Selection

packages sent out on approval to responsible
parties.

HENRY G. MORRIS
Jewelers' Building, 373 Washington St.

Room 73 BOSTON, MASS.

MINIATURE PORTRAITS
Enameled on
WATCH DIALS
CAPS and LIDS

Plain and
Colored

Can be made from
any photograph

or print
A beautiful Illustrated sample card and price-

list sent upon request

CARMAN ART CO.
10 Dearborn Street CHICAGO. ILL.

SELLS LIKE HOT CAKES
AN E X T 

(ORDER
it  I D AV )5 ELLER !

A SPECIAL PRICE:
GOLD PLATED SAFETY PINS
il.s_opfpGROS50,1111)
NETCASH

MTAVERBECK"ACCP"10.12 MAIDEN UNE N.Y.

WE LIGHT YOUR STORE
or Home-from cellar o garret -with 1(0 to 700

Candle-Power brilliancy
-at less than cost of
tkeeroisi gekerosene - laudgi in ten 

you
tim esh

Gas at 15c Per
1,000 Feet

(instead of $1 to $2, wh ich
Gas Companies charge).

i ill the "Handy" Gaso-
line Lighting System or
"Triumph"InvertedIndi-
vidual Light you get the
best known substitute for
daylight (and almost as
cheap), can read or work
in any part of room-
light ready at a linger
touch - don't have to
move these Lights-the
light CAMS to you.
Write for Catalogue and
Circulars (sent ME).

BRILLIANT GAS LAMP CO.
42 KS State Street :: CHICAGO

/11■111, 

KLEIN0BROS
LAPIDARY° CO

C
U
T
T
E
R
S
  I

M
P
O
R
T
E
R
S
 

72
E. MADISON
STREET

CHICAGO
ILLINOIS

i i

Enamels for
Jewelry

We carry a complete line of the
highest grade of imported and domes-
tic enamels which are adapted to all
kinds of jewelry work.

We can furnish opaque and trans-
parent colors for gold, silver and cop-
per. We will gladly exchange at any
time goods which are not satisfactory.

The Chas. M. Robbins Co.
Manufacturing Jewelers Attleboro, Mass.

SPECIAL LOW PRICES
TRIUMPH AMER49AN

MAIN,SPRINGS
ORDER ONE GR,OS:TRTODA:AIODENNLYL:9E

SINGLE 002 LOTS 8SCrs,Prn DOZ

MTAVERBECK MANUFACTURER 10-1 7.

Established
1839

CROUCH (SG FITZGERALD

Jewelrg Sample Trunks and Cases
Extra Deep Trunks and Cases Always in Stock

x77 Broadway 154 Fifth Avenue
Bet. Cortlandt A hey Ste. Corner 20th Street

723 Sixth Avenue
Between 41st and 42d Streets

NEW YORK
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A.N. CLARK & SON, Plainville, Conn.

Makers of

TOWER .a STREET CLOCKS
For particulars, write us, mentioning

THE KEYSTONE

E. HOWARD CLOCK CO.
Est'd 1842 BOSTON, MASS., U.S.A.

Small Advertisements
No advertisement inserted for less

than 25 cents.
Under heading "Situations Wanted,"

ONE CENT per word for first twenty-
five words. Additional words and ad-
vertisements, THREE CENTS per word.
Under all headings except "Situations

Wanted," THREE CENTS per word.
Name, address, initials and abbrevia-

Hone count as words, and are charged
for as part of the advertisement.
To insure insertion, remittance must

accompany all orders for advertise-
ments and copy must reaoh us not later
than the 25th of each month, for inser-
tion in the following month's issue.
Send blank check or draft, or postal

or express money order for $1.00 and
over, or postage stamps for smaller
amounts.
If answers are to be forwarded

TEN CENTS in postage stamps must
he enclosed.
The real name and address of every

advertiser must accompany the copy of
the advertisement.
Advertisers who are not subscribers

must send 15 cents (special issues 25
cents) If they desire a copy of the paper
In which their advertisement appears.
Address,

THE KEYSTONE PU•LISHING CO.
809-811-813 N. 19th Street, Philadelphia. Pa.

SITUATIONS WANTED
Under this heading, ONE CENT per word,

for first twenty-five words. Additional words
and advertisements, THREE CENTS per word.
No advertisement Inserted for less titan 25
cents.

WANT to correspond with some one want-
ing good, reliable man, no bad habits;

watchmaker and graduate optician; wife is
good engraver; have been in business here,
but dried out; Middle West preferred; free
about March int. Box 280, Herrick, South
Dakota. .

WATCHMAKER, competent, of great ex-
perience and ability on all watches•, can

take care of entire watch work; good ref-
erences; state salary. "N iso," care Key-
stone.

BY FEBRUARY nth, position as retail
salesman by young married man; seven

years with last employer as watchmaker and
salesman; best references. "R 118," care
Keystone.

AS HEAD WATCHMAKER, salesman and
buyer, only with first-class house that

can pay $30 weekly for a foreign up-to-date
workman; twenty years' experience. "M
i35," care Keystone.

WATCHMAKER, At optician and sales-
man, desires to connect with first-class

firm with chance to become partner later;
single, best reference. "G 151," care Key-
stone.

FINE retail salesman, who is a practical
man, desires change with first-class firm

only as salesman or manager; fifteen years'
experience; age 32; good references; unless
you want man of fine ability and sober
habits do not answer. Address "B i49,"
care Keystone.

WATCHMAKER, Swedish nationality, five
years' experience in Sweden and five

years in this country; thoroughly compe-
tent on high-grade Swiss and American
watches; railroad watch work preferred;
gentleman of good appearance, age 25; sal-
ary $25 week; best of references. "S 134,"
care Keystone.

POSITION as watchmaker exclusively;
thorough knowledge of business; rapid,

reliable; railroad watches a specialty; fin-
ished watches run like new; wages $2.5.
Box 343, Corydon, Iowa.

WATCHMAKER, competent, wants posi-
tion with good house; can also do jewelry

repairing, diamond setting and optical
work and wait on trade; nineteen years' ex-
perience; eleven years in present position.
W. S. Keister, Elmore, Ala., R. F. D.
No. 2.

POSITION as second watchmaker, jewelry
repairing and plain engraving; single;

good habits and references. W. Carl Down-
ing, Moravia, Cayuga County, N. Y.

FIRST-CLASS watchmaker, jeweler, en-
graver and optometrist desires position;

graduate Philadelphia Horological College
and eight years' store experience; handle
highest grade watch work; age 28, married.
Watch Hospital, Chickasha, Okla.

WANTED, permanent position by first-
class watchmaker and engraver; thorough

and competent in both lines- twenty years'
continual experience at the bench; married
man; best of references; good address and
capable of taking charge of watch depart-
ment; Colorado preferred. Address
"Watchmaker," Box 867, El Paso, Texas.

SITUATIONS WANTED

WATCHMAKER, clock repairer, jeweler
and plain engraver, an all-around steady,

sober workman, with own tools, wants per-
manent position by February xst or
West or North West preferred. Address

keystone.

MAN 

147," care 

MAN AND WIFE want positions by Feb-
ruary in same store or city; both ex-

perienced watch repairers, engravers and
opticians; registered in Iowa; $35 per week
for both. "F 139," care Keystone.

GOOD SALESMAN, optometrist, under-
stands engraving and watch work; thor-

oughly competent to take entire charge of
jewelry business; honest, good education
and appearance; salary less than $25 not
considered. "H 137," care Keystone.

TRAVELING SALESMAN, Ai, selling
goods to jewelry and department stores

in Central States for past six years, is open
for a good proposition January I, 1911;
reference from present employer. Address
J. T., 22, 1201 Heyworth Bldg., Chicago.

PERMANENT position, At railroad watch-
maker, an expert on Swiss repeaters,

complicated clocks and the adjusting of fine
timepieces; a fine jeweler and salesman;
31 years old, married, sober and a rapid
workman; considered to be of neat appear-
ance; can do the work of two average
watchmakers; willing to start at $20; photo
and reference on application. Address P.
0. Box 82, Reynolds, Ga.

IF YOU are seeking a position we have a
large list of names requiring competent

workmen. Write to Henry Paulson & Co.,
is6 Wabash Avenue, Chicago.

BY young man 30 years old; four good
solid years of experience; nothing but

work; watchmaker, jeweler, can engrave
some, would take smaller salary if a chance
to learn optics is in view; wish to locate
in small town of five or six thousand.
G. R. Hunt, 1430 Poplar Street, Terre
Haute, Ind.

WATCHMAKER, engraver and registered
pharmacist in Iowa and Oklahoma; mar-

ried, age 3o; 9 years' exp., best of refs.
W. A. Pool, Mt. Carroll, Ill.

VOUNG man, age 20, wants position as
engraver and second watchmaker to

finish trade; no bad habits; ready Feb-
ruary ist. Allen Glenn, Newport, Tenn.

WATCHMAKER and engraver; ordinary
engraving and jobbing; can produce

good timekeeping results; American, 24;
open February ist; all bench work pre-
ferred. "K 540," care Keystone.

WATCHMAKER, clock and jewelry re-
pairer; good refs., no bad habits; age

29; 12 years' exp., io years' drug exp.;
good salesman. C. G. Williams, Williams,
Iowa.

WATCHMAKER, capable of meeting the
trade in an intelligent manner, wants

permanent position with a reliable firm.
Ed Pollack, 375 Springfield Avenue,
Newark , N. J.

SITUATION wanted by a good, practical
all-around watchmaker; plain engraver;

good set of tools, good refs. Address
"Jeweler," 1236 Jefferson Street, San-
dusky, Ohio.

AFTER January tat by strictly competent
watchmaker, engraver, optician, sales-

man, diamond setter, etc.; can take entire
charge of store; single, age 34; temperate,
industrious, efficient; best of refs.; not less
than $35 per week. "Jeweler," care A. G.
Anderson, 2209 Harvard North, Seattle,
Wash.

POSITION as watchmaker, salesman or
optician, registered in Washington; so

years' exp.; common engraver; $25 week;
refs. satisfactory to anyone; a good work-
man; West or South preferred. Fred
Rowe, Guthrie, Okla.

EXPERT watchmaker wants position in
Southwest not later than January i5th;

own tools; 25 years old, no bad habits;
$20 per week. "A. S.", 3415 Fulton St.,
Chicago, Ill.

AS second watchmaker, jewelry and clock
repairer; good salesman, good refs.;

start in at $15 a week. R. L. Carter,
Elsie, Mich.

POSITION by expert watchmaker, ex-
perienced in handling railroad work;

have own tools; state particulars in first
letter. R. L. McComas, Pontiac, Ill.

WATCHMAKER and engraver of un-
questioned ability desires making a

change in February; 27 years' exp.; age
43; perfect script and monogram engraver;
high-grade Swiss and American watches
brought to their original timekeeping quali-
ties; I am experienced and do not mis-
represent. "R 530," care Keystone.

SITUATIONS WANTED

BY first-clans watchmaker and jeweler
after March 20th; married, 30 years old;

14 years' exp.: permanent position in
Idaho, Washington, Oregon or Wyoming;
best of refs. furnished and sequired. Ad-
dress "H 127," care Keystone.

PERMANENT position by thoroughly re-
liable, competent watchmaker, engraver

and New York State registered optom-
etrist; io years' exp.; married, 29; own
tools. "P 131," care Keystone.

POSITION by watchmaker and jeweler;
x8 years' exp. C. C. Burgess, Bloom-

field, Iowa.

YOUNG man, age 24, wishes position
about February ist • as assistant watch-

maker; 2 years' exp. at clock and jewelry
repairing. "K 128," care Keystone.

EXPERIENCED watchmaker with tools
wants steady position at once; southern

State preferred. Brann, care Bell, lig
East Markham Street, Little Rock, Ark.

STEADY position wanted by first-class
watchmaker; temperate, own tools; best

refs. as to ability and honesty; prefer
Maine. Mitchell Boynton, Newport, Maine.

POSITION wanted by young single man
as clock and watch repairer; good ref.;

salary $8 per week. No. 3 Gothenburg,
Nebr., care W. A. Seaman.

TWENTY years exp. as watchmaker, en-
graver and graduate optician; plenty re-

tail exp.; also competent railroad inspec-
tion man, capable of taking entire charge;
nothing but first-class position considered.
"L 123," care Keystone.

GOOD watch and clock repairer wants
steady position; have all tools. "B 124,"

care Keystone.

WATCHMAKER who can furnish An refs.
desires to make a change; central or far

West preferred. Address "F 113," care
Keystone.

WANTED-Permanent position as sales-
man and engraver, or position with

jewelry house to call on retail trade. G. S.
Tallmadge, Auburn, N. Y.

A No. i WATCHMAKER, plain engraver
-can assist in optics-wishes to change

location by February ist; present position
with railroad Inspectors as head watch-
maker and manager; prefer position with
railroad inspector; 27 years old, married;
first-class ref. "N rig," care Keystone.

HELP WANTED

UNDER THIS HEADING THREE CENTS PER WORD

Ai HOUSE MANAGER for a wholesale
jewelry place; one with some capital pre-

ferred for the purpose of taking interest in
the business; must furnish good references
and have a clear record. "G zo8," care
Keystone.

WANTED-Experienced salesman on com-
mission basis in such States which are

not yet covered. Inquire Empire Jewelry
Case Co., Buffalo.

IF YOU are seeking a good man we have
a large list of names. Write to Henry

Paulson & Co., 156 Wabash Avenue, Chi-
cago.

YOUNG MAN, good appearance, who can
do fair watch work and plain engraving,

also wait on trade, nice place to work and
fair wages to start with fine chance for
advancement; wanted at once. Stuart E.
Kelley, Farmer City, Ill.

WANTED traveling salesman of good abil-
ity, experienced and acquainted in Mid-

dle West, for general jobbing jewelry and
manufacturers' lines. Weidlich jewelry
Co., St. Louis, Mo.

ORDINARY good watchmaker, with some
knowledge of engraving, optics and sales-

manship; healthy, 12,000 seacoast city; fine
climate and water; state salary and all par-
ticulars in first letter. K. Mott, Bruns-
wick, Ga.

WANTED, a first-class watchmaker; one
who is a good salesman. The Oskamp

Jewelry Co., Race and Seventh Streets,
Cincinnati, Ohio.

A FIRST-CLASS engraver and watch-
maker; must have plenty experience and

must have reference; a good permanent po-
sition to the right party. A. Jonas & Sons,
Youngstown, Ohio.

WE WANT a first-class watchmaker and
engraver; if optical graduate all the bet-

ter; must pass State board of California;
to a good man a permanent position; give
references and full particulars in first let-
ter. Lederer Jewelry Co., San Luis Obispo,
Cal.
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HELP WANTED

WATCHMAKER, good, for permanent pa-
sition in town of 35oo; send reference

and state salary and all particulars in first
letter. P. A. Hughes, Commerce, Ga.

WANTED, a first-class watchmaker; salary
from $3o to $35 per week. C. F. Spain

& Co., Lincoln, Nebr. 

A MAN or woman to polish jewelry and
silverware. The Oskamp Jewelry Co.,

Race and Seventh Streets, Cincinnati, Ohio.

WANTED-Watch, clock and jewelry re-
pairer; steady job for the right man;

give wages, exp. and ref. in first letter.
H. Garman & Son, Coatesville, Pa.

FIRST-CLASS, reasonable and permanent
watchmaker, jeweler and engraver at

once; state salary, character, ability, ref.
wills answer; prefer married man, 30 to
45; no drunk. F. A. Toce, Lake Charles,
La.

AT once, first-class watchmaker; state
wages and refs. W. M. Reed, Mont-

pelier, Vt. 

A GOOD, all-around man to take charge
of the jewelry and clock repairs; must

engrave and be competent to wait on trade;
want a good one; give ref., wages wanted,
etc.; about February tat. S. F. Ricker &
Son, Emporia, Kans.

SOBER, capable watchmaker; permanent
position and good salary to right man.

Hess & Culbertson jewelry Co., Seventh
and St. Charles, St. Louis, Mo.

WANTED--By February first, first-class
jewelry and watch repairman; must be

strictly temperate and have thorough
knowledge of watch repairing good wages,
permanent position. C. F. Cross & Bro.,
Gadsden, Ala. 

WANTED-A watchmaker and fair en-
graver, wages $15 per week; permanent

position to right man; position open Jan-
uary x, i9II. H. Ackerman, Marysville,
Kans.

WANTED-Experienced salesman with
established trade to handle good selling

line of hand-painted china. Wands Art
Co., 6412 Eggleston Avenue, Chicago.

WANTED

UNDER THIS HEADING THREE CENTS PER WORD

WANTED-To buy jewelry stocks; send
surplus stock to me and get money by

return mail. Emil Noel, 541 East Forty-
sixth Place, Chicago, Ill.

WANTED-Good location; have a few
thousand cash to invest; good watch-

maker; expert on eye work; am looking
for a live proposition for young man; West
preferred. "S 144," care Keystone.

PARTNER WANTED; must be excellent
optician with at least $4000; established

five years; no opposition; town 6000; best
prices; might consider optician that would
work on percentage. "C 122," care Key-
stone.

WANTED, to buy lathe and staking tools.
L. R. Farmer, Glenwood Springs, Colo.

WANTED, good side line of jewelry on
commission to carry with watchmaker's

and jeweler's materials to travel in South-
Alabama, Georgia, Tennessee and Missis-
sippi preferred-with headquarters in Bin
mingham, Ala. I have more than one hun-
dred customers and have been established
eight years; will give best reference. Max
Robinson, 029Y, Second Avenue, Birming-
ham, Ala. 

WILL consider a partner proposition in one
of the best paying jewelry departments

located in the busiest and most widely
known drug stores in eastern Illinois; must
come well recommended and will take about
$800 to swing the deal. Full particulars on
writing the addressed. Advertiser is a
druggist and wants a practical jewelry man.
"H 153," care Keystone.

OPHTHALMOLOGIST (M cCormic k)
wishes to become partner in a jewelry

store or manage optical department;
western States preferred. "S 129," care
Keystone.

WANTED - Second-hand Webster-Whit-
comb lathe and chucks. Address James

C. Freeman, White River, Arizona.

WANT to buy jewelry business in Iowa.
"W 114," care Keystone.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

OLD-ESTABLISHED jewelry store for
sale; centrally located, in Philadelphia.

"L is," care Keystone.
(Continua on page Aso)
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FOR SALE

Stores, Stocks and Businesses

(Continued from page 149)

NEW STOCK, new fixtures; best location
in good oil town of 10,000 population;

$8000 in stock, $1200 in fixtures; can re-
duce; excellent opportunity; good reason
for selling; everything new and first-class.
Address VV. C. Davis, 8 E. Dewey Avenue,
Sapulpa, Okla. 

JEWELRY stock and fixtures, January ist,
in Oklahoma; population moo; two rail-

roads; no dead stock; optics fine; compe-
tition light; require $3000; can reduce.
C. C. Bowers, Olceene, Okla.

WHY suffer with cold when you can
conic South and buy $800 watch, jewelry

and musical outfit for $500; well located;
population 8000; two other jewelers; a
cinch for a get-up man; good reason for
selling. M. N. Wertz, Thomasville, Ga.

A PAYING jewelry business for 20 years
in town of 12,000, central Missouri; will

sell half interest to right party for $5000.
"B 141," care Keystone.

ONLY jewelry store in town of 1,0o0 in-
habitants; fine location; low rent. G. H.

Damon, Victor, N. V.
NICE, clean up-to-date store for sale in

the best farming country in Illinois;
have other business to engage in; doing
$15,000 business a year; leading jewelry
store in county. "S 142," care Keystone.

JEWELRY and optical business at a bar-
gain if taken at once; invoice about

$2,000; December sales $1,650; all work
two men can do; must be sold by February
1st. L. G. Olmstead, 5120 South Halsted
Street, Chicago, Ill. 

JEWELRY buiness in good business loca-
tion, Southern California, five miles from

center of Los Angeles; stock and fixtures
invoice about $800; average bench work
$75 a month; two good show windows; rent
$i5 a month; good opening for some one
with small capital. "R," 5326 Hooper Ave-
nue, Los Angeles, Cal. 

ONLY jewelry and music store in booming
town in western Iowa of goo population;

for a snap write quick, as it must be sold
by February ist. "W 148," care Keystone.

ONLY jewelry stock in town of 2,0oo; can
be bought right if taken at once; will in-

voice $1,000; no junk; good reasons for
selling. Box 117, Bristow, Okla.

$300 WILL BUY an optical and watch re-
pairing store, established twenty-two

years, southeastern Connecticut; population
4,000; optical instruments, two trial cases,
stock, fixtures, fine regulator, vault and
safe with time locks; a present for the one
who acts quickly. "M i43," care Keystone.

GOOD paying jewelry and optical business
in a southern Kansas manufacturing

town of 6,000 population; invoice mann
$4,000; reason for selling, other business
needs all my attention; golden opportunity
for hustler; no triflers need answer. "L
I I I," Keystone.

JEWELRY-OPTICAL business, established
thirty years; stock and fixtures invoice

$5000; town z000; large territory; best 
ifarming country n Iowa; repair work

averages $150 per month; will sacrifice to
get out on account of failing health. "B
23," care Keystone.

GOOD paying jewelry business in heart of
best farming country in Iowa; fine bar-

gain; going to California to live, reason.
Lincoln H. Bucks, Jefferson, Iowa.

THE BEST PAYING jewelry and optical
business in Oklahoma; population 13oo;

large territory; no competition; more re-
pair work than any one man can do; will
sell in January; will sell stock or location
and move stock; invoice $3000; good rea-
sons for selling. P. W. Denney, Temple,
Okla. 

OUT OF WORK? Buy my place and be
busy; will retire; $800. C. Proellochs,

707 Homewood Avenue, Pittsburg, Pa.

AN EXCEPTIONAL opportunity is offered
to a practical jewelry man wishing to

buy a paying jewelry department in one of
the busiest and most widely known drug
stores in eastern Illinois; only opened in
May, 1910; no dead stock; new goods; will
invoice about $15oo, and only cash consid-
ered. Has paid io per cent. on the in-
vestment after deducting $100.00 for jew-
elry man. Will make rent fees reasonable.
Good reason for selling. "H 152," care
Keystone.

ESTABLISIIED 28 years, jewelry, pianos
and optical business in north Missouri

town; population 2500 and county seat;
my profits last year $7853.25; stock in-
voice $13,000; reason for selling, ill
health; don't write unless you mean busi-
ness and have the cash. "X 116," care
Keystone.

FOR SALE

Stores, Stocks and Businesses

MY jewelry business at Hastings, Minn.;
best location in town, doing good busi-

ness; good reason for selling; about $2000
will handle it. Theo. Schaal.

CLEAN, up-to-date jewelry store, at a dis-
count; invoice $4000; best location, fine

fixtures; reasonable rent; population 2500;
Illinois; light opposition; will sell all or
part of stock; cash required $2000-$4000.
Fine opportunity for good workman.
"B 117," care Keystone.

JEWELRY and optical business; popula-
tion over 9000; good business place;

reasons, retired from business; stock about
$1200; business $.5000 year. J. B.
Bouchard, Chicopee Falls, Mass.

JEWELRY store in best , country in In-
diana; clean stock; population 1500; no

other workmen here; $700 to Um; write
me. Box 543, Kewanna, Ind.

PRETTIEST western city, healthiest
climate, prosperous jewelry store, located

advantageously with living apartments;
stock, fixtures, furniture, $12,000; without
stock, $2000. Address "R 838," care Key-
stone.

TO close an estate, a small jewelry store
in the city of Buffalo; does a good re-

pair business; just the place for first-class
watchmaker and repairer; location, Gene-
see Street. For particulars address F. M.
Van Etten & Co., 238 Delaware Avenue,
Buffalo, N. Y. 

FIRST-CLASS jewelry and eye examina-
tion business; only jewelry concern

within miles in a developing suburb of
Brooklyn; best location near elevated sta-
tion; up-to-date mahogany fixures. Corn-
municate with owner, 1575 East Twelfth
Street, Flatbush, Brooklyn, N. Y.

JEWELRY business, located in eastern Il-
linois; invoice about $1500; good, clean

stock, good location; fine place for opti-
cian, in town of 700 population; large
farming country; nearest jeweler is 7
miles; good reason for selling. "W xao,"
care Keystone.

LEGITIMATE and up-to-date jewelry
store; twenty years in same location,

doing good business; located in heart of
business section; will reduce stock to suit
buyer; retiring from business. Write
owner, C. H. Adelman, 719 Fifth Avenue,
Pittsburg, Pa.

A FORTUNE for you in a jewelry and
millinery business in Iowa; no dull sea-

sons; modern residence; store, fixtures and
stock all for about $8000; can reduce;
$3000, cash or security, balance on easy
installments; must be sold at once on ac-
count of health of family. "M 125," care
Keystone.

PAYING jewelry business in growing
town; invoice $3000; want to retire. Box

277, Monrovia, Calif.

JEWELRY store for sale; no competition.
Write M. Butler, Harrisville, N. Y.

UP-TO-DATE fixtures and jewelry stock
in town of s000; will reduce to suit pur-

chaser; other business cause of selling;
store at Sulphur, Okla. Address B. C.
Clark, Purcell, Okla.

ONLY jewelry store in summer and winter
resort of 2500 population; repair work

averages $100 per month; will sell fix-
tures or stock and fixtures; will take $5oo
to $2000 to handle; reason for selling, other
stores. "J 532," care Keystone.

TI-IE only jewelry store in good live town
in northwest Missouri; established 7

years; splendid opportunity for man with
small means; will invoice $2500, can re-
duce to suit purchaser• business clears
$1500 per year; plenty of repair work and
optical business; must be cash; going into
larger business. Address all communica-
tions to "II 126," care Keystone.

$2500 WILL BUY fixtures, china, silver-
ware and cut glass in the only exclusive

jewelry store in one of the best towns in
eastern Kansas; population 3500. Address
0. E. Lower, Herrington, Kansas. 

JEWELRY store, established i865, in
Iowa town of about i000 population; in-

voice about $1800. "I-I 62," care Keystone.

NOT often you get the opportunity to
buy an established jewelry store in Pitts-

burgh, Pa., the greatest iron and steel city
in the United States; interested in other
business and will quit the jewelry busi-
ness; tools, materials, stock, safes and
fixtures below invoice; well equipped and
up-to-date store; reasonable rent. '111 136,"
care Keystone.

$1200 JEWELRY business, growing town,
$3500; mining district Minnesota; county

seat; have interests elsewhere. "P 112,"
care Keystone.

FOR SALE

Stores, Stocks and Businesses

JEWELRY store in town of 160o. "G
133," care Keystone.

FOR SALE
UNDER Tills HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

LATHE at a bargain. Address "N 822,"
care Keystone. 

JEWELER'S kit tools, bench, lathe; prac-
tically new; cost $11o, for $55. Address

Theodore Creighton, North Maple, Lan-
caster, Ohio. 

JEWELER'S large safe•
' 

cost $450 new;
has heavy steel inside door with pressor

bar•
' 

also electric regulator run by dry cell
batteries; write for prices. "F 138," care
Keystone. 

SITUATION wanted by young man, watch-
maker, two years' experience, and plain

engraver; under good man; Chicago or
near. J. S., 21, 1201 Heyworth Bldg.,
Chicago. 

GRANDFATHER'S CLOCK, cherry case,
wooden works; two mantel clocks, wooden

works. G. H. W. Smith, No. 7 Spring
Street, Amherst, Mass.

A CHALMERS icao 40-horsepower auto-
mobile at a bargain; in AI condition;

reason for selling want r911 model of same
make. T. G. Burkhardt, Jefferson City, Mo.

FRODSHAM & RUSSELS marine chro-
nometers for sale; fine condition; $65

and $75. D. R. Nichols, 340 Main Street,
Worcester, Mass. 

ONE genuine Moseley lathe with twelve
wire chucks and two wheel chucks,

complete tailstock; also one Boley lathe,
complete with tailstock, nine wire chucks
and two wheel chucks; price each, $15,
with chucks. W. H. Fanning, Roxbury,
N. Y.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

WANTED-To trade two lots in El Paso,
Texas, for watches or jewelry. "S 67,"

care Keystone.

I HAVE unimproved property in flourish-
ing residence suburb of Philadelphia I

wish to exchange for merchandise or busi-
ness; building sites growing valuable in
the town; resident owner could sell lots
at good profit or dispose of whole piece to
builder in near future; town offers fire
opening for jeweler or repair man; cash
value $7000; honest propositions only
considered. What have you? Box ioo,
Moorestown, N. J.

RELINQUISHMENT of 8o acres of land,
located on the Salmon River tract, three

miles from Hollister, Idaho, Twin Falls
County; I'/2 miles from railroad; good rea-
son for selling. For particulars address
J. S. Pieringer, Bedford, Iowa, jeweler.

RARE old French Verge, in silver case,
fancy ornamented dial, visible escape-

ment, two medallions, long silver chain and
snuff box; originally, owned and worn by
Thos. Paine; value $5o; make offers. Jen-
kins' Exchange, Chicago.

WANT to go West; would take part trade
in fruit farm; balance cash; jewelry and

pawn business clearing $200 per month.
For particulars address Fred Pell, Sr.,
Okmulgee, Okla. 

BEST location in city of 6000, northern
Indiana, Warsaw; two miles from

Winona Lake; fixtures and stock $4000,
or will exchange for business room; only
one competitor; owner desires to retire
from active business. Charles A. Rigdon,
Warsaw, Ind. 

GOOD income property, located at Winter-
set, Iowa, to trade for jewelry or drug

store. C. A. Cole, Kissimmee, Fla.

SEATTLE resident view lots to exchange
for watches, gold rings, gold-filled

chains and jewelry, or established busi-
ness; $4000. J. N. Curl, Guthrie, Okla.

NEW stock in optical goods; all kinds
band, orchestra and club musical instru-

ments, concertinas, talking machines, cab-
inets and supplies, Packham ring stretch-
ers, electric American regulators. Follow-
ing in slightly used fine umbrella cabinet,
oo-inch fine swell regulator, iron show

case stands, new Century on cabinet
engraving machine, two watch benches,
foot wheel, counter shaft, lathe, polishing
lathe, lot of tools and show case trays, etc.
Above for cash or new American watches,
alarm clocks, plain gold rings. "P 121,"
care Keystone.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

COMPLETE finished escapement models in
running order, 815. The best window

attraction for jewelers. For particulars
write the St. Louis Watchmaking School,
St. Louis, Mo.

MONEY loaned to jewelers in any amount.
Strictly confidential; write for informa-

tion; bank refs. The Collateral Loan and
Banking Co., 647 Euclid Avenue, Cleve-
land, Ohio.

I PAY 20 per cent. more than any one else
for your surplus diamonds, watches and

jewelry; money sent by return mail; bank
refs. Emil Noel, 541 East Forty-sixth
Place, Chicago, Ill.

HIGHEST cash prices paid for diamonds
and watches; immediate returns made;

bank refs. given. M. Iralson, Masonic
Temple, Chicago, Ill.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PEE WUED

I PAY the highest prices for watches, dia-
monds and jewelry. Send stocks at once,

no matter how large or how small, and get
money by return mail. All kinds of refs.
furnished upon request. -m.. 11 Noel, 541
East Forty-sixth Place, Chicago, Ill.

WANTED-Everyone desirous of improv-
ing themselves in watch work, jewelry

work and engraving to address Bradley
Polytechnic Institute, Peoria, Ill., for one
of their latest catalogues. A postal card
will get it. See ad. on page 118.

WE make a specialty of changing old an-
tique watch cases to stem wind. Some-

thing that has been refused by others.
Have had 40 years' exp. and can guarantee
satisfaction. N. J. Felix & Sons, 45
Maiden Lane, New York.

METAL DIALS-All kinds of metal watch
and clock dials cleaned, replated and re-

painted. Also special metal dials made to
order. Promptness and satisfaction guar-
anteed. Ralph A. Doe, 32 Howard Street,
Waltham, Mass.

PORTRAIT miniatures copied from any
photo on watches, dials, brooches and

lockets. Goldstein Engraving Company, 45
Maiden Lane, New York.

ELGIN Horological School, the oldest and
most practical school for watchmakers.

Send for catalogue to Elgin Horological
School, Elgin, Ill.

NOTICE-I have removed from 727 San-
som Street to 807 Sansom Street, Phila-

delphia, where I will continue to buy all
kinds of gold and silver; also refine all
kinds of jewelers' waste containing gold or
silver. Send by mail or express and re-
ceive prompt attention. J. L. Clarke, es-
tablished 1870.

MR. WATCHMAKER:-If you have any
difficulty in adjusting your escapements

perfectly and quickly, get a copy of "The
Little Blue Book," which contains enlarged
drawings of the escapement, together with
easy rules to follow, which will enable you
to adjust the most erratic escapement in
30 minutes and do the work as perfectly
as when the watch left the factory. This
book is something new and radically dif-
ferent than anything now in print, as it
does away with all "high-toned" mathemati-
cal calculations and gives you practical
methods that can be easily understood and
applied to actual work. Methods that have
been proven absolutely accurate by over
two years' constant application in actual
work; methods that will enable you to go
at the most difficult job intelligently and
get perfect results in less than a quarter of
the time taken by the tedious, complex
mathematical methods heretofore employed.
Book and drawings will be sent to any
address, postage prepaid, on receipt of $1.00
with the understanding that if you do not
think it is the best thing you ever saw on
the subject your money will be returned to
you at once. Address S. A. Weaver, Lock
Box H-8I4, Ticonderoga, N. Y.

WANTED--Every jeweler to send 25 cents
for year's subscription to the Great Ex-

change Magazine; a market found for
every descrintion of merchandise; hundreds
of bargains in each issue; advertising 5
cents line; sample for stamp. Exchanger
and Trader, Chicago. 

IMPORTED lathes and attachments, in-
dexing engir es, index plates and pointers,

idlers, pallet stone tools, laps, cutters,
screw-cutting attaclunents, counterbores,
oilers, punches, gears to order. F. Frei-
stadter, Waltham, Mass.

BUSINESS NOTICES

I WILL buy your diamonds and watches
and pay you liberal spot cash; money by

return mail. M. Iralson, Masonic Temple,
Chicago.

CASH paid for all kinds watches, watch
glasses, watch cases, movements, ma-

terials, movement boxes, glass front and
back cases, mahogany cases, chronographs,
clocks, plush and nested boxes, jewelers'
sundries, etc.; no quantity too large.
John Remillard, Carrier 40, Springfield,
Mass.

SHIP chronometers for sale, in fine con-
dition, price $75, $100. W. H. Enhaus

& Son, 31 John Street, New York City.

THE Omaha Watch Repairing, Engraving
and Optical Institute guarantee the best

training for students. because they employ
only the best and most modern methods and
the instructors in every department are
thoroughly practical workmen. Investigate
our school if you are thinking of taking Up
this work. We employ no assistants, but
give each student our personal attention in
each branch of the work. This is a prac-
tical school conducted by practical men and
we court investigation by all prospective
students. Call and see us or write for
prospectus. Tarbox and Gordon.

Too Late for Classification
JEWELRY and optical business, must be

sold to settle estate; established over 20
years; population 52,000, fine location;
side lines-sporting goods, talking ma-
chines; could reduce to $5000. Estate H. E.
Washburn, Plymouth, Mass.

SMALL, good-paying jewelry business for
sale, up-to-date, healthy, Florida town;

lake region. M. I. Rice, Leesburg, Fla.

FINE marine chronometer, in first-class
condition; will sell or trade. H. T.

Thompson, Buda, Ill.

The LUX MODEL WORKS
make practical working and manufacturing
models of Clocks, Watches, Meters, Novel-
ties, Etc., especially. Experimental Work.

Wheel and Pinion Cutting to order.

CLOCK REPAIRING FOR THE TRADE
53 East Farm St., Waterbury, Conn.

HORACE J. SMITH
WATCH REPAIRING

FOR THE TRADE

313 Flynn Bldg., Des Moines, Iowa

Learn Watchmaking
Watchmaking pays and you
San earn while you learn.
Write for FREE BOOR,
'How to be a Watchmaker."
Postal brings it.

STONE'S SCHOOL OF WATCHMAKING
801 Globe BullaIng, ST. PAUL, MINN.

WATCHMAKING
ENGRAVING
JEWELRY REPAIRING

can be learned in a few months
by our practical methods. Ex..
pert instruction under actual
working conditions. Enter at
any time- no age limit -day
and night classes.

Write for free catalogue containing
full particulars

Chicago School of Watchmaking
Dept. T, Bush Temple, CHICAGO

LEARN
%JEWELERS
ENGRAVING ,
"TheSchool that Graduates Experts"
A fascinating trade that pays big salaries,
easily learned, taught thoroughly and prac-
tically by correspondence. We will teach
the beginner better engraving than he can
gain in years of rigid apprenticeship. We
will improve the skill of any engraver and
make him master of the trade. The demand
for competent engravers far exceeds the
supply. Send for handsome illustrated
prospectus, mailed free.

PAGE-DAVIS SCHOOL
Suite 10, Page Bldg. CHICAGO

G. F. wagswortli
Watch Case,
Manufacturer
and Repalrer

Everythingln
the line of
Watch Case
Repairing

Gold and
Silver Plating
Satin Finish
Engraving
and Engine-

Turning
Changing Old

English and Swiss
Cases to take
American S. W.
Movements
My Specialty

ota Comes
M0(10 Now

Silversmiths'
Building •
131-137
Wabash Ave.
CHICAGO

A QUICK JOB,
A FACTORY
FINISH AND
A PLEASED
CUSTOMER

ARE ALL YOURS
IF YOU USE
SANGER'S
EMERY RING
BUFFS

PeiR RETAIL JEWELER

0 YOU WANT
; SELLERS

IcThe Un-Common Sort
at Manufacturers  Prices

IF SO CALL OR WRITE

'M.J.AVERBECK
Manufacturer Importer

eA 10-12 Maiden Lane. N Y. City y.

Wheels, Pinions and Parts
For Complicated Watches, Clocks, Chro-
nometers, etc., of every size and descrip-
tion , made and finished to order.

FINE REPAIRING and ALTERATIONS
Winding and Setting Material

E. H. MATTHEY, 83 NASSAU STREETNEW YORK

Repairing
For the Trade
of Complicated and Orditmry

Watehes,W heel and Pinion Cut-
ting, Demagnetizing, etc., care-
fully and promptly done by an
"P"I• A. JETTE

Established 1899 Lancaster, Pa.
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L. H. DODD & CO.
(FORMERLY OF BRIGGS & DODD)

Since I Positively Dissolved with my late Associate
I have made the largest and most successful sales in the past twelve months of any one auctioneer
or firm of auctioneers. Without question I have the strongest and best talent in America to assist
me in all sales, giving the services of two of the best men in this line of work for the cost of one.

Reference by

THE LAST TWELVE
MONTHS

I. ltkens, Butte, Alontana. Sold
the entire stock and lixtures, amount-.
ing to $75,000.

I. Kronberg, Little Rock, Ark. Re-
ductbm sale lasted four weeks; most
successful sale ever held in that city.

Wood Bros., Paris, Ill. Sold en-
tire stock, including Iixtures, amount-
ing to $21,000.

\Villis Booth, Sioux Falls, S. I).

Entire stock and fixtures, amounting

to $15,000.

Berry Armstrong, Port Arthur,
Ont. Entire stock and fixtures,
amounting to $14,000.

Coke & White, manufacturers, 18F,
Wabash avenue, Chicago, Ill. Sale
to the trade, cut glass and art goods
amounting to $85,000.

W. T. Feedlot», SouRe Ste. Marie,
Mich. Reductitm sale; the largest
sale ever made in that city.

W. I I. Beck, Sioux City, Ta. Re-
moval sale, selling from his $250,003
stock the largest mid-summer sale

ever made.

Sartor & Sprague, San Antonio,
Texas. The oldest established jewel-
er in the State of Texas; sixty-one
years in one location. The largest
removal sale ever made in Texas.

Permission of the Sales Made in the Last Year

My Holiday Sale for A. E.
Elbe & Son, Bloomington, Ill.,
closing out every dollar's worth
of merchandise and fixtures
amounting to $85,000, being
the largest and most successful
sale ever made in the State.

Some of the late Sales I have made

REFERENCES

Kaminiski, St. Louis and Galveston.
Fusy & Blair, Missoula, Mont.
Geo. NV. Meyers, Chattanooga, Tenn.
M. Zimmerman, Jeffersonville, Ind.
W. A. Kirkham, Leavenworth, Kans.
Ash & Dembunger, Tacoma, Wash.
Barnett & Nonnenmacher, Columbus, Ohio.
M. Maunch, San Francisco, Cal.
Sands & Fellows, Cedar Rapids, Iowa.
Leonard Krower, New Orleans, La.
Arms Plank, Pueblo, Colo.
M. Greer, Iowa City, Iowa.
Rushmer Jewelry Co., Pueblo, Colo.
Morris Beniiman, Denver, Colo.
Wm. Beck, Sioux City, Iowa.
Strow Bros., Fort Dodge, l(nva.
King Moss & Co., San Francisco, Cal.
II. Simon, St. Paul, Minn.
Rodgers & Pottinger, Louisville, Ky.
Hanna & Eroe, New Castle, Pa.
I I. Koester & Co., Detroit, Mich.. 2 sales.
II. Kline, Seattle, Wash.
C. F. Baldwin, St. Joseph, Mo.
David Goldberg, Helena, Mont.
Geo. W. Winder, Troy, N. Y.
Chas. NV. Crankshaw, Atlanta, Ga.
Geo. W. Biggs & Co., Pittsburg, Pa.
A. M. Hill, New Orleans, La., 2 sales.
A. Stineau, Cincinnati, Ohio.
los. W. Field, Galveston, Texas, 2 sales.
Roth Importing Co., Denver, Colo.
Albert Feldenheimer, Portland, Oregon.
Geo. W. Myers, Meriden, Miss.
Geo. W. Kennedy, Des Moines, Iowa.
Stewart & Prescott, Dallas, Texas.
Parmlee Bros. & Co., Los Angeles, Cal.
Clemens Ilellebush, ('incinnati, Ohio.
1'. 11. Lachicotte & Co., Columbia, S. C.
C. II. Schiller? -Utica. N. Y.
W. H. McKnight, Sons & Co., Louisville,

Ky., dealers in art furniture, rugs, car-
pets, etc.

L. J. Marks, Kansas City.
Mermod-Jaccard Jewelry Co., St. Louis, Mo.
Sands & Fellows, Cedar Rapids, Iowa,
Threadwell, Fort Worth, Texas.
W. C. Ward, Winchester, Ky.
Waterhouse, Hatnilton, Ohio.
Larne, Oskaloosa, Iowa.
Becker & Lathrop, Syracuse, N. Y.
W. H. Muller, Denison, Texas.
Pittsburg jewelry Co., Pittsburg, Pa.
I. W. Howard, Hastings, Nebr.
*Barnett jewelry Co., St. Louis, Mo.
L. R. Shumway, Rockford, Ill.
C. 1). Couse, Waverly, Iowa.
S. Smith & Co., Virginia City, Nebr.
The Hight & Fairfield Co., Butte, Mont.
C. D. White & Co., Minneapolis, Mont.
L. G. Call, Waynesburgb, Pa.

RThe Max ollins Stock, Youngstown, Ohio.
P. L. Lowenthal, Bradford, Pa.
J. S. Baird, Watertown, N. V.
!qrs. Sarah Dickinson Wood,

Niagara Falls, N. Y.
R. D. Worrell, Mexico, Mo.
More than too others, and the Jobbers from

Maine to California.
P. E. Kern, El Paso, Texas.
G. A. Schlechter, Reading, Pa.
Slides & Co., Owensboro, Ky.
John B. Miller, Portiand, Oregon.
Cutting & Wilson, Winona, Minn.
NV. II. Kelly, Carrollton, Mo.

Main Office, 4607 Michigan Avenue, Chicago, HI.
Long Distance Phone-2906 Drexel All correspondence strictly confidential

atter tbe lbotthets

Write for

Catalogue and .1)ri -e-Li.s.1

To-day

accumulated work stares you in the
face, and then you will find you
need a modern, up-to-date Engraving
Machine to turn it out quickly.

Having just passed through a busy
holiday season you have undoubtedly
seen time upon time that a NEW
CENTURY would have enabled you
to close sales that were hard to close
—to please customers who were hard
to please, and by so doing increase
your reputation and profits at the
same time.

The money-making possibilities
of the NEW CENTURY Engrav-
ing are tremendous.

Many of our customers write us
that they made the machine more
than pay for itself during the one
month of December, and do not
know how they ever got along with-
out one.

You should start the New Year
right by having one of these money-
making machines placed in your store
at once.

The Eaton & Glover Co., Sayre, Pa.

0404 9104 At rk4, 11 04.4i, 0.4k 1 4114/0
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L. H. DODD & CO.
(FORMERLY OF BRIGGS & DODD)

Since I Positively Dissolved with my late Associate
I have made the largest and most successful sales in the past twelve months of any one auctioneeror firm of auctioneers. Without question I have the strongest and best talent in America to assistme in all sales, giving the services of two of the best men in this line of work for the cost of one.

Reference by Permission of the Sales Made in the Last Year
THE LAST TWELVE

MONTHS

I. likens, Butte, Montana. Sold
the entire stock and fixtures, amount-
ing to $75,000.

1. Kronberg, Little Rock, Ark. Re-
duction sale lasted four weeks; most
successful sale ever held in that city.

Wood Bros., Paris, 111. Sold en-
tire stock, including fixtures, amount-
ing to $21,000.

Willis Booth, Sioux Falls, S. I).
Entire stock and fixtures, amounting
to $15,000.

Berry Armstrong, Port Arthur,
Ont. . Entire stock and fixtures,
amounting to $14,000.

Coke & White, manufacturers, 185
Wabash avenue, Chicago, Ill. Sale
to the trade, cut glass and art goods
amounting to $85,000.

W. T. Feetham, Saulte Ste. Marie,
Mich. Reduction sale; the largest
sale ever made in that city.

W. FL Beck, Sioux City, Ia. Re-
moval sale, selling from his $250,00o
stock the largest mid-summer sale
ever made.

Sartor & Sprague, San Antonio,
Texas. The oldest established jewel-
er in the State of Texas; sixty-one
years in one location. The largest
removal sale ever made in Texas.

My Holiday Sale for A. E.
Elbe & Son, Bloomington, Ill.,
closing out every dollar's worth
of merchandise and fixtures
amounting to $85,000, being
the largest and most successful
sale ever made in the State.

Some of the late Sales I have made
REFERENCES

L. Kaminiski, St. Louis and Galveston.
Fusy & Blair, Missoula, Mont.
Geo. W. Meyers, Chattanooga, Tenn.
M. Zimmerman, Jeffersonville, Ind.
W. A. Kirkham, Leavenworth, Kans.
Ash & Dembunger, Tacoma, Wash.
Barnett & Nonneninacher, Columbus, Ohio.
M. Maunch, San Francisco, Cal.
Sands & Fellows, Cedar Rapids, Iowa.
Leonard Krower, New Orleans, La.
Amos Plank, Pueblo, Colo.
M. Greer, Iowa City, Iowa.
Rushmer jewelry Co., Pueblo, Colo.
Morris Ilenjiman, Denver, Colo.
Wm. Beek, Sioux City, Iowa.
Strow Bros., Fort Dodge, Iowa.
King Moss & Co., San Francisco, Cal.
H. Simon, St. Paul, Minn.
Rodgers & Pottinger, Louisville, Ky.
Hanna & Eroc, New Castle, Pa.
11. Koester & Co., Detroit, Mich., 2 sales.
II. Kline, Seattle, Wash.
C. F. Baldwin, St. Joseph, Mo.
David Goldberg, Helena, Mont.
Geo. W. Winder, Troy, N. Y.
Chas. W. Crankshaw, Atlanta, Ga.
Geo. W. Biggs & Co., Pittsburg, Pa.
A. M. Hill, New Orleans, La., 2 sales.
A. Stineau, Cincinnati, Ohio.
jos. \V. Field, Galveston, Texas, 2 sales.
Roth Importing Co., Denver, Colo.
Albert Feldenheimer, Portland, Oregon.
Geo. W. Myers, Meriden, Miss.
Geo. W. Kennedy, Des Moines, Iowa.
Stewart & Prescott, Dallas, Texas.
Parmlee Bros. & Co., Los Angeles, Cal.
Clemens Hellebush, Cincinnati, Ohio.
P. 11. Lachicotte & Co., Columbia, S. C.
C. II. Schiller, Utica, N. Y.
W. IT. McKnight, Sons & Co., Louisville,

Ky., dealers in art furniture, rugs, car-
pets, etc.

I.. J. Marks, Kansas City.
Mermod-Jaccard Jewelry Co.. St. Louis, Mo.Sands & Fellows, Cedar Rapids, Iowa.
Threadwell, Fort Worth, Texas.
W. C. Ward, Winchester, Ky.
Waterhouse, Hamilton, Ohio.
Larue, Oskaloosa, Iowa.
Becker & Lathrop, Syracuse, N. Y.
W. H. Muller, Denison, Texas.
Pittsburg Jewelry Co., Pittsburg, Pa.
J. W. Howard, Hastings, Nebr.
Barnett Jewelry Co., St. Louis, Mo.
L. R. Shumway, Rockford, Ill.
C. D. Couse, Waverly, Iowa.
S. Smith & Co., Virginia City, Nebr.
The Hight & Fairfield Co., Butte, Mont.
C. D. White & Co., Minneapolis, Mont.
L. G. Call. Waynesburgh, Pa.

RThe Max ollins Stock, Youngstown, Ohio.
P. L. Lowenthal, Bradford, Pa.
J. S. Baird, Watertown, N. Y.
Mrs. Sarah Dickinson Wood,

Niagara Falls, N. Y.
It. D. Worrell, Mexico, MO.
More than loo others, and the Jobbers from

Maine to California.
P. E. Kern, El Paso, Texas.
G. A. Schlechter, Reading, Pa.
Slides & Co., Owensboro, Ky.
John It. Miller, Port'and, Oregon.
Cutting & Wilson, Winona, Minn.
W. H. Kelly, Carrollton, Mo,

Main Office, 4607 Michigan Avenue, Chicago, Ill,,
Long Distance Phone-2906 Drexel All correspondence strictly confidential
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 -17 accumulated work stares you in the
face, and then you will find you
need a modern, up-to-date Engraving
Machine to turn it out quickly.

Having just passed through a busy
holiday season you have undoubtedly
seen time upon time that a NEW
CENTURY would have enabled you
to close sales that were hard to close
—to please customers who were hard
to please, and by so doing increase
your reputation and profits at the
same time.

Write for

Catalogue and Price-List

To-day

The money-making possibilities
of the NEW CENTURY Engrav-
ing Machine are tremendous.

Many of our customers write us
that they made the machine more
than pay for itself during the one
month of December, and do not
know how they ever got along with-
out one.

You should start the New Year
right by having one of these money-
making machines placed in your store
at once.

The Eaton & Glover Co., Sayre, Pa.
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Use Factory Facilities

JjUST see how easy thismethod of selecting the
right Jewel Pin is why it's
as easy as falling off a log!

With the

Elgin Jewel Pin Gauge and
Jewel Pin Assortment

you can select a jewel pin to fit any size
fork in no time at all.

THE accompanying pictures show how simple it
is to apply the gauge ; if it's a single roller fork,
just push the gauge into the fork until it stops;

or, if it's a double roller fork, try it on the notches
until you find the one it fits.

Then select the pin of the size indicated by the
gauge. It will fit the fork with the right amount of
shake.

'THIS method saves time and temper. It beats
I the old method all hollow. What's the use of

sometimes having to try your whole stock of
jewel pins in one fork when a factory facility like
this can be had?

Write your jobber for one today, it will pay
for itself in a short time.

Price $8.00

ELGIN NATIONAL WATCH COMPANY
0 ELGIN ILLINOIS

and Save Time

SHOWING METHOD OF GAUGING SINGLE ROLLER FORK

,a\

SHOWING METHOD OF GAUGING DOUBLE ROLLER FORK

This
assortment
consists of
one gross
of jewel pins

of various
sizes.

Sizes most
in use
are supplied
in large
quantities.
Those less
often used
in small
quantities.

ELGIN JEWEL PIN ASSORTMENT AND
JEWEL PIN GAUGE

sp
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The E. INGRAHAM   BRISTOL
COMPANY CONNECTICUT
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Indestructible Enameled Iron Case

Alarm Clocks
THE BOYS THAT NEVER GO BROKE

MERRIMAC

3.4
,ii=:=1

R4tagengown
AniMIENFMentutuatijannt

lllll!1IllilIII

linalainhUCILUM

ADMIRAL

(/,,,I...}..k1,11'.,_L4'

• 7:-=-----.- 4W- ..-r4'. 1;,11,11thol init,,,,

" THE CLOCK WITH THE CONCEALED BELL"

THIRTY Hour Time, Twelve Minute Alternating Alarm

with "shut off" switch. Indestructible enameled iron case.

Height, 5'A inches-- width, 5 inches. Merrimac, brass

dial—Admiral, brass dial, silvered. 24 clocks in a case, each in

a pasteboard box.
We are pre-eminent not only in our line of up-to-date Alarm

Clocks, but hold the same advanced position as regards Eight

Day Clocks.

(.1■OPMMEIRMIMPF•■■•11.11111F111.111I.SBEMIlp,

_111111111111111111111111111111111111111111111111111111111111111111111111111111ISSIIIIISSISMEESSSI011if _
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W
HY does an
advertising
man re-

mind one of George
Washington ? Let
it go, don't try to an-
swer it. There was
only one George and
a variety of adver-
tising men.
41:ThiS is the month
we use our little
hatchet. Hereafter
we'll use a double
headed hammer -
"knocks" going and
coming. The cherry
tree story may be a
myth, but that does
not alter the fact
that truthfulness is
a sterling quality
even when applied
to Alarm Clocks.
The Admiral and
Merrimac are relia-
ble and truthful
timetellers.
411. The alarm never
cheats you out of that
last few minutes sleep,
nor causes you to miss
the train—It's Johnnie
on the spot.
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Use Factory Facilities and Save Time
JUS T see how easy this method of selecting the
J right Jewel Pin is—why it's as easy as falling

off a log!

With this

Jewel Pin Gauge and
jewel Pin Assortment
you .can select a jewel pin to fit any size fork in
no time at all.

Shows method of gaug-
ing double roller fork.

Shows method of gat ging
single roller fork.

MHE accompanying pictures show how simple it
I is to apply the gauge; if it's a single roller fork,

Just push the gauge into the fork until it stops ;
or, if it's a double roller fork, try it on the notches
until you find the one it fits.

Then select the pin of the size indicated by the
gauge. It will fit the fork with the right amount of
shake.

/THIS method saves time and temper. It beats
I the old method all hollow. What's the use of

sometimes having to try your whole stock of
jewel pins in one fork when a factory facility like
this can be had?

Write your jobber for one today, it will pay
for itself in a short time.

Price $8.00
L. H. KELLER & CO.

Importers, Manufacturers and Jobbers

FineWatch Materials,Tools, Files,
Supplies and Optical Goods : :

64 Nassau Street
NEW YORK

\\\\

SHOWING METHOD OF GAUGING SINGLE ROLLER FORK

SHOWING METHOD OF GAUGING DOUBLE ROLLER FORK

This
assortment
consists of
one gross
of jewel pins
of various
sizes.

Sizes most
in use
are supplied
in large
quantities.
Those less
often used
in small
quantities.

ELGIN JEWEL PIN ASSORTMENT AND
JEWEL PIN GAUGE
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4 Positively No Goods Sold at RETAIL
Positively No Goods Sold to DEPARTMENT STORES
Positively No Goods Sold to MAIL-ORDER HOUSES
We adhere STRICTLY and WITHOUT DEVIATION to above rules laid down by us

years ago, and we ask the Retail Jeweler to SERIOUSLY CONSIDER these facts;

for any JOBBER who DOES NOT follow these rules, DOES NOT PROTECT THE

RETAIL TRADE, and practically becomes a competitor of the RETAILER.

WE ARE NOT YOUR COMPETITOR, WE ARE YOUR PROTECTOR

The Non-Retailing Co., Jobbers in Watches and Chains
LANCASTER, PA.RIGHT GOODS

Sold at
RIGHT PRICES

in
RIGHT WAYS

WATCHES
CHAINS
CLOCKS
RINGS

COMMUNITY SILVER

ASKO Flat Drills
Actual Size

98 96 94 92 90 88 86 84 82 80

Sizes 76 to 98 per doz., 75 cts.

74 72 70 68 66 64 62 GO 58 56 54

Sizes 52 to 74 per doz., 60 cts.

10

78

if) 98 411 44 42 40 38 96 31 32 80 2

Sizes 28 to 50 per doz., 50 cts.

52

76

An Opportunity
for the Trade

The ASKO Pivot Drill
Sizes 4 to 26 thous. of an inch, per doz., 40 cts.

To PROVE that ASKO Drills are what we claim,

The BEST for PIVOTING and for all other work
coming within the range of sizes of the Asko Flat
Drills,

We will send you, for a TRIAL FREE, 3 Drills,
of different sizes to be selected by you, from these
here shown.

From your jobber, or DIRECT FROM

THE MFRS.

A. S. KOCH & SONS
LANCASTER PENN.

ASKO

Pin

Vise

A thoroughly practical

tool that can be LOCKED

and RELEASED with

one hand, leaving the

other free for adjusting the

work.

A finely made tool, from

steel throughout, nicely

finished and nickeled.

Price, $1.50

PAT ENTED
F EB



The Greatest Catalogue ever published for Jewelers, Watchmakers, Engravers and
Opticians is ours, and can be yours for the asking. The
Greatest—first, because of the high quality goods listed

therein ; second, because of the wonderfully low prices it offers; third, because of its extensiveness and completeness ; fourth, because
our book is the only one of its kind with ready reference index on cover ; fifth, because it is the only General Supply Catalogue showing
Boxes, Cards, Tags, Trays, etc., in FIVE colors. The general arrangement of our book is such that any item you may desire can be
located at once. Write us immediately, sending your business card with request.

GENUINE WEBSTER-WHITCOMB LATHE
GENUINE WEBSTER=WHITCOMB AND MOSELEY LATHES

LATHE, with Taper Chuck, Screw Chuck, 6 14 in. Cement Chucks,
Tipover T Rest, 9 ft. Round Belting and Chuck Box . . $31.00

LATHE, as above and 6 Wire and 2 Wheel Chucks (10 CHUCKS) KS) . 39.00
LATHE, as above and 10 Wire Chucks (12 CHUCKS)   41.00
LATHE, as above and 15 Wire Chucks (17 CHUCKS)   40.00
LATHE, as above and 20 Wire Chucks (22 CHUCKS)   51.00
LATHE, less Tailstock, deduct $6.50 from the above prices.
Wire Chucks, each $1  00 Wheel Chucks, each $1  00
Snyder Chuck 8  00 Universal Face Plate

CULMAN BALANCE CHUCK
Regular Style   $3.50
New Style (with 3 interchangeable Screw-on plates), 4.00

This Chuck is the greatest Time-Saver ever offered to a Practical Watch-
maker. Guaranteed, fitted and trued to any Lathe.

NEW ELGIN

JEWEL PIN ASSORT-

MENT AND JEWEL

PIN GAUGE

Assortment Complete

with

Jewel Pin Gauge

$8.00

With this assortment you

can quickly select a Jewel

Pin to suit any size fork

or slot.

ALL,

PRICES

LESS

6%

FOR

CASH

Ze7.6,

No 2784. ONE GROSS
PRICE .58.00

OVIG Al[711011 Of GAUGING
DOUGLE POLL. AAA%

ELGIN
NATIONAL
WATCH
COMPANY

5110■15 AlF1■100 Of
A.:41.1,,,L:,NG SINGLE AOLLER

SELECT A PIN Or THE NUMBER SHOWN
BY GAUGE AND IT WILL FIT PROPERLY.
WITH CORRECT AMOUNT OF SHAKE.

The assortment contains one gross of jewel pins of various
sizes. The sizes most used are supplied in larger quantities
and the less often used in smaller quantities.
The gauge is a tapered piece of steel which fits into the
fork and accurately indicates the correct size of jewel pin
needed.

MAINSPRINGS, BALANCE STAFFS and BALANCE JEWELS are the essentials of your watch repair department.
Therefore, buy reliable goods—from the "House of Quality." Our materials fit properly ; we are prompt in filling orders; have experienced

clerks to fill them correctly, and carry an ample stock to fill them completely.

E. & J. S. Mainsprings
Our standard spring—and one that we have sold

for years with uniformly good results. We keep
them for pract i cal I y all makes and grades of
American watches. They are coiled and packed one-
half dozen in a paper, and each spring is wrapped in
anti-rust, paper. Each scrapper is marked with style,
width and strength of spring it contains, which
makes a handy reference.

E. Sc J. S. Mainsprings, all styles and sizes
Per dozen   $ 1.25
Per gross .   14.25

E. & J. S. Balance Staffs
American made

Per dozen

E. & J. S. Balance Jewels
American made

$1  00 Per dozen $1  50

SMALL PARTS CAREFULLY MATCHED

We have the E. & J. S. brand of Jewels and Staffs for practically all makes and sizes If
American watches.

GENUINE FACTORY JEWELS, STAFFS and MAINSPRINGS

we have in stock for every American watch made—also a very
large general assortment of genuine materials, all of which we sell
at lowest factory prices. Train material and stem-wind parts we
carry in genuine only and do not have a piece of imported material
in our stock, so our customers can depend on receiving correct
parts when ordering from us.

Sold only by E. & 3. SWICIART,

CINCINNATI, 01110..

Superior Special Mainspring's
A fine spring wills rounded edges, and absolutely

correct in gauge for length, width arid strength. It
is a "Superior" brand, in fact as well as name, and
we warrant, it to give 8atisfactiou.
Per dozen   $ 1.00
Per gross 11  25

The E. e.? J. Swigart Company, ,;17)HucoalLsye, Cincinnati, Ohio

1 5 7

A Few Things You Ought to Know
Every business transaction involves figures.

Will it pay to carry in stock another year unsaleable articles of

Old Gold, Silver and Platinum
The first of the year is the time for a general cleaning up—the time for new methods and fresh

plans—the time to embrace opportunities and broaden your activities.

The small package with a value of only ONE DOLLAR has the SAME PROMPT ATTENTION

as the hundred dollar shipper or the United States government sweeps which carry values from

ten to twenty thousand.

WE SOLICIT YOUR SHIPMENT OF

Old Gold Gold Plated Jewelry

Old Silver Gold Filled Cases

Gold Frames Bench Filings

Platinum Sweepings, Etc. 

We hold your shipment in same condition as received until you approve of our remittance.

check is not satisfactory your consignment is returned by express, PREPAID.
If

Returns for
Sweepings
in
5 to 10 Days

(TELEGRAM)

United States Mint at San Francisco t
Oct. 5th, 1910. J

Goldsmith Bros. Smelting & Refining Co.
Chicago, Ill.

Your bid of $10,550.06 being the HIGHEST
for SWEEPS, have awarded same to you.

EDWARD SWEENEY, Supt.

Check for
Old Gold and
Silver by
Return Mail

ASSAYING AND TESTING DEPARTMENTS
An efficient force of competent assayers are constantly employed in each

of our three offices. SUBMIT SAMPLE of your SWEEPS to us.

Goldsmith Bros. Smelting & Refining Co.
20 John Street Heyworth Building Arcade Building

NEW YORK CHICAGO SEATTLE
CORNER MADISON AND WABASH



Chronographs, Horse-

Timers, Split Seconds,

Repeaters, Nurses' and

Physicians' Watches,

Thin Models, Chate-

laines, Bench-Timers,

Alarm Watches, Foot-

ball Watches.

•

There's Profit and

Prestige in Handling

These Specials

■I!
,10

/FORE Jewelers made use of
I the Swigart Watch Service

in 1910 than ever before.
If you were not among the

number you missed a sure-pay
opportunity.

Join the Big-Profit Progressives
in 1911.

LOOSE AND MOUNTED

DIAMONDS
 e;

COMPLETE STOCK OF

JEWELRY

Catalogue on Application

Swigart Watch & Optical Co.
328-330-332 SUPERIOR STREET - - - TOLEDO, OHIO

•

4=Z>

0 4
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SWARTCHILD & COMPANY
pLARIRLyGESHTOWL,ASTCEHMAINKERTSH' wJEcpWRELLER8' HEYWORTH BUILDING. MADISON ST. & WABASH AVE. CHICAGO. ILL.

dit 41 Years in the Watchmakers' an a Jewelers' Supply Line

I 87%, The World's Largest Material House 1911

"OUR PERFECT' LARGE FLAT TOP WATCHMAKERS' BENCH WITH AUTO-
MATICALLY LOCKED DRAWERSOur Exclusive Manufacture Our Own Design

The principal feature of
this bench is found in its
size, the top or working
Space being 44 x 26 inches,
or containing 266 square
inches more of working
space than in the regular
flat top bench. This al-
lows plenty of space for
your lathe, staking tool
and other tools without the
slightest crowding, besides
giving one a larne and
comfortable space to work
on, which is so necessary
for good results.

The Most Practical Bench

Ever Made

The Only Flat Top Bench

Made With Automatically

Locked Drawers

Length, 44 Inches

Height, 40 inches

Depth, 26 inches

14 Drawer

1 Apron Drawer

Weight, About 150 Pounds

No. I1938. Solid oak  
No. 419383. Solid oak, with material bottle tray with bottles in center drawer, as shown  

No. 11939. Birch, mahogany finish  
No. 119391 . Birch, mahogany finish, with material bottle tray with bottles in center drawer, as shown  

$25.00
27.25
25.00
27.25

New Elgin Jewel Pin Assort-
ment and Jewel Pin Gauge
With this equipment you can quickly select a

jewel pin to suit any size fork or slot.

7.1

'JEWEL PIN
ASSORTMENTAND GAUGE

The assortment contains one gross of jewel pins
of various sizes. The sizes most used are sup-
plied in larger quantities and the less often used
In smaller quantities.
The gauge is a tapered piece of steel which fits
into the fork and accurately indicates the correct
size ofjewel pin needed.

No. 7784. Assortment, complete with jewel
pin gauge $8  00

SWARTCHILD SPECIAL
WEBSTER-WHITCOMB
PATTERN LATHE, WITH
TIP-OVER T REST
This Lathe represents the highest
class of experienced Workman-
ship in every particular. Each
and every part fits perfectly.

Illustration
Showing
Exact Size
of Chuck

No. 11487. 2-Chuck Combination; Lathe with I Screw Chuck, I Taper Chuck,
6 one-quarter inch Cement Brasses, I each one-half and three-quarter inch

Cement Brasses, one each Male and Female Centers, Chuck Block with Glass

Cover and Belting   $25.00

No. H487A. 10-Chuck Combination; this includes 2-Chuck Combination, com-

plete as above, and 8 additional Wire Chucks   28.75

This Lathe is patterned after

the

WEBSTER-
WHITCOMB

Model and any Genuine

WEBSTER-
WHITCOMB

Attachment is warranted to

fit exactly

We Guarantee

this Lathe in

Every Respect

No. 1148710. 20-Chuck Combination ; this includes 2-Chuck Combination, corn-

plete, and 18 additional Wire Chucks .......... .  . $33.50

No. 11487C. 30-Chuck Combination ; this includes 2-Chuck Combination, corn-

plete, and 28 additional Wire Chucks   38.25

Extra Wire Chucks for above Lathe, each   .50

Extra Wheel Chucks for above Lathe, each   .75

SEND FOR OUR NEW LARGE CATALOGUE, No. B14— the largest and most complete Material Catalogue in t
he Country. Sent FREE upon application

REMEMBER, IF YOU WANT A " CRACKER-JACK " MAINSPRING, GET THE " BLACK SHIELD "—THE BEST THAT CAN BE HAD
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100% PERFECT Watch 

tret

Glasses 100% PERFECT

(111.4.

For Sale by All Jobbers in the United States and Canada

HAMMEL, RIGLANDER & CO.
47 anci 49 Maiden L,ane, NEW YORK

100% PERFECT Watch Glasses No% PERFECT

The Spring That Ends Your Mainspring Troubles

PRICE, $1.25 Per Dozen

For Sale by All Jobbers in the United States and Canada

CA new Mainspring, accom-
plishing an old purpose.

Many mainsprings are resilient
in shape at the time they are
bought, but lose their shape and
efficiency when used.
The consumer is therefore

paying the difference in price for
appearance only.

"ECHARCO"
the trade-mark that stands for
highest quality, retains its shape
and efficiency.

If your jobber is unable to
supply you, send us his name
and we will see that your orders
are promptly filled.

HAMMEL, RIGLANDER & CO. 
47 

NE

M A YI %ERNI( 

CITY

L   ANE

Exclusive Agents for
the products of

J. N. Eberle &Cie
AUGSBURG, GERMANY

The world's largest
manufacturers of
Mainsprings i' Saws

Perfect for Size, Finish
and Temper

The New Improved E. F. B. Graver Handle No. 30

Has the most rigid locking device of any adjustable graver handle. Holds gravers firm as in a
vise. They will be appreciated by the many users of the E. F. B. Gravers. Price, each, $ .50

A

The L. B. Pivot Polisher (Pat. July 1910)
The construction of this attachment is entirely novel and

the labor of polishing a pivot is reduced to a minimum. The
illustration shows manner of attaching same to the lathe by
clamping it to the tail stock spindle. The grooved plate in
which the pivot rests while being polished, revolves and is held
in proper alignment by means of a ratchet. Three laps like A & B
are supplied with each tool to permit the use of different polish-
ing substances. The staff may be held in chuck, but the better
method is to let one of the pivots run in one of the female centers
E or D which are clamped in chuck. The balance is then carried
along by the carrier as shown on E. The pivots from the finest
to center pivots may be polished on this tool, as the grooved
plate has graduated grooves to take in all sizes.

The pu lley C is intended to go on the shaft of your counter
shaft and the pulley carrying the lap can be connected to pulley
C by means of a crossbelt.

The attachment is finely made, thoroughly practical, and a
useful fixture to any lathe.

PRICE, EACH, $11.00

For Sale by all Jobbers in the
United States and Canada

Hairspring
Scale
No. 1

Finely Nickel-
Plated

Price, each, $2.50

The above illustration gives a general Idea of
the utility of this new tool. To ascertain the com-
parative strength of the new hairspring required to
replace an old one is not an easy task, nor one that
can be accomplished except by means of some
accurate instrument.

This new scale is simple in every detail. The
collet or heart of the old hairspring is held in the
clip of the scale. The outer end is held in the
tweezer. Then slide the movable weight on the
scale beam until the point is at the zero mark, and
the graduations on beam will indicate the strength.
The new hairspring should show same reading on
beam as old spring, and a watch so fitted will
require very little regulating. An additional lighter
weight is furnished which is used either alone for
very light springs, or in connection with the other
for heavy springs.

ROLLER REPLACER No. 1
This tool was designed especially for replacing Table

Rollers in a quick and safe manner.
Heretofore this was accomplished on the staking tool or

other sets of punches, but it is well known that this is not satis-
factory. This tool permits complete control, the lever is very
powerful, and rollers are readily driven in place without
danger of cracking the roller or injuring the pivots, and in
half the time usually taken for this work.

It is nicely finished in nickel plate and damaskeened,
Price, each $2  00

Pivot Straightening and Truing Device No. 25
(Pat. Sept. 21, 1909.)

By means of these tools a bent pivot can be trued to II dead center. The staff is held in
split chuck and the bent pi vnt in the conical or V shaped hole of the device ; the device being
crowded up to the shoulder of the pivot, the lathe to revolve backwards, using plenty of oil on
pivot. Use the small fLittened lever, resting same WI the rounded inner surface and gradually
bring the bent pivot to its original shape.

Two sizes are provided which cover a large variety of pivots. The small size .010 Is for
all staffs and escape pinions, while the larger one with hole .016" Is intended for 3rd, 4th
pinions, etc.

Made of finest quality hardened steel and will he found a useful tool.
Price, per set of 2 tools and straightening lever, $1.75.
When ordering, state name and size of lathe.

HAMMEL, RIGLANDER & CO. NEWW49 
MyoaiRdeKn 

CITY

e
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The immense advantage of

Perfect Construction
is obtained in the

Webster-Whitcomb
New Model

LATHES
Manufactured by the

AmericanWatchTool Co.
WALTHAM, MASS.

WEBSTER-WHITCOMB
NEW MODEL LATHE

PAT.APPLIED FOR

IN a Watchmaker's Lathe the vital point is the

SPINDLE AND ITS BUSHINGS. In this

lathe the bearing surfaces of the spindle and

its bushings TOUCH THROUGHOUT THEIR

ENTIRE AREA, insuring continued TRUTH,

easy running and greatest durability. This quality

in our lathes is maintained by workmen of long

experience in the operation of special machines

devised for this particular work.
Many lathes may be found in the market

on which the front end of headstock spindle bears

only on the 45° angle. They may look well on

superficial inspection, but they will run hard if

the spindle is closely adjusted, and are quite un-

reliable for perfect work.

In buying a new lathe be SURE the spindle and bushings are PERFECT
LY

FITTED. Without this a lathe is dear at any price.

Our lathes are finely finished. The curves are true and the surfaces 
smooth.

All sharp corners are carefully and uniformly rounded; this makes a great 
differ-

ence in the durability of the nickel plate. HEAVILY NICKELED.

In comparing lathes, the size and variety of CHUCKS, as well as the scope

and general character of the ATTACHMENTS should be considered.

A chuck may look nice and shiny, yet be practically worthless. Examine

critically the thread on our chucks in comparison with others. We do not use die
s

for threading our chucks. THEY ARE CUT IN A LATHE. The cone and

body of OUR chucks are GROUND to correct FORM and size ; the 
surfaces are

STRAIGHT and TRUE; compare them under your eyeglass with the shiny ones.

COOYRIGH1.1909 ANI, WA

IN COMPARING PRICES WITH OTHER LATHES,
LEARN THE DIFFERENCE IN SIZE, QUALITY
AND DETAILS OF CONSTRUCTION.

Actual
Size of

Webster-

Whitcomb

The thread and outer surfaces of a chuck, as well as its form and proportions, are

important elements in its continued truth and durability. The holes in our chucks

are GROUND to size and truth. We caution you against imitations.

The GENUINE are stamped "WHITCOMB."

LATHE, with Taper Chuck, Screw Chuck, 6 !.; in. Cement Chucks,
Tipover T Rest, 9 ft. Round Belting and Chuck Box   $31.00

LATHE, as above and 6 Wire and 2 Wheel Chucks (10 Chucks)   39.00
LATHE, as above and 10 Wire Chucks (12 Chucks)   41.00
LATHE, less Tailstock, deduct $6.50 from the above prices.
Wire Chucks, each $1  00 Wheel Chucks, each $1  00
Snyder Chuck   . 8.00 Universal Face Plate „ . . 9.00

LARGER CHUCK CAPACITY
Viz: No. 80 (or 5 16 inch) hole through Chuck and Draw-in Spindle.

Watchmakers desiring LARGER CHUCK CAPACITY obtain this

advantage in the

Webster-Whitcomb MAGNUS Lathes

The Webster-Whitcomb Magnus Lathes are provided with a headstock which takes a larger chuck than the

regular Webster-Whitcomb size. This increased chuck capacity (wire chuck with a No. 80 hole or 5/16 inch

through chuck and draw-in spindle) is an advantage which all watchmakers will appreciate.

Webster-Whitcomb MAGNUS Lathe with Taper Chuck, Screw Chuck, 6 in. Cement

Chucks, Tipover T Rest, 9 ft. Round Belting and Chuck Box  $35.50

Lathe, as above and 6 Wire and 2 Wheel Chucks (10 Chucks)   47.50

Lathe, as above and 10 Wire Chucks (12 Chucks)   50.50

Lathe, less Tailstock, deduct $6.50 from the above prices.
Webster-Whitcomb MAGNUS Wire Chucks $1   50 each

Webster-Whitcomb MAGNUS Wheel Chucks 1   50 "

Webster-Whitcomb MAGNUS Headstock (will fit any Webster-Whitcomb lathe) . . $18.50

The Webster-Whitcomb MAGNUS Headstock, with larger chuck capacity, can be

any Webster-Whitcomb Lathe.

applied to

Webster-Whitcomb Elect Lathe 
NEW LATHE FOR WATCH, CLOCK
AND LABORATORY WORK

Webster-Whitcomb Elect Lathe, with Taper Chuck, Screw Chuck, 6 I inch Cement Brasses and 9 feet Round Belting   $45.00

Length of Bed, 15 inches. Bed to Center, 6 centimeters or 2.36 inches. Swings, 12 centimeters or 4.72 inches.

Takes a Wire Chuck with No. 80 (or 5/16 inch) hole, through Chuck and Draw-in Spindle.
W-W Elect Wire Chuck $1  50 W-W Elect Slide Rest  $35.00

" " Wheel " 1  50 " " Screw Tailstock   15.00

SUSSFELD9 LORSCH & CO. 
37-39 Maiden Lane, NEW YORK
— WHOLESALE AGENTS

"NSKGAL
Duplex Base Anti-Friction
Engraving Block

NICKEL PLATED

Designed by an Engraver for Engravers

163

THE GENUINE

are stamped

BEWARE OF IMITA-
TIONS. LOOK FOR
THE MAKER'S STAMP

A HIGH-CLASS BLOCK made of the best material, the mechanical work being first-class throughout.
They are manufactured by Mr. Ad. Muehlmatt, the well-known maker of high-grade Engraving Blocks.
Complete, including 26 attachments, leather pad, etc., $6.00.

A New Departure in Engraving Tools 

WELLS' UNIVERSAL GRAVER NO

Pat. March 9th, 1909

The above cut gives a general idea of the Wells' Universal Engraving Tool.
The crescent graver is held by means of a clamping device and can be adjusted
quickly and securely. The crescent may be set at any angle to suit the
operator, thus enabling him to engrave flat, concave and convex surfaces
with perfect ease and a better control than is possible with any other kind of
tool.
The length of the graver remains the same throughout the life of the tool; it
is in the fullest sense UNIVERSAL owing to its uniformity of length, adjust-
ability of angles and the facility with which it is handled. It is readily adapted
to all kinds of work, and inasmuch as the engraver has a superior degree of
control and feel with this tool, he is able to do the work more quickly and
accurately than is possible with any other graver.
The tools are so constructed that when sharpening the crescents lay flat on
the stone ; this assures a sharp cutting angle, and as both ends of the crescent
are ready for use the engraver has two angles of different degrees to suit the
work he has in hand.
The three styles of crescents are (1) sharp point, (2) narrow flat, (3) wide
flat. The tools are guaranteed to be perfect in temper and quality.

 PRICES 
A—Patent handle with one crescent graver   $. 75
B —Patent handle with three crescent gravers . . .   1.00
C—Three patent handles with three crescent gravers, 2.00
D —Separate crescent gravers, each  20

MY PALLET JEWEL SETTER

GuoiAN

0
o•GR.,A5
44 T. APP •

The name explains it all 110 
Price, $2.00

The ONLY SETTER
separates the two
jewels so that one
can be adjusted with-
out danger of the
other shifting. The

ONLY SETTER iS

fitted with practical

gauges to determine
the amount jewel is

to he shifted, elim-

inating guesswork.

Over 2000 in Use Every Day

NEW STYLE

CULMAN BALANCE CHUCK

LOOK FOR STAMP .+IGP

Made with three interchangeable
screw-on plates, drilled with No. 8,
10 and 12 holes.

Plates are made like the screw bezel
on a watch and can be changed
instantly,they increase the holding
capacity of the chuck ten-fold, mak-
ing it practical for many train
wheels now difficult to chuck.

Send for Circular and FREE
Sample Pair of Torpedoes

Price, $4.00
C. CULMAN, Maple and Hazel Avenues, MAPLEWOOD, MISSOURI

MUEHLMATT'S SIMPLEX WATCH AND LOCKET CHUCKS
Are made in six sizes, hold all Lockets and Watch Cases from 718 inch Locket to 18 size Case. They are made of hard wood, polished. and do away with all risk of denting and

marring. The metal work is well finished and nickel-plated. The key being detachable, there are no projections when in use. Can be held in any engraving block.

Complete Set of Six Chucks $3  00

SUSSFELD, LORSCH & CO 37-39 Maiden Lane, NEW YORK
— WHOLESALE AGENTS —
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PRICES JUST OUT! This practical hand-book on the use of the Staking Tool;
written by a practical watchmaker experienced in this line.

No. 125-A. MAINSPRING WINDER FRAME

Why No. 146 sleeve wrench is the best

made. It has more leverage and does not hurt

the fingers, being in a smooth case; it will easily

remove all sleeves and in less than half the time

required with any other make. After sleeve is

started, whirl it out quickly by turning the small

knurled handle.

No. 125-A. Mainspring winder

complete, 1 arbor, 6 barrels,

price $1  75

No. 125-A. Mainspring winder

complete, 3 arbors, 9 barrels,

price $3  00

Ten-bit sleeve wrench, price

No. 127. NEW MAINSPRING WINDER FRAME

Complete with 1 arbor, 6 barrels $2  25

No. 128. Complete with 3 arbors, 9 barrels, 3.50

This is the old reliable Robbins Winder with a new

frame, greatly improved in appearance and finish, besides
raising the crank high enough above the vise jaws to entirely

obviate danger of injury to the fingers of the operator.
Three arbors, 9 barrels. From 18 size to 10 ligne.

Different sized arbors can easily be removed or re-
placed without removing collet by turning knurled nut

at right.

We can furnish barrels for any make of watch, Amen -
can or foreign.

$1  50

KENDRICK & DAVIS CO., • •

• • LEBANON, NEW HAMPSHIRE

The book is substantially and neatly bound in cloth of extra
quality. It has 163 pages, 90 of which are devoted to
diagrams and matter pertaining to the use of the staking
tool, and kindred subjects.

Every progressive watchmaker will want one, and we
make it easy for him to have it. Only 75 cents.

MICROMETER STOP No. 424
Quickly attached to any staking tool punch. Will enable you to do the
work with absolute precision. With it you can drive that escape wheel
to the desired position, the first time; no time lost in guessing and
repeated trials.

The man—you—who repairs the most delicate
and accurate machine known—the modern
watch—should be provided with suitable
tools, to do his work quickly and perfectly.

Investigate the advantages and novel features
of the Micrometer Stop; the new book men-
tioned above has something to say on the
subject.

To fit K. C81 D. and Rivett punches,
Price, $3.50

Unless otherwise ordered, we send them to fit
K. c& D. punches.

UNIVERSAL

WHEEL CUTTER

HAROINGE BROS

A

JUMBO CHUCK
Price. $2.00 each

ECLIPSE FIXTURE

Price, $5.00

:•■•
te- 1.

Price, 2 Spindles, $45.00

Price, 1 Spindle, $35.00

21111111111i

HARDINGE BALANCE CHUCK

Price, $3.75

— PAT. OCT. 17 05.

HYDE ROLLER PIN SETTER
Price, $1.25

CARBORUNDUM
WHEEL AND MOUNT

Price, $3.50

snazit101
,1:2TTI.

HARDINGE IMPROVED

ROLLER REMOVER

Price, $1.75

HARDINUE IMPROVED
DRILL PRESS

Price, $50.00

These and other Tools described in our No. 5

Catalogue. Ask your Jobber or write us for a copy.

HARDINUE BROS., Inc.
3135-3141 Lincoln Ave., CHICAGO

MANUFACTURERS

Lebanon, New Hampshire

ZDOUBLE
CAPACITY
INVERTO

STAKING
TOOL

About 3-7 Size

37 Maiden Lane, NEW YORK

  Wholesale Agents  

Costs more than
regular tools, but soon
repays it in time
saved.

"Time is Money" in
greater degree to-day
than ever before.

PRICE $35.00

New and interesting folder on Inverto. Send for it.

MANUFACTURED BY

Kendrick & Davis Co.
Lebanon, New Hampshire

Sussfeld, Lorsch & Co.
37 Maiden Lane NEW YORK

WHOLESALE AGENTS
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How to Obtain Genuine Watch Material

is sometimes a problem with the conscientious watch repairer. The

difficulty may be overcome by following these suggestions:

1111 Purchase Waltham Assortments covering the line of staple Waltham material, such as

Clicks, Hands, jewels, Screws, Small Springs, Staffs, etc.

The material in Waltham Assortments is selected to meet the needs of the watch repairer,

and it is labelled in such a manner as to assist him in every way possible. Note pages 1-7

in 1909 Material Catalogue.

IiiInsist on getting "Sealed=at=the=Factory" goods. Waltham material enumerated in the

advertisement below is put out from the factory in sealed bottles or small tin boxes.

Dealers wishing to obtain staple parts of Waltham material in dozen or half-dozen

quantities should order in these packages:

Dozen Sterlin
IgSIZE 1883

BALANCE STAFFS
1365

SEALED AT THE FACTORY.

Clicks, Hands, Jewels, Screws, Small Springs and Balance Staffs are put up in this way by the

WALTHAM WATCH COMPANY,
WALTHAM, MASS.

IBuy Waltham watch material from material jobbers who will send it in a package with a(
guarantee over their signature that the material they send is genuine. This practice is

becoming more and more common among reliable material jobbers.

SALES OFFICES:

New York, 21 Maiden Lane,

Chicago, 103 State Street,

Boston, 200 Devonshire Street,

Montreal, 189 St. James Street,

London, 125 High Holborn.

Waltham Watch Company,

Waltham, Mass.

I67

POINTER No. 36

Prepare Your 1911
Advertising Campaign at Once

Don't let your Competitors get ahead of you

Be a LEADER Not a FOLLOWER

Many wide awake Jewelers using

The ARNSTINE CATALOG SYSTEM
find their business increases from 50 per cent to 100 per cent

Mail your own Catalog

to all the homes in your

city and county and re-

sults will be

More Business
More Sales
More Customers
Greater Popularity
Greater Prestige

Don't Delay Investigating this Modern Method
of Doing Business

We make Catalogs for Retail Jewelers only and as a rule sell but one in a city

THE ARNSTINE BROS. COMPANY
Originators of Our Exclusive Catalog Method for the Retail Jeweler

CLEVELAND, OHIO
N. B.—Write us to-day for particulars
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EVERYDAY NEEDS AT EASY PRICES

c  Jr
t!=z3

--  

$ .15 per Dozen
1.50 per Gross

Cannon Pinion
Tightening Tool

50 cents

Photolene We are the distributers of this MONEY-
MAKER for the Jewelry Trade.

A sample of this work laid in your show window will bring you a daily income of $2.50 per
job, amounting to many dollars. Besides, Photolene is a wonderful advertisement. Photolene
will transfer photographs to watch cases or dials, glass or chinaware quickly and permanently.

Price, per bottle, $1.00

ifilzmas
$ .75 per Dozen
7.50 per Oross

New Model Webster=W'hitcomb Lathe with New Model Tip-
over Hand Rest and Tailstock.

Full Nickel=plate. Price, $31.00

which includes Taper Chuck, Screw Chuck, Six 34-inch Cement
Chucks and 9 ft. Bound Belting.

Height 3.

Height 4.

Height 5.

Height 6.

••••  +11■■••3640

Height 7.

Height 8.

AINSPRINCS
For

le WALTHAM
No.1203_

LvEtrmithsemempwro
Our book is the Leading
Catalogue. 794 pages of

" good stuff."

8 1.00 per Dozen
10.50 per Oross

PARALLEL.

LENTILLE.

PATENT GENEVA.

EXTRA THICK MI-CONCAVE.

$ .75 per Dozen
7.50 per Gross

THICK MI-CONCAVE.
(lenevas .... . . . $4.00 per gross; $ .40 per doz. Patent Oenevas . $8.00 per gross; $ .75 per doz.

PRICE-LIST Thick Mi=Coacaves . . . . 4.00 " .40 " Lentilles . . . . 12.00 " 1.25 "
Mi-Concaves, Extra Thick 10.00 " .90 " Antiques . . . . 8.00 " .75 "
Parallels 8  00 " .75 " Lunettes . . . . 3.00 " .25 "

BLANK ORDER SHEETS FOR WATCH GLASSES SENT UPON APPLICATION

New Elgin Jewel Pin Assortment
and Jewel Pin Gauge

With this equipment you can quickly select
ajewel pin to suit any size fork or slot.

No. 0. Polishing Lathe Head

Price, $1.25

No. 1. Polishing Lathe Head

Price. $2.00

Regent Foot Wheel, improved
$6.00

STANDARD STONE SIZES

r % ° r gS"5 q:g ; .s 25 23 22 21 

00000000000
(7,141 ac)4I 040 

 4. 

c239 c35 (R.S7 9 036 935 034 5p33

,o10 0 00 0 0 0

SAMS' IMPROVED

BLOWPIPE
Sams' Generator

; PATENT JULY 6.1897 ,
== PAT ENT_PEN PING

So Simple

So Easy
So Economical

jewelers' Outfit
Complete

Price $13.00

The assortment contains one gross of jewel
pins of various sizes. The sizes most used
are supplied in larger quantities and the less
often used in smaller quantities.
The gauge is a tapered piece of steel which
fits into the fork and accurately indicates the
correct size of jewel pin needed.
No. 7784. Assortment complete with

jewel pin gauge $S  00

This Cabinet FREE with your FIRST order for One
Oross Regent imported American Mainsprings

THE JEWELER'S COMPANION, consisting of 2:1,(, Gross Stones

at 50 Cents Per Gross. Total $1.25. Well Assorted for Repairing

CROSS & BEGUELIN 
Imporl,vast,lezsp, Exporters and .1,1eawn:lfray:turera

Silver-Plated Ware, Etc. 
23 Maiden Lane, New York

/(Incorporated) 

Price, $2.50

SAMS'
IMPROVED GASOLINE

Blowpipe Outfit
It produces either a HEAVY brush

flame or the FINEST needle point.

Let us give you a TIP. The PAT-

ENT TIP does it.

The thumb-valve REMAINS

WHERE SET, maintaining any size

flame. Instantaneously changed, if

desired.

Size, 5 in. diameter ; 8 in. high.

Price, $6.00

This Generator has a heavy glass base;
the remaining parts are of brass heavily
nickel-plated.

PRICES:

Jewelers' Outfit Complete . . . $13.00
Outfit, without bellows . . . . 8.50
Generator (B) only 6  00
Blowpipe (A) only   2.50
Foot Bellows (C) only . . . . 4.50

HENRY PAULSON & CO. 1 6HWI a bCa
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A HIGH-GRADE LINE d EMBLEM RINGS at a MODERATE PRICE
ANY ORDER ANY FINGER SIZE AT $15.00 LIST 11,1111„,,,

I

Scottish 
Rite

Knight
Templar

No. 240

The Lebanon Ball Base Engraving Block
is constructed on broad mechanical principles to meet the
demand of not only a medium price block, but at same
time have a flufficieut range of capacity for the average
engraver's use.

The Base is slightly convex, making an easy and
natural position for tile hand, the weight being so divided
that, it will retain its position at any angle on the pad.

The Jaws are larger than many of the higher priced
blocks, anti are provided with eight distinct circles of holes,
giving them a large and almost endless variety of positions

for holding odd pieces.
The Pins are specially

constructed to hold the

No. 265

Masonic No. 263 B. of L. E No. 294
Price, complete, $6.00

largest variety of WOrli.
The four diamond shape
pins are grooved on one
side for circle work.
Height, 6 im; diam. of
base, 434 in. ; weight,

9 lbs.
The ja Ws when closed

are 23,Z ill diant. and
will open to 3,4" and by
using t he extension pins
will hold pieces up to

complete out fit
consists of Block,
Leather Pad and box
containing 24 assorted
pins.

The Perfection
Gold
Plating
Solution iii

Watch Case and Cap Miller
A practical tool for every Watchmaker and Case

Repairer. With this tool you can restore the Watch

Case, so that it will close properly the same as a new

one, by a very simple operation and a moment's time

and work. Put the Miller in a No. 40 Lathe Chuck and

a few revolutions of the Miller does the work and saves

sending the Case to the Watch Case Makers.

Price, 35 cents

THE QUICKTIGHT PINVISE
Trade-Mark neg. U. S. latent 011ice

Works Quickest Holds Tightest

\XI. tl tiou 
Only ONE HAND used in working it

41t' \ 

is a ■ s ,,,,,, i '

II (
)

:17111111ftellaunimusisini

Patented March 26, 1901

Insert the work, then one stroke of thumb (pulling wedge downward) both closes AND tightens
jaws. Saves valuable time. It will pay to throw away your old piny's° atal buy one of these.

Strongest made. No levers to break, or screws to strip. Sent anywhere, postpaid, for *1.50.
Buy it of your dealer, or send to

HENRY ZIMMERN & CO., Wholesale Distributers

111111 1 1„1 111111111111.11i1hlis. No. 297
No. 291

  SY I"M W A j•-• 1

K of P. No 271 Woodmen No. 288

teN,6/■\10  '  

s,

r

xs,

(7S!il!?. iSeAH:117-dir THESE RINGS ARE ALL PLUMP 10 K.—AVERAGE 6 dwts. each—center emblems raised and modeled--rings all enameled in appropriate colors-

111-1-.all hand engraved. We will send you any order—any finger size—at $15.00 list. The best ring on the market at any price.

Let us tell you of our new selling
plan. It will interest you. The A. P. CRAFT CO., —Maaknedrs5pofecfarkewnielRiernsg-8 Indianapolis, Ind.

A COMBINED BLOWPIPE
AND BUNSEN BURNER

THIS novel little arrangement seems to
have met a long-feltwant, for it is enjoy-
ing a large sale with the jewelry trade.

Embodying these two common articles of
use in one burner is not only unique, but
effective. A fine bunsen flame is had by

° " 
simply using the gas tap and opening the air
slide. A blowpipe flame is had by attaching
a piece of rubber tubing to the air tap, cls-

Patented May 14, 1906 ing the bunsen air slide and applying a blast

No. 5 of air from the mouth. Will produce a brush1 Burner 

Price, $2.50 or a fine pointed flame as may be desired.
Write for catalog "B. k." illustrating and

describing it and other useful appliances for the jeweler. Yours for the
asking. What is your address?

BUFFALO DENTAL MANUFACTURING CO., Buffalo, N.Y.,U.S.A.

WALTHAM

2203

"IMPERIAL"
American Mainsprings
FOR ALL WATCHES

They are the best, the most reliable, have
quality, finish, elasticity, temper, strength
and durability, are coiled and tagged and
arranged in the most convenient 111,lIlller
and fit the barrel without uncoiling.

World-famed for 50 years

NOTHING BETTER MADE

"These Mainsprings are used by more
Railroad Watch Inspectors than any
other on the market."

PRICE

$15.00 per gross $1.25 per doz.

WE DO THE BEST
PORTRAITSMINIATURE

fl

A World Beater
The New Conforming Point " Practical " Stone Setting Tool

(Patent Pending)

Combined Setter and Beascicere,%rfz 
etc.
Rings, Studs, Scarf Pins, Ear

The only practical tool on the market forsetting all kinds of stonea.

With this new tool any jeweler or watchmaker can set a stone hot It

rapidly and securely. It is non-slipping, having a conforming

point provided with a combined push tip and header.
To perform a perfect stone setting job, place the article in a clamp,

holding it firmly against the bench, holding the tool as shown in

cut. Next bring over the tips with the tool fitted over them, using

an upward pressure, thus preventing any danger of chipping a
stone through slipping.
4f extie. 5extra high

cents.

This 

hcgrade hardened steel mounted in Rubberoid

handle.

adi e o

pr

tool  is also made in a smaller size for the setting
of extra small stones. It can be ordered in sets of two,
or singly, as preferred, at 50 cents each. •

nanureetuesd by
ThePerfectionMfg Co

" Superior"
Mainsprings
This well-known brand is

worthy of its flame:

Superior in FINISH.

Superior in QUALITY.

Superior in TEMPER.

Price, $1.25 per doz.

Ask Your

Jobber For

These Goods

Exclusive Wholesale
Distributers for

U. S. and Canada

Watches

13rooches
Locket.s
We copy ails portrait,

group or scene.
We also make high-

grade Hand-painted
Miniatures, in colors,
for brooches or lockets
on ivory.

BECAUSE

Our Photo- minia-
ture work is the
only kind that gives
perfect copy of
original and that
will not fade or peel
off.
Photos returned

in good condition.

ulli11111
'TeIUIAi

I I 73 figlXDRIq''
11111
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BULLION SOLICITED

SMELTING FOR
THE TRADE

Prompt attention given to
Old Gold and Silver forwarded to us

by mail or express

Southwest Corner

11-lialsey an Marshfill Sts.

SWEEPINGS
OUR SPECIALTY

Prentiss' Patent Jewelers' Vises

Enlarged and correct view of Waltham No. 2203 "Imperial" Main- W. GREEN & CO., Inc.
spring, coiled and tagged. None genuine unless marked "Imperial"
and bearing our registered trade-mark as shown on Cnt. The word

"Imperial" is etched on the end of each spring. Beware of Imitation.

Watchmakers' and Jewelers' Supply House

81 Nassau Street : NEW YORK

PRICE-LIST SENT ON REQUEST

GOLDSTEIN ENGRAVING CO.
45 Malden Lane, NEW YORK, N.Y.

For more than 30 years the Best and Handsomest Vises made

PRENTISS VISE COMPANY, L.1,7.-,1trst, New York, U.S.A.
ASK YOUR JOBBER TO SHOW YOU THIS VISE

Large Illustrated Catalogue of all kinds of Vises mailed free



172

WENDELL'S PERFECT SAFETY CATCH

SETS CLOSE TO BODY OF PIN.

PROTECTS POINT OF PIN TONG.

HANDILY LOCKED AND UNLOCKED.

ABSOLUTELY SECURE.

See Our

CATALOG
For

Class Pins

Greek Letter
(General and Local)

Fraternity Pins

Trained Nurses
Pins

Or
Write for Samples

We .Are Headquarters

WENDELL & COMPANY
NEW YORK-47 John Street CHICAGO-256 Madison Street

73

To All Traveling Salesmen
Calling On the Jewelry Trade

GENTLEMEN:

We have been thinking for a long time just how we could reach you all. Just

how we could thank each one of you for the many kind words you have spoken of us.

We are told of it so often by our old and new customers alike that we feel our success is

due as much to the good will which the traveling fraternity has shown toward us as to

our own efforts and ability. When we hear that you speak of us so highly, we are put on

our mettle to live up to the reputation which you have given us. We thoroughly appre-

ciate your commendation and wish there were some way by which we could return the

courtesies. As it is, we must content ourselves with the happy feeling that in this age

of commercial strife there are legions of good fellows who will stop a moment to speak

well of another just out of their goodness of heart.

We hope each one of you will take this letter as a personal expression of our

gratitude and also as an expression of our wishes for your enjoyment of all the good

things of life.
Very Sincerely Yours,

NEW YORK
CHICAGO WENDELL & COMPANY.
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There's a
heart in every

Locket

LOCKETS ONLY

EXTENSIVE LINE NEV DESIGNS ENGINE-TURNED—ENGRAVED—STONE SET—OLD ENGLISH FINISH

The PROGRESSIVE METHODS that helped the jeweler increase sales
of "W. & H." lockets will be pursued with greater vigor during 1911.

SEND FOR 1911 SUPPLEMENT TO CATALOG

WIGHTMAN & HOUGH CO
NEW YORK OFFICE, 15 Maiden Lane

Established
55
Years

• MAIN OFFICE and FACTORY

• PROVIDENCE, R. I.

EVERYTHING IN

LOCKETS anD CHAINS

THE BASSETT

JEWELRY CO.

PROVIDENCE : RHODE ISLAND

CROSSES Fli EAS't 21,ZsoN

An extensive and exclusive line of hand-made box crosses, from U' to 434
inches in length. Plain or engraved. Roman, English or bright gold finish,
10 K. Solid and Sterling.
SOMETHING NEW.—A novel line of Silver Bar and Scarf Pins.
Write us for fuller details of our extensive line aid send us your JOBBER'S
name—then we can tell you whether he carries our line.

WM. C. GREENE COMPANY
 JEWELRY SPECiALIISTS 
11011 Sabin Street Providence, Rhode island

--by sending for this Book
It's FREE

Every aggressive and progressive merchant, alert

to discover ways and means to boost his sales and at
the same time, decrease his cost of selling, should send for this

unique business-building book entitled:

"A Plan to Double Your Sin ing
Fountain Pen Sales at Our Expense"

It gets right down to "brass tacks" in the very first paragraph and shows you

how to bring the people in to your store—thats what you want to know. Its clear

meat all through, from cover to cover. It certainly speeds up your sales on

9

Self-Filling

Fountain Pen
It ha3 been pronounced "the most

remarkable Retail Sales-Boosting Plan

for Dealers ever launched by any

manufacturer of fountain pens in the

history of the business". Nothing like

it has ever been thought of, much less

attempted, by any other pen manufact-

urer. There is no other adequate word

for it than—tremendous.
This is a Plan that will focus the

fountain pen business in your town on

your store. Write for it today—right

now—before you lay this paper aside

and forget it. The request will not

obligate you to buy.

The Conklin Pen Mfg. Co.
120 Conklin Bldg. Toledo, Ohio, U. S. A.

This Plan is compiled ij a large 16
page book, size 9x12, beautifully printed
in three colors on heavy enameled stock
and profusely illustrated. It is free to
all dealers who ask for it. Drop us a
line, or fill out and mail coupon below.
Our present edition of the book is
limited, so hurry.

(Cut Here)

THE CONKLIN PEN MFG. CO.
Toledo, Ohio.

GENTLEMEN:—Without obligation to order, please
send your Business Building Book as described above to

Firm  

City  

State  

175
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A NEW SPRING DESIGN

"S & C" Solid Gold Front Jewelry

But one of many
designed for the
better trade this
year. Samples
now out.

Jobbers Are
Supplied.

IRA W. SMITH, PACIFIC
Broadway Central B14,•., LOS ANGELES

CThirty-seven years
specializing on solid

gold front jewelry places
goods stamped "S C"
in a distinctive class.

Our trade-mark (regis-
tered) guarantees the
quality and workman-
ship.

Smith &Crosby
FACTORY 

ATTLEBORO
MASSACHUSETTS

IN THE MARATHON
of Business, as well as in the Marathon of Sport, the winner
is the man who maintains a steady pace rather than the man
who, by a sudden burst of energy, gains a momentary advan-
tage, but, being unable to hold the position, falls behind.

Therefore, apply to your EMBLEM STOCK the
latent energy contained in the SALABLE GOODS
FROM

Irons & Russell Co. 1:fanitmfltluermers
THREE COMPLETE STOCKS

Main Office and Factory: 95 Chestnut Street, PROVIDENCE, R. I.
CHICAGO OFFICE : 131 Wabash Avenue :: NEW YORK OFFICE : 11 Maiden Lane

1 77

LOOK! LOOK! LOOK! LOOK! LOOK!

cll. has been added to the already well-known line of HatNEW LINE of Heller DistinctivenessNovelties containing Pins and Combs in White Stone effects, consisting of

SASH PINS BROOCHES VEIL PINS
In very fetching colored effects with designs that are original and right. Further information
and SELECTION package will be sent to any reputable dealer in the country.

WRITE ! WRITE! WRITE! NOW ! ! !

Joseph W. Heller Company WHITE STONE
SPECIALISTS

129 EDDY STREET
PROVIDENCE, R. I.

For Sale by all Jewelers'
Supply Houses

Price - 75 Cents

".mMANII•1117•.....711110■1111177MiNINIMIM-

"OPTIMUS" RING CLAMP
PATENTED

NOVEMBER 30th
1909

"A New Tool that Has Merit." One end of the clamp has Self-Adjustable Jaws that will adapt them-
selves to Rings of any shape and will also grip straight or tapered Rings and " CANNOT SLIP." The
other end of Clamp is flat on the face and will hold large Cameo or Initial Stone Rings.

Every Engraver, Stone Setter and Jeweler should have one in his outfit.

Manufactured WORTHINGTON & RAYMOND Jew 
s es

eler ' Fine Tool
and Suppli 8 

102-104 Fulton St., New York

Also special cut-out for
M securely holding
r Link Buttons
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OUR SALESMEN ARE NOW OUT
and will see you soon with

The Line That Makes All Seasons Good

the line
OSCAR SAMUELS
So. Atlantic States ALBERT S. SMYTH

Md., W. Va., Penna.

Built on Experience

GEO. H. ROVER
Gulf States

Sold on Merit

We do not rush out after the Holidays with a stock
of left-overs, but will show you a line comfilete in every
detail, of new, snapfiy,up-to-date grooa' s, just from the shops.

It will pay you to see it.

Baltimore Street and
Hopkins Place Baltimore, Md.

ALBERT G. KAISER
Local

■111b. 'IL. IL q, Ar

Business Stimulators

Y ought to get in touch with a line
of SOCIETY EMBLEMS that will

stimulate lodge (large) business for 1911.
(I, Not the ordinary kind, but specialties
that are big sellers.

IL Consult your jobber or write direct.
We've a NEW CATALOG which YOU
may find profitable to look over. A card
will bring it.

The Williams & Anderson Co.
Manufacturers of Society Emblems

PROVIDENCE RHODE ISLAND

In addition to a full line of White Metal Goods we have
added a line of Goldoin LOCKETS.

Lockets that will sell by reason of the designs being up to
the mark.

Also are duplicating some of our goods in aluminum.

We make RINGS, BROOCHES, STICK PINS,
LOCKETS, SHIRT WAIST SETS, BABY and
BEAUTY PINS, FOBS, NECK, BELT, HAT and
DUTCH COLLAR PINS, Etc., in Roman or Silver
finish.

These goods are furnished plain or engraved as desired.
WRITE AND ASK US FOR ILLUSTRATIONS, PRICES AND FREE SAMPLES.

This line of goods is new and up-to-date.

Enterprise .
Jewelry Co.

Box 653

ATTLEBORO, MASS.

179

Write us for samples or give us an idea
of what you require and we will sub-

mit drawings and furnish estimates

on any quantity you wish to buy.

-4100.E AN),;,

Makers of Badges, Medals

and College Jewelry : :

Guarantee Your Watch Repairs
and gain the confidence of your customers. The best and
simplest way to do this is to procure a

Keystone Book of Repair Guarantees
which contains 200 printed forms with stubs. These guar-
antees are very carefully worded so as to give your cus-
tomer faith in your ability and skill, and yet lsafeguard
yourself. All the most progressive watch repairers now
use these guarantees. Send for sample.

Sent postpaid to any part of the world on receipt of price, $1.00 (4s. 2(1.)

Published by THE KEYSTONE PUBLISHING CO.
809, 811, 813 North 19th Street, Philadelphia, Pa.

LEARN ENGRAVING

FOR FIVE DOLLARS

A complete course of lessons by an expert engraver, a

set of engraver's tools and practice material, and a book

of monograms, alphabets and Text Book for $5.00

One book of " 1 ,220 Monograms and Alphabets," $1.00

Our "Text Book of Instruction in Engraving," $1.00

American School of Ertgravirtg
45 muitacrk Lano NEW YORK, N. Y.

Serici kir eirculur and Pull Porticuinms



The Best Safety Fobs

Bates & Bacon : ATTLEBOROMASS.
NEW YORK, 9 Maiden Lane CHICAGO, 103 State Street

MAKERS OF

High Grade Gold Filled Chains, Lockets
and Bracelets

All of our

"Best"
New Fobs are hung
from the snap with
two rings, making
safety doubly sure.

Solid Gold
Base Seals

Easter Lockets

SEND FOR CATALOG
Containing Nearly 10,000 Different Designs in Emblems

41:L
 Representing all the different organizations in the country—and
something for every organization. Over 20 years' specializing
on emblems backed by conscientious, painstaking, skillful, intelli-

gent workmanship, puts us in a position to cater to your EMBLEM
wants. Our CATALOG contains a full description of our entire line.
SEND FOR IT. Solid Gold and Plate—only the best. COur men
are out—give them an opportunity to show you.

Jobbers only

E. L. LOGEE & COMPANY
EMBLEM MANUFACTURERS

235 EDDY STREET, PROVIDENCE, R. I.

New York Office - 65 Nassau St. Chicago Office-1203 Heyworth Bldg.

COMBS AND BARRETTES
POPULAR PRICE FIFTY CENT SELLERS

This line of popular sellers come with gold plate backs and silver finishmountings. The whitestones are of the finest imported stock and theworkmanship of the highest order.
We carry the " Gladys Patented Barrette " suitably decorated in white-stone effects.
Write us at once for further particulars if your jobber does not carry our line.
WE MAKE MOUNTED COMBS, BARRETTES AND HAT PINS
in Beautiful Rhinestone and Filigree Effects from Popular Puce, up to the Most Expensive

Providence Manufacturing Company ilgtn

For the next 12 months we are going to show you the

very latest designs in gold filled jewelry. In each issue we

shall show you new goods. We have an interesting story

to tell you, and it will be told in installments. It will be to

your interest to follow us for the story will be of great

value to you. If you follow our advertising carefully, you

will consider us your benefactors. We want you to an-

chor to the possibilities suggested below.

WE ARE MANUFACTURERS. We sell direct from

the factory to the retailer. We make it possible for the

smaller dealers to meet the keenest competition and still

make more profit than before.

Buying direct from us brings you in close touch with

the factory ; it enables you to buy in smaller quantities ; it

protects you from being loaded up with goods that you do ,

not actually need.

We absolutely guarantee each article. We protect you

and your customers as well.

Send for our illustrated catalog. It tells you the story

of bigger profits for you and better service — it tells you

of insurance that costs you nothing.

THE HUSSEY CO.
Manufacturing Jewelers

PROVIDENCE RHODE ISLAND

A FEW
HARD FACTS
LOOK THEM OVER CAREFULLY

LET 'EM SOAK IN
(THEN WRITE US)

11 There has been no time in the recent business
history of this country  when a dollar has been as
hard to get nor when it has been spent more care-
fully and judiciously.
q Where, in former years, the average customer
was satisfied with goods that pleased the eye and
was not so captious as to the quality or intrinsic
value, he now looks for the latter as well as the
former and wants to know how nearly he is getting
1 00 cents' worth of value for the dollar he spends.
q The retailer of the present MUST handle goods
that possess a maximum of quality as to material
and workmanship, combined with attractiveness of
style and design, which he can offer to his trade for
a price that is fair. •

THIS IS WHERE WE
STAND PRE-EMINENT

in the selling of jewelry at wholesale. It has been
some time ago that we foresaw this condition
approaching and we have been studying the situa-
tion from every angle and point of view.
q The result is that we are prepared to offer
the retail jeweler a complete and varied line of
jewelry and novelties that will appeal to the
cautious and thrifty buyer—a line of goods medium
in price but of maximum value for the money.

q Our old customers, of many years' standing,
realize and appreciate this fact and those of the
trade who have not yet tried "The Averbeck Way"
are hereby most cordially invited to give it a trial.
"The first step is always the longest"  and one trial
order with us is all that is necessary to demon-
strate the fact that our line is a winner from every
point of the compass.

Let Us Hear From You To-Day!
ORDER FROM OUR CATALOGUE!

M. J. AVERBECK
( MANUFACTURER - IMPORTER )

1 0 and 12 Maiden Lane, NEW YORK



GOLD SALTS FOR MAKING ONE PINT GOLD SOLUTION
JLI) JULU 1 IONS A Snare—A Delusion—And a Pitfall: It's Victim—The Unsuspecting Jeweler----,_

If you have plenty of water, you can make gold solutions at any price. For example: —
of water or more and "presto change" the gold solution is ready. With sufficient current

Two penny weights of metallic gold, chloride(' and evanided,can be diluted with one gallon

you can do gold plating, therefore, the term quart Gold solution is a snare, a delusion
and a pitfall, because you buy water and are made to pay the price of gold for it.

BLIND- SICINgM & FAK1rm ,II' We meet the price 0(83.00 per quart solution, set by others, but remember well, such
price reductions can only be znet by lessening the amount of gold, not the water i 11: •—' GOLD SOLUT ION I the solution and always at the expense of the jeweler. These are fa wcts at which cru the

POUND LABmigtawr FA C-T 0 le Y , -' ' I.'," most t t incredulous ' ma v not dare to scoff, but irrespeetive of all this wherever you find
T -,'

(--- ' -* \ le?'-' . 

our trade-mark " USECCO" on the label, we guarantee a more liberal amount of
gold, a perfect gold solution, clear white, free from sediment, lasting and of
highest efficiency.

..

///, „ ‘2, k
. • ,_,..5-______ ...",..,_ .. 

'the layman whose sole wisdom of concocting gold solutions has been acquired front
text-books, can never produce gold solutions profitable to the jeweler, for the simple reason__ --,,

' ',
•_ ,,

ir
. 

' ..-•:•.- --' '-:51 -

.:1• ..- — ,..Mt.'-. 47 : \

l,t
. 

chemistry of metallurgy his lifo study.
that the mysticism of chemistry calls for the knowledge of the expert chemist who makes

Making gold solutions and gold plating salts for the jeweler and jewelry jobber is our

z -'1

.9 '1" l .t. 1 ,Il 
.t7,4*,,,' ,." _ •

,• 
,, . specialty and not a side line. You would hardly go to the blacksmith's to buy a gold

ring or to the shoemaker for a wedding mike. Ponder over this and refuse to be
110111f1 H. 1 I. - -' ..:.-7'. • 55-'''- - .:.' 't I •- j4".• - .-;,,,,.-- ,is r" . , 4 

,
" victimized " any longer.

Not only are we the sole manufacturers of the gold plating salts universally used
for over 18 years Ity all the leading jewelry manufacturers bet we are also the originators-..\)I' 1 

,-,- , .
-.00 il , iiii.L.:......., - 1.

• A , , 1 hat praises far more than mere laudatory words can do. Our expert advice is always at

of such fancy gildl ngs as the various rose golds, green golds, etc., which is a statement

TI4,<.S Jt ' - ,
II .L.1"-_--::-- 

your HerViee free of charge.
Our gold plating salts are in dry form containing 12 Dwts. of gold to the gallon and

.....„...----- ,/,2': 7.- .7) the necesstiry chemicals. Dissolved in water the solution is ready for work. For the lame-
D i fi‘ --;'!'t ," .: '' . ' 

fit of the small manufacturing and retail jeweler our gold listing Salts are It up in quarts,
• : AV-ill / 

which we guarantee to contain fully as much or more gold than is contained in
,Tl. • ,,,.. - .._ v--,;(<.,7•.,. ,•.,:,. _ 55 .-.<,.....N TWO QUARTS of any of the gold solutions now on the market. Circulars ou request.
-r. - - A - .t.--":--:- ' -:;-i •-• ?, --- -"-_-70y atm 71) .. Om ' ,:,i);...---z*-17..-_, "' -,'-
- 

MR. JEWELER I We strive to give you a fair deal and full value for your money.
;,,•1', •_.....- Expecting that you will sacweleone  hance to discriminate between good and bad solutions,

--..- •• GOLD 7; I 'c.-747Y*11..- ' ...i, - L.,, rum „..,,,,...:w., 4 , to we make for a short time only the following unprecedented

bFFICIAL BULLETIN'
A HINT TO THE WISE,
THEREARE NONE SO BLIND -
WHAT FOoLS THESE —

PENNY WISE AND POUND

_
NOTISS E. ̀

wziviAttE QtrART
soLtnionra AT A my
01,5 pg tcK-ARD
STICK 0$ A titcE
GOLD SOW TiOR
Z.A13.EL•

SICINgM FAiClrm
000 SOLUT ION

LAEmoigtapr FA OT Y 
41\

cf5'4o1NITN.7i,
&oLo SOLUTION!

Roman Gold Salts for 1 quart Solution . . . $4.50
Red Gold S. • • . 4.50
Old English • . 4.50

,, ,,

14 or 18 hat•at Gold • • • 4.50
,, .•

Rose Gold .5
• • . 4.80

,,

4E3- SPECIAL FREE GOLD SALT OFFER
If ordered direct from us with remittance enclosed, we will send with every
quart of gold salts so ordered absolutely free of charge one trial pint of any of
our gold salts you may select. Salts will not deteriorate, and keep indefinitely

Krementz Bodkin-Clutch
STUDS AND VEST BUTTONS

PLATING SOLUTION
FOR EVERY FINISH.
ROMAN GOLD
POSE GOLD

ANTIOLIF GREENGOLD
OLD ENGLISH GOLD

1511it1ft00101iCAL CO,
78 LAFAYETTE t N.Y

TWith the back in this position

ENTER LIKE

A NEEDLE

No Simpler, Stronger, Easier Worked

Orange Rose Gold for 1 quart Sol ut ion . . . $1.80 French Gray Salts, for 1 gal.   *3.50
Greco Gold . . . 4.80 Copper or Brass Salts, for 1 gal. 2  50Ant lotto Green Gold Salts " e. 

. . . 4.80 Silver Oxidizer   50 cents and $1.00
Egyptian Green Go td   5.00
Silver SIM N, for half-gal., $3.15; for 1 gal.. . 6.00 PRICES ARE ALL NET CASH

S.:..'A N1 liLi: 1-1A0 OF ANA' .10131BER OR onzecx F'RON1
U. S. Electro Chemical Company, Sole Manufacturers of Electro-Plating Salts, 78 Lafayette Street New York

We are SPECIALISTS in Plating Machines, Plating Salts and Solutions. They are no SIDE LINE, but OUR SPECIALTY

You any lot or single piece of mounted diamond jewelry—
large or small—do not turn him down absolutely, send the
goods to me for a

In All Grades, from plain rolled gold, for 
ordinary wear,

to the finest mother-of-pearl, set in gold or 
platinum, with

or without precious stones, for evening dress, 
and

A new Stud or Vest Button FREE for every 
Bodkin-Back

Broken or Damaged from any Cause.

Write for Booklet "Solid Facts"

and save all trouble and worry. I pay all express charges and insure the goods in transit. I have been in the
business right here for 19 years, and can give the very best references as to responsibility on application. Offers
and valuations furnished promptly. See ad on page 323 of this issue. Write for further information.

PARKS BROS. & ROGERS, Providence, R. 
I.

Selling Agents to Jobbing Trade for U. 
S. and Canada

LONDON, AUDREY HOUSE. ELY pLAca

wItr, v,4 ‘ -1,1,tc1,,,,, ral!p;t ..T•,t '-' ,
AP ... t ...
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T H E KEYSTONE
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Advertising Slogan for a Jewelry Store 
273

American National Retail Jewelers' Association 
223

Annual Banquet Boston Jewelers' Club 
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The
1847 Girl
in 1911
During the present year we shall
carry on a more vigorous pub-
licity campaign than ever before.
Last year we occupied more space than at any

• previous time in our history and thousands of
dealers shared the benefits with us. Were you
among them ?

This year, as in 1910, "The 1847 Girl" will play a
prominent part in our advertisements. The public
has come to associate "The Girl" with

1847 ROGERS BROS.
"Silver Plate That Wears"

X S
TRIPLE

Why not profit by this fact and link your store to our publicity
campaign by using "The 1847 Girl" Post Cards, Circulars, Posters
and Electrotypes that we will supply free of charge ?
Make our advertising your advertising by letting the public know that you handle our ware.
Put our color advertisements in your window together with a display of our ware and use the
various helps described in illustrated circular 1169K. Write for it to-day.

NEW YORK

MERIDEN BRITANNIA CO.
(International Silver Co., Successor)

MERIDEN : CONNECTICUT

CHICAGO SAN FRANCISCO

A monthly journal devoted to the interests of the Watch, Jewelry and Kindred Trades. The purpose and policy of this

journal are the protection and promotion of all trade interests. A rigid censorship assures the reliability and worth of

all reading matter, and the exclusion of all that is not trustworthy or relevant. We decline to insert advertisements

that are unreliable, or misleading in representation, defamatory in statement or detrimental to the welfare of the trade.
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A Warning to Subscribers

WE find  it necessary to again warn
subscribers and the trade generally

against giving subscriptions for THE KEY-

STONE or The Keystone Magazine of Op-
tometry to any solicitor who is unknown to

them or of whose identity they are not posi-

tively assured. There would seem to be a

class of swindlers who make a specialty of

collecting subscriptions for various journals

without any authority for so doing, which
subscriptions never reach the offices of pub-

lication. These bogus solicitors sometimes

give a receipt on which the only printed

words are "Received from." This in itself

should arouse suspicion. Others of them

purport to represent a subscription agency,

probably with a fictitious title. Of two

recent complaints one came from a south-

western State and the other from a State

in the East, showing the widespread field
covered by these impostors. The jeweler's
safest course at all times is to forward his

subscription direct to this office, unless the
solicitor is personally known to him or
can show the proper signed credentials.

The American National Retail Jewel-
ers' Association

ECRETARY Claud Wheeler, of the
national organization, with character-

istic promptness, has furnished the members
and the trade generally with a detailed re-
port of the association work for the year
1910. From his report we learn that the
present total membership is 3584. While
this number of progressive retailers is
fairly representative of the trade at large,
there is much room for improvement dur-
ing the present year and we have the assur-
ance of the secretary that such is expected.
"Already," he states, "there is considerable
activity among the officers of several State
associations and the names of the officers
of all States is assurance that active work
will be done." The financial report from
the date of the Omaha convention, in Aug-
ust, 1909, to January, 1911, shows receipts
of $5458 and expenditui-es of $5355, leav-
ing a small balance. It is pleasant to learn
from the secretary that at this time last
year the indebtedness of the association was
very large and the treasury empty. This
year the indebtedness has practically disap-
peared and there is a small balance in the
treasury.

The secretary's report is most encour-
aging in that it shows that the way has been
paved for considerable progress during the
present year. As reported elsewhere in this
issue; plans are now being prepared for
annual conventions of State associations
and it is practically certain that each one
will mean an increase in membership of the
national organization. Twenty-six State
organizations are now in affiliation with the

national body, and while the individual

jeweler is more directly interested in his

State association he Must not forget the

necessity and importance of a national body
in the achievement of trade reforms.
Manufacturers and wholesalers will
promptly respond to a national voice, while
they would be but indifferently impressed
by suggestions from any particular State
or section. The national association has
very convincingly proved its worth and we
trust that all will join hands during the
present year to make it so representative

of the entire trade that its voice will com-
mand the respect of all who can, in any
way, help in the general trade uplift.

To Suppress Fraudulent Advertising

IN the Indiana State Legislature a bill
has been introduced which is somewhat

similar to that in force in New York State,
with the purpose of suppressing fraudulent
advertising and flagrant misrepresentation in
regard to the quality of goods sold. This is
a subject which has special interest for the
honest jeweler, who probably suffers more
than any other from this offence against
truth and business morals. We are conse-
quently pleased to note that the president of

the Indiana Retail Merchants' Association,

at the instance of whom the bill was intro-

duced, is a well-known member of the
jewelry trade, Mr. Ralph B. Clark, of An-
derson, Ind. At the annual convention of
the association, held last month, President
Clark said in his address to the organiza-

tion:

The fraudulent advertiser is a menace to
everybody. Every false and misleading adver-
tisement detracts from the returns of all truthful
advertising. For this reason the dishonest ad-
vertiser should be branded—misrepresentation
should be exposed. There is a way to protect
the public as well as the honest advertiser and
that is by law. I recommend that our attorney
be instructed to draft a bill making it a mis-
demeanor to misrepresent, in any margier, in ad-
vertising.

While the law in New York State,
which makes fraudulent advertising a mis-
demeanor, has been practically a dead letter,

it will not unlikely be quite different in In-
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diana, where the mercantile interests are so
well organized. There is little use in pass-
ing a law of this character unless some or-
ganization has the influence, the willingness
and the funds to enforce its provisions. In
Germany such a law is rigidly enforced,
and as a consequence there is little of this
form of fraud in that country. In Eng-
land, too, there is the Merchandise Marks
Act, which can be utilized against reckless
misrepresentation, which is frequently used,
not only in word, but in picture. We read
in a western furniture journal, for in-
stance, that certain pieces of furniture are
so illustrated as to deceive the eye in regard
to the size of mirror and other important
points in their construction. Such mislead-
ing pictures, we are informed, could not be
used under the English law. Now that the
retail interests generally are fully alive to
the importance of this matter, it is to be
hoped that other States will follow the ex-
ample of Indiana.

Value of a Name in Business
T T is worthy of note that in practically all
4- lines of business there is usually one
firm which in the measure of its success
stands out in towering contrast with the
average in the same line. Accepting the
statement of the Financial World, the
favored few who own shares in the busi-
ness of Tiffany & Co., of New York City,
are much to be envied. After a perusal of
the figures we can well understand the
statement of our authority that "the market-
ing of this stock does not give much work
to the brokers." The fact that several
shares were recently offered for sale seems
to have created somewhat of a sensation on
the market, and they evidently did not go
a-begging for purchasers. The par value of
the stock is $woo and two shares were of-
fered at what was described as "the bar-
gain price of $6500 per share." The stock,
we are informed, has sold as high as $7000
per share and dividends of something like
40 per cent. are said to have been paid to
the shareholders.

These facts are a remarkable tribute
to the value of a name so intelligently ex-
ploited that it stands for pre-eminence in
its line. We are frequently requested to
suggest titles for jewelry stores, and the
case of Tiffany bears out our opinion that
if the jeweler wishes to build up a perma-
nent business in one particular place he can
use no better title than his own name.
"Diamond Palaces" and such titles are, as
a rule, such exaggerations that they are
more calculated to discredit than benefit the
business. The largest retail business in the
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world has the simple title "John Wana-
maker," which gives it an individuality and
implies a personal responsibility which
would not attach to a more general title.
The aim of every jeweler should be to have
his store stand for class above all else, so
that his name stamped on the box will be
an accepted assurance of quality and re-
liability, as is the name of Tiffany and
many others in the jewelry trade.

No Parcels Post This Session

THE retail interests of the country which
have been more or less solidly oppos-

ing the movement in favor of a parcels
post will be relieved by the announcement
that no such legislation will be attempted
at this session of Congress. On January
25th Senator Penrose, chairman of the
Committee on Post Offices and Post Roads,
introduced a proposed amendment to the
post office appropriation bill appropriating
$100,000 "to enable the Postmaster Gen-
eral to investigate and experiment" to de-
termine the lowest rate at which the Post
Office Department can carry mail parcels
not exceeding eleven pounds in weight. The
Postmaster General is directed to report to
the next Congress.

While there is much difference of
opinion in regard to the effect which the
parcels post would have on retail trade gen-
erally, the delay assured by Senator Pen
rose's action would seem to be very advis-
able in view of the widely different calcula-
tions now made in regard to the probable
expense to the government of establishing
and conducting a parcel's post.

Express Companies Responding to
Pressure

THE agitation in regard to the alleged
excessive rates charged by the ex-

press companies, which has been maintained
by several hundred mercantile organiza-
tions, and which has resulted in a promised
investigation of the rates by the Interstate
Commerce Commission, is already produc-
ing results. Last month the principal ex-
press companies of the country announced
the completion of an arrangement which
will bring about considerable rate reduc-
tions. Previously, when a package has been
shipped over the lines of two or more com-
panies the gross rate has been the sum of
the local rates of all the companies. Here-
after the charge will be the same as if one
company carried the package from shipping
point to destination. The new rate was
agreed to after a number of conferences, at
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which the principal express companies
operating in the United States and Canada
have been represented, among them being
the Adams, American, Pacific, Southern,
United States, Wells-Fargo and Western.

The new rule will effect a radical re-
duction in express charges on all shipments
to or from what are known as exclusive of-
fices; that is to say, a city or town where
only one express company is represented.
The announcement made at the close of the
conference follows : "Instead of two com-
panies which may handle an express pack-
age making a separate charge on each line,
the charge will be the same as if one com-
pany had carried the package from the ship-
ping point to its destination. Necessary de-
tails are now being perfected and as soon as
legal requirements are complied with this
plan for through service at through rates
will take effect generally between all ex-
press offices in the United States."

To Make Fixed Selling Price Unlawful

AS the influences which are opposed to
the fixed selling price system have

been unsuccessful in the courts, they have
now been transferred to Congress, with the
result that no less than five bills have been
introduced, which if passed would prevent
fixing a minimum selling price. Although
this legislation is ostensibly aimed at fixing
prices by combinations or trusts, it is so
framed as to really prevent the fixing of
price by the individual manufacturer. The
retail trade throughout the country are
ardent supporters of the fixed price system,
which has done much to equalize competi-
tion and to give the same opportunity to the
small dealer as to his larger competitor.
The jewelry trade has benefited particu-
larly from the innovation, which has been
endorsed time and time again by the various
organizations. They are consequently much
interested in this proposed legislation and
will doubtless give the subject due attention
at the conventions soon to take place.

In regard to the fixed price system a
recent report to the Stationers' Board of
Trade, by a committee of the board, says:

"The standardizing of fixed prices is
just now commencing to bear its best fruit.
Manufacturers of price-maintained lines re-
tain a high standard of quality and the
fixed prices provide the retail merchant with
his legitimate profit and give equal oppor-
tunities to the merchants of rural districts
as well as to the metropolitan centers. Mer-
chandise that is subject to price-cutting
enters into a realm of competition which
gives the larger retailers in cities far greater
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advantages to sell such lines than the

smaller dealers of outlying sections."

The Board, as might be expected, has

formally approved the recommendation of

its committee and has notified the organiza-

tion that these bills be strenuously opposed

and that every action be taken to properly

enlighten the authors of said bills and all

who may have the opportunity of voting on,

or in connection with, the passage of same,

to the end that they may be thoroughly

posted in the many advantages that are to

be derived from the manufacturers of

numerous standard lines establishing fixed

selling prices which are to be maintained
universally.

The jewelers and other lines of trade

are quite as deeply interested as the sta-

tioners and it behooves all to join hands to

save the fixed price system and to uphold

the cause of price maintenance generally.

World's Gold and Silver Production

THE annual statement of Director of the
Mint George E. Roberts on the gold

production of the world shows a lessening
and, indeed, immaterial increase in the
amount of gold mined in 1910 as compared

with previous years. The increase for last

year, as compared with 1909, was only
$451,100. Africa led the world in the pro-

duction of gold during 1910 with $175,000,-

000 worth to its credit. This was an in-

crease over last year of about $4,000,000.

The United States came second during 1910

with $96,055,2oo produced in gold, corn-

pared with $99,673,400 last year. Austral-

asia came third with $65,602,600 in gold,
compared with $71,007,900 last year. The
total gold production of the world in 1910,

the bureau says, was $454,874,000, com-

pared with $454,422,200 in 1909.

In the United States California resumed

first place among the States, which she lost

to Colorado in 1897, with $21,146,150 to her
credit, compared with $20,703,600 last year.
Colorado, in second place, had $20,408,641

to her credit, compared with $21,846,600

last year. Nevada came third with $17,-
941,643, compared with $16,386,200 last

year, and Alaska was fourth with $16,987,-
990, -compared with $20,339,600 last year.

Kansas, which last year produced no gold,

had to her credit in Tom $11,163 worth of
precious metal.

The world production of silver, the
statement shows, was 217,788,714 fine

ounces, compared with 211,215,633 fine

ounces last year. Mexico led the world with

a production of 72,574,220 fine ounces, corn-

pared with 73,942,432 fine ounces last year.

The United States came second with 56,-
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438,395 fine ounces, compared with 54,721,-

500 fine ounces in 1909, and Canada came

third with 32,878,590 fine ounces, compared

with 27,878,590 in 1909.

In the United States, Montana led with

11,519,059 fine ounces to her credit, com-

pared with 12,034,500 fine ounces in 1909.

Utah was second with 11,242,301 fine

ounces, compared with 10,551,100 fine

ounces in 1909, and Nevada was third with
9,346,256 fine ounces, compared with 10,-

119,200 fine ounces in 1909.

Thieves and the Jewelry Stores

STATISTICS of jewelry store thefts
show that the past year was one of

unusual activity among those who make the

jewelers their prey. During the year there

were reported 423 cases of burglary of

jewelry stores, which is a slight increase

over the number reported for the previous

year. There were 238 cases of petty
burglary in which stores were entered and

goods stolen but no attempt to break into

the safe; 160 cases of window-smashing, a

new and quite alarming variety of theft, and

twenty-five cases in which the safes were

attacked. It is worthy of note that of the

twenty-five cases of safe burglary only two

were at the stores of members of the

Jewelers' Security Alliance, and the peculiar

circumstances in these two cases prompts

the executive committee of the Alliance in

its annual report to make the following ad-

monition:

These two cases lead us to warn the mem-
bers most emphatically that greater care should
be exercised in entrusting others with the com-
binations to their safes, and if an employee is
found to be indulging in extravagances or dissi-
pation it should be reason enough to change the
combination, and this should also be done when
any one who knows it severs his connection with
the business.

The remarkable success of the window-

smasher in escaping with his booty gives

this method of robbery an importance which

did not heretofore attach to it, and the bet-

ter security of goods on display in the show

window has, in consequence, become a mat-

ter for the serious consideration of the

trade at large.

The past year furnished one of the

most notable successes in the records of

jewelry store robbery when in April last

a gang of burglars, by means of an inno-

cent looking tool resembling a can opener,

succeeded in one month in cutting out the

backs of safes in six jewelry stores and se-

curing property amounting to more than

$3o,000. In each instance the safe was

located in such a position that the burglar

could proceed with his work without being
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observed. This shows the importance of
placing safes in such a position that they
can be easily seen by police or watchmen.

Our Foreign Commerce in 1910

THE somewhat unsatisfactory statistics
of the foreign commerce of the United

States early in the year 1910 were made much
more presentable by the very heavy export
trade of the last four months of the year,
particularly December, which broke all
previous records for one month's exports,
the total for the month being $227,155,049,
which exceeded the previous record for any
single month by $19,400,o0o. It was feared
that the totals for the present year would
show a slight excess on the import side, but
the increased exports late in the year kept
the balance on the other side.

The total trade for the calendar year
amounted to $3,427,218,892, which is the
highest total ever recorded, exceeding that
for the hitherto record year, 1902, by 2.4
per cent. The total imports for the twelve
months were valued at $1,562,807,622, an
increase of over $87,286,898 over those for
the. preceding calendar year. The total ex-
ports for the year were valued at $.i,864,-
411,270, an increase of $136,212,625 as corn-
pared with the preceding calendar year, but
a decrease of over $59,000,000 as com-
pared with 1907, the record year in exports.

In connection with the above it is in-
teresting to note that the appraised value of
precious stones and pearls imported for the
calendar year 1910 amounted to $40,566,-
448, in comparison with $40,494,356 for the
calendar year 1909, and $12,862,896 for the
calendar year 1908. The appraised value
of precious stones cut and pearls and uncut
precious stones for the month of December,
1910, was $2,819,494.78, as compared with
$3,078,979.05 for December, 1909, and $2,-
173,233.39 for December, 1908.

Pr HE suit recently brought by the State
of Ohio against The Keystone Watch

Case Company to recover penalties for an
alleged violation of the Statute requiring
foreign corporations to register in that
State has been discontinued by the Attorney
General.

All the facts in the case were placed
before the Governor, the Secretary of State
and the Attorney General of Ohio and those
officials were convinced that no penalties
should have been imposed, as The Keystone
Watch Case Company had fully complied

with the requirements of the State Depart-

ment in September last, when it was ad-

mitted to do business in Ohio.



ISS

The Jewelers who
are joining Simmons

The idea back of the present national advertising
campaign for Simmons products is one of the most
far-reaching in its effect on the retail jeweler, of any
merchandising plan ever initiated by a manufacturer.

We propose to do by Simmons advertising, what
clothing advertising has done for the clothing retailer.

SIMMRONS
ctiniroft‘qY F005

You know, and we all know, that the
idea of style doubled, trebled, multi-,
plied many times over, the retail cloth-
ing business of this country.

We want every retail Jeweler in this
country to put his shoulder to the wheel
behind this idea. This is not merely a
Simmons merchandising plan, the idea
is a benefit to the whole trade.

In our mid-winter advertising, we are
exploiting style, and direct attention to

our style book. This style book is very
different from any book ever issued by
a watch chain manufacturer. It is a
triumph of typographical art, and will
induce sales wherever it goes.

Do not wait until your customers call
this matter to your attention. Connect
with our campaign. Help us to help
you boost your trade in your locality
by distributing some of these booklets
yourself.

We have a liberal proposition to offer you in con-
nection with them, which we will be glad to place
before you. Write us now.

AttleboroR. F. SIMMONS CO. Mass

February, 191 E

Need of System in the Jewelry
Business

Just after the holiday rush a review of
the annoyances and petty errors that always
arise during a busy time should give the re-
tail jeweler a lot of ideas for improvements
in his store organization and system.

The Christmas season is the time when
the bulk of the profits for the entire year
must be realized and it is with this time in
mind that every store should be built and all
systems planned.

There is only one way to conduct a
business profitably and pleasantly, and that
is with a perfect organization. There are a
thousand and one little details that you can
look after through the yew that you could
not attempt to give your personal attention
to in the midst of the holiday rush. If you
want to organize your force and prepare
properly for the rush time, you must do this
during the quiet business season. As a mat-
ter of fact, everything you do through the
year leads up to a success or a failure when
the harvest time comes. The farmer who
plants the seed and leaves it alone until
harvest time has nothing to harvest ; he
keeps constantly on the job and the reward
for all his labors comes at the end.

So with the jeweler. A tidy store,
prompt and efficient service, attractive
window displays, judicious advertising may
not produce a December business in July,
but these things kept up through the year
will have their effect. If you could trace
the reason for every customer that you have
in December you would probably find that
a great majority (maybe unconsciously)
made up their minds to give you a call
when they needed something in your line
months before they actually patronized you.

So now is a good time to sit down and
think of the things that might be done
better next Christmas than they were last,
and plan out a campaign of preparation and
improvement wherever possible.

Did you have a good many special
orders during December ? Was every cata-
logue that you wished to refer to just where
you could put your hands on it without
delay? Did you have much trouble with
deliveries and shipments for your custom-
ers ? Did you get mixed up on your
charges and credits?—and so with a dozen
of little details that you will realize could
be handled with much less confusion and
trouble in a little different manner.

Every business head must originate
systems to suit his particular business.
There are dozens of stock systems designed
as a cure for all business ailments, but prac-
tically none of these will be found adaptable
to your business without some alteration.
They will, however, serve as a guide for
your own plans and aid greatly in helping
you perfect your store organization.

Of course you can get too much system
into a business and you must avoid this.
The basic principle of all systems is a place
for everything and everything in its place,
and if this is enforced you won't have much
trouble making your systems work out satis-
factorily. System, too, is really just a
"trainer" for everyone. It makes you do
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things right away. Sometimes you hear a
perfectly organized business described and
you think what a lot of red tape. If you
would study it out thoroughly, you would
find that the red tape is really the time-
saver because it keeps things up to date and
moving all the time.

In creating systems for a business you
have to consider each department individu-
ally ; that is, buying and selling, repairing,
advertising, accounting, etc., and prepare
systems for the various branches of the
business that will also work together.

Systems are planned for several pur-
poses—namely, promptness, accuracy, econ-
omy and correctness. In the retail jewelry
business, as mentioned above, they should
be designed to fit a time when the individual
attention of the proprietor cannot be taken
up with small details. You may have ex-
cellent and dependable workmen who are
absolutely unable to plan their work so as to
get it out on time, and at a minimum cost.
Your clerks may be good salespeople, but
lax in sonic other respect. Your systems
must overcome these weaknesses so that
when you are too busy to give your per-
sonal attention to small details, the system
will make it impossible to do things wrong.

Systems for various departments have
been and will be suggested from time to
time in these columns, and with a few
changes you can adapt many of these to
your business and greatly increase the effi-
ciency of your entire force.

Starting a Business

There are four essential points to be
considered in starting a store—trade ex-
perience, self-confidence, capital and loca-
tion. They are the great foundation stones
of success. Upon them must be laid other
stones to make the building, but these four
bear the great stress and strain. The aspir-
ing clerk, in his eagerness to become his
own master—and what man is worth his
salt, who has not that ambition—often fails
to give one or the other its full proportion-
ate burden, with the result that a promising
effort is wasted. To secure success, good
building must follow good architecture.

In fact, the would-be dealer should go
through a process of self-analysis. He
should ask himself the two questions : "Have
I had enough experience to warrant my
starting a business, and have I so much
confidence in myself that I shall be able to
tackle all the knotty points that will arise
with full presence of mind ?" It is impos-
sible to give any advice on these points. A
man must judge for himself. If he is not
quite certain on either one he had better
wait

eis.
Tu 

successful merchant must possessThe
etil  h

the faculty of sifting and discriminating so
that he buys exactly what suits his markets,
says the Sporting Goods Dealer; he must
have an intelligent perception of the extent
of his district's requirements, he must have
certain powers of salesmanship and a knowl-
edge of accountancy. He must fully un-
derstand the perplexing combinations of
discounts at which so many goods are sold,
and, above all, he must possess the knowl-
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edge to figure the proper cost of doing
business, which is so essential to success.

Has his experience given him all this?
He must know the best markets to buy
in and the principles underlying profitable
buying. He must be master of himself,
so that he can be master of others ; he must
have a strong control of his temper and be
of unflagging industry. Does the aspiring
clerk feel in his heart that he possesses all
these qualifications ? If so, he is thus far
well equipped.

It has been truly said that success
comes in cans, and failure in can'ts. The
would-be merchant in his self-analysis
should consider whether he has tried his
ability to produce certain results ; in other
words, whether he has such confidence in
himself that no matter what difficulty may
crop up, control will not be lost of the
situation—that there will be no can'ts, but
all cans.

Then capital is to be considered. Cap-
ital, the bugbear of many a promising man,
the direct means of wrecking many a prom-
ising venture at the very turn of success.
How often has one heard the remark, "If
only I could have held out for a few more
months I should have been all right," or this
one, "If I could have taken my discounts, I
could have carried a better stock," and so on.
The merchant in considering the capital he
will need must not be led away by any
comparison with the capital necessary in
other businesses. The sporting goods store,
owing to its many and varied lines, prob-
ably requires more capital for the amount
of sales than any other business. Some
concerns turn over their stock more than
double the number of times that a leather
goods store can, and therefore so much
more capital is needed.

Many a great business has been started
on small capital, it is true, but more busi-
nesses have failed through lack of capital,
and nowadays, owing to competition and
the advance in overhead expenses, greater
capital is required than was the case years
ago. The development of the industry has
necessitated a drastic change in store char-
acter. The dealer carries more lines than
he did, and he is expected to have a nicely-
finished store with glass cases, elaborate fit-
tings, and all the other modern appur-
tenances. In the old days this was not ne-
cessary. All this means capital.

The man who throws in his chances
with a new town and grows up with it needs
less capital than one who starts in a popu-
lated center, already possessed of a store
or two in his line. Nothing ventured, noth-
ing gained, is perfectly true, but first of
all see that the venture has some prospects
of being successful.

Even in the question of taking cash
discounts the advantage of capital is ob-
vious. The money saved by discounts is a
tremendous help. The cash discount has
been likened to a double-edged sword, cut-
ting down the amount that one has to pay
out and building up the buying power—
two active agents pushing one on to a larger
volume of business, strengthening one's pur-
chasing power and establishing one's repu-
tation for paying cash.
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St. Valentine's Day as an Asset
of the Trade

By JOHN TWEEZER

Three occasions in February present
opportunities for clever advertising—Lin-
coln's Birthday, on the 12th ; St. Valentine's
Day, on the mth, and Washington's Birth-
day, on the 22d. Of the three, St. Valen-
tine's is the only one which can convert
sentiment into tangible cash—the two birth-
days have their value (and it is a value)
only in the opportunity offered by them to
create favorable public opinion for the
store by showing that the merchant is wide-
awake to the openings for effective "gen-
eral" (as well as specific) advertising.

A Neglected Opportunity

It seems strange that so little use has
heretofore been made of the advertising
possibilities of St. Valentine's Day. Here
is the one day of the year that is distinctly
dedicated to the affection which exists be-
tween the impersonal He and She. Christ-
mas gifts are for everybody; St. Valen-
tine's are for hearts that palpitate to the
knocking of Cupid. And purses are always
ready to open to the beckoning of this
amiable little god. The field is white with
the harvest, yet the reapers sit idly in the
fence-corner.

The one jeweler in each town who will
systematically undertake to give to St.
Valentine's Day its proper significance in
his community is certain to add another to
the profitable "seasons" of his trade. It
can be made more profitable than any of
the "event" days, except Christmas only.

"The Direct Command"

To influence a community toward
buying generally and generously on a
specific date new to their buying calendar
involves an advertising principle known as
"the direct command."

The idea in "the direct command" is
that many persons can be led to buy an
advertised thing simply through a strong
and urgent insistence; that the voice of
command breaks down the weak will of
the man who hears it. The theory is based
on the assumption (which is logically and
historically correct) that most men want
to be led and will listen to and obey the
voice of authority when it is spoken loudly,
sharply and directly.

Briefly, as to the Young Lover

The limitations of my space oblige me
to assume that the jeweler will be able to
construct his advertising so as to fire the
mind and open the purse of the unmarried
lover (two of the examples on page 191
will be helpful), and will dress his window
in a way to appeal to the same ardent swain
—filling it with givable things ranging in
cost from $1.99 to io.00, with price cards
made of red hearts attached thereto, and
placards inscribed with tender quotations
to further stimulate the receptive mind. I
think I can safely leave the question as to
the best way to stir the young lover into
buying to the skill and wit of the jeweler

who has honored me thus far with his at-
tention.

Creating a New Buying Class

For I need space to exploit my idea
for interesting the married lover in the
jeweler's behalf. There are more married
men than there are young lovers, and they
average greater means per man; and while
the youngsters may not with propriety give
objects involving much cost on this occa-
sion, their married elders may go to any
Unlit without offending the canons of good
taste. Consequently, if we can interest
these married men in St. Valentine's enter-
prise the jeweler's February profits are as-
sured. But here we tread on new ground,
for while there has always been a more or
less feeble attempt on the part of the
jeweler to stimulate the single man in the
way of gift-giving on February fourteenth,
the married man was thought to be inac-
cessible to appeal on this occasion. But the
lover in him can be re-created—if needs be,
"for this day only."

How to Go About It

I advise that. the newspaper be not
used in this enterprise, except to print the
single advertisement, "Down With Mon-
opoly," shown on page 191. The best
results (inasmuch as the prospective gift
will be a surprise to the wife) will be ob-
tained by sending the following circular in
a sealed envelope to the husband's office—
not his house. The single advertisement
should be printed about February loth, in
hope that. it will be read and acted upon
by husbands outside the selected list whom
you address by mail.

This circular should be attractively
printed on fine violet-colored paper, bor-
dered with white roses mingled with red
hearts.

DEAR SIR :—When did you last
give serious thought to the signifi-
cance of Saint Valentine's Day?
Probably not since the last Four-
teenth of February preceding your
marriage. You may have been re- -
minded of it when looking into the
hearts-and-darts window of the
stationer, or when your daughter
or niece went about blushingly on
the morning of the Day, or when
your son or nephew wore an absent-
minded expression on the anni-
versary ; but the spirit of the Day •
has not descended on you personally
for many a long year.

If not, why not? Why should
the youngsters have a monopoly of
all the tender sentiment that finds
expression on this Day of Saint
Valentine?

Will you admit that, in your
case, the lover went out when the
husband came in? that married life
is so prosaic, so much a matter-of-
course, that sentiment is crowded
out of it? that the wife has no
legacy in the devotion given to the
sweetheart ? No! The fire burns
warmer, though it sputters less in
the flame; the solid value of the
wife succeeds to the speculative
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value of the sweetheart, and each
passing year has made her a larger
part of your joy in life.

Turn back the hands of Time!
Return again to the glad days when
your love was demonstrated, not
merely taken for granted. Show the
girl of your youth that she is the
sweetheart of your married age, and
that the cares of life have not dulled
the edge of your earlier susceptibili-
ties. "The light of other days" will
come into her eyes and both your
hearts will beat quicker than for
many a year.

On the Fourteenth is Saint
Valentine's Day. Send her a valen-
tine—something for her very self,
not such a thing as you will share
the use of in your home. Let it be
handsome as you can afford ; no one
will criticize you for giving too fine
a thing, as would Madame Grundy
in case your son or nephew gave to
his best girl. A ring? A jeweled
brooch? A toilet set? Or some
other of the dainty feminine belong-
ings which the women who come to
my store admire so much. Come to
see me and I will help you to a con-
clusion.

Why not give her the happy
surprise ? I am sure you will be very
happy when her grateful "eyes look
love to eyes that speak again."

Do not make a window display to
supplement this circular, as husbands will
not want feminine expectation to be ex-
cited and thus discount the wife's surprise.

I believe the idea herein outlined and
developed according to the local conditions
(the circular as shown is adapted to a
long-settled, conservative community—a
younger town would need a livelier touch,
and a little "slang" would be permissible)
will result in a very considerable volume
of sales, and establish the habit of a gen-
eral observance of the anniversary in that
community, to the jeweler's continuous
profit.

Apologize, when you should—though it is
hard.

Admit error—though it hurts.
Accept just rebuke gracefully—though it

galls you.
Shoulder deserved blame—though you

wince.
Follow your conscience—though you lose

money, for it pays in the end. And it
pays, also,

To begin over—though you are laughed at.
To value character above reputation.
To rise above success, as you would rise

above failure.
To be honest for honesty's, not policy's,

sake.
To think the best, instead of the worst, of

a man.
To resist temptation.
To be "clean" inside and out, and
To be true to your sense of duty.

However accurate a watch may be, the
back of it is always "behind time." J. T.

Some "Ready-Made" February Advertisements

This is the Anniversary of the great Lincoln
who said, "You can fool some of the people all of the
time, and all of the people some of the time, but you
dan't fool all of the people all of the time."
The policy of this store is to fool none of the people any

of the time. We are working for future
reputation on the lines of honest
goods, honest prices, honest service.
We give every customer "a square deal." If any purchaser
here thinks he has been " fooled," we stand ready and
anxious to correct the mistake on our part or the miscon-
ception on his part. We want you to feel at all times
that this is the reliable place to come for your needs.

HELP! HELP!

c:

sWe have only 28 days this
month in which to make our
average monthly (31 days)

sales. It means that we must
"crowd" our sales to reach the mark.
So we'll sell at a reduction of 10 per
cent for the balance of the month,
in hope that the savings may induce
you to buy now instead of later,
and so help us to make 28 days' sales
equal the usual 31. February brings
you luck at our expense, if you
will help us to reach our average
monthly sales.

JOHN SMITH
44 MAIN STREET

HELP! HELP!

The
Watch
Store

All Kinds All Qualities

All Prices

and each Watch the best
at its price, whatever the
price.

(I, Every Watch guaranteed
according to its worth, in
knowledge of that worth.

$1 to $100

John Smith, M44airs Street

Down With Monopoly!
St.Valentine's Day is not the exclusive property of the tender-hearted

unmarried, Show the "dear old girl" that sentiment doesn't belong

entirely to singleness. A dozen Silver Spoons, or a Cut Glass Dish,

or a jeweled Brooch, or a new Toilet Set will break up the young

folks' monopoly of St. Valentine's services. Think it over, sir, and

renew your courting again on February Fourteenth!

John Smith, Jeweler, 44 Main St.

For a Pain in the Heart
Select one of these beautiful Brooches from my stock.
Then write some appropriate sentences on a sheet of

note-paper ; sweeten with some selected adjectives,

and ornament with sugary pet-names. Put the

Brooch and the note into a box of flowers and

send it to Her on February Fourteenth.

When you next see her the pain will have

left your heart and entered your
rival's. This cure is recommended

by St. Valentine, and by

SMITH
44 Main St.

A HINT
Yesterday 17 young ladies, by actual count, just raved over
our trayful of beautiful new rings.
St. Valentine suggests that here's the young man's chance;
for his girl was likely one of these 17.
Give her one, and see her eyes dance!
You may date the real beginning of your life from the day
of the giving.

SMITH, the Jeweler
44 Main Street

If George Washington had 
lived to celebrate his anniversary

on February 22d of this year

the man who was " first in war and first in peace "

would have carried a * * * Watch, which

is " first in the pockets of his countrymen." The

* * * Watch is as truthful as the great man
who " could not tell a lie."

SMITH, 44 Main Street

You are "Far-sighted" if
you see that my shop is the best
place in Smithville for the proper
fitting of glasses to your eyes.

You are "Short-sighted" if

you fail to see the necessity of
bringing your eyes to my shop to
have them examined, free,. for
faults.

The right kinds of spectacles
do much more than assist
the sight —they often cure
headaches, correct nervous
troubles and help obscure
ailments of other sorts.

I may be able to give you much comfort
and you may not know that you need
glasses. Bring your eyes to me and I'll
look into them.

JOHN SMITH, 44 Main Street

HURRY!!!
Only five days before this
short month is out, and you
haven't had your watch
cleaned 1 You know it
needs it, to correct its irregu-
lar running ; and you in-
tended to have it cleaned;
but you put it off.
This, then, is to remind you
that February is a good
month for watch - cleaning,
and that there are only five
days left in the month.

SMITH
44 MAIN STREET
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The Cost of Doing Work

THJE KEYSTONE

Some time ago there appeared in THE
KEYSTONE articles from two or three
brother jewelers and workmen in regard to
the cost of doing work. I was very much
interested in them, for the reason that for a
number of years I have been endeavoring
to get an adequate profit from the watch
and clock repair department, with not very
brilliant success.

The cost of doing work is an item that
receives altogether too little attention.
Jewelers when confronted with actual fig-
ures, taken from carefully kept records, are
apt to be quite surprised. Some figure on
making 50 per cent off this department, but
somehow it fails to materialize. I myself
was in the same position until I started to
keep an accurate record of this branch of
our business as a separate department en-
tirely. This was comparatively easy for us,
as the watchmakers were not expected to,
and did not, wait on trade, having nothing
but their own department to attend to. If
they spent any time on stock work or on
account of the store they were given credit
for their time and overhead expenses,
proportionate to the same, thus eliminating
the objection that the watchmaker usually
has many things to do in the store for
which he is not given credit. A long term
of years at the bench enables me to ap-
preciate the importance of these items.

In arriving at the cost of doing work
it is misleading to start a man say on three
or four cleaning jobs, timing him in the
operation and then taking the average time
per job as a basis on which to calculate the
expense or profit for a month or year.
Anyone following this method will be apt
to receive quite a shock.

The items that go to make up the cost
of doing work are as follows : Wages, ma-
terials, chemicals, rent, light, fire and
burglary insurance on watches left for re-
pair, taking in work, examining, estimating,
recording, delivering, charging, mailing bills
and receipts, advertising the department
and lost time.

Quite a formidable list, but each item
is capable of being worked out arithmet-
ically and will prove a revelation to the
man who does it.

Discussion with many jewelers shows
me that most of them, if they do any figur-
ing on the subject at all, include only
wages, rent, material and perhaps fire in-
surance, but a careful record of the other
items will show they amount to too much
to be overlooked if we are to know the cost
of doing work.

In my opinion the items that cut into
the profits the most after figuring wages,
rent, material, insurance, etc., are lost time
and guarantees. Lost time comprises such
items as five to ten minutes late in the morn-
ing and at noon, equivalent to one to two
hours per week, time spent hunting for
pieces that are dropped, or replacing such
as are accidentally broken, etc.

It may be argued that this is drawing
the line pretty fine. In reply to this I have
merely to suggest that as the house is pay-
ing for it it forms a legitimate charge in

the cost of doing work, which is what we
are trying to find out.

Incidentally, I may mention that I
would be willing to pay a man who was
always on time in the morning, ready for
work at 8 o'clock, at least $1 per week
more. This would buy him a good suit of
clothes every year, or if put in the bank at
compound interest would amount to a snug
little sum in ten years.

But to return to the subject. The next
item is that of guarantees. In our case this
amounts to considerable, as our trade is
largely with women and a liberal interpre-
tation of guarantees means that in the
course of a year, when we have once made
a charge of $2.50 for repairing a woman's
watch that we will have to spend at least
one to two hours extra on it, for which we
get no pay.

She never drops it ( ?), always winds
it ( ?) and never gives it to baby to play
with ( ?), in spite of the fact that the staff
is bent, the case tooth-marked and the steel
work rusty from having been put in baby's
mouth.

An insistence on. charging for these
items probably means •a lost customer, so
the only remedy is to charge enough the
first time to cover eventualities.

We now never take in a woman's
watch for less than $2.50, however good
the condition. Our figures show it cannot
be done and come out even.

Now to get down to individual cases—
cleaning 17 jewel, 12 size watch, $1.5o.
Wages $25 per week, 54 hours, 46 cents
per hour.

Time, 2 hours 
Rent of corner, $15 per month 
Material, none 
Fire and burglary insurance 
Advertising the department 
Chemicals  
Making good guarantees—bo per cent.

on men's watches 
Entering, delivering, charging, mail-

ing bills and receipt 

.92

.05

.00

.02

.02

.02

.15

.05

$1.23
Profit, 27 cents.

On ladies' watches we allow 25 per
cent. for come-backs and guarantees.

In the above it may be objected that
two hours is too long for cleaning such a
watch. It is too long for the actual clean-
ing of the movement, but here is the case
to be polished and movement wound and
regulated until delivered. Our records
show that cleaning benches and winding
occupies the first hour of the day, leaving
eight hours for actual bench work.

Allowing two hours for cleaning each
watch, that means four jobs per day per
man, bringing the house $6.00, wages $4.16
per day, other expenses $1.44, bringing the
total to $5.60 and leaving a profit of 40
cents per man per day.

Visions of automobiles vanish on this
analysis, were it not for the fact that main-
spring, staff and jewel jobs serve to make
this showing a little better.

In conclusion let me say that I am glad
to think that the experiences of the last
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three years have brought many jewelers to
a realization of the cost of doing business.

We should remember that the man who
does $25,000 business and pays out $24,000,
is not so well off as the man who does only
$10,000 and pays out $9,000. The latter
makes as much as the former and has less
outlay and worry.

I hope the discussion of this matter
will not cease to interest the trade. It is
vital and figures and facts from the ex-
perience of some of the larger houses in
the trade would surely be interesting and
instructive. A SUBSCRIBER.

Optimism

"Twixt Optimist and Pessimist
The difference is droll;

The Optimist sees the doughnut,
The Pessimist the hole."

Optimism is the view that leads up-
ward on the ladder of accomplishment. It
is the road that arrives at achievement.

It inspires the hearts and minds of the
greatest and best to higher and nobler at-
tainment. It brings about the progress of
the race.

Optimism conquers over land and sea,
the air above and the Earth below ; dis-
covers unknown continents at the extremi-
ties of the globe; constructs railroads and
flying machines; builds ships and Panama
Canals ; ties together the people of the
Nations and the Nations of the World.

The unbounded optimism of Columbus
overcame stupendous obstacles, won for
him the discovery of an unknown world,
and the awakening of the human race to a
higher knowledge and civilization.

Napoleon's optimism conquered Eu-
rope, and moved mountains. When the
Alps were in his way he said, "There shall
be no Alps ;" and he passed them success-
fully and surprised the enemy.

This optimism marked him as the
greatest general of the age, and gave him a
name that can never die.

Cyrus W. Field entered the commercial
world at fifteen and through his optimistic
endeavor was able to retire from com-
mercial life a wealthy man at thirty-four.

Then after thirteen years of repeated
reverses and incessant labor, working on
both sides of the Atlantic, exhausting his
own resources and making large drafts on
the treasuries of two nations, with scien-
tific advice against him, his optimistic spirit
enabled him to accomplish the laying of the
great Atlantic Cable.

It was the greatest achievement of
the century ; and one man's optimism did it.

Optimism has ever been the guiding
spirit in the accomplishment of things worth
while. From the time when Moses safely
led the Children of Israel to the promised
land down to yesterday's success in avia-
tion, optimism has been the guiding motive
power in every great attainment.

And it must always be thus. History
is bound to repeat itself here, for optimism
is the natural stimulus that develops suc-
cess, and the men of to-day and the men of
the future who reach that goal, must, in the
very nature of things, be men of the op-
timistic faith.—The Mahin Messenger.
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TRADE

STERLING
HE SAXON—a new and dis-
tinctive Sterling pattern with
the " Wallace stamp.

Its marked beauty and origi-
nality of design are certain to win the
appreciation of those whose artistic
taste always finds expression in their
selection of distinctive tableware.

Complete service now ready 

The SAXON Pattern will be widely
exploited to consumers in the Fall.
High - class mediums, reaching practi-
cally every prospective silver-- buyer in
the country, will tell about the SAXON
pattern.

Send for price list and sample booklets for
local distribution, containing your own imprint.

R. WALLACE & SONS MFG. CO.
Wallingford, Conn.

NEW YORK CHICAGO SAN FRANCISCO LONDON
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Ginger and Judgment forms a "Rich Mixture"

gOur Line of

BRASS GOODS

is full of GINGER

No. 4947 SMOKING SET. POLISHED BRASS

THE PAIRPOINT
ORIGINATORS OF

PAIRPOINT CUT GLASS
and

PAIRPOINT SILVER PLATE

CYou will display
good JUDGMENT
by showing a few of
our goods in your Line

CORPORATION
Factories and Main Offices

NEW BEDFORD, MASS.
 BRANCHES

NEW YORK -
MONTREAL
SAN FRANCISCO

- - - - 38 MURRAY STREET
CORISTINE BLDG., ST. NICHOLAS ST., WEST

- 717 MARKET STREET

KETCHAM&McDOUGALL
AUTOMATIC

EYEGLASS HOLDERS
LOOK FOR OUR NAME ON EVERY HOLDER

For several years past we have been
spending a large amount of money
advertising our eyeglass holder to the
consumer through the medium of the
large magazines. By this means we have
made it a well-known and staple article.
Every progressive jeweler should keep a
complete assortment in stock at all times.

We Furnish Gratis Attractive News-
paper Cuts and Advertising Copy for
Use in Your Local Papers. Send for
Them.

Gold and Silver
Thimbles

If you appreciate the commercial value and
reliability resulting from

78 Years' Experience
which goes into every Thimble which we
make, you will see to it that your stock of
goods of our manufacture is complete and
well displayed.

Cuts show two pages from our new
catalogue, which is yours

for the asking

ESTMILISHED I ft:32

KETCHAM&McDOUGALL
MANUFACTURERS

15-17-19 MAIDEN LANE, N. Y.
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These are the men that sell the spoons—that catch the maid—

that booms your trade—that gets you the profit—that makes you

smile when you pay your bill to Y' Silver Shop at Greenfield.

and Factory, Federal and Kenwocd Streets
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Wants Reliable Goods

WHICH WE MAKE

197

More Buyers Than Ever

At Reasonable Prices

Neck Chain 410 190 Placque

• WHICH WE CHARGE

Consult our BLUE BOOK, Catalogue N, which
shows a complete assortment of such goods.
Every piece of goods made by us bears our trade-
mark. Look for this sign of quality.

Neck chain 410 sterling, bright, 16 inches long.

Neck chain 414 sterling, bright, 16 inches long, set as ordered.

Placque 190 outside rim brilliants, open work platinum finish,

inner circle Rose or Green finish, center stone set as ordered.

Placque 191 sterling, platinum finish, brilliants, center stone

set as ordered.

Manufacturing Jewelers and Silversmiths

100 Richmond Street : Providence, Rhode Island
NEW YORK CHICAGO

13 Maiden Lane
CANADA

Heyworth Building Kingston, Out.
Neck Chain 414 igi Placque

Masonic
Rings

41 Strikingly new and
original designs of
some of the Scottish-
rite rings produced by
the House 9 Miller.

20 inch
Alice Vase

c7tilakers el the Finer Grade of Emblem Jewelry
Selection Packages Sent to Responsible Jewelers

irr

n+ trademark
This

every

;IF piece

will ask for and insist upon Hawkes Cut Glass during the coming

months. We have increased our advertising considerably and increased

trade will naturally follow.

Make this advertising your advertising. Turn the interest and inquiries

from your section towards your store. Have Hawkes Cut Glass to

show and let the people know it. You'll make the sales because 

The superiority of Hawkes Cut Glass is evident to all. It is cut from

the solid blank—not pressed. The difference in the finished product

is unmistakable.

The figured blank is a pressed blank, that is, the pattern is pressed into

the glass and then smoothed and polished over. It is easily detected

by passing the fingers over the inside of the article, which is slightly

raised wherever the pattern is deepest.

Hawkes
Cut Glass
is genuine cut glass, absolutely flaw-

less. It has a brilliant lustre equaled

only by that of the diamond and is as

clear as crystal.

We manufacture our own blanks, thus

insuring a uniform color. This gives

us a distinct advantage over the great

majority of our competitors who have

to buy their blanks from promiscuous

sources.

Pressed or figured blanks are sold to

cut-price department stores. Jewelers

who handle such goods have to meet

this competition, and, at the same time,

cannot hope to sell the best trade.

Hawkes Cut Glass is not sold to de-

partment stores; only to the legitimate

jeweler. Hawkes dealers are inerefore

protected from price-cutting and are

able to satisfy those critical buyers who

want the best and are willing to pay for it.

Can you afford to let this opportunity for a more profitable cut

glass business slip by ? Please write us for further information.

T. G. HAWKES & CO.
CORNING, N. Y.

 Grand Prize Paris Exposition 
DORRANCE-BATT1N CO., Chronicle Bldg., San Francisco, Cal., Pacific Co

ast Agents

No piece
genuine
without

this
trade-mark
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Bigney's"Mirror Finish" Chains

To the Retail Trade
of the United States:

Gentlemen:

You can purchase
our Mirror Finish
goods through any
leading wholesale
house in the country.
This is the only ave-
nue through which
you can obtain the
product of our fac-
tory. The demand
for our Mirror Finish
chains is increasing
daily. No chains
equal to them in finish
and wearing quality.
Get them and increase
your business.
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HE imprint of "The Rose"
is equivalent to a token of
good luck. Jewelers who

have purchased the line bearing this
imprint call them " lucky goods."
We have this season many new
"Sellers" and consider ourselves for-tunate 

in obtaining articles of such
exceptional merit and beauty.

Our representatives are now
starting on the road with an
unsurpassed assortment.

ELK, EAGLE

an

MOOSE GOODS

A SPECIALTY HENRY FREUND & BRO.
"SELLERS gf SELLERS"

71 Nassau Street : NEW YORK

The imprint of
"THE ROSE"
stands for quality
and excellence
and is equal to
a Government
stamp.

The Vogue of the Thin Model

LORD ELGIN, Thin Model

THE holiday season proved
the universal popularity of

the new thin model high-grade
watches—the modern standard
in style and timekeeping. Don't
fail to enrich your spring watch
stock with a selection. Large
supplies to select from, at
America's oldest and liveliest
watch house.

H. 0. HURLBURT & SONS

G. M. WHEELER MODEL
12 Size

14 South Tenth Street
PHILADELPHIA, PA.

February, 1911 T H

Retail Jewelry Advertising

Let me begin by saying that if any
merchant on earth ought to advertise it is
the retail jeweler, because, first, his stock
in trade is not a life necessity, writes J. H.
Larimore in Brains. It is true that every
people, from the African savage to the
most refined and wealthy American or
European, loves ornamentation. Few men
reject an opportunity to shine by the use
of badges, insignias, pins, chains and other
adornment. Savages delight in the wearing
of animals' teeth and birds' feathers, while
they paint their bodies and put rings in
their noses. The civilized people use stick
pins, hair adornments, rings, watch chains,
fobs and other jewelry for the same pur-
pose, and milady is under the mild arraign-
ment of painting her cheeks and penciling
her eyebrows with the same end in view.

But this desire for adorn-
Jewelry a 
Luxury 

ment is second to not only
the desire, but the necessity
for food, clothing and

shelter. So the pawnbroker flourishes like
a green bay tree, because people will pawn
their watches and earrings to get some-
thing to wear and a place to sleep. It there-
fore is necessary for the average seller of
articles of adornment to make a stronger
appeal to move his wares than it is for his
neighbor grocer, or the clothier across the
street.

However, the line of advertising and
the methods employed by the one need not
be essentially different from the line and
methods of the others. Furthermore, the
jeweler has an advantage over his neigh-
bors in this, that his wares, properly dis-
played in his shop windows, make a more
eloquent appeal than do the wares of the
butcher, the baker and the candle-stick
maker. This window display is an im-
portant part of his publicity.

In addition, he has the ad-
Larger Profits vantage of knowing that his

sales need not be as numer-
ous as those of men in other businesses.
The grocer sells as little as a cent's worth
at a time; perhaps the sale of ten dollars'
worth at a time, by the average grocer
would be counted a good business, and if he
made many sales of that volume in a day
he ought to congratulate himself. The
grocer's wares, too, are perishable ; the
jeweler's are not. As a rule, the profits in
the grocery business are much smaller than
those in the jewelry business. With regard
to the clothier, he also sells many small
things, especially in the furnishing line; and
while his goods are less perishable than the
grocer's, yet they will not endure as long
as the jeweler's stock in trade, and they
go out of style soon.

I suppose the retail jeweler in his ad-
vertising must adapt himself to circum-
stances. He must advertise in such a way
and in such media as to attract the atten-
tion of those who are most likely to become
his customers. And yet, it is manifest that
he is under restrictions that do not bind
the grocer and the clothier. His area is
more limited than theirs, and his clientele
not so large. He should do newspaper ad-

KEYSTONE

vertising, for no retailer can make a success
without it. But his space need not be as
large as the space other dealers use, and
what he loses in the pulling power of space
he must make up in effective argument.

A jeweler, especially one
Dignified dealing with the higher
Advertising classes of trade, must be

especially dignified in his
advertising. Of course, the buyers of
jewelry like bargains as well as do the
buyers of overcoats, but it will not do to
come out too strongly on this line. What
he says about bargains must be very care-
fully said. His forte, rather, is to talk of
the excellence of his goods. For instance,
one cannot well have a marked-down sale
on diamonds. What he can talk about is
the good investment that diamonds make,
or the large stock he has, or the excellence
of his diamond setters. Nor can he close
out a fire stock of watches; for the man
who buys a watch wants one that hasn't
been in a fire. Excellence, advantage of
location, etc., are the jeweler's great points.

Birthdays, Christmas and
other gift days are hay-
making days for the jew-
eler. If he can suggest

suitable gifts for all members of the family
and all friends, he has done the giver a
service. It is all right, and, indeed, im•-
perative, that he give prices, but he must
be chary of the word bargain. At Christ-
mas let his ads be full of gift suggestions.
At the first of each month let his ads men-
tion the particular stone for that month,
with a little verse of sentiment about it.
Whenever a new fad or conceit arrives,
let him work something about it in his ads.
A good idea is to use his advertising as a
news story, telling, for instance, of the new
fashions in scarf pins, hair adornments,
etc., making the story interesting to the
reader and working his name into it.

Some good, easily caught, but, withal,
dignified catch phrase should be used in all
his ads.

I believe that it is important to use
one's own name, and not a company or
stock name in the ads. Recall, for in-
stance, how Tiffany's, Wanamaker's and
Delmonico's stand out. Everybody knows
what line of business these houses are in
and where to find them. Suppose that
Tiffany's were known as the New York
Jewelry Company. Wouldn't their sales be
much restricted? I deem it better adver-
tising to say Radcliffe, Jeweler, than to
say the Bon Ton Jewelers, or the Smith-
ville Jewelry Company.

A jeweler should insist that
Kind of Type the type in his ads be in

keeping with the idea of
dignity. It need not be sombre or solemn;
but, on the other hand, the same type
should not be used as that appearing in the
advertising of a Percheron stallion. Light-
face type, without too much ornamentation,
is better. Let one thing at a time be told.
Small ads., often repeated, are better than
a big shot once in a while. Surround the
ad. with a light rule border, in complement
to the type. It must be remembered that,
as a rule, the heaviest buyers of jewelry,

Jeweler's
Opportunities
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the best customers, are those whose tastes
are most aesthetic. Therefore, careful
attention should be given to taste in the
choice of type, borders and illustrations.

The illustrations should be small, but
legible, and in keeping with the wording of
the ad. Any old picture will not do.

The best position for a
Position for jewelry ad., even if it is
Jewelry Ad. one advertising to men,

should be on the woman's
page, or the society pages. Women are the
jeweler's best customers and the appeal
should be directed to them.

The jewelry ad. should be changed
often, but its general style of make-up
should remain pretty much the same, and
the size of the ad. should not be frequently
changed. In no other business is it more
important that the name and location be-
come firmly fixed in the mind's eye, and the
reputation become established among
buyers.

So much for newspaper advertising.
There are other media.

The retail jeweler can do much with
booklets. These should be printed as neatly
as possible, using calendered paper, with
half-tone illustrations, as faithfully as pos-
sible reproducing the things he wishes to
picture out. The booklet should be no
larger, if convenient, than can be put inside
a No. 64 envelope. It should be neatly
addressed and mailed under two-cent post-
age to the home address—not the business
address—of the prospective customer. It
should contain, besides the advertising,
some suggestions as to gift-making, fashions
in jewelry, etc. Perhaps three times a year
is often enough to send these out.

It is a good plan for the
Valuable jeweler to keep a card rat-
Information ing of customers and pos-

sible customers ; of course,
without letting it be known that he keeps
such a list. This should contain the names
and both the home and business addresses,
the credit rating, the numbers of members
of the family and their sexes and ages.
To this information can be added other
information gleaned from the society col-
umns of the newspapers, such as announce-
ments of engagements, births, deaths, jour-
neys, etc. This information will be valu-
able not only in sending out advertising
matter, but in dealing with customers.
Whenever a birth announcement is made
it would be a good idea to send the parents
a congratulatory card, announcing the fact
that the jeweler has on hand some fine
baby rings and other jewelry for infants.
In the case of brides-to-be the friends of
the contracting parties can be sent ad -1.-
tising relative to wedding presents. The
information card will supply the knowlcge
required as to who the friends probably are.

Lodge members are a fruitful source
of patronage if rightly solicited. They
should be sent advertising regarding pins,
buttons, badges, etc. The information card
again will come in handy. Whenever there
is a convention of one of these orders in
town the jeweler ought to devote his news-
paper publicity to advertising their insignia
and jewelry.
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Retail Jewelry Advertising

Let me begin by saying that if any
merchant on earth ought to advertise it is
the retail jeweler, because, first, his stock
in trade is not a life necessity, writes J. H.
Larimore in Brains. It is true that every
people, from the African savage to the
most refined and wealthy American or
European, loves ornamentation. Few men
reject an opportunity to shine by the use
of badges, insignias, pins, chains and other
adornment. Savages delight in the wearing
of animals' teeth and birds' feathers, while
they paint their bodies and put rings in
their noses. The civilized people use stick
pills, hair adornments, rings, watch chains,
fobs and other jewelry for the same pur-
pose, and milady is under the mild arraign-
ment of painting her cheeks and penciling
her eyebrows with the same end in view.

But this desire for adorn-
ment is second to not only
the desire, but the necessity
for food, clothing and

shelter. So the pawnbroker flourishes like
a green bay tree, because people will pawn
their watches and earrings to get some-
thing to wear and a place to sleep. It there-
fore is necessary for the average seller of
articles of adornment to make a stronger
appeal to move his wares than it is for his
neighbor grocer, or the clothier across the
street.

However, the line of advertising and
the methods employed by the one need not
be essentially different from the line and
methods of the others. Furthermore, the
jeweler has an advantage over his neigh-
bors in this, that his wares, properly dis-
played in his shop windows, make a more
eloquent appeal than do the wares of the
butcher, the baker and the candle-stick
maker. This window display is an im-
portant part of his publicity.

vantage 
ddition, he has the ad-

Larger Profits  of knowing that his
sales need not be as numer-

ous as those of men in other businesses.
The grocer sells as little as a cent's worth
at a time; perhaps the sale of ten dollars'
worth at a time, by the average grocer
would be counted a good business, and if he
made many sales of that volume in a day
he ought to congratulate himself. The
grocer's wares, too, are perishable ; the
jeweler's are not. As a rule, the profits in
the grocery business are much smaller than
those in the jewelry business. With regard
to the clothier, he also sells many small
things, especially in the furnishing line; and
while his goods are less perishable than the
grocer's, yet they will not endure as long
as the jeweler's stock in trade, and they
go out of style soon.

I suppose the retail jeweler in his ad-
vertising must adapt himself to circum-
stances. He must advertise in such a way
and in such media as to attract the atten-
tion of those who are most likely to become
his customers. And yet, it is manifest that
he is under restrictions that do not bind
the grocer and the clothier. His area is
more limited than theirs, and his clientele
not so large. He should do newspaper ad-

Jewelry a
Luxury
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vertising, for no retailer can make a success
without it. But his space need not be as
large as the space other dealers use, and
what he loses in the pulling power of space
he must make up in effective argument.

A jeweler, especially one
dealing with the higher
classes of trade, must be
especially dignified in his

advertising. Of course, the buyers of
jewelry like bargains as well as do the
buyers of overcoats, but it will not do to
come out too strongly on this line. What
he says about bargains must be very care-
fully said. His forte, rather, is to talk of
the excellence of his goods. For instance,
one cannot well have a marked-down sale
on diamonds. What he can talk about is
the good investment that diamonds make,
or the large stock he has, or the excellence
of his diamond setters. Nor can he close
out a fire stock of watches; for the man
who buys a watch wants one that hasn't
been in a fire. Excellence, advantage of
location, etc., are the jeweler's great points.

Birthdays, Christmas and
other gift days are hay-
making days for the jew-
eler. If he can suggest

suitable gifts for all members of the family
and all friends, he has done the giver a
service. It is all right, and, indeed, im-
perative, that he give prices, but he must
be chary of the word bargain. At Christ-
mas let his ads be full of gift suggestions.
At the first of each month let his ads men-
tion the particular stone for that month,
with a little verse of sentiment about it.
Whenever a new fad or conceit arrives,
let him work something about it in his ads.
A good idea is to use his advertising as a
news story, telling, for instance, of the new
fashions in scarf pins, hair adornments,
etc., making the story interesting to the
reader and working his name into it.

Some good, easily caught, but, withal,
dignified catch phrase should be used in all
his ads.

I believe that it is important to use
one's own name, and not a company or
stock name in the ads. Recall, for in-
stance, how Tiffany's, Wanamaker's and
Delmonico's stand out. Everybody knows
what line of business these houses are in
and where to find them. Suppose that
Tiffany's were known as the New York
Jewelry Company. Wouldn't their sales be
much restricted? I deem it better adver-
tising to say Radcliffe, Jeweler, than to
say the Bon Ton Jewelers, or the Smith-
ville Jewelry Company.

A jeweler should insist that
the type in his ads be in
keeping with the idea of

dignity. It need not be sombre or solemn;
but, on the other hand, the same type
should not be used as that appearing in the
advertising of a Percheron stallion. Light-
face type, without too much ornamentation,
is better. Let one thing at a time be told.
Small ads., often repeated, are better than
a big shot once in a while. Surround the
ad. with a light rule border, in complement
to the type. It must be remembered that,
as a rule, the heaviest buyers of jewelry,

Dignified
Advertising
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the best customers, are those whose tastes
are most aesthetic. Therefore, careful
attention should be given to taste in the
choice of type, borders and illustrations.

The illustrations should be small, but
legible, and in keeping with the wording of
the ad. Any old picture will not do.

The best position for a
jewelry ad., even if it is
one advertising to men,
should be on the woman's

page, or the society pages. Women are the
jeweler's best customers and the appeal
should be directed to them.

The jewelry ad. should be changed
often, but its general style of make-up
should remain pretty much the same, and
the size of the ad. should not be frequently
changed. In no other business is it more
important that the name and location be-
come firmly fixed in the mind's eye, and the
reputation become established among
buyers.

So much for newspaper advertising.
There are other media.

The retail jeweler can do much with
booklets. These should be printed as neatly
as possible, using calendered paper, with
half-tone illustrations, as faithfully as pos-
sible reproducing the things he wishes to
picture out. The booklet should be no
larger, if convenient, than can be put inside
a No. 6A envelope. It should be neatly
addressed and mailed under two-cent post-
age to the home address—not the business
address—of the prospective customer. It
should contain, besides the advertising,
some suggestions as to gift-making, fashions
in jewelry, etc. Perhaps three times a year
is often enough to send these out.

It is a good plan for the
Valuable jeweler to keep a card rat-
Information ing of customers and pos-

sible customers ; of course,
without letting it be known that he keeps
such a list. This should contain the names
and both the home and business addresses,
the credit rating, the numbers of members
of the family and their sexes and ages.
To this information can be added other
information gleaned from the society col-
umns of the newspapers, such as announce-
ments of engagements, births, deaths, jour-
neys, etc. This information will be valu-
able not only in sending out advertising
matter, but in dealing with customers.
Whenever a birth announcement is made
it would be a good idea to send the parents
a congratulatory card, announcing the fact
that the jeweler has on hand some fine
baby rings and other jewelry for infants.
In the case of brides-to-be the friends of
the contracting parties can be sent ad \ -;--
tising relative to wedding presents. The
information card will supply the knowlc,Ige
required as to who the friends probably are.

Lodge members are a fruitful source
of patronage if rightly solicited. They
should be sent advertising regarding pins,
buttons, badges, etc. The information card
again will come in handy. Whenever there
is a convention of one of these orders in
town the jeweler ought to devote his news-
paper publicity to advertising their insignia
and jewelry.

Position for
Jewelry Ad.
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WE HAVE EVERY GRADE
at prices that cannot be matched and that enable you to make sales -- good,
honest value in every case.

Our stock is a large one and is constantly replenished by importations from
Europe, so we can always give you what you want when you want it.

We Guarantee every Stone we send out.

IMPORTERS
. AND

MANUFACTURERS

TRADE

2 Maiden Lane NEW YORK

AMSTERDAM
Factory, BROOKLYN

LONDON

CLASS DISTINCTION
is sound principle when it concerns the selection of stone goods for your stock. ot Insistthat you get the best in the line and make sure that you are able to show your buyer thatwhat you sell him is strictly first-class. Jt, With the right goods it is easy to point out thedifference. Take for example our line of Pearls, Opals, Rose Diamonds and all Recon-structed stones—compare them with others and see the points that distinguish our goodsfrom the ordinary. .4 They are made of the best and purest material, with precision ofcut, correctness of style and quality of finish that give the " HELLER " characteristic—and they cost no more.

Our HOPE SAPPHIRES are the only Synthetic Sapphires.
41, Our JAPANESE PEARLS are guaranteed.

Ask your jobber for literature on Synthetic Stones and the "Heller " Synthetic Collection

PARIS: 39 Rue de Chateaudun
SAN FRANCISCO : L. A. Giaeobbi, Repregentative
PROVIDENCE: 212 Union Street
IDAR: 14 Hauptstrasse

68 Nassau Street, NEW YORK

NEW YORK OFFICE OF THE KEYSTONE
Room 1102 JEWELERS' BUILDING, 9-11-13 MAIDEN LANE

NEW YORK, January 10, 1911

The Merchants' Association of
Merchants' New York has just issued cir-
Excursion culars outlining the arrange-

ments with the railroads for
reduced fare excursions during the spring buying
season of 1911.

From Trunk Line territory, described below,
four series of reduced fares have been arranged
for merchants and their representatives. '1 he
rate, full fare to New York, three-fifths fare re-
turning, will be effective on January 14th to 17th,
inclusive; February ifith to 21st, inclusive; March
4th to 7th, inclusive, and March 18th to 21st, in-
clusive, with a fifteen-day, including date of
issue, return limit. The following instructions
appear in the circular:

Purchase first-class single-trip
Purchasing ticket to New York on one of
Tickets the above dates, obtaining

from the ticket agent at the
same time a return trip certificate, which you
must sign in his presence and which he must
countersign. If return trip certificate cannot be
obtained at your town, ask the ticket agent the
nearest station at which one can be issued. At
your convenience, after arrival in New York,
secure from one of our resident members an
identification card duly filled out and signed,
which card, together with the return trip certifi-
cate, present at our offices, 54-60 Lafayette street,
as soon thereafter as possible. The office is open
daily, except Sunday, from 9 A. M. to 5.30 P. M.
If the certificate and the identification are regular
in every respect, the certificate will be immedi-
ately validated and returned to you, thereby en-
titling you to a return ticket for three-fifths the
regular one-way first-class fare from New York
City to destination.

Return transportation will be sold on the
validated certificate at the local railroad ticket
office or depot only on the day or one day in
advance, of departure from New York, within
the fifteen-day return limit on the certificate.
Pullman reservations for the return trip can be
obtained, prior to the purchase of the return
ticket, on presentation of validated certificate at
the railroad ticket office. These. reduced fares
are for merchants in good standing and their
representatives and for members of their fami-
lies, who, on being identified by one of our resi-
dent members, become non-resident members of
the Merchants' Association of New York.

As certificates and return tick-
Certificates Not ets are not transferable, hold-
Transferable ers thereof will be responsible

for any misuse. The return
trip must be made via the route over which
ticket to New York was purchased. The reduced
rate does not apply from points less than one
hundred miles from New York City. No reduc-
tion can be granted without a proper return trip

certificate. Ticket agents can give full informa-
tion as to stopovers. No reduction on children's
half-fare tickets.

Trunk Line territory includes New York
(rate not authorized from points on the New
York, Ontario & Western Railway), Pennsylva-
nia, east of and including Erie, • Meadville, Oil
City and Pittsburgh, also points on the Baltimore
& Ohio Railroad, Pittsburgh to Kane and Pitts-
burgh to Kenova, W. Va., including Wheeling,
Parkersburg, Huntington, W. Va., Belpre, Mari-
etta, Bellaire, Gallipolis and Pomeroy, Ohio, and
intermediate stations. New Jersey, Delaware,
Maryland, District of Columbia, Virginia and
West Virginia, on and north of the line of the
Chesapeake & Ohio Railway from Washington,
D. C., to Kenova, W. Va.

The following were admitted to membership
in the Jewelers' Board of Trade at a meeting of
the Board of Directors, held Thursday, January
12, 1911:

Barry & Co., to Austin St., Newark, N. J.
Baum Bros., 525 Canal St., New York City.
Moses Freed, 75 Canal St., New York City.
John Hasselbrmg Mfg. Co., 1143 De Kalb Ave.,

Brooklyn, N. Y.
John B. Humphrey Co., 387 Washington St.,

Boston, Mass.
Max Jerseman, to5 Maiden Lane, New York City.
Fred Kaufman & Co., 565 Broadway, New York

City.
Charles Klein, 12 John St., New York City.
Max Kleinman, x367 Broadway, New York City.
Frank Krementz Co., Emmett and Mulberry Sts.,

Newark, N. J.
I. Levinson & Son, 49 John St., New York City.
Christie Leys & Co., 65 Nassau St., New York

City.
Majestic Mfg. Co., ig Calender St., Providence,

R. I.
Mayer & Miller Co., 85 William St., New York

City.
L. Meisel & Co., 49 Maiden Lane, New York

City.
T.,. Milhening (Inc.), x95 State St., Chicago, Ill.
Missman Tool Co., Indiana Bldg., Kansas City,

Mo.
Moser & Whyte Co., is Maiden Lane, New York

City.
Naigles & Wolfson, 71 Nassau St., New York

City.
E. H. Rosenberg & Sons, 96 Griswold St., De-

troit, Mich.
Saffir Bros., 87 Nassau St., New York City.
Schenck & Van Haden, los W. Forty-fifth St.,

New York City.
Schweiger & Michaels, 47 Maiden Lane, New

York City.
Shuttles Bros. & Lewis, 115s Commerce St.,

Dallas, Texas.
Solomon Silberfeld, 71 Nassau St., New York

City.
Stein & Hochberger, 102 Fulton St., New York

City.
Strauss & Strauss, 9 Clinton St., Newark, N. J.
I. R. Thiese, 49 Maiden Lane, New York City.
Tuthill Cut Glass Co., 36 Little Ave., Middle-

town, N. Y.
Wallach & Wachs, 5681/2 Delaney St., New York

City.
Martin H. Wiedman, x54 Wright St., Newark,

N. J.
Morris Well, 37 Maiden Lane, New York City.
Whitelaw Bros. & Zagon, 243 Grand St., New

York City.
Liberty National Bank, 539 Broadway, New York

City (Associate).

Theodore Schisgall, importer of clocks, sailed
January 5th on his annual trip abroad. On New
Year's night covers were laid for forty guests at
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the Hotel Knickerbocker, where a farewell din-
ner was given in his honor. Presentation was
made by A. Goodman of a handsome floral offer-
ing in the design of a chime clock; also speech-
making by Doctor Salataroff and others were
features of the evening. Among the guests pres-
ent were Mr. and Mrs. Miskin, Dr. and Mrs.
Hager, Dr. and Mrs. Salataroff, Mr. Lane, Mr.
and Mrs. Pompian, Dr. and Mrs. Jacobs, Frank
Kirshbaum, Mr. and Mrs. Herrman Jadlowker, of
the Metropolitan Opera Company ; Mr. and Mrs.
N. Schisgall, Mrs. Theodore Schisgall and the
entire office force. Mr. Schisgall will devote two-
thirds of his time in the future to his factory in
Europe.

Messrs. Joseph and Harry Aicher, two jew-
elry travelers well known on the Pacific Coast,
spent several weeks in New York recently pre-
paring for their spring and summer business trip
on the coast. They expect to start in on their
coast territory about the middle of February, and
will handle the silver line of Dominick & Haff,
of New York, and the gold jewelry line of L.
Fritzsche & Co., of Newark.

Wm. S. Stone, of the Gorham Co., was a
guest at the annual dinner of the Periodical Pub-
lishers' Association of America, held at the
Waldorf-Astoria on January 6th. This annual
dinner is one of the events of the year in pub-
lishing circles, and was addressed this year by
Bishop Chas. D. Williams, Francis J. Heaney, the
celebrated graft prosecutor from San Francisco;
Champ Clark, the probable speaker-to-be, and
Colonel Theodore Roosevelt.

The Southern Jewelry Travelers' Association
held its second annual meeting and banquet at
the Cafe Martin, Twenty-sixth street and Broad-
way, on the evening of January -th. After the
regular annual business meeting, at which the old
officers were re-elected, the banquet was served,
accompanied by music furnished by a trio of col-
ored singers. It was during the "wee sma' hours"
when the last man traveled his homeward•way,
after having spent a very enjoyable evening.

Larter & Sons, 23 Maiden Lane, have just
issued a new booklet descriptive of the "Larter"
studs and buttons. Accompanying this booklet
is a typewritten letter, and both are gotten
up for the especial purpose of replying to let-
ters received in answer to the extensive gen-
eral advertising which the Larters have recently
been doing in the magazines. The Larter adver-
tising has not been run for the purpose of draw-
ing orders direct from the consumer, and the let-
ter mentioned above so states and advises the in-
quirer that he can doubtless obtain the Larter
goods from his local ;eweler, but that in case he
is not able to do so the addresses of several con-
venient retailers are sent with the letter.

Black, Starr & Frost bought No. 592 Fifth
avenue from the No. 592 Fifth Avenue Company
(Maurice C. Sternbach), an old building, on a
lot 20 by too. The firm controls the adjoining
property at the southwest corner of Forty-eighth
street, and now has a plot frontage of 45 feet in
the avenue and 125 feet in Forty-eighth street,
with a westerly line of too feet, extending to the
center line of the block. The corner property,
which was formerly the residence of Charles T.
Cook, of Tiffany & Co., was purchased by Black,
Starr & Frost several years ago. No. 592 is under
lease to William Forger, and the unexpired term
is about six and one-half years. It is understood
that an option to take over this lease has been
obtained by the buyers. The combined plot will
be improved with a five-story structure from de-
signs by Carrere & Hastings, architects, but the
foundations will be reinforced so that a taller
building can be erected later should it be deemed
advisable.

Lon Van Horn, for twenty years with the
old firm of Philipp Zellenka & Son, has joined
the traveling force of L. W. Rubenstein, 54
Maiden Lane, and is now out on his first trip for
his new firm. George W. Berglund and Henry
Neuwirth, both well-known travelers of Ruben-
stein's, will also start out shortly after the first
of February to call on their trade.

Fred Brodegard, of the Brodegard Jewelry
Company, Omaha, Neb., spent a week in New
York last month looking over the electric light-
ing system on Broadway.

(Continued on page 205)



204

Announcement
To the Trade
Prices 15 to 20%
Below the Market

We Sell
Direct by Mail

Important
Economies Effected

Send for
Our Catalogue 

A Simple Request
Brings the Book 

THE
WOODSIDE
STERLING CO.

170 Broadway
New York

Please send a copy of your
CATALOGUE without ex-
pense to us.

NAME 

ST. NO.  

CITY 

STATE 

TRADE-MARK

13 We offer you the opportunity to purchase your silver-
ware stock at prices 15 to 20% lower than you have
ever paid for silverware of this class. This is in har-
mony with our new policy which permits a lower
pricing on our entire line by largely eliminating sell-
ing expenses.

11 Our reduced prices are made possible because we sell
direct to you by mail from our home office in New York
City. Take advantage of our well equipped mail-order
service. It is ready to serve you at all times—an up-
to-the-minute department in accord with the trend
of the times.

(11 By using Uncle Sam's mail as our salesmen to reach
an army of customers in every section of the country,
we effect material economies which are distinctly to
the advantage of all buyers. We cover the country at
low cost and there are no weekly "expense accounts"
of salesmen to be considered in the prices quoted you.
Our values excellent as they have been in the past,
are now more interesting than ever.

13 Our catalogue describes the benefits of our modern
method in detail and shows a line of sellers at prices
that will surprise you. It proves that you can now
purchase the kind of silverware that your most
critical customers want to buy at prices that show
you substantial savings.

(ll Just tear off the attached coupon and mail to-day. You will
receive your copy of the catalogue by return mail. If you
don't want to destroy your Keystone write " send us your
book " on a postal. Don't continue to buy your stock at un-
necessarily high prices. Act now.

CHOOSE TMhoeresagooedsgofoordsthfeor lesssame MONEY

WOODSIDE STERLING CO.
save

170 Broadway, New York

February, 1911 THE

New York

(Continued from page 203)

Alber Pretzfelder, of the firm of Bayer &

Pretzfelder Co., 5 East Seventeenth street, states

that his firm is now showing the largest and most

varied line of imported novelties that has ever

been brought to this country. During the several

years that this company has been in business they

have run short of goods each season. Clarence

F. Bayer, president of the company, has recently

returned from a three-months' trip to Europe

with an extra large stock.
William Schlossman, with H. F. Hahn & Co.,

Chicago, together with Mrs. Schlossman, spent

several days in New York last month. While in

the city Mr. Schlossman attended to several mat-

ters in connection with IIahn & Co.'s diamond

department.
The status of imitation pearls was decided

last month when the Board of United States

General Appraisers handed down a decision in

favor of a contention made by Albert Lorsch &

Co. Some of the pearls were assessed with dut
y

at the rate of 35 per cent., while others were re-

turned at 6o per cent. by the Collector. In sus-

taining the protests General Appraiser Sharretts,

who writes the decision for the board, holds that

imitation pearls, whether pierced through, partly

pierced, or attached to wires, designed exclusively

for use in the manufacture of jewelry and com-

mercially known as imitation precious stones, are

not dutiable as beads nor as parts of jewelry.

The General Appraiser holds that such merchan-

dise is properly dutiable at the rate of zo per

cent. under the provision in the Aldrich-Payne

tariff "for imitation precious stones, including

pearls and parts thereof, for use in the manufac-

ture of jewelry."
The mother of Leo Wormser, of the Julius

King Optical Co., died at the advanced age of

82 years in Cleveland and her funeral was held

there on January 25th. There are few men who

enjoy a wider or warmer acquaintance in both

the jewelry and optical trades than Mr. Wormser

and the sincerest sympathy of his many friends

will be with him.
S. Sternatt & Co., Brooklyn, N. Y., held the

customary annual meeting of their sales force

last month, which was the largest and most suc-

cessful that they have ever held. A feature of

the meeting which was highly appreciated by the

road representatives was a banquet tendered them

by the company at the new Louis Martens res-

taurant, formerly the Cafe del Opera, at Broad-

way and Forty-second Street. After the ban-

quet the travelers were the guests of the com-

pany at a performance at the Manhattan Opera

House.
Howard & Co., located for many years in

the Fifth Avenue section, signed a lease last

month for the store and basement in the building

at Fifth Avenue and Fiftieth Street, now occu-

pied by Redmond & Co., as an uptown branch of

their banking establishment. Howard & Co. will

shortly remove from their present quarters at

Fifth Avenue and Forty-seventh Street to the

entrance of the new art center which is being

rapidly created in the Fifties.

The wholesale trade here have been informed

that J. F. Carr, of Portsmouth, Ohio, has pur-

chased the Neudoerfer property which adjoins

his building, the purchase price being $25,000. He

will erect a new building on this location to be a

duplicate of the Carr Building.

L. Heller & Son, 68 Nassau Street, are now

supplying jewelers, for educational and advertis-

ing purposes, at actual cost to them, small col-

lections or exhibits showing the process of manu-

facturing synthetic stones from the crude to the
finished product. They are put up in attractive
display boxes and prove very interesting to the

layman. Heller & Son will be pleased to furnish
literature on the subject of synthetic stones to

interested people in the trade.
The 14-Karat Club of New York, composed

of the younger men in the wholesale jewelry

trade, enjoyed their annual theater party and

banquet Saturday night, January 21st. Fifty in
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number they attended the performance of "The

Paradise of Mahomet" at the Lew Fields Herald

Square Theater, and from there went to Mur-
ray's, on Forty-second Street, where their dinner

was held in the peacock room.

Annual Meeting of the Jewelers' Board

of Trade

The regular annual meeting of the Jewelers'
Board of Trade was held Thursday afternoon,
January 26th, on the fourth floor of the Silver-
smiths' Building, in Maiden Lane.

President M. D. Rothschild makes an ideal
presiding executive and put the meeting through
"with neatness and dispatch." He is business-
like in his methods and wastes no time.

After a motion was made and passed dispens-
ing with the reading of the minutes of the last
meeting, the president delivered his annual ad-
dress, which dealt with things that had been done
in the way of improving the Board's work re-
cently and with plans for the future.

The report of the treasurer, A. L. Stearns,
was then read and accepted. It showed a cash
balance on hand of $15,378.36.

Secretary D. L. Safford read his annual re-
port, which was very lengthy and went into the
minutest detail regarding the work done during
the past year, not only in the New York office,
but also in the Chicago and Providence branch
offices. His report showed a very creditable
increase both in business and number of mem-
bers.

A motion was passed to the effect that some
sort of a report of the meeting, just what was
left to the discretion of the finance committee,
he printed and a copy sent to every member.
Leopold Stern then made a speech complimenting
the board of directors and executive officers on
the rood and faithful work done by them during
the past year. In conformity with the legal
requirements the formal corporation report was
then read by the secretary.

The amendment to the constitution, increas-
ing the number of the board of directors from
zo to 33 was then read and the list of nominees
for the board for the ensuing year, prepared in
advance by the nominating committee, was then
read and unanimously elected. The old nominat-
ing committee of seven members was then unani-
mously re-elected.

The next order of business being the election
of the president, Ludwig Nissen, in a very com-
plimentary speech, proposed the name of Presi-
dent Rothschild for re-election. This was sec-
onded by Leo Wormser, and A. K. Sloan moved
that the secretary be ordered to cast one ballot
for the re-election of Mr. Rothschild. Mr. Roths-
child then called for other nominations, and none
being forthcoming he protested against "setting
such a precedent," but his protest was overruled
and his re-election was recorded for Ng 1.

In thanking the board for his re-election Mr.
Rothschild told of a conversation which he had
several days ago, when some of his friends
proposed that he run for re-election with his
partners. He suggested to them that perhaps
he had better withdraw, as he might be taking
too much time from his firm's business in attend-
ing to the duties of President of the Board of
Trade, but his partners unanimously nominated
him for re-election to the office on the spot.
He said he was glad that the honor of being
president for a second term had been conferred
on him, for "in the words of the Sage of Oyster
Bay, " ̀he had had a bully time !' " To believe that
this was said in all sincerity and honesty, it was
only necessary to see the earnest look and smile
that illumined his face.

Other executive officers were then elected,
without opposition, as follows: First vice-presi-
dent, C. H. Ingersoll, and second vice-president,
H. B. O'Brien.

After the regular meeting the board of
directors retired to the hoard rooms upstairs and
re-elected D. L. Safford as secretary and A. L.
Stearns as treasurer.

A resolution offered by C. H. Ingersoll to

set aside i per cent. of the gross income for the
pensioning of sick or disabled employees was

passed after some discussion and the naming of
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a committee of five to carry out the resolution

was delegated to the president, who said he would
name the committee in a few days.

The directors for the ensuing year are as
follows:

Robert W. Adams, of T. W. Adams & Co., New
York City.

Henry Bodenheimer, of Bodenheimer & Jaskow,
New York City.

Irving G. Day, of Day, Clark SZ Co., New York
City.

Arthur Henius, of Bruhl Bros. & Henius Co.,
New York City.

A. V. Huyler, of N. H. White & Co., New York
City.

Chas. II. Ingersoll, of R. II. Ingersoll & Bro.,
New York City.

Jonas Koch, of Jonas Koch, New York City.

Alfred Krower, of Albert Lorsch & Co., New

York City.
Ives Lake, of Waltham Watch Co., New York

City.
Ludwig Nissen, of Ludwig Nissen & Co., New

York City.
II. B. O'Brien, of Alvin Mfg. Co., New York

City.
M. 1). Rothschild, of American Gem & Pearl Co.,

New York City.
A. L. Stearns, of Roy Watch Case Co., New

York City.
Seth E. Thomas, Jr., of Seth Thomas Clock Co.,

New York City.
George H. Tonics, of Cross & Beguclin, New

York City.
Benj. Allen, of Benj. Allen & Co., Chicago, Ill.

Emil M. Despres, of Despres, Bridges & Noel,
Chicago, Ill.

John II. Hardin, of F. A. Hardy & Co., Chi-
cago, Ill.

W. F. Juergens, of Juergens & Andersen Co.,
Chicago, Ill.

A. L. Sercomb, of International Silver Co., Chi-
cago, Ill.

F. G. Thearle, of C. H. Knights-Thearle Co.,
Chicago, Ill.

Geo. H. Cahoone, of Geo. II. Cahoone & Co.,
Providence, R. I.

Harry Cutler, of Cutler Jewelry Co., Provi-
dence, R. I.

Theo. W. Foster, of Theo. W. Foster & Bro. Co.,
Providence, R. I.

Chas. E. Hancock, of Chas. E. Hancock Co.,
Providence, R. I.

G. Herbert Howard, of Mason-Howard & Co.,
Attleboro, Mass.

II. W. Patterson, of Smith-Patterson Co., Ms-
ton, Mass

Chas. T. Paye, of Paye & Baker Mfg. Co., North
Attleboro, Mass.

Geo. K. Webster, of Webster Company, North
Attleboro, Mass.

Morris Eisenstadt, of Eisenstadt Manfg. Co., St.
Louis, Mo.

A. G. Schwab, of A. G. Schwab & Sons, Cincin-
nati, Ohio.

Frederick M. Simons, of Simons Bros. & Co.,
Philadelphia, Pa.

W. J. Johnston, of W. J. Johnston Co., Pitts-
burg, Pa.

Election in Stationers' Board of Trade

The first monthly meeting of the new Board
of Trustees of the Stationers' Board of Trade,
held on the loth inst., was the occasion for the
annual election of officers and the appointment
of committees, which resulted as follows:

Henry C. Bainbridge was unanimously re-
elected president. Stephen Farrelly was unani-
mously elected first vice-president, succeeding Mr.
James C. Aikin. Frederick P. Seymour was
unanimously elected second vice-president, suc-
ceeding James S. Kiggins.

Messrs. Aikin and Kiggins were retired from
the offices of first and second vice-president re-
spectively at their own requests, after long and
efficient service. They still, however, remain
members of the Board of Trustees.

Herbert M. Condit was unanimously re-
elected secretary-treasurer.

Executive Committee — Stephen Farrelly,
chairman ; Frederick P. Seymour, Arthur P.
Jackson, William B. Hadley, Charles F. Kimp-
ton, the president ex-officio, the secretary-treas-
urer ex-officio.

Arbitration Committee—Frederick P. Sey-
mour, chairman; Franklin Weston, David A.
Tower, Stephen Farrelly, Arthur C. Bainbridge,
Henry R. Jackson, the president ex-officio.

Louis V. Blanchet, of Berlin & Jones En-
velope Company, was elected trustee in place of
William A. Gray.

There is an opening with a New York whole-
sale jewelry house for a man who understands
the jewelry business and who also understands
handling correspondence and mail orders. Ap-
plications may be made (by letter only) to W. S.
Curdy, It Maiden Lane, New York.---Adv.
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DIAMONDS
When you have a demand for an article in Diamonds
that is not in your stock, send to us for what you
need. You can depend upon getting goods of quality
and at reasonable prices. For many years we have
purchased our precious stones in the foreign markets
and carry a large supply on hand. Your orders will
receive prompt and careful attention.

THE B. A. & CO.
CATALOGUE

Our catalogue is ever at your service. The 1911
catalogue illustrates more goods than have been
previously shown. Every page of the book illustrates
goods in which you should be interested, all reliable
in quality and priced uniformly low. Be familiar with
our catalogue and make use of it.

BENJ. ALLEN & CO.
CHICAGO

February, 191 TI-IE KEYSTONE

WESTERN BUREAU OF THE KEYSTONE
Room 1201 HEYWORTH BUILDING

Cnicano, January 30, 1911

The past month has been one
January of preparation for western
Developments jobbers. With the close of
and the Outlook the holiday rush came a mo-

mentary lull and then the task
of getting up the annual inventories and the
hundred and one other details that must be gone
through with before the traveling salesmen are
sent out with their new lines. The one striking
feature of January trade developments is the
reports that are coming to jobbers from their
customers regarding the excellent holiday trade
and the manner in which collections are coming
in. 'che last analysis of any attempt to diagnose
business conditions eventually crystalizes itself
down to one of cold facts and figures. The solu-
tion is found in the unbiased records of the cash
register. These are not the records of a wise,
calculating merchant's pronhesies or deductions,
but the reaffirming entry of the dollars as they
come in. A careful canvas among jobbers in
Chicago and the West has failed to bring to light
any complaints on this score. With this healthy
state of affairs naturally comes the feeling of
reassuring certainty for the roming year's busi-
ness. This spirit of optimism is strong in the
West and it has amplified itself in the manner
in which western jobbers have made up their
minds to go after business this year. This is
especially true of travelers and their trunks. It
is, of course, customary at this time of the
year for jobbers to make extra preparation for
their travelers, but there has been more than
the usual amount of this this month. The one
fact that the retailer has shown such a healthy
disposition to discharge his indebtedness and start
the year aright has, more than any one other
factor, assured the jobber that the retail trade is
in better shape to-day than it has been for several
years past. It would seem that during the past
year the retail jeweler has made a successful
attempt to unload a lot of surplus stock, and that
he has succeeded. The annual banquet of the
Chicago Jewelers' Association the past month
brought many out-of-town jewelers to Chicago.
Without exception they spoke of good business
and excellent prospects. Jobbers and travelers
will be out in their respective territories by the
time this issue reaches its readers. There have
been a number of changes in the personnel of
traveling forces and in a number of instances
new faces will be seen.

Manufacturers' agents have been over the
field and while they do not report heavy buying
they are satisfied with conditions and consider
the outlook good. The tendency on the part of
the jobber to buy heavily only once a year is be-
coming more apparent and manufacturers' agents
have learned long ago not to figure too closely
on the volume of sales until the last of the year.

Conditions in other lines seem equally as
promising.' There is a much easier tone in the
money market at the close of the month than at

the opening. Capital is no longer agitated and
everything ill the West indicates that the develop-
ments of the first month of 1911 are satisfactory
and prophetic of a successful year commercially.

News From the Trade

Mr. Cayce, of the B. H. Still Jewelry Co.,
of Nashville, Tenn., spent several days in Chicago
during the past month on a purchasing trip. Mrs.
Cayce accompanied him.

Among the out-of-town jewelers who at-
tended the annual banquet of the Chicago Jewel-
ers' Association were: A. Edholm, Omaha; C. B.
Brown, Omaha; T. L. Coombs, Omaha; C. Beg-
ley, Duluth, Minn.; Tone Brown, Quincy, Ill.;
Frank Curtis, Decatur, Ill.; C. Beckman, Kendal-
ville, Ind.; J. F. Kiser, Muncie, Ind.; Chas.
Mayer, Indianapolis ; Orr Kieth, Iowa City; Geo.
F. Beach, Valparaiso, Ind.; Geo. E. Feagans,
Joliet, Ill.; Mack Hurlbut, Ft. Dodge, Iowa;
Claud Wheeler, Columbia, Mo.; 0. M. Nelson,
Marion, Iowa; C. Morgan, Mystic, Conn.; J. W.
Neasham, Ottumwa, Iowa; Henry Rheinart,
Wichita, Kans.; Bob Nichols, Kenosha, Wis.;
H. A. Hulett, Marshall, Mich.; Max Egge, Grand
Island, Nebr.; Ernest Seidle, Marengo, Iowa;
Earl Lewis, Des Moines, Iowa; Harry Mac-
Daniels, Lebanon, Ind.; G. G. Case, Jackson,
Mich.; Arthur Rovelsted, Elgin, Ill.

Dr. Earl J. Brown, an oculist, who is well
known to many of the jeweler opticians of Chi-
cago, was assaulted by highwaymen late in the
month near his home in Rogers Park and robbed
of his diamonds, watch and money, amounting
in all to about $500.

Arthur Elston, of Elston Bros., San Fran-
cisco, was in Chicago several days during the
past month on his way East for his annual pur-
chasing visit.

R. B. Truesdale has resigned his position as
traveler for Benj. Allen & Co. and will retire
permanently from active business. Up to the
time of his resignation he was credited with
being the oldest jewelry traveler out of Chicago,
having been on the road for this firm for over
thirty years. He traveled in Indiana, Ohio and
Illinois. His home is at Effingham, Ill.

The Chicago trade was greatly shocked to
learn of the death of Thomas Frothingham, Sr.,
which occurred at his home in North Attleboro
the middle of the month. Early in the month,
while making his initial trip of the year, he suf-
fered a stroke of paralysis while in Cleveland.
He was taken immediately to his home, where
a second attack proved fatal. Tom, as he was
universally known, has a host of friends in the
western trade and was well known in every
wholesale jewelry house in the country. He
will be recalled by these many friends as a man
of sterling qualities and one whose friendship
was highly prized. He is survived -by a widow
and two children.

William Westphal, of St. Charles, Mo., who
is quite well known to Chicago jobbers and their
travelers, has closed out his stock at auction and
retires permanently from active business. He
had been in business in St. Charles for many
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years. He visited Chicago late in the month
on his way East. He expects to make an ex-
tended visit to Germany and may remain there
permanently.

E. R. Tyler, the auctioneer, returned -late in
the month from St. Katherine's, Ontario, where
he closed out the jewelry stock of A. H. Wallace,
who retires from the jewelry business to take up
tile photography supplies and optical business
exclusively. 

Harry Palmer, in charge of the optical de-
partment of the A. C. Becken Co., is receiving
the congratulations of his many friends upon
the arrival of a baby boy at his home.

A. W. Long, southern traveler for Henry
Paulson & Co., has been confined to his home
in Taylorville, Ill., for a month past by illness.
James Hornback, of this firm, started on a trip
through Wisconsin early the past month.

W. B. McFarland, of Orange, Texas, has
sold out his entire stock at auction. His sale
was conducted by L. H. Dodd & Co., of this city.

• Henry Rheinart, of Wichita, Kans., formerly
with Juergens & Andersen Co., of this city, was
in Chicago the middle of the month and attended
the banquet at the Blackstone. He has been one
of the owners of the Varney Jewelry Co., at
Wichita, but recently purchased his partner's in-
terests and will hereafter conduct the business
under his own name.

J. F. Krohme, formerly with the A. F. Smith
Co., of Omaha, has accepted a position with
Norris, Alister & Co., as traveler. The other
travelers of this firm are T. B. Wilson, M. G.
Evans, G. W. Cook, R. A. Boyer, C. A. Ward,
I. B. Hunt and E. T. Mudge.

Parker Ford, of the well-known manufactur-
ing firm of Ford ot Carpenter, was in Chicago the
middle of the month and was a guest at the
jewelers' banquet.

Ed Walters, who for many years past has
represented D. F. Briggs & Co. in Chicago and
the West, expects to sever his connections with
this firm in the near future. .He will be suc-
ceeded here by Sandfelder Bros., who have been
in charge of the St. Louis Branch of the firm.

When Harry J. Baby, with Moore & Evans,
came down to work January 24th his associates
ill the office noticed that his face was wreathed
in unusual smiles and sunshine. He passed the
cigars around with the explanation, "It's a boy."

Julius Lesser, who has been connected with
the material business in Chicago for many years
past, committed suicide in his room by inhaling
gas. He was 65 years of age and for years
made his headquarters with E. Schwarz, Masonic
Temple.

The Chicago Association of Commerce sub-
committee, that will have charge of the interests
of the manufacturing jewelers, consists of Frank
Milhening, William F. Juergens, Fred Blauer,
A. h. Wittstein, Fred Spies.

Benj. Allen & Co.'s traveling force for 1911
will consist of the following: C. W. Meyers,
A. M. Breckenridge, C. W. Barker, A. G.
Sawyer, E. L. Badgley, M. D. Smith, E. Schreiner,
C. D. Brown, J. F. Schaefer, G. W. Beringer,
C. J. Coker and W. N. Shute. E. Schreiner
takes the place of W. F. Walker in Michigan, and
M. D. Smith, succeeds R. B. Truesdale in Indiana,
Ohio and Illinois.

The Racine Watch Co., which has been lo-
cated for about two years on Racine avenue, near
Wilson avenue, has discontinued business.

Jacob Goldberg, Harry M. Rosenblum and
Leo Neller have incorporated the Clarke Jewelry
Company with a capital stock of $2400.

William A. Fay, Chicago and Western repre-
sentative of the Potter-Buffinton Company, re-
turned the middle of the past month from an ex-
tended visit to the factory at Providence and
other Eastern points.

B. C. Allen, Fred G. Thearle, Claude Seymour
and A. W. Sproehnle attended the annual meet-
ing of the Executive Committee of the National
Wholesale Jewelers, in New York, January 24-26.

Chas. R. Purdon is a new traveler for L. H.
Schafer & Co., and will represent this firm in
the South and southwest.

The retail business at Kimballton, Iowa,
which has been conducted for several years under
the name of H. C. Madsen, will hereafter be
known as Madsen & Sarsenson.

(Continued on page 209)
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ELGIN Quality
WALTHAM Quality

Railroad Watches

al. The quality and _finish
‘11 make these more satis-
factory and more success-
ful than others.
Their general use by the
great Railways is a guar-
antee of their popularity
and perfect reliability.

18 Size ELGIN
Railroad Grades, Open-Face or Hunting

VERITAS, 23 Jewels, $54.00
VERITAS, 21 Jewels, 50.90

FATHER TIME, 21 Jewels, 41.90
B. W. RAYMOND, 19 Jewels, 37.80
No. 349, 21 Jewels, Open Face

No. 348, 21 Jewels, Hunting
Write for Prices

18 Size WALTHAM
Railroad Watches,

Open-Face and Hunting

VANGUARD, 23 Jewels, . $54.00

VANGUARD, 21 Jewels, . 50.90

VANGUARD, 19 Jewels, . 46.80

CRESCENT STREET,
21 Jewels, . 41.90

CRESCENT STREET,
19 Jewels,

No. 845, Open Face or Hunting,
21 Jewels. Write for Prices.

Catalogue List Prices

NORRIS, ALISTER & CO., :It= Chicago, Ill.

February, 1911

Chicago
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Chas. Kiger and his son, Eugene Kiger, of

the C. A. Kiger Company, of Kansas City, were

in Chicago the middle of the month. The Chi-

cago trade is always glad to see them They at-

tended the Chicago Jewelers' Association banquet.

Postmaster Campbell has issued an order to

the effect that in the future it will be necessary

for patrons of the registered mail service in this

city to make a written request on all registered

mail if a receipt is desired. The old system of

sending a receipt for all such. mail is deemed

cumbersome. The government will exercise the

same care in delivering this mail as heretofore,

and in case a registered parcel upon which no

request for a receipt is stated is lost, the same can

be traced and indemnity recovered in case of loss.

as under the old system.
Leo Ludwig, in charge of the material de-

partment of the Edwards & Sloane Jewelry Com-

pany, of Kansas City, was in Chicago on busi-

ness several days during the past month. Save

for the one fact that he is now parting his hair

lower, there is no change in Leo's personal ap-

pearance. He looks the picture of health and

says he thoroughly enjoyed the jeweler's banquet.

Louis Bennett, the New York representative

of the Illinois Watch Case Company, spent sev-

eral days in Chicago the past month, the guest

of the Chicago office of his company.
John La Fruit, local manager for Hepp, Didi-

sheim & Bro., has moved his office from the Co-

lumbus Memorial Building to the fourteenth floor

of the Kesner Building.
Sol Kaiser, one of the best known travelers

in the jewelry line and for twenty-six years with

Louis Strasburger's Son & Co., has resigned his

position. He has made no definite plans for the

future. At present he is in Europe visiting the

diamond markets and expects to enjoy an ex-

tended tour before returning.

At the annual meeting of the Chicago As-

sociation of Commerce the following committee

was appointed to have charge of the jewelry

and optical subdivision of the association: M. H.

Lebolt, Claude Seymour, E. K. Hardy, A. C.

Becken and J. R. Glennon. E. E. Swadener, of

F. A. Hardy & Co., was re-elected vice-president.

R. C. Lutz, formerly with Burley & Co., has

taken on the line of the Northampton Cutlery

Co. and will maintain display and salesroom in

the Chaplain Building.
C. T. MacConnell will represent the Homan

Manufacturing Co., of Cincinnati, in Chicago and

the West. He has for several years past been

working in the factory. He succeeds Robert J.

Wilson, who is now with the International Silver

Co. G. M. Landon, the New York representative

of the firm, introduced Mr. MacConnell to the

trade. Mr. Landon was formerly in charge of

the company's Chicago business.
W. Rohwedder, formerly with E. W. Rey-

nolds Co., Los Angeles, will represent the Kuehle

Clock Company on the Pacific Coast during the

coming year. He spent the past month in the

Chicago office of his company and left for his

territory late in the month. 0. A. Graff re-
mains with the company as salesman.

John Hardin, who is well-known to the Chi-

cago jewelry trade, has been elected president

of F. A. Hardy & Co. and the board of directors
has been increased from three to five members.
Mr. Hardin's elevation to the presidency comes
after eighteen years of continuous service with
the company. In retiring from active connection
with the company he founded F. A. Hardy ex-
pressed himself as desirous of leaving the control

of his business in the hands of his assistants,

whom he held in a large meaure responsible

for the company's success. The other officers

are Edward K. Hardy, vice-president ; Edward

B. Morse, treasurer, and E. E. Swadener, secre-

tary. The board of directors consist of F. A.

Hardy, John H. Hardin, E. K. Hardy, E. E.

Swadener and Charles Troppman.

Benj. Allen & Co.'s annual banquet to its

traveling force and heads of departments took

place early in the month in one of the private
dining rooms of the Blackstone Hotel. It was a
very elaborate affair and thoroughly enjoyed by
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all present. B. C. Allen acted as host and John

Cox, manager of the firm, officiated as toast-

master and acquired a reputation second only to

that of "Mister Billy Williams." It has been

the custom for many years past for this firm

to entertain its travelers and heads of depart-

ments at a banquet. Business is dispensed with

entirely and stories and experiences are related

and a general good time indulged in
The annual meeting of M. A. Mead & Co.,

watch jobbers in the Columbus Memorial Build-

ing, took place early in the month and the fol-

lowing officers were elected: M. A. Mead, presi-

dent; J. T. Montgomery, vice-president and

treasurer, and P. B. Mead, secretary. In addition

to his duties as manager of the New York office

of this company, Mr. Montgomery will act as

sales manager and buyer for the Chicago office.

Mr. Montgomery spent several days in Chicago

the middle of the month and also attended the

annual banquet of the Chicago Jewelers' Associa-

tion. "Monte" has many friends in Chicago

who are glad to know that he will spend at

least a part of his time in this city.
Joseph V. St. Clair, Coast representative of

S. Sternau & Co., was in Chicago several days

late in the month on the way to the Coast with
his line.

The jobbing trade has been notified of a
new store at Forest, hid., opened by A. P. Woods,

who was formerly in business at Russiaville, Ind.
Rudolph Neuman, 4825 South Ashland ave-

nue, has purchased the business of A. Zadeck, at

56o8 South Ashland avenue.

Another New Building Added to
Bradley Polytechnic Institute

The erection of a girls' dormitory is the next

addition to the Bradley Polytechnic Institute

planned by the trustees. While the endowment

does not contemplate the erection of any more
buildings that do not bring in an income, it is

felt that a dormitory will come properly under

the head of income-bearing property for the rea-

son that it will produce such income.
There are at the present time at the institute

some sixty young women from out of the city

and who would live at a dormitory if it were
erected.

Some gratifying facts were brought out in

the reports read at a meeting recently. For in-

stance it was shown that the enrollment is now
between six and seven hundred, and that the
present capacity of the school has been exceeded.
Part of the manual training department has
been crowded out of the parent building and is

now located in the Bartholomew building. A
forge and foundry shop has been added to the
eouipment and will also be located there.

The trustees learned also that the new $20,000
addition to the horological department has been
completed, and the statement is made that it is

the most completely equipped watch school in

the world.
At the last meeting of the board the direc-

tor of the institute called attention to the press
ing need for a new science school. He said he
hoped that some one would be found to furnish
funds for its erection. Under the terms of the
endowment the board cannot use the principal of
the millions left by Mrs. Bradley for this pur-

pose, and if some one is not found who will
erect the building they will have to wait until
the income from the estate accumulates a fund
sufficient for the purpose.

Indiana Retail Jewelers' Association

The next annual meeting of the Retail Jewel-
ers' Association of Indiana will be held at Evans-
ville, May 2d and 3d, and the entertainment and
programme will be provided by the local associa-
tion of Evansville.. At a meeting of the execu-

tive committee at Indianapolis on January t6th,
0. M. Artes was appointed the local secretary to
look after the work from that city pertaining to

the coming convention, and will work in con-
junction with the State secretary.

Steps were taken towards having a false ad-

vertising bill passed at the present session of the
Legislature. This measure was also endorsed by
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the Indiana Retail Merchants' Association at
their recent meeting. The Indiana retail jewelers
attempted to have the law enacted two years ago,
but owing to factional fights in the Legislature at
that time over the local option question the bill
never came up for action in the Senate, although
it passed readily in the lower house. Better
success is hoped for this time.

Ohio Retail Jewelers' Association

A meeting of the executive board of the
Ohio Retail Jewelers' Association was held on
January 19th, at the store of Thoma & Sons,
Piqua.

The meeting was for the purpose of selecting
the place for the next annual convention of the
association and for arranging the programme and
other details of the convention.

The officers present were: President, F. D.
Ausman, of St. Marys; vice-president, H. R.
Boving, of Lancaster ; treasurer, D. Baum, of
Port Clinton, and secretary, A. L. Thoma.

South Bend Ad-Sell League
The Ad-Sell League is the name of a new

organization comprising the advertising men of
South Bend and vicinity, which was formed the
evening of January rah, following a dinner at
which J. J. McErlain, of the South Bend Engrav-
ing and Electrotyping Company was the host.
The object of the league is for better advertising
and to educate the people to believe in advertising.
The following officers were elected : President,
C. R. Trowbridge; first vice-president, U. B.
Manning; second vice-president, Leo Rumely;
secretary and treasurer, W. L. Kilgour. George
E. Potter, manager advertising and sales pro-
motion of the South Bend Watch Company, was
appointed as chairman of a special committee
to draw up a constitution and by-laws for the
new organization.

Mammoth Ivory

Siberia furnishes a large quantity of ivory
to the markets of the world, but the production
of it belongs to another age and to a species of
animal that does not now exist. The ivory is cut
from the tusks of mastodons whose skeletons are
found frozen in masses of ice or buried in the
mud of Siberian rivers and swamps. The north-
ern portion of the country abounds in extensive
bogs which are called urmans. In these are found
the tusks of the mastodon, from which it is in-
ferred that these animals lost their lives by ven-
turing upon a surface that would not bear their
weight.

Even to wild animals these urmans are for-
bidden ground. The nimble reindeer can some-
times cross them safely in the summer time, but
most other large animals attempting to do so
would be engulfed.

In the Museum at Tobolsk are numerous
specimens of mammoth, and throughout this re-
gion they are by no means rare. When an ice-
pack breaks down a river bank, or the summer
thaw penetrates more deeply than usual into the
ground some of these antediluvian monsters are
very likely to be exposed.

In many cases their remains are so fresh
and well preserved, with their dark, shaggy hair,
and under-wool of reddish brown, their tufted
ears and long, curved tusks, that all the abori-
gines, and even some of the Russian settlers,
persist in the belief that they are specimens of
animals which still live, burrowing underground
like moles, and die the instant they are admitted
to the light.

The farther the traveler goes northward, it
is said, the more abundant do these remains be-
come.

Tusks which have been long or repeatedly
exposed to the air are brittle and unserviceable,
but those which have remained buried in the ice
retain the qualities of recent ivory and are a
valuable article of merchandise. There is a great
market for these mammoth tusks at Yakutsk, on
the Lena, whence they find their way to the
workshops of European Russia and to the ivory-
carvers of Canton.
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"HELLO! MR. JEWELER. Have you heard the news?Mr. Lou Van Horn, for more than 20 years with the old firm of Philipp Zellenka & Son, 59 and 61 MaidenLane, New York, is here with L. W. Rubenstein's line. When would you like to look the line over ? Hesays he has the largest line of Rings, Jewelry and Emblem Goods (especially Emblems) that has ever beenshown here by anyone. Can you come right down and look over his line ? All right. Thank you. Good bye."

pricec speak louderthan promises.
Our high quality and
low prices will appeal
to you.

2000 Gold Rings
to select from. We have
the largest line of Emblem
Rings in the United States.

We show the complete line of

J. F. Sturdy's Sons
Chains and Bracelets. A big
assortment of every description

EMBLEM PINS,
Buttons and Charms
have been our specialty for the
past 15 years. Orders for these
goods filled the same day as received.

We expect to have our new Emblem
Ring Catalogue ready for distribu-
tion by JULY 1, 1911.
Send us your business card and we
will reserve a copy for you.
The edition will be limited.

Copyright 1907. The Beebe Studio. All rights reserved by L. W. Rubentitein.

"Yes, this is L. W. Rubenstein's. Yes, Geo. W. Berglund and
Henry Neuwirth are still with us and will call on their regular
trade, with a full line of our goods, in a very few days. Save your
orders for them and do not buy elsewhere until you have looked
over the line."

L. W. RUBENSTEIN
54 MAIDEN LANE NEW YORK
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Tenth Annual Banquet of the
24-Karat Club of New York

The big event of the year in the Eastern
jtwelry trade, the annual banquet of the Jewelers'

24-Karat Club of New York City, took place in

the grand ball and banquet room of the Hotel
Astor, Forty-fourth street and Broadway, on
Thursday evening, January 19th.

This was the tenth annual affair of its kind

and it compared favorably with any or all of its
predecessors. An adequate description of the
elegance of the affair and its magnificent sur-
roundings would necessitate the use of a varied

and complete assortment of superlative adjectives

such as may be found in any well-regulated
dictionary.

While the invitations announced the chosen
hour as 6.30 P. M., it was fully an hour later
when the 650 members and invited guests were
ushered into the immense dining place to the
music of an orchestra. During the dinner these
musicians alternated with the members of the
New York Banks' Glee Club in entertaining the
guests while they in turn entertained themselves
by taking the best of care of the menu.

Each guest on arriving was provided with a
blue ribbon guest's badge, depending from which
was a small white metal disk about the size of a
25-cent piece inscribed:

"t9or—Tin(th) Annual Dinner—t9t 1"

with the name of the club on the reverse side.
Directories containing the names of all the guests
and the seating scheme were also distributed,
these being very aptly bound in covers of silvered
paper. At each place was placed a beautiful
souvenir menu card done in buff and brown.

Seated at the head table as guests of honor
were the following distinguished gentlemen, rep-
resenting several nationalities and creeds:

Hon. Chas. Curtis, U. S. Senator (Kansas) ;
Hon. J. Adam Bede (Minnesota) ; Hon. J. Pur-
roy Mitchel, president Board of Aldermen; Hon.
Wm. A. Prendergast, Comptroller, New York
City; Rev. Nehemiah Boynton, D.D.; Rev. W.
Warren Giles, D.D.; Dev. Dr. Samuel Schulman;
Hon. H. H. Tapakyan, Consul General of Persia;
Hon. K. M. Reefet Bey, Consul General ot
Turkey; Hon. Manuel de Obaldia,, Consul Gen-
eral of Panama ; Hon. Yee Ying Young, Consul
for China at New York; Hon. Kuochi Loo,
Vice-Consul for China at New York; Hon. W. K.
MacNaught, M.P.P., member of Canadian Par-.
liament; Hon. John Proctor Clarke, judge Su-
preme Court, Appellate Division; Hon. Lloyd
Stryker, Assistant District Attorney; Hon. Eu-
gene A. Philbin, ex-District Attorney; Louis P.
White, Esq., president Philadelphia Jewelers'
Club; James S. Blake, president Boston Jewelers'
Club ; Steele F. Roberts, Esq., president Jewelers'
24-Karat Club of Pittsburg.

After the dinner was finished and Divine aid
was asked by one of the several ministers pres-
ent, William T. Gough, president of the club,
called for a standing toast to the President of
the United States. He then addressed a few
words of welcome and as toastmaster introduced
the first speaker of the evening, John Purroy
Mitchel, president of the Board of Aldermen of
New York City, who also spoke at last year's
dinner. He was received with loud cheers from
all parts of the room. This young man has been
very prominent in New York politics for some
time past, and always receives a vigorous wel-
come wherever he speaks. He welcomed the vis-
itors to the City of New York in an address of
welcome, and, being a politician, did not miss this
excellent opportunity to say a few things politi-
cally, bringing up the ever-present subject in
New Yoric of "the subways." He said:

"One year ago I had the pleasure of ad-
dressing you, and I suppose none of you remem-
ber remarks I made at that time regarding the
duty of public officials.

"I'm glad if you do," continued Mr. Mitchel,
"for then I will say that I understand that for
one year I have been practically on trial.

"I understand that it has been openly pro-

claimed in some quarters that the present Legis-
lature will be asked not to abolish the Board of
Aldermen, but to abolish the president of the
Board and take away from him any possible
temporary occupancy of the chair of the Mayor
of the city in case the Mayor should be for any
reason incapacitated.

"With this oblivion ahead of me, it would be
suitable to-night if I died easily and to record
here my deathbed repentance, I might be expected
to repudiate the platform on which I stood and
the pledges I made to the people. I might be
supposed to repent of the pledge I made that
future subways should be owned and controlled
by the City of New York and not by Wall street.

"But I am not in a repentant mood to-night.
I am convinced that the people want a square
deal, that they want a clean administration in the
interest of the city. For the last week the Comp-
troller and I have faced great audiences in all
parts of the city in discussing the question of the
subway.

"We believe that a promise made by a candi-
date before election is as binding an obligation as
the business agreement made between merchants
in the course of their daily trade. Everything
depends upon the good faith of the two parties.

"It is now said by persons that a big man
may change his mind. Granted. A big man may

President William T. Gough

change his mind, but lie must not change his
principles or the pledges that he has publicly
made."

Hon. Charles Curtis, United States Senator
from Kansas, then responded to the toast, "The
Politicians and the People." He said :

"A large majority of the men in public life,
commonly known as politicians, try to do those
things which will do the most good to the greater
number. Of course you can divide them into
classes just as you do jewelry, and you can
usually appraise their worth and sincerity by their
methods of getting before the public. You find
among them the genuine diamond, sometimes
highly polished, but often in the rough. Again
you discover the fine gold, and then you uncover
other grades. The old reliable, the diamonds, or
the fine metals, are content to plod along and
doing the best they can, depending upon the peo-
ple to sustain them.

"Then there is the class constantly sounding
the false alarms and agitating the people. They
have press agents and advertise more systemati-
cally than any business man who has a stock
clearance sale. If they cannot attract all the at-
tention they desire by talking about the faults of
our government and making predictions which
are never verified, they point out the unprepared-
ness of our country for war, this, too, when they
know there is no danger of war; they emphasize
our need for a great standing army, and they tell
us we are not building enough battleships, when
they know that for years the navy has been in-
creased as rapidly as times and conditions re-
quired. They know, too, that we do not need a
large standing army in this country, for every
American citizen who is able to carry a gun is
ready and willing to become a soldier if needed.
Every woman in the country is willing that hus-
band, father, son or brother shall answer the call
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to arms if necessary and uphold the honor of our
common country.

"Our people have demonstrated their ability
as nation-builders. They have shown the world
what a government of the people, for the people,
and by the people, can do. They, and they alone,
have made ours the leading nation of the world.

"Some think the people are exceeding the
speed limit, but they are not. These are wonder-
ful times, and our people are only going the
pace required to keep at the head of the proces-
sion, in the march of nations, and there is no
time for halting if we expect to retain our lead.
The people have had something to do, and they
have been doing it. Steam, electricity, and even
the atmosphere have been utilized to encompass
space and decrease time and to develop our won-
derful resources. One writer has well said, 'It
was God's plan to let this country grow until it
reached the proper point, and then use it to open
the eyes of the world.' It has not only opened
the eyes of the world, but it has changed the map
of the world.

"In these times we hear much about danger
to our institutions, and some seem to fear that
the end is near, and that the Constitution which
has stood for so many years is insufficient, and
imply that it should be arranged for amendment
not unlike a city ordinance. The great instru-
ment is the foundation of our government.
Under it we have lived, prospered and become
powerful. It is sacred to the people; millions of
men have fought for it ; thousands have died for
it ; its sections have been cemented by the best
blood of the land and the tears of the noblest
women who ever lived. It has been amended,
and changed conditions will make other amend-
ments necessary, but I am in favor of changes
made in a regular way, by instructions from the
people, and only after careful consideration. I
do not see a great peril in store for this country.
I feel no rumble of the earthquake ready to shat-
ter our institutions, nor do I inhale any noxious
vapors from emptying volcanoes to lull us to
sleep while our government perishes from the
face of the earth.

"If we continue to live up to and abide by
the Constitution, our growth has just begun and
our development is in its infancy. In this coun-
try we enjoy an equality of justice far greater
than that of any other country in the world, and
I have so much faith in the wisdom of the people
that when great questions are up I know they
will be properly settled in the end. The push, the
enterprise, the devotion, the loyalty, and the pa-
triotism of our people have made the United
States the richest and the most powerful nation
on earth. This is a mirrhty age but our republic
has lived through many changes, and it will con-
tinue to live and withstand all the storms and
stress of times, and will ever be the land of the
free and the home of the brave."

Then followed another young New York
politician who has recently been a prominent
figure in the local political limelight on account
of late financial disasters in which portions of
the city's money were more or less involved.
This was Hon. William A. Prendergast, City
Comptroller of the City of New York. As his
name would indicate, Mr. Prendergast is de-
scended from a race in which oratorical talent
seems inherent, and he proved himself no excep-
tion to this rule. He was listened to closely and
interestedly, as a majority of his more than six
hundred auditors were familiar with local hap-
penings of the past few days and were interested
in hearing "what Prendergast would have to say
about it." He spoke, perhaps, longer than any
other speaker of the evening, and in part he said:

"To-day my veracity has been subjected to
a severe test. I assure you all here that I am
not in the least worried. I care nothing for at-
tacks made upon me by racetrack refugees.

"When I have anything to say to my fellow-
citizens, I come before them and say it. While
I am a public official I assure you that you will
have no difficulty in locating me.

"As for an attack of kidney stones, a malady
which by the way does not seem to interfere
with the gall, I believe that if I should have such
an attack it would be the Governor's duty to re-
move me, if there was no other course.

"I believe that when a city official is forty-

(Continued on page 212)
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Meeting of Executive Committee of the
National Wholesale Jewelers'

Association

The Executive Committee of the National
Wholesale Jewelers' Association met in New
York City, at the rooms of the 24-Karat Club, in
the Silversmiths' Building, on Tuesday and
Wednesday, January 24th and 25th. There were
present at that meeting the following members of
the committee: President, A. G. Schwab, A. G.
Schwab & Sons, Cincinnati, Ohio; first vice-
president, Louis Cohn, Henry Freund & Bro.,
New York City; second vice-president, Fred
G. Thearle, C. H. Knights-Thearle Co.,
Chicago, Ill.; treasurer, Louis Sickles, Morris
Sickles & Sons, Philadelphia, Pa.; secretary,
George H. Edwards, Edwards & Sloane Jewelry
Co., Kansas City, Mo. Also the following addi-
tional members: Edwin Massa, Bauman-Massa
Jewelry Co., St. Louis, Mo.; M. J. Averbeck, New
York City; A. V. Huyler, N. H. White & Co.,
New York City; Philip Present, Rochester, N. Y.;
Claude Seymour, Otto Young & Co., Chicago, Ill.;
A. W. Sproehnle, Sproehnle & Co., Chicago, Ill.;
T. B. King, W. W. Hamilton Jewelry Co., Den-
ver, Colo.; J. E. Reagan, Baldwin, Miller Co.,
Indianapolis, Ind.; C. A. Berkey, The C. A.
Berkey Co., Detroit, Mich.; A. L. Bauman, L.
Bauman Jewelry Co., St. Louis, Mo.; B. C.
Allen, Benj. Allen & Co., Chicago, 111.

The meetings were also attended at various
times by a number of the members of the New
York local assocation, among others, Jonas Koch,
Max Kalman, M. M. Mirabeau, John Rosenzweig,
Louis Friedlander; also D. S. Maiman, of Denver.

A delegation of the executive committee of
National Association of Manufacturing Jewelers
of Providence was also present to confer with
the jobbers on various matters of interest and
plans were outlined for a future harmonious re-
lation between the members of the two organiza-
tions. While this existed heretofore, the present
meeting served to bring the plans down to a more
definite basis, and as a result all those present
were well satisfied with the conditions and with
the prospects for the future.

The manufacturers felt that it would be bet-
ter to show their lines for the spring season not
earlier than December 26th and for the fall sea-
son not earlier than May 1st, and arrangements
were made accordingly.

Arrangements were also made in reference
to uniform method of carding goods so as to
simplify the carrying of same, this being some-
thing which was earnestly desired by the manu-
facturers.

Members that were present from the Manu-
facturing Jewelers' Association were the follow-
ing officers:

President R. E. Budlong, S. K. Merrill Co.,
Providence, R. I.; Fred Carr, Ostby & Barton
Co., Providence, R. I.; H. E. Sweet, R. F. Sim-
mons Co., Attleboro, Mass.; Ira Barrows, H. F.
Barrows Co., North Attleboro, Mass.; E. B.
Hough, Wightman & Hough Co., Providence,
R. I.; W. A. Cook, Fontneau & Cook Co., Attle-
boro, Mass.; S. M. Einstein, Attleboro Chain
Co., Attleboro, Mass.; R. M. Horton, W. E.
Richards Co., Attleboro, Mass.

Quite a number of matters of interest between
the members of the two organizations were dis-
cussed and decided upon, and such matters as
may subsequently be brought up will be referred
to an adjustment committee in New York, rep-
resented by members of the national executive
committee, consisting of Messrs. Averbeck, Huy-
ler and Cohn, who will in turn take same up
with the executive committee of the Manufac-
turers Association, Messrs. Budlong, Carr, Bar-
rows, Lowe and Sweet.

Conditions in the watch end of the business
were also discussed, as well as the trade outlook
generally, and it was the consensus of opinion
among those present that the prospects for the
future are bright. Practically all the jobbers
present reported having had a satisfactory fall
and settlements indicate their customers had a
good holiday trade and are in a more prosperous
condition than for years past.

Jobbers present at the meeting expressed

K E 'N'STIDNE February, Ism

their gratification of the efforts of the manu-
facturers to co-operate with them and there
seemed to be a sentiment that such co-operation
would result to mutual advantage.

Steele F. Roberts, President of the Ameri-
can National Retail Jewelers' Association, was
unfortunately not able to be present, as he was
called at that time to Utica, where he went to
take up the matter of the New York State or-
ganization.

The wholesale association, however, expects
to have a delegation at the annual meeting in
Chicago next 'March, as it is the intention of this
association to build up the trade in general by co-
operating with the retailer wherever possible, as
well as with the manufacturer.

The local association saw to it that the out-
of-town members were well taken care of in a
social way. On luesday a dinner was given at
mid-day at Mouquin's famous French restaurant
and on Wednesday a similar affair was enjoyed
at White's downtown place. Wednesday night,
after a dinner at the Cafe Martin, the perform-
ance at the Hippodrome was taken in. On Tues-
day night a beefsteak dinner was given in the
jungle room at Healey's. There were about
forty men present at this event and it was
typical of its kind—plenty of steak on toast,
smokes, lager right from the wood and stories.

Louis Cohn, president of the local associa-
tion, presided as toastmaster, and though he
afterward confessed that it was his maiden
effort at presiding at • a social event of such
nature, he might as well have kept quiet about
it and made a reputation as an old hand at the
game. There was not the slightest suggestion of
stage fright in his voice, and as the tables ob-
scured his knees, no one could tell whether they
wobbled or not. It was a very enjoyable affair
and President Schwab is authority for the fact
that the visitors were royally entertained during
the two days which they spent in New York.
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five days absent from his post in a time of stress
the Mayor of the city should remove such an
official.

"I come of a fighting race. I don't depend
upon position or ready letter-writing. It is time
that there should be a closer adherence to civc
duty in some quarters in New York.

"It has been suggested that the key of the
city should have been given to you by the Bor-
ough President. So far as I know the key of the
city has been thrown away, but we do keep the
doors of the City Hall open even in cold weather.

"I'm not a politician.
"I'd rather have one Woodrow Wilson than

one hundred ordinary statesmen. I did not in-
tend to nominate Governor Wilson for Presi-
dent, but the kind of a President we need most
is a man of the Woodrow Wilson type.

"While not a politician I have always be-
longed to a political organization and the type
of politician I most distrust is the pussy-footed
gentleman who goes around trying to see what
is the right side before he makes up his mind
upon any question.

"I believe Governor Dix will make good if
he can. Suppose, however, he should turn
squarely around upon the platform upon which
he was elected? If a man in office makes pledges
and then turns against them for some reason, I
say such an official is a weak sister. He is better
out of office."

Rev. Nehemiah Boynton, of Brooklyn, who
by reason of his regular attendance at the 24-
Karat dinner is really entitled to the position of
"official minister" to the club, responded to "Ser-
mons in Stones." He referred very humorously
to the watch which was presented to him at the
last dinner, and said that he was glad to be able
to be present at a gathering where so many things
were discussed "from Kansas to the subway in
New York City."

At the conclusion of Doctor Boynton's talk
Col. John L. Shepherd stepped forward, and in
his customary brilliant manner presented him
with a solid gold fob to accompany the watch
presented to him last year. The Doctor could
not much more than express his thanks, and
called on his friend, "Rev." A. K. Sloan, to get
up and say something appropriate to the occa-
sion, which the "Reverend" gentleman declined
to do.

Rev. W. Warren Giles, who lives in a place
called East Orange, in a State named New Jer-
sey, proceeded to tell of "Things I Have
Thought" by referring to Doctor Boynton's resi-
dence, which is in the village of Brooklyn, across
the river from New York, in a humorous way
that seemed to indicate that there may be compe-
tition in the "ministry" business same as there is
in the jewelry line. He said that Brooklyn was
a good place because it "was so easy to get away
from," and cited as proof that "you could go
under the river, on the river or over the river"
doing so. He proved a very witty speaker and
was well received.

Hon. J. Adam Bede, from Minnesota, who
has made quite a reputation for himself as "the
funny man of Congress," came next on the pro-
gramme opposite the toast, "Better than Dia-
monds." He kept the crowd laughing the most
of the time that he talked to them and told many
witty stories. His talk was also very eloquent
and patriotic. Referring to his name, he said
that careful research failed to show that his fa-
mous ancestor, "Adam Bede," had ever married,
but he noticed that the race had continued to
multiply ever since his time.

A telegram was read from John Temple
Graves, editor of the New York American, ex-
pressing his regret that, on account of being de-
tained at Washington, he could not be present
and speak. Earlier in the evening another tele-
gram was read from the Chicago Jewelers' Asso-
ciation, which was having its annual dinner in
Chicago at the same time, sending greetings to
the 24-Karat Club.

The last speaker of the evening, Rev. Dr.
Samuel Schulman, spoke on "Jewels" very elo-
quently, likening the diamond, symbolically, to
light, the ruby to courage and the turquoise to
hope. Speaking for his race, the Jews, he said
that they are Jews in religion only but true
Americans in nationality.

This dinner was attended by the largest
number of men in the club's history, and quite
a number of new faces were noticed, especially
of young men who are growing up into impor-
tant places in the jewelry trade. There were a
great many out-of-towners on hand, as usual,
Providence, the Attleboros, Boston and Phila-
delphia being unusually well represented.

Following the usual custom handsome sou-
venirs were given out. This year they consisted
of a brush brass smoking set, four nieces, com-
prising a cigar jar, an ash receiver, a match
holder and a large tray to hold the other three
pieces.

The following committees were in charge,
and it is due to their efforts that the dinner was
the huge success that it proved to be: Banquet
Committee—Chas. F. Brinck, chairman; Leo
Wormser, John W. Sherwood, Harry C. Larter
and Percy Savory. Speakers' Committee—John
L. Shepherd, chairman ; Edwin R. Crippen, Chas.
F. Brinck. Press Committee—T. Edgar Willson.
Reception Committee—J. Warren Alford, chair-
man ; Edward Holbrook, Ludwig Nissen, Samuel
H. Levy, William H. Kinna, O. G. Fessenden.
Ira Barrows, Geo. E. Fayhs, Geo. T. Stebbins,
M. Gattle, Matthias Stratton. J. T. Montgomery,
David Belais, Robert H. Klitz, August Beucke,
Andrew Patterson, Frank C. Beckwith, Stephen
B. Kent, Leopold Stern, David C. Townsend,
A. K. Sloan, Willard H. Wheeler, Robert W.
Adams, Geo. R. Whitehead, Hayden H. Butts,
Robert B. Steele William I. Rosenfeld, E. J.
Wittnauer, Geo. M. Van Deventer, M. L. Bowden,
Jr., Rolland G. Monroe, Theo. W. Dreyfus, Will-
iam H. Tarlton, William F. Stanbrough, Sigmond
Arnstein.

The following gentlemen are the club's roi
officers: William T. Gough, president ; J. War-
ren Alford, vice-president ; George T. Stebbins,
secretary; M. L. Bowden, Jr., treasurer ; Chas. R.
Jung, assistant treasurer.
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Meeting of Executive Committee of the
National Wholesale Jewelers'

Association

The Executive Committee of the National
Wholesale Jewelers' Association met in New
York City, at the rooms of the 24-Karat Club, in
the Silversmiths' Building, on Tuesday and
Wednesday, January 24th and 25th. There were
present at that meeting the following members of
the committee: President, A. G. Schwab, A. G.
Schwab & Sons, Cincinnati, Ohio; first vice-
president, Louis Cohn, Henry Freund & Bro.,
New York City; second vice-president, Fred
G. Thearle, C. H. Knights-Thearle Co.,
Chicago, Ill.; treasurer, Louis Sickles, Morris
Sickles & Sons, Philadelphia, Pa.; secretary,
George H. Edwards, Edwards & Sloane Jewelry
Co., Kansas City, Mo. Also the following addi-
tional members: Edwin Massa, Bauman-Massa
Jewelry Co., St. Louis, Mo.; M. J. Averbeck, New
York City; A. V. Huyler, N. H. White & Co.,
New York City; Philip Present, Rochester, N. Y.;
Claude Seymour, Otto Young & Co., Chicago, Ill.;
A. W. Sproehnle, Sproehnle & Co., Chicago, Ill.;
T. B. King, W. W. Hamilton Jewelry Co., Den-
ver, Colo.; J. E. Reagan, Baldwin, Miller Co.,
Indianapolis, Ind.; C. A. Berkey, The C. A.
Berkey Co., Detroit, Mich.; A. L. Bauman, L.
Bauman Jewelry Co., St. Louis, Mo.; B. C.
Allen, Benj. Allen & Co., Chicago, Ill.

The meetings were also attended at various
times by a number of the members of the New
York local assocation, among others, Jonas Koch,
Max Kalman, M. M. Mirabeatt, John Rosenzweig,
Louis Friedlander; also D. S. Maiman, of Denver.

A delegation of the executive committee of
National Association of Manufacturing Jewelers
of Providence was also present to confer with
the jobbers on various matters of interest and
plans were outlined for a future harmonious re-
lation between the members of the two organiza-
tions. While this existed heretofore, the present
meeting served to bring the plans down to a more
definite basis, and as a result all those present
were well satisfied with the conditions and with
the prospects for the future.

The manufacturers felt that it would be bet-
ter to show their lines for the spring season not
earlier than December 26th and for the fall sea-
son not earlier than May 1st, and arrangements
were made accordingly.

Arrangements were also made in reference
to uniform method of carding goods so as to
simplify the carrying of same, this being some-
thing which was earnestly desired by the manu-
facturers.

Members that were present from the Manu-
facturing Jewelers' Association were the follow-
ing officers:

President R. E. Budlong, S. K. Merrill Co.,
Providence, R. I.; Fred Carr, Ostby & Barton
Co., Providence, R. I.; H. E. Sweet, R. F. Sim-
mons Co., Attleboro, Mass.; Ira Barrows, H. F.
Barrows Co., North Attleboro, Mass.; E. B.
Hough, Wightman & Hough Co., Providence,
R. I.; W. A. Cook, Fontneau & Cook Co., Attle-
boro, Mass.; S. M. Einstein, Attleboro Chain
Co., Attleboro, Mass.; R. M. Horton, W. E.
Richards Co., Attleboro, Mass.

Quite a number of matters of interest between
the members of the two organizations were dis-
cussed and decided upon, and such matters as
may subsequently be brought up will be referred
to an adjustment committee in New York, rep-
resented by members of the national executive
committee, consisting of Messrs. Averbeck, Huy-
ler and Cohn, who will in turn take same up
with the executive committee of the Manufac-
turers Association, Messrs. Budlong, Carr, Bar-
rows, Lowe and Sweet.

Conditions in the watch end of the business
were also discussed, as well as the trade outlook
generally, and it was the consensus of opinion
among those present that the prospects for the
future are bright. Practically all the jobbers
present reported having had a satisfactory fall
and settlements indicate their customers had a
good holiday trade and are in a more prosperous
condition than for years past.

Jobbers present at the meeting expressed
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their gratification of the efforts of the manu-
facturers to co-operate with them and there
seemed to be a sentiment that such co-operation
would result to mutual advantage.

Steele F. Roberts, President of the Ameri-
can National Retail Jewelers' Association, was
unfortunately not able to be present, as he was
called at that time to Utica, where he went to
take up the matter of the New York State or-
ganization.

The wholesale association, however, expects
to have a delegation at the annual meeting in
Chicago next 'March, as it is the intention of this
association to build up the trade in general by co-
operating with the retailer wherever possible, as
well as with the manufacturer.

The local association saw to it that the out-
of-town members were well taken care of in a
social way. On Tuesday a dinner was given at
mid-day at Mouquin's famous French restaurant
and on Wednesday a similar affair was enjoyed
at White's downtown place. Wednesday night,
after a dinner at the Café Martin, the perform-
ance at the Hippodrome was taken in. On Tues-
day night a beefsteak dinner was given in the
jungle room at Healey's. There were about
forty men present at this event and it was
typical of its kind—plenty of steak on toast,
smokes, lager right from the wood and stories.

Louis Cohn, president of the local associa-
tion, presided as toastmaster, and though he
'afterward confessed that it was his maiden
effort at presiding at a social event of such
nature, he might as well have kept quiet about
it and made a reputation as an old hand at the
game. There was not the slightest suggestion of
stage fright in his voice, and as the tables ob-
scured his knees, no one could tell whether they
wobbled or not. It was a very enjoyable affair
and President Schwab is authority for the fact
that the visitors were royally entertained during
the two days which they spent in New York.
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five days absent from his post in a time of stress
the Mayor of the city should remove such an
official.

"I come of a fighting race. I don't depend
upon position or ready letter-writing. It is time
that there should be a closer adherence to civc
duty in some quarters in New York.

"It has been suggested that the key of the
city should have been given to you by the Bor-
ough President. So far as I know the key of the
city has been thrown away, but we do keep the
doors of the City Hall open even in cold weather.

"I'm not a politician.
"I'd rather have one Woodrow Wilson than

one hundred ordinary statesmen. I did not in-
tend to nominate Governor Wilson for Presi-
dent, but the kind of a President we need most
is a man of the Woodrow Wilson type.

"While not a politician I have always be-
longed to a political organization and the type
of politician I most distrust is the pussy-footed
gentleman who goes around trying to see what
is the right side before he makes up his mind
upon any question.

"I believe Governor Dix will make good if
he can. Suppose, however, he should turn
squarely around upon the platform upon which
he was elected? If a man in office makes pledges
and then turns against them for some reason, I
say such an official is a weak sister. He is better
out of office."

Rev. Nehemiah Boynton, of Brooklyn, who
by reason of his regular attendance at the 24-
Karat dinner is really entitled to the position of
"official minister" to the club, responded to "Ser-
mons in Stones." He referred very humorously
to the watch which was presented to him at the
last dinner, and said that he was glad to be able
to be present at a gathering where so many things
were discussed "from Kansas to the subway in
New York City."
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At the conclusion of Doctor Boynton's talk
Col. John L. Shepherd stepped forward, and in
his customary brilliant manner presented him
with a solid gold fob to accompany the watch
presented to him last year. The Doctor could
not much more than express his thanks, and
called on his friend, "Rev." A. K. Sloan, to get
up and say something appropriate to the occa-
sion, which the "Reverend" gentleman declined
to do.

Rev. W. Warren Giles, who lives in a place
called East Orange, in a State named New Jer-
sey, proceeded to tell of "Things I Have
Thought" by referring to Doctor Boynton's resi-
dence, which is in the village of Brooklyn, across
the river from New York, in a humorous way
that seemed to indicate that there may be compe-
tition in the "ministry" business same as there is
in the jewelry line. He said that Brooklyn was
a good place because it "was so easy to get away
from," and cited as proof that "you could go
under the river, on the river or over the river"
doing so. He proved a very witty speaker and
was well received.

Hon. J. Adam Bede, from Minnesota, who
has made quite a reputation for himself as "the
funny man of Congress," came next on the pro-
gramme opposite the toast, "Better than Dia-
monds." He kept the crowd laughing the most
of the time that he talked to them and told many
witty stories. His talk was also very eloquent
and patriotic. Referring to his name, he said
that careful research failed to show that his fa-
mous ancestor, "Adam Bede," had ever married,
but he noticed that the race had continued to
multiply ever since his time.

A telegram was read from John Temple
Graves, editor of the New York American, ex-
pressing his regret that, on account of being de-
tained at Washington, he could not be present
and speak. Earlier in the evening another tele-
gram was read from the Chicago Jewelers' Asso-
ciation, which was having its annual dinner in
Chicago at the same time, sending greetings to
the 24-Karat Club.

The last speaker of the evening, Rev. Dr.
Samuel Schulman, spoke on "Jewels" very elo-
quently, likening the diamond, symbolically, to
light, the ruby to courage and the turquoise to
hope. Speaking for his race, the Jews, he said
that they are Jews in religion only but true
Americans in nationality.

This dinner was attended by the largest
number of men in the club's history, and quite
a number of new faces were noticed, especially
of young men who are growing up into impor-
tant places in the jewelry trade. There were a
great many out-of-towners on hand, as usual,
Providence, the Attleboros, Boston and Phila-
delphia being unusually well represented.

Following the usual custom handsome sou-
venirs were given out. This year they consisted
of a brush brass smoking set, four nieces, com-
prising a cigar jar, an ash receiver, a match
holder and a large tray to hold the other three
pieces.

The following committees were in charge,
and it is due to their efforts that the dinner was
the huge success that it proved to be: Banquet
Committee—Chas. F. Brinck, chairman ; Leo
Wormser, John W. Sherwood, Harry C. Larter
and Percy Savory, Speakers' Committee—John
L. Shepherd, chairman ; Edwin R. Crippen, Chas.
F. Brinck. Press Committee—T. Edgar Willson.
Reception Committee—J. Warren Alford, chair-
man ; Edward Holbrook, Ludwig Nissen, Samuel
H. Levy, William H. Kinna, O. G. Fessenden,
Ira Barrows, Geo. E. Fayhs, Geo. T. Stebbins,
M. Gattle, Matthias Stratton, J. T. Montgomery,
David Belais, Robert H. Klitz, August Beucke,
Andrew Pattersm, Frank C. Beckwith, Stephen
B. Kent, Leopold Stern, David C. Townsend,
A. K. Sloan, Willard H. Wheeler, Robert W.
Adams, Geo. R. Whitehead, Hayden H. Butts,
Robert B. Steele William I. Rosenfeld, E. J.
Wittnauer, Geo. M. Van Deventer, M. L. Bowden,
Jr., Rolland G. Monroe, Theo. W. Dreyfus, Will-
iam H. Tarlton, WIlliam F. Stanbrough, Sigmond
A rnstein.

The following gentlemen are the club's 1911
officers: William T. Gough, president ; J. War-
ren Alford, vice-president ; George T. Stebbins,
secretary ; M. L. Bowden, Jr., treasurer; Chas. R.
Jung, assistant treasurer.

4°2

0
.0

■-•-■

7).

0



Annual Banquet of the Chicago Jewelers' Association
Nearly 400 retail and wholesale jewelers from

every section of the country gathered in Chicago
January 19th to attend the thirty-fourth annual
banquet of the Chicago Jewelers' Association at
the new Blackstone Hotel. No banquet in years
past was so well attended as this one, the esti-
mate of the arrangement committee having been
exceeded by nearly seventy guests. The magnifi-
cent banquet hall of Chicago's most elaborate
hotel never shone in such splendor as on this
occasion. Though this banquet hall is a spacious
one, nevertheless it was inadequate to seat the
crowd and additional rooms had to be called
into service. The decorations were magnificent.
Set floral pieces representing clocks, watches,
rings, etc., adorned the speakers' table, together
with a profusion of cut flowers. It was a great
occasion and the true spirit of good fellowship
reigned supreme.

The menu was very elaborate and thoroughly
enjoyed. The souvenir of the occasion was a
brass desk cigarette case, which is in accord with
the souvenirs of past banquets. Each souvenir
contained a box of cigarettes especially made for
the banquet and bearing the monogram of the
association. Each box was also embossed in gold,
as were also the cards of patent matches with
a suitable inscription for the occasion.

With the menu served, the demi-tasse
drained and cigars lighted, President Harry H.
Hahn, of H. F. Hahn & Co., arose and in a
very able address welcomed the members and
guests in the following words :

"Another year has rolled around since last
we met at a festive board; another milestone
has been reached in the path of this association;
another link has been added to the fast-approach-
ing fourth decade in the life of this organization,
but with it all the foundation stones remain un-
shattered, the high principles for which we stand
are unaltered and the incentives to prOtect the
motives which prompted the founders of this or-
ganization are as cherished and inspiring as at
any time in its history.

"The message to-night is one of cheer and
good fellowship. We met yesterday on the
battlefield of commerce, we feel confident we will
meet there to-morrow, but to-night, whatever dif-
ferences there may be, whether imaginary or
real, are forgotten ; there is but one tune, The
Song of Friendship.'

"This is the bulwark of your institution; this
is the heritage given and left you by the
founders of your organization. It is true that
the silver-haired guard are fast leaving our
ranks; one by one they are being called to the
depths beyond—three of our best have been
taken in the past year. We miss them, but the
structure they have built still remains. That
structure on stone foundation has been entrusted
in your care; you have accepted that trust, and
in accepting it you have taken upon yourselves an
obligation from which you would not shirk if
you could, and you could not if you would.

"You would be unmindful of your interests
and untrue to yourselves if you did not add to
the strueture as the questions of the day, or the
problems of the hour, suggest, but the structure
itself you must conserve, and you will. You
will so safeguard it that it will redound with
honor to those to whom honor belongs, and credit
to yourselves.

"Gentlemen of the Chicago Jewelers' Asso-
ciation, as your executive, I extend you and
your guests a hearty welcome to your thirty-
fourth annual dinner."

Of course William P. Williams was there
and officiated as toastmaster. No Chicago
Jewelers' Association banquet would be complete
without "Billy" Williams. He's a jolly good
fellow and as a toastmaster he can't be beat.
After he was presented to the banqueters by
President Hahn the orchestra struck up "Every

Little Movement," from the comic opera, Madame
Sherry, and to this bewitching air everybody in
the banquet hall joined in singing the following
tribute to "Billy':

MISTER BILLY WILLIAMS
You've a manner all your own;

You're the best toastmaster
Chicago's ever known.

There may be others, but they're not in it
With you, Bill, for a single minute;
If there's a medal you will win it—

Above them you stand all alone.

In responding to this ovation "Mister Billy
Williams" made a few remarks in appreciation
and then grew reminiscent.

"The visions of the many past happy ban-
quets rise up before me and the startling features
of some of them stand forth and live again. I

President Harry W. Hahn

seem to see and hear the notable men who have
entertained us, and the souvenir corkscrews,
lamp-posts, smoking sets, steins and other
paraphernalia of -a gay life line up and wink
at me and say, 'Mum is the word, old man,' or
any other brand except, perhaps, the deadly Mar-
tini rifle cocktail of sad memory, and as 1 roundup the years in unerring number and reflect
that last week 1 lost another back tooth and the
barber tried to sell me hair dye,. and that hereis another of our annual banquets tome aroundagain, I am forced to acknowledge .that FatherTime is sweeping his inexorable scythe in wind-
ing swaths, and it is closer and closer.

"Getting old!' Never. Why these banquetsare the fountain of perpetual youth and havemade me younger after each dip. With all duerespect to past glorious banquets, your wonderfulcommittee has rounded up to-night what seemsto me to be another record-breaker in every par-ticular, and I congratulate them, and I wish I had
the time and the capacity to drink the healthof each member of that committee."

The first speaker was Rabbi Abram Hirsch-
berg, who responded to the toast "Business and
Religion." His address, which was a most elo-
quent appeal for a more complete amalgamation
of business with religion and religion with busi-
ness, was in part as follows:

"I am very happy to be here to-night, and
deeply appreciative of the privilege of speaking
to the toast assigned me. There was a time not
long ago when scoffers were very fond of em-
phasizing the bitter antagonism supposed to exist
between business and religion; when it was
thought that there was a wide and irreparable
breach between them; that they, belonged at op-
posite poles and could not possibly have anything
in common. That time, however, is now for-
tunately past and to-day we are glad to link
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them together in the friendliest partnership. It
is no longer business versus religion, but business
and religion. Indeed, there is more of business
in religion and more of religion in business than
ever before.

"In the industrial world, for instance, there
is a higher standard of commercial ethics than
has at any other time prevailed, while teachers
of religion are removing farther and farther
from the realm of theological speculation and
applying their spiritual convictions to the solu-
tion of the world problems of the day. The
successful preacher who is making his influence
felt and his work count is a man among men,
with his hand upon the pulse and his ear to the
heart of humanity, confining his energies and
activities not within the four walls of his study,
nor yet within the narrowing limitations of his
church, but devoting them with a reckless self-
abandon to the welfare of all his fellow-men. It is
no longer the scholarly student, the silver-tongued
pulpiteer whose eloquence is wasted; no deserted
art, but rather the social engineer, the prophet
and the humanitarian to whom the world is to-day
looking for moral uplift and ethical inspiration.
He it is who has made of his sanctuary a mar-
velous commercial enterprise with arteries reach-
ing out in all directions and bringing the life-
blood of a practical religion into the every-day
affairs of men.

"And so, too, in the domain of commerce,
the successful merchant is not the man who
cherishes no higher ideal than the elusive chase
of the almighty dollar, and who has made the
attainment of a healthy balance on the right side
of the ledger his sole aim and ambition in life,
but rather the man who recognizes that there is
a higher and a better success than abundance of
means, and that nothing more nor less than
abundance of manhood. He realizes that wealthis dependent not so much upon what the estate
amounts to, but what we ourselves amount to in
character and intellect, in brain and heart, inrich endeavor and noble achievement, and so he
takes stock not only of his various business en-terprises, but also of his spiritual assets and hismoral liabilities. He is anxious to discharge notonly every commercial duty, but every social,political, civic and religious responsibility. Herealizes, too, that honesty and not self-preserva-tion are the first law of business; that there can-not possibly be two standards of morality—onefor the counting room and the store, and theother for the church; that the day has gone bywhen men can chloroform their consciences, dis-pense with the ten commandments, disregard thelaws of the land, substitute therefor the code ofa political brigand and the commercial pirate andstill retail positions of honor and trust in thecommunity. The public conscience, eminently re-ligious, will not permit any such travesty. Itdemands the strictest adherents to principles ofjustice and truth, and will tolerate no compromisetherewith.

"Witness a strenuous Roosevelt, a fearless
Pinchot, and .countless others giving voice to this
demand, protesting against corruption in high
places, preaching the doctrine of a fair and a
square deal for all. Witness the outcry against
corporate greed and financial duplicity that re-
cently swept over the entire country like a
consuming flame. Witness the tidal waves of re-
form that every now and then inundate a cor-
rupt municipal government and flood out of
power the men who believe that public office is
a private snap. Witness, too, the stirring crusades
that are constantly being waged against the
plague spots in our modern civilization; the
vigorous campaigns that are being conducted with
such talented effect against social crime and
economic oppression. All these are surely in-
dicative of the moral temper of our times, and
they gathered momentum, not so much becauseof the thunderings of the pulpit and the agitations
of the press, but because of the aroused con-
sciences of reputable business men whose sense
of honor, justice and decency have been outraged,
and who felt called upon to storm and destroy
the castles of our modern robber barons.

"There is then, gentlemen, a class relation-ship between business and religion. Indeed, they
(Continued on page 216)
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Annual Banquet of the Chicago Jewelers' Association
Nearly 400 retail and wholesale jewelers from

every section of the country gathered in Chicago
January 19th to attend the thirty-fourth annual
banquet of the Chicago Jewelers' Association at
the new Blackstone Hotel. No banquet in years
past was so well attended as this one, the esti-
mate of the arrangement committee having been
exceeded by nearly seventy guests. The magnifi-
cent banquet hall of Chicago's most elaborate
hotel never shone in such splendor as on this
occasion. Though this banquet hall is a spacious
one, nevertheless it was inadequate to seat the
crowd and additional rooms had to be called
into service. The decorations were magnificent.
Set floral pieces representing clocks, watches,
rings, etc., adorned the speakers' table, together
with a profusion of cut flowers. It was a great
occasion and the true spirit of good fellowship
reigned supreme.

The menu was very elaborate and thoroughly
enjoyed. The souvenir of the occasion was a
brass desk cigarette case, which is in accord with
the souvenirs of past banquets. Each souvenir
contained a box of cigarettes especially made for
the banquet and bearing the monogram of the
association. Each box was also embossed in gold,
as were also the cards of patent matches with
a suitable inscription for the occasion.

With the menu served, the demi-tasse
drained and cigars lighted, President Harry H.
Hahn, of H. F. Hahn & Co., arose and in a
very able address welcomed the members and
guests in the following words:

"Another year has rolled around since last
we met at a festive board; another milestone
has been reached in the path of this association;
another link has been added to the fast-approach-
ing fourth decade in the life of this organization,
but with it all the foundation stones remain un-
shattered, the high principles for which we stand
are unaltered and the incentives to protect the
motives which prompted the founders of this or-
ganization are as cherished and inspiring as at
any time in its history.

"The message to-night is one of cheer and
good fellowship. We met yesterday on the
battlefield of commerce, we feel confident we will
meet there to-morrow, but to-night, whatever dif-
ferences there may be, whether imaginary or
real, are forgotten ; there is but one tune, 'The
Song of Friendship.'

"This is the bulwark of your institution ; this
is the heritage given and left you by the
founders of your organization. It is true that
the silver-haired guard are fast leaving our
ranks; one by one they are being called to the
depths beyond—three of our best have been
taken in the past year. We miss them, but the
structure they have built still remains. That
structure on stone foundation has been entrusted
in your care; you have accepted that trust, and
in accepting it you have taken upon yourselves an
obligation from which you would not shirk if
you could, and you could not if you would.

"You would be unmindful of your interests
and untrue to yourselves if you did not add to
the struCture as the questions of the day, or the
problems of the hour, suggest, but the structure
itself you must conserve, and you will. You
will so safeguard it that it will redound with
honor to those to whom honor belongs, and credit
to yourselves.

"Gentlemen of the Chicago Jewelers' Asso-
ciation, as your executive, I extend you and
your guests a hearty welcome to your thirty-
fourth annual dinner."

Of course William P. Williams was there
and officiated as toastmaster. No Chicago
Jewelers' Association banquet would be complete
without "Billy" Williams. He's a jolly good
fellow and as a toastmaster he can't be beat.
After he was presented to the banqueters by
President Hahn the orchestra struck up "Every

Little Movement," from the comic opera, Madame
Sherry, and to this bewitching air everybody in
the banquet hall joined in singing the following
tribute to "Billy':

MISTER BILLY WILLIAMS
You've a manner all your own;

You're the best toastmaster
Chicago's ever known.

There may be others, but they're not in it
With you, Bill, for a single minute;
If there's a medal you will win it—

Above them you stand all alone.

In responding to this ovation "Mister Billy
Williams" made a few remarks in appreciation
and then grew reminiscent.

"The visions of the many past happy ban-
quets rise up before me and the startling features
of some of them stand forth and live again. I

President Barry W. Hahn

seem to see and hear the notable men who have
entertained us, and the souvenir corkscrews,
lamp-posts, smoking sets, steins and other
paraphernalia of .a gay life line up and wink
at me and say, 'Mum is the word, old man,' or
any other brand except, perhaps, the deadly Mar-
tini rifle cocktail of sad memory, and as I round
up the years in unerring number and reflect
that last week I lost another back tooth and the
barber tried to sell me hair dye, and that here
is another of our annual banquets" tome around
again, I am forced to acknowledge that Father
Time is sweeping his inexorable scythe in wind-
ing swaths, and it is closer and closer.

"Getting old e Never. Why these banquets
are the fountain of perpetual youth and have
made me younger after each dip. With all due
respect to past glorious banquets, your wonderful
committee has rounded up to-night what seems
to me to be another record-breaker in every par-
ticular, and I congratulate them, and I wish I had
the time and the capacity to drink the health
of each member of that committee."

The first speaker Was Rabbi Abram Hirsch-
berg, who responded to the toast "Business and
Religion." His address, which was a most elo-
quent appeal for a. more complete amalgamation
of business with religion and religion with busi-
ness, was in..part as follows:

"I am very happy to be here to-night, and
deeply appreciative of the privilege of speaking
to the toast assigned me. There was a time not
long ago when scoffers were very fond of em-
phasizing the bitter antagonism supposed to exist
between business and religioni when it was
thought that there was a wide and irreparable
breach between them ; that they. belonged at op-
posite poles and could not possibly have anything
in common. That time, however, is now for-
tunately past and to-day we are glad to link
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them together in the friendliest partnership. It
is no longer business versus religion, but business
and religion. Indeed, there is more of business
in religion and more of religion in business than
ever before.

"In the industrial world, for instance, there
is a higher standard of commercial ethics than
has at any other time prevailed, while teachers
of religion are removing farther and farther
from the realm of theological speculation and
applying their spiritual convictions to the solu-
tion of the world problems of the day. The
successful preacher who is making his influence
felt and his work count is a man among men,
with his hand upon the pulse and his ear to the
heart of humanity, confining his energies and
activities not within the four walls of his study,
nor yet within the narrowing limitations of his
church, but devoting them with a reckless self-
abandon to the welfare of all his fellow-men. It is
no longer the scholarly student, the silver-tongued
pulpiteer whose eloquence is wasted; no deserted
art, but rather the social engineer, the prophet
and the humanitarian to whom the world is to-day
looking for moral uplift and ethical inspiration.
He it is who has made of his sanctuary a mar-
velous commercial enterprise with arteries reach-
ing out in all directions and bringing the life-
blood of a practical religion into the every-day
affairs of men.

"And so, too, in the domain of commerce,
the successful merchant is not the man who
cherishes no higher ideal than the elusive chase
of the almighty dollar, and who has made the
attainment of a healthy balance on the right side
of the ledger his sole aim and ambition in life,
but rather the man who recognizes that there is
a higher and a better success than abundance of
means, and that nothing more nor less than
abundance of manhood. He realizes that wealth
is dependent not so much upon what the estate
amounts to, but what we ourselves amount to in
character and intellect, in brain and heart, in
rich endeavor and noble achievement, and so he
takes stock not only of his various business en-
terprises, but also of his spiritual assets and his
moral liabilities. He is anxious to discharge not
only every commercial duty, but every social,
political, civic and religious responsibility. He
realizes, too, that honesty and not self-preserva-
tion are the first law of business; that there can-
not possibly be two standards of morality—one
for the counting room and the store, and the
other for the church ; that the day has gone by
when men can chloroform their consciences, dis-
pense with the ten commandments, disregard the
laws of the land, substitute therefor the code of
a political brigand and the commercial pirate and
still retail positions of honor and trust in the
community. The public conscience, eminently re-
ligious, will not permit any such travesty. It
demands the strictest adherents to principles of
justice and truth, and will tolerate no compromise
therewith.

"Witness a strenuous Roosevelt, a fearless
Pinchot, and countless others giving voice to this
demand, protesting against corruption in high
places, preaching the doctrine of a fair and a
square deal for all. Witness the outcry against
corporate greed and financial duplicity that re-
cently swept over the entire country like a
consuming flame. Witness the tidal waves of re-
form that every now and then inundate a cor-
rupt municipal government and flood out of
power the men who believe that public office is
a private snap. Witness, too, the stirring crusades
that are constantly being waged against the
plague spots in our modern civilization ; the
vigorous campaigns that are being conducted with
such talented effect against social crime and
economic oppression. All these are surely in-
dicative of the moral temper of our times, and
they gathered momentum, not so much because
of the thunderings of the pulpit and the agitations
of the press, but because of the aroused con-
sciences of reputable business men whose sense
of honor, justice and decency have been outraged,
and who felt called upon to storm and destroy
the castles of our modern robber barons.

"There is then, gentlemen, a class relation-
ship between business and religion. Indeed, they

(Continued on page 210
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216 THE KEYSTONE

Annual Banquet Chicago Jewelers'
Association

(Continued from page 214)

are affinities, and although I am not a prophet,
nor the son of a prophet, I venture to predict that
the day is soon to come when they will be found
working together, hand in hand, for the elimina-
tion of all things that tend to drag men down;
for the preservation and the encouragement of
all institutions that make life worth living. In
that good day every man will zealously guard his
reputation as the soul of business honor and
keep it free from all blemish and stain, cherish
it as a crowned jewel in the royal diadem of a
good name, and just as the immortal bard was
proud to sing the praises of lovely womanhood, he
will be glad to say of his own good name: 'It is
mine own, and I as rich in having such a jewel
as twenty seas if all their sands were pearl,
their waters nectar and their rocks pure gold."

The second speaker was Leroy T. Steward,-
Chief of Police of Chicago. Toastmaster Wil-
liams gave him a very happy ifitroduction and re-
ferred to him as the man "who has an idea that
ten-dollar opera should be as clean as five-cent
motion pictures. As a catnip expert he takes
first rank. I present the best Chief of Police
Chicago ever had, although still unjoshed—Leroy
T. Steward."

The Chief responded to the toast "The Citi-
zen." He spoke very interestingly regarding the
various types of citizens he had met since he
became Chief and appealed to his auditors to
take a more lively interest in civic affairs and
lend their influence to the end that the police
department as well as other departments of the
municipal government be conducted on a busi-
ness-like basis.

The toast, "The Ministry of the Beautiful,"
was responded to by Rev. Dr. Rufus A. White.
'Among other things he said:

"The business which you gentlemen represent
has been allied continually with things of beauty
and it is only fitting that I, or another, should
speak on the subject of the beautiful and its
ministry to individual and civic life. You take
the gold and mould or forge it into forms of
beauty. You take the stone and uncover the
wonderful colorings and make it resplendent and
beautiful for the adornment of human beings. It
seems to me that of all the men in the world
you men would be, as I know you are, interested
in even that fragmentary interpretation of what
the beautiful means.

"There is a class of people in this world
who are inclined to treat somewhat sneeringly
the beautiful and things of beauty. It seems to
lie too far away from the paths of money-mak-
ing, from the lines of the so-called practical
world, to interest the average man of business.
Yet when man discovered that the world was
not only useful; when he discovered that it was
not only beset by forces and laws, and relating
those laws created science, not only when he saw
that those forces were related to each other in
the relationship of cause and effect and produced
forcefulness; not only when he heard the sweet
sounds of the air and sea, the laughter and the
song, the running streams, and gathering these
songs called them music, but when at last his
attention was called to the glory of the morning
and the purple of the twilight; when he saw
the gracious colors upon the face of the rose,
saw the sea all ablaze with sunsets, when the
master artists took their brushes to paint the sea
and sky with flame, and perceiving all these man
knew that the world was not only useful, scien-
tific and musical, but he knew that it was beauti-
ful.

"As important as the utilities of the world
have been ; as valuable to men as has been its
science, its music and its philosophy, I beg to
say that equally important in the affairs of man,
in the higher refinement of life, in the creation of
vast business enterprises, is the beautiful. It
has been man's love of the beautiful that has
created the wonderful things in architecture, that
has taken the crude stone and carved it into lines
of beauty and has made a million canvases glow
with immortal fire. It has been this same ap-

preciation of beauty that has uncovered the red
heart of the ruby, the green of the emerald, the
iridescence of the opal, the purple of the ame-
thyst and the light-scattering diamond.

"Out of this has proceeded a great business
enterprise. It would be interesting, gentlemen, if
I could tell you, as I cannot, what portion of
the legitimate business enterprises of the world
would disappear if man should lose his apprecia-
tion of the beautiful. If such a thing should
happen the great enterprise which you gentlemen
represent would disappear with it and you
would be searching for another job.

"The love of the beautiful has touched the
.higher and deeper refinements of human life
as no enterprise or interest in life has ever done.
But the stone from the quarry is one thing; to
shape it into a Moses, a Venus de Milo or a
David is another. It is one thing to mine gold
and to purify it for the market, and still another
thing to touch it with the inspiration and skill
that is born out of man's love of the beautiful
and make it ornamental for human life, to adorn
a home or crown with beauty some lovely form.
One thing to search for diamonds in the sands
of the South and another thing to touch that
stone into a new life as you shape facet after
facet, until it drinks in the sunlight and brings
back a thousand fold until men and women love
it, not for its value alone, but for the beauty that
lurks in the heart of it and speaks out the
splendor of the light that it flings abroad."

"A new war cry I fain would give you,
gentlemen, here in the city we all love, not so
much at present, a greater Chicago, but a Chi-
cago more beautiful. Evil does not thrive in
a place of beauty; evil, to a large measure at
least, thrives in the congested districts. Clear
them out and let in God's sunlight. Believing in
Chicago, knowing her past, confident of her fu-
ture, proud of all things accomplished, rejoicing
in the new spirit that is finding expression in
a thousand directions, I ask men, and especially
a group of men like you, to see to it in the
future that, so far as possible, we shall not only
have a great Chicago, but a moral Chicago, but
that we shall have a beautiful Chicago. The war
cry shouted from the pulpits and headlined in our
press ought to be 'Not only a greater Chicago,
but a more beautiful Chicago.'"

Richard Henry Little, a local newspaper
writer, was to have responded to the toast "Is
There a Pearl in This Oyster," but he was un-
able to attend the banquet. In his stead Wilbur
D. Nesbit, who has been a familiar figure at past
banquets, made a few remarks and recited a
number of original poems. The banqueters, after
joining in "Auld Lang Syne," dispersed and the
pleasures, joys and many happy incidents of the
thirty-fourth annual banquet of the Chicago
Jewelers' Association became memories and recol-
lections.

The fact that this was the largest at-
tended banquet in the history of the associa-
tion is evidence enough that the arrangement
committee had its hands full. Many of the
invited guests were very late in signifying their
desire to attend and the day before the
banquet the committee was face to face with
the fact that all the members and guests
could not be seated in the banquet hall. It
was too late and the committee could do
nothing else than seat some in rooms adjoining
the banquet hall. This was indeed regrettable,
but it was no fault of the committee's, as the
members had been mislead by the management of
the Islackstone into believing that the banquet
hall was amply large enough to seat all. The ar-
rangement committee spent an entire day and
half the night in trying to arrange tables to ac-
commodate all, but try as they might, they could
not solve the enigma. It was too late to make
a change and the committee did the very best
they could under the circumstances. This com-
mittee, to whom much credit is due, consisted of
William F. Juergens, Ernest Lunt, A. W.
Sproehnle, Claude Seymour and A. L. Sercomb.
The reception committee consisted of Walter V.
Ghislin, A. C. Becken, H. M. Carle, James W.
Clark, C. P. Dungan, E. M. Despres, Max Ell-
bogen, J. H. Hardin, R. A. Kettle, William J.
Miller, R. W. Morris, Charles T. Ross, Charles
Spencer, H. F. Thompson, William Willson.

February, 1911

Wisconsin Retail Jewelers' Association
The regular quarterly meeting of the directors

of the Wisconsin Retail Jewelers Association was
held at the Hotel Blatz, Milwaukee, January 17th,
seven of eight directors being present.

The secretary's report showed a satisfactory
increase in the number of members in good
standing. Much enthusiasm was shown over the
outlook for the coming year and a vigorous cam-
paign for new members will be launched at once.

The convention programme this year will be
especially attractive. It will be illustrated with
views of historical places and scenes throughout
the State, with interesting descriptions of its
beauty spots and thriving cities. H. F. Stecher,
treasurer, chairman of the the programme com-
mittee, had the matter in charge in 19fo, and this
means that the work will be a credit to the Wis-
consin jewelers.

To the Jewelers of Wisconsin:
Wisconsin has 650 jewelers and over 450 of

them are still outside of the association. The
officers and the entire membership join in urging
every jeweler to come into the organization ranks.
We need your help and you need ours. You
know the trade is beset on all sides by abuses and
wrongs that make business much more of a bur-
den than it should be. You never will get relief
except through concerted action. You know that
individuals cut no figure in an argument with the
factories selling mail-order houses, soap premium
concerns or monthly installment grafters. But
let several hundred of us speak out as one and
then back up our words by vigorous action and
there will be something doing to better conditions.

It's organization that brings fair prices, hon-
est quality and all-around square treatment to the
retailer. You're losing real good, hard dollars
if you stay out of the association, and besides
that you lose the fellowship of as splendid a lot
of men as ever organized for mutual good.

Get in line; get into the association now.
Send $3.00 to Henry F. Stecher, treasurer, 276
Third Street, Milwaukee. This will pay your
membership in full up to May i, 1912, and make
you a member of the National Association, which
to-day is working hard for your good, and
quietly, without any music or fireworks, accom-
plishing things for your benefit.

Then make up your mind to come to the
State convention at Milwaukee, July II th, 12th,
13th, 1911. Three days spent there will open up
a new vista to you. You will meet your fellow
jewelers, who feel as brothers toward you and it
will do all good. You will find that Wisconsin
jewelers mean business; that they are alive and
kicking and will continue in the habit until our
business is rid of the things that should not be.

There will be good talks by men who know,
exhibits of goods by manufacturers and jobbers 

jeweler,
and

to the interests of the legitimate 
and good feeling will be so thick that you may
cut it to take home as a souvenir. Plan it all
now. We want 300 members by July. We want
you. Help make the Badger State the best or-
ganized State in the Union.

Yours in the good work,
GUSTAVE KELLER, President.
A. W. ANDERSON, Secretary.

Exhibits at Wisconsin Convention
Manufacturers and jobbers desiring to make

exhibits at the convention of the Wisconsin Re-
tail Jewelers' Association, Milwaukee, July fIth,
12th and 13th are urged to advise the association
at an early date. All advertisers and exhibitors
who make their arrangements early will be es-
pecially benefited, as the jewelers of Wisconsin
will be urged, through their officers, to patronize
those who patronize the association, and to in-
spect the exhibits at the convention with a view
to buying for fall, if not immediate delivery.
Henry F. Stecher, 276 Third Street, Milwaukee,
is chairman of the programme committee.
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AN EXTENSIVE LINE LADIES' JEWELRY

Just to impress upon you, MR. JOBBER, that we have a line of goods not confined alone to Tea Strainers, but has a wide scope of activity,41. 
including SASH PINS, MALINE BOW PINS, HAT PINS, MOUNTED COMBS, BROOCHES, ETC.,
we herewith show a few of our best sellers. The striking individuality of the goods is the more emphasized by the way they are put up.
Take our MALINE BOW PINS :—these are carded on maline, thus showing the more effectively the beauty of the goods—and so it is with
our entire line. 41,We've a new patent protected design, something decidedly original. Our screen cloth jewelry took so well and was
imitated by the score that, to protect ourselves and the trade, we have patented the idea. Consists of a blended harmony of design from the
finish of the article to stone and background. 11:1We match all the popular shades of stones and the background has a delicate shade of silk
ribbon a trifle lighter than the stones, thus creating a striking effect most pleasing and sure to produce sales. EN°. 4446, Hat Pin, has light
green finish, amethyst stones and lavender ribbon background. No. 45903, Sash Pin, has light green finish, sapphire stones and light blue
ribbon. You must see these to fully realize their beauty. Other numbers and shading combinations : No. 4590, rose finish, amethyst stones,
lavender ribbon background ; No. 4591, light green finish, ruby stones, red ribbon background ; No. 4592, dark green finish, topaz stones,
yellow ribbon background ; No. 4593, platinum oxidized finish, ruby stones, red ribbon background. Write us for further information.

JOBBING TRA DE ON LY

A. L. Lindroth Company MANUFACTURERS OF NORTH ATTLEBOROJEWELRY and NOVELTIES MASSACHUSETTS
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One Thousand
Jewellers

IN THE UNITED STATES

are using the BELSCRIPT MON-
OGRAM SYSTEM —because it
is the only method by which
they can handle monograms,
quickly, easily and profitably.

CA system that makes it possible
to furnish any monogram at a
moment's notice and at a reason-
able price, should have a place
in the store of every progressive
jeweler.

Cif your name is not on our
list, or if BELSCRIPT MONO-
GRAMS are not represented in
your city,

Write for

Sample
(Sent at our expense)

Also, illustrated descriptive
price-list.

SEE ONE
and you will understand

Why
the EL KAY Cuff Button is a funda-

mental departure ; entirely different in
mechanical construction from any other
cuff button. THIS DIFFERENCE is its
SUPERIORITY.

AbsoIlutely SolderRess
Just a single, solid piece of metal from
end to end.

41 If an EL KAY Cuff Button breaks, we
replace it without charge or question.

Sample sent on memorandum

at our expense

/ciLsCciJOSEPH L. HERZOG a CO.
Makers of LK Rings

(REG U 9 PAT oar.)

45-51 ROSE STREET (Cor. Duane) NEW YORK

LK 444S
INSIDE •F NG
guarantees standard quality, superior workmanship and

distinctive character.

In the history of rings, a wider range of styles, or better

ones, were never made than those collectively known as

LK RINGS
At some time during the next thirty days, one of our sales-

men will be in your vicinity. ARE YOU ON OUR

TRAVELERS' LIST? A visit from one of our staff

implies no obligation to buy. 

Send Your Name Today

--441110"ftwoosslaMssilliosses,'

JOSEPH L. HERZOG C& CO.
Makers of LK Rings

(REG. U. 9 PAT. OFF.)

45-51 ROSE STREET (Cor. Duane) NEW YORK
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Sales Creators and Profit Makers
THE D. F. B. CO. LINE
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The finishing touches have been put on the D. F. B. Co.
1911 LINE — a line representing the highest in

QUALITY, FINISH AND DESIGN
This year we have some very new thoughts never before attempted in the
construction of jewelry, and prices of former years will be maintained. This
is why we say the D. F. B. Co. LINE contains

Sales Creators and Profit Makers
Get in touch with our line early and be the first in your territory to stock
our new 1911 jewelry creations. WE SELL THE JOBBING TRADE ONLY

THE D. F. BRIGGS CO.
ATTLEBORO •• ••••• • MASSACHUSETTS

February, 1911

Annual Banquet of the Boston
Jewelers' Club

"Twenty-three" is a numeral of somewhat
dubious repute, but the twenty-third annual ban-
quet of the Boston Jewelers' Club did much to
vindicate its reputation. This function was held
il-i the evening of January 13th in the Hotel
Somerset and proved the most brilliant of the
long list of banquets given by the club. Some
120 members and guests attended on the occasion,
possibly a score of these coming from New York,
Philadelphia, Providence, Attleboro and else-
where.

As is customary, the preliminary feature was
a reception held in parlors adjoining the banquet
hall, and here there was the customary hand-
shaking and general social good time. The din-
ing hall and tables were suitably decorated and
the menu was the most perfect procurable. Dur-

I.
 - ing the dinner the hall presented a scene of great
, brilliancy and vocal and instrumental music lent
occasional variety to the enjoyment.

Mayor John F. Fitzgerald, Ex-Congressman
J. Adam Bede, of Minnesota, Ex-Congressman

, Samuel L. Powers, Hon. Guy A. Ham and Rev.
Dr. R. Perry Bush, of the Church of the Re-
deemer, Chelsea, were the principal speakers.

Seated also at the head table were Samuel H.
Levy, Arthur H. Pray, Charles 0. Lawton,
Marcel N. Smith, Edward S. Simons, Eugene A.
Holton and Charles A. Estey.

The Mayor sang a verse of "Sweet Adeline"
and won the applause of his audience by urging
their commendation of Collector Loeb for his
enforcement of the customs regulations, es-
pecially as applied to jewelry.

"The amount spent yearly by travelers
abroad," he said, "comes to from $500,000 to
$1,000,000. The people who make money at home
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should spend it at home. I therefore hope
you will commend the public spirit and the nerve
of Mr. Loeb in forcing the richest malefactors
to pay for the foreign-bought goods they bring
into this country."

Ex-Congressman Bede made a plea for a
more national spirit, complaining that Americans

President James S. Blake

localize themselves too much and urging that
they think not in counties, but in Congress, and
send their Congressmen to represent the whole
country and to attend to local "chores" only
incidentally. The trouble with Adams County,
Ohio, and Breathitt County, Ky., alike was that
they had no railroads and so no broad civiliza-
tion. The whistle of the locomotive, he said, brings
more people to the Lord than the church bell.
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On the question of the high cost of living
he said : "If our western farmers went without
any of the 'extras' of our modern civilization and
lived as their grandparents did, they could live
as cheaply, but they don't have to and never will
again. Isn't it absurd for the American people
to demand civilization on the half-shell and at
the same time demand that the cost shall be the
same as for their grandfathers?"

He paid his respects to Mayor Fitzgerald
as "a Mayor who can both speak and sing and
who quit Congress to go into politics," and said
that in the affairs of a big city he met greater
problems than did the President. On November
8th last, he said, "the scenery fell down on the
Republican party," and he hoped that they might
get it off in the next two years.

Mr. Hahn recommended the Mayor for his
"Republican sentiments." He agreed that Ameri-
can money should be spent in America, and
thought that the protective tariff was the best
way to bring it about. He urged that the move-
ment toward a more popular government be
thoughtfully considered, and that local fire in-
surance companies be established to save money
to the States. He also commended the proposed
creation of a State department of fire prevention.

The officers of the organization are: Presi-
dent, James S. Blake; vice-president, Francis S.
Sherry; secretary and treasurer, Fred E. Chick;
executive committee, Henry W. Patterson, Fred-
erick R. Hollister, Albert R. Kerr.

The reception committee comprised Charles
S. Cook, Jr., chairman, and Marcel N. Smith,
Carl D. Smith, George H. Morrill, Woodbury
Melcher, Edward D. Cole, J. C. Bachelder, Oscar
Lane, Benjamin F. Griscom, George A. Briggs,
E. W. Hodgdon, Charles 0. Lawton, Frank Spies.

The pretty souvenir on this occasion took
the form of a brush and comb set to be passed
to lady friends.

Banquet of Boston Jewelers' Club
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Sales Creators and Profit Makers
THE D. F. B. CO. LINE
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The finishing touches have been put on the D. F. B. Co.
1911 LINE — a line representing the highest in

QUALITY, FINISH AND DESIGN
This year we have some very new thoughts never before attempted in the
construction of jewelry, and prices of former years will be maintained. This
is why we say the D. F. B. Co. LINE contains

Sales Creators and Profit Makers
Get in touch with our line early and be the first in your territory to stock
our new 1911 jewelry creations. WE SELL THE JOBBING TRADE ONLY

THE D. F. BRIGGS CO.
ATTLEBORO •••• ••••  MASSACHUSETTS
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Annual Banquet of the Boston
Jewelers' Club

"Twenty-three" is a numeral of somewhat
dubious repute, but the twenty-third annual ban-
quet of the Boston Jewelers' Club did much to
vindicate its reputation. This function was held
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Somerset and proved the most brilliant of the
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possibly a score of these coming from New York,
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where.
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THE HERSCHEDE HALL CLOCK CO.
Superior Quality Hall and Mantel Clocks

HALL CLOCKS
Our 19 I I line comprises the largest and finest selec-

tion offered on the American or European markets

in both cases and movements with or without chimes.

" Crown " Tubular chiming clocks with Westmin-

ster and Whittington chimes our specialty.

MANTEL CLOCKS
Our new and extensive line of MAHOGANY

CASED MANTEL CLOCKS supplies an ever-

increasing demand on the part of the wide-awake

buyers who know the high standard of construc-

tion, design and selling qualities of our production.

Having the most complete Factory for the exclu-

sive manufacture of fine Hall and Mantel Clocks

we are in position to give all orders immediate

attention. Prompt delivery our specialty.

CATALOG ON REQUEST

THE HERSCHEDE HALL CLOCK CO.
Office, Showrooms and Factories:

10074015 Plum Street, Cincinnati, Ohio, U. S. A.

A. I. HALL & SON, San Francisco, Pacific Coast Agents
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Iowa Association Announces Its
Second Course of Instruction

for Watchmakers

To THE JEWELERS OF IOWA:

At the executive board meeting of the

Iowa Retail Jewelers' Association, held in
Des Moines, January 12th, the date for the
second annual watchmakers' short course
were set for the last week in February, be-
ginning Monday, February 20th, at 9
o'clock A. M., at Hotel Savery, the officers'
headquarters. The workrooms will be
across the street from the hotel.

Why the Short Course Is Held

This course, as has previously been ex-
plained, is held for the benefit of any
watchmaker who has had some experience
in watchmaking and repairing, but who still
lacks some of the finishing touches neces-
sary to handle the more complicated and
difficult jobs.

What We Propose to Do

This short course is held in order to
advance the skill of the craft. The Iowa

Retail Jewelers' Association will furnish

expert instruction on the different branches
of watchmaking and various styles of es-
capements. Room, heat, benches, counter-
shafts and motor power will be furnished
by the association. The first five days of
the week will be devoted to giving instruc-
tion ; the last day, Saturday, will be given
to examination. There will be additional
lectures given on business topics, such as
store methods, salesmanship, how to take
in watch work, stone-setting, jewelry work,
etc.

The Examination

The examination is optional and need
not be taken unless desired. The student
passing a satisfactory examination, up to the
Towa standard will receive a certificate to
that effect. The examination will consist

of actual work done under the eyes of the
examining board and an additional written
examination is also required. The exam-
inations are judged by points in per cent.
The Iowa certificate is now recognized
State-wide as a sign of efficiency. It can
be earned only by skill and ability.

What to Bring

The prospective attendant is required
to bring a lathe and all small bench tools,
such as screw drivers, brushes, truing cal-

ipers—in fact, all the necessary small tools
required in watchmaking, and also to bring
all the old movements possible.

The Charges

The charges for the short course of in-
struction and examination will be $5.00 to
members of the Iowa Retail Jewelers' As-
sociation, $8.00 to non-members and $3.00
for those who wish to take the examination
only. Application for attendance will be
accepted from other States where the as-
sociation of that State does not provide a
short course. These charges will not pay
the expenses of the course, but the associa-
tion will make good the difference in order
to be able to aid ambitious workmen to get
a class of instruction almost unobtainable
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elsewhere—at least, not without great ex-
pense and loss of time.

The Benefits

This course will enable the jeweler who
runs his own store to become vastly more
efficient in his repair department, as well
as in the business end of running a jewelry
store.

The short course will make the work-
man you jewelers send a great deal better
workman for you than he ever was before.
The short course will make you jewelers,
who think it possible that there are still
things in the art of watchmaking unknown
to you, better workmen than you ever were
before. The association is doing its level
best to make each short course better than
the previous one, and you jewelers ought
to do everything in your power to aid the
association in getting out a good attendance.

Last year's course was a success and we
want to make this year's a greater success.
If you should not be interested yourself, by
all means try at least to induce someone
else to take advantage of this great oppor-
tunity.

Applications for attendance should be
made out at the earliest possible moment,
so that proper provisions can be made for
accommodations. Make up your minds
without delay and let us hear from you.

N. NIELSON, President.

F. J. EDGAR, Secretary.

American National Retail Jewelers'
Association

Report of Secretary Claud Wheeler, Colum-

bia, Mo.

The fiscal year of the American Na-

tional Association closes with the calendar

year and it seems to me this is the time

when a full report of the year's work

should be made. I believe that in this re-

port is to be found much to encourage the
workers in association affairs and many
things which we would like to have other-

wise.
An analysis of the membership report

which dates from January 1, 1910, to

January I, 1911, will reveal the fact that

our net increase in paid members for the
year is 303. The delinquents for the year

are 1208, which gives us approximately 1500

new members during the year and a total
membership of 3584. Many of those
marked delinquent have gone out of busi-

ness or died, and the balance have simply

lost interest for the time being and failed

to pay their dues. It is now the policy

of the association not to count as members

anyone who is two years delinquent. In an
association of this kind the real interest
is indicated more by the new members ad-
ded than by the net increase of paid mem-
bers.

Two States, Delaware and Tennessee,
failed to make any report during 1910,
which accounts for 40 of the loss in paid
members. Kansas, with 63 members, was
the only State to affiliate during the year.
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Six States show a loss in paid members,

seventeen show a gain. There should be
a very much better showing this year and I
feel confident there will be. Already there

is considerable activity among the officers of
several State associations and the names of
the officers of all States is assurance that
active work will be done in all States. In-
dividual members should be prompt with
dues and this will aid the State officers in
their campaigns. Lack of a few dollars
often prevents effective work in a State.

It does not seem possible that we have
properly brought the door-plate matter be-
fore the membership. This is a very at-
tractive sign to be placed on the door of
members of the association. Every mem-
ber should have one and it seems that every
member would have one at the price of
$1.00. Send $1.00 to the National Secre-
tary's office in Columbia, Mo., and a plate
will be sent postpaid.

Following is the membership report on
January I, 1911, by States:

Membership Report

States 1910 1909 Gain Loss
Arkansas  
Colorado

54
55

72
54 • i

18

Delaware o 15 . . 55
Illinois  244 120 124
Indiana  126 99 27
Iowa  208 179 27
Kansas  63 o 63
Maryland 18 16 2
Michigan  106 70 36 ..•
Minnesota  IOI 126 25
Missouri  197 141 56
Nebraska  98 108 IO
New Jersey  24 II 13
North Carolina  49 50
North Dakota  82 55 27
Ohio  150 116 34
Oklahoma  118 224 106
Oregon  77 46 31 . .
Pennsylvania  227 222 5
South Dakota  41 34 7
Tennessee  o 25 25

Texas 33 61 28
Virginia  46 37 9
Washington, 1). 45 26 15
West Virginia  47 32 15
Wisconsin  I50 125 25
Members at large.. . . 23 9 14

--
2073 531 228Totals 2376

Delinquents  1208

Total members . . 3584

The financial report of the National As-
sociation which follows is from the time

of the meeting in Omaha in August, 19o9,

up to January I, 1911. However, most of
the receipts and expenditures were during
the year of 1910. There are practically no
receipts and very little expenditure from the

time of our summer meeting until the first

of the year. This is especially true of last
fall, but the year before it was necessary to
expend a considerable amount, as there were
no supplies of any kind on hand and the
secretary's office had to issue over 600 cer-
tificates after the Omaha meeting. It was
necessary in the fall of 1909 for the of-
ficers and members of the executive com-
mittee to advance large sums to carry on
the work. At this time last year our in-
debtedness was very large, with nothing in
the treasury, while this year the indebted-
ness is practically nothing and we have a
small balance in the treasury. The pros-

(Continued on page 229)
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Effect of Fixed Prices on Mail-
Order Competition

During the present year the unspec-
tacular, but very earnest war waged by re-
tailers against the retail catalogue houses
has been maintained with undiminished
resolve, and with results sufficiently en-
couraging to assure its continuance, says
the Dry Goods Economist, in a review of
mail-order competition in 1910.

As a matter of fact—and paradoxical
as it may seem—the struggle has been at-
tended with material benefit to both of the
contending forces. In explanation of this,
it must be kept in mind that the excess en-
ergy and intelligent planning called forth
by strenuous competition must always
mean expanded trade and accelerated prog-
ress ; nor is the advantage to the com-
petitors only, but to every interest affected.
Every additional dollar's worth sold by rea-
son of such competition is just so much
of a stimulus to the producer, and every in-
ducement in price thus offered is just so
much of an opportunity to the consumer;
hence, all can watch the struggle with com-
placency and a zest somewhat akin to that
created by self-interest.

The student of the retail
mail-order situation during
the year has had his in-
dustry rewarded by quite a

number of interesting developments. By
force of organization, many manufacturers
have been forced to discontinue business
relations with the mail-order houses, and
this has precipitated a very interesting, and
even entertaining, situation. The courts
have decided time and time again that the
manufacturer may fix the selling price of
any patented article manufactured by him.
This, of course, does not appeal to the mail-
order house, as it means equal opportunity
and equal profit to all. The plan of distri-
bution through licensed dealers has also
been a hard blow to the retail catalogue
houses.

A type of notice from manufacturer to
retailer now quite familiar is the following:

To the Trade in the United States.—This
revised schedule of list and selling prices of --
is to take the place of all schedules heretofore
issued by the company pertaining to the goods
specified. It will be found to provide a fair
profit for the sale of the goods at retail prices.
Following the long-established practice of the
company the goods herein listed are sold to the
trade on the specific condition that they shall not
be retailed or sold at prices below the established
and determined retail prices fixed by the com-
pany. The goods herein listed are covered by
United States patents owned or controlled by the
company, and are sold and thereby licensed by
the company for use and sale only when sold to
the public at prices not less than the fixed and
established retail prices listed herein. No license
or permission is granted or intended for the use
of these goods when sold at less prices than the
prices herein listed. The nature of the goods and
their use precludes the permanent attachment to
them of this notice or a notice of corresponding
import, but this notice is intended to notify the
trade and the public that they are licensees of

Interesting
Developments

such goods and to place the trade and the public
in the position of licensees with notice, and the
purchase of any of the goods herein listed will be
considered an acceptance of the conditions that
the goods are only licensed for use and sale when
sold at prices not less than the prices herein
listed. Any sale of these goods at less prices
than the listed prices or use of such goods so
sold at such less prices will be considered to be a
violation of the patent rights of the company and
in violation of such license.

Mail-order
Scheme

But the mail-order house
was not to be outdone. In
the large catalogue of one
of these houses a certain

widely-advertised safety razor was listed
thus:

"Safety razors are quoted for the accommo-
dation of some of our customers who want this
particular razor. We don't claim that this razor
will give better satisfaction than the lower-priced
razors quoted on this and following page. This
razor is manufactured and sold under a licensed
price of $5.00; and we are therefore prevented
from offering it at a price consistent with the
prices and values we quote on other makes and
styles of safety razors."

This sounds like.an effort to hit back,
but it evidently did not work satisfactorily,
as another scheme was adopted. In this
company's grocery catalogue for July and
August, 1910, the following offer was
made:

A safety razor and six pairs of guaranteed
socks for $5.09.

These socks are guaranteed to wear
six months, and if holes that require mend-
ing appear within that time the company
guarantees to replace them. Of course, six
pairs of such socks are worth more than
9 cents and it is therefore plain that this
safety razor is being used to gather trade
for this catalogue house and that the re-
strictive prices are really being cut. A
court decision on this matter is now in
order.

Spread of
Fixed Prices

The fixed selling price plan
has, indeed, spread with
wonderful rapidity, and the
retail mail-order houses are

hampered accordingly. The president of
the national organization of retail jewelers
said in his annual address at the recent con-
vention of his organization:

Many large firms have ceased selling goods
to the catalogue house and have canceled large
orders when they ascertained the destiny of their
goods—the mail-order house. Some manufactur-
ers have placed a restrictive selling price on
jewelry, silverware, china, watches and many
other lines to protect the legitimate retailer. At
least two sterling silver manufacturers sell their
goods with a restrictive selling price. There is a
restrictive minimum selling price on at least
three brands of silver-plated flat ware.

Five of our watch companies have a fixed
selling price on every movement. All the other
companies have a fixed selling price on all high-
grade movements. The oldest and largest watch
company adopted a policy which restricts their
channels in distribution of watches wholly to the
retail jewelry trade. All wholesale dealers are
enjoined not to sell directly or indirectly to any
others than retail jewelers. They further re-
quest mail-order houses and similar concerns to
omit listing their watches in their catalogues.

Such are the developments of the
times, and they are encouraging to the re-
tailer, as well as helpful to general business
stability.
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American National Retail Jewelers'
Association

(Continued from page 223)

pects for 1911 in the National Association
work appear very bright, indeed, at this time.
It seems absolutely certain that several new
States will be affiliated this year.

It will be observed from the report
which follows that the association bene-
fitted financially last year by taking in
charge the exhibit space and paying for the
entertainment at Detroit. In the expense
of the meeting at Detroit is included the
building of booths, the boat ride, the lake-
side dinner, the trolley ride, the theater
party, music and all expense incident to the
meeting. The space, after paying all this,
netted the association $551.35 ; the pro-
gramme netted $435, or about $400 more
than that of 1909.

In the column of expenditures under
the head of "Sundries" are included sta-
tionery, stamps, certificates and all the ex-
pense incident to the officers, including that
of the president and secretary. The Omaha
item represents unpaid expense by the for-
mer administration.

Financial Report
RECEIPTS

From former treasurer  $196.55
Sale of door plates  243.00
Membership dues   2,136.00

Programme advertising   928.00
Exhibit space   1,955.00

Total.

EXPENDITURES

Omaha convention expense.. $186.00
Detroit convention expense.. 1,403.65
Cost of printing programme 
Salary and stenographer:

President   1,120.00
Secretary   1,240.00

Expenses of Executive Com-
mittee   525.69

Door plates   122.65

Sundries   264.71

493.00

Total 

$5,458.55

5,355.70

Balance on hand  $102.85

Columbia, Mo., January r5, 1911.

Washed Money Mistaken for
Counterfeit

The Treasury Department has discov-
ered what promises to be a serious defect in
the proposed system of "laundering" paper
currency. A New York woman washed and
ironed a bill, cleaning it so well that a
banker to whom it was afterward submitted
pronounced it a counterfeit and sent it to
the secret service officials. Chief John E.
Wilkie, in order to test the judgment of
various persons around his office, placed the
"laundered" bill with a number of good
counterfeits and requested them to pick out
the good bill. In every instance a counter-
feit was picked out as the true legal tender.
Secret Service agents declare that fully 8o
per cent. of the Government's money will be
mistaken for counterfeit if the cleaning
process is finally approved. The washing
makes the sharp lines of the engraving in-
distinct and gives the note the appearance
of a poor imitation.
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San Francisco

The reports from the Promo-

The Outlook tion Committee for the Pana-
ma-Pacific Exposition from

Washington are very favorable. We feel quite

sure that they are putting up a good fight and

hope by the time that you are reading this that

the Federal Government will have made a de-

cision in favor of San Francisco. The seventeen

and a half million is assured to the exposition

committee, and the goyernment at Washington

will not be asked for financial assistance. We,

on the Pacific Coast, consider the Government's

decision a very serious one, as it will .help us

materially if it is in our favor. It will bring

to the entire Pacific Coast an increased popula-

tion which is something that we are in dire need

of and will assure us continued prosperity.

The outlook for crops is better than ever
before in the history of this section. The rains
have been timely and plentiful, and the tiller of
the soil looks forward to bountiful harvests.
The snows in the mountains assure us of a plenti-
ful supply during the next dry season both for
irrigation and power. The oil industry, which
is our biggest product next to farming, is in a
very healthy condition, more wells than ever pro-
ducing, and thousands of new ones in the drilling.

The Aviation Meet that was held in San
Francisco in January started out very success-
fully. Two of the man-birds on the opening day,
Saturday, the 7th of January, left the aviation
field and flew all over the city, one making a
circuit around the entire shore-front from the
Cliff House to the inner bay, and the other sail-
ing over the city and around the Pacific Coast
fleet of cruisers and back to the aviation field.
This meet brought to the city a great number
of visitors from the interior, and the hotels and
restaurants did a thriving business during this
period of ten days.

The bold attempt of a thief to make his
escape with a tray of diamond rings valued at
$3000, after he had carefully planned the snatch-
ing of the jewelry in the store of William Glin-
demann, 818 Market street, was thwarted by a
little fox terrier. The little dog, owned by a
customer, was in the way of the man, thought
to be Samuel F. Cox, when the bold robber
grabbed the tray containing several valuable soli-
taire diamond rings and ran from the store. In
his hurry to make his escape the man tripped
on the dog, lost his balance and nearly fell to
the sidewalk. He was closely followed by the
little animal, which kept snapping at his heels
while the man ran through Lasky's, 816 Market,
and out the Ellis street entrance of the store.
With the clerk with whom the man Cox had
been dickering for a purchase, Melin Glindemann
and William Glindemann, the proprietor of the
place, close at his heels, the robber ran up Ellis
street, where he was captured by the quick work
of Patrolman Frank J. Fella. Had it not been
for the little fox terrier, which was lost in the
crowd of Christmas shoppers, Glindemann be-
lieves the robber would have got away with the
booty.

A large crowd was attracted by this bold
attempt to snatch the diamonds in the crowded
section of the city. Detective McLaughlin aided
in the arrest of the man, who Was taken to the
Central Police Station. Glindemann recovered
all the rings save one valued at $200, and when
the man was caught one stone was lost from
the setting in the ring. At the police station the
man said his name was Cox, but postal cards in
his possession have led the police to believe his
name is Barnes. One postal addressed to J. B.
Thompson, Sherwood, Cal., read: "Come at once
and bring my mail; the ax is -ready to drop." It.
was signed "Cox." He gave his occupation as a
horseshoer and his hands testified to the fact of
hard work. He would say nothing save that he
had a wife and baby, and was hard pressed for
money. Glindemann says the man had been dick-
ering for the purchase of a diamond ring for
two days, and had carefully planned his escape.
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Kyle MacBratney, El Centro, Cal., was
among the out-of-town tradesmen in this city on
a buying trip last month.

F. Debrowsky, the manager of the Golden
Eagle Jewelry Company, of Redding, Cal., ac-
companied by his wife, paid this city a visit dur-
ing aviation week. While here Mr. Debrowsky
spent quite some time promoting the sale of his
new "Hello Bill" Elk lapel button. We are given
to understand that the term "Hello Bill" has
been copyrighted by this enterprising merchant,
and we feel that the sale of this novelty will
keep his manufacturing plant busy on orders
from the retailers throughout the United States.

G. A. Thiel and wife, who are in the retail
jewelry business in Redwood City, Cal., were
seen in the local wholesale jewelry houses last
month, buying.

A. I. Hall & Son are using the services of
Peter Johnson. This salesman will call on the
retail trade in and about the bay cities. He was
formerly in the employ of Julius A. Young.

On January 1st at the home of Walter
Green, a visit from the stork, a boy. We are, :
pleased to .say that the- rie.w wholesaler jeweler „
and his mother are • progressing nic':.1y. •
Green intends that the young man shall succeed
him in the wholesale diamond house of Carrau
& Green, San Francisco.

Bing Kee has returned from his visit to
China and has opened a new retail jewelry store
in Chinatown at 920-922 Du Pont street, San
Francisco. Our friend Bing has been away from
San Francisco for about. three years, and was
given a warm reception by his many friends in
the wholesale jewelry district upon his return.

George W. Hill, the enterprising retail jew-
eler of Lodi, Cal., was among the out-of-town
tradesmen in this market last month. He made
a hurried visit in search of something special
and did not bring his daughter, which has been
his usual custom heretofore.

Harry Morton, one of the leading retail jew-
elers of Oakland, Cal., ,whose store is located on
Broadway, at Fourteentli•street, has just returned
from his annual Eastern trip.

A. E. Butterfield, accompanied by his daugh-
ter, sailed into this port from Portland on Tues-
day, January Toth. The Steamer Rose City ar-
rived twelve hours late, after a very rough pas-
sage. After spending a feW days in this vicinity
in which they visited .Mills College, both of our
universities and the aviation meet at South San
Francisco, they traveled further South for a
much-needed rest.

Dave Hynes, of Hynes Bros., retail jewelers
'of Reno, Nevada, took the opportunity to attend
the aviation meet during his buying expedition
in this city.

J. E. Johnson, formerly in the employ of
Butterfield Bros., wholesale jewelers, Pohldrid,
Oregon, has accepted a position with the Dor-
rance.Battin Company, wholesale jewelers of San
Francisco, and is now making his initial trip
calling upon the retail jewelers who do business
with the latter jobbing firm.

W. H. Mitchell, the retail jeweler of Kings,
City, Cal., found it necessary in January to visit 
this market in search of stock to replace the holes
made by his patrons during Christmas.

Percy Davis, one of Seattle, Washington';
retail jewelers, was among the out-of-town buy-
ers in this market last month.

Walter A. Green, of the diamond importing.
house of Carrau & Green, San Francisco, is nowi
in Europe scouring the gem centers of the old
w orld for jewels, and is expected home on or
about March 1st.

Burton Earl Chapman, the Pacific Coast rep-
resentative of the Elgin National Watch Com-
pany, is again back with us after having spent a
month at the factory at Elgin, Ill. It is needless
to say that his friends in this locality tendered
him a very warm reception upon his return to
San Francisco.

H. S. Tuthill, of the wholesale jewelry firm
of the same name, doing business in Portland,
Oregon, paid his friends in this city a visit in
January. Mr. 1. uthill reports the business in his
immediate section in the North as being very
good, and that the year iust closed has been the
best in the history of the northwest.
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William Casanova, the retail jeweler who
was formerly located at 314 Columbus avenue,
San Francisco, has opened a new retail jewelry
store at 1644 Polk street, San Francisco, Cal.

Mr. Birnbaum, one of the brothers of the
retail jewelry firm of the same name doing busi-
ness on South Spring street, Los Angeles, was
seen buying among the local wholesale jewelry
houses last month.

The Western Jeweler, the trade monthly
which is being issued by the Nordman Bros. Co.,
is offering some very timely suggestions to its
large following among the retail jewelers in re-
lation to the subject of fostering the sale .3f
peace-gifts for the coming Easter season.

C. J. Noack, one of the leading retail jewel-
ers of Sacramento, found it necessary to come to
San Francisco a short time ago on a special
search for a particular line of goods that he has
had a call for.

Diamond rings valued at $665 were stolen in
a sensational manner from the jewelry store of
C. A. Metius, at 559 Haight street, by a lone
burglar, Who escaped with the valuables. Metius,
with his wife and family, was dining in the rear
of the store when the bold thief began opera-
tions. Tying a stout rope around the knob of the
door of the store, the thief tied the other end
to a post of the house adjoining. A padlock was
also placed on the lock of the door so as to pre-
vent the proprietor from capturing him when he
learned of the robbery. Hurling a brick through
the show window of the jewelry store the burglar
worked fast. Snatching a tray of diamonds con-
taining eight rings of assorted sizes he jarnmed
them into his pocket and ran down Haight street.
In his haste he ran into Hermann Zimmerman,
connected with the German Hospital, and nearly
fell to the ground. Zimmerman did not offer
chase and the burglar escaped on the Fillmore
street cars. Metius heard the crash of glass as
the brick flew through his window and, running
to the front of the store, saw that the gems were
missing and telephoned for the police. Detective
William Cavanaugh arrived shortly afterward in
the police automobile, but all trace of the daring
thief had vanished.

Nordman Bros. Co. held their annual sales-
men's banquet on the evening of Friday, January
13th. Their entire selling force of thirteen, after
a business meeting, adjourned to one of our fa-
mous restaurants and enjoyed their annual feast
for I911,

E. Bastheim, accompanied by his family,
spent a much-needed week's rest calling on his
relatives in San Francisco last month. Mr. Bas-
theim is the head of the wholesale jewelry firm
of Los Angeles of the same name, and reports
ttlitoensb.usiness done by his firm in the second year
of its existence as .beyond his fondest expecta-

Experiments in Diamond Making
• La Rosa (Schweiz. Woch, Chem. Pharm.

through Merck's Rep.) has endeavored to liquefy
carbon with the singing electric arc current. At-
tempts which have been made to do this at ordi-

• nary atmospheric pressure by the electric fur-
nace have been unsuccessful. La Rosa believes
that .a higher temperature can be obtained from
the arc than the furnace. Pure sugar carbon
used as an electrode for the intermittent singing
arc exhibited crust formations which were neces-
sarily formed from he fusion of small particles
of carbon, so that the liquefaction of carbon was
extremely ftrobable. It was hence concluded to
examine more closely whether using this method
or by rapidly chilling the fused carbon, diamonds
could be obtained. For this purpose a very pow-
erful electric spark from a battery of seventy-two
large Leyden jars was employed, and the author
obtained from the powder from the sugar carbon,
small crystalline formations exhibiting a specific
gravity over 3.2, which very distinctly scratched

ruby;- and hence possessed properties which
could only be possessed by carborundum. or dia-
mond. As the former, however, is entirely ex-
cluded, because of the absence of silica from the
material employed in the investigation, the as-
sumption was rendered very probable that dia-
mond was the product of fused carbon at atmos-
pheric pressure.
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Pittsburg
It is stock-taking season, and the majority of

the Pittsburg jewelers are engaged in this an-

nual job, which usually takes most of the first

month of the year. The last of the holiday sea-

son convinced the larger majority of the trade

that the volume of business for the past season

was equal to that of 'goo, and perhaps a little

better. In not a few cases the actual business

done was larger. Prices paid seemed to range

a little lower, however. In other words, the pur-

chasing power of money was made to stretch a

little further, and there was a more careful selec-

tion by the Christmas shopper.
A few of the trade are holding special sales

now to lower stocks, but the average of this kind

of stock-reducing effort is small. It is largely

confined to the department store, and where jew-

elry is carried as a side line.
Preparations for changes in location of some

of the stores are also under consideration in

downtown Pittsburg. Workmen have begun the

rebuilding of the new store for R. Siedle & Sons,

in Wood street, which must be ready April 1st.

When the builders are through it is claimed this

old house will have a splendid new home, admir-

ably adapted to the growing trade that it enjoys.

There is another interesting change to be

made this year. It is the removal of the old

house of George B. Barrett Company from the

second floor of the Park building to the second

floor of the S. Hamilton building, in Wood street.

The change gives the Barrett Company business

the largest quarters it has ever had, and the loca-

tion is admirable, as it is directly opposite the big

department store of James McCreery & Co. This

move, it is said, has been in contemplation for

some time. The present quarters are somewhat

cramped, and only because of the central loca-

tion were they attractive. In the new location

the company will have an extensive front and lots

of light, with room for offices, workshops and

stock rooms and exceptional facilities for ship-

ping.
During the latter part of January the annual

Pittsburg Cat Show was given in Old City Hall.

This feature of social activities is always popular,

and the jewelers have evidently taken a deep in-

terest in it, as three leading houses have con-

tributed prizes for the event. These are Hardy

& Hayes, Grafner Brothers and Kingsbacher

Brothers. Other prizes provided have been se-

lected from many of the jewelers' stocks, and

have made a fine array. When it is known that

some too° cats are entered in one of these shows,

and they are among the closest friends of do-

mestic life in Pittsburg, the popularity of the

show can be well understood.

The period of conventions has also opened
in Pittsburg this year with much life. January
brought the Pennsylvania Retail Lumber Deal
ers' Association and the Hardware men. There
is a long list of other commercial bodies scheduled
during the spring months. Late in the spring
comes the centennial celebration of steam navi-
gation in Pittsburg, with many events of national
Importance promised in connection with it, in-
cluding the formal launching of an exact replica
of the first steamboat that ever sailed south from
Pittsburg. All of these events indicate a healthy
demand for badges and souvenirs this season.

Some local interest was attached to the arrest
early this month of J. H. Lepsch, a jeweler of
Ridgway, Pa., by postoffice officials, and his ar-
raignment and holding for trial in the United
States Court in May on the charge of using the
mails to defraud. The complaint against the de-
fendant is made by Philadelphia houses, who
shipped jewels and other stock by the Adams
Express to Lepsch and found no trace of the
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goods afterward. The transaction, it ig claimed,
was carried on by mail, and indications point to
some irregularity in the deal. Lepsch is out on
$2000 bail, having been held by the United States
Commissioner under this sum. Aside from this
case few unpleasant incidents have disturbed the
Pittsburg trade.

Louis Batz, of Water street, was the victim
of a tramp who broke his show window and car-
ried off several watches and finger rings, most of
which were recovered, and the tramp arrested.

Gillespie Brothers issued, at the close of the
year, their pretty memoranda book and diary
which has become an annual event of this house.
This house enjoyed its full share of business dur-
ing the holiday season. Imported stocks found a
ready sale, and the results of the year are re-
garded by the firm as more than satisfactory.

Sam F. Sipe has been showing some new
ways of advertising, too, this season. His dia-
mond sales were exceptionally large, and Mr.
Sipe regards the coming year with much confi-
dence since he has had a chance to look over the
situation.

The reports from Heeren Brothers & Co. in
dicate a good year for that house. The stocks
it displayed this season are among the most at-
tractive ever shown, and perhaps the most ex-
tensive. The shops of this firm have been work-
ing quite steadily and on large orders.

W. W. Wattles continues to make a specialty
of novelties of the higher order. S. Roberts Sons
are pushing the newer novelties in silver along
with Hardy & Hayes. R. Siedle & Sons have
been holding a clearance sale preparatory to mov-
ing, and report a very fair net result from the
move. The old house has some fine goods on
the bargain tables, the natural result of many
years accumulation. The actual amount, how-
ever, is not large.

Terheyden's and Spahdau Brothers both re-
port a very excellent trade and a fair condition
of business for the post-holiday season. Social
affairs are moving briskly, and weddings and
"coming-out" parties have been quite numerous,
all of which have had a good influence on the
general demand for jewelry.

There has been a much larger demand this
year than usual in Pittsburg for imported clocks.
Many of the retailers claim they have been ex-
periencing this demand, and have been at times
perplexed to secure readily the clocks desired.
Cut glass demand was about equal to that of
1909-To season, and stocks have been pretty well
reduced in the 'ewelry stores. Many of the trade
were interested in the annual exposition of the
glass manufacturers which opened in the early
part of January in Pittsburg. Cut glass factories
carried a fine lot of new designs showing the pro-
posed wares for the coming season.

In the toning-up of general trade for the
new year there has been more or less marking
time by the larger industries; steel mills in par-
ticular are still on the under side of normal ope-
rations. Glass manufacturers, in tableware lines,
and in fact in all but the window glass trade.
are working steadily. Building operations are
full of promise, but severe weather has retarded
them to some extent as yet. This affects the
lumber and builders' supplies. Coal mining is
down now to the midwinter production, and coke
operations are at low tide because of the dull-
ness yet being felt in the iron trade. In each of
these lines, however, the trend is upward. Each
week of January has shown a gain in volume
over the preceding one, and leading manufactur-
ers are expressing more confidence than ever in
the ultimate recovery of business as spring ar-
rives.

The recent issue of quarterly bank statements
in Pittsburg has been along the line of proving
that affairs are improving. The showing made
was one of improvement in each case, and this is
carried still further by the increased volume in
the clearing house statements. Such hesitancy
as now is noted in general business is generally
laid to the door of doubt regarding the outcome
of the litigation pending in the United States
Supreme Court and also on the rate matters be-
fore the Interstate Commerce Commission. These
matters, it is held here, are holding back a flood
of business which otherwise would stir the com-
mercial world. However, there is noted a feeling
of hopefulness over the situation.
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Jewelry Store Robberies

The Upson-Rogers Company, of Waterbury,
Conn., reported that a tray of diamond rings
valued at about $1700 was stolen from their show
window by a sneak thief on January 7th. They
were selling out their stock at auction, prepara-
tory to retiring from business, and while the store
was full of buyers the thief reached over the
glass screen in front of the window and took out
the tray without being noticed.

R. F. McComb, of Hamilton, Ohio, wliose
front window was smashed on December 22d, re-
ports that the "would-be thief," a colored man
calling himself Charles Harris, was arrested and
has been convicted and sentenced for the crime.
No property was stolen.

Owen-Cotter Jewelry Company, of Tampa,
Fla., whose window was smashed recently and a
quantity of diamonds stolen, report that they
have recovered all of the property and that the
thieves have not yet been apprehended.

It is reported from San Francisco that a
sneak thief, giving the name of Samuel F. Cox,
called at the store of William Glindemann, 818
Market street, about dusk, and selected a ring
valued at about $80, requesting the salesman to
put it aside for him. He called again about 8
o'clock and told the clerk that he wished to
change the ring, and, upon being shown a tray
of diamond rings from which to make his selec-
tion, took advantage of the clerk's momentary
turning of his back to grab a tray and dash out
of the door, running through the next store into
Ellis street. Officer Fella, who happened to be
there, gave chase and felled him with a blow
from his club. He was then joined by Officer
McLaughlin, who assisted in picking up the rings
and taking the thief to the station. One ring and
a diamond out of another ring are missing; the
value of both being about $275. The prisoner,
who is described as 32 years of age, 5 feet 7
inches, 155 pounds, medium complexion, brown
bushy hair, thin features, military bearing, wear-
ing dark suit of clothes, refused to give his real
name.

The Broer, B. H. Co., of Toledo, Ohio, re-
port that one of their show windows was smashed
on the evening of January 14th between the hours
of ii and 12 P. M., and a tray of Wightman &
Hough lockets taken, containing twenty in all, and
also four solid gold lockets, in two of which there
were diamonds, the entire loss being about 175.
The thief took advantage of the passing of a
street car to smash the window without attention
being attracted to the noise. Several people claim
that they noticed a party loitering about and think
they could identify him, and there is hope there-
fore that the guilty parties will be arrested soon,
as the usual reward of $1oo for their arrest and
conviction has been offered by the Jewelers' Se-
curity Alliance.

The Goldstein Jewelry Company, of Peoria,
Ill., report that their window was broken between
I and 1.30 A. M. on January 13, 1911, and a
large quantity of guids taken. The Jewelers'
Security Alliance offers a reward of $too for the
arrest and conviction of the guilty parties, and
the Goldstein Jewelry Company are offering $5o
additional, by which means it is honed that the
thief will soon be arrested and the property re-
covered.

Time Clock Blows the Factory Whistle

An ingenious timekeeper in a Georgia fac-
tory, who was also called upon to perform other
duties, has invented a scheme for blowing the
factory whistle at starting and stopping time
with the aid of the factory time clock. By this
method the whistle is blown at the exact mo-
ments when work should begin and end. At first
this man was compelled to ring a bell when time
was called. Later the whistle was installed. As
the timekeeper was also storekeeper, he was fre-
quently busy at other things when the time came
for the whistle to be blown. Therefore he rigged
up an electric contact system between the clock
and the whistle which resulted in the automatic
sounding of the whistle.
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Toledo
Toledo jewelers, as with one

Satisfactory voice, declare that the holiday

Season season just past has been as

big, if not the biggest ever

know here. Money seemed to be loosened up

after the long-drawn-out, tight-fisted economy

following upon the heels of the panic, and people

bought this season with a genial, generous aban-

don that delighted the jewelers. Jewelry of all

kinds sold well, high-grade business being espe-

cially good. There has been an exceptionally

heavy call for diamonds, medium size stones hav-

ing the heaviest sales, although some of the local

jewelers report sales of exceedingly fine and ex-

pensive stones.
The watch business seems to have been a

trifle streaky, some dealers being elated over their
holiday watch trade, others complaining that the
season was unusually dull in this line. All deal-
ers unite in the statement that the general jewelry
line was very strong. The January business,
while of course away below the Christmas busi-
ness, has been holding up remarkably well in the
general jewelry line and watches seem to be sell-
ing better than the December records show. The
repair business is unusually strong, and most of
the jewelers are working overtime in an effort
to, in a measure, keep in line with their orders.

The optical business is reported good for
December, and much better thus far in the month
of January. There was a fine holiday trade in
opera glasses, and since the holidays the regular
optical business has been quite strong, so that
opticians generally view the conditions with much
satis faction.

The Geo. Kapp Company is to
New Jewelry have a new home by the first
Store of June, if the contract is corn-

pleted in the stipulated time,
which, it is stated, will present as fine an appear-
ance when settled in the new surroundings as any
store in Toledo. The new structure will be
erected on the site of the old location, where
the firm has been doing business for the past
twenty years, taking in also the adjoining build-
ing. It will be a five-story fireproof building,
with front of terra cotta, ornamented with an-
tique copper decorations. The improvement is
being made by J. G. Kapp, Sr. The jewelry
store will occupy the entire five floors of one-
half of the building using the side opposite the
one now occupied by them at 413 Summit street.
The first floor will be finished and paneled in
mahogany, and the trimmings, such as stair bal-
ustrades, etc., will be of antique copper. This
department will be for the display of jewelry.
The entire rear of this room will be of glass, with
just enough brick to hold it together. This, with
a balcony and skylight, will make the store one
of the finest daylight rooms in the city. The
plans include for the first floor a Mezzanine bal-
cony for the display of china and lamps. The
regular balcony will be on the second floor. The
optical department will be located on the second
floor. The manufacturing and repair shops will
be located on the third and fourth floors. The
company expects to put in some new lines, but
have not yet entirely decided as to just what
they will be. A new fireproof and burglar-proof
vault will be installed in the building.

Wm. H. Broer, Summit street jeweler, re-
ports that his firm enjoyed a fine holiday busi-
ness in the general jewelry line, and that thus
far January has been making good. The repair
business is rushing, more business coming in
than can be turned out. "Watches sold well with
us throughout December; diamonds were good
and clocks were in strong demand." January has
been a big month with this concern in optical
lines.

The officers of the Conklin
Conklin Pen Mfg. Co. were entertained
Salesmen Dine at a seven-course banquet in

the grotto at the Patterson
Cafe by the traveling men of the eastern division
of the company on Jarman, 5th. The form of
a gridiron dinner was assumed, each member
contributing some unique feature to the evening's
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entertainment. H. E. Fisher responded very
cleverly to the toast, "Roasted to a Turn; or,
Some Personalities You May or May Not Rec-
ognize." The witty talk of Sales Manager C. C.
Cobb created much amusement. J. M. Wilson
and C. B. Mathes gave a satire on "A Morning
in Office," in which the various officials of the
company were humorously depicted. One of the
mysteries of the evening was the impersonation
of "Salvation Liz" by J. G. Mauk. Following
the banquet all present were guests of P. D. Col-
lins, of New York City, at the Secor Hotel.
The banquet was but a feature of the
regular annual salesmen's meeting which was
held during the week at the commodious
factory of the company in this city. Those pres-
ent were: H. E. Fisher, P. D. Collins, C. C.
Cobb, S. E. Issler, W. M. Bayless, Jr., C. E.
Miller, C. H. Yates, J. S. Mauk, John S. Briggs,
J. F. Grube, E. G. Kahle, J. C. Frost, L. W.
Wolfslayer, L. C. Wythe, F. H. Maloney, J. M.
Wilson and C. B. Mathes. While the affair was
given by the traveling salesmen, President H. E.
Fisher and W, M. Bayless, advertising manager,
contributed the menu cards and programmes, the
former being the well-known Camel of the com-
pany.

L. Comlossy reports business generally good.
"In fact," said he, "our business has kept up in
fine shape ever since our big September sale.
There has been a greater sale on diamonds, solid
gold jewelry and watches with us than ever be-
fore in our history for the same time." The
watch repair business of this firm is heavy.

The young woman' who, some • months ago,
stole $3000 worth of jewelry from the home of
E. L. Camp, in Toledo, was recently picked up
on a similar charge in St. Louis. She gave the
name of Lillie McDowell, but while here called
herself Margaret Benson. She is accused of
stealing $4000 worth of jewelry from a residence
in St. Louis, and if she escapes conviction on
that charge will be brought to Toledo to answer
for the Camp robbery.

Ernest Heltebrake, aged 14 years, died
Thursday, at the home of his parents in this city,
and was buried Saturday. His death was due to
acute indigestion. He was a brother of A. D.
Heltebrake, of the Wm. F. Broer Co.

H. B. 'Stone, the Superior street jeweler, at-
tended a family reunion of the Stone family at
the home of his sister, Mrs. R. L. Burge, on
New Year's day. A big turkey dinner was served
on handsomely decorated tables, around which
were gathered twenty-five guests.

Burglars recently entered the residence of
G. W. Schultz, on Floyd street, and stole a
gold watch and chain and other jewelry. En-
trance was gained by jimmying a rear window.

The old-time clock which for nearly a dozen
years has uplifted its friendly face on Madison
avenue, in front of L. Comlossy's jewelry store,
is in the plight of the friends of whom Tenny-
son speaks, when he says, "Off with the old and
on with the new." The clock which has kept
faithful time all these years was recently re-
moved, and is to be replaced with a new electri-
cal bracket clock. This clock will be run by elec-
tricity and connected with the Western Union
and set every hour, so that the people may be
able to absolutely depend upon the time as given
by the new clock. Many complaints have been
received since the removal of the old clock, and
Mr. Comlossy feels that a good street clock is
no small advertisement for his business. This
firm has just accepted the agency for an electric
clock which has to be wound up only once every
two years. The clock has been attracting con-
siderable attention among buyers at the local
store.

Charles O'Malley, an inmate of the Mansfield
Reformatory, has confessed to being one of the
three clever thieves who in November pulled off
the $1o,000 unset diamond robbery of the Spies
jewelry store at Steubensville, Ohio. He was
out on parole at the time.

W. R. McFadden expressed pleasure at the
good line of trade the holidays brought to his •
store. Repair trade is good with him and busi-
ness in general lines is keeping up in excellent
shape.

R. W. Wagner, who formerly conducted a
retail jewelry store and repair shop at 139 Main

229

street, has sold his business to Leo E. Kopf.
Mr. Kopf has been connected with Mr. Wagner
for the past two years and a half, and will con-
duct the business in his own name hereafter.

The Toledo Optometrical society will hold a
regular meeting in this city January ifith, at
which time officers for the coming year will be
elected. Dr. Earl J. Brown, of Chicago, has
been secured to give a lecture before the society
on that occasion, the subject of his address being
"Anatomy and Physiology."

The Gould Optical Company recently put up
a new electrical sign in front of its place of
business on Adams street. The sign is a veri-
table work of art, hand-painted and illuminated
by outside reflectors and six i6-candle power
lamps. The company had some difficulty secur-
ing a permit from council to erect the sign, but
after looking at the design the city fathers de-
cided that the sign would be an ornament rather
than a detriment to the street and graciously
gave permission for its erection. The sign is
an advertisement of the "So-Easy Glasses," and
cost $250.

It is not often that a scarf pin serves the
purpose of life preserver, but such proved the
case recently at Lindsey, Ohio. Alfred Perry, a
14-year-old boy, accidentally discharged a re-
volver. The bullet struck his scarf pin and
glanced, saving the lad from death or serious
injury.

A. J. Heeson, with an optimistic smile, de-
clared his holiday business was more than satis-
factory, an especially strong demand coming in
for mesh bags, toilet sets and rings.

Irwin Ritchey, formerly with the Rain-Shine
Umbrella Company, of Kansas City, has accepted
a position as traveler for the Hull Umbrella
Company, of Toledo. He will make the entire
State of Texas and various northwest towns
which are skipped by F. C. Hull on his spring
trip.

"The best Christmas trade we ever had;" is
the manner in which the Judd-Gross Co. char-
acterizes its holiday business. "The demand was
stronger than it has been for several years on
general jewelry lines and diamonds were un-
usually strong. We also had an exceptionally
good trade on watches." '

The J. G. Kapp Co. are flooded with repair
work to such an extent that several more men
could be employed in this department to ad-
vantage if good workmen could be obtained. The
holiday trade at this store was reported fine,
especially in diamonds and watches. January
business has kept up remarkably well, there being
a special run just now on • bracelets, rings and
fobs.

A prosperous air pervades the J. J. Freeman
jewelry store, and the proprietbr affably declared
that the Christmas trade this season was the
greatest by a large percentage in the history of
the store. There was a good general trade and
an extremely strong demand for fine silver and
diamonds. The imported European art goods
for which this company is sole Toledo agent,
made a fine record, while it proved almost a
record year on Libby cut glass. Last year was
one of the most successful ever had for the
Libby cut glass department, but the sales were
exceeded according to this year's record. The
new style of cutting called rock crystal, similar
to engraving, proved very popular. Taken alto-
gether the Freeman Company is feeling very
good and are looking forward to an unusually
prosperous year, which has started out in the
most auspicious manner.

C. K. Merrill, president of the Merrill-Broer
Company, is planning a delightful vacation trip
upon which he hopes to start some time in Feb-
ruary. Accompanied by his wife and son he ex-
pects to go to New Orleans for the Mardi Gras
carnival, from there going to San Antonio, Tex.;
Los Angeles, Cal.; Portland, Oregon, and Seattle,
Wash. They will return via the Canadian Pacific,
and expect to be gone for a couple of months.

The Gould Optical Company reports business
at the present time as fine, much better than dur-
ing the holiday season. Last year was the best
the company has enjoyed in Toledo, and this year
is starting out with splendid prospects, the month
of January thus far showing an increase over the
same month of the nreceding year.

(Continued on page 281)
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BRISTOL SILVER
We Herewith Show a Few Good Sellers from Our Extensive Line

-.1■1•117

t"t -10 Tr-
re tiro no walk 

" 
wavadatimaiiiilits-airsasts' Jo. 7., 4 11,r.4 —

ILLUSTRATIONS TWO-THIRDS ACTUAL SIZE

ties has given both to the seller and the consumer The individuality and
character of this product have still to be duplicated. There is something

The standing obtained by BRISTOL SILVER this year just past has been BRisToL jEwEL
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u BRISTOL SILVER." It is impossible to adequately portray our line •, it's Silversmiths
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Denver
Early on the morning of January 13th thieves

got into the jewelry store of the Enterprise

Jewelry Company, in the new Foster Building

here, and got away with about $4000 worth of

jewelry. The steel door leading to the basement

was left unlocked that evening, and the thieves

made their entrance into the basement in that

way and then cut a hole with hammer and chisel

about three feet high by two feet wide through

an eight-inch concrete m all and very easily as-

cended the stairs leading into the store.

The Enterprise Jewelry Company have just

very recently moved into the Foster Building,

and were rearranging and remarking their stock,

which caused so much of it to be left out of the

safes. The thieves did not tamper with the safe,

in which all the diamonds and finer jewelry were

kept, with the exception of a $300 locket which

was left for repairs, and which they got away

with. The locks of all the show cases were

broken open and all the contents removed. More

than one hundred solid gold watches were taken.

The thieves tore the tags from all of these, as

well as the jewelry, and left them in the base-

ment. The robbery was not discovered until 8

o'clock that morning, when the store was opened

for business. Police were at once notified and

detectives put on the trail, but no trace of them

has as yet been found. The loss is probably

totally covered by burglar insurance.

E. H. Pugh, of Buhl, Idaho, who sold out

his business there about a year ago to A. E.

Goodman, has bought back a half interest in the

business, and the firm will continue under the

name of Goodman & Pugh.

H. W. Wyman, for many years in the jewelry

business in Denver, Colo., Springs and Glenwood

Springs, died at his home in Glenwood Decem-

ber 23d. His son is selling out his stock and the

business will be discontinued.

L. W. Keil, of Pueblo, Colo., slipped and fell

on the icy sidewalk the morning of January 2d

and broke his arm and dislocated one shoulder.

He is rapidly recovering, however, and will very

shortly be able to look after his business.

William Mace has discontinued business here

and moved his entire stock to Fowler, Colo.,

where he will reopen for business.

Evan Freedheim, well known in the jewelry

circle here, had the misfortune to lose his mother

on January 9th. His many friends send their

heartfelt sympathy.

Alfred Swanson, formerly with Olson &

Wagnild here, has started in business for him-

self at 109 Broadway. Mr. Swanson is an At

watchmaker and optician, and having a very fine

location is botind to build up a good business.

Melia & Iseman, successors to W. J. Crosby,

of Loveland, Colo., have opened up a fine new

store at 127 Fourth street, of that city, and are

doing a very nice business.
Owing to the increase of their tool and ma-

terial business the Lewis Jewelers' Supply Com-

pany have engaged the services of Theo. Englert,

an expert material man, and are now in a posi-

tion to look after all their trade.

The J. B. Johnson Supply Company, of Wal-

senburg, Colo., filed articles of incorporation on

January 4th, the authorized capital being $30,000.

The incorporators are J. B. Johnson, Mrs. A.

Johnson and Fred Walsen.
J. Fletcher, after a relapse of his old sick-

ness, is again recovered and looking after his

business. Mr. Fletcher had a very successful
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operation the second time and feels positive he

is entirely recovered.
J. I. Hansen, here, has received the inspector-

ship for the Colorado and Southern Railroad and

the railroad company could not have done better

in the city.
Morris Mayer received his freedom as a Christ-

mas gift. Nearly a year ago January 31, 1910,

Mayer was driving an auto which collided with

a street car. The accident resulted in the death

of three persons—Mrs. M. H. Keating, Miss Vir-

gil Cain and August Baker, a jewelry salesman.

and badly injured Mayer and another salesman.

Mayer was tried and sentenced to one year in

the county jail. Acting on the request of a large

number of prominent citizens and believing suffi-

cient punishment had already been inflicted to

subserve the ends of justice, the Governor grant-

ed Mayer his freedom at Christmastime.

P. C. Duncan, of Gillette, Wyo., has sold out
his business there to L. H. Reed, who will con-
tinue it at the same location. Mr. Duncan ex-
pects to start again in Sheridan, Wyo., March 1st.

A. G. Trenner has added watch repairing to
his optical business and is very well pleased with
the results. Mr. Trenner is an old-time watch-
maker and expects to build up a good trade.

D. Crown, formerly with the W. J. Connaton
Jewelry Company here, has gone with his brother
in the grocery business at Englewood, Colo., but
is doing watch and jewelry repairing in connec-
tion with this business.

Morris Cohen, of the Morris Jewelry Com-
pany, after enjoying a very successful holiday
trade, has vacated the premises at Sixteenth and
Champa streets, which he had leased temporarily.
He has removed the balance of his stock to his
stores in Denver and Leadville.

D. Maiman, of the Crown Mfg. Co., left
January 1st for New York, where he expects to
buy very extensively.

Farmer & Sherer have opened up a fine jew-
elry store in Steamboat Springs, Colo. Mr.
Farmer was formerly with the Art Jewelry and
Curio Company, of Glenwood Springs, and Mr.
Sherer was with E. L. Peiser, also of Glenwood
Springs. Both are well acquainted with the busi-
ness and expect to do well.

Barnhart Bros., of Clayton, New Mexico, suf-
fered a large loss there early this month by a
fire which destroyed $6o,000 worth of property
in the city.

R. E. Hawkins, of the Ed. Lehman Jewelry
Company, and his wife gave a very elaborate
reception in honor of his father and mother, who
were visiting them, January 14th, which was their
fiftieth anniversary.

L. F. Cornwall, of Pueblo, and president of
Colorado Retail Jewelers' Association, had the
sad misfortune to lose his only child, a daughter
r6 years of age. She was taken down with
pneumonia and was only sick three days.

Denver gem merchants and pawnbrokers have
been victimized of thousands of dollars by a
woman who appeared in the city at the opening
of the holiday season, disposing of gem boxes
filled with genuine and "phony" jewelry, the
spurious gems being freely intermingled with the
real articles. Not until the woman had flooded
the Denver market with composition brilliants
set in real gold settings, did experts discover that
a score of diamond buyers and pawnbrokers had
been duped. The imitation diamonds are said
by experts to be the most perfect ever offered
for sale. A niche discovered by a chance in one
of the "phonies" led to the detection of the fraud.
but the woman, who is said to be accompanied
by an expert stone-setter, has disappeared. The
spurious gems usually were set one on each side
of a genuine diamond in a three-stone setting.
Huge opal and ruby settings with diamond clus-
ters surrounding the central stone, the imitation
diamonds alternating with the real gems. The
woman was very stylishly gowned, and usually
made her visits in an elaborately fitted landau.

The Syman Bros. Jewelry Co. are having a
very elaborate window display symbolic of the
stock show which is being held here January 16th
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to 21st. A large number of silver loving cups
sold by them to be offered as prizes are also on
exhibition, and have been viewed by thousands
of people.

Toledo
(Continued from page 229)

The Judd-Gross Company, of Toledo, has
been appointed watch inspector for the Pennsyl-
vania railroad.

The Conklin Pen Company, while doing a
good business, said that the holidays affected
them but little. The general trade, however, is
reported highly satisfactory. The company is en-
joying a rapidly increasing business, especially
in self-filling pens. The local retailers say that
the sales on the self-filling Conklin pens are
rapidly increasing. The annual report at a recent
company meeting showed an increase in the busi-
ness of more than 50 per cent. over the preceding
year, and that the Conklin self-filling fountain
pens are now being sold in every country in the
world.

H. B. Stone, who recently started in business
for himself on Superior street, was more than
pleased with his holiday trade. General jewelry
stock was in good demand with a pleasing ad-
mixture of diamonds. The business has held up
well through January, and repair work has been
very good.

Said C. K. Merrill, of the Merrill-Broer Co.,
to THE KEYSTONE representative in regard to gen-
eral conditions as they exist in the territory cov-
ered by this large wholesale concern—Ohio, In-
diana and Michigan : "We are now busily en-
gaged in buying for the spring trade, and we
expect to have our lines completely filled and
our men started out on their spring trip by the
3oth of January. This has been a splendid year
for diamonds, and reports from retailers in our
territory show that it has been good for these
gems all over. The reports coming in from out-
of-town customers in various sections tell of a
satisfactory Christmas trade and a general opti-
mistic feeling in regard to the future. Collections
have also been of the best. We give special dat-
ings on fall bills, and we have never had so many
fall bills paid in full at this time as this season.
Watches have been exneriencing a slump for
some time past, and have been slower with us
than usual. This condition still prevails, although
we anticipate a good sale on watches later in the
season."

The Hull Umbrella Company report bright
prospects for this year. The traveling men are
now about ready to start out on their spring
route, and the company believes the prospects for
future business never to have been better. The
detachable handle is taking hold in fine shape,
as indicated by the increasing orders.

Charley Kapp, of the Wolcott & Kapp Co.,
gave out an interview stating that the holiday
trade was much better this year than last. "Dia-
monds were unusually strong and we made some
sales of fine stones, not only during the holidays,
but since. Silver was also strong with us this sea-
son, and the January business has been holding
tip in fine shape."

How Colored Fires are Made

For the production of red, green, yellow and
blue fires, one-fifth part of the composition is
shellac. As this is a constant quantity, it is ap-
parent that the shellac has nothing to do with
determining the color. It holds the other ele-
ments in desired form, and regulates the rate of
combustion.

Another fifth part of these several com-
pounds is the chlorate of potassium. This is
used for the detonating effect. Of itself it would
give a white light and would burn with intense
energy. It imparts a "go" to the rocket.

The remaining three-fifths are what give
color to the flame. For producing red fire nitrate
of strontium is used; for green, nitrate of ba-
rium; for yellow, nitrate of sodium; and for blue,
ammonia sulphate of copper.

Violet and purple flames are composite. To
produce the violet, lime and copper and sulphur
are burned together. For purple, strontium and
calomel are burned with just a little copper.
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Detroit
That Detroit has been made the headquarters

of an unusually clever and bold gang of burglars
is the belief of the police, and this theory has
been strengthened by the robberies of the past
few days. The latest sufferer is J. It Garlick,
jeweler at t68 Griswold street, from whose place
of business a tray of diamond rings valued at
from $2500 to $3000 was taken January 13th.
This job was pulled of by two men, both well-
dressed and prosperous looking. One of these
men entered the store when Mr. Garlick was out,
the store being in charge of one salesman and a
repair man. The visitor wanted to see a cross
in the window and the clerk got busy. Then
another man entered and took a seat in the rear
of the store, saying that when his mother ar-
rived they would look at a ring. The first man
was hard to please, and kept the clerk getting
different articles out of the window, and while
he was thus engaged the second man to enter is
believed to have reached behind the show case,
opened the slide doors, which work very easily,
and pick up a small tray with forty-two mounted
rings, each containing a diamond valued at from
$50 to $75. The case had been placed on a large
tray containing watches, and when it was re-
moved was not missed, as its removal did not
make a blank space in the show case. While this
work was done the repair man sat only a few
feet away, but he was busy with his back toward
the interior of the store. The case was not missed
for more than an hour, and by that time the men
had every chance to leave town or secrete the
goods and change clothing. The police have an
excellent description of the men, and have sent
out circulars. Mr. Garlick carried no insurance.

On the day following the Garlick robbery two
men broke the window in Simon Lachman's store
at 10 Monroe avenue, and in sight of a number
of laborers on the way to work picked out seven
gold watches and seven costly rings. The police
believe the men are experts at the game, having
Worked a new wrinkle here. While one reached
for the jewelry the other held an open umbrella
in such a way as to shield him from view. A
policeman became suspicious of the men and
started toward them, but he slipped on the icy
walk and fell heavily and the men disappeared
around a corner and were soon out of sight.

An equally bold theft was that at the store
of John Michalski, 617 Ferry avenue East. There
the thief threw a brick through the window,
reached in and stole four gold watches and sev-
eral smaller articles and made good his escape.

These robberies, cooling so soon after the
$10,000 robbery in the Buhl mansion last month,
have spurred the police to unusual activity, but
no clues have yet been gained that will assist in
breaking up the gang.

The police believe they made an important
capture on January 18th when a man giving his
name as Michael Sullivan was arrested. Sullivan
was seen coming from the Catherine M. Dillon
novelty jewelry store with a bag over his shoul-
der. He ran when he saw the officer, but was
captured in an alley. He admitted to the police
that he had made several trips from his room in
the St. Charles Hotel to the Dillon store, and a
search of his room revealed novelty jewelry to
the value of about $t5oo. He is believed to be
an experienced crook. - •

Henry Statts, who several weeks ago re-
signed his position with Kunz 8z Rogers, by whom
he had been employed for several years, has taken
the premises formerly occupied by Frederick
Drexel & Co., and will deal in materials and
supplies. The business will be carried on under
the name of Henry Statts & Co.

Police officers with shovels and picks last
month dug up nearly $2000 worth of diamonds
and jewelry from the snow and ice in front of
police headquarters. The jewelry was thrown
there by either John P. Collins or Archie Mc-
Gillavery, of Buffalo, who were arrested as they
stepped from a Michigan Central train. The
arrest was made on request of the Buffalo police,
who want them on the charge of stealing the
property from a jewelry store in that city. After
the men were locked up they called the cell man
and offered him $to if he would find some jewels
which they said were in the snow near the front
entrance of the station. The officer reported the

attempt to bribe him, and a search revealed the
goods. Included in the property found was a
sunburst valued at $300 and diamond earrings
worth $800.

Charles Morton, who kicked in the window
of Switzer Bros.' store in Mt. Clemens last No-
vember and stole several watches, was found
guilty in Circuit uotirt and remanded for sent-
ence. After committing the robbery Morton
walked up to an officer and gave himself up
before the officer knew that a burglary had been
committed. Morton pleaded that he must have
been in a trance to do such a thing, but this
plea did not affect the jury.

'The let-up in business after the Christmas
rush has developed the usual crop of assign-
ments and failures, but fortunately most of the
firms concerned are small and the amounts in-
volved are not large.

Ill health has made it necessary for Fred
Pauliz, of Pontiac, to take an extended rest, and
on the advice of his physician he has gone to the
Pacific Coast for a visit of three months.

A new business will be established in Fay-
ette, Ohio, by R. R. Rogers, formerly in the em-
ploy of Peters Bros., in Davison, Mich. Mr.
Rogers was in the city last week selecting a stock
from local wholesalers.

Henry Koester, of Mathatier & Koester, has
recovered from an illness which kept him at home
for two weeks and is again at work.

J. H. Frease, of Napoleon, Ohio, is trying the
baths at Mt. Clemens, having suffered for some
time with rheumatism.

V. C. Morse, of Albion, was in town re-
cently purchasing goods for his new store. W.
F. Walker, who took over the Morse business in
Ithaca, was in the city also replenishing his stock.

W. 0. Kantlehner, of Lansing, has removed
into larger and more attractive quarters at 210
East Franklin street.

Charles A. Berkey, of C. A. Berkey & Co.,
has returned from an extended trip through the
East, during which he visited the large jewelry
centers.

Edward Kamp. recently with the E. H. Pud-
rith Co., and before that with Noack & Gorenflo,
has gone to Minneapolis, where he has accepted
a position with the Murdock Jewelry Company.
He will represent the company on the road.

The following jewelers from out-of-town
have been in the city during the past month :
R. J. Crawford, Otter Lake; W. H. Skeman,
Wyandotte; E. V. Allison, Pontiac; H. W. Bax-
ter, Birmingham; E. H. Cressy, Saline; W.
Bugg, Jackson; J. A. Schirmer, Saginaw.; B. a
Robinson, Albion •, W. T. Blashill, Oxford; Frank
Showerman, Ypsilanti; H. D. Bowman, Almonte;
J. S. O'Rourke, Richmond; J. T. Eddington, Pon-
tiac; George Johnston, Northville; E. S. Roches-
ter, Rochester, and J. D. Patterson, Port Huron.

Clock Operated by Falling Balls .

This unique clock, operated by falling steel
balls, is designed to give the impression of per-
petual motion, but it is an impression only, as
the balls have to be elevated again by an electric
motor.

The clock is of the ordinary type with the
main wheel and spring removed, the large wheel
back of the dial taking their place. This wheel
has sixty cups, half of which are continually
filled with 7-16 inch steel balls, fed to it by the
upper trough. These balls keep the wheel turn-
ing. Qnce each minute a ball falls from. this
wheel into the central runway, by which it is con-
veyed to the lower wheel, causing it to make one
revolution. After the ball leaves the lower wheel
it is caught in a receptacle and held until five
balls have been accumulated, the weight of this.
number discharging. them into a runway which
leads to a second receptacle. This receptacle is in
turn weighted down by the balls and comes in
contact with the brass frame of the clock, thus
closing an electric circuit for three seconds,
thereby starting the motor concealed in the box.
The motor operates a conveyor chain concealed"
in the frame tubing, and this returns the balls
to the starting place. The lower wheel has.noth-
ing to do with the running.of the clock, but aids
in the impression of perpetual motion.
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Cleveland
The usual clearing-out process has been gone

through and the jewelers can now calculate just
where they landed as regards the year's busi-
ness. Most of the jewelers in this town take
inventory at this time and close their fiscal year.
There have been very favorable reports from
the jewelers in the smaller towns, and these re-
ports must be true because the jobbers report
prompt payments by their many customers. This
condition would not prevail unless there had been
a good business done by the retailers.

Other lines of business, such as manufac-
turing of steel, iron ore and coal are in about
the same condition as in the fall. The percentage
of capacity production is, very little less than it
was then.

There have been no failures or suspensions of
any importance in this part of the State, and the
outlook for the new year is favorable.

A. T. Hubbard, president of the Cowell &
Hubbard Co., and Captain R. E. Burdick, presi-
dent of the Bowler & Burdick Co., were in New
York last month attending the big dinner of the
24-Karat Chili Upon Captain Burdick's return
he immediately left for California, where he will
spend the balance of the winter as the guest of
Thos. Wheeler, a Standard Oil official from New
York.

The building on the corner of East Sixth
street and Euclid avenue that was leased for
ninety-nine years last month by Burt Ramsay, is
being remodeled into three store rooms, one to
face Euclid avenue, the other two on East Sixth
street; all the store rooms have been rented.
Mr. Ramsay decided not to change his iewelry
location, but rather to re-lease to other lines of
trade.

H. W. Burdick has gone to Iowa, Kans., for
a few weeks' visit with his daughter. The strain
of the holiday season combined with a severe
attack of the grippe put Mr. Burdick on the
sick list for two weeks the first of the year, but
he is improving fast now in the mild climate of
the southwest.

William Tatzke, a manufacturing jeweler of
this city, suddenly disappeared the week follow-
ing New Year's, and since then no word has
been received from him. He has run a success-
ful shop in the Lennox Building for a number of
years, and had the work of Bamberger & Gaines,
jewelers, in the same building. There seems to
have been no pressing financial trouble to cause
his action, and his sudden disappearance has been
a source of worry to his many friends. He was
an expert workman, and in the past six years
had built up a large trade.

Frank J. Patton, of the Cowell & Hubbard
Co., has been confined to his home by a severe
illness for several weeks, brought about by ex-
posure to our inclement weather.

The Conn Jewelry Co., St. Clair avenue and
East io5th street, is holding an auction that is
meeting with success, as most all auctions usually
do.

John L. Murray, member of the jewelry firm
of Shanabarger & Murray, 208 Garfield Building,
died suddenly at his home last month. He was
Past Exalted Ruler of Cleveland Lodge of Elks,
and had been the moving figure in the promo-
tion and building of the new Elk Temple that has
just been completed on Huron Road. His death,
coming at this time, robbed him of one of his
greatest pleasures to which he had looked for-
ward for some years, the dedication of the tem-
ple on February 2d. Mr. Murray came to Cleve-
land from Arcadia, Indiana, twenty-four years
ago to take a position with the old firm of Sipe
& Sigler. He stayed with theni ten years, then
with Sigler Bros., and twelve years ago he joined
Mr. Shanabarger in his business venture, which
has been successful. He leaves a wife and two
children, a son 22 years old and another aged 8
years. He was 52 years old.

Percy Lucas, the well-known silver traveler
of Frank W. Smith, who makes his home in this
city, has joined the staff of the Keller Jewelry
Co. and will cover this territory.

The following jewelers were seen here last
month: E. J. G. Lovett, Alliance; G. F. Elgin,
Kent; Geo. S. Dales, Akron; A. G. Chaffee, Gar-
rettsville; C. H. Dexheimer, Bedford; Nelt Barr,
Ashland.

VERY time you
hip4 show a Keystone
AL Solid Gold Watch
Case you demonstrate
the standards of your
store.
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moved \vas not missi.d, :is its removal did not
inal“. a Hard: space in the show case. \\ *Idle this
\vol.]; was done the repa II luau Sat ()111)' a few
feet away. lint he \VaS 1)11Sy With his back toward
the interi.ir of the store. •I he case was not missed
(or more than an h.itir. and by that time ihe men
had e\ ery chance P lea \ e I. un or secrete the
giiods and cleinge clothing.. The po lie, ve ;In
excellent description of the men, and have sent
out circulars. Alr. 1.m-lick carried no in.ttranev.

the I lay foll..wing the I iarlick rolili,:ry two
men broke the i11414411' in Simon Lachman s store
at 10 :\ 141111'44e a cli tic. ;11141 ill Sight of a number
of laborers on the way to work picked nit seven
gold watches :old seven costly rings. The police
belie\ .. the men are experts at the game, having
worl:ed a new wrird;le here. \\lid(' one reached
for the je\velry the other held an open umbrella
in such a \vay as to shield him from view. A
policeman became suspici.itis of the men and
started p■ \yard thc111, !Mt Ile Slipped 4)ii the icy
'Walk 111141 fell and I lie 111e11 41iSappeared
around a corner and were so..11 nit ,.1 it 

411 inntl I■17 (17 y MR' VaSt, Thcre
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h"lil theft \\.;,, 0,0 :0 ii( 
.
sure

the thief threw a lirick throuell the window,
reached in and stole four gold \vatelles and se\
eral smaller articles ;tint made good his escape.

These r. ililieries. c iniiie s.. s. ion a Iter the
rohliery in the Ittild mansion last month,

have spurred the police to unusual activity. hut
no clues have yet been gained that will assist in

tip the gang.
The police believe they made an important

capture on Januarv It...•th when a man giving his
mune as Alichael Stillivan was arrested. Sullivan
Was Seen coming from the Catherine Al. Dillon
ii"vv 10' jcvcIr sli're with a hag ovvi• his shoul-
der. 1 lc ran when he saw the officer, lint was
captured in an alley. Ile admitted to the police
that lie had made several trips from his roiiin ill
the St. Charles I hitch to the Dillon store, and a
search of his room revealed novelty je\velry to
the value of about $15oo. Ile is believed to he
an experkneed Crook.

1 lenry Stalls. who several ‘vecks agr1 re-
signed his position ‘vith 1:tniz & 1:ogers. by \\limn
he hail been employed for several years, has tal:en
the toremises formerly occupied by Frederick
1)rexel & and will lleal in inat■TialS and

SIIPPlie!■. The IniSineSS NV In carried on under
the name of 1 lenry Stat ts & Co.

Police officers \vitt] shovels and picks last
niontli dug. op nearly $200.;) w,,rth diatoonds
and .ic\v(IrY Ii 'In S114V1V ;11141 iii ill fr. oil iii
In die): Ile;141411larlers. The je elry was 1111'41w11
there by either John P. Collins or Archie Alc-
Gillavery. \di.) \vere arrested ;Is iii) v
Stcppcd from a AI ichigan Cent ral rain. The
arret W;1 ,̀. 111;1(11' on request of the IlutIalo police.
‘vlio want them on the charge of st..aling tIle
properly from a jewelry store in that city. After
the iien were locked tip they called the cell 1111111
and offered hint $6.) if he would Iiinl some jewels
which they said were in the snow near tin front
entrance of the statimi. The officer reported the

attempt to bribe him, and a search revealed the
goods. Included ill the property found \V:LS a
s\i ,ittii.hoi stirst8„(‘)!,111ed mat $300 and diamond nd earrigs\ 

harlt s 1 inun, \VIM hicl:ed in the \virulow
iii Sxvitzer Bros.. store in Alt. Clemens last No-
\ ember and st, ile several 1\ ;itches, \\ ;o: 1.41111141
gtlilty ill Cul-4'11'11 I Slit and remanded 1,0- st. 111.
ellCe. (lel' committing the ri Morton
I‘'all<ed up to an officer and gave himself lip
beIi re the officer I.:new that a burglary had
committed. Alorton plcadtal that he must ha \
been ill a trance to do sncli a thing, but this
plea did not afftct the jury.

'1•11.. let-tip iii business after the Christmas
rush has developed the usual C1441) 4,1 asSig11-
11lelliS alld failures, hut fortunately most of the
firms concerned are small and the ainotints in-
volved are not largo.

III health has made it necessary for Fred
J'atiliz, of Pontiac. to tal<t. an extended rest and
on the ail\ ice of his physician he has gone to the
l'acilic Coast for a \iii II throe months.

A fie \V Illlllii xviII la• cSI:111li.died in Fay-

ette, I thi(I, hi I. I. ■.:4ers. Irinerly in the CM

1)11 ,y II f I 'elerS IIi., Ill 1)aViS( In, 2thicil. Ahr.
1■ogers ‘V■IS ill Ille Cily lil1t Weelc SeleCtillg a stock
from local .\\ hi his:

I lenry 1<oester, ur -Auhaticr & K"uster, has
recovered from all illness I\ hich I:ept him at home
for two weeks :ind i itjii at wiirk.

j. I F. Frease, II Napolcon, ()hi.). is trying the
baths at Alt. Clemens, \ iiit. snifered for some
time with I-hewn:aim-1i.

V. C. Morse, of Albion, was in to\vii re-
cently purchasing good,. for his new store. \V,

AV;ilker, \dm took i\ el the Morse business in
Ithaca, \vas in the city ribi) replenishing his stocl:.

AV. 0. 1:antlelint.r, of Lansing, leis removed
into larger and more attracti \ t. quarters at 210
East Franklin street.

Charles A. Berkey, (-)f C. A. 1:erkey &
has retiirtied from an extended trip through the
last. during which he visited the large jewelry
centers.

l'Avvard recently \vith the E. II. P1111-
rith Co., and before that With & (d4tre11110,
11115 gf One t innean1 WhiCre he has accepted
a position \\ ith the Alm-dot-1: le\velry Company.
Ile \vill represent the companv on the road.

following imvelers friitn out-of-town
have boen in the city during the past nmtith
1. j. Cra‘■ I ill. Otter 1.111:1.; NV. I I. Skeman,
AA yandotte; AT. .Allison. Pontiac; If. NV. Bax-
ter, Birmingham; II. Cressy, Saline; VV. \\T.
1 iig. Jacl<son; j. .\. Schirmer, Saginaw; B. D.

lbi(1n AV. T. Illashill, Ox ford ; Prank
S1141 YllSi1;1111 ; I I. I ). 1 1,1\111:111. \ 11114)111e ;
.1 S. ()I14 I■iC111114)11(1 ; j. "I'. Vddingt,Iii, Pon-
tiac; George Johnston, North v ille; E. S. N„clics_
ter, 1:11cliester, and .1. l'atterson, Port I Niro!).

Clock Operated by Falling Balls
This unique clock, operated by falling steel

balls, is designed to give the impression of per-
petual motion, but it is an impression only, as
the halls have to be elevated again by an eltetric
motor.

7Ilie clock is of the ordinary type with the
main \dice] and spring removed, the large wheel
bac!: of the dial taking their place. This wheel
has sixty cups, half of which are continually
filled with 7.16 inch steel balls, fed to it by tilt:
upper trough. These halls keep the vheel turn-
ing. Once each minute a hall falls from this
wheel into the central rum\ ay. by which it is ('on -
\ eyed to the lower NVIleel. Callsillg it 14) 111ake tie
re 4)1111 14111, After the hall leaves the lower wheel
it is caught in a recoptacle and 112111 until live
halls have been accumulated, the veight of this
number discharging them into a runway which
leads to a second receptacle. This receptacle is in
turn weighted down by the balls and Comes in
contact with the brass frame of the clod:, thus
closing mi electric circuit for three sec.inds.
thereby starting the motor concealed in the br■x.
Tilt' 111(1111r operates a convi.yor chain conc.:al...1
in the frame tubing,, and this returns the 1sills
tii the starting place. The lower wheel has noth-
ing to do xvith the minting of the clock, but aids
in the impression of perpetual motion.
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Cleveland
Th, usual clearing out has been gone

through and the jewelers can now calcillate just
where they landed as regards the year•s busi-
ness. Alost of the jewelers in this t.i\vn take
inventory at this time and eloso their fiscal year.
here have been very fa vorahle reports from

the jewelers in the smaller towns, and these re-
ports must be true because the jobliers report
prompt pa■ments by their nialiv ctist, oners. This
condition \\•4111141 ii it >reVail there had been
a good business done by the rt

Other Innes of business, such as manufac-
turing of steel, iron ore and coal are in about
the same condition as in the fall. The percentage
of capacity production is very little less than it
was then.

There have beett no failures or stispensi.ins uif
any importance in this part of the State, and the
outlook for the new year is favorable.

A. T. Hubbard. president if the &
11111)liartl Co., and Captain R. I.. Iturdiel:, presi-
dent if the Illo\vIer & Pitirdick Co., were ill NeAv
Vorl: last month attending the big dinner of the
.24-1.:arat Club. Upon Captain Iltirdicl<'s return
he intrnediately left for California. \vhere he will
spend the balance of the winter as the guest of
Thos. AVliceler, a Standard Oil official from New
V, irk.

The building on the corner of East Sixth
street and avenue that \ VaS leased for
ninety nine years last month by Burt :Ramsay, is
being remodeled int., three store rooms, one to
flIe Fuclid aventit., the other two on East Sixth
street: all the store r(iirIlls IlaVe been rented.

lt'.antsay decided not to change his Iewelry
location, but rather to re-lease other lines of
t rade.

II. AV. Burdick has gout. to To\va, Kans., for
a few weeks' visit with his daughter. The strain
of the hot seasi in combined with a severe
attack If the grippe put r. I turdick on the
sic]: list for two weeks the first of the year, hut
he is improving fast now in the mild climate of
the southwest.

\\*Minn\ •Fatzke, a nianufacturing je\veler of
I his city, suddenly disappeared the \veck follow-
ing New Year's, and since then no word has
hi ii received from him. He has run a stlecess-
fill shop in the Leimox Building f.ir a number of
years, and hacl the \vorl: of 1 .tatitherger & Gaines,
jeweb...rs, in the same building. There seems to
have Ileell 1141 prt'SSillg lillalleial 1 4 )111)1e I4)
his action, and his sudden disappearance has been
a source uI \vorry to his many friends. Ile was
an expert it irkinan, and in the past six years
hail built tip a large trade.

j. Patton, of the Cowell & Hubbard
Co.. lets been confined to his home by a severe
illiless f..r several Avt.el:s, brought about by ex-
posure to intl. wt.ather.

The Conn Jewelry Cti., St. Clair avenue and
1:.1151 to5(11 street, is holding. an auction that is
ntecting with success, as ittf■st all auctions usually
do.

John I.. Alurray. member of the jewelry firm
of Shanabarger & Altirray, 208 Garfield Building,
died suddenly at his home last month. Ile was
Past h•vilted ltiler of (leveland Lodge of F.Iks,
and had been the moving figure in the promo-
tion and building of the new F.11: Temple that has
jtist been cionpltted on Huron Road. His death,
coming :it this time. robbed him of one cif his
greatest idt'asurcs Iii vhiich he had looked for-
\yard for some ■ ears, the dedication of the tem-
ple on February 2(1. .N1r. 1\ furray came to Cleve-
land from Arcadia, Indiana. t \\ Tiny-four years
ago 1.0 lake a position with the old iirm of Sipe
& Sigler. Ile stayed with them tell years. then
with Sigler tiros., and twelve years ag,t he j■■hic(1
Alr. Shonaharger in his business venture, which
has heel] successful. Ile leaves a Wife and t \vo
children, a son 22 ;cars old and an aged 8
years. Ile was 52 :-ears old.

Percy Lucas, thio well-known silver traveler
of Frank AV. Smith, who mak.es his home in this
city, has j.dinal the .itaff of the Keller Jewelry
( ii and will cover this territory.

follo\ving jewelers were seen here last
month: E. J. G. Lovk It„ \Mance; G. F. Elgin,
Kent; Geo. S. Dales. Akron; A. G. Chaffee, Gar-
rettsville; C. I-I. Dexheinter, Bedford; Nelt Barr,
Ashland.

VERY time you
show a Keystone
Solid Gold Watch

Case you demonstrate
the standards of your
store.



KEYSTONE
Solid Gold Watch Cases

OUR store gains in prestige
every time your customer
sees the Keystone Solid Gold
Watch Case in your stock.
The public knows that the
Keystone Trade-Mark and

Guarantee mean exactly what they
say without a mental reservation or a
skilfully hidden "soft spot."
What is more, the Keystone lines
are so ample that you can meet every
demand from them and they are
backed up by a forceful advertising
campaign that is making active busi-
ness for every jeweler who features
the Keystone goods.

< 14 K>

TRADE-MARK IN HACK

1,„Vt A N

CI 14 K
1,.585 FINE

w. C.0

GUARANTEE IN CAP
LO GK ■011 THIS TAO

The KEYSTONE WATCH CASE CO.
NEW YORK

ESTABLISHED 1853

PHILADELPHIA
CHICAGO SAN FRANCISCO

f

VERY month '1*
Keystone Solid
Gold and las.Boss"
and "Crescent"

Gold-Filled Watch Cases
are advertised in maga-
zines reaching Thirty
Million readers.
The Keystone Advertising
is the first national cam-
paign to educate consumers
in watch case values and
the advantages of dealing
with the jeweler who iden-
tifies his store with watch
cases of known standards
and integrity.

I W.WAWr.,,.cNilleNv
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"JAS. BOSS" and
"CRESCENT"
Gold-Filled Watch Cases

HAT better bid could the
jeweler make for the confi-
dence of his community than

to show an assortment of "Jas. Boss"
and "Crescent" goods, with the simple
statement —
"These are selected patterns of las. Boss'
and 'Crescent' Gold-Filled Watch Cases,
which have served hundreds of thou-
sands of watch owners during the past
fifty-seven years."
Identify your store with these well-
known lines.

TUADE MARK

"JAS. BOSS" GOLD-FILLED
TRADE MARK

"CRESCENT" GOLD-FILLED

The KEYSTONE WATCH CASE CO.
NEW YORK

ESTABLISHED 1853

PHILADELPHIA
CHICAGO SAN FRANCISCO
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Kansas City
In a general %k ay the holiday

The Holiday business in 1:::usas City and
Trade its trade territory was satis-

factory, although it was marked
I y a great volume of buying of more inexpensive
articles insk ad of higher-priced goods. This
meant, of course, that the stores were unusually
busy with an unusual number of extra clerks.
In the jewelry trade the bulk of sales represented
purchases of cheaper necklaces, bracelets, semi-
precious stones, rings, lockets, etc., while the
trade in diamonds and watches fell off percep-
tibly. As this situation had been foreseen by
most of the jewelers there is little complaint of
being overstocked with high-priced articles that
11111st lie carried over. Alost of the merchants in-
Un iewed say that they had a good season and
enter tilion the new year in good shape. One of
the gratifying features of trade in this section
was the fact that an on large percentage of
the business was cash, there being apparently an
tblintlance of money among the shoppers.

The new year gi\ es promise
Promising of continued prosperity among
Outlook the track in this section. The

wholesalers, johbers and retail-
ers find upon balancing their iftcounts that profits
were quite as large as any preesling year. There
appears to be a spirit of conservatism in the
I rade that precludes the idea that the year 1911
will be a record breaker. The tendency in all
lines of trade is to retrench and get back to solid
ground. This does 11()t mean that any one views
the future with a pessimistic eye, but it do;.'s mean
that business men are ging ahead more carefully.
General business in this section expects to ex-
perience a lull for some time to come \vial sag-
ging values. The reacti,n of financial uneasiness
in the East has reached the \Vest. and the banks
are trimming their sales as a matter of caution
rather than as all immediate necessity. The gen-
eral prosperity of the West is founded upon agri-
culture and the crop outlook is excellent. The
open winter has been a blessing to cattle feeders
and stockmen generally. and t imely rains have put
the wheat in fine condition. Western people are
beginning to assume tbe caution and conserva-
tism that comes with opulence. They no longer
spend recklessly. They are learning to take care
of their money. This may help to explain the
caution with N\ hich the people of the \Vest enter
the year 1911.

It took a jury in the Wyandotte Court of
Common Pleas just twenty minutes to find Frank
(larnier, the Kansas City, Kans., pawnbroker,
guilty of receiving stolen goods. Gamier, it will
be remembered. is the man to whom the four
boy employees of the C. B. Norton Jewelry Com-
pany, the Woodstock-Hoe fer Watch and Jewelry
Company and the Nevins Bros, disposed of jew-
elry taken from their employers. The penalty
for Garnier's crime is from one to live years in
the penitentiary. The county and special prose-
cutors have announced that they will begin the
prosecution of a similar charge on two more
counts, and Garnier's attorneys have announced
that they will appeal. Although more than $r000
worth of goods, later identified as stolen, were
recovered by the sheriff from Garnier's store last
August, the count on Nvh ich he was convicted last
month included only four gross of watch crystals
identified by Frank Nevin as having been taken
from the store of the Nevins Bros.' Jewelry Com-
pany. Frank Hardaway, 17 years old, a former
employee of Mr. Nevin; Norman Summerwell,
Forrest Perkins and Don Smith, all under 20
years old, testified that Gamier not only had
bought the goods, but had encouraged them to
do it and had told them how. The entire effort
of the attorneys for the defense was devoted to
an attempt to discredit the testimony of witnesses
for the State. The next hearing will be noon
the complaint of the Woodstock-Hoefer Watch
and Jewelry Company. Gamier is now out upon
a bond of $2000.

S. E. Woodstock, of the Woodstock-Hoefer
Watch and Jewelry company, who was seriously
dl for several weeks, is now spending some time
In his office.

Henry A. Reinhardt, for the past three years
vice-president of the Varney Jewelry Company,
at tog North Main street, Wichita, Kans., has
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purchased the interests of I. F. Varney and taken
full possession of the stock.

George H. Edwards, of the Edwards &
Sloane Jewelry Company, was elected president
oafr3t,heioAtlite.rcantile Bank of Kansas City on Jan-
dial)'

L. and E. Jewelry Company, of Musko-
gee, Okla., has incorporated with a capital stock
of $3000. The incorporators are L. Levin, Louis
Ringolsky and Jennie Levin, all of Muskogee.

J. T. Whitlock, of Nowata, Okla., has opened
a jewelry store at that place and is already build-
ing up a good business.

Thomas Haines, of San Antonio, Texas, has
sold his jewelry arid watch repairing business to
P. G. Houston.

Loui N. illias, of Bradleyvis W m lle, 1\10., is
opening a new j \V Ll ry stock at Taneyville, Mo.

The fl] .wing are traveling- this year for the
Edwards & Sloane :Jewelry in E. L. Don-
aldson, in Texas and New Mexico; J. It. Whit-
ney, in northern Kansas and southern Nebraska;
Frank Bangs, i l l southern Kansas and Oklahoma;
C. L. Vandel, Missouri, lo■va and Arkansas.

Louis lever, of the leyer Jewelry Company,
was at home ill the first week in January. Over-
work during the Christmas rush was responsible
for his illness.

Harry Hershfield, with his wife and baby,
has gone to New York on business and pleasure.

T. 1). Beddow, of Huntsville, Mo., has sold
out his business to J. A. Bass, of Louisiana, Mo.

G. W. Beebe has sold his interest in his
jewelry store at El Dorado, Mo., to his son, C.
W. Beebe.

II. J. Casey is a new jeweler located at Dela-
ware, Okla.

'I'. J. Clopton has established a retail jewelry
business at Humble, Texas.

The Rosenfield Jewelry Company, of Okla-
hotna City, has incorporated with a capital stock
of $1o,000. The incorporators arc L. G. Anna
and M. Rosenfield.

The \V. P. Dailey Co. is now located in large
new quarters in the Merry Building, loo Walnut
street.

Leslie White and T. S. Simrall are traveling
for the D. B. Ward Jewelry Company this year.
The former is covering Kansas and Oklahoma
territory; the latter Missouri.

Miss Florence Straehl is a new employee of
the I lassig Jewelry Company.

Louis G. Rosenfield, of Albuquerque, New
Mexico, has moved to Oklahoma City, Okla.

Frank Walden has opened a new jewelry
store at Valley Center, Kans.

E. B. Kessler, of Atchison, Kans., recently
sold out his business to A. W. Thistiewaite.

The jewelry store of G. Spies, of Parsons,
Kans., was recently robbed of diamonds amount-
ing in value t.-) $15,000. Two vell-dressed young
men stole the goods, and the authorities are still
looking for them.

A petition in voluntary bankruptcy was filed
January 12th in the United States District Court
against the Fredman Jewelry Company, of Kan-
sas City, of which Joseph Fredman was pro-
prietor. H. Levi, J. Militia, S. Friedman, 0. R.
Rust, H. T. Poindexter, Ernst Wolff, Louis Em-
rich, Jules Black and M. E. Goldberg, the claim-
ants. are members of four firms to which the
Fredman Company was indebted. United States
Marshal A. J. Martin was appointed receiver and
took possession of the stock and store at 8to
Delaware street the evening of January 12th.

1 1. S. Ford, formerly located at No. 9 East
Thirty-first street, has purchased the bankrupt
stock of Gale B. Douglas, Pleasant Hill, MO.,
and moved his Kansas City stock to that place.

The Hixson jewelry store, of El Paso. Texas,
was broken into recently and robbed of $t000
worth of jewelry.

Ben Rice, who is engaged in the retail jew-
elry business at Tulsa, Okla., was married the
first week in January to Miss Rose 13onim at the
home of the bride's parents, 315 Riverdale ave-
nue, Yonkers, N. Y.

The business of Crawford Bros., Lubbock,
Texas, will be continued by N. M. Crawford.

Jonas B. Lehmann recently opened a new
jewelry store at Sapulpa, Okla.

Mr. and Mrs. Walter Starcke, of Junction
City, Kans., were visitors in Kansas City last
month.
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P. F. Alurray. who has been in the employ
of the C. B. N(w.ou Jewelry Companv for the
Past few years as house salesman, left the firm
the first week in January and is no\\ traveling
for 0. A. Reed, dealer in precious stones. He Is
covering Missouri and Kansas.

The following are traveling for the C. A.
Kiger Co. this year: E. R. Welcker, J. A. Mut-
Ion, J. L. Culman, Lee Chadduck and H. W.
Clark.

W. J. Allen has purchased the jewelry busi-
ness of J. I I. Leighty. at Spring I lin. Kans.

David Bedell has succeeded to the business
of Phil R. Young, at Dodge City, Kans.

Ward Lewis, Of the C. IL Norton Jewelry
Co., spent the week of January 8111 in Topeka
looking after business.

J. R. 'Mercer. the Fleventh street jeweler, has
been conducting a nm oval sale the past month.
The building which Mr. Mercer occupies is to be
torn down and replaced by a modern skyscraper.

The Kansas City Watchmaking and Engrav _
ing School has just issued a beautiful new cata
logue containing forty eight pages. It explains
fully the courses in watchmaking and engraving,
and is pleasingly illustrated with engravings done
by Professor Dryer and his students.

Monthly Meeting Jewelers' Security
Alliance

At a meeting of the Exectiti■e Committee
held immediately after the annual meeting, re-
ported elsewhere, the following new members
were admitted:

Geo. E. Blackman, Erie, Pa.
Isaacs Brothers, I.a Noun.. N. 11.
William M. Mueller, Baltimore, ALI.
jos. W. Schmatelt, Holden. NI,
A. G. Slocum, Attleboro, Nth....
A. NV. Elliott, Santa Paula, Cal.
C. Kruntialman.•Lyons, Iowa.
Roth. E. Lee Co., Newark, N. I.
.1. I. Sobers, Ibmalsonville.
Ileory Symonth, Long Beach, Cal
John 'tiny, E. Pittsburgh, Pa.
MaYllard & Co. I SC:I 1:1,•■•/1•.
A. IL Baal-Meer, Creen Cite. Nlo.
C. C. Iluttentneyer,
Kennard Whiney, Miamithurg, (thin.
Phillips & Tinker, Anaeortes, Wath.

Roggenkamp, Ir., Mexico, N. V.
Little & Ramsdell, Mcridan, Wyo.
Itell Jewelry Co., San Antonio, Texas.
I,. I.. Itiek, Norri,bnett. Pa.
John NI. Imnoltne, Itrooblyn. N. Y.
Kohli Jewelry Co., Monroe, Wis.
Jame. Mitchell, Lake Fore-L III.
C. l. 14", naral""l•C. E. Loose, Columbo., (thio.
E. E. Reeder, Colundm,, ()hi,
American Loan & Jewelry Co., Kansas City, Mo.
George Kerr, Franklin, Ma,.
I. J. Richrath, New York
T. A. Love, Brookville, Pa.

I fulberg & Arneson. Northfield, Minn.
hart jewelry Co., ladisoo. (1a.
H. A. Reinhard, Wichita. Kans.
Brod & Co., Newark, N. J.
\TV. it:(airile.evt,s.:nm, ,1:::”.: \la )ii e.t . III.

C). Simpson, Althorn. N. Y.

Paul 1'. Wernt 7, Shalffil, Pa.

The following rewards were ordered pale!:
No. 127. To Deputy Sheriff G. G. Edick for

the arrest and conviction of Charles Richards and
Harry Moore, who broke into the store of Lowe
Brothers, Port Byron, N. Y., on July 21st, and
stole miscellaneous property of the value off
about $125.

No. 128. To the Police Pension Fund 
Rochester, N. Y., for the arrest and conviction
of Harold Iless, who broke into the store of
C. W. Rickarts, on April 3d, through a cellar
window and stole miscellaneous jewelry and
watches of the value of $400.

No. 129, To Police Chief A m. \V. I failton
for the arrest and conviction of I Lerman Blalock.
who broke into the store of the Moultrie Jewelry
Company, of Moultrie, Ga., on November 23d,
and was attempting to open the cash register
when lie was frightened away by the night
watchman.

No. (30. For the arrest and conviction of
Ross 1)u Pont, who broke into the store of O. P.
Noisom,_ South Bend, Ind., on November 2d, and
stole about $5oo worth of watches.

No. 131. To Detectives Charles Stricker and
Herman Dulle for the arrest and Conviction of
Charles Harris, who threw a brick through the
window in the store of R. F. McComb, Hamilton,
Ohio, on December 22d.



"CRESCENT
Gold-Filled Watch Cases

THAT better bid could the
/ jeweler make for the confi-

dence of his community than
to show an assortment of "Jas. Boss"
and "Crescent" goods, with the simple
statement —
"These are selected patterns of 'Jas. Boss'
and 'Crescent' Gold-Filled Watch Cases,
which have served hundreds of thou-
sands of watch owners during the past
fifty-seven years."
Identify your store with these well-
known lines.

TRADE MARK

"JAS. BOSS " GOLD-FILLED

TRACE MARK

" CRESCENT " GOLD-FILLED

The KEYSTONE WATCH CASE CO.
ESTABLISHED 1853

PHILADELPHIA
CHICAGO

February, 1911 TI-1 KEYSTONE

Kansas City
In a general way the holiday

The Holiday business in Kansas City and
Trade its trade territory was satis-

factory, although it was marked
by a great volume of buying of more inexpensive
articles instead of higher-priced goods. This
meant, of course, that the stores were unusually
busy with an unusual number of extra clerks.
In the jewelry trade the bulk of sales represented
purchases of cheaper necklaces, bracelets, semi-
precious stones, rings, lockets, etc., while the
trade in diamonds and watches fell off percep-
tibly. As this situation had been foreseen by
most of the jewelers there is little complaint of
being overstocked with high-priced articles that
must be carried over. Most of the merchants in-
terviewed say that they had a good season and
enter upon the new year in good shape. One of
the gratifying features of trade in this section
was the fact that an unusually large percentage of
the business was cash, there being apparently an
abundance of money among the shoppers.

The new year gives promise
Promising of continued prosperity among
Outlook the trade in this section. The

wholesalers, jobbers and retail-
ers find upon balancing their accounts that profits
were quite as large as any preceding year. There
appears to be a spirit of conservatism in the
trade that precludes the idea that the year 1911
will be a record breaker. The tendency in all
lines of trade is to retrench and get back to solid
ground. This does not mean that any one views
the future with a pessimistic eye, but it does mean
that business men are going ahead more carefully.
General business in this section expects to ex-
perience a lull for some time to come with sag-
ging values. The reaction of financial uneasiness
in the East has reached the West, and the banks
are trimming their sales as a matter of caution
rather than as an immediate necessity. The gen-
eral prosperity of the West is founded upon agri-
culture and the crop outlook is excellent. The
open winter has been a blessing to cattle feeders
and stockmen generally, and timely rains have put
the wheat in fine condition. Western people are
beginning to assume the caution and conserva-
tism that comes with opulence. They no longer
spend recklessly. They are learning to take care
of their money. This may help to explain the
caution with which the people of the West enter
the year 1911.

It took a jury in the Wyandotte Court of
Common Pleas just twenty minutes to find Frank
Gamier, the Kansas City, Kans., pawnbroker,
guilty of receiving stolen goods. Gamier, it will
be remembered, is the man to whom the four
boy employees of the C. B. Norton Jewelry Com-
pany, the Woodstock-Hoefer Watch and Jewelry
Company and the Nevins Bros. disposed of jew-
elry taken from their employers. The penalty
for Garnier's crime is from one to five years in
the penitentiary. The county and special prose-
cutors have announced that they will begin the
prosecution of a similar charge on two more
counts, and Garnier's attorneys have announced
that they will appeal. Although more than $1000
worth of goods, later identified as stolen, were
recovered by the sheriff from Garnier's store last
August, the count on which he was convicted last
month included only four gross of watch crystals
identified by Frank Nevin as having been taken
from the store of the Nevins Bros.' Jewelry Com-
pany. Frank Hardaway, 17 years old, a former
employee of Mr. Nevin; Norman Summerwell,
Forrest Perkins and Don Smith, all under 20
years old, testified that Gamier not only had
bought the goods, but had encouraged them to
do it and had told them how. The entire effort
of the attorneys for the defense was devoted to
an attempt to discredit the testimony of witnesses
for the State. The next hearing will be upon
the complaint of the Woodstock-Hoefer Watch
and Jewelry Company. Gamier is now out upon
a bond of $2000.

S. E. Woodstock, of the Woodstock-Hoefer
Watch and Jewelry Lompany, who was seriously
ill for several weeks, is now spending some time
in his office.

Henry A. Reinhardt, for the past three years
vice-president of the Varney Jewelry Company,
at to9 North Main street, Wichita, Kans., has

purchased the interests of I. F. Varney and taken
full possession of the stock.

George H. Edwards, of the Edwards &
Sloane Jewelry Company, was elected president
of the Mercantile Bank of Kansas City on Jan-
uary loth.

The L. and E. Jewelry Company, of Musko-
gee, Okla., has incorporated with a capital stock
of $3000. The incorporators are L. Levin, Louis
Ringolsky and Jennie Levin, all of Muskogee.

J. T. Whitlock, of Nowata, Okla. has opened
a jewelry store at that place and is already build-
ing up a good business.

Thomas Haines, of San Antonio, Texas, has
sold his jewelry and watch repairing business to
P. G. Houston.

Louis N. Williams, of Bradleyville, Mo., is
opening a new jewelry stock at Taneyville, Mo.

The following are traveling this year for the
Edwards & Sloane Jewelry Company: E. L. Don-
aldson, in Texas and New Mexico; J. H. Whit-
ney, in northern Kansas and southern Nebraska;
Frank Bangs, in southern Kansas and Oklahoma;
C. E. Vandel, Missouri, Iowa and Arkansas.

Louis Meyer, of the Meyer Jewelry Company,
was at home ill the first week in January. Over-
work during he Christmas rush was responsible
for his illness.

Harry Hershfield, with his wife and baby,
has gone to New York on business and pleasure.

T. D. Beddow, of Huntsville, Mo., has sold
out his business to J. A. Bass, of Louisiana, Mo.

G. W. Beebe has sold his interest in his
jewelry store at El Dorado, Mo., to his son, C.
W. Beebe.

H. J. Casey is a new jeweler located at Dela-
ware, Okla.

T. J. Clopton has established a retail jewelry
business at Humble, Texas.

The Rosenfield Jewelry Company, of Okla-
homa City, has incorporated with a capital stock
of $10,000. The incorporators are L. G. Anna
and M. Rosenfield.

The W. P. Dailey Co. is now located in large
new quarters in the Merry Building, 1009 Walnut
street.

Leslie White and T. S. Simrall are traveling
for the D. B. Ward Jewelry Company this year.
The former is covering Kansas and Oklahoma
territory ; the latter Missouri.

Miss Florence Straehl is a new employee of
the Hassig Jewelry Company.

Louis G. Rosenfield, of Albuquerque, New
Mexico, has moved to Oklahoma City, Okla.

Frank Walden has opened a new jewelry
store at Valley Center, Kans.

E. B. Kessler, of Atchison, Kans., recently
sold out his business to A. W. Thistlewaite.

The jewelry store of G. Spies, of Parsons,
Kans., was recently robbed of diamonds amount-
ing in value to $15,000. Two well-dressed young
men stole the goods, and the authorities are still
looking for them.

A petition in voluntary bankruptcy was filed
January 12th in the United States District Court
against the Fredman Jewelry Company, of Kan-
sas City, of which Joseph Fredman was pro-
prietor. H. Levi, J. Minda, S. Friedman, 0. R.
Rust, H. T. Poindexter, Ernst Wolff, Louis Em-
rich, Jules Black and M. E. Goldberg, the claim-
ants, are members of four firms to which the
Fredman Company was indebted. United States
Marshal A. J. Martin was appointed receiver and
took possession of the stock and store at 8to
Delaware street the evening of January 12th.

H. S. Ford, formerly located at No. 9 East
Thirty-first street, has purchased the bankrupt
stock of Gale B. Douglas, Pleasant Hill, Mo.,
and moved his Kansas City stock to that place.

The Hixson jewelry store, of El Paso, Texas,
was broken into recently and robbed of $t000
worth of jewelry. •

Ben Rice, who is engaged in the retail jew-
elry business at Tulsa, Okla., was married the
first week in January to Miss Rose Bomm at the
home of the bride's parents, 315 Riverdale ave-
nue, Yonkers, N. Y.

The business of Crawford Bros., Lubbock,
Texas, will be continued by N. M. Crawford.

Jonas B. Lehmann recently opened a new
jewelry store at Sapulpa, Okla.

Mr. and Mrs. Walter Starcke, of Junction
City, Kans., were visitors in Kansas City last
month.
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P. F. Murray, who has been in the employ
of the C. B. Norton Jewelry Company for the
past few years as house salesman, left the firm
the first week in January and is now traveling
for 0. A. Reed, dealer in precious stones. He is
covering Missouri and Kansas.

The following are traveling for the C. A.
Kiger Co. this year : E. R. Welcker, J. A. Mut-
Ion, J. L. Culman, Lee Chadduck and H. W.
Clark.

W. J. Allen has purchased the jewelry busi-
ness of J. H. Leighty, at Spring lull, Kans.

David Bedell has succeeded to the business
of Phil R. Young, at Dodge City, Kans.

Ward Lewis, of the C. B. Norton Jewelry
Co., spent the week of January 8th in Topeka
looking after business.

J. R. Mercer, the Eleventh street jeweler, has
been conducting a removal sale the past month.
The building which Mr. Mercer occupies is to be
torn down and replaced by a modern skyscraper.

The Kansas City Watchmaking and Engrav-
ing School has just issued a beautiful new cata-
logue containing forty-eight pages. It explains
fully the courses in watchmaking and engraving,
and is pleasingly illustrated with engravings done
by Professor Dryer and his students.

Monthly Meeting Jewelers' Security
Alliance

At a meeting of the Executive Committee
held immediately after the annual meeting, re-
ported elsewhere, the following new members
were admitted:

Geo. E. Blackman, Erie, Pa.
Isaacs Brothers, La Moure, N. D.
William M. Mueller, Baltimore, Md.
Jos. W. Schmandt, Holden, Mo.
A. G. Slocum, Attleboro, Mass.
A. W. Elliott, Santa Paula, Cal.
C. Krumpelman, -Lyons, Iowa.
Robt. E. Lee Co., Newark, N. J.
J. I. Subers, Donalsonville, Ga.
Henry Symonds Long Beach, Cal.
john Yenny, 'E.' Pittsburgll, Pa.
Maynard & Co. (Inc.), Sea Breeze, Fla.
A. H. Baehringer, Green City, Mo.
C. C. Huttenmeyer, Vinita, Okla.
Kennard McLoney, Miamisburg, Ohio.
Phillips & Tinker, Anacortes, Wash.
Aug. Roggenkamp, Jr., Mexico, N. Y.
Little & Ramsdell, Sheridan, Wyo.
Bell Jewelry Co., San Antonio, Texas.
L. L. Bickings, Norristown, Pa.
John M. Donohue, Brooklyn, N. Y.
Kohli Jewelry Co., Monroe, Wis.
James Mitchell, Lake Forest, Ill.
C. E. Ryan, Baraboo, Wis.
C. E. Loose, Columbus, Ohio.
E. E. Reeder, Columbus, Ohio.
American Loan & Jewelry Co., Kansas City, Mo.
George Kerr, Franklin, Mass.
J. J. Richrath, New York City.
H. A. Love, Brookville, Pa.
Hulbcrg & Arneson, Northfield, Minn.
Hart Jewelry Co. Madison, Ga.
H. A. Reinhard, 'Wichita, Kans.
Brod & Co., Newark, N. J.
W. P. Garretson, Bloomington, Ill.
B. 0. Simpson, Auburn, N. Y.
L. M. Kelley, Olean, N. Y.
Paul P. Wentz, Sharon, Pa.

The following rewards were ordered paiel:
No. 127. To Deputy Sheriff G. G. Edick for

the arrest and conviction of Charles Richards and
Harry Moore, who broke into the store of Lowe
Brothers, Port Byron, N. Y., on July 21st, and
stole miscellaneous property of the value of
about $125.

No. 128. To the Police Pension Fund of
Rochester, N. Y., for the arrest and conviction
of . Harold Hess, who broke into . the store of
C. W. Rickarts, on April 3d, through a cellar
window , and stole miscellaneous jewelry and
watches._of the value of $400:

No 129. To Police Chief A. W. Hamilton
for the arrest and conviction of Herman Blalock,
who broke into the store of the Moultrie Jewelry
Company, of Moultrie, Ga., on November 23d,
and was attempting to open the 'cash register
when he was frightened away by the night
watchman.

No. -130. For the arrest and conviction of
Ross Du Pont, who broke into the store of 0. P.
Noisom,, South Bend, Ind., on November 2d, and
stole about $500 worth of watches.

No. 131. To Detectives Charles Stricker and
Herman Dulle for the arrest and Conviction of
Charles Harris, who threw a brick through the
window in the store of R. F. McComb, Hamilton,
Ohio, on December 22d.
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Lyons Lock Link
Cuff Buttons

THIS IS HOW THEY WORK

LYONS LOCK LINK CUFF BUTTONS
Made especially for attached cuffs. Only buttons made that hold cuffs in
perfect position; they enable you to turn back cuffs without removing buttons.
A turn of the lever locks the buttons together; unlocks just as easily. No
soiled cuffs, wrenched, stretched or frayed button-holes.
Our vigorous advertising campaign to the consumer on Lyons Lock Link Cuff
Buttons is now appearing in the most popular and widely circulated magazines.
Every jeweler will have calls for these buttons.
You should take advantage now of this opportunity to become familiar with
the only practical link cuff button on the market—that separates. (See our
offer below.)
Lyons Lock Links are made in two grades and come in dozen and half dozen
assortments. Finished in Plain, Roman, Rose or English gold.

Grade A, $ 8.00 per dozen, retails at $1.00
Grade B, $12.00 per dozen, retails at $1.50

Every pair of Lyons Lock Links is Guaranteed to Wear a Lifetime

You can secure Lyons Lock Links at these prices through
your jobber or by sending direct to the manufacturers.

Our Offer We will send on 10 days' approval one half dozen assor
tment of

Lyons Lock Links to any reputable dealer. If they do not prove
the best cuff fastener which you have ever seen. return them at
our expense. When writing state which grade button you desire.

THIS IS HOW THEY ARE PACKED

C. D. LYONS CO., Mansfield Mass.
MANUFACTURING JEWELERS

Send for FREE
Sample Pair

PATENT PENDING

T costs any retail jeweler absolutely nothing to
get a pair of these Double Post Expansion
Lever Cuff Links.

We Want You to give them a thorough trial by
actual wear.
We Want You to note the simplicity of mechanical
construction and the impossibility of breaking.

We Want You to learn the ease with which these
Links can be manipulated with one hand both in
entering and leaving the cuff.

We Want You to note the quality and compare it
with any other button you ever purchased for a like
price.
We Want You to realize the impossibility of coming
out of cuff when sleeves are rolled up, even with soft
cuffs.
We Want You to realize that the shirt manufacturers
will flood the market with soft cuff shirts the coming
season, and that this is the only practical button made
for a soft cuff shirt.

We Want You You Want Us
Write for sample, giving name of your jobber.

WINTHROP MFG, COMPANY
Manufacturing Jewelers

ATTLEBORO, MASS.

NEW YORK OFFICE
15 MAIDEN LANE, ROOM 1609

Sold Through Jobbers Only
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Washington, D. C.
A man slipping upon the icy sidewalk in front

of the store of A. Freudberg, 1507 H street, N..E.,
fell against the display window, completely splint-
ering the glass.

The local jewelers turned out strong at the
annual election of officers of the Washington
Chamber of Commerce. Captain James F. Oyster
was elected president and D. J. Callahan vice-.
president. There were thirty-nine candidates for
the ten vacancies on the Board of Directors,
among whom was A. D. Prince, of R. Harris &
Co., and who finished with the sixth highest num-
ber of votes and was declared elected. A. 0.
Hutterly, president of the Jewelers' Association,
acted as one of the tellers. Among those pres-
ent who took an active part in the proceedings
were the following jewelers: A. 0. Hutterly,
Harris N. Brown, Brown & Armstrong (Inc.),
S. M. Selinger, A. D. Prince and Sidney Straus,
R. Harris & Co.; Charles Schwartz, Louis Cal-
lisher, Louis Abrahams, H. K. Fulton & Son and
Charles Goldsmith, of M. Goldsmith & Son.
Among those connected with the jewelry business
were I. Goldenberg, Simon Kann, Harry King,
A. Lisner and T. C. Dulin. About 750 members
turned out and were greeted by the retiring presi-
dent, Mr. Gude. Reports of the different officers
were read, following which substantial refresh-
ments were served while awaiting the report of
the Committee on Election. The meeting was
held at the Arlington Hotel.

Messrs. T. J. Beavers, Vienna, Va., and A. J.
Fauver, Alexandria, Va., are among the students
who have recently enrolled at the Washington
Watchmakers' Institute, 715 Mt. Vernon Place,
N. W.

Salvatore Desio, 926 F street, N. W., was a
member of the Committee on Arrangements in
charge of the pilgrimage made by the Almas Tem-
ple of the Mystic Shrine to Lulu Temple in
Philadelphia. Mr. Desio is quite active in Ma-
sonic circles in this city.

Julius I. Peyser and Lucas P. Lovering have
been appointed receivers of the Economy Co-
Operative Society, carrying on a trading stamp
business in the District of Columbia, by Justice
Stafford of the Bankruptcy Court. The creditors
state that the indebtedness amounts to $8000,
which amount does not include the claims of
merchants having unredeemed stamps. The un-
redeemed stamps are valued at $3.50 per thou-
sand, and there is a quantity of them outstanding.
The giving of profit-sharing stamps in this man-
ner is prohibited in the District of Columbia by
virtue of the decisions rendered in the different
law courts on the constitutionality of the Gift
Enterprise Act of Congress.

Considerable interest is being manifested in
the possibility of a patent appeals court being es-
tablished by Congress. There are at present nine
circuit courts of appeals, and there is a confusion
of opinion regarding patents under this method.
The various judges are not bound to follow the
rulings of one another, and what may be an in-
fringement in one circuit would not be so con-
sidered in another. The establishment of a single
court would obviate all this.

Charles Zanner has been elected to the Board
of Directors of the Provident Savings Bank.

The local police are still hot on the trail of
Max Golden, who made a sensational escape
from the local police while being brought here to
stand trial for larceny from M. B. Korman, 7o6
H street, N. E., jumping from a swiftly moving
train in the vicinity of Baltimore. Upon receiv-
ing information relative to the arrest of one Max
Garmatter in Princeton, Ill., for stealing watch
material, the local department got into communi-
cation with the Princeton authorities, there being
a possibility that Garmatter and Golden were one,
but this did not prove to be the case.

With the exception of the laying of the
mosaic paving leading to the entrance of his
store, M. B. Korman has completed the extensive
alterations to the building at 7o6 H street, N. E.
New "show-case" windows have been installed,
having a marble base and mahogany display plat-
form and mirrored back, the upper part of the
window being of leaded glass and containing the
initial "K." The interior of the store has also
received much attention, numerous new electric
lights in the shape of mission drop lights have
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been added, the east wall pushed back about two
feet, giving added space the full length of the
store. The entrance to the store has a canopied
top of bronze scroll work.

In limiting members to the customary five
minutes debate, Speaker Cannon, of the House,
does not rely on a clock to remind him of the
expiration of that period, but on an hour glass
placed on his desk and hidden from all observers
by a piece of cardboard. At the end of the stated
five minutes his gavel may be heard and the mem-
ber must stop short.

S. Kann, Sons & Co. offered for sale to the
public the stock of goods purchased by them from
A. L. Bissel, proprietor of Bissel's Bazaar, 1207
G street, N. W., the purchase price being said to
have been $4400. Mr. Bissel originally came to
this city from Ohio, entering the employ of the
above-named firm and later opening a jewelry
counter at the Palais Royal. He met with suc-
cess there and opened a store at the corner of
Twelfth and G streets, N. W., carrying a large
line of novelty and staple jewelry and leather
goods. Here, too, he was successful, so much so
that prospects warranted his moving into the
three-story building at 1207 G street. In the lat-
ter move the store was not completed. and having
added a line of women's wear the delay made
the latter unseasonable, causing a loss.

B. P. Rickenbacher is now well located in his
new quarters in the recently constructed Kenois
office building, Eleventh and G streets, N. W.,
where he occupies Room No. 302. Mr. Ricken-
bacher was formerly in charge of the store oper-
ated by his father's estate at 1213 G street, and
upon the closing of the estate decided to go into
business for himself. The office is neatly fitted
up, the furnishings being in the main part en-
tirely new.

Proceedings of the Meeting of the Re-
tail Jewelers' Association of the

District of Columbia
The Retail Jewelers' Association of the Dis-

trict of Columbia held its regular monthly meet-
ing in the rooms of the Chamber of Commerce,
1202 F street, N. W., with Vice-President Hut-
terly presiding.

This being the annual as well as the monthly
meeting, reports by committees were in order,
and for the officers Mr. Hutterly addressed those

Andrew 0. Hutterly

assembled, pointing out the good work done dur-
ing the past year by the association. He said in
part : "There is no question but that the asso-
ciation has done a great deal of good. We have
some matters still to contend with, of course, but
all it needs is co-operation. An organization such
as ours is a necessity and the only means avail-
able for the elimination of such conditions.
Another thing is that the members feel much bet-
ter disposed toward each other since meeting in
more of a social way, and that in itself is com-
mendable. We have had lectures which have
proved very interesting; the social or round-table
talks have been well attended and the outing was
a greater success than we had expected. Now we
have in view the visit of the national president,
Mr. Steele F. Roberts, who will also visit Balti-
more. Mr. Roberts will no doubt be of a great
aid to us in doing away with some of our troubles
and also assist us materially in obtaining the ap-
plications for membership of some of the firms
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we have been trying for some time to interest in
the association. Now, gentlemen, in view of the
fact that the association is still in its infancy, I
believe we have accomplished as much, if not
more, than a good many of the older ones during
the same period of time covered by my report
and with the assurances we have received the
prospects for 1911 are most favorable."

A. D. Prince, chairman of the Trades Com-
mittee, reported on the work done by that com-
mittee, which showed that much effort had been
expended to interest certain of the larger jewel-
ers to get them to join, etc., with a view to the
establishment by all of prices carrying with them
a legitimate profit.

Mr. Kettler, chairman of the Membership
Committee, reported that there had been eleven
regular meetings held as well as several round-
table talks, lectures and an outing; that five mem-
bers had been admitted during the year, making
the total membership forty-two (being a majority
of the jewelers in the District of Columbia), and
that there were two applications pending and that
there had been but two withdrawals from mem-
bers who had left the jurisdiction of the asso-
ciation.

Other committees, through their chairmen.
made similar promising reports.

The names of E. G. Hines, 921 F street,
N. W., and A. Freudberg, 1507 H street, N. E.,
were offered for ballot and declared unanimously
elected to membership.

A communication was read from the national
president stating that he would probably visit this
city, accompanied by the Executive Committee,
some time the latter part of February, and the
secretary was instructed to invite him to carry
out this promise.

Other matters were brought up for discus-
sion and in their turn postponed until the next
meeting, and nominations were then declarefl in
order, the results being as follows : A. 0. Hut-
terly, president : Charles A. Goldsmith, first vice-
president ; A. D. Prince, second vice-persident;
Charles Schwartz, third vice-president ; Milton
Baer, treasurer; Julius H. Duehring, secretary
(re-elected), and Messrs. Darr, Peyser and Tay-
lor, general counsel vice Darr, Peyser and Curtin.

President Hutterlv thanked those present for
what he stated he considered a great honor, that
he hoped he would be able to make a better show-
ing at the end of the year, and asked for the co-
operation of all. Committees will be appointed
at the next meeting.

There being no further business to be trans-
acted the meeting was declared adjourned Mem-
bers will be informed of the date of the special
meeting at which plans are to be made for a
campaign in connection with the visit of Colonel
Roberts.

Jeweler Has Violin-aging Process

Has A. C. Porter, a jeweler of Alma, Mich.,
discovered the secret of the makers of the old
Cremona and Stradivarius violins? Of course,
it cannot definitely be determined whether he has
or not, but it is known that he can take a $2.50
instrument, rebuild it and when he is through it
will compare favorably in tone with violins cost-
ing $300 or more. This has been proven.

Mr. Porter for years has spent his spare mo-
ments in the study of violins and conceived the
idea that if the wood were carefully aged and
the thickness changed in certain places, even an
ordinary violin could be given a tone that would
be equal to that possessed by the productions of
the master builders of bygone days.

After much study, he explained his theory to
one of the Alma University professors, who gave
him an idea for a formula to age wood. Mr. Por-
ter developed this, experimenting on a violin for
which he paid $2.50. The first thing he did was
to take this to pieces, shave it down in different
places, applying the aging chemical, then rebuild
it. After it was completed he sent to Detroit and
obtained a valuable violin and had an expert com-
pare the two. The $2.50 fiddle was found to be
superior.

The principle upon which he works is that
resin or moisture of the slightest in wood dead-
ens it to sound. The chemical he uses removes
this resin, accomplishing within a short time that
which it formerly took years to bring about, even
with drying conditions almost perfect.
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Solid Brass Candlesticks Indestructible—Will Wear for
Ages as Artistic Heirlooms

OVIade in artistic designs carefully arranged to avoid repetition in detail and to embody a wide range in
size and form. Furnished in Antique Bronze, Bright Silver, Oxidized Silver or Copper, Verde Antique or
plain Brass. The workmanship is thorough, all pieces are inspected so that only perfect goods are sent out.

Here are shown a few samples of styles. We are adding to the variety frequently SEND FOR ILLUSTRATED CATALOGUE
AND PRICES TO

Reed & Prince
YVIanufacturing Co.
Worcester • .' Massachusetts

Money Saved
This Must Interest You

41".Every man wants to save

money, and we can show

you where you are throwing it

away. If you will adopt our

method of sending packages

through the mail we can show

you a saving of from 50% to 75%.

WRITE FOR PARTICULARS

INSURANCE COMPANY
OF NORTH AMERICA
228 Walnut Street :: PHILADELPHIA, PA.

Capital   $4,000,000
Surplus to Policyholders over $7,000,000
  FOUNDED 1792  

Artistic Hand-Made Banquet Rings
SILVER, WITH GOLD ORNAMENTATION

REAL STONES OF ALL KINDS

IKKO MATSUMOTO, Manufacturing Jeweler
Room 316 American Central Lite Building, INDIANAPOLIS, IND.

New Goods — New Ideas
All Ready for the Spring Business

If we clon't " make your town,
a word from any responsible
jeweler will bring a package for
inspection.

Send us the word, you'll like the
way we do business.

ILGEN & WAKEFIELD CO.
Successors to AIKIN-LAMBERT JEWELRY CO.

15-19 Maiden Lane, New York City

SILVERSMITHS' BUILDING

Wholesale Jewelry,

Watches Diamonds

Mountings that help sell Diamonds
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Indianapolis

A very conservative view of trade conditions
in Indiana during the past year shows that 1910,
taken as a whole, was a very good year. In many
instances trade was normal for eleven months.
with December ahead of 1909. Very few com-
plaints have been heard about the Christmas
trade. Not so many high-priced goods were
called for, but the volume of trade was greater
than for the same month of 1909. Sales on high-
priced watches were slow. Diamond merchants
report business as fair but hardly up to the aver-
age. Reports from the smaller towns have been,
almost without exception, highly satisfactory.
Collections from country dealers have been easier
than from city merchants.

A large electric sign, the emblem of the In-
dianapolis Trade Association, will be used on the
proposed southern trade extension trip. The
sign will be placed on the rear of the train of
private cars, and as the special train reels off the
miles the inhabitants of farms and in small vil-
lages where the boosters will not stop may read
in bold, brightly colored letters, "Indianapolis,
The Heart of Trade." The emblem is circular,
containing a bright red heart in the center. On
the upper part of the circle is the word, "Indian-
apolis,' and on the lower part is the slogan, "The
Heart of Trade." In cities where the Indianap-
olis manufacturers and jobbers tarry this sign
will be left burning at the station where thou-
sands of travelers will have stamped on their
minds the fact that the Indianapolis business men
are waging a scientific and successful fight for
their share of the nation's business. The commit-
tee having the Southern trip in charge is meeting
regularly, and optimism characterizes every gath-
ering. The trip starts March 6th. According to
the present plans it will continue eighteen days.

The manufacturing house of A. P. Craft Co.
did by far more business last year than ever
before in the history of the firm. Trade on
emblem rings and special platinum mountings
was very heavy. January has showed no letting
up on orders. The full shop force has been
almost as rushed as during December.

J. E. Reagan, general manager for Baldwin-
Miller  Company, said that 1910 had been the big-
gest year, except 19o^i that his firm had ever had.
Christmas trade was about the same as for the
previous year. M. J. Bieber, manager of the
firm's material department, said that business
during the whole of 1910 was very satisfactory,
and that f9r r had opened up splendidly. This
department is just three years old, but is growing
very rapidly.

C. W. Lauer & Co. put I910 down as a fine
year. Reports from customers were all good and
collections had come in splendidly. Christmas
trade was ahead of 1909.

"The I. Grohs Jewelry Company had a splen-
did trade during the year just passed and started
out in 1911 with a larger stock and an increased
traveling force," said Mr. Grohs, when inter-
viewed just prior to his departure for the East to
purchase a full spring stock. The company is
now represented on the road by I. Grohs, Louis
Bowman, Fred Bridge, John Gets and Charles
Schmidt.

W. J. Hoffman, of the wholesale material
house of Hoffman & Lauer, considered two
business as highly satisfactory and 1911 started
off in a most encouraging manner.

L. R. Douglas School of Engraving, 75 Bald-
win Building, was opened last month with the fol-
lowing students enrolled: Charles Murphy, C.
A. Evinger, A. Strenz, Earnest Newlin, Clarence
Pulinski. Charles Schneider and Ernest Meyer, of
Indianapolis; Mr. Simmons, of Lawrenceville,
Ind.; James Miller, with the Washburn Jewelry
Company, of Anderson, Ind.; Paul Van Arsdale,
with James McClosky, of Shelbyville; Harold
Ratcliff, with Merritt Kirkman, of Pendleton,
Ind., and Mr. Walk, of Alexandria, Ind. Other
students are booked for February enrollment.
The school is located in a large, well lighted
room, and each student is given individual in-
struction, has his own bench, electric light and
tools. Mr. Douglas has two courses, one a
three-months' finish course, the other a six-
weeks course for pupils whose work does not
require a finish course. The "Simplex" method
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is used exclusively in the school. The prospectus
is a handsome twenty-four-page pamphlet that
contains an interesting history of the art of en-
graving and numerous plates. Mr. Douglas has
worked out a system of his own that is both
simple and thorough.

J. W. Culbertson, at one time with the Wal-
tham Watch Company, but more recently with
H. Cohen & Sons, has opened a watch repair
shop in the Odd Fellows' building.

January 1st Harry Sebel gave up his road
position with Baldwin-Miller Company to take a
position in the house with the same firm.

A. 0. Pickett, watchmaker with Carl L. Rost,
made a short visit to Detroit just after the holi-
days.

Handsome brass desk calendars bearing the
firm's monogram were sent to the trade by Bald-
win-Miller Company. These artistic New Year
greetings were accompanied by a card engraved
"1883-1911. Happy New Year. Baldwin-Miller
Company."

E. C. Stokes, trade watchmaker in the State
Life Building, was recently given a judgment
against the Wesker Jewelry Company, of Dun-
kirk, Ind. Suit was brought for non-payment of
an account sixteen months old.

J. H. Reed, who had a most artistic and
effective Christmas window, says that his Christ-
mas sales were ahead of last year. Question—
Didn't the window dresser come in for a large
share of credit?

H. A. Comstock, 48 East Washington street,
is conducting a "Removal Sale." May 1st his
lease expires and the entire building has been
taken by other parties. Mr. Comstock has not,
as yet, been able to secure just the location he is
looking for.

Fletcher M. Noe, 703 North Illinois street,
says that 1910 was a good year with him, and
that his Christmas sales were ahead of last year.
He did not have calls for so many high-priced
goods. Mr. Noe has recently been re-elected
treasurer of the Indianapolis Aerie of the Fra-
ternal Order of Eagles, a position which he has
held for eight consecutive years.

Gordon Scott, alias F. Van Gordon, the
young man who tried to defraud J. C. Sipe,
jeweler and diamond merchant, just before
Christmas, has turned out to be a fugitive from
justice. He is wanted in St. Louis for issuing
bad checks on the Continental Trust Company.
He is also wanted in Colorado Springs for a
similar offense.

Julius C. Walk, the senior member of the
old and widely known retail jewelry firm of J. C.
Walk & Son, celebrated his seventy-first birthday
January 4th. In commemoration of the event
Louis A. Keifer, of the firm of L. F. Keifer &
Son, presented Mr. Walk's family with a beauti-
ful cameo, in plaster, of his head. Mr. Keifer
moulded the features in wax and then cast the
placque in plaster. The plaster cast, in white, is
mounted on a blue background, after the manner
of Wedgewood, and is pronounced a highly ar-
tistic piece of work and a remarkable likeness.

D. A. Hickman, manufacturing jeweler and
engraver, opened a school of engraving the first
of the year. Both his day and night classes are
well attended. He also teaches carving on metals.

W. F. Kreig, traveling representative for
Kreig Brothers' Catholic Supply House, of In-
dianapolis, Detroit and Toledo, starts on his
spring trip February 1st. The house carried a
complete line of the finest imported ecclesiastical
wares, rosaries, crosses, chains and lockets.

Charles A. Beck, watchmaker on Massachu-
setts avenue, has filed in the Superior Court a
suit against the Union Trust Company, receiver
for the Indianapolis, Newcastle and Toledo Elec-
tric Railway Company, for $5000 damages. Beck
alleges permanent injuries suffered when he was
run down by an interurban car in Massachusetts
avenue August 4, 1910.

Cards announced the birth of John Gambold
Dyer, December 16, 1910, the son of Mr. and
Mrs. John A. Dyer.

Ralph B. Clark, of the jewelry firm of Clark
& Raber, Anderson, Ind., is one of the chief
speakers at the eleventh annual convention of the
Indiana Retail Merchants' Association. The con-
vention will be held at Anderson January 17th
to r9th.

Mr. and Mrs. Leopold Krauss, 45 North Illi-
nois street, left the last of January for an ex-
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tended trip that included Washington, D. C,;
New York, Havana, Bermuda and New Orleans.
During Mr. Krauss' absence the business will be
in charge of P. M. Slauter and A. J. Douglass.

The many friends of Charles F. Artes, of
Evansville, Ind., regret to learn of his illness, but
hope for his speedy recovery.

J. E. Wood opened a new jewelry store at
North Vernon, Incl. the first of last December.
The firm is styled the J. E. Wood Company.

William C. Hutsel, watchmaker and engraver
formerly with Ed. G. Gardner, has opened a re-
pair shop on the second floor of io N. Pennsyl-
vania street.

C. N. Hetzner, of Peru, Ind., was in the city
last month attending the meeting of the Indiana
State Optical Society. He reported the holiday
trade as much better than the year before and
considered the outlook for 1911 as very prom-
ising.

George W. Keifner, traveling representative
for Hoffman & Lauer and C. W. Lauer & Co.,
visited his old home at Loogootee, Ind., early
last month.

John T. Gardner and Howard W. White
visited Mr. White's old home at Knightstown,
Ind., just after the holidays and enjoyed several
days of rabbit hunting.

Joseph E. Reagan made business trips to
Cincinnati and Chicago last month in the inter-
est of his firm, Baldwin-Miller Company.

Fritz Fromm, house salesman for Baldwin-
Miller Company, spent New Year's with the home
folks at Chillicothe, Ohio.

Mayor L. S. Shank, of Indianapolis, has an-
nounced that he will reappoint F. L. Mayer, of
Charles Mayer & Co., a member of the Board of
Park Commissioners when his term expires, Jan-
uary 31st. The term is for four years. Mr.
Mayer takes a keen interest in municipal affairs
and has been a valued member of the park board.

The Commercial Travelers' Association of
Indiana held its thirty-sixth annual reception and
dance at the Board of Trade rooms on New
Year's eve. J. T. Gardner was chairman of the
Committee on Arrangements and J. E. Reagan
chairman of the Reception Committee. The affair
was for members only and was pronounced a big
success. .The boys say Joe Reagan was the
busiest and happiest man on the floor.

Charles B. Dyer's arts and crafts shop was
a very busy place during the holiday buying sea-
son. The demand for handwrought and arts and
crafts jewelry was considerably heavier than last
year. Early in January Mr. Dyer visited Chicago
to complete arrangements for resuming work in
connection with the Bureau of University Travel.
Several new European tours are planned for this
summer. Mr. Dyer has personally conducted sev-
eral tours with great success.

Mrs. Mary Kiefer, mother of Louis A. and
Charles J. Kiefer, jewelers on Massachusetts ave-
nue, celebrated her ninetieth birthday on New
Year's day with a family dinner party. A hand-
some cake decorated with ninety candles graced
the center of the table. Mrs. Kiefer has lived in
Indianapolis since 1867, when her husband, the
late Louis F. Kiefer, opened a jewelry store on
Washington street.

Dan I. Murray, of New York, wound up the
jewelry business of the late M. F. Smith De-
cember 31st, when the auction sale of the entire
stock and fixtures was over. The sale had been
.a success from every point of view. Mr. Murray
left Indianapolis for several points in the South
where he has business engagements.

M. H. Douglas, traveler for the material de-
partment of Baldwin-Miller Co., is convalescing
from a severe attack of pneumonia which kept
him in bed on Christmas and New Year's.

Emil Rossier, Martinsville, Ind., was in In-
dianapolis a few days after the holiday season.
He was in fine spirits, having enjoyed the largest
Christmas trade he has ever had.

T. U. Bonifield, Kokomo, Ind., conducted a
successful auction sale of his entire jewelry
stock during the holidays. Hereafter he will
confine his attention strictly to the drug business.

William Beatty, West Lebanon, Ind., was
unable to be at his store during the busiest days
of December on account of a severe attack of
illness. That fact made a noticeable difference
in his Christmas sales. However, he says busi-
ness was about the same as last year.

(Continued on page 239)
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CLARENCE F. BAYER BYRON L. STRASBURGER ALBERT PRETZFELDER

THE HOUSE OF NEWNESS

0 BAYER & PRETZFELDER CO.
IMPORTERS MANUFACTURERS

5 East 17th Street, Between Broadway and Fifth Avenue,

ANNOUNCEMENT

We beg to inform the trade that our lines for 1911 are now complete and on the road and will be exhibited in all the large cities.

It certainly will be to all " Live " Jewelers' interest to see this exhibition.

If you are not acquainted it will be to your best interest to communicate with our New York Headquarters and get into corn-
munication with our representative in your respective territory.

We wish to announce our lines are more extensive, more original, more saleable, newer and far beyond any ever produced or
shown in the history of business. We would urgently suggest that you refrain from placing any orders before seeing our lines.

NEW YORK

Sterling Silver Bags
Gun Metal Bags
Beaded Bags
Fine Leather Bags
Gun Metal Novelties
Fancy Chains (of every description)
Vanity Novelties

Corals
Garnet Jewelry
Lorgnettes (of every description)
Cigarette Cases (of every description)
Eye Glass Cases (of every description)
Chime Clocks, Novelty Clocks, etc., etc.
Opera and Field Glasses
English Sheffield Plate

Brass Goods
Desks Sets, etc.
Smokers'Articles (of every description)
Dinner Gongs
Marble Statuary
Lamps and Electroliers
Art Goods, etc., etc.

SOLE AGENTS—La Vogue Bi-noculars, La Vogue Opera Glasses, La Vogue Lorgnettes—SOLE AGENTS
S.

Height   6 inches
Width   434 inches
Dial   4X inches

Case, 43i inch, Seamless Brass.
Finish, Nickel plated.

PRICES:
85 Cents each In case lots of 50

90 Cents each in broken lots

The WINNER ALARM
INTERMITTENT

Rings (intermittently) every 20 seconds for 15 minutes on 4-inch bell metal gong
on back of case. Silent and Alarm Switch.

A Money Saver for the Jeweler
Here is an intermittent alarm clock made especially for us by a clock company that manu-
factures absolutely the best intermittent alarm clock movements on the market to-day. They
fully guarantee it to us—we fully guarantee it to you. The Winner has the appearance, style
and finish that appeals to your customers when you hand it over the counter. You don't
have to praise it, IT SPEAKS FOR ITSELF, and that is what the Jeweler wants instead
of having to stand up and preach a sermon in order to make the sale of a single alarm
clock. DON'T WASTE TIME.

If you are not familiar with "THE WINNER," will you not let us have your order for just
a sample few ? so that you might compare it with other clocks you may now be handling,
and WE WILL PROVE to you that you have been paying from io to 15 cents more than
you should on each first-class intermittent alarm clock that you have purchased heretofore.

Why not put the difference In your own pocket?

WRITE FOR A COPY OF OUR ANNIVERSARY CATALOGUE.

AISENSTEIN & WORONOCK
SOLE DISTRIBUTERS OF

"THE ELDRIDGE" Watch and "THE WINNER" Alarm Clock

22 ELDRIDGE STREET, NEW YORK CITY

Established 25 Years

February, 1911

Providence and the Attleboros

January opened up briskly for the manufac-
turers, and for a time it looked as though trade
conditions were back to the igo6 pace, but the
closing of the month showed a falling, as in
former years, indicating that the spring buying
season was not to be of long duration.

Throughout New England territory the retail
jeweler reports poor business for the holiday sea-
son, some stating they just about came out even
with 1909, though the majority report a falling
behind.

The manufacturers report good business
from the West and Middle West, fair from the
South and of the ordinary sort from New Eng-
land. Sterling novelties, silverware and gold-
filled jewelry of all sorts sold exceptionally well,
whilst solid gold lines just about held their own.

M. J. Beuchler and wife, 48 Fairfield avenue,
Bridgeport, Conn., and Otto Jarck, 441 North-
ampton street, Easton, Pa., are spending several
weeks recuperating at the sanitarium in Attle-
boro.

F. B. Reynolds, of Cory & Reynolds, 25 Con-
gress avenue, Providence, spent several days in
New York City last month.

Edgar M. Docherty, of the Wm. C. Greene
Company, Providence, is out amongst the job-
bing trade showing a new line of io-karat and
sterling jewelry and a very novel line of silver
bar and scarf pins.

Irons & Russell Company, 95 Chestnut street,
Providence, were busy running nights last month.
They will soon celebrate their 50th anniversary.

L. E. Swetzer and Sam Shore, both Boston
jewelry jobbers, were visitors to Attleboro last
month.

George Shepardson, of C. A. Marsh & Co.,
Attleboro, and wife and daughter made a visit to
New York City last month.

W. H. Bell, of W. H. Bell & Co., Attleboro
Falls, has just returned from a Western trip.

Thomas Goddard Frothingham, of the firm
of T. G. Frothingham & Co., passed away Satur-
day morning at his late home on Washington
street, North Attleboro. Death resulted from a
stroke with which the deceased was afflicted on
January 1st while on a business trip in Cleve-
land, Ohio. Following the sudden stroke he was
removed to his home in North Attleboro. His
condition was precarious, and the members of the
family realized during the past week that the
end was near. Mr. Frothingham was born Oc-
tober 6, 1854, in Boston, Mass. On May 30, 5878,
he was united in marriage to Kate G. Clampitt,
and two children were born of the union, Thomas
G. Frothingham, Jr., and Mrs. Mary Duncan.
On coming to North Attleboro he traveled for
C. E. Smith & Co., which firm was located in the
Whiting Building. About thirty-four years ago.
together with William Smith, he organized the
firm of T. G. Frothingham & Co. Seven years
ago Mr. Smith retired and Mr. Frothingham as-
sumed charge of the business. Mr. Frothingham
was a man of kind and amiable disposition, who
commanded the respect and esteem of all, and
his death will be mourned universally by the
townspeople.

Henry G. Thresher, of Waite-Thresher Co.,
Providence, was elected president of the Pomham
Club at its annual election and dinner held last
month at the Elysium in Providence.

Councilman Aldridge G. Pearce, of F. T.
Pearce Company, 85 Sprague street, Providence,
notified Council President Frederick S. Waite
that he will not be able to serve on the City
Council Committee on Fourth of July Celebra-
tion, to which he was appointed by the president
at the first of the year. The Councilman, in a
letter sent to President Waite, repeats the state-
ment made by him to the president on January 2d,
that owing to the fact that Palestine Temple Mys-
tic Shrine, of this city is to take an active part
in the celebration of the anniversary of the New
York State Shriners in June, he, being Potentate
of Palestine Temple, will not be able to give the
necessary time to the Fourth of July committee
work that is required.

Charles M. Robbins, formerly of the C. M.
Robbins Company, Attleboro, was elected presi-
dent of the Attleboro Trust Company, an insti-
tution which he was instrumental in forming.

Representative Edward A. Sweeney, of At-
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tleboro, has filed a bill to amend the fifty-six hour
law so that it shall apply to certain industries.
The petition accompanying the proposed amend-
ment to the fifty-six hour law states that the
statute as it stands at present, works great in-
justice to the jewelry employees of this State,
and that they ask some amendment be enacted
to give them relief. The bill provides that in
the fifty-six hour law the clause exempting sea-
sonal trades shall be construed as applying to
manufacturing or mechanical establishment which
regularly suspends work for a period of two or
more weeks in each year, which need not be
consecutive weeks. J. L. Sweet and David L.
Low are the petitioners.

Theodore Leubusher, of Theodore Leubusher
& Co., Milwaukee, Wis., was a visitor to Provi-
dence last month.

Several of the departments of The Metal
Products Corporation, Providence, are being
operated twenty-four hours a day on account of
the numerous orders on the books.

Alfred E. Henry, foreman for E. L. Spencer
Company, 95 Chestnut street, Providence, is
back once more at work after a siege of la grippe.

E. L. Spencer, of E. L. Spencer Company,
95 Chestnut, Providence, and wife are at pres-
ent making a trip through the South.

The condition of Harvey Huestis, of Hutch-
inson & Huestis, 185 Eddy street, Providence,
who is in a sanitarium at Cromwell, Conn., is
somewhat improved.

James E. Blake Co., Attleboro, recently an-
nounced that they had discontinued the German
silver mesh bag end of their business and sold
the equipment used in the manufacture of the
bags to the Holbrook Mfg. Co., which will coil-
tinue to manufacture them. The Blake Co. states
that owing to the growth in the demand for
mesh bags the company in its effort to fill orders
was handicapped in giving the proper attention
to its regular silver lines, toilet ware, etc., to
which it will devote its entire attention in the
future.

The new William C. Tappan Memorial Y.
M. C. A. Building, in Attleboro, was formally
opened last month in the presence of a large
crowd. Mr. Tappan, it will be remembered, was
one of the leading jewelry manufacturers of At-
tleboro, and this building was donated by his
wife as a tribute to his memory.

H. S. Noyes is covering the route of F. C.
Somes, of the Bates & Bacon concern, during
the latter's illness.

Sadler Bros., South Attleboro, are running
their factory until g P. M., in order to keep up
with the orders.

Edward A. Sweeney, of W. H. Wilmarth &
Co., has presented the armory with an iron fire-
place for the company's room.

A. H. Armstrong has been appointed to rep-
resent E. L. Logee & Co., 235 Eddy street, Provi-
dence, in New York City and vicinity with an
office at 65 Nassau street. Chicago and vicinity
is taken care of by C. E. Howes, with offices at
5203 Heyworth Building.

Alfred Fisk Burgess, for nearly half a cen-
tury in the employ of the Gorham Manufacturing
Company, died at his home at Eden Park on
January 6th after an illness of about two months.
Death was due to a complication of diseases,
which necessitated his giving up work about two
months previous. Mr. Burgess was a native of
Providence and received his education in the
public schools and at Schofield's Commercial
College. He entered the Gorham Company's
employ in 1865 and at the time of his death was
foreman of the photography department. On ac-
count of his long identification with Gorham's,
he was well known to silversmiths all over the
country. Mr. Burgess was a member of Unity
Lodge, Independent Order of Odd Fellows. He
is survived by a widow and one son.

Walter V. Ghislin, manager of the Chicago
office of the Gorham Co., was at the Providence
works last month and has returned to Chicago.
Mr. Ghislin looks forward to 1911 with confi-
dence that it will surprise those who are looking
for material recession from 1910.

George E. Miller, of the Gorham Company's
Pacific Coast organization, who came East to
attend the semi-annual travelers' convention, has
returned to San Francisco.
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(Continued from page 281

D. E. Royer, of Bowling Green, Ind., has
sold out his jewelry business and will engage in
other lines of trade.

The jewelry store owned by Eugene Wilson,
at Martinsville, Ind., was damaged by fire De-
cember 25th. The loss was covered by the in-
surance of $3000 on the stock and fixtures. Mr.
and Mrs. Wilson have living rooms over the
store, but were not at home at the time. The
origin of the fire is a mystery, as there has been
no tire in the store since Saturday night, when
the Christmas buying was over. Mr. Wilson con-
siders himself fortunate in that the fire came the
night after Christmas rather than the night
before.

M. L. Roberts, of M. L. Boberts & Son,
Veedersburg, Ind., was met at the jobbing house
of Baldwin-Miller Co. just after .the New Year.
He was enthusiastic over his Christmas trade. It
was ahead of 1909 and better goods were called
for. Mr. Roberts said his firm has had a very
good year, and he considered the prospects for
1911 as excellent.

Charles R. Kluger, the "Fountain Square
Jeweler," reports a splendid Christmas trade.
The first week in January Mr. and Mrs. Kluger
made a visit to relatives in Evansville and Hunt-
ingburg, Ind.

S. B. Merrick, jeweler and optician at Plain-
field, Ind., enjoyed a fine Christmas trade in new
quarters. Early last fall Mr. Merrick moved
into a much larger and better located store room.
New furniture and fixtures enabled him to dis-
play his stock attractively, a fact which the public
evidently appreciated, for his December sales
showed a nice increase over the same month in
1909-

Beer & Barth, North Vernon, Ind., are very
much pleased with the new store which they built
last fall on the site of the store which they had
occupied for twenty-five years. When the oppor-
tunity presented itself Messrs. Beer & Barth
bought the old building, tore it down, and in
three months moved into their present attractive
and modern store. Iwo was a banner year for
this enterprising firm. The improved store room,
a closer application to business and advertising
are the reasons given for their elegant Christ-
mas trade. Over 6000 personal letters were
mailed to their friends and customers by Beer &
Barth calling attention to their holiday stock.

F. Donner, Columbus, Ind., sold his jewelry
business December 1st to Fisher & Marshall. Mr.
Fisher had been with Donner as watchmaker for
a long time.

A. P. Woods, formerly at Russiaville, Ind.,
has recently located at Forest, Ind.

President H. H. Bishop called a meeting of
the Executive and Legislative Committees of the
Indiana Retail Jewelers' Association for January
t6th at the Claypool Hotel, in Indianapolis, to
arrange a programme for the annual convention
to be held at Evansville, Ind., in May, and to
discuss plans for obtaining legislation, from the
General Assembly now in session, against fraudu-
lant advertising and misrepresenting goods. The
meeting was attended by Walter H. Mellor, of
Michigan City; C. Z. Rowe, of Plymouth; E. M.
Wilhite, Danville, and A. Rothermel, of Conners-
ville, composing the Executive Committee, and
C. L. Rost, Indianapolis ; L. Beckman, Kendall-
ville, and Joseph E. Booth, Tipton. The Legisla-
tive Committee, 0. M. Artes, of Evansville, and
J. A. Oswald, of Crawfordsville, were also pres-
ent. Mr. Artes will act as secretary of the asso-
ciation, as Mr. Oswald resigned the first of Jan-
uary. The programme for the annual convention
will not be ready for publication for a few
weeks. The Legislative Committee will get in
its work a little later.

The Indiana Retail Jewelers' Association will
give up their old secretary, J. A. Oswald, with
much regret. He has served faithfully and to
the satisfaction of every one. Mr. Oswald has
closed out his retail jewelry business at Craw-
fordsville and has gone into the wholesale ma-
terial business at Cincinnati. He formed a part-
nership with Charles Swigart, formerly traveling
representative for E. & J. Swigart, of Cincinnati.
Mr. Oswald's Indiana friends wish him success
in his new business.
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MAKERS OF GOLD JEWELRY TO THE JOBBING TRADE EXCLUSIVELY

Rings
Scarf Pins
Hat Pins
Studs
Screw Earrings
Bead Neck Chains
Charms
Neck Chains
Vest Buttons
Collar Buttons
Fob Seals
Silver and Gold
Thimbles

Cameo Goods Gold and Silver
Brooches Cigarette Cases
Fobs Lockets
Crosses Bracelets
Baby Pins Link Buttons
Ring Mountings Veil Pins
Festoons Tie Clasps
Emblem Goods Locket Rings
Pocket Knives Cigar Cutters
Silver and Gold Lapel Buttons
Match Boxes Rope Chains

Alberts Class Rings
Vanity Sets in Lorgnette Chains
Gold and Silver

33-43 GOLD STREET, NEW YORK
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KUEHL CLOCK COMPANY THE LINE THAT
MADE US FAMOUS

dMANUFACTURERS and

IMPORTERS

BLACK FOREST

CLOCKS

No. 210. TRAVELING CLOCK, $1.90
One-day Lever time. Genuine leather case. Black,
Green or Red. 3 inches high. 2-inch Silver dial.

WORKS AT

SCHONACH and HORNBERG, BAD-

SCHWARZWALD, GERMANY

(if GOODS CAN BE ORDERED
OF YOUR CLOCK COMPANY
OR JOBBER.

OFFICE and WAREHOUSE

80 WABASH AVENUE

CHICAGO, ILLINOIS
No. 6688. TURNER, $3.80
Nickel or Copper Case.

Height 7 inches. One-day time and alarm. The Turner
performs life-like acrobatic stunts, which are very attractive.
This clock makes a splendid show window attraction.

Higher Wages for Skilled Watchmakers
q The trade cry is for greater competency in repair work. Railroad time
service and more expensive time-pieces have made repair skill imperative.

q This means greater demand, higher wages and increased opportunity for
the men who are thorough masters of their craft. All such find a most valu-
able adviser in the standard treatise—

THE WATCH ADJUSTER'S MANUAL
q This book is a complete and practical guide for watchmakers in adjusting
watches and chronometers for isochronism, position, heat and cold. It contains
a thorough exposition of the principles on which adjustments are based and
methods followed in practice. By reference to it, the watchmaker can

immediately solve any difficulty that may confront him in his work.

Sent postpaid to any part of the world on receipt of price, $2.50

PUBLISHED BY

THE KEYSTONE PUBLISHING COMPANY
809-811-813 North Nineteenth Street :: PHILADELPHIA, PA.

1201 Heyworth Building, Chicago

• • • MANUFACTURING JEWELERS

Castighom Company Factory, 116 Chestnut St., Providence, R. I.
CHICAGO OFFICE: 412 Baltimore Building

NEW YORK OFFICE: 71 Nassau St., Room 1204

Representative, CHARLES ALTSCHUL

Pacific Coast Office: SAN FRANCISCO, CAL., 710 Jewelers' 
Building

J. H. MERRILL

M. NEUBURGER
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WHITE,
WILE &
WARNER,

Advertising Dept.,

Buffalo, N. Y.
GENTLEMEN :—Without

obligating myself in the

you send me, Absolutely Free, lb's
least, I would like to have

your new book entitled "Marry
the Ring Trade." I also want to
hear full particulars as to this Ad-
vertising of yours in the Magazines
that will reach over 40 million people.
I would like to know how this advertis-
mg is going to increase my business. I also
wish you to tell me about your new 1911
.Birthstone Mechanical Wihdow Display which
you are giving away Absolutely Free.

Name  

Address ......... ..... .... ...... ,

s\

This advertising of ours will revolutionize the patronage of th
e

jeweler we arrange with, because in most cities and towns one

jeweler only secures the W. W. W. Agency

Consider How Valuable That Makes Our Line

Modern business conditions necessitate

radical, revolutionary and original ideas.

Success in any given field only comes to those

whose ability is a combination of originality,

energy and resourcefulness.
You, as a business man, certainly realize

that in order to be a leader in your respective

calling it is necessary that you be original in the

management of your business. The goods you

sell and the advertising you do must be differ-

ent. You must be able to offer the people of

your community some very good reasons why

they should some to you for their jewelry

purchases instead of going to your competitor.

The world moves. Conditions change.

What was good yesterday is not necessarily

good to-day. You, as an individual jeweler,

cannot afford to employ brains that cost thou-

sands of dollars yearly, in order to assist you

in putting into practice original, far-reaching

and beneficial ideas.

Therefore we employ these brains for you.

\Are are prepared to have these brains work for

you the same as if you employed them yourself.

We will make no charge for these brains.

They are yours for the asking.
This policy that we are now inaugurating

is primarily for your benefit. Of course, we

too receive a decided benefit. While our busi-

ness is the making of good rings, it is just

as much our business to assist you in selling

these rings—to assist you in making your busi-

ness a better and more profitable one.
We want you to read how we are going to

increase this business for you, all at our ex-

pense. If you want to know how to benefit

from the advantages we offer, then we ask you

to sign the coupon to-day.

Forty Million People Will

Read About the W. W.W.

Guaranteed Ring

for Your Store
we are also fixing standards of value on

rings upon which the American people will de-

pend.
Consider then the salability of W.W.W.

Rings as against any similar article. We es-

tablish a definite idea of value for W.W.W.
Rings with the consumer; we advertise with
impressive space to send the consumer to the

jeweler; we accredit the jeweler in the opinion

of every reader; we help to get the reader into

the habit of looking to the jewelry store for

all his needs carried in stock by the jeweler.

Then we supply the advertising material;

we connect your store with our nation-wide

advertising, and we give you an advertising

service which in itself is a great value.

And yours can be the 22y store to sell

W.W.W. Miles. The first step is to send us

the coupon.

A Mechanical Birthstone Display

We will use the .Vaturday Lz.ening Post,

the Woman's World (famous for its two mil-

lion circulation), People's Home Journal,

Home Life, the Housewife, and such nation-

' ally-circulated magazines in our important ad
-

vertising campaign on W.W.W. Rings.

To fully realize the effect our advertising

will have, it must be remembered that no

such project as ours has ever been launched.

We are the first manufacturers of rings to

sufficiently respect our product to warrant us

in trade-marking it. We are the first manu-

facturers to create a market or demand for

our rings with the men and women who are

the ring wearers—the ultimate consumers.

Our advertising will be a powerful value

to the jewelry retailers of this country, for be-

sides directing the demand we arouse to them,

Absolutely Free

window cannot help but increase his ring busi-
ness quite materially.

Our traveling men carry this display with
them, and if you wish to see it, then all you

have to do is to sign the coupon.

No printed matter can possibly describe
this original and exclusive idea of ours. No

printed word can give you even the faintest

idea of the beauty and attractiveness of this
Birthstone Mechanical Display.

In order to appreciate what we are refer-
ring to you must see this display for yourself.

This Birthstone Mechanical Window Dis-
play is only one of several ways in which we
are going to assist you in increasing your busi-
ness. It is only one of several ways we are
using to send people to your store for their
jewelry requirements.

This display is a handsome fixture. No
store could possibly be fitted up too fine for it.
It is made of mahogany, beautifully decorated
with the birthstones representing the twelve
months of the year.

It is mechanical in construction. It moves.
It attracts people. It makes them stand for a
long time in front of your window ; it arouses
their interest in your window ; and, fur-
thermore, it creates a desire within them to
possess their birthstone ring.

Therefore this display is not only an at-
tractive advertising feature, but it is of a
nature that educates, and the jeweler who is
fortunate enough to have this display in his

You, as a successful jeweler, must certainly
distinguish the difference between a ring that
is merely "guaranteed" and one that is guar-
anteed because it is made so exceptionally wel4
that it is worthy of a guarantee.

The W.W.W. Ring bears a written per-
manent Guarantee, because it is a ring that
was made well first and guaranteed afterward.

Do not let the word "Guaranteed" confuse
you. Nothing in this world should be guar-
anteed unless its quality is of a standard that
permits it to carry a guarantee.

The W.W.W. Ring is made by skilled work-
men. It is a ring that is made in the famous
"Light of Heaven" factory, each seat in this
factory being occupied by a man whose skill
entitles him to be there. The consequence
of employing such men is reflected in the
W.W.W. Ring.

Furthermore, each W.W.W. Ring is care-
fully inspected by an experienced and intelli-
gent stone-setter before leaving the factory.
Each W.W.W. Ring must bear the closest in-
spection before it is sent to the jeweler. This
inspection, while costing us a great deal of
money each year, insures the jeweler a perfect
ring.

No matter how critical you may be, we feel

sure that our rings will please and satisfy you.
No matter what test you give them, we are
sure they will stand it. We ask you to put
a W.W.W. Ring under the glass in order to

see the extraordinarily fine stone-setting, the
fine workmanship and general finish.

After you have placed a W.W.W. Ring
under the glass and compared it with other
rings, we know that you will conclude with
thousands of other jewelers that the W.W.W.
Ring is more than a merely "guaranteed" ring.

We are sure that you will conclude that it is
a ring worthy of a guarantee, and we are
equally as sure that you will conclude that
it is a ring "in which the stones do stay."

WHITE, WILE & WARNER
Makers of Rings In Which The Stones Do Stay

Buffalo, New York
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WHITE,
WILE &
WARNER, ■5

Advertising Dept.,

Buffalo, N. Y.
GENTLEMEN :—Without

obligating myself in the
least, I would like to have
you send me, Absolutely Free,
your new book entitled "Marry
the Wing; Trade." 1 also want to *
hear full particulars as to this Ad-
vertising of yours in the Magazines
that will reach over 40 million people.
I would like to know how this advertis-
ing is going to increase my business. I also
wish you to tell me about your new 1911
Birthstone Mechanical Window Display which
you are giving away Absolutely Free.

5
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Name  

Address  

KE YOUR STORE
Dominafe the Ring Trade

This advertising of ours will revolutionize the patronage of the

jeweler we arrange with, because in most cities and towns one

jeweler only secures the W. W. W. Agency

Consider How Valuable That Makes Our Line
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A Mechanical Birthstone Display

Absolutely Free
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months ul the year.
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thermore. it creates a desire \vithin them to
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"Guaranteed" Ring
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inertly -guaranteed- and one that is guar
:nutted hecatt,e it made ,tt exceptionally \Veil
that it is ;,...rlIty ttf a guarantee.

'rite \\ .\\ .\\ hear, a \\Title)) 1)121'-
111;1MT( h./fan/if/CC, liceallsc it is It ring that
\vas made \\ ell iirst and guaranfted II fter‘varti.

Ito not It I the worth /cc,'" con fuse
poi. Nothing in this \vorld should ill' guar-
anteed unless its quality is tt1 a standard that.
permits it too carr■ a guarantee.

The \\..\\..\\.. I:ing is made Ity \v.tr1:-
men. It is a ring that is made in the famous
-Light of I lea‘t•ii" lactor.\ each seal in this

UlltIlleS 'OM Ile thCre. 1h 
 
 l'ttn,,IIICIICe

faCII tieing ;, rum , lots, skill

slIell is jo the

l'urthermore, each \VAV.\\'. is cart.-
fully insp i 1 I t■ au experienced and

Each \V.\\ .\\ . must hear the closest in-
gent stone-setter before

spectiort  hot f.•ri. it is sent I the te\veler. This
inspt.ction. \vItile costing us a great IlcNI

iiiittit.y each year, insures I hit

ring.\....) matter lio,w critical rimy Ioi. ‘ve feel
sure that our \\ ill please and satisfy you.
No matter \\ hat \tti are

tiiio_ \\.ttrl:mansliiii and general tliiisli.

Alto" Y"ll hay(' Plact'd a \\ .\\•.\\•.
tinder the glass and c..t1tpart.41 it \yid] other

1 '‘\ 1 11;l 
poi \yin co nclude \yin

till 1Ii.tlIIh. ,11)' .111,1- .'it•\%elers that the \\'.\\ .'t\
in,,re than a merely -puaraineed" rincg.

\Ve are sure that poi Nt ut Col ellIde i11:11 it is

a ring zcol /10. uf a '2.11;1r:tin, e, and kvt•
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WHITE, WILE & WARNER
Makers cf Rings In Which The Stones Do Stay

Buffalo, New York
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Popular priced

Genuine Brass Clocks
With 8-Day Lever Movements

that are excellent timekeepers

You should see our full

line of Clocks. They will

interest you. We manu-

facture the largest variety

and finest assortment we

have ever offered.

MONARCH

8-Day Lever Time. Price, $4.75

Height, 6 in. Width, 4,!'; in.

Solid Brass Case. Old Brass Finish

Cut Steel Pinion Movement

2 in. Porcelain Dial

REGENT

8-Day Lever Time. Price, $4.75

Height, 6 in. Width, 4!,; in.

Solid Brass Case. Old Brass Finish

Cut Steel Pinion Movement

in. Porcelain Dial

ROYAL

8-Day Lever Time. Price, $4.75

Height, 6 in. Width, 44 in.

Solid Brass Case. Old Brass Finish

Cut Steel Pinion Movement

2,4 in. Porcelain Dial

Sessions Clocks
are a profitable line to

handle. For sale by lead-

ing Jobbers.

The Sessions Clock Co.
Main Office and Factories:

FORESTVILLE, CONN.

New York Salesrooms: 37 MAIDEN LANE

February, 1911 T H

Munich Industrial Schools an
Example for the World

Under the auspices of the National Society

for the Promotion of Industrial Education which

recently concluded a successful convention in

Boston, Dr. George Kerschensteiner, superintend-

ent of Schools in Munich, Germany, visited New

York City, inspecting the schools and giving the

educators an idea of the remarkable work he

has accomplished in his native town. Doctor

Kerschensteiner is not only one of the most re-

nowned of European educators, but he has done

as much as any man of the age to revolutionize

educational methods and give this old world a

push forward.
Doctor Kerschensteiner's great work does

not, in the first description of it, sound epoch-
making. Only when one studies its underlying
principles and the way they are carried out is it
apparent how broadly and splendidly his idea was
conceived. As superintendent of the schools in
Munich he introduced the system of what was
called industrial continuation schools, which take
boys and girls at the completion of the period
of compulsory elementary education and fit them
for a trade and for the proper comprehension
of their civic duties.

In Munich every boy must
Years of Study study until he is 18, and every

girl until she is 16. At the
age of 14 the boys may leave the elementary
school and the girls may do so a year earlier;
but they are not, as in most other countries,
turned on the community to begin a struggle for
existence unaided. The city sees to it that every
boy and girl understands something of the mean-
ing of life and its duties before being released
from its care.

Since Doctor Kerschensteiner introduced his
system into Bavaria, Wurtemburg has copied it,
and Vienna and the Canton of Zurich. Latterly
Scotland, too, has fallen into line. It is the hope
of the committee who invited him to come to
America that some impetus may be given by his
visit to the movement for industrial training in
this country.

The story of how Doctor Kerschensteiner
organized the schools of Munich is very interest-
ing. In 1890 he wrote an article on "The Civic
Education of the German Youth," which won the
prize from the Royal Academy of Science. When
he was elected Superintendent of Schools in Mu-
nich in 1895 he felt that it was his opportunity
to put into practice his great theory, and in the
next year he called a meeting of the presidents
of the various manufacturing guilds.

There were fifty-eight of these
Not to be gentlemen, and after taking
Discouraged six months to deliberate on

his proposition they decided
against him. When he was informed of the vote
he asked if it was unanimous. No, they said,
there were six of the fifty-eight who had voted
in his favor. He began working with those six,
and now has brought the most reactionary of
Munich employers to favor his schools. As for
the trade unions Doctor Kerschensteiner says he
has had no better friends.

"It may look at first sight," said Doctor
Kerschensteiner, "as if my scheme was nothing
more than a system of industrial education. On
the contrary, the idea of industrial education is
not the foundation of my work. The object of
these schools is to train citizens. To train citi-
zens it is necessary to enter into what is the
daily life of 90 per cent. of our people. Thus it
becomes necessary to make the workshop the
centre of the school. But I am concerned with
training citizens. It is my business to see that
the man does not become subordinate to the
workman.

"It is the greatest crime the State can com-
mit, I think, to allow children at the age of 14
to spend the most important period of their life,
when their characters are to be formed for the
rest of their days, without direction and sympa-
thetic care.

"The world is waking very fast to the im-
portance of this period in the child's life and its

KEYSTONE

need of help. Within the last two years live
countries have asked me to visit them and make
suggestions. In this way I know conditions
throughout Europe very well. And I am obliged
to say, after my long study of the question, that
nowhere outside of Russia have I found such
neglect of childhood as in England and America.

"The Continuation Schools of
Fifty-two Schools Munich are fifty-two in num-

ber. The most important
trades have four schools, but most of the trades
have only one school devoted to them. Every
boy who leaves the elementary school at the age
of 14 must work in one of these continuation
schools.

"At first we kept the schools open in the
evening, but we soon found that this did not give
the children proper opportunity to study. Now
every employer is compelled to spare his ap-
prentice six to ten hours a week during the work-
ing days, and he is instructed in the school which
deals with his particular trade not only to be-
come more skillful in that particular, but also
to be prepared to take up his civic duties. To
assist the pupils who live at a distance the street
car company issues a permit to all the pupils
that enables them to ride to and from school
three times a week on payment of $1 a year.

"We have mercantile schools, schools for
dyers, workers in colors, for managers of baths,
hairdressers and wigmakers, for bakers, workers
in building trades, book binders, book printers,
decorative painters, lacquer workers and gilders,
turners, workers in small machinery, innkeepers,
glovemakers, glaziers and glassmakers, wood-
carvers, jewelers and workers in gold and silver,
chimney workers, confectioners, coppersmiths,
coachmen, lithographers, machine builders, me-
chanics, instrument makers, boxmakers, metal
workers and engravers, brass workers, photo-
graphers, saddlers and leather workers, pavement
layers, coopers, furniture makers and upholster-
ers, smiths, tailors, locksmiths, shoemakers, print-
ers, stucco workers and sculptors, carpet makers
and decorators, oven builders and potters, watch-
makers, carriage makers, tinsmiths, gardeners,
dentists, musicians, and secretaries.

"The workshop is made the
Importance of center of the continuation
Workshop schools, but every pupil is

taught not only his trade but
other subjects which tend to develop character.
He must study religion. This is required by the
Bavarian law until the age of sixteen. He has
instruction in business methods, touching on such
subjects as are closely related to his trade, and
every boy has during the four years instruction
in physiology, in all methods of rational life,
and in civics.

"Along with the course in civics we try to
teach such sociology as may help him to under-
stand industrial conditions. Of course, we teach
no special theories, but on only such matters as
all intelligent men should know. We also take
care that the pupils shall be informed of condi-
tions in the German colonies in case they should
wish to seek their fortunes there and try to make
them understand the value of Consuls in foreign
ports and how to obtain information.

"Whenever possible I endeavored to create
among the pupils of the vocational continuation
schools a desire to form an association or society
among the pupils, and then connect this associ-
ation with the work of the school upon the one
side, and the respective trade or industry upon
the other side.

"Thus it soon became manifest that the in-
fluence of such an association upon the school
organization, upon the efficiency of the school by
the appointment of highly competent masters and
journeymen as teachers, and the voluntary sacri-
fices of helping to furnish the school with ma-
terial, with books or patterns, with machinery or
samples of work, with models for the school
museum, or with money, and sending the ap-
prentices to school during daytime, aroused strong
sentiments of attachment for the school and a
very appreciative co-operative spirit.

"The interest in the school
The Idea grew with these aims and sac-
Successful rifices, at least with the more

intelligent employers. As hu-
man beings we are so constituted that we value
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the possession of those things most highly for
which we have to work and make sacrifices.

"The pupils likewise showed this growth of
the co-operative spirit. To the mind of the pupil
the municipality, or the State, was no longer the
taskmaster at whose behest one was forced into
the school, but he felt that his trade, his associ-
ation, all trades, stood ready to support and de-
fend the municipality and the State. It will be
admitted that, at least in the more intelligent
pupils, the seed is thus being planted out of which
will grow that civic spirit which will guarantee
the development of that broader, nobler, concep-
tion of unity of purpose which is necessary for
the success of any trade or nrofession, and that
higher sentiment which we call love of country
and fellowship of man.

"We should not deceive ourselves, however,
with the idea that trade schools and industrial
education are a guarantee for the prevention of
a possible decline of trades and industries, or as
if they were an infallible means of raising indus-
tries and industrial workers to a higher material
standard. No school alone, however good, is able
to do this.

"Wherever the machine dis-
Machine places hand labor there the in-
Versus Hand dustrial worker is liable to be

pushed down to a lower stand-
ard, unless the industry succeeds to modify or
nullify these deteriorating tendencies of mechani-
cal imitations by the introduction of artistic ele-
ments. General economic, social, and political
conditions very often are more largely instru-
mental in prompting and developing the pros-
perity of a trade or industry than the school can
possibly be.

"And just here we touch the critical point
in our consideration of the value of industrial
schools and education. If we instruct the pros-
pective industrial mechanical worker not only in
the mechanical-technical part of his trade but
likewise introduce him into the mysteries of
social and economic conditions, not only of in-
dustrial life but with equal interest into the social
and economic life of the community and nation
of which he is a citizen; if we train him from
early youth to make him feel that he is a part,
however small a part, of the larger whole of the
nation to which he is inseparably tied by all his
interests, then he will be more or less able to
counteract and modify, if not to annul, the evil
tendencies of modern industrial conditions.

"We should not forget that economic and
social conditions are not only the product of
natural laws but to no small degree they are the
product of the moral and educational standards
of the people.

"I recognize the fact that in America the
establishment of such schools is a more difficult
task than it was in Munich. You have the prob-
lem of congestion, the problem of emigration,
and many others to meet that we have only in
much milder form in Munich. However, every
problem has to be faced, and can there be a
greater danger than that which confronts a
democracy when the most of its people are be-
coming, through the force of industrial condi-
tions, mere machine slaves?

Noiseless Soup Spoon Invented

The noiseless soup spoon has been designed
by a St. Louis man. He guarantees positively
that one cannot inhale soup through his spoon
and make a noise at the same time. His name
is H. S. Campbell. His spoon is made somewhat
like those drinking cups for men with trouble-
some mustaches.

The spoon has a lid over one-half of its
surface, with a slit through which the soup enters
the mouth. One of its advantages, in Campbell's
estimation, is that with it you must dip your
soup from you, not toward you.

"Makes for good manners, don't you know,"
he said. "Consomme, puree of navy bean, julienne
and most varieties of vegetable soup can be ab-
sorbed through the spoon as now made. If mul-
ligatawny, split pea and mock turtle soup are
found to require a large aperture, a special type
of spoon will be constructed."
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536 Condiment Set $9.00 ea.

533

551

542 Candlestick

556 Tea Ball

552 " "

" 18.00 "

" 9.00"

6.00 "

21.00 doz.

18.00 "

PRICES SUBJECT TO

KEYSTONE KEY
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Table Requisites in Sterling

TO givc a fair idea of the variety of our sterling line, we

show just a few f:om our line of Table Requisites. We

particularly wish to call your attention to the detail of work-

manship and design which, as you will note, is of the very

finest and latest. Plus another important feature—Price--

most interesting, quality considered. These goods, as is the rest
of our most extensive line, are guaranteed to be 925/1000 fine
sterling. Our trade-mark assures this fact. The goods that

Silverware bearing this
trade-mark denotes

sterling silver
925-1000 fine

591 Castor $4.00 ea.

534 Spoon Tray 5.50

33 Coaster-
mahogany 18.00 doz.

34 Coaster 15.00 "

546 Candlestick 4.00 ea.

538 Horse Radish
Bottle and Spoon 4.50 ea.

PRICES SUBJECT TO

KEYSTONE KEY

are shown are particularly designed for the Spring trade and
fill a gap which completes our line of Sterling Silver Staples
and Novelties, making it possible for you to carry an all-the-
year-around selling line. Our catalogue which you possess
will reveal other good sellers in Sterling for which we have a
reputation. In Toilet and Manicure Sets we cannot be ex-
celled. Over fifty-two years' experience in producing sellers
in jewelry and silverware. In case our Catalogue is not in
your possession, write us and we will send you one.

James E. Blake Co ATTLEBORO
MASSACHUSETTS

CHICAGO OFFICE

910 HEYWORTH BUILDING
NEW YORK OFFICE SAN FRANCISCO OFFICE

37 MAIDEN LANE 717 MARKET STREET
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The Mechanism of Electric Signs

To stand in the street and watch great

electric signs producing the effects of

lightning, streams of liquid, foam, smoke,

fire, waving flags, sky-rockets, etc., gives an

impression of great complication of

mechanism, writes Frank Maynard, in

Popular Mechanics. Yet the machines

that make and break the electric circuits

feeding the hundreds, sometimes thou-

sands, of lamps, all of which must come

on and go out at an exactly determined

moment, are comparatively simple wheeled

affairs, driven by a 1/20-hp. motor. The

wiring, however, connecting the different

rows, groups or clusters of lamps to their

respective switches, the contacts of which

are made by the turning wheels, twists in

and out like the lines of a difficult jig-saw

puzzle.

The Simplest

Signs

luminated one

The simplest electric signs
provided with any action at
all, be they large or small,

are the kind that are il-

moment and dark the next.

They are operated by double-pole carbon

or series-carbon machines. The latter type

is for signs so large as to require an ex-

ceptionally heavy load, and break the line

in series—that is, in three or more places

at once, making it necessary for the current

to jump that many air gaps in order to

hold an arc. The double-pole carbon

flasher is used for signs of the double-face

type, which have one side illuminated while

the other side is dark.
The sign following next in order of

progression is the type flashed by single
letters, such as that in which the words
are spelled out. The machine used for such
signs is known as the "single-pole type."
It flashes one letter at a time until all are
on, holds them all illuminated for two or
three seconds, and then all go out together.

It is the spectacular ani-
Spectacular mated advertising displays,
Displays however, which create most

interest. They demand
great ingenuity in creation and assembling,
although, as already stated, the mechanism
operating them is not nearly as complicated
as might be expected. Some are operated
by a single type of machine, and others by
a combination of several types. The sky-
rocket provides an excellent subject for
description.

In operating a sky-rocket
Sky-rocket display, several different
Display types of machines are re-

quired, known as "light-
ning," "single-pole," "high-speed," and
"series-carbon" types. By watching a sky-
rocket display you will see the streak start
upward, curve over at the top, and appear
to light the cluster, which then rains a
shower of fire. Lastly, the wording ap-
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pears as a whole, or in one or more lines
at a time.

The streak generally consists of about
twenty groups of lamps, each group in
direct line but on separated wires and
numbered in rotation. Each wire goes to
an individual switch on the wheeled ma-
chine, which is so constructed as to throw
the several groups on in succession. It
lights up the lowest group first, then the
next above, and so on, until they are all
illuminated, when they begin to go out one
cluster at a time in an upward direction.
This effect is produced by a lightning-type
machine, which works with such rapidity
that the streak appears to travel upward
like an actual skyrocket.

For operating the cluster at the top,
the single-pole machine is used. This is
generally a machine containing about six
switches, and the colored lights of the
cluster are divided into that many groups,
each group controlled by an individual
switch. These groups are not thrown on
together, but are brought on unevenly by
the different sized wheels of the lightning
machine without any regard to uniformity.
If uniformity were desired, a single large
switch could be used, but this would not
give the bursting effect desired.

Showers are worked with
two types of machines, the
high-speed and the single-
pole. In this instance the

single-pole machine is known as the "con-
troller," and consists of six switches. The
entire number of lamps used in the shower
is divided into six sections cross-ways,
and each section is connected to an indi-
vidual switch. The top section is thrown
on first, followed by the other sections in
rotation. At the same time the single-pole
machine is throwing the lamps on in this
downward rotation, the high-speed ma-
chine is keeping them in continuous down-
ward motion as fast as they come on, in
an exact reproduction of the falling sparks
from a bursting skyrocket. This is accom-
plished by arranging all the lamps in lines
across, the rows being numbered 1, 2, 3
and 4, and repeating downward the full
length of the shower. All the lamps on the
No. I rows, of which there are several, go
to the switch designated as No. 1, and all
the other rows are arranged in the same
way. Were only the single-pole machine
used the effect would be only .one drop of
fire falling in each line of the shower, but
through the agency of the high-speed ma-
chine the effect is that of a continuous
downpour.

Large signs of this nature usually have
large words flashed, necessitating the use
of a series-carbon machine. This is a ma-
chine which breaks the flow of current
simultaneously at several places on the
same wire.

All the above-mentioned machines are
usually mounted on one base, about 8 ft.
long and 12 in. wide, and all are driven
by one 1/20-hp. motor. The several ma-
chines are connected by means of gears,
each machine running at its proper speed
to produce the required effect. A display
of this kind, containing 2000 lamps, is said

The Shower
Effect
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to consume, on an average, less current
than 800 lamps of the same type and power
burning steadily.

The grate fire sign is a fine effect ob-
tained by a single machine. The flames,
which are made up of red, white and amber
lamps, appear to be continuously rising up
from the pile of coal. All the lamps are
arranged in series, and are operated by the
high-speed type of machine.

The familiar pouring effect from the
bottle to the glass is accomplished by means
of high-speed and single-pole machines.
As the liquid commences to run, the level
in the glass appears to rise, while the liquid
in the bottle diminishes.

The effect of flying in an aeroplane is
gained by two sets of wings, but only one
set is lighted at a time. By alternating them
rapidly, the wings appear to be flapping.

A new idea in animated electric signs
is to move the lamps themselves, instead
of illuminating stationary lamps in such
manner as to produce the effect of motion.
This is carrying out the idea of a toy
figure, such as a jumping-jack, the arms
and legs of which are animated by pulling
a string.

Growing Umbrella Handles

At Maule, a small village near Paris,
is carried on a singular industry which is
little known. It is a nursery for the culti-
vation of trees suitable for use as umbrella
handles, walking sticks and alpenstocks.
Nearly 5oo acres of ground are given over
to ash, oak, chestnut and maple saplings.
One year after planting these are cut off
near the root so as to make them grow
several branches, which are then kept free
from secondary stems.

The most curious part of the industry
comes the following year. Incisions are
made in the bark, thus engraving upon it
various designs. When the bark is stripped
these designs are found traced on the wood.
At the end of the third year the branches
are cut, stripped of their bark, bent into
various shapes and sent to the manufactur-
ers. Certain forms of handles are shaped
while the branches are still growing on the
trees.

Advertising Cleverly Defined

Advertising is a salesman that is al-
ways at work, but never wearies a cus-
tomer ; that calls on the same man until
Ile is convinced, but never annoys him with
his insistence ; that wastes no time, wastes
no words, and that can always gain an
audience and a hearing. Alone among
salesmen, advertising has free access to the
libraries of President Taft and Mr. Mor-
gan ; it marches unchecked past the sec-
retary of the big merchant and enters
without hindrance the store of the retailer.
When it cannot tell its story to a man in
his office it can always gain his attention
in his home. No country is so remote, no
village is so dead, that it does not go there
for orders and get them.—Saturday Even-
ing Post.
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NO FALLING OUT

Diamonds and

Precious Stones

Fine

Diamond Work

and

Jewelry Repairing

Give Us a Trial

IN OUR SETTING

MARITZ
Jewelry Mfg. Co.

217 North 6th Street

S.W.Cor. 6th & Olive Sts.

St. Louis, Missouri

Engraving and

Designing

Medals and

Enameling

Long Distance
Telephones :

Olive 247
Central 2607

DON'T FORGET THE NUMBER

CAfter February 1st we will be located

in our new headquarters—Rooms 601,

602, 603, 604, Globe-Democrat Building,

St. Louis, Mo.—WATCH US GROW.

EVERYTHING FOR JEWELERS

ALLER-WILMES JEWELRY CO.

THE NEW LINE FOR THE JEWELER
Manufactured by

Weidlich Bros. Mfg. Co.
FINE ART METAL GOODS

A Large Variety of Dreher Clocks, Jewel Cases, Glove and Handkerchief

Boxes, Candlesticks, Ash Trays, Desk Sets, Etc.

Silver, Gold and Old Brass.

Prices Low — Quality the Best

WM. WEIDLICH & BRO.
Writelor Illustrations and Priers. 623 Washington Ave., ST. LOUIS

Diamonds Watches Jewelry'

BAUMAN -MASSA
JEWELRY COMPANY

COMMERCIAL

BUILDING

6th and Olive Sts.

ST. LOUIS, MO.

Tool Material Optical Goods

J. W. CARY J. H. STEIDEMANN EDW. LANG

J. W. CARY & CO.
Exclusive Jewelers' Supplies
Watch Materials, Tools and Jewelers' Findings

Silk Guards, Spectacles, Etc. American Watch Material a Specialty

TELEPHONES 
{Kinloch, Central 3040
Bell Olive 265

302 and 303 Globe-Democrat Building

by using the new Elgin Jewel PinOVIake Money Assortment and Jewel Pill Gauge.
Being suitable for all makes and sizes of watches, it will decrease the ex-
pense of your material department. Price of one gross assorted, com-
plete with Gauge, put up in handsome wood cabinet, - - $8.00

Gutfreund-Kemper Supply Co.
WATCH MATERIAL, JEWELERS' FINDINGS, TOOLS

and OPTICAL GOODS

305-6 Equitable Building St. Louis, Missouri

CATALOG SENT UPON REQUEST TO ALL RESPONSIBLE JEWELERS

LET'S HEAR FROM YOU

W
E want to hear from live, wide-awake jewelers
and opticians who are looking for Bargains. We
know every detail of our business, buy only sure

sellers and pay practically cash for everything. " Quick
sales and short profits " is our motto. 11:I,We are ready to
show you. Write us. Everything in the jewelry and opti-
cal line. Send for our catalogue. It's out of the ordinary.

Brooks Jewelry & Optical Co.
James J. Burke, President

Third Floor, Globe-Democrat Bldg. St. Louis, Missouri

ERBER JEWELRY MFG. CO.
Emblem Class, College and SocietySend us your Orders for Pins, Presentation Medals in Gold

and Silver; Emblem and Class Rings; Platinum and Gold, Diamond Mount-
ings; Fine Raised Monogram and Bangles; Tiffany, Belcher and Fancy Ring
Mountings; Hand Chased and Set Rings of all descriptions; Special designs
furnished free.

Jewelry Reoairing of all Kinds; DiamondSend us your Jobs for Setting; Engraving,Designing and Enam-
eling; Matching Stones of any Description; Watch Case and Chain Repair-
ing; Gold, Silver and Nickel Plating; Pen Holder and Pencil Repairing;
Silverware Repairing and Plating; Optical Repairing; Gold Refining and
Assaying.

Office and Factory:

610-612-614-616 Pine Street, St. Louis

f=.11.11.11/1=1=11/1.11.11/111J11111.11S111/11
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St. Louis

The opening month of the new year finds the
jobbers optimistic, and with the trade results of
1910 very satisfactory they feel that business
conditions are favorable for 1911, and are plann-
ing their campaigns accordingly.

Business statistics for this city for 1910 show
that there was a general trade increase all around
of about 10 per cent. over that of 1909. The
final estimate of the yield and value of Missouri
farm crops for 1910, recently issued by the Board
of Agriculture, places the total value at $199,-
546,661. The local bank clearings for the nrst
week of the new year broke the record. The
total for the week was $84,452,614, as compared
with $81,746,080 for the first week in January,
1910.

Ed. Massa, vice-president of the Bauman-
Massa Jewelry Company, left Sunday, January
22d, for New York to attend the meeting of the
Executive Committee of the National Wholesale
Jewelers' Association, which takes place in that
city January 24th. He will •eturn about Feb-
ruary 1st.

All the traveling men for the various local
firms will have started out through their re-
spective territories by February 1st.

0. J. Pfeffer, president of the St. Louis Clock
and Silverware Company, left on January 20th
on a business and pleasure trip to New York. He
expects to return about February loth.

J. M. Friede, vice-president of the Eisenstadt
Mfg. Co., and wife, returned recently from a
two-weeks' wedding trip.

On Sunday evening, January 15th, Miss Myr-
tle Friede, daughter of J. M. Friede, was married
to A. Cassett, a prominent young business man
of this city.

The Meyer Hurwitz Jewelry Company, of
East St. Louis, Ill., has been incorporated with a
capital stock of $15,000 to conduct a wholesale
and retail business. Incorporators—Meyer Hur-
witz, Flora Hurwitz, Julian J. Layton.

The National Jewelry Company, of St. Louis,
has been incorporated for $12,000, one-half paid,
to do a general jewelry and optical business.
Incorporators—Morris Polishuk, Sam Krasner,
Paul Adler and David Langah, thirty shares each.

Ned Brueggemann, a jeweler of Shipman,
Ill., had his store robbed recently of twelve
watches and other jewelry.

The Franklin Avenue Improvement Associ-
ation, recently formed, has Herman Mauch, the
well-known Franklin avenue jeweler, as one of
its active members.

Robert Feickert, the South Jefferson avenue
jeweler, was recently elected a director of the
Southwestern Mercantile Association.

Frank Wallen was recently arrested for hav-
ing in his possession over ioo rings and ten gold
watches he could not account for. He was ar-
rested after giving away a number of different
pieces of jewelry to little children. He broke
down and confessed that he had robbed a num-
ber of stores, among them being a jewelry store
at Dawson, Texas. An officer from that place
came here and took him hither to stand trial. He
is supposed to have stolen about $10,000 of dif-
ferent kinds of goods in his robberies.

Chas. S. Erber, of the Erber Jewelry Mfg.
Co., returned January 1st from a three-weeks'
trip through the Southwest.

S. J. Arnold, manager for Chas. S. Erber,
Texarkana, Texas, was operated on here Jan-
uary loth, the operation being quite successful.
Mr. Arnold will resume his duties at Texarkana,
Texas, about February 1st.

A. H. Edwards, a jeweler of Charleston, Mo..

died very suddenly on January 9th from an at-

tack of apoplexy. His remains passed through

here on January loth on the way to Kansas City,

where he was buried on January 12th.
E. A. Schoenle, traveler for the Marsch-

meyer-Richards Silver Company, left on January

25th on a long trip to the coast. J. K. Venable,
traveler for the same firm, left on January 25th

for a long trip through Missouri, Kansas, Ne-
braska and Iowa.

S. T. A. Lofits, general manager of Lofits

Bros. & Co., was a recent visitor here.
Wm. Newland, of the Bolton Jewelry Corn.

pany, spent several days here recently on a buy-

ing trip.
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Al. Koetting, a popular jeweler of Malden,
Mo., was married on January 5th to a charming
young lady of that place. The happy couple went
to Kolahoma on a two-weeks' wedding trip.

Ralph Loewenstein, of the R. Loewenstein
Jewelry Company, left January 25th on a three-
weeks' trip through the South and Southwest.
M. B. Loewenstein, of the same firm, left on Jan-
uary 25th for a month's trip through North Mis •

souri and Oklahoma.
H. H. Markley, traveler for the Gutfreund-

Kemper Supply Company, left January 12th for

a three-weeks' trip through Illinois. J. E. Riley,

traveler for the same firm, left January t5th on
a month's trip through Southwest Missouri and
Kansas.

Weiss & Fassett, the diamond brokers on
the second floor of the Globe-Democrat, have just
completed remodeling their location in a very
handsome manner. L. A. Fassett, of this firm,
will leave in February for a five-weeks' trip to
the diamond markets of Europe.

Al. P. Wolff, Southern traveler; Louis Sar-
tor, western and southwestern traveler, and Joe
B. Moore, western traveler, all for the Elliott
Jewelry Company, have left for long trips
through their respective territories.

William Wolff, of Evansville, Ind., visited
his son, Al. P. Wolff, traveler for the Elliott
JeWelry Company, recently.

A. L. Blankenmeister, George Oberting and
Lawrence Oberting, travelers for Blankenmeister,
Oberting & Co., have all left on a month's trip
through their respective territories.

The Aller-Wilmes Jewelry Company have
moved to the sixth floor of the Globe-Democrat,
which gives them a much larger space than they
formerly occupied on the second floor of the
same building. W. F. Wilmes, of this firm, left
on January 20th for a several months' trip
through the West. W. J. Baird, traveler for the
same firm, left on January 25th on a two-months'
trip through the West.

H. F. Hines, traveler for the Weidlich Bros.
Mfg. Co., of Bridgeport, Conn., returned from
a three-weeks' visit at that point on January
20th, and has gone on a six-weeks' trip to the
principal Western cities.

L. E. Puellman, traveler for the Weidlich
Jewelry Company, has gone on a ten-weeks' trip
through the West. E. E. Shaw, same concern,
has gone on a long trip through Kansas and Okla-
homa. E. M. Hurst, same concern, has gone on
a three-months' trip through the southwest. Jos.
Hummel, a new traveler for the same concern,
has gone on a month's trip through Illinois and
Indiana.

Well-known trade visitors here during the
month were: A. J. Roberts, Caney, Kans.; F. P.
Wolff, Chester, Ill.; M. Wolff, Murphysboro, Ill.;
Fred Herold, Jerseyville, Ill.; J. W. Strain, Car-
rollton, Mo.; Henry Jahn, of Jahn Bros., Pacific,
Mo.; John Steck, Owosso, Mich.; Roy Goulding,
Alton, Ill.

The St. Louis Association of Credit Men
have ratified the recommendation to raise not less
than $25,000 to be devoted to a general fund being
gotten up by the credit men throughout the
United States. This fund will be used in ferret-
itur out and punishing every person guilty of
fraud against a member of the organization.

On Saturday night, January 14th, the annual
smoker given by the Eisenstadt Mfg. Co. to their
employees took place at the Mercantile Club, one
of our prominent organization's headquarters,
and it was attended by thirty-five employees of
the firm. A fine orchestra furnished excellent
music and a general good time was enjoyed.
Morris Eisenstadt, president of the company, was
toastmaster,

A. L. Bauman, president of the L. Bauman
Jewelry Company, returned January 25th from a
two-weeks' business trip to New York. All the
traveling salesman of this firm have now gone
out on their spring trios.

I. T. Fuller, traveler for the F. W. Hoyt
Jewelry Company, left on January 20th on a
two-months' trip through the northwest. C. M.
Fairley, traveler for the same company, left on
January 20th on a three-months' trip through
Oklahoma and Texas. He will make his head-
quarters at Bonham, Texas. F. W. Hoyt, of this
firm, leaves about February 1st on a three-weeks'
trip through the southwest.

251

Baltimore
The sad death is reported of Miss Annie

Henworth Hollins, sister-in-law of Henry C.
Kirk, president of Samuel C. Kirk, Son & Co.
Miss Hollins was very prominent socially and
was connected with a number of the foremost
clubs of this city.

The Maryland Retail Jewelers' Association
bowling league have resumed their practice at the
Plaza Bowling Alleys, Fayette and St. Paul streets.
Appropriate souvenir postal cards have been sent
to the jewelers announcing this fact, and addi-
tional information as to dates, etc., may be ob-
tained from Secretary Euler. It is stated that
the association hopes to be able to obtain a re-
turn match with the Washington, D. C. jewelers
to be rolled at Baltimore at an early date.

The sale of the stock of John Kann, which
has been carried on at a store on West Lexing-
ton street for some few weeks, has been discon-
tinued. Mr. Kann formerly conducted a jewelry
store on North Eutaw street.

Berman's Jewelry Shop, 29 West Lexington
street, received the attentions of a window-
smashing thief and several watches, rings and
bracelets were abstracted from the display. The
loss is estimated at approximately $100. The job
Inas very clumsily done, a glass-cutter probably
having been used which splintered the glass into
thousands of pieces.

Abraham Brierfield has been brought here
from Woodville, Ontario, to answer to a charge
of larceny of jewelry to the value of $9oo from
the Harry E. Beck Jewelry Company, having offi-
ces in the Equitable Building. It is alleged that
Brierfield, who had been employed by the Beck
Company as a salesman, absconded with the jew-
elry, and that articles to the value of nearly $600
were recovered from the local pawnshops, where
he had pledged them. Brierfield left the com-
pany's employ over a year ago. He has a wife
and several children living in this city.

The Charles C. Stieff Co. furnished the. hand-
some silver set of six pieces and tray which was
presented to Colonel Jerome H. Joyce early last
month by the citizens of Baltimore in recognition
of the splendid enterprise and faithful service
rendered the city in securing the first aviation
meet held in Baltimore November 2d to loth,
igio. The set which is a duplicate of the one
presented by the ladies of Baltimore to Admiral
Schley some time ago, consists of an urn, teapot,
coffee pot, sugar bowl,. cream pitcher and waste
bowl and a tray which alone weighs 2oo ounces,
and on which is engraved an appropriate inscrip-
tion. The set is a work of art and weighs be-
tween 500 and 600 ounces.

Samuel B. Ross, 509 West Baltimore street,
was visited early last month by some unknown
gentleman who, instead of merely leaving his
card when he found that the proprietor was not
in, walked off with stock to the value of about
$50. A dusky gentleman by the name of Brown
was later picked up by the police charged with
the offense and was committed for trial in court.

Roy Bowen, 21 years of age, living at 618
North Broadway, was arrested just as he was
about to leave this city for Washington on the
charge of breaking and entering the manufactur-
ing jewelry shops of Charles E. Oberheim, 223
North Calvert street, and of Henry Heil & Son,
202 North Calvert street. In both instances en-
trance was gained by the raising of a window on
the ground floor, allowing of admission to the
main hallway, and in the case of Mr. Oberheim
the window in the door was broken. Bowen got
a large quantity of scrap and stock gold, silver
and base metals besides several pairs of opera
glasses, a number of bracelets and belt buckles,
the latter finished or in the process of manufac-
ture, a quantity of jobbing stones, gold testers
and a set of diamond scales. With the excep-
tion of the scales, stones and some of the scrap
material, all the stolen stuff had been packed in a
traveling bag belonging to Mr. Heil and checked
at the Washington, Baltimore and Annapolis Rail-
way Station to be later taken to Washington.
The scales and stones had been sold to other
manufacturing jewelers, but later recovered. All
the goods have been identified and Bowen ad-
mitted his guilt. He is being held under bail of
$2000 awaiting trial by court.

(Continued on page 253)



252

A. G. SCHWAB & SONS
Wholesale Jewelers

LOOSE DIAMONDS

Elgin, Waltham, Howard,
Illinois, Excelsior and
New England WATCHES

MOUNTED

Boss, Crescent, Crown,
Gold Filled and Keystone
Solid Gold CASES

Latest designs in up=to=date Jewelry
Send in your orders from our New 1911 Catalogue 

31=39 E. Fourth St. :: CINCINNATI, OHIO

Sane Jewelry Buying:
ciJ The successful jewelry buyer is coming more and more to realize that his success
depends largely upon where in the line between under- and over-buying, he sticks
his peg.

The GREAT AMERICAN JEWELERS' CATALOGUE was compiled to
assist the jewelry buyer to stick his peg in just the right spot. You cannot afford
to over-buy nor can you afford to under-buy. These two evils are responsible for
seventy per cent. of the failures in the jewelry business. They are impossible when
you use the GREAT AMERICAN JEWELERS' CAT,ALOGUE because you
buy only what you want and only when you want it.

There is no question about the style, quality, selection or price. We back every
article shown in it with every inch of our commercial standing. It's the Webster
of buying guides—the "What's what" in the jewelry business. Send for one.

THE OSKA1V1P=NOLTING COMPANY
CINCINNATI, OHIO

February, 1911 TI-1

Philadelphia
Joseph Harrison Brazier, formerly an active,

and more lately a silent partner in the business
of J. E. Caldwell & Co., died on January isth
at his home, Eighteenth and Pine Streets. The
deceased became identified with the Caldwell Co.
in 1865 and quickly became a partner of the
founder, J. E. Caldwell, father of the present
senior member of the firm. In 1901 he retired
from active membership but continued as silent
partner until his death. Mr. Brazier was promi-
nent in social circles and was a member of the
Union League, the Art Club and the Country
Club. He was also much interested in the work
of the Historical Society of Pennsylvania. The
funeral was held on January 15th at St. James
Episcopal Church, Twenty-second and Walnut
Streets, and was largely attended by relatives and
friends, including members of the various or-
ganizations with which he had been identified.

The Philadelphia trade learned with regret
of the death of Henry Weber, a 'well-known
jeweler of Lancaster, Pa. His death was due to
exhaustion following a surgical operation. The
deceased was a native of Philadelphia and moved
to Lancaster when a young man. He learned his
trade with his brother, the late Louis Weber, of
Louis Weber & Son. He was only 45 years old
at the time of his death but had built up a
prosperous business both in the jewelry and op-
tical lines. He is survived by his wife and
daughter.

F. Friedel, of Eighth and Sansom Streets, is
generously passing the Havanas over the arrival
at his home of a bouncing baby boy.

A goodly contingent of the Philadelphia trade
leaders journeyed to New York last month to
attend the banquet of the Jewelers' 24-Karat Club
in that city.

The Philadelphia Optical Club gave a benefit
last month at the Walnut Street Theater, the
purpose being to expand the fund for furnishing
the club, the prosperous future of which now
seems assured.

The local trade took a prominent part in the
movement to raise the $1,000,000 fund for the
local Y. M. C. A. Ira D. Garman, President of
the Pennsylvania Retail Jewelers' Association, was
named among those to solicit funds from the
jewelry trade. Substantial donations of Woo
each were given by J. E. Caldwell & Co. and
the Bailey, Banks & Biddle Co., while practically
all the other leading jewelry and optical houses
made liberal contributions. The officers and em-
ployees of The Keystone Watch Case Co. and
The Keystone Publishing Co. were also generous
givers.

Col. J. Warner Hutchins, as a member of
the staff of Governor Stuart, attended the ban-
quet given in honor of the latter at the Bellevue-
Stratford upon his retirement from office. The
Colonel now occupies his new store at Thirteenth
and Walnut Streets and is better prepared than
ever for a record-breaking year's business.

Among the visiting trade last month were
Mr. and Mrs. Thomas J. Apryle of Johnstown,
Pa., who have many warm friends in this city.

The McIntire, Magee & Brown Co., manu-
facturing and wholesale opticians, 723 Sansom
Street, are now completing the extensive renova-
tion and general improvement of their establish-
ment. The large building is entirely devoted to
the purposes of the firm and both the mechanical
and business departments have been furnished
with every equipment and appliance that would
facilitate the rapidly growing business.

D. V. Brown, manufacturing and wholesale
optician, is having both the useful and the orna-
mental parts of his establishment gone over. In
the salesrooms the decorators have been at work
renovating the papering, etc., and at the same
time he has had builders employed in enlarging
and altering the factory. Looks as though Mr.
Brown had faith in a good year's business.

Jacob Garber, 734 Sansom Street, will move
to 733 Sansom Street on February 1st.

Atlas & Fisher, diamond dealers and manu-
facturing jewelers, Seventh and Sansom Streets,
have dissolved partnership. Mr. Atlas has started
business temporarily at 127 South Seventh Street.

KEYSTONE

He has purchased the building 721 Sansom
Street and will occupy it after rebuilding. Mr.
Fisher will remain in business at the old stand.

The automobile show which was recently held
in our city attracted a large number of visiting
jewelers.

F. M. Harder, formerly with Lyons & Mc-
Pherson, of Tamaqua, Pa., has purchased the
jewelry store of W. A. Stocker & Son, of Bangor,
Pa., and will do business there under the name
of F. M. Harder & Co.

An exhibition of jewelry, many of the pieces
being of great antiquity, was held last month in
the Rosenbach Galleries, 5320 Walnut Street. The
collection is that of Signor Edgar Perera and in
interest surpasses any similar display of the kind
ever held here. There are more than poo pieces
in the collection and while many of them have
been obtained by excavation in Upper Egypt and
at Tarentum, near Rome, there are some ancient
pieces that have been submitted to modern set-
tings by Signor Perera. The latter demand more
than the usual amount of enthusiasm from the
collector.

Andrew V. Brown, of D. V. Brown, who
has been on a pleasure trip as far South as
Texas, has returned to the city. His friends say
they never saw him looking so well and he states
that he had a very pleasant trip.

Baltimore

(Continued from page 251)

The Phillipsborn Co. have added a jewelry
department in their ladies' wear store. The firm
will only handle, however, such goods as will find
ready sale in connection with their other lines.

E. D. Sturmer, of Easton, Md., took a busi-
ness trip to Philadelphia last month.

The following out-of-town jewelers were
visitors in this city during the past month : F. J.
Wright, Denton, Md.; R. L. Bargelt, Woodstock,
Va.; P. R. Lawyer, Berkeley Springs, W. Va.; and
W. W. Taylor, Herndon, Va.

The Merchants and Manufacturers' Associ-
ation reports that many merchants have taken ad-
vantage of the spring rebate offered to them as
an inducement to trade in this city. The associ-
ation agrees to repay one-half the cost of a
round-trip fare to any individual or concern who
purchases from its members goods to the value
of $12oo. This offer holds good until April 55th.
Last year the purchases made from the whole-
salers under this offer amounted to over $r,600,-
000, an average of about $1721.

George H. Rober has accepted a position with
the firm of J. Engle & Co., to cover the Gulf
States for that firm vice A. G. Kaiser, who will
look after the local trade. The former will soon
start out for his territory, as will Oscar Samuels,
covering the Virginias and Carolinas, and Albert
Smyth, covering West Virginia, Pennsylvania and
Maryland.

J. Gamerman, formerly located at 424 North
Calvert street, is now located at 317 North Gay
street. It will be remembered that last year Mr.
Gamerman received a reward from the Wash-
ington police in recognition of his aid in the cap-
ture of a jewelry thief wanted in that city.

Arthur Wallenhorst is in New York City
on a business trip.

Gilbert Freundlich, of the Baltimore Bargain
House, visited the various manufacturing firms
located in Providence, R. I., in the interests of
his firm.

William M. Mueller has been elected to mem-
bership in the Jewelers' Security rdliance.

Pinto Bros. will shortly take possession of
their new store on North Eutaw street, near Sara-
toga street.

Edward M. Oppenheimer is confined to his
home by reason of illness. Mr. Oppenheimer has
been on the sick list from time to time during the
past six months, although not seriously enough at
times to prevent him staying away from business.
He is very well known to the trade, being a
member of the firm of W. J. Oppenheimer &
Sons, of 521 West Baltimore street, and the con-
dition of his health is regretted.
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New York Retail Jewelers' Association

A meeting of the Retail Dealers' Associa-
tion was held in the Cosmopolitan Club in Wil-
liam Street, Buffalo, last month, to arrange for
the State convention of jewelers, which will be
held in that city on May 23d, 24th and 25th. Al-
bert Zilliox, president of the local association,
will have charge of the arrangements. Louis
Schutt was selected as secretary of the arrange-
ment committee.

The convention will be the second held by
the State association. Its first convention was
held at Rochester last year, when it brought
nearly 400, including delegates and their wives
to Rochester. This year's convention is expected
to be much larger. Over $500 was subscribed
at the retail dealers' meeting toward a fund to
defray the expenses of the convention.

Fred J. Dorn was made chairman of the
committee on hotels and Fred J. Peterson of
the publicity committee. The programme will in-
clude a trip to Niagara Falls and a banquet.
Eugene Tanke and Louis Schutt, of Buffalo, are
directors of the State association. Albert Zilliox
is one of the vice-nresidents.

"Retail Advertising—Complete"

A neat 270-page volume filled with practical
business information for the retail dealer in all
lines of business has just been issued by Byxbee
Publishing Co., 324 Dearborn street, Chicago.
The title of the book is "Retail Advertising—
Complete," and the author is Frank Farrington,
who is a recognized specialist in this class of
literature. The twelve chapters cover the mat-
ter of retail advertising in all its phases, includ-
ing the compilation of advertising matter, the
best mediums, store and window display, adver-
tising novelties, trade-bringing schemes, special
sales, mail order business, etc. The book is well
worth the publishers' price, $1.00, to any progres-
sive retailer.

The Ad Writer
You will never make a great success of business
unless you advertise right. Have your copy pre-
pared by a man who knows how. The Ad
Writer is the best friend you can ever have; you
can never pay him what he is really worth to
you and you can never pay him for the great
good he does for your business. —THE KEYSTONE.

I know how to prepare copy—
how to help you advertise right.
I am writing business-bringing
advertisemen ts — advertise-
ments that really increase sales
— for jewelers and opticians
in nearly all the states in the
Union.
Here's a letter in evidence:

Our business for the second year has
been very good, having enjoyed an
increase of nearly so , which in no
small part we feel indebted to you for
your kind assistance with the ads.
—VIRGIN St YOUNG, Jewelers,

Macon, Ga.

I will prepare von a three
months' trial campaign — 24
newspaper ads and 3 follow-up
letters —for $I o.
Send me your order today.

Norman R. Williams
Specialist in Jewelry Store Advertising

902 Marshall Field Building
Chicago
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JOS. NOTERMAN & CO.

DIAMONDS

c.,VIanufacturing Jewelers
Makers of Fine Jewelry

Diamonds Recut

CINCINNATI OHIO

THE DORST COMPANY
Special Manufacturing Jewelers

for the Retail Trade

  OUR SPECIALTIES  
Diamond Mountings, Jewelry, Case-Repairing,

Emblem Goods, Jewels, Medals, Badges, Class

Pins, Engraving and Enameling

Lion Building Long li/4iasiaili2c516Phone Cincinnati, 0.

A. J, THOMA, President
FRED THOMA, Vice-President

RICHTER & PHILLIPS
THE LEADERS

Importers di DIAMONDS
Jobbers of WATCHES and JEWELRY

Silverware and Sterling Novelties
The very latest in Solid and Filled Jewelry

SEND FOR OUR CATALOGUE

5th and Vine Streets Cincinnati, Ohio

L. GUTMANN & SONS
DIAMONDS, WATCHES

and JEWELRY

WHOLESALE ONLY

We carry the very latest and best of everything in Gold
and Gold Filled Jewelry. Our stocks are always complete
and we guarantee Quick Service.

WHOLESALE ONLY

Traction Building Cincinnati, Ohio

JEROME THOMA, Secretary
CARL A. THOMA, Ass't Sec'y

THE THOMA BROS. CO•
ESTABLISHED 1868 INCORPORATED 1909

IMPORTERS AND JOBBERS OF

Jewelers' Tools and Supplies

Watches, Chains, Fobs, Lockets,

Bracelets, Mesh Bags, Etc.

14-16 E. Fourth Street Cincinnati, Ohio

George A. Klein
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Eugene A. Frommeyer

We Miller Jewelry Co.
LEADERS IN

OMASONIC JEWELRY

First in the Field. First in Design. First in Quality

and Finish. We make an especially strong line.

We are also prepared to fill all your orders for special

designs. V Send for Memorandum Selection.

Lion Building Cincinnati, Ohio

Edward M. Klein

KLEIN BROS. CO. r-■0
Wholesale Jewelers

A
WATCHES, DIAMONDS and JEWELRY

GOLD and GOLD FILLED JEWELRY

AND NOVELTIES
0 0

t 14-16 E. 4th Street : Cincinnati, Ohio
Boylan Building
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ALBERT BROTHERS
COMPLETE OUTFITTERS

FOR JEWELERS

WHEN IN TOWN VISIT OUR SALESROOM

GET THE HABIT OF USING OUR CATALOGUE

It is the standard of all buying guides. We'll send

you one for the asking.

Merchants Building • •. . Cincinnati, Ohio
West 6th, between Vine and Race
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Cincinnati
The annual dinner and the

Wholesalers' grand ball of the Cincinnati

Annual Feast Wholesale Jewelers' and Man-
ufacturers' Association this

vcar proved to be the greatest success both from

the point of jewelers in attendance and in a

social way of any similar event ever given by this
association of prominent Cincinnati business men.

Upon the suggestion of Louis Homan, of the
Homan Manufacturing Company, chairman of

the Committee on Entertainment, the wives and
daughters of the jewelers were invited to attend
the annual feast and the ball, a special feature

of this annual gathering of the clan.

As the jewelers and their ladies arrived at
t he ninth floor of the Sinton Hotel, they were
greeted and most heartily welcomed by the En-
tertainment Committee, consisting of Louis Ho-
man, of the Homan Manufacturing Company;
A. J. Thoma, of the Thoma Bros. Co.; Joseph
Noterman, of Joseph Noterman R. Co.; Julius
Jacobs, of D. Jacobs' Sons Co., and Irwin Her-
titan, of Herman & Loeb. The ladies were es-
corted to the grand ball room, and soon the
heart made merry and the feet light by the sweet
strains of waltz music rendered by a full stringed
orchestra, hidden by a bank of potted palms and
ferns.

The ball continued from 8.30 until 11.30
o'clock, at which time the dancers were invited
to partake of a feast in the big banquet hall,
which had been transformed into a veritable
Garden of Eden with cut flowers, shaded lights,
snowy linen and potted plants, and it was a
case of "Let good digestion wait upon appetite
and health upon both. Lucullus himself would
have heaped meeds of praise upon the brows of
the chefs had he been permitted to have sat at
the snowy tables. Here old friendships and
social acquaintances were renewed, and wit,
laughter and beauty vied with one another to
make the evening one never to be forgotten by
the scores of jewelers and their wives who were
present. After the best of good things from
land and sea and from the sunny vineyards of
many lands had been partaken of the jewelers
and their wives strolled about the great halls
and long, rich corridors, later returning to the
ball-room, where they again were lost in the
entrancing mazes of waltzes sweet and dreamy.

Cincinnatians stood in the
Roosting of streets and wondered if their
Ku-Kus eyes and ears deceived them.

They could not be mistaken.
Spring had come, for on every hand were the
surest harbingers of nature's awakening the
Ku-Kus. The feathered fraternity were flocking
to their nesting place in the North Cincinnati
Turner Hall for the first grand roost of the new
year. The gathering of the feathered friends
proved to be a most hanpy event. Having in-
vestigated their past and being convinced they
have the requisites of good members of the noble
order, the Ku-Kus proceeded to admit to their
nest the following birdlings : Edward Metzger,
Ifarry Schmidt, William Buchreitz, Ernest Ass-
mann, Magnus White, H. W. Von Unruh, Henry
J. Meyers and Harry L. Schmidt. After a most
hearty welcome to the cosy nest the feathered
fellows proceeded to make merry for the re-
mainder of the evening, which they did with a
right good will. The bowling alleys were kept
hot, and the pin boys worked as never before as
member after member made ten-strikes, spares
and occasionally shot the ball down the gutters
"just for fun." The fun continued fast and
furious until the bells tolled out the coming of
morn, when the old and their new-found friends
and feathered fellows hied themselves to their
down nests and to restful sleep.

One of the most daring dia-
A Daring mond robberies ever perpe-
Robbery trated in Cincinnati, but one

of the "luckiest," as it might
be called, took place during the holidays in Vine
street. A man, who later gave the name of John
Kane, 27, of Chicago, deliberately broke the
show window of George Simper's retail jewelry
store, at 717 Vine street, while the street was
filled with holiday throngs, and seizing a tray
of diamonds valued by Mr. Simper at about
$1o,000, dashed up Vine street. Mr. Simper heard
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the crash and the falling glass and dashed from

the store and in pursuit. He was followed by a

crowd of citizens, which grew to almost a thou-

sand within the distance of a square. Mr. Sun-

per followed him, leading the mob, but fell in

Garfield Place and injured his wrist. Just as the

mob was about to seize the man he leaped

through the doorway of a bake shop. The mob

was after him again, immediately. The man hid

in a closet, and the baker seized his revolver and

started in after him. Just as he tried to force

the door open the thief emerged with two drawn

revolvers. Firing a shot the robber frightened

his pursuers, and they fled. Then he ran from

the bakery and hid in a hay loft in Court street,

where the police finally caught him. After he

had been "sweated" by the police the man ad

mitted his name is not Kane and said it is Ross-

man. The police say Rossman is a Cincinnati

man, was• born in upper Elm street, and that

he was arrested here four years ago and sent to

Chicago. where he was wanted in connection with

a safe-blowing job.
Cincinnati has a new jewelers' supply house.

Charles Swigart, until recently a traveling sales-

man for the E. & J. Swigart Company, jewelers'

supply dealers in the Merchants' Building, Sixth

and College streets, has opened a jewelers' sup-

ply store in the Provident Bank Building, Sev-

enth and Vine streets, with A. J. Oswald, form-

erly in the jewelry business in Crawfordsville,

Ind. The new firm is known as Charles Swigart

& Co. Mr. Swigart and partner have leased two
large rooms adjoining their office room in the
bank building and have them fitted up with stock
and display cases ready to cam. on their busi-

ness. Both Mr. Swigart and Mr. Oswald are
thoroughly familiar with the jewelry and jewel-
ers' supply business, and their many friends pre-
dict for them great success in their venture.

H. A. Sisson, who has been in charge of the
Loring Andrews Company's diamond department
here, left after the first of the year for New
York to take charge of a jewelry house there.

Cincinnati has a new wholesale jewelry
house. E. C. Poage for nine years secretary
and general manager of the George W. McAlpin

Co., a large department store here, has resigned

his position with the McAlpin Company, and
with his two sons, Clifford B. Poage and Earl
M. Poage, who have been in business in Nor-

wood for three years, is engaged in the whole-
sale jewelry business in Rooms Nos. to8 and 509,
Bell Block, as Poage & Co. The new firm will

carry a large line of popular-priced goods.
An order ot dismissal was entered December

31st in the Federal Court here in the case of
the Star Watch Case Company. of Minneapolis,
Minn., against A. & J. Plaut, wholesale jewelers.

The Star Company sued several months ago to
recover $8,549.70 alleged to be due it because of
a supposed breach of contract growing out of its
furnishing the Plaut Company some watch cases.

The Plaut Company maintained the cases were

not as represented. The entry of dismissal says
a compromise has been effected in the case.

Walter Brown, buyer for the E. & J. Swigart

Co., is confined to his home with a heavy cold.
The engagement of Miss Emma Plaut, daugh-

ter of A. Plaut, the well-known member of the
wholesale jewelry house of A. & J. Plaut, to Mr.
Laurence L. Brown has been announced.

J. W. Solar, of the E. & J. Swigart Co., re-
ports that the company's handsome new cata-
logues will be ready to be mailed to all legiti-
mate dealers who request a cony in the very near
future. The company has spared neither time
nor money to make this catalogue the very best
it has ever published.

A. & J. Plaut, wholesale jewelers, Fourth
street, are. now snugly at home in their fine new
quarters in the new Schmidlapp Building at
128-130 East Fourth street. The company has an
entire floor, which is declared to be the best
lighted and most elaborately furnished in this
part of the country.

Herman Poppendieck is now traveling for
Richter & Phillips in Ohio, Indiana and Michigan.

S. Strauss, of Lindenberg, Strauss & Co.,
wholesale jewelers, was in Chicago early in Jan-

uary on business. Mr. Strauss and L'l-0-r travel-

ing men of the firm have left on their iirst trip

since the holidays.
A. G. Schwab, president of the National As-

sociation of Wholesale Jewelers, attended the

banquet of the Chicago Wholesale Jewelers' As-

sociation January loth. He also attended execu-

tive meetings of the National Association of

Wholesale Jewelers in New York later in the

month.
Henry and Mrs. Hahn are spending the win-

ter at Florida and Mississippi resorts.
Milford and Leonard Fox, of The Gustave

Fox Company, have just returned from a busi-

ness trip to New York, where they purchased

complete equipment to manufacture a line of lo-

karat gold jewelry. The firm will take over the

basement of the building it now occupies for this

new line of work. Mr. Audretch, a New York

expert in his line, has been secured by Mr. Fox

as foreman of this particular department.
Charles T. MacConnell, of the Homan Manu-

facturing Company, is now manager of the Chi-

cago branch of the company. This includes all

of the company's western territory.
Cincinnati jewelers have received word that

King & Metzger, jewelers at Lexington, Ky., de-

cided to dissolve partnership January 15th.
Henry Ostendorf, well-known jeweler of

Vincennes, Ind., is buying the "smokes" for his

friends. It's a boy, and a mighty fine one, too.

Sidney Hirshfield and Harry Greenwald are

now traveling for the D. Jacobs' Sons Company,

wholesale jewelers. Mr. Greenwald succeeds A.

Spiegel. The firm now has nine traveling repre-

sentatives.
D. J. Gutmann. of L. Cutmann & Sons,

wholesale jewelers, left Cincinnati January t8th,

accompanied by Mrs. Gutmann, for a tour of

Europe, the Orient and India. They will be away

four months.
W. F. Willman, successor to Mesch & Will-

man, wholesale jewelers, left January 22d for a

four-months' trip through the South.
August Goessler, of Pomeroy, Ohio, was the

guest recently of A. Herman, of Herman & Loeb,

wholesale jewelers.
The 0. N. G. Club gave a musical and re-

ception Monday evening, January 2d, in the par-

lors of the Palace Hotel. After a delightful

programme arranged by the past president and

officers all were invited to the banquet room.

Covers were laid for thirty-six. The table was

beautifully decorated in blue and gold, the club

colors. Miss Anna Steinhart was toastmistress.

After a stirring address by the president, Miss

Myrtle Rhonemus, the following toasts were re-

sponded to : "Sweethearts and Wives," Mr. E.

W. Allen ; "The Ladies," Mr. Albert Siemer;

"Success to the 0. N. G. Club," Mr. Chas. Grift.

A musical programme followed. Miss Bertha

Etter, Anna Steinhart, Nora Davis, Pauline Seidel

and Mrs. E. W. Allen received the guests. Miss

Ruth Taylor will be hostess at the next meeting.

The annual election of the Cincinnati Whole-

sale Jewelers' and Manufacturers' Association was

held on the night of January loth. The follow-

ing are the new officers: President, A. J. Thoma,

of the Thoma Bros. Co.; Vice-President, Fred

Phillips, of Richter & Phillips; Secretary, Edward

H. Croninger; Treasurer, Joseph Noterman, of

Joseph Noterman & Co. Executive Committee—

Aaron Herman, of Herman & Loeb; George J.

Gruen, of the Gruen Watch Co.; Louis Homan,

the Homan Mfg. Co.: Julius Jacobs, the D.

Jacobs' Sons Co.; Jacob Frohman, of Frohman

& Co. The Nominating Committee consisted of

Ed. Albert, of Albert Bros.; Joseph Noterman, of

Joseph Noterman & Co.; and Sig. Strauss, of

Lindenberg, Strauss & Co. Mr. Simon Linden-

berg, of Lindenberg, Strauss & Co., is the asso-

ciation's retiring president.
Among the out-of-town jewelers who bought

goods here the past four or five weeks are: D. A.

Lamb, Wilmington, Ohio; J. S. Whisler, Marion,

Ind.; S. E. Simmons, East Monroe, Ohio; D. D.

Elliott, Hope, Ind.; A. E. Johnson, Versailles,

Ohio 
' 
• A. J. Polan, Charleston, W. Va.• P. W.

Stark, Manchester, Ohio; Leonard NicLoney,
Miamisburg, Ohio ; J. E. Zimmerman, Bellaire,

Ohio • Mrs. George Foster, Cynthiana, Ky.; Lily
Cynthiana, Ky.; George Shotwell, Butler,

Ky.; C. Vogel, Guilford, Ind.; B. Zimmerman,

Martins Ferry, Ohio ; A. M. Stamm, Williams-

berg, Ohio ; H. S. Freelan, Seaman, Ohio; J. M.

Neth, Eaton, Ohio; H. 0. Rohr, Cynthiana, Ky.;

W. H. Tewell, Madison. Ind.; C. H. Mann, Will-

iamstown, Ky.; V. G. Mann, DeMossville, Ky.;'

Wm. J. Heins, Knoxville, Tenn.: F. S. Breeden,

Knoxville, Tenn.; 0. W. Smith, Carrolton, Ky.
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Wait for Our Travelers' Trunks
Our travelers will be in the field with their trunks early in February.
We commend them to your favorable consideration.

It has been our endeavor this season to fill our travelers' trunks with tried and
proven sellers only. How well we have succeeded in this endeavor can easily be
proven by an inspection.

Whether you buy or not, you cannot afford to miss an opportunity to inspect these
trunks. We pride ourselves on the completeness of the lines shown in them and we
are certain that an inspection of them will prove a commercial tonic to you and
your business.

Allow us to reassure you in reference to prompt service and courteous treatment.
We appreciate your patronage, but want to emphasize, we wish to safeguard your
patronage by earning for ourselves and our travelers your esteem and confidence.

STEIN & ELLBOGEN CO.
Diamond Cutters, Importers and

Wholesale Jewelers

COLUMBUS MEMORIAL BUILDING, CHICAGO

OUR TRAVELERS:

Frank M. Trew,
Northwest

Leo Stein,
East

H. G. Schramm,
West and Pacific Coast

M. Silverberg,
Middle West

J. Hagen,
, North and parts of Illinois

David Ellbogen,
Illinois and Wisconsin

H. A. Hammond,
Chicago and Vicinity

Otto Lieberman,
Central States

February, 1911 T H E

New England
The tenth annual banquet of the Retail Jew-

elers' Association of Boston was held at the

American House January 5, 1911, seventy-five

guests and members being present. S. W. Shar-

witz, of the Lenox Jewelry Co., Jewelers' Build-

ing, president of the association, was in the chair

and filled the position admirably. The guests and

members were received by the Executive Com-

mittee, consisting of S. W. Shornitz, J. J. Round

and Frank N. Nathan, after which the president

took the head of the table. As announced on the

card of the menu, which was of the highest order

and contributed largely to the enjoyment of the

evening, no set speeches were made. While the

banquet proceeded Mr. McDevitt, a well-known

local vocalist, entertained the company with a

selection of choice songs well rendered. He was

accompanied by the orchestra. A pleasant sur-

prise was given to the banqueters in the form of

a specially arranged entertainment by the leading

professional artists. This proved a most welcome

diversion in the programme, and all the perform-

ers were loudly applauded. The occasion was a
memorable one in the history of the association,

and marks the conclusion of a decade of pros-

perity as a social organization of business men.

The Reception Committee comprised the follow-
ing: C. G. Beckwith, L. G. Hamlin, W. L. Swapp,
L. H. Burack, E. H. Hurst, John N. Woodbury,
A. Lipp and E. L. Britt.

The Boston Jewelers' Club recently held its
annual banquet at the Hotel Somerset. The
Executive Committee, as usual, had prepared a
fine programme for the annual event, and the
members of the Boston trade certainly had a
most enjoyable time.

George J. Strobel, of Lake & Strobel, Wa-
terbury, Conn., was a visitor to New York City
last month.

Davis & Hawley Co., of Bridgeport, Conn.,
are to open up a branch store in Waterbury,
Conn., at a place formerly occupied by the
Upson-Rogers Company.

W. S. Ingraham, of the E. Ingraham Com-
pany, of Bristol, Conn., was confined to the house
last month with an attack of rheumatism.

The American Silver Company, Bristol,
Conn., report an increase in business during 1910
and a bright outlook for 1911.

The Sessions Clock Company, Forrestville,
Conn., report a large demand for their eight-day
brass clocks. These eight-day clocks are some-
thing unusual in the brass clock line in that they
keep good time, due to their excellent adjustment.

A. N. Clark & Son, Plainville, Conn., state
that there is still a large demand for their watch-
keys, which shows the up-to-date jeweler is alive
to the fact that watchkeys are a necessary article
to have in order to satisfy that part of their trade
that use key-winding watches and to cater to the
transient who may become a permanent customer
by being served in this regard.

The regular annual meeting of R. Wallace &
Sons' Mfg. Co. was held last month, January
3d and 4th, in Wallingford, Conn. Salesmen for
this vast organization from the North, East,
South and West, thirty-five in all, coming to
take part in the business activities that trans-
pired and partake of social cheer around the
festive board. The plans and policy for 1911
were discussed and new goods mapped out for

the coming season. The two days' strenuous
work over the evening of the second day found
the organization at Oak Dale Tavern indulging
in a banquet until the wee small hours. L. A.
Burt, the veteran of the traveling force. acted

as toastmaster, and all present had some story
or good word to pass along.

Nelson A. Bero, of Burlington, Vt., is now
in his new store which is furnished in an up-

to-date manner with new show cases and mirrors.
This store may be said to be one of the finest in
Vermont. Mr. Bero reports a very good business.

H. M. Hutchins, of Westbrook, Me., has
been laid up with a broken tendon. From last re-
ports he was getting along quite nicely.
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Governor Draper, before his term expired,
appointed Harry T. Brown, who is vice-treasurer
of the Waltham Watch Company, to a vacancy
on the inspector-general's staff in the State
militia, which carries with it a promotion from
the rank of captain to that of major. For the
past year Major Brown has been detailed as an
aide on the Governor's personal staff.

Announcements have been sent out by the
Floyd Mfg. Co., which manufactures jewelry
novelties in West Somerville, Mass., to the effect
that Frank L. Scott was now connected with that
firm, and that the firm's name was to be the
Floyd-Scott Co. Mr. Scott has been identified
with the jewelry and fancy goods business for
fourteen years, and after this the Floyd-Scott
Co. will make a specialty of jewelry and leather
novelties, combs, etc., in addition to the line
which it now makes. Mr. Scott is the vice-
president and general salesmanager of the com-
pany, which will establish an office and sales-
room in New York at 621 Broadway, in the
Cable Building.

Plans are now being made for the conven-
tion of the United Commercial Travelers, to be
held in New Haven, Conn., in June. The organi-
zation now comprises about 5o,000 members and
includes many jewelry representatives.

H. Levy, of the Boston Diamond Cutting
Company, 387 Washington street, Boston, has
bought out the interest of Bernard J. Weiner,
who until recently was a partner in the concern.
Mr. Levy will continue the business with John
Ohania, who for years has been well known
throughout New England as an importer and cut-
ter of diamonds and precious stones.

The E. Howard Clock Co. has just installed
a watchman's clock system for the Rhode Island
Coal Co., of Rhode Island; also a special de-
signed clock for the interior of the Hotel Plaza,
Boston.

H. S. Walker has opened a new storf: in
Somerville, Mass.

The business of the late Geo. W. Hazen,
chronometer- and watch-maker, who was for
thirty-two years at No. i City Hall avenue is
now established by the estate at No. 9 Hamilton
Place.

The transfer of the stock of Bigelow, Ken-
nard & Co. from the West street portion of their
store to the Tremont street section has been
completed and the contractors have taken pos-
session of the portions to be raised.

W. E. Morse, of Burlington, Vt., has added
new show cases to his store. Mr. Morse's brother,
of Lydonville, Vt., is now in business with him.

Frank A. Andrews, of School street, Boston,
Mass., has moved his business to a new location.
Mr. Andrews has secured the store recently va-
cated by the Emerson Shoe Co., in the Winthrop
Building, corner of Water and Washington
streets. Mr. Andrews needed a larger store, and
he has also secured a better location.

H. Fellman, 132 Main street, Woonsocket,
R. I., recently had one of his large plate glass
windows broken by thieves, who made an at-
tempt to break into his store by throwing two
large stones through the windows, making two
holes in the same, and also smashing the show
cases on the inside. The thieves did not get any
booty and must have been frightened away.

F. L. Parkhurst, of Fitchburg, Mass., re-
cently had trouble with his eyes and has been
using a wash to help them. One day he used a
solution not intended for his eyes and seriously
retarded his recovery. But from last reports he
was getting along nicely.

A. A. Lupein, of Pawtucket, R. I., was re-
cently elected a member of the Auditing Com-
mittee of the Pawtucket Merchants' Association.

Watson Stanley, watchmaker for Lester D.
Clark, of Springvale, Me., has been laid up with
stomach trouble.

A. W. Hayes, of Dover, N. H., has added a
new cash register to his store.

Alvin Gunnison, of Gardner, Mass., has
moved from the store under the reading room in
the Symons & Reed BlocK into the Waite Block
on Central street.

W. Richard Upson has resigned his position
with the Upson-Rogers Jewelry Co., Waterbury,
Conn. Mr. Upson announced his intentions that
he would continue his practice of optometry and
the manufacture of prescription lenses.

W. P. Bullard, optometrist, and Carl H.
Skinner, dealer in precious stones and art jew-

elry, have moved from 12 Milk street to 2 Park
street, where they have a much larger store and
better location. The front of the store is taken
LIP by Mr. Skinner with his jewelry department.
Mr. Bullard and Mr. Thomas have the large
examination rooms in the rear of the store. The
store is well lighted from the front by very high
windows which face the Boston Common; the
remainder is lighted by two immense electric
chandeliers which are of Colonial iron design
suspended by three large chains. Each chandelier
consists of seven lights, six of which make a per-
fect circle. The seventh is in the center and
dropped a few inches lower than the others. The
floor is laid in very pretty mosaic work, while all
the woodwork is in solid mahogany, and the fur-
niture the same. A large balcony is used for
desk room and the prescription department.

Some of the recent buyers in Boston were C.
A. Senter, Brockton; Joseph Couter, New Bed-
ford ; B. G. Couri, Portland, Me.; 0. E. Coon,
Lowell ; J. H. Jacques, Haverhill ; A. E. Pero,
Worcester ; David Perrault, Lowell ; E. E. Cod-
ding, Norfolk, Va.; A. J. Mathey, Needham and
J. A. Williams, Canton, Mass.

A Light-Alarm

An alarm that goes off whenever the slight-

est ray of light falls upon it has been invented

in France. It will be useful as a fire alarm or as

a burglar alarm, unless the burglar works in

pitch darkness, as is hardly probable. The Berlin

correspondent of Modern Electrics (New York,

December), who describes the instrument, tells

us that, like most tele-photographic apparatus, it

is based on the photo-electric sensitiveness of

selenium, a metal-like element related to sulfur.

In the ordinary condition a perfect insulator,

this substance, under the influence of light,. be-

comes a conductor of the electric current, in a
degree depending on the luminous intensity. By

making ingenious use of this same property the

inventor of the new alarm, a French engineer,

Mr. E. Dafah at Jonzac, has brought about the

result above described. Without any material

connection with its surroundings, it is actuated

at a distance merely by the faint light of a dark

lantern or even a match. We read:

"The apparatus comprises two parts, viz.:

the transmitter and receiver, situated at any dis-

tance from one another and connected by an

electric wire. The transmitter is merely a sen-

sitive selenium cell in the shape of a small cylin-

drical box containing some selenium tape wound

up in a coil. Any number of transmitters can be

installed in connection with a given receiver.
"The receiver mainly consists of a special

electro-magnetic relay for actuating the alarm.

This is a galvanometer, the frame of which, on

the passage of current, is deflected about go de-

grees and by means of a milled knob can be ad-

justed again in a parallel direction to the magnet

field, after which a horizontal contact-piece per-

pendicular to the magnet is inserted between the

two terminals. As long as the transmitter is

covered by its protective lid the galvanometer re-

mains at rest. As soon, however, as the lid has

been withdrawn, and the selenium is struck by

ever so faint an illumination, the resulting alter-

ation in current intensity will produce a deflection

of the galvanometer frame, so that the contact-

piece, touching one or other of the terminals, will

cause the alarm bell to be actuated.
"The conductive wire connecting the trans-

mitter with the receiver can be so arranged as to
comprise, in series connection, all the various

objects (doors, drawers, locks, etc.) to be pro-

tected. After being once set working the alarm

bell cannot by any means be stopped from the

transmitter-room, not even by the tearing of con-

ductors, which insures the inviolability of the

apparatus.
"The alarm above described can be utilized

also as a fire alarm for signaling an incipient

fire. If each of the rooms to be protected be
equipped with a selenium cell the illumination

produced, even by the slightest fire, will set the

receiver ringing thus allowing the conflagration

to be soon detected. The sensitiveness of the

apparatus is controlled at will."

•



258 SH -RECEIVERS
LCOHOL-STOVES
LCOHOL- FLAGONS
LCOHOL - BURNERS
LCOHOL-STOVE SETS

A NOVEL ASH-RECEIVER
Supplied in Brass, Copper or Silver-plate

(if Are but a few of the articles comprising

With two shutters forming an upper bowl
into which the refuse is thrown.

When the handle is turned the ashes or the
stub of cigar or cigarette fall to the
bottom of ash-receiver.

Thus the refuse can always be kept out of
sight.

Alcohol-Flagon

STERNAU WARE
that profitable line for the jeweler.

q Every piece of Sternauware fulfills a practical purpose, and at the
same time appeals to the imagination, for it is attractively made in
unique finishes, such as Old Brass, Velvo Copper, Oxidized Silver-
plate, etc.; hence, the reason it is in demand throughout the year.

ci You cannot realize the possibilities that Sternauware offers for profit
until you see the GREEN-COVERED BOOK Z.

q Write immediately for a copy.

S. STERNAU & CO.
New Showrooms

305 Broadway
N. W. Cor. Duane St.

NEW YORK CITY
E

KERSTOP43

COMPRISING

No. 880
With the shutters open

No.111

Sterflall Alcohol-Stove
No. 4012. Furnished in Brass.
Nickel-plate, and Solid Copper.

Office and Factory

195 Plymouth St.

BROOKLYN, N.Y.

Fancy Teakettles, Chafing-Dishes and their Accessories,
Coffee-Machines, Trays, Etc.

Very convenient for preparing hot luncheons quickly.

EfrA

Bracelets
Lockets

La Vallieres
Pendants

Fobs and
Chains
of all
kinds

Protection
for the

Jobber

POINTS
Thoroughly Covered by

The

Profit
for the

Retailer

Satisfaction
for the

Wearer

Sold Through
Jobbers Only

Our Guarantee

(

With Every Article

New York Office

9 Maiden Lane
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Minneapolis and St. Paul

The northwest in general has been swept by

s. veral severe snowstorms during the past mont
h,

c using some delay in traffic, but at the present

writing the tracks have been cleared and trains

a-e again running on regular schedule. Traveling

men are starting out on their first trip of the

new year with the determination to make it the

bk St year they have ever had.

A bill has been presented to the Minnesota

State Legislature to prevent the fraudulent adver-

tising which has been carried on so extensively

as to become a menace to legitimate business.

Charles Beard, of the well-known firm of

Sischo & Beard, St. Paul, recently made a busi-

ness trip to Chicago.
Norman Sturley, son of T. Sturley, the well-

known engraver and jeweler of St. Paul, is back

working at the bench for his father.

J. Caesar, of Stillwater, Minn., had his place

of business destroyed by fire recently. Mr. Caesar
will start in business again at the same place as

soon as he can get the building fixed up.

Jud Beard, of the new firm of Beard Bros.,

219 Ryan Building, St. Paul, is out on the road
for the first time for the new firm.

Carl Sischo, manager of the jewelry depart-
ment of the firm of Sischo & Beard, St. Paul, has

been on the sick list.

A very daring and villainous attempt was
made to steal a valuable diamond from M. L.

Finkelstein's jewelry store, St. Paul, Minn., last
month. The man, who later gave his name as
Charles J. Williams, of Philadelphia, entered Mr.

Finkelstein's store about 5 o'clock in the afternoon
and asked to be shown some extra fine diamonds.

He placed one upon his finger and then quickly
drew a handful of red pepper from his vestpocket
and threw it into the eyes of the clerk and bolted
for the door. Although the clerk was partially
blinded by the pepper, he followed close on the
heels of the robber, shouting "stop thief." The
robber threatened to shoot, but the clerk still
chased him. A policeman a few blocks up the
street saw him coming, and hearing the shouting
stopped him with a blow from his club. It is
thought by the policeman that this is the same
man wanted in several other cities for theft and
using the system of throwing red pepper. The
roan is about 30 years of age.

Sischo & Beard, of St. Paul, owing to their
extensive business, have added R. J. Fritz and
J. W. Duff as traveling salesmen. Mr. Fritz will
travel in northeastern Minnesota and western
Wisconsin, and J. W. Duff in northwestern Min-
nesota and North Dakota.

A. B. Frost, of Great Falls, Montana, made a
short stop in the Twin Cities a few weeks ago
while on his way East.

Paul Hunziker, of Jordan, Minn., was seen in
the Twin Cities the past month.

C. E. Healey, of F. L. Bosworth Co., Min-
neapolis, who was compelled to go to Florida on
account of ill health, is expected back soon, his
health having greatly improved.

Maurice Girard, son of P. Girard, the well-
known retailer of Grand Forks, North Dakota,
expects to take a position in the Twin Cities the

latter part of this month.

C. A. Clark, of Hinckley, Minn., called on the
trade in the Twin Cities during the past month.

Alvin Thurston, Buffalo Center, Iowa, was
seen in the Twin Cities during the past month.

Albert Hover, of Powers Lake, North Da-
kota, will spend his winter in the Twin Cities.

Mr. Hover assisted a local jeweler during the

holiday season. As the railroad does not extend

to Powers Lake yet Mr. Hover concluded to stay
in the Twin Cities for the winter and return

home in the spring.
C. E. Fay, of Bryant, South Dakota, made a

short business trip to the Twin Cities the past

month.
Mose H. Goodman will work the western ter-

ritory as traveling salesman for Vehon & Wood-
man, St. Paul, Minn.

T. W. Seaman, Hastings, Minn., was seen in

the Twin Cities during the past month.
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A handsome new residence is being erected

and is almost completed in the Lake of the Isles

district, in Minneapolis, by Harry B. Legg, of

that city.
George Johantgen, of Minneapolis, is adver-

tising a sale of his stock of jewelry at Twentieth

and Washington avenues North. Mr. Johantgen

formerly was located at 320 Nicolett avenue.

Frank Jakebeck, of southeast Minneapolis,

was arrested in his room recently and will be

held in the county jail for the sheriff of Sioux

Falls, South Dakota. The charge is that of rob-

bing a jewelry store there of stock valued at $200.

The traveling salesmen of the wholesale

houses in the Twin Cities have been in off the

road arranging their trunks and preparing for a

good year of business in 19n.

John Hammer, jeweler of Osseo, Minn., was

in the Twin Cities during the past month attend-

ing to some business matters and buying goods.

Alex Hersh, watchmaker, formerly with C.

H. Nesbit, at Harne, N. D., was in the Twin

Cities recently. Mr. Hersh has just returned

from an extended visit with friends and relatives

at Braddock, Pa. He is now looking for a loca-

tion somewhere in the West for the purpose of

opening a jewelry store.
H. E. Gunderson, jeweler, of Hill City, Minn.,

was in the Twin Cities during the past month

buying goods and attending to several other busi-

ness matters. Mr. Gunderson reports business as

being very good during the holiday season with

an encouraging future for igri. He is one of the

many young men who started in business for him-

self in the northwest during the past year.
William Vandervort, jeweler, of Marmarth,

N. D., was one of the out-of-town retail jewelers

seen visiting the Twin City trade. Mr. Vander-

vort is the proud father of a "big boy," born

December 20th.
H. Isaacson, jeweler, of St. Croix Falls, Wis..

called on the Twin City trade during the past

month for the purpose of buying goods.
C. Lindquist, watchmaker, was working for

A. G. Scherf, of Red Wing, Minn., during the

busy holiday season.
A. Turk, watchmaker and jeweler, of Piers,

Minn., was in the Twin Cities during the past

month buying goods to replenish his jewelry

stock. Mr. Turk reports business as being all

that he could expect.
J. E. Seagren, watchmaker, formerly with

Geo. W. Williams, of Cannon Falls. Minn.,

stopped in St. Paul during the past month on his

way to Atkin, Minn., where he was going to look

after a position.
E. A. Arhart, of Lisbon, N. D.. made a

business trip to the Twin Cities during the past

month.
J. A. Hanstein, optician, of Red Wing, Minn.,

was in the Twin Cities during the past month

buying goods and also attending to several other

business matters.
Mr. Walman, of the Walman Optical Com-

pany, of Little Falls, Minn., was in the Twin

Cities on business during the past month.
A fire which broke out in the Rogers Block,

343 Robert street, St. Paul, Minn., Thursday

evening, January 19th, caused a loss of $61oo.

Among the occupants of the building was the

Elvery Jewelry Company. The stock was dam-

aged by water and smoke to the extent of $roo,

which is fully covered by insurance.
H. 0. Schleuder, jeweler and optician, of

Springfield, Minn., was in the Twin Cities during

the past month on a business trip.
M. Shapiro has sold his interest in the Lib-

erty Loan Office, 141 East Seventh Street, St.
Paul, to. Benjamin Ruben, who will continue to

do business in the same location. Mr. Ruben
has a very attractive and up-to-date store.

Mr. George R. Holmes, the well-known St.

Paul jeweler, who has been on the sick list for

some time, is again back at the store as usual.
The Sloan Brothers' jewelry store, formerly

on Minnesota street, St. Paul, have moved into

their new quarters in the handsome new Shubert

Building. They have a beautiful little up-to-date

store and report business as being good.
L. 0. Kron, formerly of Kenmare, N. D.,

has recently moved to Williston, N. D.
A fire broke out recently in the building of

Fred Strause, Bismarck, N. Dak. The building

and stock were completely destroyed.
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Twin City Wholesalers Dine Travel-

ing Men

The second annual dinner of the wholesale

houses of the Twin Cities to their traveling men

and heads of departments was given Saturday

evening, January 7th, at the new hotel St. Paul,

in St. Paul. After the dinner, which was enjoyed

by all, L. H. Clausin, of Minneapolis, president

of the association, gave the address of welcome.

He spoke of the high standing of the association,

which he regarded as a model of its kind. He

also maintained that the Twin Cities were the

greatest jobbing center in the country.

Honesty toward each other and such a great

territory with such an expanding market spells

success. South Dakota has shown an increase

in population in ten years of 45 per cent. and

North Dakota 74 per cent. This affords the

Twin Cities the opportunity to do business in the

best part of the country, the territory being

practically boundless, extending from the Great

Lakes westward as ,far as they care to go, and

well into the South also. Mr. Clausin stated the

necessity of absolute honesty in dealing with cus-

tomers. It is impossible to retain them if they

are not given a square deal. As an illustration,

a conductor was once asked how often a rail-

road killed a man, and his reply was, "just once."

Just so it is in dealing with customers, they can

be killed but "just once." The dominant note per-

vading the talks of the speakers throughout the

evening was that of "honesty and the square

deal."
Toastmaster Clausin introduced the next

speaker, Rabbi T. L. Rypins, of St. Paul, remark-

ing that as they often failed to go to hear men

of the cloth one was brought to them.
Rabbi Rypins' address was entertaining. He

took delight in handing out considerable badinage

at the expense of his hearers, although he was

generous enough in telling a joke on himself oc-

casionally. He was to respond to the topic, "The

Traveling Man As I Fancy Him." First of all

his fancy of the traveling man was being hand-

some, well dressed and well mannered. He

said he found this to be true. He stated that

trying to deceive the buyer and induce him with

a sort of hypnotic influence into taking some-

thing he does not want will not work.
He believed in honesty in business. Morality

in business means something definite and con-

crete. He defined morality in a broader sense

as being the establishment of harmonic relations

of constructive life. The successful salesman

must observe the harmonics of relation. What

the houses want are men whose word they can

accept, no matter at what distance they are.

Young men on the road sometimes do not know

what to do with their spare time. He suggested

evenings are made for recreation, but not loafing.

A successful man has integrity of character,

sobriety and is in earnest at all times.
"The man who thinks there is no honesty

in the world is the most dishonest man in the

world. We do have honest men. God controls

the universe, but it is left with man to work

out his own destiny on earth and in heaven.

Traveling men carry knowledge, faith and the

like to all sections, or they carry a lack of faith.

It is up to them to conquer the world by giving a

square deal. Their associations with their cus-

tomers and with their employers should be such

as to form one common brotherhood through

commerce.
Liberal applause was given the speaker at the

close of his talk.
Mr. Clausin then read a brief paper from

Mr. Wood, manager of the Jewelers' Board of

Trade on "The Traveling Man as a Credit Man."

In brief, the traveler should find out whether a

full set of books are kept and whether business

is growing or at a standstill. He should keep

posted on all information, such as chattel mort-

gages on stock and fixtures, and should weigh

carefully the credit risk. All this will give the

house a much better knowledge of circumstances

and they will know whether the risk is a safe

one.
Ben R. Vardeman, of Des Moines, Iowa,

editor of the Merchants' Trade Journal, next

spoke on "The Science and Art of Making a

Sale." He had attentive hearers and received

liberal applause at the close of his talk.



260
■■•

Chains and Bracelets

A

A

A

Note the Guard

AMORITA BRACELETS

ot

C7+—

6") with the patented SINGLE WIRE SAFETY GUARD.Have no springs or weak mechanism to get out

t.s3 PT 

4c) of order or break. A most desirable feature for
a practical bracelet. Made of special process—
hard finish — wear resistance high-grade gold-
filled stock. INSIST ON BRACELETS BEAR-%

t.,41 kft, ING OUR TRADE-MARK—TWO ARROWS
di III) AND A HEART.

All of our goods are made from a SPECIAL
k) t PROCESS—HARD FINISH—WEAR RESIST-

ANCE HIGH-GRADE GOLD-FILLED STOCK.
We have a most complete line of Fobs, Neck,

Lorgnette and Vest Chains in HIGH-GRADE
GOLD-FILLED. In SOLID GOLD we make
Neck, Lorgnette and Vest Chains, Scarf Pins,
Pendants and LaVallieres.
Our HIGH - GRADE GOLD -FILLED Neck

Chains are machine soldered—every link
separate—therefore will not kink.

Write for Further Particulars

SAMPLE OFFICES:

Providence Stock Co. 100 Stewart St Providence,R I., R. I. „,131 Wabashe e  Ave., Chicago

FACTORY AND MAIN OFFICE 11 Maiden Lane, New York

St., San Francisco, Cal.

Letter Engraving is a Fine Art
The educated public taste of to-day calls for both art and skill in the designing and execu-
tion of engraved letters, nor is it difficult to acquire the necessary skill. The one work in
which the art is methodically taught is the well-known treatise,

The Art of Engraving

written by one of the world's most accomplished engravers. This treatise has been the sole education of
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News from Travelers

The Oskamp-Nolting Co., Cincinnati, will be
cpresented on the road this year by Louis

' wacthman, Edward Schildman and Ralph
',chaffer.

Lindenberg & Strauss, Cincinnati. will be
epresented on the road during 1911 by Sig.
-trauss, S. Lindenberg, A. Newstedt and Nate
I lahn.

The traveling force of Richter & Phillips,
( incinnati, for 1911 will consist of Chas. E. Ken-
(iall, Sam R. Young, Herman Popendeck, Harvey
Phillips and Ferdinand Phillips.

L. Gutmann & Sons, Cincinnati, have made
arrangements with the following travelers for
Jo" : Steve Leubuscher, C. L. Stange, C. E.
Payne, Joseph Posner, Clarence F. Billings and
( has. Esberger.

Robert J. Seifert and H. M. Chaffee have
renewed their contracts as travelers for Albert
Bros., Cincinnati. An addition tr the traveling
force of this firm is A. Neuberger.

Klein Bros. Co., Cincinnati, will be repre-
sented on the road this year by Arthur Hoffman,
W. H. Snyder, Eugene Frommeyer and Edw.
M. Klein.

The 1911 traveling force of the Aller-Wilmes
Jewelry Company, St. Louis, will consist of W.
J. Beard, W. F. Wilmes, A. Michaels and E.
Blust. The last two mentioned will take care
of the city trade and that of the territory imme-
diately adjacent to St. Louis.

The Eisenstedt Mfg. Co., St. Louis, will have
twelve men on the road this year. Their force
will be made up of Nelson W. Hagnauer, Chas.
J. Cederstrom, Adolph F. Eisenbeiss, Otto K.
Steuwer, Roland R. Evans, Fred J. Langdon,
Chas. M. Powers, William F. Geier, Edgar J.
Garsia, H. J. Bouchard, Robert F. Reeves, E. W.
I Iugnin.

Joseph Hummel, formerly with the New
York Standard Watch Works, has been engaged
to represent Wm. Weidlick & Bro., St. Louis, in
Indiana and Illinois. The other travelers for
this firm are E. M. Hurst, L. E. Poellman and
E. E. Shaw. Mr. Shaw was formerly with the
International Silver Co., and changed January 1st.

There will be no change in the traveling
force of the Bauman-Massa Jewelry Company, of
St. Louis. The present travelers are F. L. Jac-
card, Joe Auer, Wm. Susong, Chas. Weltsmiller,
S. L. Lowenstein and Max Bauman.

The Chicago office of the Towle Mfg. Co.
announces the following list of travelers for 1911 :
A. M. Kuhn, C. R. Downs, 0. F. Samuelson, Z.
M. Hanau and De Forest Ely. The last two
mentioned are new travelers. Mr. Hanau was
formerly with the Alvin Mfg. Co., and takes the
;lace of Mr. Lusk, who has resigned. Mr. Ely
'as formerly with the Barbour end of the Inter-
ational Silver Company, and takes the place

of Carl Haber, resigned, who has accepted a po-
ition with Butler Bros., Chicago.

Norris, Alister & Co., Chicago, give the foi-
1 (wing as a list of their travelers for 1911: T.
l;. Wilson, M. G. Evans, G. W. Cook. R. A.
oyer, C. A. Ward, I. B. Hunt, E. T. Mudge

dnd J. F. Krohme. Mr. Krohme accepted a posi-
tion with this firm the first of the year. He was
formerly with A. F. Smith, of Omaha, and pre-
, ious to that with Albert Bros., of Cincinnati.

There will be no change in the traveling force
(4 Sproehnle & Co., watch jobbers, Chicago,
l'hich will consist of James H. Donnelly, Charles

Caliger, Sidney Prince and I. H. Kuh. •

Harry H. Fueur, formerly with A. F. Smith,
of Omaha, will represent Despres, Bridges &
Noel in the far West during 1911. Their other
travelers will be Steve Bridges, Max Noel, E. D.
Gallagher, J. H. Ralston, F. L. Murray, Joe
Block and F. R. Gregory in the city.

The Stein & Ellbogen Co., Chicago, announce
that they will be represented on the road this
Year by Otto Lieberman, H. G. Schranem, M.
Silverberg, F. W. Trew, H. J. Hagen, Leo Stein,
D. E. Ellbogen and H. H. Hammond.

Benj. Allen & Co., Chicago, will have the
following travelers on the road this year : C. W.
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Myers, A. M. Breckenridge, C. W. Barker. A. G.
Sawyer, E. Schreiner, E. L. Badgley, C. D.
Brown, M. D. Smith, G. W. Beringer, C. J. Coker,
and W. N. Shute. M. D. Smith and E. Schreiner
joined the traveling force of this firm the first
of the year. E. Schreiner succeeds W. F. Walker
and M. D. Smith succeeds R. B. Truesdale.

R. B. Truesdale, who holds the record of
being the oldest jewelry traveler out of Chicago
in point of service, has resigned his position with
Benj. Allen & Co., and retires from active busi-
ness. For thirty-two years he represented this
firm continuously in Indiana, Ohio and Illinois.
During these years he has made hundreds of
friends in the jewelry trade, who in a way will
regret to learn that he leaves the trade, but they
nevertheless wish him many pleasures in his re-
tirement from active business.

Thomas Frothingham, one of the best known
jewelry manufacturers and jewelry travelers in
the country, died at his home in North Attleboro
on January 21st, after a stroke of paralysis. He
started out on his initial trip for 1911 and got as
far as Cleveland, Ohio, where he suffered the first
stroke. His family was immediately notified, and
he was taken to North Attleboro. His condition
responded quickly to medical attention, but a
second attack left but slight chances for his re-
covery. Although he was a manufacturer, he
spent a great deal of his time on the road, and
was personally known to nearly every wholesale
jeweler in the United States. The news of the
first stroke came as a terrible shock to his many
friends, but his apparent rapid improvement
brought with it some hope of his ultimate re-
covery, only to be followed by news of another
attack. Few men in the trade had the staunch
friends and the esteem of all who knew him as
did Mr. Frothingham. He was outspoken and
aboveboard both personally and in business. A
Chicago jewelry buyer who was the first in his
city to receive the news of his death, paid a
tribute to him in these words: "Tom Frothing-
ham was a man among men. I have known him
for twenty years. Few men in the trade are
better known or more universally esteemed than
Tom was. He was honest and upright. He gave
a square deal and demanded one. At times he
seemed a bit too much outspoken, but those who
knew him best knew this as an index to his char-
acter. The news comes to me as a shock, as it
will to hundreds of his friends in the jewelry
trade." He leaves a widow and two children.

C. T. MacConnell, who for several years has
been at the factory of the Homan Manufactur-
ing Company, at Cincinnati, Ohio, has been ap-
pointed Chicago and Western representative of
the company, with headquarters in the Silver-
smith Building, Chicago. G. M. Landon, the
Eastern representative of the company, came to
Chicago to introduce Mr. MacConnell. The Chi-
cago trade was glad to see Mr. Landon. He was
formerly in charge of the Chicago office, and
made many friends in that city who were glad of
the opportunity to shake his hand again.

The C. A. Kiger Company, of Kansas City,
announce the following as a list of their travel-
ers for 19" : E. R. Welker, Harry Clark, J. L.
Coleman, J. A. Mutton and Lee Chadduck.

L. E. Powell, Western traveler for S. 0.
Bigney & Co., has purchased a pecan ranch near
Baton Rouge, La. He has promised a number
of his friends a bushel each of the first crop of
nuts. He likes the jewelry business, he says, but
to use his own words, "0, you pecan ranch."

Henry E. Hart, western representative of Al-
bert Lorsch & Co., of New York, has announced
his engagement to Miss Lena Steigerwald, of
New York. Here's a long life full of good
luck to you both, Henry!

William Fay made a trip to Providence and
other eastern points early in the month. Of
course he made arrangements with Potter-Buf-
fington Co. to represent them in Chicago and the
West during 1911.

George W. Allen, Jr., traveler for the Bristol
Jewelry Co., of Attleboro, was married early in
the month to Miss Grace Walton, of Taunton.
Mrs. Allen accompanied him on a business trip
through the West.

S. Doenitz, representative of the E. & J.
Swigart Co., Toledo, Ohio, in the South for

the past ten years, will now take the same terri-
tory with a full line of watches, diamonds and
jewelry for the Swigart Watch and Optical Co.,
Toledo, Ohio. His line will be one of the most
complete on the road.

S. E. Dickson, Chicago and western repre-
sentative of the John T. Mauran Mfg. Co., made
a trip to the factory at Providence early in the
month.

Sol Kaiser, one of the most widely known
and popular travelers in the jewelry line, and for
many years connected with the firm of Louis
Strasburger's Son & Co., has withdrawn from
the firm, the partnership agreement having ex-
pired.

R. H. Martin, who was formerly with the
Chicago office of R. Wallace & Sons Mfg. Co., is
now associated with Geo. A. Armstrong, Chicago
and western representative of the Paye & Baker
Mfg. Co. He left early in the month on a
western trip.

Official announcement was made January 25th
from the office of the Pullman Company in Chi-
cago that its reduction of upper berth rates and
many lower berth rates over all the railroads in
the United States will become effective February
1st. The tariffs are in accordance with the plan
of revision throughout the country which was
laid before Commissioners Lane and Clark at a
hearing of all the sleeping car rate cases in
Chicago in the early part of December. The
tariffs as filed provide that where the lower berth
rate is $1.50 the upper berth rate will be $1.25, and
where the lower berth rate is more than $1.50
the upper berth rate will be 20 per cent. less.

An entirely new feature of rates is the put-
ting in of an intermediate lower berth rate be-
tween the even dollar and the half dollar ; that
is, heretofore the rate of $1.5o would carry for
a certain time and distance, then the next higher
rate would be $2 and the next $2.50 and so on,
but in the new tariffs rates of $1.75, $2.25, $2.75,
etc., have been put in wherever it was necessary
to bring about an equalization of the lower berth
rates. New tourist sleeping car rates have also
been filed which do not change the rates for
lower berths, but establish a differential of 20 per
cent. in favor of upper berths in tourist cars,
with a minimum upper berth rate of $1.

The Scientific American Cyclopedia of
Formulas

This is practically a new book and has called
for the work of a corps of specialists for more
than two years. Over 15,000 of the most useful
formulas and processes, carefully selected from
a collection of nearly 15o,000, are contained in
this most valuable volume, nearly every branch
of the useful arts being represented. Never
before has such a large collection of really valu-
able formulas useful to everyone, been offered
to the public. The formulas are classified and
arranged into chapters containing related sub-
jects, while a complete index, made by profes-
sional librarians, renders it easy to find any
formula desired.

An entirely new departure in a book dealing
with receipts, is the chapter on chemical, phar-
maceutical and technical manipulation, which has
been prepared with the aid of well-known
chemists. The information contained in this
chapter is entirely practical and a careful study
of it will go far in saving the expenditure of
both money and time. There is also a list of
prices of odd, out-of-the-ordinary technical
products, which is a very valuable feature and is
also unique. Many useful tables are also in-
cluded. This book will prove of value to those
engaged in any branch of industry and contains
hundreds of the most excellent suggestions for
the many thousands who are seeking for a salable
article which they can manufacture themselves
on a small scale for a livelihood.

The work will be of particular interest and
value to the jewelry trade, whose craft calls for
much information of this character. The book
is published by Munn & Co., 361 Broadway, New
York, and the price is $5.00 net.
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Get "DOVER" Wise

REDUCED SIZE

CI
Don't let any other manufacturer offer

you poor imitations of our line. Inspect

the ORIGINALS. We are the ORIGI-

NATOR of the GOLD INLAID COMB, yet

to be successfully duplicated. Our designing

department works 365 days in the year

turning out the cleverest, snappiest, result-

producing patterns, far in advance of any-

thing ever shown in the comb line.

GET NEXT TO DOVER!

THE MAN WITH IDEAS
Want something in GOLD INLAID COMBS,

BARRETTES, CORONET PINS, HAT

PINS, Etc. Then we say, GET "DOVER"

WISE.

Through Jobbing Trade Only.

But, MR. RETAILER, if your jobber does not

carry our line, WRITE US, and we will put

you in touch with one who does.

Geo. W. Dover Jewelry Co.
710 Eddy Street Providence, R. I.

GEO. W. DOVER .*. SOLE PROPRIETOR

Our letter directs
the prospect to
your store

Are You Prepared
to Meet Him?

Every day in answer to inquiries we are referring

good prosperous prospective watch buyers to the

jewelers who carry South Bend Watches.

If you are alert, up and ready to serve, and are

prepared with such an assortment of South Bend

Watches as to do the line justice, the business

will be yours.

We create the prospect and send him to you.

We give you the quality in the goods.

All you need to close such sales is courtesy and

a fair assortment of South Bend Watches.

Inspire confidence in the prospect by showing

your confidence in the line.

We are always glad to receive your orders and
will strive just as hard to please you when we

are flush with prosperity as at any other time.

Is there anything we can do for you now? Say

the word and it will be done.

South Bend Watch Company
Makers of High Grade Watches

Highest Quality Filled Cases

SOUTH BEND, INDIANA
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The Evolution of Artificial
Illumination

One of the Greatest Achievements of the

Past Hundred Years

For not more than one hundred years has

there been any systematic means of artificial

lighting, writes J. J. Forbrick in Building Man-

agement. Before the year 1800 our forefathers

had to resort to tallow dips, rush lights, pine

knots, wax candles and oil lamps. Rich as well

as poor were obliged to use one or other of

these means of lighting. In only a few of the

larger cities was an attempt made to illuminate

the streets by oil lamps. Up to the year 1850

oil lamps were really the only practical and

partly efficient means of lighti.ig. About this

time gas light sprang into existence, and, of

course, soon took the place of the lesser efficient

methods before mentioned.
Practically all illumination of an artificial

nature that could be considered at all efficient
dates back to this time, or within the compass
of the last half century, as even kerosene lamps
were not widely known until the latter part of
the sixties.

About 1870 the electric arc
The Arc Light light was experimented with

for lighthouse and exhibition
purposes, but did not attract a great deal of at-
tention until about 188o, to which time our mod-
ern arc lamp practically owes its birth. About
1878 or 1879 Edison made his first successful
electric incandescent burner. It was clearly un-
derstood at this time by men who were working
on lighting problems, and who had an intelligent
conception of the difficulties yet to be surmounted,
that the one thing that yet remained to be dis-
covered was a method of making an incandescent
conductor which would, without disintegration,
stand a much higher temperature than platinum
or iridium, two metals that were largely used in
experimentation up to that time. We men of the
present day, of course, know that the final solu-
tion of the problem of incandescent electric light-
ing was found in the substitution for the metallic
conductor, a conductor formed of carbonized
structural material forming a filament of horse-
shoe shape.

It might here be interesting to
Edison's show the method of Mr. Edi-
First Carbon son in the manufacture of his

first carbon filament. He cut
from cardboard very thin pieces in the form of
small horseshoes, about two inches in length and
one-eighth of an inch in width. These strips
were laid flat in an iron mould and separated
from each other by tissue paper. The mould was
then covered and placed in an oven where it was
gradually raised to a temperature of about 650
degrees Fahrenheit. This was done to allow the
volatile substances of the paper to pass away.
The mould was then placed in a furnace and
raised to a white heat, after which it was allowed
to cool gradually. The little carbon horseshoe-
shaped filament which remained after this opera-
tion had to be handled with the greatest of care,
and after working for hours and days, this great
genius had solved the problem. The difficulties
apparently so innumerable, melted away and the
electric lamp was completed. A piece of charred
paper so delicate that it looked like a fine wire
proved to be the long sought combination.

From this time up to about
Osmium Lamp 1895 the changes in incandes-

cent lighting units were very
little, if any. In 1898, or thereabouts, the Os-
mium lamp, invented by Auer von Weisbach, who
also invented the gas mantle which is known by
his name, came on the scene ; but owing to great
difficulties in construction, its fragility, and im-
possibility of making a lamp for a higher voltage
than fifty volts, it did not come into general use.
Lamps with filaments of iridium—a metal I think
belonging to the same class as osmium—were
made with little more success than the former,
but, owing to the difficulty of making lamps for
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high voltages, could be used for storage battery
use only.

Graphitized filaments were made but came
into being just a little too late to compete with
the new metallic filament lamps. Their consump-
tion was about 2.5 watts per candle. Filaments
made out of lamp-black, from the combustion of
vegetable oils mixed with Chinese ink, have also
been experimented with. It has been claimed that
lamps of this character will burn moo hours at a
consumption of only one watt per candle.

The Hopefelt lamp, which at one time bid
fair to be a great success, has not come into
general use.

The Helion lamp, invented by
Helion Lamp Parker and Clark, is a won-

derful piece of lamp mechan-
ism. The filament of this lamp is composed
mostly of silicon, which is deposited on a carbon
core by a special process, and seems to be very
strong, the inventors claiming that it may be
heated to full incandescence in the open air with-
out a vacuum. A life of moo hours or more,
with a consumption of one watt per candle, is
claimed for this lamp.

Tungsten lamps were, of course, the crown-
ing glory of incandescent lamp achievement. The
process of the manufacture of these lamps is
very complicated. The filament in its first stage
was a carbon which was impregnated with some
agglutinant and then drawn through the Tung-
sten powder, after which, without vacuum, a
much higher voltage than that used in the per-
fected lamp was passed through the filament.
thereby heating it to a very high white incan-
descence in an atmosphere of volatile compounds,
so that the metal gradually replaced the carbon
until practically all traces of the carbon had dis-
appeared.

The Tantalum lamp came on the scene some-
what earlier than the Tungsten, but, owing to its
higher consumption per candle, was not a great
competitor. It was also found that the Tantalum
lamp was not as efficient by practically one-half
as to life on alternating current, as when using
direct current, thereby limiting its field.

The Mazda lamp is our latest
The Mazda Lamp and greatest incandescent burn-

er, with an efficiency of from
I to I% watts per candlepower. It is the cheap-
est source of artificial illumination we have to-
day. The Mazda is a Tungsten lamp, differing
only from it in respect to the manufacture of its
filament. In the Mazda lamp the Tungsten metal
in a very fine powdered form is mixed with an
agglutinant to the consistency of putty, and then
under a very high pressure forced through a
tube, in the end of which is a genuine diamond
drilled with a hole of about i-i000 of an inch in
diameter, then the loops undergo practically the
same treatment as the Tungsten filament, thereby
driving out every trace of the binder and leaving
a filament of approximately pure Tungsten metal.

The Nernst lamp, although introduced about
1895, did not bid fair to any great prominence
until about 1903. At this time this lamp took
approximately the form that it has to-day. With
the advance in lamp manufacture, the Nernst
lamp was lost track of as a factor in economical
lighting, some of its drawbacks being its fragility
and length of time it took to light, but of latt
a model has appeared which I think will be a
competitor of the Mazda lamp. This new model
is made in a small unit, having its four parts—
the body, the lamp, the burner, the resistance coil
and its globe—all self-contained so that it may
be screwed into the ordinary socket or receptacle.
The time required for lighting has also been re-
duced so that now it takes only from ten to
fifteen seconds. The life of this lamp is not
quite as long as that of the Mazda and Tungsten
lamps, but, owing to the cheapness of renewing
glower, the cost of maintenance is about the same.

Experimenting on the electric
Improving the arc in all this time has not
Arc Light been lost sight of, but has been

carried on with just as great
zeal as has the work in incandescent lights. The
greater part of the light in a carbon arc is pro-
duced by the positive electrode, the lighting value
of the negative carbon and the arc being relatively
small. The old style arc is not now much in use.
The modern arc lamps, commonly known as flam-
ing arcs, are as much ahead of the old-time arc
as the Mazda lamp is of the original Edison car-
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bon lamp. Many experiments have been made in
the arc lighting fields by impregnating the car-
bons with chemical solutions and coating them
with various substances, also by adding metallic
cores to the carbons. In order to increase the
illuminosity the addition of these substances was
necessary to produce incandescent vapors. The
addition of the luminous vapor to the arc in-
creases the light and practically does away with
the negative carbon shadows.

Of late still another stride has
The Flaming Arc been made in arc lighting : the

inclined position of the carbon
in our flaming arcs made them unsuitable for
street lighting, so a flaming arc has been intro-
duced with vertical carbons and a reflector. Aside
from every other advantage for lighting great
areas, the flaming arc is the most economical
illuminant we have, figuring down to about 2-10
watts per candle, with clear globe. One of its
great drawbacks is the rapidity of its carbon con-
sumption, having a life of only 15 hours per trim.
The experiments have been carried on by en-
closing the carbons in globes, but have not been
very successful on account of the rapid darkening
of the globe by the deposit of soot.

Plating Tanks and How to Improve
Them

Twenty-five years ago plating tanks were
built of soft, white pine and the sides and bot-
tom were each of one piece with a knot in them,
says a writer in the Brass World. When mor-
tised and put together with white lead in the
joints they would need little if any lining to keep
them tight. To-day this quality of lumber is
very high in price and exceedingly difficult to
obtain. It has become so scarce that other woods
have replaced it, and cypress is now the material
most extensively employed for the manufacture
of such tanks. It has practically replaced pine.
It is not as satisfactory as pine, however, as the
sides of a tank are usually made of two or three
sections, and they must be lined with coal tar
pitch or asphaltum to prevent their leaking, and
even then they frequently cause more or less
trouble from leakage.

Plating tanks made from poor lumber, or
old tanks that leak badly may be lined with wire-
cloth tacked on 3/16-inch strips of wood nailed
on the sides of the tank. These strips serve to
raise the wire cloth away from the tank. Good
cement is then plastered on the wire-gauze to a
thickness of about Yt of an inch. The cement
should be made of a mixture of two parts of
sand and one part of cement, mixed dry and
then wet down until a stiff mass is produced that
will adhere to the sides of the tank and the wire-
cloth.

After drying thoroughly it is advisable to
give the cement a thin .coating of hot coal-tar
pitch so as to render it water-proof. If desired,
cheap cement tanks may be made by running the
cement into molds, and if reinforced with wire-
cloth or expanded metal it need not be over 2%
inches in thickness. Use the same mixture as
previously given (two parts of sand and one part
of cement), but thin down with water until it
can be poured. These tanks should also be lined
with hot pitch after drying.

For hot cyanide solutions, such as those of
copper, brass and bronze, tanks of boiler iron are
the cheapest in the end, as they will not rust
when such solutions are used in them and will
last for many years.

The South Sea Finger-Bowl
Civilized man did not invent the finger-bowl

either in form or in use. It was used in the
South Sea Islands some hundreds of years be-
fore Europeans and Americans found out that
they were necessary to their own refinement. A
bowl of water is handed round to every diner in
a South Sea house.

This South Sea finger-bowl is half a cocoa-
nut-shell, beautiful, useful, practically unbreak-
able, yet not of sufficient worth to prevent its
being thrown away to-morrow and replaced by a
fresh one from the nearest palm.
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Rockford Watches are always
THE ROCKFORD

POLICY IS ALSO 0. K.

OFFICIAL
WATCH

INSPECTOR

UP-TO-DATE JEWELERS ARE REALIZING THIS MORE

AND MORE EVERY DAY AND KNOW THAT THE

NAME ROCKFORD STANDS FOR QUALITY.

Is the watch end of your business profitable? Rock-
ford Watches will help to make it so.

ROCKFORD WATCH CO
Manufacturers of HIGH GRADE WATCHES

ROCKFORD, ILL.
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Mr. Jeweler:—Be Sure to Get
Our Designs and Estimates if
You Want to Please Your

Customers.

In asking for designs give quality and
quantity wanted and any suggestions
on which we may enlarge.

This cut illustrates but one of many pages
of our catalog.

Write for copy and discounts to-day.

You are sure to have some inquiry.

BASTIAN BROS. CO. Dept. 526 Rochester, N. Y.
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Annual Meeting of the Jewelers'

Security Alliance

The twenty-eighth annual meeting of the

Jewelers' Security Alliance of the United States

was held on Friday, January 13th, at their office,

15 Maiden Lane. President A. K. Sloan de-

livered his annual address, which was as follows:

The President's Address

To the Members of the Jewelers' Security

Alliance.

Gentlemen :—As we come together for our

twenty-eighth annual meeting there does not

seem to be anything requiring comment on my

part, as we have not suffered from any sensa-

tional burglaries during the year, and all that I

can do is to congratulate you upon the steady

progress which the organization has accomplished,

there having been the usual increase in the mem-

bership and the alliance being in an excellent

condition in every respect.

The Executive Committee is constantly

striving to protect the members in every possible

way within the limits imposed by the Constitu-

tion and By-laws, and you will find the details of

the good work which they have done during the

year in the chairman's report, to which I trust

you will give the careful attention which it merits.

You will notice that we are well on the way

toward adding another thousand to the member-

ship and shall probably pass the six thousand

mark during the coming year. I thank you for

your kind attention.

H. H. Butts, chairman of the Executive Com-

mittee, presented his annual report as follows:

Report of the Executive Committee

During the year ii regular and i special

meeting were held; 616 new members were ad-

mitted; 200 memberships were withdrawn or

cancelled, making a net gain for the year of 416,

and the total membership January 1, 1911, 5579.

During 1910 the trade papers reported 423

cases of burglary at jewelry stores, which is a

slight increase over the number reported last

year. In 25 of these cases the safes were at-

tacked, most of them being opened with ex-

plosives, but in several instances the "can-opener"

tool was used successfully, and several times the

safe was left either partly unlocked or was

opened by some one who kaew or had been al-

lowed to learn the combination.

There were 238 cases of petty burglary, as

against 242 last year, in which the stores were

entered and goods stolen, but no attempt to

break into the safe; and there were 160 cases of

window smashing, which is 3 less than were re-

ported last year.
Of the twenty-five cases of safe burglary

two were at the stores of our members.

No. f.—On April 3d C. W. Brocaw, of Car-

men, Okla., reported that his safe had been robbed

of watches, diamonds and rings amounting to be-

tween $1300 and $1500 in value, and that the safe

had been opened by the combination. The inves-

tigation in this case, which has been continued

for a long time, has not as yet produced any de-

cisive result. Mr. Brocaw occupied one-half of

the store, on the other side of which was a

millinery establishment, and was frequently in

the habit of leaving the store in the charge of the

other parties while he absented himself for vari-

ous purposes. It was not positively determined

that the safe was actually locked at the time the

robbery was committed, and as no violence was

used and no strangers were observed in the town

at the time, there have been very few clues upon

which to conduct the investigation. We have ex-

pended a large amount of money in the effort to

ascertain the facts, but up to this time have not

been able to secure sufficient evidence upon which

to take decided action, nor has any trace of the

missing property been found. The loose way in

which the business was carried on would seem to

have invited such a disaster and was probably

the cause of the robbery.

No. 2.-H. D. Leffel, of San Angelo, Texas,

reported on July 4, 1910, that his safe had been

opened with the combination and cleaned of dia-

mond brooches, rings, etc., of the value of about

$4000. A detective from the Pinkerton office at

Kansas City was detailed to investigate the case,

and reported that the store had been entered by

the use of a key and that the safe had evidently

been opened by some one who was acquainted

with the combination and who also knew the

conditions about the store. All the circumstances

indicate that it was an inside job, as only dia-

monds were taken and other valuable property,

which was in the same drawer, was not disturbed.
Four persons knew the combination of the safe,
one of them being a former owner of it, and two
former employees, the fourth one being a clerk
in the store, who was out of town at the time of
the robbery. he investigation showed that he
was indulging in dissipation and other practices
not consistent with Ills salary of $20 per week,
which convinced us that the robbery was corn-
mitted through collusion with him, and as our
protection does not cover cases where the crime
is committed by an employee, or by any one en-
trusted with the combination, we were under no
obligations to go on with the case. Upon the
urgent solicitation of Mr. Leffel, however, we co-
operated with the police department with the re-
sult that the clerk and several of his associates
were arrested, and one of them confessed that
he had been furnished with a key by the clerk to
get a duplicate made, and had been permitted to
copy the combination with which he had opened
the safe. A part of the property was recovered,
but the larger portion had been disposed of in
such a way that it could not be identified. The
clerk has just been tried and the newspapers re-
port that he has been acquitted; the other parties

who were arrested at the time are still in custody
awaiting trial.

These two cases lead us to warn the mem-
bers most emphatically that greater care should
be exercised in entrusting others with the combi-
nations to their safes, and if an employee is
found to be indulging in extravagances or dissi-
pation it should be reason enough to change the
combination, and this should also be done when
any one who knows it severs his connection with
the business.

Of the 238 cases of petty burglary 46 were
at the stores of our members. In all of these
cases we offered the reward of $100 for the
arrest and conviction of the thieves, and, as a re-
sult, 20 burglars were arrested in 13 cases and a
large portion of the property was recovered.

Of the 160 cases of window smashing 68
were at the stores of our members, and, through
the offer of the reward, in 19 cases 22 thieves
were convicted, and in most of the cases some
or all of the property was recovered.

Thirty-one rewards have been paid during
the year, of which a list is enclosed, giving the
details in each case. Since the offer was first
made $12,600 has been paid out in rewards, and,
as a result, 164 robbers have been placed in
prison, many of whom received long terms, and
a large amount of property has been recovered,
showing that this reward has been effective and
the money expended in this direction well in-
vested. In many of these cases there would have
been no results or convictions if the reward had
not been offered, as It has induced private parties
to interest themselves in ferreting out the guilty
parties in order to secure the reward.

In April, 1910, a "gang" of New York bur-
glars invented a new tool for opening safes, re-
sembling a can-opener, and in one month suc-
ceeded in cutting out the backs of safes in six
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jewelry stores, through which they secured prop-
erty amounting to more than $30,000, their work
being made easy by the fact that these safes were

located in such positions that the burglars could

work at them without being observed by the
police or passers-by from the front of the store.
The invention of this tool made a new danger,

on account of which we issued a "special bul-

letin" of warning to our members, urging them

to take precautions against it by placing their

safes ill such positions that no burglar could work

at them without being seen.

The Executive Committee are constantly

striving to make the protection more valuable

to the members, and will continue to issue bul-

letins as often as occasion may require, but, in

order to accomplish the desired result, the mem-

bers must preserve them and have them at hand

where they can be found when wanted. Fre-

quently when a robbery occurs the Confidential

Book of Instructions and these bulletins cannot

be found, and delay is caused in working on the

case for that reason.

During the year 1910 181 requests for assist-

ance of various kinds have been received from

our members, and have been attended to, and we

have received 659 reports from the Pinkerton
Detective Agency upon alliance matters which
were referred to them for action and advice.

"Tim Sheedy," the burglar who was arrested
while attempting to rob the store of E. A. Con-
litre, of Springfield, Mass., last year, and who
escaped from prison while awaiting transfer, has
been recaptured and sent to Wethersfield, Conn.,
Penitentiary to serve a sentence of from three to
thirty years. There have been a very large num-
ber of losses, both to our members and to the
trade at large, through the operations of sneak
thieves, and we again urge the necessity of being
always watchful in order to prevent loss at their

hands.
We wish to call the attention of the members

to the large number of jewelers who have met
with loss during the past year by having their
windows smashed and valuable goods taken
therefrom, or have been visited by confidence
men who have, with the aid of accomplices, been
able to secure large amounts of diamonds and
other valuable goods, which losses we are sure
in the majority of cases are preventable by using
ordinary precautions which are explained in our
"Warning Bulletin."

The attention of each member is called to
these "Warning Bulletins," for it is the belief
of your committee that there is more danger
from loss in these directions than from any other
source, and there is really no excuse for any
member meeting with a loss of this kind. If he
does meet with loss it will be generally due to
carelessness, we think.

The report of Bernard Karsch, the treasurer,
showed the finances of the organization to be in
excellent condition, there being a balance on
hand, after payment of all bills, of $3808.12.

The report of the Auditing Committee,

Messrs. Henry Untermeyer and Edward S. Smith
was received and ordered placed on file.

Several amendments to the Constitution and

By-Laws, for the purpose of making their mean-
ing a little more exact, were adopted.

The meeting then proceeded to the election

of officers, and the following were chosen unani-

mously : President, A. K. Sloan; First Vice-

President, H. H. Butts; Second Vice-President,

C. C. Champenois; Third Vice-President, M. L.

Bowden; Treasurer, Bernard Karsch. Members

of the Executive Committee—Henry Abbott, J.

Warren Alford. and Leopold Stern. All the

above were re-elected and Leo Wormser was

elected to fill a vacancy.
The president appointed Messrs. Henry Un-

termeyer and Edward S. Smith as Auditing Com-

mittee for the ensuing year, and a vote of thanks

was passed to the trade papers for their liberality

in publishing information in regard to alliance

matters during the past year.
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( If You Could Look Over the Shoulders of
Our Workmen

and see the skill, the exactness and care that is employed in the making
of each and every

,;z,4 Hill°0.

you would readily understand why the sets stay in forever, why the finish is so perfect, and why we are able to
guarantee them for all time. A postal will bring Salesman or samples to you, at our expense, to prove our claim
of ring superiority.

e QUEEN CITY RING MFG. CO.
BUFFALO, N. Y.
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WORE 'S
THE ORIGINAL
NON —LEAKABLE

THE class of merchandise most likely to make a satisfied dealer is
the kind that shows up well in his sales-book. But there's even
greater satisfaction when the sales carry with them the assurance

of satisfied customers. Moore Fountain Pens are popular with dealers
everywhere because:

lit —They are profitable. 3rd.—There is always a big demand for them.
2nd.—They have many selling qualities. 4th.—They make satisfied customers.
People like the Moore because it can be carried around without

the slightest possibility of its staining their clothes. The Moore cap
prevents even the smallest particle of ink from escaping. Unlike other
pens it can be relied upon to write with the first stroke. The ink flow
is always free and even. It is the easiest pen to fill—simply remove
the cap. No joints to get out of order.

The demand for Moore pens is today greater than ever. What
are you doing to meet the demand?

Retails at $2.50, $3.50 and up

American Fountain Pen Co.,
Adams, Cushing & Foster, 168 Devonshire St., Boston, Mass.Selling Agents

THE BEST THE CHEAPEST

SOLID GOLD CHAINS
They stand the test of time and
have done so for 6o years. Su-
preme in Quality, Design, Finish,
Workmanship.

We sell direct. We have no sales-
men. Eliminating all unnecessary
expenses in making and selling
enables us to sell at the lowest
possible price. Send for catalogue.

Alois Kohn & Co.

TRADE

1850

MARK

16-18 Maiden Lane, NEW YORK
Makers of GOLD CHAINS of every kind

1911

SOMETHING NEW
This elegant Glass Dome

Revolving Display Case given
FREE with an assortment of
$15.00 and up of the Wright
Celebrated Self-filling Fountain
Pen. Retail from $1.50 upwards.
Send for catalogue and price-list.
Every pen guaranteed to give
perfect satisfaction.

Just the line for jewelers.
Order "Wright" now.

WRIGHT PEN CO., 623 Washing--AY. Avenueis, u s A .
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The Stationer's Show Window

Someone once said : "The shop win-

dow is the index to the store." Never was

here a greater fallacy ! What is an index

but a categorical guide to contents, say of

a book ? But should the shop window be a

complete guide to the shop contents?

Surely not!
The great trouble with stationers' shop

windows as usually dressed is that they are

too diffuse, too comprehensive, too mixed.

They are evidently arranged with the idea

that it is well to provide the most extensive

selection of goods possible to cram into

the space, on the chance that of all the lines

displayed, one may be that wanted by the

passerby. The consequence is a medley

that is merely confusing, and leaves no im-

pression whatsoever, beyond, perhaps, that

there is a stationer's. Yet this style of

thing is fondly believed by some to stand

for the highest ideals of expert window-

dressing !
"Window-dressing" it may be ; but,

"selling goods through the window" it is

certainly not !
An "index" window will not, cannot,

sell goods.
The only window that will really sell

goods is a specialized window!

Specialization is essential—some one

line must be featured.

The explanation is not hard to find.

When one wants paper, pencils, notebooks,

etc., he goes to you, his stationer, let us

say, and asks for what he wants as a

matter of course. He knows you have

these articles simply because you are a

stationer, and not because in some part of

your window you've got some paper

shown. But suppose your neighbor, the

week before last, had a big window show

of a particular brand of paper or pencils

or pens which in passing made him look

and think. He didn't want any then, only

he noticed them. Now that he wants some,

a voice in the recesses of his mind speaks

up and he remembers it was in so-and-so's

shop he saw that special kind. So there he

goes, though perhaps all the time you had

a packet or two crowded in somewhere in

your window. Now, ask yourself squarely,

have you not known this to happen many a

time—has it not happened to you, perhaps?

And have you observed and pondered

on the marked increase in the number of

specialized windows in all trades, and par-

ticularly in fountain pens ? And haven't

you observed that these windows are

usually those of the houses reputed to be

the most progressive and successful?

Why, it is all so evident, it seems needless

to argue the point. Yet there are such a

lot of "index" windows left—more's the

pity.
Shop windows are dressed with one of

two objects. It is the shopkeeper's inten-

tion either to interest the man who stops

to look by his own volition, or to sud-

denly arrest the notice of the passerby.

Window displays must be arranged

with a purpose—to sell.

In the first place, a good line must be

selected. Occasionally, a window display

can be concentrated very effectively upon

a slow-selling or little-known product, but

it is not regularly advisable. Nor is it a

fair test of a window's possibilities, unless,

perchance, a clearance line is being offered.

Take, then, a line that the public

knows by name and reputation, an article

that is being kept constantly before their

eyes.
A single specimen of the goods in

question placed on a front shelf in the win-

dow is no good. Nor again is a selection

sprinkled about amidst other lines.

Concentrate. Put your chosen line in

the window prominently—all together.

Not a hotch-potch, but an intelligent and

effective massing, having in view the

creation of an impression that you deal

largely in this particular article.

Where the goods are small in char-

acter keep them well to the fore—not too

far back from the glass. Place them so

that inspection does not call for more than

a bending of the head. It is tiresome to

have to lean right down to see an article

closely.
Be sure you ticket the lines with dis-

cernible prices. A man generally prefers

to see how much better a $5 pen is than a

$3 one, and the difference between the $3

and the $1.50 styles, rather than guess at

the distinguishing characteristics of a

mixed assortment.

As a display alone is dumb, show-

cards and tickets are necessary to speak to

the onlooker.
If, as many retailers do, you favor

handwritten tickets, by all means use them,

and get your writer to give a few reasons

(one on each ticket is enough) why the

article shown should be in the possession

of the man who is looking in the window.

Give a little thought to your window and

your window will make sales. That's its

mission!
The variety of shapes, sizes and styles
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of windows makes it almost impossible to

place upon paper directions for dressing a

uniformly successful window. An es-

sential feature is good taste, another is

orderliness, and a third, good ticketing.

Fountain pens to-day form one of the most

important display items in smart windows,

for there are few lines that can be de-

veloped to yield so good a return with such

a small risk.
When displaying pens remember a

light background shows them off. And,

being small objects, a massed effect at in-

tervals of space is better than the same

number of pens sprinkled about or ar-

ranged singly. For example, a bundle of

pens tied round the center with red ribbon

and twisted criss-cross fashion, to stand

up like stacked guns, makes a good display.

Bundles of pens tied with ribbon bow

stand more easily and securely if an elastic

"thread" band is first placed round the

bundle under the ribbon.

Remember that local testimonials al-

ways arrest attention. If you can show

a letter in your window from somebody

of local importance who is a user of the

pen you are featuring, it will go a long

way in helping others to make up their

minds.—The Inland Stationer.

The Small Stationer

The slogan of the small stationer is

economy. He knows his stock thoroughly

and when he finds that he is carrying a

certain item too long he devises some plan

to dispose of it without loss. He inau-

gurates special sales from time to time the

same as the big fellow, and in this way he

is better able to get many of the residents

of his neighborhood who rarely patronize

him, to come into the store and examine

his stock besides making purchases of some

of the special articles on sale.
The complaint of some small retailers

has been that owing to their inability to
purchase stock in as large quantities as the

large merchants they are at a decided dis-
advantage as regards discounts. But the
manufacturers have come to recognize the
importance of the small stationer trade and
they are now more willing to accommodate

such dealers in the matter of discount than
formerly. They realize that while the busi-
ness of the individual small stationer for a
given period may not equal that of the big
one, in the aggregate the sales made to per-
haps four or five of them within a month
may equal the business of one big fellow.
Aware of this, the small stationer, so far
as his dealings with the manufacturer are
concerned, has become more independent
and has decided that it is about time he was
given the same consideration proportion-
ately as the larger buyer, when it comes to
the matter of discounts. And it is the dis-
counts that the aggressive stationer seeks.
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TO THE RETAILER:—If you expect to stay where you are and hold
the old trade, you can not afford to sell second-class goods.
The BRYANT RINGS will hold the old customers, and every ring
you sell will be an advertisement that will attract new ones. They
are the Best Made and Best Known Rings in the market.

Trade-Mark M. B. BRYANT 0 CO.
7 Maiden Lane, New York

Numerous inquiries have been made, Who makes THE ALLIANCE RING?
Let us solve this question for you

WE DO!!!

LEONARD KROWER,

The graceful style of the Alliance Ring is rapidly supplanting the use of the old-style wedding ring.Its mysterious construction is another reason for its increased demand.
We have thus far supplied the entire demand, and we take these means to inform you that shouldyou need them, we can supply you.
These rings are most carefully adjusted ; the joints are barely perceptible, except by a magnifying glass.Whenever engraving is desired, it is done in the inside flat surface. They are easily opened as shownon illustration by inserting a sharp instrument, for instance a pin, in the inside pin hole.They should not be pried open, as this would destroy their adjustment.

r4 karat, 3 dwts., $1.25 per dwt. net ; in dozen lots, $1.15 per dwt. net
x8 karat, 3 dwts., $1.40 per dwt. net ; in dozen lots, $1.30 per dwt. net

Manufacturing Jeweler, 536-538 Canal St., NEW ORLEANS, LA.

TRAM MARK

On under side
of Middle liar

Colmont Opera and Field Glasses
have been recognized by
Opticians who really wanted
a good article without pay-
ing too high a price.

With Colmont Glasses you have
a Guarantee.

The name STANDS for
honesty and uniformity of
construction, fairness of price.
For your own advantage, investigate
the "COLMONT" line at your
jobber's.

SUSSFELD, LORSCH & CO.
Catalogue upon application to any jobber Importers 37-39 Maiden Lane, NEW YORK

" OAK "

E. H. H. Smith Silver Co.
Bridgeport, Conn.

Sterling Effects
in Plate

Manufacturers
of

Otto Young & Co.
Chicago, III.

Silversmith enwuittinrE
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Annual Meeting of Brotherhood
of Traveling Jewelers

The Brotherhood of Traveling Jewelers, a
charitable organization of traveling jewelry sales-
men, held its twenty-first annual meeting in one
of the parlors of the Astor House, in New York
City on the afternoon of Saturday, January 7th.

The meeting was called for 2 o'clock, and
shortly after that hour President Harry C. Lar-
ter rapped for order and opened the meeting.
After a witty reference to the hammer which was
presented to him at last year's meeting for a
gavel, he held up a short-handled, long-headed
croquet mallet which he said had been left on
his desk in his office a day or two before by
some anonymous donor, who had discovered it
in cleaning out his attic. President Larter then
proceeded with his annual address as follows:

To the twenty-first annual meeting of the
Brotherhood of Traveling Jewelcrs I bid you
hearty welcome, and I think, instead of deliver-
ing a speech to you I will give you a good lecture
—not that I can find fault with those who are
present to-day—but hoping that some of the re-
marks may reach our absent members. I think I
am privileged to do this, considering that during
the greater part of the last eight years I have
been active in helping to carry forward the work
of this brotherhood.

When I was first elected as a member of
your Executive Committee, I think in 1902, I ap-
preciated the honor that was conferred upon me
by you at that time, and was very glad to do
what I could in the work that from time to time
was presented. I did not fully appreciate the
fine work that fell to the lot of your officers to
perform, but it seems to me, as each year went
by and I continued in the service, I realized more
and more that the work of this organization was
of such a high character that I became more
heartily interested, and enjoyed it each succeed-
ing year more and more, due to the fact that
we were helping someone over the rough places
of life.

I do not think the members at large appreci-
ate as well as they should the privilege they have
in being a member of this organization, and it is
about that that I wish to lecture you.

Of course, it is not possible for either the
Executive Committee or myself to go into the
details of the various cases that have been pre-
sented to us from time to time, and to tell you
what we have done, but if a history could be
written of say only the last eight years, of which
I have a personal knowledge, each one of you
would say : "I am proud to think that I am a
member of the Brotherhood of Traveling Jewel-
ers, and I propose to do everything I can to see
that this organization thrives, and will at least
once a year show my interest by being present
and encouraging those who are carrying on the
work."

If you look around at this meeting to-day,
I think you will find a large percentage of ex-offi-
cers and ex-members of the Executive Commit-
tee present. Why? It is because they have be-
come imbued with the spirit and high ideal of
what we are trying to do. Only the other day
I heard a member of the Executive Committee
say that he really had enjoyed the work much
more than he thought he would, and you must
credit him with the thought that it was because
he had a hand in doing kindly deeds.

You will probably learn from reports of the
secretary and chairman of the Executive Com-

mittee that we have had more diversified cases
under consideration during the past year than

ever before in the history of the organization, all

of which have had very careful consideration in

nearly every instance by all the Executive Com-
mittee. The results of some of these cases have
been more than gratifying.

Another point I wish to emphasize : In at-

tending these meetings you have an opportunity
of taking by the hand and looking into the eyes,
some of your good, warm traveling friends who,
through change of territory or change of starting

out, it has not been your good fortune to meet,
and these reunions in themselves ought to do
each member good.

I sincerely hope that nothing will prevent my
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attending these annual meetings in the future, and
in closing I wish to emphatically state that I feel
sure that I am a bigger, better and a kinder man
than ever before, due to the work of this broth-
erhood.

The minutes of the last annual meeting were
then read and adopted, as was the report of the
secretary and treasurer, A. L. Woodland. The
latter report showed a balance of $1478.46 in the
treasury.

The report of the Executive Committee, Mr.
Carter, chairman, showed that 24 new members
were admitted during the past year, bringing the
total membership up to 242, within 8 of the 250
allowed by the by-laws.

The election of officers for 191 I was the next
order of business, and the Nominating Committee,
of which Mr. Sherwood was chairman, submitted
the following ticket, which was unanimously
elected without a dissenting vote : R. H. Schley,
president ; W. H. Gregory, vice-president ; A. L.
Woodland, secretary and treasurer (re-elected),
and F. K. Hough and C. B. Schuyler members of
the Executive Committee. Frank Allen and Mr.
Hartshorn were appointed to escort the newly
elected officers to the front of the room.

Then followed the reading of the list of
members who had died since the brotherhood was
first organized, twenty-one years ago. But one
death occurred during 1910, being that of D. A.
Noble.

The retiring president introduced the newly
elected head executive, and after three cheers had
been given for ex-President Larter, Mr. Schley
addressed the meeting in a few words, dwelling
mainly on the principal object for which the
organization had been formed—that of charity.
He closed by wishing all members a happy New
Year and also by expressing the wish that none
of them would be forced to call upon the brother-
hood for assistance during the year. A letter
from the new vice-president, W. H. Gregory, was
read expressing his regret at not being able to
be present on account of illness in his family.

Harry C. Larter made a motion, which was
carried, that in the future the Nominating Corn-
mittee prepare a ballot of more than one set of
officers at future annual elections in order to
instil a little friendly rivalry at election time "and
to give the boys a chance for a little fun in
voting."

A motion was then made to instruct the sec-
retary to write a letter to the Pennsylvania Rail-
road asking for better facilities for the transfer
of sample trunks at the Cortlandt street ferry.
The motion also included the sending of copies
of this letter to the Jewelers' Board of Trade,
the Jewelers' Protective Association and to the
Merchants' Association of the City of New York.
The motion was seconded and carried.

Balloting was next begun for a Nominating
Committee for the ensuing year. The following
names were proposed and balloted on : Edward
Horton, John Drake, M. B. Elting, William C.
Barry, H. C. Schwartz, Frank Sloan, M. L. Bar-
nard, L. D. Reynolds and H. A. Bliss. Messrs.
Larter and Rogers were appointed tellers and an-
nounced the following members elected as Nomi-
nating Committee, the chairman of the Executive
Committee being ex-officio a member of the
former committee also:

William C. Barry, N. B. Elting, Frank Sloan
and H. A. Bliss. Mr. Barry, receiving the highest
number of votes, was made chairman of this
committee.

W. C. Barry moved that the assessments be
raised a dollar or two in the future in order to
strengthen the funds in the treasury, arguing that
a large number of the members of the brother-
hood are now getting well along in years, and
that at some time in the near future the treasury
is going to face an unusual demand for funds.
After some argument it was decided that the
by-laws of the association give the Executive
Committee power to act in this matter as it may
decide best, and the motion of Mr. Barry's was
changed to a request to the committee to add
assessments as it might see advisable in order to
increase funds.

A vote of thanks was offered the retiring
officers and a roll of those present was taken,
showing an attendance of 67, the best attended
meeting of the brotherhood in its twenty-one
years' of existence. The meeting adjourned at 3.45.
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Annual Convention and Banquet of

the Ingersoll Forces

During the latter part of December Robert
H. Ingersoll & Bro. held a salesmen's convention
at the main office, 45 John street, New York.
More than fifty members of the selling force
from all parts of the United States were present
and discussed selling methods and other subjects
pertinent to the matter of disposing of more
"Ingersoll" watches during 1911. The convention
lasted a week, and on the evening of December
30th the seventh annual banquet of the depart-
ment heads and sales force was held at Murray's
restaurant on West Forty-second street.

Chief among the after-dinner speakers was
Robert H. Ingersoll, whose address contained the
following notable statement :

"Of all the advantages a man may be born
with, I believe that there are two which equip
him best for his success in after life. First, be
should be born poor, unhampered by the initiative-
destroying power that wealth lavished on a child
induces; and, second, should be born in the coun-
try, where labor and health go hand in hand and
where the growing boy receives a fine physical
preparation for the struggles and trials of his
after life."

Mr. Ingersoll dwelt strongly on the advan-
tages of country life for the boy and young man,
citing his own case as an example. He told of
his early life on the farm near Delta, Mich., and
the benefit it has been to him in his after life.

He then turned to the business part of his
career and sketched briefly the inception of the
enterprise. Summing up he said :

"Broadly speaking, my experience has always
been that the public, given an article of utility
at the right price and of the right quality, is
always glad to respond. We have never lost
sight of the fact that the public is the best friend
a manufacturer has, and that when you forfeit
its friendship you forfeit the largest measure of
your success. Public confidence is the only foun-
dation upon which an enduring reputation can
be built.

Mr. C. H. Ingersoll, following his brother,
said in part :

"In economics we say that there are no re-
strictions to the wages of the individual except
those placed by his own limitations. In other
words, we ourselves determine what we are to
earn and our possibilities are limitless.

"And so it is with business. The manufac-
turer or retailer has unlimited possibilities—but
he must develop and make the most of them
himself. We grow only in proportion to our own
efforts."

Mr. Ingersoll predicted great things for the
low and medium priced watch business. He
pointed out the enormous number of people in
this country and abroad who still went without
watches and showed how, as a class, they could
be reached by low-priced timekeepers and edu-
cated up to higher standards of watches later.

F. R. Jones, representing the London branch
of Robert H. Ingersoll & Bro., told of some
curious experiences.

"In Scotland," he said, "the people cannot
seem to get accustomed to stem-wind watches,
still using the key-wind style mostly. I remem-
ber calling on one dealer whom I had sold on
my previous trip, who said that he had 'w mind
them all morning and his gude wife all after-
noon but they would na run.' I found, on exami-
nation, that he had wound them backward only."

Geo. H. Eberhard, manager of the Pacific
Coast sales office, gave some pertinent advice in
his talk on salesmanship.

The final address of the evening was made
by Mr. W. H. Ingersoll, whose topic was "Inger-
soll Efficiency." He said "sanity lies in co-
operation. The difference between the organiza-
tion in harmony and the one beset by differences
is the difference between an unorganized mob and
a body of trained troops. A business with a
steady purpose is bound to progress, and its
ultimate success rests chiefly upon the efficiency
of its direction.

"The old maxim, 'business is business,' has
been long ago superseded by the truer one, "busi-
ness is men,' and until we acknowledge this truth
we can never be able to obtain the full measure
of our success."
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Leather Fobs
Lapel and Regular
London Tan, Black

Patent Calf
WINE BROWN

GREEN

4LLeather is of finest im-
ported stock with finished

edges done by special process
machinery. We own the only
machine of its kind in the
country able to do this work.
Buttons of all lodges in country
furnished with lapel strap, also
imitation stone and plain
chased buttons. Regular fobs
are of varied assortment—all
good, live sellers.
(Profit makers to retail for
25 and 50 cents.
CA sample fob sent FREE to
any reputable dealer in the
country.
Ask your Jobber to see our

line or write us and we will
put you in touch with one that
carries our complete fob line.

Trade supplied with Fobs,
Straps and Buckles

H. J. Collis Mfg. Co.
FOB SPECIALISTS

TAUNTON, MASS.

Good as Money can Make It—THE REES SCHOOL

Come to Rochester
AND VISIT THE REAL
Engraving School and real
Watchmakers School

Write to Rees School
Granite Building :: ROCHESTER, N. Y.

FOR FREE CATALOGUE OF SCHOOL AND TOOLS

ARTISTIC MINIATURES
copied from any photo on
watch cases and dials or on
Ivory, pearl, porcelain or
celluloid.

HAND-PAINTED
MINIATURES
ON IVORY
All work guaranteed perma-
nent and satisfactory.

15 years' experience.
We also do ETCHING ON
SILVER from any design,
portrait, sketch, etc., etc.

Send for Illustrated Price-List
STUDIO OF

CHAS. A. JOHNSTON, 106-108 Fulton St., New York

WE WANT YOU
C. To be a better workman ; to earn twice as much as you are
now earning and we also want you to enjoy your work as only
a first-class workman can. We have done all of this for a
great many and we can do it for YOU.
C Our new Art Catalogue, fully describing our courses in
Watchmaking, Engraving and Jewelry Work, can be had for
the asking. Send for it to-day.

Kansas City Watchmaking and Engraving School
OSCAR W. DREYER, Principal

815 East 12th Street KANSAS CITY, MO.

AM=

GORDON 4MORRISON
WHOL EEEEE

JEWELERS AND
OPTICIANS
  lees

Chicago, Ill.

THE JEWELERS, WATCHMAKERS
and OPTICIANS will do well by

Writing for our 1911 CATALOG,
MAILED FREE. It contains a full line
of WATCHES, DIAMONDS,
JEWELRY, OPTICAL GOODS,
WATCHMAKERS' and OPTICIANS'
TOOLS, MATERIALS and MA-
CHINERY of the best makes the
American and Foreign markets afford.
It will pay you to have our catalog.

Gordon & Morrison, 1119119o-i;s0aIleE..jelYlvae(iliesrcsona;td.,OgICZ 0,  ILL.
41111=1•111•1111 ■

DESELMS c"Rs
WATCH
CHOOL

sof 4..ntr'f
50

We accept only a limited number of students at a time in our
attendance school.

If you think of attending a school write for our booklet and terms
now. Our correspondence lessons will be free to you if you expect
to attend our school.

Our booklet and literature explaining all is free for the asking.

293 PERRY STREET ATTICA, INDIANA

February, 1911 T E

Law for the Retail Jeweler
[Copyright by ELTON J. BUCKLEY]

[A series of articles specially compiled by a

‘vell-known lawyer for the better education of

the retail dealer in the law and its relation to the

different phases of his business.—En.]

KM—The Law of Chattel Mortgages
In the States which allow it—and this

means all but a very few—a chattel mort-

gage is often used as security for a loan,

though the legal principles that surround it

are not very clearly understood. There is

no such thing as a chattel mortgage at corn-

mon law ; it is the creation of statute en-

tirely and nearly all the States of the

Union have passed such statutes. Pennsyl-

vania has no chattel mortgage in the ordi-

nary sense, but the same result can prac-

tically be reached by giving a conditional

bill of sale; that is, by selling the personal

property which it is intended to use as se-

curity, but on condition that the sale shall

be void if the debt is paid.

A chattel mortgage is to personal prop-

erty about what an ordinary mortgage is to

real estate. It is a conveyance of personal

property from A to B as security for a

debt which A owes B. If the debt is not

paid the conveyance becomes binding; in

other words, the title to the goods passes

to B and cannot be diverted. But if A

pays the debt when he agrees to, the title

passes back again to A.

A chattel mortgage can be given on

practically every kind of personal property.

Stocks of goods, fixtures (not those at-

tached to the real estate, however), horses

and wagons, cattle, life insurance policies,

stock in corporations, wages, crops, trees,

book accounts, and so on. There is no set

form for such a mortgage. It usually and

always should take the form of an ordi-

nary bill of sale with a clause in it setting

forth the condition on which the sale is

made. For example, below appears an idea

of such a clause:

Provided, however, that this mortgage (or
bill of sale) is on the express condition that if
the said A (the debtor and the maker of the bill
of sale) shall pay to the said B (the creditor)
the sum of $  , with interest, on the
day of then this transfer to be void and of
no effect, but in case of non-payment of said
sum at the time above-mentioned, together with
interest, then the said B may give to the said A,
or to the person in possession of the said goods
and chattels, or claiming the same, written notice
of his intention to foreclose the mortgage for
breach of conditions thereof, or the said B, at his
option, may take possession of the said goods

and chattels forthwith, without legal process, and

is hereby granted authority to enter upon the

premises where said goods and chattels are lo-

cated, for the purpose of taking same, and the

said B is also granted authority to sell said goods

and chattels according to law, and from the pro-

ceeds deduct his own debt and all expenses, and
then pay the balance, if any, to the said A.

In a chattel mortgage the failure to

properly describe the goods covered by it

KEYSTONE

is a common source of trouble. The only

safe plan is to include a complete inventory,

with a particularly careful description of

all the property included by it. Even more

care should be taken to describe the goods

in a chattel mortgage than in a bill of

sale, because in a bill of sale the buyer

usually takes possession of the goods at

once, while his memory is fresh as to what

he bought. In a chattel mortgage the man

who has loaned his money and who is to

get the goods if he isn't paid back by an

almost invariable custom doesn't take

possession for weeks, or months, or even

years, after the paper is signed. Any dis-

tinguishing marks about the property should

be noted and described.
Although a chattel mortgage should

always show on its face exactly what it is,

the law allows the maker of a paper which

while it appears to be an actual convey-

ance, was really given only as a chattel

mortgage, to show that fact if any question

arises. For instance, not long ago this case

came under my knowledge: A lent B, a

retail merchant, $5oo, B giving a chattel

mortgage on his stock and fixtures as se-

curity. That is, the arrangement was that

it was to have been a chattel mortgage, but

B went ahead and ignorantly did the thing

himself, with the result that what he gave

was really an unconditional bill of sale. A

was not as scrupulous as he might have

been and as B's stock and fixtures were

worth much more than $5oo, he saw a

chance and claimed them all under his bill

of sale. B was allowed to show the cir-

cumstances under which the paper was

given, and the court pronounced it what it

was meant to be—a chattel mortgage.

Any transfer, coupled with any state-

ment whatever that it is made as security,

makes a chattel mortgage.

All the States that provide for chattel

mortgages require them to be recorded

just as an ordinary mortgage on real estate

is recorded. This is vitally necessary,

otherwise the mortgage is not good against

third persons, though it is as between the

two original parties.

To make this clear, A gives B a chattel

mortgage on his stock and fixtures as se-

curity for a debt. B fails to have it re-

corded as he should have done under the

law. As long as A holds the goods the

mortgage is just as good as if it had been

recorded, but if A sold them to C, the mort-

gage would not affect C at all, because he

had not had the public notice of it that the

law required he should have. C therefore

takes the goods freed from the lien which

the mortgage put on them, and B loses

his security. Of course C was bound,
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whether the mortgage was recorded or not,

if he had actual knowledge of it.

As to possession of goods covered by

a chattel mortgage, I have already stated

that it is practically the invariable custom

for the mortgagor (the owner), to still

keep possession of the goods after they

are mortgaged. This always arouses sus-

picion of the good faith of the transaction

as against creditors, however, and this the

parties must be prepared to meet.

For example, A is a retail merchant

with apparently $5000 in his stock and

fixtures. Any jobber will give him a fair

line of credit, relying on the goods in his

store as security, but suppose A has

privately given a chattel mortgage for

$4000 to B; this reduces A's equity to

$moo. He is a much less desirable credit

risk than he was before, therefore the

prospective creditor is entitled to know the

exact truth, undistorted by any secret con-

veyances.
This does not mean, however, that

such a mortgage will always be held to be

actually fraudulent. If the parties can

show that it was bona fide, it will stand,

no matter what happens to creditors and

third parties.
Some States forbid a mortgagee (the

lender) from taking possession of the

goods until the debt has come due and has

not been paid even if he wanted to. These

are California, Michigan, Mississippi, Mis-

souri, Montana, Nebraska, North Dakota,

Oklahoma, Texas and Washington.

There is a curious difference of opinion

between the States as to the status of a

chattel mortgage on stocks of goods which
the owner is to keep and go on selling.
Some States say that such a mortgage is
absolutely fraudulent as to creditors of the
owner, and third parties, no matter how
honestly the parties acted. These are Ala-
bama, Arkansas, Colorado, Connecticut,
District of Columbia, Florida, Idaho, Il-

linois, Minnesota, Mississippi, Missouri,
Montana, Nebraska, New Hampshire, New
Mexico, New York, Ohio, Oregon, Ten-
nessee, Texas, Utah, Virginia, West Vir-
ginia, Wisconsin. The other States say

it is not necessarily fraudulent, but creates
suspicion which the parties must explain
away. Of course even in the first group

of States, if the creditors had notice of
the mortgage in advance of their sale they
are bound.

Where a chattel mortgage is given on
a movable stock of goods it should always

be worded in such a way as to include not

only the goods which were in the store

when the mortgage was given, but those
purchased to take their place. Otherwise,

when the mortgage is on specific goods
without the above provision, and those

specific goods are sold, the mortgage on

them, by a strict construction, covers noth-
ing whatever.
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The Phenomenal Sale of this
Case Proves its Usefulness

jewelers with a keen eye in every case relating to their business, saw at once
the beauty, utility and cheapness of our " IDEAL" CASE.

It is made of solid oak, or other wood desired, highly polished, beveled plate-
glass top, double strength glass front, ends and doors, has two highly polished
shelves of same wood as case, supported by Tom's adjustable brackets, metal legs
six inches high, and doors run on steel tracks.

DIMENSIONS:—Length as ordered, 28 inches wide, 43 inches high, upper shelf
12 inches wide, lower shelf 16 inches.

The construction of this case is first class. It has a nicely molded top, orna-
mented with egg and dart.

A BEAUTIFUL CASE

Made and sold by

Wall Cases. Solid Oak. 8 feet long, 8 feet 4 inchee high, 1 foot 4 inehea deep
inside. Doors slide up, fastened to Morton's steel chains and weights, Inside of ease and
shelves lined with black felt. Made to ship in the knock down.

Net price, $58.00. Worth $70.00

Salesroom, Office and Factory

UlliOn Show Case Co• 56-66 Frank Street, CHICAGO
Take the Blue Island Avenue Car

F. C. JORGESON & CO

MAKERS OF I-IIGI-I-GRADE

Wheeling Metal Ceilings

JEWELERS' FIXTURES

SPECIAL No. 107B

COUNTER CASE AND TABLE

MADE IN ALL KINDS OF WOOD
OAK AND BIRCH IN STOCK

Write for Prices

Any Kind, Size or Shape of Rooms—no matter for what use it is intended—
can be artistically fitted with Wheeling Metal Ceilings.

Economy, together with Artistic Appearance and the Quality of the Product,are matters for serious consideration.
WE ARE METAL CEILING SPECIALISTS.

Write nearest office asking anything you wish to know.
Send Diagrams for Drawings and Designs. No charges.

Wheeling Corrugating Company
WHEELING WEST VIRGINIA

BRANCH OFFICES AND STORES

PHILADELPHIA CHICAGO NEW YORK ST. LOUIS
CHATTANOOGA DETROIT

Big Gems in Long Earrings

Pear-Shaped Pearls with Diamonds First Choice.
Emeralds Having a Vogue—New Style

Collars and Corsage Pieces

When long earrings made their re-
entry into society there were those who
predicted short life for the fashion. Such
predictions ceased with the opening of the
1910-11 season of opera. Perhaps never
have so many magnificent specimens of
long earrings been seen as at the perform-
ances at the Metropolitan Opera House,
says the New York Sun.

A jeweler who of late
Pendant Effects has been drawing on his

choicest pearls, diamonds,
emeralds and other gems to fill earring
orders told an inquirer that "pendant ef-
fect" was the most comprehensive descrip-
tion of the newest earrings he could give:

"A factor which helps to regulate the
length of the costliest earrings is the pref-
erence shown by persons who can afford
it for single enormous pearls, pear-shaped
and round, which it would be sacrilege al-
most to offset with smaller inferior stones.
These usually are topped with a single
comparatively small diamond. That is all.
For this reason the length of the earring
is somewhat curtailed.

"Elderly women and younger women
alike show a preference for solitaire pearl
earrings. For that matter, never in the
history of precious stones has there been
such a demand for first quality large pearls
by New York women."

The jeweler fingered, as he spoke, four
strings of pearls about fifteen inches long.
One-third of the pearls on each string were
a little more than a third of an inch in
diameter ; the other two-thirds were slightly
smaller.

"These I am taking apart," he said,
"in order to use the largest stones in each
to make up a string to fill a private order.
We have to do this often, and the finer the
pearls the sooner they are snapped up."

Reverting to earrings, he
Pearls in repeated that the costliest,
Earrings and as some women think,

the most stylish earring of
all consisted of a pear-shaped pearl depend-
ing from a single diamond set near to the
lobe of the ear but not pressing against it
and set about one-eighth of an inch above
the pearl. The diamond should not be
more than one-half the size of the pearl;
one-third the size is better.

A large stone of any kind next the
ear is not seen in the best designs, which
have a small top and branch out broader
toward the bottom. Oblong pearls swing-
ing in a circlet of small diamonds and
topped with a diamond; two pearls con-
nected with a chain of tiny diamonds
headed with a single 12rger diamond, and
three pearls, two below and one above,
topped with a diamond are among the new-
est designs.

Large diamonds, oval and round, are
mounted similarly and in every case large
stones must swing separately, be detached
from circle or chain, which in turn must

be perfectly flexible and graceful. Flexi-
bility, in fact, is the the keynote of this
season's best designs in almost everything
made of precious stones—collars, pendants,
corsage ornaments, in all of which the drop
or swinging effect leads.

All sorts of colored stones,
Gem with emeralds first, are
Combinations combined with diamonds in

long earrings. Some of the
designs are nearly twice as long as the
pearl varieties. The vogue of emeralds is
really remarkable, the jeweler said, corn-
pared with the demand ten years or so
ago, which was confined to a few of the
wealthiest women.

Amethysts combined with diamonds
and with pearls have a vogue, probably
because the color is peculiarly becoming to
certain women. For earrings red stones
are little used just now, although ten years
ago they eclipsed emeralds. A reason for
this, the jeweler thought, is the large quan-
tities of imitation rubies now in the market,
which are far less easy to detect than imi-
tation emeralds.

Earrings of colored stones
Gems to Match are usually ordered to

match corsage ornaments of
similar color. Diamond or pearl earrings
may be and are worn with corsage orna-
ments including colored stones, but ear-
rings of colored stones should not be worn
with pearl or diamond corsage ornaments.

To illustrate the flexibility of the
newer designs the jeweler showed a wide
pearl collar minus slides or other supports,
the pearls forming a close pattern needing
no stiffening. More remarkable was a
four inch wide diamond collar, the stones
mounted on platinum, describing an open
work floral design. In a case the thing
looked stiff, unwieldy, uncomfortable,
whereas every inch or so was cleverly
jointed so as to make the collar yield to
every movement of the neck.

Matching this in design and typical of
the new style ornaments was a large
corsage ornament embellished with three
large pearls each swinging from a chain
of tiny diamonds. Smaller ornaments had
a diamond top from which swung by inch-
long chains two pear-shaped pearls.

Pendant from a bowknot ornament of
small pearls were two large pearls and
from ornaments describing butterflies,
bouquets and flower conceits drooped large
oval diamonds, emeralds, amethysts and
other colored stones.

Among the novelties is a
A New perfectly round diamond
Ornament ornament about an inch

and a half in diameter
which has found favor with opera-goers.
It is made entirely of diamonds and is
worn attached to a diamond or pearl chain
necklace a few inches below the throat. The
back of the ornament is hollow, concealing
a folded lorgnon, which is released by
touching a spring.

Similar in size is an ornament which is
a revelation of the jeweler's art and was
designed on this side of the ocean. It has
a background consisting of a mesh of fine

diamonds on which in slightly larger dia-
monds is a raised figure of chantecler. It
is arranged to wear either pinned to the
corsage or suspended from a chain.

Advertising Slogan for a Jewelry Store

Previous to the holidays the S. T.
Little Jewelry Co., Cumberland, Md., whose
advertising epigram, "Good Goods Come in
Little Packages," is known throughout that
vicinity, made the following offer for a
better epigram to be used by the firm:

"Twenty Dollars Gold"

"You can earn twenty dollars in gold
money if you can send the Little Jewelry
Co. a better six-word epigram than 'Good
Goods Come in LITTLE Packages,' by
December 20th. Send in as many as you
wish. Three competent judges will award
prizes soon after December 20th."

In answer to the offer several thou-
sand epigrams were sent in, many of which
were alike, and after the judges had spent
some hours in carefully going over the epi-
grams submitted they made the following
report to the S. T. Little Jewelry Co.:

Cumberland, Dec. 23, 1910.

S. T. Little Jewelry Company.
GENTLEMEN :—The undersigned, your

committee selected to award the prize in
your epigram contest, have, after careful
consideration of over 3000 suggestions,
been unable to select a single one among
them which surpasses the one you at pres-
ent are using, "Good Goods Come in Little
Packages."

This latter epigram seems to fill the
bill so well that so many of the contestants
have followed the same or nearly the same
method of expression without Improving
it. To show this is so, we note that one
of those who entered the contest and who
sent in several very fair epigrams, encloses
one in which he quotes your present one,
"Good Goods Come in Little Packages,"
saying regarding it, "This one is a world
beater." 

-
Respectfully submitted,
MAX KAMEN,
JOHN T. TAYLOR,
CHAS. W. DONNELLY.

The S. T. Little Jewelry Co. made the
offer in good faith and as no one had, in
the opinion of the judges, furnished a
better epigram than the one now in use,
the company determined to give the $20
in gold to charity. Therefore, $5 was given
to the Associated Charities, $5 to the Sal-
vation Army and the other $to was turned
over to the superintendent of the Western
Maryland Hospital to be used on the first
charity case needing the attention of a spe-
cial nurse.

Robert W. Little, manager for the
company, was quite anxious to secure a
better advertising epigram, and while some-
what disappointed over the fact that one
was not secured he is much pleased at the
hearty response of the contestants and at
the fact that the money offered will go to
a good cause.
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Rees, Dayton, Eastman and Hawthorn Streets, CHICAGO, ILL.

"Mutually Gratifying
Results"

A store equipped with fixtures
taken from our Stock Room,
using the "Revell" No. 400 Wall
Cases, No. 11 "Special" Show
Cases and Tables.

Messrs. Appel & Sons had the
misfortune to burn out completely,
and came to " Revel's."

Result:

" Cases perfectly satisfactory,
highly pleased with prompt
delivery."

STORE OF W. W. APPEL & SONS, LANCASTER, PA.

How Much

More Money

would you have made
No. 49 during this Holiday sea-

son if your store had been equipped with the

A 11-Glass Show Case
You probably lost more than you think, for every customer who left the
store without making a purchase could certainly have been interested in
some item you carry if it had been so displayed as to secure favorable
attention—that means displayed in a Silent Salesman. The sales thus
made would soon pay for a " force of Silent Salesmen " and a big
profit besides.

Let us be of assistance to you in planning to catch this trade that gets
away. Our years of experience in store arrangement are at your com-
mand. First, let us send you our booklet and prices. Write for them
to-day, addressing Dept. C.

DETROIT SHOW CASE CO.
476-490 West Fort Street
DETROIT :: MICH.

Get our Book on Modem

Store Front Construction

New York Salesroom, 43 E. Eighth St.
LEO A. FELDMAN, Selling Agent

Show Case Makers to
Progressive Merchants

HANDSOME DESIGNS

IN JEWELRY SHOW CASES

Are a feature of the Line for 1911

We are prepared to submit plans and estimates on any desired jewelry
store equipment and our prices will prove of interest to any prospective
purchaser. We are making a specialty of the CRYSTAL all plate glass
show cases and invite correspondence in regard to them.

Ydnupia. Siumf Gaat
926 JEFFERSON AVENUE GRAND RAPIDS, MICHIGAN

Chicago Salesrooms Boston Salesrooms

218 E. JACKSON BOULEVARD 21 COLUMBIA STREET

New York Salesrooms

732 BROADWAY

The Traveling Man and His Con-
nection with the Home Office

The home office buys the services for

a good and valuable consideration of a man

who, for reasons best known to itself, it

considers preferable to any other applicant

for the position open ; the traveling man

sells to it for better or worse such services.

If these services prove a paying investment

for the employer the salesman's job is se-

cure ; if not, the inevitable divorce follows.

The disruption is often hastened by little

frictions that daily occur between the home

office and the man with the grip. At the

outset his greatest anxiety was a fear that

the factory output would not prove com-

mensurate with his ability to sell, but once

on the road the connection has assumed a

different aspect—things go at sixes and

sevens hither and thither, until "I gave

them as good as they sent me," and "They

can swallow that" become stock phrases of

his. This lack of harmony and dog in the

manger attitude arises from, in most cases,

the narrow view, and in his opinion, self-

sufficiency, of the man who is making the

towns.
The home office sees in him

Home Office an integral part of itself,
Views imbued with its own ideas,

ambitions and traditions,

sent abroad at its expense to new fields,

there to do the work that it would itself

do were it possible for it to daily interview

the trade, and which work has been

minutely outlined, amplified and empha-

sized in the heart-to-heart talks with the

home office prior to the road trip. The

prestige, the honor, the reputation and the

character of the business are in the opinion

of the home office all fully typified and en-

hanced by the man sent out to represent it.

His acts are its acts, his sins of omission
or commission are laid at its door, and the

stranger without and the customer-to-be

judge it through him. Does he honestly

fulfill its expectations in this ? In many

instances, "yes," but often—a little too

often—"no." Does he follow instructions

as to prices, as to terms, as to the absolute

necessity of the closest commercial investi-

gation of credit-seekers, and has he the

backbone to refuse orders tendered him at

prices and terms at variance with his in-

structions?

Handling

Customers

Again, does he realize the
difference between sales

and sales at a profit, and is
he not very prone to con-

sider that the order itself is the thing?

Does he not transmit, subject to the ap-

proval of the house, orders from the big

dealers who dictate both the price and the

terms, and whose financial standing is a

mere matter of conjecture ? He does it and

keeps doing it, and he alienates trade that

might, by judicious handling, be converted

into a profitable account ; then he assumes

a solemn and injured air at the peremptory

way in which the man at the desk in the

home office turns him and his business

down. In his mind's eye they have a stuffed

club in reserve for him there and are re-

morseless in the use of it.

He knows certain dealers
Passing on are 0. K., and he says so
Credits to his house, but he goes no

further. He has a monopoly
of information, but it is bottled informa-
tion, and when the office demands the facts
and the figures they have to tap him for it,
and frequently he gives it incoherently and
grudgingly as the confounded office man
upsets his equipoise and ruffles his serenity.
It is rare to find an office man who is able
to then and there pass on a credit from
the explicit and detailed information given
by the traveling man who sends in the
order from a new customer. Invariably
such orders have to be held in abeyance
until Dun and Bradstreet and local banks
and merchants are consulted, whereas its
own man who is on the ground should be
able to obtain, sift, analyze and intelligently
submit the whole story. Very few travel-
ing men ever ask the dealer seeking credit
for his latest financial statement, and fewer
still can see in it anything but figures if it
is forthcoming; they do not possess the
acumen to sift the wheat from the chaff
in such statements, although all are, in their
own estimation, expert accountants, and
prove it by the composition of their own
expense account, which is often a mathe-
matical problem that an analysis and a
proper voucher check would show as com-
prising so much legitimately spent, and so
much of an increment to add to a meager
salary, but which the man at the other end
will find it hard to localize.

Are the traveling man's
letters to his office to the
point? Seldom so. They
run either to brevity, leav-

ing out the pertinent facts, or they go to
the extreme of discursiveness and bring in
such extraneous stuff as the poor hotel ac-
commodation in the town, the poor train
service, with a word on physical, mental
and other troubles of his own. Weary
reading this for the office, ill-spent labor on
the traveler's part. The art of expressing
himself succinctly but pointedly on the re-
sult of his interviews with the different
dealers, the quotations he made and the in-
ducements he offered, the reason assigned
by the man interviewed for not giving him
an order is an art that it will repay any
traveling man to cultivate. Dealers, being
prospective buyers, naturally belittle the
seller's goods, and praise the product of
other factories that they can buy at less
money and on much better terms. The
traveling man who knows the game takes
such assertions with the proverbial grain of

The Traveler's
Letter

salt; the wise man does not write five or
six pages telling his employer all about it.
The employer is, as a rule, fully abreast of
all the important moves in the trade, and
knows that no reputable house can sacrifice
its selling price to a level or even lower
than it takes to manufacture the goods.

Many traveling men look
upon their connection with
their house as a mere step-
ping stone for a better con-

nection with a better house. The other
house, in such cases, is always "better." In
confidential moods they confide this to a
dealer here and there, and hint a little of
the parsimony and downright stinginess of
the "boss." In a way they wash a lot of
their dirty linen publicly and then expect
that the dealer will respect them and prove
an asset when they do make a change.
Very few dealers follow such a man in
changing from the old to the new, and if
they do follow him they soon drop the
connection.

Job as a
Stepping Stone

Misrepresentation is bad
Don't and reprehensible under all
Misrepresent conditions ; it is a vice akin

to lying and stealing. Road
men should never, be their confidence in
the instrument they sell ever so great, mis-
represent. In their desire to make a good
showing they, however, do it. A dealer
buying on time is tacitly given to under-
stand that the policy of the manufacturer
is prodigal to the extent of generosity and
that renewals of notes as a matter of
course will be unstintingly given. In fact,
such paper is not expected to be taken up
at maturity without the co-operation of the
house ; this promise is verbal, it exists only
as between the traveler and the dealer;
time resurrects it to the chagrin of both,
and likely as not the note goes to protest;
the maker expected assistance of which the
manufacturer knew not; the man who got
the order and made the promise forgets any
such agreement, and a customer is lost and
antagonized.

The new man on the road
Trials of is eloquent on results be-
the Tyro fore he starts—once away

from home the pickings
are not as good as expected, and he then
starts in to systematically "jolly" the house.
Jones promises a big order on his next
trip, Smith will contract for so many per
month after January, Brown is corning to
New York to look over the plant before
virtually severing his connection with all
other producers, and so on, ad infinitum.

Time again deals a knockout; he goes
over the field a second time to reap the
golden harvest, there is nothing to garner,
and his prophecies are unfulfilled, and he
begins to worry that the house is catching
on. The good and successful salesman
does not try to bluff either the customer or
the house ; a firm resolve to be just to both
goes far in promoting his welfare, and mis-
representation, under whatever semblance
it is covered or actuated, conies back
sooner or later. The man who is above it
apart from the moral or ethical phases of
the question has mastered a valuable as-
sistant in any line of selling.—J. J. Glynn in
Music Trade Journal.
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Make Your Show Windows
the Best Lighted in Town

Make them stand out among the others so prominently that people
cannot resist stopping to examine your goods.

You can do this with the J-M Linolite System of Lighting. These
lamps are nearly a foot long and throw one continuous unbroken stream
of brilliant, steady light on the goods. None of the light can be wasted
on the street—none of it can dazzle the eyes of spectators, as the reflector
throws all the light in the window.

 .1,11LL_
Mug

Saks & Co., New York, Lighted with J-M Linolite System of Lighting

J-M Linolite System of Lighting
occupies such a small space that the reflector and lamps can be installed back of the framework of windows or behind the vertical fillets in such a
way that it cannot be seen from the street.

In addition to the many other advantages of this system of lighting show windows, show cases, etc., the J-M Linolite Tungsten Lamps will
enable you to more than cut your lighting bills in half. Think what this saving would mean to you

Why not let us tell you more about this new method of illumination, the method now employed by such progressive merchants as John
Wanamaker, Saks & Co., Lord & Taylor, Tiffany & Co., Baltimore Bargain House, Washington Shirt Co., etc.

Write our nearest branch for Booklet while you think of it.

Baltimore
Boston

Toronto, Ont.

H. W. JOHNS-MANVILLE CO.
Manufacturers of Asbestos
and Magnesia Products

faSI:OSS

Buffalo Cleveland Detroit London Milwaukee
Chicago Dallas Kansas City Los Angeles Minneapolis

For Canada :—THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITED
Montreal, Que. Winnipeg, Man.

Asbestos Roofings, Packings,
Electrical Supplies, Etc.

New Orleans Philadelphia San Francisco
ew York Pittsburg Seattle

St. Louis

1286

Vancouver, B. C.

WINTER FIXTURES
THE STANDARD OF QUALITY, STYLE and PRICE

ANYTHING FROM A STORE STOOL TO A COMPLETE OUTFIT

The "PFISTER " DESIGN JEWELERS' OUTFIT

NOT HOW CHEAP but HOW GOOD at the right prices is the WINTER
IDEA. IF you are looking for QUALITY FIXTURES at prices that are right
we want to figure with you. If you need fixtures it will pay you to visit
SHEBOYGAN, WISCONSIN.

WINTER CATALOGUES—The Books That Show You
Books That You Need and Will Keep Sent on Receipt of 25c.
The most complete works of their kind ever published. Works of Art. Books of
Valuable Information. Complete in all details. Cost years of experience and thous-
ands of dollars. Size 9 x 12, three volumes. 600 pages complete.

WRITE FOR CATALOGUE "10A"

The M. Winter Lumber Co.
HIGH-GRADE FIXTURE MAKERS

ESTABLISHED 1865

SHEBOYGAN, WISCONSIN, U.S.A.

Get Our Brand New Show Case Catalog

We have just issued a catalog masterpiece, illustrating and describing in detail modern store
equipment demandfd by the present era of display.
This catalog should be in the hands of every merchant, whether he happens to need show
cases just now or not. It should be carefully studied by dealers who wish to discriminate
between the good and bad in show case construction.
The new catalog contains 128 pages and scores of fine half-tone illustrations. Ask for
Catalog No. 20.

Qtaat9 $0e,clat C4444
are superior to any other kind. The reasons for this are set forth at length in the new
catalog. but one reason is that Quincy Special Cases never grow old. Their beauty and
perfection of finish make these cases at home in all surroundings.

Don't fall to get YOUR copy of Catalog No. 20

QUINCY SHOW CASE WORKS
QUINCY

Chicago, 247 Jackson Blvd.
Wichita, Kans., 301 Beacon Bldg.
San Francisco, 134 Sansome St.

ILLINOIS
Dallas, Tex., 219 Commerce St.
Jacksonville, Fla., 20-28 Julia St.
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The Use of Metals Six Thousand
Years Ago

By EDGAR J. BANKS, in Scientific American

Excavations in the oldest of the long-
buried cities of Babylonia have yielded three
metals which were then in common use—
copper, gold and silver. If others were
employed, they have not yet appeared in
the most ancient strata of the ruins at Bis-
mya, Telloh, and Nippur, where the earliest
traces of civilized man have been discovered.
We generally speak of the bronze age as a
time when early man discarded his imple-
ments and weapons of stone for those of
metal, but in Babylonia and also in Egypt
there was an age which intervened between
that of stone and of bronze. It might be
called the copper age, for all of the objects
found in the most ancient of the ruins,
which are generally regarded as bronze, are
shown by analysis to be practically pure
copper; bronze objects appear first in ruins
of a far later date.

Common among the early copper ob-
jects are the spear points, both flat
and round, about twelve inches long,
and almost identical in shape with those
attached by the modern Bedouin of
the desert to the ends of long bamboo
shafts. Though every trace of wood
from this early Babylonian age has
disappeared, a copper rivet capped
with gold, which held the blade to the
shaft, has survived. Common copper
objects found in the graves of the
early Babylonian women are huge pins
about ten inches long, and capped at
the larger end with a polished lapis-
lazuli or carnelian bead. Though now
badly corroded, the pins were once
polished and possessed considerable
grace and beauty. Their location
when found in the grave seems to indicate
that they were hair-pins. Along with the
ancient hair-pins should be mentioned the
copper needles which were recovered from
among the ruins of the private houses.
Though several times larger than the mod-
ern needle, they were of practically the
same shape, even to the eye.

Of copper jewelry the Baby-
Copper Jewelr3, Ionian graves have yielded

several interesting exam-
ples. The jewelry of both the poor and the
rich seems to have been of that material.
There were finger rings and bracelets and
nose rings in large numbers, and occasion-
ally in one of the last is a small sea shell
with which it was set. There is a single
instance of a necklet of copper wire.
Though we may consider nails and rivets
as modern institutions, copper nails and
rivets of various modern shapes were com-
monly employed. The implements used by
the farmers were also of copper ; one re-
setnbling a reaper's cycle was attached to
the handle by a copper band, as is the mod-
ern cycle. Dishes of various shapes, but
generally very shallow, were frequently of
copper; and in one of the Bismya house
drains several copper drinking cups were
discovered. Perhaps the most interesting
of Babylonian copper objects are sets of

four small instruments which were held to-
gether by means of a ring and incased in a
funnel-like copper protector. One of the
instruments was a pair of tweezers ; the
others were blades of various shapes. They
may have been a surgical or a manicure
set, or possibly they were the tools with
which the engraver carved the beautiful
cylindrical seals from the hardest of stones.

Copper was also employed
Copper Tablets upon rare occasions for

making toy animals for the
children,. and the Babylonian scribe also
engraved his wedge-shaped characters upon
tablets of copper. Several such copper tab-
lets from Bismya are now preserved in the
archwological museum of the University of
Chicago. The tempering of copper, now
generally considered a lost art, was com-
monly practised in Babylonia 6,000 years
ago. The hardest of stones were then en-
graved with a skill unsurpassed in modern
times. The tempered copper, however, is
now so corroded that it is exceedingly brit-
tle, while some of the untempered objects
are still as malleable as ever.

The
Mysterious
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Sin, a well-known Semitic king of 3750
B. C. Evidently it was a part of the gold
dress which covered his statue.

It would be difficult to say from just
what place ancient Babylonians obtained
their metals. It is now known that the
earliest of the Egyptian kings sent expedi-
tions for copper to the mountains of Sinai,
and there the earliest of their sculptures are
found.

Mysterious Window Clock

Window displays of the hypnotic sort
are universally admitted trade-pullers, and,
of course, the more unusual their features
are, the stronger their attraction for the
crowd, writes De Lysle Cass in Novelty
News. A St. Louis man has evolved a
special intensifier of window appeal in his
"Mysterious Clock" and its supplemental
suggestions for "four weeks of booming
business."

The clock itself is peculiar. Hand-
somely finished in brass, with silver-plated
dial numbers, the mechanism is so de-

vised as to puzzle even expert
jewelers as to what makes it run and
keep time. The most baffling thing
about it, however, is that both hands
and dial may be whirled in opposite
directions simultaneously, and when
they come to rest will still show the
correct time, and continue to do so,
irrespective of the number of times
they may have been turned that way.
This feature gives rise to many odd
questions among onlookers, all of
which makes it of increasing value as
an ad.

The inventor of the Mysterious
Clock has numerous suggestions by
which it can be used to the best ad-
vantage and trade boomed for at least

four initial weeks. For the first week's
use, he says, the clock should prove of
great publicity value as a window attrac-
tion alone. If some clerk enters the win-
dow every now and then and gives the
hands or dial of the clock a whirl, the at-
tention of the puzzled onlookers will be
called to the fact that when through spin-
ning the indicators will always register the
correct time, without any wheel or other
mechanism being connected with it.

In harmony with this display device is
the scheme of placing a show card in the
window beside the clock, reading as follows:

"We will give you a card explaining
why this mysterious clock is running."
These cards to be given out should have a
similar explanation on the back:

Of the gold objects from Bismya, the
greater part were not solid, but filled, the
baser material being bitumen, a native sub-
stance which was then and is still used in
Mesopotamia for a great variety of pur-
poses. The gold beads appearing in quan-
tities in the graves of the females are now
but hollow shells, for the bitumen within
them has crumbled to powder and fallen out.
Traces of the copper thread upon which the
beads were strung still remain. Shell-shaped
ear and nose rings, always filled with bitu-
men, were among the most beautiful of the
gold ornaments of the Babylonian women.
A large gold-filled rosette, set alternately
with red and blue stones, shows the perfec-
tion of the art of the goldsmith, yet perhaps
the most striking adornment of the Baby-
lonian woman was a gold band about three
inches long and tapering toward the ends,
which apparently she bound upon her fore-
head.

Gold in
Architecture

That gold was very com-
mon in Babylonia 6,000
years ago is evident from
its use in architecture.

Pieces of gold plate are found in the ruins
of the Babylonian temples ; it was probably
employed in overlaying the walls, or the
large statues of kings and gods One piece
of inscribed gold bears the name of Maram

Why the Mysterious Clock Is Running

The mysterious clock is running at
Blank's store because we want you to
become better acquainted with the fact
that our up-to-the-minute styles in men's
clothing and furnishings are of unusual
interest to every one who wishes to be
well dressed and doesn't object to saving
money. It also runs to call your attention
Now is the time to purchase while the
selection and values are at their best.

This wording, of course, may be re-
vised to suit local conditions.
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History and Hall Clocks
The present month recalls a period of hall clock associations, and
also the fact that character, honesty, and achievement, bring
their own reward.

This truth is as applicable to business concerns as to men. Character
and honesty are important factors in our business, and the past year
has brought to us the reward of appreciation.

Encouraged by the trade patronage in 1910, we have prepared for the
present year a still larger and more attractive product.

Our line, ranging in price from $500 to $15, means that we are universal
providers, and can fill the wants of all classes of trade and patronage.

We direct your special attention, however, to our well-known jewelry
trade specials at $60 to $80, which added greatly to the income and
prestige of hundreds of the trade during the past year.

It will pay you to acquaint yourself at once with this new line.

COLONIAL MANUFACTURING CO.
ZEELAND, MICH., U. S. A.
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CfOnly those jewelers who deal with us regularly
"ilrealize how convenient it is to have a house in
the city to attend to all their special order work and
repairing of jewelry and silverware. We repair, re-
plate and reline all kinds of mesh bags and purses.
Ill Gold and silver plating, coloring, finishing and
polishing Gold and Sterling Silverware.
q Enclosed packages with ours for other city firms mill
be delivered free of expense to you.

WRITE FOR OUR PRICE LIST PAMPHLET

JOSEPH LANDSMAN
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51-53 MAIDEN LANE :: NEW YORK
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Scores of young men owe their success to the thorough and
practical training received at the W. I. of H., the

Official School of the Wis. Retail Jewelers Association
WHAT WE DID FOR OTHERS WE CAN DO FOR YOU

Watchmaking Engraving Jewelry Repairing
Our Home Study Course in Watchmaking
There are thousands of young men working in stores who are surrounded by all the oppor-
tunities for learning watchmaking except the proper system of instruction. Aware of this fact,
the W. I. of H. has established a Home Study Department, with a view of teaching watch
repairing by correspondence. This system of instruction is as thorough as it possibly can
be, embracing Mechanical. Practical and Theoretical Horology. The course consists of 43
printed lessons, containing nearly 400 illustrations and other special features, making it an
excellent substitute for an attendance course to those unable to leave home or their position
and is incomparably leas expensive.

Send for Prospectus and state if Attendance or Home Study Course is desired

Wisconsin Institute of Horology
Enterprise Building :: MILWAUKEE, WISCONSIN
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The Constitutionality of Laws
Regulating Stamping of

Gold, Etc.

By LLOYD PAUL STRYK RR, Deputy Assistant District Attorney,

New York County

There is no misfortune more insupportable
for the honest man of business than the necessity
of competing against those who resort to dis-
honesty. If A, who gives full measure, must
contend against B, who says that he is giving
full measure but does not, his struggle cannot be
successful; he will be forced either to be outdone
by B, or to resort to his dishonesty. Fraud in
the selling of gold is particularly pernicious inas-
much as it is obviously elusive of detection: the
crucible and not the eye must be the criterion
for determining its presence. Such fraud is
highly reprehensible in morals; in New York
State Section 431 of the Penal Law has made it
criminal. That section reads:

"Section 431. Marking Articles Made of
Gold.—Any person, firm, corporation or associ-
ation who or which makes or sells or offers to
sell or dispose of, or has in his or its possession
with intent to sell or dispose of, any article of
merchandise, constructed in whole or in part of
gold or of any alloy of gold, and having stamped,
branded, engraved or imprinted thereon any mark
indicating or designed or intended to indicate
that the gold or alloy of gold in such article is
of a greater degree or karat of fineness by more
than one karat than the actual quality or fineness
of such gold or alloy, is guilty of a misdemeanor."

It is apparent that two classes
Two Classes of crimes are provided for by
of Crime this law : First, the selling or

disposing of gold marked in
violation thereof, and second, the retaining in
one's possession of gold so marked with intent
to sell or dispose of the same. Under neither
branch of the statute is there any proof required
either of guilty knowledge or criminal intent.
One who sells gold marked in violation of the
statute or retains it in his possession with intent
to sell or dispose of the same is guilty without
proof of any further facts. His belief on the
question is immaterial. With unmistakable clarity
the statute speaks : If you sell gold marked in
violation of law or if you retain such gold in
your possession with intent to sell the same, you
do so at your peril!

It has been contended that this law is uncon-
stitutional because the crime therein defined has
not among its elements either guilty knowledge
or criminal intent. It has been objected that good
faith is no protection. This point was squarely
raised in the Terrace and Cohen case, in which
both defendants were recently convicted for a
violation of this law, in the Court of Special
Sessions. Cohen was a mere clerk and contended
that he did not know that the article of gold
which he sold was fraudulently marked. He was
convicted, but one justice, believing his defense
•to be good, voted for an acquittal. To attack
the constitutionality of a law is to attack the
law itself, for if it is unconstitutional it is void.
A constitutional question is essentially a funda-
mental one, its scope is vast, touching often the
domain of philosophy and metaphysics, and is on
this account, with some, the subject of vague and
uncertain ideas.

It may be said, if stated cate-
Is It Uncon- gorically, that no New York
stitutional? statute is void unless it is in

conflict with some express pro-
vision either of the New York or the United
States Constitution. Except as limited by definite
constitutional restraints, the Legislature is the
sole judge of the justice and wisdom of the law
which it makes. An old and leading New York
case well said : "When the fundamental law has
not limited, either in terms or by necessary impli-
cation, the general powers conferred upon the
Legislature, we cannot declare a limitation under
the notion of having discovered something in the
spirit of the constitution which is not even men-
tioned in the instrument." This language was
quoted with approval by Judge Cooley in his
famous work on Constitutional Limitations.

KEYSTONE

Judge Cooley himself declared that courts are
not at liberty to declare an act void "because in
their opinion it is opposed to a spirit supposed to
pervade the constitution, but not expressed in
words."

The accepted theory on this
Legal Opinion subject according to this great

constitutional jurist is that "in
every sovereign State there resides an absolute
and uncontrolled power of legislation ; in Great
Britain this complete power rests in the parlia-
ment; in the American States it resides in the
people themselves as an organized body politic;
but the people, by creating the Constitution of the
United States, have delegated this power as to
certain subjects, and under certain restrictions,
to the Congress of the Union, and that portion
they cannot resume, except as it may be done
through amendment of the national constitution.
For the exercise of the legislative power, subject
to this limitation, they create, by their State con-
stitution, a legislative department upon which
they confer it ; and granting it in general terms,
they must be understood to grant the whole legis-
lative power which they possessed, except so far
as at the same time they saw fit to impose re-
strictions. While, therefore, the Parliament of
Great Britain possesses completely the absolute
and uncontrolled power of legislation, the legis-
lative bodies of the American States possess the
same power, except, first, as it may have been
limited by the Constitution of the United States;
and, second, as it may have been limited by the
Constitution of the State. A legislative act can-
not, therefore, be declared void unless its conflict
with one of these two instruments can be pointed
out.,,

Now, it is a high improbability
Justice of whether there is an honest
the Act man who would deny the wis-

dom and justice of Section 431
of the Penal Law, but assuming that it was con-
ceived in folly and injustice, no court could on
that account alone declare it void. For whether
or not a law is wise and just is a question of
which the Legislature is the sole judge. "The
test of constitutionality is always one of power—
nothing else." A law which the Legislature has
the power to pass is a valid law. "Whether a
statute is a valid exercise of the legislative power
is to be determined solely by reference to consti-
tutional restraints and prohibitions ;" this is the
language of the Court of Appeals of New York.
In the same case it was said that an act of the
Legislature "may not be declared void because a
court may deem it opposed to natural justice and
equity." And in an earlier case Judge Andrews,
for the Court of Appeals, wrote : "If an act can
stand when brought to the test of the Constitu-
tion, the question of its validity is at an end, and
neither the executive or judicial department of
the government can refuse to recognize or en-
force it." The principle of these cases is in
entire accord with the doctrine of Judge Cooley
quoted above and in New York at least is firmly
established.

Now, if we examine the
Accords with statute in question in the light
Other Laws of the fundamental law, we

find that it conflicts with no
provision either of the Constitution of the State
of New York or that of the United States.
There is no direct or implied provision in either
of these constitutions to the effect that no act
can be a crime without the presence of guilty
knowledge or criminal intent. But we have seen
from Cooley's doctrine and that of the cases
cited, that the Legislature, subject to the re-
straints of the State and Federal Constitutions,
possesses "the absolute and uncontrolled power
of legislation."

Now, the law in question belongs to that
class of crimes known as "mala prohibita," that
is to say, it makes criminal that which, but for
the positive act of the Legislature, would not
have been criminal ; the Legislature has forbid-
den that which the common law did not forbid.
As to such prohibited acts we find that "the gen-
eral rule that criminal intent is the essence of
the crime does not apply." The words just quoted
are from a case in which it was held that the
belief of a hotel keeper that a boy to whom he
sold liquor was over 18 years of age was no
defense to a charge of violating the law pro-
hibiting the sale of liquor to one under that age.
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Through Judge O'Brien, the
Ignorance Court of Appeals said : "The
No Excuse law on that subject seems to

be that an act malum prohib-
itum is not excused by ignorance, or a mistake
of fact when a specific act is made by law in-
dictable irrespective of the defendant's motive
or intent. His belief that he was right in what
he did based on a mistake of fact is no defense."
In the same opinion we find that "the absence of
any criminal intent and the circumstance that the
defendant acted in good faith would seem to be
immaterial." The same principle was acknowl-
edged when subdivision 6 of Section 364 of the
Penal Code was upheld against a constitutional
attack in the case of People vs. Luhrs. This act
was a part of the trade-mark law, and it made
it a misdemeanor to sell goods in violation there-
of. The bare act of selling was forbidden; there
was no mention in the law of criminal intent or
guilty knowledge, yet the law was held constitu-
tional and the Court said : "The act alone, irre-
spective of its motive, constitutes the crime, and
it matters not how innocent of wrongful intent
the alleged offender may be."

There are many cases upon
Parallel Cases the constitutionality of laws

regulating the sale of food
which are pertinent to the question before us.
In the case of People vs. West the constitution-
ality of a New York law making it a misde-
meanor to sell milk diluted with water or to
bring the same to a butter or cheese manufac-
turer, was assailed. The attack was made upon
the ground that it converted what was an inno-
cent act prior to its enactment into a criminal
offense, and that it was a restriction upon that
natural liberty of every owner of property to use
it in any lawful way. The Court of Appeals over •
ruled this contention, and upon this point Judge
Andrews wrote : "It is not a good objection to
a statute prohibiting a particular act and making
its commission a public offense that the prohibited
act was before the statute lawful or even inno-
cent, and without any element of moral turpi-
tude.

"It is the province of the Legis-
The Province of lature to determine in the in-
the Legislature terest of the public what shall

be permitted or forbidden, and
the statutes contain very many instances of acts
prohibited, the criminality of which consists sole-
ly in the fact that they are prohibited, and not
at all in their intrinsic quality." And in the case
of People vs. Kibler the Court of Appeals con-
sidered the same law and the question squarely
before the court was whether it was constitutional
although neither criminal intent nor guilty knowl-
edge was an element of the offense, and the law
was held to be constitutional despite this objec-
tion. Judge Finch wrote for the Court : "As
the law stands, knowledge or intention forms no
element of the offense. The act alone, irre-
spective of its motive, constitutes the crime."
And in the same opinion we read: "The proof
on the part of the prosecution was of the sale
of one pint of milk which was below the lawful
standard. That made a prima facie case. Why
the milk was below the standard, or by what
means the result had been accomplished the prose-
cution were not bound to prove." The Kibler
case reiterated the principle laid down in the
earlier case of People vs. Cipperly. The follow-
ing language is taken from the opinion in that
case which was adopted by the Court of Appeals:
"Now, it is very plain that courts have nothing
to do with the question of the wisdom, or even,
according to our courts, with the natural justice
of any particular law."

From these cases therefore it
The Inference would seem clear that one

may be convicted for selling
gold marked in violation of Section 431 of the
Penal Law even though he believed the gold to
be truthfully marked. His intention might be
good, he might be acting in perfectly good faith,
but if the mark indicates that the "gold or alloy
of gold in such article is of a greater degree or
karat of fineness by more than one karat than
the actual quality or fineness of such gold or
alloy" he would be "guilty of a misdemeanor."
This law was evidently intended to put those who
sell gold upon their guard. It will tend to make

(Continued on page no)
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Train the Salespeople

TI-IE K

How to Develop an Efficient, Loyal and Enthu-
siastic Force

In a contribution to the Dry Goods Econo-
mist E. J. Gantz, manager of the New York Insti-
tute of Mercantile Training, gives some excellent
suggestions on the above subject. Mr. Gantz has
given aid and counsel to many large retail con-
cerns in the training of their salespeople, con-
ducting classes and giving lectures in their stores,
and is now directing the work of this character
which is being carried on by the New York
Institute. He says:

Competition is a hard master, but its sub-
jective effect on all merchants is exceedingly
valuable. If it were not for serious competition
hundreds of merchants would be merely store-
keepers and would never develop into first-class
merchants.

Competition has created one demand that the
wise merchant cannot afford to overlook. And if
neglected entirely, or nearly so, the effect will be
readily noted and the loss most seriously felt.
No merchant can afford to go on year after year
without attempting to overcome the difficulty and
spend his time in lamenting over a condition
which is well known and can be largely elimi-
nated.

As a rule, the salesforce grows
Lack of Training up like Topsy. It is neither

born nor made. No sensible
attention is given to its creation nor to its train-
ing. The result speaks for itself more eloquently
than any tongue can express.

Every merchant should remember that his
clerks are his personal representatives and that
the public only know him, and pass their judg-
ment upon him, from their contact with his sales-
f orce. Thousands of customers never come into
personal touch with the proprietor—do not know,
indeed—who the gentleman is at all. They only
know the name of the store—and that is often
arbitrarily chosen—and judge of its value to
them by the goods displayed and by the salespeo-
ple who wait upon them.

With these facts in mind, a score of matters
should be considered and the greatest possible
care taken in selecting salespeople. The mer-
chant should take into account their parentage,
their environment, their dispositions, their ability
to learn, their adaptability to some particular
line, their purposes and their ambitions. All this
takes time and effort, but no more of either than
is absolutely demanded when their relation to the
house and to the public is carefully considered.

After salespeople are selected comes the im-
portant matter of training them, and the fullest
possible course of training is generally not un-
dertaken. Almost generally, indeed, is the mat-
ter of training wholly neglected.

We all know that the raw re-
Proper Drilling cruit is not a soldier—only the
Essential basis of one—until he is fully

drilled. He must lose self and
be only one of a corps; and the corps reflects
the will and the spirit of the commander to the
minutest degree.

The salesforce must be carefully taught and
drilled, day after day, under well-qualified in-
structors. If the proprietor or some of his most
efficient assistants cannot do this work, some one
should be secured for this purpose or the sales-
force will fail to reach its highest possible degree
of efficiency.

A part of the entire force should be brought
together at least twice a week in some audience
room and a full course should be given in the
principles underlying public service of this char-
acter and in the science of selling goods.

This course of instruction should be very
comprehensive. It should treat on every matter
connected with the relation the clerk sustains to
the store, to the public and to the stock.

The whole ground of loyalty to themselves
and to the store and their duty to the public
should be gone over again and again, so that they
may have some knowledge of the responsibilities
resting upon them, and until evidence of a full
comprehension of these important relationships
is seen in the majority. Those who do not seem
to respond and show no sign of appreciation had

better be discharged. There is little hope that
anything can be made out of the unresponsive
under such instruction.

The course should be most
To Appeal to thorough in pointing out the
the Clerks opportunities the salespeople

have through their connection
with a good business house, the special knowl-
edge of their line that should be gained, and
where definite knowledge can be acquired; in a
word, what it means to them to become a master
of some good line and master of the science of
selling.

The instructor should appeal to their pride
and to their desire—or should fire them with a
desire—to be more than automatic salespeople.
He should emphasize the fact that the public is
very rich and is in need of much, but would buy
much more if a skillful salesforce would take
the proper course in displaying and demonstrat-
ing the goods.

The salespeople should be
Points to taught the value of using every
Bring Out moment of their time in dem-

onstrating and displaying their
goods, that the shopper may be turned into a
purchaser by this means, if not that day, at least
within a very few days. They should be re-
minded that the idle shopper in one department
may have just made a purchase in some other,
and should be appreciatively treated. They should
be told that valuable time and good opportunities
are daily lost while the clerk and the customer
both stand idly awaiting the return of her change
and the package.

The salesforce should be encouraged to make
the right kind of reputation for themselves
among the customers, based upon their courteous
manners and their knowledge of their goods.

It is of the utmost importance that the sales-
force be instructed in the elements and principles
that underlie a sale. Demonstration after demon-
stration should be made before them and all the
forms of a sale observed.

They should be taught to read the faces of
their customers readily, how to overcome inde-
cision with decision and, therefore, when to close
the sale.

The Constitutionality of Laws Regu-
lating Stamping of Gold, Etc.

(Continued from page 279)

manufacturers honest because it forces retailers
who buy from them to insist that the gold which
they buy is marked in accordance with law. It
will also make retailers honest by telling them
that, at their peril, they must make sure that the
marks upon the 'gold they sell are true.

But those who oppose this law
Police Power attack it upon still another

ground. They admit the sound-
ness of the decisions we have cited, but contend
that the laws therein considered were held con-
stitutional only because they fall within the
"police power" of the Legislature, and that the
law in question does not fall within that power.
Now, we have already seen that "the test of
constitutionality is always one of power—noth,
ing else," and that the New York Legislature
possesses, subject to the restraint of the State and
Federal Constitutions "the absolute and uncon-
trolled power of legislation." We have also
found that the law in question conflicts with no
provision of either of these constitutions. It
would therefore seem unimportant, inasmuch as
the Legislature clearly had the power to pass
this law, whether it falls within that class of its
powers known as the "police power" or within
some other class. The contention, therefore, that
this law does not fall within the "police power"
is entirely negligible. Simply by way, however,
of demolishing the last argument against the
constitutionality of this law, we shall traverse this
contention. This law does fall within the Legis-
lature's police power.

There are few legal phrases concerning which
more incorrect and uncertain notions are enter-
tained than the term "police power." Many law-
yers seem to think that the term relates only to
the Legislature's authority to pass laws for the
betterment and care of public morals and the
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public health. But it is something far broader
than this; indeed, upon authority, it may be as-
serted that the enactment of every criminal law
is an exercise of the police power. For "the
police power of a State is co-extensive with self-
protection, and is not inaptly termed 'the law of
overruling necessity.' It is that inherent power
in the State, which enables it to prohibit all
things hurtful to the comfort an.d welfare of
society."

The Supreme Court of the
Views of United States has said that
Supreme Court police powers "are nothing

more or less than the powers
of government inherent in every sovereignty,
* * * that is to say, * * * the power to
govern men and things." In general, this term
may be said to refer to the Legislature's power
to make all manner of reasonable laws with or
without penalties, not repugnant to the constitu-
tion "as they shall judge to be for the good and
welfare of the Commonwealth, and of the sub-
jects of the same." Indeed, this power is so
broad and comprehensive that it is incapable of
exact definition. But it would seem from those
short descriptions of the term that it is a power
broad enough to include the law in question under
it. A more specific inquiry, however, forces the
conclusion that this law falls within that power.
A mere reading of the statute renders apparent
the fact that it is aimed at frauds, and was
passed for the purpose of preventing them. But
one of the most frequent exercises of the police
power is for the purpose of protecting the public
against fraud. The Court of Appeals of New
York has emphatically said that it did not ques-
tion the power of the Legislature to enact reason-
able laws for the prevention of fraud, and that
no one will deny "that this right falls within the
general scope of the police power."

It is evident, therefore, that
The Law Valid Section 431 falls within the

Legislature's police power, and
although it must be held valid for the very fun-
damental reason that the Legislature was not pro-
hibited by either of the two constitutions from
passing it, it may be upheld upon the same prin-
ciple as that by virtue of which these laws were
sustained in the cases we have cited.

In addition to all this, when we remember
that before a law can be declared repugnant to
the Constitution, the conflict must be obvious;
that every presumption is in favor of a law's
validity; and that every rational doubt must be
solved in favor of the legislative act, there can
be no doubt left but that the law in question is
constitutional and valid. And it is our belief that
the courts will uphold it as they have done in all
the cases which have been so far presented to
them for trial. Three convictions have already
resulted tinder it. The purpose of the law is to
wipe out fraud in the jewelry trade, and we be-
lieve that this purpose is just, wise, constitutional
and can be fulfilled.

Value of Good-will
Good-will is one of the most valuable assets

of any business. This fact is not sufficiently
emphasized in many large business institutions.
Policies are often adopted without a careful con-
sideration of the effect these policies will have
upon the good-will of the business. Often, ap-
parently without the knowledge of the principals,
on account of a change in methods, by reason
of carelessness in administration, or from many
other causes, the good-will of a great business
becomes slowly undermined and rivals are quick
to take advantage of the weakness displayed.

Good-will in business is worth more than real
estate or buildings or machinery or even the
manufactured product. When your buildings
have been burned down you can replace them.
Destroy your machinery and with a little incon-
venience and delay new machinery can be ob-
tained. Sell your land and you will have little
difficulty in obtaining another location.

But when the good-will of your business is
once destroyed your sales shrink, your customers
go to others, and there is no more expensive,
heart-breaking and almost hopeless task than to
bring a business back into good repute after its
good-will has once been lost.
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Train the Salespeople
—_ _—

How to Develop an Efficient, Loyal and Enthu-
siastic Force

In a contribution to the Dry Goods Econo-
mist E. J. Gantz, manager of the New York Insti-
tute of Mercantile Training, gives some excellent
suggestions on the above subject. Mr. Gantz has
given aid and counsel to many large retail con-
cerns in the training of their salespeople, con-
ducting classes and giving lectures in their stores,
and is now directing the work of this character
which is being carried on by the New York
Institute. He says:

Competition is a hard master, but its sub-
jective effect on all merchants is exceedingly
valuable. If it were not for serious competition
hundreds of merchants would be merely store-
keepers and would never develop into first-class
merchants.

Competition has created one demand that the
wise merchant cannot afford to overlook. And if
neglected entirely, or nearly so, the effect will be
readily noted and the loss most seriously felt.
No merchant can afford to go on year after year
without attempting to overcome the difficulty and
spend his time in lamenting over a condition
which is well known and can be largely elimi-
nated.

As a rule, the salesforce grows
Lack of Training up like Topsy. It is neither

born nor made. No sensible
attention is given to its creation nor to its train-
ing. The result speaks for itself more eloquently
than any tongue can express.

Every merchant should remember that his
clerks are his personal representatives and that
the public only know him, and pass their judg-
ment upon him, from their contact with his sales-
force. Thousands of customers never come into
personal touch with the proprietor—do not know,
indeed—who the gentleman is at all. They only
know the name of the store—and that is often
arbitrarily chosen—and judge of its value to
them by the goods displayed and by the salespeo-
ple who wait upon them.

With these facts in mind, a score of matters
should be considered and the greatest possible
care taken in selecting salespeople. The mer-
chant should take into account their parentage,
their environment, their dispositions, their ability
to learn, their adaptability to some particular
line, their purposes and their ambitions. All this
takes time and effort, but no more of either than
is absolutely demanded when their relation to the
house and to the public is carefully considered.

After salespeople are selected comes the im-
portant matter of training them, and the fullest
possible course of training is generally not un-
dertaken. Almost generally, indeed, is the mat-
ter of training wholly neglected.

We all know that the raw re-
Proper Drilling emit is not a soldier—only the
Essential basis of one—until he is fully

drilled. He must lose self and
be only one of a corps; and the corps reflects
the will and the spirit of the commander to the
minutest degree.

The salesforce must be carefully taught and
drilled, day after day, under well-qualified in-
structors. If the proprietor or some of his most
efficient assistants cannot do this work, some one
should be secured for this purpose or the sales-
force will fail to reach its highest possible degree
of efficiency.

A part of the entire force should be brought
together at least twice a week in some audience
room and a full course should be given in the
principles underlying public service of this char-
acter and in the science of selling goods.

This course of instruction should be very
comprehensive. It should treat on every matter
connected with the relation the clerk sustains to
the store, to the public and to the stock.

The whole ground of loyalty to themselves
and to the store and their duty to the public
should be gone over again and again, so that they
may have some knowledge of the responsibilities
resting upon them, and until evidence of a full
comprehension of these important relationships
is seen in the majority. Those who do not seem
to respond and show no sign of appreciation had
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better be discharged. There is little hope that
anything can be made out of the unresponsive
under such instruction.

The course should be most
To Appeal to thorough in pointing out the
the Clerks opportunities the salespeople

have through their connection
with a good business house, the special knowl-
edge of their line that should be gained, and
where definite knowledge can be acquired; in a
word, what it means to them to become a master
of some good line and master of the science of
selling.

1 he instructor should appeal to their pride
and to their desire—or should tire them with a
desire—to be more than automatic salespeople.
He should emphasize the fact that the public is
very rich and is in need of much, but would buy
much more if a skillful salesforce would take
the proper course in displaying and demonstrat-
ing the goods.

The salespeople should be
Points to taught the value of using every
Bring Out moment of their time in dem-

onstrating and displaying their
goods, that the shopper may be turned into a
purchaser by this means, if not that day, at least
within a very few days. They should be re-
minded that the idle shopper in one department
may have just made a purchase in some other,
and should be appreciatively treated. They should
be told that valuable time and good opportunities
are daily lost while the clerk and the customer
both stand idly awaiting the return of her change
and the package.

The salesforce should be encouraged to make
the right kind of reputation for themselves
among the customers, based upon their courteous
manners and their knowledge of their goods.

It is of the utmost importance that the sales-
force be instructed in the elements and principles
that underlie a sale. Demonstration after demon-
stration should be made before them and all the
forms of a sale observed.

They should be taught to read the faces of
their customers readily, how to overcome inde-
cision with decision and, therefore, when to close
the sale.

The Constitutionality of Laws Regu-
lating Stamping of Gold, Etc.

(Continued from page 279)

manufacturers honest because it forces retailers
who buy from them to insist that the gold which
they buy is marked in accordance with law. It
will also make retailers honest by telling them
that, at their peril, they must make sure that the
marks upon the 'gold they sell are true.

But those who oppose this law
Police Power attack it upon still another

ground. They admit the sound-
ness of the decisions we have cited, but contend
that the laws therein considered were held con-
stitutional only because they fall within the
"police power" of the Legislature, and that the
law in question does not fall within that power.
Now, we have already seen that "the test of
constitutionality is always one of power—noth
ing else," and that the New York Legislature
possesses, subject to the restraint of the State and
Federal Constitutions "the absolute and uncon-
trolled power of legislation." We have also
found that the law in question conflicts with no
provision of either of these constitutions. It
would therefore seem unimportant, inasmuch as
the Legislature clearly had the power to pass
this law, whether it falls within that class of its
powers known as the "police power" or within
some other class. The contention, therefore, that
this law does not fall within the "police power"
is entirely negligible. Simply by way, however,
of demolishing the last argument against the
constitutionality of this law, we shall traverse this
contention. This law does fall within the Legis-
lature's police power.

There are few legal phrases concerning which
more incorrect and uncertain notions are enter-
tained than the term "police power." Many law.
yers seem to think that the term relates only to
the Legislature's authority to pass laws for the
betterment and care of public morals and the
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public health. But it is something far broader
than this; indeed, upon authority, it may be as-
serted that the enactment of every criminal law
is an exercise of the police power. For "the
police power of a State is co-extensive with self-
protection, and is not inaptly termed 'the law of
overruling necessity.' It is that inherent power
in the State, which enables it to prohibit all
things hurtful to the comfort and welfare of
society."

The Supreme Court of the
Views of United States has said that
Supreme Court police powers "are nothing

more or less than the powers
of government inherent in every sovereignty,
* * that is to say, * * * the power to

govern men and things." In general, this term
may be said to refer to the Legislature's power
to make all manner of reasonable laws with or
without penalties, not repugnant to the constitu-
tion "as they shall judge to be for the good and
welfare of the Commonwealth, and of the sub-
jects of the same." Indeed, this power is so
broad and comprehensive that it is incapable of
exact definition. But it would seem from those
short descriptions of the term that it is a power
broad enough to include the law in question under
it. A more specific inquiry, however, forces the
conclusion that this law falls within that power.
A. mere reading of the statute renders apparent
the fact that it is aimed at frauds, and was
passed for the purpose of preventing them. But
one of the most frequent exercises of the police
power is for the purpose of protecting the public
against fraud. The Court of Appeals of New
York has emphatically said that it did not ques-
tion the power of the Legislature to enact reason-
able laws for the prevention of fraud, and that
no one will deny "that this right falls within the
general scope of the police power."

It is evident, therefore, that
The Law Valid Section 431 falls within the

Legislature's police power, and
although it must be held valid for the very fun-
damental reason that the Legislature was not pro-
hibited by either of the two constitutions from
passing it, it may be upheld upon the same prin-
ciple as that by virtue of which these laws were
sustained in the cases we have cited.

In addition to all this, when we remember
that before a law can be declared repugnant to
the Constitution, the conflict must be obvious ;
that every presumption is in favor of a law's
validity; and that every rational doubt must be
solved in favor of the legislative act, there can
be no doubt left but that the law in question is
constitutional and valid. And it is our belief that
the courts will uphold it as they have done in all
the cases which have been so far presented to
them for trial. Three convictions have already
resulted under it. The purpose of the law is to
wipe out fraud in the jewelry trade, and we be-
lieve that this purpose is just, wise, constitutional
and can be fulfilled.

Value of Good-will
Good-will is one of the most valuable assets

of any business. This fact is not sufficiently
emphasized in many large business institutions.
Policies are often adopted without a careful con-
sideration of the effect these policies will have
upon the good-will of the business. Often, ap-
parently without the knowledge of the principals,
on account of a change in methods, by reason
of carelessness in administration, or from many
other causes, the good-will of a great business
becomes slowly undermined and rivals are quick
to take advantage of the weakness displayed.

Good-will in business is worth more than real
estate or buildings or machinery or even the
manufactured product. When your buildings
have been burned down you can replace them.
Destroy your machinery and with a little incon-
venience and delay new machinery can be ob-
tained. Sell your land and you will have little
difficulty in obtaining another location.

But when the good-will of your business is
once destroyed your sales shrink, your customers
go to others, and there is no more expensive,
heart-breaking and almost hopeless task than to
bring a business back into good repute after its
good-will has once been lost.
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THE HOWARD WATCH

Ar this • writing more than
Nine Thousand retailjewelers

are sharing in the success of the HOWARD
Watch.

Many of these jewelers have been identified
with the HOWARD for thirty, forty, fifty years
some of them ever since Edward Howard brought
out his first watch in 1842.

They have seen the demand for the HOWARD grow
until literally hundreds of thousands of men are carrying
the HOWARD Watch.

They have seen the HOWARD prestige and goodwill
spread among the leading men of all the professions and
responsible occupations.

If you are not profiting by the HOWARD prestige in
your community it will pay you to start now.

Show a representative assortment of HOWARDS.
Make it plain that you mean to be HOWARD headquarters.

Order HOWARD Watches from your jobber.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS
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THE HOWARD WATCH
HE big "Limited" waits for no

man. It moves out on the tick

of the second.
Set your time-piece by the. starting signal or

by the conductor's watch—and you have HowARD

time. The point is right there. You can start

with HOWARD time but the chances are that you

can't keep it unless you carry a HOWARD Watch.

The HOWARD is the greatest Railroad Watch

in the world. Whether a HowARD is worth while

for you depends not on your occupation but on the

kind of man you are. If you are an "any time"

man, any viatch will do; if you are an accurate man,

you want a H OWARD—with its splendid adjustment

to five positions, temperature and isochronism.

That means authoritative time.

The gain in self-respect is worth more than

the investment.
The price of each watch—from the I 7-jewel (double

roller) in a Boss or Crescent gold-tilled case at $4.0 to the 23-

jewel in a II. K. solid gold case at $ I 50—is fixed at the factory

and a printed ticket attached.

Not every jeweler can sell you a HOWARD Watch.
 Find the HOWARD jeweler in your

town and talk to him. He is a good man to know. 
Drop us a postal card, Dept. W, and we

will send you " The Story of Edward Howard and the 
First American Watch "— an inspiring

chapter of history that every man and boy should read.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS

The above announcement appears in the leading maga
zines and periodicals for February. It reaches 7,500,000 

.rubscribers (about 30,000,000

readers). It vill be seen by every man in your community who cart afford 
to buy 0 watch. Some of them will be interested. Are you a

HOWARD dealer? Do the people of your locality know that they can find 
the HOWARD at your store ?



Don't Fail to Include in Your 1911 Stock
NEW ENGLAND

Best and Safest Ladies' Watches to Handle
Good Profit on Every Sale

ALL STANDARD CASE METALS. UP-TO-DATE IN DESIGN AND FINISH

Dealers' Prices—$6.40 to $34.00 (subject to Keystone Key and 6'/, )
Consumers' Prices—$4.50 to $24.00

THEIR LOW PRICES SELL THEM. THEIR EXCELLENT QUALITIES ADVERTISE THEM
AND YOU REAP THE BENEFITS

Just a word or two about the

NEW ENGLAND

The Only Low-Priced Genuine Lever Watch
Two Years on the Market
Has steadily established a reputation for

ACCURACY -- DURABILITY — RELIABILITY
Nickel and Gold Filled Cases. Thin Models

Dealers' Prices—$2.80 to $6.00 (subject to Keystone Key and Cash Discount)
Consumers' Prices—$2.00 to S5.00

A Marvellous Seller All Through the Year

Illustrations, Descriptions and Prices of the Complete Line
furnished upon request by

Pacific Coast Agents—THE B. W. FREER CO., San Francisco

Jeweler Devises Ingenious

Mechanical Window Display

Orange City, Iowa, is fortunate in
having in its midst one of the most enter-
prising jewelers in the Northwest, Mr. A.
Stuart. The photograph belcrw illustrates

11-. Stuart's display window as decorated
for the holiday season. The centerpiece
is an exact replica of a Dutch windmill,
very commonly used in Holland for the
purpose of pumping water out of the low
marshy places into canals that carry it
hack to the sea. The windmill proper,
which is three feet high, rests on an oc-
tagonal base three feet across. The wings
stretch nearly four feet from tip to tip.

This wind-
mill is usually
situated on the
top of a dyke
and raises the
water by means
of a screw. The
model also
S hows exactly
the ingenious ar-
rangement f o r
turning the head
so that the wings
may receive the
full force of the
wind. As it
stands in the
window the
model is oper-
ated by a small
motor and the
S crew actually
raises water
from a small
tank properly
placed.

At the left
of the larger
model, near the
big display case,
is seen a smaller model of a form used for
grinding grain. These models in every
respect are exact duplicates of originals
now in use in Holland and were made by
W. Dykstra and Mr. Stuart, both native-
born Hollanders.

A window dressing scheme
Tableaux which, with proper modifi-
as Trims might be used to

good purpose by a large
jewelry store, is described in a recent issue
of The Grand Rapids Furniture Record.
As a matter of fact, such an idea was used
to good purpose some months ago by a
well-known St. Louis, Mo., jewelry estab-
lishment. The scheme is described as fol-
lows:

Recognizing the eternal truth that "alt
the world loves a lover," he planned a
series of tableaux, to be shown in the im-
mense corner show window, which was one
of the store's most valuable assets. The
tableaux, as finally planned, were seven in
number, and were entitled, "The Court-
ship," "The Engagement," "Issuing the
Invitations," "Selecting the Gifts," "View-
ing the Presents," "The Wedding," and

"At Home and Happy." It took two
weeks to complete the series.

The cast in this little drama of life
and love consisted of two figures, a male
and female, special attention being paid to
the beauty of face, grace of form and ap-
propriateness of dress of the interesting
twain. By the aid of the figures, with ap-
propriate surroundings, a series of displays
was evolved which brought a goodly repre-
sentation of the entire stock of the store
under the direct notice of the public, and
in a manner so irresistible and appealing
that the window became the talk of the
town, many coming miles to view the
scenes of human interest therein enacted.

In the first tableau, the window was
arranged as a small parlor, which was fur-

No price tag marred the
The Price beauty of the picture, but
Information at one corner of the win-

dow was a large card on
which was stated the price of each article
shown, with other pertinent information.
Night, with its lighting possibilities, lamps,
shades, etc., added to the effectiveness of
the scene. Prominently in the window was
displayed a card, as follows:

Holiday Window Trim of A. Stuart, Orange City, Iowa

nished in exquisite taste. The lady, ap-
propriately costumed, was seated on the
piano stool, her elbow on the keyboard and
her head resting gracefully on her hand.
Before her was the song which she had
just ceased singing, the appropriate title
being, "The Ideal of My Dreams." Other
music of a sentimental character was in
plain view. The gentleman was standing
close by, holding the other hand, and evi-
dently repeating once again that "sweetest
story ever told." This tableau permitted
the efficient display of furniture, bric-a-
brac, pictures, etc., all so arranged as to
appear to maximum advantage. No
decorative detail of the apartment was
overlooked, even the cupid on the pedestal,
the jealous bronze dog at the lady's feet,
and the inevitable box of bon-bons adding
to the realism of the scene. The lady was
simply, but tastefully, costumed from her
dainty feet to her becoming coiffure, a
modest amount of jewelry adding to the
pretty effect. The gentleman's garb was
of latest style, and he gave evidence of his
comfortable circumstances in a diamond
scarf pin, a set ring, gold cuff buttons, etc.

THE ENGAGEMENT"

/11 intirely new tabfran zoill be shown on

Tuesday and lizedit(..rday of this week

This announcement whetted the inter-
est of the public—a goodly proportion of

whom quite
naturally made
it their business
to view the sec-
ond tableau. Ap-
propriate
changes were
made in the fur-
nishing, and in
the dress and
posing of the
two characters
in the little
scene. The gen-
tleman was
posed in the act
o f presenting
the engagement
ring to the fair
charmer by his
side. Advantage
was taken of the
opportunity t o
make a consid-
erable display
from the jewelry
department o f
the store. A
necklace, brooch,
comb, bracelets,

chatelaine, etc., were shown on the female
figure, all, of course, in exquisite taste,
while a little cupid was suspended from
the top of the ceiling, holding in its hand
a wedding ring. As before, a large card in
one corner of the window, which did not
interfere in any way with the display,
gave the necessary information in regard
to the goods, more particularly, in this
case, the rings and other jewelry.

Those who came to view the tableau
were informed, as before, that two days
later would be shown, "Issuing the Invita-
tions." On this occasion the lady was
seated at a desk, addressing invitations to
the wedding guests, and wedding stationery
was made the feature of the display. In-
vitations a la mode were strewn around,
and a central card showed a large fac-
simile of the form of wording and engrav-
ing most approved by fashion. The desk,
at which the lady sat, afforded an oppor-
tunity for the effective display of such cor-
respondence paraphernalia as fountain
pens, ink stands, pen wipers and desk ap-
purtenances generally.

(Continued on page 808)
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Don't Fail to Include in Your 1911 Stock
NEW ENGLAND

STANDARD LADIES' WATCHES

Steady sellers for the past

Fifteen Years
BELT

OR

CHATELAINE

Best and Safest Ladies' Watches to Handle
Good Profit on Every Sale

ALL STANDARD CASE METALS. UP-TO-DATE IN DESIGN AND FINISH

Dealers' Prices—$6.40 to $34.00 (subject to Keystone Key and (' , )
Consumers' Prices—$4.50 to $24.00

THEIR LOW PRICES SELL THEM. THEIR EXCELLENT QUALITIES ADVERTISE THEM
AND YOU REAP THE BENEFITS

Just a word or two about the

NEW ENGLAND
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The Only Low-Priced Genuine Lever Watch
Two Years on the Market
Has steadily established a reputation for

ACCURACY — DURABILITY — RELIABILITY
Nickel and Gold Filled Cases. Thin Models

Dealers' Prices—$2.80 to $6.00 (subject to Keystone Key and Cash Discount)
Consumers' Prices—$2.00 to $5.00

A Marvellous Seller All Through the Year

Illustrations, Descriptions and Prices of the Complete Line
furnished upon request by

THE NEW ENGLAND WATCH CO., Waterbury, Conn.
Or

THE LEADING JOBBERS
Pacific Coast Agents—THE B. W. FREER CO., San Francisco
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Jeweler Devises Ingenious

Mechanical Window Display

Orange City, Iowa, is fortunate in
: •tving in its midst one of the most enter-
rising jewelers in the Northwest, Mr. A.

Htuart. The photograph below illustrates
V. Stuart's display window as decorated
,r the holiday season. The centerpiece
an exact replica of a Dutch windmill,

cry commonly used in Holland for the

I urpose of pumping \vater out of the low
marshy places into canals that carry it
hack to the sea. The windmill proper,
which is three feet high, rests on an oc-
tagonal base three feet across. The wings
stretch nearly four feet from tip to tip.

This wind-
mill is usually
situated on the
top of a dyke
and raises the
water by means
of a screw. The
model also
,hows exactly
tile ingenious ar-
rangement f o r
turning the head
so that the wings
may receive the
full force of the
wind. As it
stands in the
window the
model is oper-
ated by a small
motor and the
S crew actually
raises water
from a small
t)aacneldc. properlyil 

At the left
of the larger
model, near the
big display case,
is seen a smaller model of a form used for
grinding grain. These models in every
respect are exact duplicates of originals
L
\V
orn w in use in Holland and were made by
. Dykstra and Mr. Stuart, both native-

Hollanders.

Tableaux 
A window dressing scheme
which, with proper modifi-

as Trims cations, might be used to
good purpose by a large

jewelry store, is described in a recent issue
of The Grand Rapids Furniture Record.
As a matter of fact, such an idea was used
to good purpose some months ago by a

fol-
lows:

Recognizing 

St. Louis, Mo., jewelry estab-
lishment. The scheme is described as fol-

Recognizing the eternal truth that "all
the world loves a lover," he planned a
series of tableaux, to be shown in the im-
mense corner show window, which was one
of the store's most valuable assets. The
tableaux, as finally planned, were seven in
number, and were entitled, "The Court-
ship," "The Engagement," "Issuing the
Invitations," "Selecting the Gifts," "View-
ing the Presents," "The Wedding," and
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'At Home and I Tappv.'' it took two
weeks to complete the series.

The cast in this little drama of life
and love consisted of two figures, a male
and female, special attention being paid to
the beauty of face, grace of form and ap-
propriateness of dress of the interesting
twain. the aid of the figures, with ap-
propriate '411-1-i)unclings, a series of displays
was evolved which brought a goodly repre-
sentation of the entire stock of the store
under the direct notice of the public, and
in a manner so irresistible and appealing
that the window became the talk of the
town, many coming miles to view the
scenes of human interest therein enacted.

In the first tableau, the window was
arranged as a small parlor, Nyhich was fur-

The Price

Information
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No price tag marred the
beauty of the picture, but
at one corner of the win-
dow was a large card on

which was stated the price of each article
shown, with other pertinent information.
Night, \vith its lighting possibilities, lamps,
shades, etc., added to the effectiveness of
the scene. Prominentiv in the window was
displayed i card, as follows:

"THE ENGAGEMENT"

.In 71,•■■' tableau will be shown on

Tuesday trod II ilmeselay of /his week

This announcement Nvhetted the inter-
est of the public—a goodly proportion of

whom quite
naturally made
it their business
to view the sec-
( ual tableau. Ap-
propriate
C Ii anges were
made in the fur-
nishing, and in
the dress and
posing of the
two characters
in the little
scene. The gen-
tleman was
posed in the act
o f presenting
the engagement
ring to the fair
charmer by his
side. Advantage
was taken of the
opportunity t o
make a consid-
erable display
from the jewelry
department o f
the store. A
necklace, brooch,
comb, bracelets,

chatelaine, etc., were shown on the female
figure, all, of course, in exquisite taste,
while a little cupid was suspended from
the top of the ceiling, holding in its hand
a wedding ring. As before, a large card in
one corner of the window, which did not
interfere in any way with the display,
gave the necessary information in regard
to the goods, mi we particularly, in this
case, the rings and other jewelry.

Those who came to view the tableau
were informed, as before, that two days
later would be shown, "Issuing the Invita-
tions." On this occasion the lady was
seated at a desk, addressing invitations to
the wedding guests, and wedding stationery
was made the feature of the display. In-
vitations a la mode were strewn around,
and a central card showed a large fac-
simile of the form of wording and engrav-
ing most approved by fashion. The desk,
at which the lady sat, afforded an oppor-
tunity for the effective display of such cor-
respondence paraphernalia as fountain
pens, ink stands, pen wipers and desk ap-
purtenances generally.

(Continued on page MO

Holiday Window Trim of A. Stuart, Orange City, Iowa

nished in exquisite taste. The lady, ap-
propriately costumed, was seated on the
piano stool, her elbow on the keyboard and
her head resting gracefully on her hand.
Before her was the song which she had
just ceased singing, the appropriate title
being, "The Ideal of My Dreams." Other
music of a sentimental character was in
plain view. The gentleman was standing
close by, holding the other hand, and evi-
dently repeating once again that "sweetest
story ever told." This tableau permitted
the efficient display of furniture, bric-a-
brac, pictures, etc., all so arranged as to
appear to maximum advantage. No
decorative detail of the apartment was
overlooked, even the cupid on the pedestal,
the jealous bronze dog at the lady's feet,
and the inevitable box of bon-bons adding
to the realism of the scene. The lady was
simply, but tastefully, costumed from her
dainty feet to her becoming coiffure, a
modest amount of jewelry adding to the
pretty effect. The gentleman's garb was
of latest style, and he gave evidence of his
comfortable circumstances in a diamond
scarf pin, a set ring, gold cuff buttons, etc.



EXCELSIOR WATCH
I F you have not put the Excelsior

to work for your store begin now.
Get an Excelsior owner or two show-
ing his watch and talking about the
jeweler who sold it to him.

You'll see new faces coming into the store.
You'll find your sales keyed up all over the stock.

The man of moderate income appreciates the
Excelsior Watch. It gives him a reliable and
attractive timepiece at a price that he can afford.

Every Excelsior carries a fine profit. The price
is fixed and protected—printed in plain figures on
the ticket attached to the watch.

The Excelsior Watch has 7
jewels, quick train and cut expan-
sion balance with Breguet hairspring.
Stem-wind and pendant-set (except 18
size hunting, lever-set).

Made in o, 6, 12, 16 and 18 sizes—open face
and hunting. Plain polished, engine-turned and fancy
engraved cases of three grades—Gold-filled, 20-year;
Gold-filled, 10-year ; and Silverode. Retail prices,
4.50 to $11.00.

Every Excelsior Watch is cased at the factory ; adjusted in its own case and
sold complete.

Inquire of your jobbers and write to the factory for literature.

New York Standard Watch Works
Jersey City, N. J.

NEW YORK STANDARD WATCH WORKS, Jersey City,
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By JULES GROSSMANN, Director of the 

Horological School, of Lode, Switzerland, and

HERMANN LiROSSMANN, Director of the Hor
ological and Electro-

Mechanical School, of Neuchatel, Switzerland.

Authorized translation by JAMES ALLAN, Charleston, S. 
C., former pupil of the

Lode Horological School.

at the same time being under the influence of the 
pressure deter-

mined by (1o). One will consequently have

— 2

a

zl' At I a'\a (1 
K)2 = Mei tang 30°  tang P f

+ A a ) 

tang p,

from whence

The Escapements

An experiment has shown that a piece of steel 
falling from

a height of 5oo mm., on an anvil, rebounds 
on an average to a

height of zoo mm., one has, then,

IC = 
/--
= o.6

5

in round numbers.
If h' was only 15o mm., one would have

w —

2

A' (  a 
A. a,

I 

2 ) (I + K)2
+ —

A (—a) 
tang p 
— f tang pAl: tang 300

485. Numerical calculation of the preceding equation.

Let the same data be taken as in the preceding case (4
80).

K ---= 
1150-=.-_ 030.547....

5oo

The formula (6) should therefore be written:

(8) V' (1 + K)  In + tn

484. Suppose now, as previously (478), A and A'
 the

moments of inertia of the balance and of the 
system of anchor

and fork, we will have

and

P = o.6 gr.
r =-- 8 25

= i gr.

We will have the value of the denominator:

Al tang 3o0 
tang p f
f tang p

for P = 15° and f = 0.15, by the calculation

The Jewelers' Alarm.

BIG BEN is the first and only alarm
sold exclusively to jewelers. He

is without exception the finest sleep-
meter made— the best looking, the
best built, the best running.

Big Ben is a beautiful, thin model
alarm clock, standing 7 inches tall and
mounted in a reinforced triple plated
case. He is fitted with big strong easy
winding keys, clean cut heavy hands
and a large open winsome dial, dis-
tinctly visible across the largest room.

Big Ben rings just when you want

and either way you want, intermit-
tently for fifteen minutes, continuously
for eight, and he rings with a jolly
full-tone ring that will arouse the drow-
siest sleeper.

Big Ben is rigidly inspected, six
days factory timed and tested. He
works only for jewelers and then only
for certain jewelers—those that agree
to sell him for at least $2.50.

We pay his railroad fare on all
orders for a dozen or more, we brand
him with your name in lots of 24.

Height, 7 inches. Dial, 434 inches. Intermittent or Long Alarm.
Dealers' names printed free on dials in lots of 24. Freight allowed on orders for one dozen or more.

The Western Clock Mfg. Co.,
La Salle, Illinois.

=- fr r/, V=flrandv=wr.

Substituting these values in the formula (8), one 
obtains

A
wra

se e  K)
A
rz r"

W

 2 ( I K)  2(1 K)

Q — 
0 57733 (0.26791 + 0.15) 0.57733 X

from whence
I -- 0 15 + 0.26791

Q = 0.25138 gr.

Suppose further the angular speed of the balance 
at the

moment of the shock (— 15° 45')

w = 60.0353 tntn.,

the angle of lift of the anchor a' = ion, and that of the bal-

ance . . . . a. 300. Then

a 3 a 9

Let us admit K = 0.5 (483), one then has K = 1.5

and (1 + K)2 --= 2.25.
The calculation will now give

and

A/ (al y •
I

angular speed speed of the anchor after the shock.

The active power will then be

(9) iv2 A, = ( 27+ ,44,

This active power is equal to the mechanical wor
k developed

by the action of the tooth against the pl
ane of repose of the

anchor (40).
We have determined the moment of the fo

rce necessary to

disengage the anchor from the rest (473) and 
have obtained the

formula:

One has

:4' (i -11-- 1: ) 2 ,

/1' 
2.,2

/I r2

log PI = 0.5728716 2

log r/2 == 0.9542425

0 5271141 I

tang 13  f
(to) Q = M tang 3o° — f tang p'

M, representing the moment of the force 
with relation to the

center of the wheel, and Q this moment with 
relation to the center

of the anchor, P is the angle of draw.
One will have the work of this force by mul

tiplying its value

by al that is, by the angle which the anchor could trav
erse if it

were free and had acquired the active power 
given in (9), while

1.6110592

lug PI t42 == 0.5271141 --

— log P r2 = 1.6110592

log 7-1 0 9160549 -- 3

fil ) 2
+ log

/ e ),2
= 0.0457531 — I

= 0.9618080 — 4

r - 0.000915815



"By JEWELERS Only"
IN every advertisement in maga-

zine or newspaper; on every
signboard of the vast system stretch-
ing from coast to coast; in every
announcement of the Ingersoll-Tren-
ton Watch, the fact that jewelers
only sell it is driven home.

The result of this advertising cannot
but be of tremendous importance to
the jeweler. It does not merely send
thousands to jewelry stores for
Ingersoll-Trenton Watches, it is
slowly educating the great mass of
watch purchasers to look to the
jewelry store as the only place to
buy fine watches.

Will you help make this co-oper-
ation effective by giving your aid to
the watch creating this business?

Your home jeWeler can now sell you for a
moderate price a watch made for men who care
about owning a timekeeper of extreme accuracy.
Such precision has never before been obtain-
able except in the highest priced watches.

A Superior Watch

7 and 15 Jewel Models

$5 to $15

No watch more beautiful to look at has ever been made.
Better materials cannot be had for watch making. The
Ingersoll-Trenton will last a generation. But most con-
spicuous is the strict accuracy which makes • it different
from the ordinary watch.

The Ingersoll-Trenton is sold only by responsible jewelers
because fine watches should not be bought by mail nor
from those who do not understand them and their adjust-
ments. Your home jeweler will recommend it,

lie w,l ell you an I.T at exactly the same price as the biggest
more in the largest city. Our price ticket is attached to each
and you won't be overcharged

he $5 watchilas 7 jewels and Is in a solid nickel !-T case.
The $15 watch has 15 jewels and is in a 25-year guaranteed
gold-Idled I-T case of the highest quality.
Equally accurate models in a variety of 1-T cases at $7, $8, $9,
$10 and $12.

Before you buy a watch read our booklet "How to Judge a
Watch,- the best explanation of a watch ever written. Free on
request.

Robt. H. Ingersoll & Bro. 000 Frankel Bldg., New York

Ingersoll-Trenton Watches are made in two grades of movements (7 and
15 jewel) and have a variety of cases.

Their. exceptionally high grade, and the fact that they are sold
just as jewelers want all watches sold, has given them the name of
" the jeweler's watch."

Is your stock complete?
Messrs.
Robt. H.
Ingersoll & Bro.

45 John St., New York

As a responsible jeweler,
I anri willing to know about
the Ingersoll-Trenton Prop-
osition. Please send me de-
tails of your proposition.

Signature 

Street 

Town State 

Robt. H. Ingersoll & Bro.

290

New York : Chicago : San Francisco
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(Continued from page 289)

log 1" ?./2

- log g
log A'
- log 2

A'
log

(zo _ID 2

log [I -I )12

, A'
+ log -

-1- log (1 + K2)2

log numerator
- log 0.25138

log a'

arc --= 0.0614894 for

The calculation will give, successively:
r = 150 tang 30° = 86 6025.

Formula (2) gives

291

-

=

=

0527514$
3.9926230
0535491$
0.3010300

-

-5

The calculation

arc
arc

arc 1°

r sin 75°
0' .

sin 73 30
,

/- = 1.9375307
log sin 75° = 9 9849438

21.9224745

- log sin 73° 30 = 99817370

log : 0' B = 1.9407375 0' B = 87.2444

of formula (I) will then give:

1° =- 0.0174533 log arc a' = 0.4179681 - 2
30/ = o 0087266 log 01 = 1.9407375

0.2344611

02.6000207956645.0

2 6024871

0.2344611

0.3521825

0 1891307

0.4003307

- 5

- 5 30' = 0.0261799 tog tang 15° = 0.4280525 -
0.7867581 - I

- log: R .= 2.1760913
log arc a'l 0.6106668 - 3

arc a" = 0.00408006
and n' = o° 14' I.6".

- 2

- I

o 7888000- 2

from whence
=

ang a/ = 3° 31' 23".

Thus on account of the shock of the roller pin against the
fork, this latter could traverse an angle of 372 degrees, although
it may be retained by the pressure of the tooth against the plane
of repose of the anchor.

One sees then that it is important that the form of the horns
of the fork be such that there can be no collision between the
roller pin and the horn caused by the rapid movement of the fork.
This form should be that of a spiral of Archimedes, as we have
already shown (446).

486. Let us again note, with reference to the shocks of the
anchor escapement, that of the fork against the banking. For an
analogous reason to the preceding, the fork, arriving at the end
of its course with a speed which can be determined, and encoun-
tering a fixed obstacle, is thrown back by the effect of the shock,
in spite of the resistance of the wheel's pressure against the
anchor's plane of repose. If the shake on the roller was not suffi-
cient, there could result from this fact an immediate contact of
the dart and the roller, and it is therefore necessary to give a
sufficient value to this shake, especially if the angles of draw are
rather small. These contacts, which cannot be perceived in ex-
amining the action of the escapement, will show themselves by an
irregular running of the watch, especially in the long oscillations
of the balance.

Recoil of the Escape Wheel

487. The angle of recoil of the escape wheel during the
unlocking depends on the angle of draw of the anchor, the angle
of rest, and on the relation of the distance from the rest from
the center of the anchor, to the radius of the wheel.

Suppose P the angle of draw of the anchor,' the angle of
rest, and au the angle of recoil of the wheel.

We can, without material error, consider the triangle A,B,C
as rectangular at C, and admit the angle

CBA= B.
One will thus have

But

consequently

and

CA = CB tang p.

arc C A = R

arc CB= 0' v.' ;

R =. 0' B a' tang p,

0' B
(1) = ---- tang P.

In order to calculate the length 0' B, we know in the triangle
0' A B, 0' A = r = R tang 300, and the angles it' and 0' A B
90° + P. Consequently

Suppose

(2) 0/ B -
9... sin (900 - p)

Sill [900 (P + a')]'

R = 150 mm., a' = 20 30', p =

488. Without committing a great error, formula ( i ) can
be written simply (480) :

a" = al tang : p = a.' tang 30° tang 15° (3).

We will thus have
log : arc a' = 0.4179681 - 2
log : tang. 30° = 0.7614394 - I
log : tang. 15° = 0.4280525 -

log : arc a." 0.6074600 - 3 arc ce/ 0 00405005.

The difference between these two results is, therefore, not
very considerable.

489. Having reached the end of the surface of impulse of
the pallet, the wheel does 'not instantly cease its retrograde move-
ment ; it continues, on the contrary, this movement of recoil. be-
cause of the speed which it has acquired during the passage of
the angle of rest (422).

Let us now calculate the value of the angle which it traverses
from the moment when the tooth leaves the pallet of the anchor
until the motive force of the spring counteracts this backward
movement.

490. The angular acceleration T is equal to the quotient
obtained by dividing the moment of ,the forces in action by
the moment of inertia and we shall have

Td w F
T 

dl =

F being the moment of the motive force with relation to the
center of the escape wheel, and A the moment of inertia of this
wheel. We leave out, here, the secondary resistances.

On the other hand, we know that

. d
20 =

• d t

from whence one finds
d a

d =

We will consequently obtain:
F

w d w = 
A

- d

and, on integrating:

w2 = a,
A

from whence we find
, A

GO a =

Knowing the angular speed of the balance at the moment
considered; that is to say, at the moment when the tooth leaves
the anchor, one can determine that of the anchor by the relation
of the angles of lift of these two mobiles. If the angle of lift
of the balance is 30° and that of the anchor io°, this relation
will be 1/3. Knowing the speed of the anchor we will determine
that of the wheel by the formula (488) :

w == w' tang. 15° tang 300.

(To BE CONTINUED)



292

The

Roy Watch Case Company
MANUFACTURERS OF

FINE SOLID GOLD CASES

TRADE-MARK REGISTERED

II Special attention given to the
execution of special orders for
hand made cases. Prompt
delivery.

21 and 23 MAIDEN LANE :: NEW YORK
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Sheff Patent Ring Forging Machine
T

HIS ring stretching machine is for jewelers or anyone who repairs or
sells rings. Just think for a minute the possibilities of a ring stretching
machine that will do the work. Time saved, ring sized while the
customer waits, sales made that would otherwise be lost, gold saved,no risk of injuring stones, money made and money saved. Rings brought in

to be sized will cost you nothing in gold and only two minutes' time to do thework. How many ring sales have you missed by not having the proper size?This machine has clinched many a sale. Hundreds now in daily use, and wedo not know of any man using it who would do without it. All kinds of rings
—wide, narrow, oval, flat, plain or set, from the cheap filled one to the most
expensive diamond—can be sized on this machine in two minutes. This
machine is not built on the roll principle, but the ring is pressed into the dieand the stretching is done just where you want it and just as much or as littleas you want—no guesswork. Hundreds of the best and most successful jewelry
houses in this country are using this machine, why not you ? Give it a trialfor ten days, and if you do not think it worth the money, return it. All we askis that you give it a trial. Any jobber will furnish you one.

ORDER FROM YOUR JOBBER OR SEND TO US DIRECT

Price, $16.00, Includes Machine, Mandrel and Six Dies

A. J. SHEFF & CO 6109 PENN AVENUE
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Lever Set. The biggest value in the movement line that has ever been offered
the retail jeweler in an American-made low-priced movement. Our new La Salle
is a 34-plate, highly damaskeened and superiorly finished, is a genuine 11 jewel
movement, has two exposed winding wheels, polished and gilded, four pairs of
top jewels and settings, the 18 and 16 sizes have patent whiplash regulator. The
jewel cups are gilded, and we absolutely guarantee this to be the greatest value
at our price ever offered the trade. Order samples and if you don't think so,
return them to us at our expense.

Each $1.90

HOLSMAN & ALTER
Wholesalers and Jobbers of Everything in

WATCHES, JEWELRY, ETC.

176-178-180 East Madison St. :: Chicago, Illinois
P. S.—Write for our Catalogue; mailed to Retail Jewelers only on application.
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The Influence of the Escapement
on the Isochronal Vibrations

of the Balance

Written expressly for THE KEYSTONE by C. T. HIGGIN-

BOTHAM, Consulting Superintendent, South Bend
Watch Company

FO UR TN PA PER

(Continued front the January issue)

The effect on the vibrations of the bal-
ance when a watch is out of beat has been
explained in the Third Paper. Of course
it would be inadmissable to put a watch out
of beat to correct a position error, nor is it
advisable to have the impulses, drops, locks
or slides unequal; in fact, the more equal
these are the better the results, and equaliz-
ing them constitutes a part of posi-
tion adjustment. Important changes
can be made in the drafts and the
impulses that will affect position
rates without deranging the action
of the escapement.

Drawing the receiving stone out
increases the lift on that stone and
increases the draft on the discharg-
ing stone; this will also increase the
lock on both stones and will slightly
increase the drop on the discharging
stone. Now, pushing in the dis-
charging stone to equalize the lock
will have the effect of increasing the
lift on that stone, increasing the
draft on the receiving stone, increas-
ing the drop on the receiving stone
and decreasing the lock on both
stones. Thus, drawing out the re-
ceiving and pushing in the discharg-
ing stones increases the lift and draft
on both, while drawing out the dis-
charging and pushing in the receiv-
ing stones decreases the lift and the
draft on both. It often happens that
unequal draft or impulse in the es-
capement causes error in position, es-
pecially between pendant right and pen-
dant left in an open-face watch. The
method sometimes resorted to of tilting
one of the stones in the slot of a pallet
steel is not to be commended for the reason
that if the slot is wide enough to permit
of the stone being tilted it is too wide; how-
ever, under certain conditions it is per-
missible but it should be borne in mind
that tilting a stone not only alters the draft
and lift, but also alters the drop very
seriously in proportion to the other altera-
tions.

KEYSTONE

leading manufacturer with very satisfactory
results.

The advantage of a short impulse is
that the impulse is more vigorous. The
same amount of power being delivered
through a shorter arc and in a shorter time
must, of course, be more vigorous during
its delivery. The sliding friction of the
roller pin in the fork slot is decreased and
the energy of the fork increased. To un-
derstand the advantage of the latter, it
should be remembered that when the bal-
ance obtains its maximum velocity, there
is a tendency for the roller pin to get away
—so to speak—from the fork. This is to
say, when a balance with the jewel pin on
the line of centers and the hairspring re-
laxed, is stopped and then allowed to start,
it at first gets the full effect of the impulse
of the fork, for the reason that the motion
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part of the fork. AB is the line of centers,
passing through the center of the balance,
the jewel pin and the pallets. The spring
is studded at C as shown and the spring
is relaxed with the jewel pin at D, on the
line of centers. Let us assume that in this
condition the balance takes one full turn.
This will cause each vibration to bring the
roller pin to the position shown in dotted
lines at E. Of course, it is understood
that one full turn means half a turn each
way from the point of rest. Now turn the
hairspring collet 1/4 way round on the staff
so as to bring the roller pin to the position
F when the spring is relaxed. One full
turn will now bring the pin to position G
and the balance would be at its greatest
speed when the pin was at F. It will be
found, however, that the pin will now go
considerably beyond point G at each vibra-

tion; in some cases it increases
the arc of vibration to the extent
of overbanking. The reason for
this is that at the time the impulses
are delivered by the fork to the
balance the latter is not at its
greatest velocity. In its excursion
from F to the line of centers
its speed has decreased and in its
excursion toward F it has not
reached its greatest velocity. The
nearer the end of the excursion of
the balance when the impulses are
given, the greater their value in
power and the less the loss from im-
pact in unlocking—this loss is quite
serious from the fact that the fork
is started up from a dead rest, its
inertia being overcome by a sudden
blow.

From the foregoing it will be
seen that a close study of the escape-
ment and a thorough knowledge of
the effect of impulses and retarda-
tions will prove valuable adjuncts to
the adjuster.

Short Impulses

It is desirable that the impulses de-
livered by the fork to the balance should
be delivered through as small an arc as pos-
sible, consistent with economy of power.
Many of the older escapements delivered
the impulse through an arc of ro degrees
or more for the fork and 45 degrees or
more for the roller. The tendency has
been of late to reduce these arcs-81Y2 for
the fork and 28 for the roller are now
used by some of the best makers. A still
further reduction has been adopted by one

of the balance at this point is very much
slower than the motion of the fork, and as
a result the escapement on being unlocked
causes the opposite side of the fork slot to
contact with the jewel pin promptly and
give its pressure vigorously ; but as the
vibrations of the balance increase in ampli-
tude the rapidity of its motion increases
very much at this point, until finally a
condition is reached when the motion of
the balance is as great as that of the fork,
the result being that no impulse is imparted
to it until the motion slows down suffi-
ciently to be slightly less than that of the
fork. It will be understood that this con-
dition can only occur when the watch is
in a horizontal position ; but when a watch
balance overbanks—I mean by the word
overbanks, the condition when the roller
pin strikes the outside of the fork—the mo-
tion of the balance will invariably be more
rapid than that of the fork at the delivery
of the impulse. The effect of the different
conditions existing in the delivery of the
impulse will now be explained, and these
can be easily demonstrated.

Figure 8 shows a balance with hair-
spring, stud, roller pin in black and a

[THE END]

A Simple Gilding Solution

Dissolve 6 grains of fine gold in aqua-
regia in a porcelain dish heated on a sand
bath, the gold should previously have been
rolled or hammered out thin to give a large
surface to the action of the acid. Continue
the heat, after all the gold is dissolved,
until a red oily mass only remains. Dis-
solve this in a pint of hot water in which

dwt. of the best white cyanide of
potassium has been dissolved. Stir with
a glass rod and filter through unglazed
paper, if necessary. To gild with this
liquid the articles are immersed in it and
supported upon a clean piece of zinc. The
solution must be heated hot before being
used. Electro-gilding without a battery
may be suited for numerous purposes that
come within the province of the jobbing
jeweler, for beside the merit of simplicity
in using the process, it has the advantage
of cheapness in first cost, and may be em-
ployed in gilding cheap jewelry jobs, which
have undergone slight repairs, without re-
course to the battery process.
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The fact that our large manufacturing business requires complete assay-ing, smelting and refining departments permits us to handle withoutadditional business expense or extra equipment all Old Gold and Silverconsigned to us. This gives us an advantage which others cannot meet andwhich has made this department of our business so important.

We remit the same day consignments are received.

If amounts are not up to expectations we return consignments by pre-paid express in exactly the conditions they were received.

Highest market price paid for Old Silver and Platinum.

Not all the jewelry, watch cases and chains manufactured before the National StampingAct became a law, were of the quality that the stamps thereon represented. We advise thetrade to test the centers of old watch cases and links of chains that are offered for old gold,to approximate the value, instead of depending entirely upon the quality stamps in the backsof cases or on swivels of chains.
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A Huge Electrically-Driven
Clock

A Dial That Served as a Dining Table

An electrically-driven clock, which is the

largest in England, has recently been completed

in Leicester, England, to adorn the tower of a

new building that is now approaching completion.

The timepiece possesses many interesting fea-

tures, especially in connection with its mechanism.

The clock is provided with four dials—which

will be set 220 feet above the sidewalk. 
Each

dial measures 25 feet in diameter. Owing to t
he

exposed position of the
clock and the heavy gales
that prevail in the neigh-
borhood of Liverpool,
special attention was de-
voted to structural
strength of the clock
face. The framework of
each dial is of massive
iron construction, and
weighs 3T/2 tons. The
opal glass is of great
thickness, so that it may
withstand a minimum
pressure of II tons per
square inch, that for
each dial weighing 660
pounds. The outer circle
of the dial is constructed
in twelve sections, each
of which measures 6 feet
3 inches long by 5 feet 6
inches wide. The min-
ute spaces are 14 inches
apart. Instead of using
Roman or Arabic nu-
merals to indicate the
hours, a solid black uni-
form mark is utilized,
rendering the time readi-
ly distinguishable from a distance. Each of th

ese

chapters is 3 feet 6 inches in length by 18 inches

wide.
The hands are likewise of large dimensions.

Each minute hand measures 14 feet in length by
3 feet wide at the broadest part. They are ma

de

of copper, but to enable them to withstand wi
nd

pressure, and the forces of rain and snow, they

are stiffened with a 9-Inch gunmetal backbone.

When the clock was completed the builders

invited a number of friends to participate in a

celebration luncheon under novel conditions. One

of the large dials was supported on legs, to se
rve

as a dining table, round which some forty peo
ple

were comfortably seated.
Apart from its unusual

proportions, the most strik-
ing feature of this horo-
logical novelty is its driving
mechanism, which is small,
compact, occupies little
space, and is exceedingly
simple, weights and intri-
cate arrangements of wheels
being entirely eliminated.
Winding is also dispensed
with. The principle upon
which it is constructed is
the same as that employed
to drive a small dining-
room clock.

This system is called
the "waiting train" move-
ment, evolved by the mak-
ers, and the outstanding
feature is that the time-
keeping portion of the clock
is disconnected from that of
the hand-driving. This ar-
rangement effectively over-
comes any interference by
rain, wind, or snow, which
might tend to retard the
forward movement of the
hands. The clock is driven
with a practically continu-
ous motion, but its design
secures the separation of the

time-keeping element of the clock from the hand-

driving element, with the desirable result that

any untoward effect brought to bear upon the

hands cannot react upon the timekeeping. The

motion of this mechanism is governed by a pre-

cision time transmitter, the invention of the build-

ers, which is now being so extensively employed

for observatory clocks. This transmission is con-

nected by General Post Office telegraph wire with

Greenwich Observatory, so that the clock may be

automatically corrected when necessary, thereby

insuring absolutely correct Greenwich mean time.

The dials of this huge clock are to be elec-

trically illuminated, and there is a very ingenious

apparatus which automatically switches on the

light at dusk, and switches it off at dawn. The
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light are altered to suit the time of year by auto-

matic agency. By means of a simple reducing

gear this cam is caused to make a complete revo-

lution once in every two years. Even the error

due to leap year is corrected, the compensation

being so nearly complete that the error is only
To minutes in thirty years. At the end of this
period it can be corrected and set for another

thirty years, in the space of one minute, and
without recourse to tools.—Scientific American.

Brass Plating by the Fire Method

We regret to say that brass plating by the

fire method has not yet arrived at a state of per-
fection that warrants its
use in a commercial
manner. This method of
plating has always been
attractive, and since the
advent of the automo-
bile the interest in it has
very greatly increased.

The process has long
been known, and various
patents have been taken
out from time to time
for methods of accom-
plishing the process. As
far back as 1832 one S.
Booth of Berlin, Conn.,
was granted a patent for
bronzing cow bells, and
numerous other patents
were taken out later
upon the same subject.
In these processes the
bells, made of sheet iron,
were heated with brass
and borax and the brass
spread over the surface.
Many such cowbells can
now be found and the
brass coating will always
be found quite imperfect.

Later processes for brass plating by the fire

method have been based upon the dipping of the

article in molten brass covered with a flux. It

is worthy of more than passing mention that in

the early days of the manufacture of bicycle

tubing, a type called "clincher tubing" was made.

This was formed of sheet steel and a saw-tooth

joint made where the edges came together. The

tubing thus formed was dipped into a pot of
molten brass (scrap brass sheet was used) cov-

ered with a layer of boracic acid. The brass

covered the steel both inside and outside. The

outside was then polished off, but the inside could

not be thus treated so that it was left on and the

claim made that it acted as a protection against
internal rust. As far as the
trade was concerned it was
believed that the inside was
coated purposely.

The difficulty that has
been experienced so far has
been the production of a
uniform brass coating on
the iron or steel and one of
sufficient thickness. By the
use of a suitable flux on
the brass when the iron or
steel is dipped, the brass
coating comes out smooth,
but it seems to be difficult
to prevent the formation of
a thick drop on the portion
coming out last. It may be
possible by regulating the
heat carefully and not re-
moving the article too slow-
ly to obtain fairly good re-
sults.

There is a demand for
I heavy brass deposit on
iron or steel goods at the
present time. Producing
heavy electrodeposits seems
to be too costly. Could a
satisfactory coating be ob-
tained by dipping, similar
to that in dip tinning, it
would find ready sale.

Part of the Simple and Ingenious Driving Mechani
sm of the Clock

times of lighting and extinguishing, however,

vary with the seasons, being 4.20 P. M. in winter

and io P. M. in summer for lighting, with an

equal fluctuation in time for extinguishing.
Inasmuch as the utilization of the "waiting

train" movement renders it unnecessary for the

tower to be ascended to wind up the clock and

correct the time, an ingenious arrangement has

been incorporated which obviates the necessity to

ascend the tower to adjust the lighting and ex-

tinguishing mechanism for a certain period, at

the expiry of which further adjustment would

have been required. There is a novel cam,

mounted within the switching apparatus, by means

of which the switching on and off of the electric

How the Great Dial Served as a Dining Table
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Watch Adjustment and Regu-
lation

Interesting Views from a German Authority

All the recent treatises concerning adjusting
and regulation are confined to the escapement and
balance spring, the form and fastening of which
and their behavior under different thermal con-
ditions constitute their essential points. Regard-
ing all other parts of the watch, says the Leip-
ziger Uhrmacher Zeitung, from the barrel to the
fork, it is assumed that they are in faultless con-
dition, which is understood as applying to a watch
on which the care of a proper examination has
been exercised.

This leads to a certain neglect of the train
and results in the watchmaker bestowing his at-
tcntion only on such defects as would be likely
to cause stoppage of the watch, whereas he neg-
lects others likely to exercise a significant effect
on the regulating, nursing himself in the certainty
that a correct terminal curve of the hairspring
must compensate for everything. From a corn-
petitive paper which was recently awarded a prize
in a contest instituted by a Swiss journal, of
which the adjuster, Ainez Dros, of St. Imier, was
the author, and which recently appeared in our
contemporary, we publish extracts below enumer-
ating the various causes likely to give the ad-
juster trouble and which he may encounter in
ordinary watches which have to be adjusted to
position and temperature.

This is one of the principal
The Barrel organs liable to interfere with

a good adjustment, and it is
for this reason necessary to direct attention to
its most important defects.

It often happens that the spring does not
uncoil uniformly, thereby causing an irregular
rate, so that it is impossible to adjust or regu-
late the watch unless the necessary changes are
made in the spring.

Ordinarily, badly tempered springs, or such
as are too strong or too weak and friction inside
the barrel, prevent the attainment of a good re-
sult. Too deep or too shallow an engagement of
the barrel prevents any uniform and certain im-
pulsion of the train. A barrel without shake or
with holes too wide or too narrow, so that they
take away the freedom of movement, cause the
same fault as any interference with the uniform
uncoiling of the mainspring in the barrel.

Its depthings and movement
The Train conditions are of great im-

portance to an accurate regu-
lation. It is necessary, after they have been cor-
rected, to treat the teeth with the ingold fraise,
which should be on hand in every workshop to
ensure perfect engagement. The pivot holes must
fit perfectly and the jewels must be firmly set,
so that the freedom of movement of the train
will in no way be interfered with.

To ensure a satisfactory ad-
The Escapement justment the good quality of

the escapement and of its sep-
arate parts is indispensable. Unfortunately, how-
ever, the adjuster often encounters defects, and
if he proposes to undertake the regulation of the
watch he must first effect the readjustment of the
escapement and its correction. The locking is
often too large or too small; sometimes not pres-
ent at all. Bad workmanship on the pivots is a
frequent cause of trouble to the adjuster. Often
the pivots are oval, too small or damaged The
shake and room for play must be everywhere
correct, for they may cause a serious deviation in
the various positions. In the case of the balance
staff, too great an end shake may cause a ma-
terial difference in rate between hanging and
lying down. Too much oil in the sinks is also a
cause of similar variations, for a watch which,
for instance, is adjusted to a lying position, while
the staff is in part traveling in oil, will go quite
differently when, owing to another position, the
staff is out of the oil. This is often a cause of
tedious investigation to the adjuster.

A defect that may likewise result in variation
of rate on change of position is a loose end stone
or a cap jewel that is not fastened level. The
cap jewel plate itself may be the cause. All ma-

terials must be carefully selected and of the first
quality if they are to meet the requirements of
an accurate regulation. The jewels must be of
the finest quality and natural rubies in order to
reduce the friction ; furthermore, the surfaces
must be rounded and the holes worked out very
accurately and just as long as broad. The hole.,
for the balance staff must not have this rectangu-
lar section, but must be olived.

As a rule, the holes of the stones are too
large. It is likewise absolutely indispensable that
the measurements of pivots and holes be made
with exceeding exactitude, if variations in rate
are to be obviated, to which a watch is subject
in the various positions in which it is placed
when being tested.

This device is really the very
The Balance soul of exact regulation, and

every care must be taken to
discover the defects enumerated here. The bal-
ances are mostly too weak in the blade and per-
forated with screw holes too large to enable them
to retain the curves absolutely required for com-
pensation. The balance screws, too, are likewise
often badly made; they are found with a flat and
backed off in place of with a slightly arched
shoulder. The first two stretch the balance rim,
and in changing they often cause a bent balance,
which with the arched shoulder cannot happen.

The threads of the regulating screws, and, in
fact, of all screws of the balance are usually
badly fitted; sometimes they cannot be turned
loose; at other times they move so easily that
they turn out of themselves while the watch is
going or constitute "endless" screws. In such
balances it is advisable to reject the regulation,
but it must be preceded by a radical repair.

The question of the balance
The Balance spring is no less important
Spring than the balance; the difficulty

is even greater, for it is not
only necessary to carefully set a balance spring,
but to adjust it correctly theoretically if exact
results are to be obtained. We will not here dis-
cuss the point of attachment of the spring nor
the theoretical terminal curve, for outside of
these points the adjuster must see that the spring
is properly centered; and the collet sits firmly on
the staff and is nevertheless not difficult to re-
move, and that the balance spring uncoils con-
centrically.

The curb pins must sit close, but still allow
the curve full sweep. The pins for the attach-
ment of the collet and stud must be firmly placed.
The curb pins often constitute a source of trouble
to the adjuster. If they are too thick they cause
a serious friction which is detrimental to regula-
tion; if they are too thin they bend under the
movement of the curve.

The hairspring stud must in-
Various Defects variably be so fastened that

the position of the spring is
not changed every time it is taken out.

The space at the foot of the balance cock is
often very scant. If the balance is weighted,
under the screws, with little washers, there is
danger that the screws at the foot of the cock
will touch, causing the watch to stop.

Too heavy a mainspring causes banking in
the watch and interferes with regulation, adjust-
ment to flat position. In creating a new pattern
it is desirable so to construct the index that the
curb pins shall be as little removed as possible
from the stud instead of, as we may often ob-
serve, for the sake of symmetry, giving the index
a form contrary to that really necessary.—The
Goldsmiths' Review.

Satin Finishing Aluminum

A correspondent of the Brass World gives
the following method:

Buff the aluminum article, if necessary, in
order to obtain a good surface and then clean
off the grease in benzine. Now dip into a scald-
ing hot potash solution, not too strong, until
the surface is dull and white. Rinse in cold
water and soak for five or six minutes in a
5 per cent. solution of hydrofluoric acid to soften
the surface. Now rinse well in cold water and
dip into a mivture of equal parts of nitric
and sulphuric acid. This will remove the dis-
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coloration. Now rinse in cold water and then in
the cleanest hot water. Dirty hot water will
leave stains on the surface. Now dry in saw-
dust of good quality and which is free from
pitch or gum. Boxwood or birch should be
used if possible. The bare hands, no matter
how clean, should never touch the aluminum at
this stage or stains will result.

The frosting is now done with a fine, soft,
steel-wire scratch brush, 6 inches in diameter
and running 2500 revolutions per minute. New
brushes should be broken in on coarse work or
by running them against a file for some time.

In regard to the use of the sand blast for
satin finishing aluminum, as far as my ex-
perience goes, I do not consider it a satisfactory
way, for the metal is so soft that it cuts up like
lead or pewter.

German Diamond Fields in Africa

According to official figures prepared by the
German Diamond Regie, the output of German
Southwest Africa diamond mines for the third
quarter of the present year amounted to 92,619
carats.

The Antwerp diamond dealers' syndicate,
which has a monopoly for foreign sales of Ger-
man diamonds, sold considerably larger quantities

of these diamonds, part of which came from
previous stocks. The output for each of the first
two quarters of 1910 amounted to about 18o,000
carats. The figures for the third quarter, how-

ever, show an increase as compared with the cor-
responding period last year, when the output
reached only 56,701 carats. It is anticipated that
production of diamonds in German Southwest
Africa will show a heavy increase during the
fourth quarter, but even should this not be the
case, this year's total output will greatly exceed
that for 1909.

Prices for German diamonds are favorable.
During 1909 the average price on the Antwerp
market was about 26 marks ($6.19) per carat.
The average price for the third quarter, 191o, was
31 marks ($7.38). In October last several lots of
diamonds were sold at 33 marks ($7.85) and a
further rise in prices is expected.

During the last few months
Amsterdam considerable quantities of Ger-
and Antwerp man diamonds have found

their way to Amsterdam. It
is stated that the Antwerp syndicate will in the
future reserve a lot of German diamonds for the
Amsterdam market.

It is rumored that an agreement may be
reached between the De Beers Company and the
German Diamond Regie. The De Beers Com-

pany is reported to have approached the Regie
with an offer to take over the exploitation of
the diamond mines, instead of the Antwerp syn-

dicate. The rise of Antwerp during the last few

years as a diamond center is remarkable, it now
being a close second to Amsterdam.

The industry in the Frankfort district is very
small. The largest firm of polishers here, located

at Hanau, has furnished this office with the fol-
lowing figures: The firm employs about r8o
workers. Some 150 mills are kept in operation

in the polishing process. Both large and small
stones are polished. About 20,000 carats of rough

stones are used a year, coming from British and
German South Africa.

According to reports just re-
Diamond ceived, an agreement has been
Agreement reached between the De Beers

Company, the Premier mine,
and the Antwerp syndicate, representing German
diamonds. It is stated that for the present at
least the agreement relates only to the so-called
"boort" diamonds, low-grade diamonds used
chiefly for industrial purposes. These diamonds
formerly sold at $1.67 to $1.90 per carat. Grow-

ing importance of the Premier mine and the

German mines has brought the price down to

about $0.60. The Premier mine is especially rich

ill "boort" stones, while the German mines pro-

duce relatively few.
The agreement does not cover other classes

of stones, although it is expected to be extended,
when the development of German mines and the
introduction of underground mining and machin-

ery increase the cost of German diamonds.
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I T does not matter whether you are located in Pocatello, Idaho, or any of the

other forty-eight states in the Union if you are anxious to realize full cash
values for anything you have to dispose of in the way of Old Gold, Old Silver,
Gold Filled Cases, Gold Plated Jewelry, Platinum and Sweepings, you
have only to follow the beaten pathway of thousands of live, wide-awake jewelers
from all over the country who are sending their shipments to us these many,
many years.

There is no great secret as to why our methods of doing business have
won such popular approval among the jewelry trade everywhere.

They have measured the amount of money they received from us by
what they have been getting elsewhere.

They see the difference. In human nature there is nothing that tugs so
hard as self-interest.

It is only natural that you drift toward us—eventually. Why not now?
Check for old gold and silver by return mail. If our offer is not

up to yours we will return shipment intact, charges prepaid.
Returns for sweepings in from three to five days.

THOMAS J. DEE & COMPANY
Gold, Silver and Platinum Refiners

OFFICE, 67 and 69 Washington St. WORKS, 317 E. Ontario St.

CHICAGO, ILLINOIS

February, 1911

The Application of Transparent
Enamels

With the exception of certain em-
blematic work, transparent enamels are to-
day rapidly taking the place of opaques.
Jewelry manufactured of gilding metal and
gold, unfortunately, cannot be successfully
enameled with most of the transparent
colors. Red, blue and some shades of
yellow and purple work satisfactorily, but
the vast majority of delicate shades so ex-
tensively used to-day fade almost into
oblivion when applied on these metals, says
Winfield E. Dunham, in the Metal In-
dustry.

Red enamel, unlike some of the other
transparent colors, has never been manu-
factured as an opaque color without a de-
cided change in its tone. There are other
transparent colors whose shades are fairly
well duplicated in the opaque, but for finish
and beauty the comparison is so great that
they find little room in the wide range of
enameled work manufactured to-day.

In the process of applying
Applying these enamels to the stock
Enamels of the piece and the result

acquired uncertainties are
always present, which confront the enam-
eler from time to time. It may be the
enamel surface appears porous or perhaps
iridescent or semi-transparent, but the one
great detriment to the successful finish of
the enamel is the water with which it has
been ground.

Enamel has been prepared for charg-
ing by being ground in various oils, a
method which proves very satisfactory, but
as a general rule to-day most enamelers
prefer water, especially for its economic
value. Water that has been distilled by
evaporation in platinum vessels is most as-
suredly the best and safest, as this process
leaves no residue. This, found chiefly in
hard water, is usually carbonate of lime or
magnesium; the chlorides and sulphates of
lime or magnesium are soluble in water,
but the former never, unless the water con-
tains carbonic acid gas (CO2), hence it is
obvious that we must have a sedimentary
deposit of carbonate of lime or magnesium
which will accumulate so long as the enamel
is kept in water.

The effect of this residue in the
enamel varies in different colors ; trans-
parent colors seem to be the most affected,
and it is noticed chiefly by the pitted sur-
face which cannot be eradicated by repeated
firings or chargings. Just as an alloy finds
its affinity with certain metals, transparent
enamels find their chief medium in their
application upon silver, no other metal used
to-day in the manufacture of jewelry being
as good. Silver, in order to be properly
enameled with these colors, must be care-
fully firestained and the enameler must
know when the pieces that are immersed
in the solution are in just the proper con-
dition to be enameled.

The firestain solution, in
Firestain order to work satisfac-

torily, should contain equal
parts of nitric acid and water and be
heated to a temperature of iso° F. If the
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solution is worked at a much reduced tem-
perature the results are not so good, es-
pecially if the piece to be enameled should
contain soldered parts, as joints and catches,

that are composed of German silver or
white metal, the acid making these parts
perceptibly weak. If much work is being
immersed in the solution great care must be
taken not to allow the solution to become
saturated with nitrate of silver, which
sometimes tends to pit the surface. When
the solution shows signs of being saturated
it should be immediately precipitated with
muriatic acid and a new one made. The
excess of silver is easily detected by its
deposit around the edge of the piece, or
more generally around the joint and catch,
especially if they be made of composition
of nickel.

The average jeweler, and possibly
some enamelers to-day, know little of the
actual meaning of the term "firestain," ex-
cept believing that it is a stain taken out of
the silver by means of nitric acid. This
solution is correct as far as it goes, but the
successful enameler must know more than
that to produce repeatedly the best results
with his transparent colors. The firestain-
ing of silver consists of bringing to the
surface of the silver the stain or oxide
produced by the action of heat applied to
the metal. This stain otherwise would not
be produced if the metal were pure silver,
but as sterling silver contains an alloy with
its proportionate share of 75/booths, we
can readily see that the remaining
925/r000ths do not constitute the whole.

Therefore, this stain that is brought to
the surface of the metal is no other than
nitrate of copper. So, by scratch-brushing
off a thin film, we still have left an abund-
ance of the alloy or copper. Red enamel
may take a variety of shades after this
operation, differing when the surface of the.
piece contains more or less copper. Red
may appear almost brown on silver that has
not been subjected to the firestain solution.
It, therefore, more than any other color,
requires greater skill in the method of
firestaining, as the enameler must know,
not only by the strength of the solution, but
by the appearance of the metal when it is
properly prepared for red enamel. Other
transparent colors, with the possible excep-
tion of flux, give good results where red
may fail, but as a rule, whatever amount
of firestaining that will produce a good
red will work satisfactorily with mostly all
transparent colors.

The colorer finds his great-
The Colorer est trouble in the coloring

of silver goods that contain
transparent enamel and many manufactur-
ers are easily discouraged and loath to un-
dertake the manufacture of enameled goods
from this one standpoint. It is certain
that greater care must be taken in the col-
oring of enamel goods than with those that
are devoid of it, but the blame does not
always rest with the colorer. The pieces
may contain some infinitely small crack in
the enamel surface that is not readily visible
to the naked eye, which may be caused by.
pin stemming or polishing, and when the
pieces are strung in the solution the enamel
immediately chips out.
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Such incidents as these will always

accidentally happen, but when the enamel

is repeatedly chipping the solution is not

running right. Experienced colorers pre-

fer a high voltage and a low action of

cyanide of potassium to properly overcome

this result. If the voltage be low, the dura-

tion of the time that pieces are suspended

in the solution working with a greater

amount of cyanide, tends to chip the

enamel. Enamel cannot be chipped from

a metal surface except by the action of

contraction or expansion, and it is, there-
fore, readily observed that the longer the
enameled pieces are suspended in the solu-

tion, if it be hot, the more apt the enamel

is to be chipped by the expansion of the

metal.
The cost of repairing work

Repairing that has been chipped by
the action of the coloring

solution is usually greater than re-enamel-

ling the work, as the enamel that is left
intact with the metal surface oftentimes
bubbles or blisters when the heat is
applied. The best way of preparing such
work is to immerse pieces in hydro-
fluoric acid until the enamel is all eaten

out and re-enamel. If the depth of the
compartments is lessened by stoning and
polishing, the transparent colors will in-
evitably take a higher shade, making the
repairing very noticeable, but this is the
most practicable and the cheapest way of
repairing chipped enamel surfaces.

Machine Stamps Envelopes for Public

A machine, operated on the penny-in-
the-slot principle, that moistens stamps and
affixes them to envelopes, is being given a
trial by the British postal authorities. The
machine is somewhat larger than the or-
dinary letter box. It has a slot wide enough
to admit the corner or upper side of an
envelope. Above this is a lever which the
purchaser presses down after he has
dropped his penny into the proper slot and
inserted the envelope. To guard against
counterfeit and damaged coins the weights
in the machine are so delicately arranged
that any coin not of the proper weight is
returned. The machine is capable of
stamping 4000 envelopes an hour.

Speed Indicator for Trains

The Flaman speed indicator, used on
many French locomotives, is an interesting
instrument. By means of clockwork,
moved by gearing connected with one of the
locomotive wheels, the speed per hour and
the time elapsed are shown on graduated
dials, while upon a roll of paper are traced
graphic records of the speed, the duration
of the runs and that of the stops. The
speed is shown by the movement of a hand
over a semi-circular dial graduated in kilo-
meters per hour, and the time by a shorter
index moving round a small circular dial,
one circuit of which occupies ten minutes.
The registering paper is moved by revolv-
ing drums connected with the clockwork of
the dials.
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PROFIT
Is what you are in business for —"Ball
Watches" assure you several varieties.

1—A Fair cash return. 2—Satisfied Customers—most desirable " profit."
3—No preliminary repairing of movement—No fitting to case—No long regulation. Thus
saving your time is "profit." 4—No " price cutting " competitors.
A " profit proposition " straight through for every reliable retail jeweler.

gliWrite for booklet of facts and figures.
‘11We want an authorized agent in
every locality.

WWEBB C. BALL WATCH CO.
CLEVELAND :: CHICAGO

Clark's Loop Watch Keys
411, To hold the trade you have,
and to further your chances for
increasing patronage, you should
carry watch keys. A small thing,
yet a necessary commodity in
the up-to-date jewelry shop.
411, Clark's Loop Watch Keys are
made of good quality stock, cost
little and have become staple and
reliable through years of serving
the jewelry field.
(I, Have you a stock assortment?
If not, drop us a line and we will
supply you through your jobber.

A. N. CLARK & SON, Plainville, Conn.

OLD PLATED WARE, BRONZE FIGURES, STERLING SILVER, ETC.,
REPAIRED AND REPLATED TO LOOK EQUAL TO NEW

GOLD PLATING, SILVER PLATING, OXIDIZING,
POLISHING, LACQUERING

We furnish any size new BRISTLE
BRUSHES, CELLULOID COMBS,
CUTICLE KNIVES, BUTTON
HOOKS, NAIL POLISHERS, ETC.,
and fit same to any shape mountings.
CHATELAINE BAGS repaired

and reined with Silk, Chamois, Suede
or Kid.

DESIGNS AND ESTIMATES for
special Sterling Silver pieces furnished.

Work called for and delivered.Before Repairing

LOUIS J. MEYER, PHILADELPHIA

D-L6E RIDPOI
piLvEkpowit'

litAM

Makers of the
Famous Blue Ribbon
Auto Cream, Brass
and Metal Polish

The 20th Century Silver Polish

BLUE RIBBON

SILVER POLISH in CREAM
Highest Quality and Efficiency

Contains No Acids or Injurious Agents
Made expressly for use on finest Gold, Silver-

ware, Cut Glass, etc.
Remarkable for Quick Action—Rich anti Bril-

liant Lustre—Lasting Finish.
Also invaluable for Cleaning and Polishing Mir-

rors, Windows, Marble, Porcelain, Nickel, Tin, etc.
Most Convenient and Attractive Package.

Essential for High-class Trade.
Inquire of your Jobber or write us direct for sample.

International Metal Polish Co. Also Everything in the

INDIANAPOLIS, IND. 
Silver and Metal

Polish Line

COLGAN'S

"Monograms"
Designed and executed by
ARTISTS who have made
monogram construction a
life's study.
Satisfaction guaranteed by
thirty years' experience.

After Repairing

804 WALNUT STREET

ESTABLISHED 1892

SEND FOR CATALOGUE

The J.W. Colgan Co.
Sudbury Building
BOSTON, MASS.

HERMAN KOHLBUSCH, SR.

No. C. DIAMOND BALANCE

MANUFACTURER OF

Fine Balances and Weights

FOR EVERY PURPOSE
WHERE ACCURACY IS REQUIRED

194 Broadway, New York, N.Y.

SEND FOR CATALOGUE
No. 2. UPRIGHT POCKET

DIAMOND SCALE

February, 1911 T H E

Clocks that Strike Thirteen

Among the most curious clocks in the world
are two in Worsley, Lancashire, England, that
never strike one. Instead they strike thirteen at
I A. M. and I P. M. One of them is over the
Earl of Ellesmere's place called Worsley Hall,
and is the original clock which the Duke of
Bridgewater had placed in the tower. It is said
that the Duke had the clock made to strike the
"unlucky" number so as to warn his workmen
that it was time to return after dinner, some of
them having excused themselves for being late on
the ground that they could not hear it strike one,
says Harper's Weekly.

This recalls the incident when the big clock
of the Houses of Parliament saved a man's life.
A soldier in the reign of William and Mary was
condemned by court martial for falling asleep
while on duty on the terrace at Windsor. He
stoutly denied the charge, and by way of proof
solemnly declared that he heare Old Tom (the
predecessor of Big Ben) strike thirteen instead
of twelve. The officers laughed at the idea, but
while the man was in prison awaiting execution
several persons came forward and swore that the
clock actually did strike thirteen, whereupon the
soldier was pardoned and released.

Wells Cathedral contains one of the most in-
teresting clocks in the whole world. It was con-
structed by Peter Lightfoot, a monk, in 5320, and
embraces many devices which testify to the an-
cient horologist's ingenuity. Several celestial and
terrestrial bodies are incorporated in the inter-
esting movement and relationship. They indicate
the hours of the day, the age of the moon, and
the position of the planets and the tides. When
the clock strikes the hour two companies of
horsemen, fully armed, dash out of gateways in
opposite directions, and charge vigorously. They
strike with their lances as they pass as many
times as correspond with the number of the hour.
A little distance away, seated on a high perch,
is a quaint figure, which kicks the quarters on
two bells placed beneath his feet, and strikes the
hours on a bell. The dial of the clock is divided
into twenty-four hours, and shows the phases of
the moon and a map of the universe.

An oddity in clocks is the invention of a
Frenchman, M. Paul Cornu. It consists of a dial
mounted above a reservoir and having a sort of
a seesaw mounted upon its support. The reser-
voir holds sufficient alcohol to last for a month,
and this serves as fuel for a small flame that
burns at one end. The heat from the flame
causes the air to expand in the bulb of the see-
saw directly above it. As a result the seesaw
moves every five seconds. This movement is the
sole motive power that actuates the hands.

A Munich professor has invented a remark-
able sick-room clock. When a button is pressed
an electric lamp behind the dial throws the
shadow of the hours and hands, magnified, upon
the ceiling, so that invalids can see it from bed
without craning their necks or putting themselves
to any inconvenience.

A German shoemaker spent fifteen years of
his leisure moments in constructing a clock of
the grandfather shape nearly six feet high, made
entirely of straw. The wheels, pointers, case and
every detail are exclusively of straw. The most
remarkable fact is that it is reported to keep
perfect time.

The Tsar of Russia is the possessor of a
unique clock that records not merely the passing
seconds, minutes and hours, but the days, weeks,
months and years. The clock was invented and
manufactured by two peasants, who presented it
to the Emperor as a token of their loyalty. In
St. Petersburg, too, is to be seen a clock having
ninety-five faces, indicating simultaneously the
time at thirty different spots on the earth's sur-
face, besides the movements of the earth and
planets.

The clock of Lyons Cathedral is a wonderful
piece of mechanism, and the legend describing it
is as follows : The cock crows; the bell sounds
the hours; the little bells the Sancta Spiritus ; the
angel opens the gate to salute the Virgin Mary.
The heads of the two lions move the eyes and
the tongue. The astrolalx: shows the hours in
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its degrees, and the movement of the moon.
Moreover, the perpetual calendar shows all the
days of the year, the feast days and the bissextile.
The hours at which the chimes are complete are
five and six in the morning, midday, and one and
two o'clock in the afternoon. The chimes at the
other hours are restricted so as not to interfere
with the cathedral service.

Complicated, indeed, is the clock of the Beau-
vais Cathedral. It is said to be composed of
92,000 separate pieces, according to a French
statement. One sees on the fifty-two dial plates
the hour, the day, the week, and the month, the
rising, the setting of the sun, the phases of the
moon, the tides, the time in the principal capitals
of the world, together with a series of terrestrial
and astronomical evolutions. The framework is
of carved oak, eight by five meters, or twenty-six
by sixteen and one-quarter feet. When the clock
strikes all the edifice seems in movement. The
designer wished to depict the Last Judgment.
This wonderful clock is the work of a Beativai-
sian, M. Verite. He died in 1887.

To Turn off Electric Lights Automati-
cally

The accompanying sketch shows an arrange-
ment by which an alarm clock may be used to
turn out the lights at any desired time, says the
Technical World Magazine. A cord is fastened

Wind
Alarm

Cord

Shell

Trigger

St rap
.5pr in9

Knife
Switch

to the alarm key on the clock so that it will wind
up when the spring unwinds. This cord should
be connected to a trigger, as shown, which will
be pulled and release the handle of a knife
switch to which the lights are connected. The
strap spring will throw the knife switch out when
the handle is released.

Thimbles
The thimble is a Dutch invention, and was

first brought to England by one John Lofting,
who began its manufacture at Islington in 1695.

Its name was derived from the words
"thumb" and "bell." Originally it was called
"thumbell," then "thumble," and finally "thim-
ble." It is recorded that thimbles were first worn
on the thumb; but we can scarcely conceive how
they could be of much service so used.

Formerly thimbles were made of brass and
iron only, but now they are shown in gold, silver,
steel, horn, ivory, and even glass.

There is a thimble owned by the Queen of
Siam that is shaped like a lotus bud, the royal
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flower. It is of gold, thickly studded with dia-
monds, and is held to be the most costly article
of the kind in the world.

In Naples very pretty thimbles composed of
lava from Mount Vesuvius are occasionally sold,
but rather as curiosities than as articles of real
utility, being, by reason of the extreme brittle-
ness of the lava, very easily broken.

The Swiss Watch Trade
According to the annual report of the Swiss

Association of Watch Manufacturers the exports
of watches and watch parts from Switzerland
were as follows in 1909:

Description Number Value
Watches  8,075,379 $20,465,208
Watch movements  883,731 1,108,405
Cases  1,831,409 1,155,518
Detached pieces of watches. 399,174
Sections of finished watches 1,126,579

Total   $24,254,884

The number of finished watches exported in
1909 was 341,523 in excess of those exported in
1908, but their value was $811,175 less. The year
1909 marked the end of the crisis which so seri-
ously affected the business for several years, and
it is the opinion of the manufacturers that the
industry has entered upon a period of general
activity.

The values of nickel and gun-
Exports by metal watches exported were
Classes extraordinarily low, and the

value of silver watches varied
greatly, gold watches only having remained sta-
ble, but the per cent. of gold watches to the total
exports is comparatively small. The propor-
tional per cent. in the value of the different
classes of watches exported last year was : Nickel
and gun-metal, 59; silver, 30; gold, ii.

The watch industry has been peculiarly af-
fected in the past few years by the varying com-
mercial conditions in the several countries to
which the Swiss product is exported. The per-
centage of increase or decrease in the value of
exports for 1909 as compared with the previous
year was as follows : Decrease: To Germany,
3.7; Italy, 14.3 ; France, 16.7; Scandinavia, 18.6;
British India, 1.7; Japan, 41; China, 11.8; Egypt,
5.5; Mexico, 32; Australia, 26.4. Increase : To
Great Britain, 2.5 ; Austria-Hungary, 10.8; Russia,
1.8; Spain, 6.7; United States, 9.8; Argentina,
2.4; Belgium, to.; Canada, 30.6.

The report of the association points out the
danger of overproduction and the tendency of
the manufacturers to devote their attention too
much to the production of the cheaper grades of
metal watches, a large demand for which now
comes from South America, especially from
Argentina.

The exportation in recent
Exports of Watch years of large numbers of de-
Parts a Menace tached parts of watches from

Switzerland to other countries,
where they are assembled and placed upon the
market as Swiss watches, is regarded by the
manufacturers as a menace to the home industry.
In France a considerable industry has grown up
in recent years in the production of Swiss
watches, the principal parts of which are made
in Switzerland and assembled or completed in
the French factories.

For several years past the Swiss watch trade
has increased most in the countries where the
agricultural development has been greatest. The
trade with Austria-Hungary, Russia, the United
States, Canada, Central America, Brazil and Ar-
gentina, which are all in a period of economic
development, has increased very perceptibly,
whereas exports have decreased to those coun-
tries where agricultural and industrial develop-
ment has been less pronounced. This leads to
the conclusion that the greatest demand for Swiss
watches is from the agricultural classes and peo-
ple living in the rural districts, which accounts
for the increase in numbers of the cheaper grades,
including metal cases, and decrease in the number
of gold watches exported.
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We Can Make an Engraver of You
For over seventeen years we have been teaching the art of engraving, and there is no question but we are recognized as the foremost institutionof this kind in this country. I know this is strong language but it is the truth, nevertheless, and here is one proof.
The plate in this illustration was designed and engraved by Mr. Albert Holman, of Worcester, Massachusetts. Any expert engraver will at a

glance pronounce this work to be first-class in every respect. It is designing and engraving of a character to reflect credit even on "old hands" at the
business. How remarkable a tribute, therefore, to the thoroughness of our methods,
when it is considered that Mr. Holman never had any experience pertaining to the
art of engraving previous to attending our college. This work was done by him after
being in our engraving department but a few months.

Can you find any such work elsewhere or accomplishing in a period of time
even greater than that which Mr. Holman spent with us ? We say No, emphatically
No, and your own investigation will prove that this is a wonderful development of
ability through practical work and instructions in our college. We can teach you to
do as well if you will give us the opportunity.

It is another proof that if you want to learn engraving you should learn it right,
and that if you want to learn it right and in a short time you should attend our college.

Send a postal for our engraving prospectus which will give you full information,
but do it to-day.

atIttr.

The Philadelphia College of Horology
Broad and Somerset Streets, PHILADELPHIA

ESTABLISHED 1894 F. W. SCHULER, Principal

READ WHAT HIS FATHER SAYS:
PHILADELPHIA COLLEGE OV llommouv, Worcester, Mass.

F. W. Schuler, Principal.
DEAR Silt :—I want to write you a few words in regard to my son, Albert, whohas completed his course at the College a few months ago, and came direct to hishome. When he displayed his plate which he engraved while at the College in oneof the leading store windows in the heart of the city, the next day Mr. ii. '1'.Linfords, the oldest and best engraver in the city saw it, and caine right to my

home and engaged Albert for steady work at $15 a week and 25 cents an hour for
all work overtime, so he has made on an average of $20 a week ever since he gradu-
ated from your College. This is wonderful when you take into consideration the
short course that he took with you. It also proves that your instructors are
thorough, practical engravers as well as teachers, and your method of teaching is
thorough and up.to-date.

Mrs. Holman, Albert and myself send our kindest regards, and want to thank
you for the interest you have taken in our son.

Wishing you and your College more prosperity and success than you have ever
had, I beg to remain, Very respectfully yours, EDWIN M. HOLMAN, 203 Main Street.

The wise Jeweler follows the course of
least resistance and carries

7CiN D
SILVER POLISH

Our consumer advertising creates a demand that
you can supply if you but stock it.

SEND FOR PRICE-LIST

;44,.1.11erlor IVnI.4111

Made only by

THE OIL
"POSITIVELY WILL NOT GUM"
We say it once again, R. & L. Watch Oil positively
will not gum. It has demonstrated its superiority
in the severest tests given any watch oil made. If
you have not tried it yet, do not be surprised that
you have more watch and clock troubles than your
neighbor who uses it. He knows what it will do.

R. & L Oil will not gum, cut or blacken pivots.
It is a lasting lubricant, and the only one which
does not deteriorate. The quickest and best way
for you to prove all we say is to send 25 cents to
your jobber for a bottle.

CARRIED BY ALL THE LEADING JOBBERS

RANLETT & LOWELL CO JEWELERS' BUILDING
.9 BOSTON, MASS.

THE NEW M. P. SAFETY CATCH
TELLS ITS OWN STORY BETTER THAN WE CAN BECAUSE

Simplicity Beggars Description
A sample sent to any Manufacturer, Jobber or Retail
Jeweler in the world if you address Department B.

Both sizes mounted on patches for repair work.

Electrotypes as shown for advertising

furnished FREE

THE METAL PRODUCTS CORPORATION
MANUFACTURERS OF JEWEL SETTINGS, METAL ORNAMENTS AND JEWELRY COMPONENTS

NEW YORK OFFICE
611 Broadway, Room 605 1012 Eddy Street, PROVIDENCE, R. I.
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Subscribers wishing inquiries answered in this depart
ment must send name and address—not for publication
but as an evidence of good faith. No attention will be
paid to anonymous communications. Questions will be
answered in the order in which they are received.

"Second Pendulum."—The following is a
letter which I would like to have you print and
answer same through your "Worshop Notes" in
an early issue of THE KEYSTONE "Our labora-
tory contains no clock which beats seconds; i. e.,
I mean no clock, the pendulum of which makes
a single vibration in one second. We do not care
about the motion of the hands on the dial, but we
would like the pendulum to make one vibration
in a time such that if a telegraph sounder were
cut into the circuit of which the pendulum were
one side and a drop of merctry on a ledge
through which a fine wire on the tip of the pen-
dulum passes, it would click at intervals of one
second each. Now, we have in the laboratory
an old clock. I do not know how many vibra-
tions per second it does make, but I know that
it does not make one vibration per second, and
that there are thirty-six teeth on the periphery
of the escapement wheel. I wish to ask if it
would be practicably possible to construct a new
pendulum and escapement to be actuated by the
motive power of this old clock and have the new
combination make a single vibration per second?
If so, what would it probably cost?"—If the
present escapement can be used it will be a com-
paratively easy and inexpensive matter to apply
a seconds pendulum to the clock; if a new es-
capement must be made it will be more expensive
to make the alterations than to buy a new plain
movement with seconds pendulum. As to whether
the old clock could successfully be used as mo-
tive power we will say that the only way in
which we could give you a reliable opinion would
be to have you ship the movement here for ex-
amination.

"Oilstone."—(a) Can you tell me how oil-
stone slips are ground to a taper? I have broken
off the point of a number and when I have at-
tempted to repoint them they break off just a
little before I get them ground small enough. I
use a coarser stone on my bench lathe to grind
it down. (b) Can you tell me into what I can
put a hairspring that has become rusty that will
dissolve the oxide off and not in any other way
injure that part of the spring that has not be-
come rusty? (c) Would you care to go into de-
tails how to shorten a Pallet jewel more than
to say "grind it off"? What tool is used to hold
it while grinding? What stone is used to do the
grinding? Is there danger of breaking it while
grinding? These are the details that I think of.

(a) Use a grindstone, with plenty of water.
Lay the slip against the side of the grindstone
and hold the slip so the grinding is done length-
wise of the slip. Don't put the small end by it-
self against the stone, but let the entire slip rest
against it and press the point against the stone
with the finger, using moderate pressure. Rotate.
the slip (if it is a round-pointed one) with two
fingers of the other hand, keeping up an even,
steady motion, so that the point is ground off
evenly on all sides. You must not, however, put
any considerable side pressure on the large end
of the slip. If you have difficulty getting the
knack of turning the slip you might allow the
heavy end to extend out a very little beyond the
edge of the grindstone, but be careful not to
put side pressure on the point except with the
finger with which you support it. The grindstone
must not have any projections or grooves on the
part you make use of for grinding, and be par-
ticularly careful in removing the slip from the
stone not to get the point turned crosswise. By
following these precautions you should be able
to grind the slip to a very narrow, fine point
without danger of breaking it.

(b) Kerosene will dissolve the oxide and
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will not alter either the material or finish (blu-
ing) of the unrusted part of the spring; we must
remind you, however, that even if you dissolve
the rust the spring is worthless for good time-
keeping, as it cannot possess any isochronal prop-
erties ; the oxidization of steel leaves "pits"
where the metal was consumed in forming the
oxide and these pits weaken the spring in spots
and make its action irregular.

(c) We take it that you mean you want
to shorten the pallet stone from its back end, so
as to lessen the amount of extension of the front
end beyond the steel of the pallet. Take the
stone out of the pallet and put it into a holder,
which is simply a piece of brass wire with a hole
drilled in the end (lengthwise) just large enough
to take in the pallet stone if inserted lengthwise.
Fill the hole with shellac and set the stone in the
shellac with the back end protruding just a
trifle more than is required to be ground off. The
sides of the stone are parallel with the length of
the brass wire (which must be straight, of
course) and this is a valuable aid in doing a
workmanlike job, because you can easily see to
hold the wire at a right angle with the face of
the grinding-lap, which insures that the end of
the pallet stone shall be ground off squarely. The
best thing for grinding is a copper lap charged
with diamona powder. You can buy these from
Hardinge Bros., 1036 Lincoln Avenue, Chicago,
Ill. If you prefer to make one write to this
department and we will explain how to do it. If
you do not care to either buy or make a lap you
can get the next best results by using a car-
borundum wheel of medium coarseness.

"Dial Photos."—Will you please tell me in
your next issue where I can get, or how to
transfer photos on watch dials so they will be
transparent. Also tell me where I can get a
book to tell different models of watches.—You
can have photographs, transferred to watch dials,
watch crystals, etc., by the Goldstein Engraving
Co., 45 Maiden Lane, New York. You do not
indicate very clearly what you mean when you
ask about a book "to tell different models of
watches." If you desire a descriptive list of
the product of the various American watch fac-
tories you can get it by writing to any of the
wholesale watch dealers whose advertisements
appear in THE KEYSTONE. If you want to know
about the various types of watch construction in
use from the early days of the industry up to
modern times, we would be obliged to refer you
to quite a number of different books; we suggest,
if it is the latter you wish to know, that you
write to this department and we will explain,
necessarily at some length, but probably this
would be better, as in order to gather the in-
formation from books you would have to read
a great deal which wouldn't touch your subject
in order to get what would.

"Graver."—In turning pinions, what do they
put between the leaves to keep the gravers from
chipping? Do they use a pointed or round edge
graver?—The whole "trick" of turning pinion-
leaves is to turn delicately—that is to advance
the point of the graver so gradually into the
work that it runs no risk of being caught by one
of the leaves and thus of spoiling the pinion or
breaking the point of the graver. Just as im-
portant as delicacy is the necessity of holding
the graver at the same time very firmly on the
T rest. A pointed graver is better than one
ground to a round point, because you will be
able to turn with the point with less resistance
than with the rounded graver. After you have
turned off as much of the leaves as is desired,
present the entire edge of the graver to the leaf-
ends, advancing it into the work with extreme
caution and holding firmly a little below the axis
of the pinion until the leaf-ends are level and
smooth. Next grind the leaf-ends with oilstone
powder and then polish with diamantine or rouge,
or both mixed to a thick paste with oil. The
very best device for this grinding and polishing
is a rotary pivot polisher. If you do not have
one of these attachments the next best thing to
do is to take an exploded .22 caliber copper cart-
ridge shell and drill a hole in the closed end,
dress it flat with a fine file, and with it apply the
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grinding powder (in oil) by holding the open
end of the shell on the end of the finger, the
"shaft" of the pinion going in the hole which you
drilled in the closed end of the shell. After
washing the adhering grinding material carefully
off of the pinion with plenty of benzine on pith,
polish the leaf-ends with a similarly prepared
shell and diamantine or other polishing material.
These operations do not consume much time, and
the pinion presents so much better an appearance
that there is really no excuse for leaving it as
it comes from the graver.

"Balance Wheel."—I notice in nearly all of
the high-grade watches that the loose end of
segments of balance wheels is out farther than
the rest of the wheel (not much, however). Is
this done for a purpose? I would like to know
through "Workshop Notes."—The free end of
the segment is not placed out beyond the circle
of the wheel rim; if this were so the balance
would be out of true "in the round." If the slot
is rather wide it sometimes makes the free seg-
ment-end appear to be out farther than the rest
of the rim, but that is an optical illusion unless,
of course, the wheel is really out of true. It
goes without saying, however, that on good
watches as they come from the factory the bal-
ances are perfectly true.

"Vibration."—I would like to know if an
American movement balance wheel made 300
beats a minute, would the hairspring make 300
vibrations a minute? Is one beat equal to one
vibration, or does it take two beats to make one
vibration of the spring? This is a dispute which
we would thank you to answer, and oblige.—The
terms "vibration" and "beat" mean the same thing
in either case. You could say the hairspring
makes 300 beats or 300 vibrations in a minute;
likewise the balance.

"Screw Head."—How are the seats for screw
heads cut in cap jewels and plate jewels that are
set in with screws? Where can I get cadmium
and spelter in small quantities for experimental
purposes?—The seats for jewel screws are cut
with "jewel screw countersinks." You can buy
a set of these, assorted in sizes suitable for any
job you will come across, for about 75 cents, from
any tool dealer. These countersinks are small
"end-milling cutters," but instead of having the
cutting end entirely flat across it, there is a small
round pin projecting from the center. In making
the seats, after fitting the setting into the plate
or cock, and having the top surface of the setting
polished flush with the surface of the plate, drill
two holes in the plate, opposite each other, and
as close to the edge of the setting as will allow
enough of the plate remaining between the hole
and the setting to form solid enough stock for
the screw-thread. The hole must be small—just
large enough to allow of a screw-shank of the
average size you have noticed on jewel-screws.
Now take one of your counter-sinks with cutting-
end large enough to securely overlap the jewel-
setting and, with the fingers or in the lathe, rotate
the countersink until it has gone in to a depth
suitable for the screw-head. You now have in
this way cut a perfect seat, and all that remains
to do is to tap the thread in the hole. You can
buy cadmium in any quantity and in any of its
forms from the Lancaster Drug Company, Lan-
caster, Pa. Spelter can be obtained of the River-
side Metal Company, Riverside, New Jersey.

"Celluloid."—Please send me recipe for pol-
ishing celluloid.—The operation of polishing cel-
luloid is very much like polishing horn or tortoise
shell. For articles turned in a lathe, chips of the
material worked; that is, for horn, horn chips
are held to the piece as it revolves; for celluloid,
celluloid chips or turnings. For a flat surface,
first smooth with different abrasives with cutting
properties best adanted to produce greater and
greater degrees of smoothness. As, for instance,
first emery, then pulverized pumice stone, then
rotten stone and oil, and a final polish with
hydrated oxide of iron. Subnitrate of bismuth
and the palm of the hand is said to give an ex-
quisite polish on celluloid—we know it does on
tortoise shell and horn.
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BROS. ISH I NG DUST COLLECTOR

THE UNIT SYSTEM
POWERFUL SUCTION—ABSOLUTE CLEANLINESS SMOOTH RUNNING

Especial care should be taken to send full particulars regarding electric current. This information may be secured from your local electric company.

The Outfit They All Talk About for the Large Factory or Small Shop. Furnished With or Without Motor.
This outfit is designed for a factory or store, being readily adapted to any location and easily moved out of the way when desired as everything is clear of the floor and
wall, the only connections being at the wires, which are readily detached. The outfit will be found very desirable for keeping stock in first-class condition, besides the
regular polishing work of the factory.
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BLOWERS
For use with all GAS FURNACES,
BLOWPIPES, SAND BLASTS

Also used for

VACUUM CLEANING

Catalog No. 7 for dust collector
" No. 8 " blowers

No. 9 " sand blasts

A BLOWER FOR EVERY USE •

NoisELess
POWERFUL
TAKE UP THEIR OWN WEAR

CAN'T GET OUT OF ORDER

There are no delicate parts on these machines to get
out of order. All parts are 111118Si vo in construction and
built to stand wear and strain. The operation of the
machine depends upon natural forces without the aid
of springs, tips on the wings made of foreign material,
to require constant renewal, etc., while all parts are
interchangeable.

•

Endorsed by Manufacturers Every-
where

A HEALTH PRESERVER

A NECESSITY

Made in Half Horse Power
Sizes and up

Turn the Switch
The Machine Does the Rest

SAND BLASTS
For SATIN or MAT FINISHING on
Gold or Silver and all Metals and
Frosting Glass, used instead of pick-
ling dip

CONTINUOUS FEED $17 UP
CAN'T CLOG UP

DUST-PROOF

USES SAME SAND OVER
AND OVER

VERY RAPID
The short straight pipes used on Leiman's Con-
tinuous Feed Sand Blast are great power savers.
The vacuum, being always present where air
pressure is used is here utilized to draw the
sand from the bottom of the machine to the
nozzle where the air pressure strikes it project-
ing it upon the work with its maximum force.
Drawing the sand by vacuum reduces the wear
on these pipes while saving the power, and so
they need not be renewed often. When renewal
becotnes necessary in the course of time, any
mechanic may cut and tit the pipe which may
be secured anywhere, and the expense for main-
tenance is thus placed at a very low level.

SEND FOR CATALOGS
No. 7 for dust collector ; No. 8 for blowers ; No. 9 for sand blasts

stating work to be done
el*

In the case of the dust collector ADVISE KIND OF MOTOR REQUIRED

LEI MAN BROTH ERS, 62D John Street, NEW YORK
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Use of Coins in Jewelry

Nice Distinctions Jewelers Have to Observe.
The Law Strict on the Subject—Coins

Mustn't Be Punched or Engraved,
But May Be Carved Up

The use of coins in jewelry is not so
popular to-day as it was once, say the
jewelers. Nevertheless, coins are still used
to some extent in this way, and that is why
the jewelers were a good deal interested
in a report from Denver recently that out
there the local head of the Secret Service
had received orders from the Treasury De-
partment in Washington to see that the
Federal statute regarding the defacement
of current coins was enforced, says the
New York Sun.

This law, which is Section 5,459 of
the Revised Statutes, has been a sort of
bugaboo for jewelers for many years be-
cause from time to time the use of certain
coins in jewelry has been a fad and not
every jeweler has been aware just to what
extent it came within the law. For in-
stance, a man may have one of the old gold
dollars and have a hankering to wear it
on his watch chain. The simplest way of
doing this is to take it to a jeweler and
get him to punch a hole in it.

No doubt there are a good many people
who would be surprised at the curt re-
fusal they would get from most jewelers if
such a request were made. Should a
jeweler accommodate you the Secret
Service man who caught you wearing that
punctured coin on your watch chain could
put you in jail and the jeweler too, and it
wouldn't make a bit of difference how old
the coin was you were wearing. Curiously
enough, you would be in the same class
with the counterfeiter and the man who
plugs coins.

It should be kept in mind that the law
refers only to "gold and silver coins," and
makes no reference to the nimble penny.

It often happens that somebody digs
up a gold or silver coin of ancient vintage
and gets a desire to have his monogram
nicely engraved on it for use as an orna-
ment. Jewelers frequently get requests to
do such work, but here again the law
comes in. Cutting a monogram on a coin
lightens it and again brings you into the
class of those who tamper with the cur-
rency.

On the other hand, suppose you asked
a jeweler to cut a gold dollar in the shape
of a diamond and make a stick pin out of
it. This he would gladly do and with such
a pin in your scarf you could walk into the
Treasury Building at Washington itself
without fear of molestation.

Of course you would have lightened
your gold piece, but you would also have
destroyed it completely as a coin. In a
hard-up moment you couldn't use your stick
pin for carfare as you could your watch
charm with your initials on it. In one case
Uncle Sam wouldn't have a word to say
and in the other case he could clap you
in jail. All of which shows how careful
the jewelers have had to be in the many
years that have passed since the Govern-
ment made laws to protect its currency.

"We don't have much trouble with
this law now from the jewelers," said
Richard H. Taylor, the new head of the
New York Secret Service, the other day.
"I don't remember when the last arrest
was made for this sort of thing. That is
because the jewelers some years ago were
thoroughly informed as to the law and just
how far they could go toward making coins
into jewelry.

"But while that is so we are always
on the watch and should we catch any one
wearing a punctured coin or a coin used
in such a way that it could still be passed
as a coin we would enforce the law. I
haven't received any special instructions
lately from Washington about this, but
there's the law, and that's all there is to
say about it."

One concern in the Maiden Lane dis-
trict has for years made a specialty of
making coins into jewelry, but it is done
in a way that doesn't disturb Uncle Sam
a bit. This concern has a process by which
the head on a coin is driven out. In this
condition the heads are mounted on pins
and made up in brooches and charms, even
ro-cent pieces being used. By the process
the piece is destroyed as a coin. Before
embarking on this, however, the concern
took pains to see that it came within the
law.

One of the novelties in a downtown
jewelry store is a locket the cover of which
is made of one of the old trade dollars. It
is opened by a secret spring, which helps to
make it sell. The beautiful design of the
old trade dollar helps to make this an at-
tractive novelty, and yet it does not violate
the law because the coin is simply fitted
in and has in no way been tampered with.
But while it would seem to be impossible
to pass it as a coin made up as it is, never-
theless it has been done.

"Some years ago," said the jeweler
who showed one of these lockets to a Sun
reporter, "we had a customer on the look-
out for a novelty, and he bought one of
these to take home with him as a present
to his little girl. A month later he came
in and inquired if we had any left.
" 'What do you think?' he said. 'I

put that thing in my trouser's pocket and
gave it to a conductor in a crowded trolley
car by mistake for a real dollar. I didn't
discover it until I'd got my change and
got off the car.'

"Fortunately we had some left and he
bought another. Of course he was out quite
a little, and I guess the conductor was too.
There was 65 cents worth of silver in it
and that's all, but the man had paid a
good deal more than that for it."

While the law says that coins must not
be mutilated a good many jewelers fre-
quently put good gold eagles into their
melting pots. The very scarfpin you wear
may have been made out of a gold piece
taken right out of the mint and melted
down by a manufacturing jeweler. In
doing this he doesn't render himself liable
under the law, because he has very effec-
tually destroyed the coin as a coin.

Some manufacturing jewelers prefer
to get gold coin rather than bar gold, be-
cause there is no question as to the fine-
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ness of the gold. It has been estimated
that every week there is taken out of cir-
culation by the jewelers and dentists about
$25,000. The Treasury officials have
never been able to compute the amount
exactly and the steady withdrawal of gold
for this purpose has made it impossible
for the Treasury Department ever to tell
just how much coin is in circulation at any
one time. Only approximate figures can
be given in the weekly reports.

There even arose a question among the
jewelers at one time as to whether this
melting down of gold coin didn't come
dangerously near to a violation of Section
5,459. This was a good many years ago,
however, and at a time when a similar re-
port was spread about regarding a stricter
enforcement of the law. The matter was
laid before the Treasury officials and
Maurice D. O'Connell, the solicitor for the
Treasury Department, decided that it was
entirely permissible.

"I know of no law," said he in an
opinion, "making it criminal to melt the
gold coin of the United States to be used
in the arts and for other purposes."

Jeweler Devises Ingenious Mechanical
Window Display

(Continued from page 285)

The next tableau showed the pair no
longer as lovers, but in the character of in-
vited guests, in the act of selecting suitable
gifts for the happy couple. From the com-
mercial standpoint, this display was prob-
ably the most effective of all, as it offered
an excellent opportunity for exploiting
wedding presents of all kinds. As a mat-
ter of fact, the results from this trim
reached the record mark.

In the next tableaux the pair, again
transformed into lovers, and appropriately
costumed, were shown gazing with admira-
tion at the presents received. Cut glass,
silverware, clocks, bric-a-brac, etc., were
placed around in attractive confusion, and
the card in the window contained a few
appropriate thoughts as to the most popu-
lar styles in wedding gifts.

The next tableau was announced as
"The Wedding," and few there were in the
city who did not view the pretty scene. The
local papers published a photographic view,
with laudatory remarks of the skillful exe-
cution of the display. A high church pre-
sentation, with surpliced altar boys, was
selected as being the most impressive, and
an ingenious feature of the scene was a
pipe organ, simulated in its entirety by
crepe paper, the pipe effect in van -colored
rolls, tied with ribbons, being especially
effective. An excellent opportunity was
here afforded for a display of artificial
plants and flowers. Ecclesiastical goods
figured prominently, and the modest card
announced, as before, that all could be pro-
cured in the store, with other condensed
information.

The last scene, "At Home and
Happy," was an improvised dining-room
in the home of the couple, showing the
pair seated at their inviting dinner table.



NEW HAVEN TATTOO
CLOCKS WILL WAKE
MILLIONS TOMORROW

This Ad. is now being displayed
Herald Square, New York City,

The trade will reap the benefit
of this Advertising

on the "Leaders of the World" electric sign on the roof of Normandie Hotel, facingat intervals every night, and is seen by hundreds of thousands daily. Ask us about it.

THE NEW LIAVEN rLOCK Co4 HAVE YOUR TATTOOS INHEW IlAVEN UONN. STOCK

RISE ABOVE THE LEVEL
DON'T be satisfied to be as 'good or nearly as good as the

common run of watchmakers.
Get into a specialized field where you can command others and make

them do the menial, hard, arduous tasks.
Perhaps you are contemplating taking up watchmaking—have tinkered

with watches more or less for a few years and are about to resolve to place
yourself under the tutorship of some watchmaker now employed in a store.

Perhaps you are already under some such tutorship or mayhap are
already employed and desire to better your knowledge of watches and their
adjustments, so that you may better your position and command a higher
remuneration. If so, consult US. We are SPECIALISTS in teaching
WATCHMAKING, ENGRAVING, AND OPTICS.
We can take you in hand and teach you from the ground up or can

polish up and add to the watch knowledge you now possess and make you better, more skillful workers.Hundreds of successful students occupying good positions and commanding good salaries testify to this. Don'tWaltham "71, take our word for this but let us send you a list of names to whom you can write and verify these statements.Horological •t"..6 Tear off coupon in the corner. Do it now. To-day. And send to us.
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4 MORE POSITIONS
the Clement Combined Lathe
Attachment accomplishes, replac-
ing 4 distinct, separate lathe attach-
ments.
Here's a chance to get a $200 outfit
for $40.
Practical — time-saving — econom-
ical, as to space and cost. See
January "Keystone" for 4 other posi-
tions. Send for catalog, or, better still,
for this Lathe Attachment, free of
expense for 30 days to you.
Costs one-fifth, worth five times as
much.
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F. 0. Cox has established a jewelry and re-
pair shop in the city drug store of Wilburton,
Okla.

Evans & Sons, jewelers and opticians at 222-
224 Columbia Street, Utica, N. Y., will remove
about February 1st to their new store, 206 Gen-
esee Street.

E. J. & McLean Pollock, Everett, Wash.,
who have just moved to that city recently with
their families, expect soon to open a jewelry store
in the Young Building.

The engagement of Max Bernstein, of the
firm of Ginsburg & Bernstein, Cleveland, Ohio,
to Miss Louise Einstein, of the same city, was
announced early last month.

Harvey E. Frost, Somerville, Mass., has
been elected secretary of the J. G. Johnston Com-
pany, manufacturers of jewelry and novelties,
with offices in the Sudbury Building, Boston.

Mrs. M. Q. Lindquist, wife of M. Q. Lind-
quist, jeweler, at Red Wing, Minn., died on
December 26th after a lingering illness, at the age
of 45 years. THE KEYSTONE extends sympathy to
the bereaved husband.

Stewart Law fer, Nazareth, Pa., has rented
room at 306 New Street, South Bethlehem, where
he expects to go into the jewelry, spectacle and
music business about February 9th. A watch
and clock repair department will also be con-
nected therewith.

Carl H. Skinner, Boston, Mass., successor to
the business of Alvah Skinner & Son, dealers in
diamonds and diamond jewelry, has moved to 2
Park Street. The continued growth of the busi-
ness has necessitated more commodious quarters
in a more central location.

A. A. Wood, of Terre Haute, Ind., has ar-
rived to take charge of the jewelry department
in the Shetter Store, De Kalb, Ill. Mr. Wood is
an expert workman and Mr. Shetter is glad to
have secured him to take charge of this large and
growing branch of the business.

I. A. Deisher, Reading, Pa., jeweler, now at
514 Penn Street, has purchased the property 414-
416 Penn Street. He is to get possession of the
property on February 1st and after making many
improvements expects to open about April 1st.
Mr. Deisher will stay at his present location, 514
Penn Street, another year.

J. C. Riedel, Paris, Ill., is again in business
on his own account, having succeeded to the
proprietorship of the jtwelry establishment of
Guy Fletcher, with which he has for several years
been identified as manager. Mr. Riedel has had
many years of experience in the jewelry business;
also in all kinds of watch and jewelry repair
work.

Gordon B. Overstreet, of Monticello, Ill., has
sold out his store in Monticello and is bringing
his stock and fixtures to Dixon to add them" to
the already elegant equipment of the new store
of his father, F. Overstreet. Mr. F. Overstreet
has recently opened a fine jewelry store in Dixon
and his son is moving to Dixon in order to go
into business with him.

A duckpin bowling contest between a four-
man team representing J. Engel & Co., Baltimore,
Md., and a team representing the Baltimore Re-
tail Jewelers' Association was held on Tuesday
evening, January 24th, at the Plaza alleys. J.
Engel & Co. team won two out of three games
played. There will be a return match on Tues-
day, January 31st.

The firm of Fero & Ostrander, Corning, N. Y.,
jewelers, at io East Market Street, is to be dis-
solved February 1st. David F. Fero, who has
been in the jewelry business in Corning for more
than thirty years will, it is understood, continue
the business. Mr. Ostrander, the retiring member
of the firm, will remain in Corning, but his plans
for the immediate future are not determined.

The jewelers of Racine, Wis., held a meeting
last month at the store of John J. Lange and
perfected an organization to be known as the
Racine Jewelers' Association. An agreement was
entered into by the jewelers to remain open only
Monday and Saturday evenings. Officers were
elected as follows : H. J. Smith, president; John
J. Lange, vice-president; F. I'. Beswick, secretary
and treasurer.

Paul Wentz, Sharon, Pa., secured possession
of the Fred W. Koehler jewelry store, one of
the oldest business stands in the city. Mr.
Koehler sold his store in order to devote his
time in the future to looking after his block of
stock in the Steel Hoop Works, which he recently
purchased in the corporation. The purchaser of
the store (Mr. Wentz) was formerly employed
by Mr. Koehler.

J. W. Sanders' jewelry store, Schenectady,
N. Y., the oldest jewelry establishment in the
city, have sold their stock and good will to Wil-
liam C. Clark and William S. McDonald. Both
men have been identified with the business for
many years and have conducted it since the
death of Mr. Sanders. Mr. Clark will continue
the optical department, as before, being himself
a registered optometrist, while Mr. McDonald
will conduct the repair department, being an
expert watchmaker.

Mrs. Maggie May Mellinger, wife of George
J. Mellinger, manager of the J. J. Sweeney
Jewelry Co., Houston, Texas, died suddenly De-
cember 29th from heart failure. Mrs. Mellinger
was 32 years of age and her death was a severe
blow to her many friends. Besides her husband,
she leaves two boys, Michael and John J., and a
three weeks' old baby girl. Her father, J. J.
Sweeney, has been at the head of the jewelry
business in Texas for 40 years and her mother
has been equally prominent in her church and
charity work. Two sisters, Mrs. P. C. Doehring
and Miss Edith, also survive her.

The firm of Shaver & Bilderback, jewelers
at Dowagiac, Mich., has been dissolved by mutual
consent. Fred A. Shaver will continue in charge
of the business, while Jesse N. Bilderback will re-
tire. Mr. Shaver is the original proprietor of the
business, having first bought out Fred Blackmond
a few years ago. Later Mr. Bilderback entered
the firm and they bought out the John F. Cook
jewelry store and have since occupied their pres-
ent location. Mr. Shaver was a Montana jeweler
when he came to Dowagiac. He and Mr. Bilder-
back have been conducting a first-class jewelry
store since the firm was organized. Mr. Bilder-
back is one of the city mail carriers and has
other interests that will demand his attention.

Fred W. Koehler, Sharon, Pa., on January
5th sold his store to Paul P. Wentz, who has been
with him for a number of years. The retiring
proprietor came to Sharon in 1886 and entered
the employ of W. P. Hanna, who conducted the
store at that time. A year later Mr. Koehler
purchased the store and had since continued
to run it, having built up a large trade. Only
recently many improvements were made to the
store and to-day it is one of the handsomest in
this section. Mr. Koehler recently purchased a
large block of stock in the Sharon Steel Hoop
Co. and he will devote his time in the future
to looking after his interests in the local plant.
Mr. Wentz is thoroughly experienced in the busi-
ness and is an expert engraver.

The customary annual meeting of the sales
force of the Rockford Watch Co., Rockford, Ill.,
was held last month, when the twenty-five road
representatives of the company met in consultation
with the officers to map out the programme for
the year and decide on the best means to further
the sales of the Rockford watch. This annual
convention is in the nature of a salesmen's
school which lasts for two weeks, the object
being to thoroughly inform the traveling men as
to the quality of the watch, making it not only
possible for them to meet their customers with a
full knowledge of the goods they are selling,
but also to a certain extent to inform them in
regard to competing lines, so that intelligent and
convincing comparisons may be made. The Rock-
ford Co. sells its product exclusively to the retail
dealers and is now preparing an extensive adver-
tising campaign to further sales.
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The New Vault at the United States
Treasury

The United States Government is now in
possession of the largest and finest safe in the
world. It is located deep underground below
the United States Treasury building at Washing-
ton, and in this huge strong box it is the inten-
tion to keep in storage at all times not less than
$500,000ppo in currency. Of course, this new
government depository of wealth is not a "safe"
in the ordinary interpretation of the word, but
rather a vault nearly 54 feet in length, close to
20 feet wide and about 16 feet in height.

This new vault, which cost the government
more than $34,000, was made necessary by the
passage by Congress a few years ago of what
is known as the emergency currency act—a new
law which provides that in order to have the
means at hand to frustrate future panics, the
comptroller of the currency must henceforth
keep on hand at all times bank notes or paper
money to the value of half of the capital stock
of all the United States national banks in ex-
istence. This meant the creation of a new re-
serve reservoir of $5oo,000,000, and since the
government vaults were already taxed to their
capacity to provide for the keeping of the funds
on hand, it was necessary to provide a new treas-
ure house.

The new vault in the sub-basement of the
Treasury building is two stories high, and in
order to provide storage facilities in the form
desired the entire interior is given over to a
series of huge double file cases of sheet steel.
These cases are apportioned into pigeonholes—
more than 15,000 of them in all—each just large
enough to accommodate the standard-size pack-
age containing moo sheets of money, each sheet
being made up of four bills. Thus each pigeon-
hole that is filled with one-dollar notes holds
$4000, whereas, if the denomination be $1o, the
contents of the pigeonhole will total $40,000.

The exterior walls of the new vault gre of
the heaviest steel construction and the door and
the port holes provided for ventilation are closed
by heavy steel doors fitted with the latest ap-
proved locks of the heaviest and most intricate
construction, but the main safeguard for this
subterranean wealth lies in an electric protective
system that cost $9000, and which enmeshes the
entire vault in a close-drawn network of electric
wires—more than seventeen miles of wire in the
aggregate—which sounds alarms at any interfer
ence.

Electric Advertising Extraordinary

The latest and most wonderful addition to
the electric advertising structures that have
earned for a part of Broadway, New York City,
the name of "The Great White Way," is the
no-ft. tower, built exclusively for electric-sign
displays, which has been erected at a cost of
$40,000 on the top of the eight-story Heidelberg
Building, at the junction of Broadway, Forty-
second street and Seventh avenue in the heart
of the theater and hotel district.

The tower contains about 120,000 square feet
of advertising space, and stands on a trapezoidal
base measuring approximately too by 86 by ,5o
by so feet. It is formed about what was in-
tended to have been the central shaft of a thirty-
story office building, as the Heidelberg Building,
for special reasons, was limited to eight stories
after provision had been made for the larger
structure. Nine more stories were added to the
skeleton work for the contemplated shaft, and
the advertising tower was finished off more or
less artistically, with dummy terra-cotta walls and
wooden balconies.

The incandescent lamps, wiring and other
necessary supplies for the electric signs, as well
as the flashers for operating the more preten-
tious of them, are located in the tower.

The latest reports concerning this unique
structure seem to indicate that on the whole the
building has not fulfilled the anticipations of its
promoters, and it is possible that the tower will
be torn down and a more sightly and profitable
office building erected in its place.
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A New Metal for Tools

Apparently we need not fear that the world

will be deprived of cutting-tools when the supply

of iron gives out. It has been discovered that an

alloy of cobalt and chromium is an excellent sub-

stitute for steel and has in addition one valuable

property that steel does not show—it will not

rust or tarnish. Elwood Haynes, the inventor,

describes this interesting alloy, which he has

named "stellite." in The Scientific American Sup-

plement. It is apparently not yet in shape to be

manufactured commercially, but has fascinating

possibilities.
Mr. Haynes notes at the out-

Objection to set that there is just one seri-

Steel ous objection to steel, as an

element for cutting instru-

ments, and that is its susceptibility to corrosion

or rust. No matter how highly fatished a steel

tool may be, constant vigilance is necessary to

protect it from rusting. There is thus plenty of

room for Mr. Haynes's new metal. We read:

"There has been much discussion regarding

the conditions which bring about the rusting of

iron and steel, but it is not my purpose to con-

sider these conditions, but to consider a new

alloy which not only rivals steel in cutting quali-

ties, but also possesses a resistance to atmos-

pheric influences which is perhaps equaled only

by gold and the metals of the platinum group.

. . . When the arsenide [of cobalt] was found

in large quantity in and about the town of Cobalt,

Ontario, in connection with the mining of silver,

an over-production of cobalt ore soon occurred.

as this substance became a by-product in the mM-

ing of silver. An outlet for this material was

sought in vain, as no practical use could be found

for either the metal or its compounds, aside from

those mentioned above."
About 1895, Mr. Haynes goes

Interesting on to say, he made some ex-

Experiments periments on alloys of nickel

with iron, chromium, etc., and

a few years later he added a small amount of

aluminum, making a hard, brittle metal, which

could not be worked under the hammer, although

he made from it a pocket-knife blade which

showed fair cutting qualities, and considerable

resistance to atmospheric influences. A little later

he produced a combination of chromium and

cobalt, which, notwithstanding great hardness,
showed considerable malleability, and it occurred
to him that the alloy would be suitable for cut-
lery, if it could be obtained in sufficient quantity.
To quote further:

"Shortly after making these experiments I
was called actively into the automobile business,
and did not make further experiments on either
of these alloys for the next three or four years.
I then took the matter up for ignition metal and
succeeded in making both alloys in considerable
quantity. . . . The fusions were first made in
an electric furnace, but afterward I succeeded in
melting the metal in a small furnace of special
construction, operated by natural gas. After
some experimenting I became able to melt the
metal to a perfect fluid, and cast it into bars
ranging from //t inch to IA inch square. I found
that the metal worked readily at a red heat,
though it showed a tendency to check at the
edges when hammered out into strips.

"After some experimenting I was able to
produce metal that would f come out perfectly into
thin strips, which showed no tendency to check.
After cooling, these strips were as hard as mild-
tempered steel, and could scarcely be scratched
by a file. A kitchen knife-blade was made from
this material, and used for all sorts of purposes,
such as are known only to the culinary art. After
two years of use it showed not the faintest sign
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of tarnishing, and if held in the sun it produced
a reflection that would dazzle the eye.

"In color the metal stands be-
Lustrous Color tween silver and steel, and if

suitably polished it shows a
high luster. I have thus far made no physical
tests of the forged metal, but a cast bar showed
an elastic limit of m000 pounds, an elongation
of 3 per cent., and an ultimate strength of 96,000
pounds to the square inch, cross section. A test
was also made of the modulus of elasticity of
the material, which was found to be fully equal
to that of steel. These tests were made on one
of the first bars produced, and I am pretty well
satisfied that much higher results could now be
obtained. . . .

"Notwithstanding the great hardness of the
alloy, it not only forges readily at a red heat, but
can be bent at a right angle cold, either in the
form of a cast or forged bar, provided the dimen-
sions do not exceed one-fourth inch square. Its
elastic limit is not quite equal to that of tool steel
of the same hardness, but it is much tougher.
Samples can also be made showing much greater
hardness than those described above, but the
breaking strain and elastic limit will, under these
circumstances closely coincide.

"Blades made from the alloy
Fine Cutting take a fine cutting edge, which
Qualities is particularly smooth, though

capable of excellent cutting
qualities. A razor was made of the cast material,
which has now been employed for nearly two
years, and has been used for shaving purposes
hundreds of times, but shows no signs of wear.
It is not equal to a good steel razor, since it re-
quires more frequent stropping. It takes, how-
ever, a very smooth, keen edge. I am satisfied
that the metal I am now able to make would
show considerably better results for this purpose.

"While I do not recommend the alloy as yet
for cutting metal, it has shown some remarkable
capabilities in this line, especially for a non-
ferrous alloy. A small chisel, about one-fourth
inch square, will readily cut a twenty-penny wire
nail in two, without marring the edge of the
tool. A lathe tool made from the alloy with
certain modifications, is capable of cutting ordi-
nary steel at a very high rate of speed. A test
was made against high-speed steel, and it was
found that the stellite tool would cut a continu-
ous shaving from the bar, at the speed of 200
feet per minute, while the high-speed alloy steel
tools failed almost instantly. It does not, of
course, follow from this that the alloy is better
suited for high-speed lathe tools than good alloy
steel, but simply that it will stand a higher speed
without 'burning.'

"The coefficient of expansion of the alloy
has not yet been determined, but it is probably
quite low, approximating pretty closely that of
glass, since a small stellite wire can be sealed
into a glass tube, making an air-tight joint, with-
out cracking the glass."

New Goods and Inventions

A New Ring Clamp
The trade will be interested in a new ring

clamp just placed on the market by Worthington
& Raymond, 102 and 104 Fulton street, New
York. This clamp, which they call the "Optimus,"

is quite new in many details, the principal one of
which is the fact that it is adjustable and is not
rigid as the old style ring clamps are. One end
of the clamp has self-adjusting jaws which will
grip straight or tapered rings or rings of any

other shape. The reverse end of the clamp is
flat for holding large cameo or initial stone rings,
and also has a special cut-out for holding link
buttons.

New Tools for Watchmakers

A new tool, which has been placed on the
market by Kendrick & Davis Co., Lebanon, N. H.,

is an improved mainspring winder. This is the
old Robbins winder with a new frame, greatly
improved in appearance and finish, besides raising
the grinding high enough above the vise jaws to
entirely obviate danger of injury to the fingers of
the operator. Different sized arbors can easily be
removed or replaced without removing the collet

by turning the knurled nut at the right. The
trade who appreciate quick and fine workman-
ship will find it to their advantage to make the
early acquaintance of this tool.

In the following illustration is shown a
new sleeve wrench, the novel features of which
will doubtless be of great interest to the trade.
It is claimed for this sleeve wrench that it has

more leverage than any other, does not hurt the
fingers, being in a smooth case, and will easily
remove all sleeves in less than half the time
usually taken. After the sleeve is started it is
whirled out quickly by the small knurled handle.
This tool would seem to be a decided improve-
ment, and, we are informed, is very satisfac-
tory and efficient in use. It has just been placed
on the market by Kendrick & Davis Co., Leb-
anon, N. H.

Executive Committee Meeting of the
Ohio Retail Jewelers' Association
The Executive Committee of the Ohio Retail

Jewelers' Association met at the office of A. L.
Thoma, of Piqua, on January igth and decided
to hold the 'gni convention at Cedar Point,
Sandusky, on June 26th, 27th and 28th. At this
convention will be considered stamping legislation,
the prevention of fake auctions and other mat-
ters of trade importance. It was decided not to
raise the dues and to further in every way the
membership of the organization. No advertising
programme will be issued, but a charge will be
made for exhibit space at the convention.



310

Two years ago we
advertised "IN-
CREASE YOUR
SALARY

One to Two
Hundred
Per Cent.
by taking a course in
Watchwork, Jewelry and
Engraving at Bradley
Polytechnic Institute," at
that time the largest and
best school In the country.
The people over the coun-
try took hold with the re-
sult that we did not have
room for all corners. We
took care of 157 students
in daily attendance from
February to June. There-
fore it became necessary
to add to our old buildings
and put in a proportional
increase in paraphernalia
and instructors, and now
we can take care of two
hundred and seventy-five
students without any
crowding. Every student
withindividual bench,
lathe, foot wheel, etc.
While it was the best
before, it is better now.
Modern methods, theory
only so far as is actually
necessary, good, solid,
practical work, elimination
of all unnecessary opera-
tions, and we get results.
A good position for each
student when finished,
and not only get the posi-
tion, but hold it; that is
the part that counts.

Get in line — start
now.

altn,

Horological Building, showing new addition made necessary by the increasing popularity of Bradley

ADDRESS A POSTAL TO HOROLOGICAL DEPARTMENT K, PEORIA, ILLFOR ONE OF OUR LATEST CATALOGS

Discard Antiquated Methods
Investigate the Imperial
Tank or Tubbing Machine

For Jewelers

Optical and Novelty

Manufacturers

Fitted with Bronze Castings and will outwear any
other polishing tank. Weight 150 lbs. Floor
space 21 x29.

Made in three styles. One for burnishing. One
for scratch-brushing. One for cutting down.
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SMITH & RICHARDSON
ATTLEBORO, MASS.

ORIGINATORS OF JEWELRY FINISHES
For 32 years we have specialized as

Electro Platers and Colorers
and cater to the MANUFACTURERS and JOBBERS.

MANUFACTURERS will find here a most complete
coloring plant suitably equipped for turning out high-
grade work at a cost consistent with the quality of the
work desired.
We will experiment and get up new finishes for the MANUFAC-
TURER with the view towards producing a line of original
finishes that will make his line good, live sellers.
We are at the JOBBER'S call to refinish his badly worn and mis-
handled jewelt„ , restoring it to its original state. Inventory time
must have revealed a lot of goods that we can finish as good as
new. Send them to us now.
We will also restore badly worn jewelry to its original condition
for the RETAILER.
To the RETAILER we offer a chance to turn over apparently
unsalable jewelry.
Let's hear from you, MR. MANUFACTURER, MR. JOBBER,
MR. RETAILER.

CORRESPONDENCE SOLICITED 
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Precious Stones, their Manipu-
lation and Application in

the Arts

An Address delivered by GEORGE F. Kunz before the
Society of Arts and Crafts, Boston

Let us consider briefly the decorative values
of precious stones. First, the transparent ones;
strictly they are only four, the diamond, ruby,
sapphire and emerald. The pearl is called a
precious stone, although it is an animal substance.
These form the basis of the costly jewels, and
whether facetted in the form of brilliants, wheth-
er pear-shaped, marquise-shaped, as ellipses,
square cut, or in the form of a caliber, the tiny
square gems that fit close together, or as rose
diamonds, and whether they have as accessories
minute brilliants two or three hundred of which
weigh a single carat, and thirty to fifty thousand
no more than an ounce, or tiny colored gems,
cut en cabochon, in every case they form a class
by themselves.

For the richer jewelry, plati-
Pre-eminence num is the pre-eminent metal
of Platinum of the hour. The price to-day

is twice that of 18-karat gold,
according to its bulk, and what is more, the scrap
or waste is many times greater than gold; its
expense in the jewel is hence two to two and
one-half times that of the precious metal. It is
so ductile that one ounce of platinum wire can
be spun so thin that it will reach from New York
to New Orleans. In jewelry to-day platinum is
not worked so thin, but some of the plaques
which measure two inches across represent a
single piece of metal saw-pierced, with a delicacy
of a spider's web, just as they are decorated with
the patterns of the web, of the honeycomb, or
straight bars that have the delicacy of a hair.
It is especially used in the reproductions or
studies of Louis Seize jewelry. . While in the
time of Louis XVI rose diamonds were used,
now brilliants, of which from one hundred to
three hundred weigh but one carat, are em-
ployed. Unknown at that time, platinum is vir-
tually white gold, and it possesses the quality of
not detracting from the beauty of any known
jewel; in other words, the setting appears in-
visible, whereas gold is apparent and obtrudes
itself in the finer settings.

Of especial charm are the
Variety of Tints phenomenal gems—the red or

pink star ruby; the blue, blue-
gray or gray sapphire; the yellow, brown or
green cat's-eye; the changeable alexandrite; the
green-by-day-and-red-by-night moonstone, especi-
ally if blue in color. All of these have acquired
a dignity of their own, and lend themselves to
studied decorative art.

Among the red gems are the pink sapphires
and the pale rubies, the great range of color in
the tourmalines, from pale pink to deepest red,
the garnet, sometimes pale or purple; all are
helpful in decoration. We also have the rhodon-
ite, found in Russia, a translucent rose-colored
stone, whence its name, and the pink and red
jasper.

Among the green stones, leav-
Green Gems ing out the emerald, we have

the aquamarine from North
Carolina, Madagascar and Brazil, fine enough
almost to be precious. We have it in blue green
of lesser gem value from Maine, New Hampshire
and Connecticut, and this variety can frequently
be made into charming jewels. The Chinese well
understand how to use aquamarine when in
rounded hexagonal bits or segments, polished in
rounded irregular masses. Then we have the
Amazon stone, the green feldspar, found in won-
derful perfection in Pike's Peak, Colorado, and
in masses of translucent green and blue-green
material in Virginia and North Carolina; chryso-
colla, a blue and blue-green ore of copper im-
parting the coloring and coated with chalcedony
and quartz.

First and pre-eminent among precious and
semi-precious materials is the Chinese jadeite,
running from the richest emerald green through
the lighter greens into a creamy white with an
occasional dot of green, from the size of a pin
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head to that of a walnut, in a white field. A
thumb ring of this material has brought as high
as $5000 when of the rare green color. Then we
have the rich nephrite from New Zealand, a
decorative stone of much beauty for ordinary
wear and at the same time existing in quantity
enough for all. One substance, not a legitimate
one, has been used in great quantity, namely
chalcedony, a near chrysoprase, but often stained
green, almost emerald green. This is sold to
some extent in France and Germany, but mainly
in Russia and the United States.

Art craftsmen must not for-
Combinations get they have a great field in
of Gems the use of glass for decorative

purposes; and in the precious
stones aid in producing harmony and dignity of
color. Diamonds, rubies, sapphires and pearls
have been used in all forms of decoration. The
wonderful Peacock Throne of the Mogul em-
perors, which was carried off to Persia by Nadir
Shah in 1751 to adorn his palace, owed its beauty
to the artistic blending of the colors of innumer-
able precious stones, and the magnificent thrones
of the Russian potentates owe their splendor to
such decoration. The malachite and the lapis-
lazuli columns of churches such as that of St.
Isaac in St. Petersburg, and the chrysoprase walls
in that of St. Wenzel in Prague, are also ex-
amples of what can be accomplished by a happy
combining of colored stones. The Mineralsaal in
the palace at Potsdam is another striking ex-
ample of this, but many of the minerals are in
their natural state. Pearls and gems of all kinds
have been used to embroider gowns, and have
also been used in the cover decoration of books
and ancient missals, notably the Ashburnham
Morgan Gospels, dating from the ninth century.

The late Queen Isabella of
Regal Spain instructed her shoe-
Extravagance maker to cover her shoes and

slippers with diamonds, at the
same time directing that some on each slipper
should be loosely attached, so that they would
detach in the dancing and be picked up by the
guests and the sweepers of the ballroom floor,
who would find them to be genuine diamonds,
thus proving that Queen Isabella never wore any
imitation stones.

In Bokhara and in other parts of the East
turquoise and carnelian, as well as coral, are
used to adorn the trappings of horses and dogs,
and our Western world of to-day offers as an
eccentricity the use of diamonds by a few ladies
of the West to decorate their front teeth and
the teeth of a dog. We also find human skulls
in ancient Mexican graves that are inlaid with
small disks of jadeite, and it is more artistic than
the diamond incrusting. While this last named
practice is certainly not a fruit of true artistic
culture, it still may serve to show how widespread
has been the tendency to employ precious stones
for decorative purposes.

Among the more important
The Blue Gems blue stones there is lapis-lazuli,

the deep blue or blue with yel-
low gold-like flecks of pyrite (called gold since
time immemorial) from mines worked 4000 B. C.
in Persia, and the blue streaked with white from
the Andes; azurite from the copper mines of the
West; turquoise from the mines of New Mexico,
Arizona, Nevada and California, in the greatest
variety of blue tingeing into green and blue-
green. Occurring with the matrix there is a
charming blue and blue-green from Arizona and
from Northern Mexico.

There is a material that you will find in
every gem-place in the world. It looks like lapis-
lazuli, and is called Swiss lapis, German lapis, or
Irish lapis, according to the seller. Strange to
say, it holds its color for a long time. • It is
harder than lapis-lazuli, its color is not even, and
if put in ammonia for a short time you will find
the color is gone and that it has become again
what it originally was, a yellow-gray stone; in
other words it is jasper agate which has been
stained with a Prussian blue, iron ferrocyanide,
thus acquiring a color not its own but one that
is permanent tinder many conditions.

There is a natural chalcedony, a charming
material ; occasionally ancient Babylonian and
Sassanian cylindrical seals are made of it, called
Sartraine. Great quantities of similar material
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are sold, made by staining gray chalcedony with
a bluish stain.

The opal is of all stones the
The Beautiful one that lends itself to the
Opal greatest variety of art decora-

tion, wholly because of its
great variety of color; the white from Austria,
Hungary and New South Wales, with its fine
play of color, is used especially in the richer
jewelry with diamonds.

For craftsman work, however, the colored
opals are most used; the rich honey red or
honey yellow, with great flames of red, blue
or green, the so-called fire opal. Then there
is the transparent, colorless variety, with a play
of color like a soap bubble; finally, the har-
lequin varieties, in which the color patches are
so minute that they seem like the specks of
color on a butterfly wing. The matrix-opals
from Mexico have a gray and yellow-gray matrix,
another rock in which there are little eyes or
dots of rich opal or great splashes covering the
surface, while the opals from Queensland, Aus-
tralia, have a dark brown matrix, strong and
hard, through which runs a delicate vein of blue,
rich yellow or green, like the play of a peacock's
feather, or else tiny veins permeating the entire
stone; filially, there is the new find at Lightning's
Ridge, New South Wales, in which the opals are
absolutely black, with rich green, red and yellow
flames of color permeating the velvet-like mass.
Then again we have here the color of the noble
opal, with all the colors, however, greatly in-
tensified.

Since the advent of the white
American Pearls man fresh water unios (mus-

cles) of the United States
have produced bushels of pearls, and occasionally
a pearl of magnificent beauty will bring from
Stow to $1o,000. One of these was worn by the
Princess Eugenia. The quantity, however, has
consisted not of the fine ones, or pearls would
be cheaper than they are to-day. About nine
hundred ninety-nine in every thousand are irregu-
lar and odd-shaped, and have little value except
for the cheaper jewelry or decorative art. Thou-
sands of ounces have been sold to China to be
ground up for medicinal purposes. Many of the
cheaper pearls that sell from $1 to $too per ounce
have forms that have been worked into the petals
of flowers, such as the chrysanthemum, daisy and
pansy, and have simulated remarkably the natural
flower. There are many others that have been
combined with gold as pendants or ornaments.
They. have been used for inlay in silver and gold
and to the craftsman who wishes to get good
effects with cheaper materials they offer a large

field 

[TO BE CONCLUDED]

For the Boss and Clerks

The man who was not brought up to be polite
is going to have a hard time cultivating that vir-
tue, but he can do it, and he must if he would
succeed.

More games have been lost through overcon-
fidence than through lack of ability to play good
ball. Don't be too sure of anything.

The merchant who thinks that his advertis-
ing ought to build him up a big business in a
few months has forgotten that a business, like
the building that houses it, can be built only
stone by stone.

Some men are so easily satisfied that they
are always satisfied with themselves. No such
men among the Captains of Industry.

It is the little things in the treatment of a
customer that brings him back another day or
sends him away never to return.

It is not the position a man fills so much as
the way he tills it that stamps upon him the mark
of his quality.

The man who can stand up and be cheerful
under adverse circumstances will have the sym-
pathy of people and their help to a greater ex-
tent than the man who goes to pieces the minute
a piece of ill-luck looks over the fence at him.

If you think that you can be pleasant with
people inside of the store and look over the tops
of their heads when you meet them on the street
and still get their business, guess again.—Frank
Farrington.
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Why Not Send
Those Sweepings

To-Day?

THE
JfWELERS

And gather up your Old Gold, Silver
and Platinum that accumulated around
your store last year; send it to us and we will show you how
much you can save from old scraps that seem to be worthless.

IT WILL PAY YOU to send it to us, for we pay the highest
possible prices.

We always remit promptly and if you are not satisfied we will return shipment intact, charges prepaid.
Wishing you a happy New Year, we remain, yours for a square deal,

Our School is PRACTICAL
Which means that if you come here you will be
taught everything that is necessary and nothing that
is unnecessary.

Our School is ECONOMICAL
In other words, if you invest your money in instruc-
tion here it will get you thegreatest possible increase
in earnings afterward.

Our School is ENJOYABLE
Because we know how to make your work interest-
ing. and have the teachers and the equipment for
doing it.

Our School is THE SCHOOL

FOR YOU
WRITE FOR CATALOGUE

The EZRA F. BOWMAN
TECHNICAL SCHOOL

Qf Watchmaking, Engraving
and Jewelry Work

LANCASTER :: PENNSYLVANIA

NO COMPLAINTS
Not alone do we tell you that there
have been no real complaints of

Fulcrum Watch and Clock Oil
but your jobber will tell you the same thing. Here is a letter
from one of the large New York material jobbers:

JOHN A. POLTOCK
79 Nassau Street

New York

September 19, 1 9 1 0

FULCRUM OIL COMPANY,

Gentlemen:—Your letter of 12th at
hand 1"1"1"1' I have sold quite a quantity
of your oil and as yet have had no com-
plaints, which is a good sign.

Yours truly,
(Signed) John A. Poltock

Do you know of any other oil of which a jobber can consci-
entiously say that he had "no compla;nts"? If you want to
use a "no complaint" oil you'll have to get Fulcrum Oil—it's
the only one which will answer that name on the roll call.
35c. a bottle FOR SALE BY ALL JOBBERS $3.75 per dozen

Fulcrum Oil Co., Franklin, Pa., U. S. A.
HENRI PICARD & FRERE, LONDON, ENGLAND, SOLE EXPORT AGENTS
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Going Shopping in Rome

The Venders, the Bargaining and the Pearls

There is undoubtedly fascination about going

shopping in Rome, writes Laura A. Smith in the

Indianapolis Star. There is a brightness and a

gayety about the broad, clean streets, and when

you feel that every people from every clime is

represented in the passing throng, it inspires you

immensely.
As to works of art in Rome

Spurious or elsewhere, I have not much
Antiques faith in there being any "gen-

uine antiques" left in the show
places of the world. Most of the pieces one sees
in the museums are marked reproductions. When
one realizes that multi-millionaires and museums
and colleges have dealers on the lookout for gen-
uine pieces it stands to reason that one cannot
go about the shops and open markets and pick
up bargains in the genuine articles. I had some
fierce arguments with women in our party be-
cause, no matter how dirt-encrusted a piece of
jewelry or china or copper was, I would not say:
"Oh, I believe that is a genuine antique."

We saw row upon row of booths with the
usual lot of junk. We saw tourists bargaining
for pieces of embroidery, supposedly from the
house furnishings of some great personage, and
we saw many people being "taken in." Bargaining
is great fun in Italy. The price asked is never
the price the dealer expects to receive. He will
name a price and say in the same breath: "How
much you give?" You name a price some five
lira below the one he names. He shrugs his
shoulders and says: "Non, non, madame." He
comes down a lira, you go up one. You finally
meet halfway between the prices.

That is part of shopping. He
Bargaining expects it and you enjoy it. In
Extraordinary some of the better and more

Americanized shops they say,
"Prix fixe" (price fixed), but it is seldom that
you cannot get them to come down if you buy
quite a bill of goods.

If you get a great bargain, however, you
must keep your eyes open. You must watch your
parcel being wrapped, you must have a written
guarantee that it will arrive as packed and un-
broken, or you are to have damages. You must
never say you are leaving town; if you do they
will get the best of you. You must never lay
anything down in a shop nor turn your back on
your belongings. Things disappear under your
very eye. For example, I took a friend to a silk
shop highly recommended in Rome. She had a
silk umbrella with beautiful Japanese ivory-carved
handle. She hung it on the back of her chair
and forgot it. We left the shop, walked one
block before she missed it, went back and it had
disappeared. The only person in the shop, out-
side the clerks, had been a finely gowned woman
whom they said was at one of the big hotels.
They showed us her card and hotel, and it was
evident she would have no object in taking the
umbrella. We pleaded and argued, but all in
vain; no one knew anything about the umbrella.
No one made any search either. All we received
was smiles and shrugs.

The street venders make life
Street Venders a burden to the shopper and
A Pest tourist. They clamor around

all the churches and ruins and
art galleries. The little tin brooches and the imi-
tation beads and things they carry are not worth
putting in one's trunk. There is where you can
bargain—with these venders. One held out some
beads to me one day and said, "Ten lira" ($2).
I laughed and said, "Two lira" (4o cents). I did
not wish them, but thought that would "shoo"
him off. Alas, he followed me for'five blocks
and at last hung the beads over my arm with,
"All right; two lira." They have all learned the
American word "Liquidation." Boys come at you
with packages of postcards and say "Liquidation
to-day." They know another bit of slang, too.
"You say 'skidoo' and quick as a flash they sing
out, 'Twenty-three for you.'" It does sound
funny to hear the little black-eyed sons of Italy
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using those distinct Americanisms. You natur-
ally laugh and when you laugh you are lost.
They know "All right," "Good-by" and once I
nearly had hysterics at hearing an impudent little
flower-seller say to a large, portly, dignified
American woman, "Oh, you naughty little girl"
when she would not buy.

You buy Roman silks and Roman pearls and
all kinds of reproductions of antiques in the
Eternal City. The silks are lovely, such colors,
such richness and so many kinds of fascinating
crepes with the long silk fringes. You can buy
a crepe scarf for $2 and silk stockings for $1 on
up. We compared the stockings with some that
were $2 in this country and found them about the
same quality. Naturally there is the question of
paying the duty. One thing which struck me as
very funny was that you can say in any shop,
"Make me out a bill for the duane (customs),"
and they know what you mean. They will take
off about one-third or make just what you de-
sire. Travelers are allowed $roo worth of for-
eign purchases, you know, free of duty. That is
about as much as the average tourist spends any-
way, and that will buy oceans of the foreign
gewgaws.

The so-called Roman pearls
The Roman are made by first cutting out a
Pearls little core of alabaster. This

is placed on the end of a long
pin. Then the worker sits before a table on
which is a small bowl or cup filled with a solu-
tion of alabaster, silver and coloring matter. Pa-
tiently the pearl is dipped until it is the required
shape and size. These are made in any color one
wishes. They are most fascinating hanging on
in many-colored strings in the shop windows.
When you sit down before a table full of these
strings of beads or Roman pearls you feel de-
lirious with joy. You select string after string.
Your arms are hung full of them and you put
them in every available place. Then some one
says in cold blood, "Why are you spending so
much on imitation pearls which will break or
which you will never wear? Why not take that
amount and put it into something good?" Then
you awake and you know that when you get all
those strings of colored beads out into the garish
day you would neither wear them nor give them
to your friends, so reluctantly you lay them all
down again and follow the person who represents
conscience out into the street. All the imitation
pearls are not cheap. Some are very expensive.
I saw one strand placed beside a string of gen-
uine pearls which cost $20,000, and it would have
been hard to tell the imitation. Of course, you
know that most people owning collections of rare
gems have duplicates made in the imitation and
wear them in public, keeping the priceless ones
in storage. I always take the risk of wearing
mine.

The old Romans liked pearls.
Roman Love Pliny says pearls became very
of Pearls common and popular during

the campaigns of Pompey
against Mithridates, at which time the Romans
got acquainted with Asia Minor. Alexandria,
which was Cleopatra's birthplace, sent many ex-
quisite pearl ornaments to the Romans. It sent
the art products of India as well as Egypt to the
City of the Seven Hills. Under the Caesars
luxury and extravagance on the subject of pearls
amounted to insanity. One historian says that
the real object of Julius Caesar's invasion of
Britain was to find pearls. These he preferred
to all other gems. He gave Servilla, the mother
of Marcus Brutus, a pearl ornament which cost
6o,000,000 sestertiae. The crowns of the Byzan-
tine emperors were decorated with strings of
pearls of enormous value.

The love of pearls withstood the test of cen-
turies. In the early middle ages they were used
in embroidering robes. In Spain they passed a
law forbidding the extravagance of sewing pearls
on garments. Like many laws, however, it was
not enforced. They do say that the explorers,
including Columbus himself, sought pearls among
the other things in the Americas, and that they
robbed the Indian women of the bracelets and
strings of pearls they were wearing and sent
these and quantities of beautiful unmounted gems
to the old world. They do not like our pearls
over there, however, as much as they like their
own.

Among the most noted of fa-
Famous Pearl mous pearls are those worn by
Collections the dowager Queen Margharita

of Italy. Queen Alexandra of
England is very fond of pearls and has some
wonderful ones. The Empress of Russia and the
former Queen of Portugal, in fact all of the royal
women, don their pearls for court occasions. Men
rulers like them, too. The Gackwar of Baroda,
in spite of his name, is said to own a rug made
of pearls and diamonds worth more than $4,000,-
000. We have fresh water pearl fisheries of our
own, or did have, "On the banks of the Wabash,"
Vive l'Indianal

I had a little chat with a dealer in genuine
pearls in Rome, and this is what he said:

"The luster you see on pearls comes from
being in contact with the human skin. It is not
true that sea water will restore this luster when
it is lost. I know of cases where pearls have
been buried in the sea in perforated boxes and
when brought up have been found to have lost
all their beauty. Take a genuine pearl and there
is only one thing which will completely deaden it.
This is exposure to strong sunlight. This in time
will take away its brilliancy. But who wishes to
wear pearls out in the bright light of day? They
belong to artificial light and evening affairs. You
can wear pearls much or little, keep them out or
put them in dark chests. They live practically
for centuries, and there is no need to freshen
them by putting them back in the ocean. The
pearl is so pure and lives so long in its beauty
it seems to be lifted above perishable things. Its
dying is only an oriental superstition."

The Corso is the great shop-
The Shopping ping, visiting street in Rome.
Center To go on the Corso is like

going to market in Indianap-
olis and meeting all one's friends there. It is
the promenade of the fashionable world. They
have splendid ice cream and ices in Rome, and
Americans love to sit outside the restaurants at
the little tables on the sidewalks and eat ice
cream and watch the crowds go by. The Corso
is a mile long; a street of shops and palaces and
private houses, sometimes opening into a broad
piazzi. There are verandas and balconies of all
shapes and sizes to almost every house, not on
one story alone, but often to one room or an-
other of every story—put there with so little
order or regularity that if year after year and
season after season it had rained balconies, hailed
balconies, snowed balconies, blown balconies, they
could scarcely have come into existence in a more
disorderly manner. This is what Dickens says
of the Corso: "My objection to it was that it
was many different widths, badly paved and
vehicles rushed at us from every direction."

Timepiece of Maximilian, Emperor of
Mexico, Exhibited in Jewelry Store

A massive gold watch of historic interest
was exhibited last month in the show windows
of C. H. Case & Co., jewelers, of Hartford,
Conn., the unique timepiece having been at one
time the property of Maximilian, emperor of
Mexico, who ruled over the destines of that tur-
bulent nation in 1863, and who met a tragic death.
The watch is massive in appearance, the front
case bearinp a heavily embossed likeness of Na-
poleon III, and the reverse case has a composite
medallion of Maximilian and his wife, Carlotta,
who was a daughter of Leopold I, King of the
Belgians.

The watch has a 15-jeweled Swiss movement,
stem set, and is probably one of the first of the
Swiss watches made, or at least sent to this side
of the ocean. The dial is silver and gold, highly
ornamented, and the watch is about four times
as heavy as the modern timepiece carried by
men to-day.

Attached to the watch is a long woven gold
fob, with red and green gold trimmings of rose
filigree, and a monster topaz, a genuine and
brilliant gem is fastened to the end of the fob,
set in a gold circle. This valuable watch is now
the property of Miss Bess Mitchell Doolittle, of
Whitestone, L. I., who loaned it to C. H. Case
& Co. for a short time. Miss Doolittle, it is said,
recently refused an offer of $1,000 for the historic
timepiece.
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(ff In making the above announcement we believe we are taking a step forward. This change of firm nametalc( s place at the same time that we will move into our new factory. This building will have a floor spaceof 42,500 square feet, and has been designed and arranged for our own use. It will be equipped withautomatic machinery, of our own design and construction, which together with a larger working forcewill place us in a better position to take care of any business we are favored with.
(if We do not feel that we need any introduction to the trade, as we are the original manufacturers ofMetallic Jewelry Cases, and this fact alone has served to keep our name before the buyer.
(If 1910 was our Banner Year; we expect more business the present one, and wish to impress upon yourmind the necessity of placing your order early. We will ship when you say so. Do not place your orderuntil you have seen our samples. We have something new to offer, announcement of which will bemade later.

q If your jobber cannot supply you send us your mail order. Samples and prices on request.

WARNER JEWELRY CASE COMPANY
(Formerly Empire Jewelry Case Co.)

BUFFALO, N. Y.

After April 1st, 1911, 642-648 Michigan Street
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American National Retail jewelers'
Association

STERLIS F. ROBUBTS, President

Pursuant to the thirty days' notice required

by the by-laws of the American National Retail
Jewelers' Association, I hereby give legal notice
and call a meeting of the officers and Executive
Committee of said association, to be held on
March 14th, Isth and 16th, in the city of Chicago.
Said Executive Committee to receive and act

upon report of committee sent to Richmond, Va.,

to arrange plans for the annual convention of

191 I and transact such other business as may be
presented. STEELE F. ROBERTS, President.
CLAUDE WHEELER, Secretary.

Believing that the meeting of the Executive

Committee in Chicago presents a most opportune

occasion for a meeting of members of the asso-

ciation residing in Illinois and adjacent States, the

president hereby appoints Thursday, March 0,

1911, as a mid-year rally day for all members 01

the A. N. R. J. A. to meet together in exclusive

conference on matters pertaining to the welfare

and progress of the association.
An urgent invitation is extended to members

of the association in Illinois, adjacent States, and

all others who can be present to attend this spe-

cial mid-year rally of retail jewelers exclusively

and take part in the discussion of questions of

vital import which will be presented.
Many State Legislatures are now in session,

and it is urged that the presidents of the State
organizations have the proper committee present

the Gold and Silver Stamping Law for enactment

and use every effort for its passage. It is im-

perative that the law shall be uniform in each

State, so that it will conform to the National
Stamping Act, and jewelers are requested to use

and follow exact copy of law recently sent to the
president of each State organization. Additional
copies of stamping law may be obtained from the
national president on application.

The report of the Secretary, Mr. Claude
Wheeler, shows the association to be in a most
flattering condition, and when reports are re-
ceived from the State organizations which meet
during the spring months, large gains in mem-
bership will be shown.

Secretaries of State organizations are re-
quested to send immediately the prospective dates
of their annual meetings to the national secretary,
in order that he may arrange that no two meet-
ings shall occur on the same date.

A Call to the Missouri Trade

Trenton, Mo., January 20, 1911.
To the Retail Jewelers of Missouri.

GREETING :—Trade reports from all over our
bountiful State indicate the year just ended has
been a "jeweler's year." The satisfactory holiday
business makes us thankful we are jewelers; but
should in no way satisfy our ambition. We should
endeavor to make each succeeding year a jewel-
elr's year, and in our efforts to accomplish this,
not overlook the fact that the Missouri Society
of Retail Jewelers was organized for the purpose
of making us bigger, better and broader mer-
chants.

The members of the Executive Committee
are already planning for the summer meeting in
St. Louis, and will convene some time in March
to arrange an elaborate programme and a suit-
able time for the meeting.

Are you a member of this organization? If
you are, we gladly entertain any suggestions for
the improvement of our organization or the ad-
vancement of the craft. If you have unfor-

tunately never joined our society, do so at once!
It is to your interest to assist us in our efforts for

A State gold and silver stamping law;
Legislation permitting the sale of uncalled-
for articles left for repair;

A trade mark and quality stamp on all gold
and silver wares.

These are all important measures for the
consideration of every well-meaning jeweler, and
we would welcome your co-operation. Sign the
enclosed application blank and get in with the
Boosters—the boys who would have watch-mak-
ing a recognized profession; the jewelry business
a leading factor among mercantile establishments,
and Missouri the grandest commonwealth of all.
Our interests are identical. The association, like
its parental organization, "stands for every worthy
act or deed that will uplift the intellectual, moral
and financial condition of the retail jeweler." Are
you with us?

Wishing you prosperity and happiness in this
New Year of Nineteen Eleven, I am,

Yours fraternally and cordially,
CLAUDE E. RANGE, President

Missouri Society of Retail Jewelers.

Minnesota Retail Jewelers' Association
The above organization will hold its annual

convention on February 14th, isth and 16th at
the West Hotel, Minneapolis. An invitation to
be present is extended not only to the members
of the association, but to all the jewelers in the
State. An attractive programme has been ar-
ranged, and the expense of attendance will be
repaid one hundred fold even to those jewelers
living at a distance from the city.

Items of Interest
S. H. Bauman, president of the Bauman-

Massa Jewelry Company, St. Louis, Mo., returned
on January 24th from a ten-days' business trip to
New York City.

The traveling force of J. Engel & Co., Balti-
more, Md., are now out in their respective terri-
tories with a new spring line in which the trade
will be greatly interested. They are as follows:
Oscar Samuels, South Atlantic States; Albert S.
Smyth, Maryland, West Virginia and Pennsyl-
vania; George H. Rover, Gulf States, and Albert
G. Kaiser in local territory. This quartette of
enterprising hustlers expect to make new records
this year.

The traveling sales force of the New England
Watch Company are now out on their first trip
of the year. They are fifteen in number and
cover the country thoroughly west of the Rockies.
Their names are as follows: E. T. Allen, W. J.
Allen, R. P. Clarke, J. E. Cruess, E. C. DeBorde,
J. H. Freney, W. P. Gretter, Jr., E. B. Gross,
W. C. Hanson, W. L. Hough, G. C. Kilduff, C. C.
Smith, F. J. Spellman, R. C. Vaughn and H. C.
Warner.

In a recent issue of Printers' Ink was pub-
lished an interesting article by Paul E. Faust, of
Lord & Thomas, Chicago, on the subject of
"Helping Rural Dealers Meet Mail Order Com-
petition." In the course of the article Mr. Faust
instanced the case of the South Bend Watch Co.,
South Bend, Ind., and its policy of having its
product distributed by the retail dealers only,
eliminating entirely mail order houses and out-
side concerns of all kinds.

The Wayne Cut Glass Company, Towanda,
Pa., held its annual meeting on January Toth.
New officers were elected on the occasion and
the capital stock was increased from $1o,000 to
$50,000. Preparations were made to enlarge the
business and increase the output. The following
officers were elected for the ensuing year: Presi-
dent, J. Samuel Brown, Honesdale; First Vice-
President, Cortez H. Jennings, Towanda; Second
Vice-President, Hon. John Kuhbach, Honesdale;
Treasurer, John H. Weaver, Sr., Honesdale; As-
sistant Treasurer, John H. Weaver, Jr., Towan-
da; Secretary and General Manager, John A.
Kimble, Towanda. Executive Committee—John
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A. Kimble, E. Floyd Kizer and John H. Weaver,
Jr. Board of Directors—Cortez H. Jennings,
Hon. John Kuhbach, John H. Weaver, John A.
Kimble, E. F. Kizer and W. Worth Jennings.

Duty on Ship Lever Clocks
The Kuehl Clock Company, of Chicago, was

recently sustained by the United States General
Appraisers in its protest against the assessment
of duty by the Collector of Customs at the port
of Chicago on ship lever clocks. The goods were
assessed at the rate of one dollar each and 40
per cent ad valorem under paragraph 192, tariff
act of t9o9. The goods were claimed dutiable
under the same paragraph at but 40 per cent. ad
valorem. The parts of the paragraph in question
read: "Lever clock movements having jewels in
the escapement, and clocks containing such move-
ment, and all other clocks and parts thereof, not
otherwise provided for in this section, whether
separately packed or otherwise, not composed
wholly or in chief value of china, porcelain,
parian, bisque, or earthenware." The Board's de-
cision said: "If these lever clocks have jewels in
the escapement they would be within the express
terms of the first of these provisions. If they
have no jewels in the escapement they would
be within the provision last quoted. The record
before us establishes the importers' claim. The
testimony, uncontradicted, shows that in the ship
lever clocks here in question there are no jewels
in the escapement. This being so, the protest
is sustained and the decision of the collector re-
versed."

The "Spotting-Out" of Plated Work
Although the "spotting-out" of plated work

is one of the exasperating things that occur in
the plating trade, its cause is now quite well un-
derstood and the remedy is not difficult.

The spotting-out is caused by the presence
of imperfections in the metal that is plated.
Rolled metals are rarely subject to it unless in
the joints, but castings are rarely obtained that
will not show it under the right conditions. Blow-
holes, shrinkage-cracks, spots, dross or slag all
act alike in the production of the spotting-out
difficulty. In these cavities, so to speak, the plat-
ing solution finds its way, and the rinsing that is
given the plated goods after the completion of
the plating is usually not sufficient to remove it.
When the goods are finished, the solution gradu-
ally works out and spots the surface of the elec-
trodeposit (hence the name of spotting-out).

The spotting-out is quite strong in the case
of articles plated in cyanide solutions, as the
potassium cyanide in it, being deliquescent (i.e.,
having the property of absorbing water from the
air and becoming liquid) will not dry up; but,
on the other hand, will become liquid so that
there is a constant tendency to spread or increase
in volume. In particularly obstinate cases of
spotting-out it has been found that the use of
sodium cyanide in place of potassium cyanide in
the plating solution will give more satisfactory
results. As well known, sodium cyanide is not
deliquescent and has a tendency to dry up. The
use of sodium cyanide is to be recommended in
cases where great difficulty is experienced in over-
coming the spotting-out.

The most satisfactory manner of overcom-
ing bad cases of spotting-out is to allow the
plated goods to remain several days or longer
and then, after the solution in the cavities has
had ample time to work out, to buff or dip the
work. The method is based upon the fact that
after the solution has had the opportunity to
work out, it will do no further harm.

In many cases of spotting-out it has been
found that a prolonged soaking in hot water will
remove the solution from the pores. The usual
quick rinsing that is given plated work after it
comes from the plating tank has been found to
be quite insufficient for the removal of the plating
solution from the cavities or pores in the metal.

Spotting-out may also occur when blisters
form on the deposit. This is a special variety of
spotting-out, although one not generally realized
or appreciated. It may occur on all kinds of
metals whether the metal is porous or not —The
Brass World.
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HOFMAN

HOFMAN FIXTURES
have been selected by a number of the best known
business concerns in this country for the equipment of
their new stores. The same superior qualities that
influenced their choice are also worthy of your careful
consideration, whether you need only a small show-
case or a complete store equipment.

Our catalogue will tell you about them.

Write for it to-dap

Improved Draw Tongs

are now being furnished with our Hand
Draw Bench. They have removable
jaws that can be replaced when worn

at a small cost, and are made from
steel of an exceptionally high tensile
strength. The price of the machine
has not been advanced.

ifIZMN The Oliver Quality Crown

JOHN HOFMAN CO.
LEIGHTON AVE., ROCHESTER, N. Y.

'11-11-1T1 1111 !III 

HOFMAN

LEATHER

GOODS
If you want a line of
leather goods you can
stand back of and guar-
antee unreservedly,
investigate our line.
We are not jobbers but
manufacturers. We do
not make a cheap line 4— -
—only one line and
that the best. It includes, Card Cases, Bill Books, Hand Bags, Toilet Sets,
Jewel Cases, Ladies' Belts, Gents' Belts, Etc. No better line at any price.
Write for catalogue.

PIERCED MONOGRAMS
Our long experience and close attention to the pierced monogram business
places us in a position to offer you the best and very latest in artistic and

well made monograms.
We take the same pride
in making a monogram
that you do in satisfying
your customers. We issue
a catalogue which fully
illustrates our work. Send
for one.

Chicago Art
Metal Works
67 Lake Street, Chicago

Artiotir
'getter tinravitin

Dental Rolling Mill

is a mighty handy machine for the retail

jeweler. Although it requires but little

space on one end of the work-bench

its capacity is large, the rolls being 2

inches in diameter by 3 inches long.

Quality considered, the Crown Dental

Rolling Mill is the cheapest rolling mill

on the market. (a Described in Bulletin
No. 10, just issued. May we send you

a copy?

In these days of wealth, lavish expenditure on objects of art and critical
purchasing, there is special demand for skilled engravers. For this
reason there is special timeliness in the publication of the great work,

HORNIKEL'S ENGRAVERS' TEXT-BOOK

Do you do any Polishing?

q Do you do any polishing with a

noisy, nerve - racking, back - breaking

foot power machine ? (11 The Oliver

Quality Electric Motor Polishing Head

requires no skill or effort to operate—

just connect it to a lamp socket and

turn the switch. It is nearly noiseless,

inexpensive to run, and will do more

and better work than any belt-driven

machine. lit New 112-Page Catalog, No.

17, free for the asking.

This portfolio represents the standard of excellence ill letter engraving.,
and is a mine of suggestion for the high-class Jeweler and all who wish
to combine style with artistic execution. It consists of sixty-one page
plates of letters and monograms, pretty patterns, and all manner of
combinations.

Sent postpaid to any part of the world on receipt
of price, $6.00 (Li ss.)

THE KEYSTONE PUBLISHING CO.
809-811-813 North 19th St., PHILADELPHIA, PA.

Room 1201 Heyworth Building, CHICAGO

1490 Niagara Street : : BUFFALO, N. Y.
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H. E. GLENDORE & CO. Established JewelersAuctioneers for the

1114 HEYWORTH BUILDING CHICAGO : ILLINOIS

The firm of H. E. Glendore & Co. held a
two weeks' sale for me in February, 1908, selling
$8000 for me without a penny loss; selling every
piece of old stock I had in the house. I was
more than satisfied.

H. L. MORRISON,
Pittsburg, Kans.

KLI M EK Dims., Superior, Wis.

H. E. Glendore & Co. made a most successful
sale for us in Thief River Fall, Minn., in jtme,
1908. We then moved to Superior, Wis., and
with the help of friends we got a stock of $2o,000
together, but it was not a success.

We succeeded in getting H. E. Glendore &
Co. again in December, 19to, and without a dollar
loss they sold us out entirely.

Reference, A. J. KLIMEK,
I3T2 Grand Ave., Superior, Wis.

May the 2oth, Iwo, is the day Mr. Glendore
closed my 3o-day sale. I had been in business in
the one stand for 12 years. Mr. Glendore closed
out some goods I bought the first day I went in
business; in fact, most of my stock was in
old designs. I have not now got $10.00 worth
of old stock left in the house. But the sale was
conducted in such a successful manner and not
one complaint during the whole sale.

SAM TROCKY,

326 S. Halsted St., Chicago, Ill.

Birmingham, Ala.
Sold October, November, 1910, for the Bir-

mingham Loan Co. It was one of the largest
itifil most successful pawnbroker sales ever held
in the South. Mr. Ed. Wald, the proprietor of
the Birmingham Loan Co., would be more than
pleased to an any inquiries.

To anyone who is in need of an auctioneer
I can, and will, cheerfully recommend Mr. H. E.
Glendore, who conducted a three weeks' sale for
me in the month of March, 1910, under the most
difficult conditions, as there have been in the last
five years 11/IIC jewelry auction sales in the city
of Joliet. If you are in doubt just write me.

CLINT E. DICE, Joliet, In.

To My Brother Jewelers:
The firm of H. E. Glendore & Co. made a

sale for me in December, 1907, the year of our
most severe money panics, selling me out com-
pletely. I consider the sale one of the sur-
prises of my business career, far beyond my ex-
pectations, and more than satisfactory.

A. KEAMPFER,
146 West Madison St., Chicago, Ill.

Mr. Glendore conducted a sale for me at 3131
Lincoln Ave., Chicago, closing my stock out en-
tirely at a profit of all cost of sale.

SAM '(ORF.

Winter Engraving Company

EXTRA!

Now is your chance
to learn engraving.

Class starts February
15th.

WRITE AT ONCE.

School of Engraving
POWERS BUILDING

156 Wabash Avenue

CHICAGO

WINTER'S BOOSTER.

The pioneer of all
schools and only
engraving school in
Chicago.

Start this month with
a new class. Write to-
day. Only a limited
number taken. Your
only opportunity to
learn engraving.
Acknowledged as
the best by all lead-
ing jewelers of the
country.

€:

1My special field is high-class trade. As a connoisseur in
fine jewelry, bric-a-brac and art goods, I have conducted
most successful sales for the largest houses in the trade.

No stock too large, none too small. The ideal in auctioneering
—my ideal—is prestige and publicity for the store as well as
profit for the proprietor. The reputation of my patrons is my
first consideration. My clients will tell you that every sale was
not only successful but profitable, and proved a permanent benefit.

JOHN F. TURNER

EXPERT JEWELRY

AUCTIONEER
15 MAIDEN LANE
NEW YORK, N.Y.

The Ideal Plating Machine
The only ma-

chine furnishing
five different
strengths of cur-
rent; five shades
of color for each
solution.
SIMPLE,

PRACTICAL,
and INDIS-
PENSABLE,
always ready,
clean, cornpact,
sure in results,
the IDEAL
machine for the

PATENTED MAY 19, 1908 jeweler.

An electro-plating machine that anyone can use. Just the thing to put

the new finishes on your old goods. Plates ROMAN, RED, ROSE, GREEN,

SILVER, COPPER and NICKEL.

FORMULAE for making solutions and full directions for pla
ting all above

colors come with each machine. These alone are worth the price charged for

the outfit.
BATTERIES are ordinary dry cell and give 11h2, 3, 6, 9 

and 12 volts

current (see cut), and should last a year or more with ordinary use 
and can

easily be replaced.
CONSTRUCTION is good ; material of Oak, wood work nicely 

finished.

Lever and attachments nickel-plated. Jars for solutions hold 12 ounces and

are self-sealing. Plating tank or bowl of best enamel ware. One each pure

gold, pure silver and carbon anode. Connecting wires 
complete, ready for use.

Weight, 30 pounds crated. Size, 18 inches long, 9 inches high and 634

inches wide. Guaranteed as represented or money refunded. Price, $15.00

net cash, F. 0. B. Kansas City, Mo.
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The Ideal Plating Solution

RICH WITH GOLD SURE IN RESULTS

FULL AND COMPLETE DIRECTIONS

FOR PLATING ON EACH BOTTLE

Rose Gold Plating Solution, 12 Oz Bottle. Price

Red Gold Plating Solution, 12 Or. Battle, Price

Roman Gold Plating Solution, 12 Oz. Bottle Price

Green Gold Plating Solution, 12 Oz. Bottle Price

Silver Plating Solution, 12 Oz. Bottle Price

$2.25
2.25
2.25
2.25
.75

These solutions are not a new thing or an experi-

ment. We have been supplying them for some time 
to

jewelers who had difficulty in getting the pure chemicals

necessary for a perfect solution.

The success we have met with has induced us to

put them on the market.

Each Gold Solution of 12 ounces contains 45 grains

of chloride of gold, making an exceedingly rich and rapid

solution. All chemicals used are of uniform strength

and exactly suited to the amount of gold and solution.

To those who use the IDEAL PLATING MACHINE,

TH E IDEAL
PLATING SOLUTION

ROMAN

and 'wit solder r,Iww• Inhs.
rnw fitn•h ,n1 old or .hop-

nurn '<weir,
WM not innan the fine,.

Enamel. Imitation or Pre.

cluo• Stone.
Every 12, nee bottle Gold
Plating eolutIon. Guar- ZIA
Dratted to con tun 45 .,in. 3.11
Chloride uf Gold

Solutions furnwhed In ihe

.14 following

' Rose. Roman. Red and
Green Gold. SIN•r.
Copper and Nickel.

RECOMMENOLD

THE MEM- HATING MACHINE *4

artit4triAll

for which these

solutions were first compounded, we guarantee absolute 
satisfaction in every

instance. Where used with any other plater you obtain better and q
uicker

results than with any other solution.

Also complete stock of DIAMONDS, JEWELRY, WATCHES, SILVERWARE
,

TOOLS, MATERIAL and OPTICAL GOODS, everything needed by the Retail Jeweler

If unable to obtain from your Jobber, order direct from the manufacturers

C. B. NORTON JEWELRY COMPANY
1013-15 Grand Avenue

KANSAS CITY, MO.

INK
WON'T WASH

OFF

TAG YOUR RINGS WITH
WASHABLE TAGS

Yes : Mr. Jeweler
The Ideal celluloid tag saves time and

money. And makes your rings look

twice as attractive.

Wash or polish your rings with the tags

on them—the ink is waterproof and won't

wash off.

No danger of getting tags mixed.

Note the large flat writing surface.

IDEAL TAGGING OUTFIT
Complete, only $2.50

1000 tags and eyelets . . . $ 1.50

1 pair Ideal Pliers . . . . .75

1 bottle Waterproof Ink . . .25

1 neat hardwood box, with

catch fastener . . . 0000

Bastian Bros. Co.
Dept. 516

Rochester :: NEW YORK

Easy to Select the Right Jewel Pin with the

Elgin Jewel Pin Assortment and
Jewel Pin Gauge

This assortment con-

sists of one gross of

jewel pins of various

sizes.

Sizes most in use are

supplied in large quan-

tities. Those less

often used in small

quantities.

Price, $8.00

JOS. B. BECHTEL & CO. Inc
725 Sansom Street :: PHILADELPHIA
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L. 0

SINCE I POSITIVELY DISSOLVED

I have made the largest and most successful sales in

the past twelve months of any one auctioneer or firm of

auctioneers.

Reference by Peron of
THE LAST TWELVE

MONTHS

I. likens, Butte, Montana. Sold the entire
stock and fixtures, amounting to $75,000.

Wood Bros., Paris, Ill. Sold entire stock,
including fixtures, amounting to $21,000.

riF ORM ER
0 LEIFIliGGO ra Dormcd

WITH MY LATE ASSOCIATE

(If Without question I have the strongest and best talent
in America to assist me in all sales, giving the services of

two of the best men in this line of work for the cost of one.

t he Sales Made itn. the Last Ye 

Willis Booth, Sioux Falls, S. D. Entire stock and fix-
tures, amounting to $13,000. 

I. Kronberg, Little Rock, Ark. Reduction sale lasted
four weeks; most successful sale ever held in that city. 

Berry Armstrong, Port Arthur, Ont. Entire stock and
fixtures, amounting to $14,000.

Coke & White, manufacturers, 183 Wabash avenue,
Chicago, Ill. Sale to the trade, cut glass and art goods
amounting to $83,000.

W. T. Feetham, Saulte Ste. Marie, Mich. Reduction
sale; the largest sale ever made in that city. 

W. H. Beck, Sioux City, Ia. Removal sale, selling
from his $230,000 stock the largest mid-sutnmer sale ever
made.

Sartor & Sprague, San Antonio, Texas. The oldest
established jeweler in the State of Texas; sixty-one years
in one location. The largest removal sale ever made in
Texas.

BEGINNING OF THE

NEW YEAR

Closing out the en-
tire stock of Ferguson

& Craig, of Champaign,I11.,the leading
jewelers of that city for twenty years.

41,My Holiday Sale for A. E. Elbe& Son, Bloomington, Ill., clos-
ing out every dollar's worth of mer-
chandise and fixtures amounting to
$85,000; not only selling his entire
jewelry stock and fixtures, but also his
house, lot, furniture and horses, car-
riages, making one of the most suc-
cessful sales ever made in America.

Malin Office, 4607 Michigan Avenue, Chicago, 111111Rnona
LONG DISTANCE TELEPHONE-2906 DREXEL cjILL CORRESPONDENCE STRICTLY CONFIDENTIAL

,

..

-

The Wizard of the Hammer
Exclusive Jewelry Auctioneer

EVERY SALE A SUCCESS ,

I have added three more sales of unexcelled success to my long
list of references in the last two months:

C. G. CONYON, L. H. BUCKS, D. L. BROWN,

Mandan, North Dakota JefFerson, Iowa Sparta, Michigan

I solicit sales from regular, established Jewelers only. If you are
over-stocked and want money quick, or if you wish to retire from
the Jewelry business, write me for date, etc.

I :tin assisted by high-class talent, thereby giving my client the com-
bined strength and experience of two men, without extra expense.

When writing, state size of store and approximate amount of stock;
by so doing you will eliminate possible unnecessary delay caused
by the lack of proper information on this subject.

Correspondence Strictly Confidential

A 1013 Ashland Block. E. GREGORY CHICAGO, ILL.
_

41MINI

ESTABLISHED 17 YEARS

E. R. TYLER

AUCTIONEER FOR

JEWELERS

ROOM 1102

156 WABASH AVENUE

CHICAGO

REFERENCES

Alternating or Direct Current Polishing Motors
The kind you cannot afford to be

without. Made in all sizes.

If you want a motor for any
kind of work we have it and at
a price that will surprise you.
We are selling thousands and it
is because we have the right
motor at the right price.

The special net price below will be of
interest. Write a card to us and let us
tell you what we have to offer.

1-8 H. P. Alternating, with Speed el 4
Control and 2 Attachments . .

FIDELITY ELECTRIC CO., Lancaster, Pa., U. S. A.

G. F. Wadsworth
Watch Case
Manufacturer
and Repairer

Everything in
the line of
Watch Case
Repairing

Gold and
Sliver Plating
Satin Finish
Engraving
and Engine-

Turning
Changing Old

English and Swiss
Cases to take
American S. W.
Movements
My Specialty

011 Vases
Made New

Silversmiths'
Building
131-137
Wabash Ave.
CHICAGO

Established
1889

CROUCH & FITZGERALD

Jewelrg Sample Trunks and Cases
Extra Deep Trunks and Cases Always In Stook

177 Broadway Is Fifth Avenue
Bet. Cortlandt A hey Ste. Corner 20th Street

723 Sixth Avenue
Between 41st and 42d Streets

NEW YORK

When writing to advertisers, kindly mention The Keyston
e

+#04

ELK TEETH
JUST AS THEY COME FROM

THE INDIAN AND HUNTER

ALL SIZES, white and colored tips.

Any number wanted. On selection to
manufacturers. Come to the right

source for supplies.

Mt. Lion, Lynx and Eagle Claws
for Emblem Work

DIMENSION, CABOCHON GEMS FOR RINGS, 
SCARF PINS, ETC.

Every sort of fine Gem Minerals in the ro
ugh for Gem Cutters.

ALL STRICTLY WHOLESALE 
PRICES

Largest Dealer  in Elk Teeth in the World. Importer of Gem Goods

Price-list free L. W. STILWELL, Deadwood, So. Dak.

REFINERS
ana opt; aOtoi Indu, Smi I vi enr 

any
shape-80i ids or

Sweep Smelters liq
uids, rough

sweeps, cuttings or
Prompt

Emt al !shed 1889. 
filings. 
returns.

THE W. L. ROBERTSON CO.

13 and 15 Franklin Street, Newark, N. J.

Wheels, Pinions and Parts
For Complicated Watches, Clocks, Chro-
nometers, etc., of every size and descrip-

tion , made and finished to order.

FINE REPAIRING and ALTERATIONS
Winding and Setting Material

E. H. MATTHEY, 
83 NASSt41.1EwSTYROER

PATENTS
Write at once for the most liberal offer ever

made for securing patents, designs and trade-
marks. Send sketch for free opinion as to
patentability and ask for the " Inventors'
Guide," the finest book published for Inventors.

Best reference. Established 20 years.

WM. N. MOORES

Loan and Trust Bldg., Washington, D. C.

Enamels for
Jewelry

We carry a complete line of the
highest grade of imported and domes-
tic enamels which are adapted to all
kinds of jewelry work.

We can furnish opaque and trans-
parent colors for gold, silver and cop-
per. We will gladly exchange at any
time goods which are not satisfactory.

The Chas. M. Robbins Co.
Manufacturing Jewelers Attleboro, Mass.

SELLS LIKE HOT CAKES
(ORDER TO-DAY)

AN EXTRAORDINARY SELLER !

A SPECIAL PRICE!

GOLD PLATED SAFETY PINS
$1.5_0pERGRoss1-1-N-101
HET CA SH Nu& 

MJAVERBECK"VgarR10.12 MAIDEN DM N.Y.
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5 YEARS' EXPERIENCE GAINED IN  1
The young or middle-aged nun who desires to learn Engraving, to grasp
the finer points of Watchmaking and Optics, finds it necessary to spend
at least five years in a store before he has attained a thorough knowledge of
the business. In less than a year's time this complete knowledge can be
gained at our college. We get telegrams and letters every day, offering
positions to our graduates, which shows what practical storekeepers think of
our course. Send for Prospectus NOW. A position awaits you.

THE PHILADELPHIA COLLEGE OF HOROLOGY
F. W. SCHULER, Principal Broad and Somerset Sts., PHILADELPHIA, PA.

See our large advertisement, page 302

ENGRAVED SOUVENIR SPOONS Names, 1.20
Buildings, $3.50 per Doz.

BRIGHT CUT STYLE

STATE CAPITOL

:;-V4.114:3 f
'

FRED. A. HASKELL
206 Weybosset St., Providence, R. I.

INDISPENSABLE TO THE RETAIL JEWELER
An assortment of Wells' Perfect
Self-Conforming Ring Adjusters.
Ask you r jobber for them, or!
will send prepaid at once only
Ott receipt of price) sizes as
assorted in each unbroken
dozen at the following prices:
1 doz. 10 K. gold, $3.75; I doz. gold
filled, $2.00; 1 doz. metal, 85c.

Samples of one small and One medium-large gold
Ii lled and one metal adjuster will be sent for
150c., stamps or M. 0. Address

CHESTER WELLS. Meshoppen, Pa.

MINIATURE PORTRAITS
Enameled on
WATCH DIALS
CAPS and LIDS

Plain and
Colored

Can he made from
any photograph

or print
A beautiful illustratisi sample card and price-.

list sent upon request

CARMAN ART CO.
79 Dearborn Street CHICAGO, ILL.

Vennerbeck
& Clase Co.

MAK:
Alloyed Gold in Sheet, Rod or Wire.
Alloyed Silver in Sheet, Hod or Wire.
Gold and SRA er Solders in Sheet or
W i re.

Brass Solder in Sheet.
Gold and Silver Rolled Plate any

I !licitness, and any w id! It up to and
including 6 inelleS.

Cold and Silver Rolled Plate Wire in
round, square or Oval.

Gold and Sliver It Plate with
back flushed with silver solder.

Special Gold Plate to be enamelled.
Gold and Silver Seamless Wire.
Gold and Silver Seamless Wire solder

tilled.
Gold, Silver, German Silver or Brass
Seamless Tube in round. square,
oval or fancy shapes.

Sett ing Wires and special designs in
fancy patterns.

High carat Gold plated on low carat
Gold.

Gold plated on Silver.
Alloyed Gold. flushed wit h eit her
Gold or Silver Solder.

Alloyed Gold Anode for Elect ro
Plat hug.

Silver Anodes for Elect ro Plating.
Variegated Gold in Hat Plate, colors,
yellow, green, red and white.

Ronnd Blanks, any size or thickness.
Tapers for Seamless Gold Shell
Ringm.

150 Chestnut Street
PROVIDENCE, R. I.

ENAMEL
Opaque and Transparent Enamel of every

variety constantly on hand and made to order.
Also a full line of Ettannelers' Supplies, Muffles,
Stones, me. Any goods proving unsatisfactory
cheerfu I ly exchanged.

CARPENTER & WOOD, Manufacturers
14 Calender St., Providence, R. I.

HORACE J. SMITH
WATCH REPAIRING

FOR THE TRADE

3 1 3 Flynn Bldg., Des Moines, Iowa

60 YEARS'
EXPERIENCE

PATEN-TS
TRADE MARKS

DESIGNS
COPYRIGHTS &C.

Anyone sending a stretch mid description may
quickly ascertain our opinion free whether an
invention is probably patentable. Connninilea-
tions strictly confident ini. HANDBOOK on Patents
sent free. Oldest urgency for securing patents.
Patents taken through Munn & Co. receive

special notice, without charge, in the

Scientific iiniericatt•
A handsomely Illustrated weekly. T,nreest Mr-
eultit ion Of truly ovietutlIlo journal. Terms, $3 a
year; four months, II. Sold by all newsilealers.

MUNN & Co 361Broadway, New York
Branch Office. 425 F St.. Washington, D.C.

EXPERT
Watch Case Repairing

and

Watch Case Manufacturing

Gold and
Silver
Plating,
Satin
Finishing,
Engraving
and
Engine-
Turning

Old English
and
Swiss Cases
changed to fit
American
Stem.Wind
Movements

Watchmakers for the Trade
ENGRAVING AND
JEWELRY REPAIRING

SUDHEIMER & McCOOLE
404-5-6 Holland Bldg., ST. LOUIS, MO.
Prompt and efficient service Write for 'hissing slickers

M. S. BOWER, Mgr.

ELGIN HOROLOGICAL
SCHOOL

A Practical School for Watchmakers
Established 1888

Students in Watch Repairing and
Engraving may enter at any time.
Complete Course in Practical Eye

Refraction.

For terms address

ELGIN, ILLINOIS

WE LIGHT YOUR STORE
or Home—from cellar o garret-with 100 to 700

Candle-Power brilliancy
--at less than cost of

/EA 
kerosene God ten times
the light)—piving you

'TRIU.MPH

/

(7."

Gas at 15c Per
1,000 Feet

(instead of$1 to $2, which
Gas Companies charge).
With the "Randy" Gaso-
line Lighting System or
'Triumph"Invertedindi-
yidual Light you get the
best known substitute for
daylight (and almost as
cheap), can read or work
in any part of TOM—
light ready at a finger
touch — don't have to

Move these Lights—the

Write for Catalogue and

light comes to you.

Circulars (sent FREE).
BRILLIANT GAS LAMP CO.
42 KS State Street :: CHICAGO

Diamonds Tourmalines
Sapphires Peridots
White Sapphires Aquamarines
Pearls and Reconstructed Rubies
A big selection always on hand Selection
packages sent out On approval to responsible
parties.

HENRY G. MORRIS
Jewelers' Building, 373 Washington St.

Room 73 BOSTON, MASS.

The Massachusetts School of Optometry
Klein School of Optics

The Former Incorporated and Registered with
the New York State Board of Education

Practical course in Theoretical and
Practical Optics and Optometry. Prac-
tical knowledge is an essential attribute
for success. You get it here.
Cataloguesand particulars on application.

The Massachusetts School of Optometry
185 Summer Street BOSTON, MASS.

SRJECIAL LOW PRICES
TRIUMPH AMERIErAl

MAINSPRINGS
ORDER ONE GROSS TO-DAY ONLY 9.00

SINGLE DOZ L0.175 85 Crs,Pes DO2

M.TAVERBECK m=0" 11? 7.m AID....AN_

A QUICK JOB,
A FACTORY
FINISH AND
A PLEASED
CUSTOMER

ARE ALL YOURS
IF YOU USE
SANGER'S
EMERY RING
BUFFS

Watch Case Manu-
facturing and Repairing

Old English and Swiss cases
changed to take American stem-
wind movements. Hunting cases
changed to open face. 0,d cases
restored to look like new. New
backs and caps made when too thin
to remove engraving. Raised shields
to cover monograms on filled cases.
Name off and replate filled caps.
Roman and Satin finishing.

Art Watch Case Co.
CHAMPLAIN BUILDING

126 State Street, CHICAGO

DIAMONDS Etrid F'RECIOUS STONES

BOUGHT AND SOLD

FOR SPOT CASH
Appraisements made for estates or individuals

J. J. COHEN

loll Chestnut Street, PHILADELPHIA, PA.
Established 1891
Write for furthei' information

ONE PULL CH 
I. Adjusts jaws instantly to any size work.

U:Eli: ONE) DOES 2 THINGS
2. Tightens jaws any hold desired—from a

delicate pressure to a bull-dog grip.

515.50 PER WEEK IS WHAT MY SALARY WAS 
INCREASED BY

on account of taking your six months' improvers' Course. My present 
salary is $22.50 per

week more than before attending your school, writes a former student.
Would you do likewise? Send for circular.

CANADIAN HOROLOGICAL INSTITUTE, S. W. Cor. Church and Wellesley Streets

H. R. PLATTNER, Director TORONTO, ONT.

1.10
00004

the best.
" Its facility and rigidity make by all odds

"—SOUTH BEND WATCH CO.,
By CHAS. T. HIGGINBOTHAM, Con. Supt.

II have toted it thoroughly and it is the best pinvise I have ever i,eon."
—W. W. DUDLEY, Supt., HAMILTON WATCH CO.

"A unique vise ; very tuneful in our Repair Dept.—instantly 
adjusted."

—WALTHAM WATCH CO.

MOWING MO

WAVIER 15

10.11/31GO

UNDER

SCREI,

MUD

Urich Patented Perfect Fitting

Case-Screw Washer
Fits perfectly under screw head, and almost Invisi-

ble, and has a neat appearance.
Holds movement securely in case, even if case

shoulder is worn away or sprung.
MADE IN ALL SIZES, FROM GERMAN SILVER.

nTorlsomm PRICES,: Gross, $1.50 ; 4 doz. package, asst., 50c. ; single doz., 15C.

SPECIAL NOTICE.— These " ?rashers" tire
covered by United States Patent 

FOR SALE AT ALL MATERIAL HOUSES

will be prosecuted. S. URICH, 334 Columbus Ave., New York City4 No. 894,514, and all infringements

27 Colors POR filling engraving
in celluloid, ebony,

ivory, pearl tortoise shell, etc.

Instructions for engraving

and directions for using

"Enamo" given with order.

W. W. THOMPSON
ENGRAVER

"The filling that fills " 481 Fulton St., Brooklyn, N. Y.

QUICKTIGHT PINVISE
It will Pay you to throw away your old pinvise and buy one of these.

Price, $1.50 (because it's worth it). Sent postpaid anywhere.

BUY IT OF YOUR DEALER

EZRA F. BOWMAN'S SONS (Sole M'f'r's) Lancaster, Pa.

"COMFORT" Resilient Mainsprings
For all makes and sizes of American Watches

Price, $1.25 per Dozen

LINDNER & CO., Cincinnati, Ohio

INIF" I BUY JEWELRY STOCKS —erg
Iralson pays liberal cash prices for Diamonds Watches and Jewelry.
Send stocks no matter how large or small and get immediate return

s. Goods will be

returned if offer is not satisfactory. National Bank references given if desired.

M. !RALSON, Masonic Temple, Chicago, III.

NEWARK BRUSH 
COMPANY

BRUStIES

253 
M131.13ERRY 

STREET NEW ARR., 
Ii- J.

___--------

Polishing Set 
Complete, $2.00 , 

Prepaid

COTTON,
BRISTLE AND 

FELT WATCH 
CASE BUFFS

FELT AND 
COTTON RING 

BUFFS

BRISTLE WASH 
AND END 

BRUSHES

FELT AND 
COTTON BUFFS

BRISTLE 
POLISHING 

BRUSHES

SATISFACTION 
GUARANTEED Ott 

'MONEY 
REFUNDED

I PAY THE HIGHEST PRICES for 
Diamonds, Wa.tches and Jewelry.

Send stocks at once, no matter how large or small, and get money 
by return mail.

National bank references upon request. If offer is not 
satisfactory will return goods.

EMIL NOEL, 541 E. 46th Place, CHICAGO, ILL.

If you should be in Chicago with your stock, make 
appointment with me

by residence telephone Drexel 5323, or office teleph
one Randolph 1418

WATCHMAKERS, JEWELERS and OPTICIANS

Special Cases tnade to order in Gold rind Silver
for English, Swiss and American Movements

OLD CASES MADE NEW

F. H. JACOBSON CO.
209 State Street Chicago

Send for Our New Price-List

KLEIN0BROS
LAPIDARY° CO

C
U
T
T
E
R
S
  I

M
P
O
R
T
E
R
S
 

72
E. MADISON
STREET

CHICAGO
ILLINOIS

• i

Makers of

TOWER an STREET CLOCKS
For partieulm-s, write its, mentioning

Tin•t KEYSTONIC
E. HOWARD CLOCK CO.

Est'd 1842 BOSTON, MASS., U.S.A.

WATCH REPAIRING

JEWELRY WORK -

ENGRAVING -

you owe it to yourselves to learn
Engraving. Whether you are an
employer or an employe it will in-
crease your earning power from 15if
to 25‘,.

Our method of teaching Jewelers
engraving by correspondence is orig-
inal, simple and practical. If you can
devote two or three hours daily to
practice, we can make a proficient
engraver of you in four months If
you can devote four hours daily to the
work, it will require but three months.
Remember, you lose no time from
your business and the cost is about
one-tenth of any attendance school.
If interested, address :

THE COLLETT SCHOOL OF ENGRAVING, 41and 43 Maiden Lane, NEW YORK

Ordinary and complicated R. R. inspection work. Some customers send us ALL their work.

Repairing, stone setting, making special pieces of extra fine 
jewelry to order, gold plating and coloring.

for jewelers and manufacturers, single jobs, small or large lots.

BOWMAN'S SONS Lancaster, Pa.Years in 
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Small Advertisements
No advertisement inserted for less

than 25 cents.
Under heading "Situations Wanted,"

ONE CENT per word for first twenty-
five words. Additional words anti ad-
vertisements, THREE CENTS per word.
Under all headings except "Situations

Wanted," THREE CENTS per word.
Name, address, initials and abbrevia-

tions count as words, and are charged
for as part of the advertisement.
To insure insertion, remittance must

ace pany all orders for advertise-
ments and copy must reach its not later
than the 25111 of each month, for inser-
tion ill the following month's issue.
Send blank cheek or draft, or postal

or express money order for $1.00 and
over, or postage stamps for smaller
amounts.

If answers are to be forwarded
T EN CENTS in postage stamps must
be enclosed.
The real name and address of every

advertiser must accompany the copy of
the advert isement

Advertisers who are not subscribers
must send 15 cents (special issues 25
cents) if they desire a copy of the paper
In which their advertisement appears.
Address,

THE KEYSTONE PUBLISHING CO.
809-811.813 N. 19th Street. Philadelphia, Pa.

SITUATIONS WANTED
Under this heading, ONE CENT pCr word,

for first twenty-five words. Additional words
and advertisements, TIIREE CENTS per word.
No advertisement inserted for less than 23
cents.

BY FEBRUARY isth, position as retail
salesman by young married man; seven

years with last employer as watchmaker and
salesman; best references. "R 118," care
Keystone.

WATCHMAKER who can furnish Az refs,
desires to make a change; central or far

West preferred. Address "F 113," care
Keystone.

POSITION wanted by watchmaker of exp.
"S 163," care Keystone.

POSITION wanted by Az watchmaker, en-
graver and jewelry repairer; age 28;

niarried; can furnish best of refs., own tools.
West or Middle West preferred. "C 166, 1
care Keystone.

WATCHMAKER and jeweler, seven years'
exp.; own tools, good ref, age 29; wages

moderate; can manage store. B. T. Wil-
liams, 311 West Fifth Avenue, Little Rock,
Ark.

PERMANENT position as manager and
i.alesman; have had eight years' exp. •, am

all-an-Wild man; can furnish A r refs.; don't
want small town•

' 
27 years old, married;

will accept after February 15th; $25 week
salary, with chance for raise or commission.
"E. M.," Box 35x, Broken Arrow, Okla.

WATCHMAKER and engraver, with five
years' exp.; registered optometrist in

Iowa; best of refs. ,• $20 a week. F. 0.
Belknap, Knoxville, Iowa.

SITUATION wanted before March xst, sec-
ond watchmaker, jeweler and graduate op-

tician; five years' exp.; can give first-class
ref.; prefer situation in Kansas, Nebraska
or Oklahoma. Address Hugo Heims, Car-
rollton, Mo.

ENGRAVER wants a steady position; wages
reasonable; have had five years' exp.; good

ref. Grant Silliman, 218 East Market St.,
Warren, Ohio.

WATCHMAKER and engraver desires per-
manent position; six years' exp.; good refs.

from present employer; full set tools. "W.
176," care Keystone.

YOUNG man, five years' exp.; fair
watchmaker; do all kinds jewelry and

clock work; strictly temperate; best ref.;
wishes position in Oregon or Washington;
salary $18 per week to begin. F. T. Fain,
Foss, Okla.

COMPETENT watchmaker, jeweler and en-
graver wants steady position; owns good

set of tools; best ref.; state salary in first
letter. "C 172," care Keystone.

SITUATION wanted by young man,
watchmaker; two years' exp. and plain

engraver; i3un under good 
Heyworth 

hC I 
Building, 

nari:

cago, Ill.

WATCHMAKER wants situation in Kan-
sas or Oklahoma with good workman; no

butcher; own tools; do clock and jewelry
work; wages reasonable. George Peck, Wel-
lington, Kans.

POSITION by watchmaker-jeweler, i8
years' exp. C. C. Burgess, Bloomfield,

Iowa.

SITUATIONS WANTED

SITUATION wanted by a married, first-
class Swedish watchmaker, age 48; 19

years in this country; owns the most com-
plete set of tools that can be bought for
money. If you want a jack-of-all-trades do
not answer; I want good watches to work
at all times and if necessary, can take full
charge of watch repair department; want
$25 per week; am sober and reliable in
every way and in first-class health; am in
business now, but can be open April or
May; prefer Pacific States. "'T /78," care
Keystone.

ENGRAVER-Letterer and monogram en-
graver desires permanent position at

once; can also do chasing on rings; furnish
good ref. Charles E. Thaller, 14i North
Fifth Street, Roseville, N. J.

AS assistant in Ai jewelry store; can do
clock, plain watch and jewelry repairing;

own tools; will start at $10; age 20, no
bad habits. H. C. Gore, Itasca, Texas.

WATCHMAKER and optometrist wishes
position, country town New York State;

first-class on watches and clocks; also do
jewelry repairing; furnish As refs. "H
230," care Keystone.

WATCHMAKER and jeweler; also good
salesman; capable of managing first-class

store; best of ref.; German, single; best
of habits. Address "Box 16," Algonquin,

MARCH 15th by watchmaker and engraver
that is steady; is years' exp., married,

35 years old; prefer Illinois or Missouri;
capable of taking charge of repairing depart-
ment. "W 18o," care Keystone.

MODEL-MAKER and inventor would like
a position in a clock manufactory. "P

177," care Keystone.

BY engraver where I can learn other
branches under expert workman; small

wages; Missouri preferred'; no bad habits.
Earl Martin, Maryville, Mo.

TWENTY years' exp. as watchmaker, en-
graver and graduate optician; plenty retail

exp.; also competent railroad inspection
man, capable of taking entire charge; state
salary in first letter. "L 197," care Key-
stone.

WATCHMAKER, jeweler and optometrist,
registered in Kansas; quick and accurate;

would consider proposition to change from
present employment. "P 190," care Key-
stone.

PERMANENT position in an up-to-date
store that can pay $25 weekly salary to

a first-class, experienced, reliable and sober
watchmaker; also plain engraver, with best
of references. C. R. McDonald, Elsberry,
Mo.

MAN having made engraving a specialty
for 15 years with leading city firms, de-

sires position in West as all-around man,
where he can assist on watch work; some
experience in this line; own tools, graduate
Optician; would buy interest in small paying
firm if suited. "A 158," care Keystone.

SITUATION wanted by watchmaker,
jewelry repairer and plain engraver;

married; permanent position desired. "M
782," care Keystone.

POSITION as watch repairer and engraver
by young lady, 6 years at bench, thor-

oughly competent; good saleslady. "F 18z,"
care Keystone.

SALESMAN, retail or wholesale, or man-
ager will come on trial; does not drink.

"T 192," care Keystone.

WATCHMAKER and adjuster from Geneva
with exceptional abilities, wants first-

class situation; seven years in United
States; wages $35; highest references. "V
20i," care Keystone.

BY YOUNG MAN close to Colorado; do
good watch and jewelry repairing and a

little engraving; four years' experience;
references. "F 207," care Keystone.

YOUNG MAN, watchmaker or assistant,
plain engraver, one year experience,

good workman, desires position at once;
South preferred; state salary in letter.
Robert Riley, Gadsden, Ala.

JEWELER and engraver of highest quali-
fications and managing ability as all-

round shop man; will answer correspond-
ence from large retail house; middle or
northwest States. "B 216," care Keystone.

WATCHMAKER, Ai, plain engraver and
salesman, with optical knowledge, wants

permanent position; good references; Iowa
preferred. "D 212," care Keystone.

BY FIRST-CLASS watchmaker and en-
graver; ten years experience at bench;

can give best of reference; will come at
once; state salary in first letter. C. M.
Lindsey, 1206 E. Vilas Avenue, Guthrie,
Oklahoma.

SITUATIONS WANTED

WATCHMAKER, thorough and able on
all movements, railroad watches, escape-

ments and complications; have never any
trouble; $30 week; good reference. "M
209," care Keystone.

ENGRAVER, expert, desires position with
larger house; salary $30 per week. "G

210," care Keystone.

PERMANENT, expert, rapid watchmaker
good engraver, as manager or head

bench; railroad work preferred; finest ref-
erences given and expected; no small or
cheap house considered; turn out $7o to
$90 week, like new; married, 32; Pacific
Coast preferred; good address; fine tools,
right in every detail. "T 211," care Key-
stone.

ENGRAVER, 25, good habits, good work-
man, experienced, some knowledge of

watches, anxious to learn entire business;
Ai references and samples. Address "E
217," care Keystone.

SALESMAN wishes representation for
Chicago and surrounding territory in

specialty line for jewelry trade and in con-
nection with a high grade line of hand.
painted china. Address Nicholas Schoent-
gen, 4862 Warner Avenue, Chicago.

WATCHMAKER, Am, wishes position;
references of good Philadelphia houses.

"W 220," care Keystone.

PLACE as second watchmaker at once in
Philadelphia or vicinity ,• first-class en-

graver; have own tools; best references;
good habits. "F 223," care Keystone.

FIVE YEARS' experience as Al watch-
maker; can do plain engraving; age 244

sober; Southwest preferred. "R 222," care
Keystone.

HELP WANTED
UNDER THIS HEADING TE REE CENTS PER WORD

CLOCK repairer and second watchmaker,
good chance for advancement; must be

reliable and well recommended; state wages
and exp. in first letter. Adam Bolender,
Rockford, Ill.

FIRST-CLASS watchmaker, one able to do
fine watch work, permanent position; ref-

erences required; state exp. and salary.
Hanson Jewelry Co., Princeton, Ill.

FIRST-CLASS watchmaker and engraver;
permanent position; salary $25 per week;

refs. required. Address Zerweck Jewelry
Company, East St. Louis, Ill.

FIRST-CLASS high-grade watchmaker; per-
manent position in town of 35,000;

straight salary or commission, with drawing
account. Address "F. R. 14," 1201 Hey-
worth Building, Chicago, Ill.

WANTED-March sat or earlier, Ai watch-
maker, capable assisting on jewelry and

clocks and engraving, if able, when neces-
sary; good, all-around workman preferred;
permanent position, pleasant surroundings,
progressive town; population 45oo; must be
sober and of good habits; salary $20. Write
us fully and definitely, with references in
first letter. John W. Ruth & Sons, Shelby-
ville, Tenn.

FIRST-CLASS watchmaker and engraver,
with plenty of exp.; permanent for good

man; sample engraving; refs. and full par-
ticulars in first letter. G. H. McKelvey, St.
Joseph, Mo.

AT once, young man, thorough in clock
and jewelry repairing; preferably one who

can engrave; state salary and give all in-
formation in first letter. T. J. Ellis &
Co., Jonesboro, Ark.

GOOD, all-around man, capable of doing
inspecting and bridge bending for whole-

sale house; steady work, good pay. Charles
T. Saul, 387 Washington St., Boston, Mass.

WATCHMAKER and fair engraver, wages
$15 to $18 per week, according to ability;

permanent position to right man; state ex-
perience and give refs. in first letter. W. R.
Bell, Murfreesboro, Tenn.

ASSISTANT watchmaker, plain engraver or
optician preferred; small, dry town on

Mississippi. P. E. Simmons, Dallas City, Ill.

LADY engraver wanted the year around;
call or address immediately, stating sal-

ary expected. Lyn' Thomas, 409 Market
Street, Wilmington, Del.

WATCHMAKER, good, reliable; one who
can engrave preferred; permanent posi-

tion in modern store, New York State;
don't answer unless you are experienced;
state age, experience, references, salary ex-
pected first letter. "B 227," care Keystone.

WATCHMAKER, first class, letter and
monogram engraver and salesman; send

references. G. A. Ilawver, Massillon, Ohio.

HELP WANTED

WATCHMAKER and engraver, first-class;
must be sober and industrious; steady

position to right man; state salary, experi-
ence, references and samples of engraving
in first letter. "R 228," care Keystone.

PERMANENT position to good watchmaker
and salesman, young man; state salary;

send refs. and full particulars in first letter.
Shirkey & Glaser, Colfax, Wash. 

BY MARCH 15th, a good all-around man
for a permanent position to work in re-

tail store out of city; must be a good en-
graver, jewelry repairer and optician; a
man who can also wait on trade and make
himself generally useful in the store; not
necessary to be high-class on watch work,
but with a fair knowledge of clock work;
will pay good salary; give reference. Ad-
dress J. Ziegler & Co., 103 State Street,
Chicago, Ill.

YOUNG MAN to do clock and jewelry re-
pairing, assist with watch work, etc.;

good opportunity to advance. Howard
Thomas, Wenatchee, Wash.

WANTED, watchmaker or young man with
sonic experience to finish trade; state all

particulars in first letter. R. E. Dale,
Bedford, Ind.

COMPETENT all-around man; $15 per
week. "A 198," care Keystone.

WATCHMAKER, competent, ambitious,
engraver, clerk; must be well recom-

mended; $18 per week. "B 199," care
Keystone.

AT ONCE, Am watch repairer, engraver
,and jeweler; good mechanic and sales-
man; must have own tools and strictly hon.
cot; send recommendations with applica-
tion; $18 to $20 paid. Cohen's Jewelry
Store, Steubenville, Ohio.

YOUNG MAN, good appearance, who can
do good clock and jewelry repairing and

plain engraving; fine chance to finish trade
under an expert; good, live college town
of 15,000; state what you can do, salary
expected and sample of engraving in first
letter. John 0. Smith, jeweler, Cham-
paign, Ill.

WATCHMAKER, good; salary and refer-
ence in first letter. Blickle jewelry Co.,

Rochester, Minn.

OPTOMETRIST wanted to come to Flor-
ida; must pass State Board; write full

particulars. "C 202," care Keystone.

MEN WANTED who thoroughly under-
stand cleaning and repairing time locks

to travel as inspectors through New Eng-
land; state age, experience, salary expected
and references in first letter. The Blake
Bank Lock Inspection Co., Worcester, Mass.

GRADUATE and experienced optician,
salesman and window trimmer for retail

jewelry store; must have jewelry store ex-
perience and good recommendation; salary
$25 weekly. Apply, with reference, J.
Lowinsohn, Birmingham, Ala.

SALESMAN, experienced, on commission
basis in such States which are not yet

covered. Inquire Empire Jewelry Case
Co., Buffalo, N. Y.

A GOOD CLOCK and jewelry repairer,
and to assist on watch work; good ref-

erences required. "L 219," care Keystone.

ONE FIRST-CLASS watchmaker and op-
tician; must be pleasant, sober and re-

liable; own tools; good reference; perma-
nent, agreeable job; salary $25. Gabriel
Jewelry Co., Mobile, Ala.

ONE MANUFACTURING jeweler and en-
graver; only competent man need apply;

salary $25; permanent, pleasant position to
reliable and sober man. Gabriel Jewelry
Co., Mobile, Ala.

FIRST-CLASS OPTICIAN and man who
can help out in jewelry business when

necessary in Colorado city; steady position;
salary $25 week to start. "M i88," care
Keystone.

MR. TRAVELING SALESMAN, $25 to
$35 a week being made by sonic men

carrying our line as a side line; sells to
every jeweler and optician; samples go in
vestpocket. Do you want it? If so write,
giving territory covered and class of trade
you call on. George F. Stanley, 20 East
Second Street, Dayton, Ohio. Correspond-
ence treated confidential.

WANTED, first-class watchmaker and good
engraver; sample of engraving with ap-

plication; goon salary; steady position.
Beilenson Jewelry Co., Helena, Ark.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

WANT to buy jewelry business in Iowa.
"W 114," care Keystone.

WANTED

JEWELRY store wanted, must be well-
established in good location; a cash deal;

ref., First National Bank. Write J. E.
Micks Co., Elkhart, Ind.

SECOND-HAND pair hand rolls, bench
shears, ring-bender, in good shape.

Kors-Meinhardt Jewelry Co., Independence,
Kans.

CRYSTALS in any amount; also first-class
watchmaker's lathe with attachments. H.

B. Lindsey, Tacoma, Wash.

WANTED, to purchase a diamond scale
inclosed within a glass case. Address

Henry Roder, 205 Canal-Louisiana Bank &
Trust Co. Bldg., Corner Camp and Gravier
Streets, New Orleans, La.

SAFE WANTED; must be in good con-
dition; price low; state inside dimension's,

divisions and price. W. W. Condon,
Ocala, Florida.

A MOSELEY lathe with complete set of
chucks and Lancaster engraving block or

a complete set of tools for cash; must be
reasonable. "P 213," care Keystone.

WATCHMAKER with good reference wants
to rent very small space in drug store in

good country town. Will exchange my farm
for watchmaker's stock. P. 0. Box 15, Col-
legeville, Pa.

PARTNER who is a good watchmaker, un-
derstands the business; a good thing for

the right kind of a man with about $2000;
established business in one of the best
towns on the Pacific Coast, one of the
finest climates in the world. "R 215," care
Keystone.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

JEWELRY store in best country in In-
diana; clean stock; population 1500; no

other workmen here; $7oo to $900; write
me. Box x43, Kewanna, Ind.

PRETTIEST western city, healthiest
climate, prosperous jewelry store, located

advantageously with living apartments;
stock, fixtures, furniture, $12,000; without
stock, $2000. Address "R 838," care Key-
stone.

THE only jewelry store in good live town
in northwest Missouri; established 7

years; splendid opportunity for man with
small means; will invoice $2500; can re-
duce to suit purchaser; business clears
$1500 per year; plenty of repair work and
optical business; must be cash; going into
larger business. Address all communica-
tions to "H /26," care Keystone.

AN exceptional opportunity-A capable
watchmaker with $600 can purchase an

old-established watch repairing business in
Chicago. Good location and low rent,
where he can easily make $3500 yearly.
Reason for selling is that other lousiness in-
terests require all my attention; strictest
investigation into business can be had. Ad-
dress "F. U. 3," 1201 Heyworth Building,
Chicago. 

ONLY jewelry and piano store in town of
800 population; in north Nebraska; fine

farming country; all the bench work one
man can do; $200 buys my fixtures and lo-
cation. Write me at once if interested.
E. H. Loney, Orchard, Nebr.

PAYING jewelry and optical business; best
South Dakota city, 15,000 population;

fine location; small stock; health poor, must
get out; investigate. "H 159," care Key-
stone.

COMPLETE stock of jewelry, fixtures, etc.,
in Kansas town of 6000 inhabitants; one

of the most thriving cities in the State; city
has four railroads and rich surrounding
farming country; best location in city; a
snap for a hustler to make a fortune. For
further particulars, "B 162," care Keystone.

JEWELRY and music store, located in the
sunny San Luis valley of Colorado; pres-

ent population 3600; work started on $300,-
000 'beet sugar factory; reasonable terms;
write quick. W. H. Poole, Monte Vista,
Colo.

MUST sell at once, jewelry business; old
established stand of 35 years. It has

started several jewelers on the road to
wealth; guarantee the repair work of
watches, clocks and jewelry will average
over $3000 a year; sales good; location fine,
rent $40 per month, including living quar-
ters; invoice of stock and fixtures $5000;
best of reasons for selling. Address "Box
so," City Post-office, Washington, D. C.

ESTABLISHED jewelry business, best
town in Kansas; largest broom corn

market in the world; $2000; repair work
$15o per month; watch inspection; reason-
able rent; live town. "Box 267," Liberal,
Kans.

FOR SALE

Stores, Stocks and Businesses

OLD-ESTABLISHED jewelry and optical
business in finest health resort in North

Carolina, 28,000 population; bench work
will run $ioo per month steady; stock and
fixtures invoice $4000; reason for selling,
wish to retire on account of age. W. W.
Goldsmith & Son, Asheville, N. C.

THIRTY-FIVE years' established jewelry
and optical business in a good central

Pennsylvania town of s000, doing good
business; bench work averages $moo per
month; will positively stand investigation;
satisfactory reasons for selling; will require
about $5000 to handle. "B 165," care
Keystone.

WELL-ESTABLISHED jewelry and op-
tical business, has been located over 20

years in Iowa, county seat, good farming
district; will invoice about $9000; largest
stock in county; books open for examina-
tion. M. F. Barger & Co., Heyworth
Building, Chicago, Ill.

ONLY jewelry store in town of 120o;
stock and fixtures or will sell fixtures

alone; going into larger business in the
West; no competition. Address "The
Jeweler," Johnstown, Ohio.

OLD age and failing health compels me to
retire; a nice, clean, up-to-date jewelry

and optical business; established 42 years;
the store is a very pretty one, steel ceil-
ings, newly papered and painted, furnace
heat and new electric lights, cherry fixtures;
rent $io per week; can have as long a
lease as you want-I own the building; in
the heart of City of Rochester, N. Y.; will
cost $3000. F. M. Thrasher, 243 North
Street.

ONLY county seat jewelry store, North
Dakota, for sale; no reasons, no opposi-

tion, good business; $1000 required. If
interested and mean business "P 168," care
Keystone.

GOOD opening for beginner with small
amount of capital in county seat town;

all the work one man can do; Dakota.
"P /69," care Keystone.

BRICK building, 25 x 8o feet; jewelry
stock, $1200; fixtures and tools, $800;

musical stock, $600. Sell altogether or sep-
arate; good business point. R. A. Nichols,
Lebanon, Kans.

FOR sale or rent, watchmaker's repair shop,
with full line tools and supplies and

small stock of goods; fine trade on repair
work, enough for two men; no competition;
will dispose of business to suit applicant;
account, death of husband. Address Mrs.
E. M. Ice, Smithfield, W. Va.

UP-TO-DATE jewelry store in good south-
east Kansas town of 400o; also jewelry

store in best location in best city in south-
west Missouri; will consider clear real es-
tate for part. Address "Box 739," Kansas
City, Mo.

FIRST-CLASS jewelry and optical store in
growing town of s000, county seat, col-

lege town, paved streets, located in the
famous Boise Valley, southern Idaho; irri-
gated fruit and grain country; climate can't
be excelled; on the Oregon Short Line;
another railroad now in construction, two
interurban electric lines; one other jewelry
store; stock invoices $3500, fixtures $1i5o;
two and one-half years' lease on room. "H
174," care Keystone.

JEWELRY store-positively the best chance
to get into a good business; trading point

$000 people; did $8983.25 in 1909 and
$9645.10 in iciio; railroad fare paid to any
party who wishes to buy and finds it not
as represented; takes $25oo cash to handle
it; reason, retiring. "II 164," care Key-
stone.

HALF MILLION population and as many
more coming; offering good business, es-

tablished 23 years, at insured value only,
because I'm ready to retire; $1o,000 cash
required; main street, fine brick block;
beautifully appointed store; ten big mahog-
any cases, two burglar safes; rent and all
expenses very moderate. "W 167," care
Keystone.

STORE and fixtures, invoice $250o, located
in heart of orange, lemon and grape grow-

ing country; best climate in southern Cali-
fornia; small competition, one railroad; rea-
son for selling, know nothing about the
business and my manager is going to quit.
Write quick. Clark Myers, Escondido, Cal.

JEWELRY business in town of i000 inhab-
itants; good business and chance for

jeweler with small capital; no opposition;
reason of sale, going into show business.
F. A. Brigham, West Point, Iowa.

JEWELRY and optical store in Chicago;
established eight years; good chance for

watchmaker. S. Davis, i6o West Chicago
Avenue.

FOR SALE

Stores, Stocks and Businesses

AN established watch, jewelry and optical
business; large run of watch work; a

practical watchmaker and optician can make
money on a small outlay of capital. In-
quire of J. Myers, P. 0. B. 632, Cold
Spring, N. Y.

ONLY jewelry store in town of 2000, no
other workman here; watch inspector for

Indianapolis Southern; December sales
$125o; stock and fixtures invoice $2200, no
dead stock; will reduce; good reasons for
selling: fine chance to start with small
capital; $300 will handle it. L. C. Wiley,
Palestine, Ill.

GOOD-PAYING jewelry business in west-
ern Iowa; population 18cio, best farming

country, fine location, cheap rent; clean,
up-to-date stock, fine mahogany fixtures.
Address C. J. Schroeder, Manning, Iowa.

JEWELRY business in Michigan town of
2000; stock invoice about $800; must sell

at once. "C 173," care Keystone.

LEADING Jewelry store in good Oklahoma
town of 35oo; business established; fix-

tures year old; only optician in city; in-
crease December, i9iO, over 1909, 131 per
cent.; rare opportunity; will take $2500 to
$3000 to handle; can reduce; if you mean
business investigate. "W 226," care Key-
stone.

PAWNSHOP, established two years, prin-
cipal business street; invoice about $5000;

will clear you $3000 yearly; will sell dollar
for dollar, with long lease; look this up.
Lou Levy, 2I I Nicollet Avenue, Minne-
apolis, Minn.

JEWELRY store for sale. Having two
jewelry stores, also a factory where we

manufacture our numerous inventions, we
find we cannot devote the time to all our
business, therefore we decided to dispose
of one or both of our retail jewelry stores
to suitable parties at a reasonable figure;
the location is among the best and richest
inhabitants of New York City. Please reply
in first instance to "P 185," care Keystone.

GOOD-PAYING optical department in
jewelry store, South Dakota; 12,000

population, rent $15 month; best location;
leaving for West. "B i6z," care Keystone.

GOOD-PAYING jewelry and optical busi-
ness in central Ohio college town,

beautifully located; population 2000; on re-
duced stock December trade ran $2000;
June commencement trade good as holiday
trade; business for year between $8000 and
$9000; am going on farm. Write for par-
ticulars to M. M. King, jeweler and opti-
cian, Granville, Ohio.

OWING to ill health will sell fine paying
jewelry business in northern Illinois town

of 20,000; firmest opportunity for good
watchmaker; about $2500 needed. "H 187,"
care Keystone.

GOOD-PAYING jewelry business in fine
farming country, in Iowa town; zoo()

population; nearest jeweler 12 miles; bench
work $55 month, annual sales $2000; in-
vestigate at once; $11oo. "P 193," care
Keystone.

A RARE chance for someone; on account
of poor health will sell my jewelry store

cash or easy payments. Dumas, The
Jeweler, 1187 Elm St., Manchester, N. II.

JEWELRY stock and fixtures in good
Kansas town; fine opening for one who

is jeweler and optician; small capital re-
quired; all one man can do. "L 194,"
care Keystone.

ESTABLISHED jewelry business, the
building and two lots; good run of work.

N. A. Vurgason, Bartow, Fla.

AN OLD-ESTABLISHED optical business
in a hustling manufacturing city of 8o,000

population, with trolley connecting suburbs
of 350,000; low rent; also some jewelry and
show cases. Charles J. Rueffer, /8 South
Main Street, Wilkes-Barre, Pa.

A GOOD PAYING jewelry store; best lo-
cation; stock and fixtures invoice about

$isoo•, a money-making stand for the man
with life. Sherman & Havens, Whitehall,
N. Y.

$io,000.00 STOCK and fixtures, located in
best town in Colorado; must get out of

store on account of ill health; repairs $250
a month; beautiful store; low rent; liberal
terms; write for particulars and photo of
store; excellent location for an optician.
Box 714, Grand Junction, Colo.

JEWELRY and optical business in West-
ern Iowa railroad town of 2500, division

point; stock and fixtures invoice about
$7500; can reduce some by taking out dia-
monds; established 20 years; want to retire.
"G 195," care Keystone.
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JEWELRY BUSINESS in western Iowa,
in the rich and beautiful Nishna Valley.

I came here 13 years ago $3oo in debt and
a family of five to feed. I now own my
home and have as fine a store as you will
find; town has water, light and power, and
sewer system is being built; have no com-
petition and have time best location and
lowest rent in town. My business this year
for ten days before Christmas was $i175 in
cold cash and $141'.50 credit. In 13 years
I have lost just $6.50 on book account,
$1.5o for cleaning and mainsprings. I sell
high-grade goods; stock will be sold com-
plete, everything for $isoo; one-half clown,
balance at 6 per cent. "G 224," care Key-
stone.

TIIE pioneer and leading jewelry business
of New Mexico; owner wishes to retire;

location of store secure, ideal climate; can
reduce stock to $10,000 if necessary; only
cash or gilt-edge security considered. "II
179," care Keystone.

$1800 WILL BUY an up-to-date old-cstab-
fished jewelry store and optical business;

all hardwood fixtures, plate-glass cases,
marble floor and low rent; best location in
the town; located in a manufacturing town
in Pennsylvania, population 5000; three rail-
roads; fine farming country; only one
other jeweler in town; eleven miles to
nearest town; fine location for young man,
especially in optics. Terms easy, only part
cash. Good reason for selling. J. M. S.,
354-5 Burd Building, Philadelphia, Pa.

ESTABLISHED jewelry store for sale in
fine city of io,000 in northern Illinois;

store in the same location 21 years; up-
to-date, clean goods; $8000 to $10,000 re-
quired; good reasons for selling. "W
191," care Keystone.

GRAND OPPORTUNITY for a "live con-
cern;" stock and fixtures invoicing $22,-

000, which can be reduced one-half within
thirty days; best location, favorably estab-
lished is years, in heart of city; one of the
most prosperous in the northwest; reason,
retiring. Address Isaac Dornberg, Spo-
kane, Wash.

OPTICAL and jewelry store, established
four years; good location, cheap rent,

opposite finest hotel in New England, trans-
fer station; plenty repairing; stock and fix-
tures about $25oo; good opportunity. J.
Namias, 1292 Main St., Bridgeport, Conn.

$3000 TO $5000 WILL BUY modern jew-
elry store and repair shop in heart of

best city in United States•, lease, fixtures
and goodwill included. Address 0. M.
Roth, 2i9/2 West Fourth Street, Los Ange-
les, Cal.

MY ENTIRE jewelry store, optical plant
and optical parlors, on account of eye-

sight; population 12,000, and only three
other small stores- over $200,000 monthly
pay-roll; write for further particulars.
"P 17o," care Keystone.

$1000 WILL BUY good jewelry store
southern New Hampshire; population

5972; one competitor; fine chance for op-
tician and watchmaker; modern conven-
iences; fine academy, churches and so-
cieties; a good chance; owner going West.
Drawer 0, Derry, New Hampshire.

WIE GEHTS DEUTSCHER l If you've
got $2000 to $3000 and want to get where

the German counts, you can buy me out;
competition nix fict; I am English and
cleared, over store and house expense, $1000
last year. Herr Deutscher can do better.
Germany, care Elliott Wholesale Jewelry
Co., St. Louis, Mo.

ON ACCOUNT of death of owner, well-
established jewelry and optical business in

Texas; must be sold; progressive town;
little competition; $6000 stock; can reduce;
$15,000 business in 191o; best proposition
on the list; write at once. "G 204," care
Keystone.

JEWELRY STORE, best location between
bank and express office; population 2000;

town draws from six smaller places; also
four coal mines within five miles; no com-
petition; fine trade; stock will inventory
about $2000; all new and first-class stock;
cash wanted; ill health cause of selling;
laundry agency pays the rent. A. R.
Ewald, Parkers Landing, Pa.

BEST PAYING jewelry store of its size
in Texas city of 14,000; stock and fix-

tures invoice about $3500; annual sales
$i2,zoo; profit last year $2600; will sell
fixtures without stock; $1000 required.
"B /75," care Keystone.

A FORTUNE for you in the jewelry and
millinery business in Iowa; no dull sea-

sons; new stock, fixtures, store and resi-
dence all for about $800o; can reduce
$3000 cash or security, balance on easy
installments; must be sold at once on ac-
count of health of family. "M 218," care
Keystone.

(Continued on page 326)
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GOOD PAYING jewelry business in good
Nebraska town of row) population; will

invoice about $3000; can reduce; fine ter-
ritory and no competition; must sell at
once on account of bad health. "C 187,"
care Keystone.

JEWELRY and optical business in Ohio
town of 2200; one competitor; invoice

about $2800; all the work one man can do;
stock and fixtures up-to-date; Christmas
sales $z zoo; no old stock; business estab-
lished 1893; best corner location, living
rooms connected; rent $22 for store and
six living rooms, or will sell property
cheap; investigate quick; no agents need
answer. "I i56," care Keystone.

JEWELRY and optical business in north-
east Nebraska town of Soo inhabitants;

stock and fixtures about $250o; will reduce
to suit purchaser; did over $4000 in 191o;
other business. "S 154," care Keystone.

ONLY JEWELRY business in live, grow-
ing town of 1200, northern Ohio; best

reasons for selling. "M 206," care Key-
stone.

JEWELRY and optical business that is
growing in southeast Nebraska; good,

live town; clean town to live in; large ter-
ritory; stock and fixtures $6000; reason for
selling, other business. "C 205," care
Keystone.

EXCELLENT opportunity for the right
man; fine paying optical and jewelry

business for sale in Minnesota town 70o0
population; good reason for selling. For
particulars address "H 208," care Key-
stone.

ONLY JEWELRY and optical store in
lively town of 1000; a fine resort town;

rent $12 per month; all repairing one man
can handle; two railroads; stock and fix-
tures invoice $3200; will sell for $2500
cash. A chance to make money for hustler.
Don't write unless you mean business and
have the cash. Poor health and eyes fail-
ing reason for selling. A. P. Kniebes,
Coloma, Mich.

VARIETY STORE with small stock of
Jewelry ; good run of bench work. Box

696, Austin, Pa.

ESTABLISHED optical office, office corn-
plete, furniture, stock, etc., doing $5000

to $6000 business yearly in the best town
of Oregon, 7000 population, and a large
country around it; largest pay-roll in the
State outside of Portland; good reason for
selling; will invoice about $1500; will sell
for cash or property. Inquire 424 Wor-
cester Building, Portland, Oregon.

JEWELRY STORE, stock and fixtures
$3000 town six years old; population

6000; pay-roll of one plant $18o,000 per
month; one other store in town; business
block $19,000; rents for $1928 a year;
residence $7500. Box 27, Ambridge, Pa.

GOOD PAYING jewelry business in heart
of best farming country in Iowa; fine

bargain; going to California to live, reason.
Lincoln H. Bucks, Jefferson, Iowa.

AT ONCE, up-to-date stock, fixtures and
material invoicing about $3000; located

on most prominent corner in Iowa city
of 25,000 population; good reason for sell-
ing. "D 214," care Keystone.
JEWELRY STOCK and fixtures; will in-

voice $3500; good location; population
of city 900; only store; write for particu-
lars Chas. Fay, Bryant, S. Dak.
ARE YOU looking for a location where
you can make money and have a great

future for yourself; owner compelled to
retire on account of sickness; city about
6000 population, in the Middle West; best
stand; invoice $7000; can reduce. "B 034,"
care Keystone.

FIVE YEARS established jewelry business ,•
finest location in best business town of

32,000 in California; lease runs to June,
1912, with every prospect of renewal; rent
unusually low for space and location;
space in front 35 by 18, including win-
dows; business increasing $2000 to $3000
a year without advertising; fixtures all less
than one year old; two I2-foot oak and
plate-glass show cases; two 6-foot oak and
plate-glass show cases; accommodate 96
regular trays; two i2-foot oak and plate-
glass wall cases, two windows, two benches,
Diebold 5-ply crome steel safe 6o by 31 1,/,
by 24 inside; invoice January i, 191i,
$8650.3i ; business 1910, $11,480 ; gross
profit 191 o, $5520; net profit zsiz 0,
$11380.49; bench work 1910, about $2700.
" 196," care Keystone.

CLEARED $i000 over all store and living
expenses in December, 1910; this store

can be purchased for $8000 to $1o,000; the
proprietor is willing to be qualified that the
above statement is correct. "C 221," care
Keystone.

FOR SALE

UNDER TIIIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

LATHE at a bargain. Address "N 822,"
care Keystone.

GRANDFATHER'S CLOCK, cherry case,
wooden works; two mantel clocks, wooden

works. G. H. W. Smith, No. 7 Spring
Street, Amherst, Mass.

COMBINED Geneva ophthalmoscope and
retinoscope, warranted in perfect order.

E. B. Bach, Sandusky, Ohio.

TOOLS-Complete set Webster-Whitcomb
lathe, z6 chucks, foot wheel; engraving

block, K. & D. staking tool; all nearly new.
Write D. C. Provost, Wyomanock, N. Y.

COMPLETE set of tools used by first-class
watchmaker and jeweler for sale cheap.

"E 55," care Keystone.

LARGE burglar-proof safe with steel chest
and three combinations; also three show

cases; all at a bargain. J. Vanderpool, Xenia,
Ohio.

EATON-GLOVER engraving machine, bar-
gain. M. De Vries, Pella, Iowa.

DIEBOLD large steel-lined jewelers' safe,
trays, etc. "R 189," care Keystone.

OPHTHALMOMETER-Hardy & Co.'s
wired for electric lights; brand new, $80.

Address "P 557," care Keystone.

FOOT wheel, Oliver, ball-bearing, new,
cost $9.on; highest bidder. James Ben-

nett, Elizabethtown, Ohio.

N. C. ENGRAVING machine, style B, with
outfit No. i, COST $110; new, never used;

or will trade for combined Geneva retino-
ophthalmoscope. A. T. Bullock, Nampa,
Idaho.

ONE complete outfit of high-grade watch-
maker's tools, in first-class condition, roll-

top oak bench, lot of first-class material,
crystal cabinet; will sell at 25 per cent. dis-
count to anyone who can use the whole
outfit. E. G. Cumby, P. 0. Flat Creek, Ala.

$40 WILL BUY one Chambers' Inskeep
ophthalmometer; good as new. Huber 85

Bunker Co., Superior, Wis.

MOTORCYCLE, $6o; Cadillac automo-
bile, $250. Frank Catlin, Winsted, Conn.

MICROMETER lathe attachments, new.
R. V. Lee, Coshocton, Ohio.

PIVOT polisher, slightly used; $i5 takes
it. "Jeweler," 3235 West Madison Street,

Chicago, Ill.

$85 EATON & GLOVER engraving ma-
chine; must be sold at once. G. W. Tay-

lor, Williamson, W. Va.

NEW Century engraving machine, with
type, etc., best of condition ,• $20 cash.

Paul M. Strain, Bloomington, Ind.

ONE AMERICAN Watch Tool Company
lathe, 5 wheel, 57 wire, i arbor, I screw

chuck, $20; good condition except nickel
plate; i Beach chuck, cost Sic), $4; I Boley
uprighting tool, cost $4.5o, $2; i depthing
tool, cost $2, 75 cents•, I Johnston ame-
tropometer, cost $20, So); I Ideal cash
register, total adder, cost $140, $45; r W.
W. combined face plate and eccentric
chuck, cost $8, $5. W. T. Green, St.
Louis, Mich.

JOHN BLISS marine. chronometer, in ab-
solutely first-class condition, $175. Wolf

C. Hansen, 827 Fifteenth Street, Denver,
Colo.

ONE POCKET trial case and one punc-
tu rmeter ; both cost $2 .50 ; good as

new; will trade for anything can use.
Henry Young, Louisa, Ky.

ONE NEW CENTURY engraving machine
on stand, just like new, 3 sets type,

novelty holder, z napkin ring holder, i ring
holder. z hollow-ware holder, Victor out-
fit, linograph outfit, i bracelet holder, z
coffin-plate holder; first check for $5o takes
it f. o. b. H. C. Dixon, jeweler, 221 First
Street, Dixon, Ill.

NO. r6 DIEBOLD fire-proof safe, outside
measure 42 inches high and 29 inches

deep, weight 1700 pounds, used 5 months,
cost $100, sell for $6o f. o. b. Jamestown,
Kansas; No. 2522 polishing lathe (Swart-
child catalogue, all numbers are from this
book), will take $10 f. o. b. Dole City,
Kansas; No. 3646 diamond scale, 7; No.
4565 sleeve and stem assortment, 4; No.
4564 crown assortment, $10; 4 1/6 gross
Geneva and Miconcave glass, $12; 5 dozen
round and antique gold-filled pendant bows,
$5; 20 toggle chains, gold filled, $1; 20
gold-filled swivels, 15 gold-filled and rolled
plate bars, $3; assortment of bows, bars,
swivels and hooks, white, 6o cents; mount-
ed antelope head, good condition, $10; pair
good shaps, Sio. 706 Avenue A., Dodge
City, Kansas.

FOR SALE

Miscellaneous Merchandise and
Equipment

ONE-QUARTER H. P. Victor electric
lathe motor; direct current, zzo voltage

and rheostat, almost new; Hardy ophthal-
mometer and adjustable table, good condi-
tion. "B r6o," care Keystone.

FEW gold dollars at $5.00, while they last.
Walter Smart, Bank of Watertown,

Watertown, Tenn.

OUT OF BUSINESS; will sell cheap,
bench lathe, watch, clock and jeweler's

tools. F. C. Bliss, Princeville, Ill.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

RELINQUISHMENT of 8o acres of land,
located on the Salmon River tract, three

miles from Hollister, Idaho, Twin Falls
County; % miles from railroad; good rea-
son for selling. For particulars address
J. S. Pieringer, Bedford, Iowa, jeweler.

$4000 stock in Oklahoma Bus, Baggage and
Carriage Co., for up-to-date jewelry, all

or part. Apply "Jeweler," Mingus, Texas.

$4000 resident properties in the Sunny
Southwest to trade for jewelry business.

"Z 171," care Keystone.

FOR SALE or exchange at bargain prices,
jeweler's plate glass counter and wall

cases, benches, tools, materials, cabinets,
chronometer, trial case, safes, trays; will ex-
change for watches or any staple goods.
J. E. Micks Co., Elkhart, Ind.

I HAVE $1200 equity in a good little 8o-
acre farm 3/2 miles from Bronson, Minn.

Will exchange same for a jewelry stock of
equal value. Address 408-20 Avenue S.,
Minneapolis, Minn.

FIVE acres of ground near St. Cloud, Fla.,
suitable for fruit or gardening, will ex-

change for jeweler's safe, regulator, jewel-
er's trays, watchmaker's tools or material,
or what have you thac can be used in open-
ing jewelry store. C. A. Cole, Kissimmee,
Fla.

GOOD income property at Winterset, Iowa,
to trade for jewelry stole. C. A. Cole,

Kissimmee, Fla.

AS I WANT to retire from business I
would exchange my jewelry and loan

business and real estate for small fruit
farm out West; balance cash; California
preferred•, business now clearing $200 per
month. For particulars address "P 225,"
care Keystone.

"KEYSTONES," 1887 to 1907 inclusive;
make an offer. A, W. English, Wyocena,

Wis.

ONE /2 D. Kelton's roller plate press,
cost $150; one Kelton No. 3 embossing

press, cost $75; used few times; lust about
good as new; cash 25 per cent. discount or
trade for watches. "B 164," care Keystone.

HOUSE lot, near city of Hartford, Conn.,
near steam and electric railroads; will

exchange for watchmaker's lathe outfit.
"A 203," care Keystone.

RETIRED from business and want to sell
or exchange for fire-proof safe or some-

thing can use, one fiat rolling mill 5 by 3,
one rolling mill 3 by 1%, engraved for
chased rings and bangles; one screw press,
one large assay furnace, never used, with
muffles. Bahn, Box 630, Austin, Texas.

LARGE tract of land for jewelry stock.
M. Duffy, 1813 Second Avenue, Rock

Island, Ill.

IMPROVED Southern Minnesota farm, 160
acres; price $70 per acre; will take a

jewelry stock to the amount of $6000.
Box 54, LeRoy, Minn.

EXCHANGE What have you to exchange
for a good piece of unimproved real es-

tate in suburb of large Eastern city? At
local prices worth (wholesale) close to $ro,-
000; good investment, as town offers good
opening for jewelry and repair man; will
consider only good deals; wholesale agency,
specialty manufacturing or well-located re-
tail or merchandise of value; no fakirs.
What have you? Box roo, Moorestown,
N. J.

EXCHANGE, incomplete edition Century
music, 600 copies and folders. Babbitt,

Derry, New Hampshire.

ONE FOUR-ROOM story and half build-
ing on lot 45 by zo8, worth $1000; want

watches and jewelry. Box 104, Louisa, Ky.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

STOLEN-John Forrest, English fusee No.
57415, about 19 line, silver O. F. case;

reward of $5. Terrance McGovern, 8 Moss
Avenue, Danbury, Conn.

SPECIAL NOTICES

COMPLETE finished escapement models in
running order, $i5. The best window

attraction for jewelers. For particulars
write the St. Louis Watchmaking School,
St. Louis, Mo.

MONEY loaned to jewelers in any amount;
strictly confidential; write for informa-

tion; bank refs. The Collateral Loan and
Banking Co., 647 Euclid Avenue, Cleve-
land, Ohio.

HIGHEST cash prices paid for diamonds
and watches; immediate returns made;

bank refs. given. M. Iralson, Masonic
Temple, Chicago, Ill.

WE will buy your entire stock or any sur-
plus stock, spot cash; strictly confidential;

reference, First National Bank. j, E. Micks
Co., Elkhart, Ind.

$10 FOR the watchmaker locating Hamil-
ton watch No. 333,580, 25-year Hunter

Boss case No. 7,388,697 fancy engraved
vermicelli border. Thomas Flood, 114. West
70th Street, New York.

$so.00 REWARD to finder of Howard
watch No. 302753; gold case, open face,

engine-turned; stolen from owner in Low-
ell, Mass; may be brought in for repairs.
Communicate with J. E. Lyle, Lowell, Mass.

FOR RENT-Store occupied by jeweler
for i5 years; best opportunity for jeweler

with small stock; plenty repair; store 20
by 45 feet, two fine plate-glass windows:
rent for $r5 per month. Address The
Citizens' Bank of Wilkinson County, Wood-
ville, Miss.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

I WILL buy your diamonds and watches
and pay you liberal spot cash; money by

return mail. M. Iralson, Masonic Temple,
Chicago.

WANTED Everyone desirous of improv-
ing themselves in watch work, jewelry

work and engraving to address Bradley
Polytechnic Institute, Peoria, Ill., for one
of their latest catalogues. .A postal card
will get it. See ad. on page 310.

WE make a specialty of changing old an-
tique watch cases to stem wind. Some-

thing that has been refused by others.
Have had 40 years' exp. and can guarantee
satisfaction. N. J. Felix & Sons, 45
Maiden Lane, New York.

PORTRAIT miniatures copied from any
photo on watches, dials, brooches and

lockets. Goldstein Engraving Company, 45
Maiden Lane, New York.

ELGIN Horological School, the oldest and
most practical school for watchmakers.

Send for catalogue to Elgin Horological
School, Elgin, Ill.

NOTICE-I have removed from 727 San-
som Street to 807 Sansom Street, Phila-

delphia, where I will continue to buy all
kinds of gold and silver; also refine all
kinds of jewelers' waste containing gold or
silver. Send by mail or express and re-
ceive prompt attention. J. L. Clarke, es-
tablished 1870.

PARTICULAR repair men and clean stock-
keepers, send Jo cents stamps for sample

bottle of New-Luster; a dip cleans silver in-
stantly; balance wheels and plates with
diluted "dip" made like new; circular tells
it all. Formula results of years of experi-
menting. Tom M. Price, Cooper, Texas.

WATCHMAKERS, jewelers, opticians and
salesmen can easily command better sal-

aries. See adv., page 323. The Collett
School. of Engraving.

MR. WATCHMAKER:-Your ability is
determined almost altogether by the

amount of practical knowledge of an es-
capement you possess as the escapement is
the most complex part of an ordinary watch.
"The Little Blue Book" is accompanied
by greatly enlarged drawings of the es-
capement, tagether with simple rules to
follow which will enable you to adjust the
most erratic escapement as perfectly as
when the watch left the factory and do the
work in less than a quarter of the time
usually taken. This new method eliminates
all mathematical calculations and gives you
practical ideas that can be easily under-
stood and applied to actual work. Your
money will be -eturned if you don't think
it is the best thing you ever saw on the
subject. Sent tc any address, postage pre-
paid, on receipt of $1. (14o checks or
drafts.) Address S. A. Weaver, P. 0.
Box H 814, Ticonderoga, N. Y.

BUSINESS NOTICES

SHIP chronometers for sale, in fine con-
dition; price $5o, $75, $100. W. H. En-

haus & Son, 31 John Street, New York City.

WANTED-Every jeweler to send 25 cents
for year's subscription to the Great Ex-

change Magazine; a market found for
every description of merchandise; hundreds
of bargains in each issue; advertising 5
cents line; sample for stamp. Exchanger
and Trader, Chicago.

NEW hairsprings and watch jewels ac-
curately fitted and returned to all parts of

the United States same day received. Write
for price list. Anne & Kleinlein, trade re-
pair department, Ellastone Building, Cleve-
land, Ohio.

THE Omaha Watch Repairing, Engraving
and Optical Institute is recognized by

jewelers as the one school of the greatest
merit. We charge for tuition only and not for
material or watches used while learning.
Neither do we sell tools to make money, as
most schools do. We do not keep students
making tools or doing practice work for
months, but give each one practical work
through the entire course. With these ad-
vantages and a limited number of students
makes this school the best and cheapest
place to learn eventually, in America. Write
for particulars. Drs. Tarbox and Gordon.

Too Late for Classification
FIRST-CLASS all-around workman, reg-

istered New York optometrist; thoroughly
competent to handle branch store; married;
As. "H 231," care Keystone.

GOOD watchmaker and plain engraver de-
sires position in western State; 30 years

old; married, good habits, ambitious; prefer
opportunity for advancement. "S 229,"
care Keystone.

WANTED-First-class jeweler and diamond
setter on platinum and gold work; also

jewelry repairers. Kennedy & Co., 312 and
314 North Sixth, St. Louis.

WANTED-Engravers with experience in
manufacturing jewelry shop. Kennedy &

Co., 312 and 314 North Sixth, St. Louis.

EXCHANGE-Hotel, 23 nicely furnished
rooms; good location, rent reasonable; in

new town in center of irrigation project;
two railroads, population 2000; business will
be extra good after March; furniture is
good; cost $3800; wish to exchange for
equal amount in jewelry; I am a jeweler,
not a hotel man. G. B. Brown, Gooding,
Idaho.

STOCK of $1500 jewelry for sale on pay-
ments; college town, factories, summer

resort; good farming community and only
jeweler in town of i800 people. Address
Edgar V. Koch, La Grange, Mo.

GOOD paying, established jewelry and op-
tical business, beach town near Los

Angeles; $7500 stock; cheap rent, lease; will
reduce stock to suit; sickness reason for
selling; I mean business. J. F. Reed, Santa
Monica, Cal.

SEVEN so-foot wall cases, with mirrors;
nine show cases, two jewelers' safes; all

up to date, good as new, at a bargain.
Address Shelf Bros., Wheeling, W. Va.

SPECIAL opportunity for new beginner to
get into business; well established, small

stock, easy terms; Iowa town, population
i000; ,good farming country. Address
"Iowa," care Norris, Alister & Co., Chi-
cago, Ill.

MR RETAIL JEWELER

DO YOU WANT
SELLERS

The Un-Common Sort
,r at Manufacturers  Prices
11 IF SO CALL OR WRITE

M.J.AVERBECK
Manufacturer Importer

ff.10-12 Maiden Lane. N .Y. City r

When writing to advertisers, kindly mention
The Keystone

COOPER C& SON
713 Sansom St. Philadelphia

WATCH REPAIRING FOR THE TRADE
SKILLFUL WORKMEN

ACCURATE AND PROMPT WORK
Send Trial Package

Repairing
For the Trade
of Complicated and Ordinary

Watches,Wheel and l'inion Cut-
ting, Demagnetizing, etc., care-
fully and promptly done by an
"P(11. A. JETTE

Established 1899 Lancaster, Pa.

Learn Watchmaking
Watchmaking pays and you
can earn while you learn.
Write for FREE BOOK,
''How to be &Watchmaker.'
Postal brings it.

STONE'S SCHOOL OF WATCHMAKING
801 Globe Building, ST. PAUL, MINN.

HAVE YOU SEEN?
AVERBECK'S NEWCATALOG
IF YOU ARE A RETAIL JEWELERAND
WANT SELLERS SEND FOR IT-

GOODS OF THE UNCOMMON SORT

MJAYERBECK=1710.12MmendAY

WATCHMAKING
ENGRAVING
JEWELRY REPAIRING

can be learned in a few months
by our practical methods. Ex-.
pert instruction under actual
working conditions. Enter at
any time- no age limit day
and night classes.

Write for free catalogue containing
full particulars

Chicago School of Watchmaking
Dept. T, Bush Temple, CHICAGO

WATCH REPAIRING

L THE KIND YOU CAteCA1.1. YOU Grim
W1NSLOW.KRAUSE &CO.

LEARN
-JEWELERS
ENGRAVING
"TheSchool that Graduates Experts"
A fascinating trade that pays big salaries,
easily learned, taught thoroughly and prac-
tically by correspondence. We will teach
the beginner better engraving than he can
gain in years of rigid apprenticeship. We
will improve the skill of any engraver and
make him master of the trade. The demand
for competent engravers far exceeds the
supply. Send for handsome illustrated
prospectus, mailed free.

PAGE-DAVIS SCHOOL
Sults 10, Page Bldg. CHICAGO
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We will furnish you with many references of late
sales we conducted regarding our ability for
making large profits.

We made the Auction business a lifetime study.
We can positively make money for you.

We ask you, Mr. Jeweler, who could do more
for your interest.

Write us to-day for full particulars.

How How can a jeweler expect to make the profit that he should
when he does his Engraving by hand?

How can he afford to use his time doing this work, which is
seldom charged for, and leave money-producing work undone?

How can he afford to send it away to be done, pay the charges
both ways and the cost of the Engraving?

How can he take the risk of a delayed execution of the order
and the consequent delay in delivery of the customer's purchase,
with its attendant dissatisfaction?

How can you afford to be without the New Century
Engraving Machine which plugs up the free engraving
leak and does work both satisfactorily and at next • to no cost?
And so quickly that there are no delays for the customer?

Send us a postal request for our catalogue and easy terms.
Write now.

Jewelers'
Auctioneer

Bric-a-Brac and
Art China

HOFFMAN JEWELRY
CO., Columbus, Ohio, $150,-
000 stock-$20,000 in three
weeks.

BINGAMAN 61' CO , Cin-
cinnati, Obio,$150,000 stock
-$26,000 in 34 days.

W. H. STORK, Dayton,
Ohio, $40,000 stock. Sold it
all out.

H. E. PROM NITZ, Van
Wert, Ohio. Very fine sale
and made him a nice profit.

C. W. BOLLINGER, Osk-
aloosa, Iowa. Remodeling
sale-sold $7000 in ten days
after another auctioneer
had made a total failure,
and in February at that,
and hundreds of other
sales for asking.

Have Just closed a sale for Greenwold, Fountain Square, Cincinnati. Note Ohio 
running from

October 2nd to January 8th, 1911, and making him a net profit of over 331/34 after all expenses

were paid, this being one of the best sales ever conducted in the city of Cincinnati.

I sell your stock and don't want you to purchase any new goods to fill in with. I

guarantee you a profit on all salable goods. I am a practical watchmaker and

Jeweler and thoroughly understand the price of goods without asking, which saves

time and money. I will be pleased to hear from you if you are contemplating

holding a sale now or later.

A line from
you will not
be forgotten,
and your
Auction, I am
sure, will be
much appreci-
ated by both
of us.
Have sold the
goods and
saved the store
for hundreds
of jewelers
over the United
States in the
past 20 years.

RELIABLE GOODS ATFor the New Year 1911 BEST OBTAINABLE PRICES
ANOTHER REDUCTION

IN PRICE New "ILIKITP, SANITARY
OR SHELL

In Gold and Gold Filled :11 ount I Jgs and With Rim or Frames.
SPECIAL ()FEI:E.-One sample set of gold-filled 12 "Ilikit" mountings, etched onlenses, in neat velvet-lined case for fitting, $8.00 net. ler. Doz. Per Pr.Gold Filled Rimless 1 10-12 K. . . . . . . . . .  $ 6.60 $ .60Gold Filled 12 K. 1 10 I LI KIT Shell Guards   6.6)) 60A LUMNO HARI I Sanitary Guards  

Gold Filled Rimless 1130-12 K.  
Solid 10 K. Gold, Rimless

4.00 .45
5.50

1 5.00 1.40
'When one 1OZ0111 or more are purchased at one time we allow 10 per cent. air for cash.

Reisner's Improved Lens Measure at   Net, 83.00 each

'1'16 ........ '1111111H II

1 1111111111111
.1' 

........

D. 0. HERNDON, 1202 Commerce Bldg.KANSAS CITY, MO.

No. 2034. POCKET CASE
No. 2034. Black seal grain leather covered, velvet lined case. Lenses in Allumno$t2e2s.t5orinogrs.13,2 inches in diameter. Convex Polished. Concave Gold Plated.
14 Pairs each Convex and Concave Spheres. 6 Discs and Colored Glasses. 

f

9 Pairs each Convex and Concave Cylinders. Trial Frame No. 942; 3 Cell Trial Frame 20.00 net

Don't Buy a Trial Case
Until You See The

AUDEMAIR
10 Per Cent. Discount for Cash
Send for Our Complete
Catalogue of Other Styles.
The Acme of Pc.rfection,

from $10 to $85

Over Twelve Thousand (12,000)
Satisfied Owners of the Aude.
mair Prove our Claim for the
World Renowned Trial Case.

For office, in Oak and Leather,
also Traveling. With divisions
for Stock and Lenses. We offer
'Trial Case known as the Special.
See descriptions and contents.

AUDEMAIR $10.00 to
$89.00

Special discount of 104 un-
less otherwise stated.
Send for our Complete

Catalogue of tither Styles.

GOLD FILLED
SPECTACLES

No. 1, 0, 00 Eye
Made by the IMPROVEDAirrtiou

EXTRA lis 151!
WELL TEMPERED

IIIGIILY LUSTERED

V5525. 12 K., 1-10 Frames,Velvet Tip Cable
Temples

5524. 12 K., 1-10 Riding Bow . . . Frames
5525. 12 K., 1-10 Riding Bow Cable "
1564. 10 IC,, 1-10 Riding Bow
1565. 10 K., 1-10 Riding Bow Cable " . . 6.60
5354. 10 I.., 1-30 Riding Bow " . . 4.00
5355. 10 K., 1-30 Riding Bow Cable " . . 3.00

QUALITY GUARANTEED, same as BILLED

Per dozen
$7  50

. . 5.60

. . 7.00

. . 5.40

Gold and Gold Filled Riding Bow Mountings Per ttoe.
1194 10 K., Gold, Riding Bow Mountings

F559.1 1-10 12 K., Riding Bow Mountings
1594 1-10 10 IC., Riding Bow Mountings
5194 1-30 10 K., Riding Bow Mountings

. .
  85.60: Cable, 6.75
  5.10; Cable, 6.60
  4.20; Cable, 5.20

LENSES We make a Specialty of BIFOCALS, CEMENT, PERFECTION, BISIGHTand APLANTIC.
Ask to see THE NEW ONE - THE TWO SIGHT. Special Thin Round Segment Cement, $6.00 in Dozen Lots

INTERCHANGEABLE EXTRA WHITE LENSES
1st quid. 2tI Qum.

Per dozen.
Periscopic Convex, 1 eye, $1.2'7 $ .97
Periscopic Convex, 0 eye, 1.33 1.00
Periscopic Convex, 00 eye, 1.47 1.1 2

SKELETON OR RIMLESS LENSES
Periscopic Convex, 1st Quality.
2-hole. 3-hole. 4-hole.

0 Eye, $1.54 $1.62 $1.68 per doz.
50 Eye, 1.62 1.68 1.75 per doz.

Periscopic Convex, 2:1 Quality Lenses.
2-1101e. 3-hole. 4-hole.

0 Eye . $1,19 $1.2 7 $1.33 per dozen
CM Eye . 1.27 1.33 1.43 per dozen

Cemented Bifocals, 1st Quality,
" Interchangeably."

1 Eye, 0 r:ye, 00 Eye,
$3.00 $3.10 $3.25 per dozen

A II prices quoted mi lenses trom 0.12 to 4.25.
Usual advance on strong numbers.
ly here not otherwise stated, we will allow

cash discount 10 per cent.

SPENCER OPTICAL COMPANY, 31 Maiden Lane, NEW YORK
NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING MANUFACTURING AND IMPORTING OPTICIANS
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Use Factory Facilities and Save Time

-LUST see how easy this
method of selecting the

right Jewel Pin is why it's
as easy as falling off a log!

With the

Elgin Jewel Pin Gauge and
Jewel Pin Assortment

you can select a jewel pin to fit any size
fork in no time at all.

-X-

THE accompanying pictures show how simple it
is to apply the gauge ; if it's a single roller fork,
just push the gauge into the fork until it stops ;

or, if it's a double roller fork, try it on the notches
until you find the one it fits.

Then select the pin of the size indicated by the
gauge. It will fit the fork with the right amount of
shake.

-x- -x-
-x-

THIS method saves time and temper. It beats
the old method all hollow. What's the use of
sometimes having to try your whole stock of

jewel pins in one fork when a factory facility like
this can be had?

Write your jobber for one today, it will pay
for itself in a short time.

Price $8.00

ELGIN NATIONAL WATCH COMPANY
ELGIN ILLINOIS

329
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We make a great
variety of designs,
but only one kind
—the good ones.

SHOWING METHOD OF GAUGING SINGLE ROLLER FORK

1‘\,

% jps
,

40111,

Write for circular
illustrating our
complete line in
colors with detailed
description.

ode.1

SHOWING METHOD OF GAUGING DOUBLE ROLLER FORK

This
assortment
consists of
one gross
of jewel pins
of various
sizes.

Sizes most
in use
are supplied
in large
quantities.
Those less
often used
in small
quantities.

41[LWe are pre-eminent not only in our line of up-to-dateAlarm Clocks, but hold the same advanced position as
regards Eight Day Clocks.

was the man who missed
his train because the alarm
clock rang off ten min-
utes late. It was not an
Ingraham Alarm—they go
off on the dot. Moral: Use
an Ingraham Alarm and
have a "Sunny Jim " repu-
tation.

CINGRAHAM ALARMS
stay put and don't come
back for repairs—have the
longevity habit and give
perfect satisfaction — the
only cheap thing about them
is the price. The testimon-
ials we receive from satis-
fied and admiring customers
would make the manufac-
turers of " Swamp Root"
and " Halcyon Morn " turn
green with envy.

RECIPROCITY — a
trading arrangement be-
tween friends whereby
each expects to get the
better of the bargain —
usually one does and the
other thinks he does — 'till
he wakes up. When enter-
ing into reciprocity agree-
ments always fortify your-
self with an Ingraham
Alarm set to go off early'.

1111111[1111l1W1111111111M111111111111D1111111.1111111111111:111111111111111111111111111111111

ELGIN JEWEL PIN ASSORTMENT AND
JEWEL PIN GAUGE

The E. INGRAHAM
COMPANY

BRISTOL
CONNECTICUT
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Use Factory Facilities and Save Time

-LUST see how easy this
method of selecting the

right Jewel Pin is why it's
as easy as falling off a log!

With the

Elgin Jewel Pin Gauge and
Jewel Pin Assortment

you can select a jewel pin to fit any size
fork in no time at all.
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T E accompanying pictures show how simple itH
is to apply the gauge; if it's a single roller fork,
just push the gauge into the fork until it stops ;

or, if it's a double roller fork, try it on the notches
until you find the one it fits.

Then select the pin of the size indicated by the
gauge. It will fit the fork with the right amount of
shake.
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HIS method saves time and temper. It beats
the old method all hollow. What's the use of
sometimes having to try your whole stock of

jewel pins in one fork when a factory facility like
this can be had?

Write your jobber for one today, it will pay
for itself in a short time.

Price $8.00

ELGIN NATIONAL WATCH COMPANY
ELGIN ILLINOIS
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SHOWING METHOD OF GAUGING DOUBLE ROI.I.ER FORK

This
assortment
consists of
one gross
of jewel pins
of various
sizes.

Sizes most
in use
are supplied
in large
quantities.
Those less
often used
in small
quantities.

ELGIN JEWEL PIN ASSOR'FMENT AND
JEWEL PIN GAUGE
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We make a great
variety of designs,
but only one kind
—the good ones.

Write for circular
illustrating our
complete line in
colors with detailed
description.

CWe are pre-eminent not only in our line of up-to-date
Alarm Clocks, but hold the same advanced position as

regards Eight Day Clocks.

was the man who missed
his train because the alarm
clock rang off ten min-
utes late. It was not an
Ingraham Alarm—they go
off on the dot. Moral : Use
an Ingraham Alarm and
have a "Sunny Jim " repu-
tation.

CINGRAHAM ALARMS
stay put and don't come
back for repairs—have the
longevity habit and give
perfect satisfaction — the
only cheap thing about them
is the price. The testimon-
ials we receive from satis-
fied and admiring customers
would make the manufac-
turers of " Swamp Root"
and " Halcyon Morn " turn
green with envy.

41 RECIPROCITY — a
trading arrangement be-
tween friends whereby
each expects to get the
better of the bargain —
usually one does and the
other thinks he does — 'till
he wakes up. When enter-
ing into reciprocity agree-
ments always fortify your-
self with an Ingraham
Alarm set to go off early'.
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The E. INGRAHAM
COMPANY

BRISTOL
CONNECTICUT
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THE ORIGINAL

BLUE BEADED LABEL French Watch Glasses

We beg to call your attention

to our large and complete

stock of all sizes and kinds of

BLUE LABEL FRENCH

WATCH GLASSES, as

yell as our line of GENUINE

LATOIX RED and BLUE

LABEL GENEVA and

BASSINE GLASSES, for

which we are the Agents.

Careful attention given in se-

lecting orders. No Disap-

pointments.

All orders have our prompt

and careful attention. SEND

FOR GLASS ORDER

SHEETS.

Tested by Time WORLD'S STANDARD FOR 40 YEARS 
Proved by Use

lo
rtGONSEN

Chl
oCO

lLING

WINS
PRItles

These world-famed springs

have been made by Jean

Jaquet, the well-known

Swiss manufacturer, for

over 40 years, and are

The Only Genuine
Jurgensen Spring

THE MAINSPRING IS THE LIFE OF THE WATCH
Sole Agent for 56 Years

Celebrated Maillspflogs
The CELEBRATED '612del• MAINSPRINGS have stood the most sever

e test and criticisms, and have been used by the

most experienced watchmakers for fifty-six years.

WHY EXPERIMENT WITH CHEAP SPRINGS? THE BEST IS ALWAYS THE CHEAPEST.

L. H. Keller & 
c Importers, Manufacturers and Jobbers

Co Fine Watch Materials,
No• Tools, Files an Supplies, 64 Nassau St., New York

ORDER YOUR

HOWARD WATCHES
FROM

The Non-Retailing Company
JOBBERS IN WATCHES AND CHAINS

Lancaster Pennsylvania
You will need some to fill in for theSpring Trade, and we have the complete assortment.

The HOUSE of SIMMONS CHAINS
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with the outfit, taking the place of 12 distinct lathe attachments.

This outfit costs but $40, whereas the 12 distinct lathe attachments would

Think of it, 12 distinct lathe attachments in one, and 30 advantages besides!

A very fine catalog descriptive of the working application of this tool will be sent to
same.

A Free Trial Offer
to Watchmakers

I want to place this Clement Combined Lathe Attach-
ment in the hands of every live, wide-awake, progressive
watchmaker in the country. I know that if you will give
it a fair, practical working test for 30 days you will discard
old-time labor-expending and time-wasting methods and
keep this time-saving, space-saving, accurate tool. A
tool that once used proves its worth a thousand times over.

Thousands of watchmakers the country over and in
foreign countries have sent in testimonials singing its praises.

This Clement Combined Lathe Attachment will be
sent to any watchmaker in the country for a 30-days' trial
at absolutely no cost to him.

Just give this reproduction a close look.
This is the Clement Combined Lathe Attachment, and

shows all the
parts that go

cost at least $200.

any one asking for
CLIP OFF THE COUPON AND SEND IN.

W. D. CLEMENT : Waltham, Massachusetts

W. D. CLEMENT, Waltham, Mass.

Please send me full particulars of your Clement

Combined Lathe Attachment and the Special FREE

TRIAL OFFER for 30 days. you make.

Name

Street  

City  

State  
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Jewelers Watchmakers Engravers Opticians

If you are looking for TOOLS and SUPPLIES of the very highest quality

at the very lowest prices and in the quickest time possible, send your orders to

The E. & J. Swigart Co., CINCINNATI, OHIO
OUR REPUTATION for superior quality goods, prompt service and liberal treatment re

lieves you of all risk and

is a guarantee of satisfaction. The tools listed below are a few of our SPECIALTIES. Write for others.

Owl

164041

Genuine Moseley Lathe No. 2

Complete with Tailstock, Swing Rest, Taper Chuck, Screw Chuck,

Six 1-4 inch Cement Brasses, Chuck Box and Belting  $31.00

LATHE, same as above, less Tailstock  24.50

LATHE, as first described above, with 6 Wire and 2 Wheel

Chucks  39.00

LATHE, as first described above, with 10 Wire Chucks 41.00

LATHE, " " 46.00

LATHE, " " 
44 20 " 51.00

LATHE, " " 30 " 61.00

LATHE, " " 40 " 71.00

Wire Chuck $1  00 Universal Face Plate . . . . $9.00

Wheel " 1  00 Regular Tailstock 6 00

Roller " 1  50 Swing Rest, complete

Cylinder" 1  50 with T  3 00
Quicktight
Pin Vise
Each,
$1.50

INVERTO
Staking Tool

No. 18
rhe very latest and
most complete

Staking Tool on the
market.

It always pays to
use only the best.

Each in Wood Box, Solid Mahogany, as illustrated.
$32.90 Net Cash

Named "Inverto" because any of the punchos may be inverted, inserted
in the die and used as a stump, which greatly increases range of usefulness.
With this tool the watchmaker has practically 160 stumps and 130 punches,

not including 12 blank punches. Ilas unique and valuable features never

before applied to staking tools, which make it more desirable.

See our Catalogue fcr Staking Tools at all prices

FOR ENGRAVING BLOCKS,
SEE OUR NEW CATALOGUE

All prices not specified net are
less 6% for cash.

The E. & J. S. Special Lathe

Solid Oak Bench No. 1. Price, $20.00

111•11(11 is made of thoroughly seasoned lumber and
finished  iii the best cabinet style. Wit{ not warp or split. Ilas

fru iirlINVI•I'S I iliti lock automatically ; apron drawer, vise rest

and chalk box. Dimensions, 43 inehes long, 26 inches deep
and 40 inches high.

IS AN ORNAMENT TO YOUR STORE.

Use Our New Catalogue
in making up your Tool and
Material orders. Write for a copy,
sending business card with request.
We send it free of charge to the
legitimate trade.

The M. C. Angling Plier
Price, $1.50 net, each

The most practical Mier of this kind
on the market.

Premier Lathe, Genuine Boley, Complete, $22.95 Net Cash

The best medium-price lathe ever put on the market.
Combination consists of 6 split chucks, 2 step chucks, 1 cement and 1

screw chuck, 8 brass cement chucks, belting and chuck stand.
This is a most attractive lathe, full nickel-plated and absolutely true

and ono that we can safely recommend as satisfactory and reliable.
Size of lathe : Length, 12 inches ; bed to center, 2 inches. Extra

attachments can be added at any Cure as they interchange perfectly.

THE E. & J. SWIGART CO., Cincinnati, Ohio
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Attention, Jewelers!
TAKING HOLD 

OAFFTSEWR ETEPHIENGSSMAFILLLINGRSEFEINTECR LETS GO

4:11 Did it ever occur to you, Mr. Jeweler, that the

refining of your sweepings, filings, etc., is a long,

tedious process; requiring great skill and years of

experience, as well as a big investment in machinery,

Blast Furnaces, Reverberating Furnaces and Cupel

Furnaces?

(I Electrically driven machinery in an electric

lighted Smelting Plant.
(11. Twentieth Century equipment and up-to-date

operation.

We give you Service, the kind that gives satis-

faction insures good results and retains custom.

(if The above are reasons why we are invited to
take hold after the other fellow lets go.

Why not give us your business DIRECT?

Returns in 5 to 10 days.

CHECK for OLD GOLD and
SILVER BY RETURN MAIL

If remittance is not satisfactory we will prepay the package

back to you in same condition as received.

Goldsmith Bros. Smelting & Refining Co. 
20 John Street, NEW YORK CITY Heyworth Building, CHICAGO Arcade Bldg., SEATTLE, WASH.

COR. MADISON & WABASH
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WE ARE READY FOR THE SPRING TRADE

40,

dir

4e-

$ .15 per Dozen
1.50 per Gross

Height 3.

Height 4.

Height 5.

Height 6.

Height 7.

$ .75 per Dozen
7.5() per Gross

4%.

ea,

New Model Webster-Whitcomb Lathe with New Model Tip-
over Hand Rest and Tailatock.

Full Nickel-plate. Price. 531.00
which includes Taper Chuck, Screw Chuck, Six 34-inch Cement
Chucks and 9 ft, Bound Belting.

$ 1.00 per Dozen
10.50 per (iross

Height 8.

PRICE. $4  00 er.gross; 5 :IS per,d, oz.TO leini cekv ma s
1 i-Concaves . 4.00 P .

LIST Mir-Calolnelcsaves, Extra.Thfck 1000 " .90 "
8 

)PARALLEL.

LENTILLE.)

.0001■111■111111.11111.MINN

PATENT GENEVA:

4111110.11.11■11111111.111%

EXTRA THICK MI-CONCAVE.

THICK MI-CONCAVE.
Patent Cienei;as . . $8.00 per gross; 5 .75 per doz.
Lentilles 12  00 " 1.25 "
Antiques 8  00 " .75 "
Lunettes 3  00 " .25 "

BLANK ORDER SHEETS FOR WATCH GLASSES SENT UPON APPLICATION

Steel Wire Clock Cord
(Non Rust)

Made in 3 sizes
Put up in 11 ft. Coils

Prices Small Size
$1.50 per doz. Coils

Prices Medium Size
$2.50 per doz. Coils

Prices Large Size
$3.00 per doz. Coils

This Cabinet FREE with your FIRST order for One
Gross Reg,ent Imported American Mainsprings

z4\1\i1114

\,r)

0

0 
C) 

0 )2- 0 

0 4- 0 

0
0 
  0
0   

() 

We are closing out One Hundred
Gross, Swiss steel, Fancy Assort-
ed Hands at $1.00 p. r Ciross. Hist
Come, First Served.

Closing out a large stock of
ROUND SILK GUARDS
that were $3.00 and $4.00
per dozen at $1.00 per dozen
WRITE FOR OUR LATEST, UP-TO-
DATE, CLOTH BOUND, POCKET
PRICE LIST of TOOLS and MATERIAL

CROSS & BEGUELIN
(Incorporated)

$ .75 per Dozen
7.50 per Gross

Pendant Set Sleeve Wrench-10 Prong
Price, 50 cents

000000000000 00000

1 2.3 4. 5 0 7 B 0 10 II 12 IS 14. Is Is 17 IS 83
ORa 0' 030 0" 025 0- 020

 
02s

 
025 023 022 02'

c42 g41 p)35 084 5p53c)40 c39 935 QV 9036

0 0 0 0 0 0 0 0

The JEWELER'S COMPANION, consisting of 21 r, Gross Stones
at 50 Cents per Gross. Total $1.2;. Well assorted for Repairing.

Importers, Exporters and Manufacturers
Watches, Diamonds, Jewelry, 23 Maiden Lane New YorkSilver-Plated Ware, Etc. 7
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Our Exclusive
Manufacture

"Our Perfect" Watchmakers' and Jewelers'
Benches and Cabinets

If it is quality and workmanship you are looking
for you will find it in our Perfect Benches-our
object in manufacturing them was to produce an
article we could be proud of; something that will
last a lifetime and always remain a "PERFECT
BENCH."

The Benches and Cabinets shown under the head-
ing of "Our Perfect" are our original designs and
exclusive manufacture.

They surpass all others in quality and finish.
They are intended to harmonize with the finest
fixtures of a modern jewelry store.

Their beautiful appearance cannot he shown in
any illustration. However, we willingly assume
the guarantee to please.

Each and every Bench and Cabinet is perfectly
constructed and represents the highest class of
skilled workmanship.

Made of thoroughly kiln-dried hard lumber-
guaranteed not to warp, crack, shrink or split.

Rubbed down in oil, piano polish-a beautifully
finished product.

All drawers are handsomely paneled and dove-
tailed, and have heavy brass pulls, an apron
drawer fitted to every Bench.

Length, 44 inches. Depth, 20 inches.
Height, 40 inches.

No. 824. Solid Oak $15.75
No. 825. Solid Oak, with material tray and bot-

tles fitted in center drawer   18.00
No. 826. Birch, mahogany finish . . . .   15.75
No. 827. Birch, mahogany finish, with material

tray and bottles fitted in center drawer . . . 18.00

SWAPTCHILD

Length, 413. inches. Depth, 26% inches.

Height, 40% inches. 12 drawers.

No. 127. Solid Oak   $21.00

No. 127.. Solid Oak, with material tray and

bottles fitted in center drawer 23  25

No. 128. Birch, mahogany finish 21  00

No. 128%. Birch, mahogany finish, with material

tiny and bottles fit ted In center drawer . . . 23.25

REMEMBER, IF YOU WANT A

,ength, 11 inches. Depth, 26 inches.
Height, without curtain, 4034 inches.

No. 820. Solid Oak ....... . . . . . . . $28.75
No. 821. Solid Oak, with material tray and bot-

tles fitted III center drawer 31  00
No. 822. Birch, mahogany finish 287
No. 823. Birch, mahogany finish, with material

tray and bottles fitted in center drawer . . . 31.00

Length, 44% inches. Depth, 28 inches.
Height, without curtain, 3934 inches.

Center drawer fitted with tray containing 189 cork
top bottles.
No. 828. Solid Oak $45.00
No. 828A. Birch, mahogany finish ..... 45.00

Our Own
Designs

Length, 44 inches. Depth, 28 inches.
_Height, 3934 inches.

Large center drawer is fitted with tray containing

189 cork top bottles.

No. 829. Solid Oak  

No. 829%. Birch, mahogany finish
$37.50
37  50

Length, 44 inches. Depth, 26 inches.
Height, 40 inches. 14 drawers.

No. H938. Solid Oak   $25.00
No. H938;14. Solid Oak, with material tray and

bottles fitted in center drawer 27  25
No. H939. Birch, mahogany finish 25  00
No.  19391. Birch, mahogany

hlnisi   wt  i  'a-
10011yandottlesfitted

iucenter drawer, 27.25

JEWELER'S WORK BENCH

Length, 47 in. hes. Depth, 24 inches. Height, 38 inches.
INtade of plain oak throughout, finished and highly polished. The top is

made of hardest birch, oiled and left in its natural finish, which is the most
practical for all purposes. Brass handles on drawers. The Wooden Filing
Itlock being removable, will fit any one of the three holes as shown. Apron
drawer has removable cup.to catch filings.
No. E212     $15.00

" CRACKER-JACK" MAINSPRING, GET THE "BLACK SHIELD "-THE BEST THAT CAN BE HAD

Length, 24 in. Depth, 20% in.
Height, 40% in.

No. H129. 5011d Oak . . . $9.75
No. H130. Birch, mahogany

finish . . . 975

SEND FOR OUR NEW LARGE
CATALOGUE, No. B14-the
largest and most complete Mater-
ial Catalogue in the Country.
Sent FREE upon application.

SWARTCHILD Sc COMPANY
THE LARGEST WATCHMAKERS' D gas'Fi0 

IN 
rHar HEYWORTH BUILDING. MADISON ST. & WABASH AVE. CHICAGO. ILL.
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V. T. F.
Watch Glasses

100% PERFECT

For Sale By All Jobbers in

United States and Canada

Hammel, Riglander & Co.
47-49 Maiden Lane - NEW YORK

 -11

The Spring That Ends Your Mainspring Troubles

PRICE, $1.25 Per Dozen

For Sale by All Jobbers in the United States

LA new Mainspring, accom-plishing an old purpose.
Many mainsprings are resilient

in shape at the time they are
bought, but lose their shape and
efficiency when used.
The consumer is therefore

paying the difference in price for
appearance only.

"ECHARCO"
the trade-mark that stands for
highest quality, retains its shape
and efficiency.

If your jobber is unable to
supply you, send us his name
and we will see that your orders
are promptly filled.

and Canada

47 MAIDEN LANE

HAMMEL, RIGLANDER & CO. NEW YORK CITY

V:
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Exclusive Agents for
the products of

J. N. Eberle &Cie
AUGSBURG, GERMANY

The world's largest

manufacturers of

Mainsprings ,i" Saws

Perfect for Size, Finish

and Temper

The New Improved E. F. B. Graver Handle No. 30

EEB.IMPROVE —

Has the most rigid locking device of any adjustable graver handle. Holds gravers firm as in a

vise. They will be appreciated by the many users of the E. F. B. Gravers. Price, each, $ .50

4111 4111  f;;;F"E
a

The L. B. Pivot Polisher (Pat. July 1910)

The construction of this attachment is entirely novel and

the labor of polishing a pivot is reduced to a minimum. The

illustration shows manner of attaching same to the lathe by

clamping it to the tail stock spindle. The grooved plate in

which the pivot rests while being polished, revolves and is held

in proper alignment by means of a ratchet. Three laps like A & B
are supplied with each tool to permit the use of different polish-

ing substances. The staff may be held in chuck, but the better

method is to let one of the pivots run in one of the female centers

E or D which are clamped in chuck. The balance is then carried

along by the carrier as shown on E. The pivots from the finest

to center pivots may be polished on this tool, as the grooved

plate has graduated grooves to take in all sizes.
The pulley C is intended to go on the shaft of your counter

shaft and the pulley carrying the lap can be connected to pulley

C by means of a crossbelt.
The attachment is finely made, thoroughly practical, and a

useful fixture to any lathe.

PRICE, EACH, $11.00

For Sale by all Jobbers in the
United States and Canada

Hairspring
Scale
No. 1

Finely Nickel-
Plated

Price, each, $2.50

The above illustration gives a general idea of
the utility of this new tool. To ascertain the com-
parative strength of the new hairspring required to
replace an old one is not an easy task, nor one that
can be accomplished except by means of some
accurate instrument.

This new scale is simple in every detail. The
collet or heart of the old hairspring is held in the
clip of the scale. The outer end is held in the
tweezer. Then slide the movable weight on the
scale beam until the point is at the zero mark, and
the graduations on beam will indicate the strength.
The new hairspring should show same reading on
beam as old spring, and a watch so Atted will
require very little regulating. An additional lighter
weight is furnished which is used either alone for
very light springs, or in connection with the other
for heavy springs.

ROLLER REPLACER NO. 1

This tool was designed especially for replacing Table

Rollers in a quick and safe manner.
Heretofore this was accomplished on the staking tool or

other sets of punches, but it is well known that this is not satis-

factory. This tool permits complete control the lever is very
ipowerful, and rollers are readily driven n place without

danger of cracking the roller or injuring the pivots, and in

half the time usually taken for this work.
It is nicely finished in nickel plate and damaskeened.

Price, each   $2.00

Pivot Straightening and Truing Device No. 25

(Pat. Sept. 21, 1909.)

I

By meal s of these tools a bent pivot can be trued to a dead center. The staff is held in
Split chuck and the bent pivot in the conical or V shaped hole of the device the device being

crowded up o the shoulder of the pivot, the lathe to revolve backwards, using plenty of oil on

pivot. Use the smell flattened lever, resting same on the rounded inner surface and gradually

bring the bent pivot to its original shape.
Two sizes are provided which cover a large variety of pivots. The small size .010" 

is for

all staffs and escape pinions, while the larger one with hole .016" Is intended for 
3rd, 4th

pinions, etc.
Made of finest qmility hardened steel and will he found a useful tool.

Price. per set of 2 tools and straightening lever, $1.78.
When ordering, state name and size of lathe.

HAMMEL, RIGLANDER & CO. 
4N7E-49 

YORK
Maiden    

CITY

e
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WINSERA;FPill minimum-in 1„„i10
tuiiiumnsunimm1111!":

The Lebanon Ball Base Engraving Block
is constructed on broad mechanical principles to meet the
demand of not only a medium price block, but at same
time have a sufficient range of capacity for the average
engraver's use.

The Base Is slightly convex, making an easy and
natural position Mr the hand, the weight being mo
that it will retain its position at any angle on the pad.

The Jaws are larger than many of the higher priced
blocks, and are provided with eight distinct circles of holes,
giving them a large and almost endless variety of positions

for holding odd pieces.
The Pins are specially

constructed to bold the
largest variety of work.
The four diamond shape
pins are grooved on one
side for circle work.
Height, 6 in. ; diem. of
base, 41,4 in. ; weight,

9 Its.
The jaws when closed

•i are 21"” in diam. and
°- will open to 3 and by
using the extension pins
will hold pieces up to

'The complete out fit
consists of Block,
Leather Pad and box
containing 24 assorted
pins.Price, complete, $6.00

The Perfection
Gold
Plating
Solution

INTERCHANGEABLE HAND VISE

(!,:•2" :equal size)

This is a new departure in Ilam! Vises.
This little tool is struck front the beta quality
of cold rolled steel. It is strong, the metal
being thrown where strength is required
It has self-adjusting jaws which can be fur-
nished in three styles—knurled steel, smooth
steel or hard rubber. It. is nicely nickel-
plated and polished, and all parts are inter-
changeable. A handy tool for Jewelers,
Opticians and Watchmakers. Weight only
334 ounces.

Price, $1.00
Ask your dealer for it

THE QUICKTIGHT PINVISE
Trade-Mark Reg. U. S. Patent Office

Works Quickest Holds Tightest
Only ONE HAND used in working it

tite el1111N irn mom n —

Chronographs, Horse-

Timers, Split Seconds,

Repeaters, Nurses' and

Physicians' Watches,

Thin Models, Chate-

laines, Bench-Timers,

Alarm Watches, Foot-

ball Watches.

The Only Really Ex-
clusive Watch Stock
in the United States

Patented March 26, 1901

Insert the work, then one stroke of thumb (pulling wedge downward) both closes AND tightens
jaws. Saves valuable time. It will pay to throw away your old pinvise it buy one of these.
Strongest made. No levers to break, or screws to strip. Sent anywhere, postpaid, for $1.50.
Buy it of your dealer, or send to

HENRY ZIMMERN & CO., Wholesale Distributers

A World Beater
The New Conforming Point ' Practical " Stone Setting Tool

(Patent Pen(1ing)
Combined Setter and Beader for Rings, Studs, Scarf Pins, Ear

Screws, etc.
The only practical tool on the market for Betting all kinds of stones.
With this new tool any jeweler or watchmaker can set a stone both
rapidly and securely. It is non-slipping, having a conforming
point provided with a combined push tip and header.
To perform a perfect stone setting job, place the article in a clamp,
holding it firmly against the bench, holding the tool as shown in
cut. Next bring over the tips with the tool fitted over them, using
an upward pressure, thus preventing any danger of chipping a
stone through sl 11pl ng.
Made of extra high grade hardened steel mounted in Rubberoid
handle. Price, 50 cents.

This tool is also made in a smaller size for the setting
of extra small stones. It can be ordered in sets of two,
or singly, as preferred, at 50 cents each.
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Distributers for
U. S. and Canada

" Superior"
Mainsprings
This well-known brand is

Worthy of its cane:
Superior in FINISH.
Superior in QUALITY.
Superior in TEMPER.

Price, $1.25 per doz.

Ask Your

Jobber For

These Goods

118 William St., New York City
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-:_:------■ —_' •Repairers for the Retail
Jewelry Trade

glIOnly those jewelers who deal with us regularly
'"ilrealize how convenient it is to have a house in
the city to attend to all their special order work and
repairing of jewelry and silverware. We repair, re-
plate and reline all kinds of mesh bags and purses.
fq Gold and silver plating, coloring, finishing and
polishing Gold and Sterling Silverware.
c Enclosed packages with ours for other city firms null
be delivered free of expense to you.

WRITE FOR OUR PRICE LIST PAMPHLET

JOSEPH LANDSMAN
51-53 MAIDEN LANE :: NEW YORK
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PRENTISS VISE COMPANY, Lafayette St.,

106-110
New York, U.S.A.

ASK YOUR JOBBER TO SHOW YOU THIS VISE

Large Illustrated Catalogue of all kinds of Vises mailed free

Prentiss' Patent Jewelers' Vises
For more than 30 years the Best and Handsomest Vises made

rr HE outdoor season in the
vvorld of sport is now approach-

ing. Record-smashing in air, land
and water, will call for the high-
grade watches that are our specialty.
Such sales mean large profits to

4 you. We can deliver the goods at
a moment's notice.

we) 

LOOSE AND MOUNTED

DIAMONDS

Ett 
COMPLETE STOCK OF

JEWELRY

Catalogue on Application

Swigart Watch & Optical Co.
328-330-332 SUPERIOR STREET - - - TOLEDO, OHIO
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In all the NArorld there is
nothing to excel the

MOSELEY
A valuable book contain-
ing useful information
about lathes,mailed upon
request.
A good lathe is a money-
maker. None but the
best is good enough.
Lathe complete with two
chucks, cement brasses,
etc.,

$31.00, less 6'; .
Additional chucks, each, $1.00.

Write to us for further
information.

HENRY PAULSON & CO 
156 Wabash Avenue

CHICAGO

ASKO Flat Drills
Actual Size

08 96 94 92 30 88 86 84 82 80 78 76
Sizes 76 to 98 per doz., 75 cts.

74 72 70 68 66 64 62 60 58 66 54 62
Sizes 52 to 74 per doz , 60 cts.

11 - 11 1 fi fl

50 4 46 44 42 40 8 a6 4 32 30 2
Sizes 28 to 50 per doz , 50 cts.

Asko Flat Drills FILL ATLHOENDGRFILELLTLINWEANT IN
These are a continuation of the Asko Pivot Drills.
Covering everything in drilling, from the smallest No. 4 Pivot Drill, for
watch work, to the largest No. 98 for clock and jewelry work.
Asko drills are made from special steel, each drill being carefully hard-
ened and tempered, BEFORE BEING GROUND TO SIZE, which
insures the best possible cutting edge.
Put up in sets of three dozen in a wood block, in sizes No. 28 to 98
thousandths of an inch.

Price, per set, $2.00
From your jobber, or DIRECT FROAI THE MFRS.

A. S. KOCH & SONS
LANCASTER • • PENN.

The Asko
Pivot Drill

A NEW pivot

BETTER than

you have ever

pivoting.

drill and

any drill

used for

GUARANTEED to do

more work than any other

drill on the market.

Needs but a TRIAL to

prove what we say.

TRY a dozen and convince

YOURSELF.

Put up a dozen in a block,

sizes 4 to 26 thousandths

of an inch.

Price, 40 cents

34

GENUINE "CHICAGO WATCH TOOL CO." OUTDOOR

Plain and Electric Flashing Watch Signs
WILL BOOST YOUR SALES AND PROFITS

*44...4-4-4.4-4.+A.44444A4Amm44444444_44444,,

'Written anarrantet

• 
\V\ ■fird

tidttisma1weato,1

(filiirogy Match ,, Otiol (ginitliang

ktfTti.ftrf-ttt

PRICES

Electric Flashing Signs
Complete with support or post as shown above and

with all screws, bolts, etc., ready to set up. Two

lamp sockets, one in the center of each Dial, con-

trolled by an Electric Flashing device furnished with

each sign.
25 inch diameter by 35 inches high, finished in

XXX gold leaf, fully guaranteed.

Picture No. I. Modern 98-W, Watch Sign, $45.00
3. Modern 98-P, with Post No. 2, 57.00

Modern 98-A, Watch Sign, 33.00
Modern 98-X, Watch Sign, 27.00
Modern 98-P, with Post No.3, 47.00
Modern 96-H, Watch Sign, 40.00
Modern 98-S, Watch Sign, 33.00
Modern 98-P, no Post, 30.00
Modern 92-B, Optical Sign, 40.00

Your name lettered on both Dials, $1.50 extra.

44

44

FRANK

lilt, GO
AWEIER

An

Exact

Enlarged

Repro-

duction

of a

Modern

Watch

PRICES

Non-Illuminated Signs
Complete with support or post as shown above

and with all screws, bolts, etc., ready to set up.

Dials are of heavy swell metal zinc, hands and

numerals are in black on a white background.
25 inch diameter by 35 inches high, finished in

XXX gold leaf, fully guaranteed.

Picture No. I. Modern 97-W, Watch Sign, $54.00
3. Modern 97-P, with Post No. 2, 51.00

" 4. Modern 97-A, Watch Sign, 24.00
" S. Modern 97-X, Watch Sign, 19.00
" 6. Modern 97-P, with Post No.3, 41.00
" 8. Modern 97-H, Watch Sign, 24.00

" "12. Modern 97-5, Watch Sign, 24.00
" "13. Modern 97-P, no Post, 24.00
" 16. Modern 92-B, Optical Sign, 24.00

Lettering your name on both Dials, $1.50 extra.

Outfit No. 34 Thaitsctt rseiegtnPositt  Sign,i  hats lillnulstraotecLwtsitahnctir 
an
namaeuntotaml 
automatic Flashing 

irodn. post, 
hr $81 25 Net Cash•

gold leaf, and Spectacle 87ger attached, complete' With sc:resws,gbors,ceetL, ready 
d in 
to set up.

CARRIED IN STOCK READY FOR IMMEDIATE DELIVERY BY

HENRY PAULSON & CO.
156 Wabash Avenue

CHICAGO

SEND FOR COMPLETE CATALOG SHOWING 200 STYLES
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No. 6102

WESTMINSTER CHIME

No. 61

CUCKOO CLOCK

No. 2629

WESTMINSTER CHIME
LOOK

FOR

THIS

LABEL

WHEN

BUYING

ALARM

CLOCKS

No. 6

400 DAY CLOCK

Our New 1911 Line of Imported

%re

CHIME

ALARM 

elLocKsNOVELTY
400 DAYCUCKOO

No. 637

8 DAY SWING PENDULUM

REGULATOR

is the BEST and Most Complete
Ever Shown in the United States "ROUSER"

GUARANTEED ALARM

IF YOUR JOBBER DOES NOT CARRY

OUR LINE, WRITE US

THEODORE SCHISGALL
116-118 CHAMBERS STREET

"P

R"

"P

R"

NEW YORK

343

" If a man can write a better book,

preach a better sermon, or build a better

mouse trap than his neighbor, even though

he build his house in the wilderness, the

world will make a beaten track to his

doorway."
—Ralph Waldo Emerson.

POINTER No. 37

EMERSON WAS LOGICAL
A pathway is being beaten to our door because we have

originated a better money-producing Catalog System.

"The Arnstine Catalog System"
commends itself because it has withstood the test of a quarter of a century—because it is doing 

business year

after year with the same firms—because over 2000 Retail Jewelers can testify as to the merits of 
the "Arnstine

Catalog System."

GET READY FOR YOUR HOLIDAY BUSINESS NOW
Don't wait until your competitor makes a move. Write us to-day. Remember, we make catalogs only for the

Retail Jeweler, and as a rule sell to but one in a city. Let us explain our system. Will cost you nothing.

Established 19G0 EMIL H. LEPPERT Council Bluffs, Iowa

READ MR. LEFFERT'S TESTIMONIAL—"USED ARNSTINE CATALOG SYSTEM FOR EIGHT YEARS'

THE ARNSTINE BROS. CO., Cleveland, Ohio. 
Council Bluffs, Iowa, Jan. 13th, 1911.

Gentlemen :—Eight years of your excellent catalog service has made our store the best know
n and most talked of business house in this part of the west. During the time

through your catalog, we have practically sent our stock direct to twenty-fi
ve thousand different homes, thus enabling entire families to become acquainted with us without

leaving the home circle. The beautiful appearance of the catalogs, the high grade of the 
merchandise displayed, together with our unquestioned reliability, has made the name

"LEFFERT" stand for absolutely the best in jewelry and Silverware.

Without question we owe our extensive out-of-town patronage to the continuous use of your catalogs and 
circulars. As .you know, we have been faithful to the trust and

confidence placed in them eight years ago, there have been times, we admit, when we were 
unable to see immediate results, that we faltered, but thanks to your encourage-

ment and our own better judgment, we never lapsed a year in their use, and now we are reaping the magni
ficent reward of our efforts.

Our greatest recommendation of the efficiency of your system is summed up right here—we will use ten th
ousand catalogs and twenty thousand circulars in 1911.

Thanking you for the gentlemanly and fair treatment you have always accorded us, we are, 
Yours very truly, EMIL H. LEFFERT

(REG.) (REG.)

No. 2547

No. 809 "AS GOOD AS THE BEST COST LESS" No. 5432

OUR

CATALOGS

ARE

BUSINESS

BUILDERS

"OltOriginators of The Exclusive Catalok Method for Retail Jewelers

C L E, V E LA N D c•

INQUIRIES

SOLICITED

FROM

LEGITIMATE

JEWELERS
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Duplex Base Anti-Friction
Engraving Block

NICKEL PLATED

THE GENUINE

are stamped

Designed by an Engraver for Engravers

I Hrminonnimiinp2iinifirliii—

BEWARE OF IMITA-
TIONS. LOOK FOR
THE MAKER'S STAMP

A HIGH-CLASS BLOCK made of the best material, the mechanical work being first-class throughout.
They-tare manufactured by Mr. Ad. Muehlmatt, the well-known maker of high-grade Engraving Blocks.
Complete, including 26 attachments, leather pad, etc., $6.00.

 A New Departure in Engraving Tools 

WELLS' UNIVERSAL GRAVER 111[ONLY PALL[T JDNEl SETTER

Pat. March 0th, 1909

The above cut gives a general idea of the Wells' Universal Engraving Tool.
The crescent graver is held by means of a clamping device and can be adjusted
quickly and securely. The crescent may be set at any angle to suit the
operator, thus enabling him to engrave flat, concave and convex surfaces
with perfect ease and a better control than is possible with any other kind of
tool.
'The length of the graver remains the same throughout the life of the tool ; it
is in the fullest sense UNIVERSAL owing to its uniformity of length, adjust-.
ability of angles and the facility with which it is handled. It is readily adapted
to all kinds of worl:, and inasmuch as the engraver has a superior degree of
control and feel with this tool, he is able to do the work more quickly and
accurately than is possible with any other graver.
The tools are so constructed that when sharpening the crescents lay flat on
the stone ; this assures a sharp cutting angle, and as both ends of the crescent
are ready for use the engraver has two angles of different degrees to suit the
work he has in hand.
The three styles of crescents are (1) sharp point, (2) narrow flat, (3) wide
flat. The tools are guaranteed to be perfect in temper and quality.

 PRICES 
A—Patent handle with one crescent graver   $. 75
B—Patent handle with three crescent gravers I  00
C—Three patent handles with three crescent gravers, 2.00
D—Separate crescent gravers, each  20

The name explains it all

Price, $2.00

The ONLY SETTER
separates the two
jewels so that one
can be adjusted with-
out danger of the
other shifting. The
ONLY SETTER is
fitted with practical
gauges to determine
the amount jewel is
to be shifted, elim-
inating guesswork.

The immense advantage of

Perfect Construction
is obtained in the

Webster-Whitcomb
New Model

LATHES
Manufactured by the

AmericanWatchTool Co.
WALTHAM, MASS.

WEBSTER-WHITCOMB
NEW MODEL LATHE

PAT. APPLIED FOR

IN a Watchmaker's Lathe the vital point is the
SPINDLE AND ITS BUSHINGS. In this
lathe the bearing surfaces of the spindle and

its bushings TOUCH THROUGHOUT THEIR
ENTIRE AREA, insuring continued TRUTH,
easy running and greatest durability. This quality
in our lathes is maintained by workmen of long
experience in the operation of special machines
devised for this particular work.

Many lathes may be found in the market
on which the front end of headstock spindle bears
only on the 45° angle. They may look well on
superficial inspection, but they will run hard if
the spindle is closely adjusted, and are quite un-
reliable for perfect work.

In buying a new lathe be SURE the spindle and bushings are PERFECTLY
FITTED. Without this a lathe is dear at any price.

Our lathes are finely finished. The curves are true and the surfaces smooth.

All sharp corners are carefully and uniformly rounded; this makes a great differ-

ence in the durability of the nickel plate. HEAVILY NICKELED.

In comparing lathes, the size and variety of CHUCKS, as well as the scope
and general character of the ATTACHMENTS should be considered.

A chuck may look nice and shiny, yet be practically worthless. Examine
critically the thread on our chucks in comparison with others. We do not use dies
for threading our chucks. THEY ARE CUT IN A LATHE. The cone and
body of OUR chucks are GROUND to correct FORM and size ; the surfaces are
STRAIGHT and TRUE ; compare them under your eyeglass with the shiny ones.

NEW STYLE

CULMAN BALANCE CHUCK
LOOK FOR STAMP 452r

Made with three interchangeable
screw-on plates, drilled with No. 8,
10 and 12 holes.
Plates are made like the screw bezel
on a watch and can be changed
instantly,they increase the holding
capacity of the chuck ten-fold, mak-
ing it practical for many train
wheels now difficult to chuck.

Send for Circular and FREE
Sample Pair of Torpedoes

Price, $4.00
C. CULMAN, Maple and Hazel Avenues, MAPLEWOOD, MISSOURI

MUEHLMATT'S SIMPLEX WATCH AND LOCKET CHUCKS
Are made in six sizes, hold all Lockets and Watch Cases from 7/8 inch Locket to 18 size Case. TIey are made of hard wood, polished, and do away with all risk of denting andmarring. The metal work is well finished and nickel-plated. The key being detachable, there are no projections when in use. Call he held in any engraving block.

Complete Set of Six Chucks $3  00

SUSSFELD LORSCH & CO 37-39 Maiden Lane, NEW YORK
*/ — WHOLESALE AGENTS —

COPYRIGHT 1909 Ilse A si. WATCH 'rodi: CO.

IN COMPARING PRICES WITH OTHER LATHES,
LEARN THE DIFFERENCE IN SIZE, QUALITY
AND DETAILS OF CONSTRUCTION.

Actual
Size of atMe Webster-

Whitcomb

The thread and outer surfaces of a chuck, as well as its form and proportions, are
important elements in its continued truth and durability. The holes in our chucks
are GROUND to size and truth. We caution you against imitations.

The GENUINE are stamped "WHITCOMB."

LATHE, with Taper Chuck, Screw Chuck, 6 in. Cement Chucks,
Tipover T Rest, 9 ft. Round Belting and Chuck Box  $31.00

LATHE, as above and 6 Wire and 2 Wheel Chucks ( IQ Chucks) . 39.00
LATHE, as above and 10 Wire Chucks (12 Chucks)  41.00
LATHE, less Tailstock, deduct $6.50 from the above prices.
Wire Chucks, each $1  00 Wheel Chucks, each  $1 00
Snyder Chuck   8.00 Universal Face Plate . . . . 9.00

LARGER CHUCK CAPACITY
Viz: No. 80 (or 516 inch) hole through Chuck and Draw-in Spindle.

Watchmakers desiring LARGER CHUCK CAPACITY obtain this

advantage in the

Webster-Whitcomb MAGNUS Lathes
The Webster-Whitcomb Magnus Lathes are provided with a headstock which takes a larger chuck than the
regular Webster-Whitcomb size. This increased chuck capacity (wire chuck with a No. 80 hole or 5,116 inch

through chuck and draw-in spindle) is an advantage which all watchmakers will appreciate.

Webster-Whitcomb MAGNUS Lathe with Taper Chuck, Screw Chuck, 6 jA: in. Cement
Chucks, Tipover T Rest, 9 ft. Round Belting and Chuck Box   $35.50

Lathe, as above and 6 Wire and 2 Wheel Chucks (10 Chucks)   47.50
Lathe, as above and 10 Wire Chucks (12 Chucks)   50.50
Lathe, less Tailstock, deduct $6.50 from the above prices.
Webster-Whitcomb MAGNUS Wire Chucks $1   50 each
Webster=Whitcomb MAGNUS Wheel Chucks  1  50 "
Webster-Whitcomb MAGNUS Headstock (will fit any Webster=Whitcomb lathe) . . $18.50

The Webster-Whitcomb MAGNUS Headstock, with larger chuck capacity, can be applied to
any Webster=Whitcomb Lathe.

Webster-Whitcomb Elect Lathe NEW LATHE FOR WATCH, CLOCK
AND LABORATORY WORK

Webster-Whitcomb Elect Lathe, with Taper Chuck, Screw Chuck, 6 l< inch Cement Brasses and 9 feet Round Belting   $45.00
Length of Bed, 15 inches. Bed to Center, 6 centimeters or 2.36 inches. Swings, 12 centimeters or 4.72 inches.
Takes a Wire Chuck with No. 80 (or 5/16 inch) hole, through Chuck and Draw=in Spindle.

WW Elect Wire Chuck $1  50 W-W Elect Slide Rest   $35.00
15.00Wheel " 1  50 44 Screw Tailstock  

SUSSFELD, LORSCH & CO., 37-39WMHaoidLeEnsLATEe , ANGEEWNTYSORK



STAKING TOOLS
AND HOW TO  

This practical hand-book on the use of the Staking Tool;
written by a practical watchmaker experienced in this line.

The book is substantially and neatly bound in cloth of extra
quality. It has 163 pages, 90 of which are devoted to
diagrams and matter pertaining to the use of the staking

tool, and kindred subjects.

Every progressive watchmaker will want one, and we

make it easy for him to have it. Only 75 cents.

No. 400. PIVOT STRAIGHTENER

This is a New tool for straightening

bent pivots; built on right principles, and

will do the work, where it is practicable

to do it at all.

The points of support and pressure

are adjustable and under perfect control.

The bending lever also serves as an indi-

cator, to show when pivot is perfectly

true; lever is moved by screw and cam

mechanism ; delicate, POWERFUL.

This tool will straighten many pivots

that would be broken by ordinary means;

and all pivots not bent to the elastic limit,

it will straighten quickly and perfectly.

It is The Special and COMPLETE

device for the purpose.

Its range covers all train pivots likely

to be bent, and all balance pivots.

A circular of practical instructions in

the use of the tool, free.

No. 400. Beautifully finished and

nickeled, packed in neat box, price . $5.00

No. 146. TURRET
SLEEVE WRENCH.

10 Bits. New, Novel,
PRACTICAL.

Any of the bits automat-
ically held rigidly in line
with the knurled handle.
To bring another bit into

position: simply "press the
button"and turn the turret.
You can move the tight-

est sleeves with this
wrench and not cut your
fingers; the flat, smooth
case affords great grip for
starting tight sleeves;
normally moving sleeves
quickly turned in or out,
by twirling the knurled
handle.

This is our Unique Jeweled Poising
Caliper, mounted on a non-magnetic base.
The frame is adjustable through about
2000 in the vertical plane.

These frames will fit our standard rub-
ber handle, so the tool may be used in the
hand, or on the base, as each workman
may prefer.

A practical book on poising with each
tool.

No. 408F. Complete, beautifully finished
and nickeled, price $2  50

No. 408G. Rubber handle only, price, 0.50

No. 408H. Base only, price 0  50

For a long time we have made good bits ; but we believe those in No. 146 are the best we have ever

made. We have a new brand of steel particularly suited to this purpose ; this, with our unequaled facilities

for hardening and tempering, produces bits hard, tough and strong ; they fit all standard sleeves.

This tool is a great time-saver ; most sleeves can be removed, a new one inserted and adjusted, in about

half the time required with other styles.

The Best Sleeve Wrench. See it. Feel it; Try it. BUY IT!

No. 146. Finely finished and nickeled, price  

Quickly attached to any staking tool punch. Will enable you to do the

work with absolute precision. With it you can drive that escape wheel

to the desired position, the first time; no time lost in guessing and

repeated trials.

The man—you—who repairs the most delicate

and accurate machine known—the modern

watch—should be provided with suitable

tools, to do his work quickly and perfectly.

Investigate the advantages and novel features

of the Micrometer Stop; the new book men-

tioned above has something to say on the

subject.

To fit K. CAI D. and Rivett punches,
Price, $3.50

Unless otherwise ordered, we send them to fit
K. C81, D. punches.

MANUFACTURERS

Lebanon, New Hampshire

No. 125. MAINSPRING WINDER

This is the Old Reliable Robbins' Winder, with an im-

proved frame ; the crank is high above the vise jaws: no

damaged fingers.

No. 125. 1 arbor, 6 barrels, price  

No. 125A. 3 arbors, 9 barrels, price   3.00

The improvements embodied
in this winder, make it the most
convenient and reliable yet
produced.
The steel barrel plan of winder

is conceded by practical men, to
be the "best ever." In this day
of small watches, thin watches
and freak watches, a greater
variety in sizes of barrels and
arbors is necessary; in this New
winder, barrel or arbor may be
instantly changed. The rear
bearing in the frame opens or
closes by a half revolution of the
knurled nut ; perfectly simple,
perfectly safe; more durable than
ever. The arbors are removed
or laid in place, as simply and
quickly as laying down a tooth-
pick ; the collars, once correctly
set, never need be moved.

Costs more than

regular tools, but soon

No. 127. NEW MAINSPRING WINDER

Improved Frame, New Features

"Time is Money" in
greater degree to-day

than ever before.
Note the new arbor, one piece ; stronger, smoother, neater ; more pleasant to handle.

Also the generous thumb nut for fastening barrels; easily and conveniently operated.

lree'We can furnish special barrels or arbors for any style or make of watch.

No. 127. With 1 arbor, 6 barrels, price $2  25
No. 128. With 3 arbors, 9 barrels, price 3 50

MANUFACTURED BY

Kendrick & Davis Co.
Lebanon, New Hampshire

Sussfeld, Lorsch & Co.
37 Maiden Lane NEW YORK

WHOLESALE AGENTS



A HIGH-GRADE LINE f EMBLEM RINGS at a MODERATE PRICE
ANY ORDER ANY FINGER SIZE AT $15.00 LIST

No. 288
dig
is 
THESE RINGS ARE ALL PLUMP

nall hand engraved. We will send

Let us tell you of our new selling
plan. It will interest you.

10 K.—AVERAGE 6 dwts. each—center emblems raised and modeled--rings all enameled in appropriate colors—you any order—any finger size—at $15.00 list. The best ring on the market at any price.

Wm A. P. CRAFT CO., -Makers  ecEinfeewmeiReirnsgs Indianapolis, Ind.

Makers of the
Famous Blue Ribbon
Auto Cream, Brass
and Metal Polish

Highest Quality and Efficiency

PON 
Contains No Acids or Injurious Agents
Made expressly for use on finest Gold, Silver-

ware, Cut Glass, etc.
Remarkable for Quick Action—Rich and Bril-

liant Lustre—Lasting Fil)
A iso invaluable for Cleaning nod Polishing Mir-

rors, Windows, Marble, Porcelain, Nickel, Tin, etc.
Most Convenient and Attractive Package.

Essential for High-class Trade.
Inquire of your Jobber or write us direct for sample.

International Metal Polish Co. Also Everything in the
Silver and MetalINDIANAPOLIS, IND. Polish Line

"IMPERIAL"
American Mainsprings
FOR ALL WATCHES
They are the best, the most reliable, have
quality, finish, elasticity, temper, strength
and durability, are coiled and tagged and
arranged in the most convenient manner
and fit the barrel without uncoiling.

World-famed for 50 years

NOTHING BETTER MADE
"These Mainsprings are used by more
Railroad Wiltell Inspectors than any
other on the market."

PRICE
$15.00 per gross $1.25 per doz.

Enlarged and correct view of Waltham No. 2203 "Imperial" Main- W. GREEN & CO., Inc.spring, coiled and tagged. None genuine unless marked "Imperial" Watchmakers' and Jewelers' Supply Houseaid bearing our registered trade-mark as shown on cut. The word
"Imperial" is etched on the end of each opting. Beware of Imitation. 81 Nassau Street : NEW YORK

OLD PLATED WARE, BRONZE FIGURES, STERLING SILVER, ETC.,
REPAIRED AND REPLATED TO LOOK EQUAL TO NEW

GOLD PLATING, SILVER PLATING, OXIDIZING,
POLISHING, LACQUERING

We furnish any size new BRISTLE
BRUSHES, CELLULOID COMBS,
CUTICLE KNIVES, BUTTON
HOOKS, NAIL POLISHERS, ETC.,
and fit same to any shape mountings,
CHATELAINE TEL A IN E BAGS repaired

and relined with Silk, Chamois, Suede 

id 

DESIGNS AND ESTIMATES for
special Sterling Silver pieces furnished. •

Work called for and delivered.
After Repairing

Before RepairingLouis J. mEyER 81:10 4 IL    WALNUT STREETELP  I  

9
ESTABLISHED 1892

We GET
Trade by
Giving Our
Customers
Good Value

We HOLD
Trade by

Treating Our
Customers
Fairly

Our 1911 Catalog Shows
the Best Selected and the Best Bought Stock in
Cincinnati for the Retail Jeweler to Choose
From. It Embraces:

Waltham and Elgin Watch Movements,
Keystone, Crescent and Philadelphia Cases,

in Gold, Gold-Filled, Silver and Nickel

Diamonds and Semi-Precious Stones,
Gold and Rolled Plate Jewelry,
Clocks and Bronzes--- all prices---
Cut Glass, Silverware, Flatware,
Novelties in Sterling Silver, Umbrellas,
Manicuring and Toilet Articles, etc.,, etc.

WE do not handle "cheap jewelry" or have any job lots or pre-
mium offers. But for legitimate Retailers we have a legiti-
mate line from which they may order, with the same degree

of safety as though they were making personal selections in our store.
Our prices will invariably be found fair and reasonable, and based upon the intrinsic value of

the goods and what they cost us. By ordering from our Catalog you can depend upon every article
being as described and illustrated— exactly. If the goods are not as represented, or what you want,
we will make good by replacement. But that is not all. Whenever any article is reduced in price
by the manufacturers you will be given the benefit of it, unasked.

Write for our Catalog before you forget it. The satisfaction of ordering what you want, when
you want it, and getting fair treatment, always, is something worth while. This handy reference
book will pay big dividends on the postage stamp you invest in it.
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They are guaranteed to be strictly first-quality glass without bubbles or scratches

,
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The prices on
are not higher
much inferior 0
sold by the
of the United
lows:

The only medal at the Chicago World's Fair for
watch glasses was awarded to the WBSC brand

Oenevas  
MI-Concaves
Mi-Concaves, Extra Thick .
Flat Parallels  
Lentliles  
Flat Concaves  
Fiat Concaves, Extra Thick .  
Patent Genevas
Lunettes  

B & C glasses
w than other and

brands, and are
Zs
,
 leading jobbers
States as fol-

4 .00
10.00
8.00
12.00
12.00
15.00
8.00
3.00

Discount, 6 per cent.

The only medal at the Paris Exposition of 1900 for
wateli glasses was awarded to the WBIC brand.

Over 25 Silver and Gold Medals awarded to the W B & C Glasses at the Different Exhibitions of the World Since 1826Everybody knows that the WB& C glasses HAVE BEEN, ARE, AND WILL ALWAYS BE the leading brand of glasses in the market. Their finish, clearness, flexibility and correctness of size make them so
that the leading jobbers in the united states will use no others at any price. Fou r-fl ft Its of the case manufacturers are using them on account of their accuracy and perfect roundness. They used tobuy a cheaper grade of goods, but soon found out the wisdom of the old proverb, "The Best is the Cheapest at the End."WATCHMAKERS ! I if you wish to save time and money and give good satisfaction to your customers or you are not using them), try the W B g C and don't be deceived by bluffing and humbuggingadvertisements, showing a lot of nonsensical figures. The WggC glas,es are in existence over sixty years, and during that time a great many brands have sprung up in one day, and never heardfront af,erwards. IT IS A GOOD AND RELIABLE GLASS YOU WANT. WHICH IS THE W B & C.

That the WALTHAM WATCH COMPANY is the only watch company
that has come out boldly against mail-order houses?

That because of this stand an immense number of sales have been
turned down by the Waltham Watch Company?

That this heroic attitude was taken by the Waltham Watch Company
largely to protect the legitimate jeweler in holding his business and
making a reasonable profit in the sale of watches?

That if you want others to follow our example you must push hard
the sale of WALTHAM WATCHES, and so prove that it is worth
while for us to make efforts to protect you?

ASK YOUR DEALER TO SHOW YOU
THESE TOOLS. Write us for a No. 5 Catalogue

3133-3141Hardinge Bros., Inc., Lincoln Ave.
Chicago, 111.

FURTHERMORE,
DO YOU APPRECIATE THE FACT

That the quality of ALTHAM watch material is beyond ques-
TRADE MARK.

tion the best that is made in this country or abroad?
HARDINGE BROS

CHICAGO.

AMINO
11111111111r

10 Fit Any Chuck. Hardinge Tripod, Price. each, $3.00

u■-•
Jeweling Chucks. Set of ten, brass, Price, $1.50.

Set of ten, steel, Price. $2.50

Wax or Cement Chuck. Price, each, $1.00
Lathe Chuck Handle. Price, each, $1.00

notomirmailijO*LE-
Screw Cutting Attachment with set of gears. Fitted

to any watchmaker's lathe. Price. $35.00

ALTHAM made Mainsprings are used each
TRADE MARK.

year by watch repairers because of their superiority?

That the quality of ALTHAM Hairsprings, Balances, Pinions,
TRADE MARK.

Jewels, Staffs, etc., is superior to any other make, and
That this same high-grade material is found in all Waltham watches,
and is one reason why they are the best watches?

No. 3—Arbor Chuck with Rings. Price, each, $1.75

Hardinge Pin Vise. Price, each, 00c.

Trued Pivot Drill Chuck
Hardinge Roller Chuck Price, each, 75c.

Price, each, $1.00. Price, set of six, $5.00

Saw Arbor Fitted to No. 38
Wire Chuck. Price, each, 25c.

Hardinge
Improved
Roller

Remover

Send for our Pamphlets for Advertising Purposes

4 'iff111111111. -

Hardinge Balance Chuck. Price, each, $3.75 Dead Center Whirl. Price, each, $2.50
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WENDELL'S PERFECT SAFETY CATCH

1J
1111

OPEN

SETS CLOSE TO BODY OF PIN.
PROTECTS POINT OF PIN TONG.
HANDILY LOCKED AND UNLOCKED.
ABSOLUTELY SECURE.

See Our

CATALOG
For

Class Pins

Greek Letter
(General and Local)

Fraternity Pins

Trained Nurses
Pins

Or
Write for Samples

We Are Headquarters

WENDELL & COMPANY
NEW YORK-47 John Street CHICAGO-256 Madison Street

IF YOU KNEW
How Many <WC> Guaranteed Scientific Rubies

Sapphires and White Sapphires

353

were sold every day you would write at once for a small assortment of them.

When you became familiar with their nature, beauty and wearing qualities you would so

thoroughly believe in them that you would sell them whenever you had calls for doublets, garnets or

imitation stones. You would advise your customers who have diamonds remounted with colored stones

to use them. You would induce your customers to set AM. guaranteed scientific stones in old

mountings instead of selling the mounting as old gold. You would take orders for special jewelry

mounted with these stones.
Every stone is carefully inspected, and only the perfect ones are supplied to the trade in individual papers, with the

guarantee engraved thereon, which eliminates the possibility of jewelers unwittingly purchasing or selling " recon
structed,"

"artificial," "crystalline" or "second quality " as scientifically made rubies, sapphires or white sapphires.

The Alm. guaranteed white sapphires satisfy the demand made by a class of buyers who cannot afford genuine

diamonds, but who desire and are willing to pay for something better than ordinary white stones.

An investment of $10.00 to $25.00 in loose stones will bring you splendid returns. Selections gladly sent for

inspection.
-
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Each unmounted unmounted stone is enclosed in paper with guarantee engraved thereon.

You will sell -

more Scientific

Stones at a

larger profit

with these

Guarantees

than you would

without them

WENDELL  &  COMPANY

cgiv& <W(a> WcAtA g, t4.
45, 47 and 49 John St., NEW YORK 256 to 260 Madison St., CHICAGO



Increase your Spring Sales with

the line that makes all seasons good.

We have many new things to offer.

Real Sea Shell Hat Pins and Scarf Pins
securely mounted in Sterling Silver Deposit.

Exclusive in style, inexpensive in price.

Absolutely new and in no other line.

All Sterling Silver Belt Pins, assorted
shapes.

Hand Engraved, $1.00. Plain, 90c.
Less 6 cash discount.

Willing to be shown that our line of Gold Inlaid
Combs and Barrettes is positively " IT " ? Then
let us show you by asking your jobber to show
our line. Just focus your glance on the above
reproduction. Pretty nifty, eh ? Well, this does
not begin to convey the beauty and extensiveness
of designs of our entire line.

A few Dover Ideas mixed with your progressive-
ness will make business effervesce.

Want something in GOLD INLAID COMBS,
BARRETTES, CORONET PINS, HAT PINS,
Etc.

Then Get Next, We Say—Next to Dover

Write for Samples or for suggestions Through Jobbing Trade Only

But, MR. RETAILER, if your jobber does not
carry our line, WRITE US, and we will put you
in touch with one who does.

Geo. W. Dover Jewelry Co.
710 Eddy Street Providence, R. I.

Send for FREE
Sample Pair

;
11111111111111:H'C?-
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PATENT PENDING

T T costs any retail jeweler absolutely nothing to
1d1A get a pair of these Double Post Expansion
Wi Lever Cuff Links.

We Want You to give them a thorough trial by
actual wear.

We Want You to note the simplicity of mechanical
construction and the impossibility of breaking.

We Want You to learn the ease with which these
Links can be manipulated with one hand both in
entering and leaving the cuff.

We Want You to note the -quality and compare it
with any other button you ever purchased for a like
price.

We Want You to realize the impossibility of coming
out of cuff when sleeves are rolled up, even with soft
cuffs.
We Want You to realize that the shirt manufacturers
will flood the market with soft cuff shirts the coming
season, and that this is the only practical button made
for a soft cuff shirt.

We Want You You Want Us

Write for sample, giving name of your jobber.

WINTHROP MFG. COMPANY
Manufacturing Jewelers

ATTLEBORO, MASS.

NEW YORK OFFICE

15 MAIDEN LANE, ROOM 1609

SA/c,
Sold Through Jobbers Only

4t. 4

■■t, 

"That South Bend Watch

ad convinces me,wonder

where I can buy a

South Bend Watch?

"Ah! Here it is,

'Wide A. Walw,

the jeweler, sells
South Bend

Watches.' "

—and Wide A.
Wake ,the jeweler,

sold hint a South
Bend Watch.

The wise jewel- '
er is the one who
is getting his full
share of benefit de-
rived from the thousands
of dollars we spend annually in advertising South

Bend Watches. You can't expect to sell an adver-

tised article unless you have it in your stock and let

the people know that you are the selling agent for it.

The way of Wide A. Wake, the jeweler, in con-

necting his store with our national advertising

campaign is only one of many possible ways to

get your share of the business our national adver-

tising creates. The public is becoming educated

to the fact that the South Bend Watch represents

the highest efficiency in a timepiece. These

people are ready to buy and they want to

know where to buy the South Bend Watch.

Cut out this coupon and send at once for illus-

trations of newspaper cuts which we will

supply to South Bend dealers gratis.

/ SOUTH
BEND

/WATCH CO.

South Bend, Ind.

Send me illus-

trations of newspaper

cuts you supply free.



A NEW SPRING DESIGN A Few Examples from the New
Bassett 10 Karat Line

(I...Thirty-seven years
specializing on solid

gold front jewelry places
goods stamped "S &-"C"
in a distinctive class.

Our trade-mark (regis-
tered) guarantees the
quality and workman-
ship.

4$ There is a pro-

nounced and growing

demand for metal fobs

of good quality, attract-

ive design and proper

workmanship.

IRA 171T. SMITH , PACTawAST
Broadway Central Bldg., LOS ANGELES

FACTORY

ATTLEBORO
MASSACHUSETTS

SEND FOR CATALOG
Containing Nearly 10,000 Different Designs in Emblems

Bassett 10K. and

gold-filled fobs satisfac-

torily meet all the above

requirements. They are

painstakingly made, are

positively right in

quality and price and

are live sellers.

111 Especially is that

true of the few new

IT Write for more

information about our

N N

N

An extensive and exclusive line of hand-made box crosses, from to 4.1A
inches in length. Plain or engraved. Roman, English or bright gold finish,
10 K. Solid and Sterling.
SOMETHING NEW.—A novel line of Silver Bar and Scarf Pins.
Write us for fuller details of our extensive line and send us your JOBBER'S
name—then we can tell you whether he carries our line.

WM. C. ORIEENE COM-3ANY
 JEWELRY SPECIALISTS 
poll Sabflini Street Providence, Rhode ilsiland

41:L
 Representing all the different organizations in the country—and
something for every organization. Over 20 years' specializing
on emblems backed by conscientious, painstaking, skillful, intelli-

gent workmanship, puts us in a position to cater to your EMBLEM
wants. Our CATALOG contains a full description of our entire line.
SEND FOR IT. Solid Gold and Plate—only the best. C,Our men
are out—give them an opportunity to show you.

EMBLEM MANUFACTURERS

235 EDDY STREET, PROVIDENCE, R. I.

New York Office-6S Nassau St. Chicago Office-1203 Heyworth Bldg.

Manufacturers of Fine Gold Jewelry and Plated Chains
Aborn and Mason Sts., Providence, R. I.

New York Office, 37 Maiden Lane Minneapolis Office, 1116 Lumber Exchange

Chicago Office, 510 Columbus Bldg.



CASTIGLIONI COMPANY
LOCKETS THE LINE THAT MADE US FAMOUS

Just one glance and you are
convinced.

No other ornament means
so much as a locket.

It is valuable not only for itself
but what it holds within.
Whether the dainty trifles of the

toilet—whether a picture—or some
cherished memento — the contents
make it wonderfully personal.

A guarantee accompanies

our line and with these

requirements has

become a factor

throughout the

They will remain forever popular because
men and women cling to memories which they
want always near and yet, perhaps, guarded
from view. The locket is always in fashion
because of its appeal to the heart.

This idea is expressed in the little W. & H.
heart trade mark stamped on the inside of the
locket, which for over half a century has guar-
anteed standard workmanship, wide variety of
selection and faultless design.

Always look for the little heart trade mark
on the inside.

Make a special visit to yonr jeweler just to rev
the locket illustrated herewith, No. 5307. Fine
rolled gold plate, set with sparkling brilliants

arranged in
striking
design.

& Hough
Co.
Provi•
denee
R. I.

Made especially for attached cuffs. Only buttons made that hold cuffs in
perfect position; they enable you to turn back cuffs without removing buttons.
A turn of the lever locks the buttons together; unlocks just as easily. No
soiled cuffs, wrenched, stretched or frayed button-holes.
Our vigorous advertising campaign to the consumer on Lyons Lock Link Cuff
Buttons is now appearing in the most popular and widely circulated magazines.
Every jeweler will have calls for these buttons.
You should take advantage now of this opportunity to become familiar with
the only practical link cuff button on the market—that separates. (See our
offer below.)
Lyons Lock Links are made in two grades and come in dozen and half dozen
assortments. Finished in Plain, Roman, Rose or English gold.

Grade A, $ 8.00 per dozen, retails at $1.00
Grade B, $12.00 per dozen, retails at $1.50

Every pair of Lyons Lock Links is Guaranteed to Wear a Lifetime
You can secure Lyons Lock Links at these prices through
your jobber or by sending direct to the manufacturers.

Our Offer We will send on 10 days' approval one half dozen assortment of
Lyons Lock Links to any reputable dealer. If they do not prove
the best cuff fastener which you have ever seen, return them at
our expense. When writing state which grade button you desire.

re!;.

A sample of the consumer advertising that is creat-
ing and sti ululating a desire for " VV. & H. Lockets
and bringing patronage to your very door. Stock
"W. & H. Lockets and reap profitable benefits
from this direct publicity to the ultimate purchaser.

SEND FOR 191 I SUPPLEMENT TO CATALOG

MAIN OFFICE AND IA( TORY

Providence, R. I. NEW YORK OFFICE: 71 Nassau St., Room 1204

Representative, CHARLES ALTSCHUL

Pacific Coast Office:

SAN FRANCISCO, CAL., 710 Jewelers' Bldg.
J. H. MERRILL

CHICAGO OFFICE: 412 Baltimore Building
M. NEUBURGER

MANUFACT,URING JEWELERS
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THE NAME
THAT STANDS FOR

FONTNEAU & COOK CO.
QUALITY

11.We manufacture only articles having quality.
Our line has such a variety of attractive and

selling designs that we are
able to please the most
fastidious.
It will be to your advantage
to look us up.

M'IMIRRWIR
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BUSINESS WILL COME!
IT HAS STARTED ALREADY

Be Prepared! Buy from a Successful Firm!

M. J. AVERBECK
MANUFACTURER-IMPORTER

10 and 12 Maiden Lane NEW YORK



3() '

The

17095

Here Are a Few of

Line

NEW EASTER NOVELTIES

Sold Through Jobbers Only

Our Guarantee

With Each Article

Now 

—Factory and Main Office

ATTLEBORO, MASS.

New York Office, 9 MAIDEN LANE

t„,■,,t„ IAN ks,
Al LEBOIRO

MA55.

Hew Yon'll'cc,, 9 Mmiden Lane

WM,

Cllc© 1103 OUlte S. reee

MAKERS OF

High Grade Gold Filled Chains,
Lockets and Bracelets

The Coat Chain will be the most popular chain of the coming season.

The Buttons of these Coat Chains include many attractive
designs of Signets and Emblems of the best known orders.

HOW DOES THIS SUIT YOU?

YOUR INITIAL ON THE BUTTON OF YOUR COAT CHAIN.

!,31 M 215-VA OR B & ets
3 krsys.gressx.2m,-..62.rs'..6=,4-sm,-.-g.sz.,,:x4. 9 IN CHAIN 757,73;57....Z6L/277'..e.e.g:KSZTor'7,..01111

ORDER ANY LETTERS WANTED.

Special Society Emblem Charms
OF ALL ORGANIZATIONS IN THE COUNTRY

dVIADE IN TWO QUALITIES, 10 KARAT SOLID GOLD AND BEST GOLD FILLED

ullso a full line of PINS, KNIVES, BUTTONS, etc. You ought to get in touch with a line of

SOCIETY EMBLEMS that will stimulate lodge (large) business for 1911. Not the ordinary

kind, but specialties that are big sellers.

(I...Consult your jobber or write direct.We've a NEW CATALOG which

YOU may find profitable to look over.

A card will bring it.

The Williams & Anderson Co.
MANUFACTURERS OF SOCIETY EMBLEMS

PROVIDENCE RHODE ISLAND

FRATERNITY
and CLASS PINS

10 and 14 Karat made to
special order.

We have specialized for
years on creating exclusive
designs for Colleges and
Fraternities.

Let us estimate and create
designs for your college trade. Located right in a college city.

WILLIAM L. PANIKOFF 
MANUFACTURING JEWELER

828 Chapel St., New Haven, Conn.

IT'S THE LITTLE THINGS THAT COUNT
ig Watch Keys are a small thing,
seemingly not necessary to have
in stock. Yet there are thousands
of key-winding watches in use
at present. Any day you may
be asked for one. Will you be
found wanting?

Trade can be made and held
by catering to the consume' in
this respect.
As long as you MUST carry

watch keys better have the best.
That is CLARK'S LOOP
WATCH KEYS. Cheapest in
the beginning and in the end.

A. N. CLARK & SON, Plainville, Conn.
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TO THE RET AILER:—If you expect to stay where you are and hold
the old trade, _vou • can not afford to sell second-class goods.
The BRYANT RINGS will hold the old customers, and every ring
you sell will be an advertisement that will attract new ones. They
are the Best Made and Best Known Rings in the market.

M. B. BRYANT 0 CO.
7 Maiden Lane, New York

LOOK FOR
PR - ST - CO

on
Spring Rings and Swivels

of all Chains

Trade-Mark

PROVIDENCE STOCK COMPANY
AMORITA BRACELETS
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S Sold Through Jobbers Only

FACTORY and MAIN OFFICE

100 Stewart St., Providence, R. I.

AMORITA BRACELETS with the patented wire
SAFETY GUARD and popular designs make
exceptional talking points.

The simplicity of construction of this guard makes
it of practical value.
Our line of LAPEL COAT CHAINS and WALDEMAR CHAINS is made in all the best styles of links—fine, curb, cable,planished, chased, etc.
The SPECIAL PROCESS—HARD FINISH—WEAR-RESISTANCE- HIGH-GRADE GOLD-FILLED STOCK that our entireoutput is produced from, gives greater value to the consumer.
LOOK for our trade-marks on bracelets—Heart and Two Arrows—on chains PR - ST - CO.

IPROVIDE,NCE, S11.04.31K 4.3.C.)MLIANA'

MADE IN ALL WIDTHS

Look for PR-ST-CO stamped on swivel of
Coat Chains, etc.

NOTE THE GUARD

Look for 4— Trade-Mark

Look for —> Trade-Mark

•1■115 

Sold
-I Through

Jobbers
Only

A

SAMPLE OFFICES :
11 Maiden Lane, New York
131 Wabash Ave., Chicago
45 Kearney St., San Francisco, Cal.

•■•■••

Water-man 's
(Ict-661\

itiPenFou
THERE is only one

way to secure a

good profitable fountain

pen trade and that is to sell

the line that is known to every-

one for its superiority. It takes

less time to sell a Waterman's

Ideal than any other pen. You

can supply everyone with the pen

they prefer from this one line:

Regular, Safety and Self-filling.

Once sold the pen never comes back

and you have made a satisfied cus-

The Trade-Mark that

your customers have

known for years.

It sells pens

and guarantees

them. Avoid

the substi-

tutes.

tomer.

because

is soon

Inferior pens are sold only

the price is low, and that

forgotten. Sell Waterman's

Ideals just because they remain the

best, are a complete line, prices main-

tained, and continuously advertised.

Write for Catalogue

and suggestions

for Jewelers' As-

sortments and their

sale.

365
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WHEN
A

CUSTOMER

WISHES
TO

SELL
You any lot or single piece of mounted diamond jewelry—
large or small—do not turn him down absolutely, send the
goods to me for a

SPOT CASH
OFFER

and save all trouble and worry. I pay all express charges and insure the goods in transit. I have been in the
business right here for 19 years, and can give the very best references as to responsibility on application. Offers
and valuations furnished promptly. See ad on page 531 of this issue. Write for further information.

J. J. COHEN
AMSTERDAM, TULPSTRAAT 10 ESTABLISHED 1801

1011 CHESTNUT STREET
PHILADELPHIA, PA.

LONDON, AUDREY HOUSE, ELY PLACE

FREE—GOLD SALTS FOR MAKING ONE PINT GOLD SOLUTION FREE
QUART
GOLD SOLU110
PRatflyT —

GIJAPprEE
a°1-9

50LIMOlt
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Lf1f3E1,-,,,E
NOTIN'
BOW,

t. D

GOLD SOLUTIONS A Snare—A Delusion—And a Pitfall: Its Victim—The Unsuspecting Jeweler
If you have plenty of water, you can make gold solutions at any price. For example:—Two pennyweights of metallic gold, chlorided and

cyanided, can be diluted with one gallon of water or more mid " pia,sto f.hange" Om gold solution is ready. With sufficient current you Call (10
gold plating, therefore, the term quart Gold solution is a snare, a delusion and a pitfall, because you buy water mid are made to pay the
price of geld for it.

We meet 1he price of MOO per quart solution, set by others, but remember well, such price reductions can only be met by lessening the
amount of gold, not the water in I he solution and always at the expense of the jeweler. These are facts at which even the most " incredu-
lous " mar not dare to ,woir, but irrespective of all this wherever you find our trade-mark " USECCO" on the label, we guarantee a more
liberal amount of gold, a perfect gold solution, clear white, free from sediment, lasting and of highest efficiency.

The layman whOse sole wisdom of concocting gold solutions has been acquired from text-books, can never prodm•e gold solutions profit-
able to the jeweler, for the si [epic reason that the mysticism of chemistry calls for the knowledge of the expert chemist who makes chemistry of
metallurgy his life study.

Making gold solutions and gold plating salts for the jeweler and jewelry jobber is our specialty and not a side line. You would hardly
go to the blacksmith's to buy a gold ring or to the shoemaker for a wedding cake. Ponder over this and refuse to be " victimized "
any longer. Not only are we the sole manufacturers of the gold plating salts universally used for over IS years by all the leading jewelry
manufacturers hut we are also the originators of such fancy gildings as the various rose golds, green golds, etc., which is a statement that
praises far more than mere laudatory words can do. Our expert advice is always at your service tree of charge.

Our gold plating salts are in dry form containing 12 Dwts. of gold to the gallon and the necessary chemicals. Dissolved in wafer the
soliition is ready for work. For the benefit of the small manufactoring and retail jeweler our gold Plating Salts are pnt up in quarts, which we
guarantee to contain fully as much or more gold than is contained in TWO QUARTS of any of the gold solutions now on the market.
Circulars on request.

MR. JEWELER I We strive to give you a fair deal and full value for your money. Expecting that you will welcome a chance to dis-
criminate bet wenn good and bad and rich and poor solutions, we make for a short time only the following ilnprecedented

mor- SPECIAL FREE If ordered direct from us with remittance enclosed, we will send with every
quart of gold salts so ordered absolutely free of charge one trial pint of any of

GOLD SALT OFFER our gold salts you may select. Salts will not deteriorate, and keep indefinitely

Homan Gold Salts for 1 quart Solution . . .
Red Gold
01 English
14 or 18 Karat Gold
Rose Gold 66

. . 4..0
66

• . 4.50
6 4

Orange Homo Gold for 1 quart Solid ion . . . $4.80
Green Gold
Antique G1.4.1.11 Gold Salt s " .. 

• • • 4.80
Egyptian Green (ii .1(1   5.00
Silver Salts, for half-gal., $3.1 O ; for 1 ga I. .   0.00

P..ice, 9315.00 Net Cash

French Gray Salts, for 1 gal.   $3.50
Copper or Itrass Salts, f or 1 gal.   3.50
Silver OxiIii7.1•1` •   50 cents and $1.00

PRICES ARE ALLN lYE CASH-

A Complete Plating and Solutions Outfit Guaranteed to Work Correctly in every detail, containing :
Plating Salts for Making 1 Pint (16 ounces) Roman Gold Solution Plating Salts for Making 1 Pint 116 ounces) Silver Solution

1 " Copper
Gold, Silver and Copper Anodes, Enameled Plating Tank and Stand, Wire, Instruction Book and one

TRADE amax

PLATING SOLUTION
FOR EVERY FINISH.
ROMAN GOLD
,ROSE GOLD
ANROUE GR1ENGOLD
OLDENOLISH GOLD
0040_FonyC_T6q46

U.S.ELECTRO CHEMICAL CO
78 LAFAYETTE 51 VI

"CHAMPION" Plating Machine for $15.00 net cash
This Champion Plating Machine is equipped with such strengths of current as to enable any ole tO correctly do Roman, Rose, Green, Red,
Orange Rose, Antique Green, English, 14 or 18 K. Gilding, Silvering, Coppering, etc., a lid obtain results equal to those of the skilled plater.

The Champion Machine is simple, practical, always ready for use, unfailingly correct, and just the machine for the Jeweler's needs. Can be
used with any good Plating Solution. The Batteries contai ned therein are dry Cells, turn isli I lig the regular cturents necessary Tor all the shades
enumerated on the machine, and being connected for long life (two cells doing the work of one', will in consequence thereof, last twice as
long. The Champion Plating Machine has a Rheostat (switchboard) for increasing or decreasing the current. 'Diming the lever from I to 2
necompiNies it. Dead batteries can be readily ?enlaced by anyone at a small cost The machine box is made of oak, anti has nickel-plated
attachments. Weight, 30 lbs. boxed. Size, IS inches long, 9 inches high and 6 inches wide.

The Champion Plating Machine, fully guaranteed to do as represented, together with salts for ONE PINT each of ROMAN GOLD, ROSE
GOLD, SILVER and COPPER, Anodes, Tank. Stand, Wire, Instruction Book, etc., $15.00 net cash. WRfTE FOR CIRCULAR.
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U. S. Electra Chemical Company, Sole Manufacturers of Electro-Plating Salts? 78 Lafayette Street New York
We are SPECIALISTS in Plating Machines, Plating Salts and Solutions. They are no SIDE LINE, but OUR SPECIALTY

Just What You Have
Always Wanted!

A BOON TO THE RETAILER
It costs you practically nothing

Because It pays you an enormous profit
It enables you to make repairs at once
It will bring you increased patronage

The Jeweler's Companion
Containing 30 dozen imitation Jewels in
the most desirable kinds and sizes,
consisting of brilliants, oval and round
turquoise, whole and half pearls, rubies,
sapphires, emeralds, topaz, amethyst,
opals, etc., for immediate repairing.

The sketch below shows a two-
third size of the outfit.
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Dessert Forks
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"Sil'''ver Plate that Wears" they present a very handsome appearance.
They are of various sizes and call for a variety of assortments of
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As out-of-the-ordinary gifts chests of silver are always desirable and the dealer
should be ready to suggest their use. They also make a fine display in the
store. Write us for illustrations and prices.
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Smuggler Given a Prison Sentence

THE past year was made notable in the

gem trade of the country by the vigor

and efficacy of the campaign against

smuggling conducted by the customs author-

ities in connection with the importers' and

diamond cutters' associations. The treat-

ment accorded those arrested on this charge

and the large fines imposed undoubtedly

had their effect in checking the smuggling

fever, but it remained for a threat of im-

prisonment to fully open the eyes of the

transgressors to the gravity of their offence.

Chances were taken, nevertheless, doubtless

in the hope that the threat would not be

put into execution, but all doubt as to this

was removed on February Toth when a New

York judge responded to the appeal of the

District Attorney and condemned a lady

smuggler to imprisonment in the Tombs.

The sentence was by no means severe, but

it served the purpose of definitely placing

the stamp of criminality on this offence,

which heretofore had not been regarded as

a serious moral transgression.

The Keystone to be Issued
Twice Each Month

BEGINNING with July THE KEYSTONE
will be issued twice each month, on

the 1st and 15th, making twenty-four issues

per year instead of twelve, as at present.

This change, which is made after mature

deliberation in response to modern trade

conditions and requirements, will mean

greatly increased value to subscribers and

greater serviceability to all concerned.

Those who subscribe or renew their sub-

scriptions this month will receive twenty

issues, the monthly issues of March, April,

May and June and two issues each month

for the remaining eight months—all for

$1.00, the present subscription price.

We would suggest to our readers whose

subscriptions have expired to take advan-

tage of the opportunity and renew their

subscriptions without delay.

Resumption of Organization Activity

AGLANCE through this issue will show

that there has been a 'widespread re-

sumption of organization activity through-

out the country, and steps have already been

taken to extend the movement and organize

associations in those States wherein none

exist at this time. The anabasis of Presi-

dent Roberts and Secretary Wheeler, of the

national association, last month accom-

plished much in the direction of stimulating

enthusiasm and influencing jewelers to be-

come members of their State' associations.

Elsewhere in this issue will be found an

appeal to the trade in the New England

States to join their brethren in other parts

of the country in forming organizations to

be affiliated with the national association,

thus making the latter unmistakably repre-

sentative of the retail jewelry interests of

the country.' The national organization has

now a membership of 3500 and it is hoped

that the present year will find this increased

to 5000 at least, with a corresponding in-

crease of influence and efficiency for the up-

lift and betterment of the trade.

Already dates have been fixed for a large

number of the State conventions which will

culminate in the convention of the national

organization in Richmond, Va., during the

first week in August. The officers of the
national body have taken time by the fore-
lock and have already made important ar-
rangements for the holding of the conven-
tion, the visitors to which will be_accorded
unusual civic honor and hospitality. The
Richmond Chamber of Commerce has
planned a reception for one of the evenings
of the convention, at which the Governor
of the State and the Mayor of the city will
be present. This will be quite a brilliant
function with the alluring accompaniment
of a dance and refreshments. The jewelers
of the city have decided to treat the visitors
to a delightful boat ride down the historic
James River, which also promises to be an
occasion of rare enjoyment. The ladies of
the party will be overwhelmed with South-
ern kindness, and automobiles and all other
forms of transportation, with the possible
exception of airships, will be at their serv-
ice. With such plans outlined thus far in
advance and the convention dates coming
at the height of the vacation season, no
jeweler could make any better arrangement
for his annual summer relaxation than by
journeying to Richmond the first week in
August and absorbing the benefits and re-
veling in the enjoyments of the convention.
It was a happy thought of the officers of
the national association to organize the New
England. States at this time, as a large con-
tingent from that section would add greatly
to the numbers and influence of the Rich-
mond gathering.

M 1 NNESOTA was the first on the list
of State conventions this year and

a repot of the proceedings will be found
elsewhere in this issue. The other State
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conventions of which we have been notified
up to this time are

Nebraska Retail Jewelers' Association,
Omaha, March 21st and 22d.

Indiana Retail Jewelers' Association,
Evansville, May 2d and 3d.

Pennsylvania Retail Jewelers' Associa-
tion, Pittsburg, May 4th and 5th.

Illinois Retail Jewelers' Association,
Rockford, May 9th, loth and 11th.
Kansas Retail Jewelers' Association,

Hutchinson, May loth.
New Jersey Retail Jewelers' Association,

Newark, May iith.
Oklahoma Retail Jewelers' Association,

Tulsa, May 15th and 16th.
Arkansas Retail Jewelers' Association,

Little Rock, May 23d and 24th.
New York Retail Jewelers' Association,

Buffalo, May 23d, 24th and 25th.
Missouri Retail Jewelers' Association, St.

Louis, June 12th and i3th.
North Carolina Retail Jewelers' Associa-

tion, Greensboro, June i4th and 15th.
Ohio Retail Jewelers' Association, Cedar

Point, June 26th, 27th and 28th.
Colorado Retail Jewelers' Association,

Denver, June 27th.
Iowa Retail Jewelers' Association, Des

Moines, June 27th to 3oth.
Virginia Retail Jewelers' Association,

Norfolk, June 28th.
Wisconsin Retail Jewelers' Association,

Milwaukee, July I all, 12th and 13th.

The above is quite a formidable aggrega-
tion of trade gatherings, and their delibera-
tions, conclusions and demands may well
be regarded as the voice of the trade. The
attention of the members of the State as-
sociations is directed to the fact that a mid-
year meeting of the members of the Ameri-
can National Retail Jewelers' Association
will be held on March 16th at the rooms of
the Chicago Wholesale jewelers' Associa-
tion, in the Columbus Memorial Building,
that city. This meeting, we take it, will, to
some extent, point the way to the State
conventions and aid in the formulation and
adoption of harmonious action. President
Roberts informs us of general increasing
membership and renewed enthusiasm in as-
sociation work, and reports a spirit of
friendly rivalry between the East and West
as to which State will show the largest en-
rollment at the Richmond convention.

Diamond Prices Still Advancing

THE 
presence of a number of American

purchasers in the diamond markets of
Europe has brought to this country many
reports in regard to the present price situa-
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tion. The autocracy of the syndicate which
controls the distribution is characteristically
shown in the announcement of a new
scheme for maintaining the prices of the
gems. Formerly the supply of diamonds
was limited, but now not only is this being
done, but it is complained that gems of in-
ferior grades are being mixed with the fine
stones and sold at the prices demanded for
the better product. It is asserted that by
this method American buyers are forced to
pay big prices for poor diamonds or return
home empty-handed.
A leading importer claimed that the new

scheme of the syndicate had already re-
sulted in an actual advance of 15 per cent.
in the price of diamonds. This increase was
not officially announced by the syndicate.

In speaking of conditions in the American
diamond trade he made the assertion that
while the appraised valuation of $40,506,488
placed on the gem imports in 1910, which
was one of the largest imports in the history
of the trade, indicated that more diamonds
were imported during that period than in
1909, this was not an actual fact. He forti-
fied this statement by the opinion of many
of the other large dealers, who had told
him that they imported more diamonds in
1909 than in 1910.

Patents in Relation to Fixed Price
Contracts

A. DECISION handed down last month
by Judge Sanborn, of Chicago, in the

case of a watch company against one of the
large mail-order houses of that city, inci-
dentally established a point which will aid
considerably in maintaining the now widely
popular policy of fixed prices. The watch
company some months ago brought suit
against the mail-order house to enjoin the
latter from selling certain of its products
at prices less than those fixed by the price
contract under which said movements were
sold by the company. In making answer
the mail-order house offered certain alleged
defences, to which the complainant took ex-
ception and moved that they be stricken
from the answer. In this they were sus-
tained by the Court in a decision which is
of special importance apart from this par-
ticular case, as giving a wider significance
to the term "patented" in connection with
manufactured products.
The decision implies that a price contract

may be supported by a patent for a mere
improvement, provided the patent be valid
and the improvement be something essential
to the operation of the device for which it
is intended ; that is, that it would be some-
thing which, if taken away, would stop the
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operation of the mechanism, and the fact
that some different contrivance might be
used to accomplish the same purpose is im-
material so far as the validity of the patent
is concerned. The decision fortifies still
further the rights of the patentee or those
to whom patents are assigned, and leaves
practically unrestricted the privileges
claimed by them in virtue of such right.

Causes of Mercantile Failures

Pr HE customary annual analysis of
failures made by Bradstreet's for the

year 1910 is interesting as a complete refu-
tation of the ancient myth that about 90
per cent. of the men who embark in busi-
ness ultimately fail. The investigation of
Bradstreet's into failures has been made
year after year with extreme care. They
show now, as formerly, that "tendencies
present within the individual himself are
largely responsible for four-fifths of all
business failures," the remaining one-fifth
being due to "extraneous conditions over
which he has little, if any, control."
The researches of Bradstreet's have

shown that the "faults within themselves"
which cause men to fail are eight in number,
as follows: Incompetence (irrespective of
other causes), inexperience (without other
incompetence), lack of capital, unwise
granting of credits, speculation (outside
regular business), neglect of business (due
to doubtful habits), personal extravagance,
fraudulent disposition of property.
In 1910 the failures due to the above

causes comprised 82 per cent. of the total,
while only 18 per cent. were due to causes
beyond the control of those who failed ; in
1909 the percentages were 81 and 19 ; in
1908 they were 75.5 and 22.5.; in 1907, 81.1
and 18.9, and in 1906, 79.7 and 22.3. Of
the eight causes named, "lack of capital,"
in 1910 as in all previous years, was the
chief, being responsible for 33.9 per cent.
of failures. Next came "incompetence,"
which caused 26.6 per cent. "Fraud" was
responsible for 11.2 per cent.-this is about
the normal percentage of fraud for a series
of years, and presents, says the writer, "a
curious and interesting exhibit."

In order that these figures may not be
misunderstood, it should be explained that
Bradstreet's deals only with commercial
failures and that by a failure is meant
"some loss to the creditors of individuals,
firms, or corporations engaged in legitimate
mercantile operations." Their researches
therefore do not include failures of pro-
fessional men, such as physicians and
lawyers, nor those of farmers, stock
brokers and real estate dealers.
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Gold and Silver Production by States

and Territories

THE Director of the Mint has given out

the final estimate of the Bureau,

made in conjunction with the Geological

Survey, for the production of gold and sil-

ver ill the United States in the calendar

year 1909, and the preliminary estimate for

the production of gold, and silver in fine

ounces, in 1910, as follows:

Gold, Gold, Silver, Silver,

State or final, prelim'y, final, prelim'y,

Territory 1909 1910 1909 1910

Alabama  $29,200 $29.416 200 264

Alaska  20,339,600 16,987,990 198,600 126,480

Arizona  2,626,800 3,375,256 2,523,600 2,835,641

California-  20,703,600 21,146,150 2,304,900 3,530,246

Colorado  21,846,600 20,408,641 8,846,300 8,747,777

Georgia  43,400 25,488 . 200 286

Idaho  1,344,200 992,930 6,755,900 6,686,oi 6

Illinois  900 1,727

Michigan  217,600 268,642

Missouri  200 15,200 32,900

Montana  3,750,100 3,465,364 12,034,500 11,519,059

Nevada   16,386,20o 17,941,643 10,119,200 9,346,256

N. Hampshire. 599 3,000 854

N. Mexico  252,800 397,974 324,200 683,111

N. Carolina  31,400 54,884 400 1,215

Oregon  829,000 631,173 69,600 62,848

Pennsylvania.. 6,200 2,419 7,867

Philippine Isl  247,600 90,357 3,000 1,523

Porto Rico  600 1,013

2Kansas  11,163 4,113

S. Carolina  7,400 31,566 11

S. Dakota   6,573,600 5,183,070 196,300 113,460

Tennessee  4,300 3,514 65,300 75,714
Texas  400 475, 408,100 365,854
Utah.   4,213,300 4,243,907 10,551,100 11,242,301

Virginia  4,000 558 6,400 34
Washington  429,000 711,359 75,200 176,816

Wyoming  3,900 3,990 z,800 1,363

Oklahoma  15,090 66,476

Miscellaneous  299,225 539,839

Total 99,673,400 96,055,214 54,721,500 56,438,695

As will be seen, California resumes first

place among the gold-producing States,

which she lost to Colorado in 1897. The

latter gained it by the development of the

Cripple Creek district, and California re-

gains it by the growth of dredging opera-

tions. Alaska shows a falling off due to

the declining yield of the Nome district.

South Dakota shows a falling off due to a

shutdown for several months of the Home-

stake mine.

Postal Savings Banks a Success

FEW of our institutions so quickly

proved their serviceability as the

Postal Savings Banks which began with the

new year. So gratified, indeed, is Postmaster

General Hitchcock over the January show-

ing of these banks that he would like to

increase their number at once from 48 to

548. The total deposits in the existing

postal banks at the end of January
amounted to approximately $6o,000, or an

average of more than' $1200 in each depos-

itory. With these figures as a basis Mr.

Hitchcock estimates that the deposits at the

end of the first year will aggregate $75o,000.
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We learn further that "the average de-
posits at each office, as indicated by the

January returns, is larger than the cor-
responding average for the British system
of postal savings depositories in 1908, the
most successful year in the history of that
system," and that " a large majority of the
depositors in January were foreign-born
Americans, many of whom have been in the
habit of sending their savings to their
native countries for deposit." Mr. Hitch-
cock recommends to Congress the appropri-
ation of $1,00o,000, to be immediately
available for the extension of the postal
savings system, "to a considerable number
of postoffices, the patrons of which are
clamoring for the new banks." If the neces-
sary appropriations were available, he says,
"I would establish postal banks to-morrow
in five hundred additional cities and towns
of the United States."

This official statement of the Postmaster
General settles definitely a question of the
usefulness and practicability of this Federal
form of savings institution and there seems
to be general agreement that the system
should be extended without delay.

Favoring Factors in the Business
Situation

W
H IL E the present between-seasons

period is not conducive to exag-
gerated confidence in business conditions,
the outlook for springtide and the re-
mainder of the year is nevertheless quite
promising. The satisfactory collections fol-
lowing the holiday trade were a most grati-
fying development inasmuch as they re-
vealed unmistakably the comparatively easy
circumstances of the retail trade generally
and the. fact that their conservativeness of
some time past had largely eliminated their
dependence and greatly strengthened them
financially. Another favorable symptom
was the comparative scarcity of failures
following the Christmas season and the low
average of liabilities reported.

The past month, too, has helped to
brighten the situation in several sections by
furnishing abundant rain and snow where
the effects of continued drought had been
feared. The agricultural outlook is conse-
quently of the best, and industry and com-
merce would seem to be at last free from
disturbing factors. The termination of the
investigation by the Interstate Commerce
Commission in regard to railroad freight
rates has removed a serious obstacle to pro-
gress. While the decision was flatly against
the railroad companies, it at least terminates

the controversy and allows the railroads no
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other alternative than to make up by enter-
prise, progressiveness and systematization
the additional income which they expected
from a favorable decision.
Many regarded the holding back of rail-

road orders and improvements as the chief
brake on the wheels of industry, and now
that there is no longer anything to be gained
by a continuation of this policy, and much
to be lost, it is naturally expected that ex-
penditures by the railroads will restore
normal conditions to some of the leading
industries, with incidental benefit to busi-
ness generally. With the coming of spring
sunshine all clouds would seem, indeed, to
have been removed from the business hori-
zon and active preparations for spring trade
are now in order.

The Epidemic of Robberies

THE reports of robberies issued by the
Jewelers' Security Alliance during

the past month are so numerous and the
trade losses thereby so large that it be-
hooves every member of the trade to take
all possible precaution against becoming the
victim of these thieves. The methods of
theft are almost as numerous as the thieves
themselves, which makes it quite difficult
always to frustrate their plans. A goodly
amount of the losses sustained, however,
was due not to professional thefts, but
rather to misplaced confidence in employees
who proved faithless. An occasional safe
robbery even has been traced to a dishon-
est employee, and this suggests the loose
manner in which some of the trade allow
the safe combination to be known to the
employees generally. This is a dangerous
practice, as it not only furnishes a tempta-
tion, but in case of loss makes it impossi-
ble to identify the real culprit, which would
be an easy matter if the combination were
known only to one person in the establish-
ment. One serious loss was due to mis-
placed confidence in a traveling salesman to
whom a large quantity of goods was en-
trusted. These cases suggest the necessity
of watchfulness on the part of the jewelry
store proprietor as to the habits and asso-
ciations of those employed by him. It gen-
erally transpires, in instances of this kind,
that the culprit had been living at a rapid
pace and far beyond his means, unknown
to his employer.

The professionals have been singularly
active during the past month, and the suc-
cess of their efforts in so many instances
is a truly alarming feature. Substitution

has figured largely in the thefts, and it is

quite surprising how seemingly easy they
can purloin valuable goods in this way.
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HERE IS GOOD MERCHANDISING
Simmons advertising not only
increases sales prospects, but
promotes repeat sales as well.

A number of men will buy an
article at a given price.

More than twice that number will
buy an article at half the price.

Many times three times that num-
ber will buy an article at one-third
the price.

If the article at the lowest price is

satisfactory, every sale means a
satisfied customer. Every satisfied
customer is a centre of influence for
you, your store and your methods.

You net profits as great or greater
from the same volume of sales, and
gain all the good-will in addition.

Yet this great factor of price is
only one reason why

SINI1ONS
rK
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are profitable business boosters.

Another factor is the Simmons
national advertising campaign,
which is promoting sales repetition
by developing the style idea.

We are educating the public to the
value of style in chains, fobs and
bracelets, showing why the Sim-
mons prices make it easy to follow
style. In other words, the Simmons
plan induces more people to buy
watch chains, and each buyer to
buy again and again.

We need not expound this prin-
ciple further. You see the point.
The thing to do is to connect with
this campaign, by getting the goods
in your showcases and windows,
and letting people know you have
them.

One of the ways in which we
help you connect is to furnish you
with our remarkable new style book
for 1911—very different from any-
thing of the kind shown before.
The advertising is now under way.

Write at once for full details.

R. F. SIMMONS CO., Attleboro, Mass.
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Filing Circulars and Booklets
for Reference

Large catalogues may be piled on a

shelf (if no better system of filing be used)

and found when wanted, with possibly a

little trouble, but the hundreds of small cir-

culars that are received containing some in-
formation you might want for future refer-

ence might just as well be thrown away as

put away without some system.
As a rule, too many of these small circu-

lars and folders illustrate and describe ar-

ticles which you wish to remember, and you

 J__ RINGS

will probably find dozens of occasions when,

if you could put your hands on some little
booklet that you received some months 13e-
fore, you would find just the thing that
you want to fill a special order or for stock.

In devising a system for taking care of
these little advertisements, it is more im-
portant to index them by the articles that
they advertise than by the name of the firm
sending them out. It is also important that
all your clerks are familiar with the use
of the system, and also with its contents,
so that it can be used in case you are absent
when occasions arise to refer to it.
One of the greatest mistakes that the av-

erage employer makes is in not instructing
his help fully enough about the use of
catalogues and in fitting them better to take
special orders for things not in stock.

RINGS

Elk Emblem Ring—Blank & Co.

Little Finger Rings—Jones er Smith

Floral Birthday Rings—Roberts & West

VIC. 2

A very simple method for filing these cir-

culars and booklets is to secure a quantity

of envelopes about 8 inches long and 6

inches wide, made of heavy manila paper.

Then secure a box in which these may be

piled vertically and a lot of cards about
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8 inches long and 61/4 inches wide. Cut

these cards to 6 inches in width, except a

space about i inch long, which will extend

the one-quarter inch above the top of the

envelope and form an index. Label these

index cards to divide the file into depart-

ments ; e. g., Diamonds, Watches, Solid Gold

Jewelry, Rings, Plated Jewelry, etc. (Fig.

). Then label the envelope with the gen-

eral heading of the department and then

more specific description of its contents.
Whenever you place a circular in an en-

velope fill out the full description of the

contents of the circular (Fig. 2). For ex-

ample, suppose you get a folder describing a

new Elk emblem ring, you may not want to

order one of these, but the design appeals

to you and you think you might want to

order one later. You file it in an envelope

under the heading "Rings" and then make

the note on the outside of the envelope of

a new Elk emblem ring. Of course, to a

great extent the individual would have to

use his own judgment in planning the exact

labeling of the envelope and the sub-divi-

sions, but it is a certainty that any mer-

chant would find no end of occasion to

refer to this file it one was put in use.

How to Avoid Mistakes

If one per cent. of all your transactions
contained some very slight error or mis-
understanding it would seem as though
nothing was ever done without a mistake.
One unsatisfactory deal will more than spoil
a hundred that are perfect in every detail.
There are two ways to avoid mistakes:

First, to have systems, and second, to use
them. Many storekeepers have worked out
perfect plans to make their business run
smoothly, and then have become lax in keep-
ing up the systems, and they are worse off
than ever.
The commonest errors in a retail store are

mistakes in engraving. Failure to have
work ready at the time promised and failure
to ship or deliver an article as instructed.
Errors in engraving may be the result of
carelessness in taking the instructions. Il-
legible writing, or, as is often the case, the
tag or paper upon which the instructions are
written is mislaid and some other tag as-
sumed to be the missing one. Errors in de-
livering and shipping are usually the result
of incorrect instructions or having no par-
ticular one assigned to the duty of looking
after this important part of the business.

If you will give particular attention to
these little details your business will not
only be much pleasanter, but will profit ma-
terially for your extra efforts.

Probably 75 per cent. of your sales re-
quire a double handling of the article sold.
It is to be engraved, delivered or shipped.
The first thing to do is to provide a means
of filling out instructions fully, and then of
attaching these instructions to the article
in such a way that they will not be mislaid
or mixed up. Ninety per cent. of the things
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that you sell can either be put in an en-
velope or of such a style that a string tag
can be attached.

Therefore, envelopes like Fig. I and
string tags like Fig. 2 should be provided.
The printed form provides a space for full
instructions and all clerks should be par-
ticularly charged with filling out all blanks
fully to give complete directions.
The double ruling at the edge of the tag

and envelope gives a column for cost and
retail price, and is intended to use when
partial payments are made and probably
several payments before the article is finally
taken out.
Someone in your store should be especi-

ally detailed to have charge of shipping and
delivering, and your workmen should be in-
structed that when shipping or delivering
directions are given on the tag or envelope

Name cost Price

Address --——

Article

Instructions

——

Promised

PIG. I

that the article is to be given to the one
who has charge of this department im-
mediately after any work on same is com-
pleted. An explanation of how to fill out
the blanks is unnecessary, as they are clearly
labeled and cover every detail of instruction.
A means of filing all tags or envelopes on

which shipping directions are given should
be provided, and these should be kept until
a period of time has elapsed ample for any
complaint to have been entered.

If a system of this kind is closely fol-
lowed there is no reason why errors should
ever occur. It is essential, however, to im-
press on all your clerks the importance of
filling out the form fully and insist that this
is done always. When a stranger makes a
purchase—that is, someone other than a
regular customer, it is important to fill in
the address. First, because you should have
this information in connection with the sale,
and second, because by doing this it will aid
you greatly in compiling a splendid mailing
list.

Systems of this kind, too, should be ex-
plained to your customers. For them to

Name Con Pirko

Address

Article

Instructions

_

— -- -

Clerk _ Sold _ Promised
_

— —
____

How Ship When_ __

Ship to

Cud

Shipping Coet $__Chsrge to -----

FIG. 2

see that you exercise every precaution to do
things right gives them a feeling of confi-
dence which they lack if you appear to lack
system and order in your business. Don't
burden your business with too much system,
but what systems you adopt and find prac-
tical, keep up to the minute.
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1 Some "Ready-Made" Advertisements for Birthdays
These "Birthday" Models should be used the first few days. of each month—see John Tweezer's article on page 375

The Birthday Gift

The practice of gift-giving at Christmas is simply
a modern fashion, a habit. There is nothing in
the original significance of Christmas to even re-
motely suggest the gift to a relative or friend. It
is a beautiful fashion, nevertheless.

But a much more expressive and consistent gift
is the Birthday gift. The birthday is her, or his,
very own—Christmas is everybody's. There's a
distinction in the Birthday gift—a compliment
which the Christmas gift lacks.

Give her, or him—mother, father, sister, brother,
good friend—a gift on the birthday, and it will
mean something. Make her, or his, own day the
happiest of her, or ,his, year.

THE BIRTHDAY-GIFT STORE

SMITH, 44 Main Street

"525252525252525252.5a52.52,

For Father's Birthday

I Smith's : MAIN 
Store

AIN STREE A.7

v'e-55252575252.5252525252.52522.3."

You can't do better thangive him one of these superb
Carving Sets ; for he is the one to
get the comfort out of its use. We
have six patterns, at six prices; each
set the best value at its price.

Here's
something would look lovely

on her pretty hand a round
Opal, with a small, fine Diamond

on each side, in a unique setting.

Make Her Birthday Happy
When you see this beautiful Ring you will
think it cheap at $20. Father, husband,
brother, beau—here's Her birthday gift at

Vhe Birthday-Gift Store

SMITH
44 Main Street

IVE Her a Necklace
on Her Birthday and

See Her Eyes Sparkle!

From $5.00 to $25.00

SMITH,

(I.A gift on a birthday means more to the person whogets it than a gift at Christmas; for Christmas is
everybody's day, while the birthday is her, or his,
very own. The beautiful custom of remembering birth-
days with gifts has not received the attention in Smith-
ville which is given to it in
our people are  
sentiment —and
filial, paternal,
love. There is
pliment can be
remembrance of
gift. Each one
turn, should be thus remembered on

other places. And yet
not lacking in
surely not in
and maternal
no greater corn-
paid than the
a birthday by a
of the family, in

the annual recur-

Smithville
Should Wake Up!

rence of this most important day in the year to that person.
And the dear friend outside the family should be similarly
remembered. Who'll begin ? Who'll start this beautiful
fashion in Smithville ? And you can feel sure the gift
will be just right if you get it at

Smith's, 44 Main Street

44 MAIN ST.

A Certain Man in This
Town Needs Watching!

Is he your husband, your brother, or
your son?

We have noticed him gazing long-
ingly at the good Watches in our
window as he thought of the poor
time-piece in his pocket.

His Birthday
would be made so happy if it
brought him the good Watch that
he deserves—and "love will find the
way," for the cost will not break you.

$10 to $100

GET IT AT SMITH'S
44 MAIN STREET

We Gift That Will Please

For Her
sto,

(In the right and
left hand

columns put 20
or 30 items,with
prices, ranging
from $1 to $50.)

Get It
at

Smith's
44
MAIN
ST.

For Him

on the Coming Birthday

"What Shall I Give Mother
on Her Birthday? "

There's nothing will please her more than a fine
piece of

CUT GLASS

I have some very choice things at $5 to $25 ; and at
less, and more. I have a Bowl, at $12, that fairly
sparkles with Birthday fitness. Will you look at it?

SMITH, 44 Main Street

Give the Boy a WATCH on His Birthday!
Ten to one he'd name a Watch above everything else, if he had the
choosing. It will give him even greater pleasure than his first pair
of suspenders. Besides, a Watch is a true missionary. It teaches
responsibility and inspires ambitions toward manly character.
I have a very good stock of Boys' Watches from which to make
your selection. They range from $1 to $7. For the older boy who
has his first Watch and knows how to take care of a better one,
get one of these beautiful Filled
Watches, $10 up. Do make the
boy happy on his Birthday 1 Smith 44 Main St
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An Undeveloped Field of
Jewelers' Profits

By JOHN TWEEZER

America is beginning to wake up to the

enormous values which may be gained, or

regained, from a scientific study of the
methods for utilizing wastes. The older

countries have long practiced these saving

economies ; but we have grown so fast that

our energies have heretofore been expend-

ed in developing the new, rather than in

raking for treasure among the used, things.

Now, however, that all our free land has

practically been taken up and the speculative

opportunities in all directions have given

way, more or less, to the solid operations of

regular business, we are beginning to take

thought of the profits which have been

allowed to run to waste through the na-

tional, as well as the individual, neglect of

the saving virtues.
This new tendency is shown, nationally,

in the awakening to the need of conserv-

ing our forests and water powers ; and in-

dividually, in the utilization of the valuable

fertilizing nitrates in the garbage and

sewage of our cities, in the now well-or-

ganized business of collecting old paper,

rags, glass, etc., in the scientific search for

by-products in the wastes of manufacturers,

and in many other directions of activity.

There will be still greater development of

this tendency to make money from out the

wastes.
* * * * * *

But there are wastes other than that of

material things; chief of which is the waste

of opportunity. And the jewelry trade is
conspicuous for its omission to cultivate one
corner of its field of opportunity—a corner
which still waits to yield a rich harvest to
him who will properly plough and harrow
the ground and plant the good seed.

* * * * * *

The average jeweler, with the average
ambition to increase his trade, takes "ac-
count of stock" of his trade opportunities in
some mental process like to this:

"There are certain seasonal opportuni-
ties of which I can avail to increase my
sales : In January, the 'housecleaning' time;
February, Saint Valentine's Day ; April,
Easter and the spring re-furnishing of the
house, or the furnishing of the new house
to which the family has removed ; June,
school graduations ; mid-summer, the out-
fitting for vacations ; on the return from
vacations, repairs and new jewelry for the
social season at home, and, chief of all,
Christmas. I can afford to spend so much
on advertising, and after adding to this the
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best of service and the practice of all the
mercantile virtues that I possess, I can
reach a total of so many dollars in sales.
But I want more. So I must add addi-
tional lines of goods to my stock—I see no
other way."

In consequence, the jeweler adds, say,
stationery, or oil paintings, or art goods in
some other form. He increases his sales,
but he increases his investment, or his lia-
bilities; and he is justified by the results.
But he might have reached the same, or a
larger, result, without increasing his risks,
had he developed the opportunity which lay
right at his hand, neglected. He looked out
over a new field without seeing the budding
harvest directly under his nose. He took no
account of the possibilities of fully develop-
ing the BIRTHDAY GIFT idea.

* * * * * *

Consider the reasonableness of the ar-
guments in favor of exploiting the Birthday
Gift. It appeals to "plain common sense."

I. Instead of being a seasonal oppor-
tunity, the birthday is not limited to a spe-
cific time of year—it has all seasons for its
own, for there are birthdays on every day
of the year in your community.

2. The practice of gift-giving at Christ-
mas is simply a modern fashion—a habit.
There is nothing in the original significance
of Christmas to even remotely suggest the
gift to a relative or friend. The Christmas
gift is a purely arbitrary creation of human
whim; and as there is greater consistency in
the Birthday Gift than in the Christmas gift,
the fashion of giving on birthdays could
be easily created, because it appeals to the
reason.

3. The personal equation counts for
more on a birthday than on any other day
in the year. The birthday is her, or his,
very own day—Christmas is everybody's
day. The Birthday Gift, inspired by love
and distinctly personal to the one who is
loved, should represent a money value
greater than the Christmas gift, which is
inspired by habit and is one of several or
many gifts to several or many persons on
that day. The Christmas gift lacks the per-
sonal distinction. And the question of cost
will not obtain so pressingly as at Christ-
mas ; for at Christmas all the gifts for all
one's family and friends are bought within
a few weeks, while the purchases of birth-
day gifts are distributed throughout the
year.

4. The fashion once started in a single
family will spread rapidly—and the fashion
of birthday giving, once started, will stay.
Suppose a family consists of father, mother,
son and daughter. Once the daughter, say,
is,given gifts on her birthday by the other

three, each in turn will be similarly remem-
bered, in order to avoid partiality; and the
friends of each will catch the contagion
and extend the practice to a constantly-
widening circle. The jeweler must start the
ball, but it will go on rolling under its own
momentum.

* * * * * *

So let the jeweler start the ball to
rolling. A series of advertisements, sug-
gested by the models on page —, will do
the work. Of course these should appear
throughout the year, as the birthdays them-
selves are distributed over all the three
hundred and sixty-five days. The logic of
the situation would point to the first few
days of each month as the time to print
some of these advertisements, so as to re-
mind parents, sons, daughters and friends
of the approaching birthdays in that month.
In order to get the full benefit of suggestion
to the buyer, call your store "The Birthday
Gift Store"; and avail yourself of the com-
pelling power of the "direct command" by
putting "Get the Birthday Gift at Smith's"
into many of all kinds of your advertise-
ments, at all seasons.

I doubt if the average jeweler realizes
the full possibilities of profit in exploiting
the gift idea. His particular line of trade
is best adapted for this exploitation, for
when one thinks of a Christmas gift, or a
wedding gift, or a birthday gift, niost fre-
quently one thinks first of the jewelry
store in connection therewith. Yet, strange
to say, it is a druggist who has been most
conspicuous in identifying gifts with his
business, and the phenomenal result should
be an inspiration to the more favored
jeweler.

* * * * * *

Some years ago a druggist started in a
small way in Philadelphia. Now, the drug
business as generally conducted has distinct
limitations of growth—the drug store is
generally one of the smaller mercantile es-
tablishments in every community. But this
ambitious druggist advertised "Drugs and
Gifts"; and he now has five large drug
stores in Philadelphia (one an immense af-
fair) and a factory, and the turn-over in
his "Gift" department is a huge number of
dollars in each year. He seems to have
accurately gaged the money value of the
gift idea as an appeal to the buying public.
But he went further than that ; for he seems
to have studied human nature thoroughly.
He employs the influence of suggestion and
the compelling power of "the direct corn-
mand" in his advertisements, all of which
carry the phrase, in bold text, "Get It At
Evans's." The hypnotic effect of the as-
sociation of the phrases, "Drugs and Gifts"
and "Get It At Evans's," repeated ten thou-
sand times, has made the once struggling
druggist a rich man.

* * * * * *
If a druggist, handicapped by the tra-

ditions of trade, can make a tremendous
success in exploiting gifts, it is reasonably
certain that the jeweler, in compliance with
the traditions of his business, can be suc-
cessful in introducing a local fashion of
birthday gift-giving—and so extend the
area of his field of profits. J. T.
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The Traveling Man and
Collections

Most commercial salesmen dislike making
collections, and fortunate are the salesmen
whose selling energies are not detracted by
the necessity of securing the payments.
After a buyer has been persistently dunned
he is usually in no frame of mind to order
liberally or at all, writes W. W. Hiscox in
the Sample Case. Yet prompt collections
are of great importance. The house that
is lax in making collections usually has on
its books a line of customers who are poor
buyers. These slow payers finally reach
their limit of credit, and no longer encour-
aged by the house to increase their accounts
endeavor to divide or distribute their patron-
age among several houses. Ordinarily, the
slow-paying merchants would prefer to buy
of their regular jobbers or manufacturers,
but rather than pay their bills look else-
where for additional supplies. Had their
jobbers insisted on prompt payments, there
would have been little necessity of the mer-
chants transferring their accounts. It is
the duty of the seller to train the buyer to
meet his payments promptly and not to
oversell him, but to encourage businesslike
methods, so that the dealer may become
prosperous, and in turning over his goods
frequently have at his command sufficient
capital to manage his business.

Commercial salesmen who
alike are good sellers and
collectors are rare. The
combined qualities must be

acquired through long experience and prac-
tice. The services .of a good collector are
invaluable. He must have confidence in
himself to do equal justice to the house and
to the customer. No general rules can be
adopted for his guidance, for every case will
require different treatment. Every patient
will be sensitive, as most men are when
their financial obligations are discussed. The
only remedy for sensitiveness is tact, and
of this quality the collector must possess
an over-abundance.
A good salesman without the essential

quality of tact may, in making his collec-
tions, lose the very customers whom he se-
cured through his special ability as a sales-
man. Some one said that the successful col-
lector must be an exceptional reader of hu-
man nature. Most buyers do not desire to
open their hearts to a collector and tell
him their troubles, and are apt to invent ex-
cuses rather than to give the true reasons
for failure to make prompt payments. The
collector must be able to read his man right
and to suggest methods of payments which
will not arouse the anger or resentment of
the debtor. The knowledge of law is es-
sential, but the law should be resorted to as
the very last essential. More may be ac-
complished by persuasion than by threats.
Persuasion should be accompanied by good,
sound arguments, framed for the general
good or benefit of the debtor.

The collector who can se-
cure the required payment
and at the same time leave
the customer in a pleasant

frame of mind is successful. He is encour-

A Rare
Combination

Buyers and
Cash Discounts

aging the continuance of trade with his
house and making friends and steady cus-
tomers. The debtor should be made to
realize that the house which is reasonably
exacting in demands for payments can give
him more for his money than he can get
from jobbers who give long time.

Salesmen who encourage buyers to take
advantage of cash discounts, and in doing so
cut down their purchases, are conferring a
benefit, for the observance of good business
principles in the settlement of bills is usually
accompanied by a careful management of
the business. The same judgment which a
merchant displays in availing himself of the
savings of cash discounts is ordinarily ap-
plied to the management of the other de-
tails of the business. Jobbing houses which
display the proper spirit in suggesting helps
to their customers generally have prosperous
patrons.

Besides manifesting an interest in the
prosperity of the customers, the ideal col-
lector must learn to be sympathetic, and yet
withal firm and determined that the debtor
shall see that the advantages of the prompt
settlements are for his own good.

A good collector is the lie-
Good Collectors cessary adjunct of a large

house. It is a mistake to
place collections in the hands of bankers,
collection agencies or lawyers unless as a
last resort. The outside collecting agencies
have no interests to preserve other than their
reputation to secure collections and get their
commissions. In small towns these outside
collecting agencies are apt to spread gossip
about the village to the detriment of the
debtors. The merchant will naturally con-
sider the methods of the creditor unreason-
able, and will not only withdraw his own
trade, but will go out of his way to knock
the house to other buyers.
I know of one manufacturer who had

built up a profitable business by new meth-
ods and whose trade was growing so fast
tnat it was necessary to secure financial
help. He decided to discount his customers'
notes through a financial concern. When
the notes become due this concern was un-
willing to grant the debtors any extensions,
regardless of whether the requests were
reasonable or not. As a result, one by one
the customers of the manufacturer left
him and to-day that manufacturer is having
a hard struggle.

No definite rules can be de-
vised for the guidance of
collectors. There are dif-
ferent circumstances gov-

erning every account. Some merchants will
never pay until a draft is drawn on them ;
others resent such a process, and there are
still others who wait until legal action is
threatened. Generally, merchants do not
like to be persistently dunned. The reasons
for failure to make payments should be
carefully considered before definite plans
for collection are determined. The debtor
who refuses prompt payment in order to
buy an automobile should not be given any
extension, yet the merchant who delays pay-
ment in order to judiciously enlarge his
business at a favorable time should receive
encouragement. The contemplated move,
however, should be the subject of much con-

Rules for
Collectors
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sideration and investigation before the job-
ber gives his consent.

Salesmen who also make
collections should always
bear in mind the ultimate
good of their house and cus-

tomers, and every transaction should be ar-
ranged for the securing of permanent and
satisfied customers who will conservatively
yet gradually increase their regular accounts.
Salesmen who do not force sales or overload
their customers or sell them something for
which there is no demand find the task of
collecting a comparatively easy one. There
are times when collectors will have to use
their ability as salesmen to help merchants
turn their stocks into money by special sales
or find buyers for their stores in order to
secure payment. These adjustments of the
collectors usually act to the benefit of both
customer and house.
The opportunity of becoming a collector

in connection with the duties of a salesman
should be welcomed, for there are advan-
tages attached to the position not possible to
secure in any other way. After all, it is the
same old story of the man who makes the
most of his opportunities in winning success.

Salesmen
Collectors

Manufacturing Jewelers' Opportunity
Of $6853 worth of jewelry sent into

Venezuela the last half of 1909, the United
States sent $638, or less than fo per cent.,
Germany $4181, England $1982 and other
countries $49. Of trade conditions there
Consul Ralph J. Totten writes from Mara-
caibo:
"The trade in cheap and medium-priced

jewelry seems to be steadily increasing in
this city and district. Several stores and
shops carry fairly well assorted stocks of
jewelry, clocks and watches, but the greater
pan of the business is 'done by peddlers
and canvassers. Most of the cheap ware is
sold by Syrian peddlers, who take a small
stock of dry goods, notions and jewelry and
make trips to the interior towns and villages.
The finer watches and jewels are sold by
individuals.
"In jewelry the demand is for pins,

brooches, bracelets, lockets and rings in
cheap plated grades and low-carat gold, with
imitation precious stones. Elaborate de-
signs and novelties find readiest sale.
ornaments of silver or cheap enameled ware
are found, but it would seem that there
would be a demand for this class of mer-
chandise if it were introduced.
"Out of a total of $8230 of jewelry,

clocks and watches, the United States sup-
plied about 13 per cent. of the total imports.
It is reasonable to believe that with proper
effort we should get a much larger share
of this business. The well-known value of
American clocks and watches and the more
attractive designs in jewelry and novelties
would soon be recognized if once intro-
duced. The sending of Spanish-speaking
salesmen and the printing of catalogues and
advertising matter in the Spanish language
are necessary steps in an effort to introduce
new lines of any class of merchandise."
The addresses of the four principal Mara-

caibo importers of watches, clocks and
jewelry may be secured from the Bureau
of Manufactures, Washington.
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Unique Carvings in Semi-
Precious Stones

By AUG. 0. CARLYLE

At the present time, when semi-precious
stones are entering, for ornamental pur-
poses, extensively into jewelry, etc., it is in-
teresting to note the popularity they have
at different times enjoyed. Notably during
the Renaissance period, with all their beau-
ties of color and refractive effects the
precious stones failed to produce the results
artists sought, and the latter turned their at-
tention to the semi-precious stones, from
which, aided by the lapidary's skill, the most
famous artists were able to produce beauti-
ful objects, which they embellished and set
off with superb gold, silver and enamel
mountings. The harder the material and
the more difficult to work, the more highly
was the finished object prized.

The earliest use to which
Earliest Carvings such carvings were put was

in the form of amulets, etc.,
semi-precious stones, carved in various forms
and bearing verses from the Koran or mot-
toes, having been among the spoils obtained
by Christian combatants in their wars with
people of oriental origin. As a matter of
fact, the development of this form of sculp-
ture or plastic art may be regarded as a
heritage from the East, its first appearance
in Italy being recorded at about the period
of the conquest of Byzantium by the Turks
in 1402, but it was not until the sixteenth
century that the Italian artists made any
remarkable progress in this difficult and
tedious work. The Greeks are said to have
practiced, from an early age, the art of
carving or engraving on semi-precious
stones, and seals and signets, cameos, intag-
lios, etc., found in the debris of classic build-
ings, attest the high degree of skill they at-
tained.

It was the descendants of these ancient
artists, fleeing from the Turkish invader,
who brought the art to Italy, and realizing
its possibilities the Italian artists were
prompt in adopting it and applying to its
development their own marvelous mechan-
ical skill and unsurpassed artistic taste.
They employed these beautiful materials in
the production of small sculptural work of
all descriptions, more especially, however,
for show vessels of all kinds, and the great-
est artists did not consider it
beneath their dignity to make
use of these exquisite sub-
stances, by which the beauty
of their handiwork could be
so greatly enhanced. Thus we
find, as one of the earliest ar-
tists to devote his attention to
this class of work, Vasari ;
Valerio Vicentino was called
upon to produce numerous
rock crystal vases for the art-
loving Pope Clement VII, and
his pupils, Jacopo da Trezzo,
Gasparo and Girolamo Mas-
seroni, were similarly em-
ployed. The stone mosaics,
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the so-called Pietradura work, also came
into vogue at this period, and almost all
large collections, more especially, however,
the cameo cabinet and the treasure chamber
in the Uffizi gallery, at Florence, Italy, con-
tain masterpieces in this class of work.

Hand in hand with this
work in cut semi-precious
stones was their setting in
gold and enamel. The

jewels of this description, which, in the dis-
creet subordination of the setting to the

Beautiful
Settings

Cup of Rock Crystal

master-work of plastic art, have established
an everlasting standard, are well known.
But, nevertheless, the vessels presented, in
band and handle, in spout and foot mount-
ings, abundant opportunity for the goldsmith
and enameler to present, in a limited space,
rich and artistic compositions. Of Italian
workmanship the finest collection is without
doubt to be found in the Uffizi gallery, but
much of this description that is beautiful in
the treasure chambers of Vienna and
Munich, in the Green Vault at Dresden, and
in the Louvre, which Labarte classified as

Italian workmanship has since been identi-
fied as originating in German workshops.
Much more completely than the gold and

silver have been preserved to us the vessels
and other articles made from semi-precious
stones, which, at the time of their produc-
tion, were valued much higher than silver,
or evenf than gold, and which, owing to the
nature of their material, could not be turned
to account by consignment to the melting
pot.

Form of the
Articles

In the production of these
works the object was to
utilize the valuable material
at hand as nearly as pos-

sible in its natural size. The additions, such
as foot or neck, for instance, were made,
wherever possible, of the same material, the
gold connecting bands being subordinate to
it, in the form of narrow strips, but ex-
quisitely wrought and embellished with
enamel, pearls and precious stones. Of
more elaborate metal work were the handles
C r bands, and if the material used for the
main portion of the article was not available,
for the foot and lid. This peculiar develop-
ment of the articles, from the shape of the
piece as found, compelled the artist to adopt,
in every instance, special designs and results,
in this field, in a veritably inexhaustible
wealth of form, in the creation of which the
most refined art and the boldest imagination
alike found place. Not only was a special
form imparted to the stone, either as a vessel
or as a mythological animal, but on the sur-
face were cut decorations, which under the
treatment of such famous artists as Valerio
Belli, of Vicenza, known as Vicentino, who
died in 1546, they attained the dignity of
superb figure compositions.

Illustrations of some fine specimens of
vessels of this character are presented here-.
with, notably a bowl of blood jasper, with
ornamental gold cover ; a fine covered tazza
of lapis lazuli arborise, embellished with
pearls and gold mounts ; a flat vessel, carved
from blood jasper and representing some
kind of sea monster, a,nd another bowl of
lapis lazuli, carved in the form of a shell,
with a gold serpent so attached as to form
the handle. These four pieces form part of
the famous Uffizi gallery collection in Flor-
ence.
The narette, or incense boat, which we

also illustrate, is fashioned from sardonyx
and embellished with handsome gold orna-

ments. It is to be seen in the
Bibliotheque Nationale (Na-
tional Library) in Paris. The
double cup of carved rock
crystal, of which we also pre-
sent an illustration, dates from
the fifteenth century and was
once the property of the Em-
peror Friederich III. It is
still in the possession of the
Imperial Hapsburg family, in
Vienna.

Since the earliest times the
semi-precious stones have
been wrought, in connection
with gold and silver, the most
valuable among them, onyx,Sardonyx Bowl with Gold Mounting
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The Traveling Man and
Collections

Most commercial salesmen dislike making
collections, and fortunate are the salesmen
whose selling energies are not detracted by
the necessity of securing the payments.
After a buyer has been persistently dunned
he is usually in no frame of mind to order
liberally or at all, writes W. W. Hiscox in
the Sample Case. Yet prompt collections
are of great importance. The house that
is lax in making collections usually has on
its books a line of customers who are poor
buyers. These slow payers finally reach
their limit of credit, and no longer encour-
aged by the house to increase their accounts
endeavor to divide or distribute their patron-
age among several houses. Ordinarily, the
slow-paying merchants would prefer to buy
of their regular jobbers or manufacturers,
but rather than pay their bills look else-
where for additional supplies. Had their
jobbers insisted on prompt payments, there
would have been little necessity of the mer-
chants transferring their accounts. It is
the duty of the seller to train the buyer to
meet his payments promptly and not to
oversell him, but to encourage businesslike
methods, so that the dealer may become
prosperous, and in turning over his goods
frequently have at his command sufficient
capital to manage his business.

Commercial salesmen who
A Rare alike are good sellers and
Combination collectors are rare. The

combined qualities must be
acquired through long experience and prac-
tice. The services .of a good collector are
invaluable. He must have confidence in
himself to do equal justice to the house and
to the customer. No general rules can be
adopted for his guidance, for every case will
require different treatment. Every patient
will be sensitive, as most men are when
their financial obligations are discussed. The
only remedy for sensitiveness is tact, and
of this quality the collector must possess
an over-abundance.
A good salesman without the essential

quality of tact may, in making his collec-
tions, lose the very customers whom he se-
cured through his special ability as a sales-
man. Some one said that the successful col-
lector must be an exceptional reader of hu-
man nature. Most buyers do not desire to
open their hearts to a collector and tell
him their troubles, and are apt to invent ex-
cuses rather than to give the true reasons
for failure to make prompt payments. The
collector must be able to read his man right
and to suggest methods of payments which
will not arouse the anger or resentment of
the debtor. The knowledge of law is es-
sential, but the law should be resorted to as
the very last essential. More may be ac-
complished by persuasion than by threats.
Persuasion should be accompanied by good,
sound arguments, framed for the general
good or benefit of the debtor.

The collector who can se-
Buyers and cure the required payment
Cash Discounts and at the same time leave

the customer in a pleasant
f Tame of mind is successful. He is encour-

aging the continuance of trade with his
house and making friends and steady cus-
tomers. The debtor should be made to
realize that the house which is reasonably
exacting in demands for payments can give
him more for his money than he can get
from jobbers who give long time.

Salesmen who encourage buyers to take
advantage of cash discounts, and in doing so
cut down their purchases, are conferring a
benefit, for the observance of good business
principles in the settlement of bills is usually
accompanied by a careful management of
the business. The same judgment which a
merchant displays in availing himself of the
savings of cash discounts is ordinarily ap-
plied to the management of the other de-
tails of the business. Jobbing houses which
display the proper spirit in suggesting helps
to their customers generally have prosperous
patrons.

Besides manifesting an interest in the
prosperity of the customers, the ideal col-
lector must learn to be sympathetic, and yet
withal firm and determined that the debtor
shall see that the advantages of the prompt
settlements are for his own good.

A good collector is the ne-
Good Collectors cessary adjunct of a large

house. It is a mistake to
place collections in the hands of bankers,
collection agencies or lawyers unless as a
last resort. The outside collecting agencies
have no interests to preserve other than their
reputation to secure collections and get their
commissions. In small towns these outside
collecting agencies are apt to spread gossip
about the village to the detriment of the
debtors. The merchant will naturally con-
sider the methods of the creditor unreason-
able, and will not only withdraw his own
trade, but will go out of his way to knock
the house to other buyers.

I know of one manufacturer who had
built up a profitable business by new meth-
ods and whose trade was growing so fast
that it was necessary to secure financial
help. He decided to discount his customers'
notes through a financial concern. When
the notes become due this concern was un-
willing to grant the debtors any extensions,
regardless of whether the requests were
reasonable or not. As a result, one by one
the customers of the manufacturer left
him and to-day that manufacturer is having
a hard struggle.

No definite rules can be de-
Rules for vised for the guidance of
Collectors collectors. There are dif-

ferent circumstances gov-
erning every account. Some merchants will
never pay until a draft is drawn on them;
others resent such a process, and there are
still others who wait until legal action is
threatened. Generally, merchants do not
like to be persistently dunned. The reasons
for failure to make payments should be
carefully considered before definite plans
for collection are determined. The debtor
who refuses prompt payment in order to
buy an automobile should not be given any
extension, yet the merchant who delays pay-
ment in order to judiciously enlarge his
business at a favorable time should receive
encouragement. The contemplated move,
however, should be the subject of much con-
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sideration and investigation before the job-
ber gives his consent.

Salesmen who also make
collections should always
bear in mind the ultimate
good of their house and cus-

tomers, and every transaction should be ar-
ranged for the securing of permanent and
satisfied customers who will conservatively
yet gradually increase their regular accounts.
Salesmen who do not force sales or overload
their customers or sell them something for
which there is no demand find the task of
collecting a comparatively easy one. There
are times when collectors will have to use
their ability as salesmen to help merchants
turn their stocks into money by special sales
or find buyers for their stores in order to
secure payment. These adjustments of the
collectors usually act to the benefit of both
customer and house.
The opportunity of becoming a collector

in connection with the duties of a salesman
should be welcomed, for there are advan-
tages attached to the position not possible to
secure in any other way. After all, it is the
same old story of the man who makes the
most of his opportunities in winning success.

Salesmen
Collectors

Manufacturing Jewelers' Opportunity
Of $6853 worth of jewelry sent into

Venezuela the last half of 1909, the United
States sent $638, or less than io per cent.,
Germany $4181, England $1982 and other
countries $49. Of trade conditions there
Consul Ralph J. Totten writes from Mara-
caibo:
"The trade in cheap and medium-priced

jewelry seems to be steadily increasing in
this city and district. Several stores and
shops carry fairly well assorted stocks of
jewelry, clocks and watches, but the greater
part of the business is done by peddlers
and canvassers. Most of the cheap ware is
sold by Syrian peddlers, who take a small
stock of dry goods, notions and jewelry and
make trips to the interior towns and villages.
The finer watches and jewels are sold by
individuals.
"In jewelry the demand is for pins,

brooches, bracelets, lockets and rings in
cheap plated grades and low-carat gold, with
imitation precious stones. Elaborate de-
signs and novelties find readiest sale. 7
ornaments of silver or cheap enameled ware
are found, but it would seem that there
would be a demand for this class of mer-
chandise if it were introduced.
"Out of a total of $8230 of jewelry,

clocks and watches, the United States sup-
plied about 13 per cent. of the total imports.
It is reasonable to believe that with proper
effort we should get a much larger share
of this business. The well-known value of
American clocks and watches and the more
attractive designs in jewelry and novelties
would soon be recognized if once intro-
duced. The sending of Spanish-speaking
salesmen and the printing of catalogues and
advertising matter in the Spanish language
are necessary steps in an effort to introduce
new lines of any class of merchandise."
The addresses of the four principal Mara-

caibo importers of watches, clocks and
jewelry may be secured from the Bureau
of Manufactures, Washington.
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Unique Carvings in Semi-
Precious Stones

By AUG. 0. CARLYLE

At the present time, when semi-precious
stones are entering, for ornamental pur-
poses, extensively into jewelry, etc., it is in-
teresting to note the popularity they have
at different times enjoyed. Notably during
the Renaissance period, with all their beau-
ties of color and refractive effects the
precious stones failed to produce the results
artists sought, and the latter turned their at-
tention to the semi-precious stones, from
which, aided by the lapidary's skill, the most
famous artists were able to produce beauti-
ful objects, which they embellished and set
off with superb gold, silver and enamel
mountings. The harder the material and
the more difficult to work, the more highly
was the finished object prized.

The earliest use to which
Earliest Carvings such carvings were put was

in the form of amulets, etc.,
semi-precious stones, carved in various forms
and bearing verses from the Koran or mot-
toes, having been among the spoils obtained
by Christian combatants in their wars with
people of oriental origin. As a matter of
fact, the development of this form of sculp-
ture or plastic art may be regarded as a
heritage from the East, its first appearance
in Italy being recorded at about the period
of the conquest of Byzantium by the Turks
in 1402, but it was not until the sixteenth
century that the Italian artists made any
remarkable progress in this difficult and
tedious work. The Greeks are said to have
practiced, from an early age, the art of
carving or engraving on semi-precious
stones, and seals and signets, cameos, intag-
lios, etc., found in the debris of classic build-
ings, attest the high degree of skill they at-
tained.

It was the descendants of these ancient
artists, fleeing from the Turkish invader,
who brought the art to Italy, and realizing
its possibilities the Italian artists were
prompt in adopting it and applying to its
development their own marvelous mechan-
ical skill and unsurpassed artistic taste.
They employed these beautiful materials in
the production of small sculptural work of
all descriptions, more especially, however,
for show vessels of all kinds, and the great-
est artists did not consider it
beneath their dignity to make
use of these exquisite sub-
stances, by which the beauty
of their handiwork could be
so greatly enhanced. Thus we
find, as one of the earliest ar-
tists to devote his attention to
this class of work, Vasari ;
Valerio Vicentino was called
upon to produce numerous
rock crystal vases for the art-
loving Pope Clement VII, and
his pupils, Jacopo da Trezzo,
Gasparo and Girolamo Mas-
seroni, were similarly em-
ployed. The stone mosaics,
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the so-called Pietradura work, also came
into vogue at this period, and almost all
large collections, more especially, however,
the cameo cabinet and the treasure chamber
in the Uffizi gallery, at Florence, Italy, con-
tain masterpieces in this class of work.

Hand in hand with this
Beautiful work in cut semi-precious
Settings stones was their setting in

gold and enamel. The
jewels of this description, which, in the dis-
creet subordination of the setting to the

Cup of Rock Crystal

master-work of plastic art, have established
an everlasting standard, are well known.
But, nevertheless, the vessels presented, in
band and handle, in spout and foot mount-
ings, abundant opportunity for the goldsmith
and enameler to present, in a limited space,
rich and artistic compositions. Of Italian
workmanship the finest collection is without
doubt to be found in the Uffizi gallery, but
much of this description that is beautiful in
the treasure chambers of Vienna and
Munich, in the Green Vault at Dresden, and
in the Louvre, which Labarte classified as

Italian workmanship has since been identi-
fied as originating in German workshops.
Much more completely than the gold and

silver have been preserved to us the vessels
and other articles made from semi-precious
stones, which, at the time of their produc-
tion, were valued much higher than silver,
or even than gold, and which, owing to the
nature of their material, could not be turned
to account by consignment to the melting
pot.

Form of the
Articles

In the production of these
works the object was to
utilize the valuable material
at hand as nearly as pos-

sible in its natural size. The additions, such
as foot or neck, for instance, were made,
wherever possible, of the same material, the
gold connecting bands being subordinate to
it, in the form of narrow strips, but ex-
quisitely wrought and embellished with
enamel, pearls and precious stones. Of
more elaborate metal work were the handles
cr bands, and if the material used for the
main portion of the article was not available,
for the foot and lid. This peculiar develop-
ment of the articles, from the shape of the
piece as found, compelled the artist to adopt,
in every instance, special designs and results,
in this field, in a veritably inexhaustible
wealth of form, in the creation of which the
most refined art and the boldest imagination
alike found place. Not only was a special
form imparted to the stone, either as a vessel
or as a mythological animal, but on the sur-
face were cut decorations, which under the
treatment of such famous artists as Valerio
Belli, of Vicenza, known as Vicentino, who
died in 1546, they attained the dignity of
superb figure compositions.

Illustrations of some fine specimens of
vessels of this character are presented here-
with, notably a bowl of blood jasper, with
ornamental gold cover ; a fine covered tazza
of lapis lazuli arborise, embellished with
pearls and gold mounts ; a flat vessel, carved
from blood jasper and representing some
kind of sea monster, a,nd another bowl of
lapis lazuli, carved in the form of a shell,
with a gold serpent so attached as to form
the handle. These four pieces form part of
the famous Uffizi gallery collection in Flor-
ence.
The narette, or incense boat, which we

also illustrate, is fashioned from sardonyx
and embellished with handsome gold orna-

ments. It is to be seen in the
Bibliotheque Nationale (Na-
tional Library) in Paris. The
double cup of carved rock
crystal, of which we also pre-
sent an illustration, dates from
the fifteenth century and was
once the property of the Em-
peror Friederich III. It is
still in the possession of the
Imperial Hapsburg family, in
Vienna.

Since the earliest times the
semi-precious stones have
been wrought, in connection
with gold and silver, the most
valuable among them, onyx,Sardonyx Bowl with Gold Mounting
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agate, chalcedony, rock crystal and
lapis lazuli, which were regarded as
more costly than any metal, have been
mounted only in gold, while the less
costly varieties, such as serpentine and
alabaster, have been mounted in silver
and even in tin. Old precious stones
of this description removed from their
settings have been preserved, and in
later times, re-mounted.

With the stones were
connected, through al-
chemistic representa-
tions, special healing

and supernatural powers, by which
their significance as the material for
drinking vessels and for other sym-
bolic purposes was supposed to be enhanced.
Thus the name of the amethyst indicates its
supposed merit as a protection against in-
toxication, which explains its employment
in fashioning drinking vessels ; among
Roman women it held a place of highest
honor, the power being attributed to it of
imparting to its wearer presence of
mind and of banishing evil thoughts.
The hyacinth, worn about the neck as
a talisman, was supposed to protect the
wearer from lightning stroke and the
plague. To it was also ascribed the
power of extinguishing fire and, in an
allegorical sense, of counteracting sin-
ful desires. The latter property caused
it to be regarded by the early Chris-
tians as the symbol of the true faith.
Jasper was regarded as a charm against
fever and dropsy ; the agate as pro-
tective against scorpion bites—it also
assured to its wearer the love of wo-
men and the esteem of men. The onyx
was regarded as the guardian against
nocturnal specters ; the Arabs, on the
other hand, considered it the originator
of oppressive dreams and a sad dis-
position. In the middle ages it was re-
garded as an agent in the preservation
of peace between married couples.
The agate made the athlete invincible,
whereas to the beryl and the opal
medical virtues were ascribed, the first
in the case of diseases of the liver,
the latter in heart troubles. Finally,
the cat's eye protected the wearer
against ghosts and loss of money ; the helio-
trope endowed him with oracular gifts.

All the ancient peoples, the Egyptians,
Phoenicians, Persians, Greeks and Romans,
were familiar with the process of the ar-
tistic cutting of precious stones, which was
often executed with a degree of skill which
makes the articles of this nature that remain
to us from them among the
most highly prized objects of
the collector. In addition to
using the engraved stones for
rings, especially seal rings,
they found use as clasps for
women's garments, as adorn-
ments for weapons as well as
for drinking vessels, in con-
junction with the precious
metals.
A feature of the cut stone is

the display, in the smallest
space, of the artistic idea,

Ancient

Superstitions
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Lapis Lazuli Shell with Gold Serpent for Handle

while their convenience and beauty made
them favorite objects with collectors, even
in early ages. In the Roman era we hear
of the "Dactyliothecae," collections of cam-
eos, the oldest of which was probably owned
by Scaurus, the stepson of Sulla, Pompey
being also the owner of one, which he oh-

Cup of Lapis Lazuli

tamed, by conquest, from Mithridates, in the
capitol, while Caesar presented a cameo col-
lection of six tablets to the Temple of Venus
Genitrix as a votive offering. That the Ital-
ian Renaissance, which produced the most
famous cameo cutters, sought to copy their
predecessors, the ancient Romans, excites
no surprise.
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Cameo cutting is effected in two
different ways : Either the design is
engraved (intaglios) so that the im-
pression gives us the actual practical
picture, or it is cut raised, in more or
less flat relief. The first kind, the in-
taglio proper, is preferably executed
in transparent, or at least, in mono-
colored stone ; the relief engravings,
known as cameos, are preferably exe-
cuted in material which, like onyx, is
composed of alternate light and dark
strata, so that the cameo cutter can
take advantage of the material, to exe-
cute his design in the light substance
on the dark background, the shining of
the latter through thin layers of the

lighter substance being used to produce a
form of shading, which is allied in appear-
ance to the style of ceramical painting
known as pale sur pate. For the latter work,
from earliest times, certain kinds of shells
have been used, the strombus variety, for in-
stance, which are composed of two layers,

one light, flesh-colored, the other dark
red. For cutting intaglios precious
stones of the higher quality are seldom
employed, as they have sufficient
beauty in their own substance, the
semi-precious kinds being preferred,
such as cornelian, agate, jasper, onyx
and sardonyx, obsidian, heliotrope,
Indian garnet, nephrite, green quartz
and rock crystal.

The plastic working
of precious stones is
somewhat improperly
t e r in e d "cutting" ;

only in the production of the softer
shell cameos is the steel graver used.
In all other kinds the cutting instru-
ment is a little grinding wheel ; this,
as the prolongation of a rod of hard
steel, is of minute dimensions, usually
less than a twelfth of an inch, and
formed, as a little wheel, a blunt point,
a rounded head, etc. It is arranged
horizontally on a table, set in motion
after the manner of a lathe and is
caused to attack the stone, secured by
means of pitch or asphalt to a piece
of wood, by the cutter anointing the
steel wheel with diamond dust, mois-

tened with oil. For softer kinds of stone,
glass castings, etc., copper wheels and, as
the abrasive material, emery, are used ; for
polishing the finished work little wheels of
copper are also used, with tripoli. In working
out and finishing some places that cannot be
reached by any shaped wheel, the stone-
cutter makes use of a diamond point set like

a graver. Not only the pro-
duction of the small sculptures,
executed on precious stones,
was undertaken in this man-
ner, but the forming of vessels
of semi-precious stones, which
at all times flourished as an
important branch of the gold-
smith's trade, was also carried
out on this principle, except
that suitably larger wheels
were employed. A favorite
material for such show vessels
of all kinds was at all times

Plastic Work-
ing of Stones

Disk Carved in Blood Jasper

March, 1911 THE

rock crystal, which the hardy mountaineers
sought at the risk of their lives. Its pure,
transparent color afforded opportunity for
the cutting, in intaglio, on the smooth sides
or on suitably smoothed plates, which were
made up into caskets, etc., of various orna-
ments, an art from which glass cutting was
subsequently developed.

Another material that
came to us from the
Orient and which

lends itself admirably to all the pur-
poses for which the semi-precious
stones are adapted—although it can
hardly be called a semi-precious stone—
is jade. The name is somewhat vaguely
applied to a number of minerals similar
in appearance but differing in composi-
tion, of which nephrite and jade, etc.,
are the varieties chiefly used in the
manufacture of the many beautiful ar-
ticles into which it is fashioned by the
skilled artist-artisans of China, India
and Japan. Varying in color from
nearly white to dark green, through all
shades, and beautifully veined and clouded,
it is partially translucent and susceptible of
a fine polish. The jade of which the most
beautiful articles are fashioned is the Yu, or
Chinese jade, which is a variety of prehnite,
but nephrite and axestone are also known
as jade and used for similar purposes. Jade
is a silicate and while quite hard and tough,
is not as difficult to work as some of the
semi-precious stones to which we have made
reference. It is found in masses of con-
siderable size, as some of the specimens of
jade carvings on exhibition in the New
York Metropolitan Museum of Arts will
show, and when polished has a some-
what dull and greasy-looking surface.
The special reputed mystic property of
jade was its alleged efficacy as a
preventive of colic or pain in the side,
and its name is derived from the Span-
ish for the flank, or side, on this ac-
count.
We cannot close our chapter on

semi-precious and less precious stones
without calling attention to a subject
that really has no place in our times,
but which formerly played so import-
ant a part in connection with them that
without our knowledge of it the em-
ployment, in many cases, and the asso-
ciation of precious stones in many of
the older productions of the gold-
smith's art, would be less readily com-
prehended. We allude to the super-
stitions that attached to certain stones.
They may be regarded as of the great-
est antiquity, as we may realize when
we recall that in the Old Testament the
precious and semi-precious stones are
referred to as symbolical of the constella-
tions. A more systematized compilation of
these superstitious views we find in the
works of Pliny the younger, from which
Arabian sages and the writers of the middle
ages have taken a great deal. The most (Ie-
cided adherent to these views we find in
the sixteenth century, in the person of
Theophrastus Paracelsus. The parallel ar-
rangement of the signs of the zodiac with
certain precious stones, the origin of which

Varieties of Jade
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we may probably ascribe to Egypt, is as
follows : The ram, amethyst ; the bull, hya-
cinth ; the twins, chrysoprase ; the crab, topaz;
the lion, beryl ; the virgin, chrysolite ; the
scales, cornelian ; the scorpion, sardonyx ; the
archer, emerald ; the goat, chalcedony ; the
aquarius, sapphire ; and the fishes, jasper.
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death), outlandish horns were exhibited as
dragon's claws, etc. At the close of the
middle ages, after the discovery of the new
world, all or most of these humbugs were
exploded as wonders, but, the interest in
them as natural curiosities remained as
strong as ever. The nautilus shell was al-

ways a strong favorite, as was also the
mother-of-pearl shell, and in some
places likewise the cocoanut, and they
still find extensive employment for
divers purposes ; tortoise shell was only
used extensively towards the end of the
eighteenth century. Among woods, the
solid maple was largely used in fash-
ioning drinking cups ; since the six-
teenth century ebony has been the
favorite wood as a background for
metal, more especially for silver.

It is not to be wondered at that
the attention of these artistic crafts-
men was attracted to the natural
beauties of these semi-precious stones,
occurring, as they do, in masses that
lend themselves so readily to artistic

purposes. Their everlasting durability was
in itself an incentive to the artist to expend
his precious skill and highly developed taste
on a material in which they would at least be
preserved practically forever and this has in-
deed proved to lie the case. While the work
of Benvenuto Cellini and his pupils and
competitors, and of the old German gold-
smiths, whose work, such of it as is left
to us, proclaimed their artistic talent no
less than their manual skill, has been ruth-
lessly consigned to the melting pot to fur-
nish the sinews of war for ambitious con-
querors or to minister to the extravagance

of reckless spendthrifts, the engraved
tablets and delicately formed vessels of
semi-precious stones, with their mount-
ings of gold or silver, in many cases
exquisitely wrought but not sufficient
in volume to tempt the cupidity of the
spoiler, are to-day as sharp and clean-
mit as when they came from the mas-
ters' hands, and will remain, for all
time, enduring reminders of their taste
in art and manual dexterity.
As will be seen from the above the

different varieties of jasper have been
much used as ornamental stones, es-
pecially in ancient times, when the
stone was engraved, set in mosaics
and fashioned into objects of some
size. Its application in the middle
ages, and in comparatively recent
times, was also extensive, but it has
now fallen almost into disuse.
Specially fine stones of uniform color
are sometimes cut up for gems, and
in spite of the dullness of the frac-
tured surface they take a fair polish,

although the luster is never very strong.
The stone is principally used, however, for
boxes, bowls, vases, table tops and small
ornamental edifices. The construction of
such objects may be accomplished with one
large block, or it may be necessary to use
several pieces, in which case they must be
carefully chosen with due regard to color.
It will be very difficult for any modern
artist to equal the triumphs of the ancients
in this line.

Decorated Detail of Bowl Cover

The virtues and properties of the various
stones we have already described.

The popularity of the ar-
ticles into which the semi-
precious stones so conspic-
uously entered during the

Renaissance had moreover another founda-
tion, chiefly of sentiment. Rare natural
curiosities were highly esteemed at this
period as the base for vessels, objects of art,
etc. They were regarded in the middle ages
with something akin to superstitious awe,
and advantage was taken of this sentiment
by travelers, explorers and visitors to dis-

Sentimental
Symbolism

Carved Rock Crystal Bowl and Cover

tam lands, who have to this day regarded
the credulous as their predestined prey.
1 tills the horn of the narwhal was presented
as the horn of the mythical unicorn—the
symbol of purity—which has been adopted
so extensively as a supporter in armorial
bearings ; pieces of it were mounted for tal-
ismanic purposes in costly settings of gold
and jewels ; the ostrich egg figured as the
egg of the fabulous phcenix or of the pelican
(symbolical of immortality and of sacrificial
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How Gold Leaf is Made
The art of the gold-beater is one of the

oldest handicrafts in the world, and among
those which have changed least. Much
of the decoration of Solomon's Temple is
believed to have been covered with gold
leaf, hammered to the requisite thinness by
hand, as it is to-day, says a writer in the
Youth's Companion.

The gold-beater receives
The Gold- his material not in the form
beater's Material of the sixty-pennyweight

ingot in which it is cast, but
ill the form of a ribbon about
an inch wide and 24 feet long.
This ribbon is first cut into
two hundred squares and
placed in the "cutch," which
is a pile of square pieces of
a peculiar paper, part animal
and part vegetable in composi-
tion, the preparation of which
is a secret. The best cutches
are made in London. A square
of gold is placed between each
two leaves, and the whole
mass is ready for the first
beating.
This is done with an iron

hammer, weighing from 12 to
17 pounds, while the cutch
rests upon a granite block,
which is supported by a heavy
wooden post. Under the heavy,
measured blows of the ham-
mer the sheets of gold begin
to stretch or expand until, in
one-half or three-quarters of
an hour, they have reached
the edges of the cutch. They are then
removed, and with a thin strip of bamboo
are cut into quarters, so that the two
hundred become eight hundred. Next
comes the "shoder," a collection of eight
hundred pieces of skin, four inches square,
made from the intestines of cattle. As in
the cutch, each piece of gold is placed be-
tween two leaves of skin and bands of
parchment or vellum are
slipped over the whole pile, to
keep it together.
Another beating—this time

with a hammer weighing from
8 to to pounds, now follows.
This takes about an hour, dur-
ing which the sheets of gold
are all the time expanding.
The last stage is the "mold,"
which, like the cutch and the
shoder, is composed of alter-
nate leaves of gold and skin ;
but the mold is about five
inches square and made up of
gold-beater's skin. The prep-
aration of this is a jealously-
guarded trade secret.
The skin, like that in the

shoder, is made from the in-
testines of the ox. It is
translucent, and not unlike
rawhide in color. Although
it will stand continuous beat-
ing without breaking, it will
tear like a sheet of thin paper.

The making of a single mold requires the
intestines of 500 bullocks. Between each
two beatings the skin is rubbed with baked
and pulverized gypsum.
A mold contains moo sheets. After the

second beating the workman takes from the
shoder a single leaf of gold at a time,
handling it with bamboo pincers, and when
necessary smoothing it with a rabbit's foot.
With a strip of bamboo he cuts each sheet
into quarters again, so that the original
two hundred have now become three thou-
sand two hundred. One shoder, therefore,
contains more than enough gold to fill three

Gold Leaf Being Beaten

molds. It is an interesting process. The
final beating in the mold is done with a
seven-pound hammer and requires from
three to four hours. By this time the gold
leaf should have expanded again to the edge
of the skins, and should be of the requisite
thinness, which is determined by holding it
up to the light. If it transmits green rays it
is done and will measure about one two-

Drying and Pressing the Gold Leaves

hundred-and-eighty-thousandths of an inch
in thickness.
The hammers used in beating gold are

slightly convex on the face. The art of the
workman consists in so striking that the
gold will -always be thinnest in the center.
He must pound with evenness all over
the square, in order that the sheets of gold
may expand without losing their form, but
at the same time he must keep the thickest
part near the edges, so that when the sheets
are finally trimmed to size the thicker por-
tions may fall in the waste, to be recast.
No machinery has ever been devised which

will do this successfully.
The tools of the craft are

interesting and peculiar. The
rabbit's foot is exceedingly
soft and just oily enough to
prevent the gold from stick-
ing, and the bamboo pliers and
cutting slips are the only
things with which it is possible
to do this delicate work. The
gold does not adhere to the
fibers of the reed as it does to
steel.
The gold-beater performs

his work standing. The use
of the heavy hammers in such
continuous pounding would,
one would think, impose an
almost intolerable strain upon
the hands and arms. The
men say, however, that their
arms never ache.
The uses to which gold leaf

wp  are put are many and call for
quite a voluminous product
of this interesting commodity

which, as we may infer from the labor of
manufacture, is quite costly. It is highly
decorative, however, and durable.

_

Silver Service for Battleship "Florida"

The contract for the silver service to be
presented to the U. S. Battleship Florida
has been awarded to the Gorham Co.,

Providence, R. I. The
service will consist of forty-
seven pieces and will weigh
2750 ounces. The original
plan was to spend Sto,000
for the set, and as the com-
mittee on funds are having
good luck in the canvass of
the State, it is safe to say that
the price will be in the neigh-
borhood of that figure.
The different pieces of the

set will be decorated with the
seals of the State and of the
Navy, and also with scenes
typical of the important his-
torical events in the history
of the Commonwealth. The
vegetable and animal life of
the State will also be shown
by the decorations.
The contract was awarded

to the Gorham Co. through
the Greenleaf-Crosby Co.,
Jacksonville, Fla., the well-
known jewelry firm.
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See the Difference Between
Hawkes Cut Glass

and ordinary cut glass. That is all you have to say to make particular people
buy Hawkes for Hawkes Cut Glass is superior and shows it.

Ordinary cut glass is produced by using figured blanks. That is, the pattern
is pressed into the glass, then smoothed and polished over.

Hawkes Cut Glass is genuine cut glass. It is actually cut from the solid blank.

Any one can see the difference. The bril-
liance and clarity of Hawkes Cut Glass
surpass ordinary cut glass as the diamond
surpasses its imitation.

The blanks for ordinary cut glass in the
majority of cases are not made by the cut
glass manufacturer. He buys them.

The blanks for Hawkes Cut Glass are
manufactured at the Hawkes factory.

Any one can see the difference. Every
piece of Hawkes Cut Glass is uniform in
color. Hardly any two of ordinary glass
are alike.

From the selling standpoint the difference
is this:

Ordinary cut glass is sold to cut-price
department stores,

Hawkes Cut Glass is sold only to jewelers
and exclusive china stores.

Hawkes dealers, therefore, do not have to
meet price competition. They have the
glass that attracts the best trade and they
get the price for it that means worth-while
profit.

Every jeweler should know all about our proposition.
Write us a line now for complete details

This
trade-mark
Cut on
every
piece

T. G. HAWKES & CO.
CORNING, N. Y.

 Grand Prize Paris Exposition 
DORRANCE-BATTIN CO., Chronicle Bldg., San Francisco, Cal., Pacific Coast Agents

Do you?

No piece
genuine
without

this
trade-mark
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The J. D. Bergen Co.
dl'IANUFACTURERS OF

Men. Aircnx
Cue Gizoo

ANOTHER ONE OF OUR MANY PATTERNS

LOOK FOR BERGEN TRADE-MARK

IlLSend at once for our No. 50 CATALOGUEand ASSORTMENT SHEETS of New
Designs and Shapes for a selection and corn-
plete your line for the Spring Trade.
Our Motto is First Quality, Properly Cut and
Finished Goods. We guarantee our glass to
be exactly as illustrated in Catalogue.

OlIAIN OFFICE AND FACTORY

MERIDEN - CONNECTICUT
NEW YORK SALESROOM CHICAGO SALESROOM

38 MURRAY STREET 131 WABASH AVENUE

Sterling Table Requisites

538 Horse Radish Bottle end Spoon $4.50 ea. 591 Castor $4.00 ea
533 Condiment Set $18.00 ea. 534 Spoon Tray $5.50

PRICES SUBJECT TO KEYSTONE KEY

Silverware bearing this
trade - mark denotes

sterling silver
925-1000 fine

q We show but a very few of a most
elaborate and extensive line. Our catalog
will be of help to you in determining just
the extent of this line. Send for it. Re-
member, our goods are all 925-1000 fine
sterling.

ATTLEBORO MASSACHUSETTS
Chicago Office, 910 Heyworth Building

New York Office, 37 Maiden Lane

San Francisco Office, 71 7 Market Street
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Show-Window Points

The retailer will never possess any other
weapon which can be made as strong for

fighting the mail-order house competition

as his own show windows. The trouble at

the present time seems to be that very few

retailers outside of the big cities realize this

fact, says Furniture Industry.

In traveling over the country it is noticed

that practically no attention is paid to the

show windows in small towns. They have

a glass front, but no window for display

purposes. Thus an op-

portunity is lost every

day for the very cheap-
est and best kind of ad-
vertising. In large cities

business men pay hun-

dreds of dollars per
month for locations
where their display win-

dows must be passed by

the crowds. The retailer

in even the smallest

towns should make the

same use of his win-

dows, for, though the

passing crowd is small,
it is just as anxious to

see what is for sale
within the store and the
price asked for it.

Retailers in most small

towns seem more willing

to spend their money to

advertise to bring coun-
try people to town than
they are to make up

window displays which

can be made at quiet times to attract the

attention of people after they get to town.

It is probably inexperience which causes

most retailers to hesitate about putting in

show windows. This should not prevent a

start being made, however. Remember that,

while your efforts at trimming a window

may not compare favorably with city win-

dows which have been trimmed by men who

command high salaries for their skill in

this particular direction, they will compare

very favorably with the windows of your

less enterprising neighbor who has no dis-

play, and probably has dirty windows to

boot.

If you have no show window have one

put in at once by all means. Have a glass

back put in, so your store will be as light as

ever, and then begin trimming up the win-

dow with something new every week. Re-

member that many people buy from cata-

logues because they think the particular

thing wanted is not for sale in their town.

H K EYSTONE

Make your show windows show them every-

thing you have for sale, but do not put it all

in the window at one time. A window full

of different articles bewilders the passer,

and you get no results. Fill the window

full, if you so desire, but let it be filled with

but one class or kind of goods, so every

one who sees the display will remember

what kind of a variety you have of that kind

of goods. Put in another kind the next week,

and so on throughout the year. A little care

will enable you to display everything at the

right season. If you only have one article
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All oil and varnish colors should be avoided,

as the gloss very strongly reflects light, and

at some angles of view will appear nearly

white and at others invisible, or nearly so.

It is sometimes advisable not to place

price marks on special pieces or those of

unique design or quality, such as are in-

tended for the finest homes, the owners of

which do not consider price as against their

desires or wishes, a small card of descrip-

tion being ample.
In the matter of show card writing the

marking pen is a strong and perfect device

for rapid and clean-cut

lettering for small cards,

tickets, etc. The use of

these pens — different
sizes—one-sixteenth to

one-half inch wide, en-

ables the learner to ac-

quire a substantial and
easy method of under-
standing the proper

form and slant of all
styles of lettering with-
out the perplexing and
laborious task of learn-
ing the art with a sable
lettering.
A good ink is very im-

portant for neat work.

Common writing fluid is
too thin to produce a

deep color or brilliant

letter. You need ink
strong in color with
enough gum arabic in it

to be about the thick-
ness of common syrup
or varnish. This will

keep it from flowing too freely. Should the

ink become too thick and make broken work

in your lettering add a few drops of water

and mix. Marking and shading inks on the

market, made of good material and of

proper consistency, will flow free, cut clean

in lettering and dry hard with gloss.

In practical work it is a decided ad-

vantage for the card writer to be enabled

to make marking or shading inks as needed.

First take a package of ink powder of

the desired color and pour the contents into

an ink bottle. Fill the same nearly full

with warm water. This will dissolve the

ink powder instantly and make an exceed-

ingly strong solution. Or use any good ink.

Now, all that is necessary is to get a good

gum arabic mucilage and color same by

adding a few drops of the ink powder solu-

tion. Very little of the solution will pro-

duce a brilliant and deep color. If the ink

should be too thin add a few pieces of gum

arabic about the size of a pea.

Window Centerpiece—floors revolve in different directions

of some particular kind it will make a win-

dow display if you put it in the window and

have the right kind of a window card to go

with it.
The window card is a very important part

of the display. A fresh card should be

put in every fresh window trimmed, and

should call attention to the quality of the

goods, and tell why they are the kind which

give best satisfaction. Then a price card

should be put on every article on display,

and it should be big enough so the figures

are easily read.

Do not get into your head that every

one who comes to town knows what you

carry in stock and will come and ask for it

if he wants it. That is not being a mer-

chant. Get your goods out where they will

talk to every one.

The proper colors for hand-painted show

card work are undoubtedly those known as

"water or fresco colors," as they have no

gloss and are not absorbed by the card.
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1835 R. WA
SILVER PLATE TH

EVERY tea spoon, dessert

spoon, soup spoon, table

spoon, medium fork and

dessert fork in 1835 R.

WALLACE Silverplate is

given a sectional plating on

the parts most exposed to

wear, applied by a separate

process in a ddition to the

regular uniform heavy plate.

Send for Catalogue No. 110B,
for the

R. WALLACE &

THE MARQUETTE
(Front view)

Box

Wallingford,
11 West 32d Street, NEW YORK

85 Post Street,

LLACE
AT RESISTS WEAR

Thus the wear-resistance is

increased three-fold, and we

are able to offer the trade the

broadest guarantee known

Wile guarantee that "1E335 1R. 'Wallace,"
SILVER PLATE THAT RESISTS WEAR

give absolute satisfaction, and zve agree to stand behind arid replace
every piece of goods bearing the " 1 835 R . WA L LA CE trade - mark
that does not give satisfac-
tory service in any household. n 

x, artace & zono tow. c o.

and an outline of our " helps "
dealer.

SONS MFG. CO.
140

Connecticut
131 Wabash Avenue, CHICAGO

SAN FRANCISCO THE MARQUETTE
(Back view before finishing,
showing- sectional plating)
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Great Strides in Store Improve-
ment

A notable trade development in the past

year has been a somewhat general move-

ment in the direction of store improvement

and beautification. Many influences com-

bined to foster this development ; chief of

these being the character of the stock, which

naturally calls for a degree of beauty and

refinement in the store which would be un-

necessary in the case of other specialties, say

groceries or hardware. The increase, too,

in the variety of art goods suggested the

idea of more decorative surroundings, but

probably the most potential influence at

work is the gradual refinement and elevation

of public taste. Our

people generally have

outgrown their crude,

primitive ideas, and

now expect a degree
of decorative refine-

ment in a store de-
voted to such wares

that was not called for
and probably would

not have been appre-

ciated at an earlier

day. Fortunately, this

evolution of public
taste has in recent
years been accom-
panied by such a
measure of prosperity

as enables the trade
to live up to the re-

quirements of the

time.
As there is no bet-

ter time for store im-

provement than dur-
ing the lull succeeding

the holidays, it is opportune to impress upon

the trade generally the business-bringing

worth of a handsome store. Common sense

suggests that the exterior of the store no less

than the interior should appeal pleasantly

to the public and convey to the observer

a favorable idea, both of the proprietor and

his wares. A clean, unobstructed pavement,

a tasteful, prosperous-looking front, an

attractive entrance—all these are important

factors in giving to the store an individual-

ity that makes it stand out in comparison

and appeals favorably to patrons. And care

should be taken that the interior is worthy

of the exterior presentment—that the floors,

walls, fixtures, decorations and goods

should harmonize in the general tone of

richness. To-day the public eye is trained

to enjoy the beautiful, the appropriate, the

elegant in arrangement and environment,

K EYSTONE

and turns away from the crudely antiquated

and monotonous.
In this progressive age a great advantage

is afforded to the merchant by the manu-

facturers of store fixtures. He has the

valuable privilege of stating his case to these

manufacturers, whose experts will advise

without expense as to the fixture arrange-

ment and general effect best suited to his

business. Some of these will very gladly

make liberal terms with honest, struggling

storekeepers of good reputation, believing

that the extra business attracted by hand-

some fixtures will assure payment of all

obligations.
There is a false idea in the minds of

some of the trade that rich fixtures .would be
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cases is suggested by the proper display of

such vase or pitcher in a suitable fixture.

A modern innovation in store plans is the

so-called crystal room ; that is, an apartment

especially designed for the display and sale

of diamonds, cut glass and such other goods

as are enhanced in beauty by brilliant il-

lumination. We show herewith illustrations

which convey but an imperfect idea of the

beauty of the modern crystal room. Be-

sides affording the most impressive display

for the goods, it has an air of exclusiveness

which appeals irresistibly to more refined

patrons, allowing them also the opportunity

to select their purchases without the inter-

ruptions and interferences that occur in the

store proper. Most

The picture postal is now much used for advertising purposes by jewelry stores. 
A good type of interior

used on these postals is shown in the above illustration of the establishment of Poland Bros., 4347

Main Street, Manayunk, Phila., Pa. We have noticed that the pictures are 
generally taken when the stores

are devoid of customers. This is a mistake from the advertising standpoint. These photos should in all

cases show a busy store with a number of interested customers at the 
counters examining goods. In

view of the number of postals showing views taken when the stores are devoid 
of customers which we

have been receiving lately we make this suggestion to our readers.

an unremunerative investment for the rea-

son that their customers are not recruited

from the wealthy classes, and for this rea-

son also, they are somewhat indifferent as

to the general appearance of their stores.

This fallacy arises from a wrong estimate

of human nature, for what might be termed

the middle, or even the artisan, classes is

just as keen in its observance of a well-kept,

inviting store, and as ready and punctual in

its appreciation of it as those in a higher

social station. Everyday experience .con-

clusively proves the business value of hand-

some and appropriate fixtures, and the ar-

gument of competition, if no other consid-

eration, should direct the attention of the

trade to this important matter at this sea-

son. When a patron desires to see "that

vase" or "that pitcher," the sale is half

made, and the query in the vast majority of

of the large fixture

manufacturers a r e

now in a position to

submit designs for

such a room as this,

and experience has
proved it a valuable

investment.
In recent years the

same measure of

progress has been
made in the reduction
of the cost of fixture

production as in the
production of other

manufactures, t h e
consequence being
that the merchant can
to-day secure hand-
some and appropriate
fixtures for a mod-
erate sum and on easy
terms. If the trade at
large realized the

comparatively small

amount necessary for
the renovation and re-

fixturing of their establishments, the move-

ment in the direction of store improvement

would receive a very powerful impetus.—

Brass, Glass and Pottery Salesman.

Store Mottoes

For a store to have a motto is by no

means a bad idea. Very often an estab-

lishment takes color from the sentiment

thus expressed, just as in the days when

"knighthood was in flower" every noble

house had its motto, and these mottoes not

infrequently had something to do with

shaping the destinies of the house.

A prominent establishment has adopted
as its motto : "Do it well." This is placed
in the coat rooms of the clerks, at every
desk in the accounting rooms, and in other
ways the management work to impress it on
their clerks.



KETCHAM&McDOUGALL
AUTOMATIC

EYEGLASS HOLDERS
LOOK FOR OUR NAME ON EVERY HOLDER

For several years past we have been
spending a large amount of money
advertising our eyeglass holder to the
consumer through the medium of the
large magazines. By this means we have
made it a well-known and staple article.
Every progressive jeweler should keep a
complete assortment in stock at all times.

We Furnish Gratis Attractive News-
paper Cuts and Advertising Copy for
Use in Your Local Papers. Send for
Them.

Gold and Silver
Thimbles

If you appreciate the commercial value and
reliability resulting from

78 Years' Experience

which goes into every Thimble which we
make, you will see to it that your stock of
goods of our manufacture is complete and
well displayed.

Cuts show two pages from our new
catalogue, which is yours

for the asking

ESTABLISHED 132

KETCHAM&McDOUGALL
MANUFACTURERS

132

crOur Line of

BRASS GOODS

is full of GINGER

ci You will display
good JUDGMENT
by showing a few of
our goods in your Line

March always brings an increase in
the tableware trade. Housewives seek
to add to their service and prospective
Spring brides are interested in designs.

Mount Vernon and Monticello pat-
terns are found most desirable by
women of refined taste, who take just
pride in the appearance of their tables,
and 110 jeweler can afford not featuring
these two patterns.

No. 4947 SMOKING SET. POLISHED BRASS Main Office and Factory, Federal and Norwood Sts.

THE PAIRPOINT CORPORATION
ORIGINATORS OF Factories and Main Offices

NEW YORK : 15-17-19 Maiden Lane

SAN FRANCISCO : 717 Market Street

PAIRPOINT CUT GLASS

PAIRPOINT SILVER PLATE
-- BRANCHES

NEW YORK MURRAY STREET
-CORIS-TINE -131...DC., ST. NICHOL AS ST., WESTMONTREAL

SAN FRANCISCO . 717 MARKET STREET
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Our New "Sellers"

411

Others will be shown
from time to time

Watch for them

1I s  The annual election of the Order of Elks will soon take place.

There will be calls for fine charms, lockets, and buttons for

presentation purposes. We carry a large line. If you sell

Elk, Eagle or Moose Jewelry we can deliver the goods.

4:1‘ Write us for anything you may require, from cheap buttons

to gold card cases or diamond mounted charms. Our Trade-

Mark " The Rose " Sy) is on every piece and is a guarantee

of quality and excellence.

HENRY FREUND 0 BRO.
"Sellers cf Sellers" 71 Nassau St., NEW YORK

/38/5

401

cions Ispe41c louder
wordy.

Our Factor-g orisiinates
mid executes Artistic
Specialties in Jewel
Sottinp and Novel
Designs.

iensta
fcL Co_

1367

100/If /3/23 402/5
COULTE/e (0.C/N.0

The Miller Jewelry Co. 
CINCINNATI - - - OHIO

Makers of HIGH GRADE EMBLEM JEWELRY, DIAMOND MOUNT-

INGS, GOLD and PLATINUM, and FINE DIAMOND MOUNTED

JEWELRY. Selection packages be sent to responsible jeipelers upon request.
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Stylish Thin Models for Spring Stock
The large stocks of watches which
we have assembled for spring trade
comprise large supplies of the new
thin models which are now the
leaders in sales.

4L We are also showing all the
newest styles and patterns in the
standard makes of solid gold and
gold filled cases.

H. 0. HURLBURT & SONS, 
14 South Tenth Street

PHILADELPHIA

F&B 4 The Dealer 1TE A 0 E li T-\

\TRACE MARK REGIS TERED

(11 t

REGISTERED:,

Wants Reliable Goods

,

•

4,,

..„1 -,
• 

"1"!-..n LTho'46.4., ,,,

WHICH WE MAKE

At Reasonable Prices
WHICH WE CHARGE

Consult our BLUE BOOK, Catalogue N, which

shows a complete assortment of such goods.
Every piece of goods made by us bears our trade-
mark. Look for this sign of quality.

Neck chain 410 sterling, bright, 16 inches long.
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Neck chain 414 sterling, bright, 16 inches long, set as ordered

Placque 190 outside rim brilliants, open work platinum finish,

inner circle Rose or Green finish, center stone set as ordered.

Placque 191 sterling, platinum finish, brilliants, center stone

set as ordered.

Theodore W. Foster & Bro. Co.
Manufacturing Jewelers and Silversmiths

100 Richmond Street : Providence, Rhode Island

-

\ 
-VI

I

--4.-.„:1,2,,,-4- /4 '1' . NEW YORK CHICAGO CANADA '

L.., Neck Chain 412 jgo Pia e
13 Maiden Lane Heyworth Building Kingston, Ont. Neck Chain 411 igi Placque
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Advertising a Store

The Small Merchant in a Medium-sized Town
Should Not Fail to Make Use of the Papers

The small town merchant doesn't have to
spend as much in publicity as his brother in
the city, says Herbert Little in a recent
number of Gill's Bulletin, but he has to
spend a certain amount, and he can just as
well afford to do good work with what he
does spend as can the owner of the big de-
partment store.

Don't think that you can't
do good advertising because
your town is not over one
hundred thousand inhabi-

tants. l f you have a good paper, use it to
tell them about your merchandise, and study
the methods of the big men in Chicago and
other large cities. You can't do the same
work or use the same space or style they
do, but if you are clever enough to make
good in business, you are smart enough to
adapt to your needs as much of the big
man's style as you can use.
Have a good, live clearing sale, right now.

Get out handbills or circulars and distribute
them to every family in a radius of five
miles at least.
Do like a merchant I met on the train a

short time ago. He puts in every night for
a week preparing a full-page announce-
ment of his clearing sale (and he lives in a
city of less than four thousand). But when
he gets out this sale ad., it looks right and
reads right. It sells the goods, too!

Newspaper advertising is
just what you make it, says
Aaron Holtz in the same
paper — merchandise a n d

value first ; composition and arrangement
second. It is the combination of these things
that brings the best results.
Too often a merchant will devote his

every energy to produce a perfect adver-
tisement in the matter of arrangement, but
will use greatly exaggerated statements in
his composition. In this case the advertise-
ment may bring the people to the store—
which, let me remark in passing, is the prin-
cipal object of an advertisement—but they
will at once see he has been insincere.

It is best to discredit Mr. Barnum's state-
ment, "The American people like to be hum-
bugged." Stick to the truth, the whole truth

and nothing but the truth—every time!
Fifty per cent. of an advertisement lies in

the heading. But avoid the use of mean-
ingless superlatives as "Best on Earth," etc.
Just say what you honestly know to be so,
and express yourself in language that means

something. Strong, convincing head lines

are bound to bring results.

Small Town

Opportunities

Truth in

Statement

The retailer who uses his local newspap-
ers continually is generally rewarded with
results far beyond anticipations; but, on
the other hand, the merchant who advertises
spasmodically rarely derives any benefit—
and it is this man who, if asked, would tell
you that "advertising does not pay."

But do not imagine that the
writing of a good advertise-
ment is easy. An advertis-
ing man must know mer-

chandise. In a large store he must be the
chief of the selling division.

In these days of competition advertising
becomes a positive necessity with the small
merchant, says Will Lipmann.

Advertising does not require any super-
human efforts. It demands one thing only,
which any country merchant has, or should
have as well as the big store merchant, and
that is, common sense to tell the truth !

The best advertising is the plainest ad-
vertising. Tell your customer in a straight-

forward, honest way what you have to sell,
and the price. Always mark the price of
goods in plain figures, and make it a rule
when writing an advertisement never to
omit the price of any article. This is very
important—commit it to memory !
There is only one thing that you must

secure from the reader, and that is con-
fidence ; and, by the way, confidence has

been termed "The corner-stone of Success."
If your customer has confidence in you she
will become a permanent customer.

Back up your advertise-
Window Displays ments with attractive win-

dows, with accommodating
clerks, and with a cheerful, bright store and

attractive displays. You will be surprised

how quickly your customers will appreciate
the changes and how noticeable will be your
increase in sales.

It is always well worth the while to thank

a customer for his patronage, suggests N. A.

Boody, both verbally and through the use

of printer's ink. A word of thanks, coupled

with reliable merchandise, honest prices and

fair methods is the best advertising any

store can have.
I am, therefore, suggesting a series of

paragraphs, any one of which any dealer in

any town can use to great advantage. One

of these paragraphs—Package Messages—

could be printed on a small circular, ranging

from 2 x 3 inches up, and enclosed with

every package that leaves the store.

When the customer unties the package

containing his goods he is home, and not

only has the time to read your message, but

is in the proper frame of mind to be favor-

ably impressed. If he had courteous treat-

ment at the store and was given satisfac-
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tion as to price and quality, the little mes-
sage in the package serves to remind him
of these facts.

Package

Messages

The matter of cost of is-
suing these slips cannot
stand in the way of any
progressive merchant, as

five hundred, or a thousand or two would
cost only a small sum. Here they are:
"We aim to have the Store Service as

nearly perfect as tireless endeavor can make
it. We are always ready for suggestions
looking to its improvement. From your
point of view where can we better it ?"
"It is the little things that count—the de-

tails. And while we consider no detail small
enough to be neglected some must slip by
unnoticed and uncorrected. Will you co-
operate with us to improve the store service
by making your suggestions to us ?"
"Promptness inspires confidence. If we

expect to enjoy your regular trade we must
be prompt. Delays are dangerous—and an-
noying to you and to us. If you are ever
kept waiting unreasonably long here, please
let us know."
"Exaggeration is the forerunner of dis-

trust. We state plain facts about our goods
and prices because we mean that you shall
know things exactly as they are in this
store."
"This store exists for the convenience and

profit of our patrons. Without both, we
are of no value to you or ourselves. Help
us by your suggestions."
"Quality will never be lowered here that

price may be lowered, too. If the price looks
low you may be sure that it is low, and that
quality is exactly what you think it is and
ought to be to make an honest 'bargain'
value."

"It is not what we think but what you
think or say that helps this store's growth.
Your satisfaction with this purchase de-
termines your attitude. If value or price do
not appear to be right when you open this
bundle, please bring the purchase back."

Every time a merchant displays his goods
temptingly in his windows or on his
counters, and particularly when he embel-
lishes them with price tags or show cards,
he is advertising—although he may not ad-
mit it or realize it.
The shrewdest, most cautious, and most

far-seeing merchants of the present day are
almost invariably heavy advertisers.

The season is now at hand when every
enterprising retailer should invest in liberal
publicity in order that he may reap maxi-
mum benefit from the spring trade opening.
This is one of the most important matters
to which he can give his attention at this
time.



Stylish Thin Models for Spring Stock
The large stocks of watches which
we have assembled for spring trade
comprise large supplies of the new
thin models which are now the
leaders in sales.

It We are also showing all the
newest styles and patterns in the
standard makes of solid gold and
gold filled cases.
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Advertising a Store

The Small Merchant in a Medium-sized Town
Should Not Fail to Make Use of the Papers

The small town merchant doesn't have to
spend as much in publicity as his brother in
the city, says Herbert Little in a recent
number of Gill's Bulletin, but he has to
spend a certain amount, and he can just as
well afford to do good work with what he
does spend as can the owner of the big de-
partment store.

Small Town

Opportunities

Don't think that you can't
do good advertising because
your town is not over one
hundred thousand inhabi-

tants. If you have a good paper, use it to
tell them about your merchandise, and study
the methods of the big men in Chicago and
other large cities. You can't do the same
work or use the same space or style they
do, but if you are clever enough to make
good in business, you are smart enough to
adapt to your needs as much of the big
man's style as you can use.
Have a good, live clearing sale, right now.

Get out handbills or circulars and distribute
them to every family in a radius of five
miles at least.
Do like a merchant I met on the train a

short time ago. He puts in every night for
a week preparing a full-page announce-
ment of his clearing sale (and he lives in a
city of less than four thousand). But when
he gets out this sale ad., it looks right and
reads right. It sells the goods, too!

Newspaper advertising is
just what you make it, says
Aaron Holtz in the same
paper — merchandise a n d

value first ; composition and arrangement
second. It is the combination of these things
that brings the best results.
Too often a merchant will devote his

every energy to produce a perfect adver-
tisement in the matter of arrangement, but
will use greatly exaggerated statements in
his composition. In this case the advertise-
ment may bring the people to the store—
which, let me remark in passing, is the prin-
cipal object of an advertisement—but they
will at once see he has been insincere.

It is best to discredit Mr. Barnum's state-
ment, "The American people like to be hum-
bugked." Stick to the truth, the whole truth

and nothing but the truth—every time!
Fifty per cent. of an advertisement lies in

the heading. But avoid the use of mean-
ingless superlatives as "Best on Earth," etc.
Just say what you honestly know to be so,
and express yourself in language that means
something. Strong, convincing head lines
are bound to bring results.

Truth in

Statement

The retailer who uses his local newspap-
ers continually is generally rewarded with
results far beyond anticipations ; but, on
the other hand, the merchant who advertises
spasmodically rarely derives any benefit—
and it is this man who, if asked, would tell
you that "advertising does not pay."

But do not imagine that the
writing of a good advertise-
ment is easy. An.advertis-
ing man must know mer-

chandise. In a large store he must be the
chief of the selling division.

In these days of competition advertising
becomes a positive necessity with the small
merchant, says Will Lipmann.

Advertising does not require any • super-
human efforts. It demands one thing only,
which any country merchant has, or should
have as well as the big store merchant, and
that is, common sense to tell the truth !

The best advertising is the plainest ad-
vertising. Tell your customer in a straight-
forward, honest way what you have to sell,
and the price. Always mark the price of
goods in plain figures, and make it a rule
when writing an advertisement never to

omit the price of any article. This is very
important—commit it to memory!
There is only one thing that you must

secure from the reader, and that is con-
fidence ; and, by the way, confidence has

been termed "The corner-stone of Success."
If your customer has confidence in you she
will become a permanent customer.

Back up your advertise-
Window Displays ments with attractive win-

dows, with accommodating
clerks, and with a cheerful, bright store and
attractive displays. You will be surprised
how quickly your customers will appreciate
the changes and how noticeable will be your
increase in sales.

It is always well worth the while to thank

a customer for his patronage, suggests N. A.
Boody, both verbally and through the use
of printer's ink. A word of thanks, coupled
with reliable merchandise, honest prices and
fair methods is the best advertising any
store can have.
I am, therefore, suggesting a series of

paragraphs, any one of which any dealer in
any town can use to great advantage. One

of these paragraphs—Package Messages—

could be printed on a small circular, ranging
from 2 x 3 inches up, and enclosed with
every package that leaves the store.

When the customer unties the package
containing his goods he is home, and not
only has the time to read your message, but

is in the proper frame of mind to be favor-
ably impressed. If he had courteous treat-

ment at the store and was given satisfac-
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tion as to price and quality, the little mes-
sage in the package serves to remind him
of these facts.

Package

Messages

The matter of cost of is-
suing these slips cannot
stand in the way of any
progressive merchant, as

five hundred, or a thousand or two would
cost only a small sum. Here they are:
"We aim to have the Store Service as

nearly perfect as tireless endeavor can make
it. We are always ready for suggestions
looking to its improvement. From your
point of view where can we better it?"
"It is the little things that count—the de-

tails. And while we consider no detail small
enough to be neglected some must slip by
unnoticed and uncorrected. Will you co-
operate with us to improve the store service
by making your suggestions to us ?"
"Promptness inspires confidence. If we

expect to enjoy your regular trade we must
be prompt. Delays are dangerous—and an-
noying to you and to us. If you are ever
kept waiting unreasonably long here, please
let us know."
"Exaggeration is the forerunner. of dis-

trust. We state plain facts about our goods
and prices because we mean that you shall
know things exactly as they are in this
store."
"This store exists for the convenience and

profit of our patrons. Without both, we
are of no value to you or ourselves. Help
us by your suggestions."
"Quality will never be lowered here that

price may be lowered, too. If the price looks
low you may be sure that it is low, and that
quality is exactly what you think it is and
ought to be to make an honest 'bargain'
value."

"It is not what we think but what you
think or say that helps this store's growth.
Your satisfaction with this purchase de-
termines your attitude. If value or price do
not appear to be right when you open this
bundle, please bring the purchase back."

Every time a merchant displays his goods
temptingly in his windows or on his
counters, and particularly when he embel-
lishes them with price tags or show cards,
he is advertising—although he may not ad-
mit it or realize it.
The shrewdest, most cautious, and most

far-seeing merchants of the present day are
almost invariably heavy advertisers.

The season is now at hand when every
enterprising retailer should invest in liberal
publicity in order that he may reap maxi-
mum benefit from the spring trade opening.
This is one of the most important matters
to which he can give his attention at this
time.
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WE ARE MAKERS 

of Plain Gold Rings by an original and unique process that gives the metal greater density

of grain than any other known method.
Our Rings excel in wearing qualities and depth and richness of lustre ; they are perfect in

shape and guaranteed plump assay. Prices are no higher than those asked for inferior rings.

IT WOULD PAY YOU to try our rings.

HAYDEN W. WHEELER & CO.
2 MAIDEN LANE

TRADE

RING MAKERS
MARK

NEW YORK

Every Progressive Jeweler
realizes the value of Synthetic Stone jewelry. .0 The Synthetic stone is in a class of its own

and has created a new market of its own. You will interest a buyer in a Synthetic Ruby, a
Synthetic Sapphire,—Blue, White or Golden, where nothing else will do. But you must have

the buyer's confidence. .0 To gain it—give him what you yourself are sure is right. Have
goods with a name to guarantee its genuineness. .0 The largest and most reliable Jewelry
manufacturers use Heller's Synthetic Stones exclusively. It is the only way to insure your

reputation.
ASK YOUR JOBBER FOR

HELLER'S SYNTHETIC RUBY HELLER'S HOPE SAPPHIRE

HELLER'S SYNTHETIC WHITE SAPPHIRE HELLER'S GOLDEN SAPPHIRE

HELLER'S SYNTHETIC PINK SAPPHIRE

They are all true Synthetic Stones. .0 We guarantee everything that bears our name.

PARIS: 39 Rue de Chatenudun

SAN FRANCISCO: L. A. Giacobbi, Representative

PROVIDENCE: 212 Union Street

IDAR: 14 Hauptstrasse

68 Nassau Street, NEW YORK

NEW YORK OFFICE OF THE KEYSTONE
Roost 1102 JEWELERS' BUILDING, 9-11-13 MAIDEN LANE

NEW YORK, February 28, 1911

In sustaining a protest filed by
Important George W. Sheldon & Co., the
Customs Ruling Board of United States Gen-

eral Appraisers served notice
on the classifying officers of the customs that
hereafter in construing the new tariff law, imita-
tions of precious stones designed for use in the
manufacture of iewelry will not be held dutiable
at the high rate of 6o per cent. ad. valorem. In-
stead, such merchandise is to be permitted to
enter this country at only 20 per cent. General
Appraiser Sharretts, who writes the decision for
the board, says that imitations of precious stones
intended for the making of jewelry are provided
for by name in Paragraph 449 of the Act of 1909,
and therein made dutiable at 20 per cent. on the
value. The General Appraiser holds that the
imitations are not dutiable at 6o per cent. as
"parts of jewelry" under the concluding provision
of Paragraph 448, which, he says, applies only
to articles of jewelry composed of gold and
platinum. The decision states that the limiting
of the application to articles composed of either
gold or platinum will relieve the board of hun-
dreds of protests filed annually. The merchan-
dise in the case consisted of small hearts com-
posed wholly of glass or paste colored to imitate
an amethyst. These hearts have been drilled or
perforated in the process of molding, or subse-
quently, and without the addition of metal parts
are ready for ultimate use in the manufacture
of necklaces, bracelets, or other articles of jew-
elry. Duty was assessed at the rate of 6o per
cent. under the final provision of Paragraph 448,
as "articles commonly or commercially known
as Jewelry or parts thereof." The importers
alleged a rate of only 20 per cent. under Para-
graph 449, under that part of the paragraph re-
lating to imitation precious stones for use in the
manufacture of jewelry. The board's decision
makes it plain that in the future the terms
"Jewelry, or parts thereof," appearing in Para-
graph 448, "will be restricted to such articles as
are composed of gold or platinum. The General
Appraiser gives praise to Congress for making
Changes at the last revision of the tariff which
will have the effect of "terminating a prolific
source of litigation by eliminating the question
as to whether innumerable articles of personal
adornment composed of materials other than gold
or platinum are jewelry or not." "The present
case," says the decision, "furnishes a striking
example of the class of articles that are being
classified as 'jewelry or parts thereof' and as-
sessed with duty at 6o per cent. ad valorem under
Paragraph 448, at almost every port of entry in
the country. The result of this classification has
been to flood the board with hundreds of protests
relative to imitation jet millinery ornaments and
other flimsily constructed articles that neither

within the regular understanding, commercial
designation, nor as judicially determined are
jewelry."

There has recently been estab-
Manufacturers' lished in the Hudson Terminal
Library Building, 50 Church street, a

unique organization designated
as the Manufacturers' Library. The suite of
rooms in which it is located are on the ground
floor just off the main lobby, and are handsomely
and comfortably furnished. The distinctive fea-
ture is the library of manufacturers' catalogues.
This collection contains several thousand cata-
logues, and the number is increasing daily by
hundreds. The buyer coming to the library finds
himself in the immediate presence of the printed
literature of nearly the whole manufacturing
world. Instead of writing for a catalogue he
has only to speak to an attendant and the library
is placed in his hands in a minute. When a
prospective buyer or interested party has asked
to examine a certain catalogue, his name and
address is filled in on a prepared blank and
turned over to a stenographer who immediately
writes the manufacturer, giving him details, so
that he can get in further and closer touch with
the prospective customer. Quite a number of
prominent jewelry manufacturers have already
placed their catalogues on file.
Alex D. Kahn, for the past twelve years with

Marchand Freres, diamond importers, has severed
his connection with that firm and is now selling
loose diamonds for Friedlander & Bartnowsky,
6 Maiden Lane.
Jerome Meyer was a r'ebruary visitor at the

New York office of THE KEYSTONE. He was
spending a week in the city buying a stock of
jewelry. He was formerly in the retail business
at 86 South Hancock street, Wilkes-Barre, Pa.,
but has now branched out into the wholesale line
under the firm name of Jerome Meyer & Sons, at
25 and 26 Laning Building, Wilkes-Barre, Pa.
One of his sons accompanied him on his trip to
New York.
In the report of the annual meeting of the Jew-

elers' Board of Trade in New York, on January
26th, which appeared in the February number of
THE KEYSTONE, an unintentional error crept into
the paragraph referring to the re-election of the
secretary and treasurer. The name of D. L.
Safford, secretary, as printed in the report, should
have read Edmund S. Stone. Mr. Stone was ap-
pointed secretary of the Board of Trade in May,
two, to succeed A. V. Huyler, and at the annual
meeting in January was re-elected to the same
executive office for 1911.
At the regular monthly meeting of the Jewelers'

Board of Trade, held February 9th, the following
were admitted to membership: Abel Bros & Co.,
New York City; L. Bauman Jewelry Company,
St. Louis, Mo.; L. Fritzsche & Co., Newark, N. J.;
Ginsberg Bros., New York City; Halley &
New York City; Imperial Art Jewelry Co., New
York City; King, Raichle & King, Buffalo, N. Y.;
A. Ludeke & Co., New York City; Louis Weid-
lich Bros. Mfg. Co., Bridgeport, Conn.

S. Samuels, 461 Twelfth street, Oakland, Cal.,
was a caller at the New York office of THE KEY-
STONE early in February.
At a recent meeting of the Good and Welfare

Committee of the Jewelers' Board of Trade the
members of the committee were all re-elected
with but one exception, that being that A. W.
Sproehnle was elected to represent Chicago.
This committee has accomplished a great many
good things during the past year, mainly the
enforcement of the national stamping law in
a number. of cases. An important matter on
which. it is now working is that of sending a
committee to Washington to act on the question
of the hxed selling price bill when it comes up.
'I his matter has progressed (ply so far as to
having been taken up with the Jewelers' Board
of Trade for its co-operation. Louis Cohn, of
llenry Freund & Bro., 71 Nassau street, and also
chairman of the Good and Welfare Committee,
is very anxious to receive suggestions at all times
from any one in the trade who may have some-
thing to offer that will improve trade conditions
in any manner, big or little.
A new corporation has been organized under

the name of Fishel & Co. for the purpose of
manufacturing a line of sterling silver and popu-
lar priced plated jewelry. Leslie H. Fishel, form-
erly with Fishel, Nessler & Co., is president of
the. new company, and a very complete manufac-
turing plant has been established at 126 West
Twenty-second street. The company will also
manufacture diamond mountings.
Chas. F. Moore, formerly with Sam F. Sipe,

of Pittsburg, and recently a traveler for M. A.
Mead & Co., of New York and Chicago, has
started an instalment house in the Chamber of
Commerce Building, Detroit.
M. D. Rothschild, of the American Gem and

Pearl Co. and president of the Jewelers' Board
of Trade, is enjoying a mid-winter vacation in
Florida.
On May 1st the Spencer Optical Co. will move

from 31 Maiden Lane, where they have been
located for many years, to 5 and 7 Maiden Lane,
near the corner of Broadway. They will occupy
the entire ground floor of these two numbers,
now occupied by Geo. W. Shiebler's retail jewelry
store. The Spencer Co. will also use the base-
ment and subcellar in the new location.
The Multiple Unit Electric Co. has recently

been incorporated for the manufacture and sale
of the Kohn system of heating appliances for
commercial and scientific work. They will manu-
facture a very complete line of small electric
furnaces for jewelers' work. M. M. Riglander,
of the well-known firm of Hammel, Riglander &
Co., is president, and M. Hammel, of the same
firm, is treasurer. M. M. Kohn is vice-president.
M. J. Averbeck and family left New York on

Tuesday, February 21st, for a month's sojourn in
the tropics. They will visit Panama, Cuba and
other points in the West Indies, returning to
New York about the middle of March.
S. Sternau & Co., makers of high art metal-

wares, Brooklyn, have moved their accounting
and advertising departments to a building located
just in the rear of their large factory on Plym-
outh street. The address of this new building
is 8o John street, and the advertising depart-
ment occupies the entire first floor, while the
counting room is located on the second floor.
This change was made necessary owing to the
fact that the old quarters in the main factory
building on Plymouth street were too crowded.
The suit for damages instituted more than a

year ago against the firm of Stern Bros. & Co.,
33-43 Gold Street, by the firm of Stern Bros.,
located on Maiden Lane, was heard before Justice
Bischoff last month. The complaint set forth that
the defendants had seriously damaged the busi-
ness of the plaintiffs by using undue influence
with the jewelry trade journals to keep their ad-
vertisements out of these publications. Justice
Bischoff decided in favor of Stern Bros. & Co.,
regarding the complaints of the plaintiffs as want-
ing in merit and affording no proper justification
for legal proceedings. It was shown in the evi-
dence that Stern Bros. & Co. suffered much vexa-
tious annoyance from the similarity of names
which was calculated to cause confusion in the
minds of patrons and the trade generally.

(Continued on page 397)
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DON'T MAKE A MISTAKE
and think that Larter Shirt Studs are just like the ordinary so-called " spring

back," " pipe stem" or "friction back studs" the kind that has probably

given you trouble.

The appearance of Larter Shirt Studs is imitated by many, hut the Larter

construction is entirely different, and this difference means many advantages.

_ .
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Examine a Larter Shirt Stud and see how easy the pointed end and flush curved post slip through

stiff laundered eyelets or button-holes; then the back is adjusted automatically and this avoids twisting,

pushing and pulling.

Notice the back has equal length on each side of post, and is considerably longer than any shirt

button-hole—that is why it cannot possibly fall out. No matter how much strain or vibration it may

endure while in the shirt, the strong coiled spring prevents stud from working itself out of position—

hence it is absolutely safe and reliable.

Remember that no other shirt stud embodies all these features, and we not only make the most

desirable shirt studs, but also help the retail dealers to sell them through our persistent advertising to the

public. •

18K and 14 K GOLD

Supplied by

Our travelers and mail order department

Pacific Coast Representatives

A. I. HALL & SON
Jewelers Building, Post St.

SAN FRANCISCO, CAL.

10K GOLD and 14K GOLD FILLED

Supplied by

All leading jobbers

LARTER & SONS
21 and 23 Maiden Lane : New York[

TRATE MARK

Reg. U. S. Pat. Office

March, 1911

New York
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(Continued from page 395)

The Woodside Sterling Co., 170 Broadway, re-
port a very favorable spring trade. They state
that their plan of guaranteeing their depositware
goods has resulted in a large increase in orders,
while several attractive spring specialties at very
reasonable prices have enlarged their volume of
business in sterling pieces.
The building at Fifth avenue and Thirty-fourth

street, formerly occupied by the retail jewelry
store of Chester Billings & Son, will shortly be
taken by the W. W. Harrison Co., well-known
throughout the trade as manufacturers of very
high-grade umbrellas and canes. The Harrison
Co. have been located for several years at 1140
Broadway.

New York Wholesale Jewelers' As-
sociation

The annual meeting of the New York Whole-
sale Jewelers' Association was held at their regu-
lar meeting rooms, the 24-Karat Club, February
24th.
The meeting was well attended, the following

members being represented : Heyman & Kramer,
Jonas Koch, Wm. C. Solomon & Co,. Lissauer &
Co., W. J. Ward, Cross & Beguelin, Freudenheim
Bros. & Levy, Henry Freund & Bros. B. & L.
Veit, Henry Froelich & Co., Ilgen & Wakefield
Co., Bernheim & Beer, N. H. White & Co„ Theo.
Yankauer Co., Ehlers 8z Co., R. L. & M. Fried-
lander, L. W. Rubenstein, J. L. Goldberg, Morris
Weil.
The president reported as to the proceedings of

the National Executive Committee meeting, which
was held in New York a short time ago; also the
work which had been done by the local organiza-
tion during the preceding year. Much interest
was manifested in what has been accomplished
and the opinion was generally expressed that a
Frreat deal had been done in the efforts to more
closely cement and strengthen the friendly feel-
ings existing between retailer, wholesaler and
manufacturer.
Considerable progress has been made to im-

prove conditions and the members of the as-
sociation are very hopeful for the future. It is
believed if continued progress is made in the
future, as has been in the past, many of the trade
abuses and evils will within a reasonable time be
eliminated.
The executive urged all those present if any

way possible to attend the annual meeting in
Chicago of the National Association, to be held
March 22d, and a representative delegation from
New York will attend.
The report of the secretary was also read and

received with a great deal of interest, as well
as that of the treasurer, which showed the or-
ganization to be in prosperous condition .
The nominating committee presented the fol-

lowing ticket for the ensuing year, which was
unanimously elected : Louis Cohn, president;
A. V. Huyler, vice-president ; M. M. Mirabeau,
secretary; Theo. Yankauer, treasurer.
The following named gentlemen were nom-

inated as members of the executive committee
for two years : Jonas Koch, Max S. Kallman,
John J. Rosensweig, Louis Friedlander.

Waltham Watch Co. Wins Another
Point in Suit Against Chicago Mail-

order House
In the suit brought some months ago by the

Waltham Watch Co. against Montgomery Ward
& Co., of Chicago, to enjoin the defendant from
selling certain Waltham watch movements at
prices less than those fixed by the price contracts
under which such movements were sold by the
Waltham company, the defendant interposed an
answer containing certain alleged defenses,
Charging the Waltham company, among other
things, with lack of good faith in establishing its
Price-contract system ; with conspiracy and com-
bination in restraint of trade, and with fostering
an unlawful trust. To these defenses the com-
plainant excepted and moved that they be
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stricken from the answer. The motion, which
was argued before Judge Sanborn, in Chicago,
was granted February t6th and Montgomery
Ward & Co. was directed to expunge these al-
legations from its answer.
The Court, in deciding the motion, also held

that the patented features of the Waltham move-
ments involved in the suit were of abundantly
sufficient scope and importance to justify the con-
ditions of sale imposed by the Waltham Watch
Co.
The following is a copy of Judge Sanborn's

opinion :
On the argument of the exceptions to the

answer I got the impression that the patented
features of the "Vanguard" and "Crescent Street"
watch movements were of such slight importance
that they could not be made to increase or extend
complainant's rights, and that the parts of the
answer to which objection is made set up an un-
warranted extension of the patent rights. Since
the argument I have read the specifications and
claims of the three patents pleaded in the amended
bill, covering the hairspring studs, the movement
frames and the mainspring barrels and barrel
arbors. These alleged improvements to watch
movements are of abundantly sufficient scope and
importance to justify the conditions placed upon
the sale of the Vanguard and Crescent Street
movements (alleged to include the patented
features) by the complainant, as owner of the
patents, within the rule established in this cir-
cuit by the talking machine, thresher and rubber
tire wheel cases and the button fastener case.
The exceptions to the answer should be al-

lowed.
The complainant was represented by Crawford,

Harris & Goodwin, of New York, and the de-
fendant by George P. Merrick, of Chicago.

Robberies Among the Trade

Jos. F. Snyder, 551 Market street, Youngstown,
Ohio, reports that three burglars were trying to
get into his store on January 30th and cut the
show window all up in their efforts to do so, and
also tried keys in the lock and cut off the screen
from the door, but were frightened away before
they succeeded by people over the store, who have
given a description of the parties which it is
hoped will lead to their punishment, as the
Jewelers' Securit-- Alliance has offered $too re-
ward for their arrest and conviction.
Geo. T. Baker & Co., Bemidji, Minn., report

that their window was broken on January 31st
and jewelry stolen.
Emerson & Co., San Antonio, Tex., report that

their store was burglarized on the night of Feb-
ruary 2d, but did not give any details of the
robbery.
D. Charak, 54 Clinton Place,- New York city,

reports that while they were absent on Saturday
night, January 28th, their apartments were en-
tered through a window on the air shaft and the
safe, which was in the front room used as an
office, turned over on the top of a lot of pillows
and blankets, which were taken from the bed-
room, and the outside plate of the door pried
off, several holes drilled and the spindle of the
combination lock knocked off and part of the
hinges, but while the thieves were digging into
the cement they were frightened off by the ar-
rival of Mr. Charak and escaped, leaving behind
them two small crowbars and brace with a drill
in it and a set of drills. Several other robberies
have been committed in the immediate vicinity
in the same way within the past few weeks, prob-
ably by the same gang of thieves, who were evi-
dently no experts, as the work was done in a
crude way.
The Emerson Company, of San Antonio, Tex.,

report that the burglars, who broke into their
store, forced open the back door and stole about
$500 worth of jewelry and cutlery, but did not
molest the safes. They have issued a circular
describing the jewelry, and are sending it to all
the neighboring places and the Jewelers' Security
Alliance is offering the usual reward of $too for
the arrest and conviction of the thieves.
On Saturday, February 4th, James alias "Ba-

nana Mitchell' was arrested in Cleveland and has
been identified as the third man of the four who
recently robbed W. G. Spies, Steubenville, Ohio,
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of $15,000 worth of loose diamonds. Rube Reeves
is also under arrest in Cleveland and has been
partially identified as one of the four, and
"Skinny Murphy" alias Chas. O'Malley, who is
now in the Mansfield Reformatory, has also been
identified. -The police are still looking for the
fourth man and for the missing property.
The trade are warned against hiring watch-

makers or other help without carefully investigat-
ing their references, and are advised not to take
a written recommendation without investigation,
as it can easily be forged.
There is a German watchmaker about 5 feet

6 or 7 inches, 150 to 16o pounds, light complexion,
with mustache, having socialistic ideas, who is
now serving a sentence of thirty days in the jail
of Bureau County, Illinois, for stealing repair
watches and material worth about $75 from his
employer, and who will probably seek another
position as soon as released, and the trade should
be on the lookout for him.
C. L. Daniels, Tiffin, Ohio, reports the loss of

a light brown diamond ring, 14 carat, tiffany
mounting; weight of diamond, V2-3/64 carat; No.
238 engraved inside of ring; valued at $55, which
was taken from his tray by a short heavy-set man,
smooth face, dark complexion, about 25 years of
age, wearing a light suit and a light overcoat, and
a white sapphire tiffany mounted ring left in
place of it on February 2d.
Leon Levi, 307 West Lexington street, Balti-

more, Md., reports that a brick wrapped in carpet
was thrown through his show window on Friday
night, January 27th, a few seconds after the police
officer had passed the store and a number of
ladies' and gentlemen's watches, gold rings, neck-
laces, watch fobs and silver chatelaine purses
stolen, amounting to about $700 in value. One
of the thieves must have cut his hand on the
rough edges of the glass, as the window was
stained and a large pool of blood was found on
the pavement. There was a very heavy rain and
very few people were on the street, so the thieves
were not seen by any one.
Maier & Berkele, of Atlanta, Ga., state that on

January 31st they gave a quantity of goods to
one William Fleischman, described as being 55
years old, height 5 feet 3 inches, flat nose, sallow
complexion, slightly stooped, hair, mustache and
goatee slightly gray; wears gold-rimmed glasses.
He represented to them that he had customers
in Macon, Ga., to whom he expected to sell some
of the property. On February 1st he wrote them
from Macon that he would return on February
7th, but did not do so, and has not since been
heard from, so that they fear that something has
happened to him, although he deposited with
them a number of French securities of a value,
as given by him, of $17,500. This man has been
staying in Atlanta with his wife for six or eight
months, and had taken goods for the purpose of
showing them to parties at different times pre-
viously and always reported promptly. When he
did not return on the 7th, as promised, an investi-
gation showed that his wife stated she was going
to New York, but it was found that her trunks
were checked to New Orleans. Any one who
learns of the whereabouts of this man or of any
of the goods is requested to communicate with
Maier & Berkele, of Atlanta, Ga., at once.

On February 14th a man, described as 30 to 32
years of age, dark complexion, height 5 ft. to
inches, 150 lbs., white shirt and collar, dark cloth-
ing, came into the Diamond Palace, 328 Wash-
ington Street, Portland, Oregon, and asked to see
a diamond stickpin, and while the clerk, James
Gilbert, stooped down to take a tray out of the
show case he received a severe blow on the head.
He called "Help," upon which the man followed
it up with a second blow and he became uncon-
scious, just as a second man came into the store.
He afterwards returned to consciousness and
found that he was lying in a pool of blood, and
upon going into the street fell again and was
taken to Dr. Marshall's office. He thinks there
must have been a half hour, during which time
no one else entered the store and all the pledges
and several packages of loose diamonds and a
large amount of diamond jewelry was stolen, a
rough estimate of value being $5000. The de-
tective bureau hatre arrested two men, giving their
names as William Johnson and Andrew McDon-
ald, in a lodging house with about one-half of the
stolen property in their possession. '
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®1 the 
every community always there are people who have in mind
the purchase of diamonds. If you will see to it that these

people know that you sell good diamonds and give good value,
your diamond sales will increase. When you have a demand for
an article in diamonds that is not in your stock, send to us for
what you need. We carry a large supply and purchase for cash
in the foreign markets.

CHICAGO

WESTERN BUREAU OF THE KEYSTONE
Room 1201 IIEYWORTH BUILDING

CHICAGO, February 28, 1911

The February developments in
General Trade western jewelry circles have in
Conditions most instances been satisfac-

tory. Among jobbing houses
there has been a general feeling that their trav-
elers were sent out on the road a bit too early
this year. Retailers have been doing considerable
buying, and while trade reported a bit "off
color" in some sections of the country, as a whole
it is considered satisfactory. Collections have
held up very well and there is but little complaint
on this score. The most conservative jobbers in
the West consider conditions very favorable. This
feeling on their part is due largely to reports
sent in by their travelers regarding the financial
condition of the retailer and the fact that there
have been no failures of more than passing im-
portance in the West since the first of the year.
Of course there have been some failures, but they
have all been small ones and only such as could
be expected at most any time. January and
February have come to be regarded as the months
when insolvency on the part of retailers comes
to the surface more than at any other time of the
year. Many jobbers have by experience learned
to rely upon these months as an indicator of the
general financial condition of the retail trade.
Viewing conditions solely by this standard it must
be observed that a healthy commercial atmosphere
pervades the western retail trade.
Such a deduction is in accord with prevailing

conditions in other lines.
The money market in the West, with the ex-

ception of possibly two sections, was never any
easier. Jobbers in the Northwest, who rely al-
most solely upon the Dakotas and the far North-
west, have had an experience somewhat contrary
to that of the jobbers in the central West and
Southwest. These Northwest conditions are
traceable to a crop failure, especially in North
Dakota and Montana. But even these North-
west jobbers do not view these seemingly un-
toward indications with much uneasiness for the
reason that the affected States were otherwise
in excellent shape, having enjoyed successful
crops for several years previous to 1910.
Up to the middle of February there was a cry-

ing need for either plenty of rain or snow in the
far Southwest which has had but little snow and
scarcely any rain for months past. The middle
of the month saw a heavy snowfall in some
sections and a heavy rain in others. The rain
and the snow came at a most opportune time.
The effect was instantaneous upon western boards
of trade and the money market and jobbers who
rely largely upon the Southwest territory were
jubilant over the prospects.

The approach of the Easter
Easter Outlook season has had a stimulating

effect upon western wholesale
and retail houses. In Chicago reports from re-
tailers indicate that the business status is emi-
nently satisfactory. The general conditions in

Chicago may be regarded as excellent. The last
remnant of a most distressing strike, which vir-
tually paralyzed business on the West Side has
vanished and there is plenty of work for all. Build-
ing is going on in Chicago as it never has before
and the real estate market here is experiencing an
unusual activity. The various mercantile agencies
and a number of the larger banks in Chicago con-
tinue to send out very encouraging reports each
week. Viewing the situation in the West from
every possible angle there is nothing in sight
which would tend in the slightest to disturb the
reflections that conditions in general are satis-
factory and that 1911 will be an eminently suc-
cessful year.

After April 1st the revision of
New Street the street numbering system
Numbers will be extended by the down-

town district, and then the city
will have been completely renumbered. Madison
street will be the dividing line between the north
and south sections of the city, and State street
will separate the east from the west streets. The
Tribune building, which for many years has been
known officially as 143 Dearborn street, will elimi-
nate the 4 and 3 and will become simply i South
Dearborn street. Opposite from the Tribune
building the Hartford building will be 2 South
Dearborn street. North of Madison street all
the north and south streets will be designated by
the prefix north, and south will be the prefix
south of Madison. Even numbers will be on
the west side of the street and odd numbers on
the east side. With State street as the dividing
line the prefix will be east and west, but in this
case the odd and even numbers will be reversed,
and odd numbers will fall on the south side of
the street and the even numbers on the north.
Notice has been served on the owners and agents
of buildings in the downtown district between
Twelfth street and the river, and from Michigan
avenue to the river on the west, the first of next
month, that all numbers must be changed by
April T St.

A judicial ruling has been oh-
Control of tamed denying that the rail-
Express Rates road and warehouse commis-

sion of Illinois has power
under existing laws to regulate the rates charged
for carrying express matter in this State. Judge
Kohlsaat, sitting in the United States Circuit
Court, gave the decision, which probably does not
surprise any one, since the commission's author-
ity in the premises was generally doubted. There
can be no serious question that the rates charged
by express companies are excessive in many
cases. The result of inquiries by experts appears
to be conclusive in this respect. But the express
companies continue to levy their extortionate
charges, since no administrative agency in this
State can compel them to do justice to shippers.
It is fortunate that the decision of the court on
this important matter comes while the Legislature
is in session. That body must be prevailed upon
to do its plain duty by passing the pending bill
conferring upon the railroad and warehouse com-
mission power to regulate the rates of express
companies. The measure has already passed the

Senate and is before the Judiciary Committee of
the House. Shippers of Illinois should make it a
point to see that early and favorable action is
taken on the bill in the one branch of the Gen-
eral Assembly, which has not yet approved it.

News From the Trade

A. H. Hoffman, of the Hoffman Jewelry Case
Co., of Denver, Colo., was in Chicago early in
the month on business.
Fred Brodegaard, of Omaha, was in Chicago

several days early in the month on his return
home from an extended trip East with his family.
Anton Okoniewsky, a retailer at 3758 North

avenue, has made a settlement with his creditors
through the Chicago branch of the Jewelers'
Board of Trade of 5o cents on the dollar, part
cash and the remainder in notes running to
January, 1912.
L. J. Crawford, a retailer of Burlington, Wis.,

was in Chicago early in the month doing his
spring buying.
George F. Wadsworth has sold out his busi-

ness in the Silversmiths' Building to J. M. Becker
& Co., who will continue it under their name.

Charles Brill, a new jeweler at Milwaukee,
Wis., was in Chicago early in the month purchas-
ing stock for his new store at 198 North Water
street.

1 he wholesale trade has received notice that
F. Hurst, who has been in business at Rochester,
Ind., will remove to Kokomo, Ind., March 1st.
M. M. Gumbiner, a retailer at 209 East Forty-

seventh street, this city, has been declared in-
solvent. Henry L. Willson has been appointed
receiver.
George B. Moore, formerly manager of the

mail-order department of C. D. Peacock, has been
elected general manager of Geo. E. Marshall, Inc.,
Columbus Memorial Building, Chicago. .
The Associated Silver Co. was recently incor-

porated in Chicago with a capital stock of $o,-
000. The incorporators are: George E. Herring,
William F. Puls and George J. Meier.
Theodore Ernst, of Fort Madison, Ia., one of

the best known retailers in that section of the
country, died early in the month at the advanced
age of 78 years. He was born in Germany,
where he learned watchmaking, and had been in
business at Fort Madison since the early sixties.
He is survived by a widow and four daughters.
The business will be continued under the manage-
ment of Faile Scovil, a son-in-law.
Lazarus & Weil, manufacturing jewelers in the

Masonic Temple, have added an additional room
to their present quarters.
Cards were received in this city announcing the

marriage of Miss Rosina Dinkelspiel to Alfred
John Krower, son of Leonard Krower, the well-
known wholesale jeweler of New Orleans. The
wedding took place February 1st.
P. C. Duncan, formerly of Gillette, Wyo., has

moved to Sheridan, Wyo. He was in Chicago
early in the month buying goods for his new
store.
Jacob Halper has discontinued his store at 625

West Madison street and opened one on Taylor
street, near Center avenue.
Walter T. Plumb, secretary and manager of

the Martin-Camp Jewelry Co., of Midland, Texas,
which recently burned out, was in Chicago early
in the past month on business. He is looking for
a new location and expects to open a new store
in either Texas or Oklahoma.
M. S. Fleischman made a trip to New York

and Eastern factories early in the month.
J. Schwarz, material jobber in the Masonic

Temple, will move to larger quarters on the
eleventh floor of the Heyworth Building within
the next thirty days.

Albert A. Winter, of the Winter School of En-
graving, in the Powers Building, is taking on
additional space to provide for his increasing
number of students. This additional space pro-
vides ample room for a large class and most
excellent light. New students enrolled in this
school during the past month include R. L. Gaw,
Cadillac, Mich. • W. M. Pearce, La Grange, Ore-
gon ; James L. Ince, West Salem, Ill.; Miss
Iren Smith, Marble Rock, Ia.; Paul Lucas. Lin-
coln, Ill.; Miss Lulu J. Flinn, Kalamazoo, Mich.;
D. B. Farnsworth, Charleston, Ill., and Hyman
Brand, Chicago.

(Continued on page 401)
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No. 1432—Emblem. $33.00 less
6. Grade I Diamond. Weight.
!1" Carat. I 4k Gold.

DIAMOND DEPARTMENT

Norris, Alister & Co.

Chicago, March 1, 1911

Dear Sir:

We are selling 7/8 to 1 18 carat

Diamonds GRADE ONE on a very close margin--

$168.00 per carat, less 6 per cent.,

or $157.75 per carat Net Cash.

When you buy from us you buy the

best. Perfect.

YOU can increase YOUR sales in

Diamonds by selling Norris, Alister & Co.'s

GRADE ONE Diamonds.

To YOU this includes a "Naco"

Crown, 14 Karat Ready-to-Set Ring Mounting.

Sincerely yours,

NORRIS, ALISTER & CO.,

Heyworth Building,

Chicago, Ill.

JEWELERS who like their orders filled with care—no delay
--and get just what they order in quality and price, will find

it to their advantage, save both money and time, by using our
1911 Catalogue, the "Blue Book," the Standard for Quality and
Values, in popular and ready selling merchandise.

NORRIS, ALISTER & CO. :: Mijr 63U: Lair.

March, 1911

Chicago
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President Steele F. Roberts, of the American
National Retail Jewelers' Association, has issued
a special invitation to all retail jewelers of 
cago and vicinity to be present at the mid-winter
meeting of the Executive Committee of the Na-
tional Association, which takes place in this city
Nlarch 14th, 35th and 16th. A general meeting
will be held in the rooms of the Chicago Jewelers'
Association, in the Columbus Memorial Building.
A number of important questions will be dis-
cussed, particularly the subject of stamping laws
for all gold jewelry to be enacted in every State
of the Union. A half dozen States already have
adopted measures of this kind. The question of
fraudulent advertising also is likely to come up.

The regular monthly midday luncheon and
business meeting of the Chicago jewelers' Asso-
ciation was held on February 2rst at the Palmer
House. The meeting was very well attended and
the time was taken lip mostly in laying the pre-
liminary plans for the entertainment of the forth-
coming convention of the National Wholesale
Jewelers' Association, which takes place in this
city beginning March 21st. The most important
matter to come up for discussion was the matter
of increasing the membership of the association.
For some months past there has been an agitation
Oil foot to widen the scope and usefulness of the
association by admitting all representative jobbers '
and manufacturers to membership. It was
definitely decided to remove all restrictions on thelimit of membership and allow all representative
firms who are so disposed, to join.
Frank W. Alter, of the firm of Holman &

Alter, has leased the land on the southeast cornerof Randolph and Clark Streets for a period of
ninety-nine years, at a gross rental of $2,352,000.
In addition to the lease he paid $30,000 for the
building. He is to pay an annual rental of $22,000
the first year and $23,000 for the succeeding five
years and $24,000 a year for the remainder of the
term of the lease. The land fronts 31 feet on
Randolph Street and 7o feet on Clark Street.
This is the highest price paid for Chicago prop-
erty west of State Street.
The annual meeting of the National Wholesale

Jewelers' Asociation takes place in this city be-
ginning March 22d. A very large attendance is
expected. The Chicago jobbers have made elab-
?rate arrangements for entertaining the visiting
Jobbers. Considerable work has been outlined for
this meeting and it is expected that much will be
accomplished for the benefit of the entire trade.
After many vexing delays Despres, Bridges and

Noe: ithya.ve finally moved into their new quarters

of the most beautifully appointed salesrooms in
the

in the Kesner Building, northeast corner Madison
Street and Wabash Avenue. They now have one

C. H. Knights-Thearle Co. vvill take on part
of the space vacated by J. W. Forsinger & CO.,
who will move into the old Despres, Bridges &
Noel rooms in the Columbus Memorial Building.
C. H. Knights and Mrs. Knights are in Cali-

fornia and will remain there several months.
The George N. Steere Co., of Providence, will

hereafter be known as the Catlow-Barton Co.,
George Steere having withdrawn. Frank Barton,
who is well known in western jobbing circles, is
president of the new company. Thomas Catlow,
vice-president and secretary, and Joe Catlow,
traesat 

month.

treasurer. Barton will continue as traveling
salesman. He made a western trip early the
p 

Emil Noel leave early next month on an
extended trip to Europe. His family will ac-
com y

The stock of J. H. Neds & Son, of Elkhart,
Td., which went into the receiver's hands some
time ago, is being disposed of at auction. H. E.
Glendore, of this city, is the auctioneer.
Steps are being taken to organize the credit

men from the various jobbing and manufacturing
houses in the city. It is believed that much good
can be accomplished by such an organization.

J. C. Duff and William Duff, both of whom
traveled for the old firm of Lapp & Flershem.
and who later went with M. J. Averbeck, will
shortly go into the jobbing business in New York.

They have resigned their positions with NI. J.
Averbeck. Both are well known in the West,
where they traveled for many years.
E. G. Lindquist, a retailer at 1040 Belmont

Avenue, is closing out his entire stock at auction.
M. L. Jalonack & Son are the auctioneers.
A. Harper, \ v ho for several years has been in

charge of the Chicago office of the American Sil-
ver Co., has been promoted to assistant general
manager at the factory. G. Y. Cheney, who has
represented the company in the central west, will
succeed Mr. Harper as manager of the Chicago
office.
Joseph C. Klaholt, one of the most prominent

jewelers of Springfield, Ill., and very well known
to the Chicago trade, died recently at his home
after a brief illness. He was 56 years of age
and was born in Springfield. For the last thirty
years he had been in the jewelry business. l i e
was a very successful jeweler, and his store is
to-day one of the best known establishments in
southern Illinois. He is survived by a widow,
three daughters and one son, Can H. Klaholt,
who was associated with his father in the busi-
ness.
Mrs. Hans Paul Juergens, of Chicago, is one

of the surviving daughters.
Edward C. Jameson, at one time a traveler out

of the New York office of J. W. Forsinger & Co.,
was found dead in his room in the Bloomingdale
Sanitarium, at White Plains, N. Y., early the past
month. He had been a sufferer from nervous
troubles, and it is believed that he committed
suicide. He was at one time employed by the
C. H. Knights-Thearle Co., and was with J. W.
For-singer & Co. about ten years traveling in the
South.
Erwin G. Lewy, of Lewy Bros. Co., is on an

extended European trip.
Louis Manheimer spent several days in New

York early in the month.
J. C. Gardiner, jewelry buyer for Carson, Pirie,

Scott & Co., spent a week at Eastern factories
early in the month.
John W. Sherwood, vice-president of the

Solidarity Watch Case Co., of New York, was
in Chicago on business early in the month. He
made a trip around the central west circuit before
returning to New York,
Robert Bonestell and R. F. Allen, of Nordman

Bros. Co., San Francisco, were in Chicago sev-
eral days early in the month while on their way
East. They will return to Chicago in time to
attend the annual meeting of the National Whole-
sale Jewelers' Association this month.

J. F. Peck, W. F. Peck and Charles E. Parker,
all of Joliet, Ill., have incorporated the Peck
Jewelry Co., of Joliet.
The final dividend of a trifle over 3 per cent.

has been declared in the Lapp & Flershem estate.
This winds up the bankruptcy. Creditors received
a total of a trifle over 48 per cent.
Max L. Silverberg, diamond importer in the

Champlain building, is in Europe on a diamond
purchasing trip.
The National Executive Committee of the

American National Retail Jewelers' Association
will meet here March 14th and 1.5th to hear the
report of the Committee on Annual Convention,
to be held in Richmond, Va., August tst, 2d, 3d
and 4th, and to transact such other business as
may be presented. Headquarters and meetings at
Hotel Sherman, at 2 P. M. daily. The mid-year
meeting of the members of the A. N. R. J. A.
will be held here on Thursday, March 16th, at
the rooms of the Chicago Wholesale Jewelers'
Association, Columbus Memorial Building, ses-
sions at to A. m. and 2 P. M. Measures of vital
interest to the retail jeweler are to be presented,
and as many members as possible from each
State are urged to be present and take part in
the discussion. Both sessions will be executive;
none but members of the association will be ad-
mitted.
Nordahl & Olson, 783 Milwaukee Avenue, Chi-

cago, Iii., report that on Thursday, February 16th,
a tray of diamonds, valued at $15oo, was stolen
from the show case in their store while there
were four or five customers present, but they do
not know which one of them did the work, nor
have they received any clue to the missing prop-
erty. The tray of diamonds was not missed until
late in the afternoon.
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Invasion of the Orient by Chicago
Business Men

Honolulu, Hong Kong, Yokohama, ho!
We are the boys from Chi-ca-go.

With some such business college yell as this
ringing clear, an army for the commercial in-
vasion of Japan organized from among Chicago's
prominent business men will leave here March
16th for a tour of the Pacific which will take
nearly three months. It will be the most elabor-
ate trade and good-fellowship excursion ever or-
ganized in America. In scope it can be ap-
proached only by similar enterprises undertaken
in past years by the Japanese. The party will
number 200, and will consist of members of the
Chicago Association of Commerce, their wives
and a few of their daughters. A special train to
the coast and the chartering of the largest steam-
ship on the Pacific are features that stamp the
trip as of importance unprecedented.
The hospitality programmes to be extended by

the authorities of Honolulu, Manila and the
Japanese cities on the schedule are expected to
be elaborate. Secretary of State Knox has in-
structed the American Consuls of the various
ports to prepare for the comfort and enjoyment
of the Chicago visitors. In addition to the fes-
tivities across the Pacific the travelers anticipate
pleasant days aboard the steamship Minnesota,
of the Great Northern Steamship Company. An
orchestra will dispense music and informal en-
tertainments and jollification will make the days
on ship speed by. There will be competent medi-
cal attendance, and in addition several of the
Chicago business men have combined to engage
a masseur for the journey. The tour is being
made under the auspices of the foreign trade
committee of the association, of which K. E.
Swadener, of F. A. Hardy & Co., is chairman.
While the sixty or more who will make the tripare looking forward to a jolly time, their primarymission is to "boost" the great central marketand to acquaint the business interests of Japanwith the superiority of this market.

Your Display Windows
Have wonderful advertising
power, but you waste much of
this sales making value when
you do not use attractive

Show Cards
I can provide you with original, hand

painted, illustrated Show Cards on any

article you sell -- the most attractive,

artistic, effective advertisements of this

kind ever put on the market.

They are money-makers for you. Write

to-day for prices.

Jewelers and Opticians in all parts of the country

write me that my Newspaper Ads, Letters, etc.

are the best advertising they have ever done. My

Ads will be just as profitable for you. I guarantee

them to increase sales.
A trial campaign — 24 Newspaper Ads and 3

Letters —for Po.

Norman R. Williams
Specialist in Jewelry Store Advertising

902 Marshall Field Building
Chicago



Mr. Jeweler:
q You realize that an
apt suggestion will often
facilitate the prospective
customer's making a
selection, and thus en-
able you to make a sale
which otherwise would
be lost.
q For suggesting a suit-
able choice of handsome
useful metalware the

GREEN-COVERED

A FEW OF THE MANY STYLES

Dinner-I billies, No. 2111 Teakettle, No. 89

Oval Casserole, No. 2208

is invaluable.
q That's why you
should send for a copy
attractively printed in
three colors that never
fail to interest.
q Furthermore, it illus-
trates a line always in
demand, and one you
can sell at a good
profit.
q Without fail write for
a copy of the book and
ask for our co-operative
plan for promoting your
sales.

Fonr-in-One Ash-
Receiver, No. 929

Ash Receiver, N. SO
Smoking-St and,

No. 3028

Mahogany Tray, No. 182 Crumb Tray and Scraper, No. 891

it
MAIKERS-OF

COMPRISING

Fancy Teakettles. Chafing-d sh ,s
and their Accessories, Coffee

machines, Trays, etc.

Office and Factory: 195 Plymouth St.

ii%,...............0.,

BROOKLYN, N. Y.
NEW SHOWROOMS:

305 Broadway
N. W. Cor. Duane St., N. Y. City

Chafing-Dish, No, 1179 odes-Machine Set, No. 642/1807

Variety offers latitude for choice
Sternauware has variety

March, 1911 rr

Annual Banquet Jewelers' Board

of Trade of the Pacific Coast
The annual banquet given by the Jewelers'

Board of Trade of the Pacific Coast was held
in the Colonial ballroom of the St. Francis Hotel
San Francisco, on Saturday evening, January
28th. This, the first gathering, will go down into
jewelry history as a complete success from every
standpoint. Covers were laid for one hundred
and ten guests. The number was beyond the
fondest hope of the Banquet Committee. The
interest displayed is proved by the time consumed,
the banquet starting at 7 o'clock and the first
guest leaving the table at if o'clock. The dinner
as served was, if anything, ahead of the usual
St. Francis standard. The menu was as follows:

Fresh Astrachan Caviar
Tokeland Oysters Mignonette

Clear Bortsch a la Russe
Cheese Straws

Olives Salted Jordan Almonds
Celery

Filet of Black Bass Parisienne

Chateau Briand Aux Truffles
Fond D'Artichauts Feypell

Pommes Roties

Champagne Punch

Squab Chicken Michels
I.ettuce Salad Alsatienne

Bombes Glades Au Rhine
Mignardises

Cafe Noir

St. Francis White Seal
St. Francis Red Seal

Veuve Clicquot Brut

The Board of Trade has extended a vote of
thanks to the committee who so ably conducted
this affair and their particular thanks to E. V.
Saunders, who demonstrated his ability as a
toastmaster. All of his introductions were apro-
pos. Mr. A. W. Huggins, the retiring president
of the Jewelers' Board of Trade, gave a very
able resume of local jewelry conditions. The
listeners' only regrets were that he stopped so
soon. There were quite a number of letters re-
ceived and read by the toastmaster from absent
friends and members. All of the popular songs
of the day were sung under the leadership of
Oscar Frank. The six-piece orchestra was also
in evidence during the chorus.
A great number of the local traveling men de-

layed their initial trips for I9II until after the
banquet. It was very gratifying to see the num-
ber of Eastern manufacturers' representatives
who were also among the diners.
Seth E. Thomas and W. J. Miller, of the Seth

Thomas Clock Co., were among the noted guests
present.
Alphonse Judis, the newly elected president of

the Jewelers' Board of Trade of the Pacific
Coast, upon being presented to the diners, dis-
coursed upon the possibilities of the association
and promised a continuance of the good work
already accomplished.
Henry W. Jacobs, the attorney for the Jewel-

ers' Board of Trade for the Pacific Coast, talked
to the assembly along legal lines.
Mr. McCutcheon, another one of the legal

lights who represents the Board of Trade in the
Northwest, also addressed the festive gathering
and created quite some enthusiasm when he
closed his remarks by saving that "if Congress
did not sanction San Francisco holding the
Panama Pacific Exposition that we, as the leading
city of the Pacific Coast, should go ahead and
hold an exposition of our own," and he took it
upon himself to assure us that we would have
the entire backing of the northwest, both morally
and financially.
Fred Levy, who was the first president of the

Jewelers' Board of Trade, in his very witty ad-
dress to the assemblage used the words "hammers
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and anvils" in connection with the silversmith's
art. As soon as Mr. Levy had been seated the
orchestra started on our old friend the "Anvil
Chorus." This was too good to be let out of
hand, so the diners accompanied the orchestra by
hammering with spoons on the glasses.
Al Neuman, who is connected with the whole-

sale jewelry industry in this city, favored a very
appreciative audience with a number of vocal
selections.
One of the pioneer wholesale jewelers asked

how many diners there were. When he was told
one hundred and ten he made a remark that was
characteristic of our good friend, viz.: " I did
not know that I had one hundred and nine com-
petitors."
The newly elected officers for 1911 are: Al-

phonse Judis, president; R. F. Allen, first vice-
president ; Burr W. Freer, second vice-president;
Chas. Weinshenk, treasurer ; Ben Armer, secre-
tary; Henry A. Jacobs, attorney. Directors—
Edson Adams. J. S. Dinkelspiel and H. S. Tuthill.
The following is a list of the guests at the

banquet:

Lehrberger, Armer & Co.—J. S. Lehrberger, A. M. Armer,
Melt Cohen.

Mendelsohn Bros. Co.—P. N. Mendelsohn, M. H. Isaacs.
A. I. Hall & Son—A. W. Huggins, E. V. Saunders, E.

H. Mott, Chas. F. Mead, Frank R. Haley.
Morgan & Allen Co.—H. W. Morgan, H. B. Sullivan.
Nordman Bros. Co.—R. F. Allen, R. G. Bonestell, Fred

S. Davis, A. W. Small, M. E. Jacobson.
Nordman Bros. Co.—Leon F. Aurich, S. J. Hammond,

F. J. Booth.
Carrau & Green—Leon Carrau, J. S. Lewis, J. H. Mider-

ost, W. E. Lawrence.
Alphonse Judis Co.—Alphonse Judis, C. Neuer, M. Weiss,

Ben Body.
California Jewelry Co.—L. 0. Levison, Alex. Felden-

heimer, Robert Levison, J. M. Glenman, C. Strauss,
W. I. Robinson.

M. Schussler & Co.—Fred Levy, Jessie Waterman, A. R.
Cooper, A. M. Gilbert, 0. F. Knoblauch, G. H.
Abendroth.

A. Eisenberg & Co.—A. Eisenberg, Al Eisenberg, Jr.,
Harry Lippman, J. Feig, H. Rittler.

E. H. Forestier—Ed H. Forestier, A. H. Newman T. H.
Weingarten, Al H. Diggs, Forrest Arnold, fl C.
Williams.

The Keystone Watch Case Company—George E. Smith.
Burr W. Freer Company—Burr W. Freer, Joseph T.

Brennan, W. R. Landram, W. F. Marshall, C. C.
Hoey, Park V. Bovyer.

Mayer & Weinshenk—M. Mayer, Sidney Weinshenk,
Chas. Weinshenk.

S. Wurkheim—Sil. Wurkheim, Henry Wurkheim.
Day & Peterson—T. I. Peterson.
R. & L. Myers Co.—Robert Myers, Lee Myers, Louis

Myers.
Dorrance Battin Co.—Clark Spence, Edson Adams.
T. S. Dinkelspiel—J. S. Dinkelspiel, Armand L. Welisch.
Rothschild & Hadenfeldt—Henry Rothschild, L. J. Thomp-

son.
California Optical Company—W. D. Fennimore, A. L.

Holling.
Geo. Greenzweig & Co.—Henry Greenzweig.
M. Frederick & Son—M. Frederick.
Elgin Watch Company—B. E. Chapman.
Reed & Barton—F.. H. Adams.
Pacific Goldsmith—A. Lyons.
Payton & Kelly—George Southwick.
S. B. Lederer Co.—Oscar A. Leasing.
Nathan Dohrmann Company—A. B. C. Dohrmann.
W. B. Marble & Co.—VV. B. Marble.
W. S. Blackinton Co.—L. Blackinton.
J. C. Blythe, Ira W. Smith, Julius Wise, Louis Giacobbi,

Max Abrahams Emanuel Levy, W. J. Browne, Henry
M. Abrams, Arthur Elston, Julius Young, W. P.
Rockwell, F. L. Lezinsky, W. Fulton, Oscar Frank,
F. A. Church, Henry A. Jacobs, Ben Armer, F. J.
Goble, H. S. McCutchan, Fred R. Sheridan, L. Gross,
L. Weintraub, W. J. Miller, Seth E. Thomas, Jr.

New Orleans Engravers Give Banquet

The jewelry engravers of New Orleans enter-
tained at their first annual banquet, on February
4th, at the Old Hickory restaurant, that city.
L. W. Gery. the toastmaster, gave an interest-

ing history of the first engraver who came to
New Orleans, many years ago. Mr. Gery then
explained the progress made to date.
Those present were: L. W. Gery, George

Grunewald, Leo Warner, Barnard Barry, of A.
B. Griswold & Co., with his assistants, Robert
Salles and Bernard Jocheno; A. G. Schultz, of
T. Hausmann & Son, with his assistants, Louis
Eckert and Frank Maltry; Paul R. Weber, of
Coleman E. Adler, with his assistant, John B.
Grimaldi ; R. E. Otter, of Leonard Krower, with
his assistants, Clif Sevin and Chris Russo ; „A. B.
Granzin, of White Brothers: H. C. Weinzettel,
of William Frantz & Co.; Herbert J. Jacono,
with his assistant. A. Resso . 0. J. Lauderbach ;
Phil Rauch, of D. A. Walters; Ralph Cairns,
with his assistant, Joseph Walker ; Julius Wein-
furter, of Weinfurter & Son.

The Retail Jewelers' Club of Detroit
The above organization held its annual meet-

ing and banquet in Harmonic Hall, Detroit, on
the evening of February 2d. The chair was occu-
pied by President Charles W. Warren, who re-
viewed the work of the association for the year
and found much to compliment it upon. He re-
gretted, however, that there were still many jew-
elers in the city who had not become members
and urged on those present to do what they could
in the way of solicitation to have their brethren
join.
The fees of the organization were increased

from $1 to $5, the latter figure to include the
dues of the national and State associations.
The officers for the ensuing year are : Presi-

dent, Charles W. Warren; Vice-President, An-
drew F. Toepel; Treasurer, Hugh Connelly; Sec-
retary, Robert C. Traub.

Officers of the National Association
Campaigning in the Interests of

the Organization
President Steele F. Roberts and Secretary

Claud Wheeler, of the American Retail Jewelers'
Association, have been doing yeoman service
during the past few weeks in arousing interest
in and addino to the membership of the organi-
zation. Early last month they journeyed from
Pittsburg to Richmond, where arrangements were
made for the annual convention to be held there
August 1st to 4th inclusive. From Richmond
they proceeded to Washington, D. C., where they
held counsel with the members of the District of
Columbia Retail Jewelers' Association, who roy-
ally entertained the visitors. Thence they pro-
ceeded to Baltimore, where a warm welcome
awaited them from the Baltimore Retail Jewelers'
Association. Incidentally they called on a large
number of jewelers with a view to interesting
them in the organization movement.
What promises to be an important rally of the

retail jewelers in that section will be held in Chi-
cago on March f6th. The officers and Executive
Committee of the national organization are to
meet in that city March 34th, 15th and f6th to
act on the report in regard to the annual conven-
tion at Richmond. The officers of the association
took advantage of the onnortunity to call a rally
of all the members of the organization in that
vicinity and of the jewelers generally on March
16th. The call is as follows:

Believing that the meeting of the Executive
Committee in Chicago presents a most opportune
occasion for a meeting of members of the asso-
ciation residing in Illinois and adjacent States,
the president has appointed Thursday, March 16,
1911, as a mid-year rally day for all members of
the A. N. R. J. A. to meet together in exclusive
conference on matters pertaining to the welfare
and progress of the association. An urgent invi-
tation is extended to members of the association
in Illinois, adjacent States, and all others who can
be present, to attend this special mid-year rally
of retail jewelers exclusively, and take part in the
discussion of questions of vital import which will
be presented.
Many State legislatures are now in session, and

it is urged that the presidents of the State or-
ganizations have the proper committee present
the gold and silver stamping law for enactment
and use every effort for its passage. It is imper-
ative that the law shall be uniform in each State,
so that it will conform to the national stamping
act, and jewelers are requested to use and fol-
low exactly the copy of the law recently sent to
the president of each State organization. Addi-
tional copies of the stamping law may be ob-
tained from the national president on application.
The report of the secretary, Claud Wheeler,

shows the association to be in a most flattering
condition, and when reports are received from
the State organizations which meet during the
spring months large gains in membership will be
shown.

Secretaries of State organizations are requested
to send immediately the prospective dates of their
annual meetings to the national secretary, in order
that he may arrange that no two meetings shall
occur on the same date.
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Buy Your Silverware
Direct by Mail

Our plan of selling direct by mail from the
New York office is a radical change in the methods
of marketing silverware of advantage to all careful
buyers. It covers the country at low cost by elim-
inating travelers and permits basing prices on
manufacturing costs. You can be sure the actual
value is in every piece for there are no sales-
men's expenses—railroad fares, hotel bills and the
like, to be considered in the prices quoted you.

As a result of the reduction in selling expense
we have revised the listings on our entire line, and
offer you quick selling silverware at prices that
allow you to

Half Actual Size

2978—$8.00
Subject to Keystone Key

These Vases combine a slender
shape with maximum water ca-
pacity. They come from 4 to 20 in.
high, either plain or engraved. At
the fisting they are a profitable buy.

Trade-Mark

Half Actual Size 413—$3.00 Subject to Keystone Key
A Spring depositware specialty that should interest you. Each piece bears our Guarantee label

which assures a quick sale, and the low price shows you a good profit.

Make 15 to 20% More Profit
Notwithstanding these lower prices no change is made in the quality of the line.

We maintain the same excellence that has for fifteen years made our productions
famous for individuality of design and basic worth.

The pieces illustrated are characteristic of our high standards. Examine them
carefully. Note the pleasing design and skilled workmanship evident in each detail
of finish.

And remember you take no risk in buying Woodside silverware. Every article is
warranted to be just as represented. It is sold with the understanding that it can be
returned at once, at our expense, if it fails to equal your expectations in quality—sale-
ability—or price.

Send for Our Catalogue

explaining the selling plan in detail and showing a broad line of "sellers" at prices
that will interest you—it's yours for the asking. Just say "Send us your book" on a
postal. We will forward your copy immediately by return mail. It will pay you to
see it—so write to-day.

CHOOSE More Goods for the Same
the Same Goods for Less MONEY

Woodside Sterling Company
170 Broadway, New York

March, 1911

Annual Banquet Philadelphia
Jewelers' Club

"Sweet Sixteen" is an interesting and romantic
period in life, and it was to celebrate this event
that the members and guests of the Philadelphia
Jewelers' Club assembled to enjoy the annual
banquet of that organization which was held at
the Bellevue-Stratford on the evening of Feb-
ruary 25th. Never were the sturdiness, social
status and popularity of the club more impress-
ively in evidence than at the brilliant function
with which they celebrated their sixteenth anni-
versary. Special dignity .was lent to the oc-
casion by the presence of the Governor of the
State, Hon. John K. Tener, whose fine physical
proportions towered majestically over the 500
members and guests as they tendered him an
informal reception before sitting down to the
feast of the evening.
The arriving members and guests assembled in

the Clover Room, where old acquaintances were
renewed and introductions given. The spirit of
fraternity, good fellowship and conviviality per-
vaded the atmosphere and it was a peculiarly
happy and brotherly crowd which proceeded on
its way to the banquet hall—the latter being
transformed into a veritable fairyland of bril-
liancy, richness and decorative effect. Evergreens
made brilliant with electric lights graced the
walls and balcony, while the numerous tables with
their snow-white coverings, elaborate silver
chandeliers, flowers, vases, van -colored glasses,
etc., presented a scene which was probably never
surpassed on any similar occasion.
A feature of the evening was the music of a

fine orchestra and the vocal selections by a num-
ber of well-known artists. The fact ,that the
performers were concealed on the stage behind
an embankment of palms and evergreens dotted
with electric bulbs added greatly to the effect.
The choruses, which were sandwiched between
the courses, were sung vociferously by the as-
semblage, who had evidently conspired to forget
all but the enjoyment of thri occasion. It is suf-
ficient to say of the menu itself, that it did ample
credit to the reputation of this world-famed
hostelry and the service was of the character
that has extended its fame throughout the world.
When ample justice had been done to the feast

and each banqueter had placed before him a
neat little box with the imprint of the club, con-
taining fragrant Havanas, the post-prandial
programme was introduced. President L. P.
White played his accustomed role of toastmaster
in his usual graceful manner. He inaugurated
the intellectual part of the programme by pro-
posing a toast to President Taft, which was re-
ceived with great enthusiasm.
The toastmaster next introduced Rev. W. War-

ren Giles, of East Orange, N. J., a noted after-
dinner orator whose brilliancy and wit, especially
fit him for this task. The keynote to the serious
portion of the reverend clergyman's address was
the advancing civilization of this country. He
declared that this nation had in it more men of
the stamp of Governor Wilson, of New Jersey,
and similar types, than any other nation in the
world. The name of Governor Wilson was re-
ceived with much enthusiasm by the assemblage,
who cheered loudly. The speaker further as-
serted that the future of the American nation was
brighter to-day than that of any nation in past
history. "There is-no such thing as retrogression
of human affairs," he said. "This country at
large and the world at large are going to the
front as never before."
The toastmaster next introduced, in a few ap-

propriate sentences, the Governor of the State,
who naturally paid tribute to Pennsylvania as
the leading State in the Union in all that made
for greatness. He included in this tribute the
City of Philadelphia, his eulogy of which was a
refreshing departure from the chorus of de-
famation which we are accustomed to hear of it.
The Governor was given a most enthusiastic re-
ception and his patriotic reinarks•elicited an out-
burst of applause.
Mr. White next introduced a prominent speaker.

already known to the club members, in the person
of Congressman Joseph O'Connell, of Massachu-
setts. In his opening remarks Mr. O'Connell
recalled the Governor's reference to Philadelphia
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as the best and cleanest city in the United States.
"I am glad to be enabled to speak to you gentle-
men to-night," Congressman O'Connell said,
"since it gives me a chance to dispute with the
Governor of Pennsylvania the supremacy of two
cities; namely, Philadelphia and Boston. As a
member of the House from Massachusetts I am
forced to stand out for our own city of Boston,
but I agree with your Governor that Philadelphia
is rich in history, art and development, and that
a great future is in store for the city."
In support of these statements, and ,to estab-

lish his theme that "Boston and Philadelphia made
it possible for this nation to be," Congressman
O'Connell said that, while Philadelphia had its
Independence Hall, Boston had its Faneuil Hall;
that while John Hancock signed the Declaration
of Independence first in this city, he was sent here
from Boston, and that, while Philadelphia has its
Valley Forge, Boston has its Bunker Hill and
Lexington. "The nation has progressed during
the past," the speaker said, "and the people will
prove that this country can be governed success-
fully by its people."
"Despite the libels of disappointed politicians

Philadelphia and Boston will continue to grow
and show the Nation that these cities can and
will govern themselves properly.
"In Congress, despite our political belief, we re-

joiced when we received the news of .the election
of your Governor. We were deeply sorry for
the libelous attacks made upon his character, but
in our hearts we knew that they were not true.
"I speak to-night not as a member of his party

or as a citizen of his State, but as a man who
knows his sterling character and who witnessed
his splendid work on the floor of the House of
Representatives, and I say to you, that with your
support, he will be one of the greatest Governors
that Pennsylvania has ever seen."
The speaker declared that the success of the

United States as a country had been due to the
work of politicians, who had worked for the
people since the Nation's inception. He made a
plea for the confidence of the people in their
chosen representatives and statesmen.
"Even as a Democrat," he said, "I must en-

dorse your men in Pennsylvania, and I ask of
you that you have confidence in the men whom
you have elected, for there is not a man in your
Legislature who has not done and will not do
his very best for you and your interests."
The toastmaster next introduced Hon. Ralph D.

Cole, Congressman of Ohio. Having in mind the
eulogies passed on Pennsylvania, Mr. Cole de-
clared that both his colleague and his former col-
league were wrong in the declarations as to the
State that held first place among the great States
of the Union. He told the men before him that
Ohio was, in his opinion, the greatest of them all.
Then he launched into a vigorous attack on the
magazine writers who have, he said, been so free
with their criticism of Congress and its Speaker
and members.
"The Congressmen who represent you are able

men and are doing the best they know how," he
said. "In the past a great nation has been brought
to life and developed by men who have been
largely politicians. It is only reasonable that such
men will continue to conduct the affairs of the na-
tion for its future good."
As it was now nearing the midnight hour, fur-

ther oratory was dispensed with, the band played
"Auld Lang Syne" and the brilliant sixteenth an-
nual banquet of the club came to a joyous con-
clusion.
A number of the visitors and members then

proceeded to the handsome quarters of the club,
which were especially decorated for the occasion.
In the enjoyment of the club hospitality the time
passed quickly and it was well towards morning
when the echoes of the banquet died away.
An envelope presented to each member, which

was carefully preserved, contained a souvenir
menu and a book of choruses, both of which were
triumphs of the designer's and engraver's art.
They were the product of the Gorham Co., and
reflected in the appropriateness of the design and
their excellent execution the wealth of talent and
skill at the service of this company.
The officers of the club are as follows : Louis

P. White, president ; Stephen B. Kent, vice-presi-
dent; A. J. LeJambre, secretary ; William H.
Long, treasurer.

The dinner committee consisted of Col. J.
Warner Hutchins, chairman ; Wm. Linker, W. H.
Long, A. J. Le jambre, Joseph E. Cadwallader,
L. J. McGrath, Victor Bergesser, John A. Leh-
man and A. G. Lee.
The reception committee consisted of Stephen

B. Kent, chairman; Frank L. Wood, George W.
Read, Henry Bodenheimer, Ira D. Garman,
Charles E. Berry, Jacob T. Alburger, Robert C.
Green, William P. Sackett, J. E. Simonson, Harry
Oliver, H. D. Stevens, Benjamin F. Griscom,
F. C. Bode, Frederick Keim, H. G. Stevenson,
L. H. Muller, H. Higharn, F. Lapham, T. Zur-
brugg, Harry C. Larter, William G. Earle,
Matthias Stratton, Jr., John D. Pettingill, E. C.
Stone, E. H. Eckfelt, N. B. Eltinge, Frank Kind,
A. Rutherford, Louis H. Eisenlohr, T. J. Mooney,
Julian Hall, Fred Bloch, W. L. Washbourne, E. B.
Midlen, T. B. Dornan and E. F. Morse.

Annual Banquet and Meeting of Al-
bany, N. Y., Retail Jewelers'

Association

A very pleasant function enjoyed by the mem-
bers of the above organization was a 

on given at the Hampton Hotel, Albany, on the
evening of Monday, January 30th. The guests of
honor on the occasion included C. T. Evans, of
Utica, president of the New York State Retail
Jewelers' Association ; Thomas Rutledge, of El-
mira, vice-president, and William O'Donnell and
H. Wineburg, members of the executive commit-
tee. Twenty-nine members and guests sat down

President E. D. Mix

at the table and enjoyed an appetizing feast, after
which there was considerable oratory of a prac-
tical character elicited by President E. D. Mix
as toastmaster.

President Evans, of the State Association, re-
ferred at some length to the work of the organiza-
tion and also of the affiliated local associations in
Buffalo, Rochester, Syracuse, Utica, Binghamton,
Elmira, Albany, etc. He also discoursed at some
length on the question of the retailing jobber,
guarantees, profits and other matters of practical
importance to those present. Messrs. O'Donnell
and Rutledge also talked briefly on the matter
of organization, advising all to join hands and
work harmoniously for the general uplift.
The local members present were the following:

E. D. Mix, president; E. F. Wentworth, vice-
president ; F. P. D. Jennings, secretary; H. J.
Pflantz, treasurer; J. H. Thorn, B. Thorn, R. E.
Marston, R. Brabb, H. Seaman, E. J. Peters, A. P.
Crounse, M. Kunkel, J. Fish, F. L. Hunke, B.
Limberg, J. Fuhrman, E. H. Souder, J. W. Mende,
William Kennedy, J. M. Hackel, H. J. Henzel,
C. K. Hall, J. Neafach, F. Biehler and M.
The committee in charge consisted of H. J. Pflanz,
J. Fish and F. P. D. Jennings.
Qn February 9th was held the annual meeting

of the association and election of officers, which
resulted as follows : President, Edward D. Mix;
vice-president, Edward F. Wentworth; corre-
sponding secretary, Frederick P. D. Jennings;
financial secretary, John Fuhrman and treasurer,
Henry J. Pflantz. Executive Committee—R. E.
Marston, J. Fish, Wm. Kennedy, F. L. Hunke and
H. J. Pflantz.
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Clock Manufacturing Company Asks
for Restraining Order Against De-

partment Store

The Western Clock Mfg. Co., LaSalle, Ill., has
brought suit in the United States Circuit Court
in Chicago against "The Fair," a department store
of that city. The suit is one in equity and is the
outcome of an advertisement which "The Fair"
inserted in several Chicago newspapers, offering
to sell "Big Ben" alarm clocks at $1.79. The
complainant asks for a restraining order against
"The Fair," enjoining further advertising of this
kind. • 
The complainant in the bill filed in court states

that it is the owner of certain useful improve-
ments in lantern pinions, barrel springs and alarm
clocks, and that these improvements are embodied
in the clock known as "Big Ben"; that these clocks
are placed in the hands of retail jewelers only with
a restriction on the selling price, which is fixed
at $2.50. It states that department stores have
been guilty in the past few years of taking leading
advertised articles on which there was a restrictive
selling price and advertising them for less than
the agreement between the seller and buyer calls
for, and alleges that "The Fair" has no license to
sell these clocks and had full knowledge of the
agreement entered into between the plaintiff and
the retail jewelers of the United States, and with
this full knowledge did surreptitiously and by
means of fraud induce the restrictive vendees to
violate their contract with the plaintiff, which con-
tract states explicitly that the vendees must not
sell the "Big Ben" clock to any but the consumer.
The clock company's complaint further alleges

that on the day the "Big Ben" clock was adver-
tised to be sold at $1.79 the stock of these clocks
was exhausted by noon and that the plaintiff's
clerks represented to customers that they could sell
other clocks "just as good." The company further
states that since these advertisements appeared
that it has received cancellations of many orders,
and that the advertisements in question have
tended to injure the plaintiff's business and to
demoralize the market.
The complainant further avers that it believes

the defendant will continue to advertise as before,
with malicious intent, and prays for a perpetual
injunction restraining the defendant from handling
the "Big Ben" clocks in the future.

Kansas Retail Jewelers' Association

It is announced that the annual convention of
the Kansas Retail Jewelers' Asociation will be
held at Hutchinson, Kans., on May loth. Presi-
dent C. H. Paxton, of Paola, Kans., urges all the
jewelers in the State to consider the matter of
joining the association, thus making it truly repre-
sentative of the State jewelry interests. Secre-
tary C. J. Ricker recently mailed application
blanks to all jewelers who were non-members, and
it is to be hoped that at least a large proportion of
these will respond favorably. A very interesting
and instructive programme for the annual con-
vention is now being prepared, and it will well
repay all the jewelers of the State, wherever lo-
cated, for the time and expense of the trip to
Hutchinson.

Oklahoma Retail Jewelers' Association
The annual meeting of the Oklahoma Retail

Jewelers' Association will be held in Tulsa, Okla.,
May 15, 16, 1911. The sessions will be held in the
ladies' parlor on the second floor of the New
Brady, a six-story, strictly fireproof hotel, and
exhibitors may have their displays in their private
apartments on the same floor if they so prefer or
arrangements may be made for space adjoining
the assembly room.
The management will make .regular rates for

this meeting and reservations may be made at
any time from the management direct.
"We anticipate," writes President Robertson,

"the most successful meeting ever held in the
State. The association is a live one, Tulsa is a
live town, accessible to all parts of the State, and
assures us of entertainment. We hope to have
a fine programme and the business of the associa-
tion will be expedited and the programme ar-
ranged so that exhibitors may derive their full
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share of the benefits of the meeting. Our dates
have been selected with a view to securing good
speakers and attracting exhibitors, falling in ro-
tation with other States and giving time to make
the other adjoining State meetings."

Absconded With Diamond Jewelry

Maier & Berkele, Inc., Atlanta, Ga., report the
absconding of a party named William Fleischman
with • a quantity of diamonds belonging to the
firm, which is offering a reward of $100 for any
information leading to his arrest, or $500 for
information which will lead to his arrest and the
recovery of the goods. The absconder is de-
scribed by the firm as follows:
Hungarian Hebrew, about 58 years old, dark

hair, small moustache and goatee slightly tinged
with gray; large flat nose, prominent teeth, sallow
complexion and wore large gold-rimmed spec-
tacles. He is about 5 feet 5 inches, slightly
stooped and generally carries his head inclined
towards his left shoulder. Wore black clothes
and overcoat when last seen. His wife is about
5 feet tall, weight 170 pounds, prominent nose,
large mouth, complexion fair, gray hair; also
had brown wig.
The diamonds belonging to the firm which

Fleischman had in his possession and the recov-
ery of which is sought are the following:
973, platinum top, cluster ring, g stones; center

stone 3/32, 8 stones I% 5/32.
5205, platinum cluster ring, 7 stones, weight VA

L 1/32.
1685, platinum lined solitaire, 2 L 3/64 cts.
1459, platinum top cluster ring, saph. 314 1/64,
8 diamonds IT/8 1/64, 4 diamonds % 1/16.

13 stones.
1755, diamond platinum lined Tiffany solitaire,

V/8 3/64 carats.
1675, platinum head, 3 stones circlet, i diamond
34 I/16, 2 diamonds i.
969, platinum line, 3-stone circlet, i diamond

Y8 5/64, 2 diamonds 34 5/32.
1779, platinum head princess, 24 diamonds, IT/2 L
1/64, 3 diamonds i1/8 1/32, 27 stones.
505, platinum head princess, 22 stones.
1700 platinum lined, 2 stones, diagonal, 2 carats.
256, platinum front diamond paved heart, 4/r4 5/32

carats.
IQ, brooch, fancy design, i drop diamond, total

weight 3% L 5/32.
357, platinum diamond harvest moon, 53/i 1/64

carats.
508, platinum circle, 18 diamonds, 33 carats.
580 platinum scroll brooch, 8 diamonds, 314. 1/16

5/32, 1 diamond % 1/16 5/32, 9 stones.
Loose stones—I diamond, % 5/64; 6 diamonds,

3T/8; 4 diamonds, Y8 5/64; 12 di4THOMIS, 174
Where platinum is mentioned it means platinum

top.

The Big Barometer of Faenza
The big barometer of Faenza, Italy, set up as a

memorial to Torricelli, the inventor of the barom-
eter, is thought to be the hugest of all such
instruments.
The oil column in this barometer stands nor-

mally at about 37 feet, and its fluctuations are
read in feet instead of inches, as in the case with
ordinary barometers.
At first it was proposed to use water as the

liquid, in which case the column would have stood
normally at about thirty-two feet, but this plan
was abandoned, owing to the ease with which
water evaporates. Glycerine was next tried, but
the normal height of the column was only 27 feet,
and it was thought desirable to have it much
higher. Finally olive oil was chosen and found
to be quite satisfactory.
The olive oil barometer of Faenza will, no

doubt, hold the record for size for a long time
to come, when someone will employ a still lighter
liquid than oil, in which case, of course, the
height of the barometric column will be even
greater.

It is said that Pascal, the philosopher, was one
of those investigators who have made use of un-
usual materials in the construction of barometers.
In a barometer of his devising mixed wine and
water served to fill the column.

A New Jewel Pin Gauge
The introduction of a jewel pin gauge by the

Elgin National Watch Company, for the accurate
measurement of fork slots—either of the single
or double roller type—makes possible the selec-
tion of a jewel pin that will fit properly. This
gauge and an assortment of gauged jewel pins
are put up together in a substantial, finely-finished
mahogany case, and all that is necessary after

gauging slot is to select a pin of the size indicated
by the scale on gauge. This system of selection
is one which gives to the trade the benefit of fac-
tory methods in this line.
Aside from the fact that with this jewel pin

gauge a correctly fitting pin may be quickly se-
lected, the annoyance and loss of pins incidental
to the old way of selection from a mixed lot is
done away with. Jewel pin quality is also a
feature that should not be overlooked, and it will
be found in this assortment. They are of even
thickness throughout. Both ends and the flat-
ted side, in addition to being highly polished,
are carefully cornered, which is a great improve-
ment in jewel pin making. While this additional
work necessarily adds to the cost of manufacture
it proves an economy to the user, as such pins
are less liable to chip than the ordinary type. The
Elgin company supplies gauged pins in one-dozen
lots.

A Salable Novelty
In view of the widespread and still increas-

ing popularity of bridge whist, the trade will be
much interested in the novelty shown in the ac-
companying illustration. This little bridge whist
set which is put up in an attractive and compact
leather box has just been placed on the market

...44,9,10.11.14MatilatOsiduau......
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1,16,161A11.̂J.MX40^..

by the Aikin-Lambert Co., New York. The set,
as shown, consists of one of this company's flat,
silver, reversible pencil holdtrs and seven re-fill
Koh-i-noor pencils. Just now this would be a
very seasonable novelty. and no doubt command
a ready sale. In addition to its snecified purpose
it has all the qualifications of a useful, acceptable
gift.
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Items of Interest

H. A. Bowdlear has just moved into his new
quarters at 18 Devonshire Street, which is in the
herrarhteoodf oBreosstocrhl.

isgall, 116-118 Chambers Street,
New York, will return on March 4th from a two-
months' European trip.

Tappan & Gardner, jewelers at Earlington, Ky.,
had their store robbed on February 20th of a dia-
mond, size I, V8 and 1/32 carat, which was a com-
mercial white perfect stone, No. 9756. Also a
heavy eight-prong, claw mounting, Roman finish,
about a No. to in size.

The uncertainty as to the cotton goods produc-
tion for the coming year is causing some ap-
prehension in retail circles in Fall River and
New Bedford, Mass. About 20 per cent. of the
spindles have been idle lately and a further
curtailment is contemplated.

The Estate of Charles E. Gifford & Co., of
Fall River, Mass., who suffered a rather disas-
trous fire at their store on North Main Street a
short while ago, have held an auction sale on
partly damaged stock and expect to open anew
as soon as repairs are completed.

Worthington & Raymond, of 104 Fulton Street,
New York, have acquired the Chappels patents
on their well-known lens holder or set-up pads,
screwdriver with screw-holding attachments and
cutting pliers, which they will hereafter manu-
facture and market to the trade.

H. N. P. Dahl, of Maynard, Mass., has added
to his already completely equipped optical depart-
ment, as Mr. Dahl has been deputized by the
State to care for the eyesight and minister to the
optical needs of over 1400 boys in the Massa-
chusetts State Reformatory at Concord.

Charles V. Hoas, jeweler, of Ravenna, Mich.,
is taking much needed recreation in the form of a
trip through the South. Mr. Hoas is accom-
panied by his wife. Among the places of interest
they are visiting are Jacksonville, Fernandina and
St. Augustine in Florida, and Brunswick, Atlanta
and Macon in Georgia.

Ray G. Warren, Hominy. Okla.. is rejoicing
over the arrival at his home of a 71/2-pound baby
girl on February 23d. Mr. Warren confesses to
anticipation of a young watchmaker, but is much
rejoiced nevertheless. In view of this, we trust
that the date of the young baby's birth is without
its usual significance. We extend congratulations
to the parents and new-coiner.

Jos. Harris, a well-known jeweler of Lawrence,
Mass., has just lately opened an expensively fitted
tip store on Lawrence's busiest corner. Mr.
Harris has displayed excellent taste in the design
and quality of his fixtures and the store easily
ranks among New England's finest and gives
Mr. Harris two up-to-date stores, the other being
an equally fine store at Haverhill, Mass., opened
shortly before the holidays. If modern methods
count in getting business Mr. Harris is in line
for a good share of it.

William Link Company, Newark, N. J., was
incorporated February t8th under the laws of
New Jersey, having purchased the business of
William Link, Newark, N. J., established 1871,
and will continue to manufacture a complete line of
fine 14-karat gold jewelry for the retail trade. The
incorporators are Harry E. Heacock, John Drake
and Frank P. Steitz. H. E. Heacock, who started
in the jewelry business in 1885 as representative
of the Waterbury Watch Co., in 5894, formed the
firm of Heacock & Freer at San Francisco, Cal.,
and in Tom Heacock & Freer, at Manila, P. I.,
being later succeeded by the H. E. Heacock Co.,
of Manila, P. I. He will cover the territory
from Denver to the Coast. John Drake was rep-
resentative and manager at New York City for
the R. F. Simmons Company, Attleboro, Mass.,
for the past sixteen years. Frank P. Steitz was
representative of William Link during the past
six years and will continue to cover the eastern
and southern territory, as formerly, for the new
Company.
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Frank A. Gendreau, who for twelve years was
with Smith-Patterson Co. in their watch depart-
ment, has opened a store at 540 Summer Street,
Boston, which is one of the best locations in the
city. Mr. Gendreau, not having much floor space
at his disposal, has skillfully improved upon the
situation in his arrangement of fixtures, which
have been designed especially for the store and
run clear to the ceiling with the gallery part way
up for the repair department and stock room.
Judging by Mr. Gendreau's store, its location and
his ability, success seems assured to him.

George M. Curtis, of Meriden, Conn., has issued
a methodically compiled little pamphlet entitled
"The Early Silversmiths of Connecticut," tp-
gether with the dates of their birth and death.
The list has been gathered from various sources
and while it may not be absolutely complete, it
seems wonderfully comprehensive and speaks well
for the industry and careful research of the
author. The booklet is interesting as showing the
extent of the silverware industry in Connecticut
from the middle of the eighteenth century and the
large number of the citizens of the State who
were skilled in this art.

A. H. Beer, Versailles, Ind., took his son into
partnership on January 1st of this year and the
firm name is now A. H. Beer & Son. One of the
advertising methods used effectively by Mr. Beer
is an annual pumpkin contest. He has had twelve
of these in the last twelve years. At these shows
the pumpkins exhibited are sometimes of such
enormous sizes as to create widespread interest
and attract large crowds to the store. One of the
drawbacks of the advertisement is, in fact, that
the crowds are so large that it is difficult to do
business.

On December 8th Lewis C. Hull, 315 South
Main Street, Torrington, Conn., lost on the streets
of that town an open-faced, gold-cased, No. 8,097,-
568, Hamilton watch No. 391,801, which the finder
has failed to return. On the back was engraved
a square and compass with the letter G. On the
inside case was engraved "Presented to Lewis C.
Hull by his sons, November 24, 1910." When
lost there was attached to the watch a ribbon fob
and an onyx keystone. It will surely, sooner or
later, be taken to some jeweler. If it should come
into the hands of any reader of THE KEYSTONE
Mr. Hull would be glad to hear from him.

The Woodside Sterling Co., 170 Broadway, New
York, has inaugurated a new selling plan. They
took the ground that the selling cost in the
jewelry trade was too high and that as this cost
was borne by the retail merchant it worked a
hardship on the trade, especially on the merchant
located in the smaller business center. Their plan
is to sell direct by mail from the home office in
New York. This allows them to market their
goods at a lower cost by eliminating the expenses
of a traveling force and at the same time broadens
their market. As they have lowered their prices to
coincide with the savings effected by their new
plan the proposition is worth the investigation
of careful buyers. The catalogue issued in con-
nection with the plan is a beautiful book and has
several features incorporated in it that makes the
selection of goods from it especially easy and safe.

The New England Watchmakers' Club, one of
the best associations in the country for the ad-
vancement and exchange of ideas in horological
subjects, held their regular monthly meeting Tues-
day, February 12th, at their home-like club
rooms in the Franklin Union, corner Appleton
and Berkeley Streets, Boston. The members, to
the number of 163, were addressed by Professor
McBracken, of the Department of Industrial
Economics at Harvard University. The follow-
ing subjects will be taken up by the club, which
comprises the leading watchmakers of New Eng-
land : Second and fourth Tuesdays of each month,
"Balance Truing and Poising"; instructor, J.
Sundin; second and fourth Tuesdays of each
month, "Escapement Matching"; instructor, Wins-
low ; first and third Tuesdays of each month,
"Lathe Work"; instructor Freistadter ; first and
third Tuesdays of each month, "Timing and
Adjusting"; instructor, D. A. Giudrat. The club
possessas a- complete line of tools and equipments
of the most approved pattern, among them a fine
latest model lathe with all attachments donated
through the courtesy of the Webster-Whitcomb

people. The officers are: W. B. Garfield, presi-
dent; C. M. Smith, vice-president; Laroy E.
Nichols, treasurer ; W. A. Darling, secretary.
Directors—H. S. Reynolds, E. A. Safford, J. S.
Lowell, F. W. Dodge, C. J. Seaver, D. A. Giud-
rat, J. Sundin, E. Swain, W. H. Taylor, F. S.
Lovejoy, T F. Proctor, C. S. Ramsdell, R. S.
Lohnes, 0. S. DeZara and T. P. Pratt.

One of the handsomest stores in Fond du Lac,
Wis., was thrown open for business last month
by Hugh McEwan, optometrist, and J. E. Ram-
sey, jeweler. The south side of the store is oc-
cupied by Mr. McEwan, one of the features being
a commodious reception room set off by a massive
brass rail, supported by large square posts, each
of which is surmounted by an electric light globe.
At the rear is a testing room. The store is a
model of good taste. The floor is of tile, the
furniture is in mahogany and the wall and ceiling
decorations are in tones that make for quiet ele-
gance.
William C. Roberts, formerly well known to

the trade as founder and poesident of the New
York Standard Watch Co., died after a two
months' illness on February 12th at Atlantic City,
N. J. The remains were removed to his home
at Bollona, Watkins, N. Y., for interment. The
deceased was an accomplished and progressive
business man to whom success came as the well-
earned reward of earnest and intelligent work.
After his college education had been completed
he studied law, which he practiced for several
years. Later he organized the New York Stand-
ard Watch Co., now known as the New York
Standard Watch Works, and which he developed
into a highly successful industry. After this
company passed into other ownership Mr. Roberts
entered the brokerage business for a time. Later
he was president of the Lebanon and Chatham
Valley Railroad Co., until it passed into the hands
of the New York Central. After a brief retire-
ment he became connected with the Bates Ma-
chine Co., of Brooklyn, N. Y., which was suc-
ceeded by the Roberts Numbering Machine Co.,
at the head of which he was when death called
him.

J. A. Bills, of Vinton, Iowa, is what may be
described as one of the youngest old jewelers in
the country. He recently celebrated his 8oth
birthday, having been born on February 20, 1831.
Notwithstanding this more than patriarchial age,
Mr. Bliss enjoys good health and good eyesight.
and can still be found working industriously at
the bench. When a young man he learned his
trade in the Waltham watch factory and estab-
lished himself in business in Vinton in 1856. He
is an enthusiastic member of the Order of Odd
Fellows and prizes greatly the token of regard
presented to him by the Order in commemoration
of his fifty years of continuous membership.
This token was a handsomely engraved gold
charm. As evidencing the esteem in which he
is held, it may be stated that on July 1st of this
year he will have served fifty years as treasurer
of Vinton Lodge No. 62, I. 0. 0. F., being re-
elected year after year. THE KEYSTONE extends
congratulations to this veteran of the trade and
trusts that he will enjoy many more years of
health and happiness.
The contract for all the official EJk badges to

be used at the coming Atlantic City Reunion has
again been awarded to the Charles M. Robbins
Co., of Attleboro. This is always the most im-
portant badge order of the year ; in fact, the Elk
reunion is probably the largest annual convention
held in the country. If their badge order may be
taken as a criterion, the Atlantic City committee
are making unusually elaborate preparation this
year. They have contracted for over so,000
beautifully enameled badges for "the herd," while
each of the visiting ladies will be presented with
a dainty piece of Jewelry. The various commit-
tees will also be designated by individual badges.
Special attention has been given to the member-
ship of the Grand Lodge, which is composed of
the delegates from the subordinate 4odges. Each
member will receive a valuable souvenir of the
occasion. Finally, the officers of the Grand Lodge
will be presented with a rich jewel, properly
mounted and inscribed. This is the fourth con-
secutive year that the Robbins Co. have been suc-
cessful in securing the entire contract for these
official Elk reunion badges, souvenirs and jewels.
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Items of Interest
Aaron Mazie, Scranton, Pa., has opened a jew-

elry shop at 32r Lackawanna avenue.

D. F. Bryan, Gallipolis, Ohio, has sold his
jewelry store to G. E. Weal, same city.

The St. Croix Jewelry Co., St. Stephen, New
Brunswick, has been succeeded by 0. S. Whit-
lock.

F. S. Ulery & Son, formerly of Hoopeston,
Ill., has opened a jewelry store at Eagle Lake,
Texas.

Sig. Hurtig, San Francisco, Cal., has given up
his business at 2216 Mission street and is taking
a trip around the globe.

P. C. Duncan, jeweler and optician at Gillette,
Wyo., has sold his business there and is opening
a new store at Sheridan, Wyo.

C. G. Ingalls, Seattle, Wash., has opened a
branch store at North Yakima, Wash., and is
located at 115 Yakima avenue.

The firm of Kelley & Southard, Bellevue, Idaho,
is now known as II. W. Kelley, Mr. Kelley hav-
ing bought out Mr. Southard's share on Febru-
ary 4th.

A. Genie, St. Louis, Mo., jeweler, has purchased
the stock of F. C. Blelock and will combine the
two businesses into one at his old stand, 1436
Salisbury street.

T. Brenner, Kansas City, Mo., jeweler at 117
East Fifth street, has moved to 718 Walnut street,
same city, and will be known there under the
name of The American Loan and Jewelry Co.

The show window of A. Lower, 118 Hill street,
Griffin, Ga., was robbed of about $300 worth of
watches, bracelets and rings last month. There
has been no clue to the burglars at this writing.

Charles G. Rhoads, Lewiston, Pa., successor io
B. F. Sheibley, the jeweler, has his store now
open for business. Mr. Rhoads had been man-
ager of the Mifflin County Jewelry Company
until February 1st, when he resigned.

A. Kadish, Rutherford, N. J., the jeweler at
47 Park avenue, has sold his business and re-
moved to New York. Samuel S. Nathanson, an
expert watchmaker and jeweler from Maiden
Lane, New York, is Mr. Kadish's successor.

1'. Arthur Boylen, Lowell, Mass., formerly with
M. F. Wood, has bought out the old-established
business of Mitchell & Son, Mystic, Conn., where
in connection with the optical business he will do
watch, clock and jewelry repairin- and engraving.

J. W. Hull, a jeweler of Taneytown, Pa., has
leased the store room in the Brinkerhoff building
on Baltimore street, Gettysburg, and will open a
jewelry store there about March 1st. The room
will be fitted up with a large glass front and all
necessary fixtures.

C. 0. Anderson, jeweler at Albany, Oregon, has
closed a deal for a five-year lease on the Albany
Hotel building, which he will occupy with his
jewelry stock the 1st of March. Mr. Anderson's
trade is rapidly increasing, and he will have much
more room and convenience in his new location
and will materially add to his stock of goods.

Julius Goodman, Memphis, Tenn., now occupy-
ing the northeast corner of Union avenue and
Main street, has purchased the site and building
at 64 South Main street, and will get possession
after August 31st. He will remodel the building
and make improvements in his stock of trade
which will give Memphis one of the biggest jew-
dry stores in the South.

The well-known firm of Applegath & Thomas,
Princeton, Ind., local jewelers, has dissolved part-
nership, Leslie K. Thomas assuming proprietor-
ship of the store. The business will be known
in the future as the Thomas Jewelry Company.
At the present time Mr. Applegath, the retiring
member of the firm, will be employed by the new
firm in the capacity of watchmaker at the store
on the north side of the square.

The Hainer-Alford Jewelry Company, Covin
ton, La., has passed into the hands of L. W.
Alford. Mr. Alford has managed the business
of this firm for the past two years. He will con-
tinue the business under the name of the L. W.
Alford Jewelry Store.

Mr. Wile, of White, Wile & Warner, the ring
manufacturers, of Buffalo, N. Y., who recently
returned from an extensive tour of Europe, is
now out on the road with his firm's line of rings.
kle will make a four months' trip and expects to
call on the retail trade pretty generally.

Evans & Sons, the well-known jewelers of
Utica, N. Y., have moved from the store on Col-
umbia Street, which they occupied for many
years, into the newer and handsomer one in the
Georgitso Building on Genesee street. The
store is splendidly located. and is bright, attrac-
tive and well lighted.

The Queen City Ring Company, Buffalo, N. Y.,
will, on April 1st, move into their new building
at Franklin and Huron streets, where they will
have 12,000 feet of floor space, unusually well
lighted, as it will be the entire top floor of the
building, with light on all sides. They will have
room to accommodate 250 workmen.

White, Wile & Warner, Buffalo, N. Y., enter-
tained their salesmen on the evening of January
30th. The guests were twelve in number and
the programme included a theater party at Shea's
Vaudeville Theater, where they occupied two
boxes. After the theater .a sumptuous banquet
was served at the Hotel Statler. The occasion
was one of much enjoyment.

Amos Plank, Hutchinson, Kans., has sold his
jewelry store and business to George M. Win-
stead, who is moving to Hutchinson from Great
Bend. The retirement of Mr. Plank from busi-
ness in Hutchinson is a historical event, as he
is the oldest business man in the city, having
been continuously engaged in the jewelry busi-
ness in Hutchinson for thirty-three years.

J. H. Sides, Chestertown, Md., has sold his
jewelry and optical business to J. S. Kreeger, who
has been with Mr. Sides for the past seven years
or more and who knows the business thoroughly.
Mr. Sides will devote his time to the automobile
and bicycle business. Until the season opens,
however, he can be found at the jewelry store,
but the change in ownership takes place at once.

A large E. Howard street clock has been
erected on the corner of Randall & Whitcomb's
jewelry store, St. Johnsbury, Vt. It stands 18
feet in height and has a dial 40 inches in diameter.
The clock was purchased a short time since by
the firm of Randall & Whitcomb, in New York
City, and is said to be the only one in the State
of Vermont or New Hampshire. It is a very
imposing looking timepiece as well as a very at-
tractive advertisement.

R. S. Woodruff, of the Woodruff Jewelry Com-
pany, Mena, Ark., has purchased the interest of
Ed. McCutchan in the business. The title of the
firm will remain the same, with Mr. Woodruff
as sole owner and proprietor. The business of
the firm is said to have been exceedingly satisfac-
tory, but Mr. McCutchan, whose position as engi-
neer on the Kansas City Southern, compels him
to live at Heavener, desired to have his business
investments where he could be more in touch
with them.

J. Tip Helms, also claiming the name of W. C.
Graves, giving his home as Monroe, N. C., was
arrested by E. H. Kline, post office inspector in
Memphis, Tenn., just as he was signing for two
packages of jewelry in the registry department
of the local post office. The packages were ad-
dressed to W. C. Graves & Bro., jewelers, 425
,Beale anvenue, and had come from New York
and New Orleans, respectively. They contained
jewelry valued at about 8500. A formal charge
of using the mails to defraud was placed against
Helms. He was taken before United States Com-
missioner George H. Poole, where he pleaded
guilty and his bond was fixed at $2500. Helms
had secured copies of the stationery of W. C.
Graves & Bro., jewelers on North Main street,
and had sent out about fifty orders to jewelry
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manufacturers for jewels to be shipped on con-
signment. The only difference in the firm's sta-
tionery and that upon which the orders were
written was the number and street, W. C. Graves
& Bro. being located at it North Main Street,
while the stationery of Helms gave the number as
425 Beale avenue.

Henry M. Abrams, of Henry M. Abrams Corn-
pany, 717 Market Street, San Francisco, Cal., was
a visitor to Providence and the Attleboros during
February. He called at the Providence office of
THE KEYSTONE and reported very prosperous con-
ditions in the far West and a very bright outlook
for future business.

The Moseley Lathe Co., Elgin, Ill., has just
issued a new catalogue of its well-known product
in lathes and attachments. This little book of
over Ioo pages is really much more than a cata-
logue and rather takes the form of an explana-
tory text-book on the Moseley lathes and other
products. The descriptions and instructions are
very clearly stated and contain valuable informa-
tion for the trade. Jewelers will find it to their
advantage to procure a copy of this little book.

The Wilmarth Show Case Co., Grand Rapids,
Mich., have just issued a new catalogue of their
product, comprising show cases, glass counters,
wood counters, wall cases, tables and other fix-
tures, with descriptions and very handsomely
executed half-tone illustrations. Many of the
show cases, etc., were especially designed for the
purposes of the jewelry trade, and it will be to
the advantage of every jeweler to procure a copy
of this catalogue for reference, more particularly
if he is contemplating the purchase of any fixtures.

An echo of the glass cutters' strike, which
took place last summer in Honesdale, Pa., will
be the early removal of the plant of the Herbeck-
Demer Co. from that place to Hallstead, Pa.,
where the town authorities are putting up a.hand-
some new concrete building for the firm. It is
also rumored that the Diamond Cut Glass Com-
pany, which is a co-operativd concern organized
by striking cutters last summer, has received a
proposition from the town of Waymart, located
but a few miles from Honesdale, on the Dela-
ware and Hudson road. This proposition is
being considered by the Diamond concern.

On the site of the building in Wichita, Kans.,
known as the Bitting Bros. block, which was
destroyed by fire in January, will be erected a
twelve-story skyscraper, plans for which are now
being made. The new building will be a notable
addition to the business district, and will ma-
terially enhance the Market street side of this
valuable property, as the plans show a magnificent
entrance on Market street, with a handsome front.
Heretofore much of this valuable property was
devoted to a dead wall. The site has a 48 foot
front on Douglas evenue, and is 130 feet deep on
Market street. The A. W. Bitting Jewelry Co.
will locate on the tenth floor of the new building
as soon as it is completed, where they expect to
have one of the most up-to-date establishments
in the southwest.

Linz Brothers, the well-known jewelry house
of Dallas, Texas, whose imposing building is
one of the architectural features of the city, has
just issued a catalogue of diamond jewelry which
is truthfully described as "rare in beauty and ex-
clusive in character." This tribute to the goods
would apply very aptly to the catalogue itself
as a specimen of the printer's and engraver's art.
The paper used is of the highest quality, and the
large half-tone illustrations of the goods show
the latter to great advantage, although this is a
case in which the very finest illustrations must
necessarily fal: short of reproducing the beauty
of the originals. The goods illustrated comprise
brooches, la vallieres, festooned necklaces, me-
dallion placques, sautoirs, dog collars, chatelaine
watches, lockets and chains, bracelets, solitaire
and cluster rings, earrings, studs, scarf pins, link
buttons, gold bags, jeweled emblems, novelties,
etc. This catalogue impressively reflects the en-
terprise of the firm as well as the magnificence
of the stock which they are now showing. The
goods illustrated are suggestive not only of the
great wealth of the Lone Star metropolis, but also
of the good taste of its people.

C. H. Kni Columghts-Thearle Co.  Chicago
Memorial Bldg.

Increasing Facilities

The steady growth of

our business makes it

necessary for us to in-

crease our floor space.

On or about April 1st

we shall make a large

addition to our present

rooms, in the Columbus

Memorial Building.

This noted building

stands without a peer

as the centre of the

jewelry trade of the

West.

We shall be pleased to

have a call from our

friends in our enlarged

quarters.

Strictly One Price House

Positively No Goods Sold at Retail

CHICAGO
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EL KAY
One Piece

Cuff Buttons
The most important and radical
improvement ever made in the
manufacture of Cuff Buttons.

c_A CUFF BUTTON absolutely one piece—abso-
lutely solderless.

The post is solid: the metal so distributed to make

it strongest at points of greatest strain.

The metal is subjected to numerous operations,

acquiring the tensile strength of steel.

The shape, proportion and angles are scientific in

their adaptation to the functions they are to perform.

Every EL KAY Button is guaranteed
and in case of accident is replaced without charge

or question.

Samples sent on memorandum

at our expense

CO.,
(REG. U. E.RAE. GER ) 

gS 45-51 ROSE ST., Cor. Duane
NEW YORKJOSEPH L. HERZOG &  Makers of L K

WALTHAM HALL CLOCKS

Q
UALITY counts for more in a fine clock
than most any other article in the jewelry
trade. We have the finest line of Hall

Clocks, Regulators, Marble Clocks, and Willard
Banjo Clocks that can be procured.

Catalogue upon request

WALTHAM CLOCK CO.
Office and Salesroom : WALTHAM, MASS.

4 I I

Our Handsome New Catalogue
illustrates the best there is to be had in

Cuckoo Clocks
You really should have our American Cuckoo
Clocks on sale in your store.

You'd find them one of your best sellers.

There's a charm about them that results in
dollars to you.

For gift-giving they are unique. For service and
accuracy they are absolutely dependable.

Many a home, dining room, club or cafe in your
city would to-day be graced with these ornamental
timekeepers had you them on sale.

The profit would be yours.

Add these clocks to your stock and you add to
your income.

Every clock we sell carries with it a strong guar-
antee and you may with every confidence sell the
American Cuckoo Clock.

The first step is, write for our catalogue.

Your request on your letter head will bring it.

American Cuckoo Clock Company, Inc.
Manufacturers, Importers and Exporters

Cuckoo Clocks, Mission Hall Clocks
Cabinet Mantel Clocks, Alarm Clocks

Philadelphia Station S Pennsylvania
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The Home of The D. F. B. Co. Line

F 412279

1,.-1,711117,1,-471:e:7Nr! r It

,rJ.T.ri:011,11i.F.FX1,41171. 14,17,01AIMEtriFY
No. 3760

No. 2998

At this Home of The D. F. B. Co. Line
the celebrated Carmen Bracelet

is produced

LOOK FOR THE MARK

THE D. F. B. CO.
Honest goods at Popular, Honest prices.
The Line with the guarantee back of it.

F 448 67

THE D. F. BRIGGS COMPANY

A Few of the Popular Patterns Made
at the Home of The D. F. B. Co. Line
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Ask your jobber for THE D. F. B. CO. line and INSIST that you get the genuine.

Our swivels are all stamped THE D. F. B. CO. All the best jobbers handle our line.
Our method of finishing insures the wearing qualities. Ask about this line, it

means business for you.

Attleboro :: Massachusetts
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For Spring and Easter Trade
Belscript
Monogram

Fobs
sales, are easily effected.
The Be!script display which
accompanies the system

Creates New Business

Are you prepared to deliver
any monogram fob, beauti-
ful in finish and execution,
on demand?

The Belscript system
makes this possible.

Write for illustrated descriptive
price-list

Sample
sent on Memo. at our expense

J ULY 6-190,J

JOSEPH L. HERZOG & CO., Makers of LK Rings
(REG. U. 8. PAT. OFF.)

45-51 ROSE ST., Cor.Duane
NEW YORK

(NOTE THE NEW ADDRESS 

Rueckert "Climax" Sample Cases Trays

Particular attention is called to our
Flexible Dust Proof Aprons

Regulation size for 14" x 8!.4Y' Trays carried in
stock. This case fitted with our PATENTED
"CLIMAX " TRAYS and PARTITIONS makes
the most PRACTICAL TRAVELING OUTFIT
ever offered the trade. Our twenty years' exper-
ience must convince you of their

QUALITY and STABILITY
USE THEM—IT WILL PAY YOU

Novelties

Display
Cases

Pads Boxes

Etc.

PATENTED

You don't have to GLUE or SEW
the partitions into the trays : Simply

SLIP them under retaining strips.

Rueckert Manufacturing Co.
162 Clifford Street, Providence, R. I.

Branch Factory, Attleboro, Mass.
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W
E are particularly
gratified to an-
nounce that we are

now located in more spacious
and handsomely appointed
quarters in the KESNER
BUILDING, Chicago's most
modern skyscraper, northeast
corner Madison Street and
Wabash Avenue.
(I Your comfort was considered when

these quarters were planned. We invite

you to make them your headquarters

when in Chicago.

qi Increased space, increased facilities
for display and increased shipping
facilities make it possible for us now
to extend service even more promptly

and satisfactorily than before.

4 We have made unusual preparations
for Spring business. Our stocks and
assortments are larger and more com-

plete than ever before as will be proven

by an inspection of our travelers' trunks
which are now in the field. The quality
of our goods is always reliable.

Despres, Bridges & Noel
Wholesale Jewelers and Diamond Importers



A NEW 1911 HELLER CATALOG

2077

WE have just received from press a new 191 1 descriptive catalog.
This catalog, while not showing our complete line, has some of the

best selected leaders taken from the respective lines we manufacture.
It will serve to convince you that we have some jewelry creations in white
stone effects that you cannot afford to pass by.
\ L The new line of SASH PINS, BROOCHES and VEIL PINS are taking the country
\ over, and we want YOU to know about these goods.

Just tear off the coupon in the corner and mail us T 0 DAY
Please \
send me (1. Selection package sent to any reputable dealer in the country.
your new
1911 Catalog
descriptive of your
line of Heller Leaders.

Name

Street

City

State

WHITE STONE SPECIALISTS

129 EDDY STREET, PROVIDENCE, R. I.
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Visit of President Steele F. Roberts and
Secretary Claud Wheeler, of the
National Association, to Wash-

ington, D. C.

Pursuant to a call from the secretary the mem-
bers of the Retail Jewelers' Association of the
District of Columbia congregated in the rooms
of the Washington Chamber of Commerce for
the purpose of making the acquaintance of the
president and secretary of the American National
Retail Jewelers' Association and to listen to such
remarks as they would care to make on the trade
situation at the present time, the possibilities of
the elimination of trade evils and similar matters.
A. 0. Hutterly presided, and in calling the

meeting to order complimented those present on
their numbers, especially in view of the very in-
clement weather prevailing and which seems to
have followed the guests during their trip
through the South.
Mr. Hutterly said: "Our meeting is called this

evening for the purpose of trying to arouse the
jewelers of Washington to action, this being in
no sense a business meeting, and to see if we
cannot get a little closer together, especially as
we have with us this evening President Roberts
and Secretary Wheeler. As to our association,
we have a nice little organization and have al-
ready made a start toward doing much good
work, although we have been in existence but
about a year and a half. There are many things
we have not yet done. We have not got all of
the leading stores interested in the active work,
but that is up to them, and they will continue to
have competition while we, abiding as we do by
our so-called gentlemen's agreement, are doing
much for the benefit of our own interests. We
have not killed off all of the price-cutters, and we
do not intend to take such drastic measures, but
we are doing *a. great deal toward cutting it out
here in Washington. Price-cutting is a thing
which has been brought about by various condi-
tions covering a great many years, and it is
something that cannot be stopped in a few
months, neither can it be done individually. I
know Mr. Roberts will have some few remarks
On this subject, and as you are all anxious to
hear from him I take pleasure of the oppor-
tunity of introducing to you Mr. Steele F. Rob-
erts, president of the American National Retail
Jewelers' Association, the man who does things,
who knows conditions, and who is always willing
to listen to the trials of his fellows." (Applause.)
Mr. Roberts said in part : "I assure you it is

a very great pleasure to me to be with you to-
night, although I do not think that Mr. Hutterly's
latter remarks were at all necessary. Mr. Hut-
terly and Mr. Price did the honors to-day show-
ing Mr. Wheeler and myself around the city.
We visited as many stores as possible, and Mr.
Wheeler and myself were just saying, after siz-
ing up your city, that you had the greatest num-
ber of first-class, high-grade jewelry stores of
any city that we have been in. I think you carry
off the honors here; as for the number of jewel-
ers you have more than Pittsburg. You all look
happy and prosperous, and I presume this is be-
cause of your connection with the jewelry trade.
I do not suppose you have much time to dabble
in stocks. Such being the case, if I were to start
all over again in the business and knowing Wash-
ington as I now do, this would be the very place
I would pick out.
"I came here to-night just to give you a little

talk about what I have learned as an all-around,
every-day jeweler, of conditions as they apply in
Pittsburg and many of the cities of the West
and some of the East, and I hope that what I
have to say will be of some real interest and
benefit to you."
Mr. Roberts then proceeded to give a very

interesting talk on what methods he believed best
for use in combating various conditions now ex-
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isting and how other cities met similar troubles.
His speech was full of reasons why that slogan,
"Increased Profits," should become a concrete
rather than a visionary thought.
He stated that the jewelers were doing too

much for nothing, regulating watches and a thou-
sand and one like things, and, should the public
understand this, the jewelers would be considered
more philanthropic than Carnegie or Rockefeller,
and if the jewelers should charge more for some
of the work they do and for some of the work
for which they receive nothing, then the busi-
ness would be something like it should. He
begged of them to get out of that cringing,
afraid to ask your price class, to get into the
class leading toward turkey and mince pie every
day in the week, automobile and other pleasures
of life, for, should present conditions continue,
that is something that will not come to pass for
the majority.

Concluding, he said : "I want to say that our
secretary and myself returned from Richmond,
Va., last night, where we expect to hold our
annual convention the first four days in August.
We have made arrangements there, and we will
practically be given the entire use of the Jefferson
Hotel. There will be display rooms where
watches, jewelry, diamonds and silverware will
be shown in about the same manner as at our
other conventions. The hotel company has made
us special rates of from about $1.5o to $3 for
rooms. The Chamber of Commerce has promised
to give us a reception one evening, the Governor
of the State and the Mayor of Richmond to be
present, to be followed by a dance and refresh-
ments; the jewelers have promised us a delight-
ful boat ride down the historic James River, and
for the ladies there will be automobile and trolley
rides. We are going to have a big convention
there, and endeavor to run it along clean-cut
business lines. We are going to have one day for
retail jewelers alone for the purpose of conduct-
ing a sort of an executive meeting in close ses-
sion, so that the boys can have a chance to enter
any kicks they may have, although I hope that
by that time there will be but little cause for such
procedure, and I want just as many jewelers as
is possible to come from Washington. The dis-
tance is not very great, and from what I have
seen of you I believe you will lend your efforts
to make the affair a great success. I wish to
thank you, gentlemen, for the kindly feeling
shown toward Mr. Wheeler and myself, and de-
sire to say to you, in all truthfulness, that we
never yet experienced so pleasant a trip."
Mr. Wheeler was then introduced by Mr. Hut-

terly and was warmly received.
"Mr. Roberts," he said, "has covered the

ground, I think, quite thoroughly. He is the
speaker of this combine, and I would rather
leave it all to him. I have been in this work
almost from the beginning, not quite; the work
has appealed to me and I look forward to the
success of the association." He then gave a short
history of the founding of the association and
what it had done and attempted to do from the
start; of the work done by local associations in
other cities, and, after touching on other matters,
finished with a short story as told by the credit
man of a large western department store at an
association meeting, touching on profits. It
seems that this credit man was talking with a
local jeweler along these lines and told the latter
that he did not make near enough on his sales,
and cited the following: "A mother buys for
her daughter, who is about to be married, a
chest of silver for about $300 or $400 as a wed-
ding present. On this you make say $75 or $too.
Now, this chest of silver is not going to wear
out, and will no doubt be given to that lady's
daughter, if she has one, when she gets married,
and so on. Now, this same mother comes to us
for a suit for her daughter for which she pays,
say $150 or $200. On this we make as much as
you do on your chest of silver, but the young
woman comes back to us in the fall, winter, sum-
mer and spring, each time she comes giving us
a like profit and, best of all, year in and year
out." The credit man was asked if he would re-
peat the story at a meeting of jewelers; he con-
sented and the meeting was arranged. After he
concluded the above part of the story the credit
man was asked to finish it, and to the surprise
of all he said: "You jewelers are a set of fools,"
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and, according to further remarks from Mr.
Wheeler and Mr. Hutterly, they are.
Upon conclusion of Mr. Wheeler's remarks the

members were invited to ask questions on any
matters pertaining to the talks of Mr. Roberts
and Mr. Wheeler, and, in consequence, important
matters on organizations, etc., were brought up
and many valuable ideas obtained. Refreshments
were then served, and while the cigars were being
smoked still other matters were discussed.
The guests were warmly thanked for the very

interesting speeches made by them, and if the
members had had their way the former would
have had to make an individual visit to the store
of every man present,
Among those who attended the meeting were:

A. 0. Hutterly, A. D. Prince, Charles A. Gold-
smith, W. J. Kettler, Julius H. Duehring, A. Sig-
mund, Mr. Strauss, John Hansen, E. G. Hines,
George W. Spier, Carl A. Doubet, Joseph Baum,
Milton Baer, Victor E. Desio, William Nordhoff,
Carl Petersen, Sr., Carl Petersen, Jr., S. Mitch-
ell, A. D. Bestor, Randolph Robey, J. R. Fearno,
M. H. Fearnow, B. Greenberg, Max Greenberg,
Harry Langfeldt, H. W. Lett, A. Freudberg, Mr.
Edwards, Mr. Zanner, M. Shoemaker and Will-
iam Hutterly.

Jewelers' Security Alliance
The regular monthly meeting of the Executive

Committee of the Jewelers' Security Alliance was
held on Friday, February loth, the following
members being present : Chairman Butts, Presi-
dent Sloan, Vice-President Champenois, Treas-
urer Karsch, Secretary Noyes and Messrs. Ab-
bott, Alford, Brown, Stern and Wormser. The
following new members were admitted:

Hotchkiss Jewelry Co., Jackson, Tenn.
Waddle Hudson, Tahlequah, Okla.
Peck Drug Co., Columbia, Mo.
S. Randazzo, Kansas City, Mo.
Heinrichs & Chambers, Jefferson City, Mo.
Tovia Brenner, Kansas City, Mo.
Climax Mesh Bag Co., Newark, N. J.
Joseph H. Cohen, Kansas City, Kans.
Empire Jewelry & Loan Co., Kansas City, Mo.
F. VV. Holmes, Sayre, Okla.
. H. Beamer, Macksburg, Iowa.
.G. Weber, Seattle, Wash.
. H. Warner. Snohomish Wash.

Spokane Watch Case Co., ptkane, Wash.
S. Simmons, Los Angeles, al.
Peter Michael, Seattle, Wash.
Tom M. Hutto, Kingman, Kans.
Fred Gambrill, Kansas City, Kans.
J. B. Gaecklein, Baltimore, Md.
Fred Baker, .N. Yakima, Wash.
M. Frank Akers, Lewiston, Idaho.
J. H. Bethel, Lewiston, Idaho.
Chas. G. Kress, Lewiston, Idaho.
Globe Jewelry Co., Butte, Mont.
L. B. Miller, Pullman, Wash.
James M. Podmore, Spokane, Wash.
A. E. Sever, Palouse, Wash.
R. C. Wilson & Son, Garfield, Wash,.
K. Arnold, Akron, Ohio.
Henry C. Boyd, Kankakee, Ill.
Friedman Jewelry Co., Tulsa, Okla.
H. J. Hittorf, Oak Park, Ill.
E. W. Parsons, Lawrence, Kans.
Wight Company, Wellington, Ohio.
Clark & McDonald, Schenectady, N. Y.
William Mellish, Chicago, Ill.
Reinhard & Co., Baltimore, Md.
Ed. Rose, Butte, Mont.
R. L. Morris, Bowling Green, Ky.
Benj. E. Palmer, New York City.
L. P'earlin, New Haven, Conn.
Schertzinger's Jewelry Store, Malianoy City, Pa.

The following rewards were ordered paid:
No. 132. To Captain Edward G. Bogardus, of

the Merchants' Police of Springfield, Ill., for the
arrest and conviction of Fred O'Connor, who
broke the window in the store of J. C. Klaholt,
in November, 1910, and stole four watches, but
was observed by the special policeman while mak-
ing his escape and captured at the point of the
revolver with the four watches in his possession.
On conviction he was sentenced to the statutory
term in the penitentiary at Chester.
No. 133. To Sheriff I. N. Calvert, Charles

Beck and William Berrier, private citizens, for
the arrest and conviction of James Hall alias Ed-
ward J. Burton, who broke the window in the
store of R. E. Meehan, of Norborne, Mo., on
December 30th, but was frightened away before
he could secure any property. He had broken
into five other stores the same night, and would
have escaped but for the reward offered, which
induced the citizens to take up the chase and, with
the help of the sheriff, resulted in his capture and
sentence to four years in the State Peni,tentiary.
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ERBER JEWELRY MFG. CO.
Emblem, Class, College and SocietySend us your Orders for Pins; Presentation Medals in Gold

and Silver ; Emblem and Class Rings; Platinum and Gold, Diamond Mount-
ings; Fine Raised Monogram and Bangles •, Tiffany, Belcher and Fancy Ring
Mountings ; Hand Chased and Set Rings of all descriptions ; Special designs
furnished free.

Jewelry Repairing of all Kinds; DiamondSend us your Jobs for Setting; Engraving,Designing and Enam-
eling; Matching Stones of any Description ; Watch Case and Chain Repair-
ing; Gold, Silver and Nickel Plating; Pen Holder and Pencil Repairing;
Silverware Repairing and Plating; Optical Repairing; Gold Refining and
Assaying.

Office and Factory:
610-612-614-616 Pine Street, St. Louis

NO FALLING OUT

Diamonds and

Precious Stones

Fine
Diamond Work
and
Jewelry Repairing

Give Us a Trial

IN OUR SETTING

MARITZ
Jewelry Mfg. Co.

217 North 6th Street

S.W. Cor. 6th & Olive Sts.

St. Louis, Missouri

Engraving and
Designing

Medals and
Enameling

Long Distance
Telephones:

Olive 247
Central 2607

Aller-Wilmes Jewelry Co.

DIAMONDS, WATCHES
JEWELRY

FOR THE RETAIL JEWELRY

TRADE ONLY

601-602-603-604 Globe Democrat Building
ST. LOUIS '.• '.• MISSOURI

1/111.1111.1111.11f=.

Diamonds

Tool

Watches Jewelry'

BAUMAN -MASSA
JEWELRY COMPANY

COMMERCIAL

BUILDING

6th and Olive Sts.

ST. LOUIS, MO.

Material Optical Goods

J. W. CART J. H. STEIDEMANN EDW. LANG

J. W. CARY & CO.
Exclusive Jewelers' Supplies
Watch Materials, Tools and Jewelers' Findings

Silk Guards, Spectacles, Etc. American Watch Material a Specialty

TELEPHONES 
f Kinloch, Central 3040
1 Bell Olive 265

302 and 303 Globe-Democrat Building

by using the new Elgin Jewel PincYVIake Money Assortment and Imre! Pin Gauge.

Being suitable for all makes and sizes of watches, it will decrease the ex-

pense of your material department. Price of one gross assorted, com-

plete with Gauge, put up in handsome wood cabinet, - - $8.00

Gutfreund-Kemper Supply Co.
WATCH MATERIAL, JEWELERS' FINDINGS, TOOLS

and OPTICAL GOODS

305-6 Equitable Building St. Louis, Missouri

CATALOG SENT UPON REQUEST TO ALL RESPONSIBLE JEWELERS

THE NEW LINE FOR THE JEWELER
Manufactured by

Weidlich Bros. Mfg. Co.
FINE ART METAL GOODS

A Large Variety of Dresser Clocks, Jewel Cases, Glove and Handkerchief

Boxes, Candlesticks, Ash Trays, Desk Sets, Etc.

Silver, Gold and Old Brass.

Prices Low -- Quality the Best

WEIDLICH JEWELRY CO.
Write .fia. Illustrations and Prices 623 Washington Ave., ST. LOUIS

LET'S HEAR FROM YOU

WE want to hear from live, wide-awake jewelers
and opticians who are looking for Bargains. We
know every detail of our business, buy only sure

sellers and pay practically cash for everything. " Quick

sales and short profits " is our motto. 4111.vve are ready to
show you. Write us. Everything in the jewelry and opti-

cal line. Send for our catalogue. It's out of the ordinary.

Brooks Jewelry & Optical Co.
James J. Burke, President

Third Floor, Globe-Democrat Bldg. St. Louis, Missouri
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St. Louis
Trade reports are favorable and indicate that

business throughout the territory tributary to St.
Louis is in normal condition for this season of
the year. The jobbing houses state that their
traveling men are sending in good orders and
that the outlook is good.
Ed. Massa, vice-president of the L. Bauman

Jewelry Co., returned February 10th from a
week's trip to Oklahoma.
J. J. Burke, president of the Brooks Jewelry

and Optical Company, left on February 14th for
a three-weeks' trip to Texas points. He was a
visitor in New York recently and attended the
annual banquet of the 24-Karat Club of that city.
P. E. Pautler, vice-president and secretary of

the Brooks Jewelry and Optical Company, is in
a hospital suffering from an attack of appen-
dicitis.
L. Bauman, president of the L. Bauman Jewelry

Co., returned on January 30th from a three-
weeks' business trip to New York.
A. G. Costello, formerly traveler for the Alvin

Mfg. Co. out of Chicago, has accepted a similar
position with the L. Bauman Jewelry Co., and
will cover the West for this firm.
Moses Strauss, salesman for the L. Bauman

jewelry Co. and the oldest jewelry salesman in
the city in point of service, returned recently
from a pleasure trip to New York. He was very
nicely entertained by his old friends there.
L. A. Fassett, of Weiss .& Fassett, the diamond

dealers, who has been on a six weeks' business
trip to Europe, sailed on the Lapland on Feb-
ruary 17th on his return trip. He is expected
home about March 1st.
S. J. Arnold, manager for Chas. S. Erber, of

Texarkana, Tex., who has been spending six
weeks here, left for home on February 13th.
While here he had an operation performed which
was very successful.
Ralph Loewenstein, of the R. Loewenstein

Jewelry Co., returned on February t8th from a
three weeks' trip through the southwest.
E. W. Bornemueller, one of our popular local

salesmen, formerly with the J. Bolland Jewelry
Co., is now connected with the F. W. Drosten
Jewelry Co.
Chas. D. Spindler, salesman for the F. W.

Drosten Jewelry Co., was injured in a street car
accident here on January 20th, and was confined
at home until February 14th.
L. E. Puellman, formerly traveler for the

Weidlich Jewelry Co., has accepted a similar po-
sition with the Gerber-Buschmann Cutlery and
Silverware Co., and left On February 15th for a
,ix weeks' trip through Kansas and Oklahoma.
Chas. Ens, traveler for the same concern, left

February 15th on a three weeks' trip through
Illinois.
P. T. Whelan, president of the Whelan-Aehle-

I Iutchinson Jewelry Co., returned February 16th
from a week's business trip to Marshalltown, Ia.
\Vm. C. Hines, salesman for this concern, leaves
n March 1st on a several weeks' trip to New
York.
Jos. Hummel, traveler for the Weidlich Jewelry

wrenched his back on February 4th while
getting on a train and was laid up ten day:,
The Maritz Jewelry Co. are getting out a hand-

some new catalogue for distribution at an early
date.
W. B. Lauman and E. L. J. Dorn, salesmen

with the Mermod, Jaccard & King Jewelry Co.,
left on Saturday night, February uth to join
the forces of this concern at their Hot Springs,
Ark., branch. They will remain there several
months.
A petition in bankruptcy was filed here recently

in the United States District Court by A. M.
Whitener, who formerly conducted a jewelry and
mercantile business in Washington County, this
State. His debts aggregate 824,169.66, of which
$13,050 is secured by stock in the Washington
County Lumber Company, the Farmers and La-
borers' Mill Company and the Whitener Jewelry
Company. His assets total $3200, of which $1200
is represented by a life insurance policy.
Ernest C. Day, inspector general of police at

Sydney, New South Wales. has written to Chief
of Police Wm. Young, of this city, asking the co-
operation of the St. Louis police in an effort to
ascertain whether jewelry valued at $7500, which
IS now in the hands of the curator of intestate
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estates at Sydney, was stolen in this country.
Recently Louis Herbert Scharer, alias Louis Her-
bert, died suddenly in Sydney. When his safe
was opened the jewelry, consisting of watches,
diamond rings, brooches, pins and lockets was
found. It is known he did not get the jewelry
Ill Australia, and as he arrived from the United
States some time ago it is the belief of the au-
thorities the jewelry came from this country.
A. Maschmeyer, president of the Maschmeyer-

Richards Silver Co., returned recently from a
business trip to New York and other points.
J. K. Venable, traveler for this concern, left on
February nth on a three months' western trip.
E. A. Schoenle, also travelcr for this concern,
has gone on a long trip through the southwest.
Martin Hacker, the well-known manufacturing

jeweler, returned recently from a business trip to
Chicago.
H. C. Grawe, one of our oldest jewelers, is

confined at his home in a serious condition due
to complete paralysis. He has suffered many
years from partial paralysis. He has been a
member of the trade here nearly forty-five years.
Jos. C. Ebeling has disposed of his controlling

interest in the Ebeling Jewelry Co. to his brother,
Louis C. Ebeling. The name of the concern will
be the Louis C. Ebeling Jewelry Co. Jos. C.
Ebeling is president of the Retail Jewelers' Asso-
ciation of St. Louis. He has not announced his
future intentions.
F. W. Hoyt, president of the Hoyt Jewelry Co.,

was confined at home • one week recently on ac-
count of an attack of the grippe. He left Feb-
ruary 15th for a week's sojourn at Hot Springs,
Ark., after which time he will make a several
weeks' business trip through the southwest.
John Fink. of Klein & Fink, Fort Smith, Ark.,

accompanied by his wife, spent several days here
recently.
A number of our most prominent business men

have banded together to organize a universal
exposition here to be held six months every year.
Among the subscribers to the stock is Goodman
King, president of the Mermod, Jaccard & King
Jewelry Co., who took $t000 worth.
Harry Mark, formerly house salesman for the

St. Louis Clock and Silverware Co., has been
made city salesman, and will also look after trade
in nearby towns.
A handsome window display of the medals

that were awarded to the winners in the recent
international bowling tournament held here was
made by the Mermod, Jaccard & King Jewelry
Co., who designed them.
The E. H. Kortkamp Jewelry Co. have leased

the ground floor at 805 Washington avenue, and
will remove there at an early date. This concern
has been established here sixty-two years.
The I. R. Hurwitz Jewelry Co., of East St.

Louis, Ill., has been incorporated with a capital
stock of $2500 to deal in jewelry, watches, dia-
monds and optical goods. Incorporators : Tsrael
R. Hurwitz, Richard Webb and Elmer Webb.
The Quicksall Jewelry Co., of Litchfield, Ill.,

has been incorporated with a capital stock of
$15,00o to manufacture and deal in jewelry. In-
corporators : Charles E. Randle, R. P. Boulton
and C. M. Quicksall.
The Peck Jewelry Co., of Joliet, Ill., has been

incorporated with a capital of St000 to deal in
jewelry. Incorporators : F. F. Peck, W. F. Peck
and Charles E. Parker.
On Monday evening, January 30th, three young

women were inspecting rings in the jewelry store
of Joseph Wohl, 1614 Market street. "That is a
very pretty diamond ring you have on your little
finger," said one of the prospective customers.
Mr. Wohl handed it to her for inspection. A few
minutes later the three young women departed
without purchasing anything; then Mr. Wohl re-
called that his ring was missing. He valued it
at $50.
On the night of February 8th while John Pear-

son was closing his store at 2307 Market street.
a thief threw a brick through the front window
and grabbed a tray containing $740 worth of dia-
monds. The thief escaped. •
C. L. Stange, formerly traveler for the L.

Batman Jewelry Co.. but now with L. Gutmann
& Sons, of Cincinnati, with headquarters here,
left on February 7th on a five weeks' trip through
Illinois, Missouri, Oklahoma and Kansas.
One day recently a porter, while engaged in

cleaning the office of the Elliott Jewelry Co. on

the fifth floor of the Globe-Democrat building,
knocked a typewriter from a window sill. The
machine struck the sidewalk with a heavy thump
and was reduced to junk.
A telegraph despatch from Galveston, Texas,

dated February 4th, stated that a convict named
Arthur Barlow was taken suddenly sick there and
confessed that he had stolen a diamond at San
Antonio, Texas, and swallowed it. When the
owner of the jewel, which was valued at $300,
agreed to pay the surgeon's bill and incidentals
Barlow submitted to having his stomach opened.
The diamond was recovered. The despatch stated
that Barlow was expected to recover.
The following firms have signed an agreement

to close their establishments on Saturday after-
noon from January 28th to December 1st : Eisen-
stadt Mfg. Co., the Bauman-Massa Jewelry Co.,
the L. Bauman Jewelry Co., the Hoyt Jewelry
Co., the Aller-Wilmes Jewelry Co., Weiss &
Fassett, the R. Loewenstein Jewelry Co., the
Weidlich Jewelry Co., the Filliott Jewelry Co.,
J. W. Cary & Co., the Gutfreund-Kemper Supply
Co., Blankenmeister, Oberting & Co., and the
Furstenwerth-Uhl Jewelry Co.
Arthur F. Sheldon, founder and head of the

Sheldon School of Salesmanship at Chicago, ad-
dressed the members of the Sales Managers' As-
sociation of St. Louis at their banquet recently
on the subject of "Business Building." Mr.
Sheldon defined business building as the art of
securing permanent and profitable patronage. He
also said : "Advertising as a factor in business
building, may be likened to the lire under the
boilers of business. The man who advertises
just a little and then says advertising doesn't pay
may be likened to the man that burned a match
under a ten-gallon kettle of water and then
swore that fire would not heat water."
The bulk sale bill, generally indorsed by credit

men, and which prohibits the sale, transfer or as-
signment in bulk of any part or the whole of a
stock of merchandise and fixtures, was recently
sent to engrossment in the State Legislature at
Jefferson City, Mo., despite the adverse report
of committees.
The St. Louis Sales Managers' Association have

launched a new system to increase the wholesale
trade of this market and to prevent loss to the
manufacturers and jobbers of this city who are
members of the organization. The system has
been in operation only a short time, but good
results already have been seen. The plan is for
each of the many thousand traveling salesmen
to report to his house any change of firm name,
any closing out of stock or other sign indicative
of possible failure on the part of the retailer
immediately and to report any new firm which
has started in business or is about to do so.
H. H. Markley, traveler for the Gutfreund-

Kemper Supply Co., returned February 3d from
a three weeks' trip through Illinois and northern
Missouri. He has been laid up ten .days with
the grippe. As soon as he recovers he will leave
on a three weeks' trip through the North.
G. A. Levy, secretary and treasurer of the S.

A. Rider Jewelry Co., is home from a three
weeks' pleasure trip to Havana. He was accom-
panied by his wife.
A. Witt, a watchmaker formerly in the employ

of the J. Bolland Jewelry Co., has opened a place
of business at 501 Globe-Democrat building.
H. Gruenhut has opened a place of business

at 201 Globe-Democrat building.
Charles Gordon, of the Gordon Jewelry Co.,

Shreveport, La., was a buyer in this market re-
cently.
Edward Netzhammer, foreman of the E. Mar-

itz Jewelry Mfg. Co., is confined at home with
a severe attack of grippe.
Mr. Boasen. of the firm of Boasen Bros., Okla-

homa City, Okla., was a visitor here recently on
his way to Florida on a pleasure trip.
Herman Mauch, the well-known jeweler, is

being boomed as a candidate for the Board of
Education by his friends in the Republican party.
Joseph D. Bergen & Co., manufacturers of cut

glass. Meriden, Conn., have leased a two-story
building, 50 by 140 feet, at 4716-4718 Delmar
avenue, for a term of years. The company will
take possession March 1st.

(Continued on page 421)



Spring ushers in the liveliest
Diamond Season of the year.

Are you prepared?

You may lay in a complete
assortment — you may fill in
stock or get something odd
and special for the ardent
lover —all from one concern.

COMMERCIAL BUILDING
SIXTH and OLIVE STREETS
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Denver
The jewelry business, and in fact every line of

business has been rather slow in Denver during
January and February and not up to expectations.
Still some of the jewelers claim an increase in
business over the corresponding months of last
year, but the majority have done no better and
some a great deal less.
They are hoping for a good spring business,

however, which in all probability they will have,
as we have had such a dry winter we are bound
to have a good wet spring, which will make crops
good, and the crops have a great deal to do with
governing the business in this territory.
The repair trade, however, has been excellent

since the first of the year, and several of the
firms have taken on additional help.
Fred J. Barnes, Pocatello, Idaho, filed a volun-

tary petition in bankruptcy January 25th, and a
meeting of the creditors was held at the office
of E. C. White, referee, in that city on Feb-
ruary r8th to examine the bankrupt and appoint
a trustee. The liabilities are about $16,000, and
the assets about $12,000. The business was es-
tablished in 1903 by L. F. Molinelli, who suc-
ceeded W. B. Clifton. In the summer of 1908
he was joined by F. J. Barnes, and the style of
L. F. Molinelli & Co. was adopted. Molinelli,
who became city clerk, sold his interest to Barnes,
who has been conducting it under his own name.

J. L. Lewis, of Helper, Utah, has bought an
interest in the store of his brother, W. W. Lewis,
at Price, Utah, but is still conducting his own at
Helper. W. W. Lewis was formerly in Bancroft,
Idaho, but moved a short time ago to Price.
William Woodside, of Silver Cliff, Colo., was

in town this month attending the Hardware
Men's convention, which was held here.
An involuntary petition in bankruptcy has been

filed in the United States Court here by the
creditors of K. C. Cosley, a jeweler at 1659 Arap-
ahoe street. The petition was filed early in the
month, and an inventory is now being taken.
Until this is finished the exact value of his assets
and liabilities cannot be determined. Mr. Cosley
Is the son of F. D. Cosley, who came here from
Laurence, Kans., in 1898. The younger Cosley
for a time managed his father's business, and
later succeeded to it in the fall of 1909. Mr.
Cosley carried a good stock valued at about
$12,000, and had a well-established business. He
made a specialty of railroad. watches, having the
inspectorship for the Union Pacific and Colorado
and Southern Railroads. He has always stood
yell in the trade, and his present embarrassment,
therefore, came somewhat as a surprise.
W. W. Hamilton, of the W. W. Hamilton

Jewelry Co., has just returned from Tulsa, Okla.,
Where he had gone to attend the funeral of his
brother, who was kiled near there in a hotel fire.
T. B. King, of the W. W. Hamilton Jewelry

Co., returned last month from New York City,
where he has been attending the meeting of the
Executive Committee of the National Wholesale
Jewelers' Association.
W. H. Dow, of Fort Morgan, Colo., filed

a voluntary petition in bankruptcy in United
States Court January 21, Iglu. Schedule shows
his assets to be $3952 and his liabilities $4109.
Dow, who is a young man and a practical watch
maker, began business here in September, 1909.
After having been employed by Kolter Brothers,
In Beaumont, Texas, he came to Fort Morgan
and took over the bankrupt stock of Paul de
Ana, which with the fixtures he purchased from
the trustee. He carried a stock of about $3500,
but his business has not been an extensive one.
p. J. Cariboni, formerly with G. W. Webb, of

this city, has opened a store of his own at 839
Jason street, and has a candy and soft drink de-
partment combined with his jewelry. He reports
a very good business for a starter.
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C. E. Mundie, formerly with the Ashby Jewelry
Co., of Colorado Springs, Colo., has taken charge
of the repair department for A. Hahn, Durango,
Colo. H. Bttsching, who had this position origi-
nally, had to resign and return to Denver owing
to his wife's health.
E. F. Wittemore, who returned to Denver in

the fall and opened up again in the jewelry
business, has closed out and returned to Cali-
fornia owing to his health, and thinks he can du
much better there.
The Ed Lehman Jewelry Co. moved last month

into their new location in the new Foster build-
ing. The building at present is not finished on
the inside and probably will not be for several
weeks to come, but will be one of the finest
buildings in the country when completed. It is
twelve stories high and the inside is to be finished
in Rockford marble. The Ed Lehman Jewelry
Co. have half the width of the Sixteenth street
side on the fourth floor, and although they are
greatly inconvenienced at the present time owing
to the condition of the building, they will very
shortly have one of the finest wholesale houses
in the country. They have supplied new fixtures
throughout and expect to add extensively to their
stock.
The stock of the Peerless Jewelry Company, of

Grand Junction, Colo., owned by H. M. Vorhies,
who disappeared shortly after Christmas, will be
sold at public auction Saturday, February 25th,
by the creditors, and it is their intention to sell
in one lot if possible.
The Earl Jewelry Co., owned by Wm. Oppen-

heim, located at Fifteenth and Curtis streets, have
discontinued business after a very successful auc-
tion of two weeks. The building occupied by
them was bought by the United Cigar Stores Co.,
who wanted the corner for one of their stores,
and consequently forced the Earl Jewelry Co. out.
The balance of the stock that was left Mr. Oppen-
heim has put with his other store on Sixteenth
street, and will now operate the one store only.
T. B. King, of the W. W. Hamilton Jewelry

Co., leaves February 20th on a trip through the
State, and is looking for good business.
Max Henkel's store, of Grand Junction, Colo.,

was broken into and robbed of about $400 worth
of jewelry last month. This is the second time
in a few months that he has been robbed, the
thieves getting about the same amount before.

Jas. E. Lewis, of the Lewis Jewelers' Supply
Co., left last month on his regular trip to the
northwest, and expects to be gone about twelve
weeks. He has almost an entirely new line with
him, and expects to do well with it.
John Blair, owner of the Columbian Jewelry

and Mfg. Co., of Pueblo, Colo., will hold an auc-
tion in his store beginning this week. Col. J. D.
Lewis is conducting the auction, and they are
looking forward to a big sale.
L. W. Beaver, with Jos. I. Schwartz, of this

city, has started his son in the jewelry business
in Lovell, Wyo., and they seem well satisfied
with the outlook so far.

A. Shapiro made an offer of 15 per cent. for
settlement, but this was refused by the attorneys
of the creditors. The stock was then put up for
public sale, and was bought by Mr. Schrieberg,
who was formerly a partner of Shapiro's, who
assumes all accounts and will probably prorate
them with the creditors. Mr. Shapiro will con-
tinue to run the business for Mr. Schrieberg.
Harry Kortz, one of the leading jewelers of

the city, has been making a very extensive trip
through the East, and is now in the South, hay-
ing made the trip by water from New York to
Galveston. He expects to be gone about six to
eight weeks.
Meyer Goldner, formerly with Evan Freedheim

here, has left for the South, where he expects
to take a position in either Chattanooga, Tenn.,
or Birmingham, Ala.
The following out-of-town jewelers were in

the city this month : L. M. Andrews, of Aguilar !
Mr. Johnson, of the Johnson Jewelry Co., of
Colorado Springs; Alvin Herman, of Brighton;
W. R. James, of Arvada ; Henry Curtis, of Lit-
tleton ; Mr. Crowder, of Payne & Crowder, of
Boulder; Wm. Woodside, of Silver Cliff; L. F
Cornwall, of Pueblo; H. Salamon, of Platteville.
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Nicholas Valsin, one of our old-time engravers
to the trade here, died recently.
A. F. Eisenbeiss, traveler for the Eisenstadt

Mfg. Co., is out again after being confined at
home here for about eight weeks with the typhoid
fever. 
L. Harris, of Harris & Goldman, the diamond

dealers on the second floor of the Commercial
Building, has purchased the interests of his part-
ner, Mr. Goldman, and will continue the business
under his own name.
The Zerweck Jewelry Co., A. M. Zerweck,

president, has absorbed the Zerweck & Frech
Jewelry Co. and will consolidate the Clark-Rogers
Jewelry Co., now occupying one of the street
stores in the Houser building. They will con-
tinue business at 312 North Sixth street in the
store formerly occupied by the Zerweck & Frech
Jewelry Co.
The Weidlich Jewelry Co. are negotiating for a

new location, and will announce their selection
soon.
Three negro burglars were captured at 2 A. M.

Friday, February 17th, as they were trying to
pry the lock from the front door of W. S.
Hurwitz's jewelry store, at 1114,/2 Franklin ave-
nue.
The following visitors were here recently:

A. S. FIigbee, Roodhouse, Ill.; W. J. Krug, Staun-
ton, Ill.; Harry Gewe, Nashville, Ill.; L. J. Wick,
Troy, Ill.; E. L. Hainz, West Salem, Ill.; Frank
Besse, Fort Wayne, Ind.; Geo. L. Hale, Bridge-
port, Ill.; Fred Herold, Jerseyville, Ill.; C. L.
Glines, Harrison, Ark.; Mr. Stone, watchmaker
for the Kelly-Vawter Jewelry Co., Marshall, Ill.;
E. M. Filcher, St. James, Mo.; C. E. Owen, Da-
vies & Owen, Falls City, Neb.; C. E. Miller,
Whitehall, Ill.; J. H. Booth, Alton, Ill.; F. H.
Kahlert, Carlyle, Ill.; M. A. Hayer, Springfield,
Mo.; Roy Rutherford, Mt. Vernon, Ill.; Frank B.
Nims, Warrenton, Mo.; J. J. Gaffer, St. Jacobs,
Ill.; A. Winkler, Poplar Bluff, Mo.; J. W. Strain,
Carrollton, Mo.; Otto Wilson, Festus, Mo.; H.
J. White, White Jewelry Co., Litchfield, Ill.

Soft Solders Melting at Guaranteed
Temperatures

The custom seems to have sprung up in Eng-
land of making solders to melt at guaranteed
temperatures, and at least one firm of solder
manufacturers in that country is now advertising
that they are prepared to supply such solder
under a temperature guarantee.
This practice does not appear to have become

prevalent in the United States and we can see
no particular advantage in it other than it en-
ables a solder manufacturer to avoid the rigid
requirements of chemical analysis. In our own
country, solder is supplied upon chemical analysis
and the maker guarantees the mixture only. For
example he will guarantee his solder to be "half
and half" or "two and one," but not the melting
point.
The English maker, by guaranteeing the melt-

ing point of his solder, side-steps the chemical
analysis problem, and he is at liberty to make
his solder of what mixture he chooses. Scrap
metals and impurities have no bearing on the
question. Antimony, copper or zinc may be pres-
ent in small quantities without affecting the melt-
ing point appreciably, but they will strongly affect
the running or adhering qualities of the solder,
and for this reason we are unable to believe that
the practice has any great commercial value.
There is so little difference in the melting points
of the good soft solders that in ordinary cases
the same results will be obtained whatever the
mixture as long as it contains a reasonable quan-
tity of tin. In the majority of instances no dif-
ference could be detected in the results obtained
with a half and half solder and a two and one
mixture. We are sure that the freedom of the
solder from impurities, such as zinc, antimony
and copper, as well as oxides, is of far more
importance than the actual melting point as the
flowing properties are of more value than a slight
lowering of the melting point.—The Brass World.
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The Quality Standard Catalogue

If the Great American Jewelers' Catalogue possessed only
the one advantage over all other catalogues, viz., that the quality standard

of the goods shown is only such as every retail jeweler can stake his repu-

tation on, this one fact alone would make it your logical buying medium.

Hundreds of discriminating jewelers rely on it because of the quality

standard. Their experience with it has taught them that it is the most

judicious combination of quality, selection and price that has been offered

the jewelry trade.

Don't wait until some fellow jeweler tells you about its advantages, but

send for one now.

THE OSKAMP=NOLTING COMPANY
Cincinnati, Ohio

ARTISTIC MINIATURES
copied from any photo on
watch cases and dials or on
ivory, pearl, porcelain or
celluloid.

HAND-PAINTED
MINIATURES
ON IVORY
All work guaranteed perma-
nent and satisfactory.

15 years' experience.
We also do ETCHING ON
SILVER from any design,
portrait, sketch, etc., etc.

Send for Illustrated Price-List
STUDIO OF

CHAS. A. JOHNSTON, 106-108 Fulton St., New York

Artistic Hand-Made Banquet Rings
SILVER, WITII UOLD ORNAMENTATION

REAL STONES OF ALL KINDS

IKKO MATSUMOTO, Manufacturing Jeweler
Room 316 American Central Life Building, INDIANAPOLIS, IND.

Mountings that help sell Diamonds

THE BEST THE CHEAPEST

SOLID GOLD CHAINS
They stand the test of time and
have done so for 60 years. Su-
preme in Quality, Design, Finish,
Workmanship.

We sell direct. We have no sales-
men. Eliminating all unnecessary
expenses in making and selling
enables us to sell at the lowest
possible price. Send for catalogue.

Alois Kohn &C00 MARK

16-18 Maiden Lane, NEW YORK
Makers of GOLD CHAINS of every kind
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Travelers for the Indianapolis jobbers have

been enjoying a very fair Spring trade. Country

dealers almost without exception, had good holi-

day business and were ready to stock up for
spring. The prophesies for 1911 are most re-

assuring.

T A. P. Craft Company took the annual in-
ventory last month. The year was a most satis-
factory one for this firm, and Ica I started out in
line style with January 25 per cent. better than

the same month in 1910.

The S. & F. Jewelry Company have secured
quarters at 332 North Illinois street, where they
will engage in the manufacturing business. East-
ern parties with J. Solinger. of Providence, as
manager, are interested in the enterprise. A full
line of white stone goods and jewelry for the
jobbing and department store trade will be turned
out. By April 1st a traveling force will be on
the road. The manufacturing of jewelry of this
class is a new undertaking in this part of the
country. Mr. Solinger says that he has frequently
been told that it can't be done, but he and his
partners are prepared to prove that it can be.
After a month of training a force of girls are
already turning out the finished product. The
complete organization of the company will not be
made for a few weeks, but the enterprise is an
oasrsteirre.d fact with the factory already in runningd 

H. Palman, representing Goodman & Co., in
the Majestic building, is calling on the trade in
Michigan, where he finds business very good.
B. Goodman, of the same firm, reports Indiana
trade as excellent for the spring season.
A burglar entered the jewelry store of Ernest

Newlin, 215 North Illinois street, some time after
midnight February iith and ransacked the win-
dow and workbench, about $200 worth of plunder
being carried off. Entrance was gained through
the transom over the front door. Using an opti-
cal show case as a ladder, the burglar had pushed
the transom frame so hard that the fastenings
gave way. Drooping to the floor he made his
way to the window, where he made a careful
selection of the most valuable articles. Among
them were two 16 size watches, two 0-size
watches, one of them richly carved and set with
diamonds, six pairs of solid gold cuff buttons,
four rings, one a diamond and opal cluster and
two pairs of pearl opera glasses. From the
workbench a solid gold band wedding ring, en-
graved "Feb. 28, 'o8," and a gold brooch were
taken. From a milliner, who occupies a part of
Newlin's room, the burglar secured three hand-
some plumes. The fact that no light had been
left burning in the store enabled the burglar to
work with little fear of discovery. The police
have failed to discover any clew.
E. M. Craft, of the A. P. Craft Company, spent

several days in Cleveland, Ohio, last month on
business for the firm.
W. E. Ready, house manager of the Central

Comb Company, on South Meridian street, says
their spring business has been good, with a notice-
able increase as the Easter buying begins. H. F.
Trick is sending in very good road orders.

Albert Zoller, of Charles Mayer & Co., will
sail March ist on a purchasing trip to Europe.
He will scour the foreign markets in search of

and 
high-class wares in silver, jewelryd in 

William Steinherz, who opened a retail jewelry
store at 336 Massachusetts avenue last Novem-

ber, closed up his store just after the holidays
and returned to his former location in Pitts-
burg, 

p

Ikko Matsumoto is recovering from a severe
attack of grippe which confined him to his home
for several weeks. During his illness the busi-
ness was in charge of his head man, Jack Brady.

S. D. Crane, formerly with A. A. Clark, in the
K. of P. building, has taken a position as watch-
maker with J. P. Mullally, in Monument Place.
John P. Mullally, Supreme Past President of

the Fraternal Order of Orioles, made a tour of
the nests throughout the State last month.
The Smith Jewelry Company have opened quar-

ters in Rooms 26 and 27 Claypool building, and
will engage in the wholesale jewelry business.
The firm consists of M. R. Smith, widow of the
late M. F. Smith, and H. J. Breen. Mrs. Smith
will have charge of the office and Mr. Breen will
represent the firm on the road. During the holi-
days Mrs. Smith disposed of the stock and fix-
tures of the retail store left her by her husband.

Emil Mantel's show window was smashed with
a brick January 22d by a bold thief, who made
way with $roo worth of watches and jewelry.
No one saw the thief or heard the noise, although
the act was committed under a brilliant electric
light about to o'clock at night.

S. Fuller has recently been added to the watch
force of the Capitol Jewelry Company. This com-
pany is the official time inspector for the New
York Central lines, Indianapolis Southern and
Indianapolis and Cincinnati Traction.

Joseph Caffey, watchmaker, formerly with
Carl L. Rost, is now doing bench work for A. A.
Clark in the K. of P. building.
Marie F. Dietz, well known to the trade

through her position with the material jobbing
house of Hoffman & Lauer, surprised her em-
ployers and friends last month by announcing her
marriage to Darl K. Ehnes. The marriage took
place May 19, Iwo.
Thomas Godfrey, formerly located at Seymour,

Ind., has taken the position of jeweler and clock
repairer with Fogas Brothers, on Massachusetts
avenue.

M. . Stevenson has enrolled a number of new
students in his Arts and Crafts classes. A num-
ber of improvements, including a new furnace
for enameling, have recently been added for the
convenience of the students.

Leo Markowitz, traveling representative for the
F. & M. Jewelry Company, in the Traction build-
ing, has returned from a six weeks' trip through
Texas and a two weeks' stop in St. Louis. He
found trade excellent.
Harry Eken, jeweler with Carl L. Rost, was

the recipient of an unusually handsome valentine
on February 14th—an eight-pound baby boy. The
boys say Harry is "mighty proud."

E. H. Schroder, formerly with J. S. Whisler,
of Marion, Ind., was recently added to the watch
force of Carl L. Rost. Emil Kernel, with the
same firm, is erecting a store room and dwelling
house on Madison avenue. Including his own
dwelling, Mr. Kernel has erected several build-
ings in that locality.
M. C. Lang, manufacturing jeweler in the Clay-

pool building, has been making a number of im-
provements. An office has been added and new
machinery in the shop, including a drop hammer.

Charles R. Kluger, the "Fountain Square" jew-
eler, is proud of the framed recommendation
which he received from Charles F. Artes, of
Evansville, Ind., when he left Mr. Artes' employ,
in 1888, to go into business for himself. Kluger
learned the watchmaking trade in Germany and
took his first position at the bench under Mr.
Artes when 19 years of age.
Joseph Kernel, son of Emil Kernel, watch-

maker with Carl L. Rost, has located in Omaha,
Nebr., where he has charge of the jewelry de-
partment of the Bennett Department Store.

Eugene Blackburn, of the International Metal
Polish Company, of this city, had charge of the
exhibit which his firm made at the Chicago and
New York Automobile Shows. From February
25th to March 1st he had charge of an extensive
display at the Toronto Auto Show. That was the
first time his firm hael entered the Canadian field.

The season's output on metal polish was very
large, the capacity of the factory being crowded
to the utmost. The sale of Blue Ribbon Silver
Polish showed a gratifying increase also.
A large United States flag floated over the en-

trance to the Best Plating Co., 104 North Dela-
ware street, February loth. A placard told why.
"We are celebrating because four years ago to-
day we started. Have lots of friends. We don't
owe anybody."
Among the new students at the L. R. Douglas

School of Engraving, in this city, are J. E. Booth,
of Booth & Son, fipton, Ind.; Lenard Montgom-
ery, with Luther Davis, Fairmount, Ind.; Miss
Princess Garman, of Elwood, Ind., and Louis
Cohen, J. F. Conway and E. T. Fischer, of Indi-
anapolis. March ist Mr. Douglas will be ready
to open his instruction in a correspondence class,
which promises to be large.
A. A. Oaks, for fifteen years with the Oskamp

Jewelry Company, of Cincinnati, has accepted the
position of head of the silverware department
with Carl L. Rost, 25 North Illinois street.
Charles Mayer & Co. had a sterling silver spoon

sale last month. For St. Valentine's Day their
window was full of silver teaspoons, to which
were tied, with red ribbon, a heart or small val-
entine. The sale on these was gratifying.

C. A. Beck, formerly with D. A. Hickman, on
Massachusetts avenue, has rented bench room
from Charles B. Dyer, arts and crafts shop. Mr.
Beck conducts a watch repair business.
February 14th two well dressed young men,

about i8 years old, entered the store of A. C.
Joss, 348 Indiana avenue, and asked to be shown
some gold-filled watches. Mr. Brewer, the watch-
maker, was alone in the store at the time, and
he showed them watches and chains. They finally
selected a watch and chain which they said they
would buy, but, explaining that they wished to
tell their mother first, asked that the articles be
laid aside until they returned later in the day.
They also asked to see several diamond rings
that were in the window. When Mr. Joss came
into the store about supper time and learned that
the young men had failed to return, he grew
suspicious and began to look over his stock, and
soon discovered that two Molly Stark watches
were missing. The police were notified, but al-
though the watchmaker could give a very fair
description of the men who had selected the
watch that was laid away, no clew could be dis-
covered. It was learned that the same young
men had visited the store of Ed J. Kappeler, just
before they went in the Joss store, and had
looked at diamond rings, but found nothing to
suit them. Mr. Kappeler missed nothing from his
stock.
A. H. Pauley, of Bloomington, Ind. • C. F.

Cooper, of Mooresville, lnd., and John W. Hud-
son, of Fortville, Ind., were among the out-of-
town dealers who made purchasing trips to this
market last month.
Mrs. Dora D. Artes, wife of Charles F. Artes,

of Evansville, Ind., died at her home on upper
Second street Saturday, February nth, after an
illness of one week. She had been an invalid
for many years, but death resulted from an at-
tack of pneumonia fever. Mrs. Artes was born
in Evansville February 6, 1855, and was reared
in that city. In 1874 she was married to C. F.
Artes, the well known jeweler. Besides her hus-
band she is survived by three sons, William,
Charles F. and Oliver M. Mrs. Artes was a
woman whose chief interest in life centered in
her family and home; her ideals were high and
womanly. She was a member of St. Paul's
Episcopal Church. The funeral services were
held at the family residence Monday, February
13th, and the burial was at Oak Hill Cemetery.
The bereaved husband and sons have a host of
friends in the trade, who join THE KEYSTONE
in extending sincere sympathy.

The statement in the February KEYSTONE that

J. A. Oswald had resigned as secretary of the
Indiana Retail Jewelers' Association was incor-
rect. The association is reluctant to give up so
efficient an officer. He will continue until the
next annual election, which will be held at the

May convention, and meanwhile Oliver M. Artes,

of Evansville, will act as corresponding secretary.

(Continued on page 424)
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Fritz Barkan, of the California Jewelry Com-

pany, wholesale gem importers of this city, is

receiving the congratulations of his many friends

in and out of the jewelry business upon his

speedy recovery from an operation for appendi-

citis that was performed a short time ago.

M. J. Schoenfeld, after many delays, is now

installed in his new attractive little jewelry store

on Broadway near Twelfth street, Oakland. He

gave up his old location at 38 San Pablo avenue,

the same city, where he had been established since

1896.
K. Lucius Taylor, accompanied by his bride,

was among the out-of-town traveling salesmen

who made this territory a short time ago. The

usual greetings were expressed to Lucius, and we

think that Mrs. Taylor was very much impressed

with the feeling that was shown to the traveling

representative of Riley & French, of North Attle-

boro, Mass.
George Larsen, one of the leading engravers of

San Francisco, who is located on the seventh

floor of the Jewelers' Building, is responsible for

the artistic engraving on the Tetrazzini gold plate

token presented to this gifted singer by the city.

Carl Landecker was seen buying a few small

bills in the local wholesale jewelers to fill up

some of the holes in the stock of his retail

jewelry store which is located at St. Helena, Cal.

Walter J. Thompson, who at one time repre-

sented the Elgin National Watch Company as

selling agent for its Eastern territory, with offi-

ces on John Street, New York City, has accepted

a position with the well-known retail firm of

Brock & Feagans, Los Angeles. Mr. Thompson

will have entire charge of the watch department

of his new employers.
B. Shemanski, who conducts a retail jewelry

store in Goldfield, Nevada, was among the out-

of-town retailers in this territory buying Easter

novelties.
Will Stammers, the retail jeweler of Selma,

Cal., was also among the out-of-town buyers seen

in the local jobbing district.
Mr. Hoisted, retail jeweler of Oroville, Cal.,

was in San Francisco recently, accompanied by
his wife. This retailer had his appointment as

watch inspector for the Southern Pacific Railroad
confirmed while here.
S. F. Hollander, one of the leading retail jew-

elers of Eureka, Humboldt County, paid his
friends in the wholesale jewelry district a visit
recently.
Arthur Elston, of the Elston Bros., wholesale

jewelers, 717 Market street, San Francisco, is
now in the East calling upon the manufacturing
jewelers. This is Mr. Elston's first trip East of
the Rocky Mountains, and he has written his
brothers that they can expect him home in a
short time with a very snappy line of new mer-
chandise.
H. Oppliger, who was formerly in the employ

of the Kern Jewelry Company, of Bakersfield,
Cal., has opened a very attractive new retail jew-
elry store under his own name at Bakersfield.
S. H. Friend, the wholesale diamond merchant

of 704 Market street, writes from the diamond
markets of Europe that he has already procured
a large assortment of precious stones and ex-
pects to gather up as many more as is possible
before returning to San Francisco.
Hammersmith & Co., retail jewelers of San

Francisco, procured the order from the city for
the making of the gold plate testimonial which
was presented to Madame Louisa Tetrazzini as
a token of appreciation from the people of this
city for her kindness in singing to them on
Christmas eve. This monster concert, which was
held outdoors, will go down as history in this

city. Iler audience numbered at least 100,000.
Hence the token.
Frank Heitkemper, of the well-known jewelry

firm of the same name, who are located on Mor-
rison street, Portland, paid his friends in the
wholesale jewelry industry in this city his annual
visit in January.
John IIood, the retail jeweler of Santa Rosa,

Cal., has employed the services of Mr. Marvin,
who was formerly a watchmaker for the Morton
Jewelry Company, of Oakland, Cal.
Harry Morton, the retail jeweler of Oakland,

Cal., attended the Chicago Jewelers' Board of
Trade banquet as the guest of the Elgin National
Watch Company when he was in Chicago in
January.
Harry Frutig, the Gilroy, Cal., retail jeweler,

found it necessary to come to town in search of
some special things that he wanted for his cus-
tomers.
H. H. Heide and wife were in San Francisco

during the celebration which was incident to the
decision of the Federal government at Washing-
ton when they give us permission to hold the
Panama Pacific Exposition in San Francisco.
This retailer is one of the pioneers in the jewelry
district located in Portland, and assures us of the
hearty support of his community in this history-
making event which is to be held in '915.
E. V. Saunders, of the wholesale jewelry firm

of A. I. Hall & Son, has purchased a new high-
power automobile and is using it to the very best
advantage showing visiting tradespeople points
of interest in and about our new city.
A. Eisenberg, Jr., left San Francisco on Feb-

ruary 8th, and it was his intention to sail from
New York on February Toth on the French
Trans-Atlantic Steamship La Province for the
diamond markets of Europe. Albert expects to
be away for two months, and we feel that he
will be offering some very attractive propositions
to his friends, the retailers, about April rst.
E. Bastheim, the wholesale jeweler of Los

Angeles, Cal., passed through San Francisco on
February 9th en route for the manufacturing
centers of the East. While in New York he will
make his headquarters with the diamond import-
big house of L. & M. Kahn. He expects to be
away from his establishment for about six weeks.
We are in receipt of advices stating that A.

Judis and his family are having a very delightful
time touring the continent. Mr. Judis is combin-
ing business with pleasure, and we feel that upon
his return he will be offering some very attractive
papers of high-class brilliants.
The Keystone Publishing Company's office is

now located in Room 702 on the seventh floor of
the Jewelers' Building. rco Post street, San Fran-
cisco. This is an invitation to any and all the
tradesmen throughout the United States who may
be in San Francisco to make this their head-
quarters where they can receive their mail or
make appointments with their friends in this
vicinity.
W. C. Lean, our retail jewelry friend of San

Jose, Cal., paid THE KEYSTONE correspondent a
visit when he was in this city last month at-
tPnding the meeting of the retail jewelers and
silversmiths.
Arthur J. Prouty, who conducts a retail jew-

elry store at Napa. Cal.. was among the out-of-
town tradesmen in this city during retailers'
week in February.

Memorial Fountain Presented to
Oakland, Cal.

In honor of the memories of James H. Latham
and Henrietta Marshall Latham, pioneers of Oak-
land and noted workers for the humane treat-
ment of animals, Miss Edith Latham and her
brother, Milton Latham, have decided to present
a beautiful bronze fountain to the city.
The proposed gift has been accepted in the

name of the city by Mayor Frank K. Mott, and
announcement has been made that a site will be
provided for it at Broadway, Telegraph and Fif-
teenth streets.
The fountain was designed by Wm. C. Codman.

and will be cast by the Gorham Company at its
Providence works in the near future.
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Paul W. Van Arsdall finished a course of en-
graving in this city last month and has returned
to his position with James McClosky, at Shelby-
ville, Ind.
Chris Hewig, retail jeweler of Evansville, Ind.,

was elected grand trustee for a term of two
years at the biennial meeting of the Indiana
Grand Lodge, Knights of Honor. The next ses-
sion of the Supreme Lodge will be held at Mobile,
Ala., May r6th, when the supreme officers will
be elected. Mr. 1-lewig, who is a candidate for
the office of Supreme Assistant Dictator, was
unanimously indorsed in resolutions adopted by
the Indiana Grand Lodge.

Carl Rost and wife, of Columbus, hid., were
in this city last month. Mr. Rost was buying
goods for the spring trade. He reported busi-
ness as holding up splendidly since the holidays,
and also brought the good news that his father,
II. L. Rost, was greatly improved in health. H. L.
Rost is first vice-president of the Indiana Retail
Jewelers' Association.
The jewelry business of P. K. 'Buecher & Son,

of Evansville, Ind., has been made over to P. E.
littecher, the son, since the death of Mrs. Bue-
cher, which occurred January 8th.
Wayne Bigwood, of J. M. Bigwood & Son,

Terre Haute, Ind., was a welcome buyer on this
market last month.
Frank Burton, of the Burton Brothers' jewelry

store, went to Kokomo, Ind., last month to take
charge of the firm's branch store at that place.
The branch store had been in charge of F. J.
Garrett, and was supposed to be running in good
condition until January 15th, when Garrett sud-
denly disappeared, leaving no trace of his where-
abouts. Garrett had gotten into some trouble with
one of the banks of Kokomo, and when his
irregularities were discovered he disappeared
without informing his employers, the Burtons,
his indebtedness to the jewelry firm being some-
thing less than $300. His wife, who resides in
Indianapolis, fears that he has met with foul
play, but his employers entertain no such ideas.
Jewelers in Indiana who sell goods on lease

or conditional sale contract are trying to defeat
House Bill No. 388, which has been introduced
by Representative Spencer, of Marion County.
The bill has been reported on favorably by the
Judiciary Committee, to which it was referred.
Should the bill become a law it would compel
the dealer to refund to the purchaser not less
than so per cent. of all moneys paid on the ac-
count by him in case, for any cause, the dealer
was compelled to take back the article sold.
C. K. McCain, of Kokomo, Ind., was a wel-

come buyer on this market last month. He says
he has a good position to offer a first-class
watchmaker and engraver, since his former
watchmaker, J. E. Reeder, has opened a repair
shop of his own. Mr. McCain reports spring
trade as fair.

J. E. Booth, of Tipton, Ind., has been spending
three days a week in Indianapolis attending the
L. R. Douglas School of Engraving.
W. F. Shaffer has onened a watch and jewelry

repair shop at Stone Bluff, Ind.
A. A. Woods has closed out his jewelry busi-

ness at Terre Haute, Ind., and is now head of
the jewelry department in the Shetter store, at
De Kalb, Ill.
The friends of Henry Ostend°lf, Vincennes,

Ind., are congratulating him on the recent arrival
of a fine baby by at his home.
Joseph HummEl, formerly with the New York

Standard Watch Works, is now traveling in
Indiana for William Weidleck & Bro., of St.
Louis. Mr. Hummel is well known in this State.
For many years he was in the retail jewelry busi-
ness at Muncie.
Mr. Marshall, of Fisher & Marshall, Columbus,

Ind., was in this city last month on business for
the home store.
L. W. Ott, of Crawfordsville, Tml., was one of

the out-of-town jewelers who visited this market
last month.
The retail jewelry store of Wolff & Howard,

at Rochester, Ind., continues to prosper. Since
the recent death of C. C. Wolff the business is
being conducted by his widow and Mr. Howard.

KEYSTONE
Solid Gold Watch Cases

'4\X"
HEN Keystone Solid
Gold Watch Cases give
him so much that is
positive in prestige
and reputation every

jeweler must decide for himself
whether he can afford to sell goods
that have not earned a distinctive
place in the public regard.
Feature Keystone Solid Gold Watch
Cases. The consumer is back of you.
There never was a time when folks
were more keen on getting the worth
of their money or quicker to sup-
port the dealer who hooks up with
the highest known standards.
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GUARANTEE IN CAP

The KEYSTONE WATCH CASE COMPANY
ESTABLISHED 1853

PHILADELPHIA
CHICAGO



Next to Solid-Gold the
Finest Watch Cases are
"Crescent" of "Jas.
Boss "Gold-Filled

THIS is a thing to remember
when you buy either a man's

or woman's watch.
Pay no attention to Guarantees stamped inside
the case. We have told you Guarantees are
meaningless. There is nothing to prevent the
manufacturer from stamping "Guaranteed for
20 years" inside a brass case washed with gold.

If you can not remember these names clip
out the trade-marks from the bottom of this
page and take them to the jewelry store.
These marks insure absolute integrity in

bullion value, in assay, and in the construction
of your watch case.
They are standard with the fine jewelry

trade and have been for so years.

T
HE Keystone adver-
tising is doing a good
deal more for the

jeweler than merely sell-
ing watch cases. It is put-
ting his standards in a new
light before his customers.

CRESCENT

61.7111.140

Reg. U.S. Pat. Off.
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KEYSTONE

Reg. U.S. Pat. Otf.
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Reg. U. S. Pat. Off.

The Keystone Watch Case Company
Established 1853

Philadelphia

This is a reproduction of the Keystone advertisement to the consumer which appears in the
March issues of the standard magazines. Its influence reaches Thirty Million consumers. You
can profit by this influence by showing Keystone Solid Gold and " Crescent " and "Jas. Boss"
Gold-Filled Watch Cases in your window and offering them to your customers.



"CRESCENT"
and "JAS. BOSS"
Gold-Filled Watch Cases

OUR customers' tastes

t
o change year by year

Crescent" and "Jas. Boss''
Gold-Filled Watch Cases
are designed anew every
season to meet the change.

Make your selection from more than
Three Thousand patterns All sizes
Plain Polished, Engine Turned, and
Hand Engraved and Decorated
complete range of prices.
Every pattern is designed to meet an active
demand—as you will learn to your profit if you
make a live window display of these goods.

TRADE mARR
"JAS. BOSS" GOLD-FILLED

The KEYSTONE WATCH CASE COMPANY
ESTABLISHED 1853

PHILADELPHIA
CHICAGO
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Cleveland
The harbingers of spring were with us last

month. That is to say, the sap was being gath-
ered from the maples and a few venturesome
robins made their appearance. It makes us sit up
and think and prepare for spring business. For
ill a few weeks the spring crop of weddings will
begin to be harvested and it behooves the jeweler
to get his stock in shape. It has never been
the belief of the writer that any jeweler or mer-
chant should ever let his stock so run down that
any customer has to ask in vain for the ordinary
and regular articles of merchandise. It creates
an unfavorable impression on the mind of the
customer and is not conducive to his return for
,,ther goods.
The past month has been a satisfactory one

from the point of view of business alone. There
has only been one failure of any consequence in
this part of the State. Collections are reason-
ably good. The indications are for a satisfactory
spring business.
H. W. Burdick, of Bowler & Burdick Co., has

returned from a trip to Kansas much improved in
health. Mr. Burdick had an interesting time
while in the Sunflower State. His tales of wheat
production by the farmers of Kansas and Okla-
homa are truly revelations to those of us who
have never crossed the Mississippi.
Sterling B. Hubbard, of the Cowell & Hubbard

Co., left last month for Philadelphia and other
eastern points. He took in the Jewelers' Club
banquet while in Philadelphia.
Otto Loehr, of Scribner & Loehr Co., sailed

last month for the Mediterranean and will land
at Naples and then work his way gradually
through the Continent to Amsterdam. He is ac-
companied by Mrs. Loehr and his three children.
He will return about April 1st.
The Wagner, Cohn, Gilger Co., in the Hippo-

drome Building, are busy in a new venture to
Promote their business. They are going after the
catalogue business with a vengeance, having se-
cured the services of William Murphy and Miss
Lockie, both of whom are experts in catalogue
work.
John .Cowell, of the Cowell & Hubbard Co.,

is passing around cigars over the arrival of an-
other heir. John does not intend to let "T. R."
put anything over on him. Race suicide literature
is unpopular over on Dennison Avenue. .
George W. Scribner was in New York last

month to see his family away on a trip to Cuba.
Then he hustled back to find that the "boys" of
the Cleveland Athletic Club had again honored
him with election to the directory of the club.
A. E. Kintner, formerly located at Painesville,

but for the past year in this city, has bought the
lease and store fixtures of the Conn Jewelry Co.,

Clair and East 105th Streets, and will open
up with a new stock in a few clays. Mr. Conn
will return to his first love—the auction business.
.George Baine, traveler for the International

Silver Co., has been in the city the past month
recuperating from an operation for appendicitis.

Baine is well known among the local trade
through his former connection with the Sigler
Bros. Co.
E. R. Haserodt, for several years with Bowler

& Burdick Co., has resigned to go to Elyria,
where he has purchased the interests of E. E.
Critz, of the Haserodt-Critz Co. Mr. Critz will
locate in this city, where he is interested in a
new optical company.
Cornelius Moross, manager of the material

department of Sigler Bros. Co., has been nursing
a very sick wife the past two weeks.
George W. Hook, the well-known retail sales-

man, has gone to Rochester and New York City
for a short trip.
Many here regretted to learn of the demise

last month of W. G. Spies, Steubenville. His
death was due directly to worry over the loss by
theft of diamonds to the value of $1o,000 to
$15,0oo last November. It was only last month
that local detective talent arrested in East Cleve-
land a man by the name of Mitchell who was
identified as one of the trio who did the job.
Other arrests are soon expected.
The death of W. F. Randall, Sharpsville, Pa.,

was announced among the jobbing houses last
month. He had many friends among the local
trade.
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Parsons & Amsden is the firm name of a new
jewelry concern to open up in Youngstown. Mr.
Amsden has been located for years in Ashtabula
and will continue the old store while Mr. Parsons
runs the Youngstown branch.
About the first of the month Jeweler Glen Mc-

Graw, 9008 Lorain Avenue, will move into his
new store. An up-to-date optical room has been
added as well as other facilities.
The local police recently arrested a man who

was trying to dispose of a number of rings to
a pawnbroker. It developed that the goods be-
longed to George S. Dales & Co., Akron, who
identified the stolen goods but had not missed
them from stock. It turned out that the man
was a former employee of the firm. He was
bound over to await trial on a charge of grand
larceny.
The following jewelers were in town last

month: C. E. Whittaker, Clyde; Benj. Moseley,
Willoughby; W. C. Fisher, Lorain; George A.
Clark, Lorain; C. J. Wuerst, Elyria ; Mr. Mur-
bach, Elyria; F. H. DeWitt, Port Clinton; J. W.
Hood, Akron; L. W. Wyckoff, Chagrin Falls;
Geo. High, Medina; C. H. Dexheimer, Bedford.

Washington, D. C.

G. C. Pauls took a very active part in the play-
lets recently presented by the Washington Sacng-
erbund, of which he is a prominent member.
Victor G. Fischer has had on exhibition in his

art galleries, 529 Fifteenth street, N. W., the
forty-five matched pearls which are said to have
adorned the neck of the Princess Mathilde, of
the French nobility, valued at about $145,000; the
Great Mogul sapphire blue diamond weighing
twenty-two carats and the jade sweetmeat box
belonging to the Empress of Kein Lung during
the eighteenth century. In addition to these are
many beautiful and rare pieces of Chinese art
of the earlier days consisting of jewelry, vases
and carvings in amber, milk jade and other semi-
precious stones. The above are from the museum
of Dreicer & Co., New York.
While endeavoring to dispose of a lady's gold

woven "dog" collar valued at about $250 to the
firm of Shaw & Brown Co., F street, N. W.,
Robert Preston, a negro, was arrested charged
with stealing the same from the home of Pay In-
spector Livingston Hunt, U. S. N. It seems that
the collar had been left at this store some short
time previous that minor repairs could be made
to it, and it was recognized by one of the clerks
who had handled it as being the property of Mrs.
Hunt. The negro was held in the store while
the police were notified. Preston denied that he
had committed the robbery, rather holding to the
plea that the piece of jewelry had been given him
by another negro to be disposed of. This may
be true, as it is believed that this other man is
the one who stole a similar necklace from an-
other home some time ago, which necklace he has
been endeavoring to sell.
Two women calling at the store of Berry &

Whitmore, Eleventh and F streets, N. W., pre-
sumably to purchase a stick pin, finally left with
two of the pins in their possession, but for which
they neglected to make payment. One of the
pins had thirty diamonds set in platinum, while
the other is a pearl set surrounded by diamonds
and also set in platinum. The police were im-
mediately informed of the matter and given a
description of the women.
The firm of Leitheiser & Lochboehler, manufac-

turing jewelers and engravers, doing business at
518 Tenth street, N. W., has been dissolved, but
the business will be carried on at the same ad-
dress by George X. Lochboehler. Mr. Leitheiser,
it is understood, has entered the employ of
Adolph Kahn.
R. Harris & Co., 400 Seventh street, N. W.,

had a very appropriate window display in honor
of Washington's Birthday. The window was
draped in American flags and contained a num-
ber of fine china plates bearing the portraits of
both George and Martha Washington. Several
tables in the interior of the store were given over
to a similar purpose.
The Berry & Whitmore Co.'s exhibition at the

National Styles Show, held in conjunction with
the annual Merchant Tailors Convention at the
Arlington Hotel, perhaps received more attention

than did any of the other exhibits. Only choice
pieces were exhibited, among them being a neck-
lace consisting of sixty-one diamonds, weighing
a total of ninety-seven carats amounting in value
to $25,000, the pendant stone weighing a fraction
over 29 carats, and a "dog" collar with a grape
design of pearls and with leaves of small dia-
monds valued at $5200. Still another piece was
a cameo containing the head of President Taft
in relief and surrounded with a row each of
rubies, diamonds and sapphires, representing the
national colors. They also displayed a line of
gentlemen's wear consisting of stickpins, cuff-
links, cigarette cases and similar articles and a
large quantity of unset gems. Charles E. Berry,
of the firm, was in charge of the exhibit, and
had as his assistants Ernest C. Sloat and James
C. Lynn, from the F street store.
L. Callisher, 917 Pennsylvania avenue, N. W.,

had on exhibition in his window the fifteen jew-
els furnished by him for the grand officers of the
Grand Royal Arch Chapter of the District of
Columbia. It being the month marking the cen-
tennial anniversary of the local Masons the dis-
play attracted considerable attention.
Will the parcels post hurt the average mer-

chant? This is one of the questions discussed
by the Retail Merchants' Association of the
Washington Chamber of Commerce at its Feb-
ruary meeting. A letter was received by the sec-
retary emanating from the Postal Progress
League in which this latter asked for contribu-
tions or moral support in their fight to have this
system established. A. 0. Hutterly, jeweler, was
called upon for his views as to whether he thought
the smaller merchants would be injured in a
business way because of increased facilities given
the mail-order houses. His reply showed that in
his opinion such would be the case, and his re-
marks were concurred in by several of the mem-
bers who followed. M. A. Leese, of the M. A.
Leese Optical Co., said that he did not quite see
how the mail-order houses were going to get all
of the business, giving some excellent reasons to
back the statement up, but he recommended that
the secretary be instructed to get in communica-
tion with the League and obtain more informa-
tion before the matter is again taken up for
action.

to the fact that the present meeting nightDue to
is the same as that on which the Board of Direc-
tors of the Chamber of Commerce meet, it was
decided to change from the first to the third
Wednesday of each month, beginning with March,
and all merchants doing a retail business are
cordially invited to attend whether they are mem-
bers or not.
As has been the custom in the past, Schmedtie

Bros., 704 Seventh street, N. W., gave their an-
nual "oyster roast" to their employees and a
number of friends in appreciation of the good
work done by the former during the Christmas
holidays. Everything that goes with the oysters
was served. Following the supper dancing, mu-
sic and singing took place, and it was well along
in the evening before the assemblage broke up.
Among those present were: Roy Lupton, F.
Raymond Bause, August Schmidt, Fred Wedding,
Mr. Lipshutz, Charles Herman, Mr. and Mrs.
Paul Walker, Miss Clare Lipzcomb, Mrs. L. Wal-
decker, Miss Warner, Miss K. Hess and Messrs.
B. K. Saul, Stephen Giusta and W. C. Short.
Mr. John Hansen and Mr. and Mrs. Julius H.
Duehring acted as hosts and hostess.

Jewelers, pawnbrokers and second-hand dealers
of this and neighboring cities are asked by the
local police to lend their efforts toward the ap-
prehension and arrest of the "second-story man"
who robbed the home of one Benjamin F. Pilson,
stealing therefrom, among other things, a min-
iature of Mr. Pilson set in diamonds and pearls.
a belt pin set with sapphires and pearls, an ame-
thyst brooch set with pearls, a pair of diamond
earrings and a necklace, all the property of Mr.
Pilson's daughter.

Julius H. Duehring, secretary of the local jew-
elers' association and for nearly thirty years in
the employ of Schmedtie Bros., 704 Seventh
street. N. VV., is receiving the congratulations of
his many friends, he having acquired a half inter-
est in the business of that firm. The business will
continue to be run under its present title and
along the same lines as heretofore. John Hansen
is the other member of the firm.
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ALBERT BROTHERS
COMPLETE OUTFITTERS

FOR JEWELERS

WHEN IN TOWN VISIT OUR SALESROOM

GET THE HABIT OF USING OUR CATALOGUE

It is the standard of all buying guides. We'll send

you one for the asking.

Merchants Building : : Cincinnati, Ohio
West 6th, between Vine and Race

JOS. NOTERMAN & CO.

DIAMONDS

OVIanufacturing Jewelers
Makers of Fine Jewelry

Diamonds Recut

CINCINNATI OHIO

THE DORST COMPANY
Special Manufacturing Jewelers

for the Retail Trade

  OUR SPECIALTIES  
Diamond Mountings, Jewelry, Case-Repairing,

Emblem Goods, Jewels, Medals, Badges, Class

Pins, Engraving and Enameling '

Lion Building Long pviiasItnan2c516Phone Cincinnati, 0.

George A. Klein Eugene A. Frommeyer Edward M. Klein

r; KLEIN BROS. CO. HO 0

A

Wholesale Jewelers
A

WATCHES, DIAMONDS and JEWELRY
GOLD and GOLD FILLED JEWELRY

AND NOVELTIES
O 0

t; 14-16 E. 4th Street : Cincinnati, Ohio t,
Boylan Building

RICHTER & PHILLIPS
THE LEADERS

Importers el DIAMONDS
Jobbers of WATCHES and JEWELRY
Silverware and Sterling Novelties
The very latest in Solid and Filled Jewelry

SEND FOR OUR CATALOGUE

5th and Vine Streets Cincinnati, Ohio

L. GUTMANN & SONS
DIAMONDS, WATCHES

and JEWELRY

WHOLESALE ONLY

We carry the very latest and best of everything in Gold
and Gold Filled Jewelry. Our !Rocks are always complete
and we guarantee Quick Service.

WHOLESALE ONLY

Traction Building Cincinnati, Ohio

A..1, THOMA, President
FRED THOMA, Vice-President

JEROME THOMA, Secretary
CARL A. THOMA, Ass't Sec'y

THE THOMA BROS. CO.
ESTABLISHED 1868 INCORPORATED 1909

IMPORTERS AND JOBBERS OF

Jewelers' Tools and Supplies

Watches, Chains, Fobs, Lockets,

Bracelets, Mesh Bags, Etc.

14-16 E. Fourth Street Cincinnati, Ohio

We Miller Jewelry Co.
LEADERS IN

OMASONIC JEWELRY

First in the Field. First in Design. First in Quality

and Finish. We make an especially strong line.

We are also prepared to fill all your orders for special

designs. Send for Memorandum Selection.

Lion Building Cincinnati, Ohio
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Cincinnati
Trade conditions in this city are very favor-

ic to the views expressed both by

.11e wholesale and retail trade. The present

car so far has been an improvement on the

ime period in 1910, and the consensus of opin-

Hii is that the improvement will be more pro-

,ounced as the months pass away. Manufactur-

:ug jewelers report an active business, and their

1.1ctories are working on full time. Here, as

lsewhere, collections are fairly good and the

icndency towards higher-priced goods is still

I;eing maintained.
The Commercial Association is a new body

that resulted from the merging of the Industrial

I ltireau and the Convention League, and its prin-

cipal work the coming year will be to capture

new conventions, new industries and a wider trad-

ing field for Cincinnati. S. P. Egan is chairman

of the Committee on 'Frade Expansion, the object

of which is to encourage the spread of Cincinnati

trade and increase the sale of her products in all

parts of the world. James J. Heehin is the chair-

man of the Industrial Committee. This commit-

tee will endeavor to secure new out-of-town busi-

ness and new plants as well as maintain the

growth of the Cincinnati factories. E. R. Blaine,

chairman of the publicity department, said: "Our

general aim will be to secure the greatest amount

of publicity for Cincinnati. We propose to over-

look no opportunity to let the world hear good

things of the Queen City of the West." W. J.

Fleming, a member of the Convention Committee.

id that Cincinnati's central location, attractive

surroundings and good hotel accommodations

make the city an ideal one for conventions, and

this committee will wage an energetic campaign

to let the country know these things.
A fire which threatened to destroy the Emery

Arcade. where are located many retail jewelers,

started on Monday evening, January 30th, in the

west end of the building confronting Race street
00 the fourth floor. The conflagration spread

rapidly, but by extra effort of the fire depart -

ment the firemen soon had it under control.

Although other firms suffered the loss of several

thousand dollars the loss to the jewelers was

small, but if it had gotten a lead on the firemen

the whole Arcade would have been wiped out.
As it was it certainly looked like a miracle that

the glass roof which covers the Arcade did not

break down. If it had there would have been

several thousand dollars' worth of damage done
to the jewelers therein. William Wagenlander &

Son, manufacturing jewelers, suffered the loss of

$200 by water which damaged their machinery.

'[hey were forced to move, and their new and

permanent home and factory is at 37 West Fifth

street, on the fourth floor, where they will be

Pleased to meet their old and new trade. They

have elevator service, which does away with the

stair climbing which was necessary at the place

which was destroyed by fire. Edward Von Kae-.
nel, engraver and designer on the second floor,

suffered the loss of $250 on his tools and designs.
He will, however, remain in the same location
after it is repaired. From this fire the depart-
ment was called to the Mercantile Library build-
ing, in which are housed the offices of The Key-
stone Watch Case Company and the Philadelphia
Watch Case Works. This fire, however, was
soon extinguished, there being more excitement
than damage.
Fellow workmen of Julius Bose showed their

friendship to him by presenting him with an ele-
gant diamond-set Knights of Pythias ring. He
was connected with the E. & J. Swigart house
for sixteen years.
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C. C. Stoner, of Linder & Co., is convalescing
from a recent illness at the home of his sister
in Paterson, N. J.

Charles Ditto stopped in the Queen City last
month on his way to visit his old home in Terre
Haute, Ind. He recently sold his business at
Grafton, W. Va., and will open a new jewelry
store at Napoleonville, La.
D. Jacobs Sons & Co. were fleeced out of $75

worth of watches by a man representing himself
as Philip Stein, of Springfield, Ill. The man
called on the firm Monday, January 30th, and
made it his headquarters until Wednesday even-
ing. While there he selected a bill of goods
amounting to $275, and gave for this a check on
the Provident Savings Bank of this city. E. B.
Jacobs then called up the bank and found that
such a party had deposited a draft there. The
check was accepted and Mr. Stein left, deciding
to take six watches with him valued at $75, and
having the balance of the order sent by express.
Later the firm was notified by the bank that the
draft was returned unpaid. They notified the
police, who located two of the watches in the
pawnshops.
R. J. Mass will represent Frohman & Co. here-

after on the road.
Steve Luebusher, traveling representative for

L. Gutmann & Sons, took the master's degree in
the Masonic Order on Tuesday evening, Febru-
ary 14th. He was presented with a beautiful Ma-
sonic emblem by his fellow employees of L. Gut-
mann & Sons.
Arthur Catchadel is connected with Charles

Swigart & Co. He will be associated with the
sales department.

Joseph H. Kenkel is to be married to Miss
Aldres, a beautiful young lady of this city. The
romance started when Mr. Kenkel was on a trip
to Europe last fall, and met the lady on the deck
of the steamer. It was a case of love at first
sight.

Albert Greenwald and I. L. Greenwald have
rented and remodeled the store at 23 and 25
Arcade. They will conduct a wholesale and re-
tail business, and are putting a complete line of
new goods in stock. Samuel Greenwald will rep-
resent the new firm on the road.
A. Faucet, the jovial traveling representative

for Lindner & Co., in the Carlisle building, has
started South with a new line of samples.
At the last meeting of the Cincinnati Nest,

No. 2, Noble Order of Ku Ku's, David Gradison,
the popular Vine street retail jeweler, was given
the obligations of the Order, and now is a full
feathered Ku Ku.
Mrs. Cora Thomas, sister of A. E. Motch, the

well known retail jeweler of Covington, Ky., has
returned from a most delightful pleasure trip to
Paris, France.
Adolph Schmidt, the Arcade jeweler, met with

a serious mishap when, by an accident, he cut an
artery in his finger. It required eight stitches
to sew the wound.
The Cincinnati jewelers will be glad to hear of

the arrest by the Cincinnati police of Harry Fer-
guson, Tom Collins and Joe Brown, alias Ford.
They were convicted of robbing Harvey Baker
of a $500 diamond stud by wedging him in a
Gibert avenue street car. It is believed by the
local police that they know something about the
robberies of some of the jewelers that have taken
place the past six months.
Joseph Mesch has started South with a new

line of goods.
Anthony Scheme], the old reliable jeweler at

1953 Central avenue, was one of Cincinnati's
popular citizens of the west end who took part
in the fight to have the city's council lower the
Mohawk street bridge over the canal.

Harry L. Gilsey, of S. & H. Gilsey, wholesale
and retail jewelers at 409 Race street, is prepar-
ing to leave with the Cincinnati baseball team on
their spring training trip. Harry has accom-
panied the Reds on these trips for the past five
years.
George Fox and family have left for the Pa-

cific Coast, where they will spend about two
months' vacation.
Henry Hahn, wife and niece are spending the

winter in the State of Mississippi. They intend

to visit the Mardi Gras at New Orleans before
they return home.
Wm. A. Metzger, of Lexington, Ky., was in

Cincinnati buying show cases and fixtures for the
new store that he intends opening about the 15th
of March. Mr. Metzger was formerly with King
& Metzger, at Lexington. Mr. King bought Metz-
ger's interest in this firm.
L. it. Olmstead, of Milan, Ind., suffered a severe

loss when his store was completely destroyed by
fire recently. The loss was covered by insurance
to the extent of $700. He is contemplating build-
ing a new structure to house both his home and
place of business.

Julius Bose resigned his position with the E. &
J. Swigart Co. to connect himself with Charles
Swigart 8z Co., the new house in the Provident
Bank building. Mr. Bose has the best wishes of
his thousands of friends and business associates.
He is well known and has been with the E. & J.
Swigart house for a number of years.
George Streitler, of Owensboro, Ky., spent a

week in Cincinnati last month calling on the trade
and his friends, and while here attended the meet-
ing of the local jewelers.
Fred Herrberg has been selected as foreman

of the factory of William Wagenlander & Son.
manufacturing jewelers at 37 West Fifth street.
The trade are well acquainted with Mr. Herr-
berg, he having been in the manufacturing jew-
elry business for the past fifteen years. He has
been connected with such well-known firms as
E. & J. Swigart and Ed H. Croninger before
going with the Wagenlander firm.
The following out-of-town jewelers were visit-

ors and buyers in the Cincinnati market last
month: Charles Ditto, Napoleonville, La.; Chas.
E. Seng, Louisville, Ky.; P. H. Sparks, Sabina,
Ohio, Jacob Wendel, Piqua, Ohio; William Metz-
ger, Lexington, Ky.; William Leive, A.urora,
Ind.; Lawrence R. Olmstead, Milan, Incl.; E. C.
Meyer, Lynchburg, Ohio; A. P. Humphreys,
Bellefontaine, Ohio; Carl Zoellner, Portsmouth,
Ohio; I. W. Bichman, Pomeroy, Ohio; J. H.
Noyes, Osgood, Ind.
The Cincinnati Nest, No. 2, Noble Order of

Ku Ku's, held its monthly meeting at their nest-
ing place Friday evening, January 17th. There
was a good gathering of these noble birds, and
they had a grand time at the bowling alleys,
which they always have reserved for these occa-
sions. A Dutch luncheon was served. There will
be the annual nomination and election of new
officers for the coming year at the next meeting
on the third Friday night in March.
The Wholesale Jewelers' Association held a

dinner at the Hotel Sinton on February 16th. It
was decided to hold a dinner and meeting of the
association once a month on the third Thursday.
The Charles Swigart Company was admitted to
membership in the association.

A Helpful Book Free

The Conklin Pen Mfg. Co., Toledo, Ohio, has
issued from their printing department a hand-
some book designed to back up their advertising
campaign and to help the dealer focus the local
effect of the advertising on his own store. The
publicity campaign will take in seventeen publi-
cations, embracing practical] - all of the large
national magazines and weeklies; and, in addi-
tion, a separate newspaper campaign that will
include a string of metropolitan daily newspapers.
To back up this campaign the Conklin Company
has issued this very striking 16-page book, size
9 by 12, printed in de luxe style in three colors
on heavy enameled stock. The book not only in-
cludes plans for the dealers' newspaper advertis-
ing, window display, inside and outside store
decoration, etc., but includes a plan by which the
dealers send in lists of names and the Conklin
Company mails direct to these names three hand-
some little booklets, and an invitation folder, in-
viting the recipient to call and examine the stock
of goods carried by this dealer, and the dealer's
name and address is prominently imprinted on
this invitation folder. The Conklin Company not
only pays the cost of the printed matter, but the
postage and all other necessary expense. The
company offers to send this book to all dealers
who inquire for it.
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A. G. SCHWAB & SONS

LOOSE

Wholesale Jewelers

DIAMONDS MOUNTED

Elgin, Waltham, Howard,
Illinois, Excelsior and
New England WATCHES

Boss, Crescent, Crown,
Gold Filled and Keystone
Solid Gold CASES

LATEST DESIGNS in UP=TO=DATE Jewelry
Send in your orders from our NEW 1911 CATALOGUE

31=39 E. Fourth St. :: CINCINNATI, OHIO

New Goods — New Ideas
All Ready for the Spring Business

If we clon't " make your town,
a word from any responsible
jeweler will bring a package for
inspection.

Send us the word, you'll like the
way we do business.

ILGEN & WAKEFIELD CO.
Successor. to AIKIN-LAMBERT JEWELRY CO.

15-19 Maiden Lane, New York City

SILVERSMITHS' BUILDING

Wholesale Jewelry,

Watches Diamonds

Leather Fobs
Lapel and Regular
London Tan, Black

Patent Calf
WINE BROWN

GREEN
An

... 
Leather is of finest im-

NUported stock with finished
edges done by special process
machinery. We own the only
machine of its kind in the
country able to do this work.
Buttons of all lodges in country
furnished with lapel strap, also
imitation stone and plain
chased buttons. Regular fobs
are of varied assortment—all
good, live sellers. Ili Profit
makers to retail for 25 and 50
cents. C, A sample fob sent
FREE to any reputable dealer
in the country that is interested
in a good live selling propo-
sition. We do not want curiosity
seekers. 111, Ask your Jobber
to see our line or write us and
we will put you in touch with
one that carries our complete
fob line.

Trade supplied with Fobs,
Straps and Buckles.

H. J. Collis Mfg. Co.
FOB SPECIALISTS

TAUNTON, MASS.
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Providence and the Attleboros
The annual meeting of the

M Manufacturing Jewelers' Board
of Trade was held on January

Board Trade 28th, at the rooms of the asso-
ciation,

of 
Jewelers'
Manufacturing

48 Weybosset street,
Providence. Reports of officers and committees
were read and the directors for the ensuing year
were elected. The report of the secretary showed
that a net gain of 27 had been made in the mem-
bership the past year, and the treasurer's sum-
mary showed the association to be in a good
linTanhcei a lf condition.

following 
vv
were elected members of the

Board of Directors : From Providence—Robert
Fl. Budlong, of S. K. Merrill Company; William
P. Chapin, of Chapin & Hollister Co.; Everett L.
-.pencer, of E. L. Spencer Company; Edward B.
I lough, of Wightman & Hough Co.; Alfred K.
Potter, of E. A. Potter Company; L. H. Bos-
%\ orth, of Potter & Buffintor. Co.; George H.
Holmes, of George H. Holmes Company; Fred
D. Carr, of Ostby & Barton Co.; Frederick A.
I iallou, of B. A. Ballou & Co., Inc.; Harry Wol-
cott, of the Wolcott Manufacturing Company;
William T. Chase, of C. H. Cooke Company;
harles A. Russell, of Irons & Russell Co.; H.

\V. Steere, of Arnold & Steere. Attleboro—Her-
bert C. Bliss, of Bliss Bros.; C. J. McClatchey,
of Horton, Angell Company; Harold E. Sweet,
of R. F. Simmons Company; Edward L. Gowan,
of the Standard Button Company, and Maurice J.
Baer, of the Attleboro Manufacturing Company.
North Attleboro—George A. Whiting, of Sturte-
vant & Whiting; G. H. French, of W. & S. Black-
inton Co., and Ira Barrows, of the H. F. Barrows
Company; Woodbury Melcher, of Scofield, Mel-
cher & Scofield, of Plainville; John W. Pickering,
of Pickering-Metcalf Company, of Leominster,
Mass.; Henry Untermeyer, of Charles Keller &
Co., of New York.
Trustees of the special fund—Dutee Wilcox, of

D. Wilcox & Co. ; William P. Chapin, of Chapin
& Hollister Co., and William H. Waite, of Waite,
Thresher Company.

One of the principal speakers
Sound  Views  on at the Town Criers Club din-
Advertising ner, held at the West Side

Club, Providence, Thursday,
February 9th, was W. H. Ingersoll, president of
the New York Advertising Men's League and
advertising manager for Robert H. Ingersoll &
Brother, of New York City. The "Function of
stlaie 

id 
inPublicity Club" was Mr. Ingersoll's topic. He

"It has been the misfortune of advertising to
be misunderstood. The Senate in its investiga-
tion of the high cost of living came to the con-
clusion that it was due to advertising. If we had
only had an advocate there who could have ex-
plained the matter to those men and have shown
them the absurdity of their position, it would
have been a benefit to the country at large, be-
cause if you understand advertising thoroughly
you know that it lowers the cost of living. All
life in this world is supported by production and
distribution, and all the other avocations are the
oil which makes the two great factors run
smoothly. When any of us sell anything, we
have started a chain which makes for the benefit
of the workman interested in the production of
that article, and this chain extends from that
workman through purchases for himself through
all the industries of the world.
"Advertising we now conceive to be a propul-

sive force to increase prosperity, and when we
read that our President and Postmaster General
have the tendency to restrict advertising mediums
in the mails we believe that they cannot thor-
oughly understand just what advertising really
is and what it does for the country.
"It has been found that business is a psycho-

logical phenomenon. It is a condition of mind
and influenced by just such things as advertise-
ments. If the President and the people in Wash-
ington want to see a real panic, not a short-lived
one as that of 1907, but a long-drawn-out panic.
eclipsing any of modern times, let advertising be
cut off, or do anything that will discourage this
force in the propulsion of trade."
Mr. Ingersoll referred to the division of the

club work into classes, one in the principles of
appeal and response, which, he said was psychol-

ogy, or in other words, plain common sense, and
the other in principles of arrangement, the use
of color, form, type and design on advertising
matter to catch the eye and make its appeal to
the brain of the individual. He spoke of the ne-
cessity for a general interchange of experiences
between members of the advertising business in
order that what one man learns by experience
will not die with him.
Ostby & Barton Company, 118 Richmond street,

Providence, are rearranging their office and en-
larging their shipping room, as well as repainting
these two rooms throughout.
Rueckert Mfg. Company are now installed in

their new quarters in the A. T. Wall building,
162 Clifford street, Providence. The new arrange-
ment affords an opportunity to concentrate their
forces heretofore scattered, and the space ac-
quired is nearly 75 per cent. greater than their old
quarters, at 144 Pine street. The 14,000 square
feet the new quarters consist of admits of a
more systematic arrangement of the various de-
partments to the end that there is no duplication
in handling, thus expediting production as well as
lowering the cost. The outer reception office as
well as the sample room, private offices and book-
keeping department, are all finished in mission,
presenting a very neat appearance. The arrange-
ment of the shop proper admits of the greatest
amount of daylight, there being ninety,eight win-
dows and forty-eight transoms. The shop is
thoroughly up to date in every particular as to
equipment for producing exceptional work and
for quickness and dispatch.

Fire above the store of Belcher & Loomis, deal-
ers in jewelers' materials, at 87 Weybosset street,
Providence, damaged the stock of this company
to the extent of $30,000 last month.
Fred C. Somes, of Bates & Bacon, Attleboro,

recently taken seriously ill, has recovered suffi-
ciently to be back at the office.
A. S. Ingraham, of the A. S. Ingraham Com-

pany, Attleboro, was appointed a member of the
Finance Committee at one of the meetings of this
committee on February 8th.
James E. Blake, president of the James E.

Blake Company, Attleboro, attended a banquet at
Newmarket, New Hampshire, last month.
A. R. Crosby, of Smith & Crosby, Attleboro,

and wife, are making a tour of the southern part
of California, where they expect to be gone for
six or more weeks.

Crossin & Co., formerly at 129 Eddy street,
Providence, have moved to 144 Pine treet, same
city.
C. H. Ballou & Co. have moved from 129 Eddy

street to 144 Pine street, Providence.
The manufacturing jewelers occupying the en-

tire building at 129 Eddy street, Providence, have
been given two months' notice by the Outlet Com-
pany, owners of the building, to vacate the prem-
ises, as they wish the quarters to spread out to
take care of their rapidly growing business.
L. J. Anshen has begun the manufacture of

chairs at 144 Pine street, Providence.
Manufacturers of hat pin guards in Providence

and Attleboro will benefit by two bills that have
been introduced in the Massachusetts Legislature.
The wearers of hat pins in Massachusetts are
threatened with fines and imprisonment in two
bills presented to the Legislative Committee on
Legal Affairs at the state house. The two bills
class hat pins with revolvers and other dangerous
weapons, and seek to prohibit the point from pro-
truding beyond the crown of the hat more than
a quarter or half an inch. The penalty is $100
fine or imprisonment in the house of correction
for one month or both.
Employees of local jewelry concerns in the

Attleboros who live out of town and who have
been in the habit of buying season tickets on
the trains are much interested in the petition
which was presented in the Legislature and re-
ferred to the Committee on Railroads providing
that all railroads shall, at the request and on the
presentation of a season ticket by the holder
thereof, place the same on deposit for not less
than one week or more than one month and re-
issue the ticket at the renuest of the owner, giv-
ing full allowance for the time the ticket re-
mained on deposit. This same petition has been
before the railroad commissioners when Repre-
sentative Bellamy, of Taunton, appeared and ad-
vocated its adoption. He stated that he spoke
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largely for the jewelry workers of the Attle-
boros, who quite often are laid off work with
little notice and having season tickets they are
losers. People employed in the local shops who
have met with this experience think the petition
is a fair one, and are hoping that some legisla-
tion of the kind asked will be enacted.
At its January meeting the Executive Commit-

tee of the New England Manufacturing Jewelers
and Silversmiths' Association voted to hold one
of its meetings each month in Attleboro. These
meetings will be on the second Thursday of each
month, and will continue for three months. If
the experiment is successful the innovation will
be continued regularly. The growth of the or-
ganization in the Attleboros is responsible for the
new rule, as to-day there is hardly a progressive
manufacturer but who is allied with this or-
ganization, that is formed for the sole purpose
of protecting the interests of the industry. All
members of the association are cordially invited
to attend these meetings. North Attleboro mem-
bers can leave at 11.20 and arrive in Attleboro
at 11.35. Lunch will be served at the Emerson
café. Members not caring to take lunch can
leave North Attleboro on the 12 o'clock "Gee
Whiz" car and arrive in time for the meeting.
By notifying H. E. Durfee, clerk of the asso-
ciation, before io o'clock on the morning of the
meeting members can lunch together.
Miss Daisy Pyle, employed by Zare White, 7,54

Eddy street, Providence, passed away on the
6th of last month.
Herbert C. Bliss, C. J. McClatchey, Harold

Sweet, Maurice C. Baer and Edward L. Gowan,
of Attleboro, were appointed members of the
Providence Manufacturing Jewelers' Board of
Trade directors last month.
Lonergan & Moore, in the Bushee building, At-

tleboro, have fitted and renovated their. plant
considerably.
D. A. Hart Company, Attleboro, have acquired

the services of Frederick Eberhardt to represent
them on the road.
The Providence Mfg. Co., 25 Calendar street,

Providence, has opened a New York office at 338
Broadway.
Joseph Auty, foreman for H. A. Kirby, 85

Sprague street, Providence, is convalescing from
an operation for appendicitis.
E. F. Wilde, of Baer-Wilde Company, is at

present sojourning in the West Indies, whither
he went last month in search of rest and pleasure.
Mr. and Mrs. H. A. Gardner, of North Attle-

boro, have just returned from their honeymoon,
spent in Maine.

William E. Rounsville, of C. A. Marsh & Co.,
Attleboro, was a visitor to New York City last
month.
S. K. Merrill & Co., 95 Chestnut street, Provi-

dence, have been forced to acquire new quarters
in the A. T. Wall building, 162 Clifford street,
Providence. The new quarters contain nearly
15,000 square feet which, it is said, is the largest
space devoted to the manufacture of lockets ex-
clusively in the whole country. They expect to
be fully moved by the first of September where,
with larger and most improved equipment, they
will be able to take better care of their rapidly
expanding business. Robert Budlong, Jr., has
purchased a new house on 274 Morris avenue,
Providence, which he expects to occupy with his
bride-to-be after April 1st.
Albert E. M. Ballou, a well-known jeweler,

died last month at his home, 6 King street, Attle-
boro, after a brief illness. He was in his 42d
year and had been a resident of Attleboro for
some time, coming originally from Mansfield. A
short time ago Mr. Ballou started the manufac-
ture of jewelry on Union street, Attleboro, and
had been quite successful up to the time of his
death.
A new salesroom has been opened by J. W.

Lauder at the corner of Westminster and Eddy
streets, Providence, for the sale of watches and
diamonds.
R. C. Lush, manager of the Spaulding Com-

pany, Chicago, was a visitor to the factory of the
Gorham Mfg. Company, Providence, last month.
An extended trip through Panama and South

America is being made by George B. Champlin,
of S. B. Champlin Co., Providence.

(Continued on page 481)
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CLARENCE F. BAYER BYRON L. STRASBURGER ALBERT PRETZFELDER

THE HOUSE OF NEWNESS
BAYER & PRETZFELDER CO.
IMPORTERS

5 East 17th Street,

MANUFACTURERS

Between Broadway and Fifth Avenue,

ANNOUNCEMENT
We beg to inform the trade that our lines for 1911 are now complete and on the road and will be exhibited in all the large cities.

It certainly will be to all " Live " Jewelers' interest to see this exhibition.

If you are not acquainted it will be to your best interest to communicate with our New York Headquarters and get into com-
munication with our representative in your respective territory.

We wish to announce our lines are more extensive, more original, more saleable, newer and far beyond any ever produced or
shown in the history of business. We would urgently suggest that you refrain from placing any orders before seeing our lines.

NEW YORK

Sterling Silver Bags
Gun Metal Bags
Beaded Bags
Fine Leather Bags
Gun Metal Novelties
Fancy Chains (of every description)
Vanity Novelties

Corals
Garnet Jewelry
Lorgnettes (of every description)
Cigarette Cases (of every description)
Eye Glass Cases (of every description)
Chime Clocks, Novelty Clocks, etc., etc.
Opera and Field Glasses
English Sheffield Plate

Brass Goods
Desks Sets, etc.
Smokers'Articles (of every description)
Dinner Gongs
Marble Statuary
Lamps and Electroliers
Art Goods, etc., etc.

SOLE AGENTS—La Vogue Bi-noculars, La Vogue Opera Glasses, La Vogue Lorgnettes—SOLE AGENTS

THE STAMP OFiC QUALITYffi".
begins with our work-
men, for it is their in-
dividual efforts that
unite in producing a
perfect organization
for RING making.

cost no more than other kinds yet their superior
quality and style can instantly be seen, and their
durability is a feature worthy of your consideration.

Write for samples of these rings whose sets are guaranteed to stay in or replaced "gratis" if lost.

THE QUEEN CITY RING MFG. CO.
BUFFALO .*. N. Y.

0111, 1911 THE KEYSTONE

Providence and the Attleboros

(Continued from page 429)

George N. Babington has moved his plant from
:9 Eddy street to 144 Pine street, Providence.
The Nickerson Art Metal Company, Pawtucket,

1, running the factory day and night to fill its
,ders for mesh bags.
Workman & Newman, now located at 85 Clif-
rd street, Providence, will shortly commence

ti.e construction of a five-story building at the
.rner of Chestnut and Bassett streets. The
eat demand for shops of medium size has

hrought this decision about.
The business of the late Edgar L. Richards,

manufacturer of jewelers' findings and cards, at
ar of 105 Providence street, Providence, has

1)ten purchased by Potter & Shore.
Charles E. Austin, Jr., 419 Caesar Misch build-

ing, Providence, reports an exceptional demand
for white skins for mesh bag linings which he
furnishes in large quantities to manufacturers
of the bags.
Walter A. Griffith, of Providence, has gone to

the New Rockledge Hotel, at Rockledge, Florida.
J. C. Daniels, of Attleboro, was recently granted

a patent on a four-picture locket. The device
has also been patented in Canada, France. Ger-
many and Great Britain.
S. 0. Bigney, of S. 0. Bigney & Co., Attleboro,

tendered a banquet last month at Young's Hotel,
Boston, to Mayor Fitzgerald, of that city, and a
number of persons prominent in business and
political affairs. The dinner was in payment of
a bet which Colonel Bigney made that ex-Gov-
ernor Draper would win over Governor Foss at
the last gubernatorial election. Mayor Fitzger-
ald promised a dinner to Colonel Bigney and his
friends in the event of Mr. Foss' defeat, the
Colonel accepting the challenge, which accounts
for the dinner of last month.
The Florida battleship service will be made by

the Gorham Company at its Providence works.
A. Leo Kilkenny, formerly a salesman for

Thomas W. Lind Company, of Providence, has
severed his connection, and with his brother,
William F. Kilkenny, of the Uniform Seamless
\Vire Company, has formed the French Importing
Company, with offices at 50 Exchange Place, for
the sale of imported jewelers' findings, chains and
novelties from France, Germany and Austria.
The Providence Public Library last month pub-

lished a list of "Books for Workmen Relating
to Jewelry and Silversmithing."
Charles D. Waite, of the Waite-Evans Com-

pany, Providence, is at Melbourne, Florida, with
his wife, where they will remain until the last of
April.

Edwin C. Bliss, of Providence, was a visitor
10 New York City last month.
William A. Schofield, of Schofield, Battey &

' 0., accompanied by his wife, is wintering at
'■ockledge, Fla.
The M. S. Comb Co. has been granted a per-

mit for the erection of an addition to a frame
factory at 63-65 Willard avenue.
In the Superior Court at Taunton, last month,

Ltoore Brothers, of Attleboro, reversed their
plea and pleaded guilty to the charge of work-
ing women employees at hours other than those
contained in the printed schedule posted in their
factory. A fine of $50 was imposed and paid.
John W. Blackwell, a well-known resident of

Plainville, died February 17th at his home on
Everett street. He was in his 55th year, and was
L well-known jeweler. Mr. Blackwell was born
in Philadelphia and came to North Attleboro in
1872. He entered the employ of the Whiting
Manufacturing Company as an apprentice and
went to New York with the concern in 2876.
Three years later he returned to North Attleboro
and was employed by G. K. Webster for five
years. He was also employed for a time with
the W. H. Riley Company, and in 1883 entered
the employ of the F. M. Whiting Company. He
continued with that concern for twenty-eight
Years
' 

employed as a die-sinker. He was a mem-
ber of Aurora Lodge of Odd Fellows and How-
ard Encampment, and had been through the chairs
of both lodges. He was also a member of Ben-

nett Lodge, A. 0. U. W., a trustee of the Plain-
ville Methodist Church, a trustee of the Plainville
Library and a member of the School Committee.
Harry Fisher, of Fisher & Swift, North Attle-

boro, has just returned from a Western trip.
William Riley, of Riley & French, is at present

in California.
Daniel C. Denham, for the last forty years

engaged in the jewelry business in Newport, died
at his home in Providence last month at the age
of 76 years. He suffered from paralysis and
was forced a year ago to give up business. His
store on Thames street is managed by his son-in-
law, Howard G. Ward.
The New York representative of Wm. Bens

Company, Providence, H. A. Winterminte, was a
visitor to New York last month.
Charles Horton Whipple, Bradford Campbell

and Henry M. Boss, Jr., were last month granted
articles of incorporation for a concern to be
known as the Whipple & Campbell Co., to be
located in Providence. The corporation is capi-
talized for $25,000, and is authorized to buy, sell
and refine gold, silver and other metals.
H. M. Benson, of Providence, attended the

carnival festivities at Montreal last month.
Smith & Crosby, Attleboro, have been granted

a trade-mark on a certain article of precious
metal.
The Chartley Jewelry Company has appointed

Sam Amberg their Chicago representative.
Walter Hopkins has resigned his position as

salesman for C. H. Eden, Attleboro, and will in
the future act as New England representative of
the Prairie Oil Company, of Cleveland.
The advisory council of the New England

Manufacturing Jewelers and Silversmiths' Asso-
ciation met last month in the Board of Trade
rooms in Attleboro and transacted business of a
routine nature. This was the first meeting of
this association ever held in Attleboro, and was
for the accommodation of the Attleboro and
North Attleboro jewelers. The council will meet
once a month from now on, having secured the
Board of Trade rooms for that purpose.
Andrew Flagg, representative for A. L. Lind-

roth Company, North Attleboro, reports business
as good for this season of year.
Oscar E. Lenz, an expert in the engraving de

partment of the Gorham Mfg. Co., and who had
been in the employ of the company for upwards
of half a century, died last month at his home in
Pawtuxet at the age of 66 years. The deceased
entered the employ of the Gorham Company as
an apprentice on June I, 1864.
John S. Holbrook, vice-president of the Gor-

ham Company, presided at the meeting of the
general committee held at the Providence works
on February I6th and 27th. In addition to
those of the Providence executive force the man-
agers were present from the London, San Fran-
cisco, Chicago, Maiden Lane and New York
home office.
Arnold Angell, of the Geo. L. Paine Co., North

Attleboro, is at present making a trip through the
West.
The Attleboro Gun Club was reorganized Feb

ruary 15th with the following officers: Charles
P. Keller, president ; Fred C. Wilmarth, vice-
president ; Clarence Holbrook, secretary and
treasurer ; Frank E. 1 appan, assistant treasurer.
A meeting was held on the 19th following to
discuss ways and means of promoting and stimu-
lating a live interest in the club.
Edward P. Tiffany, one of the oldest and most

widely known traveling jewelry salesmen from
this section, died on February 8th at the East
Side Hospital, Providence. He had suffered for
some time from a complication of diseases and
an operation was performed in an effort to save
his life, but without avail. The deceased was 77
years old and had been identified with the manu-
facturing jewelry industry practically all his life.
He was for many years employed by the old firm
of Sackett, Davis & Co., and when that firm dis-
continued business he obtained a position with
Felix Whitney & Co., of North Attleboro. Still
later he accepted a position as salesman with F.
H. Sadler & Co., of Attleboro, with which firm
he remained until his death. The deceased is
survived by a son and daughter, the former
being a prominent mill owner of New Bedford,
Mass.
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Pittsburg
Social events have come to the rescue of a

normally quiet season in the jewelry trade during
the month of February and promise to continue
to help along business during the next month, as
there appears to be quite a number of affairs in
prospect, including some notable weddings that
have sent buyers to the retailers' stores on
errands that bring smiles to the average jeweler.
Besides this there has been a betterment in gen-
eral business conditions, with more money in the
hands of the great aggregation of common people
or wage-earners who have been a little more lib-
eral in their spending habits. This has brought
trade up a peg or two so that on the whole the
coming month will be a fairly good time for the
members of the 24-Karat Club of Pittsburg to
celebrate with their annual banquet, and do so
with much sincerity.

I f promises amount to any-
Improved thing, Pittsburg ought to be
Outlook fairly happy from a business

standpoint this year. The
community as a whole has been passing through
(repressed business times for some months, and
it looked as if the bottom had dropped out of
pretty near every market in which the city was
interested commercially. Now things are better.
Building operations, long held up, are either
being started or being contracted for that prom-
ise to make 1911 a record year. The steel, coal
and coke trades are showing signs of a health-
ful impetus due to pent-up demands from all por-
tions of the country. There is in prospect, too,
a large number of great business and commercial
conventions for the year, all of which affect the
retail dealer favorably. Thus with the underly-
ing conditions strong and healthful, there ap-
pears no real reason for pessimism among the
jewelers as a class or industry. This is appar-
ently the view of the majority of the trade.

This is not the season for the
Special Sales showing up of much that is

new, but the retail stores are
making a handsome display just the same with
silverware and glass stocks, novelties that have
been running steadily through the season, and
here and there are bargain tables with special in-
ducements in art goods and small ware which
indicates an effort to reduce stocks before spring.
W. W. Wattles entered this plan with some

interesting offerings the past month, mostly in
novelties, while R. Seidle & Sons continue push-
ing special sales prior to moving to their new
home in Wood street, which is now being pre-
pared by a large force of builders.
Hereen Brothers & Company report .a fair

trade for the season in all lines and with interest
quite lively among the buyers.

One of the interesting an-
Brazil Diamonds nouncements of the past month

is from Gillespie Brothers, in
connection with the diamond trade. Karl B. Gil-
lespie, one Of the firm, sailed on February 3d on
the Steamship Tennyson for Brazil, where he ex-
pects to spend some months in a thorough inves-
tigation of the various diamond fields of that
country with a view of studying their practical
value to the trade and perhaps to take a hand in
developing some of that territory. Mr. Gillespie
will report back to his home office the results of
his visit from time to time, and these reports are
being awaited with much interest. Gillespie
Brothers report business above the average at
this season, with some improvement in the buy-
ing, due to numerous weddings and social events.
The stocks of the house are low, but not depleted,
and the handsome store has seldom looked
brighter or more attractive.

Carl Pfaff, a retail jeweler in Collins avenue,
East End, disappeared from his home early this
month and has not been seen since. He had been
suffering from poor health for some time, and
his friends fear he has met with some accident.
The store has been closed since.

I. E. Eisman, who is the leading platinum
worker and dealer in Pittsburg, has been one of
the bUsiest of men during the present year and is
making a record showing in increased business.
E. P. Roberts & Son and Hardy & Hayes are

reporting a very fair trade for the spring season
in all standard lines.

(Continued on page 443)
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7.1 •

EPFECT ONE.-ToN 
TRADE MARK

REGISTF L 4. I Al. OFF.

Stands for:
"GUARANTEED FOR LIFE"

against breakage and wear.

■57fLRN  DROS- Co.
3t3-43 GOLD ST. NEW YORK

TRADE

REUISTERED U. S. PAT. OIL

Stands for:
"GUARANTEED FOR LIFE"

against breakage and wear.

...r■rwels"""s Alt 

MAKERS OF GOLD JEWELRY TO THE JOBBING TRADE EXCLUSIVELY

Rings Cameo Goods Gold and Silver
Scarf Pins Brooches Cigarette Cases
Hat Pins Fobs Lockets
Studs Crosses Bracelets
Screw Earrings Baby Pins Link Buttons
Bead Neck Chains Ring Mountings Veil Pins
Charms Festoons Tie Clasps
Neck Chains Emblem Goods Locket Rings
Vest Buttons Pocket Knives Cigar Cutters
Collar Buttons Silver and Gold Lapel Buttons
Fob Seals Match Boxes Rope Chains
Silver and Gold Alberts Class Rings
Thimbles Vanity Sets in Lorgnette Chains

Gold and Silver
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The illustrations below show in Reduced Size
the General Style of the Various Models of The "BOSTON" 8-DAY AUTO CLOCKHIGH-GRADE

Model A
In 3 sizes—see Price List

Secured
Device.

to Dashboard by Safety Locking

Model E
In 3 sizes—see Price List

Model
In 3 sizes—
see Price

List

Model C
Adjustable to various angles by Ratchet
and Nut at back. In general appearance
it closely matches many makes of speed-
ometers. In 3 sizes—see Price List.

The Illustrations below show the (patent applied for) STEM WINDING and STEM
SETTING Device

On Models A, T3 and C it proients through
side of case. On Models D and E it pro-
jects through bottom of case and elimi-
nates seconds dials. Compact and effect-
ive. IF CLOCKS wanted FITTED with
this device, ADD 82.50 to Price Lists.

Model D
In 3 sizes—see Price List

PRICE LIST 
Momms MODEL

Size A, B, C
MODEL

3-inch $15.00 $18.00 $21.00
3i-inch  16.50 21.00 24.00
4 inch 18.00 24.00 27.00

Add $2.50 to above prices if want fitted
with the stem wind and stem setting device.

In ordering, state the model and size
wanted.

The movements are 8-day, high-grade,
very rigidly built, are 7-jeweled and have Bre-
guet hairsprings and compensation balances
with timing and balance screws, etc., and are
secured by screws through back of case—the
best possible any.

The cases are of the approved "screw
bezel," water and dust proof type and arc
made of polished brass but "to order" will be
finished Nickelled.

MORGAN & ALLEN CO. 1 SALES AGENTS
150 Post St., San Francisco, Cal. I Pacific Coast and Colorado I BOSTON CLOCK 6 State Street, Boston, Mass., U. S. A.CO.,•P

Higher Wages for Skilled Watchmakers
The trade cry is for greater competency in repair work. Railroad time

service and more expensive time-pieces have made repair skill imperative.

q This means greater demand, higher wages and increased opportunity for

the men who are thorough masters of their craft. All such find a most valu-

able adviser in the standard treatise—

THE WATCH ADJUSTER'S MANUAL
q This book is a complete and practical guide for watchmakers in adjusting

watches and chronometers for isochronism, position, heat and cold. It contains

a thorough exposition of the principles on which adjustments are based and

methods followed in practice. By reference to it, the watchmaker can

immediately solve any difficulty that may confront him in his work.

Sent postpaid to any part of the world on receipt of price, $2.50

PUBLISHED BY

THE KEYSTONE PUBLISHING COMPANY
809-81 1-81 3 North Nineteenth Street

1201 Heyworth Building, Chicago

PHILADELPHIA, PA.
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HIGH GRADE CLOCKS
GERMAN SWISS FRENCH

RADIUM DIALS
These clocks are furnished with a special dial, on which a dot of radium compound is placed above each numeral. The
hands are also covered with this wonderful compound. This radium compound is always plainly visible at night and
enables one to read the time in absolute darkness. If the clock is looked at on awakening in a dark room, the location of
the hands is plainly indicated by the luminous dots, and the time can be easily read. In order to properly test these
clocks, it is necessary to look at them in a perfectly dark room ; semi-darkness will not do ; the EYE as well as the clock
should be in the dark. All other luminous compounds of " Phosphor," etc., depend upon exposure to daylight for their
luminous properties. Unlike all of these, this RADIUM COMPOUND does not depend upon daylight for its luminous
properties. It is guaranteed to last, and is not affected by dampness or other climatic changes.

ASK FOR

CATALOGUE

MANTEL CLOCKS

WALL CLOCKS

HALL CLOCKS

400-DAY CLOCKS

LEATHER FOLDING

AUTO-CLOCKS

SHOW WINDOW

ASK FOR

CATALOGUE

TRAVELING CLOCKS

GILT REGULATORS

CUCKOO CLOCKS

NICKEL ALARM

COPPER ALARM

DESK CLOCKS

MUSICAL ALARM

TELL THE TIME IN THE DARK
LATEST NOVELTY

SUSSFELD

LEATHER FOLDING CLOCKS WITH
RADIUM DIALS AND HANDS

LORSCH & CO.
IMPORTERS OF CLOCKS

90-94 MAIDEN LANE NEW YORK
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WHITE
WILE &
WARNER

Advertising Dept.

40 MILLION PEOPLE ARE NOW LEARNING ABOUT

W. W. W. GUARANTEED RINGS

The advertising of W.W.W. Guaranteed
Rings through the national magazines reaching
forty million people—the men, women and
children whom you live among—means in-
creased sales and increased profits to the
jewelers we arrange with.

These people will learn in forcible, striking
advertisements how W.W.W. Rings standard-
ize ring value; how they insure the buyer life-
long satisfaction ; how that ring is sold with
the maker's binding Guarantee. They will
learn that W.W.W. Guaranteed Rings are the
only safe medium-priced rings, and that to get
them they must go to the retail jeweler, which
means you.

Buffalo, N. Y.

GENTLEMEN:Without obligating • %
myself in the least, I would like to
have you send me, Absolutely Free,
your new book entitled,"Marry the Ring
Trade." I also want to hear full particulars
as to this Advertising of yours in the Magazines
that will reach over 40 million people. I would
like to know how this advertising is going to in-
crease my business. I also wish you to tell me about
your new 1911 Birthstone Mechanical Window Display
which. you are giving away Absolutely Free. 

Every W.W.W. Ring is marketed through
the jeweler. The sole aim and object of our
big advertising campaign is to send customers
into your store. The burden of every adver-
tisement that appears is "W.W.W. Rings";
"the finest medium-priced ring ever made,
backed by the manufacturer's guarantee, is to
be had at your own jeweler's," and you can
corral all this big volume of trade we are
stirring up for you in your locality. You, and
only you, can take advantage of the big de-
mand that we are creating; for in most cities
and towns we are going to give one jeweler
only the exclusive agency for W.W.W. Rings,
and yours can be the one store to sell
W.W.W. Rings. The first step is to sign

the coupon.

Once the mystery of ring value is cleared up you

will have to work hard to sell an unknown ring.
Ring buyers will demand recognized value.

They will not spend their money without
knowing what It is buying. The jeweler
who gets the W.W.W. Ring agency is

going to turn over profits with a fre-
quency that will amaze him. You
had better be sure that that

jeweler is you, and send in the
coupon to-clay.

Name

Address 

WHITE,
Makers of R

BU

-

SIGN THE COUPON AND YOUR STORE WILL BE THE ONE TO

BENEFIT FROM OUR NATION-WIDE ADVERTISING

The coupon doesn't obligate you in
the least. It merely indicates your in-
terest in our proposition. It merely
holds the agency open for you in case
you do place an order with us.

These advertisements regarding
W.W.W. Rings, which are being read
by forty million people, are going
to create widespread comment—com-
ment that will crystallize into con-
viction and send the reader into
your store to ask for a W.W.W.
Guaranteed Ring. You, of course, see
the advantages to your store in carry-
ing an assortment of W.W.W. Rings.

Thus we develop a great consumer
demand. in most cities we center
the trade in a single store, and we
give that store a magnificent advert's-
ing.system to identify itself with our
nation-wide publicity.

Consider the meaning of this adver-
tising right in your territory and
locality in which we reach forty mil-

WILE & WARNER

lions of people—the great middle class
—through the nationally circulated
publications, carrying our advertise-
ments. You know that the sale of
medium-priced rings in the past has
been handicapped by the lack of
exactly the features we guarantee.
People hesitate to buy a ring which
would be practically valueless in their
minds when a single stone would be
lost from its setting. Our advertising of
the W.W.W. Guaranteed Ring will give to
the consumer confidence in the ring as well
as in the jeweler who sells it

Consider the salability of W.W.W. Rings
as against any similar article. We establish
a definite idea of value for W.W.W. Rings
with the consumer. We advertise with im-
pressive space to send the consumer to the
jeweler. Then we supply advertising material
which connects your store with our nation-
wide advertising, and we give you an adver-
tising service which in itself isof great value.

Yours can he the one store to sell
W.W.W. Guaranteed Rings. Please be good
enough to send us the coupon
which simply makes an ap-
pointment. It doesn't
obligate you to
purchase.



THE 8-DAY HIGH GRADE

"CHELSEA,/

AUTO CLOCK
°SPECIAL" OFFSET'

"ROUND" "LIMOUSINE"

Primarily intended for use inside the bodies
of large enclosed cars, and for such use its
case can be given a variety of fine finishes.
It also makes an attractive clock for use on
dashboards. Only made in 24-inch size.

TELE=TED 
"CHELSEA

AUTO CLOCK
8-Day High-Grade (Trade-mark)

NOW and for YEARS the RECOGNIZED STANDARD of EFFICIENCY
Clocks built with a view to stand the jars and jolts and rough riding of Automo-
biles. Reputation the highest. Used by parties demanding the BEST.

.es)-ALL SIZES STATED ARE THE APPROXIMATE DIAMETERS
OF THE DIALS

All are 8-day, High-Grade. All are in DUPLEX (patent applied for) polished
Fast brass cases, the most thoroughly waterproof case on the market. The"
SPECIAL" clocks show dial on an angle; its inner cased clock, when removed

from the outer (locked) case, is excellent for use on mantels, bureaus, etc., when
touring; its outer case is screwed to dashboard by hidden screws. The SPECIAL"
clocks are in large demand from dealers for owners of finest cars.

The MOTOR CLOCK has the same clock movement which for years we have
supplied for the hard use on Locomotives, Steam Fire Engines, etc.; its dial is of
same appearance as the Auto Clock dial, but the Auto Clock movement has a some-
what finer train.

The 3'!) MOTOR "OFFSET " is likely to prove a quick, ready seller. Very
attractive.

PRICE LIST (Per Clock)

"CHELSER" 2N-in. Auto Clock .3'5-in. Auto Clock .
3 2-in. Motor Clock

"Round "

. . $2600
. 28.00

• . 24.00

"Offset "

$28.00
30.00
26.00

"Special "
$36.00
45.00
41.00

"Limousine"
$28.50

Only made in
2.j-inch size

If wanted fitted with outside (patent applied for) stem-winding and stem-set-
ting device—the best of its kind—Add $2.75 to above Price Lists. Such device we
do not apply to the "Specials.")

For Use on AUTOMOBILES and MOTOR BOATS

You want the Best ? Ask your DEALER for the
" CHELSEA"

CHELSEA CLOCK C0.16 State St., Boston, Mass.

THIS IS OUR
$200 CLOCK

What do you think of it?

We also make them as low as $140.00. Write
us for particulars and for special inducements
which we offer if ordered before April 1st.

"Something you have always wanted but felt

you couldn't afford."

W rite for reference

Brown Street Clock Co.
MONESSEN PA.
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Graphic illustration of the

annual production increase of

THE WESTERN CLOCK MFG. CO.
Manufacturers of "Big Ben':

'America!' and "Ironclad" Alarms

LA SALLE r■.) ILLINOIS
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THE 8-DAY HIGH GRADE

" CHELSEA"
AUTO CLOCK

" SPECIAL " " OFFSET"

'ROUND" "LIMOUSINE"

Primarily intended for use inside the bodies
of large enclosed cars, and for such use its
case can be given a variety of fine finishes.
It also makes an attractive clock for use on
dashboards. Only made in 23 I-inch size.

CELEBRATED 
The Justly

"CHELSEA,/ AUTO CLOCK
8-Day High-Grade (Trade-mark)

NOW and for YEARS the RECOGNIZED STANDARD of EFFICIENCY
Clocks built with n vie, to stand the jars rind jolts and rough riding of Automo•
biles. Reputation the highest. Used by parties demanding the BEST.

ALL SIZES STATED ARE THE APPROXIMATE DIAMETERS
OF THE DIALS

All are 8-day, High-Grade. All ore in DUPLEX (patent applied for) polished
cast brass cases, the most thoroughly waterproof case on the market. The
"SPECIAL" clocks show dial on an angle; its inner cased clock, when removed
from the outer (locked) case, is excellent for use on mantels, bureaus„ etc., when
touring; its outer case is screwed to dashboard by hidden screws. The SPECIAL"
clocks are in large demand from dealers for owners of finest cars.

The MOTOR CLOCK has the same clock movement which for years we have
supplied for the hard use on Locomotives, Steam Fire Engines, etc.; its dial is of
same appearance as the Auto Clock dial, but the Auto Clock movement has a some-
what finer train.

The 3.1 (2 MOTOR "OFFSET" is likely to prove a quick, ready seller. Very
attractive.

PRICE LIST (Per Clock)

"CHELSER" 2'.1-in. Auto Clock . •3' ,rin. Auto Clock . .
3'.2-in. Motor Clock .

"Round "

• $26.00
. 28.00
. 24,00

"Offset "
$28.00
30.00
26.00

"Special "
516.1)0
45.00
41100

"Limousine"
$28.50

Only made in
V.1-inch size

If wanted fitted with outside (patent applied (or) stem-winding and stem-set-
ting device—the best of its kind—Add $2.75 to above Price Lists. (Such device we
do not apply to the "Specials.")

For Use on AUTOMOBILES and MOTOR BOATS

You want the Best ? Ask your DEALER for the
" CHELSEA"

CHELSEA CLOCK C0.16 State St., Boston, Mass,

THIS IS OUR
$200 CLOCK

What do you think of it?

We also make them as low as $140.00. Write

us for particulars and for special inducements
which we offer if ordered before April 1st.

"Something you have always wanted but felt

you couldn't afford."

Write for reference

Brown Street Clock Co.
MONESSEN PA.

Graphic illustration of the

annual production increase of

THE WESTERN CLOCK MFG. CO.

Manufacturers of "Big Ben",

'America' and "Ironclad" Alarms

LA SALLE( r---J ILLINOIS
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are made, you would understand why LK Rings are invariably
of superior quality and invariably right in price. We do not
waste a dollar in any department. We have cut non-pro-
ductive expense to the quick and every tool and

appliance is of the most improved type, hence
we give you better styles, better goods, and

better service than common because
we have better facilities

than common.

JOSEPH L. HERZOG C& CO.
Makers of LK Rings

Vifr
45-51 ROSE STREET (Cor. Duane) NEW YORK
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New England

Nearly $1o,000 worth of jewelry was taken
from the safe in the store of Philip Rahlin, 323
Tremont street, Boston, by robbers, who left
behind them nothing in the shape of a clue except
a set of carpenter's tools. Owner Rahlin and
tanager Samuel Bellar reported to the police

that the loss consisted of too gold watches valued
at $r000; 85 diamond rings, valued at $3000; 20
unset diamonds, valued at $4000; 150 rings, val-
ued at $575; 36 bracelets, valued at $72. 

' 
too gold

rings and 24 gold plated rings, valued at $150;
5o diamond stickpins, valued at $500; 30 baby
rings, valued at $15; 36 lockets, valued at $36,
and 240 plain rings, valued at $140. Owner Rah-
lin and Manager Bellar also told the police that
a $3000 policy for loss by burglary was carried
by the firm. The robbers entered an arched alley
leading from Pleasant street to a court in the
middle of the buildings, and there jimmied a
door which leads to the storeroom of W. H.
P. Robbins, coal dealer, win-, occupies half the
store, and thence to the back room, where the
rear of the safe containing the jewelry was. The
common jimmy was used to cut a hole in the rear
of the safe. Then the cement was drilled through
and the carpenter's bits used in a bitstock to cut
through the wood in the rear of the safe. All
the goods were taken out, except a tray contain-
ing 36 watches, which was left with some other
plated jewelry.
J. P. Bartley, with the Charles S. Bush Co.,

Providence, R. I., was married last month to
Miss Eva Mooney. The happy couple made their
wedding tour through New York.
Louis E. Wilcox, manager of the International

Silver Co., Meriden, is on a trip through the
Middle West for that company.
Morris Marquesee, who for many years was

located at 787 Chapel street, New Haven, Conn.,
recently moved to his new store at 125 Church
street, in that city. The quarters are well
equipped and the optical department has all the
modern appliances. Oculists' prescriptions will
also be filled at the store.
George Horton, who died in New Haven,

Conn., recently, had been connected for forty-five
years with the New Haven Clock Co. Mr. Hor-
ton was well and favorably known in that sec-
tion of Connecticut, and his death occasioned
many expressions of sorrow. He is survived by
his wife and eleven children. He is also survived
by one sister.
E. B. Horn & Co., 427 Washington street, Bos-

ton, Mass., are holding a special reduction sale
of diamonds.
Introduction of a savings bank plan for the

Waltham Watch Company employees is under
consideration by the Mutual Relief Association of
Workers in the factory.
J. D. Blackshaw, of St. Johnsbury, Vt., was a

recent visitor in Boston while on his way to New
York City.
The Boston Optical Company, Boston, Mass.,

have installed a new eight-day time-recording
clock. It is a large clock with works made by
the Seth Thomas Clock Company. This clock
was installed by the Cincinnati Time-Recorder
Company, of Cincinnati, Ohio.
Leon C. Remick has taken full charge of the

optical department in the F. F. Place Co., of
Hanover street, Boston. This department has
been thoroughly renovated and a new mirror has
been added.
V. W. Hills, of Norway, Me., was recently

burnt out. At this writing the amount of dam-
age has not been learned.
Oscar A. Schnetzer, for seventeen years in the

wholesale jewelry business with another firm of
Boston, has resigned his position with that firm
and started a business of his own.
N. D. Sawyer, of Laconia, N. H., has been

laid up recently with a bad cold. At last re-
ports Mr. Sawyer was getting along nicely.

A. S. Gordon, of .Laconia, N. H., has been
quite ill with a bad cold. At present writing he
is getting along nicely.
Henry W. Patterson, of the Smith-Patterson

Co., has been elected a director of the Boston
Men's Credit Association, an organization having
upward of 300 members, comprising leading busi-
ness men of Boston.

KEYSTONE

C. A. W. Crosby & Son are holding a closing
out sale of the entire stock. The building which
Mr. Crosby has occupied for many years is to
be torn down, and he plans to erect a fine new
structure on the site.
Among the Boston jewelers who went to New

York recently to attend the annual banquet of
the jewelers' 24-Karat Club were Henry W. Pat-
terson, Joseph C. Batchelder, E. J. Campbell, M.
N. Smith and Fred E. Chick.
Ralph G. Carpenter, recently appointed to the

staff of Governor Bass, of New Hampshire, with
the rank of major, is a son of George A. Car-
penter, formerly representative in Boston of the
Crescent and other watch case companies, and has
been associated with his father in business for
the past three or four years, the latter being one
of the owners of the Jewelers' Building, Boston.

William Lenhart, representative of the Attle-
boro Chain Company, has returned from his trip
to Pittsburg.

Charles P. Keeler, of Attleboro, spent the win-
ter in southern parts of the United States.
H. Messier, of Taunton, Mass., was a recent

Boston visitor.
H. R. Miller, of South Framingham, Mass.,

was recently in Boston calling on the jobbing
trade.
Edwin Mayson Shepherd, senior partner of the

firm of Shepherd & Bennett, Malden, Mass., died
last month. The deceased was born in Liverpool,
England, in 1836, and after his school days
learned the trade of watch manufacturing in
that country. Later he came to the United States
and pursued the same occupation in several large
factories. In 1876 he started in business in Mal-
den as a retail dealer, and continued there ever
since, having as his partner since 1894 his son-
in-law, Charles H. Bennett. He was well known
as a Shakesperian and dramatic reader of un-
usual ability, and for many years was a success-
ful teacher of the speaking voice. He was a
man of superior intellect, widely read, and pos-
sessed an unusual memory for a vast variety of
useful knowledge.

J. L. Barrett, formerly with B. W. Barrett, of
Newburyport, Mass., has opened a complete up-
to-date optical office of his own in that city.

Lester D. Clark, of Springvale, Me., has been
ill with the measles. From last reports Mr. Clark
was improving rapidly.
D. R. Provender, of North Adams, Mass., has

been very sick with pneumonia; but is quite fully
recovered and is back in his store again.
The Bangor Jewelry and Optical Company, of

Bangor, Me., have thoroughly renovated their
examining room, prescription department and the
store in general.
W. M. Ruddy, of New London, Conn., has

added a new cash register to his store. Mr.
Ruddy recently made a trip to Canada.
Accused of being implicated in the safe rob-

bery in the jewelry store of Samuel E. Ullian,
at No. 1113 Washington street, nearly a year ago,
when valuables worth about $15,000 were stolen,
Stanislaus Krasowski and his wife, Josephine, a
Brooklyn couple, are in custody here after hav-
ing been arrested in New York. The arrest of
Krasowski and his wife resulted from the finding
of four payn tickets in the possession of a male
friend of Mrs. Krasowski. Krasowski is charged
with breaking and entering and larceny, while
the woman is held on a charge of receiving
stolen property. Thus far five persons have been
arrested in connection with the Ullian robbery,
but the Krasowskis are the only ones who have
been in the hands of the local police. Three
others, all men, were arrested in New York last
March, but they escaped to Russia after having
their bail reduced by Magistrate Barlow, of the
Jefferson Market Court.
R. R. Gwillim, of Meriden, Conn., accompanied

by Mrs. Gwillim, recently made a trip to New
York City.
N. F. Stewart, of Clinton, Mass., recently in-

stalled a new equipment of furniture.
T. A. Shanley has assigned to the International

Silver Company, Meriden, Conn., a new design
for cut glass vessels and similar articles.

Charles Johnson, foreman of the American
Silver Company's factory, Conn., who has been
ill with typhoid fever for six months, and whose
case caused considerable interest among the medi-
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cal profession, is so far recovered as to be able
to return to his former home on Arnold Place.
During his illness he has been staying at the resi-
dence of F. H. Saxton, on Divinity street.
The Employees' Benefit Association of the

Smith-Patterson Co. held its second annual party
and dance at Howe Hall, Huntington avenue,
January 23, 1911. The event was pronounced a
great success by the 500 present. Guests of honor
were Carl D. Smith, of the concern, and Mrs.
Smith. The floor director was Edwin Lyons, and
he was assisted by Fred E. Chick, Foster F. Tabb,
Merton S. Lovell, Fred H. Furbush, Byron A.
Miller, Warren A. Smith, J. Edwin Eldridge,
Fred D. Sargent, Frank W. Mayer, Florence E.
Steele, Eliza A. Bucknam, Nancy C. Publicover,
Mabel T. Papineau, Helen C. Crowley, Minerva
M. Hildreth, Margaret F. O'Brien, Agnes E.
Guyer, S. Gertrude McPherson and Joe Miller.
The Camden Jewelry Co., of Camden, Me.,

have added a new ophthalmic chair to the already
well-equipped optical department.
C. W. Clough, of Pawtucket, R. I., has been

laid up for two or three weeks with the grippe.
Airs. Clough very ably managed the store during
the absence of Mr. Clough, who is back in the
store again.

Wills & Hicks, of Auburn, Me., have thor-
oughly renovated their store and examination
room. They have added a new ophthalmic chair,
ophthalmic table, roll top trial case and a kera-
tometer.
Leroy E. Cole, of Natick, Mass., was a recent

Boston visitor.
W. W. Cook, of Natick, Mass., called on the

jobbing trade of Boston recently.
Two men were captured by the Cambridge po-

lice after a chase over housetops, in which one
of the two jumped from the roof of a house to
the street, almost landing on a policeman. The
two men were Charles Crowley, 20 years old, of
No. 6o Sixth street, and Michael Murphy,. 23, of
No. 2 H street, East Cambridge. They were
charged with robbing the jewelry store of James
T. Rice, at the corner of Fifth and Cambridge
streets. After the capture Murphy's house was
searched. A valuable collection of jewelry was
found there. The police found twenty-two
watches, five stickpins, three watch fobs, three
chains, two gold lockets and a silver locket.

Defective insulation started a fire in the five-story
brick building at 410 Washington street, Boston,
Mass., and caused a damage of $5,000. The fire
started on a vacant floor, and worked up through
an air shaft to the fourth floor, occupied by the
H. L. Klein Co., opticians, and to the fifth, occu-
pied by C. M. Ward, jeweler. It took patrolmen
of the City Hall station half an hour to locate
the fire. The police saw lights in the building,
but thought they were electric lights. Finally the
watchman was aroused and the alarm rung in.
Samuel G. Learned, for twenty years with C.

D. Place and F. F. Place, and for the past ten
years member and manager of Frank F. Place
Co., 81 Hanover street, and Oscar A. Schnetzer,
for seventeen years in the wholesale jewelry busi-
ness, have associated themselves under the name
of Learned & Schnetzer at 387 Washington and
12 Bromfield streets, Boston, Room 712, where
they will carry a line of watches, diamonds, jew-
elry and optical goods.

J. W. Lander has opened salesrooms at the
corner of Westminster and Eddy streets, Provi-
dence, R. I., for watches and diamonds.
Frank Gendran, for several years with the

Smith-Patterson Co., as watchmaker, has opened
a store at 140 Summer street, Boston. For some
time he had business premises on Chauncy street.
F. H. Newhall, of W. F. Newhall & Sons,

Lynn, have started on a month's trip through
Florida, calling en route at Key West. Thence
he will proceed to Cuba.
M. N. Smith, of the Smith-Patterson Co., was

in New York recently on business.
Fire causing damage estimated at $75,000

burned out the six-story John L. Whiting build-
ing, 221 High street, Boston, recently. The stock
and plant of the Brooks Mfg. Co., makers of
jewelers' cases, on the third floor, were destroyed,
with a loss of several thousand dollars, covered
by insurance.

(Continued on pare 443)
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6 Inch Seamless Nickel Plated
Brass Case with 4 Inch Bell Metal
Gong on Back

EVERY 20 SECONDS FOR 15 MINUTES

Fitted with "Alarm and
Silent" Switch

6' Inch Seamless Nickel Plated
Brass Case with 4 Inch Bell Metal
Gong on Back

EVERY 20 SECONDS FOR 15 MINUTES

Fitted with "Alarm and
Silent" Switch

Write us about these "MODERN ALARMS"
BUT THEY MUST BE SEEN TO BE APPRECIATED

March, 1911 THE

Philadelphia
The past month was without any trade develop-

ment worthy of note, apart from the banquet of
the Jewelers' Club, which is now recognized to
be one of the most brilliant functions of its kind
given by any trade organization. The occasion
brought to the city many prominent jewelers
from distant points and infused considerable life
into the ordinary dull February situation. The
month was one of decidedly unpleasant weather,
which interfered materially with shopping. Prep-
arations for spring trade have already begun and
the outlook seems normally favorable.
Members of the special assay commission ap-

pointed by President Taft met at the Unifed
States Mint last month and began the annual test
for the determination of weight and fineness of
coins which have been put in circulation during
the last year. It took several days for the com-
mission to complete its task, and upon its findings,
as transmitted to the President, will depend the
report which he will make to Congress as to the
condition of the coinage in its relation to the
legal standard.
The coins tested were from the mints in this

city, San Francisco and Denver. For this pur-
pose there were taken at random one coin from
each mint delivery of moo gold coins and two
coins from every lot of moo silver coins. It is
the legal requirement that the large gold pieces
must weigh within one-half grain of the govern-
ment standard and the smaller gold coins within
one-quarter grain, while from one to one and a
half grains over or under weight is allowed in
the larger silver coins. The amount of precious
metal and alloy in each coin examined is deter-
mined by chemical test.
The commission, composed of twenty-one men,

was divided into three committees on counting,
weighing and assaying, and among their members
are eminent metallurgist and financial experts
from various parts of the country. At the local
Mint alone 193,000,000 coins were struck last year,
representing about $22,000,000.
William H. Hurlburt, of H. 0. Hurlburt &

Sons, started early last month on a pleasure trip
in the South. He will sojourn at the Pinehurst,
N. C., and visit Augusta, Ga., and other points of
interest. He found the more agreeable climate
of the South a pleasant change from the severity
characteristic of a Philadelphia February.
A handsome silver punch bowl, ladle and

placque to be presented to Commodore John H.
Bromley by the Philadelphia Yacht Club was the
centerpiece in an attractive window display last
month by Bailey, Banks & Biddle Co. The pieces
were designed and made by this firm, and the
occasion of their presentation was the retirement
of Mr. Bromley from the office of Club Commo-
dore on February 1st.

J. E. Limeburner, president of the J. E. Lime-
burner Company, 1702 Chestnut street, Philadel-
phia, Pa., started last month on a trip to Sabalos,
Cuba, where he and Joseph E. Haines, the man-
ager and treasurer of the firm, own conjointly a
flourishing fruit grove. This part of Cuba is
chiefly devoted to fruit growing, more particu-
larly grape fruit and oranges.
D. V. Brown. manufacturing and wholesale

Optician, Philadelphia, Pa., left last month on a
trip to Jamaica, whence he will go to Cuba. From
Cuba he will cross to Florida and thence to Nas-
sau. From Nassau he will return to Florida,
where he expects to spend a month, returning
home after the northern winter's severity has
passed.
The annual meeting of the Philadelphia Jewel-

ers' Club was held on Tuesday evening, February
14th. After the transaction of routine business
the election of officers was taken up and the
following were elected for the ensuing year:
President, L. P. White; vice-president, Stephen
B. Kent ; secretary, A. J. LeJambre; treasurer,
William Long. Board of Directors—J. E. Cad-
wallader, L. J. McGrath, A. G. Lee, Victor Per-
gesser and John A. Lehman. After the meeting
a luncheon was served.

Col. J. Warner Hutchins is now located in his
new quarters at 1328 Walnut street, and has issued
a handsome engraved announcement informing
his patrons of his removal. Colonel Hutchins
makes a specialty of diamonds and diamond jew-
elry and enjoys a select patronage among the

•
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wealthier classes of this vicinity. He is socially
prominent, being a member of the Union League
and Jewelers' Club, the Historical Society of
Pennsylvania, Cape May Yacht Club and in Ma-
sonic circles has attained the important position
of Grand Marshal of the Grand Lodge of Penn-
sylvania. He also takes much interest in the
jewelers' organization movement, and has been
honored with an office in the Pennsylvania Retail
Jewelers' Association.
A window display of J. E. Caldwell & Co.

which attracted much attention recently was com-
posed of handsome bronzes executed by the late
Frederic Remington, the well-known artist. The
widespread popularity of Remington's name and
pictures added greatly to the interest taken in the
beautiful specimens which made up the display.
The officers of the Pennsylvania Retail Jewel-

ers' Association wish us to remind the trade
throughout the State that the annual convention
of the organization will be held in Pittsburg on
May 4th and 5th, when an unusually large at-
tendance is confidently expected. The organiza-
tion enthusiasts are very desirous that the trade
in the eastern part of the State should make this
week a portion of their vacation so that they
could journey to Pittsburg and enjoy the fine pro-
gramme. now being considered for that occasion.
The Board of Directors of The Keystone

Watch Case Co. held a meeting on February 23,
1911, and elected the following officers for the
ensuing year : T. Zurbrugg, president and general
manager; E. T. Stotesburg, vice-president; Jobn
G. Mueller, secretary; C. M. Fogg, treasurer;
F. H. Kain, assistant treasurer.

Pittsburg
(Continued from page -131)

Some changes are being scheduled for the early
spring in the way of new locations for Pittsburg
jewelers. It is not definitely known what con-
cerns have decided to locate in the big Jenkins
Arcade, which is nearing completion with 200
stores and moo offices in Liberty, Penn and Fifth
avenues, but some are said to have been decided
upon. Buchbinder, the veteran optician, is going
to have his store in the new structure facing
Penn avenue, moving from his old-time stand,
at Fifth street and Penn avenue, early in March.
M. Goldstein, manufacturer and diamond setter,
has leased rooms and shops on the second floor
of the Pittsburg Life building, at Liberty avenue
and Sixth street.
There has been an unusually good showing

this spring in new leather goods, according to
the trade. Sales of old stock have been rather
large on bargain counters, but there appears al-
ways plenty of buyers for the latest novelties.
J. M. Roberts' handsome store on Market street

is also making a fine show with a superb stock
of unusual propositions.
Terheydens and Spandau Brothers, in Smith- •

field street, report an encouraging outlook for the
spring season.
George B. Barrett Company is preparing to

make the change of location mentioned last
month, and workmen are fitting up the new
quarters in the Hamilton building on Wood street
for the company. This company reports a very
fair trade for this season, with February showing
better than January in volume of business.
Among the wholesalers the reports of road men

are considered gratifying, and there is promise
of better things as the new year advances. All
of this bears out the reports of improved indus-
trial conditions in the surrounding territory and
a general enlargement of enterprises with more
steady employment of workmen.

Generally labor conditions in
Labor Conditions Pittsburg are excellent. Wage

agreements have been adjusted
practically in all lines for the year. Some slight
disturbances are reported in mining fields, par-
ticularly in the Irwin coal fields just east of
Pittsburg, but reliable reports indicate that these
difficulties are waning rapidly. It is a fact that
many of the old miners in that section have been
forced to move out. but thousands have taken
their places and affairs are shaping up well for
the spring and summer operations.

Pittsburg has been threatened more or less fre-
quently with a street car tie-up owing to the rest-

less activity of leaders of cartnen's unions, but
thus far nothing has occurred that has developed
any serious break. This one element keeps the
retail trade in all lines more or less concerned.
The jewelry trade has been more or less inter-

ested in the recent development of industrial
towns in the Pittsburg district, one of which,
Woodlawn, has grown from open fields to a com-
munity of 8000 during the past year or so, and
promises to double that population in eighteen
months, affording an opening for some enterpris-
ing dealer to locate. A few miles further down
the Ohio Valley the Crucible Steel Company has
purchased a small steel company at Midland and
is preparing to expend vast sums in developing
and enlarging the plant and the town, also open-
ing up new fields for the enterprising retail jew-
eler in the near future. Up the Allegheny Val-
ley Brackenridge and Tarentum are booming with
new steel plants and bringing new lines of trade
there, all of which have been drawing supplies
from Pittsburg. dealers.

New England
(Continued from page 441)

U. C. Smith & Co., Brockton, have acquired the
premises recently occupied by the First National
Bank. Extensive alterations and improvements
are being made, and it is expected that the store
will be ready for occupation within a month.
The marriage of Fred R. Furbush, with Smith-

Patterson Co., and Miss Gertrude E. Saunderson,
of West Newton, took place at the home of the
bride, 66 Davis avenue, February 6th. After the
ceremony, at which the bride's parents and rel-
atives and fifty guests were present, a reception
was held, nearly 300 taking part. Mr. and Mrs.
Furbush received many handsome gifts, among
them a beautiful French crystal clock from the
members of the Smith-Patterson Co., and a set
of sterling silver tableware from the employees.
The ushers were Edward Lyons, William Tuttle,
George Saunders and Foster Tabb, employees of
the Smith-Patterson firm. Mr. and Mrs. Fur-
bush spent their honeymoon in New York.

J. L. Cobb, a prominent jeweler in Mansfield,
Mass., attended the banquet of the Boston Cham-
ber of Commerce held in Boston recently.
One of the most elaborate and finest garages

in the New England States has been opened up
in Bridgeport, Conn., under the leadership of E.
M. Jennings, of the Jennings Brothers Mfg. Co.,
of that city. The garage is run under the firm
name of The Erwin M. Jennings Co.
The Handel Company, Meriden, Conn., have

added a four-story slow-burning fireproof brick
building in order to take care of increasing busi-
ness. The new part will serve as an office, show-
room, decorating department and stock room, and
makes possible considerable expansion. This com-
pany makes a line of very high-grade lamps and
electroliers and art metal goods.

Association Doings in Wisconsin
The energetic secretary of the Wisconsin Retail

Jewelers' Association, A. W. Anderson, of
Neenah, has favored us with the following:
A gold and silver stamping law has been in-

troduced into the Wisconsin Legislature through
the efforts of President Keller and officers of the
Wisconsin Retail Jewelers' Association.

It is identical with those introduced in other
States in the last few years and conforms exactly
with the national stamping act. It is too early
to predict the outcome for this bill, but the State
officers are ready to do their best to push it to a
successful conclusion.
The next meeting of the Fox River Valley

Jewelers' Club will be held in Oshkosh, Thursday,
March 9th. No doubt there will be a large gath-
ering, as there has been no meeting since August
3oth,_ and the Fox River boys are always keen
for setting together. The merits of the minimum
repair prices, which went into effect last Novem-
ber, will be the principle topic for discussion.
The regular quarterly meeting of the directors

of the State association will be held at Oshkosh,
Thursday, March 9th, preceding that of the Fox
River Valley Club. Dinner will be served to the
entire assemblage at the Athearn Hotel, 6.30 P. M.
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extensiveness of designs admits
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Baltimore
The Jewelers' Security Alliance have been ad-

vertising in the daily papers that they will pay
a reward of $too for information leading to the
arrest and conviction of the person or persons
who, on January 28th, broke the show window
of the store of Leon Levi, 307-309 West Lexing-
ton Street, stealing therefrom goods to the value
of several hundred dollars. An ordinary pave-
ment brick, wrapped in carpet was used to break
the glass and everything within reach was taken.
In committing the robbery one of the thieves
evidently cut himself on the window, as the floor-
ing was stained with blood as was the pavement
for several feet away. This is the fifth robbery
of its kind committed in this vicinity within the
past few months.
M. Koenigsberg, 30 East Baltimore Street, had

on display in his show window replicas of the
famous Cullinan diamonds, which exhibition at-
tracted much attention by reason of the history
of the stones.
Jacob Epstein, proprietor of the Baltimore Bar-

gain House, has purchased from the executors of
Samuel Kaiser the premises at 2 and 4 Liberty
Street. The buildings now on the site will be torn
down and the space thus acquired utilized in the
proposed new structure which will shelter the
Baltimore Bargain House.
After an illness covering a period of about a

year, Edward M. Oppenheimer, of the firm of
M. J. Oppenheimer & Co., died at his home, 227
Linden Avenue, on the 15th ult. Mr. Oppen-
heimer was a prominent clubman of this city, being
a member of the Phoenix Club, Elks' Club, Har-
mony Circle and other Hebrew charitable, benevo-
lent and social bodies. He was senior member of
the firm which is located at 122 West Baltimore
Street, was 37 years of age and is survived by
widow, his mother, brother and sister.
Not satisfied with the load of clothing he stole

upon his first visit to the store of H. K. Williams,
at Ijamsville, near Frederick, John Reed, 20 years
old, giving Boston as his home, made a second
call on the store when the proprietor was absent,
but was shortly afterwards caught. When ar-
rested Ile was found to have concealed upon him
six watches, four revolvers and twenty-two
knives. He claims to have come from Baltimore
and the local police will no doubt be asked to
look up his record, etc.
A large number of out-of-town jewelers visited

this city during the past month for the purpose
of buying the new goods now being shown in this
market to renlenish their present stock. Among
those were: B. F. Cole, Kingwood, W. Va.; Lee
Probst, Clarksburg, W. Va.; S. S. Kaufman,
Fredericksburg, Va.; C. B. Bender, Hagerstown,
Md., and Mr. and Mrs. J. P. Taylor, Emporia, Va.
George E. M. Wareheim, 1103 West Baltimore

Street, spent some little time with his father and
mother at Maple Grove, Md., going from there to
Hempstead and Union Bridge.
Lee Probst, of Clarksburg, W. Va., on his

trip here last month, was accompanied by his
father, who came here for the purnose of under-
going a minor operation at the Johns Hopkins
Hospital.
The retail business in this city during February

may be called very quiet, due in a large measure
to the very inclement weather which prevailed.
J. Engle & Co., report that their out-of-town
trade is about normal, their salesmen doing the
usual amount of spring business.

Shirley & Co., material business, who recently
put on another salesman to cover parts of Mary-
land, Virginia, West Virginia and Pennsylvania,
report their business increasing.
The Maryland Retail Jewelers' Association

bowling team is practicing in anticipation of a
match with the teams of the association from
the District of Columbia, Philadelphia and Pitts-
burg, to be held during the convention at Rich-
mond, Va.

' 
next August if their challenges are

accepted. They will also, in the meantime, meet
teams from other cities and those of the jobbing
houses and individual stores.

It is reported that Edgar Brooks, a clerk in the
employ of Richard F. Whittington, 679 Columbia
Avenue, was badly injured as a result of his
being knocked down and run over by a heavy
wagon. His collar bone was broken and he re-

ceived a very bad shaking up, but the chances for
his recovery are good.
The C. C. Crooks Company held the.ir annual

stockholders' meeting on Tuesday, February 14th.
The report of the president, C. L. Crooks, showed
a good increase in business over the preceding
year, and that the concern is in prosperous con-
dition.

Maryland Retail Jewelers' Association
The Maryland Retail Jewelers' Association,

with a number of non-members as its guests, held
a special meeting in the Hotel Rennert, at Balti-
more, to give the local jewelers an opportunity
of becoming acquainted with the president and
secretary of the American National Retail Jew-
elers' Association, Messrs. Steele F. Roberts and
Claud Wheeler, and to endeavor to bring the
jewelers a little more closely together.

Messrs. Roberts and Wheeler, accompanied by
A. 0. Hutterly, president of the Retail Jewelers'
Association of the District of Columbia, arrived
early in the day by trolley from Washington,
,where, on the previous day, they had held a simi-
lar meeting. They were met by the local recep-
tion committee and conducted to the hotel, where
arrangements had been made for them in ad-
vance. Plans were then completed with reference
to the missionary work that was to be done by
the visitors, and President Schirm, of the local
body, conducted Mr. Roberts to the stores of
many of the members, while Mr. Fred Euler did
the same with Mr. Wheeler, and R. B. Smith with
Mr. Hutterly. They succeeded in visiting a large
number of places, stopping in this work only in
time to get to the hotel in time for the evening
meeting, having done much good work and re-
ceiving a large number of assurances of support
from the larger representative jewelers and many
of the smaller stores not already shown on the
roster of the association.
After an informal reception in the hotel par-

lors Mr. Schirm invited those present to the room
set aside for their use and the meeting was called
to order. President Schirm presided, and in
greeting those present thanked them for the sup-
port given the association in the past and stating
that he hoped for a continuance of their support,
introduced to them the national president, Steele
F. Roberts.
Mr. Roberts in turn thanked them all for the

kindness shown him during his brief stay in the
city and then proceeded to give one of the most
interesting of talks, incorporating therein many
experiences of his trips around the country in
the interests of the national body, conditions as
he found them in other cities and similar matters,
holding his audience from start to finish.
Probably the subject of department store corn-

petition and that of the retail jobber proved of
most interest, as these are the two matters which
make the successful carrying on of a jewelry
store a weighty problem. He said that the de-
partment store competition had come to stay, and
that possibly there was only one way to meet it,
and that was personality (in the main part).
"Make the reputation of your store, the superi-
ority of your goods, your advertising and your
personality of such dominant power that the pub-
lic will be drawn irresistibly to your store to
make their purchases of you. Doubt and fear as
to quality and value causes distrust. Get the con-
fidence of the public and you need fear no com-
petition. This also applies to mall-order houses.
Personality is the greatest element in business
life. A good personality is the most valuable
asset a retail jeweler can have in his store: it at-
tracts patronage and creates confidence. Special-
izing is another valuable feature along these lines.
The jeweler must now declare himself as an ex-
clusive dealer in diamonds, watches and jewelry,
and must, as rapidly as possible, eliminate such
material as do not rightfully belong in a jewelry
store. As to the retailing jobber, this menace to
the recognized retail trade can perhaps best be
handled through the manufacturer. He must un-
derstand that the retail jeweler cannot, with a
profit, handle his goods if the jobber can sell at
the same price as we do, one article at a time. It
is not our intention of getting after the manufac-
turer with the "big stick." but it is believed that
they will some time in the future see the equity

of our contention and cease selling to the piratical
jobber.
The peddler question must be handled locally

by the jewelers all working together and the pas-
sage of adequate laws and a high license fee.
Mr. Roberts further talked on the evils of over-

buying; the desirability of a gold and silver
stamping law in each State similar to the national
law, and a trade mark and quality stamp on all
gold and silver wares, recommending activity with
a view to the passage of the former in Maryland,
concluding with a brief history of the future aims
of the national association.
The conclusion of his speech was promptly met

with a motion, duly seconded, that he be given a
rising vote and thanks, which was done.
Secretary Claud Wheeler was next introduced

by President Schirm.
"As for the jewelers in this city being disap-

pointed," said Mr. Wheeler, "I do not think they
should be. I do not know how the conditions
were in the beginning, but I feel safe in saying
that the conditions have been improved by this
association. If only five or six jewelers get to-
gether they would get the good out of it ; it is the
man who stays away from the meetings who loses."
Continuing, Mr. Wheeler gave an account of

the first formation of the national association and
what it has done up to the present time and what
may be expected next August. Ile got the mem-
bers so worked up over the good time to be had
at the convention that before he finished he had
the entire number present pledged to attend.
Mr. Schirm then followed with a few remarks

on the kind feeling shown the local association
by their friends in the District of Columbia, how
the latter were always willing to attend the out-
ings in Baltimore and to visit that city to do mis-
sionary work in the interests of the former, to
say nothing of the hospitality shown members of
the Maryland association when they returned
these friendly visits. "I am pleased to say that
we have with us this evening the president of that
association, and I am going to call upon him as
our next speaker. Gentlemen, A. 0. Hutterly, of
Washington, our friend."
Mr. Hutterly spoke on profits'. "Mr. Roberts

has struck a good subject ; the whole thing rests
on profits. That is something I, for one, do not
see much of, and it is all due to us jewelers—we
do too much for nothing and sell too close. It is
my firm belief that 70 per cent. of the retail
jewelers of this country do not know what it
costs to do business, and when an article is
bought for say $1 and sold for $1.50 they think
they have made 50 cents. Now, it may cost them
costs to do business, and when an article is
must be guaranteed and looked after, and then
where does the profit come in? That is the
trouble with the jewelers, I believe, and the dear
public says it only cost $1 and they get $1.50 for
it ; I wish we got the profit they think we do, and
the quicker we organize and the more we organ-
ize the nearer we will be to getting it. We are
an intelligent body of men, and yet we continue
along these lines.
"The fact that your customers come to you, have

confidence in you and prefer to buy from you is
ample proof that they are willing to pay you a
fair and living profit, but they will not give it
to you unless you ask for it."

Messrs. Frank Persohn, Fred Euler, J. J. Bar-
tholomee, R. B. Smith and George Schaeffer each
gave an interesting account of what the associ-
ation had done for him, and it was surprising to
note the large benefits they had really received.
One of these said that he had learned to dis-
criminate between truth and untruth in that when
a customer came to him and inquired about an ar-
ticle for sale at $12, stating that it could be pro-
cured at such-and-such a place for $to, and that
place held membership in the association, he
knew that this statement was untrue, because
"shop" is about all that comes up at the meetings,
and prices are well known. Prior to his mem-
bership in the association this jeweler might have
taken the customer's word and sold the article at
a reduction just to hold the trade, but not under
present conditions. This is but one instance of
the above mentioned benefits.
The members were then invited to another

room where refreshments were in waiting, and
over the cigars and other good things many inter-
esting experiences were related.
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Kansas City
The business situation in Kan-

Business sas City and the southwest
has shown a surprising im-
provement during the past

thirty 

Improving

. In the month of January trade was

a)rnoSt stagnant and collections were poor. But

avry has been very different. Business in

the medium-priced goods has been brisk
 and col-

lections have been very good. Watches and dia-

monds are not moving very fast, but smaller st
uff

is in good demand. Reports from the country

are encouraging with practically the same 
condi-

tions as are noted in Kansas City. Banks re-

ported a slowing up of all business at the b
egin-

ning of the year, and there were many p
redic-

tions that no revival was in sight. But these

predictions have failed so far as February is con-

cerned, and merchants now believe there will he

a steady increase in business until the hot wea
ther.

Perhaps the most important

Agricultural factor in bringing about a

Outlook business revival was the gen
eral rain which visited the

whole of the central western territory during t
he

week of February 12th. As this territory is en-

tirely dependent upon agriculture there was much

uneasiness on account of the long-continued

drought. In some sections there had been no

moisture since last August, and in practically all

of this territory no rain or snow of consequen
ce

had fallen since October. Wheat fields lay barr
en

and no seed took root. Farmers were much dis-

couraged, and this had a depressing effect on

all lines of business. But the farmers are now

jubilant because of a generous and continued rain

which has put their fields in excellent condition.

ground.
There 

was followed by a gentle but heavy

snow for this latitude, which will protect the

There have been no business failures of con
-

sequence in this territory since the first of the

year, neither have there been many new business

establishments in that period. Conditions were

not encouraging for new concerns. But with the

improved situation it is believed there will be

additions and enlargements the coming spring.

The better feeling in all business is reflected on

l sides. 
Rolland Montague, formerly of the •stock de

-

partment of the Meyer Jewelry Co., is now 
on

the road for the firm, covering Missouri.

C. F. Fountain, formerly of Park City, Utah
,

left last month for Little Rivers, Quebec, Canada,

where he will open in business.
Harry Hershfield has opened a new store at

1003 Walnut street, the old Crellin & Feller's

location. 
E. Freeman. of Paola, Kans., was in Kansa

s

City last month to meet his son, Harry, who was

en route home from Arizona, where he went to

regain his health.

J. R. Mercer, formerly of to East Elevent
h

street, has moved his jewelry store tempo
rarily

to 1014 Grand avenue. Mr. Mercer opened the

Eleventh street store in 1891, and during the

twenty years there five of the seven jewelers
 in

business in the same block all failed. In 1891

the Mercer store was occupied by a tea sto
re

paying but $40 a month rent. Mr. Mercer began

by paying $15o a month for five years. His next

we years cost him $250 a month rent. In Ooi

Mr. Mercer leased the whole building for f
ive

years at $10,000 a year. At the end of this time

his rent was increased to $12,000 a year. In the

new fifteen-story building which is to replace 
the

one recently raised, the same store front is to be

rented for $16,000 a year.
The firm name of W. C. McDermott, at Ham

-

burg, Ark.. has been changed to McDermott & 
Co.

T. W. Loper, who has been engaged in th
e

Jewelry business at Tallulah, La., is now loca
ted

at Pine Bluff, Ark.
The .S. M. Kennedy jewelry store, of Wichit

a

Falls, Texas, recently suffered a fire loss ofsoo 

F. 0. Case, formerly in business in Indiana,

has opened a jewelry store in Wilburton, Okla
.

George H. Edwards, president of the Edward
s

& Sloane Jewelry Co., recently returned f
rom a

trip to New York.
T. F. Varney, of Wichita, Kans., is retiring

from the jewelry business. Mr. Varney is hav
ing
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Plans drawn for a new $1o,000 home 
which he

contemplates building.
The Federal Court has been asked to declare

W. J. Mulnix, of I-{olden, Mo., a bankrupt. T
he

application was made for the C. B. Norton 
Jew-

elry Co., D. B. Ward & Co. and the Meyer Je
w-

elry Co., all of Kansas City. The application

states that Mr. Mulnix owes more than $i000.

w. E. Lee has closed out his business at Corn
-

ing, Iowa, and moved to Grant City, Mo., where

he will continue in the jewelry business.

William Withana has opened a new jewelry

business at Roxbury, Kans.
W. E. Nichols, formerly engaged in the jewelr

y

business at Butler, Mo., is now in the employ of

the Thomas Jewelry Co., at Kirksville, Mo.

J. R. Delaplaine, formerly of Hope, Kans., i
s

now with Pracht Bros., Wichita, Kans.
D. J. Dunning, for many years a jeweler at

544 Minnesota avenue, Kansas City, Kans., 
died

February 2(1 after a short illness. He is survived

by a wife and young son.

Henry Guenther, for several years a jeweler

and watchmaker at Thirty-first and Holmes

streets, has gone to Providence City, Texas, where

he has purchased a farm. J. A. Pierce, formerly

with the Green Jewelry Company, bought 
the

stock and will continue the business at the sa
me

location.
R. E. Junge, who has been in the employ o

f

jewelry firms in Newton, Kans., and Hutchins
on,

Kans., recently opened in business for himself
 at

Newton.
Geo. H. Edwards is occupying his new ho

me,

3533 Harrison boulevard. On Friday evening,

February 17th, Mr. Edwards gave a house war
m-

ing for all of the employees of the Edwards
 &

Sloane Jewelry Company.
F. W. Harpst recently opened a watch an

d

jewelry repair shop in Kansas City, Kans.

C. T. Neilson, of Denison, Texas, is a 
new

house salesman for the C. B. Norton Jewelry 
Co.

Moad Lamar, with the Porter & Wiser Jewelr
y

Co. for several years, left last month for L
os

Angeles, Cal.
0. A. Reed & Co., formerly in business in

 the

Missouri building, have moved to larger roo
ms

in the Myers building, Tenth street and Gra
nd

avenue.
H. C. Youngblood, a graduate of the Kansa

s

City Watchmaking and Engraving School, i
s now

engaged in business at Oil Center, Cal.

J. R. Hanschildt, of Eskridge, Kans.; S. E
.

Cogswell, of Kirwin, Kans., and A. G. Norr
is.

of Florence, Kans., were all in Kansas City,
 Kans.,

the week of February 13th, delegates to the 
Ma-

sonic Grand Lodge.
George Winsted, of Great Bend, Kans., ha

s

purchased the Amos Plank jewelry store in

Hutchinson, Kans.
D. W. Hicks, of Wellington, Kans., has traded

his building on North Washington street fo
r a

jewelry stock at Iola, Kans.
John Boosinger, formerly a member of the

office force of D. B. \Vard & Co., left last mon
th

for Chicago.
J. A. Lukens, of Hiawatha, Kans., is remodeling

his store and putting in new fixtures.

Joseph Lake is a new jeweler at Hannibal, Mo
.

H. H. Jeffrey. designer and manufacturer
 of

hand-made jewelry, formerly in business 
at Tot

Aragon building, is now located at 224 Myers

D. P. Turney has succeeded to the jewelr
y

business of S. Ringlund, Ceresco, Nebr.

Frank Garnier, the Kansas City, Kans., pa
wn-

broker, was tried on a third count last 
month,

that of receiving stolen goods belonging 
to the

Woodstock-Hoefer Jewelry Co. Garnier took

the stand for the first time since he has been

tried. He claimed that he had purchased 
goods

from the boys employed by the various j
ewelry

houses, but that he did not know the goods
 were

stolen. The jury deliberated two and one-half

days on the case, and was finally dismissed
. The

case is set for a rehearing the first Monday in

March. Gamier was convicted on two counts

early in January. The jury found him gui
lty of

receiving stolen goods from Nevin Bros.

Henry A. Reinhart, vice-president of the Var
-

ney Jewelry Co., at Wichita. Kans., for th
e past

three years, has purchased the interests of
 T. F.

Varney and taken full possession of the stock.

The store is one of the largest in the 
jewelry
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business of Kansas. The firm name is now

Henry A. Reinhart.
Arthur Jahnke, of Tripoli, Iowa, has sol

d a

half interest in his jewelry business to Louis

Jahnke. The firm will be known as Jahnke
 Bros.

Louis M. Fey has moved his jewelry stock

from Chamois, Mo., to Weldon Springs, 
Mo.

H. A. Shumate, of Kansas City, is no
w with

the Haupt Jewelry Co., at Bartlesville, O
kla.

The following called at the wholesale 
houses

last month : A. F. Easterday, Mena, Ark.;
 C. W.

Penn, Centralia, Mo.; C. W. Mitchell, C
arrolton,

Mo.; J. Q. A. Shelden, Manhattan, Kans.
; Mr.

Masher, Jr., of J. A. Masher & Son, Bu
rlington.

Kans.; L. S. Grin, Jewell, Kans.; N. H. 
Harris,

Pond Creek, Okla.; M. B. Gordon, Braymer,

Mo.; A. Manifold, Beloit, Kans.; Fred Dr
yden,

Lee's Summit, Mo.; J. 0. Scott, Paola, K
ans.;

H. L. Haas, Milan, Mo.; H. L. Pierce, 
Bellville,

Kans.; Chas. Weber, Lexington, Mo.; J. F
. Hib-

bard, Mound City, Mo.; C. E. Tarr, G
reenfiek,

Mo.; Chas. Weber, Lexington, Mo.; Frank
 Ilil-

lix, Weston, Mo.; W. D. Hoyal, Goodland, K
ans.,

M. H. Hill, Smith Center, Kans.; A. L. 
Cline,

Wellsville, Kans.; J. W. Brassfield, Smith
ville,

Mo.; A. C. Sturgeon, Stigler, Okla.; J. R. W
eak-

ley, Holt, Mo.; T. W. Scanlon, Polo., Mo.; 
J. D.

Sexton, Lawson, Mo.

Annual Convention Indiana Association

The Evansville, Ind., jewelers are busily en
-

gaged working on matters of interest pertain
ing

to the Indiana Retail Jewelers' Association whi
ch

will hold its annual convention in that city May

2(1 and 3d. On the programme will be sp
eakers

of national prominence, and an effort will be

made to have interesting exhibits by manufa
c-

turers and jobbers. But the jewelers in the

southern part of the State are not alone in 
their

efforts to make the convention a great big s
uc-

cess; their brothers in the northern part of
 Indi-

ana are also "up and doing." A special co
mmit-

tee, of which W. H. Mellor, Michigan City, and

C. M. Schuell, South Bend, were members, 
ar-

ranged to hold a banquet at the Oliver H
ouse,

at South Bend, on the evening of February

22d, to give the members in the towns north

an opportunity to help boost the convention a
nd

to make arrangements to attend in a body.
 The

Indianapolis members are talking -of charter
ing

a special car to leave this city on the ni
ght of

May 1st, thus making it possible for the open
ing

of the convention, on the morning of the 
2d,

being well attended.

Newark Retail Jewelers' Association

The members of the Newark Retail Jewel
ers'

Association held the first annual dinner of the

organization on January 31st at the New Jer
sey

Automobile Clubhouse, East Park and Broad

streets, Newark. The reunion had a busin
ess as

well as a social purpose, and many important

matters were discussed after the dinner. Charles

Hartdegen, president of the organization, 
acted

as toastmaster.
Among the subjects discussed was the fami

liar

one of a charge for valuing diamonds. A 
num-

ber of the members explained their method of

treating this difficulty, and it was finally decided

that 2 per cent. of the value of the stone sho
uld

be charged for valuation, and that the 
minimum

charge should be $1.
The question of retailing by wholesalers 

and

manufacturers was also discussed at considera
ble

length, and there was a general consensus 
of

opinion that a large proportion of the legitimate

patronage of the retail jeweler was diverted in

this way. It was complained that some of the

local manufacturers allowed some of their e
m-

ployees to dispose of a portion of their pr
oduct,

and that in this way also much business was

diverted from them.
The meetings of the organization are held 

on

the fourth Tuesday of each month. and it was

decided that in future some special topic 
of in-

terest to the trade would be selected for d
iscus-

sion at each meeting. The members were 
strongly

urged to canvass their friends tx•ith a view to

their joining the association, which has 
already

been of considerable benefit to the Newar
k and

Orange trade.
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C. A. M. & Co.'s Gold Filled Jewelry has Quality

THROUGHJOBBERS

HIGH GRADE GOLD FILLED THE LINE THAT RESISTS WEAR

LIt has the Design—the work of artists trained by long experience. Men who know how to apply to jewelry the Ornament
of any School. It has the Workmanship—for skilled hands, aided by every known modern appliance, follow it through

every process. It has the Inspection—skilled eyes reject every piece not up to the Marsh Standard—which is Perfection.

C. A. Marsh C& Co. :: ATTLEBORO
MASSACHUSETTS

Ask to see the C. A. M. & Co.'s Line and look for Trade Mark
ORDER BY NUMBER OF YOUR JOBBER
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'TRADE MARI(
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Detroit
One of the most successful annual meetings

of the Detroit Retail Jewelers' Club was that
held last month in the rooms of the Harmonie
Club. The gathering was largely attended by the
most representative men in the trade, and keen
interest was taken in the business of the evening
and in the affairs of the association. The pro-
ceedings opened with a banquet which was marked
by the utmost good fellowship, and stories and
jokes added greatly to the enjoyment. Following
the banquet a business session was held at which
the following officers were elected : President,
Charles W. Warren ; vice-president, Andrew Toe-
pel; treasurer, Hugh Connolly; secretary, Robert
C. Traub.
The treasurer's statement showed the finances

to be in excellent shape, with a small balance in
the treasury.
During his annual address President Warren

urged upon the members the advisability of main-
taining prices at a reasonable figure and pleaded
with the members to remember their agreements
and not to resort to cut-throat competition in
order to get business. He also urged some action
to stop, if possible, the selling of goods at retail
by wholesalers; action to prevent the operations
of the itinerant or jewelry peddlers and efforts to
make it difficult, if not impossible, for a stranger
to rent a store in Detroit and conduct a business
during the Christmas rush.
One of the largest show case robberies ever

pulled off in Detroit took place on Sunday night
last month when thieves boldly smashed the case
in front of J. Friedberg & Sons' store, 2I0 Wood-
ward avenue, and got away with goods valued
at $550. Among the articles taken were a tray of
charms valued at $roo ; 48 coral rings of a total
value of $250, and 118 other rings worth $200.
This is the third time within about a year that
this store has been visited by burglars. No clue
has been gained as to the identity of the thieves.
This is the fourth time the Friedberg store has
been visited within a year.
A new portrait of Dr. A. W. Ives is on ex-

hibition in the window of Wright-Kay & Co.'s
jewelry store. It is the work of Percy Ives, con-
sidered the foremost portrait painter in Detroit.
Mr. Ives is now at work on a painting of Judge
J. W. Stone, of the State Supreme Court.
Joseph H. Jose has applied for permission to

erect a large electric sign in front of his jewelry
store at 2489 Jefferson avenue.
When the affairs of Arthur F. Harwood, jew-

eler, who filed a petition in bankrunt6y last month,
are settled up it is believed there will be little
left for creditors. His liabilities total $8o3o,
while his assets, including stock and fixtures,
amount to only $2990. Most of the creditors are
Eastern manufacturers and wholesalers, and the
amounts run from $200 to Strom Mr. Harwood
had had no retail experience whatever when he
started in business two years ago. It was in his
store that a mysterious burglary of $450 worth
of diamonds occurred three months ago, the
goods being returned by mail following the pub-
lication of the robbery in the local papers.

J. C. Britton, for six years with Max Jennings,
St. Clair, Mich., has resigned his position and
will take over the business of C. L. Stone, in
Unionville.
David Nederlander, jeweler at 5r Monroe ave-

nue, was seriously injured, and his brother Harry
was instantly killed February 14th, when their
auto skidded in the slippery pavement and crashed
into a telegraph pole. The machine was running
about forty miles an hour. The brothers had
been entertaining a party of friends, including
several ladies, and no one escaped injury.
William C. Noack, of the firm of Noack &

Gorenflo, is spending a month in Pinehurst, N. C.,
having been compelled by ill health to give up
business for a short time.
Contractors have commenced work on the al-

terations to the building at 184-6-8 Woodward
avenue, which has been taken on a long lease by
Noack & Gorenflo. The building is now occupied
by three firms, but the partitions will be removed,
and Noack & Gorenflo will take two floors 6o by
loo feet. The other floors will be leased to de-
sirable tenants. The alterations include a new
and up-to-date front, passenger and freight ele-
vators, a handsome marble entrance and mosaic
floors. The building, when completed, will be

one of the most attractive and commodious in the
wholesale district.
Mrs. Rowley, wife of M. E. Rowley, traveler

for the E. H. Pudrith Company, who has been
seriously ill. is now much improved.
Wayne Zimmerman, for three years with H. A.

Hulet, Marshall, has accepted a position with
Peters Bros., Davison. He will take the position
formerly occupied by R. R. Rogers, who recently
established the business of the Fayette Jewelry
Company, in Fayette, Ohio.
Paul Fisher, aged 65, of Flint, a jeweler in

the factory district for many years, was found
dead in a room in the rear of his store on Feb-
ruary 1st. The discovery was made by a patrol-
man who found the door open. Fisher was un-
married and lived alone. The coroner conducted
an investigation and decided that Fisher died
of natural causes.
The E. H. Pudrith Co. have erected a new and

attractive electric sign to take the place of the
one that was blown down during the blizzard
of last month.
C. V. Haas and Mrs. Haas have started on a

trip that will take them through most of the
Southern States and will keep them in the South
for several weeks.

J. A. Schirmer has purchased a new Cadillac
automobile.
H. E. McCoy, of Battle Creek, is disposing of

his stock and will retire from business.
I. W. Townsend, watchmaker with the E. H.

Pudrith Co., has recovered from a severe attack
of pneumonia and is back at work again.
John Schwegler, who has been conducting an

auction sale for several weeks, has disposed of
his stock and retired from business. He was in
business for many years at 57 Monroe avenue,
and well known and popular among the men in
the trade.
The Detroit Retail Jewelers' Club will hold a

smoker on March 2d.
The stock of the Imperial Jewelry Company,

whose failure was mentioned last month, has
been sold. David Nederlander got the Gratiot
avenue store for $4875, while the Grand River
avenue store went to Smith Bros. for $r125.
The bidding was unusually spirited and the sale
was made at unusually good figures.
William Stickle, who has been for several

years a member of the jewelry firm of Schultz &
Stickles, in business at 1314 Chene street, has
retired from the firm and will go into the auto
repairing business. The jewelry business will be
continued by Mr. Schultz.
The introduction of a bill into the Michigan

Legislature to abolish secret societies in Michigan
high schools and colleves has called forth a vig-
orous protest from Detroit jewelry manufac-
turers, and they have decided to organize to fight
the bill. Agitation against high school frater-
nities has been going on in Detroit and through-
out the State for a long time, but only recently
has any definite step been taken to suppress these
Greek letter societies and "frats." The manu-
facturing jewelers are anxious to keep the so-
cieties in existence because of the amount of
business they do in pins and emblems.
W. T. Davies is moving his business from

Grand River avenue to Mack avenue. His new
place of business will be located near the East
Grand Boulevard, a section of the city that is
growing rapidly.
W. H. Cress, of Cheboygan, Mich., announces

the birth of a son.
Mrs. Hugo Stahle, whose husband is head

watchmaker with Noack & Gorenflo, is improv-
ing nicely after undergoing a serious operation.
After a serious illness which kept him con-

fined to his room in Duluth, C. H. Kellar, traveler
for Noack & Gorenflo, has again resumed his trip.
E. H. Pudrith spent a few days recently in

Chicago.
I. W. Townsend, watchmaker with the E. H.

Pudrith Co., is seriously ill with pneumonia at
this writing.
A new store will be opened at 235 Hastings

street by J. Shuman. Mr. Shuman has had much
experience and is well known in the trade.
The stock of the defunct Finley Jewelry Co.

was purchased at bankrupt sale by M. E. Smith,
and the store has been reopened with Hugh
Finley in charge.
A particularly sad death was that of Miss

Dora Bauman, aged 22, niece of Henry E. Krug,

449

jeweler, 44o Gratiot avenue, which occurred sev-
eral days ago. The young woman had made her
home with Mr. Krug for several years. She
had been preparing for several weeks for her
wedding, but on the eve of the marriage she
was taken suddenly ill and died in a short time.
Frank Presswell, of Holly, has sold his business

to T. R. Hadley and will remove to New Mexico,
where he will again engage in the jewelry busi-
ness.
Ralph Schirmer, who is associated with his

father in Saginaw, has returned from a trip to
New York and other Eastern jewelry centers.
Edward G. Koelzer, for the past three years

a manufacturing jeweler in the Hodge building,
has erected a building of his own at 769 Elm-
wood avenue, and will add to his facilities.
For the second tune within a month a thief

threw a brick through the window of John
Michalokowski's store, at 617 Ferry avenue East,
and stole two gold watches and several smaller
articles of jewelry.
Charles Martin, who robbed the jewelry store

of Switzer Bros., in Mt. Clemens, was found
guilty in Circuit Court and sentenced to the
Detroit House of Correction for from three to
fifteen years.

Representative Ashley has introduced into the
Michigan Legislature a bill to compel all manu-
facturers of articles which pass for gold or silver
to stamp on them plainly the composition of the
metal.
Fred Butcher, bookkeeper with C. V. Berkey

& Co., spent a few days last month at his home
in Muskegon.

Charles W. Ruhle, salesman with the Grainger-
Hannan Co., and James Goodrich, who has been
for some time with John Kay, have resigned their
positions. Mr. Goodrich will spend the balance
of the winter in the South.
S. R. Busby has taken a position as traveling

salesman with Kunz & Rogers. Although Kunz
& Rogers have been in the wholesale jewelers'
supply business for several years and have built
up a good business, Mr. Busby is the first traveler
they have placed on the road.

Allan 0. Hershberger, salesman with C. A.
Berkey & Co., has been promoted to a position
on the road. He commenced work in his new
position last month.
Previous to his departure for California, where

he expects to spend the rest of his days, J. H.
Hallister was entertained at luncheon, along with
the other employees of Hugh Connolly. Mr.
Hallister was presented with a handsome travel-
ing bag. He is one of the oldest jewelers in
Detroit, and at one time ran a prosperous busi-
ness of his own.
Gustave Diemel, aged 67 years, one of Detroit's

pioneer jewelers, died suddenly at his home, 210
Horton avenue, this month, after an illness of
but a few days. Mr. Diemel came to Detroit
forty years ago, and during all of that time had
been engaged in the same branch of the jewelry
business.
Frank Baker, watchmaker with the Detroit

Jewelry Credit Co., has taken a position with
Traub Bros.
W. R. Grainger, of the Grainger-Hannan Co.,

has returned from a trip to New York, during
which he visited the Eastern factories in search
for the newest ideas in jewelry.

I. Guilickson, formerly with Traub Bros., has
taken charge of the Grainger-Hannan Co.'s watch
repair department.
W. P. Seward, formerly in the jewelry business

in Newark, Ohio, has taken a -osition as salesman
with C. A. Berkey & Co.
The following •ewelers from different parts of

the State have been in the city during the past
month : George W. Smith, Dryden ; 0. H. Lutz,
Ann Arbor; A. B. Milkins, Wyandotte; George
Carhart, Ann Arbor 

' 
• L. H. Cooper, Oxford • Max

Jennings, St. Clair ; Fred Tewes, Lennox; W. T.
Blashill, Oxford; H. E. Ward, Saginaw; Grant
Holden, Yale; L. C. Sterling, Crosswell; F. J.
Irwin, Marlette; W. H. okeman, Wyandotte; H.
W. Baxter, Birmingham; E. V. Allison, Pontiac;
M. Ferguson, Romeo; M. L. Green, Mt. Clemens;
G. P. Taylor, Pickford; E. S. Barnes, Rochester;
J. L. Chapman, Ann Arbor; E. J. Peters, Tecum-
seh; William Gribben, Carsonyille 

' 
• W. H. Lutz,

Ann Arbor; Frank Nowlin, Gaylord; Charles
Monfort, Utica; F. Showerman, Ypsilanti.
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Many Jewelers Make More Money Selling Pianos Than They Do With Their Regular Stock-in-Trade
A Complete Line for Live Dealers; Manufactured by Separate Organizations
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Est'd 1868

" BRIGGS"
Grand Pianos

Upright Pianos
Player-Pianos

Est'd 1873

"Norris & Hyde"
Upright and Player-Pianos

Est'd 1885

"MERRILL"
Grand Pianos

Upright Pianos
Player-Pianos

WRITE FOR CATALOGUES

NATIONAL PIANO CO. :: BOSTON

RO S A RI S
Por the Ea.ster Season

30 YEARS

SPECIAL-

IZING ON

ECCLESI-

ASTICAL

WARES

A LIFE-

TIME

DEVOTED

TO THIS

CLASS

OF WORK

We are fidly equipped to furnish anything in Ecclesiastical Wares of any
description. We have specialized on this class of work for many years
and have a most thorough knowledge of all the requirements.
Time was when this class of goods was considered more or less of a
novelty. Today they are looked upon as staple. Our line makes most
acceptable holiday gifts. Send for Price List and Selection Package.

THE W. J. FEELEY CO.
PROVIDE1INCE,-, RHODE ISLAND

A Practical Watch Protector
 Only $10.00 a Gross

cYVIade of non-tarnishing TAN

LEATHER. The ONLY prac-
tical watch protector ever offered.

A Boon to Railroad Men
Sizes 12, 16, 18. Better Stock Up!

Hale Watch Protector Co.
Providence :: Rhode Island

In addition to a full line of White Metal Goods we have
added a line of Goldoin LOCKETS, and will also make our
entire line in Goldoin if desired.

Lockets that will sell by reason of the designs being up to
the mark.

Also are duplicating some of our goods in aluminum.

We make RINGS, BROOCHES, STICK PINS,

LOCKETS, SHIRT WAIST SETS, BABY and

BEAUTY PINS, FOBS, NECK, BELT, HAT and

DUTCH COLLAR PINS, Etc., in Roman or Silver

finish.
These goods are furnished plain or engraved as desited.

WRITE AND ASK US FOR ILLUSTRATIONS, PRICES AND FREE SAMPLES.

This line of goods is new and up-to-date.

Enterprise 41110
Jewelry Co.

Box 653

ATTLEBORO, MASS.

DOLLARS
Will Fly Your Way
if you sell our Dollar ring. Solid
Gold. Made by a Jeweler for
the Jewelry trade. Cost $ I .30,
less Keystone discount. Nice

tray with first dozen. Send price for
sample.

Now is your time

F. B. CATLIN
Winsted Connecticut
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Minneapolis and St. Paul
liusiness as a whole is good throughout this

r.trt of the country, there having been but little

mble so far with the shipment of goods on

a(count of snow storms.

The winter has been very changeable and much

snow has fallen in some sections, while other sec-

tions have had scarcely any.

Quite a few changes have been made owing to

!inns selling out and new ones starting up, but

the latter seem to be in the majority.

E. Brunat, of 303 and 306 Sykes Block, Min-

neapolis, has purchased the business of A. Wise-

man, Phoenix Building, and will operate it as a

branch. 0. S. Larson, for over three years at

the main office, will have charge of this branch.

Mr. Peter Bong, of Oakes, North Dakota, has

been added to the force of the Sykes Block store.

Chas. Beard, of Sischo & Beard, St. Paul,

served on the jury of the District Court during

the past month.
W. R. Blake and family, of Graplo, N. Dak.,

made a visit of several days in St. Paul the past

month. Mr. Blake and family were on their way

to California, where they will spend about six

weeks.
W. M. Weed, who was formerly on the road

with the Reed-Bennett Co., of Minneapolis, has

taken a position with Sischo & Beard, of St. Paul.

W. Lemire, Ray, N. Dak., has been in the Twin

Cities visiting friends and relatives.

Axel E Madsen, of Minneapolis, has recently

moved into his handsome new residence, at 2232

Newton avenue, South, in the Lake of Isles dis-

trict in that city. Mr. Madsen is the Minneapolis

representative of the Chicago house of Rettig,

I less & Madsen.

The Elvv Jewelry Company have opened a fire

sale on Seventh street, between Robert and Min-

nesota streets, St. Paul. This company recently

had a fire loss in the building situated on Robert

street, near Fourth street, of this city.

The North Star Cut Glass Company, Minne-

apolis, has filed articles of incorporation with a

capital stock of $5o,000. The incorporators are

John Lampert, John Nelson, Walter A. Kimball,

Alvin Carlson and C. C. Crouch, all of Minne-

apolis.
C. 0. Querna, of Madison, Minn., visited in

the Twin Cities during the past month on his
way to Chicago and the South. Mr. Querna will
spend about a month's vacation in the South.

The American Jewelry Company, of Minne-
apolis, has formed a new corporation with officers
as follows: Benjamin Bank, president; S. Alex-
ander, vice-president, and W. J. Haskins, secre-
tary and treasurer. Max A. Cohen is no longer
with the company.

A. G. Asch, who was formerly with Charig
Bros., New York, for fifteen years, and recently
with M. L. Finkelstein, of St. Paul, is now with
the American Jewelry Company, of Minneapolis.

C. J. Kaliher, who was formerly in business
at Moose Lake, Minn., has taken a position in
the tool and material department of Sischo &
Beard, St. Paul.
Carl Sischo, son of Mr. Sischo, of the well-

known firm of Sischo & Beard, St. Paul, has gone
West for a two months' trip for the benefit of
his health.
The death of Benjamin L. Gittelson, of the

Gittelson Jewelry Company, of Minneapolis. Feb-
ruary 1st, came as a shock to his many friends
and business associates, Ile having been ill but
two days following two operations. He was 28
years old and leaves a widow and little (laughter
ten months old. His parents, Mr. and Mrs. S.
Gittelson, and three sisters also survive. Mr.
Gittclson was a metnber of the Masonic order
and 1 noble of Ow Mystic Shrine, The funeral
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was held February 3d, the interment being in
Minneapolis.
Samuel R. Goldstein, of Minneapolis, who has

been in bankruptcy, is missing. Mr. Goldstein

had a charge of contempt to answer for on ac-
count of his failure to turn over his stock of
jewelry. Before the referee in bankruptcy Gold-

stein testified that certain parties had gotten him
intoxicated at his place of business and had taken

away all the goods.
W. R. Cooper, of S. H. Clausin & Co., Minne-

apolis, wholesalers, as called to Mason City, Ill.,

last month on account of the death of his father.

Edward Siegfried, who is a watchmaker and

jeweler, having his place of business at 829 East

Seventh street, St. Paul, Minn., was elected fore-

man. of the jury in the trial of Ben Forman, a

tailor of St. Paul, who was on trial for the killing

by shooting of Mrs. Mina Altschuler, which oc-

curred last November the zzd in Room 320 of

the Willard Hotel, of this city. Great public

interest was taken in the trial. Mr. Siegfried

read the verdict.
J. A. Beard, of Beard Bros., St. Paul, is mak-

ing his initial trip through their western territory.

Mr. Beard will doubtless meet with success on

this new route, as he is well known and has many

friends.
J. W. Mills, of Marshall, Minn., has been in

the Twin Cities for several weeks taking a course

in engraving. Mr. Mills attended the jewelers

and optometrists' meeting at Minneapolis.

A. L. Cantlebury and wife, of Mont Hall, N.

Dak., were in the Twin Cities during the past

month buying goods.

W. M. Weed, with Sischo & Beard, St. Paul,

made a trip to Lake Mills, Iowa, February 14th,

his home town.
J. L. Williams, jeweler of Zumbrota, Minn.,

was in the Twin Cities several days during the

past month, during which time he attended the

jewelers and optometrists' convention at the West

Hotel, Minneapolis.

F. W. Harper, jeweler of Dosson, Minn., was

in the Twin Cities during the past month attend-

ing the convention. Mr. Harper is very much

interested in the association meetings.

John H. Ruge, of Faribault, Minn., was in St.

Paul during the past month attending the I. B. A.

tournament. Mr. Ruge is a member of the Fleck

bowling team of that city.

George R. Holmes, one of St. Paul's well-

known jewelers, accompanied by Mrs. Holmes,

has gone South to spend a few months for the

purpose of regaining his health.

A. J. Lee, optician, of Hudson, Wis., was in

St. Paul recently buying goods and attending to

other business matters.

S. J. Vasaly, jeweler of Little Falls, Minn., was

one of the out-of-town retailers seen in the Twin

Cities during the past month.

A. G. Anderson, of Oaks, N. Dak., was in the

Twin Cities on business during the past month.

0. H. Lindquist, jeweler of Spicer, Minn., was

one of the out-of-town retailers seen in the Twin

Cities during the past month. Mr. Lindquist

was also visiting friends while in the Twin Cities.

Wm. E. Mowrey, the well-known St. Paul trade

watchmaker and gold refiner, recently sold his

watchmaking business to his brother, C. 0. Mow-

rey, who will conduct the business along the same

lines as before. Mr. William Mowrey will, in

the future, devote his whole time and energy to

his refining and manufacturing business, which

has grown very rapidly during the past few

months. He will build in the Midway district as

soon as the weather will permit. Mr. Mowrey

will have an enterprise that will mean much to

this part of the country, as it will be the only

one in the northwest.

D. A. Martin, of Edmonds, Washington, has

recently gone out of business.

P. 0. Borgood, of Heppner, Oregon, who re-

cently purchased property in Portland with the

intention of going there to live, turned over his

business here to his son, Oscar.

A. W. Belding, of Belding & Belding, Portland,

Oregon, is seriously ill at St. Vincent's Hospital.

A civic celebration will be held in Minneapolis

from July 2d to July 8th, which will in all prob-

ability attract many to the Twin Cities. This
means that the merchants anticipate a consider-

able increase in business during this week,
realized by the large crowds who are expected
to come here to attend the celebration.

George Schroeder, of Schroeder & Block,

Myrtle Point, Oregon, recently made a trip .to
Bandon, Oregon, for the purpose of finding a
suitable business site for a branch store.

Burnett Bros.' Jewelry Company, of Chehalis,

Wash., have received the beautiful new inside

fixtures which they purchased from the East.

They will have them installed at a very early
date.
C. S. Sischo, of Sischo & Beard, St. Paul, made

a business trip through the West during the past
month in the interest of the firm.

Ben Benson & Co., formerly of Cottonwood,
Minn., recently bought out H. U. Rodgers, of
Waseca, Minn. Mr. Rodgers has been thinking
of going West.

Gaston Moch, of Montesano, Wash., has been
awarded the contract for furnishing the Court-
house at Montesano with a complete clock system.

J. C. Williams, of Redmonds, Oregon, has re-
cently installed several new display cases. Mr.
mWeinlltisams has also made several other improve-

William Vandervort, of Marmouth, N. Dak.,
recently made a business trip to the Twin Cities.

M. Rideout, of Waterville, Minn., jeweler and
optician, was seen in the Twin Cities buying
goods. 
Orvin Moline, of St. Paul, is at the Mounds

Park Sanitarium, where he underwent a recent
operation.
V. Saam, with the L. A. Orr Co., of Rochester,

Minn., was in the Twin Cities during the past
month buying goods and attending to other busi-
ness matters.
F. H. Straub, of Fergus Falls, Mimi., was one

of the out-of-town jewelers to attend the jewel-
ers' and opticians' convention, held in Minne-
apolis. Mr. Straub also visited the wholesale
houses for the purpose of buying goods to re-
plenish stock.
Following are the names of some of the out-

of-town visiting jewelers and optometrists : A. G.
Anderson, of Oakes, N. Dak.; A. 0. Lindquist,
of Spicer, Minn.; C. 0. Querna, of Madison,
Minn.; A. G. Lee, of Hudson, Wis.; E. H.
Treiber, of Scotland, S. Dak.; F. B. Logan, of
Royalton, Minn.; A. R. Sather, of Spooner, Wis.;
T. J. Thompson, of Barron, Wis.; W. M. James,
of Breckenridge, Minn.; William Vandervoort,
Marmarth, N. Dak.; C. C. Sharpenherg, of West
Concord, Minn.; F. H. Straub, of Fergus Falls,
Minn.; G. H. Vandesteeg, of Truman, Minn.; V.
Saams, of Rochester, Minn.; M. Rideout, of
Waterville, Minn.; John H. Ruge, of Faribault,
Minn.; J. W. Mills, Marshall, Minn.; W. Lemire,
of Ray, N. Dak.; A. L. Cantlebury and wife, of
Mount Hall, N. Dak.; S. J. Vasaly, of Little Falls,
Minn.; F. W. Leaman, of Hastings, Minn.; J. L.
Williams, Zumbrota, Minn.; F. W. Harper, of
Dawson, Minn.; Ben Benson, of Ben Benson &
Co., Waseca, Minn.; Albert Myer, of Albert Lea,
Minn.; H. M. Hitchcock, of Redwood Falls,
Minn.; Charles Altenberg, of Fairmont, Minn.

Gold Cup Presented to President John
H. Patterson, of the National Cash

Register Co.

A gold cup was presented to President Patter-
son by members of the Hundred Point Club, an
exclusive organization of National Cash Register
salesmen, at their recent annual gathering in Day-
ton, Ohio. The cup was made by the Gorham
Company, and the inscription is as follows:
"To have been among the instruments of his

good work has been our good fortune. A man

is part of all he has met, and we know we are
better men for having met him. He is our
teacher. He is our true friend. It was our great
leader's mind that made possible the Hundred
Point Club. With a sincere hope that he may
continue long as such, the two Hundred Point
Club presents to its Creator, John H. Patterson,

this emblem of its undying gratitude."
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Cut a
Krementz
Collar Button In Half
and you will see why :—

It Cannot Break

It is made of one piece and there are no solder
joints.

It Will Always Keep Bright

Because there is a thin layer of real sheet gold on
the metal back—not a mere wash or dip of gold
like other collar buttons.

We Guarantee the Genuine

Krementz Collar Buttons. Any dealer is author-
ized to give a new one free in exchange for one
that is broken or damaged from any cause.

A Shape to Suit Every Need

The Krementz Collar Buttons have been exten-
sively advertised for years, and a demand has been
created that puts dollars into the pockets of the
live dealers who sell them. Are you one of them?

KREMENTZ & CO.
NEWARK, N. J.

NEW YORK: 1 Maiden Lane SAN FRANCISCO: 722 Shreve Bldg.

PARKS BROS. & ROGERS, Providence, R. I.
Selling Agents to Jobbing Trade for U. S. and Canada

MR. RETAILER:

Do you know we are Manufacturers of

Hard Enamel Souvenir Jewelry

We use the very best
grades of French enamel
and none excel us in
novelty of

DESIGN

WORKMANSHIP
and FINISH.

The Arrow Head Fob
and Indian Head Brooch
as illustrated is our latest
creation in Souvenir
Jewelry.

Write us for Samples
and our new Souvenir
Circular which we will
mail to the Trade about
May 1st.

The Kinney Company
Manufacturers of 

COLLEGE JEWELRY, CLASS
PINS, BADGES and MEDALS

14 Blount Street Providence, R. I.

Toledo
A canvass of local concerns shows that the

jewelry business, while not at all rushing at pres-
ent, may be said to be normal. The month of
February is usually a dull period, and in many
quarters this year is no exception to the rule.
on the other hand, some concerns report a re-
markable trade for this time of year, far out-
classing the business of last year during the same
period. Trade appears to be general in all lines,
from diamonds and other precious stones to re-
pair work. Repair benches are for the most part
crowded with work. Diamonds of all sizes and
qualities are in good demand and a number of
especially good sales are reported recently.

January business was generally satisfactory,
showing considerable improvement as compared
with last year. On the whole very little complaint
is heard. One of the really pleasing features has
been the ease of collections. Money appears to
be quite plentiful. One large house reports that
they have not been compelled to send collectors
out in a single instance thus far during February,
a very unusual condition. All that has been
necessary has been to mail statements, and the
payments have been forthcoming.

Optical business has been especially pleasing
for some time. Opticians almost without excep-
tion report a steady improvement in trade. Not
only are they kept busy looking after the wants
of customers, but buyers are, as a rule, demand-
ing high class goods. This condition in both
jewelry lines and optical goods appears to be
general in this section.
Wholesale, manufacturing and jobbing con-

cerns say that there is a live demand for all
kinds of goods, and that indications point to a
season of unusual activity in both lines. On the
whole there is little cause for complaint. Dealers
have full confidence in the future and are buying
with unusual liberality. A steady improvement
is looked for from this time on, and it seems
certain that in the general hustle of spring ac-
tivity, which is now assured, both jewelers and
opticians will share.

Elias Gross, of the Judd-Gross Company, re-
tail jewelers, with his wife, are in Danville, Pa.,
celebrating the birthday anniversary of Mr.
Gross' father. They will be gone about ten days
or two weeks.
The police did a clever and rapid piece of

work last month. A quantity of gold leaf and
bridge work was stolen from a show case in
front of the office of Dr. 0. A. Albright. a
Toledo dentist. The loot was valued at about
$75, and was secured by breaking the case. In
less than one hour after the loss was reported to
the police a man giving his name as John Smith
was picked up at Cleveland, just as he was leav-
ing the railroad yards after jumping from a train
incoming from Toledo. The stolen property was
found in the prisoner's possession. Detective Ed-
ward Rock was armed with a warrant and brought
the fugitive back for trial.
"Business has been simply splendid with us,"

said George Kapp, of the George Kapp Company.
"January and the fore part of February have
been rushing. Work on our new building is pro-
gressing satisfactorily, and we hope to be in at
least by the middle of May. Next month we will
put on a removal sale in an effort to clean up
as much of our stock as possible before making
the move."
The vigilance of a barking watch-dog in the

retail jewelry store of W. H. Broer, on Summit
street, saved the place from a second robbery
last month. The store was entered by burglars
about three weeks ago, who secured about $250
worth of jewelry and made their escape. When
the second attempt was made the watch-dog
raised such a racket that after an unsuccessful
attempt to jimmy a rear window the thief made
his getaway. Mr. Broer lives in the flat above
the store and was aroused. Before he could
dress a policeman who had also been attracted
by the commotion appeared. Tracks in the snow
under the window showed where the burglar had
been and the direction he took. He has not been
apprehended.
A clever conspiracy was recently uncovered

among the employees of the Conklin Pen Com-
pany, as a result of which it is estimated that the
concern has been robbed of thousands of pens.
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For some time the various department foremen
of the company had noticed an unaccountable de-
crease in the stock of supplies. As the decrease
was general in all departments suspicion was
aroused and a watch placed to discover the source
of the loss. The losses, which at first were so
small that they could scarcely be noticed, gradu-
ally grew until the investigation was started.
Conklin pens are made of six distinct pieces,
each produced in its own department, and in
order to successfully carry on the theft it be-
came necessary for the pact to comprise at least
one employee from each department. Finally
three employees were caught in the act of taking
parts of pens. These confessed and implicated
others. After taking the separate parts they
were assembled, and disposed of in small quanti-
ties to the best advantage. The matter was
turned over to the police for investigation as to
where they were marketed. The company has
made no statement as to whether criminal prose-
cutions will follow or whether it will content
itself with getting rid of unfaithful employees.
R. S. Freeman, head of the optical department

at the J. J. Freeman Company store, attended the
jewelers' banquet in Philadelphia on February
25th. Mr. Freeman then went to New York for
the purpose of laying in optical supplies.
A. A. Fox, who for the past fourteen years

has been connected with the jewelry store of I.
Koppelman, in Toledo, has severed his connec-
tion with the business. Mr. Fox has accepted
a position in the selling department of D. T.
Davies, and is now selling automobile tires.
The Swigart Optical and Watch Company re-

port a normal condition all over the country.
"Our traveling men are all out on the road,"
said Mr. Yingling, and we are getting some re-
sults—as much as we expected. We had a nice
fall business, and settlements have come in ex-
ceptionally good. Our travelers report a normal
condition.'
While Mr. and Mrs. Sidney Spitzer were at

luncheon their rooms at the Chesbrough Apart-
ment were entered by a thief, who got away with
some valuable jewelry. One of the stolen pieces
consisted of a diamond solitaire ring weighing
about four carats and worth $600. Another was
a large pearl surrounded by diamonds and valued
at $450. Police are of the opinion that they were
taken by a boarder in the building.
Claude Snyder has accepted a position as watch-

maker at the Judd-Gross Company store. He as-
sumed his new duties on the first of February.
Mr. Snyder was formerly with W. S. McCaw,
the wholesale material man.

Miscreants bent on robbery recently broke a
plate glass window in the front of the W. H.
Broer retail jewelry store on Summit street by
throwing a brick through it. About twenty lock-
ets, a number of watches and several other ar-
ticles of jewelry were stolen. The loss is esti-
mated at $250.
"My trade has been entirely satisfactory," said

A. J. Heeson. "Since moving into my new loca-
tion business has increased so largely that I have
nothing to make comparisons with. The move-
ment has been in general lines, a number of dia-
monds being included in the list of sales."
N. E. Hascall, of the J. J. Freeman Company,

will sail for Europe from New York City on
March 3oth. He will be accompanied by his wife.
They will combine pleasure with business, and
while abroad Mr. Hascall will purchase a line of
goods for the fall trade.
The Toledo Jewelry Manufacturing Company,

which for some time has occupied a location on
Summit street, has removed to more commodious
quarters in the Smith & Baker building, at the
corner of Adams and Superior streets.
The J. J. Freeman Company reports a very

satisfactory condition for this season of the year.
General lines are moving in fair volume. Libbey
cut glass is in splendid demand, and there has
been a satisfactory market for diamonds and
high-grade jewelry.
L. Beckman, head of the L. Beckman Optical

Company, is in very poor health. For some time
he has been a sufferer from a growth on the
bladder, and he is now much of the time confined
to his home.
A sensational case which is attracting unusual

attention in jewelry circles is on the docket at
Tiffin, Ohio. It grows out of the notorious Jesse
Varnes jewelry robbery at Fremont, Ohio.

Thoma Bros., of Cincinnati, have brought suit
for $10,000, alleging that Mark Levy, a Fostoria
junk dealer, and Thomas P. Johnston, an at-
torney, received the stolen goods from Varnes.
At a preliminary hearing William Nelson, a
negro, testified that he had hauled a keg contain-
ing the stolen jewelry to the home of Johnston,
attorney for Varnes, but that the lawyer's wife
would not allow them to leave it. Johnston's
wife denied the statement. The court has not
yet passed on a demurrer filed in the case.
A letter from M. Judd, who with his wife is

enjoying a European outing, states that they are
enjoying good health, and do not know when
they will return to Toledo. For some months ttle
time has been spent in Berlin, but they will leave
in the near future for points in Spain.

Burglars made a successful raid on the homes
of A. J. Keisser, on West Bancroft street, and
Jose Applebaum, of Warren street, last month.
At the former they secured two gold watches,
four rings, a necklace and a watch fob, and at
the latter a diamond-studded bracelet and a gold
watch. They escaped without detection.
The Corona Cut Glass Company has been in-

corporated with a capital stock of $15,000. The
incorporators are Samuel Heinzelman, James J.
Condon, May Heinzelman, Lydia N. Condon and
Julian H. Tyler. The new corporation will take
over the business of the Corona Cut Glass Com-
pany, a partnership between Samuel Heinzelman
and James J. Condon. The concern has for some
time conducted a prosperous business at Jackson
and Erie streets.
Howard Hawver, formerly porter at the Secor

Hotel, has been bound over to the grand jury on
the charge of having stolen about $400 worth of
jewelry from M. E. Meyers, a Chicago traveling
man and guest at the hotel. It is supposed that
the porter hid under the bed, helping himself
after the man went to sleep. Hawver was later
arrested in Cleveland and brought back for trial.
S. Danitz has accepted a position in the selling

department of the Swigart Optical and Watch
Company. He was formerly connected .with E. &
J. Swigart, of Cincinnati. Mr. Danitz will cover
West Virginia and several other Southern States.
He is well and favorably known in the business.
Ed. Armstrong, manufacturing jeweler on Sum-

mit street, reports plenty of business. "Trade is
in good shape," said he. "We are kept busy with
our orders. The demand is general and runs to
no special line."
Robert P. Crist, the young Ohio Wesleyan Uni-

versity student, who six weeks ago held up a
lady clerk in the G. W. Bower jewelry store, at
Marion, Ohio, and secured $1500 worth of dia-
monds, entered a plea of guilty and was sent-
enced to an indeterminate sentence in the Mans-
field reformatory. An effort will be made to
secure his parole from the institution.

Sylvan L. Basch, head of the Basch & Co. busi-
ness, is wearing a smile not produced wholly by
prosperous business. A young jeweler arrived at
the family home, 631 Kent Place, a short time
ago. The boy is of regulation size. All con-
cerned are getting along nicely and papa is pass-
ing the cigars.
Conscience proved stronger than temptation in

the case of a mysterious jewelry theft at Belle-
vue, Ohio, recently. Miss Susie Heimbach missed
her jewels and all efforts of the police proved
unavailing. The other day the gems were re-
turned by medium of the mails,
The Federation of American Motorcyclists, in

an effort to stimulate members to greater ac-
tivity in securing new members, has offered a
new $50 gold watch to the member in each dis-
trict who brings in the largest number of mem-
bers. Choice of watch fobs, stick pins or gold
cuff links will be awarded to all who bring in
more than 25 new members.
Mrs. James Mitchell is in jail at Steubenville,

Ohio, charged with assisting her husband in an
attempt to break jail. Mitchell is being held on
a charge of being implicated in the $10,000 dia-
mond robbery from W. F. Spies last November.
After a visit to her husband eighteen saws were
found in the cell adjoining his. Mrs. Mitchell
was arrested and bound over for a hearing.
F. H. Shearer was a visitor at the home of

A. J. Heeson, the Summit street jeweler, last
month. More than twenty years ago Mr. Heeson
worked for his guest, who was then in the retail
jewelry business at Bay City, Michigan.
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Beauty and Quality Bastian Motto

Mr. Jeweler:—Be Sure to Get

Our Designs and Estimates if

You Want to Please Your

Customers.

In asking for designs give quality and

quantity wanted and any suggestions

on which we may enlarge.

This cut illustrates but one of many, pages
of our catalog.

Write for copy and discounts to-day.

You are sure to have some inquiry.

If you want superior
quality Instruments
at the right price

Ask us for quotations

AMERICAN
GUITAR
COMPANY

Manufacturers of Guitars,

Mandolins, Banjos and

Violin Cases

FACTORY
At 1911-13-15 Clybourn Ave.

CHICAGO, ILL.

WHEN the prospective purchaser knows the facts about the
Moore Fountain Pen, he is convinced beyond a doubt of
its superiority. q The dealer who takes pains to explain

these facts is almost sure to make a sale. q Moore pens have
had an enormous sale among people who have been prejudiced
against fountain pens in general because of their tendency to leak.
The Moore cap positively overcomes this difficulty. That alone
is a strong selling argument. q Shaking in order to start the ink
flow is an unknown occurrence with the user of a Moore. The •
pen point is always moist and writes perfectly with the first stroke.

E To fill it is but the work of a minute. No troublesome joints
to unscrew. These and many other qualities combine to make the
Moore a valuable and profitable asset to your business.

Retails at $2.50, $3.50 and up

American Fountain Pen Co.
ADAMS, CUSHING & FOSTER, SELLING AGENTS

168 Devonshire Street, Boston, Mass.

March, 1911

The Passing or Clearance of
the Hands

The causes of watches stopping are mul-

tifarious, says A. Boudra in La France

HorologOre. To discover them quickly the

watchmaker has need of a mind and eye

properly educated. It is experience that

brings this education.
The watchmaker who has not been judi-

ciously taught during his apprenticeship is

compelled to acquire, by force of personal

observation, and often with much effort, this

experience which gives him a quick mind

and a piercing glance of the eye.

There are frequent and common causes

of stopping ; they are those which proceed

from the motion work and the hands. It is

at once remarkable and surprising to find

how many young workers, even those who

have been duly warned, neglect to give the

requisite attention to the examination of the

proper clearance or passing of the hands;

so that we may often see a watch that they

have repaired stopping because the large

hand rubs on the glass, or even hooks

into the hour hand or the seconds hand or

because the latter touches the dial.

Certainly, with the cheap goods of our

times it is sometimes difficult to avoid these

defects without re-setting the center wheel,

limiting its play as well as that of the fourth

hour wheel—operations not in accordance

with the pay for an ordinary repair or the

value of the watch.
But it is just because it is often difficult

to obtain surety of clearance that the watch-

maker should be more minutely attentive.

I 0 principle, the hands should be parallel to

the dial, hence parallel to one another, the

extremity of the large hand being bent

slightly down to point to the minutes ; but in

ordinary practice—that is to say, when we

are dealing with a common timepiece—there

is not very much space between dial and

glass, and it is necessary to break the paral-

lelism in order to remove the extremity of

the large hand from the dial. It is at this

time that we risk giving rise to this cau1e of

stopping, the large hand touching the glass.

And if these defects are encountered in

watches of the ordinary depth they are even

more evident in hunting watches and in

the flat watches. This explains why re-

pairers demand the suppression of the sec-

onds hand in flat watches of ordinary qual-

ity. The corrections should be treated the

more carefully where the space is more con-

tracted.
In principle, the large hand and the sec-

onds hand should be located as far as pos-

sible from one another ; half way between

the small hand should pass, following a

plane parallel to the dial. Then the center
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staff, the cannon pinion and the hour wheel

should turn perfectly true, and the latter

should have, like the center wheel, only such

play as is strictly necessary.

Where the large hand touches, at one

side against the glass and at the other

against the dial, we can hardly avoid, even

in thick watches, the re-setting of the center

wheel.
Finally, the hands are sometimes too

thick. Quite a little space is often obtained

by filing them to reduce their thickness.

In any event we should be certain that

the large hand cannot touch the glass, that

the seconds hand does not touch the dial,

and that the small hand touches neither the

large hand nor the seconds hand.

Thomas A. Edison's Latest Invention

For over a decade Thomas A. Edison has

been working to produce a type of storage

battery better than the old lead type. At

last he has succeeded. His new cells are

now in actual commercial use. In the fol-

lowing article, by Joseph H. Baker, in the

Scientific American, the reader will find a

description of the new battery, written after

a painstaking study of its manufacture.

Old, indeed, is the idea of the commercial

storage battery. Lead plates were im-

mersed in an acid electrolyte, by Gaston

.Plante in 1861. Emile Faure brought out

the pasted-plate battery in 1879, and

Charles F. Brush in 1881 introduced im-

provements which made the lead battery a

factor in electric vehicle work, producing

a cell which would give eight watts of elec-

tric power per pound of material. From

these early beginnings, many inventors have

sought to increase the electrical efficiency,

and the durability or "life" of the cell, and

reduce the cost of manufacture.

It was in the early eighties that the public

began to think about "stored electricity"

which could be bought by the can, as

it were, like any other commodity. This

dream has come true in the new Edison

nickel-iron storage cell. Stored electricity

finds its greatest usefulness in propelling

cars and uoad vehicles, and it has been for

this application, primarily, that the Edison
storage battery has been developed. The

need of the electric vehicle was recognized

by Mr. Edison nine years ago. 1-le saw that

there are two viewpoints—that of the elec-

trical man with his instruments, his rules

for efficient operation and reasonable life of

the battery, his absolute knowledge that the

same care should be given a vehicle battery

that is given a valued horse or even a rail-

'road locomotive ; and that of the automobile

driver, who simply wishes to go somewhere

with his car, and who, when he arrives

somewhere, wishes to go back. And in his

long-promised battery the highly practical

nature of Mr. Edison's work is once more

exemplified in that he has held uncom-

promisingly to the automobilist's point of

view. The fact to be faced, Ile realized, is

that the electric vehicle user will work his

car to the utmost, and will be limited only

by repairs and breakdowns; just as the

average gasoline car driver has always

operated his car to the limit of repairs and

breakdowns. How well Ile has succeeded

in aligning his battery to this ideal, the

automobile driver will appreciate from the

figures of actual performance that are now

available. A recent average of 144.35 miles

on a single charge was made in a family

type electric vehicle equipped with the new

battery. This figure is the average of four

trips, each with New York City (Manhat-

tan) as the starting point. The longest of

these trips, 172.1 miles, was to Babylon,

Long Island, by way of Mineola and Plain-

view, returning by the southerly route

through Massapequa and Freeport. The

map distance by this route is 90.9 miles, and

81.2 miles additional was covered after the

regular run, the average speed being 10.93

miles per hour.
The original Edison storage battery,

known as the type E, was put out about

seven years ago. The type E cell marked a

definite step in invention, in that it proved

the commercial success of a wholly new

voltaic combination, a radical departure

from the lead plates in an acid electrolyte.
Believing that the lead cell had too many
inherent weaknesses to realize the full
promise of "stored electricity" as a motive
power for vehicles, Mr. Edison had set his
staff to work on an entirely new line, and
the outcome was a nickel-iron element hu-
mersed in an alkaline electrolyte, lighter and
cleaner than the lead cell, with lower cost
of operation and upkeep to offset its higher
initial cost, and possessing hitherto unheard-
of properties of remaining undeteriorated
either by overcharging or being left un-
charged. These were the very qualities de-
manded by the automobile user. The cell
developed certain weaknesses in service,
which caused the inventor to withdraw it
from the market and resume experiments
to improve the form of the voltaic combina-
ion, in order to obtain better electrical
properties and a longer life. The new
series of experiments lasted four years, and
resulted in the present commercial Edison
cell, known as the type A. This cell is now
being actively marketed for electric vehicle
work in three sizes, the A-4, A-6, and A-8
cells, having respectively 4, 6 and 8 positive
plates and 5, 7 and 9 negative plates, the
two outside plates of the element being
negatives. The normal discharge voltage
is 1.2, and a battery is regarded as com-
pletely discharged when it shows an average
of r.o volt per cell.
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Jewelry in Paris

THE

Lace Effects, Onyx Bracelets and Miniature

Watches Leading Features

Following a big holiday trade both in

their Paris shops and in their branch houses

in other parts of Europe, leading Paris

jewelry designers have been having es-

pecially large sales in London, says the Paris

correspondent of the Dry Goods Economist.

The forthcoming coronation ceremonies

have already given an impetus to the move-

ment of rich and expensive articles. All the

foremost Paris jewelers report having sold

large quantities of jewelry through their

London branches. Even now, some of the

choicest exclusive designs in French jewelry

are on exhibition solely in London.

Despite the fact that plaques have been

so much copied in imitation jewelry, dealers

in genuine stones are still showing the large

round pendants. The newest patterns in

these disk-like ornaments are hexagonal and

octagonal shapes, in the flexible or hinged

styles. These look much softer and much

more graceful than the original designs.

Apropos of the big popularity of black

and white effects, jewelers are now using

black onyx in connection with diamonds.

Fine lines of the onyx are combined with

pure white diamonds and white pearls set

in platinum. These effects appear in the

large pendants, in bracelets, corsage orna-

ments and brooches.

This is the very newest idea in jewelry.

Doubtless, manufacturers of imitation

jewelry will, in the same manner, employ

rhinestones with either jet or onyx.

A great vogue of very lacy,
Platinum delicate mountings is noted
Mountings in Paris. The metal work

is marvelously delicate and
practically everything is platinum mounted.

In the new things gold is only used in corn-

bination with platinum, never alone. The

pure white look and added luster that plati-

num gives to diamonds and other trans-
lucent stones makes it especially desirable.

Some few new jewelry pieces are in Louis
XVI styles, notably large corsage orna-
ments. Drops and pendants, as well as
flexible ornaments of all kinds, are much in
vogue. The present idea is to have jewelry
of lace-like construction, delicate sprays,
trembling pendants and elongated drops.

In the new designs one occasionally sees
very beautiful combinations of gold and
platinum. For instance, a pendant in which
the lace-like structure is of platinum set with
small diamonds has, in the center, a basket
of flowers wrought in delicate gold, set
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witn pearls, each pearl representing a flower

partly enclosed in gold leaves. This is dis-

tinctly Louis XVI or Empire in design,

though the treatment is wholly modern.
Throughout the last holiday
season and thereafter there
has been a largely increased
sale of bracelets. The

bracelet and the pendant are the two most

popular articles of jewelry. Bracelet

watches have also sold in large numbers.

Many of these are of Swiss manufacture.

The favorite style has been the extension of

wrist-conforming bracelets. These are

being sold in plain gold, in colored enamel,

carved and in repousse work.
Finger-ring watches of Swiss manufac-

ture are quite popular in Paris, and tiny

ball-watch pendants, suspended from enam-

eled necklaces, the watch itself being in an

enameled case, are much in favor.

As mounts for hatpins, manufacturers

have copied many of the plaque designs of

platinum pendants. These brilliant pin-

heads are seen everywhere in the shops.

They show the same delicate workmanship

and open lace patterns of the precious

pendants. If they were what they seem to

be they would be worth $400 or $600 in-

stead of costing only $2 or $2.50.

The newest cigarette case is a combina-

tion of gold and platinum, very thin, and

perfectly flat, carrying only a single row of

cigarettes. The curving styles are no longer

considered the mode, the new cases being so

flat that they are easily carried in the vest

pocket. These are in gold with stripes of

platinum, the stripe being sometimes one-

sixteenth of an inch wide, or again five or

six hairlines of platinum unite to form a

stripe on the gold surface.

It is quite remarkable how
quickly the jeweler gets
trace of the modish effect
and copies it in his wares.

In consequence of the vogue of stripes in

dress goods and silks, many articles of

jewelry bear a striped pattern.

The strong Oriental note so much a

feature in costume and millinery fashions

throughout last year has also had its in-

fluence on jewelry of French origin.

There is quite a fancy for the assembling

of strong colors. Thus in some pieces of

jewelry are found sapphires, emeralds,

rubies and topazes, set together in the fash-

ion of the Orient. Many cabochon jewels

are still used.

Extremely large and showy rings are the

vogue in Paris. These are often in what
mignt be called medallion style, the jewels
surrounded by lace-like frames of plati-

num. The bands of handsome rings are in-

Bracelets and

Novelty Watches

Stripe and

Oriental Effects
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variably jeweled, a style of mounting that
is increasing in favor.

It is not sufficient to buy a handsome jewel
and have it mounted in a ring; the ring

band must also be a work of art, carved

like a delicate lace pattern un which tiny
jewels are imbedded.

The enormous use of rhine-
stone trimmings mounted
exactly in the style of
jewelry, that is, in white

metal claws or rims resembling platinum,
has become the big feature in novelty trim-

mings for evening gowns. Worth has main-
tained quite a jewelry shop in his lines of
trimmings for evening gowns. These
rhinestone ornaments take the form of large
Louis XVI bows, for corsage and girdle,
and for the skirt draperies. Some are in
the form of sprays of grasses and flowers,
and in ropes or strands the rhinestones out-
line the decolletage and drape the front of
the bodice.
These jeweled ornaments have been much

used in the black and white toilettes of the
winter, giving a most handsome effect and
banishing the possible appearances of
mourning. The ornaments have flexible
metal mountings, or, being first set in metal,
they are sewn to tiny silk cords. Thus it is
possible to twist and turn them in any de-
sign, and their flexibility is appparent with
the movements of the wearer.

Many beautiful jeweled
headbands are used with
evening coiffures. These
are often metal-mounted

and have the semblance of precious jewelry.
Some are of gold lace, gold cords or braids,
encrusted with mock jewels.
New handbags made of metal brocades

and embroideries have heavy ornamenta-
tions in hammered metal.

It can be readily seen, therefore, that the
dressmaking and millinery business this sea-
son is somewhat allied with that of the
jeweler and metalsmith.

Rhinestones as

Trimmings

Jeweled

Headbands

Tortoise Shell

The finest of tortoise shell is said to be
that which comes from the Indian Archi-
pelago, although much of that obtained on
the Florida coast is of the very best quality.
There are three rows of plates on the back
of the animal, called "blades" by the fisher-
men. In the central row are five plates, and
in each of the others four plates, the latter
containing the best material. Besides these
there are twenty-five small plates around the
edges of the shell, known as "feet" or
"noses." The biggest turtle does not fur-
nish more than sixteen pounds of shell.
Formerly the undershell was discarded as
worthless, but now it is much esteemed for
its delicacy of coloring. Sometimes imita-
tion of tortoise shell is made of the horns of
COWS.
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Made

in
Sterling

and
German

Silver

SAART'S

Novelties
in

Sterling

and
German
Silver
are
All

Live
Movers

THROUGH

JOBBERS

ONLY

THE COMBINATION VANITY AND COIN LOCKET

Nz:r It--9 "1" " 
4-4

An
Exclusive
Feature

in

the
Novelty
Field

But
One
of

Many
From
a

Popular
Quick-
Selling
Line
of

Novelties

THROUGH

JOBBERS

ONLY

THE W. H. SAART COMPANY, Attleboro, Mass.
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U. An appetizer of real HANDEL LAMPS, desk size. Attractive beauties for your‘1-11 window, making exquisite wedding presents, having class and originality. Sell
readily at 100/. profit. We guarantee them to your entire satisfaction. The
assortment figures $24.70 including packages, f. o. b. Meriden, if remittance with
order, $22.50. Illustrations of piano and desk lamps, dining room domes and variousother lines supplied with shipment.

Vo. T.

New York Showroom-7
Office and Factory_

64 MURRAY S The Handel Co. r MERIDEN, CONN.

THE WISE JEWELER carries a silver polish which he can rely upon
and safely recommend to his customers.

Cando Silver Polish
Now entering upon its 20th year of increasing popularity

has stood all tests and proven its claim to be the best polish sold. It is used by the leading
silversmiths and manufacturing jewelers, and sold by more retailers than any other polish. Its
careful preparation, freedom from injurious substances, convenient form and attractive appearance
make a combination which every discriminating dealer can handle with complete satisfaction to
himself and customers.
111Our advertising the present year will include such publications as Collier's VVeek131, SaturdaY
Evening Post, Ladies' Home Journal, Delineator, Good Housekeeping, etc., and must inevitably
result in a still greater demand.
II1CANDO is put up in the latest style resealing jars with a handsome label and yields a generous
margin of profit. Labels with dealer's name or special label furnished when preferred. We also
manufacture the

EGYPTIAN DEODORIZER AND AEROFUME
c.A wonderful preparation for destroying obnoxious odors and perfuming the air
Sold by jewelers and all dealers in toilet articles. Send for samples and prices.

Paul Manufacturing Company 36-40 Fulton S
A
treet

BOsToN, MSS.

Flexible Joint

Bracelets

The latest, best

and most popular

thing on the market
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We are making a very fine finished 
and extensive line in rolled gold

 plate in all the

popular finishes— English, Polished, 
Rose and Green Gold.

A line of over 40 distinct pattern
s to choose from, some plain 

and others stone-set in

all the best shades of stones. 
Locket joints and all hard solde

red. It will pay you

to investigate our line. Some of 
our prices are lower than anyone 

else's, and from that

up to the highest grade obtaina
ble. All leading Jobbers have a good 

assortment.

  ASK TO SEE THESE GOODS

DORAN, BAGNALL & COMPANY .S. 
NORTH ATTLEBORO
MASSACHUSETTS

Sterling Silver Pencils
for the Easter Season

(IA line of attractively boxed 
(appropriate to Easter time)

sterling silver pencils that can be 
retailed for fifty cents

and make for you big profits.

qThey will lure new business to 
your store and make

increased patronage.

crrastily arranged in show window 
or case they make a

striking and instant appeal to the 
pocketbook.

("Carded, tied and boxed in a dainty manner 
they will

surely sell wherever shown. Coax a little extra Easter

trade by ordering a line TO-DA
Y.

COST $5.00 PER DOZEN NET

Subject to Keystone Key. 
Retailed at Fifty Cents each 

the

profits are substantial. Can be had in Sterling Silver or

Gold Filled at the same price
.

F. T. Pearce Company
ESTABLISHED 1879 

INCORPORATED 1907

OKanufacturers of Gold Pens, Go
ld and Silver Pencils,

Pen Holders, Fountain and
 Stylograplac Pens

  HEAD OFFICE AND 
WORKS 

Trade-Mark Registered

85 Sprague St., PROVIDENCE, 
RI.

NEW YORK SALES OFFIC
E: 180 BROADWAY



The Demand
for

BIGNEY'S

MIRROR

FINISH
Chains, Lockets,
Charms and
Bracelets

is increasing daily.

Wearing quality un-

equalled by any other

make. (Ask your

jobber for them.

FACTORY

Attleboro
Massachusetts
NEW YORK OFFICE

3 Maiden Lane

',WEN 1\ larch, 1911

Promise and Praise

\!d, ,s by T. L. Comes, Omaha, Nebr., Vice-President

ican National Retail Jewelers' Association
, before

\ ■esota Retail Jewelers' Association at Minneapolis

Cuj vention.

Much is possible and due to be said about both

promise and praise in this life, but right within

the confines of our own, the jew
elry business, is

field sufficient to sharpen the imagination and

feed the inspiration of every wide-awake m
ember

grave 

of1F, craft.etrhoeamndeth

language,
the standard of gladness or grief of our

time of our first realization of life,
on to the very brink of the

rave 
existence, as well as the hopes and deeds of our

life, depend much upon the promise and pra
ise

that we give and get as we play and perform w
ith

humanity.

yking a commercial application of my sub-

ject I should characterize it as I,usiness religion

of the highest type. The import of those two

words I use as a subject are a sermon in them-

selves that the upright merchant of to-day can

and should preach to his individual or collec
tive

audience every day from both sides of the

counter. When we take into consideration that

the very fabric of civilization, government and

society is thickly interwoven with the golden

threads of promise and praise we should re-

solve that every day shall find us developing

within ourselves and passing on to others this

happy business religion. Let us make special ap-

plication of this `religion" to our businesses,

among our associates and employees; particularly

among our customers, imparting it forcefully and

alike among all. For that purpose fill your mind,

heart and soul full of hopeful promise every

morning of life, on work-days as well as Sundays.

Do it as regularly as you wind your watch and

consider it as essential to your reputation and

success as the skillfulness of your labor and the

Superior attractiveness of your service.
Love the art of poetry in your business and

display it prominently, for

"There's poetry in everything—
At least the poets tell it;

The puzzle is to get it out,
And having got it, sell it."

Enter into the spirit of a transaction with every

customer for any kind or grade of your merchan-

dise conscientiously, believing it a possible sale

and determined that, through your creation of a

desire for those goods, by a dignified and con-

vincing representation of their highest qualities,
it shall be a sale. Always, however, give that

customer credit for being fully one-half or even

more than one-half of that transaction, and let
the customer know that. Make the customer

know that by the consideration you show for his
or her wishes in the selection of goods or ques-
tioning of qualities and styles. Enthuse them

with the beauty and desirability of your wares

and the responsibility of your contracts. Be sure
to make as deep an impression on each customer

favorable to yourself as a merchant, as one of

our Southern Senators did upon a couple of

negroes in making a campaign speech. After lis-

tening to the speech for several minutes one of

them turned to the other and said, "Who am dat

man, Sambo?" "Ah don' know what his name

am," Sambo replied, "but he certainly do rec-

ommen' hisself mos' highly."

Build Up a Reputation

Make the pleasure of trading with you and at
your store so strong that the only reason your

customers ever go to any other store for your

kind of goods will be the same as the young

groom's reason when asked by the bride on their

wedding trip why he wanted to go into the smok-
ing room: "It's not to smoke, dear, oh no ; it's
to suffer the agony of being away from you so

that the joy of my return will be intensified."

Remember, however, jewelers, that your cus-

tomers are at a natural disadvantage in your

store, as any one is in any lines with which they
are not thoroughly familiar, and it is our duty
as jewelers to relieve and compensate that disad-

vantage by straightforwardness and affability, gIv-
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ing to every customer a square and fair deal and

expressing gratitude to them for confidence and

favors shown us.
I would like to hear folks speak of us jewelers

as some one has beautifully characterized George

Washington : "He is four square to all the

winds." Deal out attention and courtesy to your

trade like the fellow with a snake-bite wanted

the remedy supplied to him. He hurried to town

and to the drug store and said to the druggist,
"I have just been bitten by a snake. Do you

know what's good for it?" "Yes, sir; whisky is

good for it." "All right, give me some quick."

The druggist proceeded to pour out a tiny little

dose for him to take, whereupon the fellow ex-

claimed: "Say, Mister, it was a big snake."

Fulfil Your Promises

Promise much in your business; promise all

your business and knowledge will possibly stand;

limit your promises only by the limitations of

truth. By your actions fill all your associates

and employees with the ptomise of the business

and insist that they all promise all that's con-

sistent and which your store not only will do,

T. L. Combs

but wants to do, for every customer. And when-

ever the praise that is certain to follow fulfilled

promises does come, don't take comfort only but

rather take new inspiration to promise more and

do it, for

Every praise from promise coming,
Makes fulfillment far more sure;

And the deed that's .done, inspired by honor,
Sweetens hope that's gone before.

I believe my side of the case is stronger than

that of the "whiner." He is prone to decry the

business outlook and crop prospects of 1911, but

will you note with amazing pleasure the scarcity

of jewelry, or any other business, failures this

January, 1911, and how the manufacturers and

jobbers report good collections? And down in

Nebraska we reverently acknowledge with deep-

est gratitude the certain favor of an All-wise

Providence who is now dispelling the whiner's

fear and our five months' drought with beautiful

snows and bountiful rains, every day bringing to
all of us abundant proof that there is much more

to be thankful for than to be sorry for. It is

more glorious to improve than to disprove.
I am a believer in the strenuous every-day ac-

tivity of the jewelry merchant, the one who is a

gentleman in the truest sense, not like the fellow

who posed as a gentleman and wanted to know

how he succeeded—by asking. "So he said I

was a polished gentleman, did he?" "Well, yes;

it was the same thing, I suppose." "Ah, what

were his exact words?" "He said you were a

slippery fellow."

Attention to Business

I like the fellow that is always, or most always,
"on the job," the one that is some where around

the store in sight and approachable. I believe that

patrons like the promise and praise of the pro-

prietor. I know that I do in other lines, and I

believe it is more important to the buyers in our

line where so much dependence is placed upon the

salesman's statements. The lack of this first-hand

accessibility is, I think, another very important

contributing cause of many men's failure in busi-

ness like the man's answer when asked "What is

your objection to the prize fight?" "Too much

prize and not enough fight."
Fellows, if we fight our way we are entitled

to passage. Don't fight in the old-fashioned way

against your competitor, but fight in the new-

fashioned way with your competitor. Don't cling

to any of the old-fashioned ways that haven't

brought you profit and praise. Don't be like the

fellow who was too busy using a spade to go and

buy himself a plow. Be alert and up to the

minute.
There is wonderful promise for the jeweler

here in our western country, the jeweler who ac-

tively and joyously employs this real religion in

his business and identifies himself with the citi-

zenship and civic growth of his community, the

fellow who "plays the game" all the time, who

gets right "up in the collar" and applies his ener-

gies and intelligence to clean commercialism, the

fellow who keeps his soul inflated with praise and

promise and treats his customers and fellows with

religious consideration.

Business and Religion

As was beautifully said in Chicago at the Jew-

elers' banquet last month by Rabbi Hirschberg:

"There was a time not long ago when people were

very fond of emphasizing the bitter antagonism

supposed to exist between business and religion;

when it was thought that there was a wide and

irreparable breach between them; that they be-

longed to opposite poles and could not possibly

have anything in common. That time, however,

is now fortunately past, and to-day we are glad

to link them together in the friendliest partner-

ship. It is no longer business versus religion,

but business and religion. Indeed, there is more

of business in religion and more of religion in

business than ever before. There is, then, gentle-

men, a class relationship between business "and

religion. Indeed, they are affinities, and, although

I am not a prophet, nor the son of a prophet, I

venture to predict that the day is soon to come

when they will be found working together, hand

in hand, for the elimination of all things that

tend to drag men down, for the preservation and

the encouragement of all the institutions that

make life worth living."
These are timely words of truth and import-

ance that it was a pleasure to listen to. And

permit me to say that there was a time not long

ago when a meeting of retail jewelers such as

you are having here to-day and such as all our

other States and national gatherings will be this

year, was as seemingly unheard of and impossible

as the above mentioned partnership of religion

and business—when the heart-to-heart intercourse

between local competitive jewelers and the truly

helpful interest in details of general concern and

local importance, now so largely taken by the

jewelers everywhere, would have been as much

of a phenomenon as the one your illustrious

Minnesotan, Adam Bede, jocularly pictured to

the 24-Karat Club banqueters in New York. To-

day things are changed, conditions are better, the

conditions expressed above are realities to-day,

inspiring and progressive integrals of our every-

day business. Why is it? Because the mind and

heart of the world is expanding, softening and

sweetening. The four quarters of the globe are

drawing together ; the nations, States and com-

munities are clasping hands in unison. The light-

ning powers of cummunication by land and sea

and human conscience are so humanizing and

Christianizing the spirits of warfare and antag-

onism that the words of the Master's benediction,

"Peace on earth, good will toward men," seem

clearer and nearer than ever before.

Some of the praise for some of our promise

Seems to be at our door,
And from it we should gather courage
To praise and promise more.

Association Work

I contend that much of the credit for the bet-

tered conditions in jewelry merchandising of to-

day is due to the splendid lot of fellows, among

(Continued on page 468)
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YOU HAVE GOT THE HABIT.
Everything in this world is habit. You retailers have

fallen into some very bad habits. You pay too much for

your goods, buy too heavily, and expect your customers

to buy goods that have gone out of date on account of

your heavy buying. It isn't your fault though. You have
to do it. You can't throw the goods away after buying

them, and you have to buy in large quantities in order to

get prices that will allow you a reasonable profit ; but we

can change all of this for you—get you out of these habits.

Do you know of any reason why you shouldn't buy of

the manufacturer ? We don't, and we are going to sell
you. We know that we are, because our goods and our

prices can't be beaten.

We make the finest line of gold filled and plated jew-
elry that you have ever handled, and we make it for re-

tailers. Come with us. You can buy from the factory—

double your profits, and meet all competition.

You want to be sure to read the first page of our new

folder that we have mailed to you, and pay especial

attention to the paragraph entitled, " Every piece that

you buy."

Send for our illustrated catalogue. It tells you the

story of bigger profits for you and better service. It tells
you of insurance that costs you nothing.

11 111111111ii111

THE HUSSEY CO.
Manufacturing Jewelers

PROVIDENCE - RHODE ISLAND.
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The
Wedding Season

which comes with Easter will inaugurate another brisk sale
of gifts—all to be monogrammed.

On such gifts, artistic lettering is especially desirable,
if not imperative. This suggests the peculiar timeliness of
the new edition of

Hornikel's
Engravers' Text-Book
which has just been issued. This new edition has twelve
additional plates, making seventy-three plates in all. It
contains Plain and Fancy Ornamented Cyphers, Ribbon,
Drop and Block Monograms for watches, lockets, spoons,
trays, tea sets, cigarette and match cases, loving, prize and
presentation cups. Monograms and initials for seal rings
and fobs. Monograms, inscriptions, etc., etched on silver.

The work is now beyond improvement and should be at
every engraver's elbow. No letter engraver who values his
reputation would be without it.

A copy will be sent postpaid to any part of the world
on receipt of price, $6.00 (11 5s.)

FOR SALE BY

The Keystone Publishing Co.
809_811-813 North t9th St., PHILADELPHIA, PA.

1201 Ileywortli Building, CIIICAGO, ILL.
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Annual Convention Minnesota
Retail Jewelers' Association

The seventh annual convention of the Minne-

sota Retail Jewelers' Association was held in the

West Hotel, Minneapolis, on February 14th and
15th. After the reception, registration and dis-
tribution of badges from 9 to to A. M., the meet-

ing was called to order by the president, Emil

Geist. The minutes of the last meeting were read

and approved. The applications for membership
were then read and the following unanimously
elected: P. J. Rembold, H. C. Hickerson, H.
poison, F. R. Headley, P. Savoloinen, B. Benson
aflj. 

president
K aerw e rt.h ea 

appointed the following
committees: Resolution Committee—B. Peder-
son, I. Reiner, F. Guy. Committee on Presi-

dent's Address—A. E. Barker, F. P. Logan, R. S.
Swarthout. Next came the reading of communi-
cations and a letter from the national president,

d 
The 
F. 

Steele F. Roberts, was read, in which he regretted
very much not being able to be present.
A complaint was read from J. P. Hoeltgen, of

Belle Plain, against several jobbers who were
selling the hardware man and furnishing him
with catalogues in his town. The same was
turned over to the secretary to take full charge
of and report further at the next meeting.
The reading of bills and ordering of warrants

was next in order, and a bill of $24.75 for print-
ing was passed and ordered paid. The officers
made a report at this time, and the same was
accepted. The motion was made and carried to
remit $3 dues to A. F. Hawkins, who had been
out of the jewelry business for a year, and was
again entering our association, from Elmore,
Minn. The noon recess was now taken.
At 2 P. M. the meeting was called to order by

the president, who delivered a very fine annual
address to the association. He was followed by
H. C. Carpenter, of the Rockford Watch Co.,
with an address on "The Jeweler of To-day."
C. A. Sherdahl took as his subject, "What Has
the Association Done for the Retail Jeweler."
This was followed by a very enlightening and
educational discussion, participated in by Mr.
Chalmers, Mr. Williams, Mr. Barker and Mr.
Paegel. Next came Mr. Klugston, of the Wal-
tham Watch Co., on the subject, "Business Meth-
ods of To-day Compared with Those of Ten
Years Ago." The meeting then adjourned.

Second Day

At io A. M. the meeting was called to order
by the president, and a very educational address
was delivered by T. L. Combs, of Omaha, first
vice-president of the American National Retail
Jewelers' Association, his subject being "Promise
and Praise." The address will be found else-
where in this issue.
This was followed by another masterly address

delivered by Colonel J. L. Shepherd, of The Key-
stone Watch Case Company. his subject being
"Sociability as it Applies to the Jeweler of To-
day." This address closed with a beautiful poem
unitled "Opportunity," and was followed by a
few remarks of good feeling by Mr. Gallop, of
I he Crescent Watch Case Works.
At this time a recess was taken for lunch until

1.30 P. M., when the meeting was called to order
by the vice-president, C. A. Sherdahl. The reso-
lutions were at this time read and adopted as a
whole, and were as follows:
The Minnesota Retail Jewelers' Association, in

convention assembled, do hereby resolve that

Whereas it is at the present time impossible
to identify the maker of watch chains, of which
the swivel has been lost, it is resolved that we
recommend to all makers of watch chains that
an extra jointed link be placed between the chain
and swivel, stamped with the initials or trade
mark of the maker.
Resolved, further, that we commend the efforts

of the Minnesota Commercial Federation in se-
ctmintgf ulretghieslration beneficial to the retail trade.ne

Resolved, That we extend our thanks to all
speakers for their valuable and interesting ad-
dresses delivered at this convention. Be it
further 
Resolved, That we extend our thanks and ap-

preciation to the educational exhibits and cour-

K EYST ONE

tesies extended to us by the Waltham Watch
Company, the Rockford Watch Company, the
South Bend Watch Company, The Keystone
Watch Case Company, The Crescent Watch Case
Works, Reed-Bennett Company, the Star Watch
Case Company, and all others not mentioned.
Resolved, That we express our thanks to the

managers of the West Hotel for their kindness
in extending the free use of their room for meet-
ing purposes.

President C. A. Sherdahl

The Finance Committee not being ready to

make their report, the same was turned over to

the Executive Board to look over the auditing of

the treasurer's and secretary's books. Mr. Barker

made his report, as chairman of the President's

Address Committee, and approving the presi-

dent's address in every part except the point

where he talks on advertising.

At this time a very heated discussion took

place to raise the dues from $3 to $5 a year.

After the discussion the same was put to vote

and unanimously carried, that from February,

1911, the dues would be $5 a year. Following

was a general discussion on "Should a Jeweler

Warrant the Wear of His Goods," led by Mr.

Barker, and participated in by Mr. Combs, Col.
Shepherd, Mr. Harper and Mr. Chalmers.

The report was then made by the delegates that

had been at the national convention, and the same

was endorsed and accepted by the association.

At this time F. H. Straub, of Fergus Falls, ex-

tended a vote of thanks to the present officers

for the faithful and diligent work they had per-

formed during the past year.

The next in order was the election of officers

and the following were elected by acclamation:

C. A. Sherdahl, Montevidio, president ; ' F. H.
Straub, Fergus Falls, vice-president ; A. E. Paegel,

Minneapolis, secretary; I. Reiner, Hutchinson,

treasurer.
Motion was made that the Minnesota associ-

ation pay their dues of 25 cents per capita to the

Minnesota Federation of Associations.

The election of delegates to the next national

convention was next in order, and the secretary

was then instructed to notify the members that

all wishing to attend the national convention at

Richmond, Va., as delegates should notify him

at the earliest possible date. The motion was

then made and carried that the next meeting shall

be held in St. Paul, and there being no further

business the association adjourned until 7.30 P.

M., when they met at an informal banquet, with

Colonel Shepherd as toastmaster.

Illinois Retail Jewelers' Association

George B. Elbe, of Chicago, secretary of the

Illinois Retail Jewelers' Association, has made the

following announcement in regard to the work

of the association and the convention to be held

in Rockford in June.

The Illinois Retail Jewelers' Association opens

its membership campaign this year with an en-

rollment of 265, and is going to make it 350

before our convention meets this year. We have

learned that the most effective means of building

up a membership is by getting in personal con-

tact with our fellows in the craft. This plan was

tested a year ago and nroved a powerful builder.

It will be resumed again this year, and the officers
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and membership will make a determined effort to
cover the State.
The convention this year meets in Rockford on

May 9th, loth and tall, and it is going to be a
winner. Business during the past year has been
good and the prospects for the coming months
are such as to justify our members, present and
to come, in getting away for two or three days
to meet and confer upon topics of interest to the
trade. What the principal subjects to be dis-
cussed are I have no method of finding out. So
far as I know there are no violations of honest
marking going on within our borders; so cannot
judge of the importance to us of such an act.
But the meeting will be a live one. Organization
has proved a great benefit to the jewelers of our
State and trade conditions have mightily im-

proved within the past four years.

Illinois has the largest State retail jewelers'
association in America. Starting with a member-
ship of 28 in 19o8, it lumped to 121 in the suc-
ceeding year, and in 1910 it came to the front
with a total enrollment of 244—the largest num-
ber of paid-up members ever attained by any
State association. Its success is due to the en-
thusiastic work of a congenial membership led
by officers of efficient executive ability. Officers
and members got together in groups of three or
four and called upon their fellow non-members;
and they claim that rarely did they fail to land
their man.

Promise and Praise

(Continued from page 460

whom was your worthy secretary, who re-
sponded to the imperative call of the craft in a
true American spirit and ushered into existence
our splendid warm-hearted national association
from which the numerous States associations
have grown. It was started on promise and is
already improving on praise. This association
spirit has revolutionized our business in the past
five years. It has done for the jewelry business
what irrigation has done for arid America and
ithfeanbecyn.efit of both of which are yet only in theirn 

The putting of our faith and hope into the
association work as well as our own enterprise
will mean a twin success, the greater one being
that of the association, for it is the medium for
large and prolific effort. Evidences are continu-
ally developing of benefits directly traceable to
the association work on every hand, and there is
glory and praise enough coming back from these
various sources to highly commend the asociation
and insure its permanency. There is a wonderful
power and influence in the existence of the asso-
ciation, and I foresee therein detailed plans of
assistance and protection that shall attract every
wide-awake jeweler in the Union to our mem-
bership.
The praise that we are entitled to in our busi-

ness and lives comes to us just in proportion to
the honor and force we put into our promises
and performances. I should hope to make you
all happy in "our business, courteous and neigh-
borly with your customers; be just as sociable
in the daytime as in the evening, add a heart
throb to your happy handshakes as you pass along
and have the approach to your good graces and
the door of your store both avenues of easy en-
trance. The possibility of pleasure and profit in
our business, though not born of ease and fancy,
is almost limitless and carries with it the dignity
and influence of honorable business men which,
consistently combined, is almost the most potent
influence known to-day among men.

There's much promise in this world,
Every one can share it.

There's so much praise in this world,
Every one should spare it.

It goes and comes, to and from, you and those
yott know

If in passing and performing cheerful kindness
you bestow.

Try it, watch it; you'll observe it every day you
live, 

Making progress, love and service—standards to
observe.
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Rings

0
 NLY by maintain-
ing a high stand-
ard of Quality
have we been en-

abled to build up a large bus-
iness on Rings, Mountings
and Card Jewelry which
has won for the 0. & B. goods
a reputation that increases as
the years go by.
Comparison on essential

points with other lines reveals
superiority in design, finish
and price for the 0. & B.
goods.
Our trade-marks on the

various qualities we make in-
dicate that they will assay to
the quality stamped, and will
measure up full to all exacting
tests.
The year just passed con-

vinces us that retailers the
country throughout are rec-
ognizing these essential
points and are stocking our
line.

Through

Mountings

AN
D in stocking our
line they are con-
scious of the profit-
able sales that result

from the rare judgment and
keen perception exercised in
this regard.
The prices asked for

0. & B. goods are as low and
in many instances lower than
on similar lines which lack
the HighStandard-Quality
-Value and Character-the
entire 0. & B. line possesses.
Our endeavors for 1911 are

being aimed along the same
progressive lines that have
made for success in the past,
ever mindful of feeling the
pulse of the consumer with a
view toward co-operating
with the retailer through his
Jobber and making the
present year more successful
and profitable to him than
any previous year or years.

Progressive

Card Jewelry

B
UYERS of Quality
appreciate the com-

prehensiveness of
our line.

Our Brooches-Scarf Pins
Studs-Earrings-Seamless
Filled Fancy Rings-Seam-
less Filled Wedding Rings,
in conjunction with our better
grades in 10 and 14 Karat
solid gold,offer an opportunity
-to any live Retailer-of
carrying a very large display
of selling jewelry with an
0. & B. character to it.

Any reputable jeweler
can inspect our product
through the legitimate job-
bing trade.

We bespeak your earliest
consideration in this, that we
may be able to do our share
toward promoting a satis-
factory trade condition for
1911.

Jobbers

OSTBY & BARTON CO.

9 Maiden Lane, NEW YORK

PROVIDENCE, RHODE ISLAND

342 South Broadway, LOS ANGELES, CAL. 103 State Street, CHICAGO

\l Fell, 1911
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The Assurance League 
of

America

The Assurance League of 
America, which is

probably more familiar to our
 readers as the

Jewelers' League of some years 
ago, has issued

the annual report of the 
national treasurer, which

will be interesting to the 
members of the or-

ganization, who comprise a la
rge majority of

the jewelers of the countr
y. The present officers

of this organization are: 
President, George W.

Street, of George 0. Street & 
Sons; Vice-Presi-

dent, Leo Wormser, of the 
Julius King Optical

Company; Secretary-Treasurer, 
F. A. Marsellus ;

Counsellor, Samuel Crook ; Captain, Bernard

Karsch; Medical Director, F
. S. Grant, M.D.

The Executive Committee is 
also composed of

prominent members of the je
welry trade, com-

prising George W. Street, 
William T. Gough,

John R. Greason, M. L. 
Bowden, George H.

Hodenpyl, Stephen B. Kent, Sa
muel Crook, Sam-

uel H. Levy, Leo Wormser,
 A. K. Sloan and

F. A. Marsellus. The report 
of the treasurer is

as follows:

Annual Report of the Natio
nal Treasurer of

the Assurance League of
 America

January I, 1911.

Balance Jan. I, 1910  
$26,541.09

RECEIPTS

Monthly payments $198,632.18

National Senate, quarterly

dues . 
5,430.00

Interest on securities. 
10,785.89

Designation fees  
35.25

Collection on checks 46

Real estate mortgages 
500.00

Advance payments  • 655.44
216,039.22

$242,580.31

DISBURSEMENTS

D . $180,285.30Death claims  
Commission and fees paid

deputies and organizers...
2,621.26

Salaries of officers 
5,620.00

Salaries of office employees.
2,806.12

Medical director's fees 
129.00

Local examiners' fees 
580.00

Traveling and other expen-

ses of officers 
1,032.25

Collection and remittances

of assessments and dues 13.48

Insurance Department fees.
55.00Re

933.33

Advertising, printing and

stationery  
808.0g

Postage and United States

Government envelopes  
558.07

Assembly supplies  
10.00

Legal expenses  
350.00

Furniture and fixtures 
16.60

Actuary fees  
750.00

Auditor fees  
162.50

Miscellaneous expenses
270.23

Surety bonds  
81.91

Advance payments  
550.24

197,633.38

Balance Jan. I, 191 r  $44,946.93

ASSETS

Par (Jan. I, 1911)

value
$5,000 City New York dock 

bonds 

37,000 City New York corpo
rate stock 

10,000 City New York cor
porate stock 

20,000 City New York corpo
rate stock 

8,000 City New York corpor
ate stock 

15,500 County of New York 
corporate

stock  
10,000 Atchison, Topeka & 

Santa Fe

R. R. bonds  

15,000 Baltimore & Ohio R. R
. bonds 

5,000 Cleveland, Cincinnati,
 Chicago

& St. Louis R. R. bonds 

5,000 Denver & Rio Grand
e R. R 

bonds  

Book
value

$5,227.60
37,440.16
10,475.86
21,659.74
8,160.65

15,500.00

9,842.08
14,914.16

5,164.32

5,121.50
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$10,000 Illinois Central R. R. b
onds 

10,000 Kansas City, Fort Scott & 
Mem-

phis R. R. bonds 

5,000 Long Island R. R. bonds 

mom Minneapolis & St. Loui
s R. R 

bonds  
5,000 Missouri, Kansas & East

ern R.

R bonds
5,000 Missouri, Kansas & Texa

s R. R.bo. 

nds
18,000 New York Central &

 H. R.

bonds  
5,000 New York, Chicago & St

. Louis

R. R. bonds  
7,000 Norfolk & Western R. R.

 bonds.

3,000 Norfolk & Western R. 
R. bonds.

10,000 Northern Pacific R. R.
 bonds 

10,000 Reading R. R. bonds 

5,000 St. Louis & Southwester
n R. R.

bonds  
5:oo00 Union Pacific R. R. b

onds 
1000 

U. S. Steel Corporation S.
 F.

bonds  
Bond and mortgage George 

Hogan 

Bond and mortgage Wm. Po
ole 

Cash on deposit Union Trust 
Co 

Cash on deposit Chatham Nat'
l Bank 

Cash in office  
Due from deputies and

$9,188.00

9,259.50
5,203.58

9,893.60

4,627.67

4,32692

17,165.80

5,313.76
6,864.00
2,955.80
10,084.28
9,891.64

5,(3134.96
5,077.70

9,676.40
3,500.00
7,500.00
4,998.30
37,823.98

62.38

organizers  2,062.27

Comprised as follows:
Mortuary fund  
General fund  
Advance payments  
Disability benefit fund  

$303,991.61

$272,737.51
31,111.77

12517
16.56

$303,991.61

F. A. MARSELLUS,
National Treasurer.

Certificate No. B11. NEW YORK, Jan. 3, 1911.

I hereby certify that I have 
counted the bonds

shown in this report, and find 
that at the close of

business, December 31, 1910, t
he said bonds were

in the possession of the 
Assurance League of

America and were its absolut
e property on said

date according to its records.S. H. WOLVE,
Consulting Actuary.

NEW YORK, Jan. ao, 1911.

We, the undersigned, have 
examined the books

of the Assurance League of
 America, and find

the balances correctly set 
forth in the national

treasurer's report.
R. A. BREIDENBACH,
JNO. R. GREASON, JR.,
IRA CADMUS,

Examining Finance Committee.

President Steele F. Roberts, of
 the Na-

tional Association, Appeals t
o the

New England Trade

To the Retail Jewelers in 
Connecticut, Rhode

Island, Massachusetts, Vermo
nt, New Hamp-

shire and Maine.
GREETING:
Five years ago a score of 

delegates represent-

ing 130 retail jewelers from
 ten States met at

Rochester, N. Y., and organ
ized the American

National Retail Jewelers' Association. To-day

this organization has 3500 members in thirty

States, and represents an inve
sted capital of over

thirty million dollars.
The association was organ

ized for protective

and educational purposes; 
to combine the intel-

ligence and influence of the 
retail jewelers of the

United States for mutual 
protection against im-

position and fraud; to furthe
r the enactment of

National and State laws in 
the interest of the

craft ; to correct trade ab
uses ; to foster mutual

improvement in the customs 
and usages of the

trade and to establish closer
 ties of business asso-

ciation.
A Declaration of Its Objec

ts

To establish a code of busin
ess ethics.

A gold and silver stampin
g law in each State.

A trade-mark and quality 
stamp on all gold and

silver wares.
A National and State law 

against fraudulent

advertising.

Criminal prosecution of diamon
d and jewelry

smugglers.
A reduction of express rates.

Abolition of the retail jobber.

Fixed ratio of profit on sterli
ng silver and gold

jewelry.
To correct abuses of mail

-order and depart-

ment store competition.
Complete selling prices on hi

gh-grade Ameri-

can watches.
Fixed selling prices on Am

erican movements

and cases.
State law allowing articles le

ft for repairs to

be sold at expiration of one
 year.

Mutual information bureau 
in each city for

protection against shop-lifting.

Elimination of price-cutting, 
auction and fake

sales. •
Co-operation with manufacturers and whole

-

salers in trade interests.
Increased circulation of trade 

journals.

Organization of jewelers' clubs 
or round tables

in every city and town.
Advocating modern business metho

ds and store-

keeping.
To foster and protect every interest of the

retail jeweler.
A remarkable change has take

n place in the

attitude of the retail jewelers during the past

three years, and, instead of ho
lding aloof, they

have met as competitors face to 
face, and with

a spirit of congeniality and un
animity of purpose

have united for the betterment
 of trade condi-

tions and organized city, State a
nd National asso-

ciations.
Merchants in other lines are rapid

ly encroach-

ing on the legitimate trade of- t
he retail jeweler,

and it is imperative that the jewel
ers of the

United States shall take immedi
ate action to co-

operate and organize for mutua
l protection and

conservation of their business.

The present membership of thi
s association

being in the States of the West an
d East, it is

desired to extend the organizati
on to embrace

Connecticut, Rhode Island, Mas
sachusetts, Ver-

mont, New Hampshire and Main
e, and to the

retail jewelers in these States this appeal for

membership and affiliation with the American

National Retail Jewelers' Associati
on is now made.

We need the numbers and in
fluence of the

staunch, progressive jewelers in 
the New Eng-

land States to increase our me
mbership this year

to five thousand, and with the
ir aid reach our

goal of ten thousand members t
hree years hence.

Think of the potent things that 
can be accom-

plished by an earnest, intelligen
t body of 10,000

retail jewelry merchants-East, We
st, North and

South-united for the uplift an
d betterment of

the craft.
The American National Retail 

Jewelers' Asso-

ciation is founded on clean-cut business prin-

ciples, and conducted on progressive lines, as

attested by hundreds of the most prominent

jewelers in the East and West.

The benefits to be derived from
 a membership

in this organization are incalc
ulable.

The Method of Organization

is to form jewelers' clubs in cities and towns

where possible, and they unite in 
forming a State

association, which becomes affiliat
ed with the Na-

tional association. When clubs 
are not organized

jewelers join the State organiza
tion, and should

there be no State organization 
jewelers may join

the National association direct 
by application to

the president or secretary.

Any legitimate retail Jeweler of good moral

character is eligible to membersh
ip in the Ameri-

can National Retail Jewelers' 
Association, and an

invitation is hereby extended such jewel
ers to

become members.
Copies of constitution and 

by-laws for city

clubs or State organizations m
ay be had on appli-

cation.
A united organization of the 

jewelers of the

United States is of vital impor
t to every retail

jeweler, and your thoughtful co
nsideration of its

aims and objects, as here prese
nted, is earnestly

desired.
Cordially and fraternally yours,

STEELE F. ROBERTS,

Address : 
President.

Care E. P. Roberts & Sons,
233 Fifth Avenue, Pittsburg, Pa.

Pittsburg, Pa., February 1, 1911.
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The Phenomenal Sale of this
Case Proves its Usefulness

jewelers with a keen eye in every case relating to their business, saw at once
the beauty, utility and cheapness of our IDEAL" CASE.

It is made of solid oak, or other wood desired, highly polished, beveled plate-
glass top, double strength glass front, ends and doors, has two highly polished
shelves of same wood as case, supported by Tom's adjustable brackets, metal legs
six inches high, and doors run on steel tracks.

DIMENSIONS:—Length as ordered, 28 inches wide, 43 inches high, upper shelf
12 inches wide, lower shelf 16 inches.

The construction of this case is first class. It has a nicely molded top, orna-
mented with egg and dart.

A BEAUTIFUL CASE

Made and sold by

Wall Cases. Solid Oak. 8 feet long, 8 feet 4 inches high, 1 foot 4 inehes deep
inside. Doors slide up, fastened to Morton's steel chains and weights, Inside of case and
shelves lined with black felt. Made to ship in the knock down.

Net price, $58.00.

Union Show Case Co.
Worth $70.00

Salesroom, Office and Factory

56-66 Frank Street, CHICAGO
Take the Blue Island Avenue Car

HANDSOME DESIGNS

IN JEWELRY SHOW CASES

Are a feature of the Line for 1911

We are prepared to submit plans and estimates on any desired jewelry
store equipment and our prices will prove of interest to any prospective
purchaser. We are making a specialty of the CRYSTAL all plate glass
show cases and invite correspondence in regard to them.

Malaita &oly Gaat Go:
926 JEFFERSON AVENUE :: GRAND RAPIDS, MICHIGAN

Chicago Salesrooms Boston Salesrooms
218 E. JACKSON BOULEVARD 21 COLUMBIA STREET

New York Salesrooms

732 BROADWAY

F. C. JORGESON & CO.
159 to 167 Ann Street •• CHICAGO, ILLINOIS

MAKERS OF HIGH-GRADE

JEWELERS' FIXTURES

SPECIAL No. 107B

COUNTER CASE AND TABLE

MADE IN ALL KINDS OF WOOD
OAK AND BIRCH IN STOCK

Write for Prices

“THE IEIST OF 1VERVTI-IINCir"

arch, 1911 TI-JE

Parcels Post a Serious Problem

Why Plan Should in no Wise be Accepted

Offhand—Our Enormous Distances and

Sparsely Settled Sections Important

Factors—Would Entail Vast Initial

Outlay and Huge Annual Deficit

As a result of various developments, the
parcels post problem—which has been be-
fore the country for nearly a score of years
—has again been brought somewhat to the
front, says the Dry Goods Economist.

The most recent is the fact that in his
annual report, just issued, Postmaster-Gen-
eral Hitchcock not only earnestly renews the
recommendation made in the last annual re-
port of the department for the introduction
of a limited parcels post service on rural
routes, but also makes this statement:
"It is believed that as soon as the postal

savings system is thoroughly organized the
Postoffice Department should be prepared
to establish throughout the country a gen-
eral parcels post."
The recent strike of the express drivers

and helpers in New York had already
resulted in the publication of editorials in a
number of daily papers and other journals,
issued in New York and other centers, urg-
ing the adoption of a general parcels post
ill this country. And it is fair to assume
that the proposition has in various ways re-
ceived some little consideration from quite
a number of people who had previously not
given it any thought whatever.

Unfortunately, most of
those who have been writ-

lessly Endorsed ing and talking on this sub-
ject seem to have given it

little or no study and appear to be possessed
of a very slight degree of information as

to what a parcels post for the country would
entail. But, like too many others, they are

ready to arise and express their opinion as

to the merits of the scheme. And—again
unfortunately—with a few exceptions,
those who are least informed on this sub-
ject are the most favorable to the project.
Somehow or other the idea of being able to
mail a good-sized parcel from any point
to any other point within these United
States seems to appeal to the average
American citizen, even though the occa-
sions when he himself may require to use
such a service are extremely rare.

Moreover, the proposition now appeals
more strongly than ever, because, as above
suggested, attention has of late been drawn
to the high-handed methods of the express
companies, through the recent strike of their
employees. The steepness of the express
companies' rates has also been emphasized,
as a result of recent investigations and re-
ports.
In brief, the average citizen is apt to re-

mark that such a service "has got to come."
And, undoubtedly, if such a service is DE-
MANDED by the people of this country it
will come.

We have yet to discover,
No Widespread however, any really strong
Demand demand for, or any author-

itative, widespread move-
ment in behalf of, a parcels post. Even the

Often Thought-
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Postal Progress League, which for many
years has been trying to work up sentiment
in favor of a parcels post and has main-
tained an active and aggressive lobbyist in
Washington in behalf of its demands, was
able, as reported in the Economist at the
time, on calling a meeting recently in New
York to bring together only about a score
of persons to listen to the arguments pre-
sented and indorse its demands.
Inasmuch as the largest advertising

clients of the daily papers in New York
and other large centers are the big depart-
ment store proprieors, who, of course, would
find a parcels post useful in their business,
it is not difficult to understand why such
publications should take the affirmative side
of the debate. Yet the articles in favor of
a parcels post which have appeared in these
newspapers have not indicated any fa-
miliarity with the subject. Nor have they
endeavored to show the origin, or even the
existence of, any strong, popular demand
for a parcels post.

A bill for the establishment
of such a service has for
two years or more been be-
fore the House of Repre-

sentatives and has never succeeded in get-
ting out of the committee where it still re-
poses. The Congressman who is sponsor
for the bill asserted at the New York meet-
ing above referred to that he could find
no serious opposition to the bill, saying this,
however, with an "I would if I could" air
which seemed to suggest that the only op-
position he knew of came from the big ex-
press companies.
And, of course, in this connection the

meeting could not pass without the oft-
quoted statement made by John Wana-
maker when Postmaster General, being
again cited, viz., that there were five reasons
why a parcels post bill could not be passed,
these reasons being expressed by merely
mentioning the names of the various big
express companies.

Nevertheless, no Economist reader, and
no one who is at all familiar with the at-
titude of the storekeeper or merchant in the
smaller town, need to be told, that THERE Is
a very determined, and a very serious, OP-
POSITION to the establishment of a parcels
Post. In addition, there is opposition to
such a project on the part of MOST of the
people who have given the subject any
serious thought.

It seems well, therefore, at this time,
when the project is again being brought for-
ward in a general way, and is likely to re-
ceive additional attention and endorsement
through the Postmaster General's recom-
mendation, to examine some of the claims
made in behalf of a parcels post and some
of the objections thereto.

One of the arguments
Two Stock brought forward by those
Arguments in favor of a parcels post,

and strongly emphasized at
the recent meeting in New York, is that a
parcels post has for years been in force in
England and in Germany, and that the
United States ought not to be behind such
countries.

Another is that we have now in effect an
INTERNATIONAL parcels post, and that the

Widespread
Opposition
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American citizen ought to have advantages
similar to those afforded to our citizens be-
yond the sea and the native-born residents
of foreign countries who may desire to send
packages to some point or other in the
United States.

It is obvious, however, that the conditions
surrounding a parcels post in England or
in Germany are radically different from
those existing in this country. It may be
stated, by the way, that throughout Eng-
land a flat rate prevails (uniform ALL OVER
the country), whereas in Germany the rates
are arranged on a zone system, so that in
the latter country the rates vary according
to the distance the parcel is carried.

The uniform rate in Eng-
Europe land—which was adopted
No Criterion ill 1884—is 6 cents for the

first pound and 2 cents for
every additional pound, with a limit of
eleven pounds. Thus, a parcel weighing
eleven pounds can be sent from any one
point to any other point in England for
26 cents. England, however, has, com-
paratively, a very small area—something
like 50,000 square miles, and not only are
the "distances" small, but throughout the
country the population is of equal density,
averaging 550,000 to the square mile.
Germany, too, has a territory of but 208,-

000 square miles, whereas our one State
of Texas has an area of about 265,000 square
miles. Again, the density of population in
Germany is about 300,000 to the square
mile, whereas in the United States it is only
about 25,000 to the square mile.

Inasmuch as we have yet
to hear of any demand for
a parcels post in this
country based on the ZONE

system, and as such a system is entirely con-
trary to American traditions, it is safe to
assume that any formulated demand for a
parcels post in this country will be based
on a flat rate. And what rate, it may well
be asked, would be remunerative to the Gov-
ernment when many packages would have
to be sent a distance of 2000 miles or more?

In England it would be possible to take,
say, 550 parcels from a central originating
point, such as London, carry them over an
average haul of 41 miles and deliver them
all within one square mile of territory.
Here we might not only have to carry these
550 parcels over 2000 miles, but they might
have to be distributed to 550 distinct in-
dividuals resident in 550 square miles of
territory.

In England, or in Germany, all the par-
cels can be carried from point to point by
rail ; in this country some might have to be
transferred from rail to steamboat, and
from steamboat to stage-coach. What it
costs to deliver mail in distant and sparsely
settled territories is shown by the fact that
the first batch of letters carried by the
United States Government to Circle City,
Alaska, cost no less than $450 per letter.

Moreover, it is for the
LONG distances that the

Our Enormous
Distances

Who Would Get

the Cream services of our GOVERN-
MENT would be called in,

rather than for the shorter ones. The high
express rates, which are so generally the

(Continued on page 469)
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Solid Brass Candlesticks Indestructible—Will Wear for
Ages as Artistic Heirlooms

c_Wlade in artistic designs carefully arranged to avoid repetition in detail and to embody a wide range in
size and form. Furnished in Antique Bronze, Bright Silver, Oxidized Silver or Copper, Verde Antique or
plain Brass. The workmanship is thorough, all pieces are inspected so that only perfect goods are sent out.

Here are shown a few samples of styles. We are adding to the variety frequently SEND FOR ILLUSTRATED CATALOGUE
AND PRICES TO

Reed & Prince
cYVIanufacturing Co.
Worcester Massachusetts

ORIGINATORS OF JEWELRY FINISHES
For 32 years we have specialized as

Electro Platers and Colorers
and cater to the MANUFACTURERS and JOBBERS.

MANUFACTURERS will find here a most complete
coloring plant suitably equipped for turning out high-
grade work at a cost consistent with the quality of the
work desired.
We will experiment and get up new finishes for the MANUFAC-
TURER with the view towards producing a line of original
finishes that will make his line good, live sellers.
We are at the JOBBER'S call to refinish his badly worn and mis-
handled jewelry, restoring it to its original state. Inventory time
must have revealed a lot of goods that we can finish as good as
new. Send them to us now.
We will also restore badly worn jewelry to its original condition
for the RETAILER.
To the RETAILER we offer a chance to turn over apparently
unsalable jewelry.
Let's hear from you, MR. MANUFACTURER, MR. JOBBER,
MR. RETAILER.

CORRESPONDENCE SOLICITED 

THE
A. S. INGRAHAM COMPANY
  OFFICE AND WORKS  

ATTLEBORO :: MASSACHUSETTS

Wheeling Metal Ceilings
SANITARY

Wheeling Metal Ceilings are Perfect Fitting at every joint and therefore Dust-
and Vermin-Proof. You also have the advantage of the Artistic Appearanceand freedom from the Worry, Inconvenience and Expense of Repairs.

WHEELING CEILINGS ARE PERMANENT
Send diagram of the room to be ceiled and we will prepare working drawingsshowing arrangement of suitable designs without charge or obligation.

ADDRESS NEAREST OFFICE FOR PROMPT ATTENTION

Wheeling Corrugating Company
WHEELING WEST VIRGINIA

BRANCH OFFICES AND STORES

PHILADELPHIA CHICAGO NEW YORK ST. LOUIS
CHATTANOOGA DETROIT

Money Saved
This Must Interest You

CEvery man wants to save
money, and we can show

you where you are throwing it
away. If you will adopt our
method of sending packages
through the mail we can show
you a saving of from 50% to 75%.

WRITE FOR PARTICULARS

INSURANCE COMPANY
OF NORTH AMERICA
228 Walnut Street :: PHILADELPHIA, PA.
Capital   $4,000,000
Surplus to Policyholders over $7,000,000

FOUNDED 1792

tt,\N_Te:ccigt
CATALOG '

(0'4131:240.

GORDON 4
MORRISON
WHOLESALE

JEWELERS AND
OPTICIANS
  1802

Chicago,

THE JEWELERS, WATCHMAKERS
and OPTICIANS will do well by

writing for our 1911 CATALOG,
MAILED FREE. It contains a full line
of WATCHES, DIAMONDS,
JEWELRY, OPTICAL GOODS,
WATCHMAKERS' and OPTICIANS'
TOOLS, MATERIALS and MA-
CHINERY of the best makes the
American and Foreign markets afford.
It will pay you to have our catalog.

Gordon & Mor Wrison, 19ho1sa9.2e0lsl E Jwle
E. 

emaedisrosna;ld
St.
0=0,

ILL.
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Parcels Post a Serious Problem

(Continued from page 467)

cause of complaint and, as suggested, one of
the strong arguments in behalf of a parcels
post—apply chiefly to long-haul transporta-
ti011, :to that it is quite fair to argue that
thicle Sam would get this kind of carrying
(the skim milk), while the express com-
panies would retain the cream of the busi-
ness, unless the United States postoffice
could have a MONOPOLY on the delivery of
parcels as it now has on the delivery of first-
class mail.
This could not well be, however, if the

parcels post service, as it is now demanded,
were confined to packages weighing not
more than eleven pounds.

One cause of the enormous
distances over which the
greater proportion of the
parcels would have to be

carried by our Government is found in the
location of our manufacturing centers. As
everyone knows, the great bulk of the manu-
facturing in this country is carried on in
States bordering on or near the Atlantic,
and, although within recent years manu-
facture has been greatly extended in the
Central West, there is but little manufacture
West of the Mississippi River. All that ex-
tensive and sparsely settled country would
have to be supplied from points over a thou-
sand to two thousand miles or more away.
And not only would the movement be

over enormous distances, but it would be
almost all in one direction. In other words,
there would be but little "return freight."

To the argument that
International American citizens residing
Service Little in this country "ought to
Used have just as good and as

cheap facilities for the
transmission of parcels as they would have
if they were in foreign countries or as may
be enjoyed by foreigners when sending
packages to points in this country"—in a
word, that we here should be as well off
as those who benefit by the international
parcels post—the answer is that advantage
is, and can be, taken of the international
parcels post in only a limited degree.
We have such postal conventions for the

transportation of packages with thirty-three
countries, but with nine of these countries
packages are limited not to eleven pounds
in weight, as domestic parcels post advocates
seem to assume, but to two kilograms ; that
is, only about 4 pounds 6 ounces.
Of those countries with which we have

an -pound convention not a single one is
on the map of Europe. They are such
countries as the island of Jamaica, the
Windward Islands, Venezuela, Costa Rica,
the Danish West Indies, etc.—countries
small in size and with which we have very
little intercourse.
Thus it will be seen that the advocates

of a domestic parcels post are asking ap-
parently not merely for what the foreigner
is getting from the United States Govern-
ment, but a great deal. more. And, as a re-
sult of this limited use of the international
parcels post, the number of parcels involved
is not sufficient to create any serious loss,

Unprofitable
Hauls

while in most cases the losses that do arise
are offset by a high and very remunerative
first-class mail rate.

We have attempted to give
some indication of the ex-
pense that would be in-
volved in the transportation

of parcels over the great distances which
exist in this country. Let us now consider
the outlay which the Federal Government
would have to make were Congress to pass
a law authorizing a parcels post. And, in-
cidentally, we may mention here that even
in England, where the conditions are so
much more favorable and where the salaries
of employees are considerably lower than in
this country, the parcels post has not
brought a profit, but a loss to the Govern-
ment.

First of all, there would of necessity
be an enormous outlay for the purchase,
erection, or rental of buildings in which the
parcels could be handled. Such premises
must of necessity be very spacious, as par-
cels would not only be heavy, but, in many
instances, bulky. Then there would be the
expense of autos or horse-drawn wagons
and of their maintenance. The drivers and
helpers required for the transfer and de-
livery of such mail would create a vast in-
crease in the number of Government em-
ployees. And, as is well known, the pay of
Government employees in this country and
their hours of labor make their work more
costly than that performed for private con-
cerns.
There would also be needed a vast clerical

force. And, if the parcels post service were
conducted as it ought to be, and if any ac-
curate idea of the cost of the service was
to be obtained, a large central auditing force
would be essential. Is the Post Office De-
partment in Washington, as at present con-
stituted and managed, capable of establish-
ing and efficiently maintaining a service of
this extent and character?

The advocates of a parcels
post for this country have
placed their proposed rates
very much higher than that

which prevails in England, yet with the ex-
pense that would be entailed in this country
how could the system be operated at other
than a loss which would add enormously
to our already large annual Post Office
Department deficit? And this loss would
have to be made up by a correspondingly
enormous addition to the taxation, which al-
ready, though indirectly , bears so heavily
upon all our citizens.

Again, who is likely to be most benefitted
by a parcels post ? With parcels limited to
a weight of I I pounds, the farmer would
not have any increased facilities for the sale
ot those minor products, such as butter and
eggs, which he now readily disposes of
through the merchant in the country town.
That merchant himself would be con-

fronted with still keener competition from
the retail mail-order house and from the
store in the big center than even that
which he has to face to-day.

It has been urged that the retailer would
benefit by being able to obtain merchandise
more quickly and more cheaply than is now
the case. But how many packages would the

Enormous
Initial Outlay

Who Would
Be Benefited?
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retailer receive from the wholesaler or the
manufacturer that would weigh no more
than eleven pounds?

And, as above suggested,
any advantage in this re-

the Piper? spect would be far more
than offset by the inroads

which the giant retail mail-order houses and
large stores in the big centers would make
into the country retailers' trade. The fas-
cination which the mail-order catalogue has
for the average farmer is a matter of or-
dinary knowledge to anyone Who has given
any attention to the workings of the retail
mail-order business. In addition, there is
the advantage offered by large assortments.
the prestige which the very name of the
big store confers on its merchandise, the in-
fluence of skillful advertising and fine il-
lustrations, and, in some cases at least, the
inducement of specially low prices.
Were there a prospect that a general par-

cels post could be conducted at a moderate
expense and without imposing a heavy bur-
den of taxation upon our citizens, it might
perhaps be well to have such a service. Ap-
parently, however, a general parcels post
would benefit the few at the expense of the
great body of our citizens.
With a system of indirect taxation, such

as ours, it is always the poor man that pays
most heavily, in proportion to his income.
Hence, the huge annual deficit which a
parcels post would assuredly create. would
bear hardest not on the people who could
afford it but on those who at the present
time have all they can do to make both
ends meet.

Who Would Pay

Diamonds in Favor With Farmers
The announcement that the Kimberley

diamond trust is going to increase the
price of gems because of recent heavy pur-
chases of precious stones on the part of
Western farmers, will prove anything but.
pleasant to the editor of the Emporia
(Kans.) Gazette, who is in the midst of a
strenuous campaign against the white spark
as a first aid to male beauty, says a leading
daily editorially.
The farmers who have amassed wealth in

recent years have been at a loss for some
means of disposing of the surplus gold with
which their shoulders have been weighted
down. A man cannot keep on investing in
autos. After he gets four or five different
models he finds he has gone the limit of
common sense. The purchase of the light-
ning rod and the gold brick used to form a
safety valve for the disposal of the danger-
ous surplus of cash on the home ranch, but
all the men who dealt in those commodities
are dead, and no new geniuses have filled
their places.

In his distress the farmer turns to the
diamond market. Here he finds no limit to
the amount he can spend. jewel caskets do
not take up much room in the house, and it
is possible to amass a lot of them without
having to build an extra long wing onto the
old homestead. The farmer has been the
steadiest patron of the diamond producers,
and the price of gems is going up in natural
response to the law of supply and demand.



OBEY THAT IMPULSE!

Everybody Wants Trained Men Nowadays
If you don't think so, just read the " WANTS " in the morning paper. Time is money to the busi-
ness men of to-day, and they want and demand men who are capable of taking an order, grasping
the details correctly,—then executing it with the precision and ability of a first-class watchmaker.
The busy jeweler will pay good to the fellow who can fill a place like that.

Every young man feels better if he is independent. Our courses are so practical and our instructors
so well informed that by giving the proper attention to your work you have simply got to succeed,
and after completing our course you will be prepared to fill any responsible position—you can com-
mand and get good wages, and you have made something of yourself.

Every graduate of our school is bound to make good. WHY? BECAUSE he has learned the
essentials of success, and has been so impressed with the accurate knowledge imparted to him by
our instructors that to succeed is the only thing possible—" failure is a word unknown.

Why not take the first step toward being independent now? A splendid position and good salary
are just within your grasp. Take advantage of this opportunity—

Waltham
Horological

School t:11
WALTHAM, MASS.

Please send me Prospectus
and Outline of your entire
course. This request entails
no obligations on my part.
Name 

Street

City 

OBEY THAT IMPULSE
And Tear Off This Coupon

Right in the HEART of the WATCHMAKING WORLD,
We are in a position to KNOW.
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Letters from the Trade

Readers are requested to send for publication new
ideas on any subject, technical or mercantile, of general
interest to the trade. As this page is for the use of indi-
vidual readers, we do not hold ourselves responsible for
the views expressed.—EDITOR THE KEYSTONE.

Bigger Profits
ED. KEYSTONE :—We are glad to notice a dis-

position on the part of the jewelry trade to ad-
vance the standard of profits beyond that which
satisfied them in past years. It seems that they
are beginning to realize that a certain profit must
be made to cover a certain expense. We have
always contended that it cost more to market
our lines than any other. Of course, we are
speaking frOm a retail standpoint.
We are glad also to notice that manufacturers

are showing a disposition to help in this respect.
A few years ago we talked to a prominent silver-
ware manufacturer who sold at retail in New
York at 25 per cent. profit, and we contended at
the time that this was aot fair to the general
retail trade at large, as we are quite sure there
is no store of any consequence that can show any
net profit until after they get above that.
We contend that 50 per cent. is the very lowest

margin we should get on anything in our line,
because after we have sold to a customer once it
is a long time before b needs that same article
again. Our volume of sales is restricted simply
because the goods lasts too long. Profits in wear-
ing apparel that wears out frequently are as good
as ours, and in many cases better. This same
thing can be applied to anything in our line.
We would like very much to have the views

of the trade on the subject, as we think this one
of the most important connected with the jewelry
business. Yours truly,

A SUBSCRIBER.
Grand Rapids, Ia.

Diamond Mounting or Setting

ED. KEYSTONE:—YOU will please publish in
your current issue the best method of diamond
mounting, with illustrations of how to prepare
the mounting for the stone and the correct way
to bring the prongs over the stone, and oblige,

Yours truly,
Cairo, Ill. S. J. M.

In the first place it should be stated that the
skilled stone setter makes use of but very few
tools. In fact, if the setting was perfectly
adapted for the stone about the only tool the
experienced diamond setter would require would
be a "flat bottom," or as some call them a "flat-
edged" graver, as with this tool he could press
down the claws on the stone and afterwards
bright-cut them. Of course, it is to be understood
that in large jewelry manufactories there is no
fitting and altering of a setting such as is often
the case in small establishments and the repair
shop. Setting stones is very much like most
other mechanical operations; what appears to be
extremely difficult is quite easily done as soon as
the proper manual skill is acquired. Suppose, in
illustration, we have a stone to set, the setting
to which has eight prongs to be closed down
over the stone. We close down one claw with
any tool which will bend it over—not over the
stone, but so we can push one edge of the stone
under the "clinch ;" we next bend the opposite
claw down and now we have the stone held in
place by two claws on opposite sides, and the
others can now be bent down gradually and closed
in until the stone is secure. The claws are next
trimmed and bright-cut with the flat bottomed
graver above referred to. There is a good deal
of practical skill required in fitting the prongs

of a setting in the proper shape.
We show at Fig. i an ideal prong.
Now the claw, or whatever we
choose to call the part y, should
not be shaped so that when it is
pressed down on the stone B, said
stone being represented by the
dotted lines z z, that it will first
bend at the base of the claw indi-
cated by the line x, but higher up

at the point indicated by the line w. The reason
for this is, if the claw bends at x it is forced

Waltham Horological School
WALTHAM, MASS.

State  Fig. 1

forward and stands a great chance to chip the
stone. This will be understood by inspecting
Fig. 2, where it will be seen that
by shaping the claw y so that it
bends first at w it avoids the
danger of pressing the stone
edgewise and thus splintering it.
The first pressure is in the di-
rection of the arrow u; the sec-
ond pressure would be in the di-
rection of the arrow t to close in
the clinch around the edge of
the stone. The jaws of a pair of pliers can be
used to close down the claw on the bottom of
the flat-bottom graver. To avoid any miscon-
ception we show cuts of a flat-bottom graver at

Fig. 9

Fig. 3

0.
Fig, 4

Figs. 3 and 4, the first being a side view and the
second an end view of the tool. It will be evi-
dent how easy it is to press down a claw with
the flat bottom of such a graver. Such gravers
are kept sharp and highly polished to cut up the
claw to give a clean, sharp effect of facetting to
the claw y. For job shop work the mills for
cutting the "seats" in prongs for stone setting
are made from a piece of steel drill rod about
5/32" in diameter and t" long. We show such
a steel mill at A A, Fig.
5, the part A' being fitted
to the taper chuck. The
part A being left as large
as will turn up perfectly 4-4

cylindrical. The outer
end of A has a bevel
shown at v, which cuts
the seat for the stone.
The teeth which enable
the mill A to cut are made with the graver, sim-
ply cutting parallel lines as shown. The bevel
surface at v is cut with oblique lines as shown at

v, Fig. 6, which is an end
e. view of Fig. 5, seen in the di-

rection of the arrow w. The
mill taper A' is supposed to go
into the taper chuck up to the
line z. There is considerable
skill required in cutting the
milling teeth like y with a
graver, the trick lies in having
the spaces between the lines
come to an edge. This will be
better understood by inspect-

ing Fig. 7, where we show a magnified segment
of A, Fig. 6, showing the cutting teeth as pro-
duced by cutting with
a graver. The teeth
so produced, as shown

triej-v-v 4'3444 \ ietivtat x, are all right,
that is, they come to Fig. 7
an edge, and all the
edges come out to the line v. The teeth at u do
not come to an edge, consequently do not cut
well ; the teeth at t come to an edge, but they
are below the line v, consequently do not act
efficiently. Of course, it is understood that the
mill A is hardened before it is used. At C, Figs.
5 and 6, is a stop made from a piece of wire
which exactly fits the T-rest holder. This stop
is set at such height and at such distance back
from the end of A that when a prong is rested
against it the seat for the stone will be cut at
the proper distance below the end of the prong.
The position of a prong in the process of milling
is shown at the dotted outline B, Fig. 5. The mill
A during the operation of cutting should be kept
well oiled.

A

■•a-
Fig. 5

Fig. 8

Preventing Rust

En. KEYSTONE :—I noticed in one of your letters
from the trade that this question was asked:
What is the best way to keep polished steel from
rusting, such as balance staffs, click and set-
springs, etc.? The answer was put oil or vaseline
in the small bottles. This is O.K., but it makes
them very sticky to handle. I will give my ex-
perience, as I have been in business for eighteen

years and have never had any trouble in this way.
This is what I used : Take each bottle and pour
on the articles a little tine jeweler's sawdust, and
this absorbs all dampness. Yours truly,

A. V. JOHNSTON.
Mount Morris, III.

There's Advertising and Advertising

ED. KEYSTONE :—The old slogan of the printing
trade is that "advertising pays." My observation
of many years is that some advertising does, and
that other advertising is more calculated to de-
stroy than to build up. The big department
stores that advertise everything at what they
claim to be one-third of what it costs may get
results, but what price inducements has the little
dealer to offer that buys his goods from his
jobber and pays the regular price. Some people
spend thousands of dollars advertising, and yet
are so small and penurious that they cannot hold
the trade that comes to them in this way. For
instance, they kick on accepting a check because
it costs them I/io per cent. for collection. If I
understand it rightly if a firm does its business
through a National Bank, their checks from dis-
tant towns in certain lithits are collectively
figured up and a small discount deducted. It
matters not whether it is one hundred $1.00
checks or one check of that amount, it is to
cents expense. These dealers may rubber-stamp
their bill for you not to send check, as it costs
TO cents for collection. So it may, if that is the
only one they have to deposit or to be cashed.
Just see what a bother it would be for the
jeweler to wait around the post office money-
order window to get one hundred $1.00 money
orders and pay $3.00 for them so as to save the
jobber to cents.
Again we see charged "insurance and postage"

where no insurance slip is enclosed; the explana-
tion is that they do their own insuring. Some
send packages by first-class mail because they
want to enclose invoice bill, and then tell you
if you kick that it costs them 2 cents to send the
invoice by separate mail. They send light mail
packages by express, and when you order quarter-
dozen lots charge you the piece price. A dealer
soon learns who the jobbers are who treat him
right and these get the preference, while those
who adopt sharp practices don't get the orders
they think their advertising should bring.
Another waste in advertising is when the manu-

facturer gets a jeweler's name on his books and
keeps hounding him with imitation type-written
letters until the latter sometimes become impu-
dent enough to be turned over to the postal au-
thorities as scurrilous mail matter. Every mail
we have a mess from somewhere or other. Four
or five fountain pen manufacturers will claim
that they have the best $3.00 pens for 67 cents,
and that they can be sold as fast as the jeweler
can make change, while the fact is that one dose
of these lasts a lifetime, and the jeweler never
gets his money back on such trash.
I think if some of these manufacturers would

spend less money in advertising and put more
quality in their goods it would pay them better.

Yours truly,
JouN W. BABBITT.

Derry, N. 11.

Wedding Anniversaries

ED. KEYSTONE :—What are the various wed-
ding anniversaries? I wish particularly to know
those associated in any way with the jeweler's
stock. Yours truly,

Alliance, Ohio. E. J. G.

The jeweler is interested in all from the fif-
teenth to the seventy-fifth. The generally ac-
cepted list of anniversaries is as follows:

First year, cotton; second year, paper ; third
year, leather; fifth year, wooden ; seventh year,
woolen ; tenth year, tin; twelfth year, silk, fine
linen; fifteenth year, crystal ; twentieth year,
china ; twenty-fifth year, silver ; thirtieth year,
pearl; fortieth year, ruby; fiftieth year, golden;
seventy-fifth year, diamond.
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Note theWell-Known Stores usingd-M Linolite
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JEWELRY

Tiffany & Company, New York.
Jeffrey & Company, New York.
M. Healey Co., Brooklyn.
Baldwin Jewelry Co., San Francisco.
Kirkpatrick Jewelry Co., St. Joseph.

DRY GOODS
John Wanamaker. New York.
Saks & Company, New York, Washington and

Minneapolis.
Lord & Taylor, New York.
A. D. Matthews Sons, Brooklyn.
Baltimore Bargain House, Baltimore.
Jones Dry Goods Co., Kansas City.

"itiT.4.2Lre.OcittVareattiot

g

TYPE " F" WINDOW REFLECTOR (CORRUGATED CLASS)

DRY GOODS—Continued
Woolf Bros. Dry Goods Co., Kansas City,Daytona Dry Goods Co., Minneapolis.
Manheimer Bros„ Inc. St. Paul.
O'Connor, Moffat & Co., San Francisco.
The Golden Rule, t. Paul.
Fries & Schuele Co., 

Inc.,
eleyeland.

Mack & Company, Ann Arbor.
Thompson-Hudson Co., Toledo.
Denecke Dry Goods Co., Cedar Rapids.
B. Lowenstein & Bros., Inc., Memphis.
Taft & Pennoyer, Oakland.
R. J. Busch, Los Angeles.
City of Paris Dry Goods Co., San Francisco.

AND THESE ARE BUT A FEW OF THE USERS.

CLOTHING AND ACCESSORIES
Washington Shirt Co. (3 stores), Chicago.
Weber & Heilbroner, New York.
Kennedy, New York.
Albert Hoefeld, Chicago.
Plymouth Clothing Co„ Minneapolis.
Capper & Capper, Inc., Minneapolis.
Sprio & Singer Clothing Shop, St. Louis.
Meehan The Clothier, Elgin.
Palace Clothing Co., Topeka, Kan.
F. 8z B. Lazarus Co., Columbus.
Silyerwood's Clothing Store, Los Angeles.
Model Clothing Co., St. Louis.

FURNITURE, ETC.
Barker Bros., Inc., Los Angeles, Cal.
New England Furniture & Carpet Co., Minneapolis.

The fact that many of the largest stores in America have, after exhaustive tests and comparisons, thrown out incandescent bulb lamps and replaced themwith the J-M Linolite System of Window and Show Case Illumination, is a sermon in itself. No man could ask for better proof of the superiority of this systemof lighting.
Write nearest branch for booklet, and our special proposition to dealers.

Baltimore
Boston

H. W. JOHNS-MANVILLE CO.
Manufacturers of Asbestos Asbestos Roofings, Packings,and Magnesia Products SAFS7054 Electrical Supplies, Etc.Baur, Cleveland Detroit London Milwaukee New Orleans Philadelphia San Francisco St. LouisChicago Dallas Kansas City Los Angeles Minneapolis New York Pittsburg SeattleFor Canada:—THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITEDMontreal, Que. Winnipeg, Man.

Toronto, Ont.

Vancouver, B. C.
1304

If It' "Quincy-Made," It's Good!

Over thirty-four years of constant study, experiment, designing and the application a themost minute details of practical store arrangement, to obtain exactly what is required bymodern merchandising, are behind that best of all show cases—

r .07‘,0

You can rest assured that if you buy a Quincy Special show case, it's bound to be good—.that you can buy no better case for the same price anywhere.We guarantee these cases to be absolutely rigid and substantial. The Quincy Special is thehandsomest case on the market. The materials used throughout are the best we can pro-cure, and there is no danger of Quincy cases warping or becoming 'faded looking.”Made of quarter-sawed oak and sold at plain oak prices. Shipped K. D.
Our 1911 Catalog No. 20 now ready. You need It.

QUINCY SHOW CASE WORKS
QUINCY

Chicago, 247 Jackson Blvd.
Wichita, Kans., 301 Beacon Bldg.
San Francisco, 134 Sansome St.

ILLINOIS
Dallas, Tex., 219 Commerce St.
Jacksonville, Fla., 20-28 Julia St.

WINTER FIXTURES
THE STANDARD OF QUALITY, STYLE and PRICE
ANYTHING FROM A STORE STOOL TO A COMPLETE OUTFIT

The "IMIG" DESIGN JEWELERS' OUTFIT
NOT HOW CHEAP but HOW GOOD at the right prices is the WINTER IDEA. IF you arelooking for QUALITY FIXTURES at prices that are right we want to figure with you. If youneed fixtures it will pay you to visit SHEBOYGAN, WISCONSIN.
WINTER CATALOGUES —The Books That Show You
Books That You Need and Will Keep Sent on Receipt of 25c.The most complete works of their kind ever published. Works of Art. Books ofValuable Information. Complete in all details. Cost years of experience and thou-sands of dollars. Size 9 x 12, three volumes. 600 pages complete.

WRITE FOR CATALOGUE "IDA"

The M. Winter Lumber Co.
HIGH-GRADE FIXTURE MAKERS

ESTABLISHED 1865

SHEBOYGAN, WISCONSIN, U. S. A.
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Precious Stones, their Manipu-
lation and Application in

the Arts

An Address delivered by GEORGE F. KUNZ before the

Society of Arts and Crafts, Boston

[CONCLUDED EROM FEBRUARY]

Tilde is a great decorative value in rock-

crystal in its purest form, the perfect Tama, as

the Japanese call the sphere. It is the purest of

all materials that the artist can work with, and

many charming effects can be obtained by carv-

ing, cutting and slightly tinting or foiling.
Have you ever seen a great

Rock Crystal icicle, all the harsh edges of

which have been melted off in

the sun, or a fragment of ice which has been

dipped in hot water for a moment? If so you

have seen the effect which the Chinese love to

produce on their carved rock crystals. The crys-

tal itself has the purity of the most perfect ice,

but when an object is completed by the lapidary

he removes all the harsh lines and produces this

beautiful water-dipped effect by rounding off the

edges and polishing.
In mounting a bit of jade, red tourmaline or

amber, the Chinese will sometimes put upon the
setting, or fill in the interstices of the metal above
it, a beautiful blue material with a greenish shim-
mer ; and it is difficult to make out at first glance
what it is: perhaps a metal or a mineral. The
magnifying glass shows that it is the blue feather
of the king-fisher, and as it is placed in a setting
with a ridge above it for protection, it frequently
will stand a good deal of wear.

Chinese lapidary art generally
Chinese Lapidists consists in ignoring everything

that is geometrical. The mo-
tives of the Chinese are rrenerally plants, animals,
scenes or symbolical ornaments. Everything in
their lapidary art is soft and rounded, pleasing
both to the eye and to the touch.
How to set and arrange jewels to be artistic

and appropriate depends entirely upon the char-
acter of the costume with which they are to be
worn, and upon the personality of the wearer.
When the lady dons her costume and her jewels
there should be a harmony of the whole, and not
a mere massing of unrelated parts. Neither
should there be any evidence of the ostentation
recommended by an elderly woman, who had
made her own fortune, and whose retort, when
she was criticised for wearing a dozen pieces of
jewelry of all kinds and colors was: "Them that
has them wears them." Collected in a museum,
jewels and costumes not harmonizing or accord-
ing with one another may look well -enough, if
separately labeled, spaced in order and on a
neutral or harmonious background; but a most
unpleasing effect would be produced if these dis-
cordances were to be combined in the attire of
any individual.

Note what a charming effect
Harmony a touch of color gives to a
of Color hat or a gown, and what beau-

tiful contrasts are produced by
a skilful grouping of two or more colored jewels,
whether they be blue, green, red, yellow or pink;
or the effect of edging on a gown of a harmon-
izing color, and one or two jewels that blend
or harmonize with them.
The hand-made ornament and a machine-

stamped duplicate invariably bear the same rela-
tion to each other that a painting bears to its
fac-simile executed by chromolithographic or
other color process. In the painting you have the
priceless individuality of touch, while the chromo
or color process reproduction, although offering
the colors and form of the original, appears flat-
tened out, and we miss the element of life, just as
we do in the case of a pressed flower, when com-
pared to the living ones.

Abbott Thayer, our American
Softness in Color artist, has discovered that the

most intense colors properly
mingled, as in the wings of birds, butterflies and

beetles, blend into a soft tone. Roty draws only

the ideal out of even an iron furnace or a smoke-
stack. Louis Tiffany has always believed in a
wealth of softness and color, whether in glass or
jewelry. To obtain a brilliant blue he took color-
less opals and ground them into regular jelly-like

masses and put blue sapphires under them, and
then opals under masses of pale sapphires. Again,

he combined amethysts that were deep purple
with deep blue sapphires and combined these with
opal matrix of deepest blue and green. Another
example is a lamp screen of beach pebbles leaded
together; every one of these pebbles had been
water-worn and slightly iron-rusted, and the
blending of the white with the tones of brown
in the lamplight produced a most charming effect.
The decorative artist should look everywhere for
his material, whether it be in the gem-mart, the
stone or marble works, the quarry, or on the
beach; for frequently rare colors or tints that
blend beautifully with decorative materials are
met with even in pebbles, and effects are pro-
duced that cannot be found elsewhere.

If you desire effect and do not wish to pay the
price of a fine gem, instead of using glass, use
enamels, mass-like, representing drops of water,
or melted, as en cabochon gems—yet telling the
story of enamel, not that of an imitation.

Arts and crafts workers are
Cost of Settings often hampered with regard to

the setting by the expense of
the materials. Gold is prohibitive; silver, even
at fifty cents an ounce, is an investment. How-
ever, the best effects are always obtained by the
use of metal, whether gold, silver, bronze, brass
or copper ; but always remember to treat the sur-
face by toning it down, and do not permit it to
acquire a "cheap jewelry" effect. You can gild a
silver, brass or bronze surface, thus producing
changing effects by showing here and there the
minor metal; just such effects as we see in the
beautiful silver-gilt goblets or drinking cups and
other similar objects of the Renaissance period
and in the gilded bronze of the Chinese. Have
soft lines in the metal. Have neither edges nor
file marks. Cast from a model if you will, but
see that the work shows no mechanical edges.

If you want color in the form
Avoid Angles of a gem or enamel, make it

gem - like, en cabochon or
rounded, and not a deceptive piece of geometri-
cally cut material. To the craftsman the great
class of semi-precious gems, such as chrysoberyls,
aquamarines, tourmalines, zircons, spodumenes
and many others, offer interesting suggestions,
and these, with or without the more precious
stones, mounted in gold, in platinum or with
enamels, are charming and tasteful, and can be
worn when a richer jewel would not be permis-
sible, and then with more charming result.
The craftsman ought to own several grinding

and polishing disks, which are not expensive.
Buy some small wheels made of emery, or, better
still, of carborundum, and hold the material, if
not of great value, against the wheel itself.
Secure the material by means of sealing wax and
rouge. You will need another wheel to which
you can add disks of lead to be charged with
carborundum for grinding down the material;
then you must have a disk of copper or tin for
polishing, and a disk of wood or walrus hide for
giving a fine finish to the softer stones. With
emery, rouge and rotten-stone and a certain
amount of patience and industry you can do some
effective cu icutting, although not n the better geo-
metrical forms. The late Henry D. Morse taught
himself to cut diamonds, as did also Mr. William
R. Wills, of Boston.
Remember that there is a great field before you,

and, above all, bear in mind that nearly all known
stones have been used in every conceivable man-
ner, and that it is desirable always to try your
own individual taste in combinations; by that I
mean do not hamper yourself with tradition un-
less it is good. Conceive your own design and
adapt your gem, rock or metal to the form that
you are trying to create. Your metal should be
as a bit of clay or wax work ; you the creator
to bring it to life as an object of art. IP it is
pure art its speech will be angelic, but if false
in sentiinent it may go shrieking through the ages
like a disturbed spirit.—Handicraft.

[THE ENDI

Platinum as a Useful Metal

Owing to the increasing demand for platinum

for use in automobile, electric, photographic,
dental and jewelry manufacture the price has of

late been steadily rising, until at the present

time platinum is regarded as a good investment,

says The Metal Industry. Jewelry manufacturers

have turned from soft to hard platinum and are

using the metal in much greater quantities than

they did before. The hard platinum contains
generally from io to 20 per cent. of iridium,

which imparts the hardness to the alloy. The
discovery and improvement of various alloys of
platinum, giving advantages over the use of the
soft metal, has led to its increased use in jewelry

and in other trades.
As late as two or three years ago, jewelry

manufacturers say, their only use of platinum
was in the mounting of diamonds. Since then
the metal has come into use in the mounting of
other precious stones and also in the making of
various articles of jewelry, such as watch and
neck chains, in which the platinum displaces gold.

The platinum chains cost nearly twice as
much as those of gold and may be seen in much
variety in the big jewelry stores. The variation
in the tints of platinum is a development from
the use of alloys. Formerly the metal always
had a silver white or gray tint, but now it is
made in rich bluish tints. The silver color is
said to be the best background to set off the
brilliance of diamonds, but the other tints are
adding to the popularity of the metal for other
purposes. The iridium in the alloy gives the ad-
vantage of durability for the chains.

Soft platinum is now sold at $35.00 an
ounce, which is an advance of $7 an ounce in
ten months and $io in a year. Two years
ago this month it sold for $18.6o, so it has gone
up about 8o per cent. in that time. With io per
cent. of iridium in the platinum alloy it now
costs $35.50, and with 20 per cent. of iridium the
price is $39. The alloys have gone up more
rapidly than the pure platinum. Iridium in a
separate condition has been going up Most of all
and is now quoted at $60 an ounce—double the
price of three years ago. It has no commercial
use except in making alloys. The alloy, osmiri-
dium, also called iridosmine, used in making gold
pen points, has been advancing with the other
compounds.

Russian, French, German and English syn-
dicates have from time to time controlled the
chief sources of supply of platinum in the Ural
Mountains in Russia. The iridium comes in the
same ore and the two are often a natural alloy.
The Russian Government is said to be restrict-
ing the output so as to boost prices. Wholesale
dealers say that the increased use of the metal
is the sole cause of the present advance in
prices. Besides the supplies from Russia the
wholesalers are now getting larger quantities
than formerly from several States in this country,
from Colombia, in South America, and also from
Canada.

Transparent Metals

For many years it has been known that thin
sheets of gold and silver, mounted on glass, may
be made transparent by heat. Within recent years
study has been undertaken of the conditions
under which transparency may be produced.

A sheet of gold one three-hundred-thousandth
of an inch thick becomes transparent when heated
to 550 degrees Centigrade. The transparency is
ascribed to the gold aggregating and allowing
white light to pass through the interstices.
With silver one one-hundred-and-twenty-thou-

sandth of an inch thick no transparency is pro-
duced so long as the atmosphere is a "reducing"
one—such as hydrogen or coal-gas. But in the
air the transparency begins at 240 degrees, and
is remarkably complete at 390 degrees.

Copper one seventy-five-thousandth of an inch
thick does not become transparent in a reducing
atmosphere, but in air it is transparent between
about zoo degrees and 400 degrees. At the lower
temperature the light is a brilliant green, but as

the temperature rises oxidation takes place, and
the color changes through olive and dark red to
black.



PROFIT
Is what you are in business for--"Ball
Watches" assure you several varieties.

1—A Fair cash return. 2—Satisfied Customers—most desirable " profit."
3—No preliminary repairing of movement—No fitting to case—No long regulation. Thus
saving your time is "profit." 4—No " price cutting " competitors.
A " profit proposition " straight through for every reliable retail jeweler.

grf Write for booklet of facts and figures.
‘11We want an authorized agent in

•every locality.

THE IMPERIAL TANK
or TUBBING MACHINE

We have made a study of the matter of
burnishing by machinery to the end that
we have perfected a machine that
burnishes metal equal to hand burnishing
at less cost. Our method hardens the
finish on and takes away nothing.
Burnishes evenly and smoothly.

We have revolutionized hand burnishing
in favor of accurate machine burnishing.

Investigate for Yourself

For Jewelers, Optical and Novelty
Manufacturers

Manufactured Exclusively by

attracted
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by a nice display

Catches the
Silent Customer
The kind of people who come
into a store and if not im-
mediately waited upon, go
out—this kind of people will
in nine cases out of ten be

of merchandise in a

All-Glass Show Case
and a sale effected. There's no other case like it in this respect. This is
partly due to the unique character of the Silent Salesman. Nothing but
heavy plate glass is used above the base—no bars, frames, clamps or any
other metal fastener. While this adds greatly to its artistic appearance, it
detracts nothing from its strength—it is strong and rigid.

You ought to know more about the Silent Salesman. Write to us to-day
and our illustrated booklet with prices, etc., will be at once sent to you.
Address Dept. C.

DETROIT SHOW CASE CO.
476-490 West Fort Street
DETROIT :: • MICH.

Get our Book on Modern

Store Front Construction

New York Salesroom, 43 E. Eighth St.
LEO A. FELDMAN, Selling Agent

No. TO?

Numerous inquiries have been made, Who makes THE ALLIANCE RING?
Let us solve this question for you

WE DO ! ! !
The graceful style of the Alliance Ring is rapidly supplanting the use of the old-style wedding ring.Its mysterious construction is another reason for its increased demand.We have thus far supplied the entire demand, and we take these means to inform you that shouldyou need them, we can supply you.
These rings are most carefully adjusted ; the joints are barely perceptible, except by a magnifying glass.Whenever engraving is desired, it is done in the inside flat surface. They are easily opened as shownon illustration by inserting a sharp instrument, for instance a pin, in the inside pin hole.They should not be pried open, as this would destroy their adjustment.

14 karat, 3 dwts., $1.25 per dwt. net ; in dozen lots, $1.15 per dwt. net18 karat, 3 dwts., $1.40 per dwt. net ; in dozen lots, $1.3o per dwt. net

Manufacturing Jeweler, 536-538 Canal St., NEW ORLEANS, LA.
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The Menu Card

It Early Use and Changes in Size and Design

That Have Come With Time—Originally

Written; Now Printed

.kt a banquet given by Duke Henry of

ftainswick in 1541 he was observed in the

intervals of the dinner to be seen consulting

a long slip of paper which reposed at the

side of his plate, to which he every now and

then referred. One of the Duke's guests,

\N hose curiosity was aroused, ventured to

11,k his grace what the paper was for.

He explained that it was a sort of pro-

gramme or catalogue of the dishes he had

commanded from the cook : "To the intent

that if some delicacy, which especially ap-

pealed to his appetite were marked for a

later stage in the repast, he might carefully

reserve his appetite for it." The simplicity

and utility of the idea at once took the fancy

of the Duke's convives, and the menu card

from that moment became an institution.

The new fashion was much admired and

traveled far and near, and was adopted in

Fngland and France at once.
It is curious to note that

Origin of 

the Word 

Menu was the son of

Brahma, whose institutes

are the great code of Indian

civil and religious law. Fare, as relating to

food, is very old indeed, and we have in

Luke, "There was a certain rich man which

* * fared sumptuously." And there

are many other references to fare as mean-

ing food. Fare, for provender, dates from

he Norman Conquest, but bill of fare came

much later, though Dr. Johnson gives it as

in English compound.
Our great forefathers, however, in times

of yore contented themselves by merely

looking at the dishes and taking things

as they came. They were not quite so par-

ticular as we are nowadays. In the great

houses the menu card was absolutely in-

stalled, while the bill of fare reigned supreme

at the inns and taverns. The old-fashioned

bills of fare used in private mansions by

the nobility and gentry were usually written

on large cards elaborately ornamented with

gastronomic symbols and all kinds of ec-

centric caricatures.
They were, moreover, written on a large

card, which was conveniently placed in a

Prominent position on the table, so that

usually only one, or at the most, two were

required for e-:.ch day.

OrdReergular 

And this was quite nece
No 

s-

sary, as nearly every es-
tablishment had its own

particular method of send-

ing up the varied viands in a variety of

forms and changes, In our times we can be
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tolerably certain that the fish will follow

the soup, and that the entree will be fol-

lowed by releve, and one can fairly gauge

what sort of a demand each course will

make upon his digestion and appetite.

Not so in days of old, when each county

seemed to have its own special programme

of culinary curiosities. As one writer says:

"Close study fails to reveal the existence of

any principle of arrangement. You might

begin upon custards and pastry, together

with kid, swan and capon, and you might

wind up your dinner with a concluding

course of curlews and egrets, venison,

plover, oxen, quails, snipe and hyrchouns."

These little eccentricities have not quite

died out, for in the Fen country it is no

uncommon thing for the dinner to be com-

menced with a roly-poly jam pudding, with

soup, fish and meat to follow, while in Nor-

folk and Suffolk it is still the custom in

middle class families to have baked or

boiled pudding with gravy as a prelude to

the proper courses.
There were no really set

No Set Rules rules for the proper serving
of food at suitable inter-

vals, and more often than not before the
preliminary soup was introduced all the

food prepared was piled on to the plate of

each diner, fish being the only separate dish.

But then it frequently happened that if

fish were to be of the meal, fish and fish
alone—various kinds—was served. Here,

for example, is a meal of 1512 : A quart of

beer each, a quart of wine, salt fish, red

herring, white herring, and a dish of sprats.

Another time it would be a round of beef,

but no fish.
In the beginning the menu card was suf-

ficiently modest to be sensible, but as time

went on fantastic designs became a fea-

ture, and some of the first artists of the

day—as now—were engaged to show their

skill in the art of unexpected decoration.

As the cards grew smaller the designs,

curiously enough, grew larger, but at least

there was the great advantagie of each

guest being supplied with one for his own

personal gratification, and, moreover, the

habit of printing them came into vogue.

Advertising That Inspires Confidence

Hugh Chalmers, pre-eminent amongst the

younger masters of business, defines adver-

tising as "teaching the people to believe in

you and your goods." I do not think that

definition needs any elucidating, and I am

sure you will agree that it is singularly

fitting as describing good advertising,

writes Henry Brockbank in Printer's Ink.

In fact his definition hinges upon the word

"believe," which is the keynote of our sub-
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ject for this time. We should have little

difficulty, therefore, in deciding that the

word "confidence" stands for belief or faith,

and that the words "confidence" and "faith"

are synonymous terms.

It has been stated that there are three

processes necessary to consummate a sale,

the first of which is to attract attention ; the

second, to arouse interest, and the third,

to produce action or sell the goods. Let me

suggest a fourth essential, and that is, "to
produce confidence." Confidence in the

house, or the man, or the medium adver-
tising the goods ; confidence in the adver-
tisement, or confidence in the goods them-
selves.

Generally speaking, merchandise may be
divided into two general classes—necessities

and luxuries. By necessities we mean those
staple products which are purchased from
day to day and which are practically an
hourly, daily or weekly necessity in the
community. Hence, the buying public is
more intelligent in its estimate of values
in regard to this merchandise than any
other. This growing intelligence on the
part of the buying public makes misrepre-
sentation of values almost impossible.
And so it is a self-evident fact that unless

absolute confidence is established by fair
prices for quality articles, the fourth ele-
ment of the sales process will never be con-
summated repeatedly. Let me illustrate
this : A satisfied customer may be made an
asset of any business for three reasons:
I, he becomes a repeated customer and re-
orders again and again ; 2, he recommends
to others the products which have given him
satisfaction ; 3, he talks about the value
that he has found in the product and his
conversation often reaches the ears of other
prospective customers.

If it is good business to satisfy a cus-
tomer absolutely in the purchase of ne-
cessities, how much more important is it to
satisfy him fully in regard to those things
about which the values are not well known
—the luxuries as contrasted with the neces-
sities? The fact that he does not buy lux-
uries often or repeatedly does not destroy
the fact that he talks to his friends, that he
may re-order again, and that he talks about
the value that he has found in the articles
which he has obtained. If, for example, I
want to buy a diamond, I would go to a
house in which I had implicit confidence for
absolutely square dealing.
A house without a policy may be likened

to a nation without ideals, or a man with-
out imagination. Confidence can only be es-
tablished by a definite house policy, and we
suggest, therefore, that the house must have,
first of all, faith in itself ; it must have
ideals, it must have honor. Secondly, it
must have confidence in the goods which
it sells, and it cannot have confidence in
these goods unless they are of proper
quality. Thirdly, it must have justice in its
method of selling.
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That's why we buy Old Gold,
Why we can pay Full Cash Value

and why we receive so much

The fact that our large manufacturing business requires complete assay-ing, smelting and refining departments permits us to handle withoutadditional business expense or extra equipment all Old Gold and Silverconsigned to us. This gives us an advantage which others cannot meet andwhich has made this department of our business so important.

We remit the same day consignments are received.

If amounts are not up to expectations we return consignments by pre-paid express in exactly the conditions they were received.

Highest market price paid for Old Silver and Platinum.
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The Possibilities of Mail-Orders

A Natural Evolution Not Being Taken Ad-

vantage of By Many Stores

It is surprising to know how little atten-

tion is paid to the possibilities of building

up an efficient mail-order business in the

large stores, or for that matter, the small

ones as well, says a writer in Printer's Ink.

And how easy it is to develop a large

volume of business with little expense,

which will prove to be a matter of great

accommodation to the patrons of any store.

The usual cry of the merchant is, to run a

mail-order department : "I need an expen-

sive catalogue and must carry special lines

of goods which I must never be without to

fill the orders from this catalogue."

This is all a mistake, as no better cata-

logue can be conceived than daily and weekly

newspapers of the city, for they have now-

adays a very wide reach. Every advertise-

ment is different and each offer to the pub-

lic is adaptable to be purchased by mail,

whereas the contents of a large and ex-

pensive catalogue quickly become obsolete.

The midway course is to issue a monthly

house organ or mail-order bulletin.

Training the public to purchase through

the mail from the newspaper ads is similar

to presenting a fresh catalogue daily or

weekly, and has the advantage of keeping

the stock of merchandise down to the low-

est point possible, as small lots suffice to fill

these orders.
It is true that the radius of distribution

is limited by this method, but in some cities
the newspapers have a reach of several
hundred miles and are read by a rapidly
increasing percentage of rural folk. Upon
these the mail-order business thrives. The
writer, for example, recently received an
order for a paper of hairpins at io cents
from a customer on a rural free delivery
route in Oklahoma. At a first glance the
reader may think the sender of this order
was devoid of all reasoning power (for
Philadelphia is a long way from Oklahoma).
But look at this deduction of facts:

She lives upon a ranch or a farm in
Oklahoma, on the line of the rural free de-
livery. She was a former resident of this
city and knew the reputation of our estab-
lishment. When she wanted hairpins her
first thought was to the store where she was
accustomed to dealing, even though now so
many miles away. Her next thought was
the local cross-road store some two miles
from her home. The letter box of the
R. F. D. was on her gate post, and it was
the work of a very few moments to write
a letter ; she could drop it in the letter box
without inconvenience or trouble, or loss of
time, and in the course of a few days she
found again deposited in the letter box the
paper of hairpins, whereas to go and get

them personally, it was necessary to hitch
up the team, drive to the cross-road store,
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and she would possibly experience a lot
of trouble if the roads were at all heavy.

The moral of the above is: That you
never know from what part of the sky the
lightning will flash; and while this sale in
iself is but a trifle, it is true that when this
customer wants ten yards of silk, or a pair
of gloves, or any of the one hundred and
one different articles which can be mailed
her other orders will follow the original one.

Again, from the other point of view,
think on the enormous number of people
that cannot reach the retail store the day
tile goods are advertised.

The trade, of course, must be educated
to this fact, and they can only be educated
by the system of service. By this it means
to fill every order exactly as it is received,
and no substitution for articles of a better
or lower grade is permissible.

Why I Failed

Stories of failures are very often quite

as instructive as stories of successes. The

following confession of failure confided to

System has several morals of interest to

jewelers:

"I own a little hardware store, established
more than thirty years ago, but still a small
business. I have seen my city increase in
population more than a million; I have seen
little houses grow to mammoth concerns; I
have seen many merchants attain riches and
position.
"I know, therefore, that my non-success

is not due to lack of opportunities or mar-
kets. It must be due to something else. I
cannot expect to make my store over again.
I am too old. But I am quite willing to
tell others the causes that have kept me
down.
"Returning to the store at noon, not long

ago, I found my clerk quarreling with a
customer over a key. He had brought it
back three times, he said, and still it would
not fit the lock. My clerk resented the cus-
tomer's angry—though just—criticisms.

" 'You can't tell me how to do business!'
he shouted as I came in. 'We didn't guar-
antee the key to fit. If you don't like it,
leave it.'
" 'I will leave it, the customer returned.

'As for how to do business, I could tell
you a whole lot. You do pretty near every-
thing wrong. That's why this is a little
store to-day, instead of a great big one. I'm
through with you! Good-bye.'

"Of course I reprimanded my clerk, but
I have been thinking ever since that what
the customer said was largely true.
"In the first place, I have never had a

comprehensive scheme of business. I laid
no plans to make my store more than a
small local shop, or draw any customers ex-
cept those who passed the door. I carried
a small and mediocre stock, and half the
people who came in to buy were unable to
find what they wanted. I can see now a
hundred ways in which I could have built
up trade and given my store a reputation.
I might have made a specialty of tools! My

district was full of contractors, and there
was a lot of building going on, but I let the
trade go elsewhere. I might have sold
quantities of building hardware, too, but I
kept only a meager stock.
"My prices, also, were too high. I figured

my percentage of profit on the theory that
my business was small and that I could not
afford to sell as close as the big stores. One
householder, I remember, was in the habit

of buying nails of me for the repairs on
several houses. One day he came in angry.
" 'I've been buying nails of you for ten

years,' he said, 'and you've charged me five
cents a pound. The market price has been
only four and a half cents. You're a fraud
and I'm going to cut you out.' I can see
now what bad policy that was. I lost hun-
dreds of customers, 1 expect, in similar ways.

"Incompetent clerks caused me a world
of trouble, but I didn't see how I could af-
ford to pay capable ones. Unskilled tin-
ners in my little shop did still more damage.
I tried to do cornice and furnace work, but
gave it up because my men caused endless
losses by poor workmanship. There, too,
was a profitable field which I failed to de-
velop. With patience and persistence, and
the co-operation of my employees, I might
have made this shop a big factor toward
growth. Another hardware man in my
neighborhood, starting twenty years later,
has built up a large business in this line,
and handles big contracts in cornice and
ventilation work.
"I never advertised, never had any selling

plan, never devoted any thought to *show
windows, never had any special store dis-
plays. I never lighted my store as I should
have done, or tried to make it attractive.
"In short, I have neglected all my oppor-

tunities, and done everything wrong, just as
my angry customer asserted. It is my own
fault that I have remained small; I have
no wish to dodge the issue. I don't want
my name published, but if any young men
just starting out in business can draw les-
sons from my experience, I'll give them the
benefit."

The Store Front

Your store front is in reality the most im-
portant part of your entire retail ,structure
and equipment, because there is a great ad-
vertising value in a neat, handsome and
prosperous store front.
The store front undoubtedly makes a

strong and lasting impression upon passers-
by and prospective customers. The proper
store front not only includes the display in
the show windows, but also the construction
of the windows, the entrances to the store,
the awnings over the windows, the sign
or signs above them and the general ap-
pearance of the building. If the store
front looks as though there were a busy,
growing, thriving, prosperous business being
done within, it will have a distinct value in
attracting trade ; especially the better class
of trade. On the other hand, if the store
front is dingy, old-fashioned and tumbled-
down, it will have the opposite effect. A
modern front changes the entire appearance
of the store, and is the first point by which
a customer judges a store.
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The Oil for Cold Weather
Read the following two letters—They ought to convince you:
THE HOME NATIONAL BANK, Elgin, Ill.
FULCRUM OIL COMPANY, Franklin, Pa.

Feb. 16, 1910

Gentlemen —On the outside of our
building we have three clock dials, the
hands upon which are actuated by electri-
city from a master clock in the interior of
the building. We have found that the cold

weather causes all oils which we have tried in the outside
movements to get so stiff as to stop the hands.

Your oil has been recommended to us and I am writing to
ask you to send us a small quantity of oil suitable for use
in this clock. Yours truly,

(Signed) WILSON H. DOE, Cashier.

THE OIL WAS SENT TO THIS BANK
THROUGH THEIR LOCAL JEWELER

Read Their Next Letter:

THE HOME NATIONAL BANK, Elgin, Ill.
FULCRUM OIL COMPANY, Franklin, Pa.,

May 13, 1910

Dear Sirs :—Referring to your favor of
April I I th. The oil which you sent us
for use on our outside clock is giving very good satisfaction.

Yours truly,
(Signed) WILSON H. DOE, Cashier.

They tried all oils, but FULCRUM OIL was the only one on which cold weather had no effect. In acold temperature FULCRUM OIL clouds, forming itself into a grease—other oils get stringy.
Every watchmaker knows that a machine will run with less resistance in grease than in a gummy,stringy oil.Have you tried FULCRUM OIL ? Don't you think it is about time you were investigating?

35c a bottle FOR SALE BY ALL JOBBERS $3.75 per dozen

FULCRUM OIL COMPANY FRANKLIN, PA., U. S. A.
HENRI PICARD & FRERE, LONDON, ENGLAND, SOLE EXPORT AGENTS

The

Roy Watch Case Company
MANUFACTURERS OF

FINE SOLID GOLD CASES

TRADE•MARK REGISTERED

41 Special attention given to the
execution of special orders for
hand made cases. Prompt
delivery.

21 and 23 MAIDEN LANE :: NEW YORK
SAN FRANCISCO OFFICE: 704 MARKET STREET
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Law for the Retail Jeweler
[Copyright by ELTON J. BUCKLEY]

[A series of articles specially compiled by a
well-known lawyer for the better education of
the retail dealer in the law and its relation to the
different phases of his business.—En.]

XII.—Security for Ordinary Debts

So many times does the situation which I

am about to discuss present itself to me, in
connection with the business of my cotnmer-
cial clients, that I am inclined to give some
attention to it in this article. I refer to the
matter of demanding and obtaining security
for the payment of claims when terms ar-
ranged for their payment will extend over
a considerable period.

Every business man, no matter what his
business is, is confronted by this condition
at times, and I am hopeful that the simple
suggestions I shall offer may help some
reader to protect himself more adequately
than he might without them.
As a good example of cases of this char-

aracter, take a case which was brought to
me only a short time ago. My client here
was a wholesale butter and egg dealer and
his debtor was a man who ran a wagon
route in those products and did a very
prosperous business. He had purchased
from my client within a few weeks goods
amounting to nearly $900, all of which re-

mained unpaid, and this was entirely too
large a sum to be comfortable over. The

debtor's circumstances were these : He had
of course no stock and fixtures, and his

team represented no very large sum of
money. His business was good but was not
an asset on which execution could prac-
ticably be levied. Upon inquiry it developed
that he owned the little house in which
he lived, and in which he had an equity of
very nearly the sum which he owed my

client.
This man professed utter inability to pay

the claim in full. He pleaded that he had
only his business, from which, however, he
could pay a certain substantial sum every
month. Substantial as the proposed install-
ment was, however, it would have postponed
the final payment of the claim for nearly two
years. When asked for security, he did not
know what he could give ; offered first a
promissory note and second a judgment note,
both of which were rejected for reasons
which I will discuss further on. Finally it was
arranged that he should give a second mort-
gage on his house which should take the
form of an installment mortgage, that is, a
mortgage which provides that certain install-

ments shall be paid on it periodically. The
advantage of such a mortgage as security
is that if even one of the installments goes
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unpaid the mortgage can be foreclosed and
the claim realized upon at once.

ne impulse to get security of some sort
in a case like this would seem so certain to
occur to a business man that at first glance
I would appear to be wasting time in dis-
cussing it. My experience, however, teaches
me that the average business man either

does not realize the advantage of security

in such cases, or if he does realize it and
takes it, he very often takes security which

is no security at all.
Consider the position of the creditor in

the case I have cited, if he had not taken

security. Certain under the arrangement

not to be paid in full for two years, he

would have been wholly dependent on the

ability of the debtor to make the monthly

payments he has agreed to make.

A familiar delusion in cases like the one

I have referred to is that "I'm perfectly

safe ; he has real estate." If there were a

law compelling the debtor to keep his real

estate this false feeling of security might

have some foundation. An ordinary debt

such as this, however, does not constitute a

lien, and a debtor with real estate can trans-

fer it to-morrow, if he likes, thus utterly

destroying all the security which the creditor

thought he had.
An ordinary promissory note is worse, for

this reason : It not only doesn't pay the claim
when it is given, but it prevents the creditor
from making any effort to collect it until
the note is due. This sometimes defeats all
chance of realizing upon the claim. For
example, in a recent case in which I was
collaterally interested, A owed B $1500,
which he was to have paid him on a certain

date. When the date arrived he was unable
to pay and without taking counsel B agreed
to accept a promissory note in payment.
What was in his mind was this—that he

could discount the note and raise money on

it at once, which he badly needed to do, but

he forgot that if the note was not paid at

maturity he would have to pay all the money

back again.

At the date when the note was given A
owned a piece of valuable real estate, and
if B had sued him then he could have gotten
every cent of his $15oo. The note was pay-
able in three months. During the second
month A sold the property, as he had a per-
fect legal right to do, notwithstanding the
note, and when the note came due he held
no property whatever.' The note went to
protest and B sued—too late—and got a
worthless judgment.
There is one condition under which a note

does not prevent a creditor from proceeding

on the original claim before the note is

due, and that where it is understood be-

tween the parties when the note is given
that it is not given in settlement of the
claim, but only as collateral security. Where
there is the least doubt that the note will be
paid, the creditor who .accepts it from his
debtor should always have it clearly under-
stood, and if necessary write it in the docu-
ment itself that the note is taken as col-
lateral security. Of course in this case
he cannot discount it, or otherwise dispose
of it, unless the debtor refuses or neglects
to pay the claim itself.
A judgment note is much superior as

security to an ordinary note, though not
quite so good in my judgment as a mortgage.
A judgment note made at one day, or at
sight, and which can be entered up in court
and judgment taken on it at once, affords
pretty good security, but in a very large
majority of cases a debtor who gives a judg-
ment note refuses to allow it to be entered
up because he doesn't want a judgment
standing of record against him. Inasmuch
as a judgment note kept'in a man's pocket is
no judgment at all, and therefore no lien on
real estate, a judgment note held under such
condition becomes no better security than an
ordinary note.
A mortgage places a creditor where he is

as safe as any unpaid creditor can be: His
Mortgage will usually be a second mortgage.
if the debtor should default in the interest
on the first mortgage and the property is
sold under foreclosure proceedings, he (the
creditor and the second mortgagee) can
easily buy in the property and preserve his
equity, placing another mortgage on it in
place of the old first mortgage, to get back
the money he had to pay to buy it, if he
wishes to. Or if the installments on his
own second mortgage are unpaid he can
himself foreclose and buy in the property,
often without paying a cent in cash.

In some States a chattel mortgage (on
personal property) can also be taken for the

same purpose, but such a mortgage is much

poorer security than a mortgage on the

average real estate. Still it is vastly better

than some of the other forms of security.

The moral of this is, first, that a busi-

ness man should never grant a debtor a long

period of time to pay a claim without exact-

ing security wherever it is possible to get it,

and second, that a mortgage, preferably on

real estate, is the best possible security in

such a case ; also that a judgment note comes

next, and that an ordinary promissory note

is often worse than nothing.

This knowledge is very important to

every business man, who should be well

posted on the law regulating security for

debts. Such knowledge may save him much

trouble and loss.
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The Erratic Clocks of London

A British Jeweler's Appeal for Synchronization
of the Clocks of the World's Largest City

London, the greatest city in the world, the ac-
knowledged center of the world's commerce, the
reservoir and the regulating valve of the world's
capital and credit, is singularly ill equipped with
appliances such as science could easily furnish
for providing it with standard time—that is, for
the synchronization of all public clocks so that
they should at all times indicate Greenwich mean
time without error or variation. We all say that
time is money, and yet we are in this respect the
veriest spendthrifts in its use. Just three years
ago, on January 8, r9o8, Sir John Cockburn ad-
dressed to us a pithy letter on "Lying Clocks,"
and we cordially supported his cogent plea for
some stringent amendment in the matter. It
would be an exaggeration to say that nothing has
since been done, because Sir John Cockburn him-
self, as the chairman of a special committee of
the British Science Guild, has, with his colleagues,
devetted much earnest attention and effort to the
study of the subject and to the task of stirring up
public authorities to a recognition of its import-
ance, and, if it might be, of the expediency of
their taking concerted action for the synchroniza-
tion of public clocks in the districts under their
control.

The second report of this corn-
Report of mittee has just been published,
Committee and we regret to say that its

conclusion is exceedingly dis-
couraging. "It will be seen that with the excep-
tion of the post office no important action has
been taken in this matter, and consequently Lon-
don remains in a very unsatisfactory condition in
the relation to the synchronization of clocks."
The measures taken by the post office appear to
be quite efficient so far as they go, but they apply
for the most part only to clocks under the control
of the post office in London and other large
towns; though they might, it would appear, easily
be extended to clocks not under control of the
post office, if the authorities responsible for the
control of public clocks, or private persons desir-
ous of having the true time indicated by their
own clocks, chose to take the necessary measures
and to incur the necessary expense. But, so far,
neither public authorities nor private persons
seem disposed to take any steps at all in the
matter.

Now the maintenance of a cor-
Accurate Time rect standard of public time is
a Necessity no mere fad of a few men of

science or other enthusiasts. It
concerns every man who has any serious work
to do in the world. As the committee say in
their report, "Accurate time is to the civilized
man the essence of all his undertakings. * *
A cheating yard wand is not a greater robber
than a false dial. The loss in London through
inaccurate timekeepers is appalling. * * * Time
is the factor whereby the units of a great com-
munity may economically move and act in con-
cert. The clock is the co-ordinator of society."

All this is strictly and undeniably true, and yet
we all of us act as if it did not matter in the
least. We are content that our own watches and
clocks should be untrustworthy to the extent of
several minutes; and, as their errors and vari-
ations are neither uniform nor constant, the al-
lowance we must make if we have to catch a
train or keep an appointment must be double, or
nearly double, the conjectured error of our pri-
vate timekeepers.

As to public clocks in general,
The Public we doubt if any one ever pays
Clocks much heed to them—except to

the great clock at Westminster
—unless it be to get a general idea of what the
time is, say, within five minutes or so. If any
one relies on them for much more accuracy than
this he is relying on a broken reed, for the com-
mittee tell us that "during one week lately the
time shown by all the clocks exposed to public
view in the line of streets between the Mansion
House and Victoria was compared once daily
with standard time, when the mean error for all
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the clocks for the week was found to be two
minutes. Again, in the week from June 54, 1909,
to June 19 inclusive, one of these public clocks
was three minutes slow on two days. Another
was four minutes fast on one day, three minutes
slow on two days, two minutes slow on one day,
and one minute slow on one day." There are two
causes for these variations. One is the mechani-
cal imperfection of the clock—for, as the commit-
tee say, "human ingenuity has so far failed to
produce two clocks which will go uniformly to-
gether for one week." The other is the care-
lessness or neglect of those who are responsible
for the periodical correction of the clock's in-
evitable errors.

Automatic
Regulation

The only complete remedy for
all these defects of construc-
tion and control is the auto-
matic regulation of a group or

series of clocks from some common center of
standard Greenwich time by means of electrical
appliances suitable for the purpose. There is no
difficulty whatever in establishing such a system
of automatic control, nor would the cost be ex-
cessive. "There is," say the committee, "no type
of clock from the small 6-inch dial to the largest
turret clock which cannot be satisfactorily dealt
with by a system based on the Greenwich Time
Signal, which is available in all towns of any mag-
nitude." Further, "the committee is given to un-
derstand that arrangements exist by which, on
an electrical signal being transmitted at certain
specified hour or hours of the day the hands of
a clock can be automatically set to indicate the
absolutely correct time, and that such arrange-
ments can be applied to existing clocks at a
very small cost; indeed, it has been ascertained
that the cost of synchronizing small private clocks
is only a few shillings, and of large clocks only
a few pounds."

Of course the small cost here
Cost of the mentioned only applies to the
Change apparatus affixed to the clock.

The cost of the time signal
and of the wire for conveying it might be con-
siderable and beyond the means of many private
persons unless, as the committee suggest, existing
telephone circuits could be utilized for the pur-
pose. But for public bodies which are already
entrusted with the custody and control of many
of the agencies of public convenience, the ques-
tion of cost ought not to be regarded as by any
means the first consideration. It ought at least
to be considered in relation to the public advant-
age to be obtained from it. Yet by most of the
public authorities in London this advantage ap-
pears to be regarded as quite insignificant. The
London County Council has been considering the
matter, with no appreciable result, ever since 1898.
In 1903 the Council obtained Parliamentary pow-
ers to enable metropolitan borough councils to
incur expenditure in the maintenance of public
clocks in their respective boroughs. But "from
inquiry recently made it appears that this power
has been exercised only to a slight extent."

On the whole the Council is
Council indifferent and apathetic, and,
indifferent after considering various sug-

gestions that had been submit-
ted to it, it informed the committee that "after
careful consideration we do not see our way to
submit any recommendation on the subject." The
borough councils arc, with the exception of Pad-
dington, of much the same way of thinking. The
Corporation of London now insists that all new
clocks exposed over the roadway in the city must
be synchronized; but though it has the power
to apply the same rule to older clocks, it does not
seem to exercise it. The managers of the large
railway companies having central stations in Lon-
don are reported to be satisfied with existing ar-
rangements. The Office of Works has been ap-
proached by the committee, but no .action has
been taken. The local government board was
asked to do something for synchronization, but
replied that nothing effectual could be done with-
out an Act of Parliament—which was, of course,
to the official mind an excellent reason for doing
nothing.

Hence it is that, except for the
Work of laudable efforts of the post
Post Office office to promote synchroniza-

tion within its own jurisdiction
and to assist its development in directions outside
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its control, we are just in the position we werewhen Sir John Cockburn first raised the ques-tion of "lying clocks" in our columns three yearsago. Yet, as the committee show, .we .are veryfar behind the arrangements for maintaining andshowing standard time that have long been inexistence in Berlin and other great cities of Ger-
many. This backwardness—and there are many
similar cases—must be attributed to the. ingrainedBritish dislike and contempt for the scientific or-
ganization of life.

An Inventors' Guild
The American inventors have yielded to thedemand for combination that seems to be in the

air nowadays, and have concluded to "flock to-
gether." The industrial papers announce the for-
mation in New York of what is to be called "The
Inventors' Guild," which will doubtless be lookedupon as a trade-union, a trust, or a mutual-benefit
society, according to the point of view. The
American Machinist, which warmly commends
the purposes of the new organization, tells us
that it is the idea of several men who have done
work along the line of invention, and who, in
developing and patenting their devices, had come
to realize the difficulties and disadvantages under
which the inventor labors. The new society looks
clearly toward the betterment of these condi-
tions. Its object is stated in the constitution to
be the advancement of the application of the use-
ful arts and sciences, and the furtherance of the
interests of inventors, with an effort to secure
full acknowledgment and protection for their
rights. The American Machinist, commenting on
this new movement, says:
"Some of the handicaps to which the inventor

is subject, other than the proverbial one of never
having any money, are the delays in the Patent
Office, due to overcrowding and lack of proper fa-
cilities; the involved expense and slow-going code
of litigation, and the possibility under which wealth
misdirected can delay and prolong a suit, increase
the expense to a point which makes such suits
prohibitive for a poor inventor. * * *
"The membership of the Inventors' Guild is

limited to fifty. The idea for limiting the mem-
bership is that with a small society of this sort it
is easier to accomplish real results than with a
larger organization, hampered as it must be by
unwieldiness and red tape. Further, with a small
organization each man will feel that he is a
working unit, and that he will be depended upon
to do real work, whereas in a large organization
the general feeling is that there will be plenty of
other men to do the work, and that lack of assist-
ance from any particular member will make little,
if any, difference. The result is that in the large
organization the work, if any, is usually done by
even a smaller number of members than that pro-
vided for here.
"It is proposed to select the membership of the

guild carefully. * * * The object of such dis-
crimination is to include among the members of
the guild men who have not only evolved inven-
tions, but who have achieved some measure of
success with such inventions, and who will, there-
fore, be capable of exerting some influence."
We are also told by The Machinist that the

guild will study patent situation and procedure
through special agents and investigators in con-
nection with legal authorities, and shape a plan of
action to bring about patent reform. We read:
"One of the first things to be taken up is agi-

tation for a new Patent Office building to replace
the old-fashioned stone structure now in use, and
which is far inadequate for the tremendous busi-
ness conducted by the Patent Office. * * *
"We welcome the formation of this guild, as

we welcome any movement which seriously pro-
poses to improve our patent situation. The need
is far greater than merely to benefit and procure
a greater measure of justice for inventors.. It
affects directly the entire structure of American
industry, and as time goes on it will become more
and more necessary to offer every possible aid
and to remove eery possible barrier which, on
the one hand will stimulate, and on the other
hinder, the growth and expansion of American
industry."
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Disposal of Old Stock

As you look over your stock you will
a good many old things of two classes.

Hirst, those things that never were salable
.11(1 were poor stock the day you bought
them, and second, a lot of things that have
hung on because you haven't shown them at
the right time, and you have just come to
regard them as old, unsalable stock. The
buyer never existed who could always buy
without fail tne things that would move
(Jut quickly at a good profit. The best of
them occasionally err and accumulate stick-
ers from time to time. As a rule, however,
poor sellers are recognized very quickly
after they have been placed in stock, and
the mistake that is most often made is that
these things are not moved out at once
at a sacrifice. Suppose, for example, you
buy a dozen brooches at one dollar each of
a style that appeals to you and you think
they will sell readily at a full too per cent.
profit. You put them in the window at a
choice of $2.00 and you sell none at all. You
reduce them to $1.50, and they repose a few
more weeks in the window. Then they stay
in a few more weeks at $1.00, and finally
after they are shop-worn and old-looking
you are willing to make any sacrifice, but
you can't sell them at any price. What
should have been done was to cut them to
the bottom at the very beginning. After a
few weeks' trial, when it became evident
that they were not making much of a hit,
they should have been cut to 5o cents and
they would probably move out without any
delay.
Customers are of different kinds in the

matter of price. There are a good many
people who will pick up novelties that ap-
peal to them at $2, $3, $4 or $5, and others
who have a limit of 50 or 75 cents for
such trinkets.
The taste of your 50-cent customer is

probably quite different from the higher-
priced one. Therefore, what wouldn't ap-
peal to one class might strike the other, but
you must meet his price at once and not
wait until the article you wish to sell has
grown old. If this class of goods is
watched closely there is little reason for an
accumulation, and rather than take up store
space with a lot of stock of this class you
had better throw it into the scrap box and
charge it up to experience.
There is, however, the other class of

stock that hangs on and you would like
mighty well to sell, but which really can be
carried profitably if it is always kept in sal-
able shape and not stowed away in a dark
corner of the show case. Unconsciously, you
regard things as old and avoid showing them
because you think you must always show the
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new things. As a matter of fact, probably
all these old things would look new to your
customer, but of course if they are kept in
the background they will stay there in-
definitely. You have probably noticed that
often a new and inexperienced clerk will
sell more of this old stock than you your-
self. You may wonder at this, but the solu-
tion is that he shows them.

Don't put all your enthusiasm into your
new stock. The old things will sell just as
easily if the same amount of effort is put
into the selling.

Classify and divide your stock. Get rid
of the dead ones as soon as possible and at
any price you can get for them, but just be-
cause an article doesn't move at once don't
always classify it as dead stock. Keep your
entire stock in first-class, salable shape and
show the things that have been in stock
some time along with the new things and
you will sell about as many of one as the
other.

An Advertising Idea

In the wealth of sample advertisements
which are kindly forwarded us from time
to time by subscribers we very frequently
note ideas which seem to be exceptionally
valuable for the purpose intended, namely,
to rivet the attention of the local public on
the store and stock. We reproduce here-
with, in reduced form, an advertisement
used by M. K. Giant, Vallejo, Cal. It is
an old and established advertising truth
that an excellent way to reach parents is
through the children, and such an offer as
this establishes a rivalry which will create
general interest not only among the parents

F R E E!
On January wit. we will give Eight

$2.50 Waterman Ideal Fountain Pens
Free to the school boys and girls,
under the age of twelve yearti, who sub-
mit the hest specimens of penmanship.
There is no restriction to this contest.
All is necessary write the following
stlaence :

M. K. Giant, the jeweler, carries
the best stock of Waterman Ideal
Fountain Pens in town.

You 11,1■ - ..0.•ttre 1111. ,0111,114.1. i01)C

Written ill I II, ■I tire. 1'0111 l l".■•■ al 1'2 ■.'4 . 101:1,

Ill., Sattirtloy, January 21.

M. K. GIANT
Progressive Jeweler
and Optician

325 Georgia Street Phone Vallejo 840 R

but also among the friends and acquaint-
ances of the boys. The announcement of
the prize winners and the exhibition of the

prizes and names of the winners in the
store window are an after-opportunity for
continuing this effective publicity. As we
near the end of the school term, many op-
portunities of this character present them-
selves which it will pay the trade to take
advantage of.

Protection for Country Merchants

The average country mei-A:int works
under trying conditions, says an editorial in
the Saturday Evening Post. He extends
credit freely, carrying customers for weeks.
When some of the same customers are able
to pay cash they buy not from the merchant
who has carried them but from a mail-
order house, which is sometimes able to
undersell the merchant precisely because it
gives nobody credit. About the time the
merchant has built up a really profitable
trade somebody is pretty sure to open a
rival shop across the street. Sometimes
wholesale houses that the merchant has pat-
ronized will cheerfully supply the rival shop
with a stock of goods, although its chief
asset may be a pious hope of taking away
part of the older shop's trade. Such condi-
tions would tend to make anybody nervous;
and it is not strange that many country
merchants oppose a parcels-post in the fear
that it will give an additional advantage to
the mail-order houses.

Probably the multiplication of rival shops
is a greater menace to the retail trade than
the mail-order houses are. The Comptroller
of the Currency will no longer permit the
organization of a new national bank whose
principal object seems merely to be taking
business away from banks already estab-
lished. A license will not be issued for a
new bank unless it appears there is some
reasonable need of additional banking facil-
ities in that locality. Multiplication of com-
petitive banks is sure to weaken the whole
banking position. Two strong banks can
serve a community better than four weak
ones. So can two strong retail stores, if
people only realized it.
In the present state of the retail trade no

such salutary control over mere wasteful
competition is possible; but one can imagine
a degree of organization by NVIliCh it might
be achieved.
The country town is very important to

the farmer tticl should be able to count upon
his support ; but sentiment plays little part
in buying goods, and if a parcels-post will
really get city goods to the farmer cheaper
than Ile can buy them at home Ile will prob-
ably favor that measure. There must be
somewhere a better protection for country
retail trade than simple reliance upon high
express rates.
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The Erratic Clocks of London

A British Jeweler's Appeal for Synchronization
of the Clocks of the World's Largest City

London, the greatest city in the world, the ac-
knowledged center of the world's commerce, the
reservoir and the regulating valve of the world's
capital and credit, is singularly ill equipped with
appliances such as science could easily furnish
for providing it with standard time—that is, for
the synchronization of all public clocks so that
they should at all times indicate Greenwich mean
time without error or variation. We all say that
time is money, and yet we are in this respect the
veriest spendthrifts in its use. Just three years
ago, on January 8, 19o8, Sir John Cockburn ad-
dressed to us a pithy letter on "Lying Clocks,"
and we cordially supported his cogent plea for
some stringent amendment in the matter. It
would be an exaggeration to say that nothing has
since been done, because Sir John Cockburn him-
self, as the chairman of a special committee of
the British Science Guild, has, with his colleagues,
devcrted much earnest attention and effort to the
study of the subject and to the task of stirring up
public authorities to a recognition of its import-
ance, and, if it might be, of the expediency of
their taking concerted action for the synchroniza-
tion of public clocks in the districts under their
control.

The second report of this corn-
Report of mittee has just been published,
Committee and we regret to say that its

conclusion is exceedingly dis-
couraging. "It will be seen that with the excep-
tion of the post office no important action has
been taken in this matter, and consequently Lon-
don remains in a very unsatisfactory condition in
the relation to the synchronization of clocks."
The measures taken by the post office appear to
be quite efficient so far as they go, but they apply
for the most part only to clocks under the control
of the post office in London and other large
towns; though they might, it would appear, easily
be extended to clocks not under control of the
post office, if the authorities responsible for the
control of public clocks, or private persons desir-
ous of having the true time indicated by their
own clocks, chose to take the necessary measures
and to incur the necessary expense. But, so far,
neither public authorities nor private persons
seem disposed to take any steps at all in the
matter.

Now the maintenance of a cor-
Accurate Time rect standard of public time is
a Necessity no mere fad of a few men of

science or other enthusiasts. It
concerns every man who has any serious work
to do in the world. As the committee say in
their report, "Accurate time is to the civilized
man the essence of all his undertakings. * *
A cheating yard wand is not a greater robber
than a false dial. The loss in London through
inaccurate timekeepers is appalling. * " Time
is the factor whereby the units of a great corn-
munity may economically move and act in con-
cert. The clock is the co-ordinator of society."

All this is strictly and undeniably true, and yet
we all of us act as if it did not matter in the
least. We are content that our own watches and
clocks should be untrustworthy to the extent of
several minutes; and, as their errors and vari-
ations are neither uniform nor constant, the al-
lowance we must make if we have to catch a
train or keep an appointment must be double, or
nearly double, the conjectured error of our pri-
vate timekeepers.

As to public clocks in general,
The Public we doubt if any one ever pays
Clocks much heed to them—except to

the great clock at Westminster
—unless it be to get a general idea of what the
time is, say, within five minutes or so. If any
one relies on them for much more accuracy than
this he is relying on a broken reed, for the com-
mittee tell us that "during one week lately the
time shown by all the clocks exposed to public
view in the line of streets between the Mansion
House and Victoria was compared once daily
with standard time, when the mean error for all
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the clocks for the week was found to be two
minutes. Again, in the week from June 14, 1909,
to June ig inclusive, one of these public clocks
was three minutes slow on two days. Another
was four minutes fast on one day, three minutes
slow on two days, two minutes slow on one day,
and one minute slow on one day." There are two
causes for these variations. One is the mechani-
cal imperfection of the clock—for, as the commit-
tee say, "human ingenuity has so far failed to
produce two clocks which will go uniformly to-
gether for one week." The other is the care-
lessness or neglect of those who are responsible
for the periodical correction of the clock's in-
evitable errors.

The only complete remedy for
Automatic all these defects of construe-
Regulation tion and control is the auto-

matic regulation of a group or
series of clocks from some common center of
standard Greenwich time by means of electrical
appliances suitable for the purpose. There is no
difficulty whatever in establishing such a system
of automatic control, nor would the cost be ex-
cessive. "There is," say the committee, "no type
of clock from the small 6-inch dial to the largest
turret clock which cannot be satisfactorily dealt
with by a system based on the Greenwich Time
Signal, which is available in all towns of any mag-
nitude." Further, "the committee is given to un-
derstand that arrangements exist by which, on
an electrical signal being transmitted at certain
specified hour or hours of the day the hands of
a clock can be automatically set to indicate the
absolutely correct time, and that such arrange-
ments can be applied to existing clocks at a
very small cost; indeed, it has been ascertained
that the cost of synchronizing small private clocks
is only a few shillings, and of large clocks only
a few pounds."

Of course the small cost here
Cost of the mentioned only applies to the
Change apparatus affixed to the clock.

The cost of the time signal
and of the wire for conveying it might be con-
siderable and beyond the means of many private
persons unless, as the committee suggest, existing
telephone circuits could be utilized for the pur-
pose. But for public bodies which are already
entrusted with the custody and control of many
of the agencies of public convenience, the ques-
tion of cost ought not to be regarded as by any
means the first consideration. It ought at least
to be considered in relation to the public advant-
age to be obtained from it. Yet by most of the
public authorities in London this advantage ap-
pears to be regarded as quite insignificant. The
London County Council has been considering the
matter, with no appreciable result, ever since 1898.
In 1903 the Council obtained Parliamentary pow-
ers to enable metropolitan borough councils to
incur expenditure in the maintenance of public
clocks in their respective boroughs. But "from
inquiry recently made it appears that this power
has been exercised only to a slight extent."

On the whole the Council is
Council indifferent and apathetic, and,
Indifferent after considering various sug-

gestions that had been submit-
ted to it, it informed the committee that "after
careful consideration we do not see our way to
submit any recommendation on the subject." The
borough councils arc, with the exception of Pad-
dington, of much the same way of thinking. The
Corporation of London now insists that all new
clocks exposed over the roadway in the city must
be synchronized ; but though it has the power
to apply the same rule to older clocks, it does not
seem to exercise it. The managers of the large
railway companies having central stations in Lon-
don are reported to be satisfied with existing ar-
rangements. The Office of Works has been ap-
proached by the committee, but no .action has
been taken. The local government board was
asked to do something for synchronization, but
replied that nothing effectual could be done with-
out an Act of Parliament—which was, of course,
to the official mind an excellent reason for doing
nothing.

Hence it is that, except for the
Work of laudable efforts of the post
Post Office office to promote synchroniza-

tion within its own jurisdiction
and to assist its development in directions outside
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its control, we are just in the position we werewhen Sir John Cockburn first raised the ques-tion of "lying clocks" in our columns three yearsago. Yet, as the committee show, we .are very
far behind the arrangements for maintaining and
showing standard time that have long been in
existence in Berlin and other great cities of Ger-
many. This backwardness—and there are many
similar cases—must be attributed to the. ingrainedBritish dislike and contempt for the scientific or-
ganization of life.

An Inventors' Guild
The American inventors have yielded to the

demand for combination that seems to be in theair nowadays, and have concluded to "flock to-
gether." The industrial papers announce the for-
mation in New York of what is to be called "The
Inventors' Guild," which will doubtless be looked
upon as a trade-union, a trust, or a mutual-benefit
society, according to the point of view. The
American Machinist, which warmly commends
the purposes of the new organization, tells us
that it is the idea of several men who have done
work along the line of invention, and who, in
developing and patenting their devices, had come
to realize the difficulties and disadvantages under
which the inventor labors. The new society looks
clearly toward the betterment of these condi-
tions. Its object is stated in the constitution to
be the advancement of the application of the use-
ful arts and sciences, and the furtherance of the
interests of inventors, with an effort to secure
full acknowledgment and protection for their
rights. The American Machinist, commenting on
this new movement, says:
"Some of the handicaps to which the inventor

is subject, other than the proverbial one of never
having any money, are the delays in the Patent
Office, due to overcrowding and lack of proper fa-
cilities; the involved expense and slow-going code
of litigation, and the possibility under which wealth
misdirected can delay and prolong a suit, increase
the expense to a point which makes such suits
prohibitive for a poor inventor. * * *
"The membership of the Inventors' Guild is

limited to fifty. The idea for limiting the mem-
bership is that with a small society of this sort it
is easier to accomplish real results than with a
larger organization, hampered as it must be by
unwieldiness and red tape. Further, with a small
organization each man will feel that he is a
working unit, and that he will be depended upon
to do real work, whereas in a large organization
the general feeling is that there will be plenty of
other men to do the work, and that lack of assist-
ance from any particular member will make little,
if any, difference. The result is that in the large
organization the work, if any, is usually done by
even a smaller number of members than that pro-
vided for here.
"It is proposed to select the membership of the

guild carefully. * * * The object of such dis-
crimination is to include among the members of
the guild men who have not only evolved inven-
tions, but who have achieved some measure of
success with such inventions, and who will, there-
fore, be capable of exerting some influence."
We are also told by The Machinist that the

guild will study patent situation and procedure
through special agents and investigators in con-
nection with legal authorities, and shape a plan of
action to bring about patent reform. We read :
"One of the first things to be taken up is agi-

tation for a new Patent Office building to replace
the old-fashioned stone structure now in use, and
which is far inadequate for the tremendous busi-
ness conducted by the Patent Office. * * *
"We welcome the formation of this guild, as

we welcome any movement which seriously pro-
poses to improve our patent situation. The need
is far greater than merely to benefit and procure
a greater measure of justice for inventors.. It
affects directly the entire structure of American
industry, and as time goes on it will become more
and more necessary to offer every possible aid
and to remove eery possible barrier which, on
the one hand will stimulate, and on the other
hinder, the growth and expansion of American
industry."
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Disposal of Old Stock

As you look over your stock you will
find a good many old things of two classes.
First, those things that never were salable
and were poor stock the day you bought
them, and second, a lot of things that have
hung on because you haven't shown them at
the right time, and you have just come to
regard them as old, unsalable stock. The
buyer never existed who could always buy
without fail the things that would move
out quickly at a good profit. The best of
them occasionally err and accumulate stick-
ers from time to time. As a rule, however,
poor sellers are recognized very quickly
after they have been placed in stock, and
the mistake that is most often made is that
these things are not moved out at once
at a sacrifice. Suppose, for example, you
buy a dozen brooches at one dollar each of
a style that appeals to you and you think
they will sell readily at a full wo per cent.
profit. You put them in the window at a
choice of $2.00 and you sell none at all. You
reduce them to $1.50, and they repose a few
more weeks in the window. Then they stay
in a few more weeks at $1.00, and finally
after they are shop-worn and old-looking
you are willing to make any sacrifice, but
you can't sell them at any price. What
should have been done was to cut them to
the bottom at the very beginning. After a
few weeks' trial, when it became evident
that they were not making much of a hit,
they should have been cut to 5o cents and
they would probably move out without any
delay.
Customers are of different kinds in the

matter of price. There are a good many
people who will pick up novelties that ap-
peal to them at $2, $3, $4 or $5, and others
who have a limit of 5o or 75 cents for
such trinkets.
The taste of your 50-cent customer is

probably quite different from the higher-
priced one. Therefore, what wouldn't ap-
peal to one class might strike the other, but
you must meet his price at once and not
wait until the article you wish to sell has
grown old. If this class of goods is
watched closely there is little reason for an
accumulation, and rather than take up store
space with a lot of stock of this class you
had better throw it into the scrap box and
charge it up to experience.
There is, however, the other class of

stock that hangs on and you would like
mighty well to sell, but which really can be
carried profitably if it is always kept in sal-
able shape and not stowed away in a dark
corner of the show case. Unconsciously, you
regard things as old and avoid showing them
because you think you must always show the
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new things. As a matter of fact, probably
all these old things would look new to your
customer, but of course if they are kept in
the background they will stay there in-
definitely. You have probably noticed that
often a new and inexperienced clerk will
sell more of this old stock than you your-
self. You may wonder at this, but the solu-
tion is that he shows them.

Don't put all your enthusiasm into your
new stock. The old things will sell just as
easily if the same amount of effort is put
into the selling.

Classify and divide your stock. Get rid
of the dead ones as soon as possible and at
any price you can get for them, but just be-
cause an article doesn't move at once don't
always classify it as dead stock. Keep your
entire stock in first-class, salable shape and
show the things that have been in stock
some time along with the new things and
you will sell about as many of one as the
other.

An Advertising Idea

In the wealth of sample advertisements
which are kindly forwarded us from time
to time by subscribers we very frequently
note ideas which seem to be exceptionally
valuable for the purpose intended, namely,
to rivet the attention of the local public on
the store and stock. We reproduce here-
with, in reduced form, an advertisement
used by M. K. Giant, Vallejo, Cal. It is
an old and established advertising truth
that an excellent way to reach parents is
through the children, and such an offer as
this establishes a rivalry which will create
general interest not only among the parents

REE!
On January 21st, we will give Eight

$2.50 Waterman Ideal Fountain Pens
Free to the school boys and girls,
under the age of twelve years, who sub-
mit the best specimens of penmanship.
There is no restriction to this contest.
All is necessary write the following
sentence :

M. K. Giant, the jeweler, carries
the best stock of Waterman Ideal
Fountain Pens in town.

You may secure I he copy of sentence to he
written in the store. t 'oiliest closes at 12 o'clock

Saturday, Tattu a ry 21.

M. K. GIANT
Progressive Jeweler
and Optician

325 Georgia Street Phone Vallejo 840 R

but also among the friends and acquaint-
ances of the boys. The announcement of
the prize winners and the exhibition of the
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prizes and names of the winners in the
store window are an after-opportunity for
continuing this effective publicity. As we
near the end of the school term, many op-
portunities of this character present them-
selves which it will pay the trade to take
advantage of.

Protection for Country Merchants

The average country merchant works
under trying conditions, says an editorial in
the Saturday Evening Post. He extends
credit freely, carrying customers for weeks.
When some of the same customers are able
to pay cash they buy not from the merchant
who has carried them but from a mail-
order house, which is sometimes able to
undersell the merchant precisely because it
gives nobody credit. About the time the
merchant has built up a really profitable
trade somebody is pretty sure to open a
rival shop across the street. Sometimes
wholesale houses that the merchant has pat-
ronized will cheerfully supply the rival shop
with a stock of goods, although its chief
asset may be a pious hope of taking away
part of the older shop's trade. Such condi-
tions would tend to make anybody nervous;
and it is not strange that many country
merchants oppose a parcels-post in the fear
that it will give an additional advantage to
the mail-order houses.

Probably the multiplication of rival shops
is a greater menace to the retail trade than
the mail-order houses are. The Comptroller
of the Currency will no longer permit the
organization of a new national bank whose
principal object seems merely to be taking
business away from banks already estab-
lished. A license will not be issued for a
new bank unless it appears there is some
reasonable need of additional banking facil-
ities in that locality. Multiplication of com-
petitive banks is sure to weaken the whole
banking position. Two strong banks can
serve a community better than four weak
ones. So can two strong retail stores, if
people only realized it.
In the present state of the retail trade no

such salutary control over mere wasteful
competition is possible ; but one can imagine
a degree of organization by which it might
be achieved.
The country town is very important to

the farmer and should be able to count upon
his support ; but sentiment plays little part
in buying goods, and if a parcels-post will
really get city goods to the farmer cheaper
than he can buy them at home he will prob-
ably favor that measure. There must be
somewhere a better protection for country
retail trade than simple reliance upon high
express rates.



The Salesman and the Credit
Man

An Analysis of Their Relations and Mutual
Interest

Unfortunately there exists in the minds
of many salesmen a firmly rooted, but
erroneous idea that the credit man of their
house is the greatest obstacle to their suc-
cess as star salesmen; that the chief delight
of the credit man's life is to turn down
orders, "jack up" the sales force and harass
their customers, and to do hundreds of
other little things known only to the fra-
ternity of credit men. Just why this should
be so is hard to explain, when taken in con-
nection with the high class of men who
compose that large army usually known as
commercial salesmen. The most reasonable
explanation is perhaps found in the fact
that they do not seriously consider or an-
alyze the various elements that enter into
the complex duties of a credit man. If
they did, I am sure it would result in a
better understanding of this individual, and
prove of lasting benefit to them, not only
as salesmen, but as all-round business men.

In most cases the credit
man is a partner or a stock-
holder in the business he
represents, with his hard-

earned dollars invested, and dependent upon
the success of the business for his bread
and butter as well as satisfactory returns
on his investment. Who, then, can be more
vitally interested in the growth and welfare
of the business and the success of the sales-
men of his house than the credit man?
Their interest and their success is a matter
of deep concern to him, he realizes fully
that their success or failure are elements
that enter largely into the success or failure
of his house, therefore their mutual inter-
est is inseparable.
The right kind of credit man has a lauda-

ble ambition to see the sales of his house
growing steadily and vigorously year by
year, on a sound, substantial basis. This
can't be done by turning down orders indis-
criminately, or by antagonizing the sales
force or their customers. He also realizes
the absolute necessity of keeping down
losses from bad debts and the marketing of
his merchandise at a minimum selling ex-
pense.

Credit Man
Most Interested

For the good of himself,
Has to be Shown his house and its salesmen,

he has to occupy the posi-
tion of the "Man from Missouri" with his
"You have to show me" for his slogan.

If he is loyal to his trust he must weigh
carefully and sift to the bottom every par-
ticle of evidence obtained, for or against
the applicant for credit, eliminating as far
as possible every hazardous or undesirable
risk. The granting of credit on open un-
secured accounts to merchants scattered to
the four quarters of the earth, contingent
on hundreds of complex surroundings, is at
best taking a long shot for the safe return
of his money with its accrued earnings.
Down in "Dixie Land" where cotton is

king they have a very effective machine
called a gin, which separates the clean,
white lint from the dirt, trash and other
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objectionable matter that would destroy the
commercial value of the staple. From this
machine the fleecy, white staple finds its
way to the lint room to be pressed into
bales and converted into that for which we
are all striving to sell our goods—money.

NiVhat would you think of the farmer who
insisted that all of his cotton sent to the
gin should be accounted for to him, pound
for pound, in merchantable lint, just as he
turned it over to the ginner ? Yet that is
just what a great many salesmen expect of
their credit man.

The honest, faithful credit
man should be to his house
what the gin is to that
greatest of all crops of

the South—the separator of the good from
the bad, a mutual help and a tower of
strength to his house and its corps of sales-
men. In one hand he should hold the ban-
ner of his house, inscribed, "Success and
prosperity, built on increased sales on a
sound basis ;" in the other hand the banner
of the salesmen, inscribed, "Your interest
is our interest—loyalty and co-operation are
the hoops of steel that bind us."
Every commercial house of to-day wor-

thy of the name endeavors to throw around
their credit department all the modern de-
vices and facilities for obtaining credit in-
formation.
The establishing of the "National Asso-

ciation of Credit Men" has done wonders
towards welding into one compact body the
thousands of credit men of the country with
the varied interests they represent—the
banker, the merchant, the manufacturer,
the broker, the lawyer, and, in short, all
commercial interest which has resulted in
great and wonderful changes in assembling
and digesting credit information, making it
possible to acquire actual ledger experience
on a merchant from every trade center in
the United States and Canada, with a his-
tory of his commercial operations from his
first venture to the present time.

Those reports often reveal
facts detrimental to the ap-
plicant for credit that the
salesman has no possible

way of knowing. The salesman's reports
to the credit department can be of inesti-
mable value, if based on careful inquiries
and investigation, but right here is one of
the most fruitful sources of trouble be-
tween the salesman and his credit depart-
ment. In a great many cases these reports
are based on purely external appearances,
hearsay, or recommendations to ship, influ-
enced largely by personal regard or friend-
ship for the merchant.
Then again on new orders the necessary

pains are not always taken to get all the
references as to where and from whom the
merchant has been buying his goods and to
inform his credit department of the things
that should impress him as to the desira-
bility or undesirability of the risk, such as
the appearance of his place of business, how
he keeps his stock, his store, the location,
source of trade, personal appearance of the
man and various other things that will help
the credit man to properly analyze the in-
formation before him.
The salesman has great opportunities for

Expect
Too Much

Underground
Information
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obtaining information, which, if conveyed to
his credit department, would be of infinite
value, such as giving correct names of firms,
shipping points, post offices, etc. If any.
changes have been made in firm names since
his last trip, he should be sure to say so,
and give full particulars. If the business
of any of his customers seems to be declin-
ing or neglected, he should be prompt in
giving this information. He must not take
it for granted that the credit man of his
house is a mind reader and should know
these things by intuition.

Don't make statements or
promises to your customers
unless you are sure they
will meet with the approval

of your house, or agree to extra dating,
extra discount, return of goods, allowances
for shortage, etc., without the consent of
your house, unless you have full and abso-
lute authority (and even then notify the
house of your action) for just so sure as
you do the customer will get in a "scrap"
with the credit and collection department
and both you and the house lose his pat-
ronage, or make a disgruntled patron.

If any of these objectionable features fit
in your creed, change your creed, and try
co-operation, confidence and enthusiasm in
your house, your line, and your ability to
make good. Endeavor to be one of the
underground wires and a strong ally to your
credit department. If the results are not
mutually beneficial, then you can return to
your grouch and enjoy the reputation of
being an order taker and not an up-to-date,
live-wire salesman.

Until man becomes infallible we cannot
expect perfection in any line of work. The
good book says, "We are as prone to do
evil as the sparks are to fly upward." A
modern paraphrasing of this would read,
"We are as prone to make errors as a
salesman is to make expense books." Don't
be a knocker, or a pessimist, but an enthu-
siastic booster, and optimist. As the old
German expressed it, "Better always to live
an optimist than once to die a pessimist."

Have confidence in your
house, your credit depart-
ment, your line and your-
self, and the sales in your

territory, as well as your salary, will not
need to be nursed and require extra session
at the home office to keep them from van-
ishing entirely.
Old Jasper, the once noted sage of col-

ored persuasion, adhered to his theory that
"The sun do move," notwithstanding the
abundance of evidence about him to the
contrary. Don't be a "Jasper." This is an
age of progress, modern methods and close
competition with profits whittled down al-
most to a vanishing point ; the methods of
yesterday are sometimes obsolete to-day;
the salesman or the credit man who is
wedded to his methods, his theories or is
controlled by the mainspring of prejudice,
soon finds a berth with the "has beens"
bearing his proper label—a failure.
Let us then recognize our mutual inter-

est, join hands in a common cause, and
make a strong pull and pull all together for
the upbuilding and general welfare of our
respective houses.—The Sample Case.

Be Sure of
Your Ground

Value of
Confidence
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Individuality in Business
You remember the saying, trite and true,

about how impossible it is for water to rise
above its level. Without wishing to too
closely associate "water" and "business,"
much as the two are mixed in the daily
stock reference, we may brush away a little
of the triteness without scratching the truth
by writing the thought thus: A business
cannot rise above the ideals of the man at
its head.

If we fetch up at this paragraph with
reasonable agreement, the rest of the trip is
sure to be without jerk or jar. But as
extra ballast this thought might be chucked
in: A business is just as broad as the indi-
viduals who direct it. So broad and no
broader.

Presence of

Personality

When you view a business
—great or the reverse—
you don't have to ask about
the man at its head. He is

there—outside and in. Every nook and
corner, every piece of goods, and every
employee reflects his individuality. No
matter whether he be topped with a silk
tile and moves in society, or wears a slouch
hat and walks to work, day and night, the
man keeps the candles burning at the altar
of his ideals. He draws within the circle
those about him, and they, catching the
glow of his vision, go forth to radiate and
build and build, or to destroy and destroy.
The employer possessed of high ideals

and a broad vision does not have people
work for him; they work with him. And
believe me, there is as much difference be-
tween working for a man and working with
him as there is between laughing at a man
and laughing with him. The house of fail-
ure is filled with the ghosts of those who
worked for its head.

Puny ideals and a narrow vision can no
more fit a business into the hall of fame
than a hatter can get a fit out of a six and a
half derby and a seven and three-fourths
head.

An Illustrative
Case

Have you heard the story
of the peanut vender and
the traveling salesman?
The peanut man had a

stand down by the depot, and was doing a
profitable business. A traveling man, wait-
ing for the 'leven-two going east, suggested
to the vender that he might increase his
profits by adding fresh-buttered pop-corn.
But alas, alack, strange as it may seem, the
traveling man proved to be a poor judge
of capacity. The added stock proved his
undoing. I mean the vender's, not the trav-
eling salesman's undoing. Nervous disin-
tegration was followed by bankruptcy and

ruin. You see, the pop-corn was too much
for him. His was a peanut capacity.
Our capacity depends upon our vision.

We try to reach just as far as we can see.
No farther. And the individuality which
gives to a business its soul is the size of
the ideals of the man who dictates its pol-
icy. "Big oaks from little acorns grow,"
we scrawled in our copybooks, but never
did we write that big businesses from little
ideals grow. No, we never did, and what
is more, we never shall.

An employer who can't af-
ford to mingle with his em-
ployees, as a general thing,
sooner or later finds time to

mingle by himself. He retains his aloof-
ness, but not his business. Every busi-
ness depends more upon the right attitude
and the proper enthusiasm that pushes up-
ward and onward the ideals, than upon the
manager. Collectively we are a great
bunch, but singly we are very small mar-
bles.

Every little while we see nailed above a
door the sign, "This Business Has Changed
Hands." Silly, isn't it ? People who pass
that way know the business has changed
hands. They don't need a sign to announce
the fact. The change is written in larger
letters than those made by the sign writer.
The change in individuality—the shift of
ideals is present. There is a spurt in new
life, or a slump toward decay.

Every business is stamped with an indi-
viduality all its own. From the envelope
that carries a letter to the article manufac-
tured or sold, the individuality is there.
And it makes or breaks, this individuality
does.

The Esprit

de Corps

Suggestive
Stationery

When a man hands you a
card done at one twenty-
five per thousand, you un-
consciously place the busi-

ness he represents in the dollar and a quar-
ter class. His vision is in keeping with his
card, and so is his business. He thinks the
dollar and a quarter way a good way to
save money. And so it is. It is also a
good way to lose money.

Another kind of business man that con-
tinually gets off when he thinks he is get-
ting on is the one that orders engraved
cards for his own use and the one twenty-
five variety for his employees; that puts
himself in a finely appointed office, and his
employees at cheap desks. His ideal is self.
He can't see over his own importance far
enough to see the impression that is created
by every employee and the atmosphere sur-
rounding them.
I once knew a manager who spent $5000

for a line of publicity which one of his

employees could have secured for the price
of a quiet private office in which to talk
the matter over with the proper parties.
"Penny-wise and pound-foolish" is another
saying trite and true.
High ideals and a broad vision belong to

men of strong individuality. By strong is
not meant the man who drives, but the man
who leads. You can drive a man to work,
but you have to lead him into enthusiasm.
And work without enthusiasm is like pota-
toes without salt. A man may pound his
desk, shout his orders and raise the wind
generally, but that is not a show of indi-
viduality. It's a show of darn-foolishness.

Men who build—who leave
their impress—are men who
are quiet and unassuming.
They lead without a display

of leadership. To have those who are
being led think they are going their own
way, is to stamp a leader as great.
Glance along the line, and in business or

out of it, from the Man of Galilee down to
McCormick and Edison and Wanamaker,
the real leaders always have been men of
quiet ways.

A visitor to the big Marshall Field store
in Chicago doesn't have to ask about the
business ideals of its founder. The whole
inside, the whole outside, every newspaper
advertisement talks all the time of ideals.
And Field picked employees who not only
could appreciate his ideals, but who had a
few ideals of their own.

McCormick's broad vision
will forever remain a topic
for after-dinner conversa-
tion. When he made his

first reaper, and for several years after-
ward, the great wheat fields (if we can call
such patches great) were in the east. The
west was little more than "a place out
there." Yet, after riding over hundreds of
miles, McCormick stopped at the swampy
village of Chicago and said to its few hun-
dred citizens, "This is to be the center of
the future great agricultural section."
There was vision for you.

The business man without ideals and
broad vision should hire men who have
these essentials. Then let them do some
of the leading, while the man earns his sal-
ary by holding the check rein, occasionally
giving it a slight pull without exposing the
source of the pulling.

Once a writer lost his job because he put
into his articles words the boss couldn't pro-
nounce. This stands out as a caution to
employees not to let their ideals soar too
high. All of which is well, and also neces-
sary to the man who loves his ham and
eggs.—Agricultural Advertising.

Leaders Are

Unassuming

Ideals and

Broad Vision



THE HOWARD WATCH

YOU know, of course, that
  every FlowARD advertisement has a

reading public of Thirty Million individuals
in the United States and Canada.

It reaches every man in America who could

be interested in owning the finest practical watch

in the world.
Now, every man knows the HOWARD Watch—its

history and the service it has given during its sixty-eight

years' career.

But not every man is in position to buy his

HOWARD today.
What the HOWARD advertising aims to do is to remind thcsc

Thirty Million readers of the facts about the HOWARD Watch—against

the day when they are ready to buy.

The thing for the jeweler to do is to keep his assortment of

HOWARDS prominently before his community.

The customer can be trusted to do the rest.

E HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS

I s 5

THE HOWARD WATCH

S
OMETIMES you see a prosper-
ous looking passenger inquire
the time, and you wonder why

he does not take out his own watch

to compare with the conductor's.
It is not that he has no watch— but because

he is ashamed of the time he is carrying. He has

no confidence that it is anywhere near correct and

he tries to save his dignity by not making a corn-

parison.
What do you think of the type of man who

will carry a cheap and uncertain timepiece because

it doesn't have to be seen?
It is quite different with the HOWARD owner.

He is ready to match time with all corners.
The HOWARD is the closest rating watch in

the world—and worth all it costs to any man of
accurate habit and orderly mind.

A HOWARD Watch is always worth what you

pay for it. The price of each watch—from the

I 7-jewel (double roller) in a Boss or Crescent gold-

filled case at $40 to the 23-jewel in a 14 K. solid
gold case at Si so—is fixed at the factory and a
printed ticket attached.

Not every jeweler can sell you a HOWARD Watch. Find the HOW
ARD jeweler in your

town and talk to him. He is a good man to know. Drop us a postal card,
 Dept. W, and we

will send you " The Story of Edward Howard and the First American 
Watch "— an Inspiring

chapter of history that every man and boy should read.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS

The above announcement appears in the leading magazines an
d periodicals for March. It reaches 7,500,000 subscribers (ebout 30.000,000

readers). It will be seen by every man in your con ttttttttttt who
 can afford to buy a watch. Some of them will be interested. Are you a

HOWARD dealer ? Do the people of your locality know that they c
an find the HOWARD at your store?
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EXCELSIOR WATCH

SEVEN men out of ten must have
Li a low-priced watch or none at all.
Their money is just as valuable—their good-will
just as sincere and far-reaching as that of their
more well-to-do neighbors.

Feature the Excelsior Watch to these people. Dis-
play a live assortment—show the sizes for the women
folk and the growing boys and girls.

Talk about the Excelsior in your store advertising—
its reliability, accuracy, finish and durability.

Every Excelsior you sell makes
a friend for the store. There's not an
article you could feature that brings
so much word-of-mouth advertising.

The Excelsior Watch has 7
jewels, quick train and cut expansion
balance with Breguet hairspring.
Stem-wind and pendant-set (except
18 size hunting, lever-set).

Made in o, 6, 12, 16 and r8 sizes—open
face and hunting. Plain polished, engine-
turned and fancy engraved cases of three
trades—Gold-filled, 20-year; Gold-filled, i o-
year; and Silverode. Retail prices, $4.50
to $1 Lao.

Every Excelsior Watch is cased at the
factory, adjusted in its own case, and sold

complete—with a printed price ticket attached that makes the price uniform every-
where and insures your rightful profit on every sale.

Inquire of your jobbers and write to the factory for literature.

New York Standard Watch Works
Jersey City, N. J.

March, 1911 T H

Show Card Writing

The temerity attending the taking up of

die subject of Show Card Writing with the
idea of presenting it in a clearer or more
practical way, may call for explanations,

says Charles A. Miller in Spatula.
Books and examples of artistic skill,

there are galore, denoting ability in execu-
tion greatly exceeding my own. The ma-
jority of them sail away into a realm that

is beyond the every-day practical use of

the small merchant. Those which attempt

to enter his domain fail to make clear the
fundamental principles and basic facts
which are so essential an aid in the ready
and quick construction of neat and simple
lettering to meet the requirements of a busy
merchant.
My own practical experience along the

identical path which the small merchant

travels, and my visits to thousands of retail

stores have familiarized me with many facts
that lead me to the gap which greater

ability, or lack of information regarding
requirements, has failed to close.
Many think that only an artist can pro-

duce commendable results in card writing.

Any one who once masters the principles

upon which the letters, figures and punctu-

ations are formed and becomes acquainted

with the "tricks of the trade" can success-

fully produce card signs in which he may
well take pride.

Quality depends upon skill in acquiring

control of pen or brush, which is well within

the reach of all by practice and patience

and also upon the "spacing" and "laying

out." A card poorly balanced, even if well

lettered, is always farther from satisfaction

than if well balanced but more crudely ex-

ecuted.
The retail merchant needs no argument

as to the value of show card writing as an
aid in promoting business, and is greatly
interested in any practical method of in-

struction, within reasonable limits of his re-

quirements.
A series of short instructive lessons, suf-

ficiently covering the subject, to enable him

to produce commendable show cards with-

out an expenditure of time greater than

their value cannot, however, prove of much

value to him unless he is willing to devote
a little time, thought and study to the sub-

ject.
My experience has been along the same

busy path that all active retailers travel, and

I know exactly all about the perplexities,

limitations and interruptions attending the

making of store signs.
I am sure there are only two real reasons

for failure : first, lack of application ; sec-

ond, submission to early discouragement

over first attempts.
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So, if "your wishbone is where your
backbone should be" I would advise that
you spend neither money nor time on the
subject.
But if you harbor the opinion that only

an artist can produce satisfactory results
that would meet your requirements or that

card writers are born, not made, then I

know you are in error, as my own experi-

ence furnishes too many proofs which sub-

stantiate my words.
While it does not require a gifted nature

to acquire the art of making neat and cred-
itable signs for ordinary purposes of the re-
tail store, it does require proper and some-
what memodical training, which is well
within the reach of any one who really
desires it.
The simple style of plain lettering like

the Gothic Letter may be executed by al-
most mechanical means. They are most
generally used by the busy merchant who
does his own card writing and no other
alphabet produces as neat, easily read or
more effective cards.
Once the student has acquired a practical

knowledge of their geometrical construction
(which will be illustrated further along in
our subject) he will only require practical
experience in free-hand drawing such as
he will readily attain by reasonable practice
while becoming familiar with the geometri-
cal features.

Free-hand work is more properly defined,
if we should designate it as "acquiring con-
trol of the pen or brush." One is surprised
at the acquisition of this free-hand work,
if he only uses occasional odd moments for
practice with pen or pencil, for which later
the brush may be substituted.

Nearly every sign writer has his own
individual method of proceeding, and those
who are about to take up the subject have
acquired their own way of handling a pencil
or pen, therefore special instructions or il-
lustrations regarding this point are seldom
given but slight consideration. It will be
found advisable in using the brush, how-
ever, to hold it a trifle more upright than
pen or pencil.

The Odor of Metals

German scientists have been turning their
attention to the question of the origin of
metallic odors, says Harper's Weekly.
Those of us whose every-day observation

has shown that each metal gives out a char-
acteristic odor will be surprised to learn
that eminent scientists have contended that
metallic bodies are really inodorous. In
view of the fact that the metal loses noth-
ing of its weight, the theory has been ad-

vanced that the odor arises from volatilized
atoms mingled with atmospheric air. This

does not, however, satisfactorily account for

the phenomena in the opinion of the Ger-

man investigators.
It has been found that a piece of metal

—copper, aluminum, tin, zinc, iron, lead,
etc.—at ordinary temperatures gives out a
slight smell which, however, many persons
are unable to detect. When the same piece
of metal is heated above a lamp it is found
to possess a very strong odor readily dis-
tinguished by almost anybody. Generally
speaking, the German experiments so far
made indicate that the condition of the sur-
face of the metal, whether it be pure or
whether it be oxidized, exerts no influence
upon the quality or the intensity of this
odor.

Should a piece of metal be heated for
a period of about one hour, its temper-
ature being kept constant, it will at first give
out a decidedly strong odor, which, how-
ever, gradually decreases in intensity until
it becomes just equivalent to the odor which
it manifests in the cold state. When, how-
ever, the heating process is discontinued
and the metal is cooled, the metal no longer
gives forth the slightest odor. Should an-
other heating immediately afterward be ef-
fected, there will be produced only a slight
odor, thus presenting the curious fact that
the metal soon exhausts its odoriferous
powers.
When the same increase in temperature

is imparted to another sample of the same
metal, the stronger effects from the fresh
metal are most striking. It is said that
these phenomena invariably occur in the
same manner, and from this fact the Ger-
mans have inferred that the matter vapor-
ized during the heating is not identical with
the metal itself. They point out that it
would be difficult to understand why the
vaporization of the metal should eventually
cease in the event of a prolonged heating.
Experiments have shown that a layer of
oxide in no way interferes with the emis-
sion of odor from a heated metal.
The chief conclusion deduced from these

experiments is that the metal continually
gives out gaseous matter composed, not of
atoms of the metal itself, but rather of a
product of transformation from these
atoms. The metal appears to possess the
power of storing this odorous matter much
in the same way that carbonic acid is stored
in water. To each given temperature cor-
responds a maximum amount of odorous
matter that the metal is capable of retain-
ing. The metal thus becomes saturated.
A voluntary prolonged cooling should, ac-
cordingly, result in a more copious accumu-
lation of odorous matter in the metal—a
fact which, it is claimed, is borne out by
the German experiments. Gran states
that he has succeeded in separating and iso-
lating in a vessel the odor given out from
a metal.
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EXPERIENCE TEACHES
THE WISDOM OF BEING PREPARED

WE RESPECTFULLY SUGGEST

THIS SAFE PREPARATION FOR THE EASTER DEMAND

NEW ENGLAND

FOR FIFTEEN YEARS

Solid Gold Gold Filled
Sterling Silver

Nickel Gun Metal

Belt or Chatelaine

Dealers' Prices, $6.40 to $34.00
Subject to Keystone Key and 6

Consumer's Prices, $4.50 to $24.00

ALL PRICES STRICTLY MAINTAINED

BEST VALUE IN LADIES' WATCHES EVER OFFERED
STEADY, PROFITABLE SELLERS AT ALL SEASONS

  Special attention given to Easter orders  

"ALDENS By "HALES"
For the Men

Absolutely High-Grade, Double Roller
Lever Escapement, 7 Jewels.

Extremely Thin Models, 20-Year
Gold Filled, in

Solid Mahogany Gift Boxes
A Perfect Window Display

Sure to Sell

PRICE FOR WATCH AND BOX
To Dealers, $13.10

Subject to Keystone Key and
To Consumers, $10.00

The New England Watch Co.
WATERBURY, CONN.

The Leading Jobbers
PACIFIC COAST AGENTS

B. W. FREER CO., SAN FRANCISCO, CAL.

For the Spring Outing
Genuine Lever Movement, Jeweled.
Made to stand bough Handling.
Nickel, "Gun Metal " Gold Filled

Thin Models.
Handsome Window Display Sign

Fin-asked FREE upon Request

PRICES

To Dealers, $2.80 to $6.00
Subject to Keystone Key

and Cash Discount

To ConsLmers, $2.00 to $5.00

Lessons in Horology
By JULES GROSSMANN, Director of the Horological School, of Lode, Switzerland, and

HERMANN GROSSMANN, Director of the Horological and Electro.
Mechanical School, of Neuchatel, Switzerland.

Authorized translation by JAMES ALLAN, Charleston, S. C., former pupil of the
Lode Horological School.

[Continued from the February Keystone]

The Escapements

We will demonsti ate, in the theory of adjusting, the means
of determining the angular speed of the balance at a given mo-
ment ; but, without wishing to anticipate on this subject, we will
simply admit this speed, for the moment which we will con-
sider, equal to

60.0311 mm.

That of the anchor will consequently be

w' = 20.0104,
and that of the wheel

w = w'. tang 15° tang 300 -=- 3.0956 mm.

Suppose, also, E= 1.2 gr. and A -----= R2

The calculation of formula (4) will give:

log 
g Rw P2i = . .= 00 0 . 849968421343991685002 - 2

log 2 F 0.3802112
log log g = 3 9916159

0.3382092 4 3718,27!

The formula which gives the value of the total duration of
one oscillation of the balance is

-----5
T=ir

./11'

from which we can draw:

1M sr

Al - T ;

consequently one will obtain

co = 7,.

For a watch whose balance traverses an arc of oscillation
of one turn and a half, we have

1.5
040 = turns = 1.5 IT = 4.7124.

2

7' is the duration of one oscillation, which is, for a watch whose
balance executes 18,000 of them per hour

T -=- 0.2 8.

We will thus have the angular speed of the balance by

3.1416
ca = 4.7124 - - 74 022 MITI.

0.2

o.o29
2.82 (478). We recall that this value represents the length which a

S. point on the balance situated at the unit of distance from the

log numer. : = 0.3382092
- log &nom.: = 4.3718271

log arc a -= 0.9663820 - 5

arc a = 0.00009255 = arc o° o' 19".

491. The total movement of recoil of the escape wheel
will therefore be, for an angle of draw of 15° and an angle of
repose of I° 3o' :

00 14' 2" e o' 19" = o° 14' 20",

about a quarter of one degree; this value has been calculated for
the anchor with equidistant rests, but will not differ much for
the other constructions.

POINT OF -CONTACT OF THE TOOTH WITH THE IM-
PULSE PLANE OF THE PALLET OF THE ANCHOR

492. Let us now seek for the value of the angle traversed
by the escape wheel from the moments of its arrest after the
recoil, until it reaches the surface of impulse of one of the
anchor's pallets.

We can admit, for the greater simplicity of the calculation-,
that the speed of the balance remains constant while the roller
pin is found in the notch of the fork. The balance will be
animated during this time with its greatest speed, which we will
represent by the formula

(0,

au,

M,

A,

0.1 -= as Ai_M

A

angular speed of the balance;

angle of deviation of the balance from its position of rest to
the point where the oscillation begins;

moment of the force of the spring;

moment of inertia of the balance.

*These formulas will be established in the theory of adjusting.

489

'a

300

FIG. 132

axis would traverse in one second, if the speed was uniform
during this duration.

Knowing the speed, one can determine the time t employed

(Continued on page 491)
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EXPERIENCE TEACHES
THE WISDOM OF BEING PREPARED

WE RESPECTFULLY SUGGEST

THIS SAFE PREPARATION FOR THE EASTER DEMAND
.NEW ENGLAND

"ELFS" anZ "CAVOURS"
STANDARD GIFT WATCHES

FOR FIFTEEN YEARS

Solid Gold-Gold Filled
Sterling Silver

Nickel-Gun Metal

Belt or Chatelaine

Dealers' Prices, $6.40 to $34.00
Subject to Keystone Key and 6

Consumer's Prices, $4.50 to $24.00

ALL PRICES STRICTLY MAINTAINED

BEST VALUE IN LADIES' WATCHES EVER OFFERED
STEADY, PROFITABLE SELLERS AT ALL SEASONS

"ALDENS"
For the Men

Absolutely High-Grade, Double Roller
Lever Escapement, 7 Jewels.

Extremely Thin Models, 20-Year
Gold Filled, in

Solid Mahogany Gift Boxes
A Perfect Window Display

Sure to Sell

PRICE FOR WATCH AND BOX
To Dealers, $13.10

Subject to Keystone Key and
To Consumers, $10.00

Special attention given to Easter orders
By

The New England Watch Co.
WATERBURY, CONN.

Or

The Leading Jobbers
PACIFIC COAST AGENTS

B. W. FREER CO., SAN FRANCISCO, CAL.

"HALES
For the Spring Outing
Genuine Lever Movement, Jeweled.
Made to stand hough Handling.
Nickel, "Gun Metal " Gold Filled

Thin Models.

Handsome Window Display Sign
Furu:shed FREE upon Request

PRICES
To Dealers, $2.80 to $6.00

Subject to Keystone Key
and Cash Discount

To ConsErners, $2.00 to $5.00

ff

Lessons in Horology
By JULES GROSSMANN, Director of the Horological School, of Lode, Switzerland, and

HERMANN GROSSMANN, Director of the Horological and Electro-
Mechanical School, of Neuchatel, Switzerland.

Authorized translation by JAMES ALLAN, Charleston, S. C., former pupil of the
Lode Horological School.

[Continued from Ihe February Keys(one)

The Escapements

We will demonsti ate, in the theory of adjusting, the means
of determining the angular speed of the balance at a given mo-
ment; but, without wishing to anticipate on this subject, we will
simply admit this speed, for the moment which we will con-
sider, equal to

60.0311 mm.
That of the anchor will consequently be

20' = 20.0104,

and that of the wheel

w = w'. tang 15° tang 300 -= 3.0956 mm.

Suppose, also, 1-7= 1.2 gr. and A= 
R2 0;29 2.82 (478).

The calculation of formula (4) will give:

log P = 0 4623980 - 2
log ./i" = 0.8943160
log w2 = 09814952

0.3382092

log 2 F = 0 3802112
log g = 3 9916159

4 3718271

log numer. : -= 0.3382092
- log denom.: = 4.371827.1.

log arc 4 = 0.9663821 - 5

arc = 0.00009255 = arc o° o' 194'.

491. The total movement of recoil of the escape wheel
will therefore be, for an angle of draw of 15° and an angle of
repose of I° 36:

00 14 o° o' 19" = o° 14' 20",

about a quarter of one degree; this value has been calculated for
the anchor with equidistant rests, but will not differ much for
the other constructions.

POINT OF CONTACT OF THE TOOTH WITH THE IM-
PULSE PLANE OF THE PALLET OF THE ANCHOR

492. Let us now seek for the value of the angle traversed
by the escape wheel from the moments of its arrest after the
recoil, until it reaches the surface of impulse of one of the
anchor's pallets.

We can admit, for the greater simplicity of the calculation,
that the speed of the balance remains constant while the roller
pin is found in the notch of the fork. The balance will be
animated during this time with its greatest speed, which we will
represent by the formula

(0,

gio

M,
A,

= „\IA
angular speed of the balance;
angle of deviation of the balance from its position of rest to

the point where the oscillation begins;
moment of the force of the spring;
moment of inertia of the balance.

*These formulas will be established in the theory of adjusting.

The formula which gives the value of the total duration of
one oscillation of the balance is

T= r NIA *

from which we can draw:
_1111
Al 

w

A 
consequently one will obtain

(.0 = a,, .

For a watch whose balance traverses an arc of oscillation
of one turn and a half, we have

1.5
0.0 = - turns = 1.5 IT = 4,7124.

2

T is the duration of one oscillation, which is, for a watch whose
balance executes 18,000 of them per hour

T -= 0.2 s.

We will thus have the angular speed of the balance by

4.7124 3.1416 
0.2 

74 022 MM.

We recall that this value represents the length which a
point on the balance situated at the unit of distance from the

489

FIG. 132

axis would traverse in one second, if the speed was uniform
during this duration.

Knowing the speed, one can determine the time t employed
(Continued on page 491)
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The only medium priced
watch which the Jeweler
can call his own.

7 and 15 Jewel Models.

Restricted prices; sold
exclusively through the
legitimate retail jeweler.

Advertised to the Public.

Robt. H. Ingersoll & Bro.
New York Chicago San Francisco

im:.rch, 1911 THE

Lessons in Horology

KEYSTONE 
491

(Continued from page 489)

in traversing a certain spa
ce s by the quotient (29)

=

an equation which becomes, on
 replacing the linear values wh

ich

it contains, by the angular 
values considered:

(I) 1= 
a =

74 022

We will thus have the time take
n by the balance to traverse

a certain angle a function of t
he time, t.

Let us now determine this same
 value for the wheel; that

is to say, let us find the time
 t" which it takes to traverse t

he

angle 6" at the beginning of whic
h its speed was equal to zero, to

the point where the tooth comes 
into contact with the pallet of

the anchor.
The wheel is acted upon by a force

 coming from the barrel

spring and which we will consider 
as constant during one oscilla-

tion of the balance. Its moment M" with relation to
 the axis

of the escape wheel we will supp
ose equal to i gr.

A body acted upon by a constan
t force has a uniformly

accelerated motion whose velocity

v =ft= 
F

t

and the space traversed

e = j - 12;

= the force in action and m .=
 the mass of the body. From

this last equation we draw:

I —

on replacing these linear values 
by those which correspond to

the movement of rotation, one wi
ll write

(2) i" = 2 ft"-,,.

A" = moment of inertia of the
 escape wheel.

Equalizing now the values of 
t and t", since the angles

a and a" are traversed in equal ti
mes, one will obtain

and

a I An\ 
2 CV' 

M"

a a = 2 02 a" A",

M" being equal to 1.

When the balance traverses an
 angle of 300, a wheel of

15 teeth traverses 12°, less the
 drop. Admitting 2. of drop,

we will have:
a 3o° ,

n=   a la a = 3 a",
90°

from whence
= 2 A„

9

493. Numerical Calculation.—Suppose

A" = R" 2

P" = 0.029 gr. and R" = 2
.8 mm.

The calculation will give, succes
sively:

log P" = 0.46240 — 2
log R" 2 = 0 . 89432

0 . 33872 — I

— log g = 3 99162

log A" = 0.36590 — 5

ta = 74.022 MM.

from whence

log 2 = 0,30103

log 02 = 3.73872

log A" = 0.36510 — 5
0.40485 —

— log 9 = 0.95424

log a" = 0.45069

a" = 0.0282233 = I° 37' I".

On subtracting from this value tha
t which we have found for

the recoil of the wheel (491), o
ne can prove that the contact

of the tooth with the pallet of t
he anchor will take place at a

distance of I° 22' 44.4" from the p
oint of rest.

STOP ON THE LIFT

494. If we wind the mainspring of 
a watch which has

stopped at the point of rest of 
the stop-works, and in wh

ich

in spite of the action of this for
ce, the balance does not star

t

off without the aid of an exteri
or impulse, the defect producin

g

this result is called "stop on the lift.
"

This defect may also be found i
n a watch which is running

pwehewnwe stop it by touching it 
with the finger or a piece 

of
good. 

Upon examining the conditions i
n which this stoppage is

produced we find that one tooth of
 the escape wheel is arrested

against the impulse plane of one 
of ithe pallets of the anch

or

(Fig. 133). There should, therefore, exi
st at this moment

equilibrium between the force anim
ating the

anchor, and that of the hairspring,
 and this

will not be produced until after t
he balance

has passed from the position of re
st during

the half oscillation ascending, when the

force of the hairspring becomes
 a resisting

force.
Supposing the force which the a

nchor

receives, as constant, there wil
l be found

during the movement, an ins
tant, when it

will become equal to the resi
stance arising

from the hairspring, since the 
latter, passing

through a minimum equal to ze
ro at the point

of rest of the balance, increas
es afterward

in proportion to the angle of
 deviation of

this point from the line of c
enters. It is

therefore necessary, in order 
that the stop-

page considered should not 
take place, that tN

this equality of forces in acti
on should occur

outside of the angle of lift 
of the balance.

Consequently, the stop on the
 lift will be found when th

is angle

exceeds a limit which we 
are about to establish.

495. Let us designate by F the m
oment of the force corn-

ing from the mainspring a
nd with relation to the axi

s of the

anchor. Thus, as we have said above
, this force will be con-

sidered as constant during 
one oscillation of the balance

. The

moment of the force of the 
hairspring being proportional t

o the

angular deviation of the bal
ance from its position of rest, it

could be represented by M 
(M, moment of this force f

or an

angle of deviation equal to t
he unit).

FIG. 133

----- 

--------

FIG. 934 NI

At the point of contact c (Fig. 134
) the normal forces N

and N' are found, whose respective v
alues are

N—
Ob

N 
a

' 
M 

0 b and 0' b' being the lever a
rms of the normal pressures.

Having, therefore, N = N' for a ce
rtain value of a which we will

represent by s', we can write
F f a'

Ob b'

Or
F Cob r

M& — 0' b' '

(Continued on page 493)
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Watchmaking — Engraving Jewelry Repairing
Scores of young men owe their success to the thorough and
practical training received at the W. I. of H., the

Official School of the Wis. Retail Jewelers Association
WHAT WE DID FOR OTHERS WE CAN DO FOR YOU

Our Home Study Course in Watchmaking
There are thousands of young men working in stores who are surrounded by all the oppor-
tunities for learning watchmaking except the proper system of instruction. Aware of this fact,
the W. I. of H. has established a Home Study Department, with a view of teaching watch
repairing by correspondence. This system of instruction is as thorough as it possibly can
be, embracing Mechanical. Practical and Theoretical Horology. The course consists of 43
printed lessons containing nearly 400 illustrations and other special features, making it an
excellent substi;ute for an attendance course to those unable to leave home or their position
and is incomparably less expensive.

Send for Prospectus and state if Attendance or Home Study Course is desired

Wisconsin Institute of Horology
Enterprise Building :: MILWAUKEE, WISCONSIN

A NEW MOVEMENT
AMERICAN MADE

ONE THAT YOU CAN MAKE A PROFIT ON

6, 16 or 18 Size
EACH

$1.90

4 orb•

THE LA SALLE

6, 16 or 18 Size
EACH

$ 1 9 0

In three sizes, 6, 16 and 18 size. Open Face are Pendant Setting. Hunting are
Lever Set. The biggest value in the movement line that has ever been offered
the retail jeweler in an American-made low-priced movement. Our new La Salle
is a %-plate, highly damaskeened and superiorly finished, is a genuine II jewel
movement, has two exposed winding wheels, polished and gilded, four pairs of
top jewels and settings, the 18 and 16 sizes have patent whiplash regulator. The
jewel cups are gilded, and we absolutely guarantee this to be the greatest value
at our price ever offered the trade. Order samples and if you don't think so,
return them to us at our expense.

Each $1.90

HOLSMAN & ALTER
Wholesalers and Jobbers of Everything in

WATCHES, JEWELRY, ETC.

176-178-180 East Madison St.
P. S.—Write for our Catalogue; mailed to Retail Jewelers only on application.

Chicago, Illinois

A Scientific Course made
practical, is the accomplishment

Of the

REES
Engraving an
Watch School

F. H. REES

and Author of " The
PRESIDENT Ours is an entirely new and original

Art of Engraving" system, made perfect by years of study,

experience, and an investment of thousands of dollars.

Our methods are copyrighted and are used only in this school.

Results are surprising.

Do you want to double your salary, or increase your own
business ? Then write for our Catalogue.

IT IS FREE

The REES School

▪ 

The Granite Building

• ROCHESTER, N. Y.

ESTABLISHED 20 YEARS

Manufacturers of THE REES SPECIAL GRAVERS 1

TRADE MARK

On under side

of Middle Bar

Colmont Opera and Field Glasses
have been recognized by

Opticians who really wanted

a good article without pay-

ing too high a price.

With Colmont Glasses you have
a Guarantee.

The name STANDS for
honesty and uniformity of

construction, fairness of price.
For your own advantage, investigate
the "COLMONT " line at your
jobber's.

SUSSFELD, LORSCH & CO.
Catalogue upon application to any Jobber Importers 37-39 Maiden Lane, NEW YORK
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Lessons in Horology

KEYSTONE

(Continued from page 491)

.tnd r' being the radii 
of the primitive 

circumferences of the

,tem, at the moment 
considered. We will c

onsequently have

F
= r •

496. Numerical Calculations. 
Let us suppose for a

first calculation 
100 as the angle of lift of 

the anchor and 30
0

for that of the balan
ce. The angles traversed 

being inversely

proportional to the radii, we 
will have

F lo
et'

Suppose also

we will obtain

Al 30

Al

= 0.333 • • • •

To calculate the angle 
corresponding to this valu

e, we con-

ider the circumference 
whose radius is equal to 

the unit

2 ir = 6.2832 :
= 360

0,

the angle sought will th
en be equal to

360 X 0 333_ / 09
6.2832

Equilibrium will be established t
herefore at the angular

distance of 19° from th
e line of centers ; at 

this moment the

roller pin being out of 
contact with the fork, 

there will be no

stop on the lift.
Taking now the angles o

f lift of io and 40 
degrees, we will

have = 0.25,

corresponding to an angle 
of about 14°. Since in this case the

roller pin remains in co
ntact with the fork for 2

0 degrees beyond

the line of centers, we 
will have, therefore, th

e stop on the lift.

For an angle of lift o
f 35° on the balance 

we will have the

stoppage at 16° and the 
limit will be found near 

an angle of lift

of very little less than 
34°.

What we have said (4
57) about the transm

ission of force

from the wheel to the 
anchor, has shown that 

the moment of

resisting force with relat
ion to the center of the 

anchor increases

from the beginning to 
the end of the impulse 

on the exit pallet,

and that the opposite 
takes place on the ent

rance pallet. This

explains the fact that we 
more readily find the 

stoppage on the

exit pallet than on the 
one of entrance.

497. Let us also note that 
the exaggeration of the

 angle

of lift of the balance 
is not the sole cause 

which can produce

the stop on the lift, 
but that it can also a

rise from one, or

several of the causes 
given below, principally

 defects of con-

struction:
First—Too weak a motiv

e force, a fault which
 tray arise

from defective gearings 
or escapement ; or, also

, from too weak

a mainspring.
Second—The frictioning 

surfaces of the pallets of the

anchor or of the teeth of 
the wheel may be badly 

polished.

Third—Improper inclination 
of the surfaces of i

mpulse.

Fourth—The entrance of 
the fork too narrow 

or badly

polished.
Fifth—The whole escap

ement too heavy.

Sixth—Difficulties arising f
rom the oil; there ma

y be too

much of it, it may be 
too thick, or there may 

be none.

STOP ON THE REST

498. This stop may be p
roduced at the moment 

of the

unlocking, when one tooth
 of the escape wheel,

 pressed against

the plane of rest of the 
anchor, holds the fork 

against the bank-

ing with a force great
er than that which c

onies from the hair-

spring. Equilibrium will therefore 
take place before the 

passage

of the point of rest of
 the balance over the 

line of centers and

during the half oscilla
tion descending, while 

we have seen that

the stop on the lift 
took place during the hal

f oscillation ascend-

ing. The stop on the rest i
s produced when the 

angle of lift

493

of the balance is too sli
ght, and, consequently, 

the spring too

slightly moved from its posi
tion of rest to have 

sufficient tension

to unlock the anchor.

The relation of the angles
 of lift of the anchor 

and of the

balance being 10/30, it f
ollows that in order to ma

ke the anchor

traverse 2 degrees of rest 
the balance should trave

rse 6. The

latter will not begin to 
receive the impulse until 

after an angle

of 15 — 6 = 9° before 
the line of centers. In 

order, therefore,

that there be no stop on the
 rest the equality of th

e forces must

be established between 9 
and o° ; that is to say, at

 a point where

the two mobiles could n
ot maintain themselves 

in equilibrium,

the unlocking being effe
cted.

Let us take a numerical 
example. The moment of 

the force

capable Of unlocking the 
anchor from the rest has

 been given

by the equation (473) tang + f

F P tang 30° t —.T. tang fr

in which P represents t
he moment of the force

 acting on the

wheel, suppose i gr., P the a
ngle of draw, which we 

will suppose

15°, and f the coefficient o
f friction 0.15. The 

calculation gives

F = 0.25 gr.

The conditions of equili
brium being the same as 

in the case of

the stop on the lift, we 
will likewise have

r'
a' = ill r •

we will have

F 0.25 gr.,
Making M = I gr.,

and since we take

we will have

0.33,

o 33 X o 25 =-- 0.0825,

corresponding to an angle o
f 43/C. There will be, 

therefore, no

stop on the rest in this 
case.

If the angle of lift of 
the balance had been 20

° we would

have had 0.25 X 0.5 =-- 0.125,

corresponding to an angle o
f about 7°. Here the impulse com-

mences at 10 — 4 _= 6° 
before the line of center

s, and since 7°

is found during the co
urse of the unlocking w

e would have in

this case the stop on the 
rest. We can then prove

 that the angle

of 30° is a very desir
able angle of lift for th

e balance, giving

neither stop on the lift no
r on the rest.

499. The relation 
which we have admitted 

equal to the

unit for the calculation 
of the stop on the lift (

496) only attains

this value in certain wa
tches of 43 mm. (19 l

ines), constructed

with the greatest possib
le care. In watches of ordinary 

make

F has a greater value 
than M on account of 

the inevitable im-

perfections of construction ;
 they have, in fact, a 

relatively strong

motive force and weak 
hairspring. The value f will increase

and we will have, mor
e easily, the stop on 

the rest, and, less

easily, the stop on the lif
t.

In watches of ordinar
y make, in which the 

question of a

low selling price plays a
n important role, and in 

the escapements

of which the angles of 
drop and of rest are 

relatively great, the

balances have a rather 
slight moment of inerti

a and, conse-

quently, the moment of 
the force of the sprin

g is likewise

diminished. For these rea
sons it would not be p

rudent to choose

so close an angle as 3
0° for the lift of the 

balance; in this case

too great an angle of r
est would be more ha

rmful to the running

than a slight stop on the
 lift.

We draw from this 
reasoning the conclusion 

that every

combination of mechanism 
in a watch should be in

 harmony with

the main purpose of 
the construction: If we wished to apply

the same data to a low
-priced watch as we would

 apply to a watch

constructed with the gre
atest possible care, we 

would certainly

not be able to produce 
a watch which could r

ender the service

expected of it.
[TO BE CONCLUDED

]



Sheff Patent Ring Forging Machine
THIS ring stretching machine is for jewelers or any one who repairsor sells rings. It is the only tool on the market for the purpose thatwill do perfect work. It stretches all kinds of rings—wide, narrow,oval, flat, plain or set. A light ring can be sized three sizes and a heavyone six sizes and do it perfectly. Anyone can easily work it and youcannot spoil a ring under any circumstances. The ring comes out of themachine perfectly round and straight and requires no refinishing. Youcan size a ring while the customer waits and he cannot tell by appearancesthat it has been stretched and will not know how you did it unless youtell him. This machine is not built on the roll principle but the ring ispressed into the die and you can put as much or as little pressure as youwish and you can see exactly what you are doing. It is thoroughlyguaranteed, will never wear out. The mcst successful jewelry houses inthe country are using this machine. We have had a wonderful sale of itand do not know any one who has one who would do without it. Give ita trial for ten days. Any jobber will furnish one.

Order from your Jobber or Send to us Direct. Price, $16.00,Mand
es 

Manad
c n

x
e
 D ies 

A. J. SHEFF CO • 6109 PENN AVENUE
• • PITTSBURG, PA.

DISTRIBUTERS : SUSSFELD, LORSCH & CO.. Maiden Lane, New York.AMERICAN OIL & SUPPLY CO., Newark. N. J.EDWARDS & SLOANE JEWELRY CO., Kansas City, Mo.BUTTERFIELD BROS., Portland, Oregon.

Alternating or Direct Current Polishing Motors
The kind you cannot afford to be

without. Made in all sizes.

If you want a motor for any
kind of work we have it and at
a price that will surprise you.
We are selling thousands and it
is because we have the right
motor at the right price.

The special net price below will be of
interest. Write a card to us and let us
tell you what we have to offer.

1-8 H. P. Alternating, with Speed $14Control and 2 Attachments . .

FIDELITY ELECTRIC CO., Lancaster, Pa., U. S. A.

L. LELONG d BROTHER

Southwest Corner
Halsey and Marshall Streets
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A Display Stand Free

We will give this beautiful and attractive display stand FREE
with 50 Clocks-10 of Each Style.

THE PARKER Indestructible
Octagon

LONG ALARM WithIntermissions
Automatic 24-Hour Release Shut-Off
Dial 43; inches. Height 5 inches.

DARKER
1 ARAGON

No. 112
LONG ALARM, with Shut-Off, 4-inch
Gong on back. Rotary Hammer. Dial
4;4 inches. Height 5,r4 inches.

DARKER
J. OUNDER

No. 106
Alarm circle in center. Low-priced.
Rotary Hammer Alarm. Dial 4 inches.
Height 5 inches.

DARKER
J. ERPETUAL

No. 61
LONG ALARM with Shut-Off. 4-inch
Bell Mounted on Base. Rotary Hammer.
Dial 3 inches. Height 6 inches.

Please
send me
further infor-
mation about
your special
(FREE) offer 

Name 

Street  

City  

State

Your Jobber, or Write Us

The Parker Clock Co.
MERIDEN, CONN.

Ask for our product and LOOK for TRADE-MARK

NEWARK, N. J.

Gold and Silver Refiners
Assayers and

Swoop Smelters
BULLION SOLICITED

SMELTING for the TRADE

Prompt attention given to Old Gold
and Silver forwarded to us

by mail or express

Sweepings Our Specialty
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The Polishing of Watch Parts
Polishing is regarded as a secondary con-

sideration in the art of the watchmaker;
it requires, nevertheless, to be well done,
with as much care and skill as any other
branch. To attain perfection in polishing it
is necessary to begin early and practice a
great deal.

It is just this practice that repairers lack,
says the Revue Internationale de l'Horlog-
erie, for we find few who are capable of
polishing passably. They readily give to
the piece they replace the desired form, but
they cannot impart to their work the finish
that is the distinguishing mark of the ac-
complished workman.
The knack and the delicacy of touch, in-

dispensable in obtaining a fine polish, can
only be acquired by constant and uninter-
rupted practice. We cannot hope to teach
this art in a few lines to our readers, but if
they have the ambition and the patience the
few principles hereinafter given will enable
them to arrive at a satisfactory result.

The first thing to be ob-
served is that the polisher
should be softer than the
article it is desired to

polish. To this there is no exception. Steel,
hard tempered, may be treated with soft
iron, but if we are dealing with a piece of
soft-tempered steel, we use bell metal, tin or
zinc. Too hard a polisher imparts a tame,
dull polish, scratched and of a milky ap-
pearance ; if it is too soft, we obtain an ashy
polish ; that is to say, spotted and covered
apparently with little flaws.
Large surfaces require a softer pol-

isher than small, because hard substances
quickly wear a large surface and the ma-
terial employed for polishing becomes
loaded with the debris of the worn material.
These principles are the more true when

it conies to polishing brass, which we may
state, by the way, is still more difficult. The
substances used for polishing brass are soft
tin, whalebone, horn and hardwood ; the
two first named are most recommended.

The form of the polisher is
Form of Polisher a point as important as its

composition. If a surface
we desire to make flat is rounded or hol-
lowed, that is proof of bad work, no matter
what may otherwise have been the work-
man's success or his fame. In a majority
of cases these bad results are the conse-
quence of a badly shaped polisher and of
failure to keep it constantly in good con-
dition. It is necessary to burnish it fre-
quently and to correct with care its surface
and its form. As the polisher is, so will the
work be ; the one is only the counterpart of
the other, and the workman who will not,
or who cannot, impart to his polishers the
proper shape and the necessary care will
never succeed in doing good work.
They should be frequently renewed, es-

pecially the small ones, because when they
become weak and flexible they are unfit for
use, and the sooner they are replaced with
new ones the better it will be. For the

Composition of
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wheels, polishers of soft metal should be
used which should be recast when they are
no longer of suitable shape.
Let us now consider the article to be pol-

ished and we will say, first of all, that the
less it is rubbed the better it will be. Every
object from the smallest pivot to the largest
piece of steel, should, before polishing, be
given its exact form. Neglect of this con-
dition is a frequent cause of non-success.
Polish as little as possible. This is the prin-
ciple we should ever have in mind. A pivot
should receive from the chisel its definite
form and its size should so closely approxi-
mate the required dimension that it will re-
quire only to be very slightly smoothed or
ground in.
We cannot recommend oilstone dust as a

useful agent for grinding in or surfacing.
We may use it for brass, where we cannot
employ water (blue) stone, as in the hol-
lows, for instance; for large pieces of steel
also, but for small objects it cuts too rapidly.
It wears so quickly and so rapidly changes
the shape of the polisher that in inex-
perienced hands it may easily do more harm
than good. Course rouge is preferable as an
agent; it has the advantage of leaving a
smother surface of such a character that
it is possible to continue operations with
the material for finishing the polish in place
of resorting to intermediate treatment.

Let us offer a few words in
regard to polishing powders
generally and the manner
of preparing them. When

diamantine was first introduced in the trade,
about twenty years ago, it won favor so
rapidly that rouge almost ceased to be used.
Diamantine has held its place, but it has not
"made the running," as was predicted. This
may be primarily because it is much sharper
cutting than red-stuff or rouge; the differ-
ence in price is only imaginary, because, if
we consider the work that it does and the
time that it enables the jeweler to save, it
will be found that it is the less costly of the
two substances if we use it for finishing a
work and not merely to rough it in.
Another disadvantage that attaches to

diamantine is that it does not polish brass,
but outside of that its superiority for polish-
ing steel cannot be disputed. It wears more
quickly and gives a blacker polish. For
soft steel, above all, it is much better than
rouge. Nevertheless, diamantine, even the
finest, will never give a satisfactory result,
unless it is prepared and used in a proper
manner, which is rarely the case.

It is necessary to mix it in small quanti-
ties at a time on a hard plate of glass or
of metal and to use fine and fluid oil. The
oil must not be added in too large quanti-
ties ; the mixture must be triturated care-
fully, so as to obtain a thick paste. In
working this paste it should become of itself
clearer, and if it is too fluid it is not suitable
for doing good work.
With diamantine the best polishers are

those of zinc ; if the piece to be polished is
very delicate, take tin. The paste must be
used with great moderation, moistening only
the polisher, for if too much is put on the
wear will be too great.
Most of these remarks apply equally well

Polishing
Powders
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to rouge as to diamantine. Those who are
not accustomed to rouge have a tendency to
use too much oil, thus rendering almost
liquid a paste that should be stiff and re-
sistant. In such a case success is impos-
sible; the necessity for rubbing sufficiently
to dry it is such that only a surfacing or
smoothing is effected. As in the case of
diamantine, only the best oil should be used
and of the paste only the smallest possible
quantity placed on the polisher. As a rule,
we do not succeed in imparting a fine polish
to steel if we use with the rouge a substance
softer than bell metal; sometimes, neverthe-
less, zinc and rouge give good results.

Finally, the fundamental
Cleanliness principle for successful op-

eration is cleanliness. De-
mosthenes said that action is the soul of the
orator. We might also state, in a somewhat
less exalted sense, that cleanliness is the
soul of polishing; without it, we can only
hope for success without ever attaining it.
The polisher, the paste, the object to be

polished—in short, everything that we use
for this work must be kept in a state of
scrupulous cleanliness. Use for cleaning
purposes crumbs of bread and if the piece
to be polished has holes or grooves, use
pegs of wood.
To effect the polish we impart to the

polisher a circular motion of short extent
and after each rubbing we refresh it with
the aid of an old smooth file kept for this
purpose.

Precious Stones in Colorado

The production of semi-precious stones
is winning a place among the new in-
dustries of Colorado. Only one firm is en-
gaged in the business, but the range of
products is varied and of considerable
magnitude. The production for the years
1909 and 1910, as reported by the firm,
was as follows : Aquamarine, all grades,
50,000 carats ; phenacite, all grades, 2000
carats ; amazonite, first-class, 2 tons ; al-
mandine garnets, 200 pounds; agates, ioo
pounds ; amethyst, 300 pounds ; rose quartz,
2 tons; epidote, ioo pounds ; topaz
(precious), 3 pounds; smoky topaz, 275
pounds; rock crystal, ioo pounds.
There has been no difficulty in dispos-

ing of all of the product. Aquamarine and
phenacite are mined on Mt. Antero and
neighboring mountains in Chaffee county.
Amazonite is found in Teler county, four
and a half miles north of Florissant, in a
coarse biotite granite. Almandine garnets
occur two miles southwest of Canon City
at Fremont county, in a hornblende, biotite
gneiss. Rose quartz is found in a coarse
pegmatite twenty miles west of Canon
City and six miles north of Texas creek
station on the main line of the Denver &
Rio Grande Railroad. There are many
other localities where semi-precious stones
have been found, and hardly a beginning
has been made in the prospecting neces-
sary to determine the extent of the State's
resources in this particular. What has been
done is encouraging, and is important in
furnishing material for local gem-cutting
shops.
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EVERY manufacturing jeweler knows the advantage ofa perfect bright cutting gold. And he knows, too,
how hard it is to produce—when alloying with scrapor inferior metal.

"Omega" Guinea Gold Alloy
Guinea Gold combines readily with the Gold in

with one melt.
any proportions. Makes a homogeneous alloy

Gold alloyed with Guinea Gold is a full rich
color. It works freely under the rolls and in the
press — will not crack in the working or the fire.

Its long, compact grain cuts bright and clear
under the graver. And it polishes to a brilliant
surface without waste.

Guinea Gold comes granulated—put up in duck
bags of 5 pounds or 10 pounds — or boxed in bulk.

"Omega" Purified Shot Copper
Omega Purified Shot Copper is prepared to givethe manufacturing jeweler a brand of Copper of

assured standards and purity. It is made of
copper selected from the finest brands that comeinto the market. Melted, purified and shotted.Sieved into uniform sizes and packed in duck bagsof 10 pounds each. Omega Purified Shot Copper is
convenient to use. It is kept free of dust, dirt and
oxidation.

The granules melt quickly and yield an alloy of
known composition and working qualities

rite or generous working samples of Omega Guinea Gold Alloy and Omega Purified Shot Copper—and a

THE RIVERSIDE METAL COMPANY
MAKERS OF JEWELERS' METALS

RIVERSIDE, N. J.

No charge.
copy of our "Formulae for Alloying Gold," a series of working formulae prepared by our chief metallurgist.

akhmakers, Jewellers 6 Fine lbol Makers
generally; in fad everybody who uses
files on parlicular work, require files
of the hi hest possible quali The

EXTRA Ex* F FINE
SWISS PATTERN

ARE UNEQUAI/LED BY ANY OTHER BRAND
Afao'e in oar thwnense factory hy highest ski/leo' Pror*men Carried
th stock by Me most progressive dealers. tided and preferred46 a ra id/ /./7CPeaSit1 mffnber of critical conowners............

NICHOLSON FILE C9..
PROVIDENCE, R. I., U. S. A.
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Revived Popularity of Myste-

rious Clocks

We have recently received a
 number of queries

ill regard to various
 points in the construction

of the so-called mysterious clock which has a

watch movement in each o
f the hands for motive

power. In view of the revival of 
interest in this

piece of mechanism, which i
s undoubtedly an ex-

cellent window advertisemen
t, we reprint the fol-

lowing from an earlier iss
ue of this journal:

This clock, we think, was firs
t exhibited to the

public in the vestibule of the 
Grand Opera House,

in Paris; and afterward at 
the expositions of

French industry in 1819 and 
1823. As shown at

the Grand Opera House, th
is timepiece consisted

of a small steel pin attached to a button, t
he

button being cemented to an 
immense plate-glass

mirror. On this pin was placed loosely two

hands which indicated hour
s and minutes on a

large dial painted on the s
urface of the mirror.

These hands could be twirled
 around on the dial,

but as soon as released wo
uld settle down and

indicate the time on the pa
inted dial.

These hands had no apparent
 connection to the

pin on which they revolved
, and could be placed

on the pin so the minute h
and would be either

next the mirror or outside. 
What further en-

hanced the mystery was eit
her hand of the clock

could be laid down or held
 in a man's hand for

minutes or hours, when on 
being replaced on the

pin it would, after a few o
scillations, indicate the

correct time, hour or minute
, as was its proper

duty to point out. Like all other mysteries, th
e

secret soon leaked out an
d became universally

known to the craft.

The amusing feature of th
is form of mysteri-

ous clock at the present cl
ay is, that every few

FIG. I

years some workman "re-
invents" it, and the peo-

ple of some little town where he lives
 are all

agog at the phenomenal gen
ius they have among

them. To make such a cl
ock is a very simple

matter ; to do it, take a pie
ce of thin, light, hard

wood—white holly, for instance—and plane it

down so as to be about on
e-twelfth of an inch

thick. From this cut out tw
o hands of any fancy

pattern, the only essential 
being that there must

be a counterpoise like A, 
Fig. 1.

It is well to make the hand
s of good size and

long, so as to appear well
 on a large dial—say

three feet across. The center B has a bras
s

socket attached, which will 
gd loosely on a No. 4

sewing needle. We show 
a vertical (enlarged)

section of hand and socket 
at Fig. 2.

The socket B consists of 
the tube a

and a disk d hard-soldered together

and secured to the hand C
 with small

FIG. 2 
screws. The hand C seen from t

he

front shows at A only a ro
und disk of

the same material as that 
of which it is made.

The diameter of this disk d
epends on the size of

the watch movement used, 
but it is well to em-

ploy a rather strong-runnin
g movement to ensure

safe performance. We will
 suppose we attach a

tin sixteen-size movement 
box to the back of A,
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so the open side is toward 
the dial of the clock.

We show a vertical long
itudinal section of the

disk A and movement-box 
g at

Fig. 3. Through the center of

the disk A and movement-
box g

9p1.141,1

we insert a taper steel pin n. FIG. 3

This pin is filed to fit the ho
le in

the center pinion of an 
old fourteen-size Swiss

movement ; we then place 
said Swiss movement

on the pin n, so it will occ
upy the position shown

at the dotted lines D, Fig
. 3. It is evident that

if we wind this movement 
it will run and revolve

around the pin n once an 
hour, but apparently in

a reverse direction.

Now, no movement is poi
sed by its center ; i.e.,

suppose we should run a n
eedle through the hole,

in the center pinion, and 
place the needle on a

poising tool ; one side of 
the movement would

be the heaviest and settl
e down; and we take

advantage of this fact to pr
opel our hand. First,

however, we must poise our
 hand C to the aggre-

gate weight of the move
ment. To do this we

suspend the movement D, b
y the thread b, from

the pin n, as shown in Fi
g. i, and either weight

or cut away the hand CC"
, so it exactly balances

the movement D suspende
d as shown.

We next fit the movement on the 
pin n to

have about as much fricti
on as a center square

would have. Now place th
e socket a on a pol-

ished pin on which it will
 turn freely, and we

will find our large hand C
 to revolve once an

hour on the pin in the s
ocket a. This is very

easily explained by re-

ferring to Fig. 4. Here

the watch movement D

is supposed to be seen

from the side toward

the large dial, and as

placed on the pin n, so it

revolves in the direction

of the arrow i. In the 
j

cut at Fig. 4 the heavy 
FIG. 4

side of the movement is 
down, but the hand

which is supposed to lie in
 the direction of the

dotted line n k is horizontal, 
because in this posi-

tion the hand C is equall
y poised; but as the

movement revolves, the barr
el, which is on the

heavy side, assumes the 
position shown at the

dotted circle E", and the h
and assumes the direc-

tion k re. The hour hand to mate C 
is made a

little shorter, and of the f
orm and proportions

which usually discriminate 
between minute and

hour hands. In the hour hand the cou
nterpoise

is fitted with another mo
vement like D, but in this

instance the pin-like n tur
ns free in the center

pinion, but the hand tube 
on the hour wheel is

forced friction tight in a 
bush or socket attached

to the movement-box g.
 In making such clocks

it is usual to put a bu
sh in the center of the

movement-box g, with a h
ole in it which will fit

the center arbor or set 
square, where the cannon

pinion usually goes.

4 .

Restoring Old Engravings

In reply to a querist, the 
Pharmaceutical Jour-

nal says that to restore o
ld and discolored cop-

per-plate engravings, wash the sheet on both

sides by means of a soft 
sponge or brush with

water containing 4 per ce
nt. of ammonium car-

bonate, and rinse the paper
 each time with clean

water. Next moisten with water 
with which a

little vinegar has been m
ixed; rinse the sheet

again with water contain
ing a little chlorinated

lime, and dry in the air, 
preferably in the sun.
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Another plan used for the restoration of old

prints that have turned yel
low is to wash them

carefully in water containing a little sodium

hyposulphite, and then dip th
em for a minute in

diluted solution of chlorin
ated soda (say, I in

40), finally washing th
oroughly in running water.

Solution of hydrogen dioxi
de may also be used,

applied by pouring on the p
rint placed in a shal-

low vessel. The whole is then exposed to a

strong light for some time. 
If, after treatment

by any of the above describ
ed methods the prints

have become too white, they 
should be immersed

in a bath containing a weak 
solution of isinglass

or glue colored suitably wi
th coffee grounds or

other yellow coloring matter.
 Finally, the damp

sheet should be stretched o
n a drawing board

and allowed to dry spontaneou
sly in a moderately

warm, dry room.

American Clocks in Malta

From CONSUL JAMES OLI
VER LAING

Failure to follow the chang
ing styles in clocks

in Malta was a determining f
actor in the loss of

the market to American 
shippers. Eight or ten

years ago there were as m
any American clocks

in Maltese homes as those 
of any other make.

Now the sale of American c
locks lingers in small

villages and remote parts of t
he island. There is

still a small demand for 
them in the city of

Valletta, the capital of the 
colony, but German

and, to a certain extent, English clocks have

gradually driven them out.

The German clock is not so
 well constructed

and the works are inferior
, but the Maltese eye

is pleased with the shape 
and size and the price

is cheap. Dealers here say frankly t
hat Ameri-

can works are simpler, str
onger and more satis-

factory than those of othe
r countries, and that

the clocks keep better time,
 and they deplore the

falling off in the American 
trade.

The type of American clo
ck which has lost its

place in Malta, except in 
country districts, is the

familiar square-ba,se, pointed-top, gothic style.

Of the styles prevailing, 
an 8-day mantel clock

of walnut, 1534 inches hi
gh and 10 inches wide,

sells at retail for about $7
. An 8-day wall clock

with a 12-inch dial retails at about $3.50 ;
 it is

known as a "kitchen clock
." An 8-day, lever-

movement clock, in a gilt ca
se, 9 inches high, can

be purchased for about $4.
50. These prices are

qualified by "about," as the
y may be a few cents

higher or lower, prices vary
ing slightly in differ-

ent shops.

Extending the American 
Trade

The clocks just described 
are sold largely to

the British population. The Maltese buy them

also, and in addition have 
a liking for a larger

gilt clock. These are patt
erned to a great degree

after the French timepieces in the reign of

Louis XVI and the face 
of the clock is sur-

rounded by figures, fruit, w
reaths and other de-

signs. They are usually under gl
ass bells and

sometimes have side orn
aments under separate

glass bells. This type of clock is for 
mantels,

and most of them are mad
e in Germany. They

are of gilded zinc, and the works are 
of an

inferior quality. They sell 
for about $5.

If American clock maker
s will study Maltese

taste and make a clock to 
sell for about $4 or $6,

there seems to be no re
ason for allowing this

business to go elsewhere. 
There is a distinct

tendency in favor of Ameri
can wares. The lack

of regular direct steamsh
ip communication is a

drawback to all American 
trade with Malta, but

this can be overcome to a 
great degree by prompt

shipment and quoting prices in Malta. Much

business goes to German 
merchants because they

will quote prices at the b
uyer's store if necessary.

Correspondence may be in 
English or Italian.

[Consul Laing transmitS a 
list of Maltese mer-

chants who carry lines of
 clocks, also illustra-

tions of the various tim
epieces to which his re-

port refers; these are on
 file in the Bureau of

Manufactures.]
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Why Not Send
Those Sweepings
To-Day and Get
Your Money Out

Now?
And gather up your Old Gold, Silver
and Platinum. Send it to us and we
will show you how much you can save from old scraps that
seem to be worthless.
IT WILL PAY YOU to send it to us, for we pay the highest
possible prices.

THE
JfWELERS

always remit promptly and if you
remain, yours for a square deal,

WE WANT YOU
C. To be a better workman ; to earn twice as much as you are
now earning and we also want you to enjoy your work as only
a first-class workman can. We have done all of this for a
great many and we can do it for YOU.
C. Our new Art Catalogue, fair describing our courses in
Watchmaking, Engraving and Jewelry Work, can be had for
the asking. Send for it to-day.

Kansas City Watchmaking and Engraving School
OSCAR W. DREYER. Principal

815 East 12th Street .*. KANSAS CITY, MO.

LEARN ENGRAVING

FOR FIVE DOLLARS
A complete course of lessons by an expert engraver, a

set of engraver's tools and practice material, and a book

of monograms, alphabets and Text Book for $5.00

One book of "1,220 Monograms anci Alphabets," $1.00

Our "Text Book of Instruction in Engraving," $1.00

American SCh 0 ol of E tigraving
45 Malden Lane NEW YORK, N. Y.

Send for Circular and Full Particulars
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THE OIL
"POSITIVELY WILL NOT GUM"
We say it once again, R. & L Watch Oil positively
will not gum. It has demonstrated its superiority
in the severest tests given any watch oil made. If
you have not tried it yet, do not be surprised that
you have more watch and clock troubles than your
neighbor who uses it. He knows what it will do.

R. & L Oil will not gum, cut or blacken pivots.
It is a lasting lubricant, and the only one which
does not deteriorate. The quickest and best way
for you to prove all we say is to send 25 cents to
your jobber for a bottle.

CARRIED BY ALL THE LEADING JOBBERS

RANLETT & LOWELL CO JEWELERS' BUILDINGay BOSTON, MASS.
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Workshop Notes

Subscribers wishing inquiries answered in this depart-
ment must send name and address—not for publication,
but as an evidence of good faith. No attention will be
paid to anonymous communications. Questions will be
answered in the order in which they are received.

"Escapement."—On page 119 of the January
number I see a description of a new escapement
and pendulum for clocks that interests me. The
illustrations and descriptions I understand quite
well, but not being much versed in the Graham
escapement, I wish to ask a couple of questions.
Of what material is the main ball of the pendu-
lum composed! And why is the total weight so
much as 35 pounds. The usual seconds pendu-
lum on ordinary regulators with the dead beat
escapement seemingly does not weigh more than
15 or 20 pounds. Would the heavier one be better
and is the light one used to save expense? I en-
close envelope, as I do not especially care to have
this published. THE KEYSTONE has been very
kind in making matters plain to me heretofore,
and I will thankfully receive your answer to the
above. I have read THE KEYSTONE ever since
"the boss" received the first 8-page pink (it might
have been white) KEYSTONE some eons of ages
ago.—The article you mention does not directly
state which metal is used for making the ball of
the pendulum, but we would infer that it is brass,
because Mr. Britten says : "Mr. Granger consid-
ers that brass, steel and mercury are by far the
most reliable and constant metals known, and
thus, therefore, 'this pendulum should give the
highest possible results.' " * * * As the ar-
ticle speaks of steel and mercury as comprising
respectively the rods and the auxiliary compen-
sation in this pendulum, we can safely assume
that the remaining part, the "ball" or bob, is made
of brass, since brass is the remaining one of the
three metals mentioned as best for use in pendu-
lums. As to weight of pendulum, it is more con-
ducive to isochronism of the vibrations to have
them of small rather than of great angular ex-
tent, hence the use of heavy pendulums on the
finest regulators. Of course, a lighter pendulum
would make a small angle of vibration if the
motive power and proportions of the escapement
were altered proportionately, but the pendulum,
if made too flimsy, would be more susceptible
to atmospheric changes, exterior vibrations, etc.;
so you will find heavy pendulums and short arcs
of vibration in clocks intended for the finest
timekeeping.

"Springs."—(a) What is the proper method of
dissembling the Hamilton I8s. motor barrel when
a new mainspring is needed? (b) Can you give
the method and tools needed to form the "knee"
of Breguet hairsprings as made by the Illinois
Watch Company?—(a) There are two models
of Hamilton 18 size "motor barrels." The one is
so comparatively simple that any workman can
see at a glance how to take it apart; the other
model is distinguished by a nicicel cock or
"bridge," as a cock is sometimes erroneously
called (a bridge is fastened at both ends, a cock
only at one) ; this cock is in the form of a flat
plate interposed between the barrel arid the ratchet
wheel, and is fastened by screws to the lower
plate of the watch. After taxing off the barrel-
bridge unscrew the two screws of the winding
cock, then the entire barrel system can be slipped
out of the movement. Turn it upside-down and
with the fingers turn the ratchet-wheel backwards
until the mainspring becomes unhooked from the
winding-hub; now you can pull the barrel away
from the rest of the mechanism. Pry off the bar-
rel cover, replace the mainspring with a new one
and put the mechanism together in the reverse of
the order explained for taking it apart. To avoid
risk of mis-shaping the mainspring it is important
to use a mainspring-winder. You will find that
it is impossible to use some styles of winders on
the motor barrel on account of the long protrud-
ing arbor fastened to the barrel, but in these
cases it is easy to simply wind the spring into a
wire hoop or ring which will confine the spring
to a diameter just a little less than the inside
diameter of the barrel. From the ring it can be
pushed out into the barrel just as safely as if
discharged directly from the winder. If you de-
sire to take the ratchet wheel off of the winding-
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hub, hold the hub in the jaws of your bench-vise

arrd unscrew the wheel, using a pair of pliers

spanned over the teeth. Both the vise and the

pliers should have their jaws covered with sheet

copper or brass, to avoid marring the steel. If

you wish to remove the barrel-arbor, unscrew the

nut which you can see appearing like a screw-

head with the arbor coming up through its center.

The best tool to use in unscrewing this nut is a

two-pronged sleeve-wrench, several sizes of

which are included in most of the sets of these

tools as sold by dealers. If you do not have

a sleeve-wrench of suitable size, however, you

can make a wrench by drilling, in a piece of

steel about the same diameter as the outside of

the nut, a hole large enough to take in the barrel

arbor. File the end of the resulting tube so as

to leave two projections of size suitable to enter

the slots of the nut. Harden and temper the tool

to a dark blue, and put on it a large wooden file-
handle. (b) Of the several methods of bending

an "elbow" in a hairspring in order to form an
overcoil, the simplest is to make up two pairs of
tweezers like the one shown in Fig. z; these are

simply strong, stiffly sprung tweezers ground off
blunt to a width of about A inch, beveled as
shown, then with three holes drilled straight
through both jaws; fit steel pins tightly in one
set of holes and slightly broach out the other set,
so the pins enter without sticking. First count
the spring (flat spring) to the proper number of
vibrations, then a little more than one turn from
the point where you held the spring at the cor-
rect timing-point, grasp the spring as shown in
Fig. z, hold the tweezer tightly shut and with the
other tweezer similarly employed bend the outer
coil directly upward, but not at a too-sharp angle.
At a point where it will allow the overcoil suffi-
cient height to clear the main coils, bend the
spring downward again, after which the terminal
curve may be bent into shape and the job corn-
pleted. It is better to heat the tweezers than to
bend the springs cold. Of course, the idea is not
to draw the temper of the spring any softer than
it was left by the maker, but it has been found
that the metal at the bends preserves a better tex-
ture than when bent cold.

"Railroad Watches."—What are the require-
ments of railroad watches? Are they required
to have a double dollcr escapement to pass in-
spection?—About eighteen years ago, the careless-
ness of railroad engineers and conductors con-
cerning the quality and condition of their watches
having been seen to have caused many train
wrecks, led the officials of the Lake Shore rail-
road to adopt rules compelling the men to carry
watches of a certain good grade, and to have
them regularly inspected as to their timekeeping.
The plan worked so welt that it was not long
before practically every important railroad in the
United States established watch-inspection on its
lines. Those railroads which have not adopted
it in its entirety, nevertheless must have some
way of seeing to it that their train-operating em-
ployees carry watches which keep reliable time,
even though they do not require their watches to
be periodically inspected, because you may notice
that although the Pennsylvania Railroad, for in-
stance, has no official inspection, yet each con-
ductor and engineer is extremely particular to
see that his watchmaker gets the closest possible
timekeeping out of his watch. The main points
secured by watch-inspection are as follows: I.
That each train-operating employee is required
to carry a watch of a definite high standard of
construction and adjustment. This standard
varies somewhat, but the usual requirement is
seventeen jewels, adjusted to temperatures and
not less than three positions, and capable of keep-
ing time within 30 seconds a week. Some rail-

roads add that the watch must be lever-set ; others
that it must have steel escape wheel, or double-

roller escapement; many of the roads will not
allow watches smaller than 18 size. 2. Each man

affected by the inspection rules must carry a card

showing how his watch is running; at stated in-

tervals he takes his watch and his card to the

watch-inspector and has its error noted on the

card. After a certain number of such inspections

the card is sent to the chief inspector and a new

one issued to the employee. This compels the

man to have the condition of his watch constantly

under the eye of an inspector who can at any

time decide that repairs or cleaning are needed;

the watch must then be given to the inspector

for repairs, or else to any one else, but in the

latter case the work must be finally examined

and approved by the inspector before the watch

may be used in the service again. The inspectors

are jewelers located at various points along the
railroad; generally the inspectors are appointed

in towns where the end of a railroad division is

located or where, for any other reason, a good

many railroad men live. The entire time-inspec-

tion service on a railroad is in charge of a gen-

eral inspector, who appoints and receives the re-

ports of the local inspectors. The general in-

spector in turn reports to the railroad superin-

tendent. 3. Watches of the required standard are

sold to the railroad men by the inspectors, who,

in case the purchaser cannot pay cash, may re-

port the charge to the railroad company and have

the company collect payment in installments from

the wages of the employee, and forward such

payments to the inspector who sold the watch.

The company guarantees the payment of accounts

for purchase of watches from inspectors. This

rule has not been adopted by all roads, but, we

believe, by most of them. The inspectors must

have on hand, to lend to men having their watches

repaired, watches of the regular standard grade,

so that the men are never without a reliable

watch. The local inspectors do not receive any

pay for their work of comparing and, recording

rates of watches, but count on being repaid for

this work by having the repairing and sale of the

railroad watches pretty much in their own hands.

While the inspection rules do not require the

employee to buy his watch of the inspector, nor

even to have it repaired by him, yet if he either

buys or has a watch repaired elsewhere he has

to bring it to the inspector to have it approved

before he may carry it, and this results in the

inspector getting most if not all of the business.

provided he treats the men fairly.

"Demagnetizer."—Will you please answer in

your "Workshop Notes" how I may rig up a

small demagnetizing machine. Have tried sev-

eral electricians and they do not seem to know

anything about it. Tried to make one myself but

it does not seem strong enough. Enclosed you

will find a sample of wire used. We have alter-

nating current giving 194 volts. I hope that you

may be able to enlighten me on this subject.—

We suggest that you try using wire somewhat

finer than your sample ; get magnet-wire, which

also has thinner insulation than that on your

sample. Please understand that this is simply a

suggestion of a direction ill which to experiment ;

it is impossible for us to give you exact specifica-

tions, because we have never seen a demagnetizer

made for your voltage, and have no way of find-

ing out what you need to know unless we should

get to building a demagnetizer for that voltage
ourselves, which you would hardly expect us to
do. If your object is to get a demagnetizer as
cheaply as possible, we can assure you that you
can buy one for considerably less money than you
could make it, because you would, "dumb luck"
excepted, have to throw away a great deal of
time and material before you would have evolved
a satisfactory machine. The makers of these ma-
chines have spent much money in experimenting,
but then when they find what is right they make
large quantities of machines on those lines, which
prove best ; on the other hand, after all your
time and trouble you only have one machine as
a result, hence the poor economy of making one.
Any of the makers of demagnetizers whom you
will see among the advertisers in THE KEYSTONE
will be glad to explain to you what their machines
can be expected to do on the current you have.



The Ideal Plating Machine
The only ma-

lh chine furnishing
five different
strengths of cur-
rent; five shades
of color for each
solution.
SIMPLE,

PRACTICAL,
and INDIS-
PENSABLE,
always ready,
clean, compact,
sure in results,
the IDEAL

. machine for the
PATENTED MAY 19, 1908 jeweler.

An electro-plating machine that anyone can use. Just the thing to put
the new finishes on your old goods. Plates ROMAN, RED, ROSE, GREEN,
SILVER, COPPER and NICKEL.

FORMULAE for making solutions and full directions for plating all above
colors come with each machine. These alone are worth the price charged for
the outfit.

BATTERIES are ordinary dry cell and give 11A2, 3, 6, 9 and 12 volts
current (see cut), and should last a year or more with ordinary use and can
easily be replaced.

CONSTRUCTION is good ; material of Oak, wood work nicely finished.
Lever and attachments nickel-plated. Jars for solutions hold 12 ounces and
are self-sealing. Plating tank or bowl of best enamel ware. One each pure
gold, pure silver and carbon anode. Connecting wires complete, ready for use.

Weight, 30 pounds crated. Size, 18 inches long, 9 inches high and 6
inches wide. Guaranteed as represented or money refunded. Price, $15.00
net cash, F. 0. B. Kansas City, Mo.

The Ideal Plating Solution
RICH WITH GOLD SURE IN RESULTS

FULL AND COMPLETE DIRECTIONS
FOR PLATING ON EACH BOTTLE

Rose Gold Plating Solution, 12 Oz. Bottle. Price $2.25
Red Gold Plating Solution, 12 Oz. Bottle, Price 2.25
Roman Gold Plating &dation, 12 oz. Bottle Price 2.25
Green Gold Plating Solution, 12 Oz. Bottle Price 2.25
Silver Plating Solution, 12 Oz. Bottle Price .75

These solutions are not a new thing or an experi-
ment. We have been supplying them for some time to
jewelers who had difficulty in getting the pure chemicals
necessary for a perfect solution.

The success we have met with has induced us to
put them on the market.

Each Gold Solution of 12 ounces contains 45 grains
of chloride of gold, making an exceedingly rich and rapid
solution. All chemicals used are of uniform strength
and exactly suited to the amount of gold and solution.

To those who use the IDEAL PLATING MACHINE, for which these
solutions were first compounded, we guarantee absolute satisfaction in every
instance. Where used with any other plater you obtain better and quicker
results than with any other solution.

1-2-5 IDEAL
MATING SOLUTION

ROMAN
Prepared eapeciall, for put.
ling factory finish on hard
and mitt solder repair lobe.
new IWO, on old or ,bop.
worn jewelry
Will not injure the fineat
Enamel. Imitation or Pre.
cioua Stone.
Every 12-ounce bottle Gold
Plating Solution. Guar.
an tmd to contain 45 grains
Chloride of GOifi
SoNtiOn furniahed in the
following
Rose. Roman. Red and
Green Gold, Silver.
Copper and NickeL

RECOMMENDED
wa.

THE IDEAL PLATING MACHINE

Also complete stock of DIAMONDS, JEWELRY, WATCHES, SILVERWARE,
TOOLS, MATERIAL and OPTICAL GOODS, everything needed by the Retail Jeweler

If unable to obtain From your aubber, order direct from the manufacturers

C. B. NORTON JEWELRY COMPANY

COLGAN'S

"Monograms"
Designed and executed by
ARTISTS who have made
monogram construction a
life's study.
Satisfaction guaranteed by
thirty years' experience.

SEND FOR CATALOGUE

1013-15 Grand Avenue
KANSAS CITY, MO.

WE DO THE BEST
MINIATURE PORTRAITS

on
Watc hes
plata
Eirooche.s
Lockets
We copy any portrait,

group or scene.
We also make high-

grade Hand-painted
Miniatures, in colors,
for brooches or lockets
on ivory.

BECAUSE
Our Photo- minia-
ture work is the
only kind that gives
perfect copy of
original and that
will not fade or peel
off.
Photos returned

in good condition.

Sudbury Building
BOSTON, MASS.

PRICE-LIST SENT ON REQUEST

GOLDSTEIN ENGRAVING CO.
45 Malden Lane, NEW YORK, N.Y.

IIII IiI 1111,;:,l;!0
MANUFACTURER OF

Fine Balances and Weights

FOR EVERY PURPOSE
WHERE ACCURACY IS REQUIRED

No. C. DIAMOND BALANCE
No. 2. UPRIGHT POCKET

SEND FOR CATALOGUE DIAMOND SCALE
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Electro-deposited Silver

Its Adhesion in Relation to the Nature of the
German Silver Basis Metal

A paper prepared by ANDREW McWiLLiam, A.R.S.M.,
M.Met., and W. R. BARCLAY, A.M.I.E.E. (respectively
Assistant Professor of Metallurgy and Lecturer in Elec.
tro Metallurgy in University of Sheffield, England).

A few years ago we had our attention specially
drawn to a rather serious trouble in connection
with the behavior of high-quality electro-plated
spoons and forks under very severe conditions of
wear. It is well known that at the present day
a much larger proportion of such goods made are
used in hotels, in steamboats, and by caterers
than formerly. Owing chiefly to the necessities
of the case, but partly to the destructive instincts
of virile humanity, these goods are subject to
very much severer trials than they would have
undergone had they found their way into use in
the service of private families, for in hotels
spoons and forks may have to be gathered up
into large baskets and thrown into the rece,p-
tacle in which they are to be washed, a kind of
treatment that must be remembered in considering
what follows.
A large quantity of spoons and forks manu-

factured presumably under the best commercial
conditions, examined and passed by experienced
observers before being sent out from the factory,
and apparently only differing from ordinary
products in having an exceptionally heavy deposit
of silver, were, after actual usage for eighteen
months or so, returned to the makers with the
complaint that the deposited silver coating was
"peeling" or "stripping" along the edges and from
parts of the surfaces of the articles.

Tracing the Defect

As the trouble was not confined to a few iso-
lated pieces, but extended to the majority of the
articles in a consignment, and was also in time
found to occur in connection with goods from
different firms, it was felt that the matter war-
ranted a thorough investigation, particularly as
no specific fault could be traced in any of the
processes through which these goods had passed,
where the details of the processes could be known.
A full inquiry into the causes of this fault was
made by request, and since the first part of the
investigation was finished quite a number of simi-
lar cases have been brought to our notice from
independent sources and by personal observation.
Thinking, then, that the subject was one of vital
importance to electro-plate manufacturers, as well
as of great interest in connection with the non-
ferrous trades, with the concurrence of the gen-
tleman who first asked for the investigation to be
made, we determined to place the results of our
experiences before the members of the Institute
of Metals, supported as they are by further ex-
periments recently carried out.
In order to correct a misapprehension which

might arise, it may be necessary to point out that
no attempt is here made to discuss the ordinary
causes of the "stripping" or "peeling" or "blist-
ering" (as it is sometimes called) of electro-
deposited silver from the basis metal during pro-
cesses of manufacture, such, for instance, as that
due to inefficient cleaning from grease or from
oxide, careless treatment in scratch-brushing, or
in the general preparatory stages of treatment,
unsuitable plating liquid, etc., because articles so
treated rarely pass from the hands of reputable
manufacturers, the faults being revealed during
the subsequent finishing and burnishing processes,
it being well known that if the slightest trace of
grease or oxide remain on the surface of the
basis metal, the electro-deposited silver will blister
under the pressure of the steel burnishing tools
used in finishing.
The investigations were conducted from an en-

tirely different point of view, as we were con-
vinced that the stripping of silver from articles
which had passed all the ordinary tests of the
manufacturer, and had indeed been in the hands
of the users for periods varying from six months
to two years, could hardly be ascribed to any of
the ordinary causes mentioned.
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From general experience, and from the exami-
nation of many plated articles that had been a
generation in wear, we formed the opinion that
the adhesion had something to do with the nature
of the basis metal, hence the investigations de-
scribed in the present paper were undertaken with
the view of determining not only the nature of
the adhesion of electro-deposited silver to the
alloys known commercially as German silver or
nickel silver as a basis metal, but also to find out
what difference if any, exists between the various
grades of German silver in general use in the
trade, as to their suitability to form a basis metal
for heavily electro-plated articles which are liable
to receive rough usage.
These investigations are described under the

following heads: (a) Samples tested, (b) tests
applied, (c) results of tests, (d) conclusions.

(A) Samples Tested

The earlier experiments were Made on a num-
ber of spoons and forks of various sizes supplied
by manufacturers, and, of the grades known in
trade circles as Firsts, Seconds, Thirds and
Fifths. Analyses of these were not made, but
the makers reported them as having approxi-
mately the following compositions as to nickel:
Firsts, 20 per cent.; Seconds, 16 per cent.; Thirds,
12 per cent.; Fifths, 7 per cent. The content of
copper appeared to vary between 56 and 59 per
cent., according to the few assays made. In addi-
tion to these spoons and forks, several test
strips were obtained of each of the grades de-
scribed, and of a similar character to spoon and
fork blanks. All the nieces were treated so far
as possible in exactly the same manner, and
cleaned, prepared, and electro-silver plated, ac-
cording to the best methods in general use, with
the one exception that a few of the samples were
given a preliminary coating of copper before
silver-plating. The silver deposits given to these
were equal to the highest qualities for high-class
work, and the electro-plating was done by ex-
perienced workers, under the ordinary conditions
of works practice. The experiments on the above
pieces were carried out several years ago, and
samples were electro-plated in different works.
Those which will now be described have been
made under our personal supervision during the
last twelve months, as, in order further to test
the matter, in view of the possible publication of
results, we determined to prepare a series of
nickel silver alloys corresponding approximately
to those in ordinary use amongst electro-plate
manufacturers.
The following table gives the compositions of

the alloys accordingly made:

TABLE I.

Marks Nickel Copper Zinc
Per cent. Per cent. Per cent.

A  20 57 23
B  18 57 25
C  16 57 27
D  14 57 29
E  12 57 31
F  10 57 33
G  8 57 35
B7  18 so 32
BC 18 64 18

The choice of the above alloys is largely em-
pirical, but they are fairly representative of the
usual grades of copper-zinc-nickel alloys in corn-
mercial use. An endeavor has been made to
systematize the series by fixing the proportion of
copper on the uniform basis of 57 per cent.
throughout, with the exception of the last two
members, BZ, in which 7 per cent. of the copper
is replaced by zinc, and BC, in which 7 per cent.
of zinc is replaced by copper.
Each alloy has been made under the ordinary

conditions of works practice, manganese being
used as a deoxidizing agent. The metal was cast
into ingots of about 18 lbs. weight. These were
rolled into sheets of a thickness and width suit-
able for spoons and fork blanks, and cut up into
strips each 8 inches long and varying from 1/2
to I inch in width.
In every respect these strips correspond to

spoons or forks with the exception that they have
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not undergone the process of stamping. A few
odd strips from some members of the series have
been made into forks, and these have been sub-
mitted to tests in the same way as the blank
strips.
The electro-silver-plating of these strips has

been done under the best commercial conditions
of manufacture, in an electro-plating shop through
which large quantities of spoons and forks are
daily passing. They have been prepared for the
depositing vat with due care and with all the
precautions which would be taken by any careful
electro-plater to ensure the best adhesion of the
silver deposit, but they were not subjected to ex-
ceptional treatment.
The electro-plating solution used was the usual

standard one of the double cyanide of silver and
potassium, and the weight of silver deposited on
each strip was at least equal to that given to the
highest qualities of spoons and forks and to those
previously described.
Table II gives the weight of deposit on the

strips of each alloy, calculated per square inch of
the surface.

Marks
A   o.oig6

o.o16
0.0215
0.021

0.017
0.024
0.024

BZ     0.0198

The slight variation in the weight of deposit
is explained by the fact that it was considered
advisable to give each strip a minimum deposit
at least of the quality indicated above, without
in any way interrupting the course of deposition,
such as by taking the specimens out of the vat
for intermediate scratch-brushing, a practice often
followed in the making of very heavy deposits
in order to keep the coating as smooth as pos-
sible. The strips were consequently in the vat
during the greater part of the working day, and
naturally the rate of deposition varied as more
or less work passed through the vat in the course
of the day's operations.

TABLE II.

Deposit per square inch
in ounces troy

(B) Tests Applied

The guiding principle in designing tests for the
purpose of the investigation was to subject the
samples to strains such that the basis metal and
its silver coating would be given, if possible, a
certain amount of movement relative to one an-
other, and in addition that the coating itself
should be fractured. In all the cases of strip-
ping of which mention has been made in the in-
troduction, the stages of development of the fault
have appeared to be, first, that along the edges
of the spoons or forks concerned the silver de-
posit has in course of severe wear become broken
or cut through, then these broken edges have
gradually curled or peeled up, and if the deposited
silver is thick, and therefore of sufficient sub-
stance, it may readily be pulled away from the
basis metal surfaces. In some cases it has been
possible by care and patience to peel the silver
coating away from a fork almost from one end
to the other.
With those points in view several preliminary

tests were made with the apparatus available, and
finally it was decided to adopt a simple cold bend-
ing test. One part of the sample is gripped in a
vise and the free part is bent to and fro until it
breaks off. It is advisable that the angle of the
bend should be about a right angle, in order to
ensure that the deposit and the basis metal get
sufficient movement relative to one another. It
will be evident that this test is an extremely
severe one, and that unless the metals are holding
together almost as one, the silver must be parted
from its base, for the silver on the outside of the
bend must move a greater distance than the basis
metal, and on the inside of the return bend a less
distance.
In view of the results it should be noted also

that the order of increasing ductility of the metals
being as a rule from the high percentage nickel
alloys to the low ones, the latter bearing more

(Continued on page 1103)
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The Outfit They All Talk About for the Large Factory or Small Shop. Furnished With or Without Motor.
This outfit is designed for a factory or store, being readily adapted to any location and easily moved out of the way when desired as everything is clear of the floor and
wall, the only connections being at the wires, which are readily detached. The outfit will be found very desirable for keeping stock in first-class condition, besides the
regular polishing work of the factory.
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BLOWERS
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Catalog No. 1 for dust collector
" No. 2 " blowers
" No. 3 " sand blasts

A BLOWER FOR EVERY USE

NOISELESS
POWERFUL
TAKE UP THEIR OWN WEAR

CAN'T GET OUT OF ORDER

There are no delicate parts on these machines to get
out of order. All parts are massive in construction and
built to stand wear and strain. The operation of the
machine depends upon natural forces without the aid
of springs, tips on the wings made of foreign material,
to require constant renewal, etc., while all parts are
interchangeable.

•

Endorsed by Manufacturers Every-
where

A HEALTH PRESERVER

A NECESSITY
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tinuous Feed Sand Blast are great power savers.
The vacuum, being always present where 111r
pressure is used is here utilized to draw the
sand from the bottom of the machine to the
nozzle where the air pressure strikes it project-
ing it upon the work with its maximum force.
Drawing the sand by vacuum reduces the wear
on these pipes while saving the power, and so
they need not be renewed often. When renewal
becomes necessary in the course of time, any
mechanic may cut and fit the pipe which may
be secured anywhere, and the expense for main-
tenance is thus placed at a very low level.
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No. I for dust collector; No. 2 for blowers; No. 3 for sand blasts

stating work to be done
In the case of the dust collector ADVISE KIND OF MOTOR REQUIRED

LEI MAN BROTH ERS, 620 John Street, NEW YORK

\larch, 191 THE

Electro-deposited Silver

(Continued from page 501)

bending before fracture than the former, the test
is more severe for metals of the G, F and E
types than for A and B. In practically every
case the samples were tested to destruction.
Microscopical Examination.—In addition to the

mechanical tests applied, representative sections
were cut from each series for microscopical ex-
amination.

(C) Results of the Tests

In the cases of all the samples of the Third
and Fifth grades and of the G, F and E speci-
mens of the special alloys in Table I, it has been
exceedingly difficult to peel up the silver coating
in any way. In some few cases just at the point
of fracture it has been possible to raise the silver
coating very slightly at the top, but in endeavor-
ing to strip it further the silver, though very
tenacious and ductile, has broken rather than
leave its base. It is indeed surprising to find
how extremely adherent the coating is even under
the severest tests. Test-pieces of first and second
grades and of A and B of Table I, • however,
behaved in a very different manner. In practi-
cally every instance the silver coating left the
base at the point of fracture, and in a large ma-
jority of instances it could be pulled away quite
readily from a considerable part of the surface
without breaking the silver.
In the cases of C and D evidence of imperfect

adhesion was not so pronounced as in A and B,
still they cannot be regarded as so good as E,
F and G.
In the earlier experiments described a few sam-

ples of first and second grades were given rather
a different treatment; they were prepared for
plating in the ordinary manner, but before silver
was deposited on them they were given a thin
coating of copper from an alkaline copper solu-
tion, then transferred to the silver vat and given
a heavy deposit of silver. These samples were
then put through the same tests as the previous
ones, and again there was obtained evidence of
imperfect adhesion, though not quite to the same
extent as formerly. The adhesion even in these
cases was not to be compared, however, with that
obtained with the lower percentage nickel alloys
G, F and E.
The electro-deposited silver in all the cases was

tough and strong.
In order to carry the matter still further we

quite recently obtained from another firm of Ger-
man silver manufacturers a few spoons and forks
of first and second grades, and the results given
by these pieces when plated and tested are in
every way confirmatory of the foregoing results.
A considerable number of test-pieces after plat-

ing and before being submitted to the bending
tests were burnished by experienced silver finish-
ers. This process is considered in the trade to be,
in addition to a help in finishing, a reliable means
of testing the adhesion of the silver. The oper-
ation is usually done by clamping the article
firmly on a bench and then passing a smooth dry
steel burnishing tool over the entire surface and
particularly on the edges. Unless the silver is in
closest contact with its base at every point, the
deposit will not pass this test without blistering.
Every one of the test-pieces, spoons, forks and
blank strips, used in the investigation, emerged
successfully from this test.
Small divergencies in results were noticed be-

tween test-pieces made from nickel silver that
had been deoxidized and those made from alloy
that had not been deoxidized, the former giving
better results than the latter for the same grades
of alloys, but the number of the latter used were
so few that attention is only drawn tentatively
to the result, as we intend to make further com-
parative tests in the future.
Results of microscopical examinations.—Sam-

pies of every type were carefully examined under
the microscope at about 40 and 400 diameters,
and in special cases at moo diameters. It was
found that in every case, when not submitted to
strain, the silver deposit appeared closely adher-
ent, and the microscope did not reveal any marked
difference between the nature of the junctions of
the deposits with the various alloys. Those pieces
from which the silver had lifted after being sub-
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jected to severe strain showed that the whole of
the silver deposit had left the basis metal, but
in the case of the samples of firsts metal cop-
pered before silver-plating, part of the copper
had remained adhering to the silver and part to
the alloy.

(D) Conclusions

The investigations clearly indicate considerable
differences in the adhesion of deposited silver to
the various grades of German silvq alloys, even
when all are treated under the same conditions of
practice, and we are of opinion that this fact
should have full consideration in choosing a basis
metal for articles to receive the thickest silver
deposits given, which will also be required to bear
rough usage. We are not prepared to state dog-
matically that any one particular alloy is best for
this purpose, but consider we have fully proved
that ordinary commercial alloys of copper, zinc
and nickel containing more than 14 per cent. of
nickel are of doubtful utilit- in this respect. On
the other hand, alloys of the types of G, F and E
used for carrying heavy silver coatings electro-
deposited with due care, will endure exceptionally
rough usage without giving any cause of corn-
plaint on the ground of the silver stripping. It
should be noted that the tendency to strip in-
creases with the thickness of the silver deposit.
The properties considered in deciding upon the
grade of German silver to be used as a basis
metal for electro-plating are strength, color and
malleability. As a general rule, passing from G
to A in the series of alloys the strength increases,
the color approaches more nearly the white of
silver, and the malleability decreases. With re-
gard to whiteness, however, where thick coatings
of silver are concerned this should not be con-
sidered as a matter of such primary importance
as the perfect adhesion of the silver under the
conditions of wear. Strength is more important
than color, and the lower members of the series
are deficient in strength; but articles having quite
sufficient strength and stiffness can be made of
the type of alloy recommended by suitable me-
chanical and heat treatment.
With regard to the nature of the adhesion we

do not at present care to advance any theory to
account for the differences described, but as we
consider that the quicking process forms a super-
ficial amalgam with the basis metal in the first
place, and afterwards on the inner surface of the
silver deposit, the two amalgams may form a
kind of cement between the plating and the basis
alloy. It is possible that with the more suitable
alloys this very thin film of amalgam is more
efficient than with the alloys of higher nickel
content. Hence, although the investigations at
present in train are undertaken with regard to
the general properties and structures of the series
of nickel silver alloys given in Table I, it is in-
tended to note specially any changes in micro-
structure amongst the members of the series,
with the view of any possible change in the na-
ture of the amalgam that would be produced.
It is intended, for the same reason, with the new
series, to examine, with the highest powers of
the microscope, a fresh set of specimens after
the most careful preparation. The above idea
of the nature of the adhesion is supported by the
manner of the tearing of the intermediate film of
copper, part of which, as already stated, adhered
to the silver and part to the basis metal.
A strongly worded appeal has reached one of

us to support a demand for foundation alloys of
higher nickel content to be used for the thickest
coatings, which, if carried into effect, as in many
other cases of undue interference of the buyer
with the practice of the best makers, would de-
feat its own purpose of obtaining the best article
for the required use. It is interesting to note
how the metallurgist has to reconsider the prop-
erties of his materials and his methods of manu-
facture in order to be able to make articles that
will do him credit in the world's work when new
conditions of life arise requiring these articles
to bear a different type of usage. It is no use
for him to claim that the usage to which his
products are subject is unreasonable, if the new
conditions of life require them to bear rougher
treatment or some other special strain. He has
no say in regard to sociological changes, and if
he be wise he will just accept the conditions and
endeavor to solve the problem. This was the
task placed before us, and the practical results
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of our work have stood the severest trials since
their earliest investigations were completed.
We have pleasure in acknowledging the kind-

ness of Messrs. W. Gallimore and Sons in rolling
our test ingots into sheet.

The Making of Bells
Bells were made and used in China, Japan and

India long before they were known in Europe.
The early influence of bells upon architecture is
obvious, for we undoubtedly owe to them the
building of the famous towers of the world. At
first these were merely raised above the church
roof to admit a central light, but, when bells
became common, they were adapted to their use.
In the composition of bells copper and .tin play

an important part, though other ingredients are
frequently used. When the proper proportions
of these two metals are combined and reduced
by intense heat to liquid form, the mass is poured
into a clay mold of the desired shape and size.
The small bronze bells found in the palace of

Nimrod are said to have contained ninety parts
of copper to but ten of tin. In our time the
proportions are about eighty parts of copper to
twenty of tin.
Hand-bells vary more than those designed for

public use, and are often composed of brass, sil-
ver, and even gold. Many persons are of the im-
pression that silver is mixed with other metals
in the casting of bells in order to mellow the
sound, but this is a mistake. Any considerable
amount of silver would injure the tone of the
bell.
The material of which a bell is made does not

wholly determine its tone; much depends upon
the shape. Then, too, the proportions between the
height, width, and thickness must all be taken
into account. Generally speaking, large bells are
of these relative dimensions: one-fifteenth of the
diameter in thickness and twelve times the thick-
ness in height.
Some bells have been made of steel, but these

are in no respect equal to those composed of cop-
per and tin. In Switzerland bells have even been
cast in glass, giving out extremely beautiful notes,
but the brittleness of the material renders them,
of course, liable to cracks.
Chimes of bells have been brought to great

perfection, especially in the Netherlands. Some-
times these tune-playing bells are performed upon
by means of a cylinder, on the principle of the
barrel-organ, though in most cases they are played
by hand.
The largest bell in actual use is said to be that

at Moscow. It weighs one hundred and twenty-
eight tons. The great bell of Peking, China, is
recorded as weighing fifty-three tons, and that
of the Cologne Cathedral weighs over twenty-
five tons.

The Speaking Clock
There is nothing outwardly remarkable, accord-

ing to Das Echo, in the appearance of the ingen-
iously constructed timepiece known as the "time-
stating clock." But every quarter of an hour an
agreeable voice issues from it, announcing the
correct time, as, twelve o'clock, twelve fifteen,
twelve thirty, etc.
The works of the clock actuate a stout belt,

which runs over a roll connected with a sounding
box.
Upon this belt, or rather film, the hours, which

have been recorded by a phonograph, are im-
pressed by galvanization on a copper plate.
The mechanism which moves the hands is con-

nected with the speaking device, and this with a
funnel which re-enforces the sound and projects
it outward through a finely grated opening at-
tached to the narrow side of the clock.
At night a touch on a lever reduces the clock

to silence. But if one wakes and wishes to know
the hour without striking a light, an easily found
button is pressed and the clock immediately states
the time.
The speech film is practically indestructible and

occupies very little space since, because of its
elasticity, it may be wound upon a very small
roller.
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IT does not matter whether you are located in Pocatello, Idaho, or any of the
other forty-eight states in the Union if you are anxious to realize full cash

values for anything you have to dispose of in the way of Old Gold, Old Silver,
Gold Filled Cases, Gold Plated Jewelry, Platinum and Sweepings, you
have only to follow the beaten pathway of thousands of live, wide-awake jewelers
from all over the country who are sending their shipments to us these many,
many years.

There is no great secret as to why our methods of doing business have
won such popular approval among the jewelry trade everywhere.

They have measured the amount of money they received from us by
what they have been getting elsewhere.

They see the difference. In human nature there is nothing that tugs so
hard as self-interest.

It is only natural that you drift toward us—eventually. Why not now?
Check for old gold and silver by return mail. If our offer is not

up to yours we will return shipment intact, charges prepaid.
Returns for sweepings in from three to five days.

THOMAS J. DEE & COMPANY
Gold, Silver and Platinum Refiners

OFFICE, 67 and 69 Washington St. WORKS, 317 E. Ontario St.

CHICAGO, ILLINOIS
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Semi-Precious Stones from
Fused Mica

There is a man in Brooklyn who can
take an ordinary piece of mica, says the
Brooklyn Eagle, do a few magical things
with it and then—Presto! it is a stone that
my lady can wear on her evening gown and
everybody will believe it is the real thing.
Sounds foolish, doesn't it? But George
Emeigh is the man and he claims he has
discovered a secret that men have been
trying to solve for many, many years.
Some one back in the days of Good

Queen Bess said he had a formula to make
sunshine out of cucumbers and was laughed
at. If Emeigh had told them that he had
a scheme of making precious stones out of
mica they probably would have given him
the merry "ha ha" also, but there is this
difference : the man did not make sunshine
out of cucumbers, but Emeigh has made
what are claimed to be precious stones out
of mica and is still doing it every day in
the week.

Accidental
Discoveries

Nearly always it has been
the case with scientists and
dabblers in queer things
that while pottering around

in their laboratories they suddenly stumbled
upon something that other men had been
losing gray matter over for ages and over
which they had consumed countless gallons
of midnight oil. That's the way it was with
the Wrights before they became real "man
birds" and that's the. way it was with this
Brooklyn man who has this alleged formula
for making mica worth good money at a
jeweler's price.
"Do you see those stones," said Emeigh,

taking out a little leather case and pointing
to half a dozen sparkling objects that glis-
tened in the sunlight against the white vel-
vet lining. "Well, look at them and then
take a glance at this."
The "this" was a large piece of mica

about the size of a brick and half its thick-
ness, the queerest looking chunk of mica

that was ever seen.
"Well," continued Emeigh, "these spark-

lers were made out of a piece of mica just
like that. Sounds kind of improbable,
doesn't it? I put a piece of mica like that
into a crucible and subjected it to three
thousand Fahrenheit of heat and then it
welted and I poured it out and made
precious sones just like you see in this
case."

Brilliant Gems
Of course, the stones that
Emeigh makes from mica
are not real diamonds, but

they are pretty enough baubles to make a
woman cry out in admiration of their beau-
tiful prismatic hues. The products of the
mica might be termed 'semi-precious stones

of the class to which a topaz belongs, but

he has manufactured some that would be

valued by a jeweler at from $3.50 to $7.50

a carat.
The wonderful part of it all is that

Emeigh first takes the flakes of mica and

fuses them into a block. It is from this

solid chunk of mica that the stones are

made. In its solid form this mica can with-

stand a pressure of from three to fifteen
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tons. This may not impress you, but when
you stop to think that Emeigh is the first
man who has been able to fuse mica with
other substances you begin to realize how
remarkable are the stunts that he can do
with this elusive mineral product.

Mr. Emeigh has been work-
Micaline ing for eight years on this

idea of fusing mica and to-
day he believes he has realized most of his
dreams and has obtained from his experi-
ments a substance that he calls "micaline."
He has a fully equipped laboratory at 349
Adams Street, where he has ,been carrying
on his experiments, and now he can not
only transform a slab of mica into these
beautiful stones that glimmer like the real
thing, but he can make by fusion a sub-
stance that, as "micaline," can be used for
many different purposes. He claims he can
also control the color and hardness of his
product.
"It is this way," said Emeigh, "mica

is a mineral which has been limited in its
uses. The best qualities with regular cleav-
age are used to advantage in many ways
and are costly. The waste mica has been
used in wall paper and in lubricants. Be-
cause of its resistance to heat, the best
quality has been used in stove doors and
lamp chimneys, and no method of melting
or fusing it had been known. It has a
special place in the electrical field, but its
use has been limited because of its peculiar-
ities.
"I can say honestly that one of the

most valuable discoveries of modern times
is the method of fusing mica, which opens
up its use in many new ways, any one of
which will, in the future, prove more valu-
able than its entire present use. Mica can
be fused alone and rolled, molded, formed
or cast into any thickness or form ; its
color and hardness can be controlled and it
can be fused and used many times.

"This opens up to the elec-
Useful in Elec- trician an instrument of
trical Industry ever increasing uses, start-

ing with insulators, spark
plugs, insulating joints, lightning arresters
and the thousand and one parts of various
electrical machines which are used for in-
sulating or non-conducting purposes.
"For convenience and in order to dis-

tinguish the fused product from the min-
eral mica, I have called the fused product
`micaline.' It has already been fused with
iron, steel, copper, aluminum and brass,
singly and in combinations, with results that
have been astonishing, and I feel absolutely
safe in saying that when the results which
can be accomplished are fully determined

and applied it will revolutionize many al-

loys and their uses.
"The effect of a certain quantity of

`micaline' alloy with copper greatly in-
creases its strength. Presumably the
`micaline' acts upon the °rides present in

the copper, thereby making the atomic

structure of the metal more homogeneous.
"An alloy of copper, alumi-
num and mica gives high
tensile strength and great
resistance to compression,

malleability and ductility and transverse

Qualities of

Micaline

strength many ti.: es greater than brass. It
also has great power to withstand corrosive
and sulphurizing agents and in adaptability
to casting or rolling, and also is capable
of taking a fine finish with great brilliancy
and the beautiful color and luster of gold.

"A certain percentage of 'micaline'
fused with government brass increases its
tensile strength, toughens it, adds to its
luster and power to resist corrosion, and
gives a rich, silvery bell tone, and many
other changes to the advantage of the metal.

" ̀Micaline' is easily fusible with iron
or steel, and what can be done with these
metals will be determined in future experi-
ments. In an alloy with aluminum it pro-
duces results and changes in the nature of
that metal which are startling and will re-
ceive full attention in the future. A certain
process of its alloying with metals pro-
duces an anti-friction metal of the highest
order, which I expect to test thoroughly."

Women as Art Metal Workers

Women working at anvils, wielding ham-
mers with telling blows, twisting wires into
shapely forms and manipulating blowpipes
like practiced artisans, are seen daily at the
art school of the St. Paul Institute, says the
St. Paul (Minn.) Pioneer Press. It has
long been a trite saying that women cannot
drive a nail straight, and mention of them
as practiced artisans in branches that call
for skillful work in metals is not at all
common. However, ceramics, a branch of
industrial art which does not require the
vigorous expenditure of physical energy,
has always been a favorite department of
artistic work for women, but it has not
been until recently that women have taken
up the serious pursuit of handicraft work.
Centuries ago when industrial life was con-
fined by the four walls of the home, women
were often as proficient artisans as the men.
Even then, however, women did not invade
the higher branches of industrial art.

The success women are making in the
fields of the higher industrial art, such as
the fashioning of beautiful objects in brass
or the creation of an artistic setting for a
jewel, is but one of the many signs of their
invasion into all the lines of activity which
men have looked upon as peculiarly their
own. In the days of Benvenuto Cellini, that
master worker in precious metals, women
were unheard of in his line. It is even
singular in present time for women to work
at the bench and create things of beauty in
metal.
The women in St. Paul who can hammer

brass into a pretty fern dish for their home
or design and execute a pretty setting for
a Mississippi pearl can be divided into four
general classes. There are the young wo-
men who take up the work as a means of
livelihood. In time they will set up shops
of their own. Some will have their work
benches in their homes in the city, and
others will go to small towns and work
at their craft. A number of married women
take up the work so that they can make
artistic ornaments for themselves.
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Electroplating of Metals
There are various methods by which metals,

either heated and immersed in boiling fluids, or
also at ordinary temperatures, can be plated with
other metals; but, manifold as they are, and de-
sirable in many respects, they have been almost
entirely superseded, at the present time, by the
special method known as the electro-chemical or
galvanic, i.e., electro-plating.

It is well known that certain solutions of
salts, under the influence of the electrical cur-
rent, are decomposed in such a way that the
metals contained in them are separated. It has
become possible to effect the precipitation of the
metal upon any surface which is a good con-
ductor of the electricity, whatever its form, and
upon .this depends galvano-plasty and electro-
depoIsn ition

the. beginning of this art only copper
solutions were decomposed by the electric cur-
rent, and thus only copper articles could be elec-
troplated, but metal workers soon learned to
separate other metals in the same way, and to
deposit silver, gold, tin, nickel, etc. They have
even gone so far as to be able to separate two
metals at the same time from mixed solutions,
and in the same proportion in which they are
present in the solutions, whereby. articles can be
electroplated with gold and copper alloys, with
silver and copper, with bronze (copper and tin),
brass (copper and zinc), and so on, so that
electro-deposition may be said to have been de-
veloped into a kind of cold casting.

The thickness of the metallic coating depends
solely upon the length of time during which the
current is allowed to work; plating several centi-
meters thick can just as easily be obtained as
coatings whose thickness is actually immeasur-
able by the finest instruments.

It is easy to see why all earlier methods are
falling more and more into disuse, and electro-
plating, in the real sense of the word, supplanting
them. In the. old methods the work was always
more or less complicated and circumstantial; in
the case of some of them, notably fire-gilding,
there was the additional disadvantage that the
process was injurious to the health of the work-
men, as well as being very dependent upon indi-
vidual skill; the failure in the gilding of an im-
portant piec6 of artistic work, for instance, may
often have decidedly serious consequences.

All these objections are absent from the gal-
vanic process; the only essential, in most cases,
Is a fluid of a certain composition, which can be
used to plate various metals, by the simple method
of connecting them with the source of the gal-
vanic current, and immersing them in the fluid.

The thickness of the plating depends, as has
been said, upon the length of time of immersion,
and by varying the composition of the fluid, either
bright or dull platings can be obtained, and the
thickness of coating can be measured so exactly
that not one milligramme more of gold or silver
need be deposited than is desired.

It has long been known that certain quite
common metals are especially adapted, by reason
of their luster, beautiful color, hardness, and re-
sistance to atmospherical influence, to the pur-
pose of coatings for other metals. But the pro-
cesses of obtaining these metals, such as nickel
and cobalt, had so many technical difficulties that
they were for a time extremely expensive and
thus not practicable for ordinary use. Galvanism
has made it possible to deposit these metals from
the solutions of their salts upon other metals, and
thus to protect the latter excellently. We see
here one of the most important steps in the pro-
gress of electro-chemistry; formerly metals could
he gilded, silver-plated, or copper-plated, but it
was impossible to plate them with nickel or cobalt.
At the present time large machines are nickel-
Plated, and the time would seem to be not far
distant when we shall not be limited to the use
of nickel in protecting machinery from atmos-
Pheric influences, but shall be able to employ it
for the same purpose on bridges, roofs, etc.
Cobalt-plating also appears to have a great fu-
ture on account of the properties of this metal.

The apparatus for electro-plating is in prin-
ciple exactly the same as that of galvano-plasty,
by means of which metallic objects are shaped
under the influence of the electric current. The
essential is a continuous current of fixed strength,
subject to as few variations as possible, in order
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that the plating may be of uniform grain and
thickness. In places where there are electrical
plants, it is best to make use of the current which
they can furnish, with arrangements to give the
required tension ; where such a current is not
available, a battery must be employed, composed
of the proper number of constant elements.

Since the best-constructed galvanic elements
or cells lose strength after a time, it seems neces-

FIG.

Apparatus for Electroplating a Number of Articles
Simultaneously

sary to have two batteries at disposal, so that the
second can be put at work while the first is being
renewed, thus avoiding interruption in the work.

The illustration (Fig. a) shows an apparatus
by means of which a number of objects can be
plated simultaneously. The current supplied by
the battery (D D) is conducted to two metallic
rods (a b and c d) which lie diagonally across
the tank, which is filled with the solution of a salt
of the metal that is to be deposited upon the
metallic objects suspended by wires in the tank
(A). Plates of the same metal are also sus-
pended in the fluid, and connected with the rod
a b. In nickel-plating, for instance, the tank is
filled with the solution of a nickel salt, and the
plates (K K) are of pure nickel; in silver-plat-
ing, the solution is a silver salt, and the plates of
pure silver. The objects to be plated hang free
on wires (in m).

When the apparatus is at work metallic par-
ticles are constantly dissolved from the plates
into the fluid, in exactly the pronortion in which
metal from the solution is deposited on the arti-

FIG. 2
The Roseleur Balance

cle. The plates, of course, become gradually thin-
ner, and must be replaced from time to time by
new ones.

In cases where a large number of objects
are to be silver-plated, it is of importance to
know just how much silver is deposited upon
each one, as the price of the ware is determined
by the thickness of the plating.

This is the case when German silver articles
are to be silver-plated ; and articles of the same
character, spoons, for instance, or forks, must be
done together. To measure exactly the amount
of metal deposited upon each article the Rose-
leur balance, named for its inventor (Fig. 2), in
the illustration, is used. This accurate apparatus
consists of a pair of beams, on one arm of which
is fastened a rod, bearing a ring (A). The
spoons, forks, etc., are suspended from this ring
by wires in such a way that they hang freely
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without touching each other in the vessel con-
taining the silvering fluid or other plating bath
The end of the rod is connected, in the fluid, as
anode, with the positive pole of the battery. On
the other arm of the beam is a metallic pin (m),
whose end dips into a little vessel filled with
mercury (n), and which is connected with the
negative pole of the battery. The scales are bal-
anced by weights in the lower pan, and the point
of the pin will then just touch the mercury in the
receptacle n. Now a weight is put into the upper
pan, equivalent to the amount of silver which is
to be deposited, which will cause the pin to be
deeply immersed in the mercury. If, for example,
one hundred spoons of equal size are suspended
in the bath, and it is desired to deposit 2 grammes
of silver upon each spoon, a weight of 200
grammes is put into the upner pan. The electric
current makes its way from the negative pole
through the mercury, the beam of the scales, the
ring (R), the silvering bath, the rod (a), and
bacic.again to the positive pole. In the propor-
tion in which silver is deposited upon the spoons
the right arm of the beam falls and the left
rises, lifting the metallic pin more and more out
of the mercury. When the amount deposited has
reached a very little more than 200 grammes the
pin no longer touches the mercury, the current
is broken and the deposition of silver ceases. It,
for sake of experiment, the spoons are weighed
before and after the plating, it will be found
that each one has gained approximately 2 grammes
in weight, an increase which corresponds to the
amount of chemically pure silver deposited. The
differences in the amount of silver in the sepa-
rate spoons will not vary more than a few hun-
dredths of a gramme at most.—Scientific Ameri-
can Supplement.

Indians' Silver Work
Odd and interesting are examples of silver work

made by the Navajo Indians, who, although they
use the crudest of tools, manage to attain unique
beauty. Swastika spoons, hammered out of solid
metal, are $2, with or without turquoise setting.
Swastikas, for watch charm or necklace, are so
cents and $1.
Rings with hand-stamped designs are 75 cents

and $1; set with turquoise, $2.50, and of snake
pattern, with turquoise, $3.50. Artistic sterling
silver souvenir spoons are $2.50.

Up-to-date, absolutely plain silver men's card-
cases, without cover, are $2.75. Others, stitched
on both sides, are $3. Engraved, they come at
higher prices. Another fashionable cardcase that
has a cover, fitted diagonally, comes in the plain
style for $4.50. A sterling silver match safe,
elaborately etched on both sides in an Egyptian
motif and pylon shaped, is $4.
Odd Chinese signet rings, of sterling silver,

bearing the idiographs of health, longevity and
prosperity, are $2.50 ; scarf pins in new designs in
14-karat gold, set with real amethysts, moon-
stones or cat's eyes, are $3.50; sterling hatpins
with hand-worked heads in smooth silver, are 75
cents, and a silver vanity case, containing coin
holder and mirror, with chain handle, is $5.

Chinese Jewelry Made in Germany
The power of German imitation is strikingly

exemplified in a recent creation of jewelry em-
bossed with Chinese characters signifying "lon-
gevity" and "good luck," heretofore exclusively
manufactured by the leading Chinese firms of
Canton and Hongkong, consisting of cuff links,
watch fobs, cravat pins. brooches and other ar-
ticles says Consul J. C. McNally, Tsingtau, China.
The 'German creation is of superior workman-
ship, although the grade of gold is greatly in-
ferior, the German standard being but 14 karat,
while that of the Chinese runs from 18 to 24
karat.
The German manufacturers have outdone them-

selves in the creation of stone in actual repre-
sentation of the jade stone of China. I am in-
formed by a jeweler that the German article so
closely represents the genuine Chinese jade that
dealers themselves can be deceived. The leading
Chinese houses are about to substitute these imi-
tation stones in their mountings, and it behooves
oriental travelers to remember this when purchas-
ing jade ornaments.
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Historic Rings
"Nought treads so silent as the foot of time,"

and it is very infrequently, perhaps only at sea-
sons like the passing of the Old Year and the
beginning of the New, that we for a moment
seriously contemplate how swiftly it rushes on-
wards. Ephemeral creatures as we are, we can-
not grip the idea of time and space without end,
but men have tried to materialize it by signs, and
ill all ages the circle, or more often a snake with
its tail in its mouth, forming a complete ring, has
been used as a symbol of that which we vaguely
call eternity. It is a plain circular ring which is
given in marriage to symbolize the permanent
character of the union. In all times and periods
the ring has been used both for utilitarian and
decorative purposes, and has served sometimes
sacred and sometimes very sordid uses. A ring
is solemnly conferred upon the newly-made
bishop, together with his crozier, a special for-
mula for this being inserted in the Pontifical.
The small circlet of gold is used, as we have said,
in the sacrament of marriage as an outward and
visible sign of plighted troth, and in direct con-
trast to the above sacred uses, stands the medi-
ieval anello della ',torte or poison ring, beautifully
fashioned and chased, with which the Venetian
desperado murdered his unsuspecting victim.

Signet Rings

The early signet rings were signs of authority.
and if a royal personage had need to send a
delegate, the latter would immediately be ac-
credited on his arrival at his destination by the
production of the royal signet. And then, too,
before writing was as common as it is to-day,
men wore signet rings in order that they might
attach their seal to letters and documents. The
rings of ancient Egypt were of pure gold, rather
massive but yet simple in design, and as a gen-
eral rule have the name and title of the owner
in hieroglyphic characters sunk on the oblong
gold bezel. One of our illustrations shows an
Egyptian ring in which is set a scarab, which was
also regarded by the Egyptians as a symbol of
eternity.
The rings worn by the poorer classes in Egypt

'ere of less costly materials, and silver, bronze,
brass or glazed pottery were all employed for the
purpose, and in some of these we find hieroglyphic
inscriptions impressed while the clay was still
moist. Signet rings were also very largely worn
by the Greeks, as a general rule set with en-
graved gems. As one would expect in Sparta,
with its ascetic laws, the use of any substance
more valuable than iron for signet rings was for-
bidden, but in other parts of Greece there were
no such restrictions, and gold rings of great
beauty and fine workmanship have been found.
There is one in the British n useum formed of
two minutely modelled lions, whose bodies form
the hoop while their paws hold the bezel and a
scarab engraved with a lion of heraldic character.
Examples such as this are among the finest exist-
ing specimens of Hellenic jewelry. It almost
looks as though active commercial competition
were the order o2 the day even in Ancient Greece,
that home of the arts, for some of the rings are
in thin repousse gojd, evidencing a desire to make
the most show for the least Possible cost.

The Rings of the Romans

In one of the Pauline epistles we get an idea
of the significance of a gold ring in Roman days.
From the context the wearer of such an orna-
ment was evidently a person of importance. As
a• matter of fact, the Roman plebs wore iron
rings, while ambassadors, senators, consuls and
other chief officers of state were allowed to wear
gold. It is evident that the wearing of costly
rings was a very common practice, for in the
Augustan age valuable collections were made and
frequently offered as gifts in the temples of
Roman deities. One thing is significant, and that
Is that the wearing of different types of rings
was regulated by law. Under one of the em-
perors a man might wear a gold ring who was
qualified by being the owner of large property;
tinder another, every Roman soldier might do so.
At a later period all free citizens were granted
the privilege, silver rings being restricted to freed
men, while a slave had to wear iron.
Later still, when the teaching of the twelve
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men who set out to convert the world not by
dogma but by charity, had permeated the Roman
Empire, and even the Emperor himself had em-
braced Christianity, we find Roman rings en-
graved with symbols of the Christian faith. Ex-
amples of these were found concealed in the
pavement of a Roman villa in Dorset, together
with some coins of the same period. On both the
monogram of Christ appears and one has a dove
within an olive leaf, rudely cut on the silver
bezel. These rings are of special interest, as
Roman objects with any Christian devices have
only very rarely been found in this country.

Celtic and Teutonic Examples

Large numbers of gold rings have been found
in the tombs of our Celtic and Teutonic fore-
fathers. They take many forms and there is a
large collection of these of Scandinavian origin
in the museum at Stockholm, and at Fribourg
there is a finger ring of gold with an incised
design still encircling a bone of the finger that
wore it.
Coming now to medieval times, the signe,t ring

played a most important part in religious and
secular life. We have already referred to the
episcopal ring, and our illustrations show the type
used for a papal investiture and other ecclesi-
astical uses. These papal rings dating from the
fifteenth and sixteenth centuries, were probably
given by the popes to their cardinals; they were
usually worn on the thumb, and made of bronze,
coarsely worked and gilt and set with a foiled
piece of glass or crystal. The name and arms
of the reigning pope were commonly engraved
on the hoop, the bezel being without a device.
They were magnificent in appearance, but of little
intrinsic value. Thumb rings were quite com-
monly worn, and Shakespeare mentions the fact
in Henry IV, Pt. i. Act 2, Scene IV, in which
the massive Falstaff boasts that in his young days
he was slender enough to creep through any
alderman's thumb ring.
We are reminded o; the frightful ignorance

and superstition of the Middle Ages by the cramp
rings, which were worn as a preservative against
that malady. They were supposed to have heal-
ing virtues through having been blessed by the
king, a special form of service being used for this
purpose and a large number of rings were con-
secrated at one time.
A decade or prayer ring, as they were called,

were largely used by pious-minded folk in the
fifteenth century. These rings had ten knobs
along the hoop, and were used in the same man-
ner as a rosary, so that the suppliant or penitent
might count his ayes and pater nosters. From
the look of it, it would not only serve as a rosary,
but as a very efficient form of penance, especially
if some hearty friend was vigorous with his
handshakes. The bezel of such rings was usually
engraved with some sacred monogram. Inscrip-
tions on rings led to the term "posy" rings, so
called from the poesy or rhyme engraved on
them, and during the seventeenth century ex-
amples of this sort were largely used as wedding
rings with such inscriptions as "Love and Obaye"
or "Fear God and love me" engraved on them.
In the latter apparently the obedience is taken
for granted.

Mourning Rings

It was the custom in days gone by to hand
mourning jewelry down from generation to gen-
eration as heirlooms. Many mourning rings were
heavily chased and took the form of a skeleton
curled round the hoop in such a way that the
points of the feet touched the skull, forming a
complete circle. The idea is grotesque and grue-
some enough, but still obtained to a very consid-
erable extent. In others the bezel consisted of a
tiny coffin, through the crystal lid of which the
form of a skeleton is seen, this being of en-
graved ivory, having the lines darkened with
sepia. The name of the deceased person is en-
graved round the shank, and his or her name and
age set out in gold letters on an enamelled back-
ground.

The Murderous Handshake

We have referred above to poison rings, those
diabolical inventions with which Italian poison-
ers made away with their victims in a skilful and
secret way. They were no new invention during
the Renaissance for hollow rings with poison
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vessels were used in classic times. Hannibal is
recorded to have kilted himself by means of such
a ring, and there is the historic example of the
poison ring of Demosthenes. In Renaissance
times the ring was actually used as an easy
method of murder. The bezel was elaborate and
concealed in it was a hollow point made to work
with a spring, which communicated with a cavity
behind which held the poison. The assassin
would give the fatal squeeze while offering the
hand of friendship to his ill-fated enemy.

' The Silver Standard"
We have before us in one book Vols. IV and V

of The Silver Standard—the unique publication
through which the Meriden Britannia Company,
Meriden, Conn. (International Silver Company.
successor), spreads the fame of its products and
the year of their origin. This effective and quaint
combination of the old and the modern in adver-
tising is aptly named "A Periodical of 1847," and
will doubtless do more to perpetuate the fame
and happenings of that year than all the histories.
It was in truth an eventful year, quite apart from
its association with the Rogers' invention of sil-
ver plating and the inauguration of a new era in
silverware manufacture.
An interesting portion of the volume is devoted

to the city of Philadelphia, wherein we find an
illustration showing a view of Fifth and Chest-
nut streets in 1847, where, in that year, were
located the jewelry stores of J. E. Caldwell &
Co. and Bailey & Kitchen, now The Bailey, Banks
& Biddle Co., the former of which was estab-
lished in 1840 and the latter in 1832. A compari-
son of these unpretentious stores with the pres-
ent palatial buildings of these two firms is an
impressive illustration of the development of the
jewelry business in the meanwhile. An article in
this volume too devoted to Nicholas Longworth,
who is styled "A Cincinnati Genius Hard to Un-
derstand," makes an interesting connection be-
tween the middle of the past century and the
present, when the Longworth name is again in
prominence. We also find in this compilation an
excellent illustration of the first United States
mail-carrying steamer built in this country and
aptly named Washington. A comparison of this
side-wheeler of 2000 tons burden, with the mon-
ster ocean greyhounds of to-day (two now on the
stocks being 6o,000 tons burden) is also an im
pressive illustration of the progress of ocean
travel and transportation in the intervening
period.
We are not quite so much impressed with the

progress made when we read, as we do in this
volume, of the great wealth of literary genius of
which our country boasted at that time. In 1845
Poe sold the immortal Raven for the munificent
sum of $1o, and in 1847 was published Prescott's
classic history, "The Conquest of Peru." That
period could boast of J. Fenimore Cooper, Wash-
ington Irving, Hawthorne, Bryant, Longfellow,
Emerson, Elihu Burritt, N. P. Willis, Thoreau,
James Russell Lowell, Oliver Wendell Holmes,
Whittier, and a host of lesser luminaries includ-
ing a number of lady authors whose works are
still held in high esteem. Would that the present
year of 1011 could boast such a list of eminent
men of letters.

It is interesting to learn that in 1847 the ob-
servance of Christmas was still very restricted,
and the press of the period would seem to have
been much in favor of its more general observ-
ance. In connection with an article on the sub-
ject is quoted a law passed by the Puritans in
the Massachusetts Colony in 1651, which said
"Whoever shall be found observing any such
day as Christmas or the like, thereby forbearing
labor, feasting or in any other way upon such an
occasion as aforesaid, every such person so
offending shall pay for such offense five shillings
as a fine to the Colony." It is gratifying that we
have progressed quite as much in toleration and
breadth of view as in things purely material.
This compilation is interesting from beginning

to end. The facts are selected and arranged with
such excellent judgment that their relation is
more in the nature of a fascinating story of com-
pelling interest than a dry history of the time.
TI1E KEYSTONE takes much pleasure in adding

this new volume to the others which already hold
an honored place in its library.



Over Seventeen Years Ago
we opened the doors of The Philadelphia College of Horology to teach young
men Watchmaking, Engraving and Optics. We had a system of teaching entirely
different from any other institution in this country.
Our method was to teach these branches thoroughly and practically from beginning
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Country.

Entry may be math at
any time. 3 Months'
Course, $60. We give
Students actual work
as they advance.

We move to our Larger Quarters March 1st

156 Wabash Avenue, CHICAGO
POWERS BUILDING

For Sale by all Jewelers'
Supply Houses

Price - 75 Cents

Also special cut-out for
securely holding t

r Link Buttons

PATENTED
NOVEMBER 30th

1909

"A New Tool that Has Merit." One end of the clamp has Self-Adjustable jaws that will adapt them-
selves to Rings of any shape and will also grip straight or tapered Rings and " CANNOT SUP." The
other end of Clamp is flat on the face and will hold large Cameo or Initial Stone Rings.

Every Engraver, Stone Setter and Jeweler should have one in his outfit.

Mlaufact aria WORTHINGTON & RAYMOND Jewelers' Fine Tools
and Supplies 102-104 Fulton St., New York
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How to Repair and Clean
Typewriters

As every user of a typewriter knows, the

platen, or roll, is the part of the machine that

wears out first. The constant hammering of the

type against the surface of the platen soon makes

indentations in it, which in a short time amount

to such a degree of roughness that it is impossible

to produce good, clean work.

A compound has recently been discovered

that will restore the platen to its original smooth

condition no matter how badly it is worn or

how long it has been in use.

The formula and the method of using the

compound are as follows : The ideal material for

use in repairing platens would be hard rubber,

but in the process of vulcanizing the rubber be-

comes insoluble to a great degree in the solvents

generally used for making rubber solutions. As

a substitute for hard rubber, celluloid is recom-

mended. The hard variety should be used, which

is sold under the name of imitation ivory. This

is soluble in acetone, amyl acetate and various

other solvents. One of the best solvents is a

mixture of eight ounces of acetone and one

ounce of amyl acetate.

In the absence of anything else in the way

of celluloid, any ordinary article made of this

substance, as a comb, may be used. There is a

variety of celluloid used in the manufacture of

combs which is quite satisfactory for this pur-

pose. The color also is good where this variety

can be obtained.

If the mixture is used it will be well to

use something with it that will give it hardness,

such as finely powdered silica, infusorial earth,

emery or other similar substances. About one

ounce of powdered emery to each eight ounces of

compound is a fair proportion. Powdered soap-

stone also works well for the purpose.

The celluloid solution should be made as

thick as a heavy syrup or molasses. In fact, as

thick as may be spread with a brush. The heavier

it is when used, the sooner it will dry. If a

light colored celluloid is used it is advisable to

add some coloring matter, which may be lamp-

black or preferably gas or carbon black. Just

enough should be used to give the desired grayish

color. Remove the platen from the machine.

The work may be done with the platen in the

machine, but great care must be taken to protect

the working parts from the dust formed when

smoothing up. It also takes less time to do the

work when the platen is removed.

Wash the platen with gasoline to remove all

grease and dirt, and rub it with a piece of fine

emery paper, to give it a new, clean surface.

With a brush paint the mixture carefully over the

platen, giving it a good thick coat.

Lay the platen aside for six hours or longer

for the composition to harden. Then, with a

piece of fine emery cloth smooth it down, taking

care not to cut quite to the original surface of

the platen. This is the delicate part of the work,

and upon the care used in doing it depends the

quality of the job.
Acetone and amyl acetate can be obtained

at any drug store. It usually requires from two

to five hours for the celluloid to dissolve. Break-

ing it up into small pieces hastens solution. The

solution should be prepared in a wide-mouthed

bottle that can be securely corked. It should be

shaken often during the process, as this will pre-

vent the celluloid from forming in lumps. The

bottle should be kept tightly corked and away

from fire, for it is highly inflammable. Should

the mixture become too thick thin it with a little

more of the solvent ; if it is not thick enough, add

more celluloid.
A cheap and simple cleaning compound for

typewriters is composed of the following in-

gredients:

Paraffin oil. I pint
Benzol  5 ounces
Cresol  I drachm
Kerosene  4 ounces
Mix thoroughly.

This compound was for years a secret con-

fined to one or two of the large companies that

rebuild typewriters. The machine is immersed

in the compound, which quickly and thoroughly

dissolves and removes all dirt, gum, grease, etc.

It does not injure the enamel, but on the contrary

improves its appearance, making it as bright as

when new. In making up any desired quantity

of this compound retain the proportions given in

the formula, except that should a quicker drying

mixture be desired the. quantity of paraffin oil

may be reduced and the kerosene increased. In

all cases the lightest grade of paraffin oil should

be used and not the heavier lubricating oils. If

white Paraffin oil is used a water white fluid is

produced ; if dark paraffin oil is employed the

liquid has a light amber color. Oil of citronelli

or oil of sassafras may be substituted for the

cresol, which has no action whatever and is used

simply to disguise the composition of the com-

pound.

To use the compound fill a tub of sufficient

size with it. Place the machine in it and allow

it to remain in the fluid for half an hour. By lift-

ing it up and down gum and grease will be

washed off. Then remove it and dry it with a

soft cloth, brushing the parts not accessible with

the cloth. About two gallons of the mixture are

required in the average case. The compound

may be used as long as any of it is left, as the

dirt settles to the bottom of the tub and the

clean portion may be drawn off. It is necessary

to keep it covered tightly when it is not in use

to prevent evaporation of the benzol. A fair

preparation may be made by using one-third the

quantity of paraffin oil mentioned in the formula,

an equal quantity of kerosene and from one and

one-half to two times as much gasoline.—Seien-

tific American.

Jeweler's Pulling Wax
A wax called "jeweler's pulling wax," is used

for pulling out stones, and also a "wax point,"

for picking up stones which are difficult with the

corn tongs, such as small pearls, cabochon stones,

turquoise, and other similar gems belonging to

the "setter's" art. For the latter purpose a

milder kind of cement is used, as the stones

are required to leave the wax quite easily;

whereas, with the former, a stronger cement is

necessary to hold the object while some force is

being brought to bear upon the work of with-

drawing the stones from their places. The "pull

ing wax" is composed of the following ingredients:

Beeswax   3 parts
Soot   I part

The mixing is performed by warming the wax

until it becomes quite soft, when it is rolled in

the soot, and afterwards manipulated with the

hands until a sufficient quantity of soot has be-

come absorbed to render the mass of the right

5'!

stiffness to grasp and hold on to the stones when

pressed thereon. The wax, when formed of the

right consistency and strength, is moulded into

sticks of suitable thickness for the work in hand.

All you will have to do in using the "wax stick"

is to press it on the face of the stone requiring

to be removed, and then, with a sudden pull of

the wax with the right hand, holding the jewelled

article firmly in the left hand, and pulling in the

opposite direction a little will assist the opera-

tion, when the stone should follow the wax and

be found sticking to it, from which it is easily

removed. Some "gem setters" use nothing more

than shellac for removing stones from light, fra-

gile work. This is prepared by heating and

moulding into the required form, but when it is

brought into use it has to be warmed (unlike

the • special composition with which no warming

is necessary), so also has the stone, or it will

not stick sufficiently to effect the purpose for

which it is being employed.—The Jeweler and

Watchmaker.

Nickel
The growing importance of nickel, especially

since the introduction of nickel steel, stimulates

search for deposits of this metal. Until recently

the world's supply of nickel came either from the

Sudbury mines of Canada or from those of New

Caledonia. At the present moment about 6o per

cent. of the whole is mined in the Sudbury dis-

trict. But recently nickel has been produced in

two other countries—Norway, where it is mined

near Christiansand in the valley of Swtersdal,

and the United States, where deposits have been

found in Nevada and North Carolina. But these

are as yet insignificant. Various processes are

employed in separating the nickel, and among

them the "Mond process" is said to be unique in

metallurgy. It depends upon the action of a

volatile compound on finely divided nickel, and

furnishes the metal in a very high state of purity.

When put on the market it is in the form of

pellets not exceeding five-sixteenths of an inch

in diameter.

Hardness of Silver and Copper Alloys

In Zeitscrift anorg. Chemie three investi-

gators give the results of their experiments on

the properties of the alloys of silver and copper

and among them the hardness as found by the

Brinell method.
follows:

Silver

The results obtained were as

Copper Hard nese
t00% o% 24.8
95% 5% 46.0
94% 6% 49.6
90% to% 50.0
80% 20% 51.0

r00% 40.0

These figures are interesting as they show

that copper is much harder than silver. They also

indicate that increasing the amount of copper in a

silver and copper alloy does not appreciably in-

crease the hardness. It would seem, therefore,

that the belief is erroneous that the increase or

decrease in the amount of copper in sterling

silver has influence upon its hardness. It has been

supposed that unless the full 75 parts of copper

per thousand are present in sterling silver it is

too soft for flatware and particularly forks, but

these results show that a sterling silver of 930

fineness will undoubtedly give equally as good

service as one of the full 925 fineness.
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We will

mail em

lo your

cask/Imps

FREE!

We will mail the above little books,
each a live-wire and "funny enough to
make a hearse horse laugh", to your cus-
tomers or those you want to make your
customers, without it costing you one cent
for either postage or printed matter. Isn't
that "goin' some"? These unique little
books, beautifully printed in colors, not
only boost your business on

(t
rd Self-Filling

Fountain .Pen
but everything else you have to sell. But
that's not all. We will include with the
books, handsome 3-color Invitation Folders,
expressly inviting the recipients to call at
YOUR store and with your name promi-
nently imprinted on the front. That's bringing
the people in for you!

These are only two features out of the seven
contained in our great "business-building" book entitled

"A Plan to Double Your Spring
Fountain Pen Sales at Our Expense."

This plan is compiled in a large 16 page book
finely printed in colors on heavy enameled stock.
It's free. Write for it today—fill out coupon below.
THE CONKLIN PEN MFG. CO., 120 Conklin Bldg., Toledo, Ohio

(CUT HERE)

THE CONKLIN PEN MFG. CO., TOLEDO, OHIO.

GENTLEMEN:—Without obligation to order, please
send your Business-Building Book as described above to

Firm

City and State

This Illustration gives an idea of the

Hof man
Fixtures

used in equipping the new, thorough-
ly up-to-date jewelry store of

H. J. Howe, Syracuse, N. Y.

W- E have made a special
study of the needs of
the jewelry business,

making the fixtures harmonize
perfectly in quality, construction
and design with the merchan-
dise and display the latter to the
best advantage.
Whether you operate a large

establishment or a small depart-
ment, it will be well worth your
while to investigate our fixtures
and our service.

Our catalogue will tell you about
them. Write for it to-day.

John Hofman Co.
83 Leighton Ave., Rochester, N. Y.
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Stationery Department

Stationery as a Side Line

n Idea Which Some Enterprising 
Jewelers

Have Already Found Profitable

Perhaps no line of business has been

afforded such excellent opportunities 
for

evolution and expansion in the last f
ew

years as the stationery trade, says Hen
ry

S. Bunting, in the Official Outfitter. 
No

longer confined to the articles which w
ere

once regarded as "ethical," the paper, 
pens,

inks, blank books and papeteries which o
nce

made up the greater portion of his sto
ck,

the stationer's business has become far

more comprehensive, until now it inclu
des

scores of lines which were once conside
red

distinctly outside this field.
Realizing the possibilities

of the business equipment

line, the sale of office

specialties of a score of

varieties, including pencil sharpeners, check

perforators, letter sealers, etc., the stationer

has entered the wider field and found 
it

profitable to do so; loose leaf devices were

taken in naturally ; office furniture and fil
-

ing cabinets were found to have an excel
-

lent sale, and he has accordingly insta
lled

such lines. Rebuilt typewriters and adding

machines have come latterly to be added to

his stock, and at the present time he is trul
y

an office equipment dealer with the grea
ter

opportunities of the field just dawning upon

him. One of the most profitable and quick
-

selling lines that has come within the range

of the stationer in the past few years i
s

the novelty line. This includes an almost

endless variety of articles peculiarly adapt
-

able to the stationery trade and made up

in a number of materials. In leather it

includes such specialties as wallets, card

cases, bill folds, coin purses, pouches, check

covers, etc., all quick selling and attractive

lines, taking up but a minimum of space,

carrying good profits and adding greatly to

the appearance of the store.

These lines, selected with a view to

the demands of the trade controlled by the

stationer, are always salable, and can be

obtained in such a variety of colors and

shapes at various prices that it is possible

for the little store as well as the large

emporium to handle them to advantage.

Desk accessories in fancy

metal have within recent

years become a part of the

stock of every up-to-date

stationery store, and rightfully belong to

the stationery field. These include com-

plete desk sets, book racks, letter and view

Office

Specialties

Desk

Accessories

holders, ink stands, paper cutters, st
amp

boxes, etc. They are all produced in cast

metal in novel designs and in finishes s
uch

as antique polish and burnished brass,

Roman polished gold, empire bronze, 
Art

Nouveau, verd antique, etc. They add

greatly to the appearance of a show case
,

and while particularly salable at holiday

time, there is a steady demand for t
hem

throughout the year. As a profit maker,

nothing excels the high-class specialty 
or

novelty, the margin running from 75 t
o

Too per cent. and sometimes higher. 
An-

other excellent feature in connection w
ith

the handling of such lines is the eliminat
ion

of department store competition, as 
the

higher priced specialties of this class do no
t

appeal to department store trade.

While a large number of the more at
-

tractive novelties within the range of 
the

stationery trade are imported there has

been a decided increase in the home p
roduct

within recent years, and foreign man
ufac-

turers will have difficulty in meeting the

vigorous competition which is 'even now

making itself felt for the control 
of his

field. Manufacturers of novelties on the

other side of the Atlantic have a 
happy

faculty of creating certain novelties not

produced on this side. This apparent ad-

vantage is, however, offset by the 
greater

wearing qualities of the American 
product

and its substantial character, so that
 the

tendency within recent years has b
een to

patronize the American manufacturer

wherever possible, in preference to the

foreign house.
In order to get the best

Window possible results from the

Displays sale of novelties adaptable

to the stationery trade win-

dow displays should be made at 
frequent

intervals and the newer goods shown to
 the

best possible advantage. Thus a week's

display of metal lines, desk accessories,

book racks, etc., followed by a disp
lay of

leather goods such as purses, etc., will

cause new interest in the store and br
ing in

new customers. It will have a decidedly

beneficial effect in booming the sales of

these specialties and, incidentally, give

variety to the window. Many stationers

have found the sale of leather speci
alties,

such as coin purses, check covers, p
urses,

etc., so profitable that a permanent win
dow

display of these articles is maintained w
ith

good results.
When a novelty for one reason has be-

come a trifle shopworn, or shows a tend
-

ency to become unsalable, the best means 
of

cleaning up stock is to have a special or

discount sale, to clear the store of articles

of this class and make room for new stock
.
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In the handling of these specialties 
the

stationer will make no mistake if he b
uys

nothing but the best lines and marks t
hem

high enough to suit any prospective 
pur-

chaser. It has been demonstrated that with

the better class of trade a dollar article 
will

sell more quickly than a quarter one, 
and

this fact should be a guide to the dealer.

An excellent business can

be developed in the sale of

memorandum books if

properly handled. Samples

of a good line should be placed in a con-

venient if not conspicuous place, where

they can be easily seen and examined. By

having a variety of lines in leather and

paper and in different rulings all demand
s

of the trade can be met, and sales will

follow quickly.

In displaying metal novelties keep them

neatly burnished and in an attractive con-

dition at all times, and see that they are

placed in the best possible positions to at-

tract the eye. Likewise, leather specialties

should be well displayed and attention

called to any new article that has been ad-

ded to the line. Frequently well printed

and conspicuous price tags are a help i
n

selling this line.

If you are not pushing novelties at the

present time, it would be well to add a few

good specialties of this class to your stoc
k

and to see what you can accomplish. The

advertising value of these goods to your

staple lines is a factor well worth consid-

ering. Attractive window displays of nov-

elties are always good advertising.

Memorandum

Books

Refined Measurements

The extreme delicacy of scientific meas-

urement is shown by an apparatus of Eng-

lish invention for comparing official stand
-

ards of length. Its action depends upon the

interference of light waves, causing shad-

ow bands, the width of which is half 
the

wave length of the light employed. The re
d

radiation from hydrogen or cadmium is

used, and its wave length is, say, the fift
y

thousandth of an inch. The machine car-

ries two microscopes, one of which is at
-

tached to one of the glass plates reflecting

the light and producing the interferenc
e

bands. First the recognized standard rod—

say the imperial standard yard—is place
d

under the two microscopes, and one of it
s

terminal marks is brought under the spider

lines of each. Then the rod to be tested is

substituted, and one of its terminals is ac-

curately adjusted. If it varies from the

length of the standard, the other micro-

scope, carrying the reflector, must be

shifted until coincidence is obtained. The

number of bands that move past during the

shifting, multiplied by the half-wave

lengths of the light, gives the difference in

length of the rods.



514We Can Serve You Satisfactorily.
Having the "IMPROVED ILIKIT ,f EYEGLASS MOUNTINGS

AND FRAMESThe nmst inconspicuous Eyeglass Mounting, combining Lightness, Beauty and Comfort.The 11.1KIT Eyeglass represents t he Highest attainment in Eyeglass making. They give thatNeat, Youthful and Stylish appearance so much sought for by the wearer. Will positivelystay ou when properly adjusted.
Ask for the "ILIKIT," made by the Spencer Optical Company.

SPECIAL OFFER.-One sample set of gold-filled 12 "Illkit" mountings, etched on
Per. Doz. Per Pr.Gold tiled Rimless 1/10-12 K.   $ 6.60 $ .60Gold Filled 12 K. 1,10 K IT Shell Guards   6.60 .60ALUMNO 11.1KIT Sanitary Guards   4.00 .45Gold Filled Rimless 1/30-12 K.   5.50Solid 10 K. Gold, Rimless   15.00 1.40When one dozen or more are purchased at one tune we allow 10 per cent. ow for each.Reisner's Improved Lens Measure at   Net, 83.00 each

lenses, ill neat velvet-lined case for fitting, $8.00 net.

ALL WE LACK 1E';
THE OPPORTUNIT\

Don't Buy a Trial Case Until
You See The

AUDEMAIR
10 Per Cent. Discount for Cash

Send for Our Complete Catalogue
of Other Styles.

The Acme of Perfection,
from $10 to $89

Over Twelve Thousand (12,000) Satisfied
Owners of the Audemair Prove our Claim
for the World Renowned Trial Case.
For office, in Oak and Leather, also Traveling,
with divisions for Stock and Lenses, we offer
a Trial Case known as the Special. See descrip-
tions and contents.

AUDEMAIR $10.00 to

Special discount of 101
unless otherwise stated.No. 1052.

Send for our Complete Catalogue ofLenses in Alumno test rings, 114 inches in diameter. Other Styles.
Convex Polished. Concave Gold Plated, They Say "NONE BETTER MADE."35 Pairs each Convex and Concave Spheres. 12 Discs and Colored Glasses.20 Pairs each Convex and Concave Cylinders. Trial Frames No. 1 941 3-cell trial frame10 Prisms. 

and No. 942, $60.00.

$89.00

GOLD FILLED
SPECTACLES

No. 1, 0, 00 Eve
Made by the IMPROVED

METHOD
EXTRA FINISH

IVELI. TEMPERED
I MAI LUST ERE D

V5525. 12 K., 1-10 Frames, Velvet Tip Cable
Temples

5524. 12 K., 1-10 Riding Bow . Frames
5125. 12 K., 1-10 Riding Bow Calle "
1564. 10 K., 1-10 Riding Bow
F565. 10 K., 1-10 Riding Bow Cable "
5354. 10 K., 1-30 Riding Bow
5355. 10 K., 1-30 Riding Bow Cable " . . 5.4o

QUALITY GUARANTEED, same as BILLED

l'er dozer

• • 5.6o
• • 7.00
. . 5.40
• • 6.60

Gold and Gold Filled Riding Bow Mountings1194 10 K., Gold, Riding BOW Mountings  
F5594 1-10 12 K., !tiding Bow Mountings
F594 1-10 10 K., Riding Bow Mountings
5194 1-30 10 K., Riding Bow Mountings

Per doz.
821.75

  $5.60; Cable, 6.75
  5.40; Cable, 6.60
  4.20; Cable, 5.20

LENSES We make a Specialty of BIFOCALS, CEMENT, PERFECTION, BISIGI-11and APLANATIC.
Ask to see THE NEW ONE - THE TWO SIGHT. Specie! Thin Round Segment Cement, $6.00 in Dozen Lots

INTERCHANGEABLE EXTRA WHITE
Per dozen.

1st Qual. 2d (Mal.
Double Convex, 1 eye . . $ .91 8 .77Periscopic Convex, 1 eye, 1.26 .91Periscopic Convex, 0 eye, 1.33 .98
Periscopic Convex, 00 eye, 1.40 1.05

SKELETON OR RIMLESS
Periscopic Convex, let Quality.

0 Eye 52-hole. 3-hole. 4-hole.
00 j $1.154 $1.61 $1.68 per doz.

Periscopic Convex, Id Quality.
0 Eye f 2-hole. 3-1,ole. 4-hole,
00 Eye 1 $1.19 $1.26 $1.33 per dozen

Cemented Bifocals, 1st Quality,
" Interchangeable."

1 Eye, 0 Eye, 00 Fre
$3.00 $3.1 0 $3.25 per dozen

All prices quoted on lenses fl0111 0.12 to 4.25,
Usual advance on strong numbers.
Where not, otherwise stated, we will allowcash discount 10 per cent.

SPENCER OPTICAL COMPANY, 31 Maiden Lane, NEW YORKNEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING 
MANUFACTURING AND IMPORTING OPTICIANS AFTER MAY 1st, 5-7 MAIDEN LANE (NEAR BROADWAY) 

1886 1911

Our 25th Year

5815 Easton Ave., St. Louis, Missouri
WRITE FOR CATALOGUE

$UCCES$ (No matter whatvocation you seek)

Begins and Ends with a Dollar Sign

In this connection we point you to the suc-
cessful and profitable profession of OPTICS
and direct your attention to our unequalled
CORRESPONDENCE COURSE-pro-
nounced by experts to be the best outside
a regular university. It will enable you to

Become an Expert in Correct Fitting of
Glasses without any other Preparation

It is in concise, simple language, and most
thorough-a regular $25 course for only $8
(or $10 in Canada and foreign countries).
If you wish you may pay $2 down and
$1 weekly.

Take the first step to success.
Write to

AMERICAN OPTICAL COLLEGE DETROIT,
I MICHIGAN

(Oldest Correspondence College of Optics in the World)
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Picture Post Cards as Business
Getters

It is no uncommon thing to see prominently
displayed in a merchant's store a sign reading:
"If our goods please you, tell your friends."
That's good advertising. But a retailer in Wis-
consin has hit on an improvement on this idea
which is as successful as it is unique, and he
does it with post cards.
He supplies himself with some very beautiful

post cards. He has fitted up a cozy little writing
room furnished with convenient desk and pen and
ink, and after a customer has been waited on he
or his clerks invite the customer to visit the writ-
ing room and there they make the following
proposition:
"We'll furnish you these post cards and stamps

free if you'll sit down and write a few of your
friends, telling them you've just bought goods of
us and advising them to come in and visit this
store when they need anything in our line."
The customers are usually quite willing, and

often write a dozen or more cards before leaving
the store.

Just think what a tremendous salesforce this
merchant commands in this way. The human
kind are, after all, much like sheep, and the incli-
nation to follow the "bell wether" is strong within
US all. And most certainly we are all easier in-
fluenced by what our friends do.

If this merchant simply asked his customers for
the names of a few friends and sent to each name
in this way secured an invitation over his own
signature, his campaign would only be like that
of all other merchants and consequently have but
little of its present force. But by this unique
plan he makes of every post card an active sales-
man seeking business for him and his store, not
in his own name, but in that of one who himself
has bought of that merchant and is so well
pleased that he advises his friends to do their
trading at the same store.

It would be difficult, indeed, to employ a sales-
man who could offer his employer the same ex-
cellence of service, wide acquaintance and influ-
ence as the "post card salesman" the merchant
can employ in this way. And most certainly a
salesman who could accomplish as much would
demand a much larger salary than the cost of
post cards and stamps.
This "stunt" can be worked by almost any

merchant, in any line of business, and should be
adopted by many retailers who want to increase
their custom in an economical and practical way.
The "live" merchant knows and appreciates the

benefits of keeping in personal touch with his
customers. Many merchants make it a point to
have a pleasant word to say to every customer
who visits their store. It need only be "Good
morning, Mr. Brown," or "Call again, Mr. Jones,"
but experience teaches that the customer appre-
ciates that the merchant should single him or her
out in this way, and it makes them feel at home
at his store and convinces them that their patron-
age is appreciated.
Almost every merchant finds it necessary to

make periodical visits to market, many of them
going four and more times a year. Now while
they are away they, of course, are out of touch
with their customers, but there is a way for them
to have a pleasant word to say to their customers,
and a jeweler who has tried this plan tells us
that it not only pleases his customers but creates
much good business for him. His plan, in brief,
is this:
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When he goes to market he takes with him
a mailing list of his customers and prospects.
While at market he buys a quantity of post cards
and mails one to every name on his list. He is
well acquainted with the personal tastes and
"hobbies" of each person on his list, and takes
advantage of this knowledge in the following
way:
Mrs. Brown is very fond of bronzes. When

he goes to Chicago he takes a picture of Grant
Monument in Lincoln Park and writes to her as
follows : "I remembered your fondness for bronzes
when I saw this card and ant mailing it to you.
Will return about the 15th. Come in and see the
new bracelets I am bringing back." She will be
there on the 15th, sure! Not only that, but her
friends and neighbors will be told about the card
and she will bring some of them along.

If John Smith is addicted to horse racing, then
a picture of a racing horse, or of a speed track,
may be suitably used in his case, with some re-
marks about sporting jewelry.
The fact that he thought enough of Mrs.

Brown or of John Smith to write them a post
card while busy in the city, is understood as an
evidence of friendship as well as an advertise-
ment for his business.
This jeweler sent six hundred cards this way,

and says that for the first three days after his
return from his trip his store looked like the day
before Christmas. Everybody was there with a
smile to acknowledge the receipt of the card and
wanted to see the new goods.
This can be worked as often as a merchant

goes to market, and we cannot think of a better
way to stimulate friendship for the merchant and
interest in his store. It is one of the best means
we have ever heard to secure patrons who are
at present trading with your competitor.-The
Novelty News.

Some "Don'ts" in the Use of a Lacquer
A lacquer salesman, who has apparently found

many odd conditions in his travels, sends us the
following list of "Don'ts" as applied to the use of
lacquer. As they are right to the point they may
serve to soothe the troubles of other salesmen
and lacquer users as well:

Don't put your lacquer in a galvanized iron
tank.
Don't give your work 200° F. in drying if

150° F. is all it requires.
Don't give your work Ho' F. if 2000 is what

it needs.
Don't use a dip lacquer as a brush lacquer

and expect to obtain the same results.
Don't use a cheap lacquer on high-grade work.
Don't use any but the regular thinner made

for the lacquer used.
Don't neglect to remove immediately from

your lacquer any pieces of metal that have acci-
dentally dropped in.

Don't forget to clean your lacquer tank as
often as convenient.
Don't dip your work if you can obtain better

results by spraying.
Don't hold your spray too far away from

your work.
Don't thin your lacquer too much, or leave

it too thick when a thin lacquer is required.
Don't apply your lacquer until you are con-

fident that your work is absolutely clean.
Don't forget that using a special lacquer for

a special finish gives the best and cheapest results.
Don't fail to realize that it is the lacquer that

protects your finishes.

The Antiquity of Jade

Jade goes further back into history than any
other gem mineral. Chinese historians have
grouped their sovereigns under more than twenty
dynasties, beginning with Yu the Great, 2205
B.C.; and though so far back in the dim past,
the Chinese even then made use of the beautiful
green stone which is at present so popular in
jewelry of Oriental design. It was the custom
among them to engrave the date of the birth and
death of their rulers on a tablet of gray-green
jade which marked the grave, and the Chinese
historians, who in their day were very reliable
persons, recorded important events upon long,
thin slabs of the jade. Many of these inscrip-
tions have since proved of great value to modern
historians and scientists in their endeavors to
penetrate China's mysterious past.

After the relief of the Legations at Pekin dur-
ing the Boxer trouble of two, it was learned
that the Chinese court and highest officials had
fled from Pekin, taking with them many of the
ancient and historical slabs. No doubt some of
the inscriptions were of considerable value to
the Chinese themselves, as they were anxious
lest the precious secrets fell into the hands of
the "foreign devils."

When the allied forces entered Pekin, all parts,
except the "Forbidden City," fell a prey to the
soldiers' propensities for looting and souvenir
hunting. The palaces of the rich Mandarins
were stripped bare, and the great stores and
bazaars were sacked from cellar to garret; the
order "no looting" was enforced and respected
so far as is usually the case, and "w-hen Johnnie
came marching home" some loot came with him.
Among the "trophies" were many valuable

specimens of carved jade of exquisite workman-
ship and rare color, a number of which finally
found their way to San Francisco, and were
readily sold to Chinese jewelers, who at once
recognized their value. One piece, in slab form,
which was a fragment 12 inches square, knocked
from the top of a pedestal of white jade at the
entrance to a royal tomb, was completely covered
on both sides with ancient Chinese characters
and symbols, and the education of the people can
be traced, even in this dull slab, for near the
upper edge the characters were crudely engraved
and but vaguely suggestive, while each succeed-
ing series of inscriptions showed improvement,
until at the lower edge, where it was broken from
its base, the engraving was clean cut and easily
interpreted by an educated Chinese.
No doubt the Chinese selected jade for this

purpose on account of the great hardness and
durability of the mineral. As is well known,
jade is used almost exclusively in Chinese jew-
elry, though of late years pearls and opals are
employed to some extent, and within the last
year or so, pink tourmaline.

The carvings seen on some of the finer pieces
of jade are truly beautiful; a tribute to the skill
and patience of the Oriental engraver. The
Chinese lapidary, though handicapped with crude
tools, is far superior to the white man in the
cutting of jade. In sawing large rocks of the
mineral they use a stiff heavy wire about six feet
in length, secured at each end to a rattan bow,
worked patiently backward and forward across
the rock, one man at each end of the bow and
a boy applying the grit and water. The one-piece
jade bracelets are drilled out of the rock by a
copper tube and finished by hand.
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ALEXANDER H. REVELL & CO.
Rees, Dayton, Eastman and Hawthorn Streets, CHICAGO, ILL.

STORE OF W. W. APPEL & SONS, LANCASTER, PA.

"Mutually Gratifying
Results"

A store equipped with fixtures
taken from our Stock Room,
using the "Revell" No. 400 Wall
Cases, No. 11 "Special" Show
Cases and Tables.

Messrs. Appel & Sons had the
misfortune to burn out completely,
and came to " Revells."

Result:
"Cases perfectly satisfactory,

highly pleased with prompt
delivery."
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DO you contemplate remodeling your store ? Let us figure with you.Our Store Architects are at your disposal. Send us a rough pencilsketch of your store as it is, and we will show you what we can do.
Let us show you how to utilize your floor space to save it—to convertyour store into a modern one—to show your merchandise in such anattractive manner that you can obtain a larger profit.
We claim that our prices, QUALITY CONSIDERED, can not beduplicated by any other reputable show case concern i n the United States.

.Drop us a line NOW, whether your requirements are for one case, aomplete store outfit, or none.

The store of Henry Healy, Brooklyn, New York, is equip-
ped: with inlaid mahogany wall fixtures and the

Write for our Catalog C-I

famous "American

_ ___ -

p,------ ----_....----
i_. ----

American Beauty

Beauty" all plate display
case.

, —

_

Display Case No. 480.

Grand Rapids Show Case Co.
GRAND RAPIDS, MICH.

Branch Factory, Lutke Mfg. Co., Portland, Oregon
Offices and Showrooms under our own management

724 Broadway, New York City
51 Bedford Street, Boston
1329-1331 Wash Avenue, St. Louis
233 Jackson Boulevard, Chicago

The Largest Manufacturers of Store Fixtures in the World
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News from Travelers
Herbert Crompton, jewelry buyer for the Weid-

lich Jewelry Co., of St. Louis, who was recently
elected vice-president of the company, has been
in the jewelry business for twenty-seven years.
He is one of the best known jewelry buyers in
the central west. He started in the jewelry busi-
ness with C. F. Happel & Co., of Chicago, in
1883 as errand boy, and remained with this firm
twenty-one years. He met with success, and
after twenty-one years of service with this house
had accumulated a comfortable little "nest egg,"
with which he figured he could become a success-
ful Texas farmer. Six months of farming in
Texas convinced him that the jewelry business
was not so bad after all, so he traded the farm
for a home and moved to St. Louis, where he
accepted a position as buyer with the L. Bauman
Jewelry Co. He held this position for six years
and resigned three months ago to accept his pres-
ent one. Herb enjoys an extensive acquaintance
with jewelry travelers.
The Woodstock-Hoefer Watch and Jewelry

Co., of Kansas City, will be represented on the
road during rgr r by Otto A. Knaul, Purde First-
enburger, George Taylor and E. H. Snow. Mr.
Paulda, who was formerly a traveler for this
house, is no longer with them.
The C. B. Norton Jewelry Co., of Kansas City,

has renewed its contracts with the following
travelers: M. S. Murray, W. C. Morrell, P. N.
Nelson, W. C. Schumann, F. T. Cateron and R.
A. Fletcher. The last mentioned will sell ma-
terial supplies on the road.

Charles Garlick, who is well known to the trav-
eling fraternity, has resigned his connections with
Mount & Woodhull as Western salesman, and
will engage in the diamond business for himself.
He will make his headquarters in the Columbus
Memorial building, Chicago. He will continue to
represent Garland-Fisher Co., of Newark, N. J.

J. G. Ferry has been engaged by the Waterbury
Clock Co. to represent them in northwest terri-
tory, which was made vacant by the resignation
of T. R. Hall. Mr. Ferry was formerly in the
retail business at Eau Claire, Wis.
George Moore, formerly in charge of the mail-

order department of C. D. Peacock, of Chicago,
and who is very well known among Western
travelers for Eastern factories, has been appoint-
ed general manager of Geo. E. Marshall, Inc.,
Columbus Memorial building, Chicago.
Walter X. Brown, of Kansas City, formerly

traveler for Glickhauf & Co., of Chicago, has
accepted a similar,position with M. J. Averbeck,
of New York.

J. C. Duff and William Duff, both of whom
traveled for the old firm of Lapp & Flershem, of
Chicago, and who later went with M. J. Averbeck,
will shortly go into the jobbing business in New
York. They have resigned their positions with
M. J. Averbeck. Both are well known in the
West, where they traveled for many years.
A. Harper, who for several years has been in

charge of the Chicago office of the American
Silver Co., has been promoted to assistant gen-
eral manager at the factory. G. Y. Cheney, who
has represented the company in the central west,
will succeed Mr. Harper as manager of the Chi-
cago office.
Frank T. Barton and Thomas U. and Joe Cat-

low have purchased the interests of George N.
Steere in the George N. Steere Co., of Provi-
dence. and the firm will hereafter be known as
the Catlow-Barton Co. Frank Barton is well
known to the traveling boys, as are also the
other members of the firm. The officers of the
new company are Frank T. Barton, president;
Thos. U. Catlow, vice-president and secretary,
and Joe Catlow, treasurer. Mr. Barton will con-
tinue as traveling representative, and the other
two members will devote their time to the office
and factory. Mr. Barton made a trip through the
West early in the month.
August C. Toeffert, who had been a jewelry

traveling salesman for nearly thirty-five years,
died recently at his home in Cincinnati. He
began his career as a jewelry salesman with the
old Duhme Jewelry Co., of Cincinnati, and later
became the Pacific Coast representative for the
Dueber Watch Case Co. Later he took a road
position with A. & J. Plant, of Cincinnati, which
position he held from 1883 to rnon. At the time
of his death he was traveling for Trier Bros., of
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New York. He is survived by a widow and three
sons.
Gus Weinfeld, traveler for the well-known firm

of H. F. Hahn & Co., of Chicago, had a very
amusing and at the same time somewhat of a
compromising experience with one of his sample
trunks at Rockford, Ill. With proper coaxing he
will tell you about it.
Nearly thirty years on the road for one jobber

is a long time, but such is the case of Robert W.
Barlow, traveler for C. H. Knights-Thearle Co.,
of Chicago. "Bob" is still the picture of health,
and he says there is still many a good order corn-
ing from his order book. His first job as trav-
eler for a jewelry house was with W. B. Clap
Bros. & Co., which firm was doing business in
Chicago in the early eighties. When the firm
changed to Clap & Davis he remained with them
until 1885, when he accepted a position with C. H.
Knights Co., now known as C. H. Knights-

Robert W. Barlow

Thearle Co. Since that time he has traveled
for this firm continuously in Missouri, Kansas,
Illinois and Indiana. "Yes, I believe I am the
oldest jewelry traveler out of Chicago in point
of service. R. B. Truesdale, who traveled in the
central west for Benjamin Allen & Co., was with
his house a year longer than I have been with
my house, but he gave up the road the first of
the year and I succeeded him in the position of
honor. I've traveled up and down my territory
so many times that I believe I would know the
way in the dark. I am still on the job and, mind
YOU, I am going to be for some time. Some of
the best friends I've got in the world are retail
jewelers, and there would be something missing
in my life if I didn't call on them every once in
a while."

Show Card Suggestions

A most useful and satisfactory accomplish-
ment for the man engaged in merchandising, no
less than the professional sign writer, is that of
making a neat and artistic show card, says The
Canadian Painter and Decorator. The art of
card writing is not a difficult one to master if
the beginner will just keep at it. Many times the
dealer or clerk in the store becomes discouraged
because he does not become a finished artist at
once. A great many dealers make but a very
poor attempt, while some, because of their de-
ficiency in penmanship, and through the lack of
proper instruction cease their practice at an early
stage and give way to failure. Some of the best
card writers are very poor penmen, and those
dealers and clerks who have become good show
card writers have all had their beginning. All
beginnings are but trials. Only time and pa-
tience lead to perfection. If you wish to become
a good card writer bear this in mind. Practice
and perserverance are the golden rules by which
you can succeed. The first thing necessary for
the practice of card writing is to have a table
suitable for this particular kind of work. A
table about five feet long and three feet wide
will meet all requirements. The next step, and
the most important, is to know what kind of
brushes to use, as a poor brush is only a detri-
ment and will tend to discourage the beginner.
It has been found that the sable brushes are far
superior to any other, being more elastic they
enable the beginner to draw a straight, steady

line of any length or breadth. The next in fine-
ness to the sable is the ox-hair brush. It is
much cheaper and for the beginner will answer
the purpose fairly well. An assortment of several
sizes is quite necessary. Always have a different
set of brushes for your water and oil coloors. Use
the red sable for your water colors, and the
black sable, on account of its strength, for the
oil. Always clean your brushes carefully after
using them, washing them in at least two waters,
and drying them thoroughly. If you have ne-
glected your brushes too much care cannot be
exercised to bring them to their natural state.
They should be thoroughly soaked and washed,
and all the surplus moisture squeezed from them.
Then lay flat on the table to dry. In the attempt
to save them never cut the end; if the hair pro-
trudes pull out entirely. For colors, use what
are termed dry colors. They can be obtained at
paint stores. With an assortment of flake white,
chrome yellow, ultramarine blue, vermillion and
lampblack, you should be able to write almost any
kind of plain or fancy cards or signs. First, get
a large caseknife, then. a piece of glass to grind
on. Pour color upon this and add enough muci-
lage or gum arabic to make a mixture thick like
paste or syrup. Place each color in a separate
receptacle and, when ready to use, thin by adding
a little water. To make lighter shades of any
color, add flake white; for the darker shades,
lamp black. The different tints can be obtained
by the mixing of the different colors. For green,
mix yellow and blue; lemon, mix white and yel-
low; purple, mix red, ultramarine and white; buff,
mix white, black and yellow ; brown, mix black
and red; olive, mix green, yellow, black and
white; orange, mix red and yellow; rose, mix
yellow, white and red; cream, mix yellow and
white; chocolate, mix black, red and white. As
to cardboard, some card writers prefer the rough
surface to the glazed. For water colors, a plain
board is more satisfactory. When used in full
sheets, one of six by eight-ply thickness is best,
but for small price tickets, etc., fdur-ply will
answer. Cardboard may be obtained in many
colors and tints, but for general use, the plain
white board, lettered with black shadows, is by
far the most effective. Always mark your sign
with a pencil first. It is then much easier to ar-
range the decorative features, as you make the
changes as you desire. The attractive card is
the one which is tastefully arranged, and the one
which shows the originality of the writer. Be
very careful as to your spacing. Leave an equal
white space between each letter. This is very
important to secure uniformity for your work.
Always leave a wide margin around the card, oth-
erwise it will look cramped. The quickest and
neatest way to draw your margin is to place your
little finger at the edge of your cardboard, using
it for a guide. Leave as much space as the
position of the hand will permit. Now by hold-
ing the brush in proper position, draw quickly
toward you, turn the card and treat the other
three sides in the same manner. If this is care-
fully done, the lines will be straight and an equal
distance from the edge. Lay out your card ac-
cording to numbers of words you wish to write.
Count the number of letters, nieasuring their
height, and rule off the desired number of lines,
with equal space. After your card is quite dry
erase with a clean rubber all pencil marks and
other blemishes.

When Nature Was Timekeeper
In the British Museum is a large stone com-

posed of carbonate of lime, which would serve
perfectly as a day laborer's calendar, inasmuch
as it would indicate to him every Sunday and
holiday of the year, though not the day of the
month. Moreover, the stone is an actual time
record of the work done for a long period in an
English coal mine.
The "Sunday Stone," as it is called, was re-

moved from a colliery, drain. When the miners
were at work the water running through the
drain left a deposit colored black by the coal
dust, but when no work was being done the water
ran down clear and left a white deposit. These
deposits in the course of time built up the stone.
Each day the work left a black streak, im-
mediately followed by a white streak made during
the night. Wide white streaks indicate the holi-
days and Sundays.



One secret of Monarch superiority lies in the
wonderful responsiveness of its key action. In
no other typewriter in the world do the keys so
readily yield to the slightest touch of the fingers.
That's why the Monarch is easier to operate
than any other writing machine.

" No Three O'Clock Fatigue"
The long wearing qualities of the Monarch, its ease of operation, its accessibility
and its great visibility, are a few of the reasons why THE KEYSTONE WATCH
CASE COMPANY standardized their typewriter equipment with Light Touch
Monarch machines. A post card will tell you all about it.

The Monarch Typewriter Company
716 Chestnut Street, Philadelphia, Penna.

BRANCHES AND DEALERS THROUGHOUT THE WORLD
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United States Patents
Patents of interest to the trade, recently issued,

especially prepared for this journal by Wm. N.
Moore, patent attorney, Loan and Trust Build-
ing, Washington, D. C.

980,477. Hair Pin or Ornament. William S.
Bechtold, Newark, N. J. Filed Jan. io, 1910.
Serial No. 537,151.

I. A combined barrette and hair pin comprising
an enlarged body portion to be worn outside of
the hair, and having an inner clamping edge or
surface, a head extending from said body portion
and lying substantially in the same plane as said
body portion, and a plurality of tines extending
from said head substantially at right angles
thereto, one of which tines is adapted for the

E. R. TYLER
AUCTIONEER FOR JEWELERS

Mr. E. R. Tyler,
Chicago, Ill.

Dear Sir:----

St. Catharines, Ont., Jan. 2nd, 1911.

I wish to express my appreciation of the success of the auction youhave just closed for us, taking into consideration that you were clearing outour entire stock. 
I think it remarkable that you were able to hold theinterest of the audience to the end and make the sale such a financialsuccess, and after selling for us over five weeks you have left me with aclean reputation and a first class standing in the City.

Your gentlemanly manner and your knowledge of the trade hascreated many friends for you in this community, and I heartily recommendyou to any one requiring an auctioneer and a friend. Do not hesitate torefer anyone to me at any time.

Yours very truly,

(Signed) A. W. Wallace.

Room 1102 : 156 Wabash Avenue, Chicago

purpose of wedging the hair between said tine
and said clamping edge or surface of the body
portion.

2. A combined barrette and hair pin comprising
an enlarged body portion to be worn outside of
the hair, and having an inner clamping edge or
surface, an overhanging arm at one end, a head
extending from said body portion and lying sub-
stantially in the same plane as said body portion,
and having a notch therein forming a recess with
the overhanging arm to be engaged by the hair to
prevent lateral displacement of said barrette, and
a plurality of tines on the other side of the head
from that of the notch and extending substan-
tially at right angles thereto, one of which tines
is adapted for the purpose of wedging the hair
between said tine and the inner clamping edge or
surface of the body portion.

98o,o6o. Diamond and Stone Setting Tool. Joseph
J. Buser, Freedom, Pa. Filed April 27, 1909.
Serial No. 492,438.
A cutting tool for forming seats in the prongs

of rings for the setting of precious stones com-
prising a solid cylindrical shank having its peri-
phery smooth throughout, a collar formed in-
tegral therewith at one terminus thereof and of
the same diameter throughout and of greater di-
ameter than the shank and having each end flat
and uninterrupted, and a head consisting of a
solid cylindrical body portion having an integral
cone-shaped cutting end, said body portion
formed integral with the outer end of and of less

diameter than said collar whereby the collar will
project beyond the plane of said body portion so
as to constitute a stop to limit the cutting move-
ment of the tool, said body portion being of
greater diameter and of less length than the
shank and having a smooth periphery to consti-
tute a polishing medium for the cut away portions
of the prongs during the cutting operation and
further constituting a gauge for the depth of the
seat, and said cone-shaped end provided through-
out with closely arranged teeth formed with cut-
ting edges, said cutting edges extending from the
apex of said cone-shaped end to that terminus
of the body portion in which said end terminates,
said integral cutting end of greater length than
said body portion.
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978,211. Art of Extracting Metals Electrolytically.
James Hart Robertson, New York, N. Y. Filed
June 20, 1908. Serial No. 439,562. Renewed
May 5, 1910. Serial No. 559,485.

I. A method of extracting metals which con-
sists in simultaneously subjecting the powdered

ore thereof while in suspension in an electrolyte
to the combined action of a heated vapor or gas
while in motion, and an electrical current.
2. A method of extracting metals which con-

' sists in simultaneously subjecting the powdered
ore thereof while in suspension in an electrolyte
to the agitating effect of a heated vapor or gas
and in simultaneously effecting the deposition of
the metal upon a fusible electrode.

3. A method of extracting metals which con-
sists in simultaneously subjecting the powdered
ore thereof while in suspension in an electrolyte
to the agitating effect of a heated vapor or gas
and in simultaneously effecting the deposition of
the metal upon an electrode capable of being dis-
integrated by heat.

977,199. Alarm Clock. William J. Larkin, Water-
bury, Conn., assignor to Waterbury Clock Co.,
Waterbury, Conn., a Corporation. Filed Aug.
to, two. Serial No. 576,507.

In an alarm clock the combination with a cyl-
indrical sheet-metal case of a vertical bell-post
fastened at its lower end in the top of the said
case, a bell mounted upon the upper end of the

said post, a hammer-wire and hammer-head, the
former extending upward into the bell through
a clearance-opening formed in the case, and a
sheet-metal alarm-switch pivotally mounted upon
the said bell-post and comprising an operating-
arm, an alarm stop-arm coacting with the said
hammer-wire, and a safety stop which extends
downward into the said clearance-opening and
engages with opposite points on the wall thereof
to limit the swinging movement of the switch
and thus prevent the bending of the hammer-wire
by the alarm stop-arm of the switch.

,

983,018. Watchmaker's Tool. Frank W. Bech-
berttel 

No.
 r,No 54o3.Norwalk, Filed April 7, 1910.

Serial 

T. A watchmaker's tool of the character de-
scribed, comprising a tapered shank having a
central longitudinal recess to receive a balance-
staff, the end of the shank at the opening of the

recess being formed with rounded burnishing
terminations disposed diametrically across the
axis of the tool.

2. A watchmaker's tool of the character de-

scribed, comprising a tapered shank, one ex-
tremity of the shank being beveled on opposite
sides and having a rounded terminating edge
merging into said beveled portions and extending
diametrically across the axis of the shank, said
beveled end of the shank being provided with a
longitudinally extending recess adapted to receive
a balance-staff, said recess being disposed at the
axial center of the shank.

--
983,672. Alarm Clock. Harrison H. Boyce, Oys-

ter Bay, N. Y. Filed Aug. 31, 1910. Serial
No. 579,818.

I. In an alarm clock, the combination with an
alarm bell, of the spring motor of an alarm
mechanism, a striker actuated by said motor
adapted to sound said bell, and means whereby
the tone of said bell is increased as the spring
of said motor is unwound.

2. In an alarm clock, the combination with an
alarm bell, of the spring motor of an alarm

/J

mechanism, a striker actuated by said motor
adapted to sound said bell, and resilient means
whereby the tone of said bell is increased as the
spring of said motor is unwound.

3. In an alarm clock, the combination with an
alarm bell, of the spring motor of an alarm
mechanism, a striker actuated by said motor
adapted to sound said bell, and means normally
in the path of said striker adapted to be gradu-
ally withdrawn by said motor, whereby the tone
of said bell is increased as the spring of said
motor is unwound.

983,295. Gem-setting. James W. Lawson, Provi-
dence, R. I. Filed March 23, 1909. Serial No.
485,266.
I. The improved gem-setting herein described

consisting of a body portion of uniform thick-
ness, a flange of less thickness extending in-
tegrally from one end of said body portion par-
allel with the axis of, and having its outer surface
in direct even and regular continuation of the
outer surface of said body portion, and a shoulder
extending from the inner base of said flange to
the inner surface of said body portion and orna-

mental structures and rings extending integrally
from the other end of said body portion and
from the outer surface thereof and radially from
and substantially at right angles to said axis,
substantially as specified.

2. The improved gem-setting herein described
consisting of a body portion of uniform thick-
ness, a flange of less thickness extending in-
tegrally from one end of said body portion par-
allel with the axis and having its outer periphery
everywhere in alinement with the outer periphery
of said body portion and a shoulder extending
from the inner base of said flange to the inner
surface of said body portion and connections and
ornamental structures extending integrally from
the other end of said body portion and from the
outer surface thereof and radially therefrom and
substantially at right angles to said axis, as and
for the purpose specified.
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Improved Draw Tongs

are now being furnished with our Hand
Draw Bench. They have removable
jaws that can be replaced when worn
at a small cost, and are made from
steel of an exceptionally high tensile
strength. The price of the machine
has not been advanced.

The Oliver Quality Crown

Dental Rolling Mill

is a mighty handy machine for the retail
jeweler. Although it requires but little
space on one end of the work-bench
its capacity is large, the rolls being 2
inches in diameter by 3 inches long.
Quality considered, the Crown Dental
Rolling Mill is the cheapest rolling mill
on the market. q Described in Bulletin
No. 10, just issued. May we send you
a copy?

Do you do any Polishing?

qf Do you do any polishing with a
noisy, nerve - racking, back - breaking
foot power machine ? 1:1[ The Oliver
Quality Electric Motor Polishing Head
requires no skill or effort to operate—
just connect it to a lamp socket and
turn the switch. It is nearly noiseless,
inexpensive to run, and will do more
and better work than any belt-driven
machine. New 112-Page Catalog, No.
17, free for the asking.

The W. W. Oliver Mfg. Co.
1490 Niagara Street : : BUFFALO, N. Y.
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The Pearl Fisheries of North
America

How Can the Unios be Protected from Extermination

By GEORGE F. Ktucz, before the International Zoological
Congress

That the first fishing of the pearl-mussel in
the United States was not for pearls seems very
evident from the fact that we find fresh-water
shell heaps at some distance from the shore, all
the way from Ohio to Idaho, and even into
British Columbia. It is almost certain that the
shell was first sought by the aborigines for the
animal which it contained, and which they used
as food, and that the pearls were found by
chance, although they were soon appreciated and
used as ornaments.

Since the finding of the pearl
Pearl Fevers in this country there have been

numerons "pearl-fevers." The
first was that in the Moravian settlement, near
Bethlehem, Pa., in 1777. Then the great excite-
ment at Notch Brook, N. J., in 1856, when the
Queen Pearl was found, which was subsequently
sold through Tiffany & Co. to the Empress Eu-
genie for 12,500 francs. This led to the absolute
cleaning out of every brook in the State of New
Jersey, and the excitement spread westward for
a number of years. From about 1865 to 1870 the
Little Miami River and its tributaries were fished
in the same ruthless manner. Thereupon fol-
lowed the excitement in Wisconsin, in the vicinity
of Albany, and in other places. Soon after great
enthusiasm was aroused by the discovery of
pearls in the State of Tennessee, in the vicinity
of the Quincy River. Then came the turn of the
White and Black Rivers, and certain inland lakes
in the State of Arkansas. A little later the upper
Mississippi Valley, in the vicinity of Des Moines,
became the scene of operations; for hundreds of
miles up and down the river boats were fitted
out, rakes were used, and the mollusks were
gathered by the hundred ton, so many, in fact,
that one hundred button factories were estab-
lished, and pearls have been sent to New York
and the European markets by the hundred and
the thousand ounces, so that it may be safely
said that at least $200,000, if not as much as
$500,000, worth of pearls in one year have been
obtained from these waters.

About eight years ago the
Pearl Fishing writer endeavored to have a
Legislation bill introduced in our Legisla-

ture, regulating the fishing, as
this had been done in Saxony for nearly two
hundred years; but he was opposed on the ground
that a trust was endeavoring to interfere with the
rights of the pdor workingman. The result is
that at this writing, with the exception of the
four hundred miles of the Wabash fisheries,
which were opened three years ago, and those of
the Illinois River fisheries, all the fisheries pre-
viously mentioned have been depleted, and the
fresh-water mussel has not only been recklessly
destroyed, but in many cases has been almost
entirely eradicated from the waters of the brooks
and rivers which formerly teemed with this form
of life.

The late Dr. Isaac Lee has described some
hundreds of species of Unio,—specimens which
he owned himself,—and he has fortunately do-
nated a large collection to the United States
National Museum, so that no matter what may
result we are assured that one great collection
will exist in this country.

The most recently developed
American pearl fisheries are within the
Fresh Waters limits of the United States, in

the rivers and fresh-water
lakes, and especially those in the Mississippi Val-
ley. As an important industrial enterprise, these
fisheries are less than two decades old, yet they
are very productive, yielding annually above half
a million dollars' Worth of pearls, many of which
compare favorably with the choicest from Ori-
ental seas.

The prehistoric mounds in the Mississippi
Valley present evidence of the estimation in which
pearls were held by a race of men who passed

E KEVSTOINE

away ages before America was first visited by
Europeans. In some of these mounds, erected by
a long-forgotten race, pearls have been found
not only in hundreds and in thousands, but by
pecks and even. by bushels. Some of these equal
three-quarters of an inch in diameter, and in
quantity exceed the richest individual collections
of the present day. Damaged and partly decom-
posed by heat and through centuries of burial.
they have lost their beauty, and are of value only
to the archmologist and to indicate the great
wealth of pearly treasures possessed by these
early people.

In each of five distinct groups of mounds in
Ohio, Dr. E. H. Davis found hundreds of pearls.
some spherical, but mostly irregular, and measur-
ing from one-fourth to three-quarters of an inch
in diameter.*

More recently large deposits
Pearls in Ohio of pearls were found in tumuli

of the Scioto and Miami Val-
leys in Ohio. From one mound in Little Miami
Valley Prof. F. W. Putnam secured 60,000 pearls,
"nearly two bushels" in measure, some drilled and
some undrilled. In the Marriott mound he found
over 250 pearls, all drilled and varying in size
from one-tenth to one-half inch in diameter.*
These were decomposed and partly disintegrated,
so that they would crumble when handled; but
it is probable that when new they were lustrous
and beautiful.

Within the Hopewell group of mounds near
Chillicothe, Ohio, Mr. W. K. Moorehead secured
in 1891-1892 two or three bushels of pearls, num-
bering several hundred thousand, ranging in size
from that of a small millet seed to one-half of
an inch in diameter, and all rudely drilled, ap-
parently for the purpose of attaching them to
clothing. Many smaller collections were found
in the groups above mentioned, but in isolated
mounds outside of these main groups few pearls
have been reported.

The first awakening to a reali-
Pearls in zation of the value of fresh-
New Jersey water pearls in America oc-

curred fifty years ago, when
several beautiful gems were marketed from the
northern part of New Jersey. The story of this
find has been frequently told. A shoemaker
named David Howell, who lived on the outskirts
of Paterson, occasionally relieved the monotony
of his trade by a fishing excursion to some neigh-
boring stream, where he would usually collect a
"mess" of mussels. Returning from one of these
visits to Notch Brook in the spring of 1857, the
mussels were fried with the usual abundance of
grease and heat. After this preparation, one of
them was found to contain a large, round pearl
weighing "nearly 400 grains," which possibly
might have proven the finest of modern times,
had not its luster and beauty been destroyed by
the heat and grease. Had the pearl been dis-
covered in time, its value might have exceeded
$25,000, thus making poor Howell's fried mussels
one of the most expensive suppers ever served
in America.

Hoping to duplicate his wonderful And, How-
ell collected and searched other mussels, and his
example was followed by several of his neigh-
bors. Within a few • days a magnificent pink
pearl was found by a Paterson carpenter named
Jacob Quackenbush. This weighed 93 grains, and
was sold to Messrs. Tiffany & Co., New York
City, for $1,500; and by them it was sold for
t2,5o0 francs to the young and beautiful Empress
Eugenie, from whom and from its great luster
it derived the name "Queen Pearl." Its present
market value would doubtless amount to $to,ocio
or more.

When news of the very large
Crowds Join price received for Quacken-
in Hunt bush's find became public. great

excitement developed in the
vicinity of Notch Brook. Persons came from all
directions to search in the shallow streams for
valuable pearls. Farmers of the neighborhood
tried their luck, and also mechanics and other
residents of the adjacent villages and towns. and
even from Newark, Jersey City, and New York.

Sivgnier arid Davis. Ancient Monuments of the Missis-
sippi Valley, p. 252, Washington, 1848.

t Eighteenth Report, Peabody Museum, p 449, 1888.
I Frank Lazlie's Magazine, Vol. III, pp. 884-888,1857.
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An old resident, who was an eye-witness, de-
scribes the scene as one of great animation, the
crowds of people and the horses and wagons
along the shore giving "an appearance of camp-
meeting time." At least one schoolmaster in the
vicinity is said to have closed his school to give
his pupils an opportunity to engage in the hunt.

With trousers rolled up the people waded
into the shallow water and sought for the mus-
sels in the mud and sand on the bottom. Many
pearls were secured, but none approached in size
or value the two above noted. During 1857 the
New York City market received about $15,000
worth of pearls from these waters, and in addi-
tion many were sold locally or retained as souve-
nirs of the hunt. At the low price of pearls exist-
ing then this figure would mean possibly ten
times as much at present, or $150,000.

The active search soon de-
Depleting pleted the resources of the
the Streams little stream, so that in the

following year the reported
value of the yield was only a few thousand dol-
lars. The decrease continued until in a few years
practically every mussel was removed, and at
present scarcely a single Unio is to be found in
these waters.

The interest in pearling extended far from
the place of the original find; and in Pennsyl-
vania, Ohio, and even as far away as Texas,
search was made in the streams. In the Colorado
and its tributaries, about 20,000 were found in
a short while. Most of these were small and un-
attractive, but a considerable number were re-
ported "as large as pepper-corns" and a few "the
size of a small rifle ball," the number decreasing
with the increase in size. A correspondent in the
Neue Zeit wrote:

"Sometimes they are round, sometimes cylin-
drical, elliptical, hemispherical, or of an altogether
irregular shape. The finest have a milk-white,
silvery sheen; many, however, are reddish, yel-
low, bluish brown, or quite black; the last natur-
ally have no value whatever. As to their value
there is considerable uncertainty, and it can easily
be understood that those who have a great num-
ber of them in their possession greatly overesti-
mate them. So far they are found principally in
the Llano and the San Saba."

After the resources in north-
The Little ern New Jersey were depleted
Miami Pearls and the excitement had died

out, little was heard of pearl-
ing in this country until t876, when many were
found in Little Miami River in southwestern
Ohio. During that year about $25,000 worth
were collected in the vicinity of Waynesville on
that stream. Mr. Israel H. Harris, a banker of
Waynesville, then began collecting these pearls;
and by purchasing during several years nearly
every interesting specimen found in the vicinity,
he made his collection one of the largest and
best known in the country. When sold some
years ago it contained several thousand pearls,
mostly of small size, averaging in weight little
more than one grain each. Included in it was
a series of ornaments, in which the gems were
arranged according to color, so that in one the
pearls were green, in another purplish brown, in
another pink, in another waxy white, and in one
a cream white. It also contained a button-shaped
pearl weighing 38 grains, also several pink ones
almost translucent. A pink nearl of 8 grains was
admired by all who saw it; by reflected light this
had the color and translucency of a drop of molten
silver. A large portion of this collection was ex-
hibited in the American section of the Paris Ex-
position in 1889, and was awarded a gold medal.

From Ohio the industry gradually extended
westward and southward and new fields were
developed, pearls to the value of about $to,000
annually coming on the market from such widely
separated States as Vermont, Kentucky, Tennes-
see, Florida, Texas, Washington, etc. However,
little general interest was taken in fresh-water
pearls and few choice ones were found until the
magnificent resources of the upper Mississipni
Valley were discovered. Owing to the ease witit
which the mollusks may be collected by wading,
it was in the relatively shallow tributaries that
the fishery first developed rather than in the deep
channels of the main stream and of the large
affluents.

(TO BE CONTINUED)
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A Brief  History of the Engraving Block
The earliest Engravers held their work in the hand, resting it on a leather pad or cushion filled with sand. This was varied sometimes by cementing certain
work to a block of wood. About thirty years ago a radical improvement appeared—a flat base block with a revolving top provided with a clamp to hold the
work. After a few years came the improved base, turning to all angles, and seated in a leather ring-pad. Minor improvements were made from time to time,
each one being in the form of an additional device to hold some special class of work. These separate attachments kept growing in number until an Engrav-
ing block outfit became cumbersome and unwieldy, the parts ofttimes became separated and lost. With the large increase in the variety of work, the
Engraver found that the blocks and appliances in use were entirely inadequate for his needs ; they were seriously lacking in capacity, not only for the
variety of objects to be held, but also as to the size of the articles they should hold. This created a remarkable growth in the demand for an Engraving
block that would hold practically everything sold by jewelers. Several new blocks appeared attempting to overcome the difficulties presented, but the trouble
was, that in each case greater capacity was secured only by sacrificing one or more of the vital features of the block—such as uniform shape and size and
convenience of hand hold. Finally, however, careful study and numerous practical experiments resulted in•the invention of an Engraving Block embodying
a new and only correct principle. The Swan Engraving Block (shown in Fig. 1) which has accomplished the threefold remarkable qualities of having the
greatest capacity for size of objects, and the greatest capacity for wide variety of objects, and the fewest parts. An interesting fact is, that we were the
originators of the first improvement over the ancient sand-pad, the flat base, and then the ball base, now after nearly thirty years we again present the only
radical improvement in the last twenty years, or since the advent of the ball base block, which in its time was a great improvement.

Fig.
Height including pad 6"; can be raised to 8"; by using attachment 9
Diameter of base 6"; 'diameter of jaws 3", can be opened to 4J.1"; with

attachment will hold articles up to 9"; weight complete 22 lbs., packed
for shipment 25 lbs.

The tools comprising a complete Swan Engraving Block and Combination
Attachment are as follows:

Cut No. 0. Key, for adjusting the jaws and regulating the height con-
venient for the operator.

Cut No. 1. The Swan Engraving Block. Cut shows the block and 6" leather
pad before any attachments are applied.

Cut No. 2. 36 Assorted Pegs and Pins, in handsome walnut case.
Cut No. 3. The Swan Combination Attachment Complete. They are all

the tools you need.

Price Complete, $20.00

In addition to its ii na p-

proacha ble superiority in

the three essential points

mentioned, it offers to

the buyer numerous

other advantages of very

great importance; the size

and shape of hand-hold

remain the same, no

matter how far apart the

jaws are adjusted; all the

holding parts are more

heavy and rigid than on
any other block; the base

has the weight propor-

tioned more in the center

than has any other block,

making it more firm and

steady; the ledge of base
slopes downward, pre-

venting chips gathering

and adhering to the

hands; hat-pins, etc., can

be held in the block dir-

ectly by putting the pin

right through the spindle
of the block, which is
hollow; the head runs on
ball-bearings.
One dealer writes us as
follows: "We get orders
by mail for other engrav-
ing blocks,but here in our
show-room, where buy-
ers can actually SEE and
TRY ALL the various
blocks, it is a remarkable
fact that of the last forty
blocks we have sold, all
chose the SWAN block
except one, and after two
weeks he came back to
exchange the one he had
bought, for a SWAN."

Fig. 2

The Swan Combination Attachment

The nearest approach to the pre-eminent excellence of the SWAN EN-
GRAVING BLOCK can be had by fitting to any one of the other makes
of blocks, one of our SWAN COMBINATION ATTACHMENTS, shown
here (Fig. V, which is adjustable to fit any block, and which will give
your old block a range and size-capacity it never had before. Send for
illustrated circular showing its many uses.
PLEASE NOTE the few parts comprising the full set of tools necessary
to accomplish so large a range of work. No springs, or unreliable wire
appliances. No cement blocks, or similar time-wasting nuisances.
Simply two plates, two cubes and four pins—always ready, instantly
adjusted, and will hold the work firm, and exactly where you want it.

Price, complete, $6.00

(I...
When YOU see and try the SWAN ENGRAVING BLOCK, you will know WHY the above remarkable record

was made. We cannot tell all its good points here. ASK YOUR DEALER for it. Buy the RIGHT block NOW,

because it will last your lifetime. WRITE FOR EXPLANATORY CIRCULAR AND TESTIMONIALS.

 Manufacturers of 
The Swan Engraving Block. BENCH LATHES, Suitable for
The Swan Combination Attachment. Jewelers, Clock Repairers,
The Stehman Reversible Engraving.Block. Model Makers, Dentists,
Engravers' Tools, a hundred shapes and sizes and small Machine Work.

STEHMAN & SWAN MFG. CO., Inc.
Lancaster, Pa., U. S. A.

THE NEW M. P. SAFETY CATCH
TELLS ITS OWN STORY BETTER THAN WE CAN BECAUSE

Simplicity Beggars Description
A sample sent to any Manufacturer, Jobber or Retail
Jeweler in the world if you address Department B.

Both sizes mounted on patches for repair work.

Electrotypes as shown for advertising

furnished FREE

THE METAL PRODUCTS CORPORATION
MANUFACTURERS OF JEWEL SETTINKIS, METAL ORNAMENTS AND JEWELRY COMPONENTS

NEW YORK OFFICE
611 Broadway, Room 605 1012 Eddy Street, PROVIDENCE R I.PROVIDENCE, R.
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Britannia-metal and How it is
Made

Although it is a popular belief that britannia-
metal has practically passed out of existence, as a
matter of fact more is now used than ever before.
This apparent paradox is explained by the fact
that in former times britannia-metal was used
without planting and was known and sold as such.
Fifty years ago a britannia-metal tea-pot or
sugar-bowl was considered one of the luxuries
of the household. In fact, it replaced pewter
of an earlier period. To-day, however, the same
tea-pot or sugar-bowl, more elaborately adorned,
perhaps, but made of the same metal, is exten-
sively used in the greater proportion of homes
in civilized countries. They are not, however,
made with the britannia-metal surface exposed,
but are silver-plated. It is the fact that they are
silver-plated which prevents the knowledge that
they are actually britannia-metal. The consumer
is not aware of it, nor does he care. Although
practically no ware is new sold under the name
of britannia-metal, the mixture which is used for
making the silver-plated goods has not changed
at all and is the same as that employed when
all articles were left with the bare surface of the
base metal. It will readily be appreciated, there-
fore, that although britannia-metal is not used
ill name the actual consumption in the shape of
silver-plated goods is greater than ever before.

Britannia-metal is an outgrowth of pewter.
Pewter, so extensively used in former times,
contained a large proportion of lead. The pois-
onous nature of lead brought about the desire
to eliminate it. Britannia-metal, which contains
no lead, was therefore evolved.

According to the best authorities, britannia-
metal was first made by Messrs. Hancock &
Jessop, of Sheffield, England, in the year 177o.
The name, of course, was used to perpetuate or
designate the fact that it was a British product.
Previous to this time many cases of poisoning
by pewter were constantly arising. It is probablc
that some confusion existed during that period in
regard to the terms britannia-metal and pewter,
and according to some authorities, a small quan-
tity of lead was often added to cheapen it. At
the present time, however, no lead is used in the
United States ill the manufacture of britannia-
metal, nor has it been used for the last twenty-
five years. Experience has taught the maker that
it is dangerous to the user of the goods even
though plated. In time, when the silver wears
off and the base metal is exposed, lead would
contaminate foods to a greater or less extent.
Makers who desire to use a cheap product now
employ a lead and antimony alloy.

The advantage of britannia-metal lies in its
non-corrosive properties. Tin is the principal
constituent and it is the most inert of the com-
mon metals. The small amounts of antimopy
and copper that are added to harden it do not
affect its non-corrosive properties to any extent.

Although there is no uniform formula for
britannia-metal and it varies with the different
makers, the difference between them is very slight.
They all consist of tin, antimony and copper. The
antimony and copper are added to the tin to
harden it, as pure tin is too soft to be of service,
and although it can be rolled and cast with ease,
articles made of it will not hold their shape. The
desired quality in britannia-metal is that it should
be of sufficient hardness to hold its shape and
yet not be refractory in rolling or spinning.

One of the largest manufacturers of plated
hollow-ware (hollow-ware, of course, is the gen-
eral name for all articles other than spoons, forks
and knives) in the United States uses the fol-
lowing britannia-metal mixture :

Tin.  Iso lbs. — 92.0 per cent.
Antimony.... 10 lbs. = 6.2 " "
Copper  3 lbs. = 1.8 " "

The preceding mixture is used for both rolling
into sheet to be used for spinning or stamping,
and for casting handles, ornaments, etc., in metal
molds.

Another large maker employs the following
proportions of metals for making his goods:

Tin  140 lbs. = 92.2 per cent.
Antimony  9 lbs. = 5.9 " "
Copper  

3 lbs.= 1.9 et
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One of the smaller concerns, but makers of
good goods, uses the following mixture:

Tin  210 lbs. .= 92.8 per cent.
Antimony  12 lbs. = 5.4 "
Copper  4 lbs. = 1.8 "

Comparison of the preceding formulas will
at once indicate that there is very little difference
in the various formulas of britannia-metal of the
different makers.

The tray herewith illustrated was the product
of a manufacturer who was one of the pioneers
in his line of work, and makes no other line of
goods. An analysis of it was made in order to
find the formula which he uses. The results are
as follows:

Tin  94.x 9 per cent.
Antimony  4.08 " "
Copper.  

1.73 de ti

The maker of the tray was one not included
in the britannia-metal manufacturers previously
given.

In making britannia-metal it is unwise to
use cheap metals. Pure Straits tin, the best anti-
mony, and a highly refined copper should be
used. The best and usual method of making the
mixture is first to make a "hardening" of the tin
and copper which can be melted with the tin and
antimony. The melting point of copper is so
high that it cannot be melted in the iron kettle
used for the tin. A plumbago crucible, therefore,
is necessary.

To make the "hardening" equal parts of tin
and copper are melted together and poured into
small bars so that they may be easily broken.
This mixture will readily melt with the tin. To
make the britannia-metal mixture, twice the
amount of hardening is taken that there is copper.
At the same time half the weight of the harden-
ing must be deducted from the tin. In other
words, if a britannia-metal mixture consisting of
the following proportions be used:

Tin  15o lbs.
Antimony.  ro lbs.
Copper  3 lbs.

Then to make it by the use of the "harden-
ing" the change would be made to the following
proportions:

Tin.  147 lbs.
Antimony  Io lbs.
Hardening  6 lbs.

The "hardening" may be made in quantities
so that it will be unnecessary to make a copper
melt every time a bath of britannia -metal is
mixed.

In making the britannia-metal, the antimony
and hardening are placed in the bottom of the
kettle and the tin on top. When the whole is
melted it is thoroughly stirred and scrap added
to cool it. The cooling is necessary for the rea-
son that in order to melt the hardening and anti-
mony it is necessary to heat the inetal hotter than
the temperature used for casting it. In fact, the
pouring temperature should be as low as possible
or the metal will crack in rolling.

Harder or softer britannia-metal mixtures
may be made by increasing or decreasing the
quantities of tin and copper. Too great an exces,,
of copper will render the metal too hard to roll
and increase its melting point so that it is not
easily cast. For both casting in metal molds and
for rolling into sheets to be afterwards spun or
stamped the preceding mixtures will be found
satisfactory, as they are in daily use and are the
result of many years' experience on the part of
the leading makers of hollow-ware.—Trader and
Canadian Jeweler.

Primitive Telephones

Writing from German Africa, a tourist says:
"We found here in the dense forest, among peo-
ple who know nothing of modern scientific dis-
coveries, a good and practical wireless telephone.
The natives have for the purposes of ceremony,
peaceful and warlike, drums of various dimen-
sions made of wood, and these, when beaten,
emit sounds of about an octave in range. Aside
from the ceremonies the drums are used also as

a means of communication. We had a proof of
it one day. Our caravan was ready to start when
our head servant stopped suddenly in this work,
listened intently, and then gave unmistakable
signs of pleasure. We learned later that the
indistinct sounds conveyed to him the news that
a boy had been born to his brother in a neighbor-
ing village."

Prizes for School of Design

A scholarship and a series of bronze medals

have been offered by the New England Manu-

facturing Jewelers' and Silversmiths' Association

to the pupils of the Rhode Island School of De-

sign for excellence in work in the departments of

that institution which have direct application to

those trades.
The scholarship is offered to the person in

the jewelry and silversmithing department show-

ing the greatest amount of progress during the

year. It entitles the holder to a year's tuition
in the evening class.
Bronze medals suitably engraved are offered

to the person doing the best work in each of the
following lines of work: Designing, jewelry,
chasing, hub-cutting and silversmithing. The
awards upon the work will be made at the end
of the school year by a committee appointed by
the association, with Augustus F. Rose, of the
Rhode Island School of Design added.
Having offered the medals for excellence in

work in the lines designated, the association feels
that they should be designed by a student of the
school and therefore offers as an award for the
best design the first medal that shall be struck
from the die, which will be engraved with the
winner's natne and other things. The designs
submitted shall be eight inches in diameter. They
will be reduced to two inches in diameter in the
die. The competition for the design of the medal
closes March 15th.
The action of the association to offer these

prizes was taken at the meeting of the advisory
council of the body upon the report of a com-
mittee appointed some time ago, consisting of
Theodore W. Foster, Englehart C. Ostby, Harry
Cutler, Alfred K. Potter and Everett L. Spencer,
the president, George H. Holmes, being an ex-
officio member.

A Swindle Borrowed From Fiction

Paris reports a pearl swindle so near in design
to the plot of a short story in a recent American
magazine that the inference is irresistible that the
Parisian swindler copied the idea. A perfectly
dressed man called on a well-known Paris jewel-
er. He wanted a unique pearl. The jeweler had
one, but it was expensive—$12,000. The cus-
tomer asked to see it and the jeweler suspiciously
produced it. "The pearl will do," said the swell
stranger, "will you take $to,000?" If so, send it
to my address." The jeweler, more suspicious
than ever, took the pearl round the next morning.
on the chance of the buyer being genuine. He
was quite determined not to be done, and not
to give the pearl up except for cash. The
stranger kept the appointment, paid $to,000 cash
down and took the pearl. The jeweler felt sorry
he had been suspicious of him. A fortnight later
the gentleman called again at the shop. "Could
you find me another similar pearl? The one I
bought from you I like so well that I want a pair.
Of course, I know I shall have to pay more for
the second, and I am prepared to give you just
double what I gave for the first." The jeweler
went pearl hunting, and was lucky enough to find
the exact counterpart of the one he had already
sold. He wrote to his customer, who called, ex-
amined the pearl minutely and gave it back. "I
am awfully sorry to have troubled you, but I
can't take it. It won't do, it will not match the
one I have well enough." The jeweler, left with the
pearl, for which he had paid $16,000, on his hands,
was annoyed and surprised, because, as far as he
could see, the second pearl was the exact counter-
part of the one he had sold before. He was still
more surprised and annoyed on finding out later
that it was the same pearl. The man he had
bought it of for $16,000, hoping to sell it for
$20,000, was a confederate of the original pur-
chaser, and between them the two swindlers had
netted $6000 with an outlay of $10,000, which
works out at 60 per cent. profit in two weeks.



ESTABLISHED 1858

ASK YOUR JOBBER FOR THE

TRADE MARK REGISTERED

BRAND

JEWELERS' FINDINGS

Our ® Brand Gold Solders
are Guaranteed to flow

easily, have good color and

holding qualities.

ESTABLISHED
1858 —

One Pennyweight

EASY FLOWING

FOR KARAT GOLD

Made in different grades—

for Low - 6 - 8 - 10 - 12 - 14 -

16 - 18 - 20 and 22 Karat

Gold. Samples will be

sent free of charge on appli-

cation.

Chicago Office, 42 MADISON ST.
Factory, PAWTUCKET, RHODE ISLAND
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Various Finishes for Zinc

Of all the metals entrusted to the electro-
plater for metallic coating or coloring, not
one is so easy to handle as zinc ; whether it
is to be nickel, brass, copper, silver or gold-
plated, or whether it is to be colored brown,
gray, violet, blue, green, yellow or purple.
Not only is the electroplating of zinc easier,
but it is much the quickest accomplished. It
is a fact, however, that one's whole atten-
tion is required for the work.
In nickel-plating zinc; particular care must

be taken to remove all grease ; if lime is
employed for removing grease it must be
washed off as quickly as possible because
the zinc articles are very readily attacked
by the lime. The best method of removing
grease from zinc (Zn) is by boiling it in
caustic soda (Na OH), keeping it constantly
in motion, however. It is then brushed off
in a watery decoction of Panama bark,
rinsed in cold water (142 0) and transferred
to the rapid nickeling bath. More advan-
tageous, however, is an ordinary "citrate
bath," because with its use, with a current of
three to four volts, the object can be heavily
nickeled in five minutes without moving it
about.

In brass-plating zinc special care must be
taken to scratch it well after a few minutes
and not with a steel, but with a circular
brass wire-brush. The opinion of many
tradesmen that the scratching of brass or
copper is purposeless is entirely wrong. The
more an object is scratched the heavier a
deposit can be had. The brass bath for zinc
consists of:

1,500 parts pure potash, H2CO3.
6o parts chloride of copper, CuC12.
105 parts chloride of zinc, ZnC12.
640 parts nitrate of ammonia, N.H.,.
30 parts cyanide of potassium, CN.

10,000 parts distilled water, H20.

This bath is used at a temperature of 77°
to 86° F., and with a current of three volts.

In copper-plating zinc, the same process is
resorted to as in brass-plating, but the cop-
per bath can be so made up that the scratch-
ing of the object may be omitted. It is com-
posed as follows :

15 parts neutral acetate of copper, CnO.
12 parts spirits of sal ammoniac, NH3

(Spec. gray. 0.96).
35 parts crystallized soda, Na2CO3.
15 parts pure sulphite of soda, Na2S02.
16 parts cyanide of potassium (99 per

cent.) CN.
10,000 parts distilled water, H20.

If the articles to be copper-plated are of
cast zinc it is better to use a copper bath
with which scratching is requisite. Such a
bath is made up as follows:

35o parts blue vitriol, CnSO4.
1,500 parts seignette salt (potassio-sodic,

tartrate), Cx1300„.
800 parts caustic soda, NaOH.
mo parts spirits of sal ammoniac, NH3.

10,000 parts distilled water, 1T20.

If cast zinc articles are scratched, any
non-conducting casting residues that may be
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present will be eliminated and a much finer
coating is obtained than without scratching.
When silver-plating zinc, special attention

must be bestowed on thorough amalgama-
tion. Every spot where the zinc has no
coating of quicksilver will, after the
scratching, turn black in silver-plating, and
the entire work will be useless. The amal-
gamation of quickening bath is made up as
follows :

15o parts of cyanide of mercury, Hg
(CN),.

ISO parts cyanide of potassium, CN (99
per cent).

10,000 parts distilled water, H20.

Having assured ourselves that the object
is well cleaned, it is then drawn quickly
through the mercurial solution and rinsed
off in clean water. After having been passed
through once more they are ready for the
silver bath. If the perfect removal of
grease is doubtful, then the quickening bath
must be diluted with one-third the volume
of distilled water, so that the zinc objects
can be allowed to remain longer in the solu-
tion. Care is, however, necessary, for even
the heaviest plates will crack in the quick-
ening bath. In silver-plating, a very strong
current is turned on at once, but it is al-
lowed to act for but a short time (one to
one and a half minute) and the tension is
reduced to one to two volts. After five
minutes the goods are transferred at once
to the scratching bench, and after washing
another quickening is advisable. • The den-
sity of the silver bath should be about to°
to 15° Baumé.
The gilding of zinc calls for no very great

experience. A slight cleaning (pickling)
suffices, and the gold bath can be used as for
other metals, the gold being dissolved in
boiling hydrochloric acid. When the gold
is all dissolved the chloride of gold (AuC13)
is added to 1120; cyanide of potassium being
at -the same time added.
Zinc can also be readily colored 'without

the employment of current red, for in-
stance, in the following composition :

so parts blue vitriol of copper, CuSO4.
25 parts hi-carbonate of .soda, Na2CO2.
Jo parts tartar, C4I-I50„K.
to parts sulphuric acid, H2SO4.

1,000 parts distilled water, H20.

The articles are immersed for a short time
in the bath, which soon deposits a fairly
heavy 'copper coating. Zinc, as a component
of brass, cannot be brass-plated without
current, but iS very easily gilded. For
silver-plating it is likewise necessary to use
the electric, current.
The patina on zinc is produced as follows:

mo parts hyposulphite of soda, .
HNaSO4.

1,000 parts distilled water, H20, at Too° C.
50 parts English sulphuric acid, H2SO4

(stirring constantly).

In the detained solution of about 6o°
to 70° C. ( t4o° to 158° F.) of sulphite of
soda Na,S02 and sulphurous acid H2S03
pickled pieces of sheet zinc are laid. After
one to three minutes they acquire a pale
green, very brilliant coating. By frequent
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treatment, the deposit is changed to the
deepest gray color.

Iridescent colors are obtained in the fol-
lowing solution:

10 parts dry tartrate of copper, Cu2OH20.
2 parts caustic soda, Na0FI.

15o parts distilled water, H20.

According to the duration of the stay in
this bath, we attain from a violet color to a
very dark red.

If a marbleized finish is desired, pour on
the sheet zinc, while the coloring is still wet,
in some places, hydrochloric acid and, im-
mediately after rinsing, a 5 per cent. solu-
tion of sulphate of copper in H20.
To a previously mentioned solution of

sulphurous acid add :

15 parts chrome alum
+ 24E20.

15 parts hyposulphite of soda, FINaSO4,
whereby a more brownish color is imparted
to the plates.
A bronze finish can also be produced on

cast zinc, but in this case a previous brass-
plating is necessary. After this, the dried
objects are painted with a solution of:

Ifoo parts gold sulphur, SbS,.
50 parts sal ammoniac, NH2.
JO parts hyposulphite of soda, HNaSO4.
50 parts acetate of alumina, AI203.
Dried in a warm stove, then again coated

and after drying brushed with a soft brush.
By dipping in a 10 per cent. solution of
cyanide of potassium (CN in 'H20) the
coating becomes black.
To color the zinc directly black, the ar-

senic bath, composed as follows, is used:

1,000 parts arsenic, As.
wo parts cyanide of potassium, CN, 99

per cent.
40,000 parts distilled water, H20.

The articles change from green to blue,
red, ,brown, violet and slowly turn a deep
black.—Translated from. Die Edelmetall-
Indu.slrie for the Scientific American Sup-
ple. ment.

Cr23S02 K2SO4

-Says Gem Discovery is Old

In answer to an inquiry as to whether it
was possible, as reported in a recent dis-
patch from London, to add luster to dia-
monds and other precious stones by the use
of radium, Dr. George Frederick Kunz,
gem expert, said : "The alleged discovery
that the partial transmutation of precious
stones can be effected by means of radium
is not all new. It is an interesting scien-
tific fact, but of no commercial value. For
instance, a sapphire can be changed from
a blue to a yellow, but the yellow stone is
worth only a fraction of the blue. Sir Wil-
liam Cooke wrote of this years ago. When
subjected to the ultra-violet rays a pale dia-
mond may take on a green hue, but the
change is not permanent."
Dr. Kunz was one of the radium corn-

mission at the St. Louis Exposition in 1904.
He is president of the New York Mineral
Club and the author of 135 papers on gems
and minerals. He has been the gem expert
and third vice-president of the Tiffany
Company since 1879.



One Hundred Cents on the Dollar Returned Minus a Modest Commission for Our Labor 
When you send Old Gold, Unsaleable Jewelry, Sweeps, Filings and Waste to us.
We have the equipment, plant and experience that enables us to give
you far larger returns than you would reasonably expect. That is our
method and secret of .holding our old patrons who advertise us and
make new trade. Our check is sent immediately and we hold the
goods intact until you accept or reject our offer.

We Seldom Have a Check Come Back
Why ! Because we produce by actual results, not by type talk. Actions
count—try us at once.

CONLEY & STRAIGHT
Gold and Silver Refiners, Assayers and Sweep
Smelters, Dealers in Fine Gold, Silver and
Platinum, all Kinds of Gold and Silver Anodes
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A Pioneer in Aluminum
Aluminum at $12 a pound in 1885, when

Charles Martin Hall was a student in Ober-
un College, was, if not a precious metal, at
least a costly one. Aluminum to-day, at 22
cents a pound, has replaced copper, tin, lead,
zinc, and other metals for the commonest
household uses. This has come about large-
ly because while still in college young Hall
determined to find out a cheaper process of
manufacturing it. In presenting to Mr.
Hall the American Electrochemical Soci-
ety's Perkin medal recently, Prof. C. F.
Chandler, dean of American chemists, took
occasion to review the history of aluminum
and to call attention to the part played by
Americans in its development.

As early as 18°7, we are re-
minded, Sir Humphry Davy
obtained an alloy ; and
twenty years later Woehler

succeeded in isolating the metal itself. In
1855 aluminum sold at $90 a pound in Paris.
By 1886 the price had dropped to $12, and
during the same year Hamilton Y. Castner,
an American, brought it down to $4, by his
new process of preparing sodium, which
was essential to its reduction. Shortly after
this Hall, a few months out of college and
only 22 years old, "discovered and invented
what had escaped Woehler, Rose, Denille
and many of the other world-renowned
chemists who had busied themselves with
aluminum over a period of half a century."
He produced a solution of alumina from
which the metal could be obtained by elec-
tric decomposition. Doctor Chandler went

History of

Aluminum

LEATHER
GOODS

JEWELERS' AUCTIONEER

If you want a line of
leather goods you can
stand back of and guar-
antee unreservedly,
investigate our line.
We are not jobbers but
manufacturers. We do
not make a cheap line
—only one line and

WHO 4.

that the best. It includes, Card Cases, Bill Books, Hand Bags, Toilet Sets,Jewel Cases, Ladies' Belts, Gents' Belts, Etc. No better line at any price.Write for catalogue.

PIERCED MONOGRAMS
Our long experience and close attention to the pierced monogram businessplaces us in a position to offer you the best and very latest in artistic and

well made monograms.
We take the same pride
in making a monogram
that you do in satisfying
your customers. We issue
a catalogue which fully
illustrates our work. Send
for one.

Chicago Art
Metal Works

67 Lake Street, Chicago D. 0. HERNDON 1202 Commerce Bldg.
KANSAS CITY, MO.

HOME PHONE, MAIN 2391

on to tell, as quoted in Metallurgical and
Chemical Engineering, how after some ex-
perimenting, Hall's thoughts turned to elec-
trolysis :
"About October 1, 1885, he began to seek

a suitable anhydrous solvent for alumina,
operative at a practicable temperature,
which would bring the alumina into a fluid
condition in which it would yield to the
electric current.
"Fluorspar and the fluorides of mag-

nesium, sodium, potassium and aluminum
were successively tried, but were found to
be too infusible and to dissolve little, if any,
alumina.
"On February io, 1886, he tried cryolite,

the double fluoride of sodium and alumi-
num. This fused readily at a very moder-
ate temperature, and when he dropped in
the white powder of alumina it dissolved
and disappeared as does powdered sugar
or salt in boiling water. It dissolved to the
extent of more than 25 per cent., and the
solution was clear and limpid.

"He thus made his first
First Great great discovery. He pro-
Discovery ceeded at once to apply the

electric current to this so-
lution. His first experiments with clay
crucibles were not successful ; but on Feb-
ruary 23, 1886, he employed a carbon-lined
crucible and was successful in obtaining
aluminum. He had achieved success in in-
venting a process for making aluminum di-
rectly from alumina by electrolysis under
conditions which promised to revolutionize
the industry and furnish the metal at so low
a price as to enable it to replace copper, tin,

ELK TEETH
JUST AS THEY COME FROM
THE INDIAN AND HUNTER

ALL SIZES, white and colored tips.
Any number wanted. On selection to
manufacturers. ' - ne to the right
source for sup 'nes.

Mt. Lion, Lynx and Eagle Claws
for Emblem Work

DIMENSION, CABOCHON GEMS FOR RINGS, SCARF PINS, ETC.
Every sort of fine Gem Minerals in the rough for Gem Cutters.

ALL STRICTLY WHOLES -ILE PRICES

Largest Dealer  in Elk Teeth in the World. Importer of Gem Goods

Price-list free L. W. STILWELL, Deadwood, So. Dak.

252E2525 2525252_5

Announcement
saszsaszsap

On account of the confusion caused
by the similarity in names of the yea-I.
OUR jewelry case manufacturers in
Buffalo and to give it more distinctive
character and individuality,
THE EMPIRE JEWELRY CASE CO.
will heiltlafter March 1st, 1911, be knowna 

WARNER JEWELRY CASE CO.
There will be no change in ownership,
officers, management, or policies.
Simply a change of name.

EDWARD WARNER, Pres.
RUDOLPH J. WARNER, Secy.

After April 1st
642-648 Michigan Street

To Our Regular Trade
we need no introduction. To jewelers who
have not handled our goods we advance three
important reasons why they should.

First—QUALITY
Being the originators and patentees of metal-

lic jewel cases, our experience in their pro-
duction enables us to give you the best that
can be produced for the money.

Second—SERVICE
Unequalled capacity and facilities enable

us to deliver promptly when you say.
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lead, zinc and other metals for an endless
variety of purposes. * * *
"Hall did not escape the usual experience

of the successful inventor. He was obliged
to sustain in court the originality of his in-
vention. The suit was brought in the
United States Circuit Court of the North-
ern District of Ohio, and after an exhaust-
ive discussion of the prior art the patent
was sustained. The opinion was written by
Judge William Howard Taft, now Presi-
dent of the United States. He wrote : 'Hall
was a pioneer and is entitled to the advant-
ages which that fact gives him in the patent
laws.'
"The court declared the patent valid and

issued a perpetual injunction against the de-
fendants. For various reasons there was
considerable delay in devising suitable
means for applying the invention on a man-
ufacturing scale and securing the necessary
capital. But at last, in November, 1888, he
began work in his factory at Kensington,
near Pittsburg, producing 50 pounds of
metal a day. Since that date his progress
has been wonderful. He soon erected
larger works at Niagara Falls as the first
consumer of the electricity supplied by the
Niagara Falls Power Company. At the
present time the company has three estab-
lishments at Niagara Falls, one at Massena
in New York on the St. Lawrence, and one
at Shawinigan Falls in Canada. The total
consumption of electricity is 140,000 horse-
power, probably a larger amount than is
consumed by any other electrochemical
works in the world. The annual Output of
aluminum is now 40,000,000 pounds."

No:306

HIGH GRADE MASONIC RINGS
Superior Quality of Enameling and Engraving

Prices Low Quality the Best

MAX C. LANG MANUFACTURINGJEWELER

Claypool Bldg., Indianapolis
Send us a trial package of repairs Fine Platinum special order work

Third—PRICE
On account of our patented and automatic

machinery our prices are lower than you can
purchase elsewhere, and we will not sacrifice
quality for price.

Our silverware cases and fine pape-
you will find satisfactory in every respect.

Our boxes are guaranteed by guarantee
bond.

If interested we will send you our booklet,
" The Reason Why," free.

If your jobber cannot sup J1 y you,
write us direct.

WARNER JEWELRY CASE COMPANY, liNgiil,Crigngiii

Kindly fill out the coupon and send with order,
in order to obtain this memo.

EMPIRE JEWELRY CASE CO.,
146, 148, 150 Clinton St., Buffalo, N.Y.

Pease send me with the enclosed order
the Empire Loose Leaf Memo.

Name

St. atka No 

City and State  



Wizard of The Hammer
 EXCLUSIVE JEWELRY AUCTIONEER 

CORRESPCNDENCE CONFIDENTIAL
Twenty years of experience. No superiors in the profession. No than
stands credited with a greater number of successes. I solicit the trade
of established jewelers exclusively. My methods are strictly high class.
Assisted by first-class talent. The combined strength of two men with-
out extra expense. Expert advice given free.

cji. partial list of more than 350 Sales personally conducted
and every one a success

A. M. HILL
New Orleans, La.

JOHN CLARK
Mt. Vernon, Ohio

JAKE YUND
Helena, Mont.

G. E. CARTER
Sturgis, N. Dak.

S. NANKIN
Edmonton
Alberta, Canada

C. MORRISON
Topeka, Kans.

L. H. BUCKS
Jefferson, Iowa

H. J. WHITLEY CO.
Spring St. Store
Los Angeles, Cal.

TUTTLE JEWELRY CO.
Butte, Mont.

J. PAUL DUFFIN
Morris, Ill.

GEORGE E. FEGAN
Joliet, Ill.

P. C. PULSE
Oakland, Cal.

T. E. COFFMAN
Rocky Ford, Colo.

C. G. CONYON
Mandan, North Dakota

JOHN DEVINE
Salt Lake City, Utah

P. H. DOLL
Las Vegas, N. Mex.

W. P. HANNA
New Castle, Pa.

KEZAL Z. PULSE
Milwaukee, Wis.

HUMPHREY CR. SON
Huntsville, Ala.

H. M. HECKART
Springfield, Mo.

D. L. BROWN
Sparta, Michigan

Just closed another sale for Ike Kroenburg, Little Rock
A. ITKIN IKE KROENBURG I W. H. FREEDHAMButte, Mont. Little Rock, Ark. Sault Ste. Marie, Mich
When writing state size of store and approximate amount of stock. By
so doing you will eliminate possible unnecessary delays caused by lack
of proper information on the subject.

The Auctioneer
FOR ESTABLISHED JEWELERS

I give my personal

supervision to all sales.

No sale too large or

small. I am ably assisted

by Mr. Wm. Nooney.

Will advance money

or stock to make your

sale a success if neces-

sary. No charge for

estimates. All com-

munications regarded

with strictest confi-

dence. Same returned

if requested.

Phone Long Distance 1091 Kedzie

BERT MATTLER
252 Woodward Avenue, DETROIT, MICH.

Phone Bell Main 6274

P. S.—It took me just two weeks to sell entire $20,000.00 stock of T. A. Westmyer, of
Wheeling, W. Va. Mr. Wesinlyer was for four years president of the Jewelers' Retail
Association anti he knows every Auctioneer in America, yet chose me. There's a
reason—I made hint a profit. Ills sale was limt. month.

FREE OF CHARGE

We will furnish you with many references of late
sales we conducted regarding our ability for
making large profits.

We made the Auction business a lifetime study.
We can positively make money for you.

We ask you, Mr. Jeweler, who could do more
for your interest.

Write us to-day for full particulars.

Telephone Randolph 1339
Established 1885

GOTTLIEB e.? O'NEIL
AUCTIONEERING CO.
Tenth Floor, Boyce Building, CHICAGO, ILL.

A MECHANIC OR, There is big money in expertwatch repairing. The demand
0   for good workmen is larger than the supply. (

0  0. o_ Don't be a mere mechanic, a drudge at ,
your work. Be an expert watch (,( "")-
repairer. We have helped more than
600 young men to get an expert know- "

ledge and training as watch repairers--
1 we can help you. It is easy by our

method. Our experience,DeSelmsPatented
Charts, text books, special methods and equipment give
our students unusual advantages, quick a n d sure ad-
aticement. We will give you more knowledge and training Ina few
months than you can possibly get In a store apprenticeship In as
many years. We will put you in a position to select

1.IW to no an export watch repairer. Come to our
your own Joh and name your own salary. Decideright 20 00
come to us we will come to you by mail ill your own 4500ToSubOoll at your earliest convenience or If you cannot

home. You Oftfl employ your evenings or any spare — ,/

I hue learning without giving up your present
. intnoy meta A little thee and money oey 

spent A WEEKnow w , I, get you a larger Salary later.
a trained expert watelt repairer of you. It Is FREE. - ---Ae,...„.„ /I\ ,

Write for ,tur booklet telling Put bow we will make - A

The DeSelms Watch School .E1.--- &-- ‘\

, 293 Perry Street Attica, Indiana L-/XPIL,R,T §

r ago

•VVATC11 •

-P4.4 fOs'
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4
1.. My special field is high-class trade. As a connoisseur in

line jewelry, bric-a-brac and art goods, I have conducted
most successful sales for the largest houses in the trade.

No stock too large, none too small. The ideal in auctioneering
--my ideal — is prestige and publicity for the store as well as
profit for the proprietor. The reputation of my patrons is my
first consideration. My clients will tell you that every sale was
not only successful but profitable, and proved a permanent benefit.

JOHN F. TURNER
EXPERT JEWELRY

AUCTION EER
15 MAIDEN LANE

NEW YORK, N.Y.

Wnew 

Learn Watchmaking
Watchmaking paye and you
oan earn while you learn.
Write for FREE BOOB,
"How to be a Watchmaker,"
Postal brings It.

STONE'S SCHOOL OF WATCHMAKING
901 Globe Hulloing, ST. PAUL, MINN.

Wheels, Pinions and Parts
For Complicated Watches, Clocks, Chro-
nometers, etc., of every size and descrip-
tion , made and finished to order.

FINE REPAIRING and ALTERATIONS
Winding and Setting Material

E. H. MATTHEY, 83 NASSAU STREETNEW YORK

SELLS LIKE HOT CAKES
(ORDER. TODAY)

AN EXTRAORDINARY SELLER!
A SPECIAL PRICE!

GOLD PLATED SAFETY PINS
$1.524[Rua55a--e-N-00
NET CASH

MTAVERBECK ",'„VotIr 1012 MAIDEN N.Y

PA.TENTS
Write at once for the most liberal offer ever

made for securing patents, designs 51111 trade-
marks. Send sketch for free opinion as to
patentability and ask for the "Inventors'
Guide," the finest book publlahed for inventors.

Best reference. Established 20 years.
WM. N. MI 0012 13

Loan and Trust Bldg., Washington, D. C.

ELGIN HOROLOGICAL
SCHOOL

A Practical School for Watchmakers

Established 1888

Students in Watch Repairing and
Engraving may enter at any time.

Complete Course in Practical Eye
Refraction.

For terms address

ELGIN, ILLINOIS

MINIATURE PORTRAITS
Enameled on

WATCH DIALS
CAPS and LIDS

Plain and
Colored

J.M.BocKer & Co.
Successors to G.F.WADSWORTH

Watch Case
Manufacturers

and Repairers
Everything ill
the 11110 UI
Watch Case
Repairing

Gold and
Silver Plating
Satin Finish
Engraving
and Engine-

T !train g
Changing Old

English and Swiss
Cases to take
American S. W.
Movements
My Specialty

oid cases
made New

Silversmiths'
Building
131 -13 7
Wabash Ave.
CHICAGO

Can be made from
any photograph

or print
A beautiful illustrated sample card and price.

list sent upon request

CARMAN ART CO.
79 Dearborn Street CHICAGO, ILL.

Cr i.1

Makers of

TOWER an STREET CLOCKS
For particulars, write us, mentioning

TOE KEYSTONE

E. HOWARD CLOCK CO.
rst'd 1842 BOSTON. MASS.. U.S.A
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"COMFORT" Resilient Mainsprings
For all makes and sizes of American Watches

Price, $1.25 per Dozen
LINDNER & CO., Cincinnati, Ohio

INDISPENSABLE TO THE RETAIL JEWELER
An assortment of Wells' Perfect
Self-Conforming Ring Adjusters.
Ask your jobber for therm or I
will send prepaid at once (only
flu receipt of price) sizes as
assorted in each unbroken
dozen at the following prices;
I doz. 10 K. gold, $3.75; I doz. gold
filled, $2.00; 1 doz. metal, liSc.Samples of one small and 0110 mod Mtn-large gold

filled and one metal adjuster will be sent for50c., stamps Or Al. 0. Address
CHESTER WELLS, Meahoppeo, Pa.

Watchmakers for the Trade
ENGRAVING AND
JEWELRY REPAIRING

SUDHEIMER & McCOOLE
404-5-6 Holland Bldg., ST. LOUIS, MO.
Prompt and efficient service Write for shipping stickers

M. S. BOWER, Mgr.

Enamels for
Jewelry

We carry a complete line of the
highest grade of imported and domes-
tic enamels which are adapted to all
kinds of jewelry work.

We can furnish opaque and trans-
parent colors for gold, silver and cop-
per. We will gladly exchange at any
time goods which are not satisfactory.

The Chas. M. Robbins Co.
Manufacturing Jewelers Attleboro, Mass.

WE LIGHT YOUR STORE
or Home—from cellar to garret-with 100 to 700

Candle-Power brilliancy
—at less than cost of
kerosene (aod ten times
the light) giviDg you

Gas at 15c Per
1,000 Feet

(instead oft I to 82, which
Gas Companies charge).
With the "Randy" Caso-
line Lighting System or
"Triumph"Inverted Indi-
vidual Light yen get the
best known substitute for
daylight (and almost as
cheap), can read or work
Ir, any part of room—
light ready at a finger
touch — don't have to
move these Lights—the
light CORM to you.
Write for Catalogue and
Circulars (sent FREE).

BRILLIANT GAS LAMP CO.
42 KS State Street :: CHICAGO

HAVE YOU SEEN?
AVERBECK'S NEW CATALOG
IF YOU ARE A RETAIL JEWELERAND
WANTSELLERS SEND FOR IT —

GOODS OF THE UNCOMMON SORT

MJAYERBECIVIZIOPINZHAIDENIANMY

Diamonds Tourmalines
Sapphires Peridots
White Sapphires Aquamarines
Pearls and Reconstructed Rubies
A big selection always on hand. Selection
packages sent out on approval to responsible
parties.

HENRY G. MORRIS
Jewelers' Building, 373 Washington St.

Room 73 BOSTON, MASS.

OUR SCHOOL IS THE SCHOOL FOR YOU
CANADIAN HOROLOGICAL INSTITUTE
S. W. Cor. Church and Wellesley Sta., TORONTO, ONT.

H. R. PLAYTNER, Director  

Increase Your Earning Power. Learn Engraving.
Engraving, although a distinct trade
by itself, has on account of the exist-
ing conditions in theJewelry business,
become very closely allied with thatof Watchmaking, Jewelry Repairing,Optical Work, etc.
If you are already manually trained

in any one or all of these branches of
the Jewelry business, you will in-
crease your earning power from 251i to
50;i if you learn Engraving. Our Cor-
respondence Course of Jewelers' En-
graving consists of (30) Individual
lessons; covers a period of four months
and costs but $20.00 on our easy Pay-ment plan. Write to-day for full
particulars.

THE COLLETT SCHOOL OF ENGRAVING, 41 and 43 Maiden Lane, NEW YORK

ONE PULL (THuliwgEON) DOES 2 THINGS

e'r11111111i

I. Adjusts jaws instantly to any size work.
2. Tightens jaws any hold desired—from a

delicate pressure to a bull-dog grip.

U-Minniamirm

EA(

CROUCH di. FITZGERALD
Jewelrg Sample Trunks and Cases

Extra Deep Trunks and Cases Always in Stook
z77 Broadway 154 Fifth AvenueBet. Cortlandt & Dey Ste. Corner 20th Street

723 Sixth Avenue
Between 41st and 92(1 Streets

NEW YORK

EXPERT
Watch Case Repairing

and

Watch Case Manufacturing

Gold and
Silver
Plating,
Satin
Finishing,
Engraving
and
Engine-
Turning

Old English
and
Swiss Cases
changed to fit
American
Stem. Wind
Movements

Special Cases made to order in Gold and Silverfor English, Swiss and American Movements
OLD CASES MADE NEW

F. H. JACOBSON CO.
209 State Street Chicago

Send for Our NCR' Price-List

I 'raison pays liberal cash prices for Diamonds, Watches and Jewelry.Send stocks no matter how large or small and get immediate returns. Goods will bereturned if offer is not satisfactory. National Bank references given if desired.
M. IRALSON, Masonic Temple, Chicago, III.

I BUY JEWELRY STOCKS

Millistopsuomi,

" A unique vise ; venr
useful in our Repair
Dept —instantly ad-
justed."

—Waltham Watch Co.

Only one hand needed to work it

" Have tested it thor-
°uglily arid it is the
best pinvise I have ever
Scott."

—W. W. Dudley, Supt.,
Hamilton Watch Co.

" Its facility and rigid-
ity make it bv all odds
I he best."

—South Bend Watch Co.
By Chas. T. Higginbotham,

Con. Supt.

QUICKTIGHT PINVISE
It will Pay you to throw away your old pinvise and buy one of these.

Price, $1.50 (because it's worth it). Sent postpaid anywhere.

BUY IT OF YOUR DEALER

EZRA F. BOWMAN'S SONS (Sole M'f'r's) Lancaster, Pa.

NEWARK. BRUSH 
COMPANY

BRUSHES
253 MULBERRY 

STREET 
NEWARK, N. J.

-----

Polishing Set Complete, 
$2.00, Prepaid

COTTON, BRISTLE 
ANP FELT 

WATCH CASE 
BUFFS

FELT AND 
COTTON RING 

BUFFS

BRISTLE WASH 
AND END 

BRUSHES

FELT AND 
COTTON BUFFS

BRISTLE 
POLISHING BRUSHES

SAlISFACTION 
GOARANTERD OR INIONEY 

IIKEIJNUED

• 

You Are Wasting Time When You Serve an Apprenticeship

We have had many jewelers tell us that they consider ever two-thirds of

their apprenticeship's time to have been wasted. Are you doing the samet—

Better St01) it. We can teach you more about practical WATCHMAKING,

ENGRAVING and OPTICS in one year than you can learn in the average

jewelry store in five years. To you this may hardly seem possible, but it is

a fact. We have been doing it for over sixteen years. Let us make a prac-

tical workman of you, and after you have finished your course we have a

good position waiting for you. Send to-day for our prospectus which will

give you full information. liCsa-See ad. on page 510, this issue.

THE PHILADELPHIA COLLEGE OF HOROLOGY
F. W. SCHULER, Principal Broad and Somerset Sts., PHILADELPHIA, PA.

The Massachusetts School of Optometry
Klein School of Optics

The Former Incorporated and Registered with
the New York Slate Board of Education

Practical course in Theoretical and
Practical Optics and Optometry. Prac-
tical knowledge is an essential attribute
for success. You get it here.
Catalogues and particulars on application.

The Massachusetts School of Optometry

185 Summer Street BOSTON. MAS

CATCHY
ENGRAVING
in SPOON BOWLS at
Popular Prices

LET US ENGRAVEA SAMPLE

'1 Artistic Monogram and Letter
Engraving. Gilding.

Send for price-list.

UL,L.STROM (Sk CO.

Asihtemcl Nebraska,

SPECIAL LOW PCIIMS
TRIUMPH AMERIC4N-,

HOER ONE 6ROS5 TO.DAY ORY$900
SINGLE DOZ LOTS 85 Crs,Prp DOZ

VERBECK MANUFACTURER 10-12
NMI" MAIDEN LANE N.Y.

Watch Case Mann-
facturingandRepairing

Old English and Swiss cases
changed to take American stem-

wind movements. Hunting cases

changed to open face. 0.d cases
restored to look like new. New

backs and caps made when too thin

to remove engraving. Raised shields
to cover monograms on filled cases.
Name off and replate filled caps.
Roman and Satin finishing.

Art Watch Case Co.
CHAMPLAIN BUILDING

126 State Street, CHICAGO

When writing to advertisers, kindly mention
The Keystnne

531531

I Established 1891
Write for furthei -tiformation

DIAMONDS rind PRECIOUS STONES'

BOUOIiT AND SOLD

FOR SPOT CASH
Appraisements made for estates or individuals

J. J. COI-113,N
101 I Chestnut Street, PHILADELPHIA, PA.

FRED A. HASKELL Letter, Jewelry & 
Souvenir

ENGRAVER

206 Weybosset St., Providence, R. I.

ENGRAVED SOUVENIR SOUVENIR SPOONS
Send as Spoons and we will Engrave

Buildings, $3.50 doz. Names, $1.20 doz.

/

"`"" -•••••4̀7--- 

A QUICK JOB,
A FACTORY
FINISH AND

A PLEASED
CUSTOMER

ARE ALL YOURS
IF YOU USE
SANGER'S
EMERY RING
BUFFS

•
KLEIN0BROS
LAPIDARY° CO

C
U
T
T
E
R
S
  

,
I
M
P
O
R
T
E
R
S
 

72
E. MADISON
STREET

CHICAGO
ILLINOIS

I,

Aer 101tEO ARC mS

SPECIAL NOTICE.— These "washers" are
covered by United Slates Patent

' No. 894,314, and all ir,jri,rgertrettlo
will be prosecuted.

STONE SETTING
•■■•■•

Urich Patented Perfect Fitting

Case-Screw Washer
Fits perfectly under screw head, and almost invisi-

ble, and has a neat appearance.
Holds movement securely in case, even if case

shoulder is worn away or sprung.

MADE IN ALL SIZES, FROM GERMAN SILVER.

PRICES: Gross, $1.50 ; 4 doz. package, asst., 50c.: single doz., 15c.

FOR SALE AT ALL MATERIAL HOUSES

S. URICH, 334 Columbus Ave., New York City

Mr SPOT CASH for Jewelry Stocks "Ble
I PAY THE HIGHEST PRICES for Diamonds, 

Watches and Jewelry.

Send stocks at once, no matter how large or small, and get money by 
return mail.

National bank references upon request. If offer is not satisfactory will 
return goods.

EMIL NOEL, 541 E. 46th Place, CHICAGO, ILL.
If you should be in Chicago with your stock, make appointment 

with me

by residence telephone Drexel 5323, or office telephone Randolph 1418

ENAMEL
Opaque and Transparent Enamel of every,

variety constantly on hand and :mole to older.
A too a frill line of P.namelers' Sti ppl ics, Mit Dies,
Stones, girt. Any gotals pray i tig u nsat isfactory
cheerfully exchanged.

CARPENTER & WOOD, Manufacturers

14 Calender St., Providence, R. I. •

HORACE J. SMITH
WATCH REPAIRING

FOR THE TRADE

313 Flynn Bldg., Des Moines, Iowa

CATALOGUE No. IR
CABINET OF 12 CROSS BEAT ounurv

WA811F.11-5

11121,0•■■•Na by A-17.• • BLISINI.BIN

XL: Lt-
.! 1!

PRICE 1315 PEN CABINET

De •■• Rm."

 lo

AU.

•■■••

CUT .!4 SIZE

12 Gross Timing Washers
IN FINE LEATHER CASE

For American and Swiss Watches

(II Every watchmaker should have this new
24 bottle assortment. of timing washers.
Diameter and holes are perfect fitting.

q Especial attention is directed to the one
minute assortment for centering regulators
on watches that do not have timing screws.

Price $3.25
FOR SALE BY ALL JOBBERS

Write for illustrated catalogue of fine tools.

Manufactured by

AUNE Cs KLEINLEIN
ELLASTONE BLDG. CLEVELAND, 0.

WATCH REPAIRING Ordinary and complicated R. R. inspection work. Some customers send us ALL their work.

Repairing, stone setting, making special pieces of extra fine jewelry to order, gold plating and coloring.JEWELRY WORK -

ENGRAVING - - - for jewelers and manufacturers, single jobs, small or large lots.

Send for our
Trade Price-List

EZRA F. BOWMAN'S SONS '11=-8t1/ Lancaster, Pa.
Years in
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Small Advertisements
No advertisement Inserted for lessthan 25 cents.
Under beading "Situations Wanted,"ONE ('ENT per word for first twenty-live words. Additional words and ad-

vertisements, TIIREE CENTS per word.Under ail headings except "SituationsVented," THREE CENTS per word.Name, address, initials and abbrevia-tions count as words, and are chargedfor as part of the advertisement.
TO insure inserl• , remittance mustaccompany all orders for ad%,ertise-went s and copy must reach us not laterthan the 25th of t•ach month, for inser-tion in the following month's Issue.
Send blank cheek or draft, or postalor ex oress  y order for $1.00 andover, or postage stamps for smaller

amounts.
If answers are to be forwardedTEN CENTS in postage stamps mustbe enclosed.
The real name and address of every

advertiser must accompany the copy ofthe advertisement.
Advertisers who are not subscribersmust send 15 cents (special Issues 25cents) if they desire a copy of the paperin which their advertisement appears.
Address,

THE KEYSTONE PUBLISHING Co.
809-811-813 N. 19th Street, Philadelphia, Pa.

SITUATIONS WANTED
Under this heading, ONE CENT per word,for first twenty-five words. Additional wordsand advertisements, THREE CENTS per word.No advertisement inserted for less titan 25cents.

YOUNG MAN, age 18, wishes position
where he can finish trade; two years' ex-

perience; will start at $8 per week; Michi-gan preferred. Harry Hill, 427 Champion,
Battle Creek, Mich,
WM CH REPAIRER, first class, experi-
enced and reliable, with reference, willbe open for position April 15th. AddressL. V. Hanes, 922 Olive St., Scranton, Pa. 

WATCHMAKER, jeweler and plain en-
graver wants position in New York

State; steady, good habits and best refer-
ences if wanted; ought to get $18. "S293," care Keystone.
BY watchmaker-jeweler, twenty-two years'

experience; best references. Address G.F. Rawlings, Bloomsburg, Pa. 
COMPETENT watchmaker, optometrist and

general man open for position; salary
$3o; ar,e 28, married; Texas, Mexico or
Pacific Coast States only; eight years' ex-
perience. "Q 294," care Keystone. 
WATCHMAKER wants situation in Kan-
sas or Oklahoma with good workman; no

butcher; own tools; do clock and jewelry
work; wages reasonable. George Peck, We 

Kans.

SALESMAN, retail or wholesale, or man-
ager will come on trial; do not drink.

"1' 102," care Keystone.
BY FIRST-CLASS watchmaker and en-
graver; ten years experience at bench;

can give best of reference; will come at
once; state salary in first letter. C. M.
Lindsey, i206 E. Vilas Avenue, Guthrie,
Oklahoma.

YOUNG man desires a position as watch-
maker and engraver; can give ref.; South

preferred. "C 285," care Keystone.
FIRST-CLASS watchmaker and optician,
Az on railroad watches and all high-grade

work and as inspector; capable of taking
position as head watchmaker or manager
of store; good jeweler, plain engraver;
good all-around man, 27 years on bench
and a hustler; steady. reliable, honest, good
habits, best of recommendations; will have
to give present employer about two weeks'
notice. "M 284," care Keystone. 
POSITION by watchmaker-jeweler, 18

years' expo.; have tools. C. C. Burgess,
Bloomfield, Iowa.

YOUNG man, z8, engraver, understands
clocks-some knowledge of watch work,

desires position April loth where he can
finish trade; no bad habits; refs. D. M.
Martin, 28rs North Thirteenth Street,
Phila., Pa.

CLOCKMAKER and salesman, 23, with 7
years' British and American exp., de-

sires to better present position; will con-
sider any good proposition. "G 272," care
Keystone.

POSITION as watchmaker with 2 years'
exp.; no bad habits; salary not so much

an object as chance of advancement. "M
279," care Keystone.

EXPERIENCED graduate optometrist,
competent grinder and mounter, wants

position, space or interest; West; have
$200 cash, $30o tools, instruments, stock.
"Competent," Gen. Del., Trinidad, Colo.

SITUATIONS WANTED

As WATCHMAKER, plain engraver; can
assist in optics, wishes to change loca-tion; present position with railroad in-spector as !rad watchmaker and manager;prefer position with railroad inspector; 27

years old, married; first-class ref. "11119," care Keystone.

BY As optometrist, watchmaker, show card
writer and window trimmer; fair en-graver; price $32. "M 237," care Keystone. 

WATCHMAKER, Swedish nationality, with5 years' exp. in Sweden and 5 years inthis country; thoroughly competent on
high-grade Swiss and American watches;expert on escapement, balance, hairspringand position adjusting; would like positionwith a first-class house where fine work andclose rating is required, about April 1st orbefore; gentleman of good appearance, age26, salary $25 a week; best of refs. Ad-dress Lewis Jewelers' Supply Co., Denver,Colo.

WATCHMAKER and engraver desires po-sition by April 55th; New York and sur-rounding States preferred; single, age 27,habits the best; refs., mm years exp., owntools. N. A. Maurer, 1207 Sedgley Ave.,Phila., Pa.

SITUATION wanted by young man, first-class jeweler; can do plain watch andclock repairing. "K 282," care Keystone.
BY young man April 1st as watchmaker;6 years' exp. watch, clock and jewelryrepairing; good plain engraver•

' 
graduateoptician; prefer southern States; refs.Curtis (Polytechnic) Peoria, Ill.
 - -YOUNG man wants permanent position asassistant watchmaker; plain engraver, or-dinary jewelry repairer; $10 to start; goodrefs. "AI 283," care Keystone.

YOUNG man, age 29, desires positionsecond watch repairer: can do jewelryrepairing and plain engraving; wait ontrade; good habits and appearance; Iowa orIllinois preferred; $15 per week. "F 280,"care Keystone.

GOOD monogram and letter engraver de-sires position in retail establishment inNew York State. "C 277," care Keystone. 
STEADY position wanted by first-classwatchmaker; temperate, own tools; bestrefs. as to ability and honesty; preferMaine. Mitchell Boynton, Sherman, Maine.
WATCHMAKER, clock repairer, jewelerand engraver and all-around, steady, soberworkman wants permanent position byMarch 15th; East or North preferred. "S258," care Keystone.

OPTOMETRIST, watchmaker, salesman;long exp., ability and satisfactory habits,wishes position with view to purchasinginterest or whole of optical and jewelrybusiness on satisfactory acquaintance; $5000or more to invest; Southern State, Texaspreferred. "H 266," care Keystone. 
WATCHMAKER, thorough and able on allmovements, railroad watches, escape-ments, complications; thorough in clocks,jewelry repairing, jewelry manufacturingand stone-setting; have never had anytrouble; prefer Pacific States; furnish bestof refs.; $30 week, "H 255," care Keystone.
PERMANENT-Practical watchmaker, op-tician; married, middle-aged, 15 years atbench; American, steady, sober; Oklahoma,Kansas, Missouri; write for terms and ref."B 242," care Keystone.
GOOD watchmaker and jewelry repairer;can do some plain engraving; five years'store exp., wishes position under expertengraver where there is chance to finishengraving and high-grade watch repairing;salary $15 week. "1-1 239," care Keystone.
SITUATION wanted April rst as second
watchmaker; Indiana, Ohio or Michiganpreferred; best of refs. "S 245," care Key-stone.

YOUNG single man, watchmaker, jeweler,salesman; can do good work; have owntools, desires permanent position. R. A.Coats, Arkansas City, Kansas.
WANTED-Position jewelry store; gradu-ate watch department Peoria (Ill.) Tech-nical School. K. W. Broughten, Marys-ville, Kansas.

WANTED-Position as engraver and sales-woman with Al firm; five years' exp. andnow employed; best refs. Address "IV B.19," 1201 Heyworth Bldg., Chicago, Ill.
EXPERT repairing watchmaker, long ex-

perience on all watches, escapement and
complications; good and very rapid work,no troubles, $30 week. "K 288," care Key-stone.
YOUNG MAN, fine engraver, able to dojewelry repairing or assist on watchwork; wide experience; West preferred.L. W. Hugett, Batavia, Ill. 
YOUNG MAN, watchmaker, plain engraver,wants permanent position; Wisconsin
preferred. "R 290," care Keystone.

SITUATIONS WANTED

WATCHMAKER and first-class engraver
desires position with reliable firm; fiveyears experience; make monograms forbags, fobs, automobiles, etc.; good refer-ences. "W 269," care Keystone.

YOUNG married man, 24 years old, second
watchmaker-jeweler and engraver; willstart with $55 per week; Ohio or Indiana

preferred. "G 296," care Keystone.

WATCHMAKER, first-class, 8 years fac-tory experience, 6 years job shop; can
handle anything in watches and clocks;
railroad work preferred; married, age 31.
"B 276," care Keystone.

POSITION wanted by young man as
watchmaker; two years experience; good

ref.; no bad habits. Harold Coalburn,
Sparta, Mich.

BY industrious watchmaker, jeweler, en-
graver and optician; best wages; age 36;

total abstainer; seven years with last em-
ployer; good references. R. E. Corbin,
Pacific Grove, Cal.

MANAGER, young, up-to-date, finely edu-
cated, railroad watchmaker, engraver, op-

tician and salesman, good appearance,
strong personality, accustomed to high-class
trade, fifteen years experience, five years
manager, unmarried, would connect with
first-class concern as head watchmaker and
manager or buyer and manager of jewelry
department big concern. "M 298," care
Keystone.

YOUNG unmarried, finely educated hustlerof good appearance and strong person-ality, fifteen years in East with fine tradeas workman, buyer and manager, wouldjoin force of wholesale concern relative to
position on road. "M 2517," care Keystone.

YOUNG MAN, 22, desires position asjewelry salesman; do all kinds watch,
clock and jewelry repairing; own tools;best references; take charge of store. "0
295," care Keystone.

PERMANENT position in an up-to-date
store that can pay $25 weekly salary toa first-class, experienced, reliable and sober

watchmaker; also plain engraver, with best
of references. C. R. McDonald, Elsberry,
Mo.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER WORD

YOUNG MAN, watchmaker, engraver and
salesman, one with store experience;

could use Swedish workman; answer fully
in first letter with references and salary
wanted. Ben Overstreet, Paxton, Ill.

MANAGER of optical and jewelry depart-
ments; Ar, fine refs., 20 years' exp.;

salary $33. "M 236," care Keystone.

WANTED-A live, hustling young man of
good character and appearance that

knows the jewelry business, to act as sales-
man, stockkeeper and window decorator,
etc., in nice store in north Texas town of
14,000; must be a good, steady practicalman and know how to handle the best
trade; state age, salary and full particularsin first letter; refs. required; steady posi-
tion. "S 268," care Keystone.

PERMANENT position for good watch-maker and optometrist about May 1st inretail store; must be pleasant, sober andreliable. D. Goodin, McKinney, Texas.

FIRST-CLASS watchmaker, engraver,jewelry repairer and all-around workman;must be sober and industrious and furnishgood ref.; will pay a good workman$22.5o per week. Wm. H. H. brine,Carlinville, Ill.

FIRST-CLASS watchmaker and engraverwho has had railroad inspection exp.;must have own tools; ref. required; sendphoto; salary $20 per week to start. "B274," care Keystone.

AT ONCE-First-class watchmaker and en-graver; position is permanent; a good cityto live in- state age, salary expected andsend sample of engraving and photo if youhave same. "Sanders, The Jeweler," Ot-tawa, Ill.

WANTED by May list watchmaker andclock repairer; must be first-class me-chanic; none other need apply.. HenryBolte, Jr., 926-928 Atlantic AtlanticCity, N. J.

WANTED-Lady engraver; must be willingto help around the store in a generalway; permanent position to right party. "H238," care Keystone.

A GOOD watchmaker and jewelry repairerfor good Minnesota town; a good positionfor right man; must give ref. "S 234,"care Keystone.

HELP WANTED

GOOD plain watchmaker, with Az refs.Paul M. Strain, Bloomington, Ind.

BRIGHT young man that has had some ex-perience at watch work and generalexperience around store; good chance tofinish trade and steady job. "H 245," careKeystone.

WANTED-Young man, single preferred,experienced salesman and fairly goodwatchmaker, as traveling railway watch in-spector and watch salesman to employees onrailways in Mexico. Spanish language notnecessary; mostly American, delightfulclimate, easy traveling, no watch repairing;salary and expenses; excellent opportunityto right man. Give full information, exp.,refs. and salary expected in first letter;photo if possible. Address A. C. Smith,General Watch Inspector for the railwaysof Mexico, Apartado 92 Bis, Mexico City,Mex. Our refs.: Elgin National Watch Co.,Chicago; The Keystone Watch Case Co.,
Philadelphia, Pa.

WANTED-One watchmaker in each cityas special agent; $5 to $15 per week onspare time; ref. required. "A. 253," careKeystone.

A MAN with good refs. to act as foremanin a large repair shop in the West; sendfull particulars. Address "A. B. i8," 1201Heyworth Bldg., Chicago.

WANTED-A combined watchmaker, opti-cian and engraver; splendid opening for agood man; must be thoroughly reliable andsober. Address R. A. Davis, Springfield,Tenn.

I WANT a young man-son of jeweler pre-ferred-to learn and finish practical watchrepairing. Chas. Reiss, is Maiden Lane,New York.

WATCHMAKER and engraver, good all-around man; position permanent; sendsamples engraving, ref. and state salary ex-pected. Phil. H. Spohn, Greensburg, Ind.

WANTED-First-class jeweler and diamondsetter on platinum and gold work; alsojewelry repairers. Kennedy & Co., 312 and
314 North Sixth, St. Louis.

WANTED-Engravers with experience in
manufacturing jewelry shop. Kennedy &Co., 352 and 3r4 North Sixth, St. Louis.

FIRST-CLASS traveling salesman withref., having trade in middle States sur-rounding Cincinnati. Apply WhitehouseBros., Mfg. Jewelers, 457 Vine Street,Cincinnati, Ohio.

GOOD watchmaker, all-around workman;ref., salary and exp. first letter. C. B.Stover, Palisade, Colo.

WOULD like to correspond with good
watchmaker who would like to spend twoor three months in western Colorado thissummer. "S 287,1' care Keystone.

COMPETENT watchmaker, engraver andsalesman; give all particulars, refs. andstate salary in first letter. "H 286," careKeystone.

A FIRST-CLASS watchmaker and engraverfor good town in Missouri. Apply andgive references to Elliott Jewelry Co.,Globe-Democrat Bldg., St. Louis, Mo.

FIRST-CLASS jewelry repairer and stonesetter, one who engraves preferred; per-manent position to good man; state accom-plishments, experience and salary. R.Brandt, Athens, Ga.

ABSOLUTELY first-class engraver andjeweler; highest wages to right man.Dunbar & Nelson, North Yakima, 'Wash.

WATCHMAKER, engraver; steady positionto right party. W. A. Mosgrove & Co.,5048 I Street, Fresno, Cal.

WANTED, salesman for the middle westfor our watch line; one who has had theacquaintance of the trade; give full de-tails of experience, etc., with application.
HSproehnle & Co., eyworth Bldg., Chicago.

JEWELRY STORE, musical and optical
departments; opportunity for jewelers.For particulars address "G 300," care Key-stone.

WATCHMAKER and jeweler, first class;permanent for good man. C. M. Bank-ston, Winona, Miss.

HALF of net profits and management ofbusiness to good watchmaker and all-around man who will invest $r000 to $2000in one of the best paying stores in north-west. Address "W 301," care Keystone.

WANTED- First-class watchmaker, en-graver, jeweler and salesman; a good all-around man; good wages and permanentposition to right man. Address W. C. F.B. Co., Waterloo, Iowa.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

JEWELRY store wanted, must be well-
established in good location; a cash deal;

ref., First National Bank. Write J. E.
Micks Co., Elkhart, Ind.

SECOND-HAND pair hand rolls, bench
shears, ring-bender, in good shape.

Kors-Meinhardt Jewelry Co., Independence,
Kans.

WANTED-Screw-cutting lathe. A. W.
English, Wyocena, Wis.

SECOND-HAND engraving block, in good
shape. C. H. Elder, 4040 Washington

Boulevard, Chicago, Ill.

WANTED-Street or sidewalk clock,
mounted on iron posts; two dials, about

36 inches diameter; must be in good order;
state condition and quote lowest price. Al-
bert Kamp, Ossining, N. Y.

WANTED-To buy Webster-Whitcomb
jeweling attachment and wheel-cutting

and pivot polishing outfit; must be a bargain
and in Al condition. "II 262," care Key-
stone.

WANTED-To buy jewelry stocks; send
surplus stock to me and get money by

return mail. Emil Noel, 54i East Forty-
sixth Place, Chicago, Ill.

WANTED-"Saunier's Modern Horology,"
Glasgow's "Clock and Watchmaking,"

Grossman's "Detached Lever Escapement,"
and any other good work on horology;
write, with price, etc., to Geo. F. Brown,
51 Merriman Street, Bristol, Conn.

WANTED, old watches, any make Ameri-
can movements in any condition; cash.

Broadbent, 4 South Forty-second Street,
Philadelphia, Pa.

MARINE chronometer, good condition, fine
rating; cash price. D. E. Brown, Sand-

point, Idaho.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

THIRTY-FIVE years established jewelry
and optical business in good Illinois

county seat of 8000; invoices about $7500;
poor health reason for selling; sell at in-
voice price; terms cash; rent reasonable.
"B 292," care Keystone.

LEADING business; fixtures did invoice
$1000, Stock $4900, February 7, Ott;

been to that standard over 7 years; did
over $8000 in 1908, $8983 in i9o9 and
$9645 in 1910; being 25 years at the bench
and wishing to take a trip to Europe is
reason for retiring; positively insure inspec-
tion; rail fare paid if not as represented;
strictly a business town of 2000 people; no
foreigners, no colored people, no saloons;
five towns to draw from; 15o miles south
of Chicago; no old goods; a discount for
cash. "II 265," care Keystone.

LISTEN! About $4000 stock, $400 fix-
tures; cieared $2600 in 1910; will sell

stock, fixtures and rent building, or will
seol stock and rent fixtures and building,
or will sell everything; live town of 5000.
If you have not the money to invest, save
your stamps. Geo. Knebel, Platteville,
Wis.

liALF or entire interest in good jewelry,
optical and repair business; good town;

low rent lease; invoice $3000; special prop-
osition to competent man; investigate.
Wm. Kline, Woodstock, Va.

PAYING jewelry store in good part of
Pittsburg, Pa.; stock $800o; repair trade

$15o per month; could do snore; buyer can
convince himself by staying with me a
month; will give reason for selling to
buyer. "S 244," care Keystone.

JEWELRY and optical business, well lo-
cated in thriving city of 9500; write

quick for full particulars. "R 291," care
Keystone.

FOR SALE

PRETTIEST western city, healthiest
ciimate, prosperous jewelry store, located

auvantageously with living apartments;
stock, fixtures, furniture, $12,000; without
stock, $2000. Address "R 838," care Key-
stone.

Stores, Stocks and Businesses

ONLY jewelry and piano store in town of
800 population; in north Nebraska; fine

farming country; all the bench work one
man can do; $200 buys my fixtures and lo-
cation. Write me at once if interested.
E. H. Loney, Orchard, Nebr.

MUST sell at once, jewelry business; old
established stand of 35 years. It has

started several jewelers on the road to
wealth; guarantee the repair work of
watches, clocks and jewelry will average
over $3000 a year; sales good; location fine,
rent $40 per month, including living quar-
ters; invoice of stock and fixtures $5000;
best of reasons for selling. Address "Box

o," City Post-office, Washington, D. C.

ONLY county seat jewelry store, North
Dakota, for sale; no reasons, no opposi-

tion, good business; $i000 required. If
interested and mean business "P ,68," care
Keystone.

GOOD opening for beginner with small
amount of capital in county seat town;

all the work one man can do; Dakota.
"P 169," care Keystone.

JEWELRY and music store, located in the
sunny San Luis valley of Colorado; pres-

ent population 3600; work started on $300,-
000 beet sugar factory; reasonable tennis;
write quick. W. H. Poole, Monte Vista,
Colo.

JEWELRY store for sale. IIaving two
jewelry stores, also a factory where we

manufacture our numerous inventions, we
find we cannot devote the time to all our
business, therefore we decided to dispose
of one or both of our retail jewelry stores
to suitable parties at a reasonable figure;
the location is among the best and richest
inhabitants of New York City. Please reply
in first instance to "P 185," care Keystone.

FIRST-CLASS jewelry and optical store in
growing town of 5000, county seat, col-

lege town, paved streets, located in the
famous Boise Valley, southern Idaho; irri-
gated fruit and grain country; climate can't
be excelled; on the Oregon Short Line;
another railroad now in construction, two
interurban electric lines; one other jewelry
store; stock invoices $35oo, fixtures $1150;
two and one-half years' lease on room. "II
i74," care Keystone.

HALF MILLION population and as many
more coming; offering good business, es-

tablished 23 years, at insured value only,
because I'm ready to retire; $10,000 cash
required; main street, fine brick block;
beautifully appointed store; ten big mahog-
any cases, two burglar safes; rent and all
expenses very moderate. "W 567," care
Keystone.

A GOOD PAYING jewelry store; best lo-
cation; stock and fixtures invoice about

$1500; a money-making stand for the man
with life. Sherman & Havens, Whitehall,
N. Y.

ONLY JEWELRY business in live, grow-
ing town of 1200, northern Ohio; best

reasons for selling. "M 206," care Key-
stone. 

ONLY JEWELRY and optical store in
lively town of r000; a fine resort town;

rent $12 per month; all repairing one man
can handle; two railroads; stock and fix-
tures invoice $3200; will sell for $2500
cash. A chance to make money for hustler.
Don't write unless you mean business and
have the cash. Poor health and eyes fail-
ing reason for selling. A. P. Kniebes,
Coloma, Mich.

VARIETY STORE with small stock of
jewelry; good run of bench work. Bex

696, Austin, Pa.

ARE YOU looking for a location where
you can make money and have a great

future for yourself; owner compelled to
retire on account of sickness; city about
6000 population, in the Middle West; best
stand- invoice $7000; can reduce. "B 584,"
care Keystone.

CLEARED $1000 over all store and living
• expenses in December, 191o; this store
40 miles west of Philadelphia, can be pur-
chased for $8000 to $10,000; the proprietor
is willing to be qualified that the above
statement is correct. "C 221," care Key-
stone.

IN middle west Texas town of 7000 popu-
lation, climate unexcelled; 25 years' es-

tablished jewelry business, will invoice
$9000; town has doubled in population since
last census and still growing fast; will sell
all or a half interest to the right party.
"E 251," care Keystone.

AN established jewelry and optical business
in a fast-growing county seat in Okla-

homa; 2500 population, electric lights,
water works, two railroads; bench pays
$100 per month; this is a snap and will
stand the closest investigation; stock $2500;
half cash and time on balance. "M," 510
North Walnut Street, Pittsburg, Kansas.

FOR SALE

Stores, Stocks and Businesses

OWING to the death of owner a jewelry
store, located in central Pennsylvania,

must be sold at once; same has all the
necessary furnishings and offers a fine
opening. "B 271," care Keystone.

JEWELRY and optical store in Chicago;
established 8 years; good chance for

watchmaker. S. Davis, 160 West Chicago
Avenue, Chicago.

MY jewelry business, stock, tools, fixtures,
safe, etc.; will invoice over $2000 and

will sell at a discount; I am sick and must
get out. Address "845 P. 0. Box," Leban-
on, N. H.

MUST quit the confinement of the bench;
I have the only jewelry stock, repair

shop and optical practice in town of about
ism; county seat; invoice about $low);
profits about $150 per month; bench work
about $75 per month; must sell .at once.
Address "Box 140," Cimarron, Kans.

ONLY jewelry stock and exclusive shoe
stock in south Michigan town of 1200;

jewelry stock inventories about $1200, shoe
stock about the same; have reduced; sell
separate or together; stores separate. "L
275," care Keystone.

DO you want a nice quiet little money-
maker; all the work one man can do;

just what you have been looking for; ex-
penses practically nothing; town row) popu-
lation; central Ohio, eight surrounding
towns to draw from; only watchmaker;
$50o cash. "H 278," care Keystone.

EASY TERMS-On account of the death
of my husband I must sell jewelry stock

and trade at once for $850; good opening.
Mrs. George Bartlem, Moosup, Conn.

NEW stock of jewelry in college town of
4000; good location, splendid trade; no

optician in town; have large clothing store,
want to devote all time to it. Terms to
suit. E. C. Harlow, Edmond, Okla.

THE only jewelry store and optical busi-
ness in a good live town; established 7

years; splendid opportunity for man with
small means; invoice $2500; can reduce to
suit purchaser; plenty of repair work and
optical business; must be cash and do not
reply unless you mean business. Address
all communications to P. C. Davis, Rich-
mond, Vt.

IN one of the best towns in Iowa, a
jewelry store well established and doing

a fine business; would consider selling half
interest to the right man; business will
bear close inspection. "C 273," care Key-
stone.

WANTED-Quick buyer for jewelry stock;
northern Illinois town, population 2500,

stock $3000; half cash, balance time;
splendid opportunity. Norris, Alister Co.,
Heyworth Bldg., Chicago, Ill.

EXCEPTIONAL opportunity, jewelry store,
established sixteen years; good locality,

cheap rent, located on the North Side of
Chicago; business averages $20,000 a year;
$5000 down, balance to suit buyer. Ad-
dress "A. B. 17," 1201 Heyworth Bldg.,
Chicago. 

THREE years ago I started in the jewelry
business here with no stock, only a work

bench and tools. In that time I have put
in a stock of goods, have 1770 watches on
my watch repair record, own every dollar
of stock, tools and fixtures, invoicing at
about $2000, and have cleared about $lows
besides a good living for myself and family.
In other words, I have made $r000 for
each year above running and living ex-
penses. This business is for sale. The stock
is mostly watches and is up to date. I will
sell for what it will invoice. Don't answer
unless you mean business. If you do I can
show you a good business and a money-
maker. Located in eastern Washington in
a live town. "C 263," care Keystone.

IN southern Wisconsin to a good watch-
maker half interest in stock of jewelry

and optical goods; bench work $80 to $100
a month; the repair work goes to the watch-
maker and no rent, heat or light; best lo-
cation, plate glass front, steam heat; takes
$2500 cash to buy in; watch inspector; es-
tablished 12 years; age reason for selling.
"H 261," care Keystone.

JEWELRY business, established 20 years;
owner has made money and wishes to re-

tire now on account of ill health; clean
stock, good fixtures, central location, low
rent; doing fine paying business; capital
required $7000, or could reduce stock.
H. E. McCoy, Battle Creek, Mich.

JEWELRY store in live North Dakota town,
population 1500; invoice $6z5o; can re-

duce; fine opening for repair man and op-
tician; selling on account of health;
Northern Pacific watch inspectors. "T 264o"
care Keystone.
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ONE of the best paying jewelry stores in
Kansas; doing business of $40,000 yearly;

$5000 repair receipts, $2000 optical business;
stock will invoice about $30,000; reason for
selling, unable to attend to business, failing
health; excellent opportunity for man who
wants flourishing business. T. McKinney,
Ifutchinson, Kansas.

GREAT opportunity-Will sell at bargain
stock, fixtures and tools, invoice about

$lim; no opposition within six miles;
population about 1200; good reason for
selling. Cyrus Novinger, Halifax, Pa.

JEWELRY store and optical business for
sale; invoices from $1200 to $1500; will

allow 25 per cent. discount and give time
if required on the amount over $700; bench
work and sales profits run from $100 to
$15o per month, December excepted-the
sales this past December were $850.29; our
books are our proof of all these figures,
said books are here for your inspection;
they date back for the past three years and
we will vouch for their correctness before a
Notary Public. Our town has ioo popu-
lation, a hustling business town with numer-
ous small industries and is nicely situated
away from larger towns, which gives the
merchants a large and prosperous farming
trade. Competition not strong here, as can
be seen by the large trade this store com-
mands. My reason for selling is not for
print, but will be explained fully to all
prospective buyers. Kelley's Jewelry Store,
Somerset, Ohio.

ONE paying jewelry business in the fast-
est-growing town of Iowa, population 2900;

$1600 will buy good, clean stock at invoice
price; good reason for selling. "B 257,"
care Keystone.

ESTABLISHED 4o years, watch and
jewelry business; fine repair department;

death of proprietor reason for selling.
N. G. Ward, Newport, R. I.

OLD-ESTABLISHED downtown jewelry
store, stock and fixtures, or a part of it

can be bought; also the property for sale
or rent; plenty of bench work. Inquire
R. M. Cooper & Son, 713 Sansom St.,
Phila., Pa.

CONTROLLING interest in a well-estab-
lished material and jeweler's supply corn-

pony; can be purchased at a bargain; owner
must retire on account of health. If in-
terested address "E 233," care Keystone.

A NICE-PAYING jewelry business in
Maine; fine location; one of the best

looking stores in the State; good reasons
for selling. "B 232," care Keystone.

CLEAN, well established jewelry business
eastern Pennsylvania town nearly 4000;

records each year's business show hand-
some profits; splendid opportunity for any-
one; stock, fixtures invoice $2200; can
reduce; more work than one can do; in-
vestigate. "H 247," care Keystone..

JEWELRY business, no competition; rich
surrounding country; about $1000, can

reduce. Box 154, Yamhill, Oregon.

WELL-ESTABLISHED jewelry store,
building located corner main streets; 7000

inhabitants; very low rent; good chance for
man with business ability; stock and fix-
tures invoice about $1500 to $1800;sam en-
gaged in other business which requires my
entire attention. J. R. Gilbert, St. Joseph,
Mich.

JEWELRY store in good locality in
Kansas; only jewelry store in county; 20

miles from nearest competitor; town 1 000
population; stock and fixtures about $1500;
good reasons for selling; good business for
someone. "C 235," care Keystone.

AUGUST 1st, jewelry and optical business
in one of the most hustling little cities

in Michigan; up to date in every way; large
canning factory being built; city growing
fast; population, 5200; best location in city;
,tock and, fixtures about $3300; good reason
for selling. J. H. Chinnery, Scottville,
Mich.

OLD-ESTABLISHED repair business, tools,
material and show case of jewelry; fine

location; will sell at a bargain; have other
business; also large steel-lined jewelers'
safe; bargain. J. F. Krieft, Delphos, Ohio.

WOULD you like a jewelry and stationery
business in Vermont town, established 20

years? Write for particulars, or better
come and see us. F. R. Seymour, South
Royalton, Vermont.

GOOD-PAYING jewelry business in Illinois
town of 1600; a good center; invoices

$2800; good reason for selling. Address
"C 248," care Keystone.

GOOD-PAYING jewelry business in pret-
tiest town in southeast Alabama, popula-

tion 6000; established 15 years; stock clean,
fixtures up to date; both invoice about
$5o0o; plenty bench work and good prices;
poor health and must get out; only one
other jewelry store. "S 249," care Key-
stone.

JEWELRY business in New Hampshire
town of 1600; a good center; invoices

about $1700. "G 252," care Keystone.
(Continued on page 534)
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SMALL good jewelry business, cheap.
Leesburg, Florida. Box 214.

RETAIL jewelry and optical business lo-
cated in Colorado; finest climate in the

world; business established is years; it will
take $5000 cash to buy; this is a chance ofa lifetime; other interest crowding on thetime of the owner only reason for selling."H 254," care Keystone.

WATCHMAKERS, take notice-Fine
jewelry business in western New Yorkfor sale; invoice $1000 to $15oo; rent $so

year, fuel and light free; no competition;in Niagara county, best in State for fruit;soo inhabitants; owner going South. J. B.Pease, Barker, N. Y.

JEWELRY store, good location, 11,A miles
from State House, Boston; plenty re-pairing; optical and camera trade. S.

Harrow, 245 Meridian Street, East Bos-ton, Mass.

BIG sacrifice-Chance of a lifetime for
right man. Am sacrificing my old-es-tablished watch, clock and jewelry repair-ing business started in 187$. Poor hearthand old age is the cause. Have been in mypresent location twenty years. Have thehighest class trade in Chicago. Thewealthiest people are my patrons. Goodincome every month for an energetic man.Good chance for still further enlarging thebusiness. Would be willing to sell thebuilding along with the business if de-sired. If you want a bargain write at once."A. B. zi," 1201 Heyworth Building, Chi-cago,

A NICE clean jewelry and optical business,
established 12 years; best location; willreduce stock; easy terms; rent $20; re-pairs average $loo, sales $3bo per month.

NLouis Kauderer, ewberry, Pa.

WHOLESALE jewelry and jewelers' sup-ply business, located in one of the larg-est cities in the United States- establishedisioz; extensive, steady trade, growingrapidly; will sell for inventory price;necessary capital, $1o,000; present ownerwill keep part interest if desired. "B 289,"care Keystone.

WILL SELL to active man $2000 or moreinterest in jewelry store, Southern city6o,000 population. "S 260," care Keystone.
JEWELRY and optical business; must besold to settle estate; established over zoyears; population 12,000; fine location; sidelines: sporting goods, talking machines;could reduce to $5000. Estate IL E. Wash-burn, Plymouth, Mass.

ONE of the leading, best located modernjewelry stores in a Pennsylvania city of70,00o population; well established anddoing a fine business; clean stock, new frontand new fixtures; stock $113,000, fixturesabout $3500; population of 125,000 to drawfrom in rich fruit and farming district;over 300 factories; 85 trains arrive and de-part daily; a fine opportunity for some one;good selling reasons. "G 302," care Key-stqne.

OLD-ESTABLISHED jewelry and opticalbusiness fast growing northern Ohiotown, population 3000; invoice $2000; willsell fixtures alone $375; bench work $85per month. "W 27o," care Keystone.
TO CLOSE OUT the estate of the late0. C. Retsloff at Winnebago, Minnesota,consisting of a general stock of watches,jewelry, silverware, books, stationery andfancy goods, with fixtures; a first-class op-portunity for a man with about $3500.
LIFE opportunity to step into an old-es-tablished jewelry and optical store withnew fixtures, southern California city-voice $15,000; can reduce to suit; sunshine,flowers and health. "R 256," care Key-stone.

JEWELRY and optical business for sale,town i800; nearest competition in miles;see me at once. R. S. Hunt, Medfield,Mass.

RARE OPPORTUNITY-A well-established
jewelry business in a manufacturing townmoot) population; best location in city,next to post office; last year's business aver-aged $450 per month; December businessWoo; repairing $1oo to $tao per month;reason for selling, other business interestsin another State; can reduce so that $zsoowill buy stock and fixtures; it will pay toinvestigate at once. Jeweler, 232 SouthMain Street, Monmouth, Ill. 

EASTERN OREGON, the best of climate,
established jewelry business and fourthousand dollar stock and fixtures; can bereduced; business and town growing rapid-ly; a good proposition if you are in themarket. Address Lock Box 535, Boise,Idaho.

FOR SALE

Stores, Stocks and Businesses

FOR SALE-Here is your chance if you
are looking for a good paying jewelry and

optical business; good run of repair work;stock will invoice about $4000; fixtures
about $800; will stand close investigation;a bargain if sold at once; located in Vir-ginia town of z000 inhabitants; do not an-swer unless you mean business; we mean
business; stock can be reduced to suit
purchaser, and terms also. Address "W303," care Keystone.

ONLY jewelry and music store in booming
town in western Iowa of goo population;for a snap write quick, as it must be sold

by February 1st. "W 148," care Keystone.

WATCH REPAIRING business, estab-
lished I8 years, in a large manufacturing

Massachusetts city; repair work done 1910
for $1364.8o; four years lease; rent $14per month; fixtures, safe, fine regulator and
small stock of watches and clocks; $600
takes it without regulator and stock $300;
reason for selling, going West; don't wait;
will be sold before March 25th. Address
"T 299," care Keystone. Don't write un-
less you mean business and have the money.

DO YOU want one of the best paying jew-
elry and optical businesses in the Soutp

in a live town of 2500? As much repair
work as one man can do; no competitor;
established eleven years For particulars
write E C. Sizemore, Albertville, Ala.

ANY MAN with $1200 can buy a good
paying jewelry business in fast growing

New Jersey town of 7000 population; oppo-
sition and expenses light; good reason for
selling. "W 304," care Keystone.

BARGAINS-Three or four jewelry stocks
for sale cheap; splendid opportunities; one

to three thousand dollars; in Michigan, Illi-
nois, Iowa, Montana, Idaho. Norris, Alis-
ter & Co., Heyworth Bldg., Chicago.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

LATHE at a bargain. Address "N 822,"
care Keystone.

FULL set mahogany fixtures, north Texas
town; all to match, good as new; seven

wall cases, nine show cases; big bargain; a
snap for someone wanting to fit up nice
store; $1 000 takes them. "S 267," care
Keystone.

BARGAIN-Chronometer, in fine condi-
tion, close time, 3%-inch dial, rosewood

box, brass bound; made by Negus; cost
$i5o; first one sending me $50 gets it.
Thompson, Jeweler, Buda, Ill.

IRON watch sign, dial 14 inches, gilt edge;
two polishing lathes, small. Wm. C. Mor-

gan, Fulton, N. Y.

OFFICE trial case, complete; Loring's oph-
thalmoscope, plain retinoscope, Geneva

lens gauge, adjustable trial frame, 11/2
lenses; all good shape. Address V. J.
Yoder, Stryker, Ohio.

OAK watchmaker's roll-top bench, used two
years; free on board Paxton, Ill., $z r.00.

Write A. F. Stearns, Wahoo, Nebr.

GENEVA combined ophthalmoscope and
retinoscope, with adjustable stand, $50;

American Optical Co.'s trial case, 0.12 to
20.0 plus and minus in pairs, 0.12 to 5.5oplus and minus cylinders in pairs, x to lo
prisms, trial frames etc., $35; all in
splendid condition; Swiss regulator withmercurial pendulum, $so; E. & G. 20th
Century engraving machine with four sets
type tools, etc., $45: Rivett lathe, with
twenty-nine chucks, Houghton's face plate,swing treadle, foot wheel, etc., $28; havedouble set of everything. "W 281," careKeystone.

FRODSHAM marine chronometer, fine
condition, $65. D. R. Nichols, 340 MainStreet, Worcester, Mass.

$100 BUYS fine set watchmaker's tools,
jewelers' tools, materials and findings,

$40 for five Tiffany diamond rings. L. L.
Powell, Elkton, Va.

FOR SALE-A genuine C. W. T. Co. out-door electric flasher watch sign at bar-gain. "C 259," care Keystone.

ONE W. Green Co. $45 electric polishing
motor, good condition; one 8-day ship's

chronometer. G. W. Loar & Co., Grafton,
W. Va.

WALL case, mahogany finish, 8 x 8 feet,
doors sliding up; good condition, costingnew $65, now $30. Weber Bros., St. Cloud,Minn.

FOR SALE

Miscellaneous Merchandise and
Equipment

FULL set jeweler's tools, practically new;used six months. Chas. Smith, BalsamLake, Wis.

FIVE gold dollars, perfect condition, at $5.H. M. Lockie, Utica, Nebr.
ANTIQUE watch movements, every descrip-

tion; also chronometers, enormous selec-tion; all sizes. Chas. Reiss, is MaidenLane, New York.
GENEVA lathe, 18 chucks, good condition,

$8.5o. W. C. Notestine, Box 92, Dun.cannon, Pa.

LITTLE GEM lens cutter with diamond;cost $53, sell for $3o; Merowitz ophthal-mometer, cost $90, sell for so; 24 X I inchCragleith stone, arbor and boxes, no table,cost $25, sell for $1o; large foot lathe, 9 in.swing, 31,4 feet long, chuck for slide rest,tool rest, etc, cost $65, set for $25; goodlens cutter, no diamond, $5. "K 243," careKeystone.

GENEVA lathe, almost new, and foot
wheel, $io. J. Henry Welling, 1139 Gar-rard Ave, Covington, Ky. 

FIRST ;3 takes so-punch Boley staking
tool without glass shade. Oscar Erick-son, Burlington, Iowa.

BARGAIN-Bench lathe, complete staking
tools, 22 gross crystals and cabinet, 3 tos gross mainsprings and oak cabinet, 48Nile cabinet, material of all kinds, onecabinet miscellaneous material, quantity ofclock springs, hands, bowls, etc., two coun-ter cases, $35 trays, 7 or 8 dozen velvetand leather boxes, two Ann Arbor lights,cost $18; 3 signs, 3 mantel clocks, new,one 8-day regulator, $100 safe, fireproof,atoo pounds; will sell together or separate;$175 takes all- complete assortment. Box65, Morrice, Mich.

ANTIQUE grandfather's 8-day moon
clocks, flint lock gems. Jeremiah Barret,Jonestown, Lebanon County, Pa. 

COMBINED Geneva ophthalmoscope and
retinoscope with gas, electric and oil at-tachments; price $5o; enclose stamp withreplies. M. H. Fanning, Roxbury, N. Y. 

POLISHING LATHES like No. 2565
Swartchild's or No. 2 Swigart's catalogue;extra good, cheap. Earl Wolf, Loudon-ville, Ohio.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

LOT of plush-lined trays, oak frames,
stack, ir )4 by i s ; large polishing ma-chine, cost $40, like new; one Loring oph-

thalmoscope; one 1::.-ge Regina Corina mu-sic box, in perfect shape, holds and plays,
automatic, twelve sheets of music, can be
operated as nickel in slot or not. EdwardC. Saks, Mansfield, Pa.
POULTRY and fruit farm, stock and fix-

tures worth $6000; half mile from Ben-
tonville, Arkansas; want clean jewelry and
optical stock and fixtures; write what youhave in first letter. A. B. Phinney. 
FOR SALE or exchange at bargain prices,
jeweler's plate glass counter and wallcases, benches, tools, materials, cabinets,

chronometer, trial case, safes, trays; willexchange for watches or any staple goods.J. E. Micks Co., Elkhart, Ind. 
EXCHANGE What have you to exchange

for a good piece of unimproved real es-tate in suburb of large Eastern city? Atlocal prices worth (wholesale) close to $ 0,-000; good investment, as town offers good
opening for jewelry and repair man; will
consider only good deals; wholesale agency,
specialty manufacturing or well-located re-tail or merchandise of value; no fakirs.
What have you? Box ioo, Moorestown,N. J.

MITGHELL touring car, 40 h. p., 7 pas-senger, fully equipped, in extra fine con-
dition. Watch Hospital, Cherryvale, Kans.
LOT second-hand tools, material, etc., half

price, or exchange for good motor cycle;
list for stamp. Box 296, Rocky Ford, Cob.
$r000 STOCK of jewelry for a so- to 40-

acre ranch, with some timber on, in
Idaho, Oregon or northern California.
"Jeweler," Box 28, Ferdinand, Idaho Co.,
Idaho.

FOR sale or trade-One new Eaton &
Glover engraving machine, with all at-

tachments; outfit cost new $i6o; what haveyou? Gilpin & Cook, Frederick, Okla. 
GOOD-PAYING jewelry and optical busi-ness north Missouri town 1800 popula-tion; no competition; invoice $3000; Ca
reduce; investigate. Lock Box 54, MoundCity, Mo.

FOUR nice residence lots in De Funiak
Springs, Fla. •, $iso each, or what haveyou to trade. H. L. Rost, Columbus, Ind.

FOR SALE OR EXCHANGE

ONE-QUARTER horsepower, no volts, 525Cycle W. Green & Co.'s motor for polish-ing, in good order and less than a year inuse; one 20th Century foot polishing lathe;reason for selling, need much larger motorfor my new shop. R. E. Brigham, Oneonta,N. Y.

EXCHANGE, nice small jewelry store,general stock, safe and fixtures; will alsosell stock alone, trade for farm or wildland; good town, county seat; only shop;Northwest. "P 250," care Keystone. 

LATHE, foot wheel and countershaft;
Remington typewriter; Moseley wheel.cutting fixture; cash or trade. W. G.Landt, 7524 Goldsmith Avenue, Chicago,

TWO quarter sections improved land, $20and $40 acres, Keith County, Nebraska,will exchange either one for watches, jew-elry or pianos or musical instruments. W.H. Evans, Red Oak, Iowa. 
GOOD paying jewelry and optical businesstown of 1200; good farming countrynortheast Nebraska; stock invoice about$4500; last year's business over $5000; forcash or would consider western Oregonfruit land. If interested write "B 305,"care Keystone.
AN IMPROVED farm in Orange, fig and
strawberry belt of Texas, between Hous-ton and Galveston; fine climate; best water.C. H. Allen, jeweler, Mart, Texas.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

COMPLETE finished escapement models in
running order, $15. The best windowattraction for jewelers. For particularswrite the St. Louis Watchmaking School,St. Louis, Mo.

HIGHEST cash prices paid for diamondsand watches; immediate returns made;bank refs. given. M. Iralson, MasonicTemple, Chicago, Ill. 

MONEY loaned to jewelers in any amount;strictly confidential; write for informa-tion; bank refs. The Collateral Loan andBanking Co., 647 Euclid Avenue, Cleve-land, Ohio.

WE will buy your entire stock or any sur-plus stock, spot cash; strictly confidential;reference, First National Bank. J. E. MicksCo, Elkhart, Ind.
$10 FOR the watchmaker locating Hamil-ton watch No. 333,580, 25-year HunterBoss case No. 7,388,697 fancy engravedvermicelli border. Thomas Flood, i /4 West70th Street, New York.
FOR RENT-Optical department, best lo-cation in St. Louis. Zerweck Jewelry Co.,312 North Sixth Street, St. Louis, Mo. 
I PAY 20 per cent. more than anyone elsefor your surplus diamonds, watches andjewelry; money sent by return mail; bankrefs. Emil Noel, 541 East Forty-sixth Place,Chicago, Ill.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

IF YOU have anything to sell or trade
write me. Edward C. Saks, Mansfield,Pa.

I WILL buy your diamonds and watchesand pay you liberal spot cash; money byreturn mail. M. Iralson, Masonic Temple,Chicago.

WANTED-Everyone desirous of improv-ing themselves in watch work, jewelrywork and engraving to address Bradley
Polytechnic Institute, Peoria, Ill., for oneof their latest catalogues. A postal card
will get it. See ad. on page 508.

WE make a specialty of changing old an-
tique watch cases to stem wind. Some-

thing that has been refused by others.
Have had 40 years' exp. and can guarantee
satisfaction. N. J. Felix & Sons, 45
Maiden Lane, New York.

ELGIN Horological School, the oldest and
most practical school for watchmakers.

Send for catalogue to Elgin Horological
Schow, Elgin, Ill.

NOTICE-I have removed from 727 San-
som Street to 807 Sansom Street, Phila-

delphia, where I will continue to buy all
kinds of gold and silver; also refine all
kinds of jewelers' waste containing gold or
silver. Send by mail or express and re-
ceive prompt attention. J. L. Clarke, es-
tablished 1870.

SW.

BUSINESS NOTICES

WATCHMAKER, jewelers, opticians and
salesmen can easily command better sal-

aries. See adv., page 530. The Collett
J01100i of Engraving. 
SHIP chronometers for sale, in fine con-

dition; price $5o, $75, $1 oo. W. H. En-
haus & Son, 31 John St., New York City.
WANTED-Every Jeweler to send 25 cents
for year's subscription to the Great Ex-

change Magazine; a market found for
every description of merchandise; hundreds
of bargains in each issue; advertising 5
cents line; sample for stamp. Exchanger
and Trader, Chicago.
NEW hairsprings and watch jewels ac-

curately fitted and returned to all parts
of the United States same day received.
Write for price list. Aune & Kleinlein,
trade repair department, Ellastone Building,
Cleveland, Ohio. 
METAL DIALS-All kinds of metal watch
and clock dials cleaned, replated and re-

painted. Also special metal dials made to
order. Promptness and satisfaction guar-
anteed. Ralph A. Doe, 32 Howard Street,
Waltham, Mass. 
MORRIS' Parchment Ink-This ink is
made expressly for writing on parchment

tags; it will make a clean-cut, legible mark
on all surfaces of parchment; order from
your jobber or send 25 cents direct for
regular size bottle; colors jet black and
violet. 0. L  Morris, Kahoka, Mo._
WATCH jewels, finest quality; 4 doz. plate,
4 doz. balance, 4 doz. roller jewels; as-

sorted for all sizes movements; gross,
$6.oci. Charles Reiss, Importer, is Maiden
Lane, New York. 
I PAY the highest prices for watches, dia-
monds and jewelry. Send stocks at once,

no matter how large or how small, and get
money by return mail. All kinds of refs.
furnished upon request. Emil Noel, 541
East Forty-sixth Place, Chicago, Ill. 
CASH for second-hand alarm clocks and In-

gersoll watches and all kinds watches,
watch glasses, watch cases, movements, ma-
terials, movement boxes, glass front and
back cases, chronographs, clocks, plush, ring
and nested boxes, etc.; no quantity too large.
John Remillard, Carrier 40, Springfield,
Mass.
WATCH repairing for the trade-Best
modern equipped repair shop in the

United States; quick service, excellent
work, low prices; work comes in from all
over; busy shop, plenty of help. Charles
Reiss, 15-19 Maiden Lane, New York.

SOMETHING NEW-Any watchmaker
that would like to know how to hold the

lever in place while putting watch to-
gether, write G. C. Bromley, watchmaker,
at Arroya Grande, California, and enclose
25 cents for tool and instructions. P. 0.
Box 1002.

THE Omaha Watch Repairing, Engraving
and Optical Institute is the most suc-

cessful of its kind in the West. It stands
at the top as a training school for watch-
makers. If you are thinking of taking up
this work, make your investigations and be
guided by those who know. There is an
old and new way of instructing students.
We use the most modern and up-to-date
methods in all branches of the work. This
trade cannot be taught by mail, as some
schools advertise. Pi student must have
personal instructions in order to become
a finished workman. Our instructors are
expert workmen and devote their entire
time to the students. Write us. Tarbox
and Gordon.

Too Late for Classification
FOR SALE-Jewelry business in Iowa, in-

voices about $25oo; cleared $2000 last
year over expenses; poor health reason for
selling. Address "K 307," care Keystone.

FOR SALE-Retiring from business; 8-day
Chronometer, • first-class condition. N. S.

Brann, 231 Eighth Avenue, New York.

HELP WANTED-Thoroughly experienced
material and optical traveling salesman

for western territory by a large western
wholesale house. Address "M 306," care
Keystone. 

ESTABLISHED jewelry business, the
building and two lots; good run of work.

N. A. Vurgason, Bartow, Fla.

MOSLER safe, regulator, bench, sign,
lathe, polishing lathe, engraving machine,

watch cabinet, etc. Address H. W. Howe,
Humboldt, Nebr.

REFINERS anz tg Olatoilndt;Smi I vienr andy

shape-8011d or

Sweep Smelters li.q.:113;iestitTingsgol
filings. Prompt

Established 1889. returns.

THB W. L. ROBERTSON CO.
13 and 13 Franklin Street, Newark, N. J.

COOPER 481, SON
713 Sansom St. Philadelphia

WATCH REPAIRING FOR THE TRADE
SKILLFUL WORKMEN

ACCURATE AND PROMPT WORK

Send Trial Package

Repairing
For the Trade
of Complicated and Ordinary

Watches, NV heel tint Pinion Cut-
ting, Demagnetizing, etc., care-
fully and promptly done by an
"pert. A. JETTE

Established 1899 Lancaster, Pa.

WATCHMAKING
ENGRAVING
JEWELRY REPAIRING

can be learned in a few months
by our practical methods. Ex-
pert instruction under actual
working conditions. Enter at
any time= no age limit -day
and night classes.

Write for free catalogue containing
full particulars

Chicago School of Watchmaking
Dept. T, Bush Temple, CHICAGO

WATCH REPAIRING
THE IOND YOU C.AN GALL YOUR OWN

ir MPLE CHICAGO. ILL
W INSLOW. It RAUSE & CO.

LEARN
'JEWELERS
ENGRAVING
"TheSchool that Graduates Experts"
A fascinating trade that pays big salaries,
easily learned, taught thoroughly and prac-
tically by correspondence. We will teach
the beginner better engraving than he can
gain in years of rigid apprenticeship. We
will improve the skill of any engraver and
make him master of the trade. The demand
for competent engravers far exceeds the
supply. Send for handsome illustrated
prospectus, mailed free.

PAGE-DAVIS SCHOOL
Suite 10, Page Bldg. CHICAGO

RETAIL JEWELER

DO YOU WANT
SELLERS

The Un-Common Sort
at Manufacturers Prices

IF SO CALL OR WRITE

M.J.AVERBECK
Manufacturer Importer

.10 -12 Maiden Lane. N .Y. City r
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THE BUSINESS BUILDERS

M. L. JALONACK & SON, Jewelers'Auctioneers
41, Every Jeweler needs money, we can get it for you without loss. We have soldover a quarter of a million dollars' worth of merchandise without a loss sinceJanuary 5, 1911.

Richard Lee Waterloo, Iowa
johnson Jewelry Co., Anderson, Ind.
Simon Jewelry Co., Davenport, Iowa
I. Nierel & Son - Muscatine, Iowa
E. Wald - - Birmingham, Ala.
Migel & Co., Galveston, Texas, 2 sales

D. Goldman, Milwaukee, Wis., 3 sales
A. Keampfer - Chicago, Ill.
Lande Jewelry Co. • Chicago, Ill.
S. Lewitan - Chicago, Ill.
E. G. Lindquist - Chicago, Ill.

Receiver's Sale, J. H. Neds & Son, Elkhart, Indiana,
Clem Sawyer, Receiver.

C. Your best assurance—any reliable wholesale house in Chicago, or any of the abovesales. Now is the time to turn your dead stock into ready cash (without a loss.)No sale too large or small for us to handle. Wire or write us at once. All businessstrictly confidential. (Special terms according to size of stock.)

M. L. JALONACK & SON : 5339 Prairie Avenue : CHICAGO, ILL.
ESTABLISHED 1885

It tells all about the NEW
CENTURY Engraving

Machine—the machine that will
do your engraving for you better than

you can do it by hand. This machine

does all kinds of engraving. It cuts any

kind of letters—broad, narrow, fancy or plain.

It engraves on flat or irregular surfaces on

watch cases, inside of rings, on cane handles—anywhere

customers wish engraving.

The NEW CENTURY Engraving Machine is almost- auto-

matic in its action. Merely fasten the article to be engraved on the machine—and trace

the letters or design. That's all there is to it. The machine shades the letters as you

wish—the Variator Attachment gives you any slant to letter you wish. With a little

practice, any clerk of ordinary intelligence can do work that equals the work of

high-priced experts.

But get our catalogue. It tells in an interesting way just how

the NEW CENTURY does its work.

The catalogue is handsomely illustrated, showing

different classes of work, and the machine's flexibility.

I have made the largest and most successful sales in
the past twelve months of any one auctioneer or firm of
auctioneers.

WITH MY LATE ASSOCIATE
cr Without question I have the strongest and best talent
in America to assist me in all sales, giving the services of
two of the best men in this line of work for the cost of one.

T. Ttkens, Dime, Alontana. Sold the entire
stock and fixtures, amounting to $75,000.

Wood Bros., Paris, III. Sold entire stock,
including fixtures, amounting to $2.t,o00.

Willis Booth, Sioux Falls, S. I). Entire stock and flx
tures, amounting to $15,000.
J. Kronberg, Little Rock, Ark. Reduction sale 1astr:(-1four %reeks; most successful sale ever held in that city.
lkrry Armstrong, Port .Nrthur, Ont. Entire stock and

fixtures, amounting to  $14,000.
Coke & White, manufacturers, [85 Wabash avenue,

Chicago. III. Sale to the trade, cut glass and art goods
amounting to $85,000.

NV. T. Feetham, Saulte Ste. Marie, Mich. Reduction
sale; the largest sale ever made in that city.
W. T. Beck, Sioux City, Ta. Removal sale, selling

from his $25o,000 stock the largest mid-summer sale ever
made.

—Sartor & Sprague, San Antonio, Texas. The oldest
established je irelci i ii the Stale of Texas: sixty-one years
in one location. The largest removal sale ever made in
Texas.

Now
Selling the

Entire Stock of
The Frank Curtis Jewelry Co.,

Decatur, III., consisting of
$150,000.00. 3 Floors of Merchandise.

BEGINNING OF THE
NEW YEAR

CClosing out the en-
tire stock of Ferguson

& Craig, of Champaign,I11.,the leading
jewelers Of that city for twenty years.

ii,My Holiday Sale for A. E. Elbe& Son, Bloomington, Ill., clos-
ing out every dollar's worth of mer-
chandise and fixtures amounting to
$85,000; not only selling his entire
jewelry stock and fixtures, but also his
house, lot, furniture and horses, car-
riages, making one of the most suc- -
cessful sales ever made in America.

min ffice, 4607 MilchRgan Avenue, Chficago, 111111RnonaLONG DISTANCE TELEPHONE-2906 DREXEL CALL CORRESPONDENCE STRICTLY CONFIDENTIAL

The

Eaton & Glover
Company
Sayre, Pa.



"HE SHERATON—our latest
pattern in Community Silver, is
I masterpiece of artistic designing.
Simple but t'xquisitely beautiful
in outline and ornamentation, it
rivals Sterling Silver in distinction,
and harmonizes perfectly with
the richest of table settings.

Your dealer carries
H ERATON
to .5 c e it.
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An Elgin Expert At )(Our Elbow
To Help You Without Any Cost to You

TN response to many requests for advice and assis-
tance from retail jewelers the Elgin National Watch Company has

created a Service Bureau in connection with the Material Department.

TEWELERS everywhere are invited to
consult with the Service Bureau on such
specific subjects as balance truing and

poising, hairspring work, escapement
matching, timing, or, in fact, on any
and all of the many branches of repair
work.

THESE inquiries will be answered with
personal letters by men who are ex-
perts in their line -- men who have

devoted their entire lives to some particular
one of these subjects. No charge what-
ever will be made for the special service
to the watch repairer.

Bring The Factory to Your Shop
And It Will Bring Customers To Your Door

THE repair bench is the foundation of the jewelry store. It brings more people into

your store than all other departments combined. It is, therefore, either a help or a

detriment to the upbuilding of your sales. Your sales will grow or decline in ratio

with the satisfaction that your repair work gives.
Do you value your business success—do you wish to advance commercially? Then look well to this

cornerstone of your business edifice. Can it be improved? Can the work be done more accurately or

promptly? Can it be done more economically or more easily? Can it gain anything from the adoption of

factory methods of organization and processes of doing work? Weigh all of these considerations well and

then, be you store proprietor or watch maker, avail yourself of all the help the Service Bureau can
 give

you—let our experts—without cost—he your experts! Sign the identification coupon today and mail it. Do

it now or you will forget it. Let our Experts be your Experts

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS

0

0
00

  1911

ELGIN NATIONAL WATCH CO.

ELGIN, ILLINOIS

Dear Sir:

Please register my name as entitled

to the privileges of consultation with your

Service Bureau.

Yours,

Name

Address  

City  

If employed give name of firm.

J. B. W. 1.

Vate& V& V&IIV&VMMI&VIK

if

0

SORRY we have to go back to Washington. We're needed on the farm
to do the planting. Hope the boys will confine their eloquence and
patriotic fervor to that Reciprocity proposition, and not try to swat every

schedule in the tariff bill. We'd like to do a little business this summer with-
out being obliged to perform a surgical operation every time we take an order.

911111111111111111511111111111111111111 111EM111111,!",m,P111111111111111I11111111111111
_
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•■■ s.—At

They Beat the
Dutch

They also Beat
Time

THE reason INGRAHAM CLOCKS
are better than other makes is not

because they just happen to be so, but
is the result of a combination of circum-
stances brought about by practically

perfect organization and manufacturing conditions, to wit:
proficiency and experience on the part of superintendents
and workmen, the use of the best materials obtainable,
the adoption of the best known methods and processes of
manufacture that science and experience in the art of clock
making have sanctioned, together with extreme care and
attention to details at every stage of manufacture.

The E. Ingraham Company BRISTOL
Connecticut

537
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An Elgin Expert At roar Elbow

To Help You Without Any Cost to You

1-1\T response to many requests for advice and assis-
tance from retail jewelers the Elgin National Watch Company has

created a Service Bureau in connection with the Material Department.

J EWELERS everywhere are invited to
consult with the Service Bureau on such
specific subjects as balance truing and

poising, hairspring Ivork, escapement
matching, timing, or, in fact, on any
and all of the many branches of repair
WO rk.

THESE inquiries will be answered with
personal letters by men who are ex-
perts in their line men who have

devoted their entire lives to some particular
one of these subjects. No charge what-
ever will be made for the special service
to the watch repairer.

Bring The Factory to Your Shop
And It Bring Customers To Your Door

They Beat the
Dutch

They also Beat
Time
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ELGIN NATIONAL WATCH CO.

ELGIN, ILLINOIS

THE reason INGRAHAM CLOCKS
are better than other makes is not

because they just happen to be so, but
is the result of a combination of circum-
stances brought about by practically

perfect organization and manufacturing conditions, to wit:
proficiency and experience on the part of superintendents
and workmen, the use of the best materials obtainable,
the adoption of the best known methods and processes of
manufacture that science and experience in the art of clock
making have sanctioned, together with extreme care and
attention to details at every stage of manufacture.

THE repair bench is the foundation of the jewelry store. It brings more people into

your store than all other departments combined. It is, therefore, either a help or a

detriment to the upbuilding of your sales. Your sales will grow or decline in ratio

with the satisfaction that your repair work gives.
Do you value your business success----do you NVISII to advance commercially? Then look well to this

cornerstone of your business edifice. Can it be improved? Can the work be done more accurately or

I) romptly? Can it be done more economically or more easily? Can it g,ain anything from the adoption of

factory methods of organization and processes of doing work? Weigh all of these considerations well and

then, be you store proprietor or watch maker, avail yourself of all the help the Service Bureau can give

you ---let our experts —without cost—be your experts! Sign the identification coupon today and mail it. Do

it now or you will forget it. Let our Experts be your Experts

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS

Dear Sir:

Please register my name as entitled

to the privileges of consultation with your

Service Bureau.

Yours,

Name  

Address  

City

If employed give name of firm.

I. B. W. 1.

V.% VMS% Watk \IMIK 14.

BRISTOL
Connecticut
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To The Retail Jeweler
DO YOU APPRECIATE THE FACT

That the WALTHAM WATCH COMPANY is the only watch company
that has come out boldly against mail-order houses?

That because of this stand an immense number of sales have been
turned down by the Waltham Watch Company?

That this heroic attitude was taken by the Waltham Watch Company
largely to protect the legitimate jeweler in holding his business and
making a reasonable profit in the sale of watches?

That if you want others to follow our example you must push hard
the sale of WALTHAM WATCHES, and so prove that it is worth
while for us to make efforts to protect you?

FURTHERMORE,
DO YOU APPRECIATE THE FACT

That the quality of ALTHAM watch material is beyond ques-
TRADE MARK.

tion the best that is made in this country or abroad?

That Three Million ALTHAM made Mainsprings are used each
aciADE MARX-

year by watch repairers because of their superiority?

That the quality of ALUMNI Hairsprings. Balances, Pinions,
TRADE MARK.

Jewels, Staffs, etc., is superior to any other make, and

That this same high-grade material is found in all Waltham watches,
and is one reason why they are the best watches?

WALTHAM WATCH COMPANY
Send for our Pamphlets for Advertising Purposes

1 •••■■,*■••••■■{1■51■41.11.4*■41.■411.■{1.111.41■■•■■•••■ 1.1.40■1.11+1,•••■■+.141.141141■411...1.40■11.41■411■411■11.410■•■•■■t/■■••■■••••■.4
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ORDER YOUR

HOWARD WATCHES
FROM

The Non-Retailing Company
JOBBERS IN WATCHES AND CHAINS

Lancaster .6. Pennsylvania
You will need some to fill in for the Spring Trade, and we have the complete assortment.

The HOUSE of SIMMONS CHAINS

t3F40,'"

Full Size

PAT JAN 96

Scholer Crown Chuck
1 rice, each, $2.t41

Hardinge Pivot Polisher

Price, with sliding base, $40.00
" plane " 30.00

Arbor Chuck. Price, $1.00

Our Catalogue Explains
these and many other tools of our manufacture.

SEND FOR A COPY

HARDINGE BROS.
3133-3141 Lincoln Avenue

CHICAGO, ILL.

2" Four-Jawed Chuck, $10.00

22 " 12.00

Mounted to fit watchmaker's lathe

Universal Wheel

Cutter

Price, with 2 spindles,

$45.00

Price, with 1 spindle,

$35.00

Latch for Index
Plate

Price, each, $5.00

HAROINGE BROS

)■11101)N,

Fitted to any Lathe.

Jumbo Chuck
Price, $2.00
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THE E. & J. SWIGART CO.
--ag THIS NAME guarantees to the
Watchmaker, Jeweler, and Optician that
same superior standard of quality as the
stamp "Sterling" on silver. You want

reliability and efficiency at the lowest possible cost. Then send your orders to the "House of Quality."
The TOOLS and TIME-SAVING DEVICES listed on this page will greatly increase the efficiency of
your repair department. They are backed by our unqualified guarantee of satisfaction. We make
immediate shipments. Let us hear from you.

Patent applied for

fmn Dit IV eh inkier with toitICIIA

OLDERALL

VICTORY SPECTACLE REPAIR CLAMP No. 25
Each, 70 cents net

This is the only spectacle repair clamp that will hold rim and rimless
spectacles and eyeglasses while soldering broken frames and nose bridges.
Will last a lifetime. Made of brass, nickel-plated. Full directions with each
clamp.

f\  

NERO TEMPLE MEASURE \

SOLDERALL
Per tube - 25 cents net

This is a wonderful new solder. Will mend any-

thing in metal. Apply a little of the paste from

tube on parts to be mended, then hent with a

match and a perfect job is the result. Should

always be on hand in every repair shop. Is a

solder and non-corrosive flux combined in paste

form.

NERO TEMPLE MEASURE
Each - - - - - - $1.20 net

The only device for accurately and quickly measuring spectacle temples without bending or distorting the curve.

SIMPLEX WATCH AND LOCKET CHUCKS
Fit any engraving block. Made of wood. Will not dent or mar.

No. 1, for 18 size watch case, 70 cents net. No. 2, for 16-12 size watch case, 70 cents net. No. 3, for 6 size watch case,47 cents net. No. 4, for 0 size watch case, 47 cents each. No. 5, for 00 size watch case, 47 cents net. No. 6, for smalllockets, 47 cents net.

Complete Set of Six Chucks, $2.82 net

PATENT POSITIONING CLOCK SCREWDRIVER
Each, 47 cents net

For placing screws in inaccessible places it has no
equal. Easily operated. The ends of blade are
pressed together, screw then placed on bit, which
holds it securely, after which insert in hole and
use as ordinary screwdriver. Length of blade, 10
inches.

REXCINO ENGRAVING BLOCK No. 21
Each, $14.10 net•

A modification of the Rex, chiefly in size and
weight. Diameter of base measures 4,', inches,and complete block weighs 12 pounds. All of the
salient features of the Rex have been maintainedin the Rexcho.

See Our New Catalogue for all of the latest Tools and Appliances. Write for a copy, if you have not received one.We send it free of charge to legitimate trade upon receipt of request with business card.

THE E. & J. SWIGART CO., Cincinnati, Ohio
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WELL DONE

There's always a lot of satisfaction about doing anything WELL,

whether it receives any notice or not.

But to do well and be told that we've done well is mighty pleasant,

and we've been hearing some mighty complimentary remarks about our

methods of paying full value for

OLD GOLD
OLD SILVER
GOLD FRAMES
PLATINUM

GOLD PLATED JEWELRY

GOLD FILLED CASES
BENCH FILINGS
SWEEPINGS, etc.

We haven't been serving YOU JEWELERS for 44 years without

gaining a pretty intimate knowledge of your wants.

We know your likes well enough to anticipate them and your dislikes

well enough to avoid them.

That's why we mail you check same day your shipment arrives and

hold your package until we have your approval. If not satisfactory, we

return by PREPAID express.

Returns for Sweepings in 5 to 10 Days

Goldsmith Bros. Smelting C& Refining Co.
20 John Street Heyworth Bldg.

NEW YORK CHICAGO
COR. MADISON & WABASH AVE.

Arcade Bldg.
SEATTLE, WASH.
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V. T. F.
Watch Glasses

100% PERFECT

For Sale By All Jobbers in
United States and Canada

The Spring That Ends Your Mainspring Troubles

PRICE, $1.25 Per Dozen

(LA new Mainspring, accom-
plishing an old purpose.

Many mainsprings are resilient
in shape at the time they are
bought, but lose their shape and
efficiency when used.
The consumer is therefore

paying the difference in price for
appearance only.

"ECHARCO"
the trade-mark that stands for
highest quality, retains its shape
and efficiency.

If your jobber is unable to
supply you, send us his name
and we will see that your orders
are promptly filled.

For Sale by All Jobbers in the United States and Canada

47 MAIDEN LANE
HAMMEL, RIGLANDER & CO. NEW YORK CITY
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Exclusive Agents for
the products of

J. N. Eberle & Cie
AOGSBORG, GERMANY

The world's largest
manufacturers of
Mainsprings e? Saws

Perfect for Size, Finish

and Temper

This is a most power-

ful tool for the purpose

of reinoving rivets. The

distance of points from

resistance stud is regu-

lated by loosening

Thumb Screw and then

sliding the plunger to

any desired position.

All devices now in use

for Rivet extracting,

must be held in the vise

and a good view of the

rivet to be extracted is

not easily to be had.
The construction of this

new tool overcomes this

difficulty to a nicety.

Rivet Extracting Tool No. 2
Patented

Price, each, $2.65

—

The New Improved E. F. B. Graver Handle No. 30

Has the most rigid locking device of any adjustable graver handle. Holds 
gravers firm as in a

vise. They will be appreciated by the many users of the E. F. B. Gravers. Price, each, $ .50

The Mazur Complete Clock
Device No. 10

Patented

Price, Complete in Box . $2.20

Consists of
Complete Clock Spring Releaser.
Set of 1 and 8-day Keys.
5 Wrenches for Use on Clock I'lates and Case

Nuts,
8 Screw Drivers.

The tool which we illustrate is the result
of twenty years' practical experience in clock
repairing, enabling the inventor to produce a
device which is mechanically perfect and
adaptable to the repair department of an insti-
tution of any size. Its various bits cover all
makes of clocks with which the repairer comes

in contact and fits true in every case. AND IT

FILLS A NEED WHICH HAS liEEN CON-
FRONTING THE TRADE FOR YEARS. As

a time-saver, it ranks second to none in the

clock-tool market. And it MAKES CLOCK
REPAIRING A PLEASURE INSTEAD OF A

DRUDGERY.
The device is simple—a handle and thirteen

(18) steel bits, nicely set up in a box, so that

any of the bits can be easily selected.
Ask for fully descriptive circular.

For Sale by all Jobbers in the United States and Canada

VIAIRSPRINO SCALE No. 1

Finely Nickel-Plated Price, each, $2.50

The above illustration gives a general idea of the utility of this new tool. To 
ascertain the

comparative tateni(th of the new hairspring required to replace an old 
one is not an easy task,

nor one that can he accomplished except by means uf some accurate instrum
ent.

This new settle is simple in every detail. The collet or heart of the old 
hairspring is held

in the clip of the scale. The outer end is held in the tweezer: Then slide the movable weight
on the scale bestir until the point is at the zero mark, and the graduations 

on beam will

indicate the strength. The new hairspring should show same muting on be
am as old spring,

and a watch so fitted will require very little regulating. A it additional lighter weight is

furnished which is used either alone for very light springs, or in connection 
with the other for

heavy springs.

Pivot Straightening and Truing Device No. 25

(Pat. Sept. 21, 1909.)

By means of these tools a bent pivot can lie trued to a dead center. The staff is held in

split chuck and the bent pivot in the conical or V shaped hole of the device ; the device being

crowded up to the shoulder of the pivot, the lathe to revolve backwards, using plenty of oil on

pivot.. Use the small flattened lever, resting same on the rounded inner surface and gradually

bring the bent pivot to its original shape.
Two sizes are provided which cover a large variety of pivots. The small size .010" in

 for

all staffs and escape pinions, while the larger one with hole .016" is intended for 3
rd, 4th

pinions, etc.
Made of finest quality hardened steel and will he found a useful tool.

Price, per set of 2 tools and straightening lever, $1.75.
When ordering, state name and size of lathe.

HAMMEL, RIGLANDER St CO.
47-49 Maiden Lane

NEW YORK CITY
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KEEP POSTED. See the Latest and Most Up-to-Date Tools
Boxwood case stake with different shapes and sizes of stakes

545
WATCHMAKERS and JEWELERS, ATTENTION!

Assortment
Swiss Stem Wind

Springs and
Setting Levers

L."

Six dozen assorted springs for Swiss Watches
No. M724. Price, $2.85

111
No. M720. Price, $1.00 No. M719. With extra double stake.

Price, $1.25

ANTISLATE FLUX
For

Soldering Platinum,
Gold and Silver
USE NO BORAX

No. M748. Price, per bottle, $0.25

NEW WATCH WINDER
No. M723. Price, $1.00

$ .15 per Dozen
1.50 per Grose

Ck ...-Zttr"

$ .75 per Dozen
7.50 per Gross

Height 3.

ao•

Height 4.

Height 5.

New Model Webster-Whitcomb Lathe with New Model Tip.
over Hand Rest and Tailstock.

Full Nickel-plate. Price, $31.00
which includes Taper Chuck, Screw Chuck, Stx. %-ineh Cement
Chucks aud 9 ft. Round Belting.

NEW CHALK HOLDER
No. M72I. Price, includ-

ing chalk . $0.25
Chalk for above Holder.
No. M722. Price, $0.10

It
A B C 0 E F CH

RIVET EXTRACTORThis is a most powerful tool for the purpose of removing rivets. The distanceof points from resistalwe stud is regulated by loosening Thumb Screw and thensliding the plunger to any desired position.All devices now in use for rivet extraeting must be held ID the vise and agood view of the rivet to be extracted is not easily to be had. The constructionof this new tool overcomes this difficulty to a nicety.
No. M754. Price, $2.65

CLOCK COMBINATION TOOL
Consists of

Complete Clock Spring Releaser.
Set of 1 and 8-day Keys.
5 Wrenches for Use on Clock Plates and CaseNuts.
3 Screw Drivers.

The tool, which we illustrate is the resultof twenty years' practical experience in clockrepairing, enabling the inventor to produce adevice Whiell is mechanically perfect andadaptable to the repair department of an in-stitution of any size. Its various bits cover1111 makes of clocks with which the repairercomes in contact and fits true in every ease.AND IT FILLS A NEED WHICH IIABEEN CONFRONTING THE TRADE FORYEARS. As a time-saver it ranks second tonone in the clock-tool market. A nd itMAKES CLOCK REPAIRING A PLEASUREINSTEAD OF A DRUDGERY.The device is simple-a brindle nod thirteen(13) steel bits, nicely set up in a box, so thatany of the bits can be easilY selected.Ask for fully descriptive circular.

No. M755, Price, $2.20

Height 6.

40"
Height 7.

Height 8.
..., Genevas $4  00 per gross; $ .40 per doz.

PRICE, - { Thick MI-Concaves . . . 4.00 " .40 "
LIST MI-Concaves, Extra Thick 10.00 " .90 "

Parallels 8  00 " 75 "
BLANK ORDER SHEETS FOR WATCH GLASSES SENT UPON APPLICATION

$ 1.00 per Dozen
10.50 per Gross

41111111111111.1111=1111.
PARALLEL.

LENTILLE.

PATENT GENEVA:

EXTRA THICK MI-CONCAVE.

THICK MI-CONCAVE.
Patent Genevas . . Moo per gross; $ .75 per doz.
Lentilles 12  00 " 1.25 "
Antiques 8  00 " .75 "
Lunettes 3  00 " .25 "

Flat Poising Cutters Poising Undercutters

Steel Wire
Clock Cord
(Non Rust)

Made in 3 sizes

Put up in 11 ft,. Coil,

$ .75 per Dozen
7.50 per Gross

Qi1.11■1Utic4,\

0 
(;) 

We are closing out One Hundred
Gross, Swiss Steel, Fancy Assort-
ed Hands at $1.00 per Gross. First
Come, First Served.

CZ:

Prices Small Size . . e1.50 per doz. Coils
Prices Medium Size . 2.50 per doz. Coils •
Prices Large Size . . 3.00 per doz. Coils

No. 17, Price 50c

New Style Flat Poising
Cutters, made of the best

quality stubbs steel

Contains three upright flat
surface cutters, same 118 used
by high Grade Swiss and
some American manufac-
turers.
Will answer for all sizes of
balance screws. Cutters have
different diameter holes, fit
stand on taper and num-
bered from 1 to 3.
Place screw on critter and
turn with ordinary screw
driver.

41;
No. 18, Price 75c

Set of five upright Poising
Undercutters, made of best
quality smiths steel, fitted to
stand on taper and num-
bered from 4 to 8. Will under-
cut all kinds of balance screws.
No. 4-Waltham, Elgin and
Swiss, 0 size.

No. 5- Howard, Waltham,
Elgin and Swiss, 12 size.

No. 6 - Old style 0 size
Waltham and all kinds of
6 size.

No. 7 - All regular 18 and
16 size.

No. 8-Elgin and Swiss, 18
size, with small thread
and large head.

Place screw on cutter and turn
with ordinary screw driver.

r .18 s v„g g 8 5 6' .5 61., 30 02 29 27 Da 25 2* 21I 2 21
O0 OCD 04 400 00 

35 
 ( 

47 

6v1C1):60 ,a5s0 57

4( " a 0 0 0 0 00)

Showing Clock Tool in operationSEND FOR OUR NEW LARGE CATALOGUE, No. B14-the largest and most complete Material Catalogue in the Country. Sent FREE upon applicationREMEMBER, IF YOU WANT A "CRACKER-JACK" MAINSPRING, GET THE "BLACK SHIELD"-THE BEST THAT CAN BE HAD

SWARTCHILD & COMPANYTHF LARGEST WATCHMAKERS' AND JEWELERS'SUPPLY House i THE wc)FtLc■ HEYWORTI-1 BUILDING. MADISON ST. oc WABASH AVE. CHICAGO. ILL.
This Cabinet FREE with your FIRST order for One
Gross Regent Imported American Mainsprings

Closing out a large stock of
ROUND SILK GUARDS
that were $3.00 and $4.00
per dozen at $1.00 per dozen
WRITE FOR OUR LATEST, UP-TO-
DATE, CLOTH BOUND, POCKET
PRICE LIST of TOOLS and MATERIAL

CROSS & BEGUELIN

AlfatEeti3e2: COMOWTI=

The JEWELER'S COMPANION, consisting of 2,:, Gross Stonesat 50 Cents per Gross. Total $1.25. Well assorted for Repairing.

Importers, Exporters and Manufacturers
Watches, Diamonds, Jewelry,
Silver-Plated Ware, Etc. 23 Maiden Lane, New York
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LIGHTNING
DIAMOND HOLDER
A neat and attractive Holder
of superior workmanship for
displaying precious stones.

Easy and quick to operate.

Holds the gem securely while
showing it off to best advan-
tage.

Jewelers and diamond dealers
will find this highly finished
Holder convenient and help-
ful in effecting sales of dia-
monds, rubies, etc.

Price $.75

RONEY PALLET JEWEL SETTER

The name explains it all

Price, $2.00

The ONLY SETTER
separates the two
jewels so that one
can be adjusted with-
out danger of the
other shifting. The

ONLY SETTER 18

fitted with practical
gauges to determine
the amount jewel is
to be shifted, elim-
inating guesswork.

Over 2000 in Use Every Day

NEW STYLE

CULMAN BALANCE CHUCK
LOOK FOR STAMP 453'

Made with three interchangeable
screw-on plates, drilled with No. 8,
10 and 12 holes.
Plates are made like the screw bezel
on a watch and can be changed
instantly,they increase the holding
capacity of the chuck ten-fold, mak-
ing it practical for many train
wheels now difficult to chuck.

Send for Circular and FREE
Sample Pair of Torpedoes

Price, $4.00
C. CULMAN, Maple and Hazel Avenues, MAPLEWOOD, MISSOURI

Th4newIL
Duplex Base Anti-Friction
Engraving Block

NICKEL PLATED

Designed by an Engraver for Engravers

THE GENUINE

are stamped

BEWARE OF IMITA-
TIONS. LOOK FOR
THE MAKER'S STAMP

A HIGH-CLASS BLOCK made of the best material, the mechanical work being first-class throughout.
They are manufactured by Mr. Ad. Muehlmatt, the well-known maker of high-grade Engraving Blocks.
Complete, including 26 attachments, leather pad, etc., $6.00.

MUEHLMATT'S SIMPLEX WATCH AND LOCKET CHUCKS
Are made in six sizes, hold all Lockets and Watch Cases from 718 inch Locket to 18 size Case. They are made of hard wood, polished, and do away with all risk of denting andmarring. The metal work is well finished and nickel-plated. The key being detachable, there are no projections when in use. Can be held in any engraving block.

Complete Set of Six Chucks $3  00

SUSSFELD, LORSCH & CO 37-39 Maiden Lane, NEW YORK
— WHOLESALE AGENTS —

The immense advantage of

Perfect Construction
is obtained in the

Webster-Whitcomb
New Model

LATHES
Manufactured by the

AmericanWatchTool Co.
WALTHAM, MASS.

WEBSTER-WHITCOMB
NEW MODEL LATHE

PA r APPLIED FOR

IN a Watchmaker's Lathe the vital point is the

SPINDLE AND ITS BUSHINGS. In this

lathe the bearing surfaces of the spindle and

its bushings TOUCH THROUGHOUT THEIR
ENTIRE AREA, insuring cortinued TRUTH,
easy running and greatest durability. This quality

in our lathes is maintained by workmen of long

experience in the operation of special machines

devised for this particular work.

Many lathes may be found in the market

on which the front end of headstock spindle bears

only on the 45° angle. They may look well on

superficial inspection, but they will run hard if

the spindle is closely adjusted, and are quite un-

reliable for perfect work.

In buying a new lathe be SURE the spindle and bushings are 
PERFECTLY

FITTED. Without this a lathe is dear at any price.

Our lathes are finely finished. The curves are true and the 
surfaces smooth.

All sharp corners are carefully and uniformly rounded; this makes a grea
t differ-

ence in the durability of the nickel plate. HEAVILY NICKELED.

In comparing lathes, the size and variety of CHUCKS, as well as the
 scope

and general character of the ATTACHMENTS should be 
considered.

A chuck may look nice and shiny, yet be practically worthless. Examine

critically the thread on our chucks in comparison with others. We do not 
use dies

for threading our chucks. THEY ARE CUT IN A LATHE. The cone and

body of OUR chucks are GROUND to correct FORM and size ; the s
urfaces are

STRAIGHT and TRUE; compare them under your eyeglass with the shiny 
ones.

COPYRIGHT 1809 BY AM. WA

IN COMPARING PRICES WITH OTHER LATHES,

LEARN THE DIFFERENCE IN SIZE, QUALITY
AND DETAILS OF CONSTRUCTION.

Actual

Size of
"I

MO

Webster-
Whitcomb

The thread and outer surfaces of a chuck, as well as its form and proportions, are

important elements in its continued truth and durability. The holes in our chucks

are GROUND to size and truth. We caution you against imitations.

The GENUINE are stamped "WHITCOMB."

LATHE, with Taper Chuck, Screw Chuck, 6 !.; in. Cement Chucks,
Tipover T Rest, 9 ft. Round Belting and Chuck Box   $31.00

LATHE, as above and 6 Wire and 2 Wheel Chucks (10 Chucks)   39.00

LATHE, as above and 10 Wire Chucks (12 Chucks)   41.00

LATHE, less Tailstock, deduct $6.50 from the above prices. .
Wire Chucks, each $1  00 Wheel Chucks, each $1  00
Snyder Chuck ..... . 8.00 Universal Face Plate „ . . 9.00

LARGER CHUCK CAPACITY
Viz: No. 80 ( or 516 inch) hole through Chuck and Draw-in Spindle.

Watchmakers desiring LARGER CHUCK CAPACITY obtain this

advantage in the

Webster-Whitcomb MAGNUS Lathes

The Webster-Whitcomb Magnus Lathes are provided with a headstock which takes a larger chuck than 
the

regular Webster-Whitcomb size. This increased chuck capacity (wire chuck with a No. so hole or 5/16 inch

through chuck and draw-in spindle) is an advantage which all watchmakers will appreciate.

Webster-Whitcomb MAGNUS Lathe with Taper Chuck, Screw Chuck, 6 in. Cement

Chucks, Tipover T Rest, 9 ft. Round Belting and Chuck Box   $35.50

Lathe, as above and 6 Wire and 2 Wheel Chucks (10 Chucks)   47.50

Lathe, as above and 10 Wire Chucks (12 Chucks)   50.50

Lathe, less Tailstock, deduct $6.50 from the above prices.

Webster-Whitcomb MAGNUS Headstock (will fit any Webster-Whitcomb lathe) . 

$.  550$01e: c,5 101Webster-Whitcomb MAGNUS Wire Chucks
Webster-Whitcomb MAGNUS Wheel Chucks 

The Webster-Whitcomb MAGNUS Headstock, with larger chuck capacity, can be

any Webster-Whitcomb Lathe.

applied to

Webster-Whitcomb Elect Lathe 
NEW LATHE FOR WATCH, CLOCK
AND LABORATORY WORK

Webster-Whitcomb Elect Lathe, with Taper Chuck, Screw Chuck, 6 '4' inch Cement Brasses and 9 feet Round
 Belting   $45.00

Length of Bed, 15 inches. Bed to Center, 6 centimeters or 2.36 inches. Swings, 12 centimeters or 4.72 inch
es.

Takes a Wire Chuck with No. 80 (or 5/16 inch) hole, through Chuck and Draw-in Spindle.
W W Elect Wire Chuck $1  50 W-W Elect Slide Rest   $35.00

" " Wheel " 1  50 " " Screw Tailstock   15.00

SUSSFELD9 LORSCH & CO./ 
Maiden Lane, NEW YORK

— WHOLESALE AGENTS --
37-39 
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FREE—GOLD SALTS FOR MAKING ONE PINT GOLD SOLUTION
QUART GOLD SOLUTIONS A Snare—A Delusion—And a Pitfall : Its Victim—The Unsuspecting Jeweler
Goy) soLuii
pRICt8UT

PIE GOLD hL
501.0r/Offt
TO HE 0IY DIE

'111.1

If you have plenty of water, you can make gold solutions at any price. For example:—Two pennyweights of metallic gold, clilorided and
cyanided, can he diluted with one gallon of water or more and " presto eliange" the gold solution is ready. With sufficient current you can do
gold plating, therefore, the term quart Gold solution is a snare, a delusion and a pitfall, because you buy water and are made to pay the
price of gold for it.

We meet the price of 83.00 per quart solution, set by others, hut remember well, such price reductions can only Im met by lessening the
amount of gold, not the water in the solution anti always at the expense of the jeweler. Theme are facts at, which even the most • Incredu-
lous " tsay not dare to scoff, but irrespective of all this wherever volt find our trade-mark USECCO" on the label, we guarantee a more
liberal amount of gold, a perfect gold solution, clear white, free from sediment, lasting and of highest efficiency.

'I he layman whose sole wisdom of concocting gold solutions has been Required from text-books, can never produce gold solutions profit-
able to the jeweler, for the simple reason that the mysticism of chemistry calls for the knowledge of the expert chemist who makes chemistry of
'octane rgy his I i ft  st tidy.

Making gold solutions and gold plating salts for the jeweler And jewelry jobber is our specialty and not a side line. You would hardly
en to the blacksmith's to buy a gold ring or to the shoemaker for a wedding cake. Ponder over this and refuse to be • victimized "
any longer. Not only are we the sole manufacturers of the gold plating salts universally used for over 18 years by all the leading jewelry
niatitifattit rors but we are also the originators of such fancy gildings as the various rose golds, green golds, etc., which is a statement that
praises far more than mere laudatory words ean do. Our expert advice is always at your service free of charge.

Our gold plating salts are in dry form containing 12 Dwts. of gold to the gallon and the necessary chemicals. Dissolved in water the
solution is ready for work. For the benefit of I he small manufacturing and retail jeweler our gold Plating Salts ;ire put up in quarts, which we
guarantee to contain fully as much or more gold than is contained in TWO QUARTS of any of the gold solutions now on the market.
Circulars on request.

MR. JEWELER I We strive to give you a fair deal and full value for your money. Expecting that you will welcome a chance to dis-
criminate between good and bad and rich and poor solutions, we make for a short time only the following unprecedented

Dor SPECIAL FREE If ordered direct from us with remittance enclosed, we will send with every
quart of gold salts so ordered absolutely free of charge one trial pint of any of

GOLD SALT OFFER our gold salts you may select. Salts will not deteriorate,  and keep indefinitely

Roman Gold Salts for 1 u nart Sol tit ion . . . $4.50
Red, Gold o 66 

. • • 4.50
Old English o 66 

• • . 4.50
I 4 or 1 8 Karat Gold 66 64

• • • 4.50
Itosc (1101(1 66 46

• • • 4.80

Orange Bose Gold for I quart Solut ion . . .
Green Gold . . . 4.80
Antique Green Gold Salts " o

• • . 4.80
Egyptian GI'Pell (1.l (1   5.00
Sliver Salts, for half-gal., $3.15; for 1 gal. .   0.00

RATING SOLUTION
FOR EVERY FINISH.
ROMAN SOLO
ROSE GOLD

ANUOUE GRIt N GOLD
OLDENOLIM GOLD
0,44 us' p

5.ElECTROGIEMICAL CO,
8 LA FAYETTE ST. tcv

French Gray Salts, for 1 gal.   $3.50
Copper or Brass Salts, for 1 gal. 3  50
Silver Oxidizer   50 cents and $1.00

PRICES ARE ALL NET CASH

Since our advent into the material business we

have produced new ideas and conveniences

(of sufficient value to be recognized and copied

by our competitors).

Now we are presenting to the trade our new

order sheet, which is a time-saver and a great

Try it—It is worth your while.

A Complete Plating and Solutions Outfit Guaranteed to Work Correctly in every detail, containing :
Plating Salts for Making 1 Pint (16 ounces) Roman Gold Solution Plating Salts for Making 1190 (16 ounces) Silver Solution

1 " Copper "
Gold, Silver and Copper Anodes, Enameled Plating Tank and Stand, Wire, Instruction Book and one

NOTICE. This order blank is original

with us and if legal advice proves favor-

able we mean to protect ourselves

against all infringements.

" CHAMPION " Plating Machine for $15.00 net cash
This Champion Plating Machine is equipped with such strengths of current as to enable any one to correctly to Roman, Rose, Green, Red,
Orange Rose, Antique Green, English, 14 or 18 K. Gilding, Silvering, Coppering, etc., and obtain results equal to those of the skilled plater.

The Champion Machine is simple, practical, always ready for use, unfailingly correct, and just the machine for the Jeweler's needs. Can be
Li used with any good Plating Solution. The Batteries contained therein are dry Cells, furnishing the regular currents necessary for all the shades

enumerated on the machine, and being connected for long life (two cells dobig the work of one) will in consequence thereof, last twice as
get long. The Champion Plating Machine has a Rheostat (switchboard) for increasing or decreasing the current. Turning the lever from 1 to 2
liltt accomplishes it. Dead batteries can be readily replaced by anyone at a small cost. The machine box is made of oak, and has nickel-plated

attachments. Weight, 30 lbs. boxed. Size, 18 inches long, 9 inelles high and 6 inches wide.
The Champion Plating Machine, fully guaranteed to do as represented, together with salts for ONE PINT each of ROMAN GOLD, ROSE

GOLD, SILVER and COPPER, Anodes, Tank, Stand, Wire, Instruction Book, etc., ;15.00 net cash. WRITE FOR CIRCULAR.
13E HAD OF ANY iJ01313ER OR DIRECT FRONT

U. S. Electra Chemical Company, Sole Manufacturers of Electro-Plating Salts, 78 Lafayette Street New York
We are SPECIALISTS in Plating Machines, Plating Salts and Solutions. They are no SIDE LINE, but OUR SPECIALTY

HENRY PAULSON a CO.
JEWELERS' SUPPLIES

I S6 WA BS H AV E . CH ICAGO

Asko Flat Drills FILL A LONG-FELT WANT IN
THE DRILL LINE

These are a continuation of the Asko Pivot Drills.

Covering everything in drilling, from the smallest No. 4 Pivot Drill, for
watch work, to the largest No. 98 for clock and jewelry work.
Asko drills are made from special steel, each drill being carefully hard-
ened and tempered, BEFORE BEING GROUND TO SIZE, which
insures the best possible cutting edge.

Put up in sets of three dozen in a wood block, in sizes No. 28 to 98
thousandths of an inch.

Price, per set, $2.00
From your jobber, or DIRECT FROM THE MFRS.

more work than any other

drill on the market.

Needs but a TRIAL to

prove what we say.

TRY a dozen and convince

No. 400. PIVOT STRAIGHTENER

This is a New tool for straightening
ao“ vv.*" 011 right principles,

ticable to do it at all.
The points of support and pressure

are adjustable and under perfect con-
trol. The bending lever also serves as
an indicator, to show when pivot is
perfectly true; lever is moved by screw
and cam mechanism; delicate,
POWERFUL.

This tool will straighten many pivots

that would be broken by ordinary

means; and all pivots not bent to the
elastic limit, it will straighten quickly

and perfectly.

It is The Special and COMPLETE
device for the purpose.

Its range covers all train pivots likely

to be bent, and all balance pivots.
A circular of practical instructions in

the use of the tool, free.

No. 400. Beautifully finished and

nickeled, packed in neat box, price, $5.00

No. 146. TURRET SLEEVE WRENCH

10 Bits. New, Novel, PRACTICAL

Any of the bits automatically held rigidly

-rahLte if1151.1:11 handle. . .
"press the button" and turn the turret.

You can move the tightest
sleeves with this wrench and not
cut your fingers; the flat, smooth
case affords great grip for starting

tight sleeves; normally moving

sleeves quickly turned in or out, by

twirling the knurled handle.

For a long time we have made
good bits; but we believe those in
No. 146 are the best we have ever

made. We have a new brand of steel

particularly suited to this purpose;

this, with our unequaled facilities for
hardening and tempering, produces

bits hard, tough and strong; they fit

all standard sleeves.
This tool is a great time-saver; most sleeves can be removed, a new

one inserted and adjusted, in about half the time required with other
styles. The Best Sleeve Wrench. See it. Feel it; Try it. BUY IT!

No. 146. Finely finished and nickeled, price . . $1.50

60 48 46 44 42 40 tit : 6 34 32 30 28
Sizes 28 to 50 per doz , 50 cts.

Put up a dozen in a block,

sizes 4 to 26 thousandths

of an inch.

Price, 40 cents

 Wholesale Agents 

37 Maiden Lane NEW YORK
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A HIGH-GRADE LINE OF EMBLEM RINGS AT A MODERATE PRICE
ANY 012012  ANY FING1=2  AT $11.00 LIST

°Iw 111111 II

1:1137

0.

IlUIflhIIImmrn — No. 289 B R. T.

THESE RINGS ARE ALL PLUMP 10 K.-average 5 dwts. each-center emblems raised and modeled-rings all enameled in appropriate colors. We will send you anyorder-any finger size -at $11.00 list. THE BEST RING ON THE MARKET FOR THE MONEY. •

THE A. P. CRAFT CO. Makers of Emblem Rings Tand Special Jewelry
 
Indianapolis, Ind.

Let us tell you of
our new selling plan

THE BEST

THESOLID GOLD CHAINS
They stand the test of time and
have done so for Go years. Su-
preme in Quality, Design, Finish,
Workmanship.

We sell direct. We have no sales-
men. Elitninatin n11
o.•,o_a LIS to sell at the lowest
possible price. Send for catalogue.

Alois Kohn & CO.

TRADE

MARK

16-18 Maiden Lane, NEW YORK

Makers of GOLD CHAINS of every kind

HERMAN KOHLBUSCH, SR.
MANUFACTURER OF

Fine Balances and Weights

No. C. DIAMOND BALANCE

FOR EVERY PURPOSE

WHERE ACCURACY IS REQUIRED

194 Broadway, New York, N.Y.
SEND FOR CATALOGUE

May 1st will move to 170 Broadway, cor. Maiden Lane
UPRIGHT POCKET DIAMOND

SCALE
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INCREASED

HIS BUSINESS

IN 1908

POINTER No. 38

PRE-EMINENCE IN BUSINESS
That's What We All Strive For

INCREASED

HIS BUSINESS

45'1

IN 1909

"The Arnstine Catalog System"
Has been the Key to Success for Hundreds of

Retail Jewelers throughout the United States

INCREASED HIS BUSINESS 507 IN 19100
That is what the leading Jeweler did in Birmingham, Ala. Ha

d it not been for the extra effort, this

increased business would have been in the hands of his competit
ors and mail order houses—you can get

the business by adopting "The Arnstine Catalog System" of 
placing catalogs with every possible

customer both in and out of your city.

Established 1900 Store of I. R. RUBENSTEIN 
BIRMINGHAM, ALA.

LET US SHOW YOU HOW TO GET MORE BUSINESS

If you have never investigated our proposition, the fact that 
other

Jewelers have been successful, should be an incentive to avail 
your-

self of the opportunity now to build up your business.

"Our Catalog System" represents the best of modern advert
ising skill

and scientific salesmanship, and is one that will "really get the

business" for you. ASK FOR SAMPLE CATALOG.

Inquiries solicited from legitimate Jewelers. We make catalog
s for

the retail Jeweler and as a rule sell to but one in a city.

WRITE TO-DAY—Address

,441Viiee
1416ZZO."

OVER 2000
JEWELERS
HAVE USED

OUR
CATALOGS

I. R. RUBENSTEIN

ONE OF OUR MANY
TESTIMONIALS

Birmingham, Ala.. Jo .1. 4, 1011

The Arnstine Bros. Co.,

Cleveland, Ohio.

Gentlemen: —With reference to your

letter of recent date in regard to the con-

dition of business, I would say that it is

entirely satisfactory. The increase over

last year is about 505 and this is due

largely to your catalogs, circulars and

attractive advertising cuts—which I have

used the past three years. My dealings

with your house have been perfectly satis-

factory.

Wishing you continued prosperity,

I remain,

Yours respectfully,

I. R. Rubenstein.

I deeNOdollaOriginators of The Exclusive Catalok Method for Retail Jeweler
s

CO
PROSPECT AVE. and E. 9th ST. C 1-s E.,v E. LA Tst D

OUR
CATALOGS

ARE
BUSINESS
BUILDERS

PLEASE MENTION THE KEYSTONE WHEN 
ANSWERING THIS AD.
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TO THE RETAILER:—If you expect to stay where you are and holdthe old trade, you can not afford to sell second-class goods.The BRYANT RINGS will hold the old customers, and every ringyou sell will be an advertisement that will attract new ones. Theyare the Best Made and Best Known Rings in the market.

Trade-Mark M. B. BRYANT 0 CO.
7 Maiden Lane, New York.

11111111 mini'
ill ”MillIMIIIIIIIIIIIIMI ,00Itimminuilummulti1111111' I

;,fri 1■ , ,

The Lebanon Ball Base Engraving Block
is constructed on broad mechanical principles to meet thedemand of not only a medium price block, but at sametime have a sufficient range of capacity for the averageengraver's use.

The Base Is slightly convex, making an easy andnatural position for the hand, the weight being so dividedthat it will retain its position at any angle on the pad.The Jaws are larger than many of the higher pricedblocks, and are provided with eight distinct circles of holes,giving them a large and almost endless variety of positions
for holding odd pieces.
The Pins are specially

constructed to hold the
largest variety of work.
Thefour diamond shape
pins are grooved on one
side for circle work.
Height, 6 in. ; diam. of
base, 434 in. ; weight,

9 lbs.
.• The jaws when closed
;• are 234" in diain. and
will open to 3W, and by

•• using t he extension pins
will hold pieces up to
534!,.
The complete outfit

consists of Block,
Leather Pad and box
containing 24 assorted
pins. •

Price, complete, $6.00

The Perfection
Gold
Plating
Solution

.vorneeks

1' 'till/

SOLDERALL
'When ou sol)er...tolder.With SOLZERALL!', ,

I

The Best of All Solders
For the shop SOLDERALL is the
best and most economical Solder;
there IS no waste and it turns out
the neatest work. No flux needed.
"It's always handy." Makes a
perfect nutlock.

PUT UP IN 3 HANDY SIZES DIRECTIONS: Clean the parts to be
soldered by scraping, apply a little
SOLDERA LL, then heat with a match,hot iron or torch. No blowpipe neces-sary.

25c., 50c. and $1.00
THE QUICKTIGHT PINVISE

Trade-Mark Reg. U. S. Patent Mice

Works Quickest Holds Tightest
Only ONE HAND used in working it

' ,111111:11.LIC....Luts7

511 So 
moo

Patented March 26, 1001

Insert the work, then one stroke of thumb (pulling wedge downward) both closes AND tightensjaws. Saves valuable time. It will pay to throw away your old ninvise and buy 0110 Of these.Strongest made. No levers to break, or screws to strip. Sent anywhere, postpaid, for $1.50.Buy it of your dealer, or send to

HENRY ZIMMERN & CO., Wholesale Distributers

0.\iii•ViSocOSIAS!)ik.2■S!,c0So .le\viSvo\v•Nef\k/'.!?■\0\k7iWW%
NZ.S%

o\v/
-

A World Beater
S!"

The New Conforming Point "Practical Stone Setting Tool
(Pa(ent Pending)

Combined Setter and Beader for Rings, Studs, Scarf Pins, Ear
Screws, etc.

The only practical tool on the market forgetting all kinds of stones.
With this new tool any jeweler or watchmaker can seta stone bothrapidly and securely. It is non-slipping, having a conformingpoint provided with a combined push tip and beader.
To perform a perfect stone setting Job, place the article in a clamp,holding it firmly against the bench, holding the tool as shown incut. Next bring over the tips with the tool fitted over them, usingan upward pressure, thus preventing any danger of chipping astone through slipping.
Made of extra high grade hardened steel mounted in Rubberoid
handle. Price, 50 cents.
This tool is also made in a smaller size for the setting
of extra small stones. It can be ordered in sets of two,
or singly, aa preferred, at 50 cents each.

%Lt., HENRY ZIMMERN & Exclusive Wholesale
Distributers for

U. S. and Canada

" Superior"
Mainsprings
This well-known brand is

worthy of its name:
Superior in FINISH.
Superior in QUALITY.
Superior in TEMPER.

Price, $1.25 per doz.

Ask Your

Jobber For

These Goods

118 William St., New York City

"Look Yourself in the Face!
And Ask Yourself a Few Fair Questions"

ARE you getting full value for your money

in the watches you are buying?

ARE the watches of the quality that they
should be for such an establishment as you
are conducting?

ARE the prices that you pay satisfactory,
and are the profits that you get sufficient to
make your watch business profitable?

ROCKFORD WATCHES are the kind that you should consider. They can be

bought right, they can be sold right, and what counts above everything, is that a

Rockford once sold stays sold. The timekeeping qualities of Rockfords are most excellent.

WRITE FOR PRICES AND CATALOGUE TO-DAY 

ROCKFORDRockford Watch Company : ILLINOIS
  Manufacturers of High-Grade Watches  

Illustration showing Channel Screw Holding Screw

Driver and Channel Lens Holder in use.

The Chappel Lens Holder
or Setting Up Pad

( Patented )

This device consists of a metal holder and rubber pad

and is used for setting up rimless eye-glasses and
spectacles. With this device, the straps can be drawn

up to place and the screw put in without trouble. All

danger of breakage is avoided, as the lens resting on

the rubber cushion will adjust itself automatically,

whether a concave or convex surface. We highly
recommend this pad for tightening lenses in the straps.

The illustrations explain fully its uses.

Price $0.50 each

THE CHAPPEL CUTTING PLIER
(Patented)

The Channel Pliers were designed for the purpose of

cutting off the points of rimless eye-glass and spec-
tacle screws without any danger of breaking the
lenses. In order to do this, it has been found abso-
lutely necessary to keep the cutting edges sharp and

the face of the pliers perfectly that so there will be no
backward jar when the screw is cut, and in order to

cut the screw smooth and even, the edges must fit
together perfectly. After many years of experience,

we have been convinced that the Chappel plies with

lugs at each corner of the cutting edges is the only
way that the sharp edge can be protected. All set

screw and other such arrangements have proven an
absolute failure. While these pliers are used for

many purposes, such as cutting off rivets, wire, small

rings, etc., we do not recommend them for any other
purpose than the cutting off of glass screws. If used

for this only, they will last for many years and hold

the sharp edge. The pliers must be made hard so as

to hold a keen cutting edge, and if forced into heavy
metal, are liable to break.

'I's cut the screw even with the strap, grip the

screw close up to strap and hold the glasses firmly
against the pliers. Then cut.

Price . $1.50 each

The Chappel
Screw Holding
Screw Driver

(Patented)

This set consists of a screw driver with one

extra blade and a special clamp attachment

for holding screws while putting in place or

extracting same. The illustration gives a

good idea of what the screw driver does. It

is used the same as an ordinary driver until

the screw has heen drawn out about two full

turns. Then press the clamp holder down

until it slips over the head of the screw.

Then extract in the usual way. The clamp

is so made that it will hold the screw firmly

until it is put back in place and the clamp

automatically releases itself and

the driver will tighten as de-

sired. This screw driver is

particularly useful with stud

screws and is indispensable for

glass screws in connection

with the Channel Setting Up

Pad.

Price, $1.00 each

Worthington & Raymond
102-104 Fulton St., NEW YORK
  MANUFACTURERS OF  
"Choppers" Cutting Pliers "Charmers" Lens lioLers

"Cheaper." Screw Drivers
"Optima's" Optician's Pliers W & R Optician's Pliers

and other fine tools for opticians and jewelers
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WHEN
A

CUSTOMER

WISHES
TO

SELL
You any lot or single piece of mounted diamond jewelry—
large or small—do not turn him down absolutely, send the
goods to me for a

SPOT CASH
OFFER

Improved Draw Tongs

are now being furnished with our Hand
Draw Bench. They have removable
jaws that can be replaced when worn
at a small cost, and are made from
steel of an exceptionally high tensile
strength. The price of the machine
has not been advanced.

and save all trouble and worry. I pay all express charges and insure the goods in transit. I have been in the
business right here for 19 years, and can give the very best references as to responsibility on application. Offers
and valuations furnished promptly. See ad on page 691 of this issue. Write for further information.

J. J. COHEN PHILADELPHIA, PA.
1011 CHESTNUT STREET

AMSTERDAM, TULPSTRAAT 10 ESTABLISHED 1801

LEATHER

GOODS
If you want a line of
leather goods you can
stand back of and guar-
antee unreservedly,
investigate our line.
We are not jobbers but
manufacturers. We do
not make a cheap line
—only one line and
that the best. It includes, Card Cases, Bill Books, Hand Bags, Toilet Sets,
Jewel Cases, Ladies' Belts, Gents' Belts, Etc. No better line at any price.
Write for catalogue.

PIERCED MONOGRAMS
Our long experience and close attention to the pierced monogram business
places us in a position to offer you the best and very latest in artistic and

well made monograms.
We take the same pride
in making a monogram
that you do in satisfying
your customers. We issue
a catalogue which fully
illustrates our work. Send
for one.

Chicago Art
Metal Works

67 Lake Street, Chicago

LONDON, AUDREY HOUSE. ELY PLACE

_gagatt'

%Wiled  

rlt- 1 1

Cuckoo Clocks
As Gifts for

June Brides
"There's No Gift Clock
Like a Cuckoo Clock"

Because our Cuckoo Clocks are
so admirably suited for wedding
gifts, they are immensely popular
for this purpose. We make, on
a quality basis, the best selling
line of Cuckoo Clocks sold in
America.

We have recently added a
number of attractive, inexpensive
designs in mission style espe-

cially adapted for use in bungalows,
lodges, summer homes, and cottages.
Our catalogue cheerfully sent to any
dealer sending his request on his
business stationery.

American Cuckoo-Clock Co.
Cuckoo Clocks and Other Unusual Clocks

Station S Philadelphia

The Oliver Quality Crown

Dental Rolling Mill

is a mighty handy machine for the retail
jeweler. Although it requires but little
space on one end of the work-bench
its capacity is large, the rolls being 2
inches in diameter by 3 inches long.
Quality considered, the Crown Dental
Rolling Mill is the cheapest rolling mill
on the market. j Described in Bulletin
No. 10, just issued. May we send you
a copy?

Do you do any Polishing?

q Do you do any polishing with a
noisy, nerve - racking, back - breaking
foot power machine ? q The Oliver
Quality Electric Motor Polishing Head
requires no skill or effort to operate—
just connect it to a lamp socket and
turn the switch. It is nearly noiseless,
inexpensive to run, and will do more
and better work than any belt-driven
machine. 11 New 112-Page Catalog, No.
17, free for the asking.



The keynote of modern
business success is

10 and 14 KARAT

made to special order

to the customer. You can give

permanent satisfaction to the

most critical and fastidious men

by selling them

41 We have specialized for

years on creating exclusive

designs for Colleges and

Fraternities.

41, Let us estimate and create

designs for your college trade.

Located right in a college city.

WILLIAM L. PANIKOFF   i v  MANUFACTURINGi

828 CHAPEL STREET NEW HAVEN, CONNECTICUT Real Coral Necklaces and Matinee Chains

Red " Coralline" Necks and Long Chains

It's an honest article made by an
old retail Jeweler for the Jewelry
trade. Sells for a Dollar. Allows
you a reasonable profit. Protects
your reputaticn. Good all around
proposition. You better find out
about it now.

and never mar the stiffest shirt

front, nor cause loss of temper.

They are so easy to operate. In

all grades from plain rolled gold

for ordinary wear, to finest

mother-of-pearl, set in gold or

platinum, with or without pre-

cious stones, for evening dress.
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Permanent Satisfaction
Guaranteed

A new Stud or vest Button FREE

in exchange for any Bodkin-Back,

broken or damaged from any cause.

c71ADE BY

H. KROLL & CO.
36 and 38 John Street NEW YORK

German Silver Mesh Bags
$1.00, $130, $2.00, $3.00

PARKS BROS. & ROGERS, Providence, R. I.

Selling Agents to Jobbing Trade to U. S. and Canada

copied from any photo on
watch cases and dials or on
ivory, pearl, porcelain or
celluloid.

HAND-PAINTED

MINIATURES
ON IVORY
All work guaranteed perma-
nent and satisfactory.

15 years' experience.
We also do ETCHING ON
SILVER from any design,
portrait, sketch, etc., etc.

Send for Illustrated Price-List
STUDIO OF

CHAS. A. JOHNSTON, 106-108 Fulton St., New York

The Biggest and Best Selling Line in America

M. J. AVERBECK 
Manufacturer Importer New York
10 and 12 MAIDEN LANE
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A Display Stand Free

We will give this beautiful and attractive display stand FREE
with 50 Clocks-10 of Each Style.

DARKER
I ARAGON

THE PARKER Indestructible
Octagon

LONG ALARM Inttethrmissions
Automatic 24-Hour Release Shut-Off
Dial 4;4 inches. Height 5 inches.

No. 112

LONG ALARM, with Shut-Off, 4-inch
Gong on back. Rotary Hammer. Dial
43.Z inches. Height 5; inches.

DARKER
I OUNDER

No. 106

Alarm circle in center. Low-priced.
Rotary Hammer Alarm. Dial 4 inches.
Height 5 inches.

DARKER
ERPETUAL

No. 61

LONG ALARM with Shut-Off. 4-inch
Bell Mounted on Base. Rotary Hammer.
Dial 3 inches. Height 6 inches.

Please
send me
further infor-
mation about
your special
(FREE) offer.

Name

Street

City  

State 

Your Jobber, or Write Us

The Parker Clock Co.
MERIDEN, CONN.

10.3"c.
ki -

Ask for our product and LOOK for TRADE-MARK

GET BUSY!

The season's on—don't delay. Delays are dangerous.

GET INTO THAT EFFERVESCENT MOOD.

THAT'S DOVER'S WAY, THE MAN WITH

IDEAS. Start construction work with a view toward
stimulating positive orders.

Dover's line of GOLD INLAID COMBS, BAR-

RETTES, CORONET PINS, HAT PINS, ETC.,
will help you toward this GOAL.

COME I MR. RETAILER, ASK YOUR JOBBER.

HE WILL SHOW YOU. IF NOT, WRITE US.

GET NEXT, WE SAY—NEXT TO DOVER—

THE MAN WITH IDEAS.

Geo.W. Dover Jewelry Co.
710 Eddy Street Providence, R. I.

GEO. W. DOVER, SOLE PROPRIETOR
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Look for

PR - ST - CO
Spring Rings and Swivels

FACTORY AND MAIN OFFICE

of all Chains
DtN. CE STOCK Co

111P,60‘1 100 STEWART ST., PROVIDENCE, R. I. 444 Nk

A

A

Look for
PR - ST - CO

stamped on swivel of
Coat Chains, etc.

CHAINS AND BRACELETS
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CHAINS

Particularly Amorita Bracelets

NOTE THE GUARD

Look for 24— Trade-Mark

Look for

N 7 4 7

*— Trade-Mark

A

T

e

CHAINS
The distinctive feature of AMORITA BRACELETS is the patented wire SAFETY GUARD and the SPECIAL 

PROCESS—HARD FINISH--WEAR-

RESISTANCE—HIGH-GRADE GOLD-FILLED STOCK from which these bracelets are produced.

The simplicity of construction of this Guard makes it of practical value.

Our line of LAPEL COAT CHAINS and WALDEMAR CHAINS is made in all the best styles of links—fine, curb, cable, planished, 
chased, etc.

LOOK for our trade-marks on bracelets—Heart and Two Arrows—on chains PR-ST -CO.

11 Maiden Lane, NEW YORK

SAMPLE OFFICES 131 Wabash Avenue, CHICAGO

45 Kearney Street, SAN FRANCISCO, CAL.

AMORITA

,potv'orm125oTitigglii4

AMORITA

C. L. GUINAND'S PLAIN TIMERS
Split Horsetimers and Split Chronographs
For Horsemen, Automobilists and Scientific Purposes

Acknowledged in Europe and America as the most accurate

and reliable make on the market. Neat and up-to-date in
every way. Send for illustrated booklet of all kinds of
Complicated Watches and place your order early, as these
goods have been short every season for past five years.

Jules Racine eg Co., Exclusive Importers
CHICAGO : 103 State Street NEW YORK : 37 Maiden Lane

••■

E. H. H. Smith Silver Co.
Bridgeport, Conn.

r:lanufacturers Sterling Effects
in Plate

Bourgeois Bros. Co.
131 Wabash Ave., Chicago, Ill.

Silversmiths' Building
New York



WINTHROP MFG. Co.,
Attleboro, Mass.

Gentlemen :—The sample pair of
W. M. C. Expansion Link Buttons
you sent me were received. I like
them very much and ani sure they
will sell.
Chattanooga, Tenn.

I am very much pleased with the
sample pair of Double Post Expan-
sion lever cuff links which you sent
me some time ago. I consider it
the best of anything I have seen in
the cuff button line; besides the easy
manipulation it has also the advan-
tage of the back or plain part being
used as a signet button, making
practically two pairs in one.

Ligonier, 10(1.

14 Karat One-Eighth
, FILL Gold-Filled c.

The Free Sample pair of Cuff
Buttons was duly received. I have
been giving them a test by wearing
them, and find them most excellent.
Permit me to say, I believe you
have a good thing.
Newport, 10(1.

Will you please send me name of
Jobber from whom I can get your
link as I am well pleased with the
sample you sent me. It is the only
button I ever used that would not
come loose, and I want to get some
for stock at once.

Baskerville, Va.

Why not join the ranks of these people?
It costs you nothing to have a FREE SAMPLE PAIR of these DOUBLE POST EXPANSION LEVER CUFF LINKS sent you.

WRITE FOR THEM AND FOR FURTHER PARTICULARS.

The most practical, mechanically-perfect cuff link on the market. For soft or stiff cuff shirts. Operates with one hand.

ott:s, WINTHROP MFG. COMPANY, nnecti=ing Attleboro, Mass.
NEW YORK OFFICE, 15 Maiden Lane, Room 1609

Finest Gold Inlaid Ever Shown That Has Stood the Test

EXHIBIT
for out-of-
town buyers

April 20th
to May st
Crown Hotel
Providence

Meet us at the
Exhibit. Better
come and look
at the greatest
value offered

gliT We have added a high-grade line this year which sells at popular prices.

111.1.,Remember, we are the house that has become popular through popular
prices. Our present line is just as up to the mark as it always has been. We
prefer to show YOU in person. May we not do so ? A card will bring our
line. Perhaps you will learn why we are kept busy while others are idle.

Anything in the Gold Inlaid Comb Line we can show you.

C
l. 
We do not claim the above reproduction is up to date. It is not ; it is

Illipasse, but were we to show one of 01.11" up-to-date designs our competi-

tors would flatter us by imitating us—poorly, too,—and that kind of flattery

we do not appreciate. This point we wish to impress upon you, however.

Remember when we brought this design out some months back what a fine

seller it was ? How we told you to stock it ) Perhaps you did, and thus

you gained the profitable business accruing therefrom ; perhaps you didn't

— then we both lost.

Believing that there is a demand for a better grade of gold-filled c
hain that will fill

the want of that class that demands a chain that looks like 
gold, wears like gold, yet

does not cost as much, we have produced a very high grade line of 
gold-filled 14 KARAT

ONE-EIGHTH. Every link gold, soldered by hand. Finish has appea
rance of solid gold

chain. Chains are guaranteed to assay 14 Karat one-eighth U. S. Governm
ent assay.

Ask to see the C. A. M. & Co.'s Line and look for Trade Mark



WALTHAM
HALL CLOCKS

QUALITY counts for
more in a fine clock

than most any other
article in the jewelry
trade. We have the
finest line of Hall Clocks,
Regulators, Marble
Clocks, and Willard
Banjo Clocks that can
be procured.

Catalogue upon request.

WALTHAM
CLOCK CO.

Office and Salesroom
WALTHAM, MASS.

The Quality Package

Our lock-corner, slide cover wooden
boxes are especially adapted to the
use of the Manufacturing Jeweler.
They make an ideal packing box and
have no equal as a mailing box for
sending small articles through the mails.
All boxes made to order in your special
sizes, any quantity, printed if you wish.
Let us send samples and quote you prices.
As cheap as paper and much better.
We also make wood work for covering.
Drill blocks and boxes, bases, cabinets,
anything in the line of small wood work.
No order too large for us to fill, none too
small to receive our careful attention.

WRITE FOR PRICES

New Haven Mills Mfg. Co.
200 East Street, New Haven Mills, Vt.

IN THE GREEN MOUNTAINS

ROSARIES
For the Easter Season

30 YEARS

SPECIAL-

IZING ON

ECCLESI-

ASTICAL

WARES

A LIFE-

TIME

DEVOTED

TO THIS

CLASS

OF WORK

We are fully equipped to fiunish anything in Ecclesiastical Wares of any
description. We have specialized on this class of work for many years
and have a most thorough knowledge of all the requirements.
Time was when this class of goods NV as considered more or less of a
novelty. Today they are looked upon as staple. Our line makes most
acceptable holiday gifts. Send for Price List and Selection Package,

THE W. J. FEEL,EY CO.
12'1,20VIDNC, RI10M ISLAND

In addition to a full line of White Metal Goods we have
added a line of Goldoin LOCKETS, and will also make our
entire line in Goldoin if desired.

Lockets that will sell by reason of the designs being up to
the mark.

Also are duplicating some of our goods in aluminum.

We make RINGS, BROOCHES, STICK PINS,

LOCKETS, SHIRT WAIST SETS, BABY and

BEAUTY PINS, FOBS, NECK, BELT, HAT and

DUTCH COLLAR PINS, Etc., in Roman or Silver

finish.
These goods are furnished plain or engraved as desired.

WRITE AND ASK US FOR ILLUSTRATIONS, PRICES AND FREE SAMPLES.

This line of goods is new ar d up-to-date.

Enterprise •
Jewelry Co.

Box 653

ATTLEBORO, MASS.
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YOU Sell Coat Chains Many of These with Emblems
Now YOU can sell many more emblematic Coat Chains by

giving your customers an unlimited range in selecting from

your stock and catalog of I. & R. CO.'S buttons.

The Cut Shows All

Any of I. & R. CO.'S buttons will fit the patented back we

use on this chain, and will fit absolutely right.

We also sell our buttons with this Patented Back, without

chains, at a slight additional cost per dozen.

Your jobber has these, or can quickly procure them for you.

This Back is fully protected by Patents, and any infringe-

ments will be prosecuted.

CHICAGO OFFICE

131 Wabash Avenue

Irons & Russell Co.
Manufacturers of Emblems

Three Complete Stocks

Main Office and Factory, 95 Chestnut St., Providence, R. I.

NEW YORK OFFICE

11 Maiden Lane

6803

Mr. Jeweler
What you want to know is what will increase your sales and

boom your business. What we want is not of so much im-

portance to you. If we are producing a line of goods that will

increase your business and give you satisfied customers, you

help yourself as well as us by pushing the Fleur-de-lis line.

In selling goods we talk

Quality Nothing But Quality

Our proposition on Chain is to sell good Chain—extra good

Chain— so much better than anyone else, that our customers

will do all the talking needed to increase our business.

Our success is no secret. We produce an article that looks

right and is right, because the workmanship is right, the stock

is right and reasonable in price, too.

WE SELL JOBBERS ONLY

Fontneau & Cook Co.
ATTLEBORO, MASS.

I. 135

The

NEW YORK, 15 Maiden Lane Stamp

SAN FRANCISCO, 704 Market Street

CHICAGO, Heyworth Building L 138

6830
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EMBLEMS
We have a catalogue that's most
descriptive of our entire line of emblems. It

will be a revelation to you to find the large number

of designs we' carry. Nearly Ten Thousand dif-
ferent designs. Well made and at right prices. Our
men are out, give them an opportunity to show you.

JOBBERS ONLY

E. L. LOGEE 0' COMPANY
EMBLEM MANUFACTURERS

235 Eddy Street, Providence, R. I.

NEW YORK OFFICE-65 NASSAU ST.

CHICAGO OFFICE-1203 HEYWORTH BLDG.

EVERYTHING IN

LOCKETS anZ CHAINS

THE BASSETT

JEWELRY CO.

PROVIDENCE : RHODE ISLAND

TWELVE LIVE SELLERS
New York, 9 Maiden Lane 

Chicago, 103 State Street

Makers of

HIGH GRADE GOLD FILLED CHAINS,

LOCKETS and BRACELETS

The Coat Chain will be the most popular 
chain of the coming season.

The Buttons of these Coat Chains include
 many attractive designs of Signets and

Emblems of the best known orders.

taken from a line of over forty different designs. Made in Sterling Silver and 10 karat Solid
Gold.
Also have Tie Clips to match. Our Silver Tie Clips especially are the best on the market for
the money.
Loose link buttons for soft cuff shirts. Write us. Let us put you in touch with a jobber that
carries them.

WM. C. GREENE COMPANY
 JEWELRY SPECllAUSTS 
llou Sablln Street Provfidence, Rhode llslland

ESTABLISHED 1849

M 175 2

MI78 1■4173;'. M2292

Special Big Dollar Seller

Gold
Back
Comb

AI)
4

SEND FOR SAMPLES

Sold
Through

Jobbers

Only

Providence Manufacturing Co.
Providence, Rhode Island

A NEW SPRING DESIGN

has actual SOLID GOLD

FRONTS placed on a gold

filled back of highest quality.

Garbled facts sometimes

lead people to claim that a

filled piece of jewelry has a

gold front.

Technically correct, but

merely a clever juggling

of words and facts.

"S & C" SOLID GOLD

FRONT JEWELRY has

THIRTY-SEVEN years of

reputation back of it.

Ask your JOBBER for

"S & C" SOLID GOLD

FRONT Jewelry. Not

merely GOLD FRONT

Jewelry.

Be sure to look for the mark

" S & C " on every article.

IRA W. SMITH, 
PACIFIC COAST

AC:ENT

Broadway Central Bldg., LOS ANGELES
Smith -C.? Crosby 

FACTORY

ATTLEBORO
MASSACHUSETTS
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LOCKETS ONLY

There's a
heart in every.

Locket

Established
55

Years

- - --
EXTENSIVE LINE NEW DESIGNS ENGINE-TURNED—ENGRAVED—STONE SET—OLD ENGLISH FINISH

The PROGRESSIVE METHODS that helped the jeweler increase sales
of "W. & H." lockets will be pursued with greater vigor during 1911.

SEND FOR 1911 SUPPLEMENT TO CATALOG

WIGHTMAN & HOUGH CO .6 PRMAOIN OIFFICEE andc FEACTROR.YI.

NEW YORK OFFICE, 15 Maiden Lane

Fobs

Lockets

Collarettes

La Vallieres

Our Guarantee

Bracelets

Pendants

Chains
of all kinds

SOLD THROUGH JOBBERS ONLY

There's no reason why you shouldn't sell the people
in your town their jewelry. That you haven't doesn't

signfy that you can't. If you haven't sold them it's because

your stock hasn't appealed to them or because your prices

have been too high. You have been buying goods indi-

rectly from a dozen houses with no idea where they were

made or how good they were made.

Naturally when an article has been brought back as

unsatisfactory you have had to make good, and it has sort

of stuck in your crop. Because you have had to stand

the loss alone, you can see what a relief it will be to you,

how advantageous it will be to handle the Hussey guar..

anteed line. The line that you can guarantee absolutely

with the assurance that you will get credit for every piece

that you have to replace.

You can buy of us direct—you can sell for less money

and still make more profit. If a piece of jewelry comes

back to you, you simply give the customer a new one on

the spot. Will the customer come again ? Well! yes!

and bring some friends, too. Such treatment makes loyal

customers, the kind that come again. Give them the

goods that they want, with a good stiff guarantee, and

not too stiff a price, and you will have things coming your

way in short order.

You can do these things with the Hussey guaranteed

line of gold-filled jewelry. Send for our illustrated cat-

alog—it tells you the story of bigger profits for you and

better service—it tells you of insurance that costs you

nothing.

FACTORY AND MAIN OFFICE

ATTLEBORO, MASS.

With Every Article

‘IM■

New York Office : Room 607, 9 Maiden Lane
Manufacturing Jewelers
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From the Dealer's Point of View
the best silver plate to handle should be that which_ gives the customer lasting
satisfaction.

Silver that can not stand the test of time will not give lasting satisfaction.
Why not Talk Quality ? Why not let your customer know that

1847 ROGERS BROS X S
TRIPLE

is actually "Silver Plate that Wears"? That no other brand is so heavily plated.
That our method of burnishing hardens the silver plating, actually making it a
part of the piece.

We have many letters from people who have used 1847 ROGERS BROS. daily for
many years—thirty, forty and more, some of them.

They have experienced lasting satisfaction because they have learned that it
is "Silver Plate that Wears."

NEW YORK

MERIDEN BRITANNIA CO.
(International Silver Co., Successor)

MERIDEN, CONN.
CHICAGO SAN FRANCISCO

A monthly journal devoted to the interests of the Watch, Jewelry and Kind
red Trades. The purpose and policy of this

journal are the protection and promotion of all trade interests. A rigid censorship assures the reliability and worth of

all reading matter, and the exclusion of all that is not trustworthy or rele
vant. We decline to insert advertisements

that are unreliable, or misleading in representation, defamatory in statement or 
detrimental to the welfare of the trade.

Vol. 32 Pliila.clelpl-alct, April, 1911 I\Ic). 4

rupyright, lui I. by The I■ej.stilite Publishing C.. . \ II rights reserved. Entered as second-L.1;1,s nuttier at t he hist ( It Philadelphia, Pa.
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single copies, regular issues, 15 cents; special issues,
25 cents. To Canada, $2.00 per year. To Foreign
Countries, $3.66 (15 shillings) per year; single copies,
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Payment for THE KEYSTONE., when sent by mail, should be
made by Post-Office Money Order, hank Check or
I/raft, or Express Money Order. When neither of
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Letter. All Remittances should be made payable to
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The Keystone to be a Semi-monthly

BEGINNING with July THE KEYSTONE

will be issued twice each month, on

the 1st and ith, making twenty-four issues

per year instead of twelve, as at present.

This change, which is made after mature

deliberation in response to modern trade

conditions and requirements, will mean

greatly increased value to subscribers and

greater serviceability to all concerned.

The announcement of the change in these

columns last month was received with a

chorus of approval from all branches of the

trade.
Those who subscribe or renew their sub-

scriptions this month will receive twenty-

one issues, the monthly issues of April,

May, and June, and two issues each month

for the remaining nine months—all for

$1.00, the present subscription price.

We would suggest to our readers whose

subscriptions have expired to take advan-

tage of the opportunity and renew their

subscriptions without delay.

Beware of Bogus Subscription Solicitors

WE regret the necessity of warning the

trade from time to time against the

operations of bogus subscription solicitors.

It is the custom of these swindlers to select

the most popular magazines and trade

journals and pose as authorized solicitors,

appropriating to their own use the subscrip-

tions received in this way. An impostor of

this character, who succeeded in obtaining

subscriptions for TTIE KEYSTONE from sev-

eral jewelers, has been operating in the

State of Iowa. He is described as a young

man, about 18 years old, about 5 feet, 6
inches in height and with light complexion.

He claims to be deaf and dumb, but the

affliction is doubtless assumed to further his

purposes. The operations of these swindlers

are no more vexatious to the victimized

jewelers than they are to us, and we would

request those of the trade who may be

solicited for subscriptions to notify us

promptly in case their suspicions are in any

way aroused.

Publishers are greatly handicapped in

their efforts to suppress this practice by the

wide extent of the operations, the frequent

changes of names and the cost of legal ac-

tion considering the small amount involved

in each case. We must rely chiefly, there-

fore, on such warnings as this and trust

that our readers will keep the facts in mind.

There are a few thoroughly reliable parties

calling on the trade whom we 'have author-

ized to collect subscriptions for THE KEY-

STONE, but each of these is provided with

credentials signed by the president of The

Keystone Publishing Co. If you are not

personally acquainted with the solicitor or

have any doubt whatever as to his identity,

insist on seeing these credentials, and if they

are not forthcoming withhold your sub-

scription and mail it direct to this office.

We regret very much the loss and in-

convenience to those who have been vic-

timized, and will make every effort to bring

the swindlers to justice.

Conviction of the Shreve Brothers and

Their Co-conspirators

pI HE Jewelers' Board of Trade, which
has accomplished immeasm-able good

not only for its members, but for the manu-

facturing and wholesale trade generally,

has placed to its credit another notable

achievement in the conviction of the

notorious Shreve brothers,, whose system-

atized swindling was practiced in many

different branches of trade. It is to the

credit of the Board that while the con-

spirators successfully engineered - large

swindles in other lines, they were allowed

to proceed unmolested until, through the

failure of the City Jewelry Co., Montgom-

ery, Ala., they ran foul of the members of

the jewelry industry. It was not until the

Jewelers' Board of Trade, after investiga-

tion, decided to fight the conspirators and to

bring the offenders to justice that the latter

had ever experienced any serious attempt

to interfere with their work. Supported,

as they were, by powerful social and politi-

cal influence, they made an unusually strong

fight, and had it not been that the Jewelers'

Board of Trade succeeded in enlisting the

co-operation of the Government it is doubt-

ful whether the Shreves would ever have

been brought to trial.

The circumstances of the case will be

found stated in detail on pages 599 and 600

of this issue. Briefly, it may be stated that

Jesse H. Shreve had a general store in

Greenville, Ala., and the Union Mercantile

Company there was also a Shreve concern.

In Montgomery the City Jewelry Company

had the Shreve brothers for directors and

officers. The Jesse H. Shreve store burned

and its proprietor, going into bankruptcy,

announced that large quantities of goods of

the Union Mercantile Company and the

City Jewelry Company had been stored in

his place.
Suspicions were aroused and an investi-

gation was made by a representative of the

Jewelers' Board of Trade, who found much
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to corroborate his suspicions of a gigantic
swindle. When President Taft attended
the banquet of the New England Manufac-
turing Jewelers' and Silversmiths' Asso-
ciation in Providence one year ago Harry
Cutler, toastmaster on the occasion, brought
the matter to the notice of the President,
who suggested that a committee be sent to
Washington to lay the matter before the
Department of Justice. The suggestion was
promptly acted upon and the result was that
Attorney-General Wickersham appointed
William H. Armbrecht, United States Dis-
trict Attorney of Mobile, special assistant to
the Attorney-General and gave him full
charge of the case. The result of this co-
operation of the Government and the Board
of Trade was the conviction and punish-
ment of the conspirators.

The action of President Taft and the Gov-
ernment in this particular case is worthy
of all praise, but credit for taking the
initiative and working up the case against
the influential swindlers rightly belongs to
the Jewelers' Board of Trade and merits
the appreciation of all business interests.
The object-lesson has been an expensive one,
as, in addition to the expenditure by the
Board, the prosecution is said to have cost
the Government about $40,000, yet this is
an insignificant expenditure considering the
great and far-reaching moral effect of this
successful prosecution.

Increase in Mail-order Business

NOTWITHSTANDING the very cred-
itable efforts made by the retail trade

of the country, individually and combined,
to check mail-order competition, the reports
of the big catalogue houses of Chicago show
a very material increase in gross sales dur-
ing the past year. The financial report of
Sears, Roebuck & Co. for the year 1910
shows aggregate sales amounting to
579,837, an increase of $10,444,302 COM-
pared with the preceding year. The figures
showed on the other hand a material in-
crease in operating expenses and a smaller
percentage of profit in proportion to sales
than in the previous year, which was
doubtless due in part at least to the vigor-
ous battle 'waged against these houses by
the retail trade. When we consider that
the other large catalogue houses did prob-
ably a somewhat similar amount of business
in 1910, we can better understand the
seriousness of the situation as far as the
retail trade is concerned.

It would be very far from just or reason-
able, however, to claim that the total of
business done by the mail-order houses rep-

KEYSTONE

resented. exactly so much loss to the retail
trade. No one can gainsay that the distri-
bution of millions of illustrated catalogues,
each of over moo pages, creates an enor-
mous amount of business which had not
before been available even to the local re-
tailers. There are, in fact, many enterpris-
ing retail merchants who boast of the fact
that they are not only retaining the local
trade which would naturally come to them,
but are also diverting in their direction a
share of the trade created by the extensive
and forceful advertising of the mail-order
houses. It was a misfortune that the local
retailers leisurely rested on their oars while
the mail-order houses were forging ahead
and vigorously capturing trade in their
vicinity. During the past few years, how-
ever, there has been a great change in the
situation, and it is safe to say that to-day
the anti-mail-order booklets, circulars and
newspaper announcements are the most in-
telligent and effective advertising done by
many of the retail trade, especially by those
located in what is popularly known as the
mail-order belt. The jewelers have had an
advantage, over their retail brethren in that
a number of the manufacturers who pro-
duce their wares have denied to the mail-
order houses the privilege of handling their
product. The fixed selling price has also
been a material advantage to the jewelers
in competing with the mail-order houses as
well as in competing with one another, as it
equalized competition to a large extent and
assured at least a fair profit.

INDIVIDUAL effort, however, is neces-sarily limited to local operation, and the
time has arrived when a general union of
retail interests is necessary to check further
mail-order encroachment. It is true that
the bill providing for a parcels post experi-
ment was side-tracked at the last session
of Congress, but it is a certainty that the
project will be revived at the earliest op-
portunity. Bills have also been introduced
in Congress prohibiting the fixing of a
selling price, and the defeat of such a
measure will also call for a united front on
the part of retail organizations in all
branches. In the matter of legislation to
prevent fraudulent advertising, while such
a law as that enforced in Germany would
probably be unnecessarily rigid in this
country, some form of law is desired to
prevent gross and misleading representation
either in printed statement or in illustration.
We understand that a law very much less
stringent than the German measure would
compel a complete reconstruction of many
mail-order catalogues and the elimination
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of much in statement and illustration which
now especially catches the eye.
Ominously suggestive of the strengthen-

ing opposition to the mail-order houses is a
bill introduced in the Missouri Senate im-
posing an annual State tax on houses selling
from catalogues. While it seems probable
that the measure is directed at Chicago
houses, yet the act does not specify non-
resident firms and corporations, and hence
would be general in its application. The
tax proposed is this : Five per cent. on gross
business amounting to $1oo,000; 3 per cent.
upon $200,000; 2 per cent. upon $300,000,
and i per cent. upon each additional $roo,-.
000 of the gross amount of sales. This, the
latest anti-mail-order effort, is quite likely
to be taken up in other States and become
a general movement.

Official Organization Platform

ITEI Chicago as a center a wave of
organization enthusiasm is now

spreading over the country and its effect
will no doubt be very noticeable in increased
attendance at the many conventions to be
held within the next few months. Presi-
dent Steele F. Roberts, of the American
National Retail Jewelers' Association took
advantage of the meeting of the Executive
Committee held in Chicago last month to
formulate and announce an organization
platform, which we print in full on pages
643 and 645 of this issue. We would ad-
vise every jeweler who is interested in the
protection and advancement of his vocation
and business to read this address and apply
to his own case the sound business and
fraternal philosophy there enunciated.
Those who contemplate attending the com-
ing conventions will be especially interested
in this address, which suggests, if it does
not thoroughly cover, every subject of cur-
rent trade interest. President Roberts'
preachment on the matter of jewelers'
profits is especially forceful and convincing,
and this is a subject which should be am-
plified by addresses and discussions at every
convention. In this age of local organiza-
tions, or "Round Tables," fixed selling
prices, the curtailing of mail-order compe-
tition, etc., there are possibilities for sub-
stantial profits not heretofore possible.
Sales and profits are the capsheaves of re-
tail merchandising and merit a correspond-
ing degree of attention on the convention
programmes.

Among the matters discussed at the meet-
ing of the Executive Committee referred to
above were the Richmond convention,
fraudulent advertising legislation, legisla-
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tion threatening the fixed selling price, etc.

In view of the cordial relations which are

now being cultivated among the three

branches of the trade and the benefits ac-

cruing from such friendly feeling, there

was special timeliness in the following reso-

lution adopted by the committee:

Resolved, That the members of the Ex-

ecutive Committee of the American Na-

tional Retail Jewelers' Association deny

their sanction to any magazine, newspaper,

circular or editorials of a defamatory or

intimidating nature towards corporations,

firms or persons in the jewelry trade and

condemn any such periodicals or methods.

The dates and places of the forthcoming

State conventions are as follows:

Association,Indiana Retail Jewelers'
Evansville, May 2d and 3d.

Pennsylvania Retail Jewelers'

tion, Pittsburg, May 4th and

Illinois Retail Jewelers'
Rockford, May 9th, loth and

Kansas Retail Jewelers'

I-Tutchinson, May loth.
New Jersey Retail Jewelers'

Newark, May nth.
Oklahoma Retail Jewelers'

Tulsa, May 15th and 16th.
Arkansas Retail Jewelers'

Associa-
5th.
Association,
ith.
Association,

Association,

Association,

Association,

Little Rock, May 23d and 24th.

New York Retail Jewelers' Association,

Buffalo, May 23d, 24th and 25th.

Oregon Retail Jewelers' Association,

Portland, June 5th and 6th.

Iowa Retail Jewelers' Association, Des

Moines, June r3th to i5th.
North Dakota Retail Jewelers' Associ-

ation, Grand Forks, June i3th, 14th, 15th.

North Carolina Retail Jewelers' Associa-

tion, Greensboro, June i4th and 15th.

Missouri Retail Jewelers' Association, St.

Louis, June i9th, 20th and 21st.

Ohio Retail Jewelers' Association, Cedar

Point, June 26th, 27th and 28th.

Colorado Retail Jewelers' Association,

Denver, June 27th.
Virginia Retail Jewelers' Association,

Norfolk, June 28th.
Wisconsin Retail Jewelers' Association,

Milwaukee, July I Ith, 12th and T3th.

American National Retail Jewelers' As-

sociation, Richmond, August 1st to 4th in-

clusive.

We direct the special attention of the

Iowa jewelers to the fact that the conven-

tion dates of the Iowa State association have

been changed from June 27th to 30th, as

announced in our last issue, to June T3th to

15th, when the convention will be held at

Des Moines in the Coliseum building. As

the Iowa organization has a record for
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leadership, the following statement by the

president in a letter before us is suggestive:

"Our convention will be conducted some-

what differently from any of the State con-

ventions that have been held up to this

time, and we are preparing for the greatest

attendance of retailers, manufacturers and

jobbers that any State has ever seen."

Record-breaking Trade Balance

IT is now confidently predicted that at thebeginning of the next fiscal year there

will have been established an international

trade balance in favor of the United States

of approximately $800,000,000. These es-

timates are so large, surpassing, as they do,

all previous records, that it seems almost

as if the estimators were permitting their

enthusiasm over recent exports to warp

their judgment. Yet up to the ist of March

the apparent international trade balance in

our favor in this fiscal year was consider-

ably more than $400,000,000, and if the

astounding record made in February is

equaled in the remaining four months of

this fiscal year then it may be found on

July 1st that the estimate of $800,000,000

is not far out of the way.
But whether the balance be $800,000,000

in our favor or $60o,000,000, it is now ap-

parent that the amount is to be so large as

surely to compare favorably with any

previous record, and it may, in fact, make a

new record. The largest record heretofore

made was $7oo,000,000, approximately.

Early last fall no one ventured to predict

that international trade was in this fiscal

year to swing around heavily in favor of

the United States. One of the causes for

the depression in the securities market last

fall was the fear that the unfavorable in-

ternational trade of the first six months of

1910 might indicate that we were again to

become a great debtor nation, buying much

more from the markets of the world than

we sold to -them. Yet for eight months of

the present fiscal year the increase in our

exports over the corresponding months of

last year was $222,000,000.

The Courts and the Fixed Selling Price

O UR readers will remember a suit in-stituted some months ago by the

Waltham Watch Co. against Montgomery,

Ward & Co., the large Chicago mail-order

house to enjoin the defendant company

from selling certain Waltham movements at

prices less than those fixed by the price

contracts. under which such movements are

sold by the Waltham Company. The latter

company, as reported in our last issue, won
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an important point in the suit when the

Court held that the patented features of

the Waltham movements involved were of

abundantly sufficient scope and importance

to justify the conditions of sales imposed by

the manufacturers. Later the Waltham

Company instituted two more actions, in

addition to that filed in April last, against

Sears, Roebuck & Co., the other large

Chicago mail-order house, to restrain the

defendant company from selling certain

Waltham movements at less than the es-

tablished price. The Waltham Company

holds that the mail-order house infringed

on its patents by selling these movements

at cut prices, such sale being in violation of

the contract under which the movements

are supposed to be sold to the public in ac-

cordance with the retail prices established

by the complainant company. The two

latest suits are instituted to cover the acts

committed since the filing of the first suit,

April 7, 1910.
Elsewhere in this issue we report the re-

sult of the suit instituted by the Western

Clock Mfg. Co., La Salle, Ill., against a

Chicago department store, asking for a re-

straining order against said store enjoining

the advertising of one of its well-known

alarm clocks at a cut price. The Court

granted the temporary injunction sought

for in this case. The trade are much in-

terested in these suits as showing a deter-

mination on the part of the manufacturers

to maintain their policy, which means for

the jewelers some measure of protection

from cut-price competition.

Divining Rod Swindles

S OME time ago our curiosity was

aroused by the large number of let-

ters received from the trade in different

parts of the country in regard to devices

for locating different metals. The origin

of this interest in the so-called "divining

rods" was explained when the Post-office

Department instituted suit against certain

parties in the State of Pennsylvania, who

subsequently pleaded guilty to making

fraudulent use of the mails in the exploita-

tion and sale of these rods. Severe sen-

tences were imposed on these men, who are

said to have made a comfortable living on

this fraudulent traffic. The credulity of the

public generally, especially when locating

gold and silver ores is in question, is

proverbial, but we had not thought that this

credulity extended to members of the

jewelry trade, who should be better in-

formed on the various forms of imposture.

The hunt for gold has seemingly lost none

of its fascination for humankind. _
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The Jeweler, and Easter Trade

The custom of exchanging gifts at 
Easter

time is steadily vowing. Each year the

jeweler can more surely depend on this se
a-

son and must comparatively be 
more en-

ergetic in his preparations, to not only

supply the demand already established, b
ut

to create a greater demand for h
is wares

as Easter gifts.
The spirit of the season must be pre-emi-

nent, both in the selection of merchandise

and the plan of display. At Christmas ti
me

it is the custom to give your store a sea-

sonable air by decorating with evergreen

and holly. For Easter, the decorations

should be flowers and the spirit of the sea-

son should be evident in a general brighten-

ing up of store and stock.
At Christmas time the demand for mer-

chandise is general, but for Easter the less

expensive novelties and small pieces of

jewelry will be most sought for.
In your preparation for Easter business

you should first go over your stock and

see that your selection is ample to supply

the probable demand. Fill in here and there

with new things and study your stock and

make up your mind what things will most

strongly appeal to the prospective gift pur-

chasers.
Get your stock in shape and be sure that'

your store is immaculately clean and in per-

fect order. Be very particular in planning

your window display. Make it bright and

attractive and at the same time display the

things that will sell.
Plan your newspaper advertising in' ad-

vance and keep live copy on the paper,

changing daily for several weeks preceding

Easter. Let your advertising herald the idea

of the general custom of gift exchanging on

Easter and of the popular custom of giving

more substantial things (naming articles in

your line) as a substitute for flowers, candy,

etc.
Be sure that your clerks all have sug-

gestions ready for the prospective gift buyer

and instruct them when approaching a cus-

tomer to use the phrase, 'Are you seeking

an Easter gift ?"—or some similar expres-

sion of the same idea, as often as possible.

This will many times put the idea of buying

a gift into the mind of a person who really

hadn't thought of it.
Let the whole environment of your store

give out the impression that Easter is an

important gift time and you will create
a great deal of new business.

Special Features for Easter

As a Saturday Special for the day before

Easter nothing would be more appropriate

than the combining of flowers and a perma-

nent gift.
Get an assortment of inexpensive vases

and also some small jardinieres in brass

and in each vase put a bouquet of ap-

propriate flowers and in the jardinieres a

potted plant. Group the one assortment in
one part of your window and the other in

another, and make a choice price on each
of so much, preferably not over a couple
of dollars. Or you can make up combina-
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tions at assorted prices and scatter them

through the window, each bearing a price.

These, of course, should be advertised in

the local papers, and a good copy is show
n

in Fig. I. It is a good idea, too, to secure

a lot of little cards with floral decoration
s,

or appropriate Easter designs, and give

them to those buying Easter gifts, just as

you would holly cards at Christmas tim
e.

Other good articles to call particular at-

tention to are crosses, rosaries and oth
er

An Appropriate
Easter Gift

q■ EASTER
SATURDAY
SPECIAL

Sterling Silver
Applied Vases
With an appropriate Easter Bouquet

OR

A Solid Brass
Fern Dish
With a Beautiful Fern

Your choice of either

$2.00

See our window BLANKSfull of appropri-
ate Easter Gifts. 919 CENTRAL AVE.

FIG. I

articles of jewelry, spoons, etc., bearing de-

signs appropriate for the season. There are

lots of people who really seelç occasions to

make gifts. If Easter as an appropriate

gift season is properly presented a great

deal of business can be created.

Interior Decoration

The most effective base for store decora-

tion at Easter time is smilax. Natural

smilax, of course, is short-lived and the

artificial looks just as well. You can get

artificial smilax from some manufacturer

of artificial flowers by the yard, and you

should have enough to wind it around the

chandeliers, over the edge of the wall cases,

and run festoons from the side cases to

the chandeliers. Order also some single

blossoms in light colors and fasten these

here and there on the smilax vine. On the

show case have potted plants or cut flowers

in vases. Preferably some kind with a

sweet perfume.
To further give the impression of spring
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a few canary birds in conspicuous places

add much to the effect. The whole idea in

decorating is to make your store bright and

fresh and attractive, and to let your cus-

tomers know that you are prepared for a

demand for Easter gifts.

Manufacturers and Window Display

While the large American manufacturer

is generally a good advertiser and has his

eyes wide open for every possible avenue of

distribution for his goods, he has left one

field of unusual promise practically un-

touched. Practically nothing has been done

by the manufacturer in the matter of sys-

tematic window display. Through liberal

co-operation with the retailer there are won-

derful possibilities for the manufacturer in

window display as a supplementary branch

of his general advertising.
Of course, most manufacturers have al-

ways recognized the selling power of the

show window. But very few of them have

made a serious attempt to turn it to account

in the selling of their products. Most of

them have confined their efforts to furnish-

ing cheap display devices for showing their

goods or sending out posters and show

cards. On the other hand some few have

gone into the matter thoroughly and have

reaped handsome rewards.
The opportunity offered in this line is so

unlimited that it is inevitable that within the

next few years there will be a great awak-

ening among manufacturers of goods sus-

ceptible of window display. We venture

the prediction that it will not be long before

nearly every big manufacturer will have a

well organized display department under

the management of a window-dressing ex-

pert. They can get better returns for the

money than by any other advertising meth-

ods.
This means that there will be some good

opportunities for window dressers, and we

would suggest that they consider the possi-

bilities of this line of work. Manufacturers

will be wanting specialists to show their

particular lines, whatever they may bp.

They will want reliable men with executive

ability who can catch an advertising idea

and reproduce it in a display that will be

used in hundreds of windows all over the

country. Such men will command much

larger salaries than are now being paid

most department store window dressers.

Furthermore, the work should be very

agreeable to those who are qualified for it.

We know of several men who are now

doing exceedingly well as window display

specialists for manufacturers, and we know

of none that would willingly go back to the

old work. Think this over and then look

around for an opening. It may not be easy

to find, but if you should happen across a

good one it would be mighty well worth

while. There are hundreds of national ad-

vertisers who ought to have window display

departments, but have not. They may be

hard to convince now, but will surely come

to it sooner or later. Work out a good

scheme and try it on one of them. It may

go.—Merchants' Record and Show Win-

dow.

1
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Some "Ready-Made" Advertisements for April
The

Easter Buttercup
Easter brings the buttercups to the

field--and to our store. These Butter-

cup Link Buttons look as delicate as
their cousins of the meadow, hut they
are more enduring. They speak of

Spring all over. A dainty thing as a
gift for another, or for yourself.
$10; with diamond in center, $18.

Don't stop to look at them, if you
are out marketing with $i o—or the
family will go hungry. They are
simply irresistible.

SMITH - 44 Main St.

Will You
Ring the
Belle AEASTER?

Then here's
hoping that
Cupid will
bless your
proposal—
and we'll do
the rest.

We have a stock of Engagement Rings
to fit the purse of every lover, and our
Diamonds are as flawless as their affec-
tions. Your Ring for Her is here, at
whatever price you can afford to pay,
from $10 to $250.

SMITH, 44 Main St.

Your
Easter
Plumage

will look the finer if
you wear some new
jewelry with it

A Brooch, or Neckpiece,
or Chain which your
neighbors have not seen
before should go with
your new gown and hat.
Have you any influence
with your father and
mother?

SMITH
44 Main Street

0

gnirpS
The farmers tell us it is a

"backward" Spring; and our spell-
ing recognizes the fact. But the
Spring is coming and the wise shop-
pers have been coming here to pick
out the Spring-ish jewelry which goes so
well with dainty Spring dresses and

millinery.

Don't be "backward" in coming forward
to find the pretty thing which specially

meets your taste.

SMITH
44 Main Street

How about that shabby old Clock
on the Sitting-Room mantel?

Doesn't look just right, now that the
house has been cleaned . . . . I have
some new Clocks that you should see.

SMITH

 0  

' SMITH
MASTER MENDER

44 Main Street

44 Main Street
 U II • I

A "Spring" Need
You may wind and wind
forever, but when the spring
is broken your watch is

"dead"

I=1

I CAN RESTORE IT
TO LIFE

I use only the best materials,
and the best skill in Smith-
ville —and more people are
finding it out every year.

SPRING
NATURE SHOWS THE SPRING
FLOWERS; OUR STORE DISPLAYS
THE FLOWERS OF ART. THE
ARTISTS IN JEWELRY AND SILVER-
WARE HAVE NOT IMPROVED ON
NATURE, BUT THEY HAVE BEEN
INSPIRED BY HER. A VISIT TO OUR
STORE AT THIS TIME FURNISHES
AN EDUCATION IN BEAUTY, AND
THE PRICES ARE AS ATTRACTIVE
AS THE PATTERNS. 4,10 sto
SMITH 44 MAIN STREET

LTHINGS
4

OVIRS. HOUSEKEEPER
Your Spring house-cleaning has cleaned every
part of your house and everything in it, except
the inside of your clocks—and quite likely they
need it, to preserve the clocks and insure good
time-keeping.

'Better let me visit them for an examination—I
will not find imaginer), faults, and cleaning and
oiling is not expensive. A postal card will bring
me.

SMITH, 44 Main Street

0

0

After the Scrubbing
and Sweeping and

Scouring
YOU will want some new table
fixings, surely—a model house-
keeper like yourself will not be
content with the shabby old
things. Come to us for

Knives, Forks
Spoons

Sugar Bowls, Salts and Peppers,
and whatever else needs re-
newal. We have the best qual-
ities at the prices charged, and
you will do well to see us after
your spring house-cleaning.

SMITH„ 44 Main Street
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The Jeweler's April

By JOHN TWEEZER

April presents several opportunities to the

jeweler for the exercise of his mercantile

skill.
One of these occasions is the celebration

of Easter—a day which in spiritual signifi-

cance comes next to Christmas ; indeed, in

many communions, notably the Roman

Catholic, this day of the Resurrection is re-

garded as of even more significance than the

day of the Birth. No doubt the reason that

it falls behind Christmas in secular import-

ance (as expressed in the giving of gifts,

family reunions and other social functions)

is because the date of Christmas is fixed,

while that of Easter is movable. The regu-

lar recurrence of Christmas on December

25th for many centuries has established a

habit of thought and practice of act ; while

the date of Easter, varying according to the

phases of the moon (which determines the

date of its precursor, Ash Wednesday),

changes from year to year and so prevents

the focusing of the general attention upon a

specific and unvarying date in the calendar

as the day of Easter. Except for this, it is

quite probable that Easter would be cele-

brated as generally as Christmas now is—

and with equal profit to the jeweler.

The jeweler's appeal to the .public in the

Easter season should be played on two

strings : First, the consistency of gift-giving

at this glad time of rejoicing; second, the

propriety of renewing Her jewelry when she

renews Her dresses and millinery for the

Easter parade. The second will be found

to materialize in more dollars—for woman's

vanity is "from everlasting to everlasting,"

while gift-giving at Easter has not as yet

become a general practice. The jeweler can

do much toward stimulating his sales in

April if he will emphasize the thought that

new spring dresses need new jewelry to

heighten their charm, in his advertising and

coincident window displays.
Another opportunity for the jeweler to

make profit of April is in the fact that April
is the month of the American housewife's

"Spring housecleaning." The jeweler

should be able to turn this house-upsetting
to account ; for the housekeeper now has all

her shabby table furnishings, etc., brought

under her eye, notes the dents and the

wearing through of silver-platings, and re-

solves that this and that are not in keeping

with the spick-and-span orderliness of the

house as a whole. It is the psychological

moment to lodge in hi mind the idea that
she ought to have some new things in your

line so as to round out the symmetrical ef-
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fect. Three out of five housekeepers feel

that some of the old silverware should be

replaced every time the spring houseclean-

ing is under way—it is within the jeweler's

skill to swing that feeling into act, and he

should be able to make a sale to at least

one housekeeper out of the three who are

of the five.
It is the fit time, also, to advertise your

facilities for the repair of broken or dented

silverware, for replating or polishing,

cleaning clocks and such other needs as

would come to notice in the turnover of

the household things. Make a window dis-

play of silver polish and other cleansers ; in

every way possible "get next" to the present

thought in the housecleaner's mind.

Samples of advertising that will fit these

various April opportunities for profit are

shown on page 574.

Suggestion for a Spring Window

The display herein contemplated is apart

from the idea of a strictly April window;

for the April window would embody the

suggestions made in the article- preceding

this, in exploiting Easter and the house-

keeper's annual housecleaning. I am going

to assume that the jeweler, before April

i6th, has shown one window that made ap-

peal to the spirit of gift-giving at Easter;

and another window, consisting of feminine

jewelry, that would stimulate the idea of

decking the person with new adornments to

properly accent the newness of the. Easter

gown and hat. I assume, further, that in

the week following April i6th the jeweler

will display table silverware, knives, forks
and spoons, silver polish and such other
items as would appeal to the mind of the
housekeeper fresh from contact with the
shabby things encountered in her house-
cleaning. What I am about to suggest, now,
is a window for the last week in the month,
to typify Spring. How can the jeweler ex-
ploit the idea of Spring in his wares?
He has no goods that are distinctly

Spring-y—he does not enjoy the advantages
of the milliner, the drygoods merchant, the
clothing man and others, who can show
goods which in themselves express the
spring spirit. The jeweler seems to be
heavily handicapped here ; yet there is a
way. He can demonstrate Spring by show-
ing springs.
On the floor of the window spread

glazed white paper, laid without a wrinkle,
edges lapping neatly.

In each of • the four corners place the
largest size clock springs, coiled ; connect
these corners with a continuous line of
smaller clock springs, the smallest in the
center of each row and thus graduated to
the two ends of each row. This clock-
spring border will frame your window pic-
ture.
Now group a large lot of uncoiled watch
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mainsprings a little back of the center of
the window space. Impress with the mass
of them ; arrange them in a triangle or a
circle, laid flat or stood on edge (held in
position by light binding wire or pins)—
many attractive designs can be worked out
when you are experimenting.

To the right and left of this mainspring
group arrange graceful scroll lines formed
of case springs. These scrolls are to fill in
the blank spaces behind and to "balance" the
following sentence in the front of the win-
dow:

"Spring" is here!

The letters composing this sentence
should be formed of the various kinds of
springs which are found in a watch—click
springs, hairsprings, clutch lever springs,
setting lever springs, vibrating arm springs,
setting springs, cam springs and regulator
springs.

Place a neat placard upright on the center
group of watch Mainsprings, thus inscribed:

Our Repair Department here witnesses
to the Spring spirit—but it has not caught
the "Spring fever." It is very well, thank
you, and hopes to have your ailing watch
or clock to repair. We use only the very
best materials in all our repairing.

Condensed Wisdom

It is not often that one meets with as
much good advice packed into a small space
as in this "Short Sermon" which the prin-
cipal of a business school spoke to his pupils
sonic thirty years ago. While some of the
"don't's" have something of a nurse's tone
in their prohibitions, the "Sermon" as a
whole may be profitably studied by em-
ployer as well as employee:
"You are the architect of your own for-

tune ; rely upon your own strength of body
and soul. Take for your star Industry,
Self-Reliance, Faith and Honesty, and in-
scribe on your banner, 'Luck is a fool, Pluck
is a hero.' Earliest effort in one direction is
the surest road to wealth and high position;
diligence and stick-to-it-ness is the winning
hand. Don't take too much advice; keep at
the helm and steer your own ship; and re-
member that the great art of commanding
is to take a fair share of the work. Don't
practice too much humility ; think well of
yourself ; strike out ; assume your position.
It is the jostlings and joltings of life that
bring real men to the surface ; put potatoes
in a cart over a rough road and small po-
tatoes go to the bottom. Rise above the en-
vious and the jealous. Fire above the mark
you intend to hit. Energy, invincible de-
termination, with a right motive, are the
levers that move the world. Don't drink.
Don't chew nor smoke. Don't swear. Don't
deceive. Be in earnest. Be self-reliant. Be
generous, kind and civil. It is a foolish
man that does not understand that molasses
will catch more flies than vinegar. Read the
newspapers. Advertise your business.
Keep your own counsel. Make money and
do good with it. Love your God and fellow-
men. Love truth and virtue. Love your
country and obey the laws."

J. T.
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Ideas for Easter Windows

A Miscellaneous Assortment That Can Be
Made Seasonable and Effective

Easter, commercially considered, is yearly
growing in importance to the merchant, and
to none does this fact bring more gratifica-
tion than to the jeweler. No other benefits
so materially from the fad of present-giv-
ing, and it is to his interest, of course, to
cultivate the custom so that the Easter gift
may ultimately become as well-established
and commercially fruitful as its Christmas
analogue. To stimulate public interest in
the commercial aspect of Easter there are
two effective means available to the jeweler
—advertising and window decoration—and
for window trimming not even Christmas
itself affords such facilities for attractive
designing.

Bases of an Attractive Line

As Easter is the season of sunshine, new-
ness and brightness, everything in the win-
dow and the window itself should reflect the
dominant idea. if all the goods are not
new or "just received" they should be made
to look so as much as possible. The most
scrupulous cleanliness should be noticeable
in the goods, the glass, the fixtures and
decorations. And above all, in the price
tickets. Some jewelers who believe in keep-
ing stock scrupulously clean never give a
thought to the soiled price tickets. How
vain it is to give your customer the assur-
ance that the goods are the "latest pattern''
while the dirty, faded ticket, with the fly
specks of several summers, is giving you
the lie. And the value of the article, be
it cents or be it dollars, cuts no figure. If
ifs a cheap piece of ware it looks cheaper
still with a dirty piece of paper pasted on
it, and if a choice piece, the hurtfulness of
the soiled ticket is proportionately greater.
The jewelers get so accustomed to look at
these tickets that they do not notice their
soiled appearance, but the public do. At-
tend to this matter before Easter. And no
matter what the season, change the tickets
as frequently as necessary in order to keep
them respectable. String tickets are more
quickly soiled than others, because they are
more handled. Nevertheless, care should
be taken to keep them clean, for the claim
that a ring, for instance, "is a brand new
pattern just received" would certainly look
like a whopper if a soiled, worn-out ticket
is fastened to it.

Easter Symbolism

In regard to Easter windows, the sym-
bolism associated with the season furnishes
the window trimmer with quite a wealth of
ideas. Flowers, eggs, rabbits, bells and

other symbolic associations of the festival,
Pagan and Christian, will naturally be used
to good purpose. Flowers at all times are
beautifully decorative, and there is to them
a freshness and beauty that will admirably
harmonize with the new spring goods shown
in the jeweler's store window. Those who
cannot procure natural flowers at a mod-
erate price can avail themselves of the ar-
tificial article now so perfect as to defy de-
tection and very economical by reason of
durability.

The Easter Egg Idea

A dainty Easter window which we recall
is the following : In the center of the win-
dow was a skillfully built nest filled with
Easter eggs prettily decorated, and from
the broken shell of each peeped the latest
creations in jewelry, rings, brooches and
charms. Over the nest, suspended by in-
visible threads, two pure white doves slowly
circled with poised wings, each holding
above the nest sprays of spring green.
Grouped upon the green about the nest were
dainty chains, bracelets, fairy size watches,
etc., and the whole window was bordered
with pretty spring sashes upon which,
clasped at frequent intervals, were stylish
new buckles set with ruby, emerald, garnet
and opal doublets.

In another window the central feature
was a mammoth egg and chicken, which
were appropriately placed on a straw-cov-
ered floor. The chicken was made of cotton
cloth stuffed with excelsior and covered
with yellow jewelers' cotton. The legs were
two sharp sticks fastened to a board for a
standard, the sharp end being allowed to
penetrate the body. The beak was formed
of white cardboard and the eyes were shoe
buttons. The egg was a wooden frame
covered with heavy paper and finished
with plaster of paris. In the clean, bright
straw, in addition to the chicken and egg,
were placed a number of nests lined with
white cotton, and in these nests were
jewelry, such as lockets, charms, watches,
etc. The front half of the floor was
covered with a strip of white jewelers'
cotton, on which was printed the word
"Easter," formed of chains, a fob being
placed after each letter to fill up the
space. A card held in the chicken's beak
bore the words "We are Just Out." A dog
collar was placed around the chicken's neck,
spectacles on its beak and a back comb over
the tail. This chicken naturally attracted
considerable attention and admiring crowds
gazed at the window while it was on ex-
hibition.

Dolls and Ribbons

A pretty decoration is made as follows:
Procure a large wax doll, dress it in flowing

robes of gauze, with gauze wings and sus-
pend it in the center of your window by
means of an invisible wire. Make a large
cornucopia, cover it with flowers and place
it in the hands of your doll, or "angel."
Then, from the mouth of your cornucopia,
arrange a falling mass of jewels by attach-
ing them together by 'means of black linen
thread. If you use a dark background the
thread will not be seen from the front, but
the effect of a mass of jewelry flowing from
tne mouth of the cornucopia will result and
the quantity of the goods will be very im-
pressive.
No one knows how very bright and ef-

fective ribbons may be made in a jeweler's
window until it has been tried. Festoons of
broad black velvet ribbon, looped from a
central point above the window to various
parts of the display, is an excellent vehicle
for displaying small items of a jeweler's
stock. A handsome background is made
by fastening broad bands of ribbon in the
form of a lattice, and in this case the black
may alternate with strips of gay colors.

It is easy to spell out words with silver
spoons, knives or forks, and the word
"Easter" is so easily formed that this idea,
although an old one, may be made an at-
traction for this occasion. Make a broad
sign-board from light material and cover it
with black material. Then lay on your
spoons, in proper position to form the let-
ters. They should be laid side by side, and
when it is necessary to form a curve, as
in the "S" and "R," lay all the bowls to-
gether and the curve will form itself. In
making the straight letters, alternate the
spoons, putting first a bowl to the right
and then to the left, thus maintaining a uni-
form letter. The spoons may be fastened
to tile cloth background by means of white
thread, which does not show. In a similar
manner words may be spelled upon the floor
of the window, and in this case the pieces
need not be fastened.

Artificial Lilies

A large Easter lily as a mechanical de-
vice may be made in this way : Make the
petals two or three feet long and a few
inches from the bottom hinge them to a
circular board fastened to a standard. At
the lower end of the petals fasten a cord,
and by means of small pulleys gather these
cords into one beneath the window-seat.
This main cord, working all the petals,
should be attached to your motor wheel.
As the wheel turns, pulling the cords
downward, the petals close ; when the cord
is released the ,petals fall of their own
weight, the lily opens and your display is

(Continued on page 585)
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Full pages in all the Standard Magazines shown and full columns in Ladies' Home Journal and Woman's Home Companion.

A total of 6,904,528 copies sold per month, or on the accepted theory that there are five readers to every copy, that

means 34,522,640 readers.
The Saxon and Marquette patterns are shown in this wonderfully strong campaign. It means sales to dealers who carry

them order now.

Send for circular 140 a showing newspaper cuts and dealers' helps we supply for the asking.

R. WALLACE & SONS MFG. CO.,
BRANCHES AND SALESROOMS: f 131-137 Wabash Avenue, CHICAGO, ILL. 85 Post Street, SAN FRANCISCO, CAL.

t 11 West 32d Street, NEW YORK 63 Bassinghall Street, LONDON, E. C.
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Ideas for Easter Windows
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A Miscellaneous Assortment That Can Be
Made Seasonable and Effective

Easter, commercially considered, is yearly
growing in importance to the merchant, and
to none does this fact bring more gratifica-
tion than to the jeweler. No other benefits
so materially from the fad of present-giv-
ing, and it is to his interest, of course, to
cultivate the custom so that the Easter gift
may ultimately become as well-established
and commercially fruitful as its Christmas
analogue. To stimulate public interest in
the commercial aspect of Easter there are
two effective means available to the jeweler
—advertising and window decoration—and
for window trimming not even Christmas
itself affords such facilities for attractive
designing.

Bases of an Attractive Line

As Easter is the season of sunshine, new-
ness and brightness, everything in the win-
dow and the window itself should reflect the
dominant idea. If all the goods are not
new or "just received" they should be made
to look so as much as possible. The most
scrupulous cleanliness should be noticeable
in the goods, the glass, the fixtures and
decorations. And above all, in the price
tickets. Some jewelers who believe in keep-
ing stock scrupulously clean never give a
thought to the soiled price tickets. How
vain it is to give your customer the assur-
ance that the goods are the "latest pattern"
while the dirty, faded ticket, with the fly
specks of several summers, is giving you
the lie. And the value of the article, be
it cents or be it dollars, cuts no figure. If
it's a cheap piece of ware it looks cheaper
still with a dirty piece of paper pasted on
it, and if a choice piece, the hurtfulness of
the soiled ticket is proportionately greater.
The jewelers get so accustomed to look at
these tickets that they do not notice their
soiled appearance, but the public do. At-
tend to this matter before Easter. And no
matter what the season, change the tickets
as frequently as necessary in order to keep
them respectable. String tickets are more
quickly soiled than others, because they are
more handled. Nevertheless, care should
be taken to keep them clean, for the claim
that a ring, for instance, "is a brand new
pattern just received" would certainly look
like a whopper if a soiled, worn-out ticket
is fastened to it.

Easter Symbolism

In regard to Easter windows, the sym-
bolism associated with the season furnishes
the window trimmer with quite a wealth of
ideas. Flowers, eggs, rabbits, bells and
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other symbolic associations of the festival,
Pagan and Christian, will naturally be used
to good purpose. Flowers at all times are
beautifully decorative, and there is to them
a freshness and beauty that will admirably
harmonize with the new spring goods shown
in the jeweler's store window. Those who
cannot procure natural flowers at a mod-
erate price can avail themselves of the ar-
tificial article now so perfect as to defy de-
tection and very economical by reason of
durability.

The Easter Egg Idea

A dainty Easter window which we recall
is the following: In the center of the win-
dow was a skillfully built nest filled with
Easter eggs prettily decorated, and from
the broken shell of each peeped the latest
creations in jewelry, rings, brooches and
charms. Over the nest, suspended by in-
visible threads, two pure white doves slowly
circled with poised wings, each holding
above the nest sprays of spring green.
Grouped upon the green about the nest were
dainty chains, bracelets, fairy size watches,
etc., and the whole window was bordered
with pretty spring sashes upon which,
clasped at frequent intervals, were stylish
new buckles set with ruby, emerald, garnet
and opal doublets.
In another window the central feature

was a mammoth egg and chicken, which
were appropriately placed on a straw-cov-
ered floor. The chicken was made of cotton
cloth stuffed with excelsior and covered
with yellow jewelers' cotton. The legs were
two sharp sticks fastened to a board for a
standard, the sharp end being allowed to
penetrate the body. The beak was formed
of white cardboard and the eyes were shoe
buttons. The egg was a wooden frame
covered with heavy paper and finished
with plaster of paris. In the clean, bright
straw, in addition to the chicken and egg,
were placed a number of nests lined with
white cotton, and in these nests were
jewelry, such as lockets, charms, watches,
etc. The front half of the floor was
covered with a strip of white jewelers'
cotton, on which was printed the word
"Easter," formed of chains, a fob being
placed after each letter to fill up the
space. A card held in the chicken's beak
bore the words "We are Just Out." A dog
collar was placed around the chicken's neck,
spectacles on its beak and a back comb over
the tail. This chicken naturally attracted
considerable attention and admiring crowds
gazed at the window while it was on ex-
hibition.

Dolls and Ribbons

A pretty decoration is made as follows:
Procure a large wax doll, dress it in flowing
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robes of gauze, with gauze wings and sus-
pend it in the center of your window by
means of an invisible wire. Make a large
cornucopia, cover it with flowers and place
it in the hands of your doll, or "angel."
Then, from the mouth of your cornucopia,
arrange a falling mass of jewels by attach-
ing them together by 'means of black linen
thread. If you use a dark background the
thread will not be seen from the front, but
the effect of a mass of jewelry flowing from
toe mouth of the cornucopia will result and
the quantity of the goods will be very im-
pressive.
No one knows how very bright and ef-

fective ribbons may be made in a jeweler's
window until it has been tried. Festoons of
broad black velvet ribbon, looped from a
central point above the window to various
parts of the display, is an excellent vehicle
for displaying small items of a jeweler's
stock. A handsome background is made
by fastening broad bands of ribbon in the
form of a lattice, and in this case the black
may alternate with strips of gay colors.

It is easy to spell out words with silver
spoons, knives or forks, and the word
"Easter" is so easily formed that this idea,
although an old one, may be made an at-
traction for this occasion. Make a broad
sign-board from light material and cover it
with black material. Then lay on your
spoons, in proper position to form the let-
ters. They should be laid side by side, and
when it is necessary to form a curve, as
in the "S" and "R," lay all the bowls to-
gether and the curve will form itself. In
making the straight letters, alternate the
spoons, putting first a bowl to the right
and then to the left, thus maintaining a uni-
form letter. The spoons may be fastened
to tile cloth background by means of white
thread, which does not show. In a similar
manner words may be spelled upon the floor
of the window, and in this case the pieces
need not be fastened.

Artificial Lilies

A large Easter lily as a mechanical de-
vice may be made in this way : Make the
petals two or three feet long and a few
inches from the bottom hinge them to a
circular board fastened to a standard. At
the lower end of the petals fasten a cord,
and by means of small pulleys gather these
cords into one beneath the window-seat.
This main cord, working all the petals,
should be attached to your motor wheel.
As the wheel turns, pulling the cords
downward, the petals close ; when the cord
is released the .petals fall of their own
weight, the lily opens and your display is

(Continued on page MM)
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Full pages in all the Standard Magazines shown and full columns in Ladies' Home Journal and Woman's Home Companion.

A total of 6,904,528 copies sold per month, or on the accepted theory that there are five readers to every copy, that
means 34,522,640 readers.

The Saxon and Marquette patterns are shown in this wonderfully strong campaign. It means sales to dealers who carry

them —order now.

Send for circular 140 a showing newspaper cuts and dealers' helps we supply for the asking.

R. WALLACE & SONS MFG. CO., Box 140, WALLINGFORD, CONN.
BRANCHES AND SALESROOMS : f I 3 I .137 Wabash Avenue, CHICAGO, ILL. 85 Post Street, SAN FRANCISCO, CAL.
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The Wrong Side
Of the Profit and Loss
Account is made up of lost
time and lost opportunities.
Why waste days over a
monogram, when it can be
made in a minute by

The Zelscript
System

Shall we tell you how?

Write for illustrated descriptive
price-list

Sample
sent on memo. at our expense

JOSEPH L. HERZOG & CO., Makers of L K Rings
f (REO. U. S. PAT. OFF.)

aCeeede.;ff 04‘€j'%Q11,r4ZY14.

45-51 ROSE ST., Cor.Duane
NEW YORK

—

-.age•••■110.0,
a, • • •■•■ 1010..174

•■%•.zi,
e•64,6,, ••••••,.
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Belt Pins
Illustrations are two-thirds of the actual size

A line of the leaders out of the ordinary, finished in green gold, rose gold and grey silver. These can be supplied
to you in any color desired if you so state. To portray our entire line of Belt Pins would be impossible, therefore
we show but a few. We particularly wish to call your attention to the exceptionally fine workmanship, which is
produced by the highest skilled labor that can be secured, as is the case with all our other goods. Do not forget to
state number when ordering.

WHITE STONE 
1,11We can send you a very fine NOVELTIES JOSEPH W MANUFACTURING. HET CO. JEWELERS
selection of our line. 129 EDDY STREET : : PROVIDENCE, RHODE ISLAND
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An Offering for You

F we have tableware to offer
you which will make for you
a good profit, and add to the
beauty and happiness of the
world—why should we not

offer it ? And in turn, why should you
not be interested?

We now offer you the VIRGINIA pat-
tern in a complete line of individual and
serving pieces. A pattern, perfectly simple
in ornamentation, yet simply perfect in
proportion, outline and finish. A design,
classic in its simplicity.

It is impossible to properly illustrate the
real beauty of silver, and so, if you would
rather see the pattern in your own hands,
get a single piece—study and compare it,
if need be. If it does not please you, send
it back and we will refund your money,
plus postage. Ye Silver Shop at Green-
field loves a cheerful buyer and does not
want the other kind.

Such is our offering—The time is now.

Rogers, Lunt & Bowlen Co.
SILVERSMITHS

TRADE MPRFc STERLING

BCO
Main Office and Factory, Federal and Kenwood Streets

Greenfield, Massachusetts

NEW YORK : 15-17-19 Maiden Lane

SAN FRANCISCO : 717 Market Street



See the Difference Between
Hawkes Cut Glass

and ordinary cut glass. That is all you have to say to make particular people
buy Hawkes for Hawkes Cut Glass is superior and shows it.

Ordinary cut glass is produced by using figured blanks. That is, the pattern
is pressed into the glass, then smoothed and polished over.

Hawkes Cut Glass is genuine cut glass. It is actually cut from the solid blank.
Any one can see the difference. The brilliance and clarity of Hawkes Cut Glass surpass ordinary cut glass as
diamond surpasses its imitation. 'Fhe blanks for ordinary cut glass in the majority of cases are not made by
cut glass manufacturer. He buys
them.

The blanks for Hawkes Cut
Glass are manufactured at the
Hawkes factory.

Any one can see the difference.
Every piece of Hawkes Cut Glass
is uniform in color. Hardly any
two of ordinary glass are alike.

From the selling standpoint the
difference is this :

Ordinary cut glass is sold to cut-
price department stores,
Hawkes Cut Glass is sold only to
jewelers and exclusive china stores.

Hawkes dealers, therefore, do not
have to meet price competition.
They have the glass that attracts
the best trade and they get the
price for it that means worth-
while profit.

the
the

14 INCH OVAL DISH, " GRAVIC " MUSKMELON

Every jeweler should know all about our proposition. Do you?
Write us a line now for complete details

This
trade-mark
cut on
every
piece

T. G. HAWKES & CO.
CORNING, N. Y.

 Grand Prize Paris Exposition 
DORRANCE-BATTIN CO., Chronicle Bldg., San Francisco, Cal., Pacific Coast Agents

No piece
genuine
without

this
trade-mark

5s

Twenty-Five Designs From a Popular
Priced Line of Staples and Novelties in Sterling

No.
18. 8" Berry Bowl,

$18.00 ea.
548. Tea Strainer,

$24.00 doz.
557. Tea Strainer,

$21.00 doz.

70. Cup, $5.50 ea.

85. Cup, $7.00 ea.

46. Cup, $5.00 ea.

628. Jam Jar and
Spoon, $4.50 ea.

533. Condiment Set,
$18.00 ea.

529. Castor,
$15.00 ea.

530. Castor,
$12.00 ea.

546. Candlestick,
$4.00 ea.

542. Candlestick,
$6.00 ea.

559. Mustard Pot and
Spoon, $4.50 ea.

621. Mustard Pot and
Spoon, $4.50 ea.

SUBJECT TO
KEYSTONE KEY

11111111111

No.
910. 9" Sandwich

Plate, $15.00 ea.
591. Castor, $4.00 ea.
551. Condiment Set,

$9.00 ea.
538. Horse Radish

Bottle and
Spoon, $4.50 ea.

10/7234. Mayonnaise
Set, in case,

$9.30 ea.
596. Bouillon Cup,

$7.50 ea.
124/7192. Lemon Set,

in case,
$6.50 ea.

6599. Coffee Cups
and Saucers,
in case,
$33.50 per set

225,V. Salt and Pep-
per Shaker, in
case, $6.50 ea.

52321V. Set,
$5.50 ea.

72521V. Set,
$14.50 ea.

SUBJECT TO
KEYSTONE KEY

A far too comprehensive line to fully illustrate at one time. The best way is to SEND FOR CATALOGUE.
It contains some very fine examples of all-the-year-'round, good selling novelties in sterling. Good sellers
by reason of their being right in design, finish, and quality. NOTE THE PRICES above, and then ask
to see the goods.

Get the benefit of our Fifty-One Years' Consistent Effort to produce
superior goods at a reasonable price

Silverware bearing this
trade - mark denotes

sterling silver
925-1000 fine

JAMES E. BLAKE CO., Attleboro, Mass.
CHICAGO OFFICE, 910 Hey worth Bldg. NEW YORK OFFICE, 37 Maiden Lane

SAN FRANCISCO OFFICE, 717 Market Street

Silverware bearing this
trade-mark denotes

sterling silver
925-1000 fine
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The
Wedding Season

which comes with Easter will inaugurate another brisk sale
of gifts—all to be monogrammed.

On such gifts, artistic lettering is especially desirable,
if not imperative. This suggests the peculiar timeliness of
the new edition of

Hornikel's
Engravers' Text-Book
which has just been issued. This new edition has twelve
additional plates, making seventy-three plates in all. It
contains Plain and Fancy Ornamented Cyphers, Ribbon,
Drop and Block Monograms for watches, lockets, spoons,
trays, tea sets, cigarette and match cases, loving, prize and
presentation cups. Monograms and initials for seal rings
and fobs. Monograms, inscriptions, etc., etched on silver.

LOOK FOR BERGEN TRADE-MARK

THIS illustration will give you an idea of the quality
of glass we are cutting at the present time. Send at
once for our No. 50 Catalogue and Assortment Sheets.

We wish to call special attention to our line of Rock
Crystal and Engraved Glass. We were one of the first
manufacturers to go into this line of work and have kept
in the lead with new and original designs, consisting of
the most beautiful floral patterns to be obtained.

NOTICE

The work is now beyond improvement and should be at
every engraver's elbow. No letter engraver who values his
reputation would be without it.

A copy will be sent postpaid to any part` of the worla'
on receipt of price, $6.00 (11 53.)

FOR SALE BY

The J. D. Bergen Co.
are still located at

MERIDEN - CONNECTICUT
NEW YORK SALESROOM CHICAGO SALESROOM

38 MURRAY ST. 10 S. WABASH AVE.

The Keystone Publishing Co.
809-811-813 North t9th St., PHILADELPHIA, PA.

1201 Heyworth Building, CHICAGO, ILL.

RdWALLACE
SILVER

IrSravinettSratiNtlrir.triMdletatratrdarortzsisapnif=RMAIreCraintaggrMig

A Colonial Dinner Service in Silver Plate
of Sterling Silver Character

Send for illustrations and prices

Co. WALLINBaNOZ, CONN.R. Wallace & Sons Mfg.
131-137 Wabash Ave., Chicago, M. 11 West 32d St., New Yo k 85 Post St., San Francisco, Cal. 63 Bassinghall St., London, E. C.
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The Call of the Moose
4

X.,

is heard throughout the land
and hundreds are heeding it
and joining the LOYAL
ORDER. Suitable emblems
are becoming a necessary part

of the up-to-date jeweler's stock.
We are specializing in these
emblems the same as we did in
those for the Elks.

We have made up quite a number of exclusive designs, and shall
be pleased to forward selection packages.

/ HENRY FREUND Cs BRO.
" SELLERS ef SELLERS " 71 Nassau St., NEW YORK

Our Trade Mark " The Rose"
and excellence and equal to

Is a symbol of quality
a Government stamp.

ONE PIECE CUFF BUTTON

EL KAY
One Piece
Cuff Iriuttorls

The most important and radical
improvement ever made in the
manufacture of Cuff Buttons.

▪ 

Absolutely one piece—absolutely solderless.

• 

The post is solid ; the metal so distributed
to make it strongest at points of greatest strain.

• 

The El Kay buttons are made on lines that
make them slip into the stiffest cuff with
absolute ease, and once there, to sit in perfect
position.

Every EL KAY Button is guaranteed
and in case of accident is replaced
without charge or question.

Samples sent on memorandum

at our expense

JOSEPH L.HERZOG & CO., Makers of L K Rh-4s 45-51 ROSE ST., Cor. DuaneNEW YORK(REG. U. S.PAT. OFF.)
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What is " Demand0 and Its Re-
lation to Advertising

,tracts from 'address by Wm. H. INGERSOLL, of Robt. H.

Ingersoll & Bro., before Advertising Men's League

Neither distribution nor demand can pre-

cde the other without loss, without waste-

'Illness, and therefore without loss of ef-

.■ciency. If we are going to wait for dis-

:ribution until we have created a demand,

,ye will wait forever, or nearly forever. On

the other hand, if we are going to create a

demand without distribution—rather if we

are going to try to create a demand without

Iistribution, without advertising, there

again we are going to delay the time that

we reach the success to which we are en-

titled. In other words, the most economi-

cal, the most efficient way, in my opinion,

of handling this subject of distribution and

demand is to go ahead in a moderate way

and advertise, and take the sales methods

that are at hand and keep the demand going

by getting all the distribution you can.

I have had a very interest-
An Interesting ing experience in the con-

Experience vention of our own sales-

men. During this conven-

tion the question of what is demand came

up. We found it possible to clarify in the

minds of our salesmen to a very great ex-

tent what they are to say on this question

of demand. Some of them had thought it

was the idea to threaten the dealer with

bankruptcy if he didn't have our goods, be-

cause of the demand that was being created

by our advertising. Some of them had be-

come so discouraged that they never talked

of demand, and they pleaded with the deal-

ers to stock the goods on some personal

basis to save their jobs, and between the

two we found that the real solution is to

explain to the dealer what demand is, and

we tell them it is this :

Advertising 

Advertising and all busi-
Mind and ness is a matter of the mind.

All that we claim, all that

we ask our salesmen to say

to the dealers of this country is that our

advertising itself is to help them create the

possibility for sales, to teach the retailer that

we are placing in the minds of the people,

his customers; people that are round about

him, certain information that predisposes

them favorably toward the thing which we

are advertising. Now, in order for them

to avail themselves of that something which

we have placed in the minds of the people,
it is necessary for them to have the goods,

advisable for their own sakes to sell those

goods, to recommend them, to say what they

are, and to realize on this favorable con-

dition that we have created. Not to teach

them, but to tell them that they must have

those things. I believe that these sales-

men were greatly strengthened by getting

that into their hands. Of course,' we went

into it with them in greater detail. It helped

them to understand on their own account

what advertising is, and I contribute that

thought here for the sake of the utility it

might have for some of the men who are

having like problems.
This is a very human prop-

A Human osition ; all of butiness is a
Proposition human proposition. The

dealer can very materially

influence the sale of any line of goods he

carries. If he wants to sell more he can

help or if he wants to sell less he can help.

What are the means by which he can be in-

duced in the matter of profit, and what are

those things which are more or less fixed in

business, the adjuncts, the supplementary

methods that are available to the sales or-

ganization for giving a little more speed

to the sale of goods in dealers' stores ? One

desideratum is to acquaint the dealer with

the merits of the goods, and with the kind

of talk to be given to the trade in support of

your advertising.
I have sometimes noted with surprise the

effect with which retailers accept and util-

ize information along that line. If you will

give them selling talk on your goods, if you

will possess the clerks of those dealers with

the ideas and their effective expression that

they can use in selling the goods to the

trade, you are doing a good work and a
supplementary work to your advertising

and distribution.

Ideas for Easter Windows

(Continued from page 576)

disclosed to observers. This display may

be in the shape of a circular cushion or

plate on which are arranged small articles

of jewelry, or a be-jeweled doll may be

used.
A Motion Window

In regard to the use of the clock as a

factor in moving displays, we once observed

a very attractive mechanical effect produced

by utilizing surplus clock movements. The

device was made in this way : Across the

top of the window was placed a board about

midway between the window-pane and the

back Of thee -enclosure. To this board was

fastened a row of clock movements. The

pendulums were removed and in their

places were fastened "invisible" wires

reaching to different parts of the window.

At the ends of these extended pendulums

doves were suspended, which, as the pendu-

lums moved, appeared to be fluttering and
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flying in the window. Sparkling stone-set

rings in their bills added to the effect. ,
In the same way a large artificial Easter

egg may be suspended from the pendulums,

or disks of black velvet showing diami)nds

or other gems. Diamonds thus shown will

be particularly effective as the motion will
make them glisten and sparkle very im-

pressively.
Artificial Eggs

The more usual way to construct an
Easter egg for the display of goods is the
following: Cut strips of heavy cardboard
about three inches wide and eighteen to
twenty-four inches long, according to the
size of the sheet. Use these to form the
ribs of the egg, bending them into proper
shape and hold them in position by a cord
running from end to end inside the ribs.
Cover the ribs first with heavy paper and
afterwards with white cloth or enamel paper
to represent the shell. Now break in one
side of this shell, leaving rough edges and
showing the interior of the egg. Within
this recess may be made a display of
watches or other articles, having them rest
upon a delicate puffing raised to a level with
the edge of the opening. Several of these

eggs may be used to good effect at the back
of the window or on a plate-glass shelf sus-
pended from the top of the window.

Rural Window Scene

A pretty rural scene of the springtime
kind may be made taus : First, paint a forest
scene the size of your background. If there

are two posts in the department space put
cloth around them and paint to look like

tree trunks, or use natural bark if you can

get it. From these fix tree boughs, apple

or peach, and cover them with blossoms;

along the ceiling suspend fine thread and tie
on to it strings of blossoms. Get one-half
dozen or a dozen stuffed rabbits and have
them in the act of running away with a
chariot made from a large egg on wheels.
Seated in the egg and holding the reins
should be a doll prettily dressed and wear-
ing jewelry.

The Ever-Attractive Store

The modern trend is all toward pleasing
the eye. The store that is artistic in ap-
pearance and where the sales force are
courteous and willing to take pains, has an
attraction for most people. They just like
to trade in that kind of a store,

In such a store the merchandise looks
better, and you can write this epigrammatic
fact on the tablets of your memory : Mer-
chandise that appeals to the sinful pride of
the eye will make a Caruso-like jingle in

the cash register. And it will do it far
more quickly than the merchandise that
either fails to look well or is handicapped
by inartistic surroundings.
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The Call of the Moose
is heard throughout the land
and hundreds are heeding it
and joining the LOYAL
ORDER. Suitable emblems
are becoming a necessary part

of the up-to-date jeweler's stock.
We are specializing in these
emblems the same as we did in
those for the Elks.

We have made up quite a number of exclusive designs, and shall
be pleased to forward selection packages.

HENRY FREUND C BRO.
" SELLERS d SELLERS 71 Nassau St., NEW YORK

Our Trade Mark " The Rose "
and excellence and equal to

(pi)is a symbol of quality
a Government stamp.

EL KAY
One Piece
Cuff lituttons

The most important and radical
improvement ever made in the
manufacture of Cuff Buttons.

• 

Absolutely one piece—absolutely solderless.

• 

The post is solid ; the metal so distributed
to make it strongest at points of greatest strain.

The El Kay buttons are made on lines that
make them slip into the stiffest cuff with
absolute ease, and once there, to sit in perfect
position.

Every EL. KAY Button is guaranteed
and in case of accident is replaced
without charge or question.

Samples sent on memorandum

at our expense

JOSEPH L.HERZOG & CO., Makers of L K Rings 45-51 ROSE ST., Cor. Duane
(REG. U. SPAT. OFF.) NEW YORK
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Nhat is " Demand" and Its Re-
lation to Advertising

tracts from 'address by Wm. H. INGERSOLL, of Robt. FI.
Ingersoll & Bro., before Advertising Men's League

Neither distribution nor demand can pre-

de the other without loss, without waste-

'Illness, and therefore without loss of ef-

dciency. If we are going to wait for dis-

ribution until we have created a demand,

,ve will wait forever, or nearly forever. On

he other hand, if we are going to create a

demand without distribution—rather if we

:ire going to try to create a demand without

,Iistribution, without advertising, there

:tgain we are going to delay the time that

Ne reach the success to which we are en-

itled. In other words, the most economi-

cal, the most efficient way, in my opinion,

i)f handling this subject of distribution and

demand is to go ahead in a moderate way

and advertise, and take the sales methods

that are at hand and keep the demand going

by getting all the distribution you can.

I have had a very interest-
An Interesting ing experience in the con-
Experience vention of our own sales-

men. During this conven-

tion the question of what is demand came

up. We found it possible to clarify in the

minds of our salesmen to a very great ex-

tent what they are to say on this question

of demand. Some of them had thought it

was the idea to threaten the dealer with

bankruptcy if he didn't have our goods, be-

cause of the demand that was being created

by our advertising. Sonic of them had be-

come so discouraged that they never talked

of demand, and they pleaded with the deal-

ers to stock the goods on some personal

basis to save their jobs, and between the

two we found that the real solution is to

explain to the dealer what demand is, and

we tell them it is this :

Advertising and all busi-
Mind and ness is a matter of the mind.
Advertising All that we claim, all that

we ask our salesmen to say

to the dealers of this country is that our

advertising itself is to help them create the

possibility for sales, to teach the retailer that

we are placing in the minds of the people,

his customers ; people that are round about

him, certain information that predisposes

them favorably toward the thing which we

are advertising. Now, in order for them
to avail themselves of that something which

we have placed in the minds of the people,
it is necessary for them to have the goods,

advisable for their own sakes to sell those

goods, to recommend them, to say what they
are, and to realize on this favorable con-

dition that we have created. Not to teach

them, but to tell them that they must have

those things. I believe that these sales-

men were greatly strengthened by getting

that into their hands. Of course,' we went

into it with them in greater detail. .It helped

them to understand on their own account

what advertising is, and I contribute that

thought here for the sake of the utility it

might have for some of the men who are

having like problems.
This is a very human prop-
osition; all of butiness is a

human proposition. The

dealer can very materially

influence the sale of any line of goods he

carries. If he wants to sell more he can

help or if he wants to sell less he can help.

What are the means by which he can be in-

duced in the matter of profit, and what are

those things which are more or less fixed in

business, the adjuncts, the supplementary

methods that are available to the sales or-

ganization for giving a little more speed

to the sale of goods in dealers' stores? One

desideratum is to acquaint the dealer with

the merits of the goods, and with the kind

of talk to be given to the trade in support of

your advertising.
I have sometimes noted with surprise the

effect with which retailers accept and util-

ize information along that line. If you will

give them selling talk on your goods, if you

will possess the clerks of those dealers with

the ideas and their effective expression that

they can use in selling the goods to the

trade, you are doing a good work and a

supplementary work to your advertising

and distribution.

A Human

Proposition

Ideas for Easter Windows
(Continued from page 576)

disclosed to observers. This display may

be in the shape of a circular cushion or

plate on which are arranged small articles

of jewelry, or a be-jeweled doll may be

used.
A Motion Window

In regard to the use of the clock as a

factor in moving displays, we once observed

a very attractive mechanical effect produced

by utilizing surplus clock movements. The

device was made in this way: Across the

top of the window was placed a board about

midway between the window-pane and the

back Of the, enclosure. To this board was

fastened a row of clock movements. The

pendulums were removed and in their

places were fastened "invisible" wires

reaching to different parts of the window.

At the ends of these extended pendulums

doves were suspended, which, as the pendu-

lums moved, appeared to be fluttering and
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flying in the window. Sparkling stone-set

rings in their bills added to the effect. ,

In the same way a large artificial Easter

egg may be suspended from the pendulums,

or disks of black velvet showing diamonds
or other gems. Diamonds thus shown will
be particularly effective as the motion will
make them glisten and sparkle very im-
pressively.

Artificial Eggs

The more usual way to construct an
Easter egg for the display of goods is the
following: Cut strips of heavy cardboard
about three inches wide and eighteen to
twenty-four inches long, according to the
size of the sheet. Use these to form the
ribs of the egg, bending them into proper
shape and hold them in position by a cord
running from end to end inside the ribs.
Cover the ribs first with heavy paper and
afterwards with white cloth or enamel paper
to represent the shell. Now break in one
side of this shell, leaving rough edges and
showing the interior of the egg. Within

this recess may be made a display of

watches or other articles, having them rest

upon a delicate puffing raised to a level with

the edge of the opening. Several of these

eggs may be used to good effect at the back

of the window or on a plate-glass shelf sus-

pended from the top of the window.

Rural Window Scene

A pretty rural scene of the springtime
kind may be made tilus : First, paint a forest

scene the size of your background. If there

are two posts in the department space put

cloth around them and paint to look like

tree trunks, or use natural bark if you can

get it. From these fix tree boughs, apple

or peach, and cover them with blossoms;

along the ceiling suspend fine thread and tie
on to it strings of blossoms. Get one-half
dozen or a dozen stuffed rabbits and have
them in the act of running away with a
chariot made from a large egg on wheels.
Seated in the egg and holding the reins
should be a doll prettily dressed and wear-
ing jewelry.

The Ever-Attractive Store

The modern trend is all toward pleasing

the eye. The store that is artistic in ap-

pearance and where the sales force are

courteous and willing to take pains, has an

attraction for most people. They just like

to trade in that kind of a store.
In such a store the merchandise looks

better, and you can write this epigrammatic

fact on the tablets of your memory : Mer-
chandise that appeals to the sinful pride of

the eye will make a Caruso-like jingle in

the cash register. And it will do it far

more quickly than the merchandise that

either fails to look well or is handicapped

by inartistic surroundings.
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By dealing with us, you would have the advantage of selecting from a large stock of

DIAMONDS OF EVERY GRADE
Every stone fully guaranteed and sold at prices that enable you to make sales

BUY FROM US
because you can get, at moderate prices, stones of exactly the quality you want.

Fifty years of fair dealing stand back of everything we sell.

HAYDEN W. WHEELER & CO.

2 Maiden Lane

AMSTERDAM

IMPORTERS
AND

MANUFACTURERS

TRADE

NEW YORK
MARK

Factory, BROOKLYN LONDON

THE triple attractiveness of our synthetic stones means much to the
Jeweler. You know how keenly the public is interested in " something

new " particularly when that something new is also a "thing of beauty" and
when price puts it within popular reach.
Our Synthetic Stones

Rubies
White Sapphires
Pink Sapphires

"Hope" Sapphires
"Golden" Sapphires

enable you to sell dozens, where you can sell
one natural stone.
But remember—the public expects much of
these scientific stones. It expects of them all the brilliancy, color effects and durability of
natural stones.
This rigid comparison can be stood only by the stones from the Heller laboratories. Ask
your jobber and his salesmen for them.

OUR COLLECTION of scientific stones in the American
Museum of Natural History attracted so much interest,

that in response to many requests, we have prepared sim-
ilar exhibits on a more moderate scale. We sell them for a
nominal price or send them out for a nominal rental. As
an exhibit that draws crowds and sets the public talking
about your store, you will find such a collection worth many
times what you pay us for it. Write us to-day about it. Be
the leader in your town.

PARIS : 39 Rue de Chateaudun
SAN FRANCISCO : L. A. Giacobbi, Representative
PROVIDENCE: 212 Union Street
IDAR : 14 Hauptstrasse

68 Nassau Street, NEW YORK
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Richard James Donovan, at-
Express Rates torney-at-law, this city, has is-
Reduced sued the following notice in

regard to a reduction in ex-
press rates: For a year Mr. Henderson, of the
National Claim Bureau, 170 Broadway, New
York City, and myself have been fighting the
Adams Express Company in a suit before the
Interstate Commerce Commission, No. 3183, en-
deavoring to secure lower express rates to and
from New England, and by decision recently
handed down by that Commission the Commis-
sion has ordered a reduction of 25 per cent. on
rates to and from New York and Brockton,
Whitman, Rockland, Taunton, North Attleboro,
Mass., and Pawtucket, R. I.
This rate took effect February 6, 1911. It ap-

plies to what is known as the "Boat and Rail
Line," but is rail to Fall River and thence by
boat to New York. The rate was formerly $1
per hundred either by rail or water, and now it
is 75 cents per hundred; small packages accord-
ingly. To secure this rate it is important that
you mark all packages via "Boat and Rail," other-
wise the Adams Express Company will charge
YOU $1 per hundred. The service is equally as

' good as all rail, and in some respects better.
Uhlfelder, 51 Maiden Lane, who left for

Europe on January 17th for his annual buying
trip, arrived home Saturday, March 11th, on the
Augusta Victoria from Hamburg.
IV. F. Pilcher, manager of the New York office

of the Parker Fountain Pen Co., is rejoicing over
the recent arrival of a bouncing baby boy.
Mother and son are both doing well.
the failure of William Smith & Co., one of

tile oldest jewelry firms in Maiden Lane, for
nearly $5oo,000 was recorded on March 21st, when
a voluntary petition in bankruptcy was filed in
th United States District Court by three of the
four brothers who are partners in the concern.
The brother who did not join in the filing of the
petition is Charles Smith. He had charge of the
bks and finances of the firm and his brothers
di I not learn until a few days ago of the pre-
colous and tangled state of affairs. Charles
Smith is said to be ill at his home in Lenox road,
Flatbush, and his brothers and their lawyer say
they have not been able to see and confer with
him. The brothers who filed the petition in
bankruptcy are W. J., H. W. and D. W. Smith.
In the petition the firm's liabilities are placed at
$1.19.696, all unsecured, but Mr. Sebring said the
total amount would be much larger—perhaps
nearer half a million. The assets are placed at
$.„18,862. The Smith firm had done business at
IN0. 9 Maiden Lane for more than five years.
The firm was founded more than fifty years alp
by William Smith, who left the business to his
five sons when he died twenty-two years ago.
M. J. Averbeck and family returned to New

York on March t8th from a month's trip to
Panama, Cuba and Florida. The following week

Mr. Averbeck spent in Chicago attending the an-
nual meeting of the National Wholesale Jewelers'
Association.
Asher Green, with M. J. Averbeck, to and 12

Maiden Lane, is spending the month of April in
Salisbury and Spencer, N. C., where he has per-
sonal business interests.
Reuben Mason, of the New York office of

Potter & Buffinton, after spending three days at
the Providence factory took a two weeks' va-
cation.
On his return from a three months' trip to

European clock markets, Theodore Schisgall was
entertained at an elaborate reception which was
tendered him by his employees on Tuesday night,
March 7th. Beautiful floral decorations also
awaited him at his office when he arrived there.
A close bond of friendship has always existed
between Mr. Schisgall and his employees.
A. Wittnauer Co., who for the past twelve

years have occupied the entire tenth floor of the
Jewelers' Building, at 9, 1 I and 13 Maiden Lane,
will move uptown on or about May 1st to 28
West Thirty-sixth street. This company is one
of the largest importers of Swiss watches in the
United States, having been engaged in this line
for the past forty-five years, nearly all of which
time they have been established on Maiden Lane.
They also have branches in Montreal, Paris and
Geneva.
The following were admitted to membership in

the Jewelers' Board of Trade at a meeting of
the directors Thursday, March 9th : Charles
Aronowitz, New York City; David Cohen & Co.,
Pittsburg, Pa.; F. De Simone's Son, New York
City; M. Dreiblatt & Co., New York City; Ger-
hardt Bros., Cincinnati, Ohio; Albert L. Haman,
St. Paul, Minn.; Michigan Optical Company, De-
troit, Mich.; Joseph Noterman & Co., Cincinnati,
Ohio; Nathan Schwartzstein, Jr., Chicago, Ill.;
David Mayer, New York City ; D. P. Chertow &
Co., New York City ; Niagara Ring Company,
Buffalo, N. Y.
The Joseph Frackman Co. was incorporated

on January t8th under the laws of the State of
New York. Joseph Frackman, president and
treasurer ; Morton Frackman, secretary. This
concern will import diamonds and will open
offices at 51 Maiden Lane about May 1st.
H. D. Sherrill, of the firm of Sinnock & Sher-

rill, 21 Maiden Lane, returned the last day of
March after a month's trio through New Eng-
land and the Eastern States.
Asher Green's jewelry store, at Salisbury, N.

C., was recently awarded the contract for fur-
nishing the silver accessories for the new $200,000
government building which has just been com-
pleted at that place.
H. W. Sherrill, of Sinnock & Sherrill, opened

an office, 301 Masonic Temple, Chicago, for his
firm last month. This will be the firm's Western
headquarters.
President William T. Gough, of the Jewelers'

24-Karat Club, observed an annual custom in
treating the officers of the organization to a
luncheon which was given at the Lawyers' Club,

120 Broadway, last month. The club record for
making each function greater than its predeces-
sor was maintained in this case as the luncheon
given by President Gough was on an unusually
elaborate scale.. The host and guests took ad-
vantage of the occasion to discuss various mat-
ters in connection with the club, which has now
become a most important trade organization. It
was decided to hold the annual beefsteak dinner
on April 19th in the "Jungle Room," Healey's
Hotel, Sixty-sixth street and Columbus avenue.
The committee in charge of this dinner consists
of Leo Wormser, chairman ; Charles L. Power,
David Kaiser and George T. Stebbins. The an-
nual outing of the club was also discussed and
it was announced that the date fixed for the out-
ing is Saturday, July 22d, and the place the
I lotel Port-Au-Peck, Pleasure Bay, Long Branch,
N. J. This is the resort at which the outing was
held last year also. President Gough was highly
congratulated by his guests on the brilliancy of
his entertainment.

Aisenstein & Woronoc.:, 22 Eldridge street,
have just issued one of their large monthly bul-
letins accompanied by a neat illustrated Easter
supplement devoted to silverware.
L. W. Levy & Co., importers of jewelers' nov-

elties, have removed from 590 Broadway to 6
West Twenty-second street. They have added
new fixtures in mission style which contrast at-
tractively with their brass and other metal goods.
The firm of Herman Kohlbusch, Sr., manufac-

turers of fine scales and weights for diamonds
and precious metals, will remove their New York
offices on May 1st from 194 Broadway to the
Broadway-Maiden Lane building, at 170 Broad-
way and 2 Maiden Lane. They have occupied
their present quarters for more than a quarter
of a century and are moving to better and more
modern quarters. The old building at 194 Broad-
way will shortly be torn down and a modern sky-
scraper erected in its place.

It has been announced that Miss Louise Tif-
fany, daughter of Louis C. Tiffany, vice-presi-
dent of Tiffany's, and Rodman DeK. Gilder, son
of Mrs. Richard Watson Gilder, will be married
on April aith at the home of the bride's father,
27 East Seventy-second street, New York.

S. H. Nordlinger, of H. Nordlinger's Sons, left
for Chicago on March 13. He will visit other
points in the West and make a study of condi-
tions in the jewelry trade.
Louis Cohn, of Henry Freund & Bro., and

also vice-president of the National Wholesale
Jewelers' Association, spent the week of March
20-25 in Chicago attending the annual meeting
of that body.
Theodore Schisgall, 116-118 Chambers street,

has just completed arrangements with B. J.
Cook's Sons, of Philadelphia, whereby the latter
firm will handle a complete line of Schisgall's
imported clocks.

Shortly after the first of this month Sussfeld,
Lorsch & Co. will move into their new building
at 99 Maiden Lane. It is a four-story building
_which has been erected especially for them, and
which they will occupy exclusively.
Among the out-of-town visitors on Maiden

Lane during the past month were the following:
L. W. Barnes, North Adams, Mr.ss.; Mr. Wheel-
er, of Wheeler & Son, Salem, N. J.; Mr. Ful-
cher, of Perry & Fulcher, Pittsfield, Mass.; C.
Wendell, of J. Wendell & Son, Oswego, N. Y.;
W. W. Appel, Lancaster, Pa.; Mr. and Mrs. F.
A. Harriman, Waterville, Me.; George Cross and
J. G. Bliss, Norwich, Conn.; D. B. Ryland, Lynch-
burg, Va.
W. C. Haas, the representative of the Gorham

Company, in Oklahoma and Texas; H. C. Ber-
dan, who travels in the Middle West; H. F. Lam-
bord, New York State, and John Laffey, who has
recently returned from a trip through the large
cities in New York and Pennsylvania, have been
at the New York office, and all report that they
found healthy. conditions of business in their
respective territories. While they look for at
least an average spring business, they agree that
the outlook for an exceptionally good fall trade
is very promising.
E. J. McCarthy has been appointed manager of

the Plate Polish Department of the Gorham Com-
pany, and has established an office on the fourth
floor of the Gorham building, New York City.

(Continued on page 589)
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OTHER WOODSIDE NEWS PAGE IN THE JEWELERS' CIRCULAR

Here Is Your Opportunity
TO GET

Good Silverware at Low Prices
If you are in the market for quick-selling silverware at rock-

bottom prices, it will pay you to examine our catalogue before
buying your Spring Stock. Because we offer you goods that will
meet your standards of quality at prices 15 to 20% lower than you
have ever paid.

This is due to our plan of selling direct by mail from the
New York office. We cover the country at minimum cost by

ieliminating heavy "expense accounts " of travelers. You keep n your pocket tile per-
centage ordinarily added to cover the cost of the salesman's call.

Our Quality Will Win
Your Approval

3347
Applied Border

Woodside silverware is made to please your best trade, to move quickly—and stay
sold. Your critical customers will appreciate the smart individuality of design and skilled
workmanship evident in each detail of finish.

The pieces illustrated are indicative of the values of the whole line. The pierced
design on the Bread Tray originated with us, and is in accord with popular fancy, while
the wreath pattern on the pitcher is one of the best liked that we have ever produced.
And remember every piece of depositware bears a "Guarantee Label" that helps your sales.
They are listed considerably below prevailing prices.

Let us send you one of these pieces as a trial order with the understanding that it can
be immediately returned—at our expense—if it fails to equal your expectations in any
particular. At least

Write for Our Catalogue

j
and receive, not only our book, showing the line with such accuracy that you can easily
udge tile values—at prices that will interest you, but literature of specials that mean
quick sales at splendid profits. It will pay to be on our mailing list—so write to-day.

CHOOSE More Goods for the Samethe Same Goods for Less

Trade-Mark

MONEY

Woodside Sterling Company
170 Broadway, New York

A ril, Isou

New York

(Continued from page 587)

L. Ernst returned the middle of March

ft m Europe after a six weeks' trip, having

1,ited most of the large cities in a search for

allTactei v e   novelties.ik inanis C. A
whose name has long been

prominently identified with the gold pen industry

t the country, died at his residence, 418 Cent
ral

park West, on Saturday morning, March 77th.
Aikin had been in failing health for several

years, and two years ago retired from active

biliness. Though feeble, he was up and around

until two days before his death, which came

quickly and peacefully. Interment was made on

larch 12th under the auspices of La Fayette

Post, G. A. R., the deceased being a Civil War

voteran and member of this post.

James C. Aikin

James C. Aikin was born in Poughkeepsie, N.

Y., in 7840, and learned the jewelry trade in that

city. Later he took a position with Morton &

Co., gold pen manufacturers in New York City.

lie made a trip to South America, where he in-

vestigated prospects for an opening, but returned
to New York City and started in business at 748

Williams street with E. D. Valentine as his part-

ner. In 1866 he formed a partnership with Henry

A. Lambert under the name of Aikin, Lambert

& Co., manufacturing gold pens and the various

accessories which go with that industry. Later
a general jewelry business was added. This busi-

ness was dissolved when, on account of ill health,

Mr. Aikin retired. Mr. Aikin was a Seventh

Regiment veteran of the G. A. R. He was active

in the Jewelers' Safety Fund Society, being a

member of the board of directors at the time of

his death. He was president of this organization

from 7903 to 1909, and was vice-president from

1896 to 7903. He was also for many years vice-

president of the Stationers' Board of Trade, for

twenty-two years a director and for thirteen years

first vice-president and a trustee of the Maiden

Lane Savings Bank, director of the Ontario Gold

Mining Company, president of the Metropolitan

Burglar Alarm Company, and was connected with

several other institutions.

Annual Meeting Jewelers' Protective
Union

The thirty-third annual meeting of the Jewel-

ers' Protective Union was held on the afternoon

of March 74th at the quarters of the Union in

the Silversmiths' building, 15 Maiden Lane, New

York. 0. G. Fessenden, president of the organi-

zation, occupied the chair and read the following

comprehensive report of the Executive Com-

mittee:

The year 1910 was one of the busiest this or-

ganization has had for some time. Over forty

trunks went astray but were, as a rule, found b
y
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the Union within a short time after their disap-

pearance.
There were a number of losses by theft from

members investigated by us. In a majority of

them the thieves were located, arrested, convicted
and punished, and in some instances the goods

recovered, while in a few cases, we regret to say,

no trace of the thief or goods has been obtained
up to date. We are still working on these cases

and hope we shall succeed in landing the thieves.

Your committee has been obliged to decline a

few applications of members to register salesmen,

believing in so doing they were safeguarding the

interests of all the members. We have enlarged

during the year our system of ascertaining and

recording information regarding salesmen, which

adds greatly to the efficiency of the Union. Your

committee has been obliged to discipline one or

two holders of certificates, but the number is so

small compared with the total membership that

we can safely say we have as fine a body of men

for our members as any trade in the country.
Owing to the change made by the Pennsylvania

Railroad of its main station in New York City,

many complaints were made by members of delay

in receiving their trunks. The Union immediately

took the matter up with that company and have

_about arranged with it and the New York Trans-

fer Company, in New York City, for the quick

handling of the trunks of members to and from

their offices to railroad station, or if preferred,

checking to destination, and shall have shortly,

we believe, a similar arrangement with all rail-

roads and transfer companies in the larger cities

of the country.
We have several important cases pending which

are receiving our attention, but which, owing to

their nature, it is impossible to go into details.

Finding it very difficult if not impossible to

convict a thief robbing a trunk or package of a

member while the same was in a baggage car

running from State to State, because of the im-

possibility of proving in which State the theft

occurred, the Union is using every means to have

enacted into law a bill now pending in Congress

giving the United States courts jurisdiction in

such cases. The result will be if the bill is

passed that no matter in what State such a crime

as described is committed, the thief can be tried

in the Federal Court of a district which, having

jurisdiction over a number of States, is sure to

cover any State in which the thief operates. Also,

the penalty is much greater under the proposed

law than at present exists in any of the States.

In response to our request members have urged

their representatives and senators to support this

bill. The Jewelers' Board of Trade also took

up the matter and has called the attention of

Congress to the fact that the entire jewelry trade

is interested in the subject.
Among the interesting cases during the past

year we might mention the following: A bag-

gage man on a railroad out of Washington, D. C.,

was arrested for thefts from the trunks of two

members while in transit, was tried,. convicted

and sentenced, but on appeal to the Court of

Appeals it was decided that his conviction was

irregular, inasmuch that he did not commit the

crime in the District of Columbia, and his release

was ordered. An indictment has been obtained

against him in Virginia, and we hope a convic-

tion will follow. It is in connection with this

case that we saw the necessity of a law by which

baggage masters and express messengers could

be tried in the Federal courts.
A quantity of jewelry consigned by a New

York member to a customer was stolen from the

customer's store by three professional thieves.

While the investigation of this loss did not come

within the province of the Union under a strict

interpretation of our rules, your committee

deemed it wise owing to the nature of the crime

to see what could be done. The identity of the

thieves was soon determined, indictments have

been obtained through which we hope to bring

about their conviction and the recovery of the

stolen goods.
A traveler of a member was robbed of a large

quantity of loose diamonds in September. Our

investigation determined the robbery was corn-

mitted by a notorious woman assisted by a man.

No expense has been spared in locating and caus
-

ing the arrest of these two criminals. A rewar
d

of $500 for the arrest of each was publishe
d

broadcast throughout the United States, resultin
g
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in the arrest of both parties, who are now in jail

awaiting trial. That they will be convicted we

have no doubt, and it is possible that some of the

goods will be recovered.
Many other matters and cases have been called

to our attention, all of which have been promptl
y

investigated and the necessary action taken.

The usefulness of the Union has been demon-

strated outside of its strict domain in a numbe
r

of cases in which our members as well as th
e

trade at large were interested.
Your committee are pleased to say that the

members, registered salesmen, officers and em
-

ployees have all helped in the carrying out of 
the

objects of the Union, and there is every re
ason

to believe that the organization is every day g
row-

ing stronger and more powerful.

Respectfully submitted,

(Signed) EXECUTIVE COMMITTEE,
Per 0. G. Fessenden, President.

New York, March 74, 1917.

The report of the secretary and treasurer w
as

then presented and showed that the Union ha
d

added another successful year to its useful ca
reer.

The election of officers for the ensuing yea
r re-

sulted as follows: President, Oliver G. Fessen-

den ; Vice-President, Frederick H. Larter ; S
ecre-

tary and Treasurer, Ira Goddard; Assistant 
Sec-

retary and Treasurer, Fred L. Goddard. 
The

Executive Committee consists of August Op
pen-

heimer, Leopold Stern, George W. Street, Cha
rles

G. Alford, Augustus K. Sloan, William T.
 Gough,

M. Luther Bowden and David Kaiser, 
together

with the president, vice-president and s
ecretary

ex-officio.

Jewelry Industry of Newark, N. J.

The growth of Newark as a jewelry man
ufac-

turing center is reflected in the thirty-third an
nual

report of the Bureau of Statistics of La
bor and

Industries of New Jersey, which has just 
been

issued. According to this report $70,853,360 
worth

of jewelry was produced in that city in 1909,

which was an increase of $2,896,748, or 
36.4 per

cent. over the preceding year. These statistics

are based on reports from 700 jewelry 
manufac-

turers of the State, all of whom are locate
d in

Newark. A prominent Newark jeweler said
 the

other day that the figures of the past year 
will un-

doubtedly show an increase over 7909.

The report shows that there was invested 
in

the jewelry manufacturing business in 7909 i
n the

State of New Jersey the sum of $8,856,559, 
which

is an increase of $7,579,872, or 27.7 per cent 
over

the previous year. Of this amount the 
average

investment of capital per establishment is show
n

to be $88,566.
A total of 3,501 persons were employed in t

he

700 jewelry concerns reporting in 7909, of w
hich

there were 2573 men, 829 women and 99 chil
dren,

or an increase of 20 per cent. over 7908. 
These

employees earned on an average $661.19 a 
year,

and the aggregate amount of wages paid to
 the

jewelry workers alone in Newark during 790
9

totaled $2,314,838.
Statistics were received from eighteen manu-

facturers of silverware, representing a total in
-

vestment of $2,412,276, and employing 1224 people
,

whose total earnings aggregated $775,769.

Nine smelting and refining companies report
ed

to the bureau, many of which are located in

Newark and vicinity, where 3604 people found

employment which aggregated total earnings o
f

$2,277,934, or an average yearly earning of $630.3
0

for each employee.
The jewelry store of Samuel Weidenbaum, of

212 Court Street, was broken into and two

watches were stolen some time between the n
ight

of March 79th and the morning of the 20th
.

Steven Curack was caught by officers of the

Fourth Precinct and the watches and some othe
r

goods found in his possession. He was arraigne
d

before Judge Herr and held in $5oo bail to a
wait

the action of the Grand Jury.
Charles F. Sweasey, representing Champenois

& Co., of 52 Walnut Street, has started on hi
s an-

nual trip down East.
Otto Schanbacher & Co., of 26 Marshall Street,

are now putting out a new line of TO and 74 karat

lockets, dumb-bells, scarf pins, etc.

II
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UYERS of diamonds can rely absolutely upon the large

diamond importations made by us. The unusually

high average of quality and the reasonable prices cannot fail

to please and satisfy the most exacting customers.

BENJ. ALLEN & CO.
CHICAGO
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WESTERN BUREAU OF TIIE KEYSTONE

Room 1201 HEY%VORTH BUILDING

CHICAGO, March 31, 1911.

Aside from the normal effects

March Develop- of the approach of spring and

ments and Trade the usual preparations for

Conditions Easter activities there has been
no change of more than pass-

ing importance during the past month in West-

ern jewelry circles. In some quarters there have

been complaints of a lack of vigor and life in the

demands of retailers, but taken all in all, condi-

tions may rightfully be said to be about normal.

Such complaints as have been made refer to the

bills purchased by the retailer from the traveling

man. In some instances retailers have purchased

smaller bills this spring than last, but a careful

survey of the situation resulting from a canvass

among Western travelers who have come into

Chicago for stock replenishments fails to reveal

evidence that this is general. in all sections of the

\Vest. In fact an analysis of conditions will

prove the contrary, as shown by the statement of

;1 prominent Western jobber whose business

judgment we have never heard challenged. Three

of his men had just come in from their terri-

tories to have their trunks restocked. In talk-

ing over trade conditions with the head of the

house they seemed to take a rather dubious view

of the past month's business. The jobber who

had kept in close touch with the business they had

been sending in remarked: "You fellows seem

to be rather dissatisfied with the business you

have done so far." With one accord they all

began to make excuses. After the travelers had

finished their interview the jobber asked the

bookkeeper to compile a comparative state
ment

of business these travelers had sent in up to

March 15th this year and last. Just before cls-

log time that day he called the three travelers

into his office and showed them the statement.

co their astonishment one was $6to ahead of last

year, one $215 and the other 6o cents behind.

The statement was satisfactory to the jobber,

and the travelers left the inner office with a sm
ile

on their faces. We cite this instance for the

reason that it is apparent that many jobb
ers are

too prone to judge a season's business by th
e

volume of sales for three or four days or a

week. In such cases their expressions are the

result of a mental condition rather than a carefu
l

resume of facts and figures.

Travelers who have been out in their terri-

tories report the condition of the general reta
il

trade as satisfactory. In some sections of the

West there is a disposition on the part of some

retailers to hold down their purchases, but this

floes not appear to be a method of retrenchment

inspired by fear of future business, but rather

business caution and more conservative buy
ing.

Such retailers as have visited the Chicago market

have with very few exceptions referred to pre-

vailing conditions as satisfactory.
During the past month the

The Wholesalers' Chicago jobbers have had the

Convention honor and pleasure of enter-
taining the members of the

National Wholesale Jewelers' Association and a

committee representing the National Manufac-

turing Jewelers' Association. From expressions

made by the visiting wholesalers it would appear

that the Chicago Jobbing fraternity which has

always been noted for its hospitality, outdid itself,

but whether it did or did not the Chicago job-

bers are happy over the opportunity of entertain-

ing their business associates of other cities, and

hope to see them there soon again. The fra-

ternal spirit which is engendered by such gather-

ings may rightfully be considered as a potent

factor for the upbuilding of better and fairer

trade relations.
The mutual understanding arrived at between

the manufacturers and jobbers, whereby the 
lat

ter are not to look at manufacturers' spring 
lines

until December 26th, nor at their fall lines unt
il

May 1st, meets with the hearty approval of Chi
-

cago jobbers and such Western representatives of

manufacturers as make their headquarters in

Chicago.
The Executive Committee of the American Na-

tional Retail Jewelers' Association also met here

during the past month and outlined the work

of the association for the coming year. It is

most gratifying to state that at neither one of

these important meetings was anything said or

done which would indicate in the slightest degree

any discord among the various organizations

representing the three branches of trade. On the

eve of a busy convention season this is a mos
t

favorable indication and the leaders of the vari-

ous organizations have reason for congratula-

tions, for it would seem that this triumvirate of

jewelry organizations is destined to bring about a

coalition of mutual interests which has for its

aim a safer and more equitable understanding of

the rights of one section by the other and more

harmonious and fraternal business relations

throughout the entire trade.

News from the Trade

Thomas M. Beale. a retired jeweler, of Rock-

ford, Ill., died recently at his home at the age

of 74 years. He had been in business in Rock-

ford since the early sixties, but retired in 1892.

He was a native of England and is survived by

a widow and two daughters.
G. F. Sherwood, of the Gilbert Clock Company,

returned early in the month from an extended

trip to California. He was accompanied by Mrs.

Sherwood.
Great preparations are being made by the Rock-

ford Silver Plate Company, the Rockford Watc
h

Company, the Rockford Chamber of Commerc
e

and the Rockford jewelers for the entertain
ment

of the next annual convention of the Illinois Re
-

tail Jewelers Association, which takes plac
e at

Rockford May 9th, zoth and 1 ith. The Rock-

ford Watch Company and the Rockford Si
lver

Plate Company tendered a banquet to the je
wel-

ers and business men of Rockford on the nigh
t

of March 13th, at which plans for the entertai
n-

ment of the convention were discussed. The off
i-

cers of the State association were present. Pres
i-

dent Richard Weiting, of Peoria, was in Chicag
o

the middle of the month and stated that presen
t

indications are that nearly three hundred del
e-

gates will attend the Rockford gathering.
 Work

on the programme is progressing very 
rapidly

and the exhibits promise to be more repr
esenta-

tive of the various lines in the trade tha
n those

of any former gathering. The last report of

National Secretary Claud Wheeler shows the
 Illi-

nois State Association in the lead of al
l other

States in the matter of membership.

Gustave Keller, of Appleton, Wisconsin, 
presi-

dent of the Wisconsin Retail Jewelers' 
Associ-

ation; Secretary A. W. Anderson, of Nee
nah,

Wis., and John P. Hess, of Fon du Lac, W
is.,

were in Chicago the middle of the month,
 and

while here met with the members of the Ex
ecu-

tive Committee of the American National 
Retail

Jewelers' Aisociation. They were interested in

securing the endorsement of the members of t
he

Executive Committee in an effort to establish 
a

minimum selling price on certain lines of ster-

ling ware. The plan has as yet not been worke
d

out in detail, but the Wisconsin officers were

given every encouragement.

F. C. Klein, Chicago's first lapidarist, and a

man noted for his proficiency in the art of 
cut-

ting precious stones, died at his home in 
this

city early the past month. He was president

of the Klein Bros. Lapidary Company, Chi
cago

Savings Bank Building, and a man well kn
own

in local and western jewelry circles. Born in

1853 in Oberstine, Germany, the lapidary cente
r

of the world, his entire life was devoted to t
he

art which made his natal city famous. At the

age of 15 years he apprenticed himself to one 
of

the first cameo cutters of Germany, and afte
r his

apprenticeship worked in a number of the jew
-

elry centers of Germany until he was compe
lled

to serve in the Germany army. After his dis-

charge at the age of 22 years he again took u
p

his work as lapidarist, this time in Paris, w
here

he worked under some of the great masters fo
r

several years. In 1884 he emigrated to the Unite
d

States and came immediately to Chicago, wher
e

he opened an engraving and lapidary establis
h-

ment. .This was the first venture of its .kind 
in

Chicago. He was successful from the start an
d

the enterprise grew until 1893, when the busine
ss

was greatly enlarged and Emil Klein, a brothe
r,

was admitted into partnership and the firm nam
e

was changed to F. C. Klein & Bro. The business

was conducted under this title for seventeen

years, and was then incorporated tinder the nam
e

of Klein Bros. Lapidary Co. Mr. Klein was

president of the company. He was a man of

many sterling business qualities, and had many

staunch friends both in and out of the jewelry

trade. He is survived by a widow and two

daughters.
Director Erwin Junghans, of Vereinighte

Uhrenfabriken von Gebruder Junghaus & Thom
-

as Haller, of Schramberg, Wurte, Germany,

spent several days in Chicago on a business vis
it

to the Kuehl Clock Company, of this city, th
e

company's western distributers in the United

States. The company, of which Mr. Junghaus is

the director, is the largest manufacturer of

clocks in the world. He expressed himself 
as

greatly impressed with the development of th
e

clock industry in this country. He devoted on
e

day to an inspection of the Elgin National

Watch Company's factory at Elgin.

E. B. Nelson, a prominent jeweler and watch

inspector of Minneapolis, was in Chicago early

in the month on a business trip.

J. Peterson has removed his jewelry stock from

his old location at 444 Division street to 1221

Clybourn avenue, where he has a much larg
er

store and nearly double the window display

space.
Emil Noel, jewelry and diamond broker, left

late in the month on a visit with friends in Clev
e-

land and a business visit to New York. Ile will

sail April 8th with his family on the steamshi
p

America for Europe. He will spend most of h
is

time at Prague, Bohemia, but will also visit th
e

diamond markets at Paris and Antwerp befor
e

returning. He expects to be gone about ten

weeks.
Frank D. Ausman, a well known jeweler 

of

St. Marys, Ohio, and president of the Ohio Reta
il

Jewelers' Association, was in Chicago for a da
y

early in the month on his return from an
 ex-

tended trip into the far southwest, where he

spent several weeks.

(Continued on page 593)
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Rich Cut Glass Assortment
25 pieces selected beautiful designs of highly polished cut glass; rich, deep
cutting on heavy blanks that give them the sparkle and brilliancy of diamonds.

Sell for $64.00Cost you $26.23 cash 

Contents of Barrel
Pair Sugar and Creamer Sunburst
Pair Sugar and Creamer Sunburst
Spoon Tray, Oblong 6 inch .
Nappy, 5 inch  
Bon Bon Dish, Heart, 5 inch .
Handle Nappy, 5 inch . . .

. $4.50

. 3.80

. 2.75
1.67

. 2.10

. 1.80

Handle Nappy, 6 inch . . . .
Jelly Dish, on stand, 4 0 x 3 4 inch .
Comport, 5 x 431 inch .  
Nappy, 6 inch  
Vase, I 0 inch  
Preserve Dish, 7 inch  
Pickle Dish, 8 x 40 inch  
Celery Dish, 1 I x 4X. inch

2.65
2.78
3.75
2.35
5.75
4. I 5

. . 3.00

. . 4.50

1 8-inch Bowl  
I Water Pitcher, 3 pints 
6 Water Tumblers  
1 8-inch Bowl  

4.00
6.95
3.25
4.25

Total $64.00
Cost you $27.90, less 6% or net cash 26.23

YOUR PROFIT $37.77
We Guarantee Prices and Quality. All Orders Shipped Promptly.

0- N RRIS, ALISTER & CO. TTEZTG" Chicago, Ill. u

iii, 191/

Chicago

T E

(Continued from page 590

. H. Knight, president of C. H. Knights-

] ,iarle Company, returned the middle of the

nth from an extended trip to southern Cali-

f, nia•
H. Brager, a retailer at Mount Horeb, .Wis.,

s in Chicago early in the month in the inter-

c, is of his spring business. He has just moved

jl) 
Ball 

t).bae larger b store.
The Watch Company, the Illi-

.i

n.,is Watch Company, the Watson-Newell Com-
pany and R. J. Wilson, of the International Sil-
1 r Company, have been admitted to membership

ill the Chicago Jewelers' Association.
rhe engagement of Miss Helen Rubenstein, of

ibis city, to Milton Felsenthal, of the Chicago
0,,Ice of the Philadelphia Watch Case Works,
hasC bbi cene gn a nno un 

jewelers
c e d .

who conduct an optical de-
partment will be interested in learning of the
progress being made in the matter of passing
an optometry bill in Illinois. The bill has been
introduced in both houses, and several Chicago
optometrists interested in its passage have made
a number of trips to Springfield in the interests
of the bill. Their efforts are meeting with con-
siderable opposition from the medical profession,
but notwithstanding this opposition there are
good prospects of the bill becoming a law. It
is urgently necessary that all opticians interested
in the passage of this bill lend their moral and
financial aid to whatever extent possible. Above
all they should make it a point to see the sen-
ators and representatives of their district and see
to it that they thoroughly understand the reasons
why a bill is not only desirable but also neces-
sary. It is evident that if a majority of the
legislators really understood the merits of this
bill it would become a law in spite of the opposi-
tion which is being waged against it.
The Frank Curtis Company, of Decatur, Ill.,

is at present conducting an auction sale prepar-
atory to moving into a new location. L. H. Dodd
is acting as auctioneer.
Chicago manufacturing jewelers are reporting

an increased demand for platinum goods and a
consequent increase in the price of this metal.
At the present time hard platinum is selling for
about $43 an ounce, while the soft is worth about
$4o 
The
an 1\4uounce.sel

ey Lathe Co., Elgin, Ill., have had
prepared, for the use of the trade, hangers which
show a full size phantom photo of their "New
Model" lathe. The idea of the phantom photo,
which is doubtless already familiar to our read-
Frs, was an excellent one, and has proved both
interesting and useful to bench workers. In this
photo all the different parts of the lathe are num-
bered, and in the hanger the names are found

or factory.

the picture. Besides its usefulness,
ime of these hangers would be quite an interest-
ing ornament for the wall of repair department

A. Wolf & Co., 161 Clark street, have rented
additional space and are enlarging their store.
'ley will have a 25-foot front when completed
nd much chbeter facilities for handling their grow-
ing business.
Otto Stumpf & Co. have removed from rooms

414 and 416 to rooms mo8, poog and row on the
tenth floor of the Republic building, increasing
their former space by about too per cent.
.Fred Sheridan, who is well known to the job-
bing trade in this city, spent several days in Chi-
cago the middle of the month while on his way
to Eastern factories. He is at present located in
San Francisco as manufacturer's agent for a
number of jewelry lines. His many friends here
were very glad to see him again.
The Chicago Art Metal Works will remove

April 15th from their present quarters at 76
Lake street to Randolph and Franklin streets.
Guy V. Dickinson, general manager of the

Elgin National Watch Company, accompanied by
Mrs. Dickinson, made a trip to California the
early part of the month. Mr. Dickinson returned
the latter part of the month and left almost im-
mediately for the East.
John Warren, of the Elgin National Watch

Company, spent several weeks in the South on
business for the company.
Chicago jobbers and manufacturing agents who
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are figuring on attending the next convention of
the Iowa Retail Jewelers' Association should bear
in mind that the dates for the holding of this
convention have been changed from June 27th,
28th and 29th to June 13th, 54th and 15th. This
change was made owing to the conflict of
dates with those of the Ohio Retail Jewelers'
Association convention at Cedar Point, Ohio.
Edgar J. Hill, head of the firm of E. J. Hill

& Son, of South Haven, Mich., and well known
to the jobbing trade in this city, died March 8th
after a lingering illness. He had been in busi-
ness for fifteen years and established a very suc-
cessful business. He is survived by a widow and
two sons.

William H. Cloudman, for nearly thirty-five
years the assistant superintendent of the Elgin
National Watch Company factory, at Elgin, Ill.,
died very suddenly at his home in Elgin on March
f5th. The announcement of his death came as a
great shock to the employees of the factory and
to his many friends in Elgin and in the trade,
especially in view of the fact that two days be-
fore his death he appeared to be in most ex-
cellent health. He was an exceptional type of a
man. Always jovial and pleasant and possessed
of a most loving and thoughtful disposition, he
made friends with all he met, and to such as he
came in close contact with he endeared himself
by his frank and warm-hearted manner. He was
affectionately known among his close friends as
just plain "Bill" Cloudman, and he enjoyed the

William H. Cloudman

friendly sentiment which it implied. He was
born in Boston in 1842 and educated in the
schools of Holland, Mass. His connection with
the watch industry dates back to 186o, when he
entered the employ of the American Watch Com-
pany, at Waltham, Mass. He joined the staff
of the Elgin National Watch Company in 1868,
but previous to that time followed the watch-
making trade in Memphis, Tenn. He also served
during the Civil War as a member of the Mas-
sachusetts Volunteers, and won an enviable record
for gallantry and bravery. His first association
with the Elgin Company was as Pacific Coast.
representative. In 1876 he was called into the
factory and made foreman, four years later suc-
ceeding to the assistant superintendency, which
position he held until about two years ago, when
he retired. He had an extensive acquaintance in
the trade which was far from being limited to
such as were associated with the watch industry.
He stood high in social and business circles in
Elgin and was a member of the Century Club,
the Grand Army of the Republic, Monitor Lodge,
A. F. and it. M., and a member of other organi-
zations. He is survived by a widow, one daugh-
ter, Mrs. Guy V. Dickinson, wife of the general
manager of the Elgin National Watch Company,
and two sons, M. M. Cloudman, of Elgin, and
Wm. H. Cloudman, of New York.
The Vandersee Jewelry Company is the name

of a new enterprise at Oskaloosa, Iowa.
Steve King, well-known traveler for the C. H.

Knights-Thearle Company, came in the middle
of the month to replenish his stock. He reports
business in his territory as eminently satisfactory
for this time of the year, and considers the pros-
pects for future business excellent.

Emil Despres, of the well-known firm of Despres,
Bridges & Noel, sailed early in the month on an
extended trip to Europe, during which he will
visit all the diamond markets. He expects to be
gone until the latter part of this month. Save for
a slight rearrangement and a little fixing here and
there, the firm is now most comfortably located
in its new quarters in the new Kesner building.
The boys are planning to have everything in
"apple pie" order on Mr. Despres' return.

George Fry, who was formerly in Eastern ter-
ritory for the well-known manufacturing firm of
Ford & Carpenter, is now in charge of the West-
ern territory for the company. He made his
initial business trip through the West during the
past month.

J. M. Merrill, of the Merrill Bros. Co., silver-
smiths of Newark, N. J., was in Chicago several
days during the past month on a visit to Ralph
Goble, the company's Western representative.
William Fay, the Chicago and Western repre-

sentative of the Potter-Buffington Company, left
the middle of the month on his annual trip to
the factory. His friends in the trade are still
wondering how it happened that he could leave
his two bouncing grandchildren long enough to
make the trip.
Herbert Cobb, Chicago and Western represen-

tative of Daggett & Clap, returned early in the
month from a Pacific Coast trip. Late in the
month he left for Attleboro on his annual fac-
tory visit.

Unless they are prepared to entertain his dis-
pleasure we warn the friends of Jim Edwards to
make no inquiries of him regarding the where-
abouts of his brother Larry, nor when he will
return. The joke is a bit too deep for our pene-
tration, and having known one or two friends
who "got in bad" by being too curious, we simply
choked our curiosity and the affair still remains
a mystery. As a matter of fact we do know that
Larry spent considerable time the past month
putting the Larabelle in commission for the
spring and summer campaign. The last heard
of him he was making up his list of staff officers,
and since George Kissick, his able navigating
officer, has been retired, it is urgently hoped by
the many friends of Ed. Cox, of Benj. Allen &
Co., that he will appoint him to this position. It
is believed that Ed. will make an excellent as-
sistant because of his willingness to get out and
push when the sand is high and the water is low.
Dr. Earl J. Brown, the oculist, who is well

known to Chicago jewelers and opticians, will re-
move his offices May 1st from the Western Book
Concern building to the Chicago Savings Bank
building.
During the visit to this city of the executive

officers of the American National Retail Jewel-
ers' Association a number of the prominent mem-
bers of the wholesale trade tendered them an in-
formal dinner at Madame Gallis'. It was a most
enjoyable affair. Covers were laid for eighteen.
After the dinner the entire party enjoyed a
vaudeville performance at the Majestic Theater.
Max Ellbogen, of Stein & Ellbogen Co., re-

turned early in the month from a short but
nevertheless very enjoyable stay at Hot Springs,
Arkansas.
The Garrabraut & Black Co., of Waterloo, has

purchased the manufacturing business of the
Kelley-Parritt Co., at Des Moines, and will re-
move it to Waterloo.
The Chicago jobbing trade has been notified of

the opening of a jewelry store at Hawarden,
Iowa, by Ralph Merfield, who was formerly con-
nected with the Oscar C. Cobb store, at Iowa
Falls.
The Fox Manufacturing Co., well-known manu-

facturers of jewelers' supplies, have moved their
salesrooms from 176 Madison street to 346 Wa-
bash avenue.
Ed. Walters, who for several years past has

been the Chicago and Western representative of
the D. F. Briggs Co., gives up his connection with
the company April 1st. He will be succeeded by
Sandfeller Bros., who have been in charge of the
St. Louis branch of the company. Ed. says he
has not definitely made up his mind just what he
will do or when he will leave Chicago, but his
many friends here wish him abundant success.

(Continued on page 595)



Elgin
NAMES

THAT SPELL SUCCESS

ELGIN QUALITY
18 Size, Htg. or 0. F.

Veritas - $54.00
23 Jewels

Veritas - $50.90
21 Jewels

Father Time, $41.90
21 Jewels

B.W. Raymond, $37.80
19 Jewels

No. 348 Htg. g
21 Jewels f o

°3
No. 349 O. F.

4' a21 Jewels

WALTHAM QUALITY
18 Size, Htg. or 0. F.

Vanguard - $54.00
23 Jewels

Vanguard - $50.90
21 Jewels

Vanguard - $46.80
19 Jewels

Crescent Street, $41.90
21 Jewels

Crescent Street, $40.50
19 Jewels

No. 845 Htg. or 0. F.
21 Jewels

Price on application
Catalogue Last Prices

Waltham

41 Accurately
tested in all
positions and
guaranteed true
and perfect time-
keepers.

41 A firm grip on
these popular and
successful makes
will increase your
prestige and busi-
ness.

41. Our 1911 catalogue the " BLUE BOOK" contains over 100 pages
of illustrations with prices of all that is best and most desirable in
the watch line. Orders have prompt attention.

1911

Chicago

THIE

(Continued from page 593)

Walter Brown, who is well known among the

I 'hicago jobbing trade by reason of his long con-

oction with the Bay State Optical Company as

hicago and Western representative, has moved

to Attleboro, where he will devote his time at

the company's factory. Edward Neary, formerly

at the factory, succeeds Mr. Brown in Chicago.

O. E. Willis was on the local market early the
past month purchasing an opening bill for a new
store he will open at Lorain, Ohio.

George Kretzer, reported to be a jewelry sales-
man, was found unconscious on a sidewalk in
Sheridan road, this city, early the past month.
He was taken to a hospttal where he died shortly
after his arrival. A coroner's jury left an open
verdict. His residence is given as 4032 Kenmore
avenue.
F. M. Reiche, a well-known retail jeweler of

Los Angeles, established for over thirty years, is
closing out his stock at auction preparatory to
retiring from business. E. R. Tyler, the well-
known Chicago auctioneer, is assisting in the sale.

Leonard Fox, of The Gustave Fox Co., of Cin-
cinnati, well-known manufacturers of emblem
goods, spent several days in Chicago during the
past month combining business with pleasure.

James Donnelley, Chas. L. Caliger and S. F.
McLaughlin, for several years with Sproehnle &
Co., of this city, have organized a new jobbing
firm which will be known as Donnelley, Caliger
& McLaughlin, Inc. They will handle a general
line of watches and jewelry, and will make their
headquarters at Des Moines, Iowa.
At the store of Paul Lackritz, 1314 Milwaukee

avenue, jewelry thieves employed the old method
of throwing a brick through the window early
the morning of March 23d and got away with
about $500 worth of watches and jewelry.
A new but effective robbery method was em-

ployed by a man who escaped with more than
$2000 worth of jewelry from a window of the
jewelry store of Lebolt & Co., in the Palmer
House building, Monroe and State streets, early
the morning of March 24th. A watchman fired
at the man as he fled, but the fugitive appar-
ently was not wounded. The robbery occurred at
4.30 o'clock. The thief cut a hole about six
inches in diameter in one of the windows on the
Monroe street side and also in the wire screen-
ing used as a burglar protection. This was done
so dexterously that a watchman inside the store
was not disturbed. The burglar then inserted
through the opening a piece of wire used for gas
mantles, which he had twisted into the shape of
a hook. With this contrivance he was able to
draw out thirteen diamond rings from a tray, one
ring at a time; two gold watches, a number of
diamond stickpins and several pairs of gold cuff
buttons. The burglar was at work at the window
when discovered by a private watchman, who was
on the opposite side of Monroe street. The
watchman attempted to steal across the street
and seize the thief, but the latter heard him, and,
dropping the wire hook on the sidewalk, fled east
in Monroe street. The watchman gave chase and
emptied his revolver at the fugitive, who darted
into an alley east of State street and disappeared.
Officials of the company said the property stolen
was valued at more than $2000, and supplied the
police with a description of it. Detectives started
a search for the robber, but said they had no
clews.
Sproehnle & Co., exclusive watch jobbers in

the Heyworth building, have arranged with W.
S. Percy to represent them in Michigan, Ohio and
Indiana. Mr. Percy is well known to the retail
trade in the central west, having traveled through
this section of the country for several years for
Benj. Allen & Co., and later for the Ansonia
Clock Co. Paul B. Erickson, formerly with the
Reed-Bennet Co.. of Minneapolis, will represent
the company in the northwest and will make his
headquarters in Minneapolis.
Harry H. Hahn, of H. F. Hahn & Co. and

president of the Chicago Jewelers' Association, is
at. present in Europe on a business and pleasure
trip. He will be gone about six weeks, and will
visit all the diamond markets.
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Edgar Fowler, a son of Harry Fowler, who
formerly conducted a retail jewelry store in State
street, and Emanuel Karger have formed a part-
nership under the firm name of Fowler Sr Karger
and have leased a store in the Hotel Sherman,
where they will conduct a retail jewelry business.
Their store is two doors north of the Clark
street entrance to the hotel.

Julius Armbruster, of the Illinois Watch Com-
pany, was in Chicago the latter part of the month
on business. Mr. Armbruster considers the out-
look for 1911 business as very promising.

A. M. Church, at one time a prominent Chicago
retail jeweler and later a well-known railroad
time inspector, died at his home in this city March
23d, after a short illness. He was widely known
throughout the West, and had served as con-
sulting watchmaker for nearly all the large watch
factories of the country. He was a most thor-
ough and efficient watchmaker and was credited
with being among the foremost in this line. He
gave much of his time to the development of the
railway watch service, and at the time of his
death was in charge of the inspection of a num-
ber of Western roads, including the Alton and
the Chicago Northwestern. For the past twenty-

A. M. Church

five or thirty years he served in a consulting ca-
pacity for the Chicago, Milwaukee and St. Paul
road. He was born on a farm in Spring Grove,
Ill., and lived on the farm until the war broke
out, enlisting in the Eighteenth U. S. regulars,
and after his discharge from this regiment he
re-enlisted in the Ninth Veteran Volunteers.
After the war he followed the watchmaker's trade
at Apple River, Ill., and Calmar, Ia., coming to
Chicago in 1871. His first employment in this
city was with the then well-known jewelry firm
of Charles Bros. He worked for this firm as
a watchmaker until the night before the great
fire, when he moveil to Waukegan and started
in business for himself in a small way. He was
there but a short time when he decided to return
to Chicago to accept a position with E. R. P.
Shirley, who was then conducting one of the
leading jewelry stores of the city on Randolph
street, near State street. A year or so later he
purchased the interests of Mr. Shirley and moved
the business to Fifth avenue. During the early
nineties his watch inspection business had grown
to such proportions that it became necessary for
him to give up his exclusive .time to it, and the
business was again moved, this time to the
Champlain building, where it was located until
the completion of the Chicago Savings Bank
building, its present headquarters. He was well
and favorably known throughout the trade, and
the announcement of his death came as a severe
shock to his many friends. He is survived by a
widow, two daughters and two sons, Edward S.
and Rollin S. Church. The latter has been asso-
ciated with his 'father in the watch inspection for
a number of years, and the business will be con-
tinued without a change of policy by the son.
Mr. Church was a member of Cleveland Lodge,
A. F. and A. M.; Oriental Consistory, the Shrine,
Medinah Temple, A. A. 0. N. M. S., and George
A. Thomas Post, G. A. R.

W. H. Queeman, of the firm of Queeman &
Seaman, Gothenburg, Nebr., has bought the jew-
elry store of A. L. Stivers, Arcola, Ill. He has
remodeled same, added new fixtures and stock
and placed 0. M. Penh in charge of this store,
which will be run under the name of Queeman
& Peugh. Mr. Queeman has also purchased two
lots at Gothenburg, Nebr., and is putting up a
new building on one of the lots and will add
more fixtures and stock. He expects to move
his present stock at Gothenburg, Nebr., into the
new store about April 1st. The store will be run
under the same name as hitherto. Mr. Queeman
will continue his duties as traveling salesman for
F. C. Happel Co., wholesale jewelers, Chicago.

Wisconsin Retail Jewelers' Association

The third quarterly meeting of the Wisconsin
Retail Jewelers' Association was held at the
Athearn, Oshkosh, Thursday, March 9th. Presi-
dent Keller occupied the chair, all the directors
being present with the exception of A. J. Stoessel,
of Milwaukee, and W. A. Pfister, of Sheboygan.
Convention matters were gone over in detail.

Chairman Stecher, of the Programme Committee,
reported satisfactory progress. Good exhibits are
assured and first-class talent in the way of speak-
ers are being booked for the occasion. The at-
tendance is sure to break all records.
The stamping bill introduced into the Legisla-

ture by the president was fully discussed. The
majority opinion was that it is a first-class bill
just as drawn, and that no amendments should
be introduced. Mr. Upmeyer spoke of the need
of identification marks on jewelry in addition to
the quality stamp. The secretary was instructed
to draft a letter to manufacturers covering this
point.
Other matters being taken up by the associa-

tion, particularly the question of retail profits on
sterling, mutual fire insurance, etc., were reviewed
and progress to date discussed.
The secretary reported that the first batch of

missionary matter was mailed February 22d, which
date saw the opening of the 1911 membership
campaign. A total of 514 pieces of mail was
sent out at that time. Thirteen new members
were enrolled as a result, the 200th membership
coming in the day of the meeting.
Last July the slogan was 200 members by Icitt

convention time. Now the directors have boosted
these figures to 250, and it seems probable that
this number will be reached. The secretary has
a campaign outlined that will last until July. A
total of about 2500 pieces of mail will go out
to Wisconsin jewelers in that time, each month's
lot telling a new story of why non-members
should come into the association.

Missouri Association Convention

The Executive Committees of the Missouri So-
ciety of Retail Jewelers and the Missouri Asso-
ciation of Optometrists met in St. Louis Monday,
March 13th. At this meeting it was decided to
hold a joint convention in St. Louis June wth,
20th and 21st, at the Southern Hotel.
The convention hall and committee rooms will

be on the parlor floor. Heretofore it has been
impossible to make arrangements so that the ex-
hibitors could be on the same floor where the
convention was held. This year arrangements
have been made with the management of the
Southern, and they have forty-three rooms on
this same floor that may be had for exhibition
purposes. The officers of the societies have in
their possession a diagram of this floor showing
the location and giving the number and price of
each room, so that in no case can you be over-
charged for space. Seven single rooms may be
had for $3 per day, five for $4, ten for $5, one
for $6 and two for $10. The following are
double rooms and may be occupied by one or
two exhibitors: Five double rooms at $10 per
day, two at $12 and two at $20.

For reservations write to Benj. C. Fitch, care
of the Southern Hotel.
The officers of the associations hope that these

arrangements will meet with the approval of
those wishing to make exhibits, and suggest that
reservations be made as soon as possible.



A New Quick Seller in Sternauware
And a Decided Novelty in Steam Cooking

Certain to capture the housekeeper's fancy by reason of its
compactness and everyday usefulness is the

handiness,

STERNAU EGG-STEAMER
In a simple contrivance over an alcohol burner four eggs at a
cooked by steaming. They are not boiled, although the steamer
used to boil them if the cook prefers.
Soft-steamed eggs in 5 to 6 minutes.
Hard-steamed eggs in 1 1 minutes.

S. STERNAU & COMPANY
NEW SHOWROOMS

305 Broadway

N. W. Cor. Duane St., N. Y. City

MAKERS-OP

MNAUFWAnil .
COMPRISING "".1/4

Fancy Teakettles, Chafing-dishes
and their Accessories, Coffee-

machines, Trays, etc.

time are
may be

OFFICE AND FACTORY
195 Plymouth Street

BROOKLYN, N.Y.

The Sternau Egg Steamer is an entirely
new idea in this country. While it will
sell easily at all times, it goes without
pushing now, when "strictly fresh
eggs " are plentiful all over the country.
We make it in copper, nickel-plate and
silver-plate at prices lower than those
of the imported egg-steamers.

Write for quotations and any other
information you want.

THE CATALOGUE WITHOUT A PEER
Just glance over the pages of the Great American Retail
Jewelers' Catalogue and you will immediately notice that it is
different from all other catalogues.
Study its pages and you will readily see that the chief difference is in the
superior quality of the goods shown.
Rely upon it for all your jewelry needs and you will soon be convinced that
it is not only your one logical safe-buying medium, but also the most com-
prehensive reference book of everything in the jewelry line ever published..
It stands without a peer. If you are one of the few jewelers who hasn't
one, send for one to-day.

THE OSKAMP=NOLTING COMPANY
Cincinnati, Ohio
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Annual Convention National

.,Yholesale Jewelers' Association

The annual convention of the National Whole-

le Jewelers' Association took place March 22-23
Chicago at the Hotel La Salle. It was the
attended meeting of the wholesalers since

e organization was formed, nearly eighty firms
ing represented. A committee of seven manu-
cturers representing the National Association
Manufacturing Jewelers met with the whole-

ilers and conferred with them upon matters of
ilitual interest.
The most important matter to be definitely de-
.led was the establishment of a fixed date upon
hich manufacturers are to show their spring
ml fall lines. The wholesalers were unanimous

.1 going on record that they would not look at
.uanufacturers' spring lines before May and their
HL1l lines until December 26th. This resolution
,Ict with the undivided approval of the mann-
,Lcturers ; in fact they were very desirous to
ring about such an understanding. It is believed

that this measure will do much to remove many
of the irregularities that heretofore have existed
ill the relations between jobbers and manufac-
turers. This measure has been agitated for sev-
eral years by the jobbers, manufacturers and
manufacturers' agents, and the fact that a definite
understanding has been reached meets with ap-
proval from all.
In his annual address A. G. Schwab, of Cin-

cinnati, the retiring president, dwelt upon vari-
ous phases of the work undertaken by the asso-
ciation and referred to the fact that at the pres-
ent time there are no differences whatever be-
tween the three branches of the trade. Encour-
aging letters were read from President Steele F'.
Roberts and Secretary Claud Wheeler, of the
American National Retail Jewelers' Association,
;tild also from ex-President John T. Archibald.
The report of the secretary and treasurer

showed that the association was in excellent shape
both as to members and financial standing, and
showed also that the association was widening its
scope of usefulness and creating a more fraternal
spirit among its members. In his address Presi-
dent Schwab referred to the spirit of co-oper-
ation which prevailed between the national or-
ganizations representing the three branches of
the trade. A resolution to the effect that it was
the sense of the wholesalers present that these
relations be continued and fostered whenever
and wherever possible was passed unanimously.
f he secretary was instructed to extend an invita-
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tion to the members of the California Wholesale
Jewelers' Association to attend the next annual
meeting of the national body.
The matter of exchanging credit information

was discussed at considerable length.
Philadelphia was chosen as the next convention

city, and the date of the next gathering was left
to the Executive Committee. The following offi-
cers were elected for the coming year: Presi-
dent, George H. Edwards, Kansas City; first vice-
president, Louis Cohn, New York; second vice-

President George H. Edwards

president, A. J. Thoma, Cincinnati; secretary,
Fred G. Thearle, Chicago; treasurer, Louis
Sickles, Philadelphia. Executive Committee for
two years—A. L. Haman, St. Paul; M. J. Aver-
beck, New York; A. V. Huyler, New York; H.
W. Burdick, Cleveland; Philip Present, Roches-
ter; Leonard Krower, New Orleans; Claude Sey-
mour, Chicago; L. B. White, Philadelphia. Ad-
visory Board—Edwin Massa, St. Louis; A. G.
Schwab, Cincinnati.
The visiting jobbers spoke in very glowing

terms of the many courtesies extended to them
by the Chicago jobbers and of the many features
provided by them for the entertainment of the
delegates. On the first day of the convention
luncheon was served to the visitors at Vogel-
sang's and dinner at Rector's. The second day
the out-of-town wholesalers were the guests of
the Chicago jobbers at a luncheon at the Sher-
man House and dinner at the Hotel La Salle.
The night of the first convention day all the
visitors enjoyed a vaudeville performance at the
American Music Hall, the entire balcony being

reserved for their accommodation. On the night
of the closing day all the delegates saw Julian
Eltinge in the "Fascinating Widow" at the Co-
lonial Theater. The following houses were rep-
resented at the gathering:

Buffalo—King & Eisele.
Chicago—Benj. Allen & Co., A. C. Becken &

Co., Despres, Bridges & Noel, S. Glickauf & Co.,
C. H. Knights-Thearle Co., M. A. Mead & Co.,
Norris, Alister & Co., Scott Bros. & Co., L. H.
Schafer & Co., Sproehnle & Co., Stein & Ellbogen
Co., Otto Young & Co.
Cincinnati—Albert Bros., Frohman & Co., L.

Guttmann & Sons, Hahn & Oppenheimer, Herman
& Loeb, D. Jacobs & Co., Klein Bros. & Co.,
Lindenberg & Fox, Lindenberg, Strauss & Co.,
Jos. Noterman & Co., Louis Rauch, Richter &
Phillips, A. G. Schwab & Sons, The E. & J.
Swigart Co., Thoma Bros. Co., Wallenstein,
Mayer &

Dallas, Texas—Shuttles Bros. & Lewis.
Denver, Colo.—The Edward Lehman Jewelry

Co., Lewis Jewelers Supply Co., D. S. Maiman.
Detroit, Mich.—The Chas. A. Berkey Co.,

Noack & Gorenflo.
Indianapolis, Ind.—Chas. W. Lauer & Co.
Kansas City, Mo.—Edwards & Sloane Jewelry

Co., C. A. Kiger Co., C. B. Norton Jewelry Co.
Lancaster, Pa.—The Non-Retailing Co.
Minneapolis, Minn.—F. L. Bosworth Co., S. H.

Clausin & Co.
New Orleans, La.—Leonard Krower.
New York—M. Adels & Co., C. G. Alford &

Co., Chas. Armsheimer & Son, M. J. Averbeck,
M. Bauman & Co., Korones Bros., Cross &
Beguelin, Eliassof Bros. & Co., Henry Freund
& Bro., Freudenheim Bros. & Levy, R. L. & M.
Friedlander, M. Freedman & Co., Henry Froe-
lich & Co., Harris & Schuster, Heyman & Kran-
mer, Ilgen & Wakefield Co., Chas. Kahn, Jonas
Koch, L. Kroll & Son, Laubheim Bros., I. 011en-
dorff & Co., Rosenzweig Bros., L. W. Rubenstein,
Brod, Schless & Co., B. & L. Veit, W. J. Ward,
Morris Weil, N. H. White & Co.
Philadelphia—Jos. B. Bechtel & Co., R. M.

Cooper & Son, Ferdinand Dilsheimer & Co., H.
0. Hurlburt & Sons, G. S. Lovell Clock Co.,
Morris Sickles & Sons, Horace N. Tuttle Co., L.
P. White, B. F. Williams Co.

Rochester, N. Y.—Phillip Present, Morris
Rosenbloom & Co.

St. Louis, Mo.—L. Bauman Jewelry Co., Bau-
man-Massa Jewelry Co., Hoyt Jewelry Co., Gut-
freund-Kemper & Co., St. Louis ClOck and Sil-
verware Company.

Banquet tendered the visiting jobbers to the National Wholesale Jewelers' Association by their Chicago brethren
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Annual Convention Nebraska
Retail Jewelers' Association
The sixth annual convention of the Nebraska

Retail Jewelers' Association was held in the Pax-
ton Hotel, Omaha, March 21st and 22d. There
was a large attendance of the jewelers of the
State, and these were welcomed to the city by
Mayor J. C. Dahlman. Hon. Richard O'Neill, of
Lincoln, made a suitable response to the Mayor's
address.
President T. L. Combs in opening the conven-

tion reviewed its work for the year and pointed
with pride to the increasing membership and
efficiency of the organization. The opening ses-
sion was devoted largely • to the transaction of
business and presentation of reports.
The afternoon session of the first day was de-

voted chiefly to papers and addresses, all of
which were very instructive. J. C. Preston, of
Oxford, discussed the ins and outs of the ques-
tion, "Are Advertised Price Goods Most Profit-
able?" and dropped many helpful hints on the
subject.
A. F. Smith, of A. F. Smith Co., Omaha, talked

on the "Jobbers' View of Restrictive Prices," and
gave many valuable suggestions to his hearers.
In the course of his remarks he said:

The originator of the fixed selling price idea
conferred an invaluable boon on business inter-
ests generally in equalizing competition and profits
and affording the merchant of small resources
some measure of fair play in his struggle with
his wealthier and more influential brethren.
There is no reason why the jobber's view of

restricted prices should differ in any respect from
that of the retailer or that of the manufacturer.
All three branches are interdependent, and what
is beneficial or detrimental to the interests of one
must necessarily be likewise to the interests of
the others. The system, it is true, restricts the
freedom of the jobber to a certain extent, but it
is a restriction that will ultimately work to his
benefit, not only in greater profits but also in
greater satisfaction to his customers.
The value of the one price system to the re-

tail jeweler is probably best evidenced in the
enemies it has made. Its chief opponents are the
big mail-order houses which it deprives of their
great mainstay, cut prices; and the extent and
unscrupulousness of their opposition are now
very evident in the many tricky ways in which
they are trying to nullify the fixed selling price
idea.
You will see from this that while listing the

goods, they actually furnish them only under
imperative orders from customers and do every-
thing in their power to induce the public to ac-
cept a substitute. How far the plan has suc-
ceeded I am not aware, but that it did not suc-
ceed quite to their satisfaction may be inferred
from a subsequent offer in which the same safety
razor, the fixed selling price of which is $5, was
offered with "six pairs of guaranteed socks for
$5.09." These socks are guaranteed to wear for
six months, and of course six pairs are worth
much more than 9 cents. This is a most insid-
ious effort to use this safety razor and its adver-
tising to gather trade for the catalogue house
and the offer amounts practically to a cutting of
the restricted price. How a court would regard
the matter if the manufacturers instituted suit is
conjectural.
But probably the strongest argument in favor

of the restrictive price is its advocacy by the re-
tail jewelry trade. That it would work a hard-
ship on the public in the case of foodstuffs is
doubtless true, but this does not apply to the
jewelry trade. The idea appealed from the start
to the retail jeweler, and his experience so far
has justified his judgment, and the cry at present
is for its further extension. The experience of
the manufacturers would also seem to be satis-
factory, for additional lines at fixed prices are
being constantly added to the list.
This being so, the system naturally claims the
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support of the jobbers to whom it appeals favor-
ably in many ways. For instance, large cus-
tomers making extensive purchases naturally ex-
pect and frequently insist on better terms than
the wholesaler would be likely to give in the
case of a smaller order. The fixed price system
prevents this discrimination, and in so doing
facilitates the transaction of the jobber's business
and removes the necessity of making lower prices
to secure large orders which often proved a
source of dissatisfaction both to the jobber and
the customer.

Conclusive proof, if such were necessary, of
the benefit of the fixed selling price to the retail
trade and its detriment to the cut price houses
is the fact that the latter have had introduced
in Congress a bill, the practical effect of which
will be to prevent the fixing of a selling price by
the manufacturer. From this it would appear that
all other schemes have failed so far to shake
the system, and suppressive legislation has been
decided upon as a last resort. It remains, there-
fore, for each of us individually and all of us
combined to work for the defeat of this legisla-
tion. Inasmuch as the fixed selling price has
proved satisfactory to all concerned, and is now
recognized as probably the most important factor
in bringing about the regeneration of the jewelry
trade and safeguarding it against unequal com-
petition and ruinous price cutting, we would be
blind to our own self-interest if we allowed such
demoralizing and reactionary legislation to find
a place on the Federal statute books.

Robert Manley, advertising manager for J. L.
Brandeis & Sons, discussed "Retail Advertising."
He dwelt particularly on the sentiment connected
with the jewelry business arising from the fact
that engagements, marriages, birthdays, gradua-
tions, anniversaries and similar occasions are
generally marked by gifts of jewelry and advised
his audience to make the most of this circum-
stance in getting before the public with newspaper
advertising and anoropriate window displays.
"Gauges" was the terse caption of a very inter-

esting talk by H. C. Carpenter, sales manager of
Rockford Watch Company. He explained meth-
ods of gauging the gyrations of the human brain
and securing and holding business friendships.
S. H. Cole, of Omaha, told the retail jewelers

how to appeal to the artistic streak in most
human beings through window card advertising.
"A Peep Through the Corridor of Time," an

illustrated lecture by H. T. Higginbotham, con-
sulting superintendent of the South Bend Watch
Company, was the final number in the afternoon's
galaxy of good things. The well-known watch
man gave a talk that scintillated with jewels,
occupying much of his address in pointing out
certain mysteries connected with the indefinable
word "time."
At the morning session of the second day the

secretary presented his report, which was very
satisfactory to the members. This session was
signalized by fine addresses and instructive talks.
One of these was by F. W. Heron, president of
the Royal Indemnity Company and instructor of
the salesmanship class of the Omaha Young
Men's Christian Association. Mr. Heron is an
ex-jeweler and was for many years one of our
esteemed subscribers. Energetic, earnest and con-
vincing, he drew the fanciful picture of a para-
gon in whom he combined impressive personality,
charms of character, selling abilities, trade astute-
ness, high sense of honor, unfailing judgment.
masterful diplomacy and other progressive ac-
complishments and qualifications which if ever
found in one man would conspire to drive the most •
daring competitor out of' business into oblivion.
His salesman, viewed from any angle, represented
the highest type of manhood and the description
held the almost breathless attention of the au-
ditors. In his description Mr. Heron was often
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epigrammatical. Here are a few of his aphor
isms :

In most lines you jewelers carry the buying h
almost as large a factor as the selling. Goodi.
well bought are half sold.
There is no retail business in which confidence

is such a factor as in the jewelry business. Your
steady customers have as much confidence in you
as they have in their doctor.
Yours is a peculiar and particular business.

You furnish both luxuries and necessities.
There is no other retail business that gives

buyers greater actual value for their money than
yours, and no line of business that has been so
abused and infested and used by unscrupulous
dealers and fakirs.
Brains capable of originating, in combination

with character, always were and always will be
the highest priced rental product in the world.
When you talk quality you must deliver qual-

ity. The delivery speaks louder than the talk.
Two-thirds of the supposedly traveling sales-

men are travelino. men, and they are employed
and are drawing salaries as salesmen.
Knowledge is power and it dispels the fear

that ignorance breeds.
There is a difference between character and

reputation.
Every man should take an inventory of himself,

and the oftener the better.
An order-taker is not far advanced from the

slot machine, except that he moves about.
Business is commerce and commerce is sales-

manship.
Salesmanship is the biggest word in the dic-

tionary to the business man.
No man can be permanently successful who is

not truthful.
A man who drinks during business hours is

nothing more than a fool in my estimation.
Study trade papers. Remember a trade paper

often prevents a man from making a fool of him-
self in his own line of business.

Other speakers were J. P. Frenzer, on "Retail-
er's View of Restrictive Prices ;" J. Laurie Wal-
lace, "The Progressive and Successful Jeweler;"
J. H. Rife, "What Customers Think of Our
Business."

M. D. Franks had charge of the five-minute
"Talkfest."
The election of officers was held during the

afternoon session of this day.
Probably the most enjoyable feature of the

convention was the banquet tendered to the mem-
bers in attendance by the jewelry jobbers and
manufacturers of Omaha; 115 jewelers partook
of this banquet, at which Hon. Richard O'Neill,
of Lincoln, acted as toastmaster.
Mr. O'Neill said this banquet was given by the

jewelers, jobbers, manufacturers and kindred
trades out of good-fellowship. Everything in
America is done out of sentiment, Mr. O'Neill
said, and giving this dinner was actuated by senti-
ment and not by any commercialism.
Mayor Dahlman told stories and expressed his

pleasure at meeting the jewelers again.
Col. John L. Shepherd, of New York, a prince

of post-prandial orators, spoke in a patriotic strain
and moved his hearers to the highest enthusiasm
speaking of the origin of this great republic, the
birth of freedom in 1776, and again in 186t, and
finally the subjugation of the western prairies.
The Rev. Dr. J. M. Kearsey preached—Toast-

master O'Neill ins:sted he preached, but liked
that kind of a sermon—taking for his theme,
"Force and Counterforce."
"The Omaha Spirit" was the toast assigned to

Henry R. Gehring. He laid stress upon the
marvelous upbuilding of Omaha.
The liberality of the manufacturing and whole-

sale trade in treating the visitors to this fine
banquet was much appreciated by all who had
the pleasure of attending it.
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Prosecution of the Notorious
Sftreve Brothers' Conspiracy
Ends in Pleas of Guilty

.0table Victory for the Jewelers' Board of
Trade and the Government

'I Ile notorious Shreve conspiracy case, involv-
ing the seven Shreve brothers and five.co-defend-
ant ., which was begun one year ago in Montgom-
er■ , La., as reported in this journal at that time,
came to an end in the same city on March 17th
vleo the conspirators, charged with concealing
hail:ruptcy assets and fraudulent use of the mails,
plt.,ded guilty before Federal Judge Thomas G.
J,n,es. This is such a notable victory for the
Jo■ eters' Board of Trade and for mercantile in-
tegrity that the story of the prosecution will be
read with interest by all merchants, particularly

Sentences Imposed
the jewelry Ttrhaecies.

While there may be some difference of opinion
as to whether the penalty suits the crime, it must
be considered that in the case of a family of such
prominence and influence in the business and
social world, conviction itself may be regarded
as the most severe part of the punishment.
Daniel H. Shreve, of Greenville, Ala., was the

only defendant to receive a penitentiary sentence.
In each of the conspiracy and mail cases he was
sentenced to fifteen months in the Federal Prison
of Atlanta, the sentences to run concurrently.
Thomas J. Spear, of Andalusia, indicted only

for conspiracy to conceal assets, was sentenced to
three months in the Covington County jail. In
the cases charging conspiracy to conceal assets
the following fines were assessed upon the de-
fendants pleading guilty : Jesse H. Shreve, $2000;
Joseph E. Shreve, $125o; George H. Shreve, $500 ;
Reuben T. Shreve, $250; A. F. Mickler, $25o;
Sam Coplan, $250.
ln the cases charging fraudulent use of the

mails defendants were fined as follows : Jesse H.
Shreve, $200; Joseph E. Shreve, $100; George H.
Shreve, $100, and Reuben T. Shreve, $too. The
combined fine of all was $5000, which was
promptly paid by check to the clerk of the court
upon the completion of the Court's sentence. The
prosecutions against Luther M. Johnson and J. R.
Josey, of Greenville, and Archie and Hilliard
Shreve were dismissed. All other indictments
against the defendants except those in which they
pleaded guilty were nol-prossed.
The defendants who pleaded guilty were ac-

cused in one series on indictments of conspiracy
to conceal bankrupt assets in the bankruptcy of
the City Jewelry Company, Montgomery; the
Union Mercantile Company, Greenville, Ala.;
Jesse eH, 

Andalusia,
.Shrev  

Ala.
eGreeille, Ala., and Joseph E.

Shreve, 

Jewelers' Board of Trade Takes Action

The credit for smashing this vast conspiracy
belongs primarily to the Jewelers' Board of
'1 rade ; the result was achieved not in a spirit of
vengeance, but as a warning to dishonest business
men and as a benefit to the commercial world.
Though the conspirators attempted to swindle

and, in fact, did swindle merchants in many lines
of trade, they were practically let 'alone until,
through the failure of the City Jewelry Co.,
Montgomery, Ala., they came in contact with
the members of the jewelry industry. It was
not until the Jewelers' Board of Trade, after
investigation, decided to fight the conspirators
and to bring the offenders to justice that the
latter had ever experienced any serious attempt
to interfere with their work. Entrenched as
they were by powerful social and political in-
fluence, they made an unusually strong fight,
and had it not been that the Jewelers' Board of
rade was enabled to get the co-operation of gov-

ernment officials and have a special assistant to
he general appointed to fight these cases, it is
doubtful whether the Shreves would ever have
been at enbraonugehntd.to trial. As it is, the principal of-
fenders have pleaded guilty and their operations

In addition to the large amount spent by the
Board in conducting this fight, the Government
has spent about $40,000 and it is estimated that it
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has cost the Shreves in the neighborhood of
$3opp000se,d 

upon
inadditthioemn .to the fines and costs to be

imposed 

Board Takes Initiative

The Shreves and their co-conspirators obtained
perhaps $2o,000 worth of jewelry by fraudulent
means; merchants in other branches of business
suffered losses amounting to hundreds of thou-
sands of dollars and made but feeble efforts to
punish the thieves and their allies. The Jewelers'
Board of Trade has almost exhausted its "fight-
ing fund" to attain the end just reached. Meyer
D. Rothschild, of New York, President of the
Board of Trade, had the case in hand. It took
a mighty power to reach the Shreves; a special
committee of the Board of Trade, Ludwig Nis-
sen and Alfred Krower, of New York, and Harry
Cutler, of Providence, R. I., went to Washington
and invoked the aid of the Department of Justice.
Eugene Philbin, the Board of Trade's New York
counsel, also went to Washington. Attorney-
General Wickersham appointed William H. Arm-
brecht, United States District Attorney at Mobile,
as Special Assistant to the Attorney-General and
gave him full charge of the case. Mr. Arm-
brecht was ably assisted by Gustave F. Mertins,
of Montgomery, attorney for the Jewelers' Board
of Trade; secret service men collected invaluable
evidence. United States District Judge Thomas
E. Jones, of Montgomery, promptly thwarted
desperate attempts made by the Shreves and their
friends to tamper with members of the Federal
Grand Jury.
The Shreves are penniless to-day; all they ac-

quired so easily they have spent in futile efforts
to escape justice. They have brought untold
humiliation and distress to their brother, William
Shreve, whom the special agents call admiringly
"the straight Shreve." His position has been a
difficult one and has elicited much sympathy. The
Shreves' operations have covered almost the en-
tire country. They had brains, education, good
address, political influence and money—one is a
son-in-law of a millionaire.

Money in Fires and Failures

Year after year their operations continued—
here a fire and there a failure—until on April tg,
1910, a message was flashed from Montgomery to
the commercial world that the Federal Govern-
ment had taken the matter in hand.
Seven Shreve brothers were arrested on that

day under a charge of conspiracy to conceal assets
from the trustees in bankruptcy of the City
Jewelry Company, of Montgomery. From as far
as San Antonio, Tex., the arrested men were
brought in. They were Jesse H. Shreve, Reuben
T. Shreve, Joseph E. Shreve, Daniel H. Shreve,
Hilliard Shreve, George H. Shreve, Archie C.
Shreve and Sam Coplan. Two negroes were also
arrested, John Johnson and John Savage, and
later arrests brought in A. F. Mickler, a merchant
of Andalusia, Ala., and others.

At the Height of Their Success

Affairs were going well for the conspirators
September r, two. Joseph E. Shreve, who had
failed in 1908, was now running a large mercan-
tile business at Andalusia. Jesse H. Shreve had
a general store at Greenville which was in his own
name, and he was claiming to be worth nearly
$too,000. In a small store in Greenville was the
Union Mercantile Company, an incorporated con-
cern, in which Jesse H. Shreve owned most of the
stock. He and Daniel H. Shreve were holding
down the Greenville end of the affair. At Mont-
gomery was still another corporation in which
Jesse H. Shreve owned the entire capital stock.
In this store Archie C. Shreve was clerk, buyer
and general factotum. Jesse H. Shreve had been
East and secured the bulk of the stock. George
H. Shreve was legal adviser, and one Sam Coplan,
whom the Shreves had brought up from Opp,
was

of Sunday, September 26, woo,On 
the jeweler.night

an alarm of fire sounded ; the store of Jesse H.
Shreve was burning on the inside. The owner
was absent in Montgomery. Daniel H. Shreve
was hurriedly sought ; when he came he fumbled
in his pockets and announced that he could not
find his keys, that he could not open the doors.
So it was that, although the little volunteer fire
department made a good fight, the building was

badly damaged and the stock was almost totally
destroyed.
There was not one cent of insurance on the

stock, so it was told that Jesse H. Shreve was
ruined. To be sure he had sold his furniture
business, which was in an adjoining building, but
a few days before. It was then explained further
that the Union Mercantile Company had been a
heavy loser. It was told, too, that the custom
had been to buy goods for the Union Mercantile
Company and keep them stored in the Jesse H.
Shreve storehouse. Hardly had the public time
to express sympathy for this double and heavy
blow when a third explanation was made public.
It was that about $2o,000 worth of stock of the
City Jewelry Company, of Montgomery, had
been brought down to Greenville by express a day
or two before the fire for a special sale that was
to have been held on the following Tuesday.

Fire's Effect Far Reaching

When the storehouse was cleaned up the burned
goods were sold for a few thousand dollars. It
went out to the commercial world that these
three business enterprises were stripped and bank-
rupt through that Sunday night's fire. A few
days after the fire Jesse H. Shreve, as president
of the City Jewelry Company, made a written re-
quest that the concern be placed in bankruptcy.
The petition was filed by certain Montgomery

creditors, acting through their attorneys, and by
certain Eastern creditors, members of the Jewel-
ers' Board of Trade of New York, through their
attorney, Mr. Mertins. A receiver was put in
charge of the affairs of the concern. The books
showed a list of goods said to have been shipped
to Greenville on account of the special sale which
was to have taken place. It gave the names of
some of the creditors, claiming that this or that
bill had been entirely shipped out.
No diamonds or valuable jewelry or watches

were in the stock in the store at Montgomery. It
was but the fragment of a stock. It consisted
for the most part of old, cheap goods that Jesse
H. Shreve bought from a former bankrupt stock
of Sherwood & Bartlett.

Goods Not Put in Safes

Mr. Mertins went to Greenville and made in-
quiries about the town. He learned that there
was a large safe in the store of the Union Mer-
cantile Company, so large as to be known as a
jeweler's safe. He learned also there was no
safe in Jesse H. Shreve's place of business, and
he heard strange stories about the movement of
goods in trunks before the fire. He returned to
Montgomery and had the page of the ledger
showing the shipments of Greenville photo-
graphed and sent it to the Jewelers' Board of
Trade. He and the receiver went to the store
of the City Jewelry Company and there took down
the number of every watch, even the cheapest,
getting both the number of the case and of the
works. That men should be so careful as to
insure packages and then place these packages
in an open store and leave them unprotected when
there was a large iron safe in their possession
struck Mr. Mertins as a proposition too absurd
for any one to believe.
Mr. Mertins returned to Montgomery and an

investigation was quietly begun. Testimony was
taken at Greenville before the referee in bank-
ruptcy. Many of the witnesses were former em-
ployees of the Shreves, but at last the informa-
tion came from a former stenographer of Jesse H.
Shreve, a young woman who strongly objected to
testifying. When told that she must testify she
gave all of the story that she knew and the truth
came out that Jesse H. Shreve's store had con-
tained a comparatively small stock of goods on
the night of the fire. Detectives went quietly to
work covering the whole territory.

Their Nemesis Appears
One day in the early spring of 1910 there

stepped from the door of the Vandiver Building
in Montgomery a slender young man wearing
eyeglasses; William E. Shuttles, of Dallas, Tex.,
a jeweler who had in person sold a considerable
hill of goods to the City Jewelry Company over
the counters at Montgomery. He had just left
Mr. Mertins's, where the evidence that had been
gathered was laid before him. It was believed
that the jewelry said to have been burned had
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been located; a man was needed to positively
identify it. Mr. Shuttles took the train for
Andalusia and at the same time assumed the pro-
fession of life insurance agent. Reaching An-
dalusia be was confronted with a difficulty. Sam
Coplan, the former jeweler of the City Jewelry
Company, was now jeweler for the Trade Supply
Company, a corporation which had recently been
organized at Andalusia and whose incorporators
were Reuben T. Shreve, Hilliard Shreve and one
Luther M. Johnson. Joseph E. Shreve was in
active management of the concern and they had
come into possession by purchase of the bankrupt
stocks of the City Jewelry Company, which had
been sold by the receiver. Having these stocks,
it would be a comparatively easy thing to mix
in goods that had been hidden and make their
identifications difficult.
Mr. Shuttles watched Sam Coplan until he left

the store for lunch; then Shuttles entered the
store and made some purchases. He had in his
pocket the invoices for the goods that the Shreves
had claimed were sent to Greenville. He saw
before him goods that were contained in those
invoices and goods which had on them a secret
date mark of which the Shreves knew nothing.
He found to his astonishment that the goods still
had the tags of the City Jewelry Company with
the cost marks on them.

Get Evidence by Strategy
Mr. Shuttles took his purchase and returned to

Montgomery and then, after consultation, re-
turned to Andalusia. There, being still con-
fronted with Coplan, he telephoned to Columbus,
Ga., and the midnight train brought in H. J.
Dutcher, a jeweler of Columbus. That evening,
while Coplan was at dinner, Shuttles entered the
store, told the parties in charge that he had
recently entered Alabama with a new insurance
company, that he had about sixty agents whom he
had put in the field and that he heard they were
selling jewelry cheap and that he wished to buy
some to give as premiums. He told them that he
was going out of town, but that his partner would
be on the midnight train and would come around
next morning and make some purchases.
That night Mr. Shuttles and Mr. Dutcher

studied the invoices carefully. They were so
satisfied that Shuttles even picked out certain
numbers for Dutcher to buy and on the following
morning Mr. Dutcher went around to the Trade
Supply Company's store. He found the doors
closed, but they were opened when he explained
that he was the partner whom Mr. Shuttles had
mentioned. Sam Coplan was in charge and he
spread the goods out, taking them from safes in
the store; there were thousands of dollars' worth.
Mr. Dutcher handled all the goods, buying here
and there when he found a number that he
wanted. He purchased watches and other goods
about which there could not be the least doubt.
The goods in every instance had the marks of
the City Jewelry Company. They were for the
most part goods that the Shreves had claimed
were burned in Greenville. The end was in sight.
The matter was now in shape to present to the

Department of Justice. It was now known that
the Trade Supply Company was in reality a
fence for the hiding of goods obtained by the
various swindles. The committee of the Jewel-
ers' Board of Trade went from New York to
Washington and there the matter was laid before
the Attorney-General and the Government at once
took hold of it. The result is the sentences re-
ceived from the Federal Court by the conspirators
as stated above.

Board Thanks Shreve Creditors
The following is a copy of resolutions passed

at a special meeting of the Board of Directors of
the Jewelers' Board of Trade held March 24,
1911:

Whereas, the vigorous and successful prosecu-
tion of the Shreve conspiracy cases at Montgom-
ery, Ala., became possible by reason of the public-
spirited action of the jewelry creditors in their
decision to forego a probable substantial dividend
in order that the Jewelers' Board of Trade might
be at liberty to secure the conviction of this band
of criminals; and
Whereas, such sacrifice on the part of these

creditors will prove of inestimable value to our

members and to the mercantile world as insur-
ance against like swindles; be it

Resolved, That the Directors of the Jewelers'
Board of Trade extend the thanks of the Board
to the following houses, whose claims it repre-
sented: Alvin Manufacturing Company, New
York City; Bannatyne Watch Company, Water-
bury, Conn.; Bassett Jewelry Company, Provi-
dence, R. I.; A. C. Becken Company, Chicago,
Ill.; Benedict Manufacturing Company, East
Syracuse, N. Y.; S. Cottle Company, New York
City; Ehrlich & Sinnock, Newark, N. J.; Empire
Cut Glass Company, Flemington, N. J.; Theo. W.
Foster & Bro. Company, Providence, R. I.; Wm.
L. Gilbert Clock Company, New York City; C.P. Goldsmith & Co., New York City; Hamilton &
Hamilton, Jr., Providence, R. I.; Chas. E. Han-
cock Company, Providence, R. I.; Leon Hirsch,
New York City; International Silver Company,
Meriden, Conn.; Edgar E. Kahn, New York City;
Knickerbocker Watch Company, New York City;
Maple City Glass Company, Hawley, Pa.; New
England Watch Company, Waterbury, Conn.;
Parker Pen Company, Janesville, Wis.; Paye &
Baker Manufacturing Company, North Attleboro,
Mass.; Schwarzkopf Manufacturing Company,
Newark, N. J.; J. H. Stouffer Company, Chicago,
III.; Todd, Edward & Co., New York City; Van
Dusen & Stokes Company, Philadelphia, Pa., and
Wachenheimer Bros., Providence, R. I.; and be
it further
Resolved, That the Board especially recognizes

the additional substantial sacrifices made by the
Charles E. Hancock Company and Theodore W.
Foster & Bro. Company in permitting their sales-
man, William E. Shuttles, to devote much valu-
able time in assisting our attorney and the United
States Government in procuring the evidence to
convict the Shreves; and be it further
Resolved, That these resolutions be entered on

our minutes and that a copy of the same, properly
attested by the president and secretary, be sent
to each of the above-mentioned houses and that
copies be sent to all of our members.

Secretary Anderson secured two more at theevening session, making a total of 202.
The annual meeting will be held at the ben IP-ful Chai-O-lakes, Waupaca, date to be annom ed

later. It will be made an outing season, with heladies invited to attend.

The LK Factory

St. Louis Jewelry Jobbers' Association
On Monday, March 20th, the St. Louis, 1\ 0,

Jewelry Jobbers' Association held a special m(
ing to discuss matters that would come up at .henational convention in Chicago, and to elect ch le-
gates. The following delegates were elected: A.L. Bauman, president of the L. Bauman Jewery
Co.; Morris Eisenstadt, president EisenstltManufacturing Co.; 0. J. Pfeffer, president St.Louis Clock and Silverware Co.; Leo Baum m,
Bauman-Massa Jewelry Co.; F. W. Hoyt, Wyt
Jewelry Co.; W. F. Kemper, Gutfreund-Kemper
Supply Co., and J. Reed Elliott, president of the
Elliott Jewelry Co. All attended except Alr,
Elliott. The annual election of officers was po,t-
poned until their meeting in April.

is

within a square of New York's

Great Municipal Building.

This building is the newest

wonder and now in the course

of construction.

The LK Factory
always

squares its claims with its
production.

If you cannot see the factory,
don't fail to see the product.

LK NGS

Fox River Valley Jewelers' Club
The most enthusiastic meeting ever held by the

Fox River Valley Jewelers' Club took place at
the Hotel Athearn, Oshkosh, Thursday, March
9th. Jewelers from all over the valley gathered
in the afternoon and were entertained at the
Elks' Club until 6.30 o'clock.
At 7.30 the French room of the Athearn was

thrown open for the club dinner. Thirty club
members, four visiting Milwaukee jewelers and
six travelers connected with the trade, a total of
forty, sat down to the splendid menu provided
by the Oshkosh members.
So much imbued with the spirit of a social

time was the large crowd that President Chap-
man, after consulting with other members, called
off the business features as much as possible and
turned the occasion into one of jollity and good
cheer.
President Gustave Keller, of the State associ-

ation, officiated as toastmaster, and the way he
"hit off" the jewelers present whom he called
upon to speak would have done credit to a
month's preparation for the part. Those who
responded to toasts other than club members
were: Wm. H. Upmeyer, George Durner, Henry
F. Stecher and F. P. Wilde, of Milwaukee.
The following travelers also spoke: J. H.

Purdy, in charge of association trade-marked
goods; Geo. F. Bentley, with Elgin Watch Com-
pany; G. A. Weinfel, with H. F. Hahn & Co.;
Theo. Leubusher and Mr. Fink, Milwaukee job-
bers ; Mr. Meier, with F. P. Schofield & Co., and
Ed. Reynolds, with C. H. Knights-Thearle Co.
W. A. Schlossman proved himself the premier
performer with his side-splitting monologues.
The club is now nearly three years old, has

thirty-three firms on its membership rolls, com-
prising forty-three individuals. Two members
were elected at Oshkosh, which leaves only ten
jewelers in the entire Fox River Valley district
who are not members of the club.
Much enthusiasm was created by the announce-

ment that the Wisconsin association passed the
200 mark in membership that day. One member-
ship was received by mail in the forenoon and

Appeal to the Jewelers of New Jersey
The New Jersey Retail Jewelers' Association

has issued the following circular letter to the
jewelers of the State who have not yet become
members of the organization:
DEAR BROTHER JEWELER :—If possible, we would

call on you, corner you, and talk to you long
enough and strong enough to make you see the
advantage of joining the State and National Re-
tail Jewelers' Association. But the trouble is we
can't call personally on every jeweler in the State
—it takes too much time and money—so we're
going to try to talk strong enough by letter. No
doubt you pride yourself that you are a live, pro-
gressive, up-to-date jeweler.
If you are, you are certainly dissatisfied with

present-day conditions in the jewelry business.
If you are, you realize that these conditions are

beyond your power, individually, to change.
If you are, you have surely read in the trade

journals what the State and National associations
are accomplishing for the betterment of these
conditions.
If you are, we want you to become a member,

get acquainted with your fellow-tradesmen and
do your part to help the good work along.
The time and money you spend in this direc-

tion will bring bigger and better returns than any
other investment you can make. The only way
we can improve conditions is by concerted action
and hearty co-operation. That's why we want
you and every other live jeweler to join us. Fill
out the enclosed application and send it in at
once, so that you become a member before tho
next annual meeting.
This is important. Do it now.

Death of S. H. Kirby
Samuel H. Kirby, one of the best known busi

ness men of New Haven, Conn., who for many
years cond'ucted the jewelry store in Chapel
street, died last month at his home in Everett
street. For the past two years Mr. Kirby had
been ill with Bright's disease, having been con-
fined to his home practically all of that time.
Mr. Kirby was in his sixty-eighth year. He

was born in New Haven, where he had always
resided. Forty-eight years ago he became asso-
ciated with his father, John B. Kirby, in the
jewelry store in Chapel street, which was estab-
lished in 1830. Not only was he prominent in
business circles, but was a member of several
organizations, inciuding Hiram Lodge, Royal Ar-
canum and Knights of Pythias, and was a vet-
eran of the New Haven Grays and the Gover-
nor's Foot Guard. He was also a member of
St. John's P. E. Church.
He knew almost everybody in New Haven, and

by all who knew him he ivas highly respected
and trusted. His word was as good as his bcind,
and no man had a larger share of public con-
fidence.

  ell J-L1_1.1 1=1 i 4 4;1 14.1  i 1_1 ,_1   I WI

'

_

r I 1•11

S SS tW _1
:111 ir,

_
-11■=473. NT I Al+ I 41 I 11 •

JOSEPH L. HERZOG a co.
Makers of LK Rings

(REO PAT. OFF )

45-51 ROSE STREET (Cor. Duane) NEW YORK



Chime Clocks
Cuckoo Clocks
Alarm Clocks
Novelty Clocks
Regulators

BE PREPARED
Marble Statuary

Eiectroliers
Pedestals
Bronzes

Novelties

FOR THE JUNE WEDDING GIFT TRADE

iirmw

No. 6102. WESTMINSTER CHIME

The demand for our Chime Clocks
is growing daily for they are the
best in quality and the most attract-
ive in design.

Made by SCHLENKER & KIENZLE,
(Germany) and carry OUR guarantee.
Ask your Jobber for the

THEODORE SCHISGALL LINE
of Clocks. They have proven to be of
great advantage to the most reputable
Jewelers. THEY PLEASE THE CONSUMER.

CATALOGUES WILL BE MAILED ON APPLICATION

, ti  31 I y"

im ZrJ

No. 6078. MARBLE FIGURE No. 2617. WESTMINSTER CHIME No. 39. CUCKOO CLOCK

No. 6110. WESTMINSTER CHIME

No. 803. ELECTROLIER

THEODORE SCHISGALL
IMPORTER OF CLOCKS
"Foreign Make - American Guarantee"

TRADE•NIARN REGISTERED

116-118 Chambers Street
NEW YORK

Chicago Sales Agents - Henry Paulson & Co., 156 Wabash Avenue

A Palatial Modern Jewelry
Store

T114 New Establishment of Webb C. Ball

Watch Co., Cleveland, Ohio

\\se show herewith several interior views

of t he new Webb C. Ball jewelry store at
Cleveland, Ohio. The illustrations convey
but a very slight conception of the elegance
and grace in the arrangement of the interior
of this store. During the few months the
store has been open it has attracted much
attention from jewelers as well as mer-
chants in other lines; from all sections of
the country. Upon entering the store one
is forcefully impressed by a simple gran-
deur, which is the more elegant because of
this simplicity. The fixtures are built of
curly rosewood and were designed after
Mr. Ball's ideas, and the arrangement of
the store is the result of several years of
careful study and investigation by Mr. Ball.
There is an absence of carvings, flutings,
beading, etc., in the entire general plan of
the fixtures and no straight lines are to be
found. The utter absence of straight lines
in the outline of jewelry store fixtures is
somewhat of a new idea and in no store is
this new conception better exemplified than
ill the Webb C. Ball store. When it is con-
sidered that this store is 127 feet deep and
that the plan of arrangement admits of wall
and floor cases on either side, it will become
apparent that the absence of straight lines
removes what might be termed the "tunnel"
effect. The regularity of the wall and floor
cases is broken by graceful curves and
bends and the attention of the eye is di-
verted by these interruptions in the outline
of the fixtures instead of being forced by a
continual straight outline to travel the en-
tire length of the room. Immediately in
front of the entrance the fixtures spread
out about two feet on each side, affording,
as it were, an entrance to the aisle. This

1--I E KEYSTONE

is a most happy idea, and is perhaps the
most striking feature in connection with the
store. It serves admirably to welcome vis-
itors to the store and give them an "at
home" feeling.
To further remove the "tunnel" effect
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duce a light which would display silver-
ware and other goods on display to the best
advantage. The light is filtered through
threaded glass. The store is equipped with
a compressed air cash-carrier system.
The silver and cut glass display room oc-

General View of Store Interior

Mr. Ball conceived the idea of erecting a
false ceiling, which is panelled with beams
and cross-beams, studded with electric
lights in such a manner as to give a most
pleasing effect to the eye. The side walls
are finished in French gray and the main
part of the ceiling in light ivory and the
beams and tops of columns in old ivory. A
magnificent skylight, inlaid with Tiffany art
glass in autumn colors diffuses a rich mel-
low • light over the center of the store.
Much study and care was given to the con-
struction 'of this skylight in order to pro-

View Showing Handsome Fixtures in Detail

cupies an "L" .in the rear of the stoie,
40 x 40 feet. • Salesmen who travel the
country over and have had opportunities of
visiting all the large stores in the country
pronounce this silver "room one of the
grandest they ever saw. The general fix-
ture outline of the main store has been car-
ried out in the silver room. The general
arrangement of the cases, the placing of the
lights and the sales-table, together with the
appointments provided for the customer's
ease and comfort, are ideal. A mezzanine
floor has been constructed in the rear of the
main store which is used by the accounting
department. The safes are located in the
rear of the store. A stairway off from the
silver room leads into the basement, which
at the present time is not used as a sales-
room, but held in reserve and can, upon a
day's notice, be converted into a salesroom.
In the basement are located the shipping
and packing rooms and a spacious vault.

Jewelers who are contemplating new fix-
tures, if possible, should make it a point to
visit this store. The expense of such a visit
will be repaid a hundredfold. Unlike
many jewelers who plan new fixtures, Mr.
Hall did not begin the manufacture of his
fixtures until he had made a careful study
and investigation of nearly every well-
known store in the country and until he had
definitely made up his mind just what he
wanted. Although this store is not the
largest, it is, by all means, among the most
handsome and elegantly appointed in the
country. It is gratifying to observe the
progress now being made by the trade gen-
erally in the direction of store improve-
ment. No better paying expenditure could
be made by the jeweler.



604

Some Early Suggestions for the Coming Season

0

0

A

0

0

Our line of POPULAR-PRICED jewelry is now being shown. It contains some new creationsthat have been produced in response to requests presented during the past seasons of 1910.These new creations are sure to fill a place with your trade, by reason of the fact that they arehonestly made, sell at honest, popular prices, and are backed by our personal guarantee. Wedefy any other manufacturer of jewelry to show a similar line as varied, as well made, with pricesas interesting as ours. ASK YOUR JOBBER

THE D. F. BRIGGS COMPANY
MASSACHUSETTS

LOOK FOR-THE D. F. B. CO.—TRADE-MARK

ATTLEBORO

T1-1 KEYSTON

The Question of Unclaimed
Repairs

It would seem from our correspondence
that the old question of how long a retail

jeweler should hold repair work which is
unclaimed before disposing of it to pay
expenses is becoming a more vexatious one

each year. The number of queries which

we receive on this matter and the unsatis-
factory character of the information which

we are enabled to give under our present
laws emphasize the importance of the or-
ganizations taking up the question with a
view to securing such a law as will remove
this trouble, as it has already been removed

in the case of railroads and express com-
panies, who are permitted to dispose of un-
claimed baggage after specified periods.
There should be little difficulty in securing
the passage of a law so manifestly based
on mere justice and which could work no
injury to any one concern.
As the laws in the different States now

stand, the legal method of procedure is so
roundabout and expensive that the trade
for very excellent reasons hesitate to put
the law in motion.

As an illustration of how
the law stands at present we
will state that in Pennsyl-
vania, for instance, it is

Provided that if the owner in such a case
fails to pay the charges within sixty days
after demand thereof, made personally upon
such owner, it shall be lawful for the
jeweler, after the expiration of the sixty
days, to expose the watch for sale at public
auction, and to sell the same and pay him-
self, together with the costs of advertising
and sale, and hold the balance subject to
the order of the owner. Under this act, it
would seem that it would not be safe for
the jeweler to make the sale without giving
notice of it, together with the name of the
owner, for three successive weeks in a
newspaper published in the county, and by
six written or printed handbills, put up in
the most public and conspicuous places in
the vicinity of the store of the jeweler. In
case the place of residence of the owner of
the watch is unknown, an application may
be made to a judge of the county to make
an order authorizing the sale upon such
notice, as he may require.
Under a decision of the Supreme Court

of Pennsylvania, the jeweler would have
the right to transfer the possession of the
unclaimed watch to a third person, who, of
course, would hold it on the same terms.
The jeweler who has a bill for only a

small amount will be somewhat disconcerted
by this red-tape form of procedure, and it
Would be plainly to his advantage in most
cases to get his money without resorting to
it.

Law in
Pennsylvania

An Illinois jeweler who
The Law in consulted a prominent legal
Illinois authority on this ques-

tion, was answered as
: "Strictly speaking, you have, in Il-

linois, no other right, without a special con-
tract conferring it, than just to retain the
Property until it is claimed and your proper
charges are paid, unless you go into court

of equity to foreclose your lien and have a
judicial sale. But probably the courts would
uphold a public sale made by you, after you
have held the property for at least six
months or a year, without this formality,
if the owner's interests arz. sufficiently pro-
tected. Personal written notice must be
given to him, if possible, to take away his
property ; describing it and pay the charges
thereon, with notice of the time, place and
manner of the intended sale, should he not
do so. It ought to be at least ten or fifteen
days, or thirty days' notice would do no
harm. In case he cannot be found upon
diligent inquiry, notice should be sent to
him through the post office to his last known
address and published for three successive
weeks, weekly, in a secular newspaper, of
general circulation, published in the county.
The sale must be public, and due notice of
it should be published for three successive
weeks. When two published notices must
thus be given, they may be combined. The
person having the lien on the property to
pay which the sale is made cannot himself
purchase the property at such sale, or it
will still remain subject to redemption."

The public statutes of Mas-
sachusetts, chapter 192, sec-
tions to to 12 and 24 to 30,
provide for sales of prop-

erty pledged and property on which there
is such a lien, on sixty days' notice to the
owner ; as there are separate provisions for
the two classes of property, and as this
comes within both classes, both provisions
should be followed. In regard to property
pledged, the law states that "the pledgee
may sell the pledge at public auction," but
a police, district or municipal court, or a
trial justice must order a sale of property
subject to a lien, after fourteen days' ad-
ditional notice to the owner.
As Pennsylvania, Massachusetts and Il-

linois are among the States which are best
provided with laws on all such matters, the
above may be taken as typical of legislation
generally regarding this question of un-
claimed repairs. It has been suggested that
the jeweler may be safeguarded if the check
or memorandum which he gives the person
who leaves the watch for repair, have a
clause stating that if the article be not
called for within six months and the repair
charges paid, it would be sold after due
notice had been given the owner, the jeweler
appropriating the repair charges and re-
serving the surplus for the owner, pro-
vided at any time Ile should claim his prop-
erty. It is doubtful whether a clause of
this character would have any legal weight
unless signed by the owner of the watch,
and few jewelers would consider it good
business policy to ask a customer to sign
any such agreement. The natural public
aversion to signing any document of this
character would, we think, undoubtedly
militate against the jeweler's business and
prove unsatisfactory.
From this it will be seen that as the law

now stands the jeweler is left to collect his
just charge as best he may, without recourse
to legal procedure, and the several ingenious
means resorted to from time to time to
induce the owners to call for their property

The Law in
Massachusetts
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reveals the almost incredibly large quantity
of unclaimed goods now in the hands of the
trade.

Damages Claim- 
sWidiethr itthowsoertwhhowhmileaytocogno-

able Under Law through the regular course
of the law as it now stands,

the question will naturally arise, "How
much of the proceeds of the sale of the
repaired article must be refunded to the
original owner in case he calls for the article
after it has been sold by the jeweler to pay
expenses ?"

It would seem as if the jeweler must re-
fund all in excess of his reasonable charges
for repairs and cost of sale. We do not
think that any extra charge for the mere
"keep" of the article can be legally made.
Furthermore, if a jeweler has repaired a
watch and, by reason of the owner not
calling for it and paying his bill, is com-
pelled to keep the watch for a considerable
time, we think his duty would be to take all
reasonable care of it ; but that if the watch
intrinsically deteriorated while it was being
held for the owner, the jeweler would not
be responsible. But the jeweler must re-
member that the reason for the bad condi-
tion of the watch, under such circumstances,
is a question of fact ; and it would be very
hard to convince the owner that the condi-
tion of the watch was not owing either to
the jeweler not having put it in proper order
or to his not having taken proper care of .it.
Verily, special legislation is a crying need
of the trade.

Locating Pearls with X-Rays

The pearl-fishing industry of Ceylon has
long been noted as an example of the tre-
mendous waste which too often accom-
panies primitive methods. Hauling the
pearl oysters into boats and opening them
to sort out the comparatively few containing
pearls, has always meant the needless
killing of hundreds of thousands of these
mollusks and the polluting of both water
and air through their decay.

Six years ago one of the authorities on
all forms of animal life in the deep seas,
Prof. Robert von Lendenfeld, of the Zoo-
logical Institute at Prague, recommended
the use of Roentgen rays for determining
whether or not the unopened bivalves con-
tained pearls. Now at last the suggestion
has been put into practice and the unopened
shells are tested at the rate of about wo
per minute on board a steamer to which they
are brought partly by dragnets and partly
by men in regulation divers' outfits. The
X-rays readily indicate whether or not
pearls are present and those containing
none are thrown back into the water. Those
showing the presence of small-sized pearls
are taken to secluded spots near the shore
where they are left in the water while the
pearls develop to a marketable size. Only
those shells in which the X-ray radioscope
shows pearls of considerable size are opened
and robbed of their valuable contents, thus
saving both the time of opening the many
others and the ruthless slaughter of the
majority of the mollusks, some of which
may still secrete pearls later on.
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CoThere's a satisfying sense in carrying 0. & B. Rings. Satisfying because of the HIGH
STANDARD, QUALITY, VALUE, and CHARACTER embodied in each design.
TWO QUALITIES-0 4 B, 0 B 14 K.

THROUGH PROGRESSIVE JOBBERS 

OSTBY a BARTON CO., P
9 Maiden Lane, NEW YORK

rovidence, Rhode Island
342 South Broadway, LOS ANGELES, CAL. 31 North State Street, CHICAGO

THE

First Annual Meeting of the
Pacific Coast Gold and Silver-

smiths' Association

The first annual meeting of the Pacific Coast

Gold and Silversmiths' Association was held at

the St. Francis Hotel, San Francisco, on Feb-

ruary 23, 1911. The representative character of

the new organization is well evidenced in the
foll,)wing list of members who were present or
represented:
Shreve & Co., Hirschman & Co., F. Willis

Sharpe, H. Morton, Baldwin Jewelry Co., A. F.
Andrews, R. W. Edwards, A. G. Prouty, C. J.

Brand & Son, R. Kocher & Son, R. B. Morton,

Voss & Rich, George Fake, D. L. McCarthy,
Whitley Jewelry Co., Jacob Jepson, president;
Donavan & Seamans Co., J. G. Donavan, vice-
president ; Brock & Feagans, G. A. Brock, treas-

urer; E. V. Saunders, Horace H. Allen, Louis S.
Nordlinger, John H. C. Hammersmith, M. Scho-
enfeld, R. L. Radke, A. B. C. Dohrmann, S. J.
Hirschman, Peter Engel, C. J. Auger, Fred Dere-
mer, John R. Jenkel, Albert S. Samuels, Louis
Scheppler, W. Scheppler, 0. A. Poulsen, John 0.
Bellis, George P. Martin, A. A. Handle, Abe
Isaacs, Werner Bros., W. C. Lean, L. H. Fall,
Chester A. Montgomery, Gus H. Radke.
The above list is merely suggestive of the fu-

ture strength of the organization, as telegrams
were read at the meeting from jewelers all over
the entire coast, pledging their support and
hearty co-operation. The promoters of the asso-
ciation feel sanguine that it will grow in the near
future into one of the largest, as it is already
one of the most representative trade bodies in
the country.
At the afternoon session a number of addresses

Nkcre delivered, chief of which was that of L. S.
\,,r(llinger, of S. Nordlinger & Sons, Los Ange-
1,. \Ir. Elliott, attorney for the association, fol-

with a very interesting talk on the results

KEYSTONE

of co-operation. He was followed by Col. John
L. Shepherd, of New York, who proved to be

afternoon and evening.
speakers both .in theft 

Following these addresses there were a num-
ber of short talks from different members giv-
ing practical suggestions in regard to furthering
the interests of the new organization. These
suggestions will be taken into consideration by
the Executive Committee.
The afternoon meeting was followed by a ban-

quet in the white and gold room in the St.
Francis Hotel in the evening, which proved to be
one of the most enjoyable functions which the
jewelers of the Pacific Coast had ever had the
pleasure of attending, and which served the ex-
cellent purpose of cementing acquaintances and
drawing closer together the members of the coast
trade who had the good fortune to be present.
The invited guests of the banquet were Col.

John L. Shepherd, of New York; Albert H. El-
liott, of San Francisco; Horace H. Allen, of San
Francisco, and E. V. Saunders, of San Francisco.
The officers of the association and members of

the Executive Committee are as follows : Presi-

dent, Geo. Lewis, San Francisco; Vice-Presidents,
H. Morton, Oakland; R. L. Radke, San Fran-
cisco; L. S. Nordlinger, Los Angeles; Secretary,
M. A. Hirschman, San Francisco; Treasurer, J.
A. Sorensen, San Francisco.

Executive Committee—Geo. Lewis, of Shreve
& Co.; San Francisco; M. A. Hirschman, of
Hirschman & Co., San Francisco; J. A. Sorensen,
of Sorensen Co., San Francisco; J. A. Hammer-
smith, Hammersmith & Co., San Francisco; A. F.
Edwards, of R. W. Edwards, Inc., Oakland;

C. J. Noack, of C. J. Noack & Sons, Sacramento;

W. C. Lean, San Jose; L. S. Nordlinger, of Nord-
linger & Sons, Los Angeles; J. G. Donavan, of
Donavan & Seamans Co., Los Angeles; Jacob
Jepson, of Whitley Jewelry Co., Los Angeles.
The objects of the association are to promote

the welfare of its members and to distribute
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among them the fullest information obtainable in
regard to all matters affecting the retail jewelry
business ; to issue information sheets showing
standard prices established by manufacturers of

gold and silver articles; to aid in bringing about
more friendly relations between those engaged

in the retail jewelry business; to assist in stand-
ardizing and marketing high grade jewelry and
other wares sold by retail gold and silversmiths;

to improve the quality of goods marketed by
American manufacturers and the service ren-
dered by the various branches of the retail jew-

elry business.

Missouri Society of Retail Jewelers

The Executive Committee of. the I issouri So-
ciety of Retail Jewelers met in St. Louis, Mo.,
March 12th and 13th for the purpose of arrang-
ing for the annual meeting to be held in that city
the latter part of June. The association is in a
flourishing condition, ancl this meeting is expected
to be one of deep interest to the retail jeweler,
and from indications at present will be attended
by a great many jewelers who have never before
attended a State meeting of the society.

The president of the society has appointed the
following standing committees for the fiscal year:
Committee on By-Laws and Legislation—R. a

Worrell, Mexico; S. J. Huey, Excelsior Springs;
M. E. Schmidt, Boonville.
Trade Marks and Assays—Claud Wheeler, Co-

lumbia ; Chas. Tiernan, California; Fred Pilcher,
Mexico.
Trade Interests—Jos. Ebeling; St. Louis; A.

Blanton, Paris; E. C. Zerweck, §t. Louis.
Finance—George Young, Moberly; T. L. Bas-

ket, Chillicothe: Roy Fox, Macon.
Repairs and Watch Examination—Chas. Sands,

Kirksville; Chas. Mauch, Marshall; T. Burkhardt,
Jefferson City.

Publicity—IT. L. Raines, Maryville; E. C. Zer-
week, St. Louis.
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Pacific Coast Trade at Banquet
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Chicago, the Great Central Market

T
HE MOST PHENOMENAL CITY in the
world to-day is Chicago. It has grown to its present

  pre-eminence as a commercial headquarters, all
within the memory of one man.

It is known the world over as the Great Central Market
and stands to-day without a peer in the long list of cities
which have battled for this title.

The City's new name stands for Progress, potent and powerful. Back
of this mighty force are arrayed strong, vigorous business men, standing

shoulder to shoulder working as one machine for the creation of live, red-

blooded opportunities to widen and strengthen Chicago's influence upon
the commercial interests of the country.

In writing of this great throbbing market it is unnecessary to resort

to either fable or fiction. The story of Chicago's progress and her ultimate
rise to market supremacy is a romance of brick and mortar, brain and

brawn—a story of development, of pluck and energy—a fascinating, in-
spiring narrative of eternal vigilance for market opportunities.

Not less interesting than the romance itself is the chapter woven

by Chicago jewelry jobbers. They essayed no minor role in this mighty

commercial drama. Grasping each opportunity as it presented itself they
have created here the greatest center in the country for the distribution of

diamonds, watches, jewelry, and silverware.
Marvelous and rapid as has been Chicago's growth as a jewelry center,

her strides towards market supremacy have only kept pace with the

opportunities her jewelry jobbers have held out to the retail trade the
country over. Real, live, tangible service to the retail trade and oppor-
tunities multiplied a hundredfold were and are to-day the mainstays of
their progress and final supremacy.
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Your Natural Source of Supply
R. RETAIL JEWELER, Chicago stands for multiplied

opportunities to you. Right in the heart of this teeming,

throbbing city, within a radius of three city squares, you wi
ll

416. find gathered in great assortments, from the factories of t
he

entire world, every article which your fancy or im
agination could find a

place for in a retail jewelry store. Her jewelry jobbers are all live, pro-

gressive men, and are in constant, close contact with the
 jewelry manu-

facturers of the world. In their salesrooms you will always find the latest

and best there is in jewelry.
If you have not been relying upon Chicago as your lo

gical market you

have erred in the first principles of successful m
erchandising, because—

the selecting of the best market is your first step. Don't make a mistake

in the selection of your logical market, and don't take any
 man's "say-so"

about Chicago, but investigate her advantages yourself.

No matter where you are in business remember that 
all territory is

Chicago territory. Her wonderful railroad facilities have made this

possible. The advantages of buying in the Great Central Ma
rket out-

weigh all other considerations, such as railroad fares and d
istance.

Thousands of jewelers owe their success to buying the
ir goods in

Chicago. If you are one of those who does not buy his goods
 in this

market, the best way for you to do to determine the st
rength of the Great

Central Market is to visit it yourself. The truth can
 be easily verified.

You owe it to yourself and to your business that you 
investigate the ad-

vantages which Chicago jobbers bold out to you, becau
se you can no

more afford to make a mistake in the selection of your 
logical market than

a train dispatcher can in sending his messages.

CHICAGO, THE GREAT CENTRAL MARKET, THE GREATES
T DISTRIBUTING POINT

IN THE COUNTRY FOR DIAMONDS, WATCHES, JEWELRY,
 AND SILVERWARE, IS YOUR

LOGICAL MARKET. Allow her jobbers to prove it to you.

afMks

1111

4•1•11•11111

ENINIIMEM'OtO

II

4111111/NNOM
1111•111111•Me 111111111111111%

41111111111111t-,k,

stk.;

ramensimulmon
AL17.

-9„M-014.

RVETE,,

' '7"°," 

4==ti
/1

1



  IMPORTERS  

Columbus Memorial Building CHICAGO, ILLINOIS
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he Pearl Fisheries of North
America

How Can the Unios Be Protected from

Extermination?

I GUNGE F. KUNZ, before the International Zoological

Congress

[CONCLUDED FROM MARCH]

The first region in the Mississippi Valley to at-
tract attention was southwestern Wisconsin.
arly in the summer of 1889 many beautiful
arls were found in Pecatonica River, a tribu-

tary of Rock River, which in turn empties into
the Mississippi. Within three months $1o,000
worth of gems were sent from this region to
New York City alone, including one worth $500,
which was a very considerable sum for a fresh-
water pearl at that time. The interest quickly
spread to neighboring waters, and within a short
time pearls were found also in Sugar River, in
Apple River, in Rock River, in Wisconsin River,
and in the Mississippi in the vicinity of Prairie
du Chien. The fact that little experience and no
capital was required for the business, drew large
numbers of persons to the newly-found Klondike;
and the finds were so numerous and of such high
quality that about $300,000 worth of pearls were
collected before the end of 1891, greatly exceed-
ing all records for fresh waters.

Shortly following the outbreak
Pearling in of pearling in Wisconsin came
Tennessee the development of interest in

certain parts of Tennessee.
For many years pearls had been secured from
the Cumberland and Tennessee Rivers and their
tributaries, especially Caney Fork, Duck, Calf-
killer and Elk Rivers, the headquarters of the
fishery and the local markets being Carthage,
Smithville, Columbia and Arlington. The search
had been conducted in a moderate way by pleas-
ure parties in the summer and by farmers after
the crops had been laid aside.
In 1901 interest in pearling developed in the

mountain regions a eastern Tennessee, especially
along Clinch River. These newly-discovered re-
sources proved so valuable that the local inter-
est became very great. Vivid and picturesque
accounts published in the local papers reported
hundreds of persons as camping at various points
along the streams, some in tents and some in
rough shanties, and others going - from shoal to
shoal in newly-built houseboats. They were de-
scribed as easy-going, pleasure-loving people, the
men, women and children working hard all day,
subsisting largely on fish caught in the same
stream, and dancing at night to the music of a
banjo around the camp-fires. The center of the
new industry was Clinton, the county seat of
\ nderson County, whither the successful hunters
'-took themselves each Saturday, the preferred
me for selling the catch.

Arkansas 
a Innadauss try in 

The next outbreak of pearling
excitement was in Arkansas,
in the region referred to by
Daniel Coxe two centuries ago

as the location of great pearl resources. Al-
though in recent times little had been heard of
i ,earls in Arkansas previous to 1895, they were
lot unknown in that State. For years they had
en picked up by the fishermen and used as

111(3T stones or given to the children for play-
lungs. Some had come into possession of per-
,ons acquainted with their value. About 1875
Pearls had been collected by a party of men en-
-;aged in cutting cedar notes on White River;
In 1.888 a brilliant pear-shaped pink pearl of 27
,4rains was secured from the same river and sold
to a prominent resident. Little had been said
about these finds, and in general the people of
Arkansas had slight idea of the occurrence or the
value of pearls in those waters.
In 1895 a surveying party on White River found

Pearls in the Unios of that stream and collected
ll?em to the value of about $5000. News of this
discovery attracted attention to the resource, and
other persons sought for the gems in the White
River and its tributaries, in the St. Francis and
!n the Arkansas Rivers. The unusually low water
in 1896 facilitated the fishery and resulted in the
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discovery of many large and valuable gems. The
interest developed rapidly and within twelve
months nearly every body of water in Arkansas
yielded pearls, with the finds most extensive and
valuable in White River and its tributary, the
Black River, which has proved to be the richest
pearling region in America. The industry cen-
tered at Black Rock, more than a thousand per-
sons fishing within twenty miles of that place.
It is estimated that within three years following
the development this State yielded pearls to the
value of $500,000.

The relative scarcity of pearls
Pearl Button in the Unios, found in the
Industry main channel of the Missis-

sippi, and the greater prepara-
tion required for gathering the mollusks in the
deep waters, retarded the fishery until the estab-
lishment of button manufacture afforded a mar-
ket for the shells, this originating in 1891. The
industry developed rapidly, and for several years
has consumed about 25,000 tons of shells an-
nually, taken principally from the Mississippi be-
tween Quincy and La Crosse, and to a much
less extent from other streams in this valley.
This is more than twice the total product of
mother-of-pearl shell in all other parts of the
world. However, the value per ton is very much
less than that of the best grade of mother-of-
pearl; that from Australia, for instance, com-
monly selling for $1200 per ton, whereas the
Mississippi shell usually sells for less than $20,
although the very choicest may bring upward of
$50 per ton.
The gathering of shells for manufacture has

extended to many of the large tributaries of the
Mississippi, especially the Arkansas, the White,
the St. Francis, the Ohio, and the Wabash Rivers.
And this industry has added largely to the pearl
yield in these waters.

In the last three years one of
Wabash Fishery the scenes of greatest activity

has been the Wabash River
and its tributaries, where shell-collecting de-
veloped in 1903. Camps were established at al-
most every town along the river from the mouth
up to St. Francis, Illinois, and about one thou-
sand persons found employment. Some of the
most beautiful American gems have come from
this river. They are usually silvery white in color
and of the finest luster. A single pearl weighing
only to grains has been sold at the river for
$t000; but it is frequently the case that a fine
gem will sell for more at the place where found
than in the great markets.
The pearl-hunting excitement has been felt

even on the Atlantic seaboard, as a result of the
publication Of the discoveries in the Mississippi
Valley. In Maine many pearls have been re-
ported, especially in the vicinity of Moosehead
Lake. In 19ot over too were found in that
vicinity; most of them were of little value, but
more than a dozen were worth $10 or $15 each.
Three found by Kineo guides were sold for an
aggregate of $300. The choicest one reported
in that year weighed r21A grains and sold for
$150; had it been perfect in form and luster its
value would have been several times that amount.
Most of these pearls were secured by Moosehead
guides, who found purchasers among the visiting
fishermen and hunters.

The mollusks are removed
How Pearling from the river bottoms by
Is Done various means and by many

forms of apparatus. In the
shallow streams the fishermen simply wade out
in the water and pick tip the shells by hand. if
not really visible from the surface, the shells
may be located with the bare feet or by the use
of a water-telescope.
Where pearling has developed into more of an

industry, special forms of rakes and drags are
employed. A shoulder rake, with a handle 12 10
20 feet in length, is :used 'extensively under the
ice in frozen rivers and in lakes and other places
where the water is still and from 8 to 15 feet
in depth. This is simply an overgrown or en-
larged garden rake, armed with 12 or 15 iron
teeth about 5 inches in length. A wire scoop or
basket is attached to receive the catch as it is
pulled from the bottom by the teeth, and when
this scoop is well filled it is lifted and the con-
tents dumped on the ice or into the skiff. This
method is laborious and is employed only where

the water is shallow and the mollusks are abund-
ant. Scissor tongs—similar to those used by oys-
termen on the Atlantic coast—are also employed
in some localities, especially in Arkansas, where
it is estimated that 1700 pairs were manufac-
tured and sold in 1899 and 1900, at about $7 each.

In the large streams of the
Crow-foot Drags Mississippi Valley, with their

slow and steady currents, and
where the Unios are taken largely for the use
of the shells in button-manufacture, the most
popular form of apparatus since 1896 has been
the crow-foot drag. This ingenious contrivance
consists of a crossbar of hollow iron tubing or
common gas pipe, 6 or 8 feet long, to which are
attached, at intervals of 5 or 6 inches, stout twine
or chain snoods or stagings, each about 18 inches
ill length. To each of these are attached 3 or 4
prongs or "hooks" about 6 inches apart. These
"hooks" are four-pronged, and are made of two
pieces of stout wire bent at right angles to each
other. According to the depth of the water,
from 25 to 75 feet of 3/4-inch rope is attached
to the drag for the purpose of towing it behind
the boat, which is permitted to drift down the
stream with the current. This contrivance costs
about $3, and each fisherman generally has at
least two of them, and a wide flat-bottom boat
costing $5 or $1o.
Sometimes when the current is light the fisher-

man prepares a "mule" for towing the boat and
the resisting drag. This "mule" consists of a
wooden frame, hinged in V-shape, and is fastened
several feet in advance of the boat with the V
end pointed down the stream. It sinks low in the
water, and the current pressing against the angle
carries it along, and thus tows the skiff and the
resisting drag at a uniform rate of speed. When
there is not sufficient current even for this con-
trivance, as in the wide reaches and in the lakes,
oars, and even sails may be used for propelling
the boat.
Unios from the upper part of the Mississippi

yield a much greater percentage than those from
below Davenport. In 1904, for instance, from the
4331 tons of shells taken in Wisconsin the fisher-
imn secured pearls which they sold for $91,345,
an average of $21 per ton; from the 822 tons in
Minnesota the average was $16 per ton; in Iowa
the average was $i2 for each of the 7846 tons;
in Illinois, $5 per ton for the 2364 tons, and in
Missouri less than $1 worth of pearls was se-
c•ir-d by the fishermen for each ton of shells
%l1icli they caught in the year named. A large
nmnber of choice pearls weighing over 30 grains
each were found in the vicinity of Prairie du
'Chien and McGregor. Within a river length of
TOO miles in that region, the fishermen in 1904
gathered pearls which ultimately sold for $300,000.

Success in the occupation of
Uncertainty pearling is as speculative as in
of Results that of mining. In the White

River in Arkansas, for in-
stance, (Inc man found $4200 in one month.
Another discovered a $50 pearl in the first shell
he opened. A negro found an $85 pearl the first
clay he worked, while another fisherman worked
seven months and secured less than $10 worth.
It is a question of finding or not finding; the
finding brings riches sometimes, and though the
failures reduce the average profits as low as in
other local ventures, the big prizes affect the mind
and the average is lost to sight. Taking the
country as a whole, it is probable that the total
find has been sufficient to pay the average fisher-
man little if any more than one dollar for each
day's work.

It is generally agreed that the young or im-
mature mollusks should be protected. Likewise
the beds should not be disturbed when the
mollusks are loaded with young. but it is difficult
to select particular months which would be better
for close season than any others. The proposi-
tions which seem to be most actively advocated
impose restrictions on the number and size of the
mussels to be taken, a cessation of fishing from
January t to May 31, closing certain areas when
partly depleted, and prohibiting the use of espe-
cially injurious forms of apparatus. But what-
ever is clone should be clone with reasonable
speed before the pearl hunters and the button-
manufacturers shall kill the goose which for some
years has been laying the golden eggs.
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LIf you are carrying lamps, you cannot.
afford to be without the Handel product.

If you are contemplating adding a Lamp line,
here is your trial; Handel's are so attractive that
they sell during all the months of the year,

they are not only attractive for your windows but
excellent and useful for your show cases. Our lamps
are complete and ready to attach. We manufacture
directly for the dealer, your handling is a pleasure, for
they sell themselves.

We guarantee these lamps to be to your
entire satisfaction.

Price for the four is $52.50 (Electric or Gas), f. o. b. Meriden
See our assortment of electric desk lamps in the Easter number

 SHOWROOM 

64 Murray St., New York The Handel Co. MCIFeFIrCiEdaenncl,FACCToOnRnY

T/4.

KUEHL CLOCK COMPANY
c7VIANUFACTURERS and IMPORTERS

BLACK FOREST CLOCKS

Trade Mark

DISTRIBUTERS of JUNGHANS CLOCKS

WORKS AT SCHONACH AND HORNBERG,

BAD-SCHWARZWALD, GERMANY

OFFICE AND WAREHOUSE

125 N. WABASH AVENUE .'. CHICAGO, ILLINOIS

GOODS CAN BE ORDERED OF YOUR
CLOCK COMPANY OR JOBBER

(ASK FOR OUR CATALOGUE AND NEW CIRCULAR

flaams.

I, 1911 T H E

loteresting Prize Contest in
Staff-Making

()lir readers are familiar with the excellent work
„cc, fliplished by the New England Watchmakers'
Chi!, as reported in these columns from time to

till , An organization with a similar purpose in
vio% was organized in Denver some time ago
and named the Colorado Horological Society.
This organization has proved quite as useful to
its members as the New England Club, and no
better illustration can be offered of its service-
ability to the watchmakers than a recent contest,
the original announcement of which was as fol-
lows:

The A. Wittnauer Company, of New York
City, have offered to the Colorado Horological
Society a watch to be used as a prize in a con-
test intended to stimulate interest among the
members and to encourage them
in practical efficiency.
The committee in charge of

the contest have elected that a
balance staff shall be made sub-
ject to rules and regulations
given herewith.
The staffs offered in compe-

tition will be forwarded to a
body of watchmakers, compe-
tent to properly pass upon them. 
These judges shall be non-resi-
dents of Colorado.

Rules and Regulations Gov-
erning Staff-making Contest

I. Each competing member
must be in good standing with
the society.

2. The staff must be made
of steel.
3. The staff used as model

must be selected from the vari-
ous American movements of
either sixteen or eighteen size,
which the contestant considers
his ideal or nearest his ideal
type. If a Waltham friction
staff is selected, the balance hub
used with it must be made as
well.
4. The staff must be at least twice the size of

the model. It may be made any even number of
times larger at the pleasure of the contestant. In
the event that there is a variation in the size of
the pivots of the model, the larger pivot shall be
used to work from, so that both nivots of staff
in competition shall be of the same diameter.
5. Notes must accompany staff giving reasons

of contestant for the selection of his model as
his ideal type in every particular. This should
be given much consideration, as it is intended to
bring out his theoretical views on the subject.
6. No restrictions are imposed as to tools or

methods employed in making.
7. On notifying the secretary of his intention

to enter, the contestant will be alloted a number
Which shall appear on his notes in place of his
name.
lie shall state number of years of actual serv-

ice at the bench.
The staff accompanied by the model and notes

must be handed to the secretary in a sealed en-
velope not later than October 1st.

Points of Credit Upon Which Staff Shall Be
Judged and Penalties Imposed

KEYSTONE 6o8 c

and their work generally showed a deep knowl-
edge of their specialty. The society is to be
congratulated on the number of candidates who
bravely entered so trying a contest, and the fact
is of interest to the trade generally, especially
in those cities which have a sufficient number of
skilled watchmakers to form an association of
this character. Aspersions are sometimes cast
on the average ability of our watch repairers,
but the character of the membership of the Den-
ver, Boston, Philadelphia, and Chicago organiza-
tions suggests that any very sweeping criticism
is without justification. If all the large cities of
the country had societies or clubs of this char-
acter much would be accomplished to elevate
the status of the watch workers and to main-
tain a justly high reputation for the American
watch. We have frequently advocated the for-
mation of such organizations, but the workmen

STAFF-MAKING CONTEST, COLORADO HOROLOGICAL
1910

Number of Points, Specified per Feature

As will be seen from the above table, No. 5
was awarded first prize, which, as above stated,
was a fine watch donated by the A. Wittnauer
Co., of New York, the winner being J. C. Cot-
trell, an expert watchmaker in the employ of the
Bohm-Allen Jewelry Co., of Denver, and who has
had twelve years' experience at the bench. The
winner of the second prize, No. 14, was Harry
Stevenson, of Denver, who had six years' experi-
ence at the bench. Our readers will find very
interesting the views of the prize winner, Mr.
Cottrell, as to his reasons for selecting a par-
ticular type:

The enclosed Waltham taper shoulder balance
staff which I have selected to make one from
twice its dimensions is nearest my idea of a per-
fect and practical balance staff of any eighteen
or sixteen size American staff on the market at
present for the following reasons:

First. Because it admits of
easily and quickly changing the
staff without binding the bal-
ance arm, and many times thisSOCIETY

Contestants'
Number

Accuracy
to Scale Undercutting Finish

Selection of
Type

Number of
Years at the
Bench z

Total Numbet
of Points
Awarded

23 17 15 II — 5 61

5 24 23 18 24 —6 83

10 16 18 15 5 — 4 50

14 25 15 15 —I 69

Number
of Points 30 25 20 25 too
Possible

MAXIMUM POINTS OP CREDIT

For accuracy to scale  30 points
Reasons for selection ot type  25 points
Turning (corners, undercutting)  25 points
Finish (polish)   20 points

PENALTY

One-half point shall be deducted from the total
credits for each year of service at the bench.
The maximum penalty shall be ten points.
A number of candidates entered the contest,

seem slow to get together, probably because in
most instances a leader is wanted.
The efforts of the contestants were submitted

for a decision as to relative merit to the New
England Watchmakers' Club, who very gladly
and very satisfactorily performed this task for
its sister society. Reporting its decision to the
Colorado organization, the judges said:

To the Officers and Members of the Colorado
Horological Society, Denver, Colorado.
Gentlemen :—The committee appointed by the

New England Watchmaxers' Club, at the request
of your society, to examine and pass judgment
upon the merits of the competing samples sub-
mitted by the contestants in the Colorado Horo-
logical Society's staff-making contest have at-
tended to their duties, and beg to submit the ac-
companying sheet of points of excellence award-
ed each contestant, together with duplicate points
and drawings for each contestant's personal use.
The rules governing your club's contest are

worthy of special mention—
First. The selection by each contestant of his

model, he to give his arguments for its adoption
in writing.
Second. The making of this model enlarged to

scale for competition necessitates a knowledge
and use of fine gauges to a greater extent than
any other industry.
Third. The recognizing of the individual's me-

chanical skill and judgment in the matters of
undercutting and polish is tempered by the years
of practice he has had to perfect himself in.
We wish to thank you and the club for the

honor conferred upon the New England Watch-
makers' Club and their judges, and trust the
awards will meet with approval.

can be done without getting the
wheel out of true in the flat,
and it is seldom necessary after
changing the staff to true the
wheel in the round, if it was
true before removing the old
staff.
Second. A staff of this kind

can be changed a greater num-
ber of times with less injury to
the hole in the arm and the
wheel as well than the other
styles of rivetting the staff to
the wheel, and every time it is
driven out must necessarily
stretch the hole and length-en
the arm besides bending out of
shape.
Third. The average or less

skilled workman can make a
better job of changing this type
of staff with less injury to the
wheel because he doesn't get it
out of true nearly so bad as
when he is required to rivet and
hammer away with a punch that
doesn't fit, and the better skilled

workman can do it much quicker and in every
way just as well with greater ease.

Jeweler's Predicament as to Watch
Ownership

A subscriber, A. C. Reisz, of Baraboo, Wis.,
tells of the following dilemma:
On November to, 1910, two boys under age

came into store and one of them left a watch
for repairs. The charges on same were $3.25,
it being a 17-jewel, 4-0z. 0. F. silver case, Elgin
movement. Now this No. i left town, but boy
No. 2 comes in and wants watch, claiming he
bargained that Youngs should buy watch from
him but tailed to do so, and therefore claims
ownership of watch. Both are strangers to me.
Have sent a registered letter with instructions to
postmaster for personal return receipt, in which
letter to No. I requested him to give particu-
lars in regard to ownership to watch and also
send an order to deliver it to boy No. 2. I asked
him to have this all made out before a notary
public, a justice of peace. I have corresponded
with the jeweler who sold watch to boy No. 2
and his record corresponds with numbers on
movement and case, also owner's name, but here
is the point : No. i does not reply to my letter
and I don't know who is the real owner of watch.
All information I have is what No. 2 tells me.
Don't remember No. 2 boy being in this store
before, although he claims he was with No. at
time it was left here. The name of No. I was
put on tag and no check was given to him or
any one else for having watch nor any instruc-
tions left as to disposal of watch. I think that
if I deliver watch to No. 2, whose story I partly
believe, No. I could hold me liable for watch.
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A MAGNIFICENT BOOK OF FREE"MODERN" ra.21-1:112 SIGNS
Gentlemen:

Kindly mail me free of all charges a "Chicago Watch Tool
Company Book of Genuine Modern Out-door Signs."

Name 

Address 
If interested fill in above and mail to

CHICAGO WATCH TOOL CO.
Grand Avenue and Robey St. - CHICAGO, ILL.

Is a term we've used in our advertising for some time. It is as familiar

as our other expression, "QUALITY FIRST."

We hitch these two phrases together and by a strict interpretation of the

"square deal" and the "golden rule" use them as the propelling force back

of our business.

We feel that our preparations for Spring business have been such as to

warrant not only your patronage, but also your confidence in our stocks.

Inspect our travelers' trunks or send in your orders direct. We assure you

prompt and courteous treatment.

Diamond Importers and Columbus Memorial Bldg., CHICAGO
Wholesale Jewelers : :

2, 1wil, 191 .T H

Items of Interest

\. E. McCracken, Greenville, Ky., has opened

a repair shop and jewelry store in that city.

W. K. Martin, Jefferson, Iowa, has bought out

tli,, firm of Lincoln H. Bucks, that city.

E. E. Ducklow, of Wilton, Wis., has moved

t, Spencer, where he opened up a jewelry store

e„rly B. owlast month.ardC
formerly of Twin Falls, Idaho,

has moved to Pocatello, Idaho, and is engaged in

the jewelry business as before.

Frank Trudeau, Wolverine, Mich., has pur-
chased the jewelry business of D. G. Lowe, Ona-

way, Mich., and moved to that place.

Loyd Lawson, Madison, Boone County, W. Va.,

has moved to Ripley, W. Va., where he has
opened up a jewelry store and repair shop.

Wright, Kay & Co., jewelers and diamond mer-
chants of Detroit, Mich., have moved to 207-211
Woodward avenue, corner Grand River avenue.

The firm of Fero & Ostrander, Corning, N. Y.,

has dissolved partnership. W. H. Ostrander will
open up again in the jewelry business about

May 1st.
M. G. Wilkinson, formerly of Adel, Iowa, re-

cently disposed of his business at that place and
has now opened up a modern jewelry store with
optical parlors at Fort Dodge, Iowa.

John C. Droke, formerly of Baldwyn, Miss.,
will open up a new store ready for business at
Crystal Springs, Miss., about April irst. The firm
will be known under the name of the Droke Jew-
elry Company.
Harry W. Folts, Geneseo, N. Y., opened a jew-

dry store at Silver Springs, N. Y., about the 1st
of March. He had previously worked for several
years for his brother, R. S. Folts, who is a jew-
eler at Geneseo.
Charles T. Saul, 387 Washington street, Bos-

ton, Mass., has added to his equipment a new
standard automatic grinding outfit. The increased
demand for subscription work necessitated the
addition of this outfit.
The Young-Neal Co., Nashville, Tenn., jobbers

of watch materials, tools and jewelers' supplies,
who opened in that city on August Toth, report
to. be doing a nice business, and are well pleased
with the encouragement they are receiving.

S. Pian, of the S. Pian Time Payment Jewelry

pur-
chases.

Imo North Ninth street, St. Louis,
Mo., returned on the Mauretania on March loth,
after a six weeks' annual trip to the European
diamond markets, where he made extensive pur-

C. J. Klar, jeweler at Warren, Pa., has dis-
posed of his stock and will open a store in

Uhric

()

hsville, Ohio, sometime in April with new
fixtures and entirely new stock. He is spending

S111e Purchasingtim

e 
goods.
nooNdsew York City and Philadelphia

E. E. Millett, Amherst, Mass., has moved his
business into larger and better quarters, and is
adding about $9oo worth of new fixtures. He has
ordered so feet of all glass show cases and will
also add a new wall case, and expects to have as
nice a store as there is in that section.

Frank H. Reynolds, Escondido, Cal., who has
leen managing Mr. Clark Myers' jewelry store
tor the past two years, bought him out last
month, taking possession about March r6th. He
Nv ill put in new fixtures and add more stock and
have an up-to-date place in a short time.

The J. D. Bergen Co., manufacturers of cut
.lass, Meriden, Conn., state that there has been
in erroneous impression circulated since the first
if the year that they contemplated moving their
Plant to St. Louis. There is no foundation what-
Ver for this report, as they own the building in
which they are at present located, and where this
rumor started it is impossible to state.

Bowling teams representing the Baltimore Re-
tail Jewelers' Association and J. Engel & Co., of
Baltimore, Md., held a return duckpin match at
the Plaza Alleys on the evening of March 14th.
.rhe J. Engel & Co. team was again victorious.
rhese contests have proved the occasion of much
pleasure and are watched with much interest by
the friends of the contesting teams.
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Gibson, Allen & Co., Grangeville, Idaho, inform
us that they are still doing business under the
same firm name, with the same officers and at the
same place as when incorporated in July, 1909.

R. J. Furnish, formerly of Fairfax, Mo., has
taken charge of the F. E. Holsten Drug and
Jewelry Company's jewelry department, which is
located at Alliance, Nebr. Mr. Furnish is a
capable and successful business man, and will
doubtless make a rapid success of his new ven-
ture.
About April 15th W. W. Harrison, manufac-

turer of fine umbrellas for the jewelry trade, will
open new quarters on Fifth avenue, corner of
Thirty-fourth street, New York, where they will
do a wholesale and retail business. They will
keep open their present store at 1149 Broadway
for a year or more.
Louis Cohn, of Henry Freund & Bro., New

York, upon his return from the annual meeting
of the National Wholesale Jewelers' Association
in Chicago, expressed himself as very much
pleased with the work accomplished, and says that
there is no question about the success of the next
annual meeting, which will be held in Philadelphia.

W. S. Todd, of Eldridge & Todd, Hartford,
Conn., has bought out the optical department of
Forbes & Wallace, Springfield, Mass. He has
formed a partnership with his brother, John
Todd, and the firm will be known under the name
of Todd Brothers. Todd Brothers have made
considerable alterations in their place at Spring-
field.
A. S. Pfefferle, jeweler and optician of West

Mansfield, Ohio, died at his home in Sidney,
Ohio, on February 23d, of a mastoid abscess.
Mr. Pfefferle was but 23 years of age when death
came and had just started in the jewelry busi-
ness last September at West Mansfield, where he
was doing a nice business and the outlook seemed
bright. He was a brother of W. R. Pfefferle,
jeweler and optician at Dunkirk, Ohio.

L. Bernath, watchmaker and jeweler of Pine
Bluff, Ark., has been succeeded by George B.
Moore and A. G. Kahn, who have formed a part-
nership under the style of A. G. Kahn & Co.
Since purchasing the business Moore & Kahn
have greatly increased the stock of goods carried
and have renovated and remodeled the store with
a view to catering to the best class of trade. Mr.
Kahn is a watchmaker and jeweler of many
years' experience, and was formerly manager for
L. Bernath, and Mr. Moore is a very well known
and popular business man of Pine Bluff. Their
prospects for a large business are very bright.

Edgar J. Hill, late of South Haven, Mich, died
at his home, 21.P Michigan avenue, that city, on
March 8th. Four years ago he suffered a stroke
of paralysis and had suffered three since, this
last causing his death. About a year ago he was
obliged to give up active business, and at that
time his son was taken into partnership, the firm
name being known as E. J. Hill & Son. He was
born at Sullivan, Pa., in August, 1852. He moved
to Troy, Pa., when a young man and entered the
jewelry business, remaining there for some twen-
ty-five years. Thirteen years ago the family
moved to South Haven, which has since been
their home. He is survived by a wife and two
sons, also a sister living in Oregon and a brother
in Iowa.
Adolph Hapke, a jeweler of Newman, Ill., suf-

fered considerable loss at the hands of a local
preacher by name, Rev. Cortland Harry Living-
stone, alias Harry Cortland, alias Harry Living-
stone, who secured from the jeweler a diamond
ring for which he paid with a forged check on
a local bank for $250. He subsequently passed
similar checks for different amounts at other
places. His description is given as follows: Five
feet three inches tall, weight 130 pounds, age 40,
light brown hair, thin on top, high forehead,
smooth-shaven, blue eyes and wore glasses, me-
dium light complexion. Has a slight dimple in
chin and scar extending from left jaw around
to right ear and down on the chest, caused by
a gunshot wound which he wears high collar
to conceal. Speaks and writes five different
languages. The jeweler will be grateful for any
information which his brethren in the trade may
be able to furnish him in regard to the where-
abouts of the swindler. A reward of $200 has
been offered for his capture.

C. A. Church, Belle Plaine, Iowa, has sold his
jewelry business to P. H. Boyson, of Cedar
Rapids, Iowa. Mr. Church has been in the jew-
elry business since October, 1869, beginning in
Amboy, Ill. He was watch inspector for the
Illinois Central Railroad for a number of years,
and when he came to Belle Plaine, Iowa, in
March, 1898, was appointed watch inspector for
the C. & N. W. R. R. April r, 1898, which has
been continuous until his selling out.

The recent incorporation of the business of
King & Eisele, the well-known manufacturing
and wholesale jewelry firm, of Buffalo, N. Y.,
with a paid-in capital of $5oo,000, is a fact of
general trade interest. The purpose of the in-
corporation is the perpetuation of the firm name
as well as the protection of the interests of its
members. The firm of King & Eisele was estab-
lished in 1870 by Edward J. Eisele and William
F. King, who conducted a successful partnership
until 1895, when Mr. King died and Mr. Edward
A. Eisele, the son of E. J. Eisele, was taken in
as a partner and assumed the management of the
business, the King interests having been pur-
chased by Edward J. Eisele and his son. The
incorporation was deemed necessary largely on
account of the age of Mr. Eisele, Sr., and the
fact that the firm desired to give an interest in
the business to a few of the older employees.
The officers and directors of the new company
are as follows: Edward J. Eisele, president;
Edward A. Eisele, general manager and treas-
urer; John M. Peck, secretary; Charles F. Smith,
former bookkeeper, has been promoted to as-
sistant treasurer, and James K. Thompson, who
for the past thirteen years has been buyer, is one
of the directors. The business of this firm has
been one of the notable successes in the Eastern
trade, its continued expansion being due to the
enterprising spirit of the management and the
always satisfactory treatment of patrons. Mr.
Eisele, Sr., was the factory head of the business
in its infancy, and remained at that post- for
twenty-five years. Despite his age he is at his
office daily and takes as much interest in the
concern as he did when he was twenty-five years
younger. The incorporation and changes in the

business stated above are in the direction of still
further expansion.

Waltham Watch Co. Brings Additional

Suits Against Mail-Order House

Our readers will remember that one year ago

the Waltham Watch Company instituted suit

against the mail-order house of Sears, Roebuck

& Co., of Chicago, in regard to the matter of

selling Waltham movements at cut prices. The

Waltham Company has now instituted two other

suits against the same house, claiming that the

defendant company has infringed upon its pat-

ents by selling the r8-size Vanguard, the r8-size

Crescent Street, and the r6-size Riverside move-
ments at cut prices, this being an alleged viola-

tion of the contract under which the movements

are supposed to be sold to the public at a fixed
selling price. The court is asked to compel the
mail-order house to pay over to the Waltham
Company all profits made on these movemonts
sold at cut prices within the period since April 7,
1910, when the first suit was filed.
A writ of injunction is also asked restraining

the mail-order house from selling these move-
ments in the manner referred to. It being the
custom of the mail-order house to sell the watch
in its entirety—case and movement—a new legal
point is injected into the case. The complainant
company asks, therefore, that the mail-order
house be restrained from selling any complete
watch containing the movements in question at a
gross price, which, after deducting the reasonable
market value of the watch case from the price
at which the complete watch is sold, the remain-
ing portion of such gross price shall be less than
the established retail price of the movement.
The complainant company asks for preliminary

injunctions and that the cost of the suits and
such damages as the court may decide upon be
levied against Sears, Roebuck & Co. The brief
filed by the company contains an extended expla-
nation of the various patents on the movements
above mentioned which the mail-order house is
charged with infringing.
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CASTIGLIONI COMPANY
The Line That Made Us Famous—LOCKETS—The Line That Made Us Famous

PRICE
The wise retailer follows the PATH TO PROGRESSIVE-

NESS to that ultimate GOAL—good profits and satisfied

patronage.

GUARANTEE
Each stair represents a step upward, denoting the

process of manufacture contained in our

LOCKETS.

ES1GNS

We have,
however, the

brains, equipment

and resources to pro-

duce a superior grade of

lockets that are sure sellers.

It likewise denotes our motto of A

YOUNG HOUSE WITH PRO-

GRESSIVE IDEAS.

QUALITY 

FINISH

No old fogyism here nor claim
of antiquity; rather we

boast of our youth in
business.

Glance at each stair, note what it

stands for, and then the top—the pinnacle

of all—PRICE—which is RIGHT.

WORKMANSHIP

Note the designs shown here. Nothing out of the

ordinary—BUT—if you wish to see out-of-the-ordinary

LOCKETS, ASK YOUR JOBBER TO SHOW 
OUR

LINE.

LOOK FOR TRADE-MARK

EQU I PTM E NT

STOCK

-W;

Factory, 116 Chestnut Street, PROVIDENCE, R. I.

MANUFACTURING JEWELERS

NEW YORK OFFICE: 71 Nassau Street, Room 1204

Representative, CHARLES ALTSCHUL

Pacific Coast Office:

SAN FRANCISCO, CAL., 710 Jewelers' Building

J. H. MERRILL

CHICAGO OFFICE: 412 Baltimore Building

M. NEUBURGER
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Providence and the Attleboros

'1artin S. Fanning, of PrOvidence, has been

ted secretary of the Brown Club, of Rhode
,id.
'avid H. Butler, of Providence, assignor to

ilk Inlaid Co., Inc., has been granted a patent

oil a barrette.
rnest L. Fuller, of Theodore W. Foster &

11 tiler Company, Too Richmond street, Provi-

M lice, has just registered his thirty horsepower

su ley car. Mr. Fuller has been an enthusiastic
anobilist for some six years past, and is look-

in forward to the coming summer with a great

d. I of zest.
Arilliam L. Ward, salesman for E. A. Potter

c.,.. has returned from a trip of several weeks

to Bermuda.
Colonel and Mrs. Arthur H. Watson have set

sail for Bermuda, where they expect to spend
some few weeks in pleasure and recreation.
Clarence M. Dunbar, of Cook, Dunbar & Smith,

for more than two years head of the Rhode
Wand Yacht Club, has resigned from his active
duties in this association.
Ralph S. Hamilton, Jr., of Hamilton & Ham-

Jr., has been elected captain of Light Bat-
tery A, of the Rhode Island National Guard,
which he organized at the request of the Gov-
ernor.
David M. Watkins, of the D. M. Watkins Co.,

who spent four months in California to recruit
his health, has returned home in greatly improved
physical condition.
William A. Schofield, of Schofield, Battey &

Co., recently returned from a six weeks' vacation
ill Florida.
One of the visitors to New York City last

month was Frederick J. Mills, of Brown & Mills,
mo Stewart street, Providence.
Fred V. Kennon, of the John T. Mauran Mfg.

Company, Providence, has just returned from a
very successful Western trip.
A line of sterling silver hollow-ware has been

added to the already extensive product of the
Sterling Silver Mfg. Co., 150 Chestnut street,
Providence.
George W. Dover has added a 36-horsepower

touring car to his garage and is contemplating
y.me long tours this coming summer.
Ile Providence Manufacturing Co. is receiv-

ing some very good orders from Asa H. Rich-
mond, their Western salesman. Ornamental
combs and barrettes are in big demand, and this
company is kept quite busy filling the orders due
to the co-operative work of THE KEYSTONE with
their salesmen.
Henry G. Thresher, of Waite, Thresher Co.,

and wife were visitors to New York City last
month.
The Elwood Box Co. will erect a one-story

brick building with a frontage of roo feet on
Willard avenue, near Culver avenue.
A new concern, with plant at 18 Water street,

1' wtucket, is styled the Nickerson Art Metal Co.
\ certificate of incorporation was filed on March

and the capital is given as $100,000. It is
Rd that the product of this company will con-

, largely of mesh purses and bags made by spe-
Ci I machinery. The officers of the corporation
ale Richard S. Sanderson, president; Henry W.
Smith, vice-president; James J. McGinnity, Jr.,
secretary; and Mark E. Nickerson, treasurer.
The machinery which will be used for the manu-
facture of the bags and purses was invented by
Charles G. Smith who is well-known in the field
of machinery invention. The New York office of
the company is at 41 Maiden Lane. The firm
first started in business in Pawtucket a year ago,
and the prospects of future success are very
bright.

J. Parker Ford, for many years a member of
the firm of Ford & Carpenter, manufacturing
Jewelers of Providence, recently disposed of his
interests to his partner, J. Perry Carpenter, and
has retired from the concern. Mr. Carpenter,
who now enjoys sole ownership, will continue the
business under the old name.
George N. Steere, formerly of the firm of

George N. Steere Co., Pawtucket, rcc-ntly pur-
chased an interest in the Payton & Kelly Co., 3!
Sabin street, Providence. Samuel E. Kelley was
recently re-elected president of the company;
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Samuel J. Greene, treasurer, and Mr. Steere, vice-
president, secretary and general manager.
The Providence Public Library is receiving

many requests for the pamphlet containing a list
of the works on jewelry, silversmithing, electro-
plating, enameling, engraving, chasing, coloring,
etc. The library authorities have done an ex-
cellent work in compiling this catalogue, which
will be especially serviceable to jewelry workers
and the jewelry trade generally.
The Tilford Mfg. Co. filed papers of incorpor-

ation to manufacture jewelr- and novelties. The
members of the firm are George H. Tilford,
George H. Huddy, Jr., and Stanley A. Berry, of
Providence.
A bill was introduced last month in the lower

branch of the General Assembly of Rhode Island
which provides a penalty of $3000 fine or five
years imprisonment for persons or firms who use
fraudulent advertisement for the sale of com-
modities. The act is very broad and covers prac-
tically all kinds of transactions in which there can
be proved an attempt to deceive on the part of
one of the parties.
Fred S. Gilbert, of North Attleboro, was a

visitor to New York City during March.
W. H. Bell, of W. H. Bell & Co., Robinson-

ville, was called to Connecticut last month by the
illness of a near relative.
The bracelet department of the J. F. Sturdy

Sons' Co., Robinsonville, is being moved to the
main factory of this concern.
Harry C. McKay, formerly of the New York

office of C. Ray Randall & Co., North Attleboro,
has severed his connection with this concern.
H. E. Durgin & Co., Attleboro, have moved to

their new quarters in the Rueckert building.
Louis Rosenberg, formerly a salesman for Mc-

Rae & Keeler, Attleboro, has accepted a position
with J. W. Rosenbaum & Co., Newark, N. J.
The Attleboro Trust Company opened its doors

last month for business. Among its directors
are many prominent jewelers of Attleboro and
North Attleboro.
The Electric Chain Company, of Attleboro,

have ceased to sell the Minerva and Vesta brace-
lets direct to the trade and are selling these
bracelets in bulk to the Fontneau & Cook Co.,
who will place them through the proper chan-
nels.
The Metal Products Corporation, Providence,

have moved their office at 36 Garnet street to
the factory proper, 1012 Eddy street. This move
has been made to concentrate the forces and to
facilitate the handling of this large organization.
The new part of their building is now complete,
affording some 18,000 square feet, which added to
their present quarters just adjoining, makes a
total of 54,000 square feet occupied and in use
by this concern. An innovation is being inau-
gurated to make the handling of findings and
ornaments much easier. This consists of boxing
the various articles they manufacture in lots of
three dozen or more, which will save time in
handling and be much more economical than
their present system.
Geo. C. Rueckert, of Rueckert Mfg. Co., Provi-

dence, is contemplating the erection of a house
on his new property on Boylston avenue, same
city.
The A. & Z. Chain Company have taken over

the floor space formerly occupied by Edwin
Lowe & Co., rr6 Chestnut street, Providence, and
this additional floor space in conjunction with
their present quarters makes their new quarters
three times as large as formerly.
The Edwin Lowe & Co. have moved downstairs

in the same building to the quarters formerly
occupied by S. K. Merrill Company.
Robert Budlong, Jr., of S. K. Merrill Com-

pany, Providence, and Miss Alice Metcalfe, also
of Providence, are to be married on April 26th.
The young couple contemplate a month's trip
through the South, after which they will return
and reside at their new home at 274 Morris ave-
nue, Providence.

Castiglioni Company, rr6 Chestnut street,
Providence, have just had their offices and stock
room entirely overhauled and repainted. A new
system of drawers for the better keeping of stock
has been installed with a view to filling orders
more promptly and expeditiously.
Edward B. Hough, of Wightman & Hough

Company, 7 Beverly Street, Providence, has just

returned from a thirty-two days' trip spent at
Panama, Cuba and the West Indies.
The Enterprise Jewelry Company, Attleboro,

recently received a diploma for the best exhibit
of white metal goods at the Worcester Fair of
the New England and Agricultural Societies, held
at Worcester, Mass.
Frank B. Reynolds, of Cory & Reynolds Co.,

25 Congress Avenue, Providence, spent quite
some time during March at his camp in Bridg-
ton, Maine.
E. L. Spencer, of E. L. Spencer Company, 95

Chestnut Street, Providence, with wife and
daughter, have just returned from the southern
part of Florida, where they spent several weeks
in recreation. Mr. Spencer is now telling of the
monstrous fish that got away owing to the fish
hook being soft and bending out straight. He
also has some photographs as evidence of some
of the large ones that did not get away.
W. J. Feeley, of W. J. Feeley Company, 203

Eddy Street, Providence, has just recovered from
a slight attack of la grippe.
The Inlaid Company, Inc., Providence, have

renovated their office and added reilings and par-
titions.
On March r8th three hundred people, employees

and friends of employees of The Metal Products
Corporation, of Providence, took part in a house-
warming given by this company in honor of the
formal opening of the new addition to their
factory. Harry Mays, Robert Jamieson, W. C.
S. Mays and Richard Frucia acted as a commit-
tee and provided an evening of dancing, music
and refreshments which did not break up until
twelve midnight. The new addition, which is to
be the stockroom, was very prettily and tastily
decorated.
Joseph Bagnall, of Doran, Bagnall & Co.,

North Attleboro, was a visitor to New York City
last month.
Louis Blackinton, Western salesman for W. &

S. Blackinton Co., North Attleboro, was a visitor
at the factory last month.
T. H. H. Sadler Company, Attleboro, was

visited by William Penfold, their Western sales-
man, last month.

J. Frank Mason, of the Mason Box Co., Attle-
boro Falls, was elected a director of the Red
Men's Building Association last month.
The National Association of Manufacturing

Jewelers was represented at the annual conven-
tion of the National Wholesale Jewelers' Asso-
ciation, in Chicago, by Robert E. Budlong, of S.
K. Merrill Co.; Fred D. Carr, of Ostby & Bar-
ton Co.; F. A. Ballou, of B. A. Ballou Co., of
Providence; F. C. Wilmarth, of D. F. Briggs
Co., and H. E. Sweet, of R. F. Simmons Com-
pany, of Attleboro.
Oscar Schlueter, 15-19 Maiden Lane, New

York City, called on the manufacturers last
month.
Fontneau & Cook Comnany, Attleboro, Mass.,

have started on a popular magazine campaign of
advertising for the purpose of popularizing their
goods. Wm. T. Hamblin & Co., 200 Fifth ave-
nue, New York City, advertising agents, are
handling the campaign for this company.
Alfred R. Crosby, of Smith & Crosby, Attle-

boro, Mass., and wife, have just returned from
a six weeks' sojourn in southern California.
The Ford Sr Carpenter Company has been in-

corporated with a capital stock of $50,000. The
new corporation succeeds to the business of Ford
& Carpenter, at Tor Sabin street, recently pur-
chased by J. Perry Carpenter, and has been or-
ganized with the following officers: President
and Treasurer, J. Perry Carpenter; Vice-Presi-
dent. George Frey; Secretary, Fred L. Carpenter.
Frank L. Carpenter, formerly connected with

the manufacturing jewelry industry of Provi-
dence, died last month after an illness of long
duration. The deceased was a native of Taun-
ton, Mass., and for several years represented the
manufacturing jewelry firm of Frank M. Whit-
ing & Co., of North Attleboro. Afterward he
served Dominick & Haff, New York, in a simi-
lar capacity.
George H. Fuller & Son Co., Pawtucket, have

added to their traveling force Charles F. Ellis,
for many years a representative of the E. C.
Bliss Mfg. Co., of Providence. George T. Dunn
will succeed Mr. Ellis with the E. C. Bliss Co.

(Continued on page 610
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SOME INTERESTING FACTS CONCERNING
THE NEW FACTORY OF Q. C. RINGS

A modern fire proof structure planned and built to meet every demand

of a model ring factory.
Unobstructed light and air on four sides, producing cheerful and sanitary

conditions, unsurpassed.
An area of twelve thousand square feet of floor space given over to the

exclusive manufacture of Q. C. RINGS.
A complete equipment of the newest and most modern machinery adapted

to the ring making industry.
A capacity for two hundred and fifty skilled workmen, without crowd-

ing or cramping.

IN ALL, A PERFECT FACTORY FOR PERFECT WORKMEN

TO PRODUCE PERFECT RINGS

THE QUEEN CITY RING MANUFACTURING CO.
BUFFALO :: NEW YORK

•

•
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Washington, D. C.

:'or passing a bogus draft for $50 on Wood-

" ,rd & Lothrop, Benjamin F. Patterson, termed

ti "Prince of Crooks," has been given a sen-

t& ice of two years in prison. Patterson was for-

in t rly a banker and railroad promoter, is 73 years

0; age and by his knowledge of finance has been

t: ry successful in the passing of worthless paper.

ld November 7, 1910, Henry Castelberg, a Balti-

in ire jeweler, obtained a judgment against him

ni the suit brought before Judge Clabaugh in the

n•cuit Court, covering goods to the value of

arly too purchased by him for presentation to

the woman on whom blame for his downfall is

placed.
A. D. Prince, of R. Harris & Co., 400 Seventh

Street, N. W., is the jeweler member of the com-

mittee of six appointed by the Chamber of Com-

merce to ascertain the possibilites of securing

to Washington some of the trade • from the

adjoining country. Mr. Prince is also a member

of the committee appointed to confer with the

Automobile Club of Washington with the view

U.) holding an automobile carnival and parade in

the spring. This latter event brings into the city

a large number df strangers, and as there are

usually a number of large prize cups offered, some

of the jewelers are enabled to largely increase

their sales.
The Bureau of American Republics is planning

to charter a vessel on which to hold a floating

fair for the benefit of the people of South and

Central American States for the purpose of ex-

hibiting and further introducing into these Latin-

\ merican countries the manufactures of the

United States. The hold of the vessel will be

fitted out with decorated booths in a similar man-

ner to that used in the large mercantile fairs held

ill our own cities.
John Hansen, of Schmedtie Bros., 704 Seventh

Street, N. W., is spending several weeks in Louis-

ville, Ky., as the guest of his son.

"Bernstein's" Loan Office and Jewelry Store,

361 Pennsylvania Avenue, N. W., is undergoing

numerous repairs and alterations. A new display

window is being erected and many improvements

are being made in the interior of the store.

The Hope diamond, its present possessors, Me-

1 can's, and the jewelers who made the sale,
• artier," of Paris and New York, are receiving

.ilmost excessive hewspaper notoriety. At present

the diamond is the subject of a suit in the local

courts, the jewelers looking to the McLeans for the

halance of the purchase price, while the latter are

defending this suit on the grounds that the val-

uation of $180,000 is far too high. $4o,000 has

already been paid and now the family are ap-

parently quite willing to relinquish their equity

upon receipt of an exchange order from "Cartier,"

allowing them other articles to the value of the

amount already paid in. The gem has, so far,

quite lived up to its reputation of being a

"hoodoo," no luck ever coming to its former

Possessors.
Mrs. Charles E. Berry, wife of the senior mem-

l,er of the firm of Berry & Whitmore Co., is re-
('lying the sympathy of her many friends on the
loss of her father, Lieutenant Colonel Henry H.
l'armenter, at the age of 70 years. Colonel Par-
Illenter was a native of Massachusetts, coming to
this city at the close of the Civil War, through
tthich he had fought. Death was caused by a
tomplication of diseases.
The Post Office Department has issued the fol-

lowing regulations with a view to the stoppage of
a very undesirable and uncharitable method of
Publicity: "The department has decided that
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postal cards, or post cards, which make public
the fact that the person named thereon is a
debtor, delinquent or defendant in any case should
not be accepted for mailing unless sent under
cover. If any such cards are found report must
be made to the superintendent of mails, in the
event that they are mailed at this office, and to
the superintendent of delivery in the event that
they are received at this office for delivery."

A colored man called at the store of Milton
Baer, 3123 M Street, N. W. (Georgetown) and
requested to be shown some watch fobs. After
looking over the selection he picked one out to be
laid aside for him and stated that he desired to
look at some rings. Of these he picked out a
cameo valued at $12.50, but he seemed to think
the price too high and endeavored to get the
price reduced. At about that time an errand boy
called to Mr. Baer and when the latter again
turned around to wait upon the negro both he
and the cameo ring had disappeared. Mr. Baer
notified the police. On the following Saturday
evening the man returned and approached the
young lady clerk, who endeavored to detain him
until Mr. Baer, who was at that moment waiting
upon another customer, would be at leisure and
have him arrested. But the negro, becoming sus-
picious, again escaped. Upon information given
the police the negro was eventually caught, but
when Mr. Baer was called to the station house
he could not positively identify the man as the
one who stole the ring from his store and re-
quested that he be again taken to his place of
business. Immediately upon entering the door-
way the negro removed his cap and began twirl-
ing it in his hand, a trick which had impressed
itself upon Mr. Baer at the time of his first visit.
When this fact was brought out to him the negro
confessed and told where lie had pawned the ring
for $1.50 and where he had disposed of others.
He was then charged with four additional cases
of larceny.
A. D. Prince, of R. Harris & Co., 400 Seventh

Street, N. W., spent the greater part of the past
month at Atlantic City, at which place he usually
spends several weeks at this season of the year.

Hume H. West, better known to the ponce of
Washington and other large cities as "Lieutenant
Commander Henry Knowlson, U. S. Navy," has
been turned over to the local authorities to stand
trial for passing worthless checks in return
for which he received from a local brokerage con-
cern U. S. Government bonds to the value of
$3200, and from Galt & Bro., jewelers, no
Pennsylvania Avenue, N. W., a three-stone dia-
mond ring valued at $550. West was captured
in Baltimore after a chase through all the large
eastern cities.

Charles Gordon, colored, formerly a porter in
the employ of the Shaw & Brown Co., 1110 F
Street, N. W., was given a sentence of two years
and then placed on probation, following his trial
for having stolen from that firm silverware and
jewelry to the value of Woo. Upon his arrest
the porter acknowledged that he had systematically
robbed the firm for several years.

In response to the numerous letters of protest
received by the Secretary of the Navy against the
acceptance by the Navy Department of the silver
service to be presented by the citizens of the
State of Utah to the new battleship which will
bear that name, the service having engraved there-
on a portrait of Brigham Young and a picture of
the Mormon Tabernacle at Salt Lake City, Utah,
and other portrayals of Mormonism, which seem
to be offensive to American women, the following
statement has been made : "The cost of the silver
service presented to a battleship by the State
after which it is named is usually defrayed by a
State appropriation or by popular subscription,
and for this reason the department has consistent-
ly refused to interfere with or attempt to dictate
the inscriptions or engravings to be placed there-
on. The design of the silver service for the
Utah is a matter in which the people of that State
are directly interested and it is the opinion of the
department that it would be injudicious and in-
advisable to raise any question in connection with
the design to be placed thereon."

The Washingon Chamber of Commerce last
month sent out invitations to its jeweler members
to bid on a Harris & Harrington clock which is
listed at $350. This clock is to be presented to

Ex-President Gude, of the Chamber, in apprecia-
tion of the excellent work done by him during
his past term of office.
The local council of the United Commercial

Travelers of America, at a recent meeting, ap-
pointed a committee to co-operate with the Wash-
ington Chamber of Commerce and similar or-
ganizations in the effort to advance the wholesale
trade in this city. It seems to be the desire of the
merchants here to obtain for the city a large
number of light manufacturing plants and whole-
sale houses, thereby making it more of a com-
mercial city.
At the March meeting of the Retail Merchants'

Association the chairman of the credit bureau
committee reported progress in the formation of
the bureau and stated that a detailed report
would be submitted in April. The matter of the
establishment by the Government of a parcels
post was also brought up for discussion, but no
definite action taken. The chairman of the mem-
bership committee reported that a goodly number
of representative jewelers had enrolled in the as-
sociation and that an effort would be made to
greatly increase the number.

Retail Jewelers' Association of the

District of Columbia

The Retail Jewelers' Association of the District
of Columbia held its regular monthly meeting
(March) in the rooms of the Washington
Chamber of Commerce, 1202 F Street, N. W.,
with President A. 0. Hutterly presiding.
The secretary read a letter from a large clock

manufacturing concern advising that a suit had
been entered against a western department store
who were selling their products at a cut price in
violation of a contract entered into between the
manufacturers and all retailers handling their
clocks and which is also in violation of their
patent rights. The concern also advised that im-
mediate steps would be taken against any and all
persons who supplied this store to prevent a re-
currence of the above-mentioned matter and also
for their violation of the manufacturers' rights.
Upon motion made it was agreed that a letter be
sent to the manufacturers in question, stating
that the association was fully in accord with
their efforts to prohibit price-cutting and that they
would aid them in so far as is in their power.
S. Mitchell entered a complaint to the effect

that an employee of the Government, located at
the Navy Yard, was peddling jewelry regardless
of the fact that he had been notified by the asso-
ciation to cease doing so. This request will again
be sent him and if he fails to comply the Secre-
tary of the Navy will have his attention brought
to the matter. The association is somewhat loath
to take any measures liable to jeopardize any
man's position, but are fully determined to mini-
mize as much as possible the competition they
meet by reason of these peddlers.
M. H. Fearnow made further suggestions in

regard to the issuance by the association of a
"dead beat" list which is to be compiled from
individual lists sumbitted by the members and a
copy of the whole supplied to each.

President Hutterly announced that G. D. Par-
sons would shortly give a lecture on "Escape-
ments," illustrating same with drawings and sug-
gested that the members invite their employees
and all trade workers known to them to attend
the lecture.
There being no further business to be trans-

acted the meeting proper was declared adjourned.
During the social conversation which followed

adjournment some very good stories were told
in regard to thieves, their methods, etc., all being
from actual experience. Mr. Saks, of the Saks
Optical Co., gave a brief account of the loss he
recently suffered, and Milton Baer told of the
manner used by a negro to steal a ring from him.
The "Short Change Game" and the "Pennyweight
Game" all came in for their share of the dis-
cussion.
The following were among those present:

Andrew 0. Hutterly, Julius H. Duehring, Ben
Greenberg, William J. Kettler, William H. Oringe,
S. Mitchell, M. H. Fearnow, J. R. Fearno, Milton
Baer, William Nordhoff, Charles A. Schwartz,
Isidor Saks and Joe Baum.
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THE ORIGINAL
NON —LEAKABLE

MODRES FOUNTAIN PE
Hits the Bulls eye

every time

The aim of every dealer is to stock such goods as he can readily tur
n into good profit.

II_ 

Moore Pens not only bring good profit but afford a basis upon which the dealer 
can build up a

substantial fountain pen trade. Their many selling features place them in a class by themselves.

41 Take for instance the tightly fitting screw cap—a positive safeguard against the com
mon

nuisance of leaking.
Most fountain pens require shaking to start the ink flow, but the construction o

f the Moore is

such that the pen point is always moist and ready to write with the first stroke. No
 joints to get out

of order --easiest pen to fill —a free and even flow day in and day out.

III Somebody in your town is eventually going to stock these pens if they haven't already. A
re you going to be

that somebody?
ADAMS, CUSHING & FOSTER, 168 Devonshire St., Boston, Mass.

Selling Agents for AMERICAN FOUNTAIN PEN CO.

Leather Fobs
Lapel and Regular
London Tan, Black

Patent Calf
WINE BROWN

GREENArr
L, 
Leather is of finest im-
portedported stock with finished

edges done by special process
machinery. We own the only
machine of its kind in the
country able to do this work.
Buttons of all lodges in country
furnished with lapel strap, also
imitation stone and plain
chased buttons. Regular fobs
are of varied assortment—all
good, live sellers. 41, Profit
makers to retail for 25 and 50
cents. A sample fob sent
FREE to any reputable dealer
in the country that is interested
in a good live selling propo-
sition. We do not want curiosity
seekers. ti Ask your Jobber
to see our line or write us and
we will put you in touch with
one that carries our complete
fob line.

Trade supplied with Fobs,
Straps and Buckles.

H. J. Collis Mfg. Co.
FOB SPECIALISTS

TAUNTON, MASS.

ORIGINATORS OF JEWELRY FINISHES

For 32 years we have specialized as

Electro Platers and Colorers
and cater to the MANUFACTURERS and JOBBERS.

MANUFACTURERS will find here a most complete

coloring plant suitably equipped for turning out high-

grade work at a cost consistent with the quality of the

work desired.
We will experiment and get up new finishes for the MANUFAC-

TURER with the view towards producing a line of original

finishes that will make his line good, live sellers.

We are at the JOBBER'S call to refinish his badly worn and mis-

handled jewelry, restoring it to its original state. Inventory time

must have revealed a lot of goods that we can finish as good as

new. Send them to us now.
We will also restore badly worn jewelry to its original condition
for the RETAILER.
To the RETAILER we offer a chance to turn over apparently

unsalable jewelry.
Let's hear from you, MR. MANUFACTURER, MR. JOBBER,

MR. RETAILER.

CORRESPONDENCE SOLICITED 

 1.1

THE,
A. S. INGRAHAM COMPANY
  OFFICE AND WORKS  

ATTLEBORO :: MASSACHUSETTS

A pril, 191 T H E
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[here has been seasonable quietude in the

, dry trade of this section during the past few

eks. Dealers always expect more or less dull-

's at this season of the year, but this yea
r

re has really been more business than was an-

, ipated. All along the line you hear the same

,ry, that there has been a gradual improve-

nt over conditions of last year, and that both

volume and the quality of business has ex-

tied expectations. expectations. In some lines of trade

I re has been some complaint of slow collections,

d merchants say that money is not really plenti-

I, although almost everyone appears to have

ady employment, and the difficulty is generally

ributed to the high cost of living which con-

Ines all the workingman's wages and leaves

In but little for luxuries. The cramped finan-

t al condition for some reason has not yet 
ex-

tended to either jewelry or optical business, and

it is not now probable that it will, as renewed

activity will undoubtedly come with the appear-

ance of spring.
Most all the local stores are fairly busy with

desirable patronage, and repair work is unusu-

ally active. Diamonds and precious stones are

selling in fair numbers, and all high class goods

have been in splendid demand. A material ad-

vance is expected in diamonds, especially perfect

stones during the coming summer. The supply

is reported to be unusually low, and rough gems

both in this country and in Amsterdam have been

greatly curtailed in production. Cut glass and

fancy chinaware have been moving slowly, but

there is nothing abnormal in the situation, con-

sidering the season of the year.

Optical dealers and opticians report unusually

satisfactory conditions at the present time. One

prominent optician said, "I am doing almost

double the business I did a year ago. Conditions

are fine, and I see nothing to worry about for the

future." This feeling is general all along the

line from manufacturer to dealer.
Albert Kummer, head watchmaker at the Judd-

Gross Company store, on Summit street, is build-

ing a handsome new home which he will occupy

within a short time. It is located in a desirable

residence section on Heston street. He expects

to take possession about the first of April.
The J. J. Freeman Company reports a splendid

business in many lines. Trade is fully up to ex-

pectations. High grade goods and cut glass are

moving readily and the financial atmosphere ap-

pears to be clear.
Charles Burris, a Marion jeweler, has filed a

petition in bankruptcy in the Federal courts.

Liabilities are said to amount to $21,480, with

assets of approximately $21,000.
J. B. Osthaus, representing the Joseph Noter-

man Company, of Cincinnati, was a business vis-

itor in the city this week. He bears an expert

reputation on the subject of gems, and is well

known all over the country as a speaker before

organizations upon these subjects, which he

handles from a technical standpoint. "Diamonds

will make a price-advance of 20 per cent. this

summer," said he. "There is a marked scarcity

of perfect stones on the market. The supply of

rough diamonds at Amsterdam is exceptionally

low,"
"We have done so much more business," said

A. J. Heeson, "that we do not notice any dull-

ness, although the time for the dull season is

here. All kinds of goods are moving in splendid

shape, and we find no cause for complaint in any

way."
On March 1st a man entered the jewelry sto

re

of B. Wingerter, at Akron, and while the pro-

prietor was in the rear of the room snatched a

tray of diamonds valued at $10,000 from the show

window and made a successful getaway. The

theft was committed about noon, the thief run-

ning down Main street, one of the principal thor-

oughfares of the city.
Fred Snyder, head of the china department at

the J. J. Freeman store, is at Toledo Hospital,
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where he has been confined for some weeks. Mr.

Snyder has been compelled to undergo two oper-

ations as a result of difficulty arising from an

operation for appendicitis performed several
years ago. At present he is apparently on the

road to recovery, and his many local friends hope

that this may prove to be the end of his troubles

along that line.
I. Monte Silverberg has accepted an interest

in the retail jewelry store of I. Kopelman & Co.,

at 308 Summit street, and will in the future take

an active part in the conduct of the business.
Mr. Silverberg was formerly with Isenberg Bros.,

and is well known to the local trade. In speak-

ing of the matter Mr. Kopelman said: "The pur-

pose of the change in the business was to infuse

some young blood into it. The business will be

conducted along the same lines as heretofore,

and no further changes will be made at this time."

Arthur A. Fox, who for fourteen years has been

associated with the Kopelman. store, has severed

his connection and is now selling automobile

tires for Davies Automobile Company.

Mr. Kretchman, formerly of Cincinnati, has

accepted a position in the jewelry manufacturing

department of the J. J. Freeman Company. He

has assumed his new duties with the company.

Mrs. Bope, of Van Wert, Ohio, has returned

to her home after a few days' visit at the home

of Elias Gross, of the Judd-Gross Company.

Mrs. Bope is an aunt of Mrs. Gross.
Reno S. Freeman, head of the optical depart-

ment at the J. J. Freeman Company store, has

returned from an extended Eastern trip. Phila-

delphia and New York were among the points

visited. Incidentally Mr. Freeman attended the

big jewelers' banquet at Philadelphia on February

25th.
N. E. Hascall, of the J. J. Freeman Co., will

leave within a few days for an extended foreign

buying trip. Accompanied by his wife he will

sail for Europe on the steamer George Washing-

ton on March 30th. The first points visited will

be Bremen, Antwerp and Amsterdam for dia-

monds. A visit will then be made to the china

district of Germany, to Vienna for fancy and art

goods, and to the great watch center at Geneva.

Paris and London will also be visited. Mr.

Hascall will place orders for fall goods in all

these lines.
The regular meeting of the Toledo Optometric

Society was held on March 6th with but a light

attendance. Another meeting will be held on

March 20th, at which time the business session

will be preceded by a banquet. An interesting

programme has been prepared for the occasion.

Heretofore meetings have been held twice each

month since the organization of the society. Plans

are on foot to hold monthly meetings instead.

Roy L. Toner, 1019 City Park avenue, Toledo,

has a valid claim for house rent against un-

known parties as well as other grievances. Dur-

ing a several weeks' absence from their home

thieves took their time to relieve the place of

everything of value. Evidently about two weeks

were required to complete the job, during which

time they slept in the house and cooked their own

meals. A well-stocked pantry was depleted and

every bed in the house had been occupied. A

gold clock, two pins, two rings, a watch fob and

various other property were taken. They left

no clue behind them.
Fortune smiled recently on James Mitchel, of

Cleveland, who has been detained at the county

jail at Steubenville, Ohio, under an indictment

charging him with grand larceny in connection

with the $15,000 diamond robbery of the Spies

Jewelry Store. As a result of worry Mr. Spies

succumbed to death, thus causing a lack of evi-

dence which will enable Mitchel to escape trial on

the charge. He will be turned over to the Pitts-

burg authorities for trial for robbing the Me-

chanics National Bank at McKeesport. Mrs.

Mitchel, who in an effort to aid her husband to

escape jail, is said to have passed him a number

of saws, will be tried at Steubenville.

0. L. Altenberg, formerly of Saginaw, Mich
.,

has accepted a prominent position with the L.

Beckman Optical Company, of Toledo, where he

will have charge of the optical department. 
He

was for seven years in charge of the optical

department of the Stultz Jewelry Co., at Sagi-

naw. Mr. Altenberg is very prominent in opt
ical

circles, having been president of the Saginaw

Valley Optical Society and being now a member
of the Michigan State Board of Examiners. He
will remove his family to Toledo at once and will
assume his new duties with the Beckman Com-

pany on March zoth. C. W. Dean, formerly con-

nected with the Beckman concern, has severed his

connection with the company. Plans for his fu-

ture have not yet been announced.
The Grey Optical Company, located in the

Nicholas building on the Madison avenue front,

reports a splendid growth and unusual activity

at this time. "Our business has practically

doubled what it was last year," said Mr. Grey.

"We find the demand for our goods constantly

increasing and conditions generally highly satis-

factory."

Western Clock Mfg. Co. Granted Tem-

porary Injunction Against Depart-
ment Store

Our readers will recall the suit instituted in the

United States Circuit Court of Chicago by the
Western Clock Manufacturing Company, La
Salle, Ill., against "The Fair," a department store

of that city. The suit was the outcome of an ad-

vertisement which "The Fair" inserted in several
Chicago newspapers, offering to sell "Big Ben"

alarm clocks at $1..79. The complainant asked

for a restraining order against "The Fair," en-

joining further advertising of this kind.
The suit came before Judge C. C. Kohlsaat on

March 7th, and a temporary injunction was
granted the complainant company in the follow-

ing decision of the Court:

"Complainant's motion for a preliminary in-

junction herein having been set for hearing this

day by order of court and said motion coming

on to be heard upon the verified bill of com-

plaint herein and exhibits thereto, the affidavit

of G. A. LeRoy and exhibits thereto, and the affi-

davits of R. 0. Warner, A. A. Craig, George W.

Weatherby, E. J. Wonn and Albert W. Fischer,

and it appearing to the Court that in accordance

with the order made herein on February 20, 1911,

complainant's moving papers were duly served

on defendant on February 21, WTI, on motion of

solicitors for complainant and due consideration

by the Court, the Court grants complainant's

said motion for a preliminary injunction.
"It is thereupon ordered that until the further

order of the Court, the defendant, 'The Fair,' its

officers, agents, attorneys, servants, clerks, sales-

men and workmen, be and the same hereby, each

and all, are enjoined and restrained from directly

or indirectly using or causing to be used, selling

or causing to be sold, advertising or offering for

sale the 'Big Ben' clock of complainant, and that

a writ of injunction issue accordingly."

This decision is another victory for the policy

of price maintenance and will be very gratifying

to the trade.

Silver Dearer Than Gold

The sale of the collection of old English silver

of the late Joseph Dixon was begun at Christie's,

in London, March 54th, and huge prices were

obtained. No. 89 on the catalogue, "The Black-

smith's Cup," a Commonwealth cup eleven and a

half inches high and weighing thirty ounces two

pennyweights, with the London hall-mark 1655

and the arms of the Blacksmiths Company,

brought the highest price of the day, £4100, or

$20,500. A Charles I. steeple cup and cover,

entirely gilt, seventeen inches high, dated 1615-19,

fetched the next best price, £2550, or $12,750.

A James I. steeple cup and cover, entirely gilt,

nineteen inches high, London hall-mark 16to,

fetched x750, Or $875o.
A Commonwealth porringer two and a half

inches high, four and a half inches in diameter

and weighing six ounces nine nennyweights sold

at ii6o shillings, or $390 an ounce; a James I.

bell salt cellar weighing eleven ounces four penny
-

weights, sold for 410 shillings, or $102.50 an

ounce ; a Charles II. goblet six inches high, dated

1664 and weighing seven ounces seventeen penny-

weights, brought the same rate, and a Charles I.

circular sweetmeat dish six and a quarter inches

in diameter and weighing four ounces nine penny
-

weights sold for 430 shillings, or $107.50 per

ounce.



614

2.52.52_92.52525-8525252525E5

BUY IN CINCINNATI
25252E2_5 252_92.52.52.5252525 52525-25?_5252.5-d52.52_5252SEEZS252.525

We Miller Jewelry Co.
LEADERS IN

OVIASONIC JEWELRY

First in the Field. First in Design. First in Quality

and Finish. We make an especially strong line.

We are also prepared to fill all your orders for special

designs. It Send for Memorandum Selection.

Lion Building • • Cincinnati, Ohio

ALBERT BROTHERS
COMPLETE OUTFITTERS

FOR JEWELERS

WHEN IN TOWN VISIT OUR SALESROOM

GET THE HABIT OF USING OUR CATALOGUE

It is the standard of all buying guides. We'll send

you one for the asking.

Merchants Building : : Cincinnati, Ohio
West 6th, between Vine and Race

JOS. NOTERMAN & CO.

DIAMONDS

OVIanufacturing Jewelers
Makers of Fine Jewelry

Diamonds Recut

CINCINNATI OHIO

THE DORST COMPANY

Special Manufacturing Jewelers

for the Retail Trade

OUR SPECIALTIES

Diamond Mountings, Jewelry, Case-Repairing,

Emblem Goods, Jewels, Medals, Badges, Class

Pins, Engraving and Enameling

Lion Building Long Main
2c516Phone Cincinnati, 0.

L.5252SES2S25252.525252SP_52-CP—C2-CP_S252_5252
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A. J, THOMA, President JEROME THOMA, Secretary

FRED THOMA, Vice-President CARL A. THOMA, Ass't Secy

THE THOMA BROS. CO.
ESTABLISHED 1868 :: INCORPORATED 1909

IMPORTERS AND JOBBERS OF

Jewelers' Tools and Supplies
Watches, Chains, Fobs, Lockets,

Bracelets, Mesh Bags, Etc.

14-16 E. Fourth Street Cincinnati, Ohio

George A. Klein

0
I.

8
A

Eugene A. Frommeyer Edward M. Klein

KLEIN BROS. CO.
Wholesale Jewelers

WATCHES, DIAMONDS and JEWELRY

GOLD and GOLD FILLED JEWELRY

AND NOVELTIES

0 0

L 14-16 E. 4th Street : Cincinnati, Ohio L

Boylan Building
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DAD AND THE BOYS

If either of these
111..gentlemen doer
not call on you, send
for our new Catalog
and you will find
what you want at
the right prices.

Richter &
Phillips

The Leaders

N.W. Cor. 5th
and Vine Sts.

CINCINNATI, OHIO

L. GUTMANN & SONS
DIAMONDS, WATCHES

and JEWELRY

  WHOLESALE ONLY  
We carry the very latest and best of everything in Gold

and Gold Filled Jewelry. Our ettocks are always complete

and we guarantee Quick Service.

WHOLESALE ONLY

Traction Building Cincinnati, Ohio

5252.525252-520.5252-92.52SESES2SPSA
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Cincinnati

past month in Cincinnati trade circles has

IR' sprinkled with a few quiet periods, but taking

tk four weeks as a whol
e the aggregate amount

of '',isiness done was very satisfactory. The sales

the month among manufacturers, wholesal
ers

al, retailers alike were in excess of those of last

iii .th and surpassed the sales for the corr
espond-

in. month in 1910. This shows a he
althy growth.

he manufacturers ard, and have been b
usy,

al' of the salesmen being on the road, 
and in

,t cases very favorable reports are comin
g in.

season is opening up well, and a spirit of op-

ti:. ism prevails. The jobbers have generally
 no

e,' 'plaint to make, although an individual firm

Ii and there comes out with a kick. The

le lure is the large number of small orders
 which

ce le steadily in. The collections have been very

s;'. 's factory. The local retailers fared well duri
ng

th, month, the spring-like weather during se
veral

iveeks doing much to stimulate the trade. The

c'civentions held in the Queen City attracted many

St 1.ttigers, and this also had its effect on the re
tail

e

Nlitch interest was created by the trial of

( 

hrl.te

a s Rosen and Morris Levin, who were con-

led on the charge of conspiracy to conceal

their assets in their petition in bankruptcy in

b.

ecem er, Igo). Judge Hollister sentenced them 

a of 18 months in the penitentiary at

Leavenworth, Kans. The men will endeavor to

get out on a $25oo bond each, pending the out-

cone 
irst conviction a 
o o motion for a new trial. This is the

term

i  in a case of this kind in Cin-a

On March 14th, after an illness of ten days,

Benjamin Schneider suffered a stroke of

apoplexy and died a short time afterwards at his

home on Madison Pike. Mr. Schneider was 62

years old and came from Germany when a boy.

At 15 years of age he started to learn the jewelry

trade, in which he continued to the time of his

death. For years he conducted a retail store at

1411 Vine Street and was considered an expert
(,11 diamonds. He is survived by his widow and
seven children.
On March 7th William C. Spies, a jeweler and

(iptician of Steubenville, Ohio, died at his home.
Ile is survived by his wife, three daughters and
(me son. For thirty-five years he had been en-

gaged in the jewelry and optical business, and it
was not until several months ago, when his store
'vas robbed of diamonds valued at $1o,000, that
his health began to fail. Worry over the loss
is said to have hastened his death.

Sixteen diamonds valued at $3000 were stolen
from the show window of B. Wingerter's jewelry
st9re, in Akron, Ohio, on February 28th by two

thieves in a well-laid plot. One asked Wingerter
sell him a clock hand, which he went after in

1 1.e rear of the store. While he was gone one
y t the men took a tray of diamonds and started
or the door when Mr. Wingerter saw him. Both

.'f the men made good their escape and nothing
lois since been heard from them. The case is now
in the hands of the police.
On February 27th the retail store of J. M. Plaut,

90 West Fifth Street, had an attempted robbery.

yrus Little, of Hagerstown, Md., who said that

be was without food, could not resist the tempta-

tion to break the window, reach in his hand and

take the jewelry which was within easy reach.

While reaching he was arrested by detectives who

chanced to be there. The valuables were returned
..nd Cyrus was taken to the police station.

N. L. Singlestein, St. Paul, Minn.; Dan

\yanuio and Harry Klein, Los Angeles, Cal., and
(!eorge Wilson, Aberdeen, S. Dak., were in Cin-

innati about a week in connection with the trial

'‘f Charles Rosen and Morris Levin.

Burton Fox, of the Fox Bros. Co., left for

c.tirope the first week in March.

Wallace Miller, of the Miller Jewelry Co., has
ii:aetvuorrnaebdfromhissouthern trip and reports a veryie 

outlook. 

Aaron Plaut, of the A. & J. Plant Co., has re-

timed from a pleasure trip to Kansas City, Kans.,

where‘ayabuthoewtawso kvisiting his daughter. He was•t,i

_Mr. Sonnenberg, of Northfork, W. Va., was in
t,incinnati purchasing supplies during the month.
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He is going to open a drug store in connectio
n

with his jewelry store.

Byron R. Hathaway, of the E. & J. Swiga
rt

Co., who was laid up with a touch of typhoid for

the last three weeks, has again returned to w
ork.

James K. Bingamen, of the Bingamen Jewelry

Co., has returned from West Baden, where he

spent a short vacation.
Mr. and Mrs. Frank Herschede and Walter

Herschede have returned from Palm Beach, where

they spent a few weeks.
Henry A. Peck, of the Wallenstein, Mayer &

Co., has returned to his duties after an illnes
s

of several weeks.
James Nevin, diamond setter, has enlarged his

quarters and made other improvements in his

establishment in the Harrison Building.
L. R. Poe, formerly with J. N. Neth, of Eaton,

Ohio, was in Cincinnati during the latter part of

the month purchasing supplies and stock for his

new store which he is about to open in Lewis-

burg, Ohio.
G. W. Siefried, Fifth Street, has made an ad-

dition to his place, making it about twice the

former size. He now has a large smelting room,

An addition to the working force was also made.

A committee has been appointed from among

the jewelry trade by the Cincinnati Chamber of

Commerce to look after subscriptions for the

China famine fund.
Thieves entered the home of Edward Fox, of

the Lindenberg & Fox Co., and stole jewelry

valued at $275.
John C. Dallar, Jr., of the Clemens-Oskamp

Co., had to finish up the trip of Charles Gebhart,

who was taken sick while on the road.
The marriage of Joseph Kenkel to Miss Clara

Albers took place on the 21st of February.

Directly after the ceremony the couple went to

Indianapolis for a few days' visit, and from there

they went to New Orleans, where they witnessed

the Mardi Gras festival.
E. E. Mosiman and W. D. Mason, Bluffton,

Ind., stopped off in Cincinnati on their return

from Florida, where they had spent a short vaca-

tion. They did their spring purchasing while here.

George H. Link, a local retailer, has just per-

fected his eight-day, switch-operating clock, and

he expects to have it on the market in April some

time. With this clock electric lights in show

windows, stores, signs, flat buildings, etc., can be

turned on and off without interfering with the

general lighting system. A man having this

clock in his store can rest assured that the

lights will be turned off automatically at what-

ever time he sets the clock.
The Thoma Bros. Jewelry Co. have leased the

fourth floor of the Schmidtlapp Building on

Fourth Street and will move into these quarters

some time in April. The new location is about

twice the size of the old and has the added ad-

vantage of being very well lighted.
On March 17th Nest No. 2 of the Noble Order

of Ku-Ku's held their monthly meeting at the

North Turner Hall. After a short business ses-
sion the members retired to the bowling alleys,
where a Dutch lunch awaited them. Several match

games were rolled and a general good time was

enjoyed by all.
The H. & S. Gilsey Co. are conducting an auc-

tion sale of their entire retail stock. They are

going to retire from the retail business entirely

and will hereafter conduct a wholesale business

only. The present quarters will be vacated as

soon as a suitable location can be found.
The beautiful store of the Loring Andrews

Company, on Fourth Street, sometimes called the

Tiffany's of the West, is to be vacated. At a

meeting of the directors held on March 13th it

was decided to sell the stock of the company and

end the corporation. This decision was reached

because of the refusal of the directors to pay

the increased rental asked by another company

that has just secured a 20-year lease on the prop-

erty. Loring Andrews & Company was organized

about sixteen years ago and the present Loring

Andrews Company was incorporated in tgo3. Its

lease on the building will expire on the 1st of

June.
The E. & J. Swigart Co., Cincinnati, Ohio, have

just issued their new catalogue which, in its com-

prehensiveness and simplicity of arrangement will

be a great help to jewelers, watchmakers and

opticians. In appearance the catalogue is most

attractive, displaying not only careful and pains-

taking diligence in its preparation, but also excel
-

lent taste in selection of paper for setting of
f

illustrations to best advantage. It has many dis-

tinctive features in keeping with the progressive

Policy of this house. For instance, the ready ref-

erence on the cover will be found an extremel
y

convenient innovation. Watchmakers will also

find the arrangement of pages 223 and 224, show
-

ing numbers, widths and strengths of mainsprings

etremely simple and yet comprehensive and ac-

curate for repair work in duplicating old springs.

It is the only general supply catalogue which shows

boxes, cards, tags and trays in five colors, whic
h

will be a great help to the jeweler in making 
a

selection. The optical section is well classified

and so simply arranged that with it the beginner,

as well as the experienced optician, can readily

make up any kind of an order for optical goods.

The 0. N. G. Club is composed of eighteen

young lady employees of The Oskamp Notting

Co. The object of the club is the promotion of

good fellowship among the employees and to pro-

vide pleasant social times. This is accomplished

by each member of the club taking a turn as

hostess for the regular monthly meetings. All

club meetings are held at the homes of the mem-

bers, the hostess providing the refreshments and

programme for the social session. The business

session is devoted to the discussion of current

events, which is very interesting and instructive.

The work of the club is divided into three de-

partments, the study of English literature, music

and domestic science, all under the direction of the

president, Miss Myrle Rhonemus. The club dues

are 16 cents per month and these are used to give

each member a bouquet of flowers on birthdays

and to provide funds for two open meetings a

year for members and friends, at which refresh-

ments are served and a good programme is ar-

ranged from the talent in the club. The open

meetings are held in the parlors of the Palace

Hotel. Plans were made to give a popular con-

cert in April, the programme to be made up of

talent in the club, under the supervision of the

president, Miss Myrle Rhonemus. Miss Ruth

Taylor will be the next hostess.
The following retail trade visited the whole-

salers in Cincinnati during the month : Charles H.

Blume, Marietta; J. A. Worrell, Jr., Washington,

C. H.; W. T. Burnham, Rising Sun, Ind.; A. M.

Stamm, Williamsburg; C. H. Creighton, Frank-

lin; A. Newsalt, Dayton ; J. M. Kimmel, El

Dorado; W. N. Rigdon, Ohio City; Ben Har-

witz, Mt. Hope, W. Va.; J. M. Lapinsky, Welsch,

W. Va.; Wm. A. Metzger, Lexington, Ky.; J. N.

Calvert, Russelville; Carl Zoellner, Portsmouth ;

C. H. Mann, Williamstown ; V. G. Mann, DeMoss-

ville, Ky.; J. H. Noyes, Osgood, Ind., and Jacob

Wendel, Piqua.

Newark, N. J.

On March 1st the gold and platinum findings

manufacturing concern known for many years

to the trade as Arthur Marson, Inc., changed its

name to that of Weigand Sr Co. Mr. Marson

has not been connected with the concern for sev-

eral years, and the change in name was made on

account of the individuality which Mr. Frank

Weigand, vice-president and treasurer, has put

into the business. The officers and managemen
t

of the company will continue the same as for th
e

past four years, and the present location at 11
2'

Arlington street, Newark, will be retained.

The new four-story Long & Koch building, at

126-128 South street, Newark, just off Mulberr
y

street, is now completed and will be occupied b
y

the solid gold jewelry manufacturing concerns

of Ehrlich & Sinnock, Sinnock & Sherrill,
 and

Long & Koch Co. The top floor will be occupie
d

by the Lowres Optical Co. This building is de-

tached, and on that account the companies o
ccu-

pying it will enjoy an unobstructed light fro
m all

four sides of the building.
A. J. Parker, of the Osmum-Parker Mfg

. Co.,

returned the latter part of March from a 
month's

trip through the Middle West.
Sinnock & Sherrill will move to larger qu

arters

on South Street about the middle of thi
s month

from their present location, 46 Green Street.
Wm. Bal, the trunk manufacturer, left the

early part of March for a ten days' trip to
 the

Bermudas.
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San Francisco
A circular sent broadcast by the San Franciscopolice department last July asking for the appre-hension of Aaron G. Rehfeld, traveling salesmanon Post street, resulted in his capture at Winni-peg, Canada. Rehfeld left Forestier on July 7,two, with diamonds aggregating $20,000 in value.ostensibly to open a pawnshop in Bakersfield.Rehfeld has not been heard from since, and al-though Detectives John Sullivan and Louis Drol-lette worked unceasingly on the case, no trace ofhim could be found. Forestier postponed swear-ing out a warrant for the arrest of his employeeuntil July 28th, when he appeared before JudgeConlan and secured the instrument, charging em-bezzlement. The theft of the diamonds createda big sensation in business circles, and everyeffort to locate Rehfeld was made by the dia-mond firm.
James Gilbert, clerk in a Washington streetjewelry store in the heart of the business center,was beaten into an insensible condition at mid-day February 14th and the store robbed of jew-elry and precious stones of considerable value.The robbers escaped. Gilbert had charge of thestore when two men entered, while the propri-etor was at lunch. One of them asked to beshown some cuff buttons, and as Gilbert turnedto get the goods he was struck upon the headand knocked insensible. The robbers then hur-riedly helped themselves to stones and jewelryand departed. The proprietor of the jewelrystore estimates his loss at $4000.
E. V. Saunders, of the well-known wholesalejewelry firm of A. I. Hall & Son, left for abusiness trip in the Northern States on March1st, expecting to be away for two or three weeks.
Peter Engle, the enterprising jeweler of Marys-ville, was seen buying in the local wholesalehouses last month.
Clark Spence spent a very enjoyable timeamong the Elks of Marysville last month.
Geo. P. Martin spent a week in town searchingthrough the different wholesale stocks for snappyand up-to-date goods to fill up the holes in hisstock.
Arthur J. Prouty, one of the enterprising jew-elers in Napa, made a hurried business call onWednesday. March 1st, returning to his hometown by boat.
Andy Armer, one of the partners of the well-known firm of Lehrberger, Armer & Co., left fora business trip for the East. Mr. Armer expectsto create some surprise with the many attractivegoods he intends buying while East.
Clyde Shonefelt, one of the city salesmen ofM. Schussler & Co., surprised his many friendsby announcing his marriage to Miss Irene Tal-mer on February 15th. The young couple arespending a very pleasant honeymoon in theSouth, and on their return will reside in SanFrancisco.
Walter A. Green, of the firm of Carrau &Green, recently returned from one of his numer-ous European trips. Mr. Green was seen show-ing some very fine stones among the local re-tailers here.
R. A. Kettle, vice-president of the AmericanWaltham Watch Company, visited the local job-bers on February 2d. Mr. Kettle left for theSouth to visit the jobbers in that section of thecountry.
G. Heitkemner, of Klamath Falls, Oregon, soldout his interests to R. C. Spink.
R. K. Lake, of Yreka, reports business verygood in his section of the country.
M. Citvon & Co. have opened a very attractivenew store on Twelfth street, Oakland. Mr.Huegenin, formerly of Hammersmith & Co., willbe employed as watchmaker for the company.
C. H. Tibbits, vice-president of the Interna-tional Silver Co., paid a visit to the coast re-cently.
Harry Larter, of the well-known firm of Larter& Sons, paid a visit to their local representative,A. I. Hall & Son.
Amos Howard, one of the oldest jewelers inthe State, died in Oroville recently. Mr. Howardlocated a jewelry store in Marysville in 1869.He is survived by his son, A. E. Howard, whoformerly conducted a jewelry store in Merced.

KEYSTONE

G. D. Munson and wife, manager of factory"P" of the International Silver Co., spent a twoweeks' vacation in California.
L.W. Cheny, the Filmore street jeweler, movedto his new spacious quarters in the Flood build-ing recently,.
On the morning of March Toth a disastrousfire occurred in the Russ building, 245 Mont-gomery street. Two of the jewelers, A. Lazerousand Charles Luebe, were completely burnt out.We are glad to report that 0. Blounkquits es-caped without any serious loss. The fire lossamounts to $30,000, the entire building beingalmost entirely destroyed.
A pair of scissors falling from a shelf droppedinto the left eye of George Conklin, of Alameda,on March loth, destroying the sight of the leftoptic and possibly destroying the sight in theright eye as well. Conklin, who was married buta few months ago, was lying on a lounge in thesewing room of his home at 2128 Clinton avenue,Mrs. Conklin working over a sewing machinenearby. She had just been using the scissors.Conklin was reading and the .sharp point burieditself in the eyeball. Dr. W. B. Stephens, aspecialist, assisted by Drs. W. 0. Smith and G.P. Reynolds, have charge of the case. Conklinis a jeweler in business in San Francisco.

Baltimore
Two new manufacturing jewelry shops haveopened in this city within the past few weeks.Messrs. Max D. Paul and Joseph Green, as. partners, are now located at 827 East BaltimoreStreet, and A. Rodin, at 628 Light Street. M. D.Paul was formerly located at 519 CatherineStreet, Philadelphia, while Mr. Green was in busi-ness at 129 South Seventh Street, of the same city.They will make a specialty of electroplating andgilding. Mr. Rodin is well known in New YorkCity by reason of his connection with the tradethere, having been for many years in the employof Stern Bros. & Co. He will specialize on goldand platinum settings.
Mrs. Jennie Epstein, 73 years of age, the motherof Jacob Epstein, proprietor of the BaltimoreBargain House, passed away at her home, 1630McCullough Street, early last month. Mrs. Ep-stein has been ill for some time and recently suf-fered a relapse, followed by the fatal attack ofpneumonia. She was considered one of the mostcharitable of Baltimore women, was well knownfor her little kindnesses and the sympathy of allare with those who are left behind. Burialtook place in the Aitz Chaujim cemetery.
The local police have sent out "lookouts" in theeffort to obtain information as to the where-abouts of the two men who recently robbed thestore of William F. Plitsch, 526 West FranklinStreet. A man approached Mr. Plitsch and re-quested to be shown some rings suitable for en-gagement presents and a tray was accordinglybrought him for his inspection. Another man wasstanding in the doorway of the store but noth-ing was thought of that fact. Upon catching theeye of man number one, this latter man waved hishand toward Paca Street and thereupon enteredthe store, joining the first man in looking overthe tray. With a cry "I'll take the whole case ofthem" the would-be customer suited the actionto his words and ran toward the door. Mr.Plisch grabbed his coat sleeve but the second mangot in the way. An argument followed, with theresult that both men made good their escape.A policeman standing within half a block of thestore was notified and he, with several others,immediately gave chase, but to no avail.

J. S. Kreeger has bought the jewelry and op-tical business formerly conducted by J. H. Sidesat Chestertown, Md. Mr. Sides has gone into theautomobile business.
The finding of jewelry in this city, identified asa part of the stock stolen from the store of D.Buchanan & Son, 124 Granby Street, Norfolk,Va., led to the discovery that John Turner andJerome Walker, both colored, who were ac-credited with having pulled off the job, were inthe Baltimore jail finishing a thirty days' sen-tence for another offense. Immediately upon theconclusion of their enforced stay here they were

April, 191 I

rearrested and held to await the arrival of theNorfolk police. The goods stolen from theBuchanan store consisted of a number of diamondearrings and watches.
Oscar Samuels, covering Virgina and theCarolinas for J. Engle & Co., met with a painfulthough not serious injury which forced him tocut his present southern trip short. Mr. Samuels,while running to catch a car in Norfolk, Va.,slipped and fell.
Jerome W. Schirm, formerly at 211 West Lex-ington Street, is now located at 33 West Lexing-ton Street, in a store which more nearly fills therequirements of his business. The building inwhich the new store is located was but recentlyerected and is nearer the center of the shoppingdistrict. Mr. Schirm is making various changesand alterations with a view to having a first-class,up-to-date store in every respect.
The Baltimore Bargain House has awarded thecontract for the building of its new home andwork will be commenced at an early date. It willbe erected at the corner of Baltimore and LibertyStreets, extending back to Garrett Street. Thebuilding will contain 240,000 square feet of floorspace, having a frontage of too feet on BaltimoreStreet. It will be twelve stories high.
The S. T. Little Company, of Cumberland, Md.,recently held their annual meeting and election ofofficers to serve for the ensuing year, at thesame time declaring a dividend of 6 per cent.Under the present management the firm has hada most successful year. The following were allre-elected: Robert W. Little, P. G. Seaver, JohnG. Lynn, Jr., A. C. Weber, J. W. Thomas, RobertMcDonald and C. G. Smith.

Providence and the Attleboros
• 

(Continued from page 609)

Horton-Angel Relief Association held its an-nual meeting and banquet last month. The fol-lowing officers were elected for the ensuing year:President, Joseph Heywood; Vice-President,Herbert Brown ; Secretary, John Hickey; Treas-urer, Henry Novack. The banquet was a greatsuccess and was dignified by the presence of themembers of the firm.
The Gorham Mfg. Co. has completed an ar-tistic tablet which will be placed in BancroftHall, at Annapolis, Md. The tablet weighs 1500pounds.
Mr. and Mrs. James E. Blake, of Attleboro,are the guests of Mr. and Mrs. Charles Fuller,of Pawtucket, on their yacht which is sailingin Southern waters.
Walter Duncan, the New York City represen-tative of S. 0. Bigney & Co., of Attleboro, re-cently visited the factory.
James A. Aldrich, for thirty-seven years withE. I. Franklin & Co., of North Attleboro, diedlast month after a lingering illness. The de-ceased was a veteran of the Civil War and askilled stone-setter.
The annual mid-winter banquet of the NewEngland Manufacturing Jewelers' and Silver-smiths' Association is about to be held as wego to press. George Woodward Wickersham,Attorney General of the United States; Prof.William P. Shepherd, Professor of History ofColumbia University, and former CongressmanJ. Adam Bede, of Minnesota, will be the princi-pal speakers. The affair will be held in InfantryHall, as usual, the date being Saturday evening,April 1st. The usual reception will be held from6 to 6.3o o'clock, and at the latter hour the din-ner will be served in the main hall. This willbe arranged on practically the same plan as wasthe Taft dinner of a year ago, with the speakers'table on a raised platform at the middle of theeast side of the hall .rid the tables for the mem-bers and guests in small groups. The hall willbe specially decorated after a new and elaboratecolor scheme. Among the special guests of theassociation will be Governor Aram J. Pothier.Mayor Henry Fletcher, the Rhode Island Sen-ators and Representatives in Congress, WilliamT. Gough, nresident of the 24-Karat Club of NewYork City; Henry W. Hahn, president of theChicago Jewelers' Association, and James S.Blake, president of the Boston Jewelers' Club.
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KEYSTONE
Solid Gold Watch Cases

HE consumer is waking up
these days looking into
and beyond the goods for
fixed values and unimpeach-
able standards.

It is asked of every merchant—what
are his ideals of integrity?
There never has been a time when
it was better worth while to feature
goods that the public knows and trusts.
Every man and woman in this
country knows the Keystone Solid
Gold Watch Cases.
Turn this confidence to your own advantage.
Show watches in your window—and make
it known that your solid cases are backed by
the Keystone Trade-Mark.

TRAOE-MARK IN BACK
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San Francisco
.\ irciiInr sent broadcast by the San Fr:1nel-

Police tli•partnient last Jitly askint.i for thy appre
!tension of Aaroll I■c1ifc1(1, 1ra%. lii

strccl, resulted in his capture at
peg, Campla. 1:elliseld left For, -tier Jilly 7,
Iwo. \\dill diamonds aggregating 

VailletiiihIy 

,

1•• iinii :I p:1\1.1111“11 iii Ital:erstield.
1:e1ifeld has not keen ard from since. and al-
though I John Stith \ and uk Drol-
tette \\ orked iinceasinly on Ilic traCe
him lie found. Forestier po,dpont..1 ar
iug. null I. NI:arrant for Ille arrest of his cliiployct.
titilil _July JIIi, \\then he appeared hi'fore Judge

and secured the instrument, charging tin
hc7/1.111.111. lic llilt of 1 tn Iiitiiiik Creatc.I
a Ii g !edition in business circles, iiid every
effort to locate I■elifeld \\di, maile hy tIn• ilia-
nii,m1
Jaunts Gilhert. clerk in a \\T;1.-.11111c,loil

jcWcIrY 111 1 In Ilial I of the business center,
\vas beaten into an inseiHilile condition at mid
day It hillary I 11 11 alid Ille 4̀ 1,,t.c robbed I e\v-
elry and iii- tn t ii of considerable :due.
.1 he rolihers escaped. Gilbert had charge of the
store \\then two men till rrt I. \vhilc ibi

NVaS :it lillich. 1 11,.
hi'tii 'int' cull 1,111 :111.1 ;i I i11,.•11 turned

It) ;4,1 f Iii k It k% rlIcl; 111,01 he liya.1
iiii 1:11.41<c(1 111.11 hur-
riedly helped thenisel\ I ,. siii and .icxn•IrY
and driGtricd. Tlit• ,prict. ■■1 thc \velry
store itsinnati.•s lits loss ;It I`Ittnt).

F.. V. Saunders, iif ille ((ell 1;1 1,,wil
jewelry firm of .\. I. h1111 N: Son, left for a
linsiness trip in the North, Fit ''l;tlt'' ii Nlarch
ist. 1., hi. ;may for Iwo or three weeks.
Peter High-, the enterprising jeweler of Nlarys-

\ 1.1i■ ii44 ill lilt' loC.1 1 t‘
ilttlik" at 111.01111.
(-lark Spelicc Spcill Vcry clijoyaldc line

Ilk' \lay\ s \ ille last month.
Geo. P. :\lartin spent a \vt-ebt in town searching

through the ,Iiiferent \vholesale stocks for snappy
and lip to Wile goods 10 1111 ii t the ii l. in his
st,ick.
Arthur J Prolity, rine of the enterprising je\y-

ilers in Napa, imple a hurried I n ;is,ness cal! oil
\Vednesibly Nlarch 1st, returning to his home
In in 1

Anti!' l'Illcr, one of the partners of the
kiiwii 

 w
ilrm tI Lehrlierger. Antler & Co., left for

a 1,11,.iii, ss trip F1.l. r\I rincr cxlicets
II) crt stow stirpri,:c v■ thc ni:iny attractive
goods he intends litt■ing while Fast.

lvde Shonefelt, one of the city sal, sin, ti
Schtissler & Co., surprised his many friends

liy announcing his marriage to 'Miss Irene Tal-
tiler n Febrilary 1511i. The young couple are
spending a very pleasant honeymoon in the
South, and on then- return 1\ ill reside in San
Francisco.

\\'alter A. Green, of the firm of Carrati &
Green, recently r, turned from one of his numer-
ous Nuropean trips. Mr. Green \\ IIS Secil
int; Somc very line stones among the local re-
tailers here.
R. A. 1,:ettle, vice president 
'  
: 

. .. i
of the .\merican

\\r"11111"1\VIIch  vistud the local jolt-,
ners 

,
vont:11-y 21. 

. 
1<ettle left for the

South to visit the jobbers ill that section of the
country.
G. I leitk, nuter. of Klamath Falls. Oregon, siild 

111 ,grabbed Ins coat sleeve luit the second maniitit his inter, sts to R. C. Spink.
got in the way. An art.:in-tient followed, N1.ith theR. K. 1.:11<e, of Yr., I;a, reports business very result that boll] men made gond their escape,glIod ill the enillitt'■'.

ieeimtn Winding NVitil in hal f a block of the
ri1I"11 11II" 01',11(q 1 fl VrrY alt 1.11CCIVe store was imtified and he, with several others,Ticw slorc "1.\Vc1ClI1 Slrect. I/aid:111d. I\ Tr, immediately gave chase, but to no avail.I Inegeniti, formerly of I lamini-rsinith ,t(t: Go., will J. S. Kreeger has hought the iewelry and op-tic employed as watclumtker for the company. tical business ft-innerly conductrA by J. IT. SidesC. 11. Tilibits, vice-president of the !inertia- at Chestertoxyn, Mtl. Mr. Sides lias gone into theIi itl Silver Co.. paid a visit to the cast automobile business.

cently.
The finding- of jewelry in this city, identified asHarry T.rtiter, of the \\-e11-1:no\yn tirm lf Lacier a part Of the stock stolen from the store of D.& Sons, paid a visit to their local representative, Buchanan & Son, 121 Granhy Street, 1Norfolk..k. T. Hall & Son. Va., led to the discovery that John Turner andAmiis Howard, rine of the oldest ji-x\-elers in J,rome Wallcer, both colored, who \vere ac-the State, lilt 1 in Oroville recently. Mr. Howard credited with haying pulled Off the job, were inlocated a jewelry store in :\Itirys\ ille itt SIll, the 'Baltimore jail finishing a thirty days' sen-ile is sitryi\ ed by his son, A. F. Howard, vlto tencc for another offense. Immediately upon theformerly conducted a jewelry store in Aferced, conclusion of their ell fOrCerl stay here they \\Tre

G. 1). Alunson and \yife, manager of factory
- 1'" of the International Silver Co., spent a two
,vt'el:s; vacation ill California.

the Filmore street jetweb. Y. 111oVe11
1.1 his lleW SpaCloilS quarters ill the Flood

recently,.
On thy morning of March roil' a disastrous

itre occurred in the 1:iiss building, 245 Mont-
gonter■ street. Two id the jewelers, A. Lazerotis
mid I liarles Litchi', were ciimpletely burnt mit.
NV i• are ;_i lad I rt port that (I). 111oulti:ittlitS Cs-

ally scriollS 1055. The lire loss
111,,,111 1 I s I $3,I,/,/),), the (tiitire building being
almost entirely destroyed.
A pair of scissors falling frill shelf dropped

into the left eve of George Conklin. cif \
■■11 kitch loth, destroying the sight of the left
optic and possibly (Iestroying; the sight in the
right eye as well. \\Ito was married but
it few months ago. \vas I\ ing It 1 lounge in the
sewing roorli iJ hiS hoille at 2128 I hiitton avenue,
...Mrs. Conklin \vitt-king over a sewing- machine
nearby. She hail just been using the scissors.
Coiddin \vas reading and the sharp point buried
itself in the eyeball. 1)r, NV. I 1. Stephens, a
specialist, assisted by 1)rs. \\'. 0. Smith and G.
P. 1:evnolds, have charge of the case. (Thul\-lin
Is a jeweler in business in San FIranciseo,

Baltimore
Two rieW 111:11111facturing je\velry shops have

opened in this city \vithin the past few weeks.
l\l('ssrs. Max 1). Paul and ,Iiiseph Green, as
partners, tire Iocaled it 8.27 1-.1;IS1 Italtinlore
Street, toid at (48 Light Street. 1\1, 1).
P:1111 V:Is fornlerly located 111 510 (-IallerirIC
Street, Philadelphia, While Nit-. Green was in busi-
ness at 1.20 Stttit Sevcill 11 Street, of the same city.
They \vitt make a specialty of electroplating- and

ti I'. is \yell icti ivtt ll New Yorl:
City by r, ati of his connection \vith the trade
I ere, ltt\-ing 1 'it for many year; in ilic einpl,ty
of Si, Co. 1Ie Will SIRTiali/c on gold
told platinum settings.
Mrs. Jennie Flusteiti, 7,3 , ars of age, the mother

If Jacob 1.1)steili, proprietor (tit' the Baltimore
Bargain Douse, passed atwri\- at her home, 16,30

carly last 111[1111 11. 'Aft's. Fp-
Slcill has 1.cell ill for some time and recently suf-
fered a relapse, followed by the fatal attack of
pneumonia. She Was Collidered 011C of the most
charitable of Baltimore xyomen, \yas -well known
for her little kindnesses and the sympathy of all
are \x-ith those who are left behind. Burial

place itt the \ itz Chaujim cemetery.
The local police have sent out "lool;ctitts" itl the

effort to obtain information as to the where-
at...tits of the two \\Ito recently robbed the
store of NN'illiam F. Plitsch, :126 NVest Frattklitl
Street. A Mall approached Mr. Plitsch and re-

to lie shown some rings suitable for en-
gagement presents and a tray was accordingly
brought him for his inspection. Nnother man was
standing. ill Ille (1001-lVay of the store but with-
ing 111o11....1111' of that fact. 1-pon catching the
eye of man number one. this latter man waved his
hand toward rata Street and thereupon entered
the store, iiiining the lirst 111;111 ill looking over
the tray. With a cry "Ill take the whole case of
them" the \vittild-he customer suited the action
to his words ancl raft toward the door. Mr,

rearrested and held to a\vait the arrival
Norfolk police. The goods stolen front
'Indianan store consisted of a number of dial
carriligS and watclks.

Iscar Samuels, \ ering Virgina at,
Carolinas for J. & t \v itt, a
though not serious injury w Inch freel I
C111 IliS prcScill trip short. Mr. S,,i
\\Ante running to catch a car in Norfolk,
slipped and fell.
Jerome NV. Schirin, formerly at 21 1 NV,---1

ington Street, IN 11,,\V 1,4:aft(' Nt 3,3 \Vc,t
ton Street, in a store \\Mich more nearly lit
\rt..tfi ilt,jlt -e t l( 

leo'
iiiilri'.1its st iIf‘i e

erected :mil 15 lair the centt r of the di
district. :NI r, Sehirm is nialdng \
and alterations ith a view to ilavit I
t111-1.0-(1m. store in every respect.
The Baltimore Bargain House has at,

contract for the building- of its new Ito
work vIhi lie commenced at an early date.
he erected at the corner of Baltimore and
Streets, extending back to Garrett Street
huilding \\ contain 2 tooloit square feet of
space, ha \ ing a frontage of 100 fl .11
Street It \\ ill he twelve stories high.
The S. T, Little Clltlatty, I I I C01111K.1-11111.l..

recently held their annual meeting and elect",
ollIcers to serve for the ensuing year. at
same (jute declaring- a dividend of 6 per i
Under the present management the firm ha -
a most success ful year. The follo \ving cl ,
re-elected: \V. Little, P G. Sea \ er, I
G. Lynn, Jr., A. NV(.1)(1-, I. \V. •111..m.,-.. 1.
Mci)owild (;

Providence and the Attiehoros

!orlon - A tigel 1.■t lief Association !will its
1111:11 Meeting ;111.1 I Oitl Ill III St 1110111 It, 'Hie
1,0\ 1111.; 011111CerS WCre elected for the ensuinit \
Pre,ident, Joseph Heywood: Vice Presidi
I lerbert Brown Secretary, ,Tohn 1 fickyy: Tr,
urer. Henry Novack. The hampiet was a
success and (vas dignilied by the presence of
members of the limn,
The Gorham 1\1 fg. Co. has completed ail

tistie tablet which will be placed ill Itanci
I lOil, at Annapolis, The tablet \\-eiHts
pounds.
Mr. and Mrs. .Tarnes E. Blake, of Attie',

are the guests of Mr. and 'Airs. Charles Fit:
of T'nwtticl:et, on their yacht NVIliCli iS
ill Southern xyaters.
Walter Duncan. the New York City repre•sl .

tative of S. 0. Iligney & Co., of Attleboro,cently visited the factory.
James A.. Aldrich, for thirty-seven years wi•

E. Franklin & Co., of North Attlehora, di,
last month after a lingering illness. The d
ceased was 0 veteran of the Civil War and
skilled stone-setter.
The annnal mid-winter banquet of the N,

England Manufacturing Jewelers' and Sil \
smiths' Association is about to he held as
gn to press. George \Vondward Wickersha•
Attorney General of the United States; Pr,
William P. Shepherd, Professor of History
Columbia Tiniversitv. and former Congressm
j. Adam Hole, of Niiimcsnia, \OH he the min,
pal speakers. The affair Nvill be held in Infant,
T loll, as usual, the date being- Saturday evenint
April 1st. The usual reception \vill he held fro!
6 to 6.30 o'clock, and at the latter hour the (lit
ner will be served in the main hall. This w•
be arranged cm practically the same plan as w:
the Taft dinner of a year ago. with the speaker
table on a raison 1 platform at the middle of III
east side of the hall and the tables for the men.
hers and guests in small groups. The hall wi
be specially decr•rated after a new and elaborat,
color scheme. 1.mong, the special guests of th,
association will he Governor Aram T. Pnthier
Mayor Henry Flotcher. the Rhode Island Sell
ntors and Represtntatives in Congress, Willinn
1'. Gough, nresiden of the 21-1<arat Club of Nest
York City: I Ten n/ \V. T-Tail n. president of tin
Chicago Jewelers' Association, and James S
Blake, president of \he Boston .Towelers' Club.
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KEYSTONE
Solid Gold Watch Cases

HE consumer is waking up
these days looking into
and beyond the goods for
fixed values and unimpeach-
able standards.

It is asked of every merchant-what
are his ideals of integrity?
There never has been a time when
it was better worth while to feature
goods that the public knows and trusts.
Every man and woman in this
country knows the Keystone Solid
Gold Watch Cases.
Turn this confidence to your own advantage.
Show watches in your window-and make
it known that your solid cases are backed by
the Keystone Trade-Mark.
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OW much benefit
you reap from the
Keystone advertising

depends on how you keep
your stock of Keystone
Solid Gold and "Crescent"
and "Jas. Boss" Gold-Filled
Watch Cases before your public
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Y far the greater number of men and 

women who buy gold

watches choose a gold-filled case.

Gold-filled means two layers of solid gold stiffened 
with a

layer of metal alloy between. It makes a firmer case than solid

gold, and it costs much less.
If the two plates of gold are heavy 

enough they will wear for many years. But 
you

see the temptation to irresponsible 
manufacturers to roll the gold layers to a mere film

and increase the center layer of base metal.

What is worse, the maker of the shoddy 
filled case can stamp it " Guaranteed for

20 years " or " Guaranteed for 25 years," 
and there is no law to prevent him.

A good many jewelers buy and sell by 
the guarantee.

Remember when you buy your watch to inquire 
about the case. Remember, also,

that the guarantee stamp is no safe guide.
Fortunately, there is a way you can protect 

yourself—a way you can be absolutely

sure of value. Demand a filled case 
made by the people who make the finest 

solid

gold cases in the world. That means a " Crescent Filled Case " or 
a " Jas. Boss

Filled Case "— both made by the 
Keystone people, who produce the Keystone

Solid Gold Watch Cases,
If you want to be doubly sure, don't trust 

your memory—cut these trade-marks out

of the magazine and take them with you to 
the jeweler.

These marks are standard with the fine 
jewelry trade, and have been for so years.
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Reg.U.S.Pat.Off. Reg.U.S.Pat.Off. Reg.U.S.Pat.Off.

THE KEYSTONE WATCH CASE 
COMPANY

Established 1853 
PHILADELPHIA

This is a reproduction of the Keystone 
Announcement to the consumer which will appear in

all the leading magazines for May 1911, 
and reach Thirty Million readers
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"CRESCENT"
and "JAS. BOSS"
Gold-Filled Watch Cases

N selling Gold-Filled Watch
Cases, every jeweler must make
Up his own mind whether he
will live for the present only
or build for the future by bid-

ding for the confidence and good
will of his community.
By hooking up with "Crescent" and
"Jas. Boss" Gold-Filled Watch Cases
he can share in the reputation and
prestige that these goods have
earned with the watch owners of
this country. He can never do it by
featuring ordinary goods.

MADE

"CRESCENT" GOLD-FILLED

:0■1■•
• •■•

..-•••14•■ •

AA
TRADE MARK

"JAS. BOSS" GOLD-FILLED

The KEYSTONE WATCH CASE COMPANY
ESTABLISHED 1853

PHILADELPHIA
CHICAGONEW YORK SAN FRANCISCO
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Indianapolis

T H E

ity dircelor■ fcr ft(t (-Iiimit(.s tlie tiffint-

-f Indianapolis to be 235.341), a gain of

%%lib iIi .tiii1t1t based (fil the

of names in thy wto dirtctor■..
Stat (s C( 1'l1 for Pito ga Indianapolis

.-.11111..il (.1 233.03.1. 111 r(latifin to the

statt's census, ligilres it i: stated in the

Hn 01 the city direch ,ry that 1 iieccs-

, gtt\.ertiment fintst (.11force rigid 9:stric -

t!' c(alstis TIlis volume, therefore,

thonsand 1111111c..-1 that were “Init

'tint I r Indianapolis

s in this city N% it 11 residence at “ther

hut all int( Ill- rind pitriiiise: cititens

1 ikiil i the new additions just

k 1 the city boundaries loit ttctive in the

t -ss and sttci:d lif(• of the ctorummity.

.1(1(...s the names of se( cral thousand IRAN.

's NN renittt(d to Indianapolis since

.1111_,(•■•( n tfl

NI. Craft and Carl V. \\•;t11:-. t(v.1 prominent

members of the tradk . hat c been appfinip 
i t

the 
-Ihia Chili, promimmt si.sial and political

:1' Indianapolis.

'Warn iV lttoikkc.t.per for ftdlViii 
IIh r

;Hwy, fool; \ m..ation to 1<iti1sits last month

.1 1.01g111 he 11:01 !..eleCtel :t tittle for rec

:I, but judging from the amonnt I void:

he IS "%ellen a pi..r devil of

k1 •eepta. can strike a dull season for a 
bit

KEYSTONE

i.vatches that they carried off. The next night a

call ■vas made at the store of Reuben hi. Kelso.

1520 North Illinois street. Here the glass in the

jr,int ski n\ \yllitItiNv \vas smashed and gtcttls. ii

chiding three Nvatches :tined at ..;•,(fa \‘..

No tine say(' the robber, find the theft (N as not

disettv( red iiiitil thy store was opened the ti

l11 l•I

e

i)th expert burp,lars a careful se

lection of valuable hair goods in thy sttfre (if

Herman IXin/ly, 27 North Illinois stret.t. and

escaped «ith ;',4.25,o in money and :::,;35(» in stock.
stiiit,trenids)bitlrus. \ ‘st1(..it1.1:1„ \(\ifs

opening illto the je«elry shirc to reach the 
Il.iir

store. but li.. fotind no traces of attempted

entrance through his NN.indot\ l'he police Cold

many points of res( itiltlanee het (t een the wt trk

f ft' these hurglars and those \(. Ili. gained ail ell-

int.. the Cat 11, .1jc ,,f

Pr, tillers. on South Illinois street. last I )(loiter.

he fki,Ct I VCS were given orders to leave no

sit ow tint urinal in hunting doNvii the bitrizlar:

%vitt, are :supposed to be the same gang; 
Who 11111e

rail-. ill
tit i' IA inter.

Falward I. KappeleT, 338 Indiana 
aN•entie, has

changed the arraii:.ienient iut. his stf fre Pstures,

added pew wall ca,es and other(A- ise greatly int

proNed the interior of his store.

Charles Nlayer & •celebrated their animal

"Violet !fay- Nlareli nth. The china and ;trt«are

11. ,,,r 'was fragrant ir"in the perfume ■.1 .tomotf

Vi■ 111.01111(T ■,f the ■ ming wtonen

rest.- ...lerti.s were charmingly attired in NN line gt,M1,,

I,: I ''',"i t I.,"".'1""'Y t'l",'rt i1, 1..1,11v l'usi"csi'i nn picturesque stra‘v hats, trimmed ill I i.di t:. and

.,! oroer piatinfun xvorK, \VIIlle 111C 

•

Cill'"111 carried hasl:ets of the sNveet scented 
blooms. •I•(.:t

l'11"1111'ss 1."Illi""t's I" 1-2, ''''''``' l'il•P:". ca" NN.as served to a throng (ff N•isitorst N\ Ilttsts ,Y,-s

• th. Neer(' feasted upon Ille bealllii111 
display of hand

;filed St alt s Rctirt t - l'■“ 1•14 tills some art goods IA hilt. m usic jr.,111 a harp and

,''" ,(11:irtr"",'I t ."f violin filled the air with ntelody.

..timpto Is. anti slit tp ( 't• foliagiltn% f ons _
I.:ents the retail districts of Indianapolis

• 'lite liidittna congressman explains that
l
I

i 
t.f the principal teachings of the mitotic 1.'111̀ `'

at a it (1„flid„,1 r. 1:iefer & Nlas

nt ft sunieffmt for sa 'vat:0 ot. Now. llish- 3. \\,.. schnoL, and \\.. A.

hart d and t 1• 1 )..11:11.:1111e \ Vere 
to7 stn.Lt,

Ill'''. 
puctiVc 
 \v"iclics• ti.fins -ire desirable the result vvill lie that these

IL"" gr" 
I tilt 
 i" '"Y "id Ilish"p • • .1 ..s v( ill stildet a part of their space tather

tarand. as he proutld) consulted his 
timepiece. It ̀ `` '

11,11 /onaglitie. 

than mt.\ e.
1 I hilt gf„„1 vv(„.1„ mi„(.," replied Charles 1 1. Dyer, of the :Nils and Crafts 

Shop,

.\1110111.,bile lrlltlV 
,c,;01 fin Nlassaclitisetts :1( bas been aNvarded the

llul-Il1 a „.()lld,..r f id display contract. for 17; class hir 1,11,e pipe, mil.

at the Nlannal I raining I 11411

handsome and artistic silver trophies of th-e •

sinn\ •eil a splondid it, of sik er seNfit.:11 to•rties Ito• his l'itropean 
tours during theTh, Motto- Vehicle •••(•1""'1 l."(11"""1":1''• N1r. Oyer has hooked

coming, stminier. .N 11 that is necessary to catch

- :old Irtilthics won hv racing 
pilots of national

. -. and the Nlarmon salesrooms. 
were decorated 'h.', ".,1 •1;a T̀,IIng , f\ it" Is ,I" I';''''•""-; .c"""•rst.l'il

.ir cars.
th cups and trophies \von by the 

drivers of with Mr. Dyc.r s plans and to n
ear jinn i ieserlbe

the pleasures and advantages ill store for his

I Itinorable mention ‘N.:ts made by the judges t°11nsts.

NI:II-di-Gras Atilomobile T'afreant. Fehrti- . The Greater Indianapolis Industrial Agsffeia-

th th, of thy .Inckson tonring car 
entered by lion .has Prylertal:en a gigantic enterprise --the

loulding n 1 an 111,111.4 ml city adjiiininc,, Indian-

Internatitial Metal 'Polish Ciimpaile of thi'S

H,lied brass'. pink rei•iiis and impinierable elec.- 
that will add In iii -01,0on tc., domoo to the poptila-Th, car. which (vas trimmed in 

beautifully all°11s•. ':\ 1:1 rs.IIill is the ImIlle "1 the II1'w 1- .1IY

- lights. was one of the bright( st and most ti,".11. Ill."' 1,acit'flus II" will cluIll"Y °I." 
111.00"

cctive displays in the parade. -1•1-p:: blue rib- sKilled worKtrien: ay-pis of from $5.0nimi1ln tii

::.' i,c11,g'1'1111tnilit':C•111.1.:Y■-:.(1,11,1..1'h(l1:1■■;:l:illi;1111"1:1111(11(11:In'allt:111'1:1■11t)■::;iliriss111kminillp..a'1.('31;:ails'e' 
$((),8‘1):;°7‘1'1:1'Sl.,(6:7)11i)iLi:;(ill(IY:'1;;'il' il.,1:1\ii,14 11 \t‘ir.12:11(f:,'Iclrl I:1(r,,.IYin'il:'1,ilsi111:1111:1,11-1(t ...1:■ (2'1'-ilt•.:1;I:i 4lei

onoo its must he sold. It is a big with 1 taking

re: 1. II. Barnes. Greenfield; l'.111i1 Rossier,

' r1 insville ; Claud Howard. l'raril: 
fort ; II. 'I'. that the (mitre country IS watch

ing; private citi-

,ntn, Newrasfic ., A, :I, Ilick,.(1, N,.wcastie: TI. zens, bliginess men and manufact
urers have taken

1)avis. Pennville: Smith Sil■.f.r.,, Crothersvillei hold of the enternrtse and its success is alitio,t

iLtust Anderson, N. Salem; W. 
(I. Yonng. Tel- assort'. Among the bilsiness men 

who are vvork-

t-son N Me : T 1. M. Lee. Terre 1 lante; NValter A. 
mg with might and main for this great Civic

11irmail, Nowractle; T. \V, HtifIcem, For
tyitle; 1110V(.111,111. are J. F. Reagan. Charles Mayer 

:mil

it. Nlerriek, Plainfield; J. 0 Linz, 
Zionsville: Fir, Mayer.

I IT. Ntitter, Martinsville. 
1 brace A. Comstock \VIII reI•11°‘'e his jewelry

It \\amid licit have been necessary for J
oseph store from 48 East Was-hington street 10 ..it

ITead to 11SC a key to Q:111l. all el:trance into North 'Pennsylvania street Nlay 1st. For almost

p:welry store. Ill 17 Virginia avenue. On the thirty years. Comstock has been one 
of the hest

:to-0111g of Al:irch 7th. Sometime (hiring the known retail merchants Olt Washill°1..11 street.

:Phi. lieffire thieves had smashed a 
hole in the but with Ilie expiration of his lease on the 

old

;iss in one of his show windoxv.s large 
enough room he fl.cifled to follow the growing

. movement

''• llilll to w:Illc tlImIttli Pc"Itle liN'ili ff. ill tile to locate the retail stores on 
other streets. Ti,'

--tlls fixer tile store thonglit they.heard a 
noise new location is an admirable one in 

every restiect,

'•I'lllu the 1111-111t, hut no investigation was 
made. and. judging from the plans 

shown T11F. Icry-

. go0(1.5. cif value \yore left in Ihe 
window over sToxf: correspondent. the iieNv store is to b

e One

'.111.. 1•111(:ell (1(211111-s covaired the loss. but Mr. of the most n1tractiv.e in the city.

..11 1, a lot curions to know \\That his midnight 
The president of the Indian:mons 

Commercial

mirs thotight of tlie 541 dummy Ingersoll Club has appointed Joseph E. Reagan 
and Carl

917

1.. menilo..rs to' the CoMMit I v,. I In ,Nrrange-

mem.: .Vslier NV. (fray. of Gray. Cfribben &

IIII.,111,-,,..iii:,,t-.,11rolm fliNe,.(:■‘11111111tCt. on N1( mhership, and

member f.1 the Cit. ie. ImproNe-

I tat id S. Gribben, of the Man ot• flrav. 
Caibben

& recently had a nail-foe escape from (N hat

might 11:1(... been a serious accident. \\ Mile seated

at his (lest: a high tt infltoN, used for ventilation.

ill and strucl; him on the shotildk.r. N.f

If. flies \yen. broken 1,111 the ileS11 \\ as badly

I
I. (11'..11S. 1.1 the I. Grohs Jewelry I...min:my,

r(turned the first of hist month from a trip to

SI. 1...111: that was cut short If.■ \1r.

Lrolis %%as in the midst of a tine business when

Itu■t•1\1\11:*Tit1:-.1(4'.i'1.11111\t‘. 
it Ii

;i\\ 1‘1\l'i:•111•luagt.;I:

!mire.
Jacl: ttf the oldest and best Ion fx‘

Nvatchtual:ers in this city, has herr' 
0,11611,1 his

home for some time on accollill 
of all attack of

illness.
t ( a \ ..111114 jeNveler NOP, recent I).

came from France, Mier... he learm.fl his trade.

Iris talom it liosition the shop of NI:ix C.

I "I(11';g1rds announcing the death of Cary 
I I armon

1:;.1 1 11111: Nt-‘;‘Iscr-1('7 tll't;setlIllItil ,

NN•ell and fa vt 1:11o(Nal to the trade. lit o.

years he had been a great sufferer 
from cancer

of the stomach, and last Septem
ber submitted to

;I painful operation in an I.:astern hospital ii

Ill' of arresting the 1111`;1... illy, of

Mr. (*bold, 1111 Indianapolis trateling num.

had sold him jeNvelry for niaii■• years, said: 
he

(oily lit ind Cary ever carried \v.:is his name,

- I he Mel:name suited him ((a.,■.
better. 1.1(..er3.1tod■. in NIontifelier ;111.1 all the

traveling men 1:111.NN. and liked him."

Tra ycier, thc cionitr.t toxklis reported

trade as finiet hist month, dile to the fact that

the niads were Ilea( y ft o. the farmers to

come int., the toNVIls to do any trading. In a

number of instances. where long drives were

ii cessar■., tra\aders \vete ',bilged it, cult itt

1111• Ill.X1 ar.11111,l.

I ally one entertains ;illy (boilos 
;t11(int its being

springtime It him drop into 1.1/1 Gardner's shop

and listen to his talk about 
flies. ba n, cfc.

NVilliain Sell:114yr. recenil■. ((.ith Sam Sterchi.

:It Terre Ilium., Ind.. has return
ed to Indianapolis

and taken the 01 of \\ atC11111;11:et With John

1".111e, avrillie. NI. T. Camp

bell. who had been with Flak ftfr tuan■. ,N.ears,

pay.: ill, his trade to cm.tage in tile grocery busi

\Vol 1, direct f rt lcarning Ille (itch

1 rade in Gerinan■.. is located I\ ith Critter,

trade watch repairer ill the State Life building.

If. F. Critier has entered the employ of his

brother. 1.. Crit/er.
FA Johns. recently in the manuf;fettiritig busi-

ness vNitli Don I licl:man, ,ii Nlassachtisetts aye

inn% left last nitonli for permanent residence ill

Los Ani,i'des
Nil Kamp:. jeNvelcr with hitfit Ilicl<miiii. has an

notinced that on .Npril -,11-1 he will be inarricd

Miss Cora Nraple, Greenti..1d. Ind.. and leave

immediately for LoS .\11t4e1c,.. (2111., \1 here he will

engage in the retail jewelry 
business.

Nl. I 1. Douglas. representing the 
material de-

partment of 1 1:11,1\011-Mill( r had nit, road

business last month. NI. J. Itielier. manager of

the deffartment. is showing- a new imported Ixatch

display dev.ice that is meeting v(ith general ap-

proNal. The latest fieN‘.s from Nlts, Anna Gjii

land, so long connected Neill) this department, is
improvement. vN•hich

that she slicnvs mit.: slight

her many fri(nds in the trade 
hope Nx•ill continue.

.1. E. Reagan. manager of 
11:11,1Nvin-Nliller Com-

pany, and (-harks NV. 1.aner, 
of C. NV, Latter

& Co.. attended the 
convention of the National

NN•lioleside Jewelers* at Chicago last

111011111.
'rho Indiana T.f.an (Mice has opened a 10:111

.thiniw ow v isit ing during ‘vcc.k factory sites. T. make the einerpris cess

orrice and jevvelry store ill the room at the corner

Washington street and 1.:(intlicl:y avenne,

,111.11:11Y ltY the icNv(lry stor
e /ff.  M.

smitn. Nliller \Yin have charge of this 
store.

which is a branch of the 
Indianapolis t'ity loan

Company, owned by Louis Stras
litm.

(('mitiotted c,1i pagt. A19)
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"GRE S C E NT"
.and "JAS. BOSS"
Gold-Filled Watch Cases

N selling Gold -Filled Watch
Cases, every jeweler must make
up his own mind whether he
will live for the present only
or build for the future by bid-

ding for the confidence and good
will of his community.
By hOoking tip with "Crescent" and
"Jas. Boss" Gold-Filled Watch Cases
he can share in the reputation and
prestige that these goods have
earned with the watch owners of
this country. He can never do it by
featuring ordinary goods.
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Indianapolis ,

be city directory for 1911 estimates the popu-
41 of Indianapolis to be 255,340, a gain of
as compared with the estimate based on the
ber of names in the 1910 directory. The
ed States census for 1910 gave Indianapolis
opulation of 233,650. In relation to the
ed States census figures it is stated in the
Auction to the city directory that "of neces-
the government must enforce rigid restric-
, in census taking. This volume, therefore,
ents several thousand names that were omit-
in the census count for Indianapolis—em-
ers in this city with legal residence at other

; its, but to all intents and purposes citizens of
Ilanapolis, residents of the new additions just

ou.side of the city boundaries but active in the
l)t .mess and social life of the community. And
it Includes the names of several thousand new
cHzens who have removed to Indianapolis since
di.. count—seven months ago."

1:2. M. Craft and Carl F. Walk, two prominent
lug members of the trade, have been appointed
libers of the Membership Committee of the
umbia Club, a prominent social and political
of 

Espey, bookkeeper for Baldwin Miller
Indianapolis.

pany, took a vacation to Kansas last month.
lie thought he had selected a quiet time for rec-
reation, but judging from the amount of work
piled up he is wondering "when a poor devil of
a bookkeeper can strike a dull season for a bit
of a rest."
A. P. Craft Company report a fine business on

special order platinum work, while the emblem
I. ,r2- business continues to grow larger each

,nth.
United States Representative C. A. Korbly tells

the following story on Bishop Chartrand, of
Indianapolis, and Bishop O'Donaghue, of Louis-
ville: The Indiana congressman explains that
one of the principal teachings of the Catholic
Church is "faith and good works," that faith
alone is not sufficient for salvation. Now, Bish-

Chartrand and O'Donaghtie were talking one
\ about the merits of their respective watches.
have great faith in my watch," said Bishop

.ntrand, as he proudly consulted his timepiece.
\\ ell, I have good works in mine," replied
tishop O'Donaghue.
During Automobile Week, February 28th to
farch 4th, Indianapolis saw a wonderful display
handsome and artistic silver trophies of the
tor speedways. The National Motor Vehicle
inpany showed a splendid collection of silver

•ps and trophies won by racing pilots of national

, 

s and the Marmon salesrooms were decorated
ith cups and trophies won by the drivers of
ir, cars. 

Honorable mention was made by the judges
the Mardi-Gras Automobile Pageant, Febru-

I y 28th, of the Jackson touring car entered by
he International Metal Polish Company of this
ity. The car, which was trimmed in beautifully
■olished brass, pink roses and innumerable elec-
rIC lights, was one of the brightest and most
ffective displays in the parade. The blue rib-
on auto cream brass and metal polish made by
his company received much attention and praise
luring the week, when "the auto was king."
Among the visiting jewelers during the week
ere: I. H. Barnes, Greenfield; Emil Rossier,
1,1rtinsville; Claud Howard, Frankfort; H. T.

Coffin, Newcastle; A. J. Pickett, Newcastle; H.
A. Davis, Pennville; Smith Sayers, Crothersville;
August Anderson, N. Salem; W. G. Young. Jef-
fersonville; H. M. Lee, Terre Haute; Walter A.
['Unman, Newcastle; J. W. Hudson, Fortville;
"+. B. Merrick, Plainfield; J. 0. Lutz, Zionsville;
H. H. Nutter, Martinsville.
It would not have been necessary for Joseph

r. Head to use a key to gain an entrance into
'Is jewelry store, at 17 Virginia avenue, on the
Inorning of March 7th. Sometime during the
nizht before thieves had smashed a hole in the

in one of his show windows large enough
for him to walk through. People living in the
rooms over the store thought they heard a noise
during the night, but no investigation was made.
N.o goods of value were left in the window over
night. Fifteen dollars covered the loss, but Mr.
Head is a bit curious to know what his midnight
visitors thought of the six dummy Ingersoll
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watches that they carried off. The next night a
call was made at the store of Reuben E. Kelso,
1529 North Illinois street. Here the glass in the
front show window was smashed and goods, in-
cluding three watches valued at $60 were taken.
No one saw the robber, and the theft was not
discovered until the store was opened the next
morning.
March gth expert burglars made a careful se-

lection of valuable hair goods in the store of
Herman Kinzly, 27 North Illinois street, and
escaped with $250 in money and $3500 in stock.
Adjoining the hair store is the jewelry store of
Carl L. Rost, and the robbers passed windows
opening into the jewelry store to reach the hair
store, but Mr. Rost found no traces of attempted
entrance through his windows. The police find
many points of resemblance between the work
of these burglars and those who gained an en-
trance into the Catholic Supply House of Krieg
Brothers, on South Illinois street, last October.
The detectives were given orders to leave no
stone unturned in hunting down the burglars
who are supposed to be the same gang who have
made several raids in the retail business district
this winter.
Edward J. Kappeler, 338 Indiana avenue, has

changed the arrangement of his store fixtures,
added new wall cases and otherwise greatly im-
proved the interior of his store.

Charles Mayer & Co. celebrated their annual
"Violet Day" March gth. The china and artware
floor was fragrant from the perfume of 30,000
fresh violets. A number of the young women
clerks were charmingly attired in white gowns,
picturesque straw hats, trimmed in violets, and
carried baskets of the sweet-scented blooms. Tea
was served to a throng of visitors, whose eyes
were feasted upon the beautiful display of hand-
some art goods while music from a harp and
violin filled the air with melody.

Rents in the retail districts of Indianapolis
have been steadily increasing for several years.
The following jewelers have had their rents
doubled this year: F. L. Kiefer & Son, on Mas-
sachusetts avenue; J. W. Schmeltz and W. A.
Lorentz on South Illinois street. As these loca-
tions are desirable the result will be that these
jewelers will sublet a part of their space rather
than move.

Charles B. Dyer, of the Arts and Crafts Shop,
on Massachusetts avenue, has been awarded the
contract for 175 class pins for the June, Iglu,
graduating class at the Manual Training High
School of Indianapolis. Mr. Dyer has booked
several parties for his European tours during the
coming summer. All that is necessary to catch
the "traveling fever" is to become conversant
with Mr. Dyer's plans and to hear him describe
the pleasures and advantages in store for his
tourists.
The Greater Indianapolis Industrial Associa-

tion has undertaken a gigantic enterprise—the
building of an industrial city adjoining Indian-
apolis. Mars Hill is the name of the new city
that will add from 30,000 to 40.000 to the popula-
tion, new factories that will employ over to,000
skilled workmen; pay-rolls of from $5,000,000 to
$8,000.000 a year; new factory buildings costing
over $6,000,000. A large tract of land has been
obtained and plotted into business lots and free
factory sites. To make the enterprise a success
g000 lots must be sold. It is a big undertaking
that the entire country is watching; private citi-
zens, business men and manufacturers have taken
hold of the enterprise and its success is almost
assured. Among the business men who are work-
ing with might and main for this great civic
movement are J. E. Reagan, Charles Mayer and
Ferd Mayer.
Horace A. Comstock will remove his jewelry

store from 48 East Washington street to 44
North Pennsylvania street May 1st. For almost
thirty years Comstock has been one of the best
known retail merchants on Washington street,
but with the expiration of his lease on the old
room he decided to follow the growing movement
to locate the retail stores on other streets. The
new location is an admirable one in every respect,
and, judging from the plans shown THE KEY-
STONE correspondent, the new store is to be one
of the most attractive in the city.
The president of the Indianapolis Commercial

Club has appointed Joseph E. Reagan and Carl

L. Rost members of the Committee on Arrange-
ments; Asher W. Gray, of Gray, Gribben &
Gray, on the Committee on Membership, and
Fletcher M. Noe a member of the Civic Improve-
ment Commission.
David S. Gribben, of the firm of Gray, Gribben

&.Gray, recently had a narrow escape from what
might have been a serious accident. While seated
at his desk a high window, used for ventilation,
blew in and struck him on the shoulder. No
bones were broken but the flesh was badly
bruised.

I. Grohs, of the I. Grohs Jewelry Company,
returned the first of last month from a trip to
St. Louis that was cut short by illness. Mr.
Grohs was in the midst of a fine business when
he was seized with a violent attack of lumbago.
Returning home he was laid up for a week or
more.
Jack Rogers, one of the oldest and best known

watchmakers in this city, has been confined to his
home for some time on account of an attack of
illness.

Carl Gierke, a young jeweler who recently
came from France, where he learned his trade,
has taken .a position in the shop of Max C.
Lang.
Cards announcing the death of Cary Harmon

Cloud, of Montpelier, Ind., were received last
month by local jobbers. He was 47 years of age,
well and favorably known to the trade. For
years he had been a great sufferer from cancer
of the stomach, and last September submitted to
a painful operation in an Eastern hospital in
hopes of arresting the disease. In speaking of
Mr. Cloud, an Indianapolis traveling man, who
had sold him jewelry for many years, said: "The
only Cloud Cary ever carried was his name.
The nickname "Sunshine" suited him very much
better. Everybody in Montpelier and all the
traveling men knew and liked him."

Travelers through the country towns reported
trade as quiet last month, due to the fact that
the roads were too heavy for the farmers to
come into the towns to do any trading. In a
number of instances, where long drives were
necessary, travelers were obliged to cut out towns
until the next time around.
If any one entertains any doubts about its being

springtime let him drop into Ed Gardner's shop
and listen to his talk about flies, bait, etc.
William Schaeffer, recently with Sam Sterchi,

at Terre Haute, Ind., has returned to Indianapolis
and taken the position of watchmaker with John
C. Ertle, on Massachusetts avenue. M. T. Camp-
bell, who had been with Ertle for many years,
gave up his trade to engage in the grocery busi-
ness.

Milton Wolf, direct from learning the watch
trade in Germany, is located with L. Critzer,
trade watch repairer in the State Life building.

H. F. Critzer has also entered the employ of his
brother, L. Critzer.
Ed Johns, recently in the manufacturing busi-

ness with Don Hickman, on Massachusetts ave-
nue, left last month for permanent residence in

Los Angeles, Cal.
Ed Kamps, jeweler with Don Hickman, has an-

nounced that on April 5th he will be married to

Miss Cora Maple, of Greenfield, Ind., and leave

immediately for Los Angeles, Cal., where he will

engage in the retail jewelry business.
M. H. Douglas, representing the material de-

partment of Baldwin-Miller Co., had a fine road

business last month. M. J. Bieber, manager of

the department, is showing a new imported watch

display device that is meeting with general ap-

proval. The latest news from Mrs. Anna Gilli-

land, so long connected with this department, is

that she shows some slight improvement, which

her many friends in the trade hope will continue.

J. E. Reagan, manager of Baldwin-Miller Com-

pany, and Charles W. Lauer, Sr., of C. W. Lauer

& Co., attended the convention of the National

Wholesale Jewelers' Association at Chicago last

month.
The Indiana Loan Office has opened a loan

office and jewelry store in the room at the corner

of Washington street and Kentucky avenue,

formerly occupied by the jewelry store of F. M.

Smith. Ad Miller will have charge of this store,

which is a branch of the Indianapolis City Loan

Company, owned by Louis Strashun.

(Continued on page 619)
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Many Jewelers Make More Money Selling Pianos Than They Do With Their Regular Stock-in-Trade1:
 
Complete Line for Live Dealers; Manufactured by Separate Organizations
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Est'd 1885
Est'd 1873 Est'd 1868

Grand Pianos
Upright Pianos

Player-Pianos

Grand Pianos
Upright Pianos

Player-Pianos
WRITE FOR CATALOGUES

NATIONAL PIANO CO. :: BOSTON

Artistic Hand-Made Banquet Rings
SILVER, WITH OOLD ORNAMENTATION

RF.AL STONES OF ALL KINDS
IKKO MATSUMOTO, Manufacturing JewelerRoom 316 American Central Life Building, INDIANAPOLIS, IND.

Makers of the
Famous Blue Ribbon
Auto Cream, Brass
and Metal Polish

The 20th Century Silver Polish
BLUE RIBBON

SILVER POLISH in CREAMp. 

Highe.t Quality and Efficiency
Contains No Acids or Injurious Agents
Made expressly for use on finest Gold, Silver-ware, Cut Glass, etc.
Remarkable for Quick Action—Rich and Bril-liant Lustre—Lasting Finish,
A I so invaluable for Cleaning and Polishing Mir-rors, Windows, Marble, Porcelain, Nickel, Thi, etc.• 

Most Convenient and Attractive Package.Essential for High-class Trade.
inquire of you r Jobber or write us direct for sample.

International Metal Polish Co.
INDIANAPOLIS, IND.

Also Everything in the
Silver and Metal

Polish Line

High Grade Masonic Rings
Superior Quality of Enameling and Engraving

DROP US A LINE!

Prices Low

Quality the Best
Goods sent on

approval to
reliable jewelers

MAX C. LANG MANUFACTURING
JEWELER

Claypool Bldg., Indianapolis
SCrul us I trial package of repairs Fine Platinum special order work

TRADB MARE

On under side
of Middle Bar

WE want to send you a card tell-
ing about the value of carrying a

good assortment of WATCH KEYS
ESPECIALLY CLARK'S LOOP
WATCH KEYS. Cheapest and the
Best in the beginning and in the end.
A bit of history about WATCH

KEYS may open your eyes toward
further increasing trade.

So Drop Us a Line

Colmont Opera and Field Glasses
have been recognized by
Opticians who really wanted
a good article without pay-
ing too high a price.

With Cohnont Glasses you have
a Guarantee.

The name STANDS for
honesty and uniformity of
construction, fairness of price.
For your own advantage, investigate
the "COLMONT" line at your
jobber's.

SUSSFELD, LORSCH & CO.Catalogue upon application to any Jobber Importers 37-39 Maiden Lane, NEW YORK
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(Continued from page 617)

Harry Sebel was transferred from the road to
the house force of Baldwin-Miller Company the
first of the year. He has recently been placed
in full charge of the stock, and is proving him-
self a fine stockkeeper.
Max Lang, in the Claypool building, has gone

into the manufacturing of emblem rings on a
large scale.. He is well equipped for that line of
work, and is meeting with much success.
Eugene Wilson, Martinsville, Ind., has re-

modeled his store room and installed new furni-
ture and fixtures. The store was badly damaged
by a fire that occurred a few hours after the
place was closed on Christmas Eve.
B. A. Carpenter, of Cambridge City, Ind., has

recently moved into new quarters where he has
increased his space and stock.
Word was received by the local jobbers last

month of the death of W. E. Eldridge, at Bos-
well, Ind.
William Dotty has opened r new watch repair

shop in West Indianapolis.
William Quinn, jeweler on North Walnut

street, Madison, Ind., has modernized his store-
room, putting in a new show window and other-
wise improving the front.
Olney Grafton recently sold his jewelry busi-

ness at Huntington, Ind., to C. Bert Owen.
W. B. Farney has succeeded to the business of

F. C. Casey, at Wolcott, Ind.
Lowell Allhands, a recent graduate of the De-

Selms Watch School, at Attica, Ind., has opened
a watch repair shop at Malott Park, one of the
suburbs of Indianapolis.
Otto Graf, of the jewelry firm of Berg & Graf,

has received a letter from his uncle, Bernhardt
Meier, who, with his wife, has been traveling in
Europe and visiting his kinspeople in Germany,
saying that he will return to this country in May.
In May, Igog, Mr. Meier sold his long-established
jewelry business at Edinburg, Ind., to Dickey &
Morris. Upon returning to America the Meiers
contemplate locating in Indianapolis, where they
own several pieces of real estate. It is unlikely
that they will re-engage in the jewelry business.
Frank Glab, watch repairer on Virginia avenue.

is preparing to quit the trade and remove to
Texas. Mr. Glab was in the jewelry business at
Shelbyville, Ind., for many years before ill health
drove him to a milder climate. Returning North
he located in Indianapolis last November.
F. Hurst, formerly of Rochester, Ind., removed

March 1st to Kokomo, Ind., where he will en-
gage in the retail jewelry business.
C. N. Hetzner, Peru, Ind., was a recent victim

of the old game of exchanging a cheap ring for
a valuable one. Two well-dressed men came into
the store to look at diamond rings. Mr. Hetz-
ner's son waited upon them, but failed to make
a sale. About an hour later Mr. Hetzner dis-
covered a worthless ring in place of a $150 dia-
mond ring that the strangers had been looking
at. The police were notified, but no trace of the
two strangers could be discovered.
The American Credit Jewelry Company, of

South Bend, Ind., was incorporated last month
with a capital stock of $3000. The directors are
Frank Mayr, Sr., Jacob Wegusen, Frank Mayr,
Jr., and George H. Mayr. Frank Mayr, Sr., has
been in the retail jewelry business at South Bend
for a number of years.
The firm of Applegath & Thomas, at Prince-

ton, Ind., have dissolved partnership. Leslie K.
Thomas will continue the business under the
name of the Thomas Jewelry Company.
The county records show that the first town

clock at Madison, Ind., was built in 1855 by the
late F. 0. Brooks, founder of the present jewelry
store of Brooks & Chapman. That clock was
built at a cost of $742. The present town clock
was built in 1859 by the late Israel Fowler. He
was at that time working for Wm. H. Everson,
father of Charles R. Everson, who is still in the
watch trade in Madison. Mr. Fowler took the
contract to build the clock for $600 and lost $roo
on the job. This loss was afterwards made up
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to him by the Board of Commissioners. From
1859 to 1906 Mr. Fowler took care of the clock,
and since his death his son, William Fowler, has
wound it twice every week. The town clock at
Vevay, Ind., was also built by Mr. Fowler.
The following names have recently been added

to the membership list of the Retail Jewelers' As-
sociation of Indiana: Fred M. Baldwin, Gary; E.
Newcomer, Nappanee; G. C. Adams, Goshen;
George F. Beach, Valpariso; Chas. Arkin, Ham-
mond; C. N. Church and L. F. Dresser, Michi-
gan City; H. L. Fields, Laport; F. M. Noe and
G. W. Stoehr, Indianapolis.
The annual convention of the Indiana Retail

Jewelers' Association, to be held at Evansville,
Ind., May 2d and 3d, promises to be the best the
association has ever held. 0. M. Artes, cor-
respondent secretary, has heard from a large
number of jewelers who fully expect to be pres-
ent. A plan of the convention hall has been sent
to the manufacturers and jobbers, and many have
already selected space for their exhibits. The
programme is not ready for publication at this
date, but there is no doubt about its being a
good one. The following well-known and inter-
esting speakers have promised to be at the con-
vention: Claud Wheeler, secretary of the Na-
tional Association; Col. J. L. Shepherd, of New
York; Charles T. Higginbotham, of the South
Bend Watch Company, and Mr. Carpenter, of
the Rockford Watch Company. The Evansville
jewelers are prepared to "do themselves proud"
in the way of entertainment. There isn't a jew-
eler in the whole State of Indiana who can afford
to stay away from this meeting. Keep the place,
Evansville, and the time, May 2-3, in your mind.
The Indiana State Legislature adjourned sine

die March 6th without taking any action on the
bill against fraudulent advertising, which the
State Jewelers' Association was so anxious to
have passed. The bill never got beyond the com-
mittee to which it was referred.
The Indianapolis jewelers held a "smoker" at

the Commercial Club on March 17th, when the
guests of honor were Steele F. Roberts, of Pitts-
burg, president of the National Retail Jewelers'
Association; Oliver M. Artes, of Evansville, Ind.,
treasurer of the national organization, and J. A.
Oswald, of Cincinnati, secretary of the Indiana
Retail Jewelers' Association. The visitors were
met by H. H. Bishop, president of the State or-
ganization. After being entertained at the Clay-
pool Hotel for lunch by Charles W. Lauer, A. P.
Craft took the party over the city in his touring
car. At 8 o'clock the smoker was held. In spite
of the fact there was a heavy downpour of rain,
the meeting was well attended. Mr. Roberts gave
an interesting talk on the need of organization.
Upon motion made by Mr. Bishop it was decided
to hold another meeting and a banquet March
21st, when the organization of an Indianapolis
jewelers' association will be perfected.

Death of Julius C. Walk
Julius C. liValk, founder of the widely known

jewelry firm of Julius C. Walk & Son, Indian-
apolis, died on March Toth at his home, 2023
North Delaware street, that city, after an illness
that dated from November 16, 1910. Since then
he had not been able to leave his room, and death
came after much suffering from a complication
of diseases.

Julius C. Walk was born January 4, 1840, in a
house that stood at Meridian and Washington
streets, only a few doors from the present loca-
tion of the Walk store. His parents came to
Indianapolis from Germany just two years before
his birth.
At the age of 14 Julius C. Walk left the public

school and apprenticed himself to George Feller,
who at that time was the only practical watch-
maker in the town. He was employed at the trade
of watchmaker in Indianapolis, and for brief
periods in Evansville, Terre Haute, Dayton, Ohio,
and Nashville and Fayetteville, Tenn. Returning
to Indianapolis he took a position with W. P.
Bingham, jeweler. In 1877 a partnership was
formed with W. P. Bingham and James Mayhew,
the firm name being Bingham, Walk & Mayhew.
In 1883 Mr. Mayhew withdrew and the business
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of the firm, at 12 East Washington street, was
continued under the name of Bingham & Walk.
After the death of Mr. Bingham, in 1889, Mr.

Walk continued the establishment in partnership
with Mrs. Bingham, who sold her interest to him
in 1892. For several years the jewelry store was
known as the Julius C. Walk store, although Carl
F. Walk, a son, became associated with his father
in 1893. About three years later the business was
incorporated as Julius C. Walk & Son, and has
continued to be conducted under that name. For
the last thirty-four years Mr. Walk had been in
business in the same building, io and 12 East
Washington street. Mr. Walk was a great read-
er, his home library containing the works of all
the best authors. He was also a true sportsman
and was very fond of the writings of Henry Van
Dyke. Fishing was his keenest delight, and for
a number of years he made semi-annual trips to
Lake Maxinkuckee with Charles J. Keifer, a
brother jeweler of Indianapolis. Mr. Walk enjoyed
a fishing trip with General Lew Wallace while
the latter was writing "Ben-Hur," when the Gen-
eral divided his attention between pen and rod.
Mr. Walk had the great satisfaction of seeing

his firm stand at the head of the retail jewelry
business in Indiana. He was a charter member
of the Merchants' Association, and a member of
the Board of Trade. He belonged to the Knights
Templars, the Shrine and Scottish Rite Masons
and to several prominent German societies. In
1868 Julius C. Walk married Miss Eleanor Werbe,
of this city. He is survived by his wiflow, two
daughters and one son, Carl F., associated with
him in business.
The funeral, which was private, was held

March T3th. The casket was completely covered
by a magnificent blanket of flowers, an offering
from the men and women employed in the store.
Among the pallbearers were Charles J. Keifer,
E. Petre and Henry.Werbe, all members of the
jewelry trade.

Preparing for Convention of Illinois
Jewelers

The Rockford Watch Compan” and the Rock-
ford Silver-Plate Company, Rockford, Ill., tend-
ered a banquet to the local jewelers and repre-
sentatives of the Rockford Chamber of Com-
merce at the Nelson House, that city. The ob-
ject of the meeting was to make plans and talk
things over for the coming convention of the
Illinois State Jewelers' Association in Rockford,
May 9th, loth and nth. A. T. Holtz and A. L.
Littlefield were the hosts of the affair.
About sixty were present, nearly all the local

jewelers attending. R. K. Welsh, E. H. Keeler
and A. G. Brown, of the Rockford Chamber of
Commerce were among the guests. Among the
out-of-town guests were Richard Wieting, of
Peoria, president of the State association, and F.
A. Marean, of Belvidere, director of the State
association.
Between 300 and 400 delegates are expected to

come to the State meeting and everything is
being done to give them a royal welcome so no
one will go away and not have a good time.
R. K. Welsh, president of the Chamber of

Commerce, assured the local jewelers and repre-
sentatives of the co-operation of the Chamber
of Commerce. This body has plans under way
for an auto ride over the city for the ladies of
the party, and an attempt is to be made to secure
the Mendelssohn Club for a musicale for the
ladies.
A. G. Brown, secretary of the Rockford Cham-

ber of Commerce, acted as toastmaster and in-
troduced the speakers of the evening. Among
those who spoke were E. H. Keeler, E. L. Thayer,
J. C. Peers, J. J. Beale and H. C. Carpenter,
and the out-of-town guests.

It was suggested the local jewelers constitute
a general committee, and E. L. Thayer was made
chairman.
The following committee were named: Press—

Adam Bolender, Henry Peers, J. J. Beale. Re-
ception—J. C. Peers, C. E. Axt, Perry Jackson,
H. H. Cutting, Carl Sydow, Morgan D. Wise,
A. L. Littlefield, A. J. Holtz, H. C. Carpenter.
Entertainment—Morgan D. Wise, Geo. E. Han-
son, Henry. Peers, J. J. Beale, H. H. Cutting.
Banquet—Henry Peers, Morgan D. Wise, Perry
Jackson, Carl Sydow, J. J. Beale.
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LET'S HEAR FROM YOU

WE want to hear from live, wide-awake jewelers
and opticians who are looking for Bargains. We
know every detail of our business,. buy only sure

sellers and pay practically cash for everything. " Quick
sales and short profits " is our motto. 11We are ready to
show you. Write us. Everything in the jewelry and opti-
cal line. Send for our catalogue. It's out of the ordinary.

JAMES J. BUR.KE, President
BROOKS JEWELRY & OPTICAL CO.

Third Floor, Globe-Democrat Bldg. St. Louis, Missouri

THE NEW LINE FOR THE JEWELER
Manufactured by

Tre Weidlich Bros. Mfg. Co.
FINE ART METAL GOODS

A Large Variety of Dresser Clocks, Jewel Cases, Glove and Handkerchief
Boxes, Candlesticks, Ash Trays, Desk Sets, Etc.

Silver, Gold and Old Brass.

Prices Low — Quality the Best

WEIDLICH JEWELRY CO.
Write for Illustrations and Prices 623 Washington Ave., ST. LOUIS

OUR CATALOGUE
IS NOW READY FOR MAILING

This catalogue is a pocket-edition size, convenient to carry in the
vest pocket, a long-felt want for the retail jeweler.
This little book contains a list of prices for all classes of jewelry repair-
ing, engraving, special-order work, etc. You will find same very handy,
as it will do away with searching dust-covered books and records.

EVERY JEWELER SHOULD HAVE ONE
WRITE TO-DAY MAILED FREE I

ERBER JEWELRY MFG. CO.
610-612-614-616 Pine Street :: ST. LOUIS, MO.

NO FALLING OUT

Diamonds and

Precious Stones

Fine

Diamond Work
and

Jewelry Repairing

Give Us a Trial

IN OUR SETTING

MARITZ
Jewelry Mfg. Co.

217 North 6th Street

S.W. Cor. 6th & Olive Sts.

St. Louis, Missouri

Engraving and

Designing

Medals and

Enameling

Lone Distance
Telephones:

Olive 247
Central 2607

Aller-Wilmes Jewelry Co.

DIAMONDS, WATCHES
JEWELRY

FOR THE RETAIL JEWELRY
TRADE ONLY

601-602-603-604 Globe Democrat Building
ST. LOUIS *. • '. • MISSOURI

Diamonds

Tool

Watches Jewelry'

BAUMAN-MASSA
JEWELRY COMPANY

COMMERCIAL

BUILDING At 6th and Olive Sts
ST. LOUIS, MO.

Material Optical Goods

J. W. CARY J. H. STEIDEMANN EDW. LANG

J. W. CARY ce Co.
Exclusive Jewelers' Supplies
Watch Materials, Tools and Jewelers' Findings

Silk Guards, Spectacles, Etc. American Watch Material a Specialty

TELEPHONES t 
Kinloch, Central 3040
Belt Olive 265

302 and 303 Globe-Democrat Building

OVIake Money Assortment and Jewel Pin Gauge.

by using the new Elgin Jewel Pin

Being suitable for all makes and sizes of watches, it will decrease the ex-
pense of your material department. Price of one gross assorted, com-
plete with Gauge, put up in handsome wood cabinet, - - $8.00

Gutfreund-Kemper Supply Co.
WATCH MATERIAL, JEWELERS' FINDINGS, TOOLS

and OPTICAL GOODS

305-6 Equitable Building St. Louis, Missouri

CATALOG SENT UPON REQUEST TO ALL RESPONSIBLE JEWELERS
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THE

I ade reports for the first quarter of the year

▪ 

that while there is no great activity in

',II, Less conditions are normal with a growing
cncy towards improvement. This applies to

t • the wholesale and retail branches, and the

fc, lig is that the year will make a satisfying

• 

,,ing all around.
ffris Eisenstadt, president of the Eisenstadt

. Co., was recently re-elected Exalted Ruler

„j lie local lodge of the Elks, and he was also

el( ted a representative to the Grand Lodge meet-

inv Of the Elks, to be held at Atlantic City, N. J.,

in Itine.
I. Fritz, traveler for the Bauman-Massa Jew-

elr., Co.. returned on March 6th from a six

wo.ks Southern trip.

The officers and Executive Committee of the

State Retail Jewelers' Association of Missouri

arrived here on March 12th for the purpose of

making preliminary arrangements for the joint

annual convention of their or-
ganization and the Missouri Asso-
ciation of Optometrists, to be held
litre June 59th, 20th and 21St. The
cmivention will be held at the
Southern Hotel, and arrangements
have been made for space for ex-
hibits for all those concerns that
wish to make them, and no ex-
orbitant rates will be charged.
Those present were: Claud E.
Range, president, Trenton, Mo.;
Chas. A. Mauch, vice-president,
Nlarshall, Mo.; H. L. Raines, sec-
retary and treasurer, Maryville,
Mo.; Claud Wheeler, secretary of
the National Retail Jewelers' As-
sociation; Anderson Blanton,
Paris, Mo.; Chas. Sands, Kirks-
\ ilie, Mo.; Geo. Young, Moberly,
Mo.; Chas. Tiemann, California,
Mo.; Herman Mauch, St. Louis,
Mo.; Jos. M. Ebling, St. Louis.
Mo.; John F. Zeitler, St. Louis,
Mo., and E. C. Zerweck, of the
Zerweck jewelry Co., St. Louis,
Ala, all except Mr. Wheeler being
members of the Executive Com-
mittee.
In the party was John Titus, of

kansas City, Mo., president of the
.1.issouri Association of Optome-
trists, and George E. Read, of
Lebanon, Mo., secretary of the
same organization. It was de-
cided to give a theater party at
one of the summer gardens the
nrst night of the convention, a
steamboat excursion on the Mis-
sissippi River the second night,
:.nd a banquet the third night.
(in Sunday night, March 12th. the
isitors were entertained with a supper at the

Century Boat Club, given by Herman Mauch,

,ind at night they were the guests of John F.

/eitler, treasurer of the local association at a

theater party. On Monday they were given an

auto ride by Jos. M. Eberling, president of the

local association, who entertained them at night

with a theater party.
R. D. Worrell, Mexico, Mo., a member of the

Executive Committee, was detained at home on

account of being a witness in court. The entire
party joined in sending him a message of con-

dolence.
Morris Bauman, traveler for the L. Bauman

Jewelry Co. in the West, has left on a long trip.

Wm. C. Loeffel, Sr., celebrated his fifty-second

wedding anniversary on Sunday, March 12th.
Wm. C. Loeffel, Jr., is a candidate for the

House of Delegates in the Eighth Ward on the

Republican ticket.
S. Mathez, who has charge of the watchmak-

lug department of the Whelan-Aehle-Hutchinson
Jewelry Co., returned recently from a two weeks'

pleasure trip to New York.
H. H. Markley, traveler for the Gutfreund-

Kemper Supply Co., has resigned to locate in San

Francisco. He left for that point on March 15th.

.0n Monday night, March 6th, the married and
single employees of the Gerber & Buschmann

K EYSTONE

Cutlery and Silverware Company had a bowling
contest. The married employees won the match.
After the contest was over a fine supper was in-
dulged in, and the whole affair was a very en-
joyable one.
W. A. Gill, the well-known jeweler, has se-

cured a permit to expend $25,000 in the alter-
ation of his building at the southwest corner of
Broadway and St. Charles street. The building.

was put up for an office structure, but has been
leased for a hotel and will be remodeled to suit.
F. Q. Bayliss, president of the St. Louis Silver

Co., returned recently from a week's trip to

Chicago.
In connection with the celebration of the golden

anniversary of Adolphus Busch, president of the
Anheuser-Busch Brewing Association, and his

wife, on Tuesday, March 14th, the employees of

his brewery presented them with a solid gold
telegram gotten up in the form of a Western

Union telegram, and containing their heartiest
congratulations and well wishes. The telegram,

which is here shown, was 6% by 91/1 inches and

621

Chas. S. Spindler, salesman of the F. W. Dros-

ten Jewelry Co., gave a musicale at his home

recently. He entertained his associates in a very

enjoyable manner.
The Schwartz Importing Co. has been incor-

porated here with a capital stock of $too,00D.

Incorporators : Alois Schwartz, 675 shares ;

Henry Schwartz, 75; Samuel S. Brill, 250. To

deal in fancy goods, including jewelry.

Herman Mauch, the well-known jeweler, has

been nominated for membership in the School

Board by the Republican party. His nomination

is equivalent to an election.
Henry Konert, father of Geo. H. Konert, sec-

retary of the E. II. Kortkamp Jewelry Co., died

on February 26th.
The E. H. Kortkamp Jewelry Co. will move

into their new store at 805 Washington avenue

about April 1st.
The gold testimonial given Mme. Tetrazzini by

the people of California shortly after last Christ-

mas, was on exhibition here in the window of the

Mermod-Jaccard & King Jewelry Co. during that
lady's recent visit here. The
medal, which is a solid piece of
t8-karat gold, about 7 inches long
and 4 inches wide, rests in a
handsomely trimmed box of Cali-
fornia redwood. It has a number
of very attractive features, and is
valued at $2000.
In a fire at Donaldsonville, La.,

on February 22d, the Trepagnir
Jewelry Store was destroyed.
Loss and insurance unknown.
On February 18th C. W. Loper,

a jeweler of Cumberland, Iowa,
committed suicide by shooting
himself in the head.

The Imperial Clock Co., now
located at Granite City, Ill., have
purchased fifty feet on the north
side of Forest Park boulevard,
just west of Spring avenue. It is
announced that a contract will be
let at once for a two-story and
basement building to occupy the
entire lot and to cost about
$50,000.
A. L. Blankenmeister, of Blank-

enmeister, Oberting & Co., re-
turned March 2d from a seven
weeks' Western trip. He left on
March 25th for a several weeks'
trip through Oklahoma and Tex-
as. George Oberting, same firm,
returned on March 7th from a
six weeks' trip through northern
Kansas and Nebraska. He left on
March 20th on a several weeks'
trip through the West and South-
west.
L. A. Fassett, of Weiss & Fas-

sett, returned on February 22d
from a month's trip to the dia-

mond markets of Europe. Max Weiss, of the
same firm, left on March 7th on a several weeks'
trip through the South.

Kaesser Bros., of 2326 Franklin avenue, re-

cently purchased the jewelry business of F. Goeg-
gel & Son, of Wellston, one of our suburbs.
They are making extensive alterations in the

store.
Raymond B. Vane, giving his address as

Wheeling, W. Va., was arrested here on February

22d charged with stealing diamonds from dif-

ferent firms here. When searched twenty dia-

monds and numerous unset gold rings, with $125,

were found in his possession. Miss Rose Emer-

ich, secretary of the J. F. Dailey Co., discovered

the loss of a diamond from their stock after

Vane had made a visit there and looked at dia-

monds. The Eisenstadt Mfg. Co. identified a

ring in his possession as having come from their

place. The police say Vane's way of working

was to ask to be shown diamonds and then flash

a roll of money. This was to disconcert the jew-

eler, and at the same time to allay any fear of

his not having the money. He would hide the

ring in the palm of his hand and then ask for a

larger stone. When this was given him he would

replace the smaller stone for the larger one.

(Continued on page 633)
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Gold Telegram to Mr. and Mrs. Adolphus Busch from their Emp
loyees

one-fourth of a silver dollar in thickness on

14-karat gold plate. The telegram was manu-
factured by the F. W. Drosten Jewelry Co. and
sent by .express from here to Pasadena, Cal., and
delivered to Mr. Busch and wife, who are win-
tering there, by a Western Union messenger.
The offering was a great work of art.
Mrs. M. Overstreet, who has charge of the

stationery department of the Whelan-Aehle-
Hutchinson Jewelry Co., is spending a few weeks
visiting friends in Washington, D. C.
Chas. S. Erber, of the Erber Jewelry Mfg. Co.,

was presented with a ten-pound daughter on a

recent date.
The Erber Jewelry Mfg. Co. have just issued

their new spring catalogue which they are dis-

tributing to the trade.
The American Credit Jewelry Co., of South

Bend, Ind., has been incorporated with a capital

of $3000. The directors are Frank Mayr, Sr.,

Jacob Weguson and Frank Mayr, Jr.
The Knapp Jewelry Co., of Belleville, Ill., has

been incorporated with a capital of $20,000 to

deal in watches, diamonds, jewelry, etc. The in-

corporators are Philip Knapp, Joseph Knapp and

Walter L. Rhein.
L. F. Sullivan, for the F. W. Drosten Jewelry

Co., is back at his duties after a week's confine-

ment at home with the grip.
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MAKERS OF GOLD JEWELRY 
TO THE JOBBING TRADE 

EXCLUSIVELY

TRADE MARK
MADE IN GOLD, SILVER AND PLATE

REGISTERED U. N. PAT. OFF.

Stands for:

"GUARANTEED FOR LIFE"
against breakage and wear.

ie N 5ROS.CO.
33-43 GOLD ST. NEW YORK

TRADE MARK

REGISTERED U.S. PAT. OFF.

Stands for:
"GUARANTEED FOR LIFE"

against breakage and wear.

Rings
Scarf Pins
Hat Pins
Studs
Screw Earrings
Bead Neck Chains
Charms
Neck Chains
Vest Buttons
Collar Buttons
Fob Seals
Silver and Gold
Thimbles

Cameo Goods
Brooches
Fobs
Crosses
Baby Pins
Ring Mountings
Festoons
Emblem Goods
Pocket Knives
Silver and Gold
Match Boxes

Alberts
Vanity Sets in
Gold and Silver

Gold and Silver
Cigarette Cases

Lockets
Bracelets
Link Buttons
Veil Pins
Tie Clasps
Locket Rings
Cigar Cutters
Lapel Buttons
Rope Chains
Class Rings
Lorgnette Chains

33-43 GOLD STREET,



E414.( Theodore W. Foster & Bro. Co., Providence, R. I.Manufacturing Jewelers and Silversmiths
100 Richmond Street

Branch Offices, where Sample Lines are Exhibited Providence, R. I.NEW YORK, 13 Maiden Lane CHICAGO, Heyworth Building CANADA, Kingston, Ont.

Each Piece Possessing the /Esthetic Charm of Nature's Carden
_

We manufacture a great
line of high-grade goods
in Rolled Gold

BRACELETS

CHAINS

BUTTONS

SCF. PINS

BROOCHES

TIE CLASPS, etc.

STERLING

VANITIES

NO

TOILET and

MANICURE
GOODS

likr 0—, vitcskt,
That shy plant. Lily of the Vale,

That lova the ground, end from the sun withhold.—

Her pensive beauty, from the breeze her MM.
—Anon

No.895
No.907

It has been generally conceded that

37i4i? No.880

rich a morn, of mwy ha,
When the flushing clouds

, through darkness strike,
The tulip's petals shine M dew,
All beautiful, but none alike.

—Montgomay.

SIZE OF HALF DOLLAR AND SMALLER

Pow
Indulgent Ceres knew nty worth.

And to adorn the teeming earth,
Shc bade tho poppy rise.

—Cowley. No.98I

COur Line of

BRASS GOODS
is full of GINGER

You will display
good JUDGMENT
by showing a few of
our goods in your Line

Florentine
Brass No.932

surpasses any other line of art brass

ware both in artistic conception, dec-
orative quality and excellence of finish.

It is an exceptionally attractive line

of SIXTY PIECES, each design carried

out in GENUINE HAND ENGRAV-

ING incorporating purely FLORAL
MOTIFS, such as the Lily of the
Valley, Tulip, Poppy, Chrysanthemum
and Iris.

FINISHED in an effective and
artistic combination of black lines and
dull brass.

A line most complete and compre-
hensive in every way, thus ensuring
QUICK SALES and LIBERAL
PROFITS.

No.985

No. 4947 SMOKING SET. POLISHED BRASS

Lo! In the corner yonder,
There's a glam of white and gold—
The gold of summer sunshine.
The white of winter cold.
And laden with spicy odon
'Fhe Autumn breezes come
From the nooks and corners brightened
13v thc have chrysanthemum.

—Rexford.

No 909

THE PAIRPOINT CORPORATIONOR 
Factories and Main OfficesPAIRPOINT CUT GLASS

PAIRPOINT SILVER PLATE
BRANCHES

- - - 
3,3 MURRAY STREETCORISTINE BLDG.. ST. NICHOLAS ST., WEST
7!? MARKET STREET

0 Fleur.dast, bloom on, and let the
river

Linger to kiss thy real
0 flower of song, bloom on, and

mske forever
The world more fair and meth

—Longfellow.

No893
No.960

Illustrated two-colored folder and price list furnished by the 
following distributers:

Boston, Mass. - -

Buffalo, N. Y. - -

Cincinnati, 0. - -

Cleveland, 0. - -

Detroit, Mich. - -
Indianapolis, Ind. -
Minneapolis, Minn.

Minneapolis, Minn.

- - Nelson H. Brown

- - King & Eisele

- - The Oskamp Nolting Co.

- - The Bowler & Burdick Co.

- - The Chas. A. Berkey Co.

- - The Baldwin-Miller Co.

- - F. L. Bosworth Co.

- Reed-Bennett Co.

New Orleans, La. -

Omaha, Neb. - -

Philadelphia, Pa. -

Pittsburg, Pa. - -

5Tuaotn Francisco,ircoan,tNo..oy n. Cal... 

- Leonard Krower

- Seaber, Bruce & Bedford, Inc.

- F. H. Chapman

- S. Davis & Co.

- Edward H. Forestier

- The Goldsmiths' Stock Co., Ltd.

- Abelson & Liberman
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W.- NM- AD -9T
We Create
the demand
WE are concentrating our

advertising on forty mil-
lion people of the great middle
class who want rings at our
price. We have taken space in
the publications which have the
biggest middle class circulation.
The secret of a successful adver-
tising campaign is in choosing
the right mediums.

This advertising of ours is
already creating a great demand
with the men and women who
wear rings. These inquiries are
referred to the local jeweler. Is
yours or your competitor's to be
the store to benefit from this
advertising ? In the carrying on
of this huge national advertising
campaign we feel that we are
entitled to the support of every
good jeweler. We ask the co-
operation of every modern
jeweler for the reason that our
progressive policy should appeal
to his business sagacity. What
we are doing should be of vital
interest to every retail jeweler in
America.

We seek the jewelers who
want light; we seek the jewelers
who are anxious for a way to
increase their ring business ; we
seek the wise jewelers—the
good business men — the men
who want more actual profits;
we seek the jewelers who want
to sell the only Permanently
Guaranteed Ring in the world.
We will tell these men how,
with absolute certainty, they can
sell two rings where they form-
erly sold one. We will tell these
jewelers how they can gain pres-
tige in their community and
advantages over their competi-
tors.

We have representatives who
travel everywhere, and we would
like very much to have our sales-
man for your territory visit your
store. We would prefer to make
an appointment for him and
have you learn what we have to
offer. Please be good enough
to send us the coupon, which
simply makes an appointment;
it doesn't obligate you to a pur-
chase.

#NZINE &NEWSPAPE1

Can you
Supply it?

THE jewelers who wish to
benefit from this advertising

of ours should be prepared to

show W. W. W. Guaranteed
Rings. Since so many millions

of people will be reading about

this guaranteed ring, it is only

natural to suppose that the men,

women and children whom you

live among will, in time, ask you

for the W. W. W. Ring.

These people will learn in

forcible, striking advertisements

how the W. W. W. Rings
standardize ring value; how

they insure the buyer lifelong

satisfaction ; how every ring is

sold with the maker's binding

guarantee. They will learn that

W. W. W. Guaranteed Rings

are the only safe medium-priced

rings for them to buy, and that

to get them they must go to the

retail jeweler, which means you.

The principle of this business

is not only to make a ring

worthy of a guarantee, but to

assist you in selling it. If you

have not made arrangements

with us to see our representative

then we suggest that you send

us the coupon to-day. Please do

not delay or hesitate, for remem-

ber that in most cities and towns

we sell only one jeweler. This

coupon holds the agency open

until our representative can get

to you. The coupon isn't an

order. It doesn't obligate you

to buy, but it holds the agency
open, and the first coupon in

from any locality will entitle the

jeweler who sends it to the
agency if he does place an order.

WHITE, WILE & WARNER
Makers of Rings In Which The Stones Do Stay

Buffalo, New York

1 I I 
010 'bu

!
r 0 )̀,

) 0 U

White, Wile
& Warner

BUFFALO, N. Y.

4, GENTLEMEN : — Wi thou t
obligating myself in the least,

'r I would like to have you send me,

de Absolutely Free, your new book en-

4. titled, " Marry the Ring Trade." I

4' also want to hear full particulars as to

this Advertising of yours in the Magazines

that will reach over 40 million people. I would

I like to know how this advertising is going to

/ increase my business. I also wish you to tell me

about your new 1911 Birthstone Mechanical Window

de Display which you are giving away  Absolutely Free. 

/ Name 



See Our

CATALOG
I7or

Class Pins

Greek Letter
(General and Local)

IF YOU KNEW
How Many <WO Guaranteed Scientific 

Rubies

Sapphires and White Sapphires

were sold every day you would write at onc
e for a small assortment of them.

When you became familiar with their n
ature, beauty and wearing qualities you wo

uld so

thoroughly believe in them that you would sell
 them whenever you had calls for doub

lets, garnets or

imitation stones. You would advise your custom
ers who have diamonds remounted with 

colored stones

to use them. You would induce your customers to set
4.-M, guaranteed scientific stones in old

mountings instead of selling the mounting as 
old gold. You would take orders for special jew

elry

mounted with these stones.
Every stone is carefully inspected, and only the 

perfect ones are supplied to the trade in indivi
dual papers, with the

guarantee engraved thereon, which eliminates 
the possibility of jewelers unwittingly purchasi

ng or selling "reconstructed,"

"artificial," "crystalline" or "second quality " as
 scientifically made rubies, sapphires or white 

sapphires.

The 41-M guaranteed white sapphires satisfy th
e demand made by a class of buyers who 

cannot afford genuine

diamonds, but who desire and are willing to pay 
for something better than ordinary white stone

s.

An investment of $10.00 to $25.00 in loose stone
s will bring you splendid returns. Selections gladly sent for

inspection.
r-- - •

_

Fraternity Pins 1.7...W.ZUSLa

Trained Nurses
Pins

4
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COPYRIGHTED 1910.

This Certificate accompanies each mounted stone. 
The article and Retail Jeweler's name are filled in 

blank spaces.

WENDELL'S PERFECT SAFETY CATCH
Or

Write for Samples

CLOSED

DIE: '<VS> SCIENTIFIC WIIITE
itt (at, pore,.

litt,tx■vrt 1..ed 6.• I/L at  * tle a.  ts II I lei •
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(;,•,',1,,,p,,,I,,,,,,i(1110):1:1.01111;:li le■3:104;4
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SETS CLOSE TO BODY OF PIN.

PROTECTS POINT OF PIN TONG.

HANDILY LOCKED AND UNLOCKED.

ABSOLUTELY SECURE.

You will sell

more Scientific

Stones at a

larger profit

with these

Guarantees

than you would

without them

f(cQ CO PA tkf

Each unmounted stone is enclosed in paper with guarantee engraved thereon.

WENDELL & COMPANY
NEW YORK-47 John Street CHICAGO-256 Madison Street

45, 47 and 49 John St., NEW YORK
256 to 260 Madison St., CHICAG

O



KARNAK BRASS
A Modern Application of Ancient Egyptian Art

Inspired by the impressive grandeur of the famous Templeof KARNAK, this unique and attractive line is in every
sense an ideal conception of the decorative arts of theAncients applied to modern articles of Utility and Art.
Each design, both in form and decoration, incorporates
some characteristic feature of pure Egyptian Art, which
unquestionably is the most popular style of the season.

PHOTOGRAPHIC CATALOGUE BY
PREPAID EXPRESS UPON REQUEST

We co-operate with you for a bigger and better business,by furnishing without charge, attractive booklets, advertising
electros and copy.

Full line on display at our New York Office,
409 Broadway, including ASSYRIAN GOLD,
Hand-Hammered Copper and Brass, Art Goods,
Silver-plated Hollowware and Flatware, Gold-
plated Novelties, Clocks and Jewel Boxes.

KARNAK BRASS KARNAK BRASS

is* LOTUS
THE SACRED LILY
of Egypt--much used
in the Decorative Art
of the Ancients.

A SPECIES OF REED
common in ancient
Egypt—used as a writ-
ing material, also in
their decorative art.

BENEDICT MFG. CO.
East Syracuse, N. Y.

April, 191' THE KEYSTONE

Denver
The enormous tower of the Daniels & Fisher

Stores Company, of Denver, will have one of
the largest clocks in the world. Mayor Speer,
with his hat on, stands 6 feet 9 inches tall, and
if he stood on the outer rim of the dial he
would lack over a foot of reaching the center
of dial. The dial is 16 feet in diameter and
stands 250 feet above the sidewalk. The glass to
cover this dial is one-half inch thick. The min-
ute hand is about 8 feet long and the hour hand
about 6 feet. The clock is wound automatically
once a day by an electric motor situated in the
tower near the movement. The clock is equipped
with a large bell chime which will chime every
hour. The bell is 5 feet high and the mouth 5
feet in diameter and weighs 5000 pounds. The
hammer weighs iso pounds. The bell is situated
on the top of the tower, 320 feet from the
ground, and is a gift to the company from Major
and Mrs. William Cooke Daniels. The top of
the tower is 330 feet from the ground, and to top
of flag-pole is 375 feet. It is said to be the third
highest tower in the United States, the other two
being the Singer and Metropolitan buildings in
New York. Eleven hundred tons of steel were
used in the tower construction, and six carloads
of cement were used for the foundation. The
weight of the tower is about eight thousand tons.
The tower is just being completed and the clock
will lie installed very shortly. It is of Seth
Thomas make, and will cost $8000. It will re-
quire about four months to install it.

J. C. Thompson, Lake Charles, La., is having
an auction sale conducted by Col. J. D. Lewis,
jewelers' auctioneer.
John F. Bengert, a watchmaker, was found

dead in his room in the Quincy building here
March 8th. Bengert was at one time employed
by Jos. I. Schwartz here, but for the past three
or four years has been doing trade work in his
room. He was quite a mechanic and inventor,
and several of his inventions are now on the
market. It is claimed he was an old friend of
Thos. A. Edison. He was about 50 years old
and unmarried, and his son came from Kansas
City and shipped the body East for burial. Pneu-
monia was the cause of his death.
The bankrupt stock of K. C. Corley was sold

here March 14th for $3600. It was sold at public
auction and to the highest bidder.

W. C. Seyfriedt. formerly with Chas. Wathen
& Co., has given up his position here and left
with his family for Los Angeles, Cal., where he
will join his two sons, who are now located
there. H. B. Seyfriedt, his son, who has been
running the jewelry store for La Diew, in Akron,
Cola, has also left to join his folks in Califor-
nia, and they all expect to make that State their
future home.
H. T. Sherman, formerly located in Grand

Valley, Colo., is now in Grand junction, Colo.,
and is much pleased with his change.

Fire broke out in the store of the Deacon Jew-
elry and Supply Company, wholesale, March i6th,
and, with the water, almost totally destroyed the
stock. The fire started in the shipping room
from an unknown cause and had made big head-
way by the time the fire department arrived, but
was very shortly extinguished after. E. L. Dea-
con, the owner was badly burnt about the face
and hands in trying to save some books. The
loss has not yet been settled, but it is expected
it will be mostly covered by insurance. Mr.
Dcacon had just put in a full new line of fix-
tures, and these were totally destroyed, besides
the stock.
Chas. Wathen & Co. bought the stock of the

Peerless Jewelry Company, of Rifle, Cola, which
was sold at public auction February 25th by the
creditors. The owner, Mr. Vorhies, disappeared
shortly after Christmas and has never been heard
of, so the creditors took possession of the store.

H. L. McLaughlin, of the W. W. Hamilton
Jewelry Company, is enjoying the company of
his wife on his trip to the northwest this time.
She joined him in Pocatella, Idaho, a short time
back, and will continue the balance of the trip
with him.
T. B. King, of the W. W. Hamilton Jewelry

Company, was tied tip several days on the road

between Durango and Alamora, Colo., owing to
large land and snow slides which blocked the
road near Antonito, Colo.
W. E. Mount, Pueblo, • Colo., is conducting a

removal sale, and expects to be in his new loca-
tion at the corner of Fourth and Santa Fe
streets by the first of the month.
H. E. Baisch, of the Baisch Jewelry and

Drug Co., of Telluride, Colo., spent a few days
in the city this month on his return trip from
South Dakota, where he has been visiting his
father, who has been very ill.
F. D. Ausman, a jeweler of St. Mary's, Ohio,

and president of the Ohio State Retail Jewelers'
Association, spent a few days in Denver last
month visiting old friends, and left for Cali-
fornia, where he expects to spend a few weeks
in recreation.
Harry Hellerstein has moved his jewelry stock

from 526 Fifteenth street West to 913 Fifteenth
street West, and has fitted up a much finer store
than his old location.
Sam Hirst, Pueblo, Colo., has removed his

store from the Triangle Block and consolidated
it with his other newly located store on North
Main street.

It is reported that Mr. Hamilton, manager of
the Ashby Jewelry Co., Colorado Springs, Colo.,
has bought out Mr. Ashby's interest in the
business.
E. T. Ide died at his home here February 15th.

Mr. Ide was for many years connected with the
stamp and die department of the Elgin National
Watch Company, but has been a resident of
Denver for the past twenty years. His death
was caused by lung and throat trouble, which
brought him to this part of the country origi-
nally. He was about 55 years of age and leaves
no family, having never been married. His body
was shipped East for burial.
T. J. Mund, Leadville, Colo., has moved his

store to 412 Harrison avenue, formerly occupieu
by Ben Cohen & Bros.
H. E. Berry has accepted a position as watch-

maker and salesman with M. K. Myers, Colorado
Springs, Colo.
John Blair, manager and owner of the Colum-

bian Jewelry and Supply Company, Pueblo, Colo.,
has opened a new store in the Triangle Block.
R. G. Gordon, formerly with the Churchill

Jewelry Company, Pueblo, Colo., has left for
Canon City, Colo., to accept a position as a
watchmaker with C. C. Patton.
The Wyoming Legislature has voted an appro-

priation of $7500 for a silver service for the
new battleship Wyoming.
Abe Tannenbaum, formerly with H. B. Kortz,

of Denver, has accepted a position with E. Bern-
stein, of Pueblo, Colo.

The following out-of-town jewelers were in
the city this month: F. A. Curtis, of Castle
Rock ; Henry Curtis, of Littleton, Colo.; A. W.
Root, of Grand Junction; S. Salamon, of Platte-
ville, Colo.; Alvin Herman, of Brighton, Colo.;
W. R. James, of Arvada, Colo.; Mr. Cunning-
ham, of Silverton, Colo.; H. E. Baisch, of Tellu-
ride, Cola; W. J. Richards, of Erie, Colo.

St. Louis
(Continued from page 621)

The Weidlich Jewelry Co. have filed a state-
ment increasing its capital from $40,000 to $50,000.
This concern has leased for a long term of years
the fourth floor of the Mechanics American
Bank building, at the southwest corner of Broad-
way and Locust streets. This is considered an
excellent location and right in the heart of the
business district. The firm started moving into
their new place on March rah, and by April 1st
they will be fully established in their new quar-
ters. They have several thousand more square
feet space than they had in their former location.

At a meeting of the stockholders of the Hess
& Culbertson Jewelry Co., held March 4th, the
following officers and directors were elected:
Geo. J. Hess, president; Stephen D. Culbertson,
vice-president and treasurer; Samuel E. Bamber,

633

secretary. These, with Rolla W. Hess, constitute
the Board of Directors.
George J. Hess, president of the Hess & Cul-

bertson Jewelry Co., returned March 25th from
a two weeks' trip to New York. He was accom-
panied by his wife.

George J. Kretzer, formerly a jewelry sales-
man with S. Ruby here, fell dead in Chicago on
Sunday, March 12th. This city was formerly his
home, and the funeral took place here on March
14th. Phil Frech, formerly of the firm of the
Zerweck-Frech Jewelry Co., is now located with
S. Ruby.
James J. Burke, president of the Brooks Jew-

elry and Optical Company, returned on March
1st from a two weeks' trip to Chicago. He re-
turned recently from a business trip to Chicago.
M. B. Loewenstein, of the R. Loewenstein Jew-

elry Company, left on March 15th for a two
weeks' trip through Missouri and Arkansas.

The E. Maritz Jewelry Mfg. Co. is distributing
its new catalogue to the trade. E. Netzhamer,
foreman of the E. Maritz Jewelry Mfg. Co., who
has been in a hospital here for five weeks, was
recently operated on and is now recovering. It
will be several weeks before he is out again.

E. G. Gill, son of W. A. Gill and associated
with his father in business, was married on Feb-
ruary 27th to Miss Marie McGoogin, a popular
young lady of this city.
Chas. G. Derleth, of the Derleth Jewelry Co.,

has made a settlement of 25 cents on the dollar
with his creditors. The bankruptcy proceedings,
which have been pending against Mr. Derleth
since December, have been dismissed and pos-
session given to Mr. Derleth. The store was not
closed during the pending of the bankruptcy pro-
ceedings. The business was conducted by Arnold
C. Johnson, the trustee, and the employees of Mr.
Derleth.
F. W. Hoyt, president of the F. W. Hoyt Jew-

elry Co., returned March 17th from a three weeks'
trip in the southwest.
Theo. Eagle, a jeweler at 304 North. Seventh

street, was found dead in a bathtub at his home
on Thursday morning, March 9th. Heart dis-
ease was the cause. The funeral took place on
March 14th. Mr. Eagle had been in business
here since 1864, and was the oldest jeweler in
the city. The business will be continued by his
son.

A. J. Lee, of the Lee-Helmerichs Jewelry Mfg.
Co., returned recently from A several days busi-
ness trip in Missouri.
C. B. Boulton, formerly connected with Geo.

A. Young, Moberly, Mo., has opened a new jew-
elry store at Pauhuska, Okla. He was a buyer
in this market recently.
The Harris Diamond Importing Co. has in-

creased its capital stock from $5200 to $12,000.
Two negroes were recently arrested in St.

Charles, Mo., on the charge of robbing a jewelry
store at Sturgeon, Mo. Part of the stolen jewelry
was found on them, and they admitted their guilt.
They were taken to Sturgeon for trial.
E. E. Pickerell has purchased the jewelry store

of Ed. Barefield, Amarillo, Texas, and will con-
duct it as a jewelry and art store.

Among the visiting jewelers here recently on
buying trips were : H. M. Kissel, Metropolis,
Ill.; H. G. Knecht, Coulterville, Ill.; C. E. How-
erton, Perry, Mo.; Mr. Bass, of the Worrell-
Bass Jewelry Co., Louisiana, Mo.; W. J. Krug,
Staunton, Ill.; W. W. McFadden, Palmyra, Mo.;
E. A. Beier, Florissant, Mo.; A. F. Odell, Quincy,
Ill.; H. Chambers, Bonne Terre, Mo.; H. P.
Hall, Carthage, Mo.; Wm. Blumhoff, Wentzville,
Mo. •, A. J. Hirsh, Hornersville, Mo. 

' 
• J. M. Badt,

Mt. Pleasant, Texas; E. R. Houston, New Athens,
Ill.; C. E. Willis, Edwardsville, Ill.; A. L. Schire,
Lincoln, Kans.; W. H. Jahn, Pacific, Mo.; John
G. Weber, Marine, Ill.; Aug. Stahlberg, Stahl-
berg Jewelry Co., St. Charles, Mo.; Fred Simon,
Collinsville, Ill.; R. G. Rutherford, Mt. Vernon,
Ill.; E. L. Bersche, Columbia, Ill.; A. Koetting,
Malden, Mo.• 

' 
H. J. White, Litchfield, Ill.; Louis

Rose, Grand Saline, Texas; Chas. Gottlieb, Will's
Point, Texas; E. H. Goulding, Alton, Ill.; L.
Siegel, Hinton, Okla.; Otto Burklund, Moberly,
Mo.



KARNAK BRASS
A Modern Application of Ancient Egyptian Art

Inspired by the impressive grandeur of the famous Templeof KARNAK, this unique and attractive line is in every
sense an ideal conception of the decorative arts of the
Ancients applied to modern articles of Utility and Art.
Each design, both in form and decoration, incorporates
some characteristic feature of pure Egyptian Art, which
unquestionably is the most popular style of the season.

PHOTOGRAPHIC CATALOGUE BY
PREPAID EXPRESS UPON REQUEST

We co-operate with you for a bigger and better business,
by furnishing without charge, attractive booklets, advertising
electros and copy.

Full line on display at our New York Office,
409 Broadway, including ASSYRIAN GOLD,
Hand-Hammered Copper and Brass, Art Goods,
Silver-plated Hollowware and Flatware, Gold-
plated Novelties, Clocks and Jewel Boxes.
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Denver
The enormous tower of the Daniels & Fisher

Stores Company, of Denver, will have one of
the largest clocks in the world. Mayor Speer.
with his hat on, stands 6 feet 9 inches tall, and
if he stood on the outer rim of the dial he
would lack over a foot of reaching the center
of dial. The dial is 16 feet in diameter and
stands 250 feet above the sidewalk. The glass to
cover this dial is one-half inch thick. The min-
ute hand is about 8 feet long and the hour hand
about 6 feet. The clock is wound automatically
once a day by an electric motor situated in the
tower near the movement. The clock is equipped
with a large bell chime which will chime every
hour. The bell is 5 feet high and the mouth 5
feet in diameter and weighs 500o pounds. The
hammer weighs 15o pounds. The bell is situated
on the top of the tower, 320 feet from the
ground, and is a gift to the company from Major
and Mrs. William Cooke Daniels. The top of
the tower is 330 feet from the ground, and to top
of flag-pole is 375 feet. It is said to be the third
highest tower in the United States, the other two
being the Singer and Metropolitan buildings in
New York. Eleven hundred tons of steel were
used in the tower construction, and six carloads
of cement were used for the foundation. The
weight of the tower is about eight thousand tons.
The tower is just being completed and the clock
will lie installed very shortly. It is of Seth
Thomas make, and will cost $8000. It will re-
quire about four months to install it.

J. C. Thompson, Lake Charles, La., is having
an auction sale conducted by Col. J. D. Lewis,
jewelers' auctioneer.
John F. Bengert, a watchmaker, was found

dead in his room in the Quincy building here
March 8th. Bengert was at one time employed
by Jos. I. Schwartz here, but for the past three
or four years has been doing trade work in his
room. He was quite a mechanic and inventor,
and several of his inventions are now on the
market. It is claimed he was an old friend of
Thos. A. Edison. He was about 50 years old
and unmarried, and his son came from Kansas
City and shipped the body East for burial. Pneu-
monia was the cause of his death.
The bankrupt stock of K. C. Corley was sold

here March 14th for $3600. It was sold at public
auction and to the highest bidder.

W. C. Seyfriedt. formerly with Chas. Wathen
& Co., has given up his position here and left
with his family for Los Angeles, Cal., where he
will join his two sons, who are now located
there. H. B. Seyfriedt, his son, who has been
running the jewelry store for La Diew, in Akron,
Colo., has also left to join his folks in Califor-
nia, and they all expect to make that State their
future home.
H. T. Sherman, formerly located in Grand

Valley, Colo., is now in Grand junction, Colo.,
and is much pleased with his change.

Fire broke out in the store of the Deacon Jew-
elry and Supply Company, wholesale, March t6th,
and, with the water, almost totally destroyed the
stock. The fire started in the shipping room
from an unknown cause and had made big head-
way by the time the fire department arrived, but
was very shortly extinguished after. E. L. Dea-
con, the owner was badly burnt about ,the face
and hands in trying to save some books. The
loss has not yet been settled, but it is expected
it will be mostly covered by insurance. Mr.
Deacon had just put in a full new line of fix-
tures, and these were totally destroyed, besides
the stock.
Chas. Wathen & Co. bought the stock of the

Peerless Jewelry Company, of Rifle, Colo., which
was sold at public auction February 25th by the
creditors. The owner, Mr. Vorhies, disappeared
shortly after Christmas and has never been heard
of, so the creditors took possession of the store.

H. L. McLaughlin, of the W. W. Hamilton
Jewelry Company, is enjoying the company of
his wife on his trip to the northwest this time.
She joined him in Pocatella, Idaho, a short time
back, and will continue the balance of the trip
with him.
T. B. King, of the W. W. Hamilton Jewelry

Company, was tied up several days on the road
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between Durango and Alamora, Colo., owing to
large land and snow slides which blocked the
road near Antonito, Colo.
W. E. Mount, Pueblo, Colo., is conducting a

removal sale, and expects to be in his new loca-
tion at the corner of Fourth and Santa Fe
streets by the first of the month.
H. E. Baisch, of the Baisch Jewelry and

Drug Co., of Telluride, Colo., spent a few days
in the city this month on his return trip from
South Dakota, where he has been visiting his
father, who has been very ill.
F. D. Ausman, a jeweler of St. Mary's, Ohio,

and president of the Ohio State Retail Jewelers'
Association, spent a few days in Denver last
month visiting old friends, and left for Cali-
fornia, where he expects to spend a few weeks
in recreation.
Harry Hellerstein has moved his jewelry stock

from 526 Fifteenth street West to 913 Fifteenth
street West, and has fitted tin a much finer store
than his old location.
Sam Hirst, Pueblo, Colo., has removed his

store from the Triangle Block and consolidated
it with his other newly located store on North
Main street.

It is reported that Mr. Hamilton, manager of
the Ashby Jewelry Co., Colorado Springs, Colo.,
has bought out Mr. Ashby's interest in the
business.
E. T. Ide died at his home here February f5th.

Mr. Ide was for many years connected with the
stamp and die department of the Elgin National
Watch Company, but has been a resident of
Denver for the past twenty years. His death
was caused by lung and throat trouble, which
brought him to this part of the country origi-
nally. He was about 55 years of age and leaves
no family, having never been married. His body
was shipped East for burial.
T. J. Mund, Leadville, Colo., has moved his

store to 412 Harrison avenue, formerly occupied
by Ben Cohen & Bros.
H. E. Berry has accepted a position as watch-

maker and salesman with M. K. Myers, Colorado
Springs, Colo.
John Blair, manager and owner of the Colum-

bian Jewelry and Supply Company, Pueblo, Colo.,
has opened a new store in the Triangle Block.
R. G. Gordon, formerly with the Churchill

Jewelry Company, Pueblo, Colo., has left for
Canon City, Colo., to accept a position as a
watchmaker with C. C. Patton.
The Wyoming Legislature has voted an appro-

priation of $7500 for a silver service for the
new battleship Wyoming.

Abe Tannenbaum, formerly with H. B. Kortz,
of Denver, has accepted a position with E. Bern-
stein, of Pueblo, Colo.

The following out-of-town jewelers were in
the city this month: F. A. Curtis, of Castle
Rock; Henry Curtis, of Littleton, Colo.; A. W.
Root, of Grand Junction; S. Salamon, of Platte-
ville, Colo.; Alvin Herman, of Brighton, Colo.;
W. R. James, of Arvada, Colo.; Mr. Cunning-
ham, of Silverton, Colo.; H. E. Balsa, of Tellu-
ride, Colo.; W. J. Richards, of Erie, Colo.

St. Louis
(Continued from page 621)

The Weidlich Jewelry Co. have filed a state-
ment increasing its capital from $40,003 to $50,000.
This concern has leased for a long term of years
the fourth floor of the Mechanics American
Bank building, at the southwest corner of Broad-
way and Locust streets. This is considered an
excellent location and right in the heart of the
business district. The firm started moving into
their new place on March nth, and by April 1st
they will be fully established in their new quar-
ters. They have several thousand more square
feet space than they had in their former location.

At a meeting of the stockholders of the Hess
& Culbertson Jewelry Co., held March 4th, the
following officers and directors were elected:
Geo. J. Hess, president; Stephen D. Culbertson,
vice-president and treasurer; Samuel E. Bamber,
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secretary. These, with Rolla W. Hess, constitute
the Board of Directors.
George J. Hess, president of the Hess & Cul-

bertson Jewelry Co., returned March 25th from
a two weeks' trip to New York. He was accom-
panied by his wife.

George J. Kretzer, formerly a jewelry sales-
man with S. Ruby here, fell dead in Chicago on
Sunday, March 12th. This city was formerly his
home, and the funeral took place here on March
14th. Phil Frech, formerly of the firm of the
Zerweck-Frech Jewelry Co., is now located with
S. Ruby.
James J. Burke, president of the Brooks Jew-

elry and Optical Company, returned on March
1st from a two weeks' trip to Chicago. He re-
turned recently from a business trip to Chicago.
M. B. Loewenstein, of the R. Loewenstein Jew-

elry Company, left on March 25th for a two
weeks' trip through Missouri and Arkansas.

The E. Maritz Jewelry Mfg. Co. is distributing
its new catalogue to the trade. E. Netzhamer,
foreman of the E. Maritz Jewelry Mfg. Co., who
has been in a hospital here for five weeks, was
recently operated on and is now recovering. It
will be several weeks before he is out again.

E. G. Gill, son of W. A. Gill and associated
with his father in business, was married on Feb-
ruary 27th to Miss Marie McGoogin, a popular
young lady of this city.
Chas. G. Derleth, of the Derleth Jewelry Co.,

has made a settlement of 25 cents on the dollar
with his creditors. The bankruptcy proceedings,
which have been pending against Mr. Derleth
since December, have been dismissed and pos-
session given to Mr. Derleth. The store was not
closed during the pending of the bankruptcy pro-
ceedings. The business was conducted by Arnold
C. Johnson, the trustee, and the employees of Mr.
Derleth.
F. W. Hoyt, president of the F. W. Hoyt Jew-

elry Co., returned March 17th from a three weeks'
trip in the southwest.
Theo. Eagle, a jeweler at 304 North Seventh

street, was found dead in a bathtub at his home
on Thursday morning, March 9th. Heart dis-
ease was the cause. The funeral took place on
March 14th. Mr. Eagle had been in business
here since 1864, and was the oldest jeweler in
the city. The business will be continued by his
son.

A. J. Lee, of the Lee-Helmerichs Jewelry Mfg.
Co., returned recently from a several days busi-
ness trip in Missouri.
C. B. Boulton, formerly connected with Geo.

A. Young, Moberly, Mo., has opened a new jew-
elry store at Pauhuska, Okla. He was a buyer
in this market recently.
The Harris Diamond Importing Co. has in-

creased its capital stock from $5200 to $12,00o.
Two negroes were recently arrested in St.

Charles, Mo., on the charge of robbing a jewelry
store at Sturgeon, Mo. Part of the stolen Jewelry
was found on them, and they admitted their guilt.
They were taken to Sturgeon for trial.
E. E. Pickerell has purchased the jewelry store

of Ed. Barefield, Amarillo, Texas, and will con-
duct it as a jewelry and art store.

Among the visiting jewelers here recently on
buying trips were: H. M. Kissel, Metropolis,
III.; H. G. Knecht, Coulterville, Ill.; C. E. How-
erton, Perry, Mo.; Mr. Bass, of the Worrell-
Bass Jewelry Co., Louisiana, Mo.; W. J. Krug,
Staunton, Ill. •, W. W. McFadden, Palmyra, Mo.;
E. A. Beier, Florissant, Mo.; A. F. Odell, Quincy,
Ill.; H. Chambers, Bonne Terre, Mo.; H. P.
Hall, Carthage, Mo.; Wm, Blumhoff, Wentzville,
Mo.; A. J. Hirsh, Hornersville, Mo. 

' 
• J. M. Badt,

Mt. Pleasant, Texas; E. R. Houston, New Athens,
III.; C. E. Willis, Edwardsville, Ill.; A. L. Schire,
Lincoln, Kans.; W. H. Jahn, Pacific, Mo.; John
G. Weber, Marine, Ill.; Aug. Stahlberg, Stahl-
berg Jewelry Co., St. Charles, Mo.; Fred Simon,
Collinsville, Ill.; R. G. Rutherford, Mt. Vernon,
Ill.; E. L. Bersche, Columbia, III.; A. Koetting,
Malden, Mo.. 

' 
H. J. White, Litchfield, Ill.; Louis

Rose, Grand Saline, Texas; Chas. Gottlieb, Will's
Point, Texas; E. H. Goulding, Alton, Ill.; L.
Siegel, Hinton, Okla.; Otto Burklund, Moberly,
Mo.
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Cleveland
There has been very little doing in the jewelryline the past month. In fact, it has been ex-

tremely quiet in all branches of the industry. Ithas been rather difficult to explain just why this
condition existed. General lines of industry are
running at about the same capacity as during the
past year, and labor is employed to the same
extent, but still many merchants in retail busi-
ness are not satisfied with results. This brings
US down to two conclusions. Either the high
cost of living absorbs the earnings of families to
such an extent that there is nothing left to spend
on the luxuries of intrinsic value; or, the great
mass of buyers are abandoning the small stores
and doing their purchasing where large stocks
are carried and extensive credit extended. Col-
lections have been fairly satisfactory since the
first of the year. In fact, the consolidated state-
ments of the local banks show that this town
has an enormous amount of money on hand in
its vaults as savings of its depositors.
Geo. W. Scribner, of Scribner & Loehr Co.,

left last month for Bermuda, where he will join
his family for a few weeks' pleasure jaunt. Mr.
Loehr, of the same company, returned last month
from his trip to Europe.

Captain R. E. Burdick has returned from his
trip to the coast, where he went as the guest of
a Mr. Wheeler, president of the Standard Oil
Company, of New York.
The Cowell & Hubbard Co.

past three weeks in a complete
their entire retail storeroom.
The Webb C. Ball Watch Co. last month sold

out their watch inspection department to A. 0.
Amsden, of Ashtabula, who will immediately
move to this city. A new firm has been organ-
ized under the name of the A. 0. Amsden & Co.,
and have leased the storeroom No. i61 The
Arcade. The watch inspection will be under the
direction of E. J. G. Galley, and will cover the
Lake Shore Railroad, the Big Four, the Balti-
more and Ohio, the Nickel Plate, the Cleveland
and Pittsburg and two interurban roads. The
Ball Watch Company were forced to make a
quick move owing to the fact that the building
that has housed the Ball interests for twenty-five
years had been sold, and it was necessary to
vacate on the first of the month. The balance
of the business has been transferred to the Ball
building, on upper Euclid avenue.
Fred L. lialdy, of the Cowell & Hubbard Co.,

left last month for Europe. He is going to Carls-
bad, where his wife will take the treatment.
Paul F. Cusick, jeweler on Ontario street for

many years, has removed to East Fourth street,
near Prospect avenue.
H. L. Long, jeweler in the Atwater building,

has leased a storeroom in.the new Euclid Arcade,
the former site of the Williams & Rogers Dry
Goods Co., and will move about July 1st. The
Atwater building is to be torn down to make
room for the new high level bridge that is to be
built over the Cuyahoga River.

have spent the
redecoration of

Frank Martin, manager of the porcelain and
art department of Cowell & Hubbard Co., will
sail this week for Europe on the steamship
Amerika on his annual buying through the Con-
tinent and England.
John Renter, jeweler, 5372 St. Clair avenue,

met recently with a painful accident by an ex-
plosion of gasoline.
Members of the Commercial Club of Ashland,

about one hundred in number, were here last
month as the guests of the Wholesale Merchants'
Board of the Chamber of Commerce, in which
several of our local jobbers take a prominent
part.
H. 0. Lehr has opened a small store at 7436

Detroit avenue. He was formerly employed by
the Webb C. Ball Watch Company.
Lopker & Son, 13578 Euclid avenue, East

Cleveland, is the name of a new jewelry firm
that has opened for business in this new busi-
ness center of a fast-growing suburb of our city.
Clein Lopker has for some time been with E. B.
Shaw, 8517 Hough avenue, and has developed
into a first-class workman.
The jewelry store of the Critz-Haserodt Com-

pany, in Elyria, was entered the first part of the
month and jewelry and silverware worth about
$2500 was stolen. Entrance was obtained by
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Opening a skylight and then dropping throughto the storeroom.
The criminal prosecution of James Mitchell,on trial at Steubenville for robbing Jeweler W.J. Spies last November of $io,000 worth of dia-monds, had a very sudden termination when theprisoner suddenly pleaded guilty to the charge.Mitchell was forced to do so to save his wifefrom the pen for attempting to aid in his escanefrom jail. The peculiar conditions that arosefollowing the death of Mr. Spies made it ex-treinely improbable that a conviction could havebeen secured in the regular way of prosecution.The death of Mr. Spies removed the only witnessthat could identify the prisoner.
V. E. Willis, Lorain, has purchased the stockof Robert A. Miller and will open a new storein South Lorain. Mr. Willis was for a numberof years with W. C. Fisher, and is well andfavorably known in his town.
C. F. Groth, secretary and treasurer of theCowell & Hubbard Company, is receiving the

congratulations of his friends over the arrivalof an eight-pound daughter at his home.G. F. Elgin, Kent, was a recent trade visitor.

Pittsburg
The first signs of Easter and the early spring

wedding season have appeared in the jewelry tradein Pittsburg. The normal quiet that is usuallylooked for in the early spring, however, has notbeen the exact rule this year among the retailers.In fact a large number of them report getting ataste of better than normal business that extendedwell through February and March. This differsfrom the rule reported from road men in theWestern cities. But in Pittsburg things seem togo a little better this spring than for some timepast in all lines. The general trade conditionshave shown a much stronger tone. Prices havebeen steadily advancing in iron, steel, coke andlumber markets.

Banquet of
24-Karat Club

The event of March for the
jewelers of Pittsburg is the
annual banquet of the 24-Karat
Club, which will be held at theFort Pitt Hotel on March 29th, the last Wednes-day of the month. President Steele Roberts, ofthe club, returned this week from a trip to Chi-cago, where he has been attending the National

Association of Retail Jewelers who were in con-vention there. He is confident that the coiningbanquet in Pittsburg will be a splendid one.Among the speakers to take part will be ErnestLunt, of Chicago, vice-president of the Towle
Manufacturing Company; Col. J. L. Shepherd,of New York; Dr. J. A. Brashear, of the Uni-versity of Pittsburg; Judge J. A. Macfarlane, ofCommon Pleas Court; William T. Gough, presi-dent of the 24-Karat Club of New York ; CharlesT. Evans, president of the New York Retail Jew-elers' Association from Utica, IN. Y., and Harri-son Nesbit, president of the bank of Pittsburg.
The club has a membership of about 200 now,and these members come from western Pennsyl-vania, eastern Ohio, West Virginia and Maryland.The attendance from out-of-town is expected tobe one of the best of all that have marked these

occasions.
At the close of February local trade wereapprised of the death of Mrs. Martha S. Barrett,widow of the late George B. Barrett, one of theoldest jewelers of Pittsburg, whose death is stillfresh in the memory of many of the trade. Mrs.Barrett's interest in the business continues in theestate.
The George B. Barrett Company removes atthe end of this month to the Hamilton building,in Wood street, where larger and more modern

quarters have been secured, taking up the entire
second floor of the building. The removal at thesame time of R. Siedle & Sons to their handsomenew store in Wood street, which is now nearing
completion, will be a second rather interesting
change in the location of the trade in Pittsburg.
Two other changes taking place on that dateof well-known houses are those of Buchbinder

Company and B. K. Elliot & Co., opticians, whotake quarters in the handsome new JenkinsA rcade. • 

J. T. Montgomery, vice-president of the M. A.Mead Company, of Chicago, was in Pittsburg
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this month, passing through from New YorkChicago. Mr. Montgomery reports the watt.,business somewhat quiet, but looks ahead tobetter condition as the season advances. Hehoping to get to the city in time to attend tibanquet of the 24-Karat Club.
Hardy & Hayes, during the present month, haNbeen making a magnificent display of silver platwhich has attracted much attention among thfollowers of jewelers' fashions.
E. P. Roberts' Sons have also shown somethinon this order which brought flattering comment.The showing made by Gillespie Brothers in al ,goods and cut glass is exceptional. GillespitBrothers report a very interesting trade openingand with the coming Easter season the numerouweddings that are scheduled promise to mak,things interesting. Terheydens are making a fin(display of art goods. The store has been enjoy-ing its full share of patronage. Goddard-Hill,which is closing out with a special sale prepar-atory to a reorganization, has been handicappedby a reconstruction of the building which theyoccupy. When this work is finished, however, itwill give that concern an exceptionally welllocated and attractive place.
Hereen Brothers & Co. report business normaland without special feature at this season. Thefactory is working under full head, and businessin the badge and other specialties of this houseis quite active. W. W. Wattles, undaunted by thequiet season for trading, has kept his customersguessing from week to week with his display ofexquisite novelties and makes a feature of a dis-play from month to month of birthstones inattractive and unique array. R. Siedle & Sonsare pushing their special sale prior to moving totheir new store, and are reducing stocks by thisleans.
During the present month there has opened theannual automobile exhibition in Pittsburg whichis a semi-social affair and draws the ultra fash-ionables out in large numbers. Society finds thisway of showing itself during Lent without com-punction of conscience. There is also an Aeroshow scheduled for the closing week at Exposi-tion Hall, which has aroused keen interest. Ofcourse, souvenirs are plentiful, and there musthave been some attractive orders placed along thisline during the past few weeks. There are in-quiries for class pins and graduation gifts, andsome are getting orders placed early.
The Pittsburg Credit Men's Association, whichhas grown with astonishing rapidity since it wasorganized some few years ago, and which re-ceived some of its strongest support from thejewelry trade, is now holding weekly noon-daymeetings and luncheons which draw about 5oo ofthe leading business men of the city together, andwhere topics of national as well as mull'cipaland commercial interest are discussed by promi-nent men. The president of this association,Enoch Rauh, has been invited as an honor guestto the jewelers' banquet. Through the work ofthis association many fraudulent failure and

bankruptcy cases have been sifted do-Jn, and nota few prosecuted under the criminal law. The
jewelry trade of Pittsburg has benefited like all
the rest from this active and organized effort.One of the leading jewelers of the city stated inthis connection that since that organization beganwork there has been a rapidly decreasing numberof small failures and a consequent lessening oflosses from this source.

The Braddock (Pa.) Retail Jewelers'
Association

The jewelers of Braddock, Pa., have formed apermanent organization to be known as the Brad-dock Jewelers' Association, and the following
officers have been duly elected: L. Schmidt,chairman; A. Goldstein, treasurer; S. E. Bramer,
secretary. Directcrs—L. Marx, A. Schmidt, KarlHess, D. H. DeNardo, F. P. Liljedahl and Mr.Isaacson. Some of the many purposes of the
association are: first of all, that all jewelers of
Braddock have agreed to close their stores twonights a week—Tuesday and Thursday. They arealso going after the so-called wholesale housesthat do business at retail, and they further hopeto take up many other matters of benefit to
jewelers generally.
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A Akeson, Fall River, Mass., has purchased

die jewelry store of L. A. 
Nicholet.

arren Dalton, salesman for E. A. Cowan &

Co. has been suffering from 
grippe. He is now

bac■s in harness.
1 rederick Eugene Carter, former window

dr e ser for the Thomas 
Long Co., has left their

employ. C. E. Aldrich has taken his place, and

\V, B. Fowler has been in charge of the 
gold

window.
The woodwork of the twenty-odd show 

cases

in the store of the Thomas 
Long Co. is being

changed from cherry to mahogany finish. 
Sev-

eral cases have already been done 
with marked

improvement in their appearance.

L. J. Anshen, proprietor of the 
Boston Jewelry

Company, 373 Washington street, has sold out

his interest to L. Anshen and has 
engaged in

business for the manufacture of gold-filled

chains, lockets, etc., at 144 Pine street, Provi-

dence, R. I.
F. S. Gray, of Rochester, N. H., has 

moved

his examination room to his old 
office upstairs

so as to enlarge his jewelry 
store. Mr. Gray

formerly occupied this office before he bought

out the jewelry store.
E. P. Barry has resigned his 

position. with J.

P. Farrington, of Kingston, Mass. 
Mr. Barry

has opened a business of his own at 454 B

Geneva avenue, Dorchester, Mass.

R. B. Johnson, of Waltham, Mass., 
was a re-

cent visitor in Boston.
nbar of Norwood, Mass., was re-

cently in Boston. Mr. Dunbar has rounded out
. .

tifty-three years as a watchmaker, 
having been devoted to manufacturing purposes, anu t le top

in the business since he was eleven years 
old. floor will be used for offices.

Mr. Dunbar can tell some very 
interesting stories John W. Blackwell, a well-known jeweler of

about the business, and was kind enough to 
Plainville, Mass., died at his home in that town

show an original document that bound 
his father on February isth, in his 55th year. He was 

born

out as an apprentice, in the year 
1822, for a in Philadelphia, but removed to North 

Attleboro

term of seven years to learn the trade 
of watch- in 1872. He entered the employ of the 

Whiting

making. He also showed an original letter 
from Manufacturing Company as an apprentice and

his grandmother to his father, nine 
years later, went to New York with the concern in 

1876.

in the year 1831, when she learned of 
his in- Three years later lie returned to North Attie-

tended marriage. Mr. Dunbar showed a 
genuine boro and was employed by G. K. Webster 

for

sheepskin parchment wallet that his 
father had five years. In 1883 he entered the employ of the

made himself and which he used to 
keep this F. M. Whiting Company and continued for 

twen-

letter in.
ty-eight years with that concern, having 

charge

Miss Cora Roberts, for three years private of its designing and die sinking.

stenographer for Charles W. Davidson, 
president The entire jewelry stock and fixtures of Joseph

of the Thomas Long Company, has 
accepted a Namias, 1292 Main street, Bridgeport, are being

position with a publishing company on 
Boylston sold at auction. The stock consists of 

diamonds,

street. 
watches, silverware, gold-filled and gold jewelry
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the watch trade. The committee is: Chairman, chair. Arrangements were made for a special

J. Emanuels, L. Nichols, C. S. Ramsdell, Y. F. 
meeting next month, at which matters of im-

Proctor and Charles S. Robb. Under the aus- portance will be discussed.

pices of the same club two classes are conducted 
E. A. Bigelow, treasurer of the E. Howard

at the Franklin Institute every Tuesday evening. 
Clock Co., who attended the recent Pan-Amen -

These classes, which are in charge of Mr. Dun- 
can commercial conference in Washington, D. C.,

can, who superintends the course of instruction, on behalf of the company. is back at business

are attended by the younger members of the again.

watch trade, and are highly instructive. 
Buyers in Boston recently included M. F. Ford,

F. R. Jerman, for some time past in the em- 
Lowell; J. H. Conner, Lynn ; L. Kimball, Haver-

ploy of the New England Watch Co., Water- hill; C. A. Center and H. S. Hewitt, Brockton;

bury, Conn., died recently at his home at that W. W. Cooke, Natick, and W. L. Powers,

place. 
Stoughton.

LeRoy S. White, an inventor and prominent 
The silver loving-cup recently presented to

business man of Waterbury, died at his home re- 
Edward R. Smith, the new president of the Bos-

cently at the age of 82 years. Among Mr. ton Chamber of Commerce by the Clothiers' As-

White's inventions were machines for burnish- 
sociation of Boston, was designed by Bigelow,

ing silver-plated ware. He is survived by a Kennard & Co. With its ebony case the cup

widow and three daughters. 
stands 12 inches high.

E. F. Welch, of Westboro, Mass., was a recent 
Miss S. E. Blake, stenographer with the E.

visitor to Boston. Mr. Welch is remodelling his 
Howard Clock Co., met with an unfortunate ac-

store. 
cident February 24th, which will probably keep

At the annual meeting of the Wm. L. Gilbert 
her away from the office for several days. Lately

Clock Co., Winsted, Conn., held recently, the fol- 
she has been suffering from defective sight, and

lowing officers were elected for the ensuing year : on Thursday, by mistake, used a bottle of acetic

James G. Woodruff, B. Frank Marsh, George B. 
acid to bathe her eyes instead of a lotion which

Owen, Jr., Arthur W. Owen, Joseph A. Norton, 
she was accustomed to use.

Edward B. Gaylord and Arthur L. Clark. A F. J. Johnson, of Providence, R. I. has begun

memorial resolution was also adopted on the the manufacture of pickle and olive 'forks in all

death of the late Lyman L. Norton. 
grades of plated and sterling silver at Warren

The Landers, Frary & Clark factory, New Brit- 
under the firm style of the Johnson Olive and

am, Conn., to be erected during the coming 
sum- Pickle Fork Co.

mer, will be, it is said, one of the finest build- 
A fire which started in the two-story brick

ings of its kind. One wing will join the original 
building in Arlington, Mass., recently, did about

building and will be 368 feet long, 50 feet wide, 
$4000 damage. The building is occupied- by the

and will contain seven stories. Six floors will be Standard Jewelry Co.

A committee of five, with J. 
Sundin as chair-

man, was appointed at a meeting of 
the New

England Watchmakers' Club, held 
February 14th

at the Franklin Institute, to nominate 
officers for

the coming year. Nominations will be announced

at the next meeting of the club.

Carl D. Smith, of the Smith
-Patterson Com-

pany, and Mrs. Smith left for Europe 
February

27th from New York, having 
booked their pas-

sage on the George Washington. 
They will be

away a month or six weeks. M. N. 
Smith, of the

same house, returned recently from 
Atlantic City.

Henry C. Morris and Edward 
Morris left re-

cently for their Southern trip, calling 
at Norfolk,

Newport News, Baltimore, 
Washington, Philadel-

phia and Atlantic City. They will 
be away two

weeks. Edward G. Morris returned recently

from a two weeks' trip through 
Connecticut and

Rhode Island. He reports that 
business is rather

quiet in those districts.
Joseph Emanuels, watchmaker, 

387 Washing-

ton street, Boston, has left for Paramaribo,

Dutch Guiana, where he will 
make an extended

stay. Mr. Emanuels has not seen his 
folks for

thirty-two years, and he naturally 
expects to find

a great change in them as 
well as in his native

place. He will be away about six 
weeks. He is

chairman of the Executive 
Committee of the

Boston Watchmakers' Club.

At a meeting of the New 
England Watch-

makers' Club, Tuesday evening, 
February i4th, a

make ar-

Sydney L. Harrigan, a jeweler of Springfield,

Mass., died at his home recently after a long

illness. On account of ill health Mr. Harrigan

retired last fall, selling his jewelry business to

T. F. Ryan & Son.
A two-alarm fire in the five-story brick busi-

ness block at the corner of Travers street, Bos-

ton, February 25th, caused damage estimated at

$2000. The North Star Plating Works, where

gold, silver and nickel work is done, occupying

the ground floor, and the C. A. Gilchrist jewelry
manufacturing company, on the second floor,

both suffered considerable loss, the latter esti-

mated at $15oo.
Henry Alberts & Son, Hartford, Conn., recently

opened a branch store in the Connecticut build-

ing arcade in that city. Julius H. Alberts, of

the firm, will have charge of this branch of the

business.
and optical goods. Mr. and Mrs. N. S. Ingraham, Bristol, Conn.,

Albert C. Loomis, 67 years of age, for many are making plans for a trip abroad during the

years an employee of the Seth Thomas Clock early part of the summer. It is their intention
Company, Thomaston, died recently. Mr. Loomis to take their automobile with them and tour the

was a veteran of the Civil War and a 
member

Old World countries. Mr. Ingraham, who is

of the Thomaston Lodge, No. 363. chairman of the Board of Library Directors,

C. F. Egler, expert clock repairer with the E. recently presented to that institution two hand-

Howard Watch Works, Waltham, Mass., recently some clocks.
installed a big clock in the Union Station at

John 0. Simpson, who will soon retire as as-
Waterbury. The clock will be illumined by elec-

tricity at night. 
sistant superintendent of the New England

The Landers, Frary & Clark Mutual Aid Asso- 
Watch Co., Waterbury, Conn., was presented

ciation, New Britain, Conn., held its annual 
dance with a handsome diamond ring February 25th by

the employees of the company. Mr. Simpson

The police in New Haven are investigating the 
will be connected with the Remington Arms Co.,last month.

thefts of a number of parcels from the 
Adams at Ilion, New York, and will be succeeded at 

the

and the Peck & Bishop express companies. 
The watch company's plant by Lewis Burghoff, who

thefts have extended over a period of three has been with the concern about eight years.

years, and the latest one reported was that of a 
The Boston Diamond Cutting Co., 387 Wash-

package consigned to the S. Goodman Co., jewel- 
ington street, recently received a large shipment

ers, valued at about $300. The package was of rough diamonds purchased in New York by

taken from an Adams Express Company 
wagon. A. Levy, of the concern.

The entire stock of C. J. Monson, Jr., & Co., Walter B. Snow, New England representative

New Haven, is being sold at auction preparatory for the Poole Silver Co., Taunton, Mass., will be

to the retirement of the firm from 
business. Mr. assisted by Foster N. Blakney, of the same firm,

Monsons' health, which has not been good of in covering the New England territory. Mr.

late, makes his retirement necessary. The 
busi- Snow, who is now devoting a great deal of his

ness was started in 1843 by Mr. Monson's time to the factory in Taunton, finds it difficult

father. The Harvey & Lewis Co. have an- to work the whole of the New England 
district

nounced that they have purchased the entire op- without assistance, and thus has requisitioned

tical stock and prescriptions of the Monson the services of Mr. Blakney, who will travel

' d. t. n

committee of five was appointed
concern. un

rangements with H. E. Duncan, of the 
Waltham After service of fifteen years, Frederick W. eo,believed to have started in the jewelry

f Wbloaclkter at
 
L. spoieurgcledodnestmrosysesde, the Swan

Watch Company's factory, to give 
a lecture at Derbyshire has resigned as superintendent of the 

business
stoFrier

the Franklin Institute, Berkeley 
street, for the works of the American Waltham Watch 

Tool

benefit of members of the trade. 
The subject of Co. His successor has not yet been 

named. 28th, the loss being estimated at $40,000.

the lecture has not yet been 
chosen, but it will A regular monthly meeting of the 

Retail Jew- J. P. Farrington, of Kingston, Mass., was a

doubtless relate to the manufacture of 
watches. elers' Association was held at the American recent visitor in Boston.

Invitations are to be sent to all 
members of the House, Thursday evening, February 23d, with 

S.

Watchmakers' Club and to others 
interested in W. Sharmats, president of the 

association, in the (Continued on page 630
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Minneapolis and St. Paul

Jobbers and retailers throughout the Northwest

I ke an optimistic view of the coining season

(I are not discouraged by the delay in revival

trade, for they feel that the underlying con-

ions are sound. A bountiful crop is hopefully

I ,)ked forward to.

C. F. Sischo, of Sischo & Beard, St. Paul, re-

cmtly made a western trip for the purpose of

looking after some business interests of the firm.

H. M. Lentz, of Andora, S. Dak., spent several

days in the Twin Cities during the past month

buying goods and visiting friends. Mr. Lentz left

the Twin Cities to go to Renville, Minn., his

former home, to spend a few days. From there

he will return directly to Andora.

George T. Hartman, manager of A. L. Haman's

wholesale watch house, St. Paul, Minn., accom-

panied by Mrs. Hartman, have gone to Florida

and will return about April 1st.

Albert Villeux, of Minneapolis, is now in the

employ of W. B. Dahl, retail jeweler of that city.

J. B. Hudson & Son, of Minneapolis, had their

store completely destroyed by fire March 5th.

The vault, however, is thought to be all -right.

The loss is well covered by insurance. They are

now temporarily located at 215 Plymouth Build-

ing, Minneapolis.
A. E. Madsen, Minneapolis, a member of the

firm of Rettig, Hess & Madsen, of Chicago, re-

(;e:liktloyt
al.eft for an extended trip through South) 

E. Brunat, of Minneapolis, has purchased the

old stand in the Phcenix Building, which was for-

merly held by Mr. Wiseman, of that city. Mr.

Brunat purchased this stand for the purpose of

running it as a branch stand in connection with

his repair business in the Sykes Block.

L. C. Gans & Co., of Minneapolis, owing to

their increasing business, are compelled to add

more space and will occupy a room on the eleventh

floor of the Lumber Exchange in Minneapolis.

Max A. Kohen, who recently withdrew from

the American Jewelry Company, of Minneapolis,

has about completed arrangements to go into busi-

ness for himself and will open a store on Fifth

Street, second door north of Nicollet Avenue, of

that city. The two rooms which he will occupy

are being overhauled and made into one.

E. J. Hyde, Spokane, Wash., recently suffered

the loss of some small articles of jewelry through

a man who impersonated a well-known patron of

the store. The man has been captured and will

be given a trial.

John Caesar, of Stillwater, Minn., who recently

had his store partly destroyed by fire, is having

a new glass front put in, installing new fixtures,

and will also increase his stock. Mr. Caeser will

have one of the most up-to-date jewelry stores in

the Northwest.
M. L. Crane, of Fairchild, Wis., was one of the

out-of-town jewelers who visited the Twin Cities

during the past month for the purpose of buying

EtA A. Carlberg, jeweler of St. Croix Falls, Wis.,

made a trip to the Twin Cities during the past

month buying goods and looking after other busi-

ness interests. Mr. Carlberg reports business as

being very good, with prospects of a good spring

trade.
Emmet Holmes, formerly in the jewelry store

with his father, George R. Holmes, the well-

known Robert Street jeweler, of St. Paul, has

left the jewelry business and entered the auto-

mobile business, having the agency for truck cars.
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A. I. Shapiro & Bros., of St. Paul, will start

work on their new store building, which will oc-

cupy the corner of Seventh and Minnesota Streets,

of this city. They are conducting a reduction

sale just at present.

A. J. Eisman announces that he will soon open

up a retail store at 316 Nicollet Avenue, Minne-

apolis, in the stand which for several years

was occupied by L. J. Wilk & Co. Among the

improvements being made on the building is a

new store front. Mr. Eisman is at present lo-

cated on Washington Avenue, South, just off

Nicollet Avenue.

Mr. Quiggle, of the Quiggle-Lawless Co.,

Groton, S. Dak., has been ill in the hospital at

Rochester, Minn., but is now sufficiently recovered

to be able to return to his home in S. Dak.

C. Astlund, watchmaker for C. M. Thomson,

Cedar Avenue, Minneapolis, left February 20th

for New York. From there Mr. Ostlund will sail

for Sweden, his old home, where he will make a

three months' visit.
I. Reiner, of Hutchinson, Minn., attended the

automobile show held in Minneapolis last month.

0. H. Hadnefield, a watch repairer, located at

1217 Washington Avenue, South Minneapolis, was

the victim of a theft last month. While Mr.

Hadnefield was waiting on another customer a

$50 watch was taken from his rack.

Mr. Fagerstrom, formerly employed by W. E.
Mowery, of St. Paul, has left Mr. Mowery and 

iIS now n the watchmaking business for himself
in the Medical Block, St. Paul.

August Arndt, a watchmaker, age 65 years,

died recently in Minneapolis. Mr. Arndt con-

tinued to do work at home until his recent illness,
which caused his death.

J. C. Gerde, jeweler of St. Peter, Minn., was

one of the out-of-town retailers seen in the Twin

Cities recently buying goods and attending to

other business matters.

H. W. Harm, of Fargo, N. Dak., was visiting

his brother, F. H. Harm, of St. Paul, the well-

known Robert Street optician and jeweler. Mr.

Harm reports business as being very good in

North Dakota.
R. P. Yale, jeweler of GlenWood, Wis., was in

the Twin Cities on business during the past month

and reports repair work as being good. While

sales have been a little slow in his section lie

entertains hopes for a large spring trade.

John Engebretson, who recently started in the

jewelry business at Hudson, Wis., was in St. Paul

during the past month and says business is good.

Mr. Engebretson is a young man of no little

business ability and will doubtless prove to be

one of the many progressive jewelers of this

section of the country.

C. L. Burnett, of Brainerd, Minn., was in the

Twin Cities during the past month buying goods.

Martin Koop has accepted a position with C. P.

Elliott, of Lisbon, N. Dak.

J. L. Boline, jeweler of Parker's Prairie, Min
n.,

was seen in the Twin Cities during the past mont
h

calling on the wholesalers.

Mr. and Mrs. George R. Holmes, of St. Paul,

have returned from the South, where they spent

several weeks.
N. Jensen, trade watchmaker of St. Paul, has

been on the sick list during the past month, hav-

ing had a severe attack of grip. He is again able

to be out and look after his business.

F. C. Arns, of Doland, S. Dak., called on the

Twin City wholesale houses during the past

month.
Beard Bros., 219 Ryan Building, St. Paul, have

been adding some new fixtures to their tool de-

partment.
Mr. Hulberg, of Hulberg & Arenson, North-

field, Minn., was in the Twin Cities on business

during the past month.

N. S. Nelson, of Hutchinson, Minn., recently

left for Europe, where he will spend about two

months visiting.

John Holt, of Eau Claire, Wis., made. a business

trip to the Twin Cities during the past month.
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C. E. Brant, South Dakota, recently sold out

his business at that place.

G. R. Simons, jeweler, of Langford, S. Dak.,

was recently in the Twin Cities buying goods and

looking after other business matters.

Rudolph Gaalaas, of Stillwater, Minn., was

in St. Paul on business during the past month.

A. D. Colkins, of Osceola, Wis., was in the

Twin Cities during the past month buying goods

and attending to other business matters.

Earl E. St. Hoor, formerly manager of the tool

and material department of Sischo & Beard, St.
Paul, and who now has charge of the western

territory for the American Oil and Supply Com-

pany, called on the Twin City trade recently. Mr.

St. Hoor was accompanied by Mrs. St. Hoor, who

joined him in Kansas City on his return trip from

the West, where she had been visiting friends and

relatives. While in the Twin Cities they also

visited some of their old-time friends and re-

turned to Chicago, their present home, via Mil-

waukee.
C. K. Whitcomb, formerly with J. J. Nygaard,

of Buffalo Lake, Minn., has opened a jewelry
store at Walcott, N. Dak. Mr. Whitcomb was
in the Twin Cities buying his opening bill of
goods such as jewelry, fixtures, tools and ma-

terials.
Following are the names of some of the out-of-

town visitors seen in the Twin Cities during the
past month. Rudolph Gaalaas, of Stillwater,
Minn. •, M. L. Crane, Fairchild, Wis.; A. H. Cal-
kins, Osceola, Wis.; H. M. Lutz, Andora, S. Dak.;

J. J. Nygaard, of Buffalo, Lake, Minn.; W. C.
Vandervort, Mammoth, N. Dak.; Peder Gaalaas,
of Stillwater, Minn.; A. B. Coban, Windom,
Minn ; Charles Fay, Bryant, S. Dak.; A. M.
Harper, of Dawson, Minn.• Fred Green, Buffalo,
Minn.; F. A. Klass, of Hibbing, Minn.; C. L.
Burnett, Brainerd, • H. A. Nesselrodt, of
Casselton, N. Dak.; D. 

Minn.
W. Smith, of Pipestone,

Minn.; J. L. Boline, Blooming Prairie, Minn.;
G. R. Simons, Langford, S. Dak.; A. 0. Hul-
berg, of Hulberg & Arneson, Northfield, Minn.;
F. C. Arns, of Doland, S. Dak.; John Holt, Eau
Claire, Wis.

Daylight by Legislation

The so-called "daylight bill," about which little

has been heard of late, has apparently not been

forgotten by its advocates in the British Parlia-

ment. Nature, which thinks that the measure's

chief effect will be to make Britain ridiculous,

states that Honie-Secretary Winston Churchill is

in its favor and that its proposer, Mr. William

Willett, intends to push it. The bill, it will be

remembered, provides that all the clocks in Eng-

land shall be set forward at certain times in the

year and backward at others, so that more day-

light may be effective without any change in the

formal hours of work and play. Says the paper

named above:
"Mr. Churchill is, in fact, prepared to support

a measure which will convert Greenwich time

into German time at stated intervals, not because

he has taken competent opinion as to the con-

sequences of such an act, but because he thinks a

majority desires it. In the building and engineer-

ing trades, and in the Government's own dock-

yards, the working hours are already adjusted to

the seasons, without legislative interference, so

that the suggestion that agriculturists are the only

people who do not want the bill is misleading.

The promoters of the bill refer to the advantages

which would be obtained by altering the hours of

work at different seasons of the year according

to those of daylight, But it does not seem to oc-

cur to them that all the advantages could be se-

cured in a much simpler way without the in-

describable confusion and inconvenience which

would be caused by frequent interference with

clock-time. We believe that if the measure which

Mr. Willett persistently puts forward is ever put

upon the statute book, it will make us the laugh-

ing-stock of the civilized world. Unable to change

our customs, we are to deceive ourselves into

doing so by moving the hands of clocks in months

prescribed by Act of Parliament. Such methods

may be appropriate for lodging-house servants,

but they are unworthy of the dignity of a great

nation."

'
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THE FACT IS

Goods Well Displayed
Are Half Sold

Neat, well-made Cases and Fixtures are absolutely

necessary. You will be interested in Our Line.

WRITE US TO-DAY

A. R. JACKSON, KANSAS CITY
SHOW CASE WORKS CO.
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FREE
Our Handsome Catalogue
of Class and Fraternity
Pins, Rings and Badges

WRITE TO-DAY

Meyer Jewelry Co.
MANUFACTURING JEWELERS

12th and Walnut Streets, Boley Building
TO JEWELERS ONLY KANSAS CITY, MO.

HARD PITH
Save Time and Money by Using Pinion Pith

Costs less, as one bundle will do more work than 3 of any other
kind. Is harder and finer grained than ordinary Pith and will
hold together 'till all used up. No waste whatever.

Price 10c. Per Bundle, $1.00 Per Dozen
Postage Extra

Edwards & Sloane Jewelry Company
WHOLESALE JEWELERS : TOOLS and MATERIALS

KANSAS CITY : : MISSOURI

Woodstock -Hoefer
Watch &Jewelry Co.

COMPLETE LINES OF

Watches, Diamonds,

Jewelry,Clocks,Silver-
ware, Novelties, Etc.

Everything for the Retail Jeweler

Orders Filled from Any Catalogue
NO RETAIL

Ninth and Walnut Streets
KANSAS CITY : MISSOURI
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Kansas City

The business situation in Kansas City is 
satis-

factory for the season and there are no
 special

features of interest to the jewelry trade
. Until

spring business really opens up and agr
icultural

activities begin it is not believed that there will

be any marked change in the situation. 
It is re-

ported from all the jewelry houses that p
rospects

are good for normal orders from the So
uthwest.

Louis Meyer, president of the Meyer 
Jewelry

Co., with his wife, spent the month of 
March at

Hot Springs, Ark. Mr. Meyer has been in ill

health since he overworked during the Ch
ristmas

rush and his physician has ordered a lon
g rest.

C. C. Hoefer, of the Woodstock-Hoefer 
Watch

and Jewelry Co.; George H. Edwards,
 of Ed-

wards & Sloane; C. B. Norton, of the C.
 B. Nor-

ton Jewelry Co.; C. A. Kiger, of the C
. A. Kiger

Jewe1ry Co., and Dana B. Ward, of th
e D. B.

Ward Jewelry Company, were all in Chic
ago last

month attending the National Wholesale J
ewelers'

Association.
J. T. Morrison, formerly of Morriso

n Bros.,

Olathe, Kans., has opened in busin
ess at Hays,

Henry J. Norton, of the C. B. Norton
 Jewelry

Co., traveled through Kansas last mo
nth on busi-

ness for the house.

J. Y. Myers, of Miles, Tex., has moved to

Holles, Okla.
Walter Jaccard, of the Jaccard Jewe

lry Co.,

with 'Mrs. Jaccard, spent last month in 
New York

City.
C. A. Kiger, of the C. A. Kiger Jewe

lry Co.,

was duck hunting in southern Missouri last

month.
George H. Edwards, of the Edwards & 

Sloane

Jewelry Co., who moved about Februar
y 1st to

his new home, 3533 Harrison Street, was
 robbed

some time within the past few weeks, 
but he did

not know it until March r8th. When Mr. 
Edwards

moved he left some of his household g
oods at

his former residence. When he went to 
get them

they were not there. The list of things 
stolen in-

cluded a bed, dressing table, trunks and 
carpets.

The Davis Jewelry Co. is a new conce
rn re-

cently opened in Houston, Tex. G. H. 
Davis is

the head of the firm.

Rarely fine examples of old English silv
er and

Sheffield plate, some of them dating ba
ck more

than 150 years and each with interesting
 history,

were shown in Kansas City last month b
y W. K.

Cowan, of Chicago. Mr. Cowan lectured under

the auspices of the Fine Arts Institute
. His col-

lection, valued at $15,000, was later place
d on dis-

, play in a window of the Emery, Bi
rd, Thayer

DrygoOds House. Two pieces which a
ttracted

much attention were an antique epergn
e made

in 1753 and a chased silver tray weigh
ing 232

ounces and made in 1813. The only other tray

like this belongs to the King of England a
nd is

in Windsor Castle. In contrast to the Cowa
n col-

lection the Jaccard Jewelry Co. gave a d
isplay

of the most artistic examples of the mode
rn Shef-

field plate.
Hyman Falleck, engaged in the jewelry bu

siness

in Kansas City, Kans.
' 

was married March al to

Miss Sarah Rocker. Mr. and Mrs. Fa
lleck were

engaged several years ago in Austria.

C. L. Akers, of Cordell, Okla., was i
n Kansas

City last month visiting his sister. He 
was on his

way home from Golden City, where he 
took the

remains of his wife.
S. Randazzo, a jeweler on East Seventh 

Street,

outwitted two thieves who entered his s
tore the

afternoon of February t6th. The men asked

to see some diamond rings. While the jeweler's

attention was attracted elsewhere they subst
ituted

a ring set with glass for one of the dia
monds in

the tray. Mr. Randazzo detected the fraud im-

mediately and was not surprised when the 
men

said they could see nothing that suited them.

The jeweler replaced the tray of rings i
n the

case but begged his "customers" to remain a

moment as he had a few choice jewels in his 
safe

which he would show them. He returned wi
th an

automatic revolver and demanded that the
y give

up his ring. They denied having the ring, but

when the jeweler's trigger finger moved

nervously one of the men threw it down on the

counter and both ran out of the store. Mr.
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Randazzo still has the ring with the 
glass "dia-

mond."
The Green Jewelry Co. is furnishing a

ll of the

medals for the Kansas City Athletic Clu
b meets

this year.
C. B. Norton and Ward Lewis, of 

the C. B.

Norton Jewelry Co., were duck hunting last

month at Rich Hill, Mo.

The following are new employees of Por
ter &

Wiser : Joseph Gutentag, Nathan Good
man, E. C.

Williamson and Guy Brown.

Moad Lamar, for the past three years with

Porter & Wiser, left last month for a 
permanent

residence in Los Angeles, Cal.

H. W. Selts, with his wife, en route from Ne
w

Orleans to his home in Clay Center, Kan
s., vis-

ited in Kansas City last month. Mr. Selts re-

cently became a benedict.
J. A. Van Sickle, a jeweler and optician a

t Jef-

ferson City, accidentally shot and 'killed 
himself

February 21st. He left a wife and five small

children. Van Sickle was cleaning the revolver

from which he 'thought he had removed the 
bul-

lets.
Fred Cateron was in charge of the disp

lay of

the C. B. Norton Jewelry Co. at the N
ebraska

Retail Jewelers' Association at Omaha, March

21st and 22d.
T. J. Heins, formerly with.the Mitchell J

ewelry

Co., at Carrolton, Mo., is now. in the 
jewelry

business for himself at Lenapah, Okla.

J. H. Casey, of Delaware, Okla., has. 
moved

his stock to Wagner, Okla.
The H. E. Ralieman Jewelry Co., here

tofore

one of the leading stores of Sapulpa, Okl
a., made

an assignment February 27th. Outstanding in-

debtedness is scheduled at $tt,000 and l
iabilities

at $to,000. It is said,that the firm has small ob-

ligations in Oklahoma City and that most 
of the

creditors are in Chicago and New York.

The executive committee of the Oklahom
a Re-

tail Jewelers' Association have decided to 
hold the

next annual convention May r5th and 
16th at

Tulsa, Okla.
N. A. Warrington is a new employee in the

watch repairing department of the Jaccard

Jewelry Co.
The business of Frank M. Anderson, of

 Con-

way, Mo. has been sold to P. T. White.

C. R. Wood, of Clever, Mo., has sold o
ut his

business to C. A. Helvey.
C. L. Anderson, formerly of St. Joseph

, Mo.,

is now in the employ of the Hassig Jewelr
y Co.

as a manufacturing jeweler.

H. E. Wuerth, who has a jewelry store at 91
6

Main Street, was robbed during the past mon
th

of several watches, bracelets, chains and fobs.

Mr. Wuerth was leaning against the jamb 
of his

open back door one bright day when he not
iced a

mark on his door that could have been made
 only

with a chisel. An examination of certain boxes

disclosed the amount of the goods taken.

Tom Beddow, at Huntsville, Mo., has sold 
out

to Fay Bass, of Louisiana, Mo., and Foy S
utliff,

of Kansas City, both former residents of H
unts-

ville.
Alex. A. Ritter, a prominent jeweler of 

Mound-

ridge, Kans., was recently married to Mis
s Myrtle

Suffield, of Galva, Kans.
J. T. Little, who has been conducting the

 Little

Jewelry store at Caney, Kans., has sold 
his stock

to J. L. Cox, of Elk City, Kans. .

A. J. Klaus, formerly in the employ of the

Jaccard Jewelry Co., has purchased the
 factory

of Felty Bros., at Portland, Oregon.

H. S. Fuhrman, of Fuhrman Bros., Kansas

City, Kans., has removed into his new res
idence

in Kansas City, Mo., 3732 Roanoke Bou
levard.

N. H. C. Putid, a Westport Avenue 
jeweler,

recently returned from a trip to Florid
a.

S. E. Woodstock, of the Woodstoc
k-Hoe fer

Watch and Jewelry Co., entertained his 
brother,

J. H. Woodstock, of Clear Lake, Iowa, last

month.
E. 0. Alexander, of Enid. Okla., has sold 

out to

Abbot & Kendrick. Mr. Abbot was formerly in

the employ of Lon Williams, a Wichita
, Kans.,

jeweler. Mr. Kendrick is a recent gradua
te of the

horological department of the Bradley Poly-

technic Institute at Peoria, Ill.

The W. T. Hixon Co., retail jeweler at
 El Paso,

Tex., have increased their capital stock 
from $40,-

000 to $6o,000.
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Jewelers' Security Alliance

The regular monthly meeting of the Executive

Committee of the Jewelers' Security Alliance was

held on Friday, March loth, the following mem-

bers being present : Vice-President Champenois,

Treasurer Karsch, Secretary Noyes and Messrs.

Abbott, Alford, Brown and Wormser. The fol-

lowing new members were admitted:

Bishop Jewelry Co., Claremore, Okla.
Sam Carshon, Sapulpa, Okla.
S. T. Gilbert, Parsons, Kans.
Greenleaf & Crosby Co., St. Augustine, Fla.

A. S. Hirshberg, Boston, Mass.
J. M. McEntee, Muskogee, Okla.
T. Miller, Muskogee, Okla.
S. Robinson & Co., Boston, Mass.
Jason Weiler & Son, Boston, Mass.
H. C. Stern, Chicago, III.
Walker-Sherman Co., Plattsburgh, N. Y.

White Jewelry Co., Vinita, Okla.
Mrs. A. D. Coon, Ada, Okla.
A. J. Dealy, Wardner, Idaho.
Ray De Mater Co., McAlester, Okla.

M. Flatau & Son, Chickasha, Okla.
J. Gansl, Billings, Mont.
Frederick Koehle

C 
r, Livingston, Mont.

Koetsch Jewelry o., Guthrie, Okla.
J. F. Mitchell Jewelry Co., Anadarko, Okla.

H. E. Sutter, .Anadarko, Okla.
Sutter Brothers, Lewistown, Mont.
Harry W. Folts, Silver Springs, N. Y.

D. D. Greenewald, Tolleston 
, Ind.

J. B. Hoecker, Brooklyn, N. Y.
M. L. A. Howald, Woodlawn, Pa..

H.W. Hunter-Hoecker Co., New York C
ity.

J. A. Pickett, New Castle, Ind.
Isadore Prager, Keyport, N. J.
F. T. Williams Adams, N. Y.
A. 13arrick, Alilany, N. Y.
H. C. Drumm & Co., Enid, Okla.

J. Goldstein & Co., Oklahoma City, 
Okla.

liNr. D. Hoyal, Goodland. Kans.
Kretschman & Co., Cleveland, Ohio.

R. W. Manker, Jefferson, Iowa.

Rupert Tuell, Stilwell, Okla.
Harry Heilbron, Muskegon, Okla.

L. Kamstra, Prineville, Oregon.

Vanderzee Jewelry Co., Oskaloosa, 
Iowa.

Louis H. Pohlman, Wichita, Kans.

Waltham Watch Co. New York C
ity.

Sim & Co., Troy, N. Y.
G. M. Winstead, Hutchinson I 

Kans.

Kors-Meinhardt jewelry Co., ndependence, Kans.

Keeler & Kroehnke, Ottawa, Ill.

Vahlman Jewelry Co., East St. Lo
uis, Ill.

Wiegand & Co., Newark, N. J.

A. I-T. Leisinger, Pittsburg, Pa.

William Ka”lan, New York Cit
y.

The following rewards were orde
red paid:

No. 134. To Pierson & Pierson, a
ttorneys, and

Claude Bullis and Willie Hall for t
he arrest and

conviction of Fred Hunt, who smas
hed the win-

dow in the store of Linz Br
others, of Dallas,

Texas, and snatched a tray contai
ning twelve dia-

mond rings valued at several 
thousand dollars,

for which he was sentenced to t
wo years in the

State penitentiary. All the property was re-

covered.
No. 135. To Andrew Young for t

he arrest and

conviction of S. E. Forbes and J. C
. Welch, who

broke the window in the store of the Owen-

Cotter Jewelry Co., of Tampa, 
Fla., on Decem-

ber 27th and stole a tray of d
iamonds valued at

$3000, for which crime Welch 
received a sentence

of ten years in the State penitentiary, while

Forbes, who was only 18 years of
 age and turned

State's evidence. received a 
suspended sentence

under which he is compelled to 
remain out of the

United States under penalty of 
receiving the full

term provided by law if he returns. All the

property was recovered.

No. 136. To Deputy Sheriff John 
M. Brown.

for the arrest and conviction of
 Charles Beck,

who broke the window in the store of Henry

Zilliken, of Wellsburg, W. Va., o
n November

gth and stole about $5o worth 
of miscellaneous

jewelry, for which he was sentenced
 to two years

in the State penitentiary. The property was re-

covered in Steubenville, Ohio, thro
ugh the offer

of the reward and the sending 
out of lists, de-

scribing the stolen property.

No. 137. To City Detectives McQue
stion and

Burkholz and John Stenger and Jo
hn Bradford.

private citizens, for the arrest and 
conviction of

John Rossman, alias John Kane, w
ho broke the

window in the store of Georrre S
imper, of Cin-

cincinnati, Ohio, on December 23d and
 stole three

trays of diamond rings valued at about $5000,

for which crime he was sentenced 
to four years

in the penitentiary. He was arre
sted in a stable

by the detectives and was found 
to be an old

offender with a long record against
 him. All of

the goods, except two rinus val
ued at about $450,

were recovered.



640

ALEXANDER H. REVELL & CO.
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STORE OF W. W. APPEL & SONS, LANCASTER, PA.

"Mutually Gratifying
Results"

A store equipped with fixtures
taken from our Stock Room,
using the "Revell" No. 400 Wall
Cases, No. 1 I "Special" Show
Cases and Tables.

Messrs. Appel & Sons had the
misfortune to burn out completely,
and came to " Revells."

R esult :
"Cases perfectly satisfactory,

highly pleased with prompt
delivery."

HIM 11 MI.
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YOUR
GOLD

Silver, Platinum, Filled,
Rolled Plate, Scraps,
Filings, Sweepings, &c.
have a value in Dollars and Cents.

But to get the full value, some one
must refine it—That's where we come ii
business, and we make it a point to
customers every cent possible. You get
deal every time. Try it.

W. E. MOWREY
Refiner and Smelter St. Paul, Minn.
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The Psychology of Salesmanship

A Glance at the Mental Faculties Involved in

Sales Handling

Ability to gain attention and induce responsive

action is the chief secret of the highest degree of

success in business life. The normal mind in

forming decisions is subject to certain unvarying
mental laws, and all processes of the human mind
affecting consciousness are governed by psycho-

logic and nhysiological laws as positive and as
uniform as the law of gravity. It is therefore of

the highest importance that our mental powers be
trained with a knowledge of the basic causes of
mental products.
Marked achievements of mind are primarily

dependent on a healthy physical and nervous sys-

tem, and secondly upon strong mental capacity,
culture, neat attire, and pleasing physical propor-

tions and address, on which foundation must be
built the numerous essentials of energetic effi-
ciency resulting in valuable habits and fixed char-
acter.
Mental sensations are conditioned to a great

degree on the facility of the nervous system
transmitting the sense-affections to the corres-
ponding brain cells. All human decision is con-
ditioned by the nervous system, each new sensa-
tion or mental state changing the state of the cor-
responding brain cells. Like mental sensations,
perceptions and acts, frequently repeated, make
stable and vigorous the corresponding brain cells,
which is the physical function and primary pro-
cess of memorizing. The brain cells are during
youth the most plastic and subject to the greatest
physical modifications from new sensations and
perceptions. We are by this physiological, psycho-
logic process perpetually becoming something else.

Consciousness, in contradistinction to uncon-
sciousness, is characteristic of mental states, and
results from the process of irritating the nerve
tissue due to focusing the attention on one thing,
and can manifest itself only by reason of such
physical mechanism. As in the taking of phono-
graph records the operator avoids all but the de-
sired sounds, and the photographer so focuses his
camera as to record on the sensitized plate only
the scene he wishes to reproduce, so should we
avoid undesirable nerve excitations and sense per-
ceptions, and enrich our lives with only the most
valuable mental acquisitions.

Attention is the mental act of focusing con-
sciousness on an object or fact which, if main-
tained with sufficient earnestness, produces sensa-
tions and consequent modifications of the brain
cells, resulting in ability to remember. Attention
attaches most easily to that which most interests;
but cannot remain constant for a long period on
account of tiring the nerve apparatus that actu-
ates the molecules of the brain. The healthiest
brain (other things being equal), undepressed by
spirituous stimulants, possess the greatest power
of attention.

Perception is affected by nerve currents flowing
from the brain. Our perceptions are largely col-
ored by and are susceptible to the deflecting force
of former perceptions and experiences, Clear
perception is best obtained by observing the most
striking details, rather than by attempting to per-
ceive in its entirety a large object or a compli-
cated proposition as a whole.
Memory is the result of past mental perceptions

impressed on the brain, enabling us to consciously
represent them or to recall them to our conscious-
ness. The human mind acquires perceptions and
thoughts most easily by comprehending one thing
or fact in its association with others, and by
thought relations it recalls or remembers them.
An idea or thought never reappears in conscious-
ness unless there is a definite reason why this
particular idea should appear in preference to
others, every new idea being seen in the light of
its associated ideas of the past. In order to re-
member, the mind must have power and capacity
to retain, reproduce, and recognize objects, places
and time. That which relates to our most re-
peated business first and most attracts our atten-
tion and is most easily remembered.

Suggestion, in highly successful salesmanship,
embraces and employs, either consciously or un-
consciously, every mental law and force, and all
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known advantageous facts, including responsive

decision and action. Thought, particularly when

diplomatically expressed and accompanied with

strong unwavering mental will that it shall influ-

ence a listener, tends to produce like thoughts.

The power of the mind vigorously exerted, when

there is complete attention, is a tremendous fac-

tor in inducing responsiveness.
Successful salesmen should not only thoroughly

comprehend every detail and feature of their own

business and goods, but should also be as famil-

iar as practicable with the methods, facilities and

goods of their competitors, and possess a general

idea of the business of the prospective customer.

By earnest, effective, reliable, prompt and enthu-

siastic work he should force from each hour its

greatest possibilities in net results.
Approaching a prospective customer in a proper

manner involves thorough study and knowledge

of the laws by which the mind operates, and fre-

quently much special self-preparation to best ap-

proach a single customer. The past and present
experience, character and temperament of the

customer should be considered. He should feel

the sincerity, ability and knowledge of the sales-

man, and he should then be informed as to the

quality and use of the goods offered, the source

and reliability of supply, transportation facilities,

and lastly of prices. For all sales are usually the

result of attention, perception, interest, compari-

son with other goods, consideration of their value,

desire for them, with final decision to acquire or

to not acquire.—The Sample Case.

Philadelphia

The Board of Directors of the Merchants' and
Manufacturers' Association of this city, which

comprises in its membership leading optical and

jewelry manufacturers and wholesalers, held a

meeting on March 23d for the purpose of com-

pleting arrangements for a trip up the Lehigh

Valley. Four days will be devoted to this mer-

cantile excursion, during which a score or more

of prominent points in the eastern end of the

Susquehanna Valley and anthracite coal regions

will be visited. The expansion trip, which will

be the third of its kind to be conducted by the

Merchants and Manufacturers' Association, is

expected to result in bringing about increased

trade for local merchants. The arrangements so

far made include a special train of several Pull-

man cars to be used during the entire trip, which

will cover May 2d, 3d, 4th and 5th.

On May 2d they will visit Trenton, Easton and

Bethlehem; on May 3d, Allentown, Slatington,

Lehighton, Mauch Chunk, Pittston, Scranton

and Bloomsburg; May 4th, Danville, Shamokin,

Mt. Carmel, Ashland and Shenandoah ; May 5th,

Mahanoy City, Tamaqua, Lansford and Reading.

A large delegation of Philadelphia's most rep-

resentative merchants will make the trip, and

from present indications it is believed that the

excursion will be even more successful than the

previous ones conducted by the association.

. The city was startled some weeks ago with the

announcement that fifteen pieces of rare Egyp-

tian jewelry, making up a collection of priceless

value, were stolen from a glass case on the sec-

ond floor of the University of Pennsylvania Mu-

seum. The curios stolen were as follows.:
Necklace of gold and amethyst beads, with

golden lions at each end. The necklace is three

feet long.
Necklace similar to the first, but only a foot

and a half in length.
Necklace of gold beads in form of hawks' and

miniature human heads, one foot long.
Necklace of plain gold beads, one foot and a

half long.
Two bracelets of thin gold wire tied in lovers'

knots.
A fine gold ring, with .name of King Amenen-

hat III on it.
String of gold beads in form of cowrie shells

and lions' heads.
String of plain gold beads.
Three strings of small goal beads.
Small gold cylinder, with pendants of feldspar

and gold beads.
The collection was such as to attract the at-

tention and arouse the cupidity of an ordinary
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thief, irrespective of its archaeological value. All

of the missing curios are a part of a collection

made by Prof. Randall MacIver, formerly curator

of the museum, in an expedition to Nubia in 1908,

which was financed by Eckley B. Coxe. The col-

lection is equaled by only one other in the world,

the Daschur collection in the Giezeh Museum,

Cairo.
William H. Hurlburt, of H. 0. Hurlburt &

Sons, has returned from his trip south, where he

enjoyed a very pleasant njourn at Pinehurst,

N. C. It was Mr. Hurlburt's intention to visit

other resorts in the south, but at Pinehurst he

found the climate, accommodation and acquaint-

anceship so agreeable that he spent all his time

at this resort.
D. V. Brown, wholesale and manufacturing

optician, has returned A-om his trip to Cuba and
Jamaica. On his return trip he visited Florida,
proceeding homewards by easy stages. He was
accompanied on his tri ̂  by Mrs. Brown.
The members of the Pennsylvania Retail Jew-

elers' Association held a meeting at the Philadel-
• phia Jewelers' Club on March 16th, President Ira
D. Garman occupying the chair. The chief sub-
ject discussed at the meeting was the extension
of the membership throughout the. State and
plans for a campaign of personal solicitation were
suggested. The headquarters of the association
henceforth will be at the Jewelers' Club, and all
letters intended for the association may be ad-
dressed in care of the club, 1110 Chestnut street.
It was also planned to hold a meeting at Harris-
burg the first week in May, which would be ad-
dressed by prominent members of the trade, in-
cluding Steele F. Roberts, of Pittsburg, president
of the national association. The programme for
the Pittsburg convention, to be held May 4th
and 5th was also discussed, and it was gleaned
from those present that there would be a goodly
representation of the Pennsylvania organization at
the national convention at Richmond in August.
Louis Sickles, of M. Sickles & Sons, and L. P.

White attended the annual meeting of the. Na-
tional Association of Wholesale Jewelers held in
Chicago on March 20th to 24th.

J. E. Caldwell & Co. furnished the handsome
silver loving cup presented to Phillip H. Johnson
by the directors of the Young Republicans. This
house also furnished a beautiful silver cup to be
used as a prize by the North Shore Yacht Club,
of Auckland, New Zealand.
Another robbery was committed at the store of

Kennedy & Bro., Thirteenth and Arch streets,
last mOnth, this being the second attack within
two months. The show window was completely
demolished by the robbers, who only succeeded
in capturing goods worth about $100.
At a meeting of the Market Street Merchants'

Association, held last month, President E. J. Ber-
let, of the Walnut Street Business Men's Associ-
ation, presented to George B. Wells, of the
former body, a silver mounted gavel as a token
of friendly feeling from the Walnut Street or-
ganization. A consolidation of the different
street associations was suggested at the meeting.
F. T. East, with E. P. Roberts & Sons, Pitts-

burg, Pa., called on friends in this city last month
en route for a brief sojourn at Atlantic City. He
took advantage of the occasion to visit the fac-
tory of The Keystone Watch Case Company and
inspect the latest processes in watch case manu-
facture.

News of the Travelers

S. Frackman, 51 Maiden Lane, New York, ar-
rived home the middle of March after a very
successful four weeks' trip visiting the trade in
the South and Middle West.
H. Cohn, proprietor of the Herold Novelty

Co., 86 Fulton street, New York, returned to
the city a couple of weeks ago after a three
months' trip through to the coast.

C. W. Bull, who during February covered
upper New York State for M. J. Averbeck, the
New York iobber, spent a week in the house
during the first part of March, and is now cov-
ering the most of New England for his firm.

Clarence Bayer and Albert Pretzfelder, of the
Bayer & Pretzfelder Co., of New York, are both
touring the Western territory with a large line
of samples.
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TWO BEST SELLERS
The Prompter

6 Inch Seamless Nickel Plated
Brass Case with 4 Inch Bell Metal
Gong on Back

The Giant
61 g Inch Seamless Nickel Plated
Brass Case with 4 Inch Bell Metal
Gong on Back

Dial can be read across the room.

Alarms INTERMITTENTLY
EVERY 20 SECONDS FOR 15 MINUTES

Fitted with "Alarm and
Silent" Switch

ACCURATE TIMEKEEPERS
SURE ALARMS

Alarms INTERMITTENTLY
EVERY 20 SECONDS FOR 15 MINUTES

Fitted with "Alarm and
Silent" Switch

Write us about these "MODERN ALARMS"
BUT THEY MUST BE SEEN TO BE APPRECIATED

SOLE MANUFACTURERS

THE NEW HAVEN CLOCK CO.
IIEW HAVEN UONN.

JUNIOR TATTOO. The best adver-
tised Traveling Alarm Clock in the market

EIGHT DAY NICKEL ALARM
The only Clock of its kind made

IF YOU HAVEN'T HAD THEM, SEND US A SAMPLE ORDER

April, 191 THE

Meeting of the Executive Com-
mittee of A. N. R. J. A. in

Chicago
President Roberts' Strong Appeal to the Trade

The forthcoming convention of the American
National Retail Jewelers' Association, which
takes place at Richmond, Va., August 1st to 4th,
promises to be the most notable one in the his-
tory of the organization movement. This fact
was brought out at the meeting of the Executive
Committee in Chicago March 14th, 15th and 16th.
President Steele F. Roberts, of Pittsburg, re-
ported that he and Secretary Claud Wheeler, of
Columbia, Mo., had visited Richmond, Va., and
that the Chamber of Commerce of that city, to-
gether with the recently organized Richmond
Jewelers' Club, were making great efforts to en-.
tertain the visiting jewelers and were rendering
invaluable help to the Executive Committee in
preparing for the gathering. The Jefferson Hotel
had been 'selected as headquarters for the con-
vention. It is the most modern hotel in Rich-
mond, and exceedingly low rates have been se-
cured by the committee.
The sessions of the convention will be held in

the .auditorium adjoining the hotel, and the ex-
hibits will be shown in the entrance leading from
the hotel to the auditorium. The exhibits will
not be arranged in one large hall, but in several
smaller ones. This plan, it is believed, will afford
more advantages to exhibitors and visiting jew-
elers alike than the plan of placing all the ex-
hibits in one spacious hall. Secretary Claud
Wheeler has reserved 350 lineal feet for the ex-
hibits. The space will be seven feet wide and
will be apportioned to exhibitors at the rate of
$6 per lineal foot.

President Roberts and Secretary Claud Wheel-
er are very enthusiastic over the promised suc-
cess of the Richmond convention. President
Roberts states that he has received innumerable
letters from retailers in every section of the coun-
try, assuring him that they would attend this con-
vention.
"Richmond is going to draw more retail jew-

elers than any other convention city," said Presi-
dent Roberts. "While the membership strength
of the association may rightfully be said to be in
the Western States, still there are very many
Western members who are planning to combine
their annual vacation and attendance at their
convention by visiting Richmond. Being the first
convention ever held in the South, it will afford
many jewelers their first opportunity to visit the
South and enjoy something they have heard very
much about—Southern hospitality. No city in
the country could work more enthuniastically for
the success of a convention than Richmond is
working, and I predict the best time and the
most successful convention ever held for Rich-
mond, Va."

President Roberts reported that the work on
the programme was progressing very rapidly,
and that he was meeting with much success in
securing representative speakers. The Executive
Committee authorized President Roberts to set
aside a portion of the sessions of August 3d and
4th for executive conferences of the members
only.
The committee also unanimously passed a reso-

lution condemning what is known as the Crow
bill, which was introduced some time ago and
which has for its ultimate aim the elimination
of the fixed selling price. The draft of a fraudu-
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lent advertising bill was presented to the com-
mittee, and with one minor exception was ap-
proved. Copies of this bill will be sent to the
various State associations with the suggestion that
they urge its adoption by their State legislatures.
The following resolution was also adopted by
the committee:

Resolved, That the members of the Executive
Committee of the American National Retail Jew-
elers' Association deny their sanction to any
magazine, newspaper, circular or editorials of a
defamatory or intimidating nature towards corp-
orations, firms or persons in the jewelry trade
and condemn any such periodicals or methods.

A resolution was also passed in favor of a
fixed selling price which allows a reasonable
profit for the retailer. Considerable time was
devoted to this subject, and the committee was
unanimous in it's adoption of the resolution and
urged all retailers to lend their support wherever
possible to such manufacturers as have a fixed
selling price on their product.
The second day's session was given over to an

open meeting iri the Chicago Jewelers' Associ-
ation rooms. Many jewelers from Chicago and
nearby towns were present. The meeting was
given over to a general discussion of matters per-
taining to the jewelry business and an address
by President Roberts, who, after a few words of
Introduction, said :

President Roberts' Address

In my observation I believe the retail jeweler
has advanced and made greater progress in the
past five years than in the preceding thirty years.
Much of this success and progress, I believe. we
owe to the work of the A. N. R. J. A., which has
stood for every good word, act and deed that
would uplift the intellectual, moral and financial
standing of the retail jeweler. The A. N. R.
J. A. is the crystallization of the wants and needs
of the retail jewelers for the past thirty years—
a clearing house for ideas that have been tested
by successful merchants under every condition.
The A. N. R. J. A. is the Magna Charta of the
jewelry trade—an open book of vested rights to
the legitimate jeweler—and a stumbling-block to
the unscrupulous dealer. In five years the A. N.
R. J. A. has placed itself on a par with the
largest and oldest trade organizations in the coun-
try, and its remarkable success simply demon-
strates to us the potent things which can be ac-
complished when an earnest, intelligent body of
men are united for a purpose.
I do not believe there was ever a time in the

history of the jewelry trade when there was such
great need and urgent demand for organization
as now. From the small jeweler in the country
town to the millionaire jewelers in the great
cities there is a call for help to save from un-
scrupulous and fraudulent competition. Instead
of theorizing over the prevention and cure of the
many grievances that confront us in the jewelry
trade, let us come down to cold, hard facts and
look the issues square in the face and ascertain
just where we are at.
Complaint is made that the high standing and

character of the business of the jeweler is rapidly
deteriorating and gradually being absorbed by
dealers in inferior and promiscuous lines of
business. That the public who formerly patron-
ized and looked upon the jeweler as the rightful
and exclusive dealer in diamonds, watches and
jewelry, is now being directed to the department
stores, mail-order and inferior stores, where their
artistic sense is being perverted, and the goods
bought of doubtful value and quality.
To a limited extent T believe this statement to

be correct, but to my mind the cause is local and
transitory. consequent only to present trade con-
ditions. As the tide rises and falls, so in the
business depression of the past few years, the
ultimate consumer may have sought lower levels
in quality and prices, and wandered into unknown
and forbidden paths of trade, but as the tide of
prosperity rises the public will once again return
to their desired haven of reputation and true
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values, and find safe and sure anchorage with
the legitimate jeweler.

THE INSTALLMENT BUSINESS

The installment houses have made great in-
roads on the business of the retail jeweler during
the past three years, and I have been told that
from 50 to 6o per cent. of all the low-priced
filled watches now made are sold by the install-
ment houses. There is no complaint as a rule in
regard to the prices charged by the installment
houses, but the difficulty is that by their small
payment plan they have diverted the watch busi-
ness from the legitimate retail jeweler. The dia-
mond installment houses are doing an immense
trade and diverting the business from its proper
channel, but in most instances the grade sold are
misrepresented in quality and price.
The installment business is a hardship and

burden to the retail dealer, and I know of no
method of stopping this great menace, but I be-
lieve this: that just as soon as there is a change
in trade conditions, just as soon as there is more
money in circulation, and the installment buyer
has the price, he will come back to the legitimate
jeweler and plank down the cash for his goods.
Hard times have made the installment business
prosperous.
As a matter of fact, there are a great many

evils and burdens that the retail jeweler suffers
from to-day that will all be simply swept away
just as soon as there is a revival in business, and
I believe the leaven is now working in general
trade conditions that will soon restore the jewelry
trade to normal conditions.

MAIL-ORDER AND DEPARTMENT STORES

The competition of the mail-order and depart-
ment stores has come to stay, and the question
is now, how shall we stop the inroads of these
giant monopolies? I believe there is. only one
real way to reduce the competition of the mail-
order and department stores to a minimum, and
that is to make the reputation of your store, the
superiority of your goods, your advertising and
personality of such dominant power that the pub-
lic will be drawn irresistibly to your store to
make their purchases in preference.
I have never yet met a man, woman or child

who was proud of the fact that they had bought
their watch or jewelry from a mail-order busi-
ness or department store—they are always re-
luctant in telling you so, and act as though they
had committed or were guilty of some crime in
so doing.
We cannot stop this competition. Then, the

question is how can we circumvent or reduce
this competition to a minimum?
Every article of jewelry bought in a mail-order

or department store is tainted. Someone has
said, "One of the arts of making good consists
in squeezing all the juice out of the lemon that
is handed to you," and that is about our position
in regard to the mail-order houses and depart-
ment houses.
We must first educate the public to the fact

that there is only one reliable, trustworthy place
to buy a diamond, watch or other article of jew-
elry, and that place is the store of the legitimate
retail jeweler. As a rule, the department stores
offer a lot of glittering generalities and ambigu-
ous bargains. while the jeweler, open and above-
board, states quality, guarantees value, and then
gives an assurance policy with each sale.
I believe if we can infuse the personal element

in our business and get the confidence of the pub-
lic we need fear no such competition. Public
confidence is the foundation, corner-stone and
cap-sheaf of the whole field of jewelry merchan-
dising, and without it no jeweler can succeed. If
we build our business on the rock of confidence,
honesty and integrity, the competition of a thou-
sand illegitimate stores will not prevail against us.
Along with the prestige of public confidence

occurs another important factor, and that is the
personal element in business.
A good personality is the most valuable asset

a retail jeweler can have in his store, and though
brains are essential in business, other things be-
sides pure mental power are apt to count, and
the greatest of these is an intense personality.
We all seek the sunniest soul, both in business
and society—the cheerful man invariably attracts

(Continued on page 641)
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41 On April First we will commence de-liveries of our new Four Bridge, 1 6
size, Pendant setting, 1 5 jewel movement

N0. 303

No. 303-15 jewels ; compensation balance ; timing
screws ; rounded arm train ; Breguet hairspring ; patent
regulator ; double sunk dial.

cJ The most stylish, satisfactory, dependable 15 jewel,
16 size movement, in design, construction and time-
keeping qualities ever offered to the Trade.

A limited number of these movements is allotted to
each day's production of our Factory.

cr It is advisable, therefore, to place your order early so
that your stock may always be complete by having
No. 303 on hand.

Illinois Watch Company
Springfield
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—and so in the field of merchandis
ing, the power

to attract is a matter of great
 importance.

I believe the personal element an
d public con-

fidence are the two most successful 
factors in the

entire jewelry business.

BUSINESS BECOMES SPECIA
LIZED

Business of every character is bec
oming spe-

cialized more and more each year, and if the

retail jeweler is to retain the hi
gh calling and

superior standing of his craft, he
 must now de-

clare himself and present all hi
s right, title and

claim as an exclusive dealer and 
specialist in the

sale of diamonds, watches and 
jewelry. The

character, standing and inheren
t dignity of the

craft, independent of its commerc
ial aspect and

value, must be preserved.
The jeweler must specialize, an

d as rapidly as

possible eliminate from his stock,
 such goods as

do not properly belong to the j
ewelry trade, and

especially the side lines that are unprofitable.

The hope and future salvation of
 the retail jew-

eler depends entirely upon his m
eeting this issue

squarely, and resolving that he will eliminate

himself and business absolutely 
from the manner

and methods of inferior trade 
competitors, and

come out from among them and
 be all that the

title "jeweler" implies.

MODERN MERCHANDISING

Gentlemen, if we wish this associ
ation to suc-

ceed and accomplish its aims, we will have to

educate the average jeweler to a 
higher plane of

merchandising.
During the past three months 

I have visited

several hundred retail jewelers
 in a number of

different States. I saw some beautiful stores—a

credit to the craft—many very
 good stores—

some fair to middling stores—
and many filthy,

unkempt stores, a disgrace to t
he trade. I have

in mind a store in a large city
 that was simply

shocking—the proprietor, stock and store—and

if I had been called in as busin
ess director to

diagnose and prescribe for tha
t particular case

I would have first recommended a bath and 
a

shave, a new suit of clothes an
d clean linen for

the proprietor, a bonfire to bur
n the rubbish on

shelves and in corners—then s
crubbing and paint-

ing and stock cleaning—and yet
 that man talked

to me for twenty minutes abo
ut his hard luck

and how competition had ruine
d his trade.

Some of us jewelers must be b
orn again into

the jewelry business. Many of us have drifted

into the paths of common, eve
ry-day storekeep-

ing, and adopted the grosser 
methods of the

hardware and department store
 competition and

forgotten the high calling and
 profession of a

jeweler. You cannot run a junk shop 
and call

yourself a jeweler, and expect t
o have the confi-

dence, respect and esteem of th
e people in your

community.
Is it not true that many of 

us have lost our

"first love" or fascination fo
r the jewelry busi-

ness? Our ambition to be a deal
er in jewels, gold

and silver has waned, and we
 have fallen into

the trough of commercialism 
and a common,

every-day business occupation 
as a means to an

end—and accepted a bare bread 
and butter liv-

ing. If so, fellow-jewelers, do not 
despair—your

star has not yet set. Look upward and hitch

your jewelry ambition to the hig
hest goal of suc-

cess. Get out of the bread-line an
d reach out

for every good thing on earth 
that an ambitious

jeweler is entitled to.

VALUE OF REPUTATION

As jewelers we should take a 
more advanced

position as merchants before t
he public. When

a purchaser looks upon the im
print of your name

on one of your boxes or pac
kages, he should

feel that that name insures the 
value and quality

of the article just as much as a government

stamp.
As far as the east is from the w

est, so far re-

moved above and beyond is the 
calling and voca-

tion of a jeweler, compared to
 any other trade

or profession. Gentlemen, let us
 educate the pub-

1k mind to the fact that the n
ame "jeweler" is

the hall-mark of integrity and honesty. The

goods sold in a jewelry store 
should be signifi-

cant of the beauty of the plac
e. A jewelry store
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is known by the customer it keeps—t
he continu-

ous performance customers,. that 
think and be-

lieve that your store and stock 
are superior to

all others—the endless chain customers who

keep coming and bring their frie
nds.

I believe as a whole the jewelers
 in the cities

and towns have made remarkable
 progress in the

manner and method of conducting 
their business

during the past five years, and w
e do not hear

so much of the general complain
t that jewelers

are not up-to-date business men.

One of the most salient featur
es about our

national organization is that it p
laces all of its

members on an equality and mak
es the jeweler

with five thousand dollars capital a
s welcome as

the jeweler with a million capital
. To my mind

the jeweler with a $5000 capital i
s as much a

jewelry merchant as the jeweler 
with ten times

the capital if he conducts his st
ore on business

principles.
It is the province of the national 

association to

take the hundreds of faint-hearted
, plodding jew-

elers by the hand and help them 
find themselves,

and by pursuing modern busine
ss methods, turn

defeat into victory and crown 
their latter days

with peace and plenty.

THE PROFIT QUESTION

Briefly, let us take up one of the
 most serious

questions that confronts the retai
l jeweler of to-

day—the question of adequate profit. Profit,

profit, profit—the last thing a jewe
ler looks for

and the last thing he generally g
ets. A cleaner,

more honorable, self-sacrificing 
merchant never

lived than the average retail jewel
er, but when it

comes to a profit on his goods 
he is the most

slipshod, spinal-columnless, palsifie
d coward and

hypocrite that ever stood behind 
a counter. His

average net profit is as tangible as
 the fog that

rises over the lake each morni
ng; but in the

minds of the public this same pr
ofit has a Shy-

lockian air of about one to two hu
ndred per cent.

The average town or country je
weler is a

merchant prince in the matter of
 prices, com-

pared to the pauper prices obtain
ed by some of

the large jewelers in the metropo
litan cities. In

traveling among the jewelers in th
e several States

I have found that the keenest comp
etition in the

entire jewelry business prevails amo
ng the larger

jewelers who do an annual business
 of from one

hundred thousand to one million
 dollars. They

are the great price-cutters and all
owing one multi-

millionaire firm in New York to set
 the pace, are

retailing the most staple goods on 
a profit basis

of 20 to 25 per cent. gross, in
cluding at this

ruinous profit so-called bread and 
butter goods

in gold and sterling silver from
 one dollar to

one hundred dollars.
Why, you may ask, do they sell 

their goods

at so small a margin of profit? 
The answer is

simply keen competition and jeal
ousy. Are they

selling any more goods at these c
ut prices? No.

Does the purchaser or public reali
ze that they are

buying these goods at so low a pr
ice and small

profit? No. They believe they are payi
ng loo

per cent. profit. What becomes of
 this lost profit

to which the jeweler by all the la
ws of legitimate

trade and commerce is entitl
ed—simply lost and

wasted—thrown in the street to
 an unappreci-

ative public.
RETAILERS IN OTHER LINE

S

Do retail merchants in other li
nes sell their

goods at so small a profit? Not in a thousand

years. Why, the retail jewelers a
re the laughing-

stock of other merchants who k
now how small

percentage of profit jewelry a
nd silver is sold

for. Secretary Wheeler relates an interview

with a dry goods merchant who
 on learning the

small profit realized by jewelers, said : "
You

jewelers are a lot of d— fo
ols"—and I guess

he was about right.
Think of the capital required t

o stock a retail

jewelry establishment and the l
imited amount of

business that can be transacted 
in comparison to

other lines. The fact is that wh
ile wholesale and

retail dealers in other lines turn their capital

over from five to ten times a year, the 
retail

jeweler barely turns his over on
ce. The average

jeweler we will say makes a
 profit of 2o to 40

per cent., and on a few low
-priced articles 50

per cent.
The department store, hardware, furniture,

china, clothing, hat and fur
nishing stores—your

butcher, baker, grocer, marke
t-man—all ask and

645

get a profit of 50 to 200 per cent.;
 then, ,can you

tell me why the jeweler only ask
s and gets a

profit of 20 to 40 per cent. I admir
e the sagacity

and enterprise of the merchants w
ho secure these

larger profits. It is certainly no robbery or

crime to get Ioo per cent. profi
t in retail mer-

chandising.
Now, gentlemen, in the face of a

ll these facts

and figures, why should we, as an i
ntelligent body

of men, invest our capital and d
evote a lifetime

to acquiring the skill and knowl
edge necessary

to efficiently conduct the jewelry b
usiness, and

after toiling mentally and mechanically for a

period of twenty-five to fifty yea
rs be rewarded

in the end by having eked out a
 mere living or

small competence, while our 
friends in other

lines of business with less capital, 
perchance less

brains, have become wealthy?

LACKING IN NERVE

Why the difference in results? I'll tell you.

Your friends in other lines of b
usiness had the

assurance and business acumen to as
k and insist

on a legitimate profit of so to Too p
er cent., while

the jeweler, so dead anxious to 
make a sale,

takes any old profit from 10 to 40 
per cent., and

then often waits a year for payment.

Statistics show that the fixed char
ges or actual

cost of selling goods in the retail business is

from 18 to 30 per cent., depending
 on the char-

acter and volume of business. Many articles

bought from a jeweler, as a diamo
nd ring, watch

and gold jewelry or sterling silver,
 last the buyer

a lifetime and have an intrinsic value, while

goods in other lines are bought a
nd replaced ten

to a hundred times and have no
 inherent value,

yet the jeweler with his large capi
tal, and limited

business, received the lesser profit.

The minimum profit on every article in a

jewelry store should be so per cen
t. While some

of our goods are necessities, yet 
the greater part

of a jeweler's stock is composed of luxurious

articles, pure and simple, and 
should pay the

dealer a large profit, commensurat
e with the risk

consequent to style and fashion.

WHEREFORE THIS CONDITI
ON

I have often asked, "Why the 
small profit and

keen competition in the jewelry b
usiness?" Is it

because the goods are easy to g
et, easy to pay

for, or is it because we are afrai
d of our neigh-

boring competitor? The jewelry
 business is one

of small as well as great things, 
and more work

is done and attention given its
 customers gratu-

itously than any other trade. A
s judge and jury

in giving opinion and appraising v
alue of precious

stones and jewelry, the jeweler
 performs a serv-

ice gratis, which, were his calli
ng a profession,

instead of a trade, would entitle 
him to an equal

income to that of a corporation 
attorney.

The greatest evil of the jewelry
 business is our

buying, which tendency applies t
o the large as

well as the small dealer, for as 
each year's bal-

ance is made up they both find that all their

profit and surplus is locked u
p in accumulated

stock, and like the running br
ook, it seems to

go on continuously.
Fellow jewelers, there is some

thing radically

wrong with the profit end of th
e retail jewelry

business. Is it spinal trouble, lack of nerv
e, mis-

understanding among. ourselves
, or want of or-

ganization? We need an army 
of retail jewelers

who will "stand pat" for a fair
 profit. We need

a captain of the jewelry indus
try in each town

who will organize a company o
f "stand patters"

and lead them to conquest and 
victory under the

banner of "Better Goods and 
Better Prices."

Never mind the department stor
es or the sharks

or fakirs in the business, "stan
d pat ;" the name

and reputation of your firm will command a

profit and trade that they can ne
ver attain. Every

city and town in this broad la
nd should have a

jewelers' club ; they are the ho
pe and salvation

of the trade, and I only regre
t that I have not

the time to tell you of the re
markable success of

these jewelers' clubs in Eastern and Western

cities.
Now, fellow jewelers, if we 

have not made

adequate profit from the jewelry busines
s the

fault is with us, and it is with
in our power to

retrieve the loss. Why not co
me together and

be of one mind on this que
stion—loosen up, get

busy, cultivate the fraternal 
spirit and mentally

(Continued on page 547)
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The artistic designs, excellent construction

and remarkable serviceability of

HOFMAN FIXTURES
were irrefutable arguments in their favor for installation in the new stores of

Jordan Marsh Co., Boston, Mass.

C. F. Hovey 6' Co., Boston, Mass.

R. H. Stearns Co., Boston, Mass.

The Higbee Co., Cleveland, 0.

M. G. McKelvey Co., Youngstown, 0.

Newcomb-Endicott Co., Detroit, Mich.

If you are in doubt about the kind of fixtures you ought to have —the fixtures that are best adapted for

the display and sale of your merchandise—write to any of these concerns and ask them what they think of

HOFMAN FIXTURES
Our catalogue will tell 3)ou something about them.

JOHN HOFMAN CO.
93 LEIGHTON STREET

Write for it to-da9.

ROCHESTER, N. Y.

Mr. Jeweler:—Be Sure to Get

Our Designs and Estimates if

You Want to Please Your

Customers.

In asking for designs give quality and

quantity wanted and any suggestions

on which we may enlarge.

This cut illustrates but one of many pages

of our catalog.

Write for copy and discounts to-day.

You are sure to have some inquiry.

\ pril, 1911 T1-1 E

Meeting of the Executive Committee

of A. N. R. J. A. in Chicago
(Continued from paw. 645)

resolve that we will eliminate all price-cutting,
vanish ill-feeling, petty jealousies, talebearing and
all the unpleasant things that go to dwarf our
business manhood.
We jewelers sometimes get the impression that

our competitor across the street or around the
corner is a dishonorable man, a great price-
cutter, but as we meet him face to face we find
him to be just as honorable and just as anxious
to get a good profit.

OUR GREATEST COMPETITOR "JEALOUSY"

We have one all-powerful competitor or giant
menace to the retail jeweler whom could we but
throttle or by some means, fair or foul, put out
of business, this association would within one
year have ten thousand members—we would be
swamped with immense profits—each own an au-
tomobile and the jeweler's millennium would be
ushered in. Unwittingly or inadvertently we
have all become holders, large or small, in this
giant monopoly which for years has brought ruin
to the profits, temper and mental equilibrium of
the average jeweler. The title of this great
monopoly or disturber of peace is "Jealousy."
We sometimes call it petty jealousy, but it isn't
petty—it seems to be an insidious, inherent, domi-
nant, overpowering shadow and menace that pos-
sesses the jewelry trade.
In almost every city and town you find jealousy

existing among the trade and a disposition to
knock their fellow jewelers. But why should
we knock each other? Do you knock a man be-
cause he is a member of the same church or
same lodge or lives in the same street or city?
We seemingly honor and respect other merchants
in our city except the jeweler. But thank good-
ness, fellow jewelers, we have found an absolute
remedy for the evil—a panacea for all the ills
of the retail jeweler—and that sure cure is found
in affiliation with the American National Retail
Jewelers' Association, in the State organization,
the jewelers' clubs and round tables.
The jewelers' clubs and State organizations

have converted thousands of jewelers from the
error of jealousy and antagonism by bringing
them in contact with one another and meeting
face to face made them loyal friends and hon-
orable competitors.
I know of a city where a few years ago the

jewelers would not recognize one another or
allow their families to associate, but now that a
jewelers' club has been organized, they are loyal
friends, exchange goods, have raised their profits
25 per cent., hold a monthly dinner and smoker
and once a year hold a reception and invite their
families.
Every club or State association organized ban-

ishes jealousy, eliminates cut-prices and adds
thousands of dollars profit to the dealers. The
greatest and most commendable work the Ameri-
can National Retail Jewelers' Association has
done has been uniting bonds of good fellowship
among the jewelers and elevating the craft to
the highest type of business ethics.

MANUFACTURERS ADVERTISING DIRECT TO CONSUMERS

Another aggravating annoyance and burden to
the retail dealer is the present fad among cer-
tain manufacturers of advertising some specialty
direct to the consumer, stating price at which
article can be bought from the dealer and giving
practically an unlimited guarantee.
Many manufacturers have gone daffy on the

magazine advertising scheme and endeavor by
holding their advertising as a club over the
dealer, compel the dealer to buy their goods,
whether they have any merit or not, and promise
guarantees that are impossible to fill and name
a very small profit for the dealer. In many
instances the dealer buys the goods and places
them in his stock, and when the advertising
ceases there is no call for the goods and they
become dead or undesirable stock.
There are many other questions pertaining to

the aims and objects of the A. N. R. J. A. that
I would like to speak of, but time forbids. In
conclusion let me take up a most pleasant sub-
ject which very thought fills me with indigna-
tion, as I hold up for your inspection the greatest
barnacle and menace to the retail jeweler to-
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day—"the retail jobber." For thirty years I have
fought this insidious vampire, and if I live I will
keep on fighting him for thirty years to come.
In all equity, decency and fair play to the re-

tail jeweler, the illegitimate occupation of the
retail jobber should be wiped off the map of
jewelry trade and commerce.
Born of the prince of darkness, nurtured and

fostered by avarice, greed, duplicity and false-
hood, it has flourished as a green bay tree for
these many years, sapping the life-blood and
legitimate profit from the retail jeweler. The
time has come when the flag of this pirate jobber
must be hauled down, the ship scuttled and sunk
in oblivion. I am not given to boasting, but give
me a roll of 6000 members of the A. N. R. J. A.
and I will pledge my honor that the pirate flag
of every retail jobber in the United States will
be lowered within one year. Patience has ceased
to be a virtue, and there is no need in longer
pleading with the retail jobber to cease his repre-
hensible practice.
I believe the one and only place to go for

redress is to the manufacturer who sells his
goods to the retail jobber.
I ask you, is it not an outrage and a violation

of all the laws of the trade and commerce among
men of honor, when a manufacturer deliberately
sells a jobber goods at a discount of io to 25
per cent. less than he sells you the same goods,
even though you buy double the quantity of goods
that the jobber does. This outrageous practice
of selling watches, jewelry and silverware is the
rule and practice of the majority of manufac-
turers, and the burden of crime is as much on
the manufacturers as the jobbers. If the manu-
facturers had the moral standing and backbone
of equity and justice, they could put every "retail
jobber" out of business in a few months of re-
fusing to give a jobber's discount to any jobber
who retails.

SWELL THE MEMBERSHIP

We have no grievance against the legitimate
jobber—he is a necessity and valuable adjunct to
our business. Gentlemen, think of the possibili-
ties of the A. N. R. J. A. if it had a membership
of &too to io,000—think of the prestige and
standing we would have among the manufactur-
ers. With its membership of 3600 to-day, it rep-
resents an invested capital among the retail lew-
ders of thirty million dollars. With ten thou-
sand members the association would represent a
capital of one hundred million dollars. With
such an army of retail jewelers fortified with
such a canital, need I tell you that watch manu-
facturers, jewelry and silver manufacturers would
soon fall in line and ask for recognition on any
terms.
And this association is not going after any

manufacturer or dealer with a big stick. All
that the A. N. R. J. A. asks is equity, justice.
fair play, a square deal, and that every interest
of the retail jeweler shall be considered.

The question is often asked by jewelers, large
and small, What direct benefit will I derive from
a membership in the A. N. R. J. A.? Why, gen-
tlemen, if this association can eliminate the re-
tail jobber and increase your profits 25 to 50 per
cent by abolishing the cut-pricc policy among the
retail jewelers in your c.ty, these two objects
alone are worth the price of admission, and will
pay your annual dues for fifty years to come.
I believe it is a great benefit to the retail dealer
to have the manufacturers advertise when the
article has merit and value and pays the dealer
a good profit. The worst feature of the adver-
tising scheme is the great burden of guarantee
and constant free-of-charge repair they place on
the dealer.
I saw a circular recently sent out direct to the

consumer by a large manufacturer exploiting
the wonderful style and quality of some io-carat
stone set rings, the quality of gold of which was
guaranteed for a lifetime and the statement made
that if the rings were unsatisfactory money
would be refunded, and that if any of the stones
fell out within three years the jeweler would re-
place them free of charge and polish and refinish
the ring any time, free of expense.
For a small profit the manufacturer would

place this burden on the retail dealer and tell
him that if the goods needed repairs to return
them and new goods would be given in exchange
if necessary.
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Does the manufacturer expect you and me to
keep store, pay rent and employ help and pay
expenses of express or mailing to perpetually
keep in order his advertised goods:. Is our time
or the time of employees of no value? Much of
this advertising I believe is simply subterfuge to
enable the manufacturers to sell their goods di-
rect to the consumer.
We need the numbers and influence of every

State association to increase our membership this
year to 5000, and reach our goal of to,000 mem-
bers three years hence. A remarkable change
has taken place in the attitudes of the retail
jewelers in the past five years, and instead of
holding aloof they have met as competitors face
to face, and with a spirit of congeniality and
unanimity of purpose have united for the better-
ment of trade conditions and organized city,
State and national associations.

Let our slogan be "Get Together."
East, West, North and South, get together.
City jewelers and country jewelers, get together.
For fixed prices and fair profits, get together.

Every member of the National Executive Com-

mittee was present. President Steele F. Roberts,

of Pittsburg; Secretary Claud Wheeler, of Co-

lumbia, Mo.; Treasurer Orville Artes, of Evans-

ville, Ind.; Vice-President J. L. Coombs, of

Omaha; ex-President John P. Archibald, of

Blairsville, Pa.; Rowland Stebbins, of Ashtabula,

Ohio, and George Tucker, of Chicago.

A letter of greeting to the annual convention

of jobbers, which took place in Chicago the fol-

lowing week, was ordered drawn by the secre-

tary and sent to President A. G. Schwab.

Diamond Mine Pays in Tickets

Down in Arkansas is a man who owns a dia-
mond mine and makes money out of it. He *does
it by selling tickets of admission, and his prop-
erty is the one steadiest revenue producer among
all the diamond mines in the world. The tickets
cost 50 cents apiece and the audience, or what-
ever they rightfully may be called, are at liberty
to keep all the diamonds they find. This man is
M. M. Mauney, and his business methods clearly
indicate his Connecticut origin.
But Mr. Mauney does not own the only dia-

mond mine in the Arkansas diamond field. Six
separate properties in it are held by incorporated
companies and two by individuals, Mr. Mauney
being one of these two. In 1909 about moo dia-
monds were taken from this field.
The Arkansas Diamond Company, the most

ambitious operator in the field, began explora-
tions in the latter part of woo by sinking a num-
ber of prospecting pits and by the erection of a
small diamond washing plant. By March, two,
the little plant had taken out about goo diamonds,
and the construction of a larger plant was under-
taken.
The twenty-five stones belonging to the Arkan-

sas Diamond Company which have been cut are
regarded with high favor by those interested.
They are all described as very brilliant, among
them being several fine blues and some pure
whites. Among the uncut stones is mentioned
one which is a pure white crescent, for which the
company has been offered $125 per carat.
Diamonds have been found in several other

States, principally in California. Two of these
gems were picked out of a rocker with which a
man named George Stone was washing gold in
an old placer and hydraulic mine at Cherokee
Flats, Butte County, last year. But Mr. Stone
was not a diamond expert, and the stones were
saved merely because they were attractive. One
of them was sold for $to. It is stated that not
less than 200 diamonds have been taken from the
placer grounds at Cherokee Flats and there-
about.
As interesting as any, however, are the dia-

mond discoveries in Indiana, a State where it is
recognized that anything may happen. In too8 a
stone weighing about one carat was found by
R. L. Royse some distance north of Martinsville.
Morgan County, and other diamonds found in the
same region are still in the hands of the finders.
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Introducing the
New Aluminum Watch Loan Check

t,

To Jewelers and Watch Repairers:
Can you tell by a glance at your watch rack just where any particularloan watch is, how many jewels, make, number, style of case, kind, number,cost to you, and what customer has it?In the course of time haven't you lost loan watches through forgetfulnessin calling them in when customers should have returned them without beingreminded?
Don't you know less about your loan watches than any other propertyyou own?
Always been a bother, hasn't it?Now, here is insurance on the watches you lend to customers whiletheirs are being repaired.
When you start using the New Watch Loan Check, lift the bezel whichholds the transparent celluloid protector, fill in the blank lines on the paperslip according to the watch you have set aside for that check, replace partsand snap it onto the pendant bow. Thus you have a permanent record andwhen your customer calls for his watch you must detach the loan check;therefore, it will be your fault if you forget to say, "You have a watch of ours."A simple, permanent record ; no bother, no chance for loss, and at a costof 121/2 cents for each check — $1.50 the dozen —not sold in quantities lessthan one dozen.
Orders promptly filled upon receipt of price, or, if you prefer, order fromyour jobber or supply house. The best concerns in the country carry themin stock.

Watch Loan Check Co.
Not Inc.

Rock Island, Ill.
•
•
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The Cash Discount

, Practical Suggestion by Means of Which the

Abuse of the Custom of "2 off 10 Days"

May Be Adjusted

The practice of disregard of time and of
'he arbitrary exaction of discount has been
encouraged by sellers who have deemed it
'politic" to submit, says a writer in a recent
issue of Trunks, Leather Goods and Urn-
brellha es.T

fallacies, "For policy's sake," "In
order to keep friendly with our customers
and hold their trade." "Others do it, we
must," etc., blind many not only to the
violation of the moral principle involved
but to the extent and force of the exaction
to which they submit.
Would a purchaser deem it "politic" to

pay a supply house for more goods than
were furnished ? The old saying has it
that "A bargain is a ,bargain." Why not
"terms, terms" ? And why not live up to
the true meaning? Of what use is the sys-
tem if not recognized?

The writer believes that if
this is given just considera-
tion all fair-minded busi-
ness men will, on the one

hand, cease asking payment for the use of
money beyond the time period its use is
granted, and, on the other hand, refuse to
pay for money for a longer period than they
have the use of it.
Why cannot this matter be taken in hand

so as to insure a square deal? It can, either
by discontinuing cash discounts or by quot-
ing them in such explicit terms and on such
equitable lines that any attempt at violation
will stand out clearly as deliberate and pre-
meditated exaction. For instance, stick to
the "2 off To days" if you will, the rate of
36 per cent. per annum, but quote in this
way:
"Terms, net 30 days. A discount of one-

tenth of I per cent. per day will be allowed
for the actual number of days prepayment
is made. This equals 2Y2 off 5 days, 2 off
10 days, I% 9ff 15 days," etc.
Under such conditions the seller agrees

to pay the purchaser for money for the
exact time he has the use of it, the pur-
chaser cannot reasonably ask more, under
the same ruling that he would not submit to
the demand of a seller for payment for
more goods than furnished.

It should be noted that under the pro-
posed terms, if for any reason it be incon-
venient or undesirable for a purchaser to
pay -in ten days, he May take fifteen or
twenty and still secure pro rata discount;
whereas, under the, terms "2 off io days"
correctly interpreted, he would not be en-
titled to any discount aften ten days from
the date of the invoice.

The terms quoted have been
used by a large house for
three years or more. Some
believed that the attempt to

enforce them would cause offense to cus-
tomers and result in loss of trade, but such

Plea for the

Square Deal

Worked
Satisfactorily

did not follow. During the first two months
customers took exception, but when it was
explained and the principle involved called
to their attention, they ceased to object.
As to the general adoption of such terms,

it may be argued that they do not apply to
all lines of business. Such ground is not
tenable, however, if it be conceded that cash
discount is a price paid for the use of
money, but in that case time is the essence,
and by the same ruling that a buyer would
not pay for more goods than he received,
the seller should not be asked to pay for
the use of money for a longer time than it
is used.
Some may say all this is right in theory,

yet for this, that or the other reason it
would be impracticable to attempt to en-
force it.
As offsetting this it can be said that after

three years of experience and exact enforce-
ment of the rule, without deviation, it has
not only shown its practicability, but has
furnished a preponderance of evidence in
support of the equity of its terms.

Terms of "2 off to days"
quoted on thirty-day sales
mean that the seller offers
the purchaser a discount of

2 per cent. for prepayment of twenty days;
in other words, 36 per cent. per annum for
the use of money. Taken as an independent
proposition, it would seem ruinous for a
business house to pay such a rate ; yet,
under the terms "2 off io days" in present
practice, thousands of business men are
paying 48, 6o and even 72 per cent. per
annum for money, because of the abuse of
the terms. When they allow 2 per cent. dis-
count for payments in fifteen days, they
pay 48 per cent., and when they allow it for
payment in twenty days, they pay 72 per
cent.
When the rule of "2 off io days" was

first instituted it was not considered that
it really meant paying the rate, of 36 per
cent. per annum for money, but simply that
for payment in ten days the seller was
willing to reduce his profit somewhat. If,
on a cost of $75 he sold at $1oo, his gross
profit was 33 1/3 per cent. ; if he allowed
2 per cent. discount on the selling price,
his profit was reduced to 30 2/3 per cent.—
a reduction of profit equal to 2 per cent.
on the selling price, or 2 2/3 per cent. on
the cost. Again, with the institution of a
2 per cent. discount, many changed their
price-lists so that the allowance of 2 per
cent. discount did not reduce the profit be-
low the old standard, whereas, on sales to
customers who did not discount, the profit
was increased.
Thus, from the seller's standpoint the al-

lowance "2 off io days" was not a loss but
a gain if we allow that one-fourth, say, of
the amount of sales were discounted, on
which the seller made the same profit as of
old ; and on the remaining three-fourths he
realized more profit than before.

If the seller had not changed his price
list, presuming that not over one-fourth in
amount of his sales would be discounted,
the institution of the 2 per cent. discount
would in effect simply have reduced his
profit to one-half of i per cent. on the sell-

Meaning of
2 off 10 Days
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ing price, or two-thirds of i per cent. on the
cost.

As to the purchaser, when
Effect on the the 2 per cent. discount was
Seller first instituted it was not

considered that he, when
discounting purchases, was putting out
money at 36 per cent. per annum, but simply
buying goods for 2 per cent. less than be-
fore.
When the custom of "2 off io days" was

first instituted a general idea prevailed that
its effect on the seller was simply a slight
reduction of profit, and to the purchaser a
reduction of 2 per cent. in cost. What fol-
lowed ? With the passing of time came
competition, prices were cut repeatedly, cost
not reduced proportionately, margin of
profits became less and less, and still the
rule of "2 off io days" prevailed ; but not
as at first did purchasers make payment in
ten days, but took twelve, fifteen or twenty
days under one pretense or another, claim-
ing the 2 per cent. discount just the same.
It became generally recognized that "2 off
10 days" was for cash discount; that it
meant paying for the use of money for a
given time; that it meant a rate of 36 per
cent. per annum. Cash discount was not
considered a direct charge against sales—a
reduction of profit on sales, but payment
for the use of money ; and an account called
"Discount on Sales" was opened, also an
account styled "Discount on Purchases."
Thus, finally, it was generally recognized
that "2 off io days" meant a price paid for
the use of money on the one hand, and a
price received for the use of the money, on
the other. Many a business man boasted
that he made as much on discounting pur-
chases—often more—than he did on his
sales.

Of late the terms "2 off It)
Time Limit days" have become mean-
Disregarded ingless because of the gen-

eral disregard of the time
limit. Purchasers loath to lose the discount,
though not making payment in ten days,
when remitting deduct the ten-day dis-
count. In such cases seldom does an ex-
planation accompany the remittance, but if
the tender is rejected the purchaser offers
various excuses, such as, "Delay was owing
to an oversight"; "We paid as soon as goods
were received, we object to paying before";
"Our system does not permit of having
bills vouched for payment in ten days," etc.

It hardly seems necessary to say that
neither of these and many other excuses of-
fered justify the disregard of the time limit
agreed upon at the time of purchase. It is
at the time of purchase that the purchaser
should take exception to the time limit if it
is not acceptable.
The proposition. to allow discount for

actual time to date of payment would also
be applicable to interest computation on
overdue accounts. Extra dating is quite as
reprehensible a habit as extra discounts,
both of which mean that the seller is sacri-
ficing a part of his legitimate net profit. The
custom is one of the numerous evils grow-
ing out of excessive competition usually in
the form of accommodation to a desirable
customer.

ri
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CLARENCE F. BAYER BYRON L. STRASBURGER ALBERT PRETZFELDER

THE HOUSE OF NEWNESS
BAYER & PRETZFELDER CO.IMPORTERS

MANUFACTURERS5 East 17th Street, Between Broadway and Fifth Avenue NEW YORK
ANNOUNCEMENTWe beg to inform the trade that our linea for 191 I are now complete and on the road and will be exhibited in all the large cities.I certainly will be to all "Live ' Jewelers interest to see this exhibition. If you are not acquainted it will be to your best interest to corn-

municate with our New York Headquarters and get into communication with our representative in your respective territory.
We wish to announce our lines are more extensive, more original, more saleable, newer and far beyond any ever produced or shown in the history of business. We would urgently

that you refrain from placing any orders before seeing our lines.  sul...estSterling Silver Bags Fancy Chains (of every description)
Vanity Novelties 

Cigarette Cases (of every description 1 English Sheffield Plate Dinner Gongs
Gun Metal Bags 
Beaded Bags Corals Eye Glass Cases (of every description) Brass Goods Marble Statuary
Gun Metal Novelties 

Garnet Jewelry ' ChiFine Leather Bags me Clocks, Novelty Clocks, etc., etc. Desk Sets, etc. Lamps and ElectroliersLorgnettes (of every description) Opera and Field Glasses Smokers' Articles ( of every description) Art Goods, etc., etc.SOLE AGENTS—La Vogue Bi-noculars, La Vogue Opera Glasses, La Vogue Lorgnettes—SOLE AGENTS

Money Saved
This Must Interest You

CEvery man wants to save
money, and we can show

you where you are throwing it
away. If you will adopt our
method of sending packages
through the mail we can show
you a saving of from 50% to 75%.

WRITE FOR PARTICULARS

INSURANCE COMPANYOF NORTH AMERICA
228 Walnut Street :: PHILADELPHIA, PA.
Capital   $4,000,000
Surplus to Policyholders over $7,000,000  FOUNDED 1792  

New Goods — New Ideas
All Ready for the Spring Business

If we don't " make your town,
a word from any responsible
jeweler will bring a package for
inspection.

Send us the word, you'll like the
way we do business.

ILGEN & WAKEFIELD CO.
Successors to AIKIN-LAMBERT JEWELRY CO.

15-19 Maiden Lane, New York City
SILVERSMITHS' BUILDING

Wholesale Jewelry,
Watches Diamonds

Numerous inquiries have been made, Who makes THE ALLIANCE RING?
Let us solve this question for you

WE DO!!!
The graceful style of the Alliance Ring is rapidly supplanting the use of the old-style wedding ring.Its mysterious construction is another reason for its increased demand.We have thus far supplied the entire demand, and we take these means to inform you that shouldyou need them, we can supply you.
These rings are most carefully adjusted ; the joints are barely perceptible, except by a magnifying gla55.Whenever engraving is desired, it is done in the inside flat surface. They are easily opened as shownon illustration by inserting a sharp instrument, for instance a pin, in the inside pin hole.They should not be pried open, as this would destroy their adjustment.

14 karat, 3 dwts., $1.23 per dwt. net ; in dozen lots, $r.13 per dwt. net18 karat, 3 dwts., $1.40 per dwt. net ; in dozen lots, $1.30 per dwt. net

LEONARD KROWER, Manufacturing Jeweler, 536-538 Canal St., NEW ORLEANS, LA.

April, 1911 THE

Rejuvenating a Business

Mercantile Methods of To-day Vastly Different

From Those of Former Times—Wide-awake

Ideas, New Brains and Enterprise Needed to

Achieve Success.

In the history of every business enter-

prise there comes a time, sooner or later,

\viten, in order to keep up prestige and to

advance, it is necessary that new blood,

new methods, different tactics be adopted to

make progress possible, and to assure the

highest measure of success.

This is particularly true in regard to re-

tailing, where competition has never before

been so strenuous, and where all the re-

sources of the merchant are required in

order to meet the vigorous methods of rival

concerns and to retain and increase his

trade.

Changed Times
Business methods of the
present day are vastly dif-
ferent from the conserva-

tive methods of olden times, when store

ownership descended from father to son

and from generation to generation. The

clerk of to-day is the employer of to-mor-

row. Enterprise and energy are the watch-

words that open the door of success, and
the store owner who is not keenly alive to
every phase of modern development in mer-
chandising is soon left in the rear by his
more enterprising rivals. In the popular
play, "The Fortune Hunter," a good illus-
tration is given of the methods by which
a good business is often allowed to
deteriorate and to fall behind in the race,
simply because of a lack of the necessary
vim and ginger to face competition and to
win out in the face of difficulties. Old man
Graham, the owner of a once prosperous
store, allows his business to near bank-
ruptcy because of his inventive faculties
and his lack of interest in the enterprise
which has fallen to his ownership. Just
before ruin comes, the advent of a young
man, full of enthusiasm and gingery with a
desire to "do things," retrieves the situation
and builds up the dilapidated shop into a
money-making store. The opportunities
were there, the field was there and all that
as lacking was the man to rejuvenate the

business. Young blood wrought success out
of a situation that seemed hopeless.

There is such a thing as
Mechanical a business running too
Routine smoothly. Especially is

this the case with old-es-
tablished firms, where everything wags ac-
cording to the wish of the boss or owner.
Machine-like obedience in filling orders, in
Catering to every whim of the management
--marking time to precedents that have gov-
erned for years and which it would seem
sacrilege to break—causes stagnation. Any
one who has witnessed the operation of a
buzz-saw must have noticed the lightning-
like operation of the shining metal as it
turns smoothly on its axis. Not a sound
but the zephyr-like whirr of the steel until
the sawyer pushes an oak plank into its
Jaws, and then—what a difference. Before
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it struck the wood it was operating smooth-
ly enough, to be sure, but it was accomp-
lishing nothing, it was not getting results;
it was burning up power and wearing out
bearings, but there was no return coming
into the cash account for the money ex-
pended.
Once it begins to "saw wood," however,

and literally, too, the mill owner sees where
the expenses are to be met and where a
profit is to ensue. True, the saw may strike
knotholes; it may whine and groan as its
teeth cut the timber into lengths, but the
noise now means something—it announces
that something is being accomplished.

This simile applies aptly to scores of
stationery enterprises at the present time.
The opportunity is there, the sales and
executive forces are working smoothly, but
for some reason the business is not pro-
gressing. The saw is working "too smooth-
ly," but it is not producing results.

Sometimes the only thing
Value of that will save a business is
New Blood the advent of new blood,

new brains and new meth-
ods. And this is no reflection on the man-
agement of a business, either. The trouble
is that after a certain number of years of
steady routine work the clerks, and even
the managers, of an enterprise get into the
"mark time" class and can not, if they
would, see where a business is ailing. Con-
servativeness in conducting a store has
ruined as many enterprises as rashness.
A business can suffer from dry rot and the
trouble is that too many enterprises suffer
to-day without even the owners being
aware of the fact.

Store owners have found within recent
years that sometimes the best thing to do,
where progress is not being made, is to
change executives. The idea is not that
the new men are far superior to those for-
merly in charge, but their viewpoint is dif-
ferent.

Many a stationery store
Dry Rot which is to-day losing

money or dropping behind
in the race is simply suffering from this
condition of business—"dry rot." The
owner comes down at 9 or Jo o'clock morn-
ings, goes through the same perfunctory
routine at his desk that he has followed
for years, has the usual talk with his part-
ner, perhaps signs a few checks and orders,
reads the morning paper, and looks over the
previous day's sales. That's all. He
doesn't notice that only three blocks away
his competitor has arranged a splendid
window display in which he is featuring a
half-dozen new lines ; Ile doesn't see that
business men—some of his own customers
—are stopping before that window and en-
tering the store ; he is not aware of the
vigorous solicitation that is going on among
his customers by his competitor ; he has not
yet discovered that Smith, Jones and
Brown, who were his customers for the last
ten years, have been gradually slackening
down in their purchases, due to the aggres-
sive policy of his competitor. And unless
he is given a jar or awakened from his
lethargy in time the store three blocks down
the street will soon have gobbled his trade.
His business needs new blood ; it needs an
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awakening; the old methods must give way
to new ones or failure is imminent.
Be careful to avoid the contamination of

business "dry rot." When your business is
running too smoothly ; when your clerks
never have a moment's occasion to do over-
time work ; when your sales average about
the same as they did ten years ago, while
your expenses are increasing daily ; when
you learn that your competitor has added
new departments, is employing new sales-
men, is starting branch houses—then is the
time to wake up, for your business has all
the symptoms of stagnation. It is running
too smoothly ; the saw is working all right
enough in its bearings, but it is not cutting
wood. Better a few knotholes and an angry
noise now and then than too much smooth-
ness. A business enterprise cannot mark
time ; it must go ahead or retrograde. When
things get too easy something needs push-
ing ; otherwise the profit side of your ledger
will dwindle. Watch for the symptoms and
apply the necessary remedy promptly. Lack
of progression means retrogression.—In-
land Stationer.

A Story With a Moral

The following interesting experience re-
lated by a druggist in regard to the sale of
postage stamps to all who call for them
suggests the advisability of courtesy at all
times to those with whom we come in con-
tact in a business way:
"I long ago made up my mind that the

best policy in any business is to have the
customer leave the store in a pleasant frame
of mind, and while I am not any more
fond of rushing out in the store because
some one is trying to see how many blows
it takes to break the glass in a case, when
the instrument used is a nickel, and find
that it is only a stamp customer, still I
always remember to look pleasant in time,
because I have a steady stamp customer
who once taught me a lesson that I will
never forget, and the best part of it is that
he doen't know it. While this isn't really
what I started out to say, still it may do
some good.
"I had noticed for some time that this

particular customer had been getting stamps
regularly, and a careful watch on the part
of my clerk and myself proved that he
never bought anything else. I had just
about made up my mind that he had gone
the limit, and was only waiting for an
opening to tell him that we sold stamps for
the accommodation of customers only.
This was really hard to do as he was quite
a pleasant man to speak to. I'll never for-
get my surprise when he came in one morn-
ing, slung a grip on the counter and said:
`My wife has been cleaning house this week
and told me to bring these empty bottles
to you as she thought you might have some
use for them.' I was mighty glad then
that I hadn't told him what I thought he
deserved, for I recognized by the bottles
that his wife was really my best customer,
as she ran a good-sized boarding house in
the neighborhood, and you can imagine that
there was quite a little revenue coming from
that direction. So you see you never can
tell."
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The Phenomenal Sale of this
Case Proves its Usefulness

Jewelers with a keen eye in every case relating to their business, saw at once
the beauty, utility and cheapness of our IDEAL" CASE.

It is made of solid oak, or other wood desired, highly polished, beveled plate-
glass top, double strength glass front, ends and doors, has two highly polished
shelves of same wood as case, supported by Tom's adjustable brackets, metal legs
six inches high, and doors run on steel tracks.

DIMENSIONS:—Length as ordered, 28 inches wide, 43 inches high, upper shelf
12 inches wide, lower shelf r6 inches.

The construction of this case is first class. It has a nicely molded top, orna-
mented with egg and dart.

A BEAUTIFUL CASE

Wall Cases. Solid Oak. 8 feet long, 8 feet 4 inches high, 1 foot 4 inches deep
inside. Doors slide up, fastened to Morton's steel chains and weights, Inside of ease and
shelves lined with black felt. Made to ship in the knock down.

Net price. $58.00. Worth $70.00

Made and

 sold

y Union Show Case Co.
Salesroom, Office and Factory

56-66 Frank Street, CHICAGO
Take the Blue Island Avenue Car

WINTER FIXTURES
THE STANDARD OF QUALITY, STYLE and PRICE

ANYTHING FROM A STORE STOOL TO A COMPLETE OUTFIT

"PEER-OF-ALL" JEWELER'S CASE and TABLE, No. 7

NOT HOW CHEAP but HOW GOOD at the right prices is the WINTER
IDEA. IF you are looking for QUALITY FIXTURES at prices that are right
we want to figure with you. If you need fixtures it will pay you to visit
SHEBOYGAN, WISCONSIN.

WINTER CATALOGUES —The Books That Show You
Books That You Need and Will Keep Sent on Receipt of 25c.
The most complete works of their kind ever published. Works of Art. Books of
Valuable Information. Complete in all details. Cost years of experience and thous-
ands of dollars. Size 9 x 12, three volumes. 600 pages complete.

WRITE FOR CATALOGUE "10A"

The M. Winter Lumber Co.
HIGH-GRADE FIXTURE MAKERS

ESTABLISHED 1865

SHEBOYGAN, WISCONSIN, U.S.A.

We Are Ready for Spring

with the largest stock of

Show Cases
any factory ever had ready for shipment

111. Our trade-mark illustrated below is your guarantee of
Prompt Service—High Quality—and Moderate Price.

Write us for anything you want in the line of
Show Cases and Store Fixtures

Kinuptth 6fune Gaol GO7
926 JEFFERSON AVENUE GRAND RAPIDS, MICHIGAN

New York Salesrooms Chicago Salesrooms Boston Salesrooms Detroit Salesrooms
732 BROADWAY 233 W. JACKSON BLVD. 21 COLUMBIA ST. 84 JEFFERSON AVE.

What Jewelers Say in Their Advertisements
Breezy Paragraphs from Believers in Publicity

Diamonds

how much do you know about diamonds?
Would you pay a hundred dollars for a stone
which looked to be worth the price without the
opinion of a reliable judge? What guarantee
have you in buying diamonds that you are getting
your money's worth?
There is one safe way in buying a diamond—

not our word, not your own judgment, not a
friend's advice—our reputation. For more than
forty years we have been conducting an honest
jewelry store in Topeka. Absolutey square deal-
ing, confidence winning methods, conservative yet
progressive merchandising. This reputation is
what you have to rely on—it's what we must
uphold.—James B. Hayden.

* *

For wife or daughter there is no gift quite so
acceptable as a really line diamond ring.
The finest blue-white gems being mined to-day

come from the Robert Victor mine, in South
Africa. A perfect diamond from this mine is as
fine a stone as money can buy—yet not expen-
sive, judging by its brilliancy, quality and as-
surance of its increasing value. Absolutely per-
fect Robert Victor diamonds mounted in solid
gold rings at insured prices.—Walter W. Winton,
Scranton, Pa.

* * *

There is much pleasure derived from owning
and wearing beautiful gems—and when bought
right they prove a safe investment.
Our large sales in this line are the best evi-

dence that the discriminating buyers recognize
the fact that we are leaders—they know they can
rely on our judgment and integrity.—W. F. Fisher
& Bros. Co., Chattanooga, Tenn.

* * *

Everts' diamonds are not a luxury. They are
an investment. Our diamonds have advanced in
value II per cent. each year for the last ten years.
They do not wear out or cost anything to main-
tain, but constantly increase in value. They
heighten your chance of social and material suc-
cess. A diamond is the only investment you can
make and keep your investment in your posses-
sion and use it while it enhances in value.
Those who do not care to pay all cash for dia-

monds will find us prepared to handle their ac-
counts. We buy diamonds direct from the cut-
ters, and save the profits of all middlemen. We
can save you money. Diamonds sent by prepaid
express to reliable people everywhere. Write for
selection to-day. Whenever you see a diamond
think of Everts.—Arthur A. Everts Co., Dallas,
Texas.

* * *

Exquisite gems of absolute purity and perfec-
tion and properly mounted, $15o. The gems that
we classify as the "Betrothal Diamond" are of
the highest grade and best colors, such as this
occasion • would demand. They are of splendid
size and exceedingly brilliant. Their grade, size
and color make them splendid values for the
money.—Linz Brothers, Dallas, Texas.

* * *

Regnier & Shoup Company diamond best by
test. This was never more fully demonstrated
than in our diamond sales the last year. Our
enormous diamond sales, most of them to com-
petent buyers who know diamond values and are
in a position to appreciate the exceptionally low
prices we ask for them will bear us out in the
statement that we offer not only better qualities,
but better prices than they were able to secure
elsewhere. Surely they would not have made
their purchases from us were this not true. We
ask but one favor, namely: Get our prices before
you purchase. This ycu owe to yourself. Our
special $35 to $100 diamonds are the talk of St.
Joseph. How can we sell diamonds cheaper?

Simply because our purchasing facilities are of
the best—Regnier & Shoup Co., St. Joseph, Mo.

* * *

Quality, both in the gems themselves and the
settings in which they are mounted, is assured
to all who buy here. We leave no room for dis-
pute on this point. Our prices leave no room
for complaint.—Hansel, Sloan & Co., Hartford,
Conn.

Watches

The Graduate deserves and will appreciate a
good watch as a constant, dependable compan-
ion, always bringing to mind the kind giver and
the happy school days. But be sure it comes from
Hess & Culberson's.—Hess & Culberson, St.
Louis, Mo.

* * *

Your watch running right ? Possibly it needs
cleaning, adjusting, or some small part is worn
and should be replaced. There are many minor
parts that may be out of order, and which only
an expert watchmaker can rectify. Such a
watchmaker is ours—an expert who understands
the watch business, from A to Z. If your watch
is not running just as it should, bring it here and
he will plainly tell you what it needs. Then, if
you wish it repaired he will give you an estimate
of the charges, which we assure you will be very
reasonable and fair. We guarantee all such work.
—Robt. P. Kiel, Joliet, Ill.

* * *

If you're late to work, blame your watch the
first time, but be sure and get that watch fixed
that day. Take it to Geo. H. Doherty, Ottumwa,
Iowa.

* * *

Your repair work. When your watch or jew-
elry needs repairing or overhauling just bear in
mind that we are experts in the business and can
bring your timepiece to the position in which you
want it. Just try us.—McGinnis & Martin, Fort
William, Ont., Can.

* * *

Does your watch keep time? We don't mean
"fairly good" time, but "real accurate" time. If
not, then you should visit our repair department
at once—our expert watch repairers can make it
a perfect time-keeper. If they can't, then you
know it is utterly impossible to do so.—McCart-
ney & Burke, Fort William, Out.

* * *

Our watch hospital has been recently equipped
with better facilities for rebuilding and repair
work. Our watch doctor is an expert in his line
and all his work is guaranteed.—L. A. Will's,
Salina, Kans.

Clocks

Don't have a clock around the house not work-
ing. Our clock repairers are able to give any
clock the correct repairs. Phone us—our man will
be there, the clock repaired and returned prompt-
ly. No charge for delivery—a reasonable charge
for correct repairs.—I. W. Measham, Ottum-
wa, Ia.

* * *

Here they are again—another lot of those tall
hall clocks. A novelty that has made a big hit
here in Fall River, where real values are alwaxs
greatly appreciated. They are made in the mis-
sion style, just like the picture, 5 feet, g inches
tall, brass hands and figures on dial.—R. A. Mc-
Whirr Co., Fall River, Mass.

* * *

Oh ! that clock! It doesn't keep time. That's
what our clock repairing department is for—to
repair clocks that need it. Use your phone—
we send for, put the clock in good shape and
return it to you. Just a reasonable charge for
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repairs—nothing for deli very.—J. 11'. Neasham,
Ottumwa, Iowa.

* * *

What's the use putting off from one day to
another the clock or watch repairing you should
have done now and here? Now—Because the
worse it gets the harder it is to fix and the more
you'll have to pay. Here—Because we are ex-
perienced in this line of work and can thor-
oughly guarantee all work turned out.—Otto M.
Scheidt, Joliet, Ill.

Jewelry

Old gold or silver is to be found in some
quantity in nearly every home. In most cases it
has been stowed away and possibly forgotten.
It would be wise to look up odd pieces if you
have any, and bring them here. We can make
them up into anything you may desire and after
reconstruction it will look like new. This work
does not cost much and you have the satisfac-
tion of possessing jewelry of original design.
This work is done only by experts and in our own
workshop.—R. P. Keep, Joliet, Ill.

* * *

Your jewelry problem. When looking for the
latest in all kinds of jewelry don't fail to see our
stock. We have been exceptionally careful in
buying this year and we know you will be de-
lighted when you see what we are showing.—
McGimsie & Martin, Fort William, Out.

* * *

It's the old story to you, no doubt, but we never
weary in telling it, nor will it become totally un-
interesting to you if you are honestly interested
in economizing in your jewelry buying. In qual-
ity our goods are the equal of any in Topeka, in
range of selection they are larger and more com-
prehensive than most, and in prices they are abso-
lutely the lowest in the State. What more can
we say to induce you to become our patrons?—
Blitz, Topeka, Kans.

* * *

We've been going through our jewelry section
and taking out all the odds and ends. By "odds
and ends" we don't mean worthless things by
any means. They're simply broken lots, a few
of a style, maybe, but not enough to keep in our
regular stock. Some of these things are shop-
worn. Many are not. Caine to-morrow and see
for yourself just what we have. We mention a
few items.—Chamberlain-Johnson & DuBose Co.,
Atlanta, Ga.

* * *

There is satisfaction in knowing that you have
bought a worthy article, one that gives you full
value for the money you have invested in it.
And it is our purpose that every buyer of our
merchandise, whether it be a stick pin or a piano,
shall feel that he has the best that could be given
him for the money. We go beyond the consid-
eration of profit-making for ourselves, because
we recognize that a permanent business is best
established by having due regard for the cus-
tomer's interest. No patron of ours is more anx-
ious to have a satisfactory article than we are
to give it to him. No purchaser is more con-
cerned in economical buying than we are in help-
ing him to select the best merchandise obtainable
within the price he wishes to pay. That briefly
expresses the plan on which we conduct our busi-
ness. It has proven satisfactory to our customers
and to us.—Arnold Jewelry & Music Co., Ottum-
wa, Iowa.

* * 4.

A store of quality. For forty years the name
Hayden has been associated with the very best
in jewelry. For forty years the name Hayden
has been recognized as a guarantee of quality.
We invite you to examine our assortment of jew-

(Continued on page 656)
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How to Make YourWindow Displays Sell More Goods
And how to reduce the cost of
window and show-case illumination

There is no better kind of advertising, for the retail store, than attractive
window displays.

That is why Saks & Co., Lord & Taylor, Baltimore Bargain House,
Wolfe Bros. Dry Goods Co., Fries & Schuele Co., City of Paris Dry Goods Co.,
and other progressive merchants give so much thought to their windows.

And that is why these and hundreds of other well-known retail firms
have replaced incandescent bulb lamps with the J-M Linolite System of

Window and Show-Case Illumination.
For exhaustive investigation and comparison proved to these firms that

the J-M Linolite System greatly multiplies the attractiveness and effective-ness of the window displays.
And these firms found that this new system is also far more economicalthan bulb lamps.

J-M Linolite System of Lighting
J-M Linolite Lamps have straight-line filaments, instead of looped fila-

ments as in bulb lamps.
These straight-line filaments are each nearly a foot long, and are enclosed

in tubes instead of bulbs. Joined end to end, Linolite Lamps give a con..
armour, stream or line of light. And a powerful reflector, which can be
turned at any angle, throws all the light in any desired direction—concentratesit all on the goods in the window or show-case—none is wasted on the ceil-
ing or sides of the window—none is thrown in the street.

Bulb lamps, you know, form mere spots of light. Their radiation scatters
in all directions. And the bulb lights stand out as the brightest spots in the
window—blind the spectators, and attract the eye to themselves instead of
to the goods on display.

Baltimore
Boston

J-M Linolite Lamps can be almost entirely concealed. They occupyonly one-tenth the space of bulb lamps. Thus they can be hidden behindthe framework around the window, or behind the vertical fillets—wherevernearest the goods.

Because of this, and because their light is concentrated, far fewerJ-M Linolite Lamps are required than bulb lamps of equal candle-power.And J-M Linolite Tungsten Lamps consume only 40 per cent. as much
current as old-style bulb lamps—cut the lighting bills more than in half.

Better find out about this new system of window lighting before your
competitor beats you to it.

Write nearest branch for Booklet.

Manufacturers of Asbestos

H. W. JOHNS-MANVILLE CO._
Asbestos Roofings, Packings,

Electrical Supplies, Etc.
Detroit London Milwaukee
Kansas City Los Angeles Minneapolis 

New Orleans Philadelphia
New York

For Canada :—THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITED PittaburgMontreal, Que. Winnipeg, Man.

and Magnesia Products

Cleveland
Dallas

Buffalo
Chicago

Toronto, Ont.

San Francisco St. Louis
Seattle

Vancouver, B. C.
1307

F. C. JORGESON & CO.
159 to 167 Ann Street CHICAGO, ILLINOIS

MAKERS OF HIGH-GRADE

JEWELERS' FIXTURES

SPECIAL No. 107B

COUNTER CASE AND TABLE

MADE IN ALL KINDS OF WOOD
OAK AND BIRCH IN STOCK

Write for Prices

64T1-1E; BEST OF EVE;RYTHINCI"

The Show Case Question Answered

The merchant who starts out to buy a new show case is confronted with the
pel plexing question: What kind of a case will I buy ? In these days when so
many different cases are before him, many of them of doubtful quality, he
can always play safe by choosing

"Quincy Special" Cases
Quincy Cases and Quality go hand in hand. They are one and inseparable. Their absolute
rigidity, beautiful finish, and substantial construction snake them distinctively superior.
We use only the best materials, and the workmanship defies comparison. Made of quarter-
sawed oak, but sold at plain oak prices. Don't buy show cases before investigating the
Quincy Special.-

Have you received your copy of our new Catalog No. 20 ?

QUINCY SHOW CASE WORKS
QUINCY

Chicago, 247 Jackson Blvd.
Wichita, Kans., 301 Beacon Bldg.
San Francisco, 134 Sansome St.

ILLINOIS

Dallas, Tex., 219 Commerce St.
Jacksonville, Fla., 20-28 Julia St.

April, 191' T H E

Antwerp Diamond-Trade Review
By CONSUL•GENLRAL IIF.NRY XV. DILDLRICII

The following report on the diamond trade

and industry at Antwerp in 1910, is based on in-

formation gathered from personal interviews with

men prominent in the world's diamond trade. It

is an annual report, covering the entire calendar

year and not a fractional part thereof.

The year 1910 was a very prosperous one for

the diamond trade in Antwerp, generally speak-
ing, though as far as the export of diamonds to the
United States is concerned it may be considered
only to have been a good average year. The urst
three months started out remarkably well, and
the sales of the precious gems promised to keep

up the record of 1909, which had been the best
of all since the time when Antwerp became a
center for the diamond business. In the second
and third quarters of the year, however, there
was a consiuerable drop which grew worse during

the last quarter, thus destroying all hopes that

had been raised earlier in the year. While the
general trade in Europe still kept up during the

last quarter to a very satisfactory degree, the
business with the United States grew dull, and
orders from there were fewer and of less im-
portance. A glance at the following table of
exports of diamonds from Antwerp to the United

States during the four quarters of the year 1910

shows clearly this fluctuation:

Cut
Quarter 1/lamonds

First . $2,907,064
Second.  2,373,125
Third  2,645,738
Fourth.  2,135,916

Calendar year.$1o,o6r,843

Rough
Diamonds Total

$134,727 $3,041,791
222,561 2,595,686
169,428 2,815,166
268,479 2,404,395

$795,195 $10,857,038

Luxuries Are First Affected by Business

Disturbances

This change in the conditions of the diamond
market was attributed to several causes. The
political situation in the United States, leading up
to the important November elections, with all its
disquieting agitations, did much to disturb busi-

ness at home and also abroad. Again, diamonds
being the greatest of all luxuries, many of the
people in the United States who usually have

money to spend preferred to economize, so as to

be prepared for possible hard times. Others, for

the time being, changed their minds and turned

their ambitions to buying expensive automobiles.
Finally, the economic conditions all the world

over, during the year, were not prosperous;

there were numerous disasters, inundations,

ruined crops, earthquakes, political strife and

revolutions, strikes, etc., all of which, when
viewed separately, were naturally limited in their

effect to certain localities, but when taken to-
gether it was found they had made serious in-

roads upon savings and small capital.
In spite of all these handicaps, the price of

diamonds advanced considerably during the year,

and this was the case, as I shall explain later,
particularly with stones weighing over one-fourth

of a carat. There was a scarcity of gems of the

finer qualities, and especially in larger sizes, and
this caused merchants to hold them for prices

never obtained heretofore. This scarcity, as well
as the higher prices, had the curious effect that

in many instances buyers in the United States
who until recently would insist on getting only

the best of diamonds and would refuse to listen

to offers of anything inferior, now began to
abandon the high-priced precious stones and to

buy second qualities, slightly defective, but al-

ways perfect as to cutting. Even stones of the

third quality, both as to color and imperfections,
were sold in the United States.

Labor Difficulties in Antwerp

The diamond industry, like all others, is con-

stantly exposed to labor conflicts. The cutters

and polishers in the lapidaries of Antwerp are

receiving wages which no other industry could

afford.
Another material element are the rules of the

syndicated workmen, who keep aloof from all
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the nonsyndicated and will admit only a limited

number of apprentices, so that a newcomer, even

if he be the son of an employer, cannot get work

unless one of the apprentices withdraws in his

favor. Furthermore, the statutes of the various

syndicates allow the workmen to labor only for

a limited number of hours in a week. Thus a

few months ago another reduction from 54 to 51

hours per week at the same wages was demanded

and granted both in Antwerp and Amsterdam.

By thus restricting the supply of labor and the

hours for work, the wages rise simultaneously

and enormously.
In order to remedy this state of affairs, created

by the requirements of the syndicates, several em-

ployers have opened up lapidaries or diamond-

cutting plants outside of Antwerp, which up to

the present had been the only diamond-cutting

center of Belgium. Now there are diamond plants

in Flanders arfd in the Ardennes where, under

the supervision of a small number of non-syndi-

cated workmen, there are employed young men

and women of the rural districts, who as yet are

uninfluenced by the movement in the larger towns.

Thus, it is predicted, little by little the power

of the syndicates will be broken by their own

statutes. On the other hand, the Antwerp trade

loses many thousands of dollars every year in

wages, which otherwise would be spent in the

town.
Prices Are Carefully Maintained

But, after all, the year 1910 was a prosperous

one, so that both the dealers at Antwerp and the

cutters and polishers of diamonds had a larger

business than in previous years. This was owing

chiefly to the following new deal, which was per-

fected in the beginning of the year : Three of

the most important and oldest diamond firms of

this city—one with a branch at the Cape of Good

Hope, another with a branch in New York, and

a third with a branch in India—contracted with

the German Regie for the entire diamond produc-

tion of the German Southwest African Colony,

amounting last year to about 800,000 carats and

representing a value of about $6,000,000. All

these diamonds were naturally controlled by Ant-

werp. As will be easily understood, this new

supply had a great influence on the market. The

sudden increase would have upset the market if

it had been placed in less experienced hands.

But these firms proceeded to dispose of these dia-

monds with the greatest prudence. Thoroughly

conversant with their branch, they took every

precaution not only to sell no more goods than

the market could absorb, but also to place them

In here they were wanted most.
Rough diamonds are not only used to be cut

into brilliants, but they are also required in a

variety of other industries. Thus, this Antwerp
syndicate, dealing directly with the various con-
sumers, succeeded in providing each customer
with the variety of diamonds suitable to his re.
quirements, and by this method a very steady
market was secured, all speculation avoided, as
much as possible, and the highest prices obtained

for the goods. In consequence the same prices

are paid at present for the German diamonds as

for the African and Brazilian ones. It is esti-

mated that American dealers last year bought

about $3,000,000 of cut German diamonds.

Policy of the Syndicate

To secure this output of German diamonds for
Belgium by the three large firms in question was

not accomplished without some difficulty nor

without some disturbance in the Antwerp dia-

mond industry, which fortunately, however,

proved of great benefit in the end. Naturally this

large new material required a larger number of

workmen, and unless these were supplied at once

this new and increased business would have to
seek foreign countries. In every other industry it

would have been an easy matter to find additional

labor, but in the diamond industry the owners

of rough diamonds must always reckon with the

syndicate of diamond cutters. As mentioned,
this organization will not admit new apprentices

to its ranks, in order to keep the number of cut-

ters within certain limits, and thus compel high

wages. When the new German diamonds entered

the Antwerp market these men refused to change

their rigorous and exclusive policy. Thereupon

several of their own members, who had seen

even their own sons refused admission as ap-
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prentices and who saw the urgent need of get-

ting new workmen to keep the business at Ant-
werp, entered their protest and insisted on ad-
mitting new men. However, all their appeals

cwiseiroensin vain, the syndicate upholding its de-

Thereupon a number of the workmen left the
syndicate and decided to go into the diamond-
cutting business for themselves. Thus, several
new lapidaries were opened in the vicinity of
Antwerp and in other places of Belgium. As
these concerns were no longer subject to the
stringent regulations of the syndicate of cutters,
they could take as many apprentices as they liked,

and in this way the number of workmen was
considerably increased. This movement naturally
found very ready support by the Antwerp syndi-
cate for German diamonds, which supplied these
new enterprises with all the material necessary
to keep them busy. If it be borne in mind that
in 1910 about $8,000,000 to $to,000,000 was paid
for wages and salaries, the average wage being
about $20 per week, and that the number of cut-
ters rose from 5000 to about 12,000, it will readily

be understood that the chief cause of last year's
prosperity was the introduction of the German
diamonds into this market, by the syndicate
headed by an Antwerp firm. Through this enter-
prising spirit and business energy the Antwerp
diamond industry took a long stride forward, and
was transformed from a local into a national in-
dustry.

London Trade Affected

But while this Antwerp syndicate of diamond
men had to overcome such obstacles at home, it
had to meet others just as formidable abroad.
Hitherto London was the chief market of the
world for diamonds. The De Beers Consolidated
Mines, the Premier and other mines of South
Africa practically controlled the entire output of
rough diamonds. For years they sold in advance
their annual production to a syndicate of leading
diamond merchants of Holborn Viaduct in Lon-
don, who distributed them throughout the -world

The policy of this syndicate has always been

to avoid thrusting diamonds upon an unwilling
market. Precious stones are luxuries, it argued,
and the demand for them depends very much
upon the general prosperity of the people. Hence
it always refused to put diamonds on the mar-
ket when there was no demand for them. It did

not believe that the production of a greater quan-

tity of diamonds and the putting of them on the
market would result, on the whole, in gaining a
larger amount of money from the gem-buying

public. Therefore, it rather reduced the output

than the price. This always had a steadying in-

fluence upon the industry, and protected the deal-

ers who held stocks of diamonds from any sud-

den and discouraging drop in the value of their

stocks on hand.

The New Factor and Effect on Prices

Now, a new competitor had arrived on the

scene, which came in conflict with this policy.

The trouble arose not so much over the sale of

the larger diamonds, for the London people have

no competition in this field, as they monopolize

it completely; but as the German colonies pro-

duced small stones principally, which are called

"metes," and of which the German Regie brought

into the market a very large quantity during the

past year, the London syndicate was compelled to

meet this formidable competition at once. As the

price for British "metes" was about 30 to 40 per

cent. higher than was asked for the German, the

former soon became a drug in the market. Soon

there was a large oversupply in London and in

Antwerp, and everywhere. It was then that Lon-

don advanced the prices of all stones over one-

fourth of a carat, in order to bear the loss sus-

tained on the smaller ones. London even went

further, and compelled every buyer of a lot of

larger stones to take also a lot of smaller ones,

at their price. But all this was of no avail;
everybody was overstocked with London "metes"

and there were no buyers.
Steps were then taken to bring about an under-

standing in regard to "metes,' but as the De

Beers people insisted that their policy of restrict-

ing the output should be carried out, the German

Regie would not listen to it, as they practically

(Continued on. page 885)
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Mercantile Agencies, and Their
Information

A writer in the Chicago Tribune gives the fol-
lowing information in regard to the methods and
machinery of mercantile agencies:

Information on parties doing business in small
country towns is secured from reports sent in by
bankers; the larger towns being taken care of by
correspondents or reporters, a man taking two or
three towns and working back and forth between
them securing data. This reporter will call on
the local bankers and get their opinion of the
man on whom the report is wanted; he visits the
courthouse to see if any chattel mortgages or
other attachments are listed against the property,
he visits several responsible persons, from whom
the man may be buying and ascertains whether
he pays slowly or promptly. The men inter-
viewed must be thoroughly reliable and the source
of such information is never revealed.
Thus primed the reporter pays a visit to the

man or firm on whom he is making up the re-
port ; sizes tip his stock and fixtures and the man
himself. A good many people regard the reporter
as a rather inquisitive person, figuring he has no.
right to ask to look at a man's books, but to
most broad gauged business men the good work
of the agency is an open book and they willingly
show him everything.

Perhaps the man interviewed
No Place will state to the reporter that
for a Lie he has no obligations, when it

may happen that the reporter
has just left one of this man's creditors to whom
he may be owing quite a sum, and catching the
man in a lie of this nature the statement he may
secure from him is accordingly discounted all the
way through.
Even domestic affairs enter into the rating a

man may have—the fact that a man may have
been sued for divorce affects to a considerable
extent his good name and credit and many times
is followed by a falling off in trade. Every so
often the agency sends out a list of names to one
of the small towns where it has no correspondent
and requests the banker to make any alteration
as to ratings and return to the agency. In this
way ratings are kept up to date. Bankers are
generally conceded to be pretty busy men, but one
reporter remarked that in his work of an entire
year he found but one or two who in the busiest
part of the day did not cheerfully give him a
couple of hours of attention.
Every year the agency issues a book containing

the name of every man in business in the coun-
try—no matter how small or insignificant—to-
gether with his rating and credit standing. For
those who do not wish the name of every one in
the country, but say for a certain district or lo-
cality, the agency provides for such by issuing a
book for the eastern or the western section of
the country and also issues "state books," con-
taining the name of every man in business in
Illinois or Wisconsin, etc.

These books remain the prop-
Books Subject erty of the agency and are sub-
to Recall ject to recall at the end of the

year. If a manufacturer finds
a prospective customer not rated and wishing to
know something about him or should the amount
of business in view be of such magnitude that
the subscriber deems the would-be purchaser not
fully covered by the rating or report he is privi-
leged to write for a specal report and the agency
sends a man immediately to report on same. So
much for the securing and listing of infc 'ma-
tion, now for the proper filing and distributing
of it.
There are three head offices : Chicago, New

York and San Francisco, and to each of these
goes a copy of every report made out all over
the country. This is done so that should one or
two offices be destroyed there would still be an
office, with a complete file of reports. The origi-
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nal statements by the man or firm, memorandums
from the bankers and others are pinned together
and kept at the office nearest the man rated.
These original reports are kept for fifteen years.
We all run across valuable information from

time to time, but when that information would
be of vital use to us we can neither tell from
whence it came nor of what it consisted. Here
is where the work of the agency comes in; it can
lay its fingers on it in a few minutes, even though
it be fifteen years or so after the issue of the
statement.

Outside of the three copies al-
Reports to ways sent to the central offices
Special Centers reports are sent to certain mer-

cantile centers. For instance,
reports on jewelers are always sent to Rhode
Island; all reports on brewers to Milwaukee;
shoe manufacturers to Boston, and so on. In
case of a large fire the agency makes it an obliga-
tion on its part to get its agents on the ground
early, size up the situation, get the essential de-
tails and report to the interested parties.
This fact was exemplified at a recent fire in a

large manufacturing town where a factory em-
ploying 1200 men burnt to the ground. The
agency sent out thirty telegrams to different
agencies who had at one time or another asked
for a report on the owners of this factory. The
manager of the agency receiving such a telegram
immediately looks at his list of subscribers and
to those who have asked for a report, he com-
municates the news, thus in an incredibly short
time places the information before the creditors.
The fact that these books contain the name of
every man in business proves valuable to those
who run a mail-order business and books are
many times purchased for no other reason than
to use in mailing circulars.
Contrary to the general impression, the agency

does not form the opinion for its subscribers to
go by; it shows no partiality one way or another
and to sum it up briefly, it may be likened to a
mirror, simply reflecting in a concise form the
opinions of others.

Antwerp Diamond-Trade Review

(Continued from page 655)

controlled the market for "meles." They were
finding a ready sale for all they could produce
last year, and were confident they would con-
tinue doing so. The London syndicates, monopo-
lizing the sale of larger diamonds, have now, at
the beginning of the new year, again advanced
their prices 5 to To per cent, on larger diamonds,
while the German Regie are masters of the situ-
ation in the market for "meles," and look for a
production of goo,000 carats in fon. Such is the
situation in the diamond industry to-day.

Fluctuation in American Purchases

A few years ago one could easily tell an Ant-
werp diamond from an Amsterdam one because
of its better workmanship; to-day an Antwerp
brilliant is just as perfect a gem as can be pro
&iced anywhere. While there are lapidaries in
all countries, practically the greater part of the
world's output of diamonds finds its way to
Antwerp or Amsterdam for the treatment neces-
sary to reveal their exquisite beauty and to con-
vert them into the little glittering crystals, with
a matchless play of color in their hearts and with
resplendent flashes from their smooth facets.
For the present Antwerp occupies the first place

on this continent as a diamond market, and it also
leads in the exportation of diamonds to the
United States, as will be seen from the following
table:

Year Amsterdam Antwerp

1905 $10,425,814 $6,465•464
f 906 12,435,161 6,448,894

1907 7,905,852 6,283,576
1908 4,57r,804 4,408,366
1909 12,441,243 12,914793
TWO 10,655,753 10,857,038

•
The total importations of diamonds into the

United States last year were $42,315,830 in value,
against $43,570,556 in Tow and $14,027,631 in 1908.

April, 1911

What Jewelers Say in Their Adver-
tisements

(Continued from page 653)

elry—to inspect them carefully—to note the qtth
ity and compare our prices with those you ar ..
offered elsewhere. If you will do this we kno
you will make your jewelry purchases here.- -
James B. Hayden, Topeka, Kans.

Rings
Her heart is set on it when she becomes en •

gaged to have a handsome engagement ring t.,
show her friends. When you want to choose
jewels for engagement or wedding gifts, birth-
day or anniversary gifts, look at our superb stock
of jewelry. We have everything to delight both
the heart and the eye.—Jesse Davidson, Mont-
gomery, Ala. * * *

You don't necessarily need to pay a high price
for good jewelry. It depends how you choose
and where. Here's radium stone set jewelry at
half, yes, exactly half. These pure white radium
stones are superior to anything you've seen, aside
from a pure white diamond. It would puzzle you
to tell them in many lights from the simon-pure
stones.—S. P. Dunham & Co., Trenton, N. J.

* * *
Commence right this time and call on the old

reliable jewelry house, where you will find a full
line of up-to-date goods. When you deal with
you know everything is guaranteed exactly as
represented. Try us on diamonds and the Will-
iams lucky wedding ring.—Mrs. A. R. Williams.
Trenton, N. J.

Cut Glass

It's "up to you" to get the best possible service
for the smallest outlay—and this applies to jew-
elry, cut glass, watch and diamond purchases, as
well as to any other kind of buying. That's the
kind of service this shop offers you—best, guar-
anteed quality, most complete lines to select from
and the lowest prices obtainable in Topeka. If
you are an economical buyer, you'll investigate
our claims before concluding another purchase in
these lines.—Blit; Topeka, Kans.

* * *
Rich cut glass. There is nothing that will all

beauty and adornment to the buffet or sideboard
so much as cut glass. We have a very exquisite
showing and cordially invite you to call and in
spect our stock. (See our windows for an idea.)
—F. B. McKinley, Washington, Pa.

* * *
Always an excellent purchase, the beauty o

real cut glass is due to the purity of the glass
itself, the exclusiveness of designs, the depth ol
cutting and the perfecting of its polished finish.
Our new completed arrangement of new designs
and patterns is moderate in price and exclusive.
—McGinisie & Martin, Fort Williams, Out.

The Czar and His Gems
The Czar was recently refused a policy of in-

surance upon his collection of rubies, which is
valued at $4,000,000. There has been so much
pilfering about the palaces and museums in which
they are kept that no company will accept the
risk. Only a few months ago several valuable
pictures from the Imperial Private Galleries dis-
appeared, and no trace has been found of them.
In order to avoid a scandal it was announced
that the thieves had been positively identified and
had been pursued to Paris, while, as a matter of
fact, the police were never able to even make an
investigation, because the grand dukes know very
well who committed the theft and claim that they
are only waiting until the pictures appear on the
market, when they will quietly buy them up and
restore them to the gallery in which they belong.

Several very valuable pieces of jewelry have
also disappeared from the imperial collections.
and some impecunious member of the imperial
family has taken the liberty to dig out several
historical jewels from their settings in the icons
of the palace, which is the extreme of sacrilege.
The Czar has recently ordered an inventory to
be taken of all the imperial jewels so that the
officers of the court and the police may have
descriptions if other stones are taken.
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The Howard Watch

AzE you keeping in touch
with the HOWARD owners in

your community using their in-
fluence to build up your following for
these goods?

If you are not you cannot start too soon.

The HOWARD owner is not merely a HOWARD

enthusiast he is one of the leaders of his locality,

his time and his profession.

His recommendation and his example carry weight

with his fellows. His word-of-mouth advertising is

one of the most powerful sources of prestige that

you could have.

The way to profit by his influence is to identify

your store with the HOWARD Watch.

Feature your assortment of HOWARDS. See to it

that men know you are HOWARD headquarters.

Order HOWARD Watches from your jobber.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS

Ott, •

THE HOWARD WATCH

S
OMETIMES you see a prosper-

ous looking passenger inquire

the time, and you wonder why

he does not take out his own watch

to compare with the conductor's.
It is not that he has no watch —but because

he is ashamed of the time he is carrying. He has

no confidence that it is anywhere near correct and

he tries to save his dignity by not making a corn-

pan son.
What do you think of the type of man who

will carry a cheap and uncertain timepiece because

it doesn't have to be seen?
It is quite different with the HOWARD owner.

He is ready to match time with all corners.

The HowARD is the closest rating watch in

the world—and worth all it costs to any man of

accurate habit and orderly mind.
A HowARD Watch is always worth what you

pay for it. The price of each watch—from the

I 7-jewel (double roller) in a Boss or Crescent gold-

filled case at $4o to the 23-jewe1 in a 14 K. solid

gold case at $15o —is fixed at the factory and a

printed ticket attached.

Not every jeweler can sell you a HOWARD Watch. Find 
the HOWARD jeweler in your

town and talk to him. He is a good man to know. Drop us a
 postal card, Dept. W, and we

will send you " The Story of Edward Howard and the First 
American Watch "— an inspiring

chapter of history that every man and boy should read.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS

The above announcement appears in the leading 
magazines and periodicals for April. It reaches 7,500.000 subscribers (about 30.000.000

readers). It will be seen by every man in your community 
who can afford to buy a watch. Some of them will be interested. Are you a

HOWARD dealer ? Do tlw people of your locality know that
 they can find the HOWARD at your store?
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KETCHAM&McDOUGALL
AUTOMATIC

EYEGLASS HOLDERS
LOOK FOR OUR NAME ON EVERY HOLDER

N OTHING "speculative" about our holders. They
" appeal quickly to every user of eyeglasses—
eliminating the dangling chain or cord annoyance
when glasses are not in use. Saves cost of lenses
many times.
A tray of these holders in your shop window or

on your showcase with display card will catch
many an eye and make sales, please the buyer and
bring a profit to you.

We Furnish Gratis Attractive News
paper Cuts and Advertising Copy for
Use in Your Local Papers. Send for
Them.

Gold and Silver
Thimbles

If you appreciate the commercial value and
reliability resulting from

78 Years' Experience

which goes into every Thimble which we
make, you will see to it that your stock of
goods of our manufacture is complete and
well displayed.

Cuts show two pages from our new
catalogue, which is yours

for the asking

ESTABLISHED 1832

KETCHAM&McDOUGALL
MANUFACTURERS

15-17-19 MAIDEN LANE, N.Y.

Pretty Presentation Watches
EASTER S.' WEDDINGS COMMENCEMENTS

Approaching opportunities
'LJJ for profitable watch sales
suggest seasonable selection
from our new stock of move-
ments and cases.

H. 0. Hurlburt & Sons 14 South 10
th Street

PHILADELPHIA, PA.
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NEW PRICES 

For Your Greater Profit
(In effect April 1st)

New Designs and Movements
(In preparation)

66

Li

NEW 16 SIZE "HALE"
Ready Now

THE ONLY LOW-PRICED GENUINE LEVER WATCH

LEVER MOVEMENT

In 12 or 16 Size Cases

NEW FIXED PRICES
For

12 or 16 Size

Dealer Consumer

Nickel  $2 90 $2.50

Black Nickel . . 3.00 2.50

10 Yr. Gold Filled 6.00 5.00

Dealers' Prices subject to Keystone Key and 01 Cash Discount

Nickel and Gold Filled Cases
are

Plain, Engine Turned, or Engraved
NEW ENGRAVED CASE

12 or 16 Size

ALL PRICES to DEALER and CONSUMER
will be

STRENUOUSLY MAINTAINED
Cutting will positively NOT be tolerated

The LEGITIMATE RETAILER who HANDLES NEW ENGLANDS will be 
INVARIABLY PROTECTED

WATCH FOR
OUT

May Announcement
of the

New Lever Cavour
(15 Ligne)

'ro Dealers, $6.80 to $14.50

Subject to Keystone Key and

To Consumers, $5.00 to $10.25

Figure your increased profit,
and

Send in your orders
to

The New England Watch Co.
WATERBURY, CONN.

or

The Leading Jobbers
1=1

"ALDENS "
16 Size Series B 11

Double Roller Levers
hold the

LEADING PLACE
among

Men's 7 Jeweled Watches

ABSOLUTELY HIGH GRADE
EXTREMELY THIN MODELS

To Dealers, $6.00 to $14.50

Subject to Keystone Key and 6',

To Consumers, $5.00 to $11.00
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EXCELSIOR WATCH

F/ VERY jeweler has 
need in his

- business for just such a watch as
the Excelsior —a complete watch and
a dependable timepiece at a popular price.

The Excelsior does not conflict with anything

else in your stock. It doesn't hurt the sale of

other watches— except the tinker-built trash that

no jeweler sells if he can avoid it.
It makes trade in low-priced watches truly representative of

your standing as an expert—implants a forceful lesson in watch vahies

that will make many a sale for higher priced watches later along.

The Excelsior is the only moderate priced timepiece in the

world that is designed, made, finished and adjusted as a real watch-

7 jewels, quick train and cut expansion balance with Breguet hair-

spring. Stem-wind and pendant-set (except i8-size hunting, lever-set).

Made in o, 6, 12, 16 and 18 sizes--

open face and hunting. Plain polished,

engine-turned and fancy engraved cases of

three grades—Gold-filled, 20-year; Gold-filled,

Io-year, and Silverode. Retail prices, $4.50

to $ i.00.
Every Excelsior Watch is cased at the factory,

adjusted in its own case and sold comfileie— with a

printed price ticket attached that makes the price

uniform everywhere and insures your rightful profit

on every sale.

Stock liberally with the Excelsior —meet the growing demand for a low-

watch with it. Tell your community of its accuracy and durability. The

will surprise you.

Inquire of your jobbers and write to the factory for literature.

OP-

priced
results

New York Standard Watch Works
Jersey City, N. J.

_

OirM_P P 1-3 P

Dwt. of Fine Gold (24 K.) is worth - $1.03j2/,

3 Dwt. of 8 K. Old Gold is worth 0), 32 cts., $ .96
Cost of Refining to i Dwt. 24 K. - .04 1.00

Profit in buying Old Gold $ .03l<

That's why we buy Old Gold,
Why we can pay Full Cash Value

and why we receive so much

The fact that our large manufacturing business requires complete assay-

ing, smelting and refining departments permits us to handle without

additional business expense or extra equipment all Old Gold and Silver

consigned to us. This gives us an advantage which others cannot meet and

which has made this department of our business so important.

We remit the same day consignments are received.

If amounts are not up to expectations we return consignments by pre-
paid express in exactly the conditions they were received.

Highest market price paid for Old Silver and Platinum.

Not all the jewelry, watch cases and chains manufactured before the National Stamping

Act became a law, were of the quality that the stamps thereon represented. We advise the

trade to test the centers of old watch cases and links of chains that are offered for old gold,

to approximate the value, instead of depending entirely upon the quality stamps in the backs

of cases or on swivels of chains.

WENDELL AND COMPANY

Manufacturers and Refiners

45, 47 & 49 John St. 256, 258 & 260 Madison St.

New York Chicago

\
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We Have
Filed-a Suit

On February 16,1911, we filed in the United States
Circuit Court at Chicago, a suit against a local depart-
ment store to restrain it from advertising and placing
on sale "Big Ben" Alarm Clocks at a cut price, in vio-
lation of license-restriction and for infringement of the
United States Patents under which this clock is man-
ufactured.

We will further proceed against any others who
may attempt to advertise or sell "Big Bair below the
licensed selling price .0 $2.50, and take immediate
steps to prosecute to the fullest extent of the law all
concerned in the manufacture, use o'r sale of any
clocks infringing our patents

We will not be responsible for the condition, accu•
racy or durability of clocks purchased from persons
who obtain them at second or third hand. We guar-
antee "Big Ben" for two years from date of salewhen bought from jewelers as they obtain them directfrom us, but we do not guarantee and cannot be
responsible for them when purchased from any other
dealers —The Western Clock Mfg Co., sole makers of

ig Ben
The National Alarm Clock
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Big Ben vs The Fair

O
N February 12th, the Fair, the
Chicago department store,
advertised for sale at a cut
price a small lot of Big Ben

which they had secured from some
unknown sources.
We immediately filed suit against

this firm in the United States Circuit
Court for violation of our license plan
and infringements of our patents and
published the above advertisement in
all the Chicago morning papers.

On March 7th, the Court ren-
dered decision in our favor by grant-
ing an injunction restraining the
Fair, its officers and employees from
using, advertising or selling Big Ben
at any price.
We are fully determined to protect

our rights and will take immediate
action against any other firm or dealer
that may try to imitate the Fair as
well as against the retail jewelers that
supply them with the goods.

The Western Clock Mfg. Co.
New York, 85 John St. La Salle, Illinois Chicago 131 Wabash Ave.

r JULES GROSSMANN, Director of the 
Horological School, of Lode, 

Switzerland, and

HERMANN UROSSMANN, Director of the 
Horological and Electro-

Mechanical School, of Neuchatel, 
Switzerland.

.\ lithorized translation by JAMES ALLAN, Charleston, 
S. C., former pupil of the

Lode Horological School.

[Continued from the March Keyclonel

CHAPTER VII

THE CYLINDER ESCAPEMENT

General Description of the Escapement

500. The cylinder escapement was invented 
about 1720 by

Graham, the English horologist. It belongs to the class of

escapements with frictioning rests, and is composed 
of two parts

as follows:
The escape wheel;
The cylinder.

501. The escape wheel has its teeth elevated above 
its sur-

face. Upon projecting these teeth on a horizontal 
plane one

obtains a figure, as shown (Fig. 135). If c is the 
point of a tooth

F1G. 135

and d its heel, the surface projected along the line 
c e d will be

the impulse surface of this tooth. The wheel is 
generally made

of tempered steel ; the teeth are supported above the 
plane of the

wheel by small columns projected horizontally on 
the line a b i.

502. If the cylinder be cut perpendicularly to its 
axis by

a plane passing through the points where the 
contacts of the

wheel-teeth take place, we obtain a surface 
which is a circular

at

\ \

\ Sb

.....
.......

FIG. 136

ring from which a part has been removed (Fig.

which is missing being smaller than that which re

The two extremities A and B are called the

inder and the lines a a' and lib' are the projecti6ns

of the impulse.

136), the part
mains.
lips of the cyl-
of the surfaces

The cylinder carries the balance wheel 
concentrically on its

axis o. The pivots are made of two pieces of steel fitted

into either end of the cylinder ; these are the plugs.

Action of the Escapement

503. Suppose the balance to be at the beginning of its os-

cillation—that is to say, removed a certain angle from 
its place

of rest, and admit also that on starting from 
this position it is

PIG. 137

animated, under the action of the power of the hairspring, 
by a

movement to the right, shown by the arrow (Fig. 
137). The

point of the tooth rests on the exterior surface of 
the cylinder,

producing a friction until the point a of the cylinder 
presents

itself before the point of the tooth, which then 
becomes free

and the wheel can begin to turn. At this 
moment the cylinder

possesses a speed which can be determined and which 
is a little

FIG. 038

less than the greatest speed which it can attain during its

entire oscillation. The wheel begins its 
movement with a speed

equal to zero. There is therefore a very short interval of 
time,

during which the wheel is not in contact with 
the cylinder ; but the

speed of the wheel increases rapidly, 
the tooth reaches the

lip of the cylinder. There is then produced a shock between

these two parts, and this shock has the 
effect of increasing the

speed of the balance wheel. Beginning at this point the surf ace

of impulse of the wheel commences to 
act against that of the cyl-

inder (Fig. 138), increasing the speed 
of the balance until the

heel of the tooth leaves the cylinder.

The wheel then traverses an angle of 
drop which ends when

tht point of the tooth comes into 
contact with the interior

(Continued on page 667)

665
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We Have
Filed a Suit

On February le, 1911, we filed in the United States
Circuit Court at Chicago, a suit against a local depart.
meat store to restrain it from advertising and placing
on sale "Big Ben" Alarm Clocks at a cut price, in via.
lation of license-restriction and for infringement of the
United States Patents under which this clock is man-
ufactured.

We will further proceed against any others who
may attempt to advertise or sell "Big &or below the
licensed selling price .of $2.50, and take immediate
steps to prosecute to the fullest extent of the law all
Concerned in the manufacture, use sale of any
clocks infringing our patents

We will not be responsible for the condition, accu-
racy or durability of clocks purchased from persons
who obtain them at second or third hand. We guar.
antee "Big Ben" for two years from date of sale
when bought from jewelers as they obtain them directfrorn us, but we do not guarantee and cannot be
responsible for them when purchased from any other
dealers —The Western Clock Mfg Co., sole makers of

ig Ben
The National Alarm Clock
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Big Ben vs The Fair

O
N February 12th, the Fair, the
Chicago department store,
advertised for sale at a cut
price a small lot of Big Ben

which they had secured from some
unknown sources.
We immediately filed suit against

this firm in the United States Circuit
Court for violation of our license plan
and infringements of our patents and
published the above advertisement in
all the Chicago morning papers.

On March 7th, the Court ren-
dered decision in our favor by grant-
ing an injunction restraining the
Fair, its officers and employees from
using, advertising or selling Big Ben
at any price.
We are fully determined to protect

our rights and will take immediate
action against any other firm or dealer
that may try to imitate the Fair as
well as against the retail jewelers that
supply them with the goods.

The Western Clock Mfg. Co.
New York, 115 John St. La Salle, Illinois Chicago 131 Wabash Ave.

Lessons in Horology

JULES GROSSMANN, Director of the Horological 
School, of Lode, Switzerland, and

HERMANN GROSSMANN, Director of the 
Horological and Electro-

Mechanical School, of Neuchatel, Switzerland.

. uthorized translation by JAMES ALLAN, Charleston, S. 
C., former pupil of the

Lode Horological School.

[Continued from the March Keystone]

CHAPTER VII

THE CYLINDER ESCAPEMENT

General Description of the Escapement

500. The cylinder escapement was invented 
about 1720 by

iraharn, the English horologist. It belongs to the class of

escapements with frictioning rests, and is composed 
of two parts

as follows :
The escape wheel;
The cylinder.

501. The escape wheel has its teeth elevated 
above its sur-

face. Upon projecting these teeth on a horizontal 
plane one

obtains a figure, as shown (Fig. 135). If c is the 
point of a tooth

ot.

FIG. 135

and d its heel, the surface projected along the line 
c e d will be

the impulse surface of this tooth. The wheel is 
generally made

of tempered steel ; the teeth are supported above 
the plane of the

wheel by small columns projected horizontally on the 
line a b i.

502. If the cylinder be cut perpendicularly to its 
axis by

a plane passing through the points where the 
contacts of the

wheel-teeth take place, we obtain a surface which 
is a circular

01.
! 

+0
Cf 

1

/ /\

 ••••".. 

FIG. 136

ring from which a part has been removed (Fig.

which is missing being smaller than that which re

The two extremities A and B are called the

inder and the lines a a' and b b' are the projectiOns

of the impulse.

136), the part
mains.
lips of the cyl-
of the surfaces

The cylinder carries the balance wheel 
concentrically on its

axis o. The pivots are made of two pieces of steel fitted

into either end of the cylinder ; these are the 
plugs.

Action of the Escapement

503. Suppose the balance to be at the beginning of its os
-

cillation—that is to say, removed a certain angle from 
its place

of rest, and admit also that on starting from 
this position it is

FIG. 137

animated, under the action of the power of the 
hairspring, by a

movement to the right, shown by the arrow (Fig. 
137). The

point of the tooth rests on the exterior surface of 
the cylinder,

producing a friction until the point a of the cylinder 
presents

itself before the point of the tooth, which then 
becomes free

and the wheel can begin to turn. At this 
moment the cylinder

possesses a speed which can be determined and which 
is a little

FIG. 138

less than the greatest speed which it can attain during its

entire oscillation. The wheel begins its 
movement with a speed

equal to zero. There is therefore a very short interval of 
time,

during which the wheel is not in contact with 
the cylinder ; but the

speed of the wheel increases rapidly, 
the tooth reaches the

lip of the cylinder. There is then produced a shock between

these two parts, and this shock has the 
effect of increasing the

speed of the balance wheel. Beginning at this point the surface

of impulse of the wheel commences to 
act against that of the cyl-

inder (Fig. 538), increasing the speed of 
the balance until the

heel of the tooth leaves the cylinder.

The wheel then traverses an angle of drop 
which ends when

tht point of the tooth comes into 
contact with the interior

(Continued on page 617)
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The only medium priced
watch which the Jeweler
can call his own.

7 and 15 Jewel Models.

Restricted prices; sold
exclusively through the
legitimate retail jeweler.

Advertised to the Public.

Robt. H. Ingersoll & Bro.
New York Chicago San Francisco
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(Continued froin page 665)

surface of the cylinder at the point f (Fig. 139). The 
balance

having thus received the impulse, continues its movement i
n the

same direction with a speed which diminishes progr
essively in

consequence of the friction of the tooth in the cylinder, of

the resistance of the hairspring and the other passiv
e resistances.

FIG. 139

The movement gradually diminishes until it ceases and the 
hair-

spring then acting as an active force, imparts to the bala
nce a

movement in the opposite direction. The same actions are
 then

reproduced on the exit lip of the cylinder.

504. Angle of Impulse.—This is the angle which the bal-

ance traverses, starting from the position in which the 
point of

one tooth begins to act on one of the lips to that in wh
ich the

heel of this tooth leaves this lip. Generally this angle is 35°.

505. Angle of Rest.—This is the angle F 0 B (Fig. 14o)

traversed by the cylinder from the position where the 
point of

a tooth comes into contact with one of the cylindrical 
surfaces

against which it remains at rest, until it reaches the edge
 formed

by the intersection of the surface of rest and the impulse
 surface

of the cylinder. In order to estimate the value of this angle the

balance must be stopped at the moment when the toot
h has come

into contact at the point F, and it then must be turned 
back to

the point B. The angle of rest should be as small a
s possible;

in practice, it cannot, however, be reduced to zero, 
because of

the shake of the pivots and imperfections in cutting 
the wheel.

We will admit its minimum value equal to 5°. The 
length of the

arc of 5° for the cylinder of a watch of 43 mm. is 
only about

.0485 mm. for the outer surface (.0348 mm. for the 
inner sur-

face).
506. Angle of Lift. This is the angle K 0 G (Fig. 140)

which the balance traverses from the position in whic
h the point

of one tooth comes into contact with the point of res
t until this

tooth completes the impulse. To observe this angle, 
the balance

must likewise be turned in the opposite direction to
 the move-

ment communicated to the cylinder by the escape wh
eel. The

angle of lift is therefore equal to the sum of the angles
 of rest

and of impulse, therefore 35° 5° _= 40°.

507. Drop.—The "drop" is the angle which the w
heel

traverses after having completed the impulse, until
 the point

of a tooth encounters one of the surfaces of rest.

Geometrically, this angle could be equal to zero, but it 
cannot

be so in practice. The shake of the moving parts a
nd the im-

perfections in their manufacture always makes necessa
ry a slight

drop. Very carefully made watches could perhaps run 
with a

half degree of drop, but we should rather allow in 
practice one

degree for this angle. Let us further remark that whil
e the wheel

traverses this angle its work is totally lost ; thus with 
I° of drop

in 12° traversed by a wheel of fifteen teeth during 
one oscillation

of the balance, there will be 1/12 of the force lost.

Construction and Determination of the Dimensi
ons of the

Parts of the Escapement

508. In the cylinder escapement the wheel turns alwa
ys

in the same direction while acting on the cylinder, whic
h performs

its movement alternately, first in one direction an
d then in the

667

other. When the wheel acts on the exit lip the movement of

the cylinder takes place in the opposite direction to that 
of the

wheel; we can therefore compare this action to that of an ext
erior

gearing. On the other hand, when the tooth acts on the ent
rance

lip the movement takes place in the same direction as
 that of

the wheel, therefore as in interior gearings.

We are therefore led to apply the laws which have 
served

us to determine the curves of contact of gearings, with 
the con-

dition that the curve of the teeth of the escape wheel sh
ould be

chosen in such a manner as to fulfill at once the conditio
ns of an

exterior gearing at the exit lever and an interior gearin
g at the

entrance lever. If the distance between the centers is known the

first operation consists in determining the radii of th
e primitive

circumferences, which are different for the exterior and
 interior

gearings, by means of the formulas (193)

= D 
a' 

and ,' = I) • •• ,
a + a/

and
a/ a

rl = D -i and ri' = /)
— —

in which
= angle traversed by the wheel.

= angle traversed by the cylinder.

I) — distance between the centers.

The analysis of this construction by exact theoretical 
method

leads, however, to practical impossibilities, since one can
not find

a: curve for the tooth which will drive uniformly both
 lips of the

cylinder ; moreover, the angle traversed by the wheel i
s larger

when the tooth acts on the entrance lever and smaller whe
n it acts

on the exit lever. We are thus obliged to do away with
 all pre-

cise theory and endeavor to find the dimensions of the
 moving

parts.

FIG. 140

We also find, on making a graphical construction on a la
rge

scale, that one can perceive very little difference between 
the two

curves of the tooth, which should be an arc of a S
piral of

Archimedes, or, better still, an evolvent of a circle. One can
 con-

sequently replace them by an arc of a circle with radius 
equal to

the distance between the centers.
509. If the escape wheel has fifteen teeth each tooth, to-

gether with a space, embraces an angle of
360._ = 24°.
15

These 24° should therefore be divided into two parts, one

taken up by the tooth and the other by the space. If one divides

this angle into two equal parts the shell of the cylinder is re
duced

to a simple circumference without thickness.

On the other hand, if one reduces the angle occupied by th
e

tooth as much as practice permits, one obtains the verge es
cape-

ment.
In order to obtain sufficient thickness for this shell we mus

t

diminish the size of the full part of the pitch and increase b
y the

same amount the size of the space. Thus on dividing the 
pitch

into twenty parts we could take nine for the tooth and e
leven

for the space.
The tooth of the wheel being embraced by the angle c

om-

prised between the lines which connect the center of th
e wheel

(Cnntinued on page 60)
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tO the heel on one side and to the point
 on the other, this angle

will therefore be
9 ss, ,2.F° = 100 48'.
20

The space is formed by the angle comprised 
between the lines

which connect the center of the wheel with 
the point of one tooth

and the heel of the one following; this a
ngle will therefore be

20– A 24 = 13° 12'.

The drop will be included in this last angle.

The first difficulty is found in the determin
ation of the angle

formed by the line connecting the point an
d the heel of the tooth

with the perpendicular to the radius of t
he wheel passing through

the middle of this line.
Admitting that this angle varies, with relat

ion to the angle of

impulse of the cylinder, in the same pr
oportion as the angle oc-

cupied by the tooth varies with relation 
to the total angle em-

bracing the pitch of the escape wheel. 
Thus, for the case which

we now consider we will have for the va
lue of this angle

-
9 X 35° = 15° 45'.
20

510. With the preceding data, it will not be 
difficult to

find a graphical process permitting us to 
determine in an ap-

proximate manner the various elements of the escapement,

namely, the interior and exterior radii of
 the cylinder and the

radii of the wheel extending to the heel a
nd to the point of the

tooth.
We will commence, therefore, in order

 to determine these

various values by calculation, by taking 
the distance between

the centers equal to the unit in order 
to obtain directly the

"modulus," or standard of construction.

0
FIG. 141

511. Interior Radius of the Cylinder.—Let us 
first sup-

pose the tooth as occupying the whole
 of the interior of the

cylinder, thus omitting the drop; we wi
ll have ((Fig. 141) the

angle
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and where they do their work.

IN our twenty* years of splendid progress Dee & Co. have, by reason of their consistentdependability, won the absolute confidence of the large army of live, wide-awake,
progressive jewelers all over this broad land, who, when they are anxious to realize "top
notch " prices for their

Old Gold Filled Cases
Old Silver Filled Frames
Gold Plate Platinum

are sure to send their shipments to us.

There are plenty of reasons why our satisfactory methods of doing business have
influenced so many jewelers to come our way. You don't have to take our word for it,
thousands of satisfactory replies to our remittances tell the story—perhaps you are one of
them.

Floor Sweepings
Bench Sweepings
Polishings

WE DON'T PRETEND
to pay you more than your goods are worth, but we do pay you more than anyone else
can possibly allow for them. Send us a trial shipment, and it's a safe guess that our
liberal methods of valuation and promptness of remittance will convince you that we are
in a class by ourselves.

Check for old gold and silver by return mail. If our offer is not up to
yours we will return shipment intact, charges prepaid.

THOMAS J. DEE & COMPANY
Gold, Silver and Platinum Refiners

OFFICE, 26 W. Washington St. WORKS, 317 E. Ontario St.
(Old Number 67 and 69)

CHICAGO, ILLINOIS
A 0 10° 48'
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and the interior radius of the cylinder

0' A = 0' B = V.

Suppose also B 0 = D = distance from the 
center of the wheel

to the heel of the tooth 0 0' = R = the
 distance between the

centers A 0 = E = distance from the c
enter of the wheel to the

point of the tooth
BO' T=G0/ A=-- 15° 45'

In the triangle B 0 A we know the angle 
c; in the triangle

0' 0 A we know one of the sides R and 
the angle A 0' 0 = 9

00

— a and in the triangle 0' 0 B we know t
he side R and the angle

B 0' 0 = 900 + a• Moreover, we know that B 0' = A 0' =

r, and that the sum of the angles B 0 0' 
= b and A 0 0' = a

is equal to c. We can place
V sin (c — a) r sin a

—and
cos — COS 0'

from whence one finds

D --

we have besides

V. COS a V. COS a
and E

sin (c — a) sin 0.

D cos (c — a) = R r. sin o.

and E cos a = R — r. sin a.

Replacing D and E in these last formula
s by their values

found above we will obtain
r cos a cos (c — a) r cos a

==   — R r sin a
tang (c — a)(1)

(2)

from the

sin (c — a)

r cos a cos a •  V. 
Cos a

= R — r. sill 0.;
Sill a tang a

last equation we find
r. cos a

Lang a
= R — r. sill ta.(3)

Replacing in equation ( I) tang (c-a) by th
e value of this dif-

ference, we will have

V. COS 01.

C —tg. a

V. COS CI + YC"s tg. r. tg• a — R r. sin a.
tg. c — tg. a

tg. C. tg. a

Substituting for tang a its value in (3)

V. cos 0. R r sin 
a;

r. cos o. r cos a tg. c aR
r sin 

cos 0. _
tang c R.— r sin a

or on reducing and simplifying

2 R r cos a + r2 tang c — R2 tang

and
r2 tg c

2 R cos a r R2 = 0,

C 0

from whence one finds

R cos a .4_ iR2 cos2 a _L. -- COS ft 
1/0,s2 te

(4) 1.= ting c tang' c tang c

Taking R = I the numerical calculation 
gives

a = 15° 45' and c = to° 481

r = o 09815.

512. Equation (3) gives the value of the ang
le a and one

obtains by calculation
a = 5° 32' 35".

The angle b will be consequently

b = c — a = Jo° 48' — 5° 32' 35" - 5° 15' 25''•

513. The value of E will be given by
COS a

E r ,so, a

from whence we find
E = 0.97793.

514. The value of D will be given 
by

COS ft

D=r .so, 0

from whence after making the 
.calculation

D = 1.03125.

(TO DE CONTINUED)
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Tmelter can do his best with scrap or inferior alloys:
of a pure rich color lies in the alloying. No

HE sec 

Melting—remelting—losing gold and wasting fuel withevery melt.

"Omega" Guinea Gold Alloy
Guinea Gold combines readily with the Gold in Omega Purified Shot Copper is prepared to giveany proportions. Makes a homogeneous alloywith one melt. the manufacturing jeweler a brand of Copper ofassured standards and purity. It is made ofGold alloyed with Guinea Gold is a full rich copper selected from the finest brands that comecolor. It works freely under the rolls and in the into the market. Melted, purified and shotted.press — will not crack in the working or the fire.Its long, compact grain cuts bright and clear 

Sieved into uniform sizes and packed in duck bags
under the graver. And it polishes to a brilliant 

of 10 pounds each. Omega Purified Shot Copper is
surface without waste. convenient to use. It is kept free of dust, dirt andoxidation.Guinea Gold comes granulated—put up in duckbags of 5 pounds or 10 pounds — or boxed in bulk. 

The granules melt quickly and yield an alloy ofknown composition and working qualities.

"Omega rurnied Shot Copper

Write for generous working samples of Omega Guinea Gold Alloy and Omega Purified Shot Copper—and acopy of our "Formulae for Alloying Gold," a series of working formulae prepared by our chief metallurgist.No charge.

THE RIVERSIDE METAL COMPANY
MAKERS OF JEWELERS' METALS

RIVERSIDE, N. J.
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The Ideal Plating Machine
The only ma-

chine furnishing
fi v e different
strengths of cur-
rent; five shades
of color for each
solution.
SIMPLE,

PRACTICAL,
and INDIS-
PENSABLE,
always ready,
clean, compact,
sure in results,
the IDEAL
machine for thePATENTED MAY 19, 1908
jeweler.An electro-plating machine that anyone can use. Just the thing to putthe new finishes on your old goods. Plates ROMAN, RED, ROSE, GREEN,SILVER, COPPER and NICKEL.

FORMULAE for making solutions and full directions for plating all abovecolors come with each machine. These alone are worth the price charged forthe outfit.
BATTERIES are ordinary dry cell and give 11 , 3, 6, 9 and 12 voltscurrent (see cut), and should last a year or more with ordinary use and caneasily be replaced.
CONSTRUCTION is good ; material of Oak, wood work nicely finished.Lever and attachments nickel-plated. Jars for solutions hold 12 ounces andare self-sealing. Plating tank or bowl of best enamel ware. One each puregold, pure silver and carbon anode. Connecting wires complete, ready for use.Weight, 30 pounds crated. Size, 18 inches long, 9 inches high and 634inches wide. Guaranteed as represented or money refunded. Price, $15.00net cash, F. 0. B. Kansas City, Mo.

The Ideal Plating Solution
RICH WITH GOLD SURE IN RESULTS

FULL AND COMPLETE DIRECTIONS
FOR PLATING ON EACH BOTTLE

Rose Gold Plating Solution, 12 Oz. Bottle. Price $2.25
Red Gold Plating Solution, Price 2.2512 Oz. Bottle,

Roman Gold Plating Solution, 12 Oz. Bottle Price 2.25
Green Gold Plating Solution, 12 Oz. Bottle Price 2.25
Silver Plating Solution, 12 Oz. Bottle Price .75

These solutions are not a new thing or an experi-
ment. We have been supplying them for some time to
jewelers who had difficulty in getting the pure chemicals
necessary for a perfect solution.

The success we have met with has induced us to
put them on the market.

Each Gold Solution of 12 ounces contains 45 grainsof chloride of gold, making an exceedingly rich and rapid
solution. All chemicals used are of uniform strengthand exactly suited to the amount of gold and solution.

To those who use the IDEAL PLATING MACHINE, for which thesesolutions were first compounded, we gLarantee absolute satisfaction in everyinstance. Where used with any other plater you obtain better and quickerresults than with any other solution.Also complete stock of DIAMONDS, JEWELRY, WATCHES, SILVERWARE,TOOLS, MATERIAL and OPTICAL GOODS, everything needed by the Retail JewelerIf unable to obtain from your Jobber, order direct from the manufacturers

C. B. NORTON JEWELRY COMPANY
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The Molding and Casting of

Jewelry Ornaments, Etc.

Judging from the numerous queries which we
have recently been receiving from subscribers,
requesting information in regard to molding and
casting, there would seem to be a wide-spread

revival of trade interest in this subject. We con-
sequently, for the better information of our read-

ers, reprint the following instructive chapter on

this subject from Wigley's well-known work,

"The Art of the Goldsmith and Jeweler":
Molding and casting were processes well known

to the ancient workers, for it is written in the

book of Exodus, chap. xxxviii 5, "and he cast

four rings for the four ends of the grate of

brass, to be placed for the staves." It is also

stated in the Sacred Writings that figures and

ornaments were cast in gold, silver and other

metals.
Many metals can be fused at moderate temper-

atures, and can be cast in the form of any given

pattern, in order to fonn articles which must

combine strength and durability, but in which

\% eight is not objectionable. In this chapter we

propose dealing with the casting of gold for such

articles as rings, charms, animals, figures and

other ornaments used in the goldsmith's art.

Patterns and Models

The first process is to produce the pattern or

model from which the mold or impression is

made, for it must be borne in mind that the suc-

cess of casting depends as much on the skill of

the modeller as upon that of the caster. In gold-

smith's work the patterns or models are generally

made of brass, till, silver, ivory, modelling wax,

or plaster of Paris. As models with rectangular

edges will not leave clear impressions without
damaging the mold, such parts must be slightly
tapered. The inside of rings must be slightly

tapered on both sides; carved patterns must not

be undercut, but the carving should be such that

the pattern will leave the impressions freely. Pat-

terns for casting animals, such as dogs in the

position of running, should not have the legs

open, but the metal should be cut away after-
wards; some models are much lighter and easier

to manage if cast in halves; while others should

be cast with projecting parts omitted, which are

more easily supplied after casting, such as the

antlers of the stag, the tail of the greyhound, etc.

Molding

is the term applied to the various operations con-

nected with the preparation of the sand or other

materials used for making the molds. The ma-

terials generally used are sand, loam, marl, cuttle-

fish bone, bath-brick, blacking and pea-flour.

Sand is the most common, and, for general pur-

poses, is the most perfect molding material. The

special qualifications are that the molten metal

will not fuse or chemically change it, while better
impressions are obtainable from it than from any

other material.
Different kinds of castings require different

kinds of sand. For some, it must be porous, yet
adhesive; for others it must be very fine and free
from grit, but still adhesive enough to retain
impressions of the most minute details of the

pattern.
Core Sand

The sand generally used for making cores is

porous, and, at the same time, very adhesive.

For small cores, a mixture of sand (8 parts),

clay (I part), and marl (t part) if well ground

together will easily mold, and will retain its form

when baked.
Facing Sand

As liquid metal is apt to penetrate the pores

of raw sand and so produce a rough surface on

the casting, the mold sometimes requires to be

dusted over with some finely sifted sand or pea-

flour, contained in a muslin bag called a dust-

bag, and faced with carbonaceous matter, gen-

erally charcoal powder.

Preparation of the Material for Casting Fine

Work

As all goldsmith's work comes under the head

of Fine Casting, attention will be confined to this
branch of the subject. The molding sand should

KEYSTONE

first be well sifted in order to remove small

stones, grit, or hard lumps of sand, then damped

with water and well mixed up in the molding

tub, which is an oblong wooden trough made spe-

cially for the purpose. The sand is then placed

in shallow iron frames, called flasks, which hold

it in position during the molding process. These

flasks are of various sizes; those generally used

VI G.

for small work are 12 inches by 8 inches, but

larger ones are sometimes required. A flask con-

sists of two parts, as shown in Fig. I, in which

A is the upper or peg-side, and B the lower or

eye-side; sometimes a third frame is used, called

the odd-side; the sides of each of the frames are

about 3 inches deep, and have a slight groove on

the inside for the purpose of holding the sand

intact.
Preparing the Mold

This process is thus performed: place the eye-

side upon a flat board, dust the inside with part-

ing sand, then fill up the frame with the prepared

sand, pressing it down with the hands and finish-

ing with the mallet; scrape the surface level with

a straight-edge scraper, place one of the outside

boards on the top and invert the frame.

The patterns to be cast are laid on the mold

in the position most suitable for casting and

dusted all over by means of the dust-bag. On

carefully removing the patterns a clear outline of

each will be left on the sand, which will show

what parts must be cut away so as to allow the

patterns being let down half way in the mold.

The upper or peg-side is now placed upon the

lower or eye-side frame, which latter contains

the patterns; the inside is dusted, and the pre-

pared sand is then placed in the frame in the

same way as in the former one. Success mainly

depends upon the complete manner in which this

process is carried out.

FIG. 2

The peg-side is then taken off, the patterns
carefully removed from the eye-side, and all the
loose particles of sand blown away from them

by means of small hand bellows. The two sur-
faces of the mold are next dusted with pow-
dered charcoal, and then faced with soot pro-
duced by burning a torch saturated with pitch.

The patterns are again placed in position, the

mould screwed up tightly, and clear, sharp im-
pressions obtained on the soot-faced mold, from

which the patterns are finally removed. After

the. impressions have been perfectly molded in

each side of the flask, ingates or channels (the

"get" is the term used) are made for the inflow

of the molten metal into the impressions made

ill the mold. This is done by scraping incisions

in the sand with a special tool called a drawer,

an operation which requires much judgment, as

the flow must be so regulated by them that each
impression in the mold shall readily receive just

the amount of molten metal that it requires. The

loose particles are blown away, and the impres-

sions carefully examined to ascertain if each is

perfect ; the two parts of the mold are then care-

fully dried and tightly screwed together ready for

casting.
• The metal previously melted in a crucible, either

in a furnace or a muffle, is now carefully poured
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into the channel until the get is full. When
sufficiently cool the mold is taken apart, and the
castings (which will be attached to the channels

in form of a tree) carefully cut or broken

away. 
Less labor is required for patterns which are

flat and smooth on one side, such as clasps and

other ornaments, as impressions can be taken on

the one side of the frame only, the other side

being formed by perfectly smooth sand.

Core Casting

This term is applied to the process of casting

hollow articles; such castings are called cored.

The patterns should, if possible, form their own

cores, which is done by making the pattern "leave"

half way, and then molding the core to the shape

trie oelnucirertel,. as shown in Fig. 2, where A represents

Casting Figures and Other Subjects by the

False-coring Process

This is the most difficult kind of casting, as the

patterns are mostly solid. When the pattern is

very complicated it is sometimes an advantage to

remove a portion of the figure, such as one arm,

or part of one leg, to cast these separately and

to braze them on afterwards. In other instances

the figure to be cast is pressed so far into the

sand as will allow of its easy removal; the oper-

ator then dusts the undercut parts and fits into

them pieces of prepared core-sand; each under-

cut part is successively laid on until a part is

revealed which will leave the sand without break-

ing any part of the mold. This part is then
molded and removed; then each separate core is

lifted out with two needle points; and, finally,

the pattern is removed. After the mold and

cores have been dried the latter are replaced in

their proper relative positions. When the chan-

nels or gets have been nrepared the molten metal

is poured and the casting taken; the flasks are

then unfastened and the figure remoyed, which

w)eill ebeefound to have all the undercut parts quite

per 
ft. 

"Cire Perdu" Casting

This mode of casting, now much used for tine

art work, is a revival of the method employed

by the celebrated goldsmith, Benvenuto Cellini.

It allows of much finer impressions being taken

than can be obtained with the ordinary sand mold.

The processes are as follows :

Process for the Reproduction of Hollow Figures

The model is first made. A skeleton iron-wire

frame is covered with a clay mixture; this core

is roughly molded to the form of the figure and

then covered with wax, the thickness of which is

regulated by the nature of the subject, and the

wax carefully modeled so as to show every minute

detail. The model is carefully coated with a

Paste formed of three parts of nlaster of Paris

and one part of fine brick dust mixed with a solu-

tion of alum and sal ammoniac. It is now sus-

pended by a wire in a box, which is then filled

with the same mixture, until the model is em-

bedded, and a wooden peg is placed to indicate

where the channel (or get) can be most con-

veniently made. This done the peg and wires are

withdrawn, the holes left by the wires serving

as air-holes during the casting. The mold is

gently dried, and the heat then raised nearly to

a red heat so as to melt the wax, some of which

is recovered through the air-holes, while the re-

mainder is lost.. The molten metal is poured into

the space vacated by the wax, the metal allowed

to cool, and the mold placed in a vessel of water

for a time. The mold is then carefully broken

away, the casting removed, and the core scooped

out, thus producing a perfect hollow casting.

A Solid Casting

may be produced by the same method, the core

being omitted. The model is composed wholly of

wax molded, the wax model is melted out and

replaced by molten metal. In this case there is

no need for false cores, flasks, or manipulation

of the undercut parts.

Casting

generally forms a separate branch of the gold-

smith's art, as it can only be successfully per-

formed by skilled operators in constant practice,

(Continued on page 573)
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A Novel Method of Casting
Gold Rings

A novel method of casting gold finger rings

has been patented by Lawrence W. Swem, of

West Liberty, Iowa. (U. S. Patent 981,033, Jan.

To, 191T.) The method used is as follows:

In the drawing A denotes the mold, which in

practice is made of a small slab of fine charcoal.

In this is shaped a matrix for the article to be

cast, a finger ring B being here shown. In casting

this, or any other object, it is of course desirable

that the cast be clean and smooth. This is done

by forming the entire matrix, except one edge,

in a single block of slab. It is evident that if this

be done and the flat face of the mold be closely

abutted against a flat surface, the ring will cast

clean and whole, with no fins and no possible off-

sets. Such a cast is •very easily and quickly fin-

ished, and with practically no waste in filing and

polishing.
In the slab of charcoal is bored a small bole

C of a suitable size to fit the spindle of a driver

D having a suitable shank E to be held in a lathe

chuck. The slab is held by a nut F against a

shoulder G, as shown. In a chuck H, which is

here shown as a part of a lathe slide-rest, but

might be attached to the tail-stock spindle, is se-

cured a thin, semi-circular tool I, the blade of

which corresponds to a cross section of the ring.

The stem of this tool should be no thicker in any

direction than the back of the blade, and this cor-

responds to the thickness of the edges of the

ring. While the slab is revolved rapidly, this

blade, back edge up, is used as a parting tool

and forced straight into the slab. When it has
reached the proper depth it is carefully turned

on the axis of its slender stem. In this way the
matrix may be counterbored either outwardly or
inwardly, to produce the desired curving or
"crowning" of the ring. This done, the tool is
turned to its original position and withdrawn.

The matrix so formed is vented by sawing thin

slits J from the central hole outwardly. In prac-
tice the molten metal does not enter these slits.

A gate K is formed by sawing a tapered channel
from the matrix outwardly, the material between
the saw-kerfs being split out with a knife or
chisel. It is now only necessary to clamp a flat
slab against this side of the mold and pour the
molten metal in at the gate from any suitable
crucible.
In Fig. I is shown a device by which melting

and casting is facilitated. L is a rectangular pan,
provided with a foot M near its middle. N is a
bracket attached to the inside of the pan and
supporting a tray 0, which holds a crucible P
composed of a block of charcoal cupped at the
top to take a small charge of metal, and pro-
vided with a suitable spout Q by which the cup
may be emptied. A small slab of charcoal R fits
against the face of the bracket under the spout
and flush with the outer end thereof. The mold
is held against both by a clamp S, the mold gate
registering with the groove in the crucible spout.

KEYSTONE

When resting in its natural position, as shown,

the metal is melted by a torch or blowpipe. The

pouring is done in a moment and without spilling

over by simply depressing the front edge of the

pan. After casting no attempt is of course made

to preserve the mold, but its cost is so trifling as

to be much more than compensated for by the

smooth and perfect casting produced by it.

The Effect of Copper on Nickel-plating
Solutions

Copper is the most common impurity 'in nickel-
plating solutions, as it is so easily introduced.

Copper or brass hooks may be used for hanging

the anodes in it, brass articles that are to be

plated may fall clown in the bottom of the tank

and be allowed to remain there, copper stringing

wires may also fall into it, and lastly anodes

made from scrap are apt to contain more or less

copper. All commercial nickel, too, contains

small amounts of copper, but usually not enough

to render it injurious when made into nickel

anodes.
In order to ascertain just what effect copper

has on a nickel plating solution, a number of

experiments were carried out. In the first place

a standard nickel-plating solution was made up

from pure materials. The solution was made in

the following proportions:

Water.  I gallon
Double Nickel Salts  8 oz.
Single Nickel Salts   oz.
Sal-Ammoniac  i oz.
Boracic Acid  VI oz.

This solution, it is believed, represents a stand-

ard nickel-plating solution as now used. When

made up it stood practically 6 degrees Beaume.

The solution was used cold and a 90-92 per-
cent. nickel anode was employed. The first ex-
periment was made without the addition of any
copper in order to ascertain whether the solution

was capable of producing a good nickel deposit.

A current of 3 volts tension was employed at
first and this produced a very white and even

nickel deposit. At 2 volts the deposit was even

better. At 4 and 5 volts it began to burn slightly
on the edges. For a cathode a sheet of brass
3 by 6 inches was employed. The amount of
solution used was 4 gallons. It was certain,
therefore, that the nickel solution thus made up,
was of good quality and capable of producing a
white nickel deposit.

EXPERIMENT T.

The first experiment was made by adding 1/16
oz. of sulphate of copper crystals to every gallon

of the solution. The effect at 3 volts was not
visible at once, but in a few minutes a decided
darkening of the nickel deposit was noticed. In

five minutes the deposit was sufficiently dark to

be conspicuous. At 2 volts the darkening took
much longer, but after ten or fifteen minutes it
could be seen that the nickel was perceptibly
darker than the original deposit. It was appar-

ent, however, that with this weak current (2

volts) the effect of the copper was not as pro-

nounced as when a higher voltage was used with

its accompanying higher current density.
The effect of this amount of copper seemed

to be that of a slight darkening of the nickel
deposits. When buffed to a high color the nickel
deposit would be called an ordinary deposit un-

less placed side by side with one containing no
copper. Even then it was hard to distinguish,
as polished surfaces are more difficult to com-

pare in color than dead ones.
EXPERIMENT II.

To the solution was now added an additional
amount of 1/T6 oz. of sulphate of copper, bring-

ing the total quantity up to IA oz.
At the low voltage (2 volts) the deposit be-

came dark in a few minutes so that it was quite

perceptible. At 3 volts it darkened almost imme-

diately. The color of the nickel thus deposited

was darker than that of experiment T. When

buffed its color was decidedly dark, so that it

would be called a very poor nickel deposit.

EXPERIMENT III.

An additional amount of TA oz. of sulphate of

copper was now added, making the total quan-

tity IA  oz.
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The deposit in this solution was almost black

at either a low or high current density and was

not completely adherent. A smut formed on the

surface that could be readily wiped off. The

color of the nickel deposit was dark al-id when

buffed had the color of a badly burned deposit.

The nickel would be called unfit for use.

EXPERIMENT Iv.

To the solution was now added enough sul-

phate of copper to make the total quantity i oz.

When the deposition commenced a black smut

made its appearance at once. This could be easily

wined off. The actual olor of the nickel deposit

could not be ascertained as the smut prevented

its true deposition but it seemed to be about the

color of the preceding deposit. The deposit was

black, but non-adherent and of no value. A

singular phenomenon was noticed in this experi-

ment. The surface of the anode turned to a

slight copper color. It was apparent that the

nickel in the anode (or the iron, perhaps) had

precipitated the copper. This took place only

when the current was not flowing and upon

standing some time.

SUMMARY OV RESULTS

The results obtained indicate what has been

supposed for a long time, viz : that copper dark-

ens the nickel deposit. The effect of copper on

nickel-plating solutions, therefore, may be

summed up as follows :
I. The presence of as small an amount of

copper in the solution as T/64 oz. to the gallon

(equivalent to 1/16 oz. of sulphate of copper)

is appreciable and darkens the nickel deposit

slightly. This amount is about i per cent. of the

amount of nickel present.
2. When the quantity of copper is increased

the nickel deposit becomes still darker, and a

smut forms.
3. That if the whitest nickel deposit is de-

sired, the solution should be free from copper.

Copper, therefore, may be assumed as an in-

jurious ingredient in a nickel-plating solution, as

it has the tendency, even in small quantities, of

turning the nickel deposit dark. It is a common

impurity in nickel anodes and when a nickel de-

posit is not sufficiently white and the current and

solution are right, the presence of copper should

be suspected.—The Brass World.

The Molding and Casting of Jewelry
Ornaments, Etc.
(Continued from page 671)

with a ready command of the best materials and

mechanical appliances for carrying out the process.

Casting in Cuttle-fish

is especially suitable for single small articles, as

a ring or a charm, as it can be done much more

quickly than with the sand mold, and at the same

time a smaller quantity of gold is needed. A good

sized cuttle-fish should be selected, sawn into two

parts, and the soft parts rubbed or filed perfectly

flat ; three small wooden pegs inserted on the one

side form the peg-side of the mold; and when

the two sides are firmly pressed together the eye-

side is obtained. When it is found that the two

surfaces come in perfect contact the article is

placed in the position for casting, the two sides

pressed firmly together with the article between

them, and a perfect impression obtained.
The pattern is then carefully removed, a chan-

nel made for the molten metal, and the parts of

the mold tied together with iron binding wire. A

cavity is then made in a piece of charcoal suffi-

ciently large to hold the metal, the quantity of

which may be, say, 3 or 6 dwts. The charcoal

is tied to the cuttle-fish with the cavity close to

the mouth of the mold. The metal is then fused

by the direct impact of a blowpipe gas flame, and

when quite liquid is gently tilted into the mold.

Casting in Bathbrick

is a quick and reliable method for special forms

used in the goldsmith's art. The process is simi-

lar to the preceding one, bathbrick being used in-

stead of cuttle-fish. The special advantages are

that the cuttle-fish mold can only be used once,

whereas the bathbrick mold may be used two or

three times, and that the cavity may be cut or

carved with a tool, thereby dispensing with the

model.
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How to Lay Out a Sundial

The sundial is an instrument for measuring

time by using the shadow of the sun. They were

quite common in ancient times before clocks and

watches were invented. At the present time they

are used more as an ornamentation than as 4

means of measuring time, although they are quite

accurate if properly constructed. There are sev-

Details of Dial

eral different designs of sundials, but the most

common, and the one we shall describe in this

article, is the horizontal dial. It consists of a

flat circular table, placed firmly on a solid ped-

estal and having a triangular plate of metal

(Fig. T) called the gnomon, rising from its center

and inclined toward the meridian line of the dial

at an angle equal to the latitude of the place

where the dial is to be used. The shadow of the

edge of the triangular plate moves around the

northern part of the dial from morning to after-

noon, and thus supplies a rough measurement of

the hour of the day.
The style or gnomon, as it always equals the

latitude of the place, can be laid out as follows:

Draw a line AB (Fig. T), 5 in. long and at the

one end erect a perpendicular B C, the height

of which is taken from table No. T. It may be

necessary to interpolate for a given latitude, *as

for example, lat. 410-30. From table No. i lat.

42° is 4.5 in. and for lat. 4o
0, the next smallest,

it is 4.2 in. Their difference is .3 in. for 2°, and

for T° it would be .15 in. For 30' it would be TA.

of i° or .075 in. All added to the lesser or 40
0,

we have 4.2 .15 + .075 in. = i.42 in. as the

height of the line B C for lat. 41 -30'. If you

TAB LE Not
Height of stile in inches for a SM.
base, for various latitudes

Latitude Height Latitude Height

25° 233 42° 450

26° 244 44° 483

27° 2,55 46° 518

28° 266 48° 555

30° 269 500 596

32° 3./2 52° 640

34
0 3.37 540 688

36° 3.63 56° 741

380 3.91 58° 8.00

40° 4.20 60° 8.66

have a table of natural functions, the height of

the line B C, or the style, is the base (5 in. in this

case) times the tangent of the degree of latitude.

Draw the line A D, and the angle B A D is the

correct angle for the style for the given latitude.

Its thickness, if of metal, may be conveniently

from to 1/1 in.; or if of stone, an inch or two,
or more, according to the size of the dial. Usu-

ally for neatness of appearance the back of the

style is hollowed as shown. The upper edges

which cast the shadows must be sharp and
straight, and for this size dial ( To in. in diameter)
they should be about 71/2 in. long.

To lay out the hour circle, draw two parallel

lines A B and CD (Fig. 2), which will represent

the base in length and thickness. Draw two semi-

•
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circles, using the points A and C as centers, with

a radius of 5 in. The points of intersection with

the lines A B and C D will be the 12-o'clock

marks. A line EF drawn through the points A

and C, and perpendicular to the base or style, and

intersecting the semicircles, gives the 6-o'clock

points. The point marked X is to be used as

the center of the dial. The intermediate hour and

half-hour lines can be plotted by using table No.

2 for given latitudes, placing them to the right or

left of the 12-o'clock points. For latitudes not

given, interpolate in the same manner as for the

height of the style. The 1,4-hour and the 5 and

To-minute divisions may be spaced with the eye

or they may be computed.
When placing the dial in position care must be

taken to get it perfectly level and have the style

at right angles to the dial face, with its sloping

side pointing to the North Pole. An ordinary

compass, after allowing for the declination, will

enable one to set the dial, or it may be set by

placing it as near north and south as one may

judge and comparing with a watch set at stand-

ard time. The dial time and the watch time

should agree after the watch has been corrected
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ver and 1200 for San Francisco. Ascertain in

degrees of longitude how far your dial is east

or west of the nearest standard meridian and

divide this by 15, reducing the answer to minutes

and seconds, which will be the correction in min-

utes and seconds of time. If the dial is east of

the meridian chosen, then the watch is slower;

if west, it will be faster. This correction can bz

added to the values in table No. 3, making each

value slower when it is east of the standard

meridian and faster when it is west.
The style or gnomon with its base can be

made in cement and set on a cement pedestal

which has sufficient base placed in the ground

to make it solid.
The design of the sundial is left to the inge-

nuity of the maker.-Contributed by J. E. Mitch-

ell, Sioux City, Iowa, in Popular Mechanics.

Etching on Glass

A very easy and cheap formula for etching on

glass, given by Pottery and Glass, is as follows:
Barium sulphate, 3 oz.; ammonia fluoride, i oz.

To the foregoing is to be
added enough sulphuric acid
to decompose the ammonia flu-
oride and make a mixture of
semi-fluid consistency. It must
be prepared in a leaden vessel
and kept in bottles coated inside
with a thick layer of paraffin,
beeswax or gutta percha, and
closed with rubber stoppers.
The mixture can be used for
printing with rubber letters for
stencils, and be thinned so as to
use with a common pen. The
fumes are poisonous, and con-
tact with the flesh should be
a voided.

TABLE No.2. •
Chords in inches for a 10in. circle Sundial

tl)
1:1
z
.1:-.
*6...3

HOURS OF DAY

12-30 1 1-30 2 2-30 3 3-30 4 4-30 5 5-30

11-30 11 10-30 10 9-30 9 8-30 8 7-30 7 6-30

25° .28 .56 .87 / 19 157 1.99 2.49 3.11 387482 593

300 .33 .66 1.02 140 1.82 2.30 2.85 349 4.26 5.14 6.10

350
.38 .76 /. /6 /.59 2.06 2.57 3.16 3.81 4.55 5,37 623

400 .42 .85 1.30 1.77 2.27 2.82 3.42 4.07 4.79 5.55 63E

45
0

.46 .94 142 1,93 2,46 3.03 3.644.29 4,97 5,68 6,39

50° .50 1.01 /.53 2.06 2.68 3.21 3.824,46 5.12 5.79 646

55
0 .54 1.08 163 2.19 2.77 3.37 3,984.60 5.24 5.87649

600 .57 1.14 1.71 230 2.89 3.49 4.10 4.72 534 5.93 652

for the eauation of time from table No. 3, and for

the difference between standard and local time,

changing the position of the dial until an agree-

ment is reached. Sun time and standard time

agree only four times a year, April T6th, June

15th, September 2d and December 25th, and on

these dates the dial needs no correction. The

corrections for the various days of the month can

be taken from table 3. The + means that the

clock is faster, and the - means that the dial

lABLE No.3
Corrections in minutes to change
Sun ro loco/ mean time,- acid

those marked subtract those

marked-, from Sundial time.

Day of' month 1 10 20 30

January +3 ±7 +11 +13

February +14 +14 +14

March +13 +11 +8 -1-5

April +4 +2 -1 -3

May -3 -4 -4 -3

June -3 -I 1-I +3

July +3 +5 +6 +6

August +6 +5 +3 -1- I

5eptember +0 -3 -6 -10

October -10 -13 -15 -16

November -16 -16 -14 -11

December -II -7 -3 -1-2

is faster than the sun. Still another correction

must be made which is constant for each given

locality. Standard time is the correct time for

longitude 75° New York, go° Chicago, 105° Den-

All glass, even the hardest,
may be etched, but highly Oki-
line glass offers the greatest re-
sistance to the influence of
acids. Hydrofluoric acid de-
velops in gaseous form from
fluorspar, when the latter, in

finely pulverized form is wetted with strongly

concentrated sulphuric acid.

For this purpose, vessels made of materials not

affected by the acid are used, such as lead, plat-

inum, rubber and gutta percha. The etching is

accomplished by coating the glass surface with

beeswax, paraffin or other suitable resistant, and

then tracing the design desired, whether letters,

figures or scrolls, by means of a stencil. A suit-

able pencil is used- to remove the resistant, while

the acid etches only the uncovered part of the

glass. For lettering an oiled paper, such as used

in stenciling match designs, makes as good a

pattern as sheet steel, and is more readily and

cheaply prepared.
For rapid work, the following formula will be

found of service:
No.

Fluor-Ammonia   T lb.
Hydroflouric Acid 05 "
Sulphuric Acid o  I "
Ammonia ot "

"Water ot

No. 2

Fluor Soda  
Sulphuric Acid
Water  

I lb.
02 "

4 "

No. 3

Carbonate Ammonia 2 lb.

Sulphate Ammonia  "

Hydrofluoric Acid  I "

Water'  I

Such baths produce in five to twenty minutes,

according to the purity and strength of the ma-

terials used, a silky frosting or matt etching.

Before frosting, the glass should be cauterized for

one minute by immersion in diluted hydrofluoric

acid, rinsed in warm water and then put into the

frosting bath.
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I WANT TO TELL YOU
that the opportunities for first-class Watchmakers, Engravers and Opticiansare greater to-day than they have ever been in the history of the jewelry business.Five years ago you very rarely heard of a firm offering $30.00, $35.00 and$40.00 per week for a Watchmaker and Engraver, while to-day the demandfor such workmen is far greater than the supply. There are hundreds ofjewelers all over the country who are unable to secure a good, practical workmanat any price. We know this to be a fact, for we alone have had over one hun-dred applications in the past thirty days for our graduates. The demand for ourgraduates is increasing every year, jewelers know that our graduates are thor-ough, practical Watchmakers, Engravers and Opticians. Here is your opportunity.

Give up that $10.00 job and. attend our
College, but do it now

We will make a higher salaried workman of you, and it will be the best invest-ment you ever made. We will double your salary in a short time and findyou the position to do it in. Remember, the kind of instruction we give youcannot be had at any other college. We have the teachers, who are experts,up-to-date methods, tools and appliances. Our prospectus explains every-thing. Send a postal for it to-day. It will be a penny well invested.

The Philadelphia College of Horology
F. W. SCHULER, Principal Broad and Somerset Sts., PHILADELPHIA, PA.

The

Roy Watch Case Company
MANUFACTURERS OF

FINE SOLID GOLD CASES

TRADE.MARK REGISTERED

41 Special attention given to the
execution of special orders for
hand made cases. Prompt
delivery.

21 and 23 MAIDEN LANE :: NEW YORK
SAN FRANCISCO OFFICE: 704 MARKET STREET

•

April, 19'I T H E

Workshop Notes

Subscribers wishing inquiries answered in this depart-
ment must send name and address—not for publication,
but as an evidence of good faith. No attention will be
paid to anonymous communications. Questions will be
answered in the order in which they are received.

"Balance Wheel."—(a) Will you kindly ad-
vise me how watch factories succeed in getting
their balance wheel so true as one sees them in a
new watch? Do they use some special tool, or do
the workmen become expert to that extent by
practice M the. use of truing calipers; if so, what
make of calipers do they use? As a watchmaker
I can true a balance wheel, but do not succeed
in getting some as true as others; however I
wish to put each one that comes in my hands in
as perfect shape as it can be done. (b) Also
please advise me why some of the expert watch-
makers use gold wire for oiling watches, claiming
it to be better than brass or steelf—(a) Watch
factories use the same kinds of calipers for tru-
ing balances as are used by watchmakers at the
repair bench. The best type of caliper for truing
balances is what is generally known as the E.
F. B. style, which is made now by several manu-
facturers, among whom the lines made by Ken-
drick & Davis and Hammel, Riglander & Co.. are
the most prominently known and used. All tool
dealers handle them. It is of vital importance to
timekeeping that the balance be true. The only
way to get them true is to practice until you de-
velop skill in the use of the calipers. There is
no tool made for the purpose that will take the
place of skill-of-hand. The balances vary in the
difficulty of truing them; when one is found with
bad ''kinks" or angular bends in it, it is necessary
to take out the screws in order to work satisfac-
torily with it. You will find balance-truing fully
explained and illustrated in "Workshop Notes,'
page 936 of the June, 1910, KEYSTONE, under the
title "Balance Wheel." (b) Gold wire is used in
watch oilers because it will not rust or corrode,
and some workmen think that the oil flows Off
a gold wire more easily than from any other
metal.

"Swiss."—I have an 0 size Swiss lever watch in
which I have four times set the roller jewel, but
only to let it come out in about two or three days.
I use shellac and have done my best to let it run
thoroughly, and afterwards tried it with the
tweezers, and it has always felt so solid that it
would break before coming out. The hole in the
roller table was a little too large for the jewel,
but I closed it and that did not seem to help. The
roller table is made of brass and is a double
roller. What is the reason it won't stick and
how shall I set itf—Your trouble may be due to
your having failed to clean out all of the old
shellac from the hole and from the roller-jewel
before you heat the parts for the melting of fresh
shellac. The hole should be cleaned absolutely
bright and clean, even if necessary to use a slight
cut with a pivot-broach. The roller jewel should
be heated, as well as the table. If neither of
these suggestions help you out of your trouble,
then probably the shellac you are using is not
right, and you had better try some of -a different
lot. Sometimes a good deal of shellac, more than
is necessary, is used, and the surplus adhering
around the jewel has to be chipped away; this
may crack the shellac in the hole so that the jewel
will afterward loosen when the strain of action is
put upon it ; this indicates how important it is to
use, as nearly as possible, just enough shellac to
fill the hole when the jewel is in, so there will
be little or no "overflow" to clean off.

"Sluggish Vibration."—In Putting a balance
staff in a movement should it not vibrate the same
number of seconds on the sides of the pivots as
on the ends? How may I overcome this fault?'
For instance, it vibrates two minutes on the ends
and one and one-half minutes on the sides.—The
fault you mention, of the balance vibrating more
sluggishly in the vertical position of the watch
(not of the staff) than in the horizontal, must be
remedied by altering either the shape of the bal-
ance pivots, or their size (diameter), or the
jewels; this belongs to the subject of position
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adjustment and the first thing we will explain is
that you cannot adjust a movement to positions
by trying and altering a single part; you must al-
ways make trials of the complete movement, be-
cause all the parts of the mechanism interact on
each other. From your question we take it that you
have tried the balance by itself, without its being
connected with the escapement. It will not do
any good to alter the pivots with such tests to
go by, because after you would get the watch
together completely you would nearly always find
that you should have to change the adjustment
again and might even have to put it in the same
condition as in the first place, because adjustment
is a matter which affects and which is affected by
the mechanical condition of the entire watch ; the
escapement has an especially important influence
on the matter. The thing you must do, therefore,
is to put the watch all together and try it for
variation running in vertical and horizontal posi-
tions. Most adjusters make their first tests by
observing, not the actual timekeeping of the
watch, but the distance or extent of angle through
which the balance moves at each beat. This is
done by marking on the plate or bridge near the
balance a series of dots and comparing with them

some point on the balance rim which can be easily
seen at the end of the arc of vibration ; for in-
stance, the cut in an expansion balance, or some
particular screw, etc. Thus you can tell in which
position the balance makes the least arc of vibra-
tion and then search for the cause of this condi-
tion. First, the escapement must be in good
adjustment; after that is attended to the condi-
tion of the balance pivots may need altering. The
rule we must remember now is related to the laws
of the lever. The distance from the axis (center)
of the pivot to the point where it comes into con-
tact with the jewel is really a resistance lever.
That is, it is a lever whose length determines
just how much the friction between pivot and
jewel shall resist or retard the freedom of mo-
tion of the balance. The longer the resistance
lever the greater the retardation. This explains
why making a pivot smaller in diameter will make
the balance run more freely, because the less
the diameter of the pivot is the less its resistance
leverage is. For the same reason the shape of the
end of a pivot (a pivot in a cap-jeweled or "end-
stoned" bearing) has an important bearing on the
freedom of motion of the balance when the watch
is in a horizontal position ; that is to say, of
course, when the staff is in a vertical position. In
this position the weight of the balance rests on
the flat surface of the cap jewel, and the wider
the flattened portion of the pivot end is, the longer
the resistance lever becomes,,and hence the greater
the retardation of the balance. In the sketch at
a is shown the varying of leverage, hence of re-
tardation, depending on pivot diameters, and at b
is shown the varying of leverage and retardation,
depending on the shape of the pivot ends in
bearings with endstones; the resistance lever
lengths in each case are represented by dotted
lines (x, x) from the center of motion of the
pivot. At a the outside circles represent the
jewel holes and the pivots are looked at from
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the end ; at b the pivots 4r e looked at from the
side. You will now understand why it is that
we say that when the vibrations are of least ex-
tent in the dial-up or dial-down (horizontal) posi-
tions of the watch, the pivots must be rounded
more on their ends; if the vibrations, between
dial-up and dial-down are unequal, equalize them
by either flattening or rounding one of the pivots.
If the equalizing of motion between horizontal
and vertical positions cannot be sufficiently ac-
complished by flattening or rounding the pivot
ends then recourse must be had to changing the
diameter of the pivots and substituting jewels to
fit. This explanation may give you some idea of
the subject, but it is much too complex to make
it possible to give simple rules to follow ; it must
be studied and experimented on diligently before
skill is attained. We suggest that you read the
article, "Locating Position Errors," on page 2121,
December, 1910, KEYSTONE. The best work on
adjusting is "The Watch Adjuster's Manual," by
Charles E. Fritts, which can be had, postpaid,
from this office for $2.50.

"Rusty Hairsprings."—Would you kindly tell
me how I may keep hairsprings from rusting
without keeping them in liquids? I have them
in small bottles with cork tops and keep them
filled with sawdust. I also tried putting them in
lime and bottles with vaseline on the inside, but
with no results. My bench is not near any steam
pipes or dampness whatever. Any information
on this subject will be appreciated.—See answer
to "Anti Rust" in Workshop Notes, page 1963,
November, 1910, KEYSTONE, and answer to "Rusty
Hairspring," page 127, January, 191 1, KEYSTONE.
You may possibly be in the habit of handling
hairsprings with your fingers, and in that way
cause them to rust ; they should be handled only
with clean tweezers; or, if touched by the fingers,
wash them well in ammonia water, rinse in clear
water, immerse in alcohol (grain, alcohol—not
denatured nor wood alcohol), dry with linen
cloth or in clean, fine boxwood sawdust or on a
warm plate; follow suggestions in the two an-
swers referred to as to cause and prevention of
rust on steel material.

"Timing Washers."—Will you please set one
right on the following question: Timing wash-
ers: On which screws are they usually put, and
which are the timing screzesf I have understood
the timing screws to be those at the balance arm
and those midway between, and that the washers
should be placed on THOSE screws, but, as you will
notice on the direction slip (that came with an
assortment of washers which I attach to this let-
ter for you to sec), it says not to put washers on
timing screws. Please set one right on this ques-
tiOn.—Timing washers must not be put on the
timing screws. The difference between the tim-
ing screws and the other screws on the balance
is that the former are on long shanks, fitted fric-
tion-tight ; so that when a screw is moved it will
' stay securely where it is turned to. Timing
screws are generally located at the parts of the
balance-rim where the arm-ends join it, but occa-
sionally there is an extra pair put midway be-
tween these arm-ends, one, of course, on each
side. The ordinary screws in the balance must
be screwed home against the rim. The timing
screws need not be, and generally have the heads
standing at some distance from the rim. From
time to time it may become necessary to turn the
timing screws further out or further in, and the
space between the head and the balance-rim varies
with each change. If timing washers were put
on these screws the entire space between screw-
head and rim would have to be kept filled with
washers, because loosely hanging washers would
destroy good timekeeping. The timing washers
must, therefore, be put on the ordinary screws
of the balance, and the timing screws be left free
for making lesser changes. Some balances have
no timing screws, and washers may, of course, be
put on the screws at the arm-ends of such bal-
ances, as well as on any of the other screws.
In turning in or out timing screws each opposite
screw must be turned the same amount, to pre-
serve the poise of the balance, and exactly the
same weight of washers must be used on each of
opposite screws for the same reason.
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The Jewelers Handy Shop
Repairers for the Retail

Jewelry Trade
(II Only those jewelers who deal with us regularly'nil realize how convenient it is to have a house inthe city to attend to all their special order work and
repairing of jewelry and silverware. We repair, re-plete and reline all kinds of mesh bags and purses.ci Gold and silver plating, coloring, finishing and
polishing Gold and Sterling Silverware.
fljf Enclosed packages with ours for other city firmsbe delivered free of expense to you.

WRITE FOR OUR PRICE LIST PAMPHLET•

JOSEPH LANDSMAN
51-53 MAIDEN LANE :: NEW YORK

Made only by

THE OIL
"POSITIVELY WILL NOT GUM"
We say it once again, R. & L. Watch Oil positivelywill riot gum. It has demonstrated its superiorityin the severest tests given any watch oil made. Ifyou have not tried it yet, do not be surprised thatyou have more watch and clock troubles than yourneighbor who uses it. He knows what it will do.R. & L. Oil will not gum, cut or blacken pivots.It is a lasting lubricant, and the only one whichdoes not deteriorate. The quickest and best wayfor you to prove all we say is to send 25 cents toyour jobber for a bottle.

CARRIED BY ALL THE LEADING JOBBERS

RANLETT & LOWELL CO JEWELERS' BUILDING
BOSTON, MASS.

OLD PLATED WARE, BRONZE FIGURES, STERLING SILVER, ETC.,REPAIRED AND REPLATED TO LOOK EQUAL TO NEW
GOLD PLATING, SILVER PLATING, OXIDIZING,

POLISHING, LACQUERING

Before Repairing

We furnish any size new BRISTLE
BRUSHES, CELLULOID COMBS,
CUTICLE KNIVES, BUTTON
HOOKS, NAIL POLISHERS, ETC.,
and fit same to any shape mountings.
CHATELAINE BAGS repaired

and relined with Silk, Chamois, Suede
or Kid.
DESIGNS AND ESTIMATES for

special Sterling Silver pieces furnished.
Work called for and delivered.

After Repairing

LOUIS J. MEYER, PHILADELPHIA
804 WALNUT STREET

ESTABLISHED 1892

",■■=1•Ml.

COLGAN'S

Monograms"
Designed and executed by
ARTISTS who have made
monogram construction a
life's study.
Satisfaction guaranteed by
thirty years' experience.

SEND FOR CATALOGUE

The J. W. Colgan Co.
Sudbury Building
BOSTON, MASS.

Alternating or Direct Current Polishing Motors
The kind you cannot afford to be

without. Made in all sizes.

If you want a motor for any
kind of work we have it and ata price that will surprise you.
We are selling thousands and it
is because we have the right
motor at the right price.

The special net price below will be of
interest. Write a card to us and let ustell you what we have to offer.

1.8H. P. Alternating, with Speed 
$14Control and 2 Attachments . .

FIDELITY ELECTRIC CO., Lancaster, Pa., U. S. A.

L. LELONG & BROTHER
4.  
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Gold an Silver REFINERS, ASSAYERS an

SWEEP SMELTERS
BULLION SOLICITED

SMELTING FOR
THE TRADE

SWEEPINGS
OUR SPECIALTY

Prompt attention given to
Old Gold and Silver forwarded to us

by mail or express

Southwest Corner
Halsey an Marshall Sta.

Newark, IN. J.

\.1.11-11, 191 1

The Determination
Time

H E KEYS'TO N E

of Standard
The Solar Day

By C. H. GINGRICH, in Popular Astronomy

Although Astronomy, from the earliest time to
the present, has had a host of ardent and enthu-
siastic students, and although scarcely a person
can now be found who is not profoundly im-
pressed and deeply interested in the transcendent
beauty of the sky, if his attention be called to it,
especially so if he have an opportunity to ex-
amine through a telescope the numerous objects
in the sky that are invisible to the naked eye, yet
very few know anything very definite about the
nature and methods of work at an observatory.
It is almost universally true of visitors, who
come to our observatory, that the thing in which
they seem to feel the keenest interest is the meth-
od by which accurate time is obtained. This,
indeed, is quite the natural thing for every one
many times each clay has occasion to think of
time, and this then is the point of closest contact
that most persons have with the science of
Astronomy.

Since day and night are of
A Popular necessity determined by the
Fallacy rising and setting sun, the

opinion is very general among
persons who have not inquired into the subject,
that time is taken directly from observations
made of the Sun. We have some time heard the
phrase "honest as the Sun," the value of which
as a figure of speech is greatly diminished when
the exact movements of the Sun are understood.
Of course the movements of the Sun extending
through the period of a year are very definite,
and of the utmost precision, but they are quite
variable from day to day. It is not then from
the Sun, but from the distant and so-called fixed
stars that time is taken. This at first thought
would seem to introduce more uncertainty than
ever ; for the most casual person will observe
that the sky is not the same at all seasons of the
year. The constellations that appear at night in
winter, for example, are not the ones that appear
in summer, and the positions of a star in the sky
at the same hour in two successive nights are not
the same. It need scarcely be said that the con-
stellations, such as Orion, that are so brilliant
during the winter months in this latitude, pass
overhead during the summer months in the day
time, and are consequently rendered invisible by
the brightness of the Sun.

In order to reconcile this apparent variability
with the very exact and accurate nature of the
time that railroads and numerous other enter-
prises require for their successful operation, it is
necessary to call attention to the fact that there
are four kindafrof time whose characteristics and
interrelations should be clearly understood. They
are Sidereal Time, True Solar Time, Mean Solar
Time and Standard Time.

Sidereal time, as its name sug-
Sidereal Time gests, is star time. If at a

certain instant a given star is
on the meridian, then after twenty-four Sidereal
hours have elapsed, the same star will again be
on the meridian. Since the distant stars keep the
same positions in space, because their tremendous
distances from us render any change impercep-
tible in long period the regularity with which a
given star comes to the meridian is dependent
only upon the uniform rotation of the Earth on
its axis.
Although there are forces operating to change

the time of rotation, they are so small and oppo-
site in effect that they are negligible. The me-
teors that strike the Earth and the tides are two
forces that tend to retard the rotation and
lengthen the period, and on the other hand we
have the contraction of the Earth, and the con-
stant erosion of soil from higher to lower alti-
tudes, forces that tend to accelerate the rotation
and shorten the period. By taking all such forces
into consideration, it is definitely known that
their resultant could not change the period of
rotation by as much as one second in ten thou-
sand years. In the great complexity of changes
that are going on about us, we have the period
of rotation of the Earth on its axis as an unvary-
ing quantity and it must serve us as our starting
point in the exact determination of time.

The Sidereal day then is the
time that elapses between two
successive passages of a star

across the meridian, and is divided into twenty-
four hours. Likewise the true solar day is the
time that elapses between two successive pas-
sages of the Sun across the meridian. The true
solar day is longer than the sidereal clay because
of the fact that the Sun has a motion toward
the east that stars do not have. This motion
is due to the Earth's revolution about the Sun
in one year. The relative motion of the Earth
to the Sun will be the same for our purpose if
we consider the Earth as fixed, and the Sun as
moving about the Earth. If we suppose then that
the Sun and a given star arrive at the meridian
at a certain instant, we know that after twenty-
four sidereal hours the star will again be on the
meridian, but in the meantime the Sun will have
moved eastward, and some minutes more must
pass before the Sun arrives at the meridian. An
idea of the quantity of this motion of the Sun
toward the east may be formed from the fact that
a complete circuit of the sky is made by the Sun
in a year. This motion, however, is not uniform,
because the Sun moves not in a circle about the
Earth as a center, but in an ellipse, having the
Earth at one of the foci. The angular motion
then is variable, and the True Solar day, though
always longer than the Sidereal, varies from 3
minutes 35 seconds in Sidereal time longer in
September to 4 minutes 26 seconds longer on De-
cember 22d. We ordinarily think of December
22d as the shortest day, when in another sense it
is really the longest day in the year. Because
of this irregularity in the length of the True
Solar day it would be very difficult, if not en-
tirely impossible, to construct a clock that would
constantly show True Solar time.

This leads then to the intro-
Mean Solar Time duction of Mean Solar time.

We suppose a Sun that starts
with the real Sun, and travels in the plane of
the equator toward the east a uniformly equal
distance each day, and just rapidly enough to
complete the circuit in the same time as the real
Sun does, so that the imaginary or fictitious Sun
arrives at the starting point at precisely the same
time as the real Sun. This imaginary Sun at
certain seasons comes to the meridian in advance
of the real Sun and at other seasons after it.
Since its angular motion is uniform, the time be-
tween two successive transits of the imaginary
Sun across the meridian will always be the same.
This Mean Solar day is 24 hours 3 minutes 56.556
seconds long in Sidereal time. This period is
divided into twenty-four solar hours, and this is
the hour that is indicated on the dial of the ordi-
nary clock. The further modification of Mean
Solar time to obtain Standard time is for con-
venience only and not caused by any necessity in
the time itself, nor in the difficulty of construct-
ing clock, for Mean Solar time is uniform just
as is Standard time. A moment's thought will
show that if time as shown by clocks were the
Mean Solar time then all places on the same
meridian would have the same time, but a place
a few miles east or west of a given place v/ould
have different time. This time is sometimes kept
and is called local time, but endless confusion in
travel would result if railroads were operated by
local time. Hence in certain belts the time is
fixed by the time of a meridian near the middle
of the time belt. These belts are 15 degrees wide,
so that in passing from one belt into another the
time changes abruptly by one hour. These belts,
moreover, are arranged so that time in them is an
integral number of hours from Greenwich. By
this arrangement the error in time at any particu-
lar place will not exceed one-half hour.

Standard time then is the kind
Standard Time that is ultimately sought. Ob-

viously there is no object in
the sky that can be observed for Standard time
directly. Nor, indeed, can Mean Solar time be
determined by direct observations, for the Sun
which determines it is purely fictitious. However,
the real Sun may be observed directly, and then,
since the relative positions of the real and the
fictitious Sun can be computed for each day, and,
indeed, are tabulated in the American Ephemeris
and also in other almanacs in the form of equa-
tion of time. True Solar time, as observed, may
be changed into Mean Solar time, and this in turn
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may easily be converted into Standard time, pro-
vided the longitude of the place at which the
observation was made is known. Various meth-
ods of observing the Sun may be used, one of
which is by use of the sextant, which cannot be
made very accurately, and another is to use a
permanently mounted transit instrument, and to
observe the moment when the Sun is on the
meridian. The difficulty here lies in the fact that
the Sun is so large that it is difficult to decide
the exact moment when the center of the Sun is
on the meridian. Because of these practical diffi-
culties the method of observing the Sun is not
very often followed. The method usually fol-
lowed, and the one used at Goodsell Observatory,
is by observing the star and it is the method
which we use here, that I desire to describe.

To determine time is really to
To Determine determine the clock error. It
Time is not essential for that pur-

pose that the error be large or
small, though as a matter of fact the error is
usually less than one minute. For if it were
greater than that it would be an easy matter,
after a single determination of the error, to move
the hands until the error was made less than one
minute.
In order to determine the clock error two in-

struments are essential, first the transit instru-
ment, and second the chronograph. The clock is
provided with an escapement which breaks an
electric circuit every two seconds. This circuit
connects the clock with the chronograph which
has as its essential part a cylinder which rotates
once each minute. About this cylinder is fastened
a sheet of blank paper upon which a pen traces
a continuous line as the cylinder rotates. The
aemature that carries the pen is released when
the clock breaks the circuit, so that there is a
series of offsets in the line that the pen traces,
separated by exactly two seconds. The escape-
ment wheel is so arranged that the circuit is
broken. also at the fifty-ninth second, so that one
can tell by the record where the minute ended.
The minute during which the record was started
is marked on the sheet, so that, by counting the
minutes from that time, one can determine any
particular minute and second during the time
through which the record extends.

The transit instrument is
The Transit mounted so that it is free to
Instrument move only in one plane, name-

ly in the plane of the meridian.
The reticle of the transit contains a number of
wires which are illuminated, and which are lo-
cated symmetrically with respect to the center.
If the wires are not exactly symmetrical with re-
spect to the center, the error of instrument in
this particular is found by trials and a correction
is introduced into the reduction to account for
that error. The observer at the transit holds in
his hand an electric button which, when pressed,
breaks the circuit, and releases the armature,
which carries the pen, in the same way as an
escapement wheel in the clock does, so that he
may insert offsets in the line traced by the pen
in addition to those inserted by the clock regu-
larly at the end of each two seconds. The transit
instrument is also supplied with a graduated cir-
cle which serves as an indicator for setting the
instrument at the proper altitude for the star to
be observed.

With this equipment one is
Method of ready to proceed with the ac-
Observation tual observation. Assuming

that the error of the clock is
small, he can tell from the clock what particular
stars are near the meridian and will transit the
meridian during the next half hour, more or less.
during which his observations are to extend. If
he had no indication at all as to the error of the
clock, he would be obliged to observe some bright
known stars and from these by perhaps rather
rough approximation reduce the error until it
bccomes less than one minute. Where such ob-
servations are made periodically the clock error
is kept small. Then he knows what stars arc
about to transit the meridian, since the Sidereal
time indicates the right ascension of the zenith at
any time, and it is necessary only for him to look
into any star catalogue and select such stars as
have right ascensions a few minutes greater than

(Continued on page 881)
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BLOWERS and VACUUM PUMPS 1:°(111.:ryOvsee 

Melting of Metals
Tempering
Agitating Liquids
Sand Blasting
Tailoring Shops
Glass Blowing and Bending
Organ Blowing, Atomizing
Removing Paint
Heating and Ventilating
Burning Brands
Testing Gas Fixtures
Pneumatic Service
Gas Producers

VACUUM CLEANING

8 Sizes, $17 Up

Hardening
Forging
Soldering
Fuel Oil Plants
Carpet Cleaning
Annealing

Laundries
Brazing
Cleaning

Low Priced

No springs or delicate parts to
break or get out of order

Little power required
Few working parts Great air space

Interior View

No tip of foreign material
Unequalled for vacuum.
Take up their own wear.

on the wings. Slow speeds. High pressure
Machines are fully equipped. Noiseless in operation.
Anyone can take them apart and reassemble.

Catalogue No. 2 for Blowers, No. 31 for Vacuum Pumps

LEIMAN BROS., Leiman Building, 62 C John Street, NEW YORK

SAND BLASTS
3 Styles t■ Py T
3 Sizes ■P 1 up

For SATIN or MAT
FINISHING on Gold
or Silver and all Metals
and Frosting Glass—
a fine surface created
for plating—Designs
on Metal or Glass—
Cleaning Castings and
Patterns.

Continuous
Feed

Can't clog Up—Dust Proof
—Uses same sand over and
over again--Very Rapid.

Send for Catalogue No. 3

LEIMAN BROS., 62 C John St., New York

LEIMAN
BROS. POLISHING DUST

COLLECTING
OUTFIT

Where a number of pol-
ishers are einployed with
the old system the large
blower takes a great deal of
power to run and it must
be kept in constant oper-
ation even though but one
polisher may be at work
which means a waste of
power. In many cases  these
large blowers make on-
siderable noise while these
new outfits are practically
noiseless in operation and
will give far better results,
as the exhauster creates
a perfect suction at each
opening. The old system,
on the other hand, with the
long stretch of piping neces-
sary, the suction in most
cases will vary at the dif-
ferent openings a few get-
ting good results, while with
others on the same line, the
suction is hardly noticeable.
With our new system each
polisher is completely equip-
ped and has a strong current 
of air at all times and when
not in use the operation  of
the outfit is stopped. This
not only results in a cleaner
shop, but in an economy of
operating expense.

Shipped Complete, Set Up and
Ready for Operation

Send for Catalogue No. I

LEIMAN BROS., 62 C John Street, NEW YORK
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The Determination of Standard Time

(Continued from page 679)

the Sidereal time. From the same catalogues he
can get the declinations, and knowing the lati-
tude of the place from which he is observing, the
altitude in which the star will cross the meridian
may easily be determined. Again at places where
such observations are made regularly, a list of
time stars is prepared and kept permanently.
This list shows the right ascensions of the star
which is, indeed, the Sidereal hour when the star

will be on the meridian, the declinations, zenith
distance, circles, setting for the instrument to be
used, and usually the magnitude, so that the
observer may have the brightness as a check on
his selection of the star, for it is quite possible

that more than one star may appear in the field

of the transit. This list of stars is so chosen

that in the course of an hour or less one can
always find stars in the northern sky as well as
near the zenith, near the equator and in the
southern sky. The reasons for such a selection
will become apparent when we come to speak of
the reductions of the observations.

When everything is in readi-

A Star Selected ness, the observer selects a
star that will cross the merid-

ian in two or three minutes, sets the instrument
according to the position defined for this star in

the star list, and takes his position at the instru-

ment, having the electrical push button in his

hand. He may move the eye-piece to one side

and thus get the star in view some time before

it crosses the wires, but in any case the star
swings into view, moving quite rapidly or very

slowly, according as the star is near the equator

or near the pole. He selects the middle wire and

a certain number on each side of it as those with

respect to which he desires to record the transits.

As the star transits them he pushes the button

and interpolates his record on the chronograph

sheet upon which the clock is making its con-

tinuous record. He then selects another star and
records its transits in the same way. Usually

four or five stars are observed and recorded in

this way, care being taken that the stars chosen
shall not all be in the same region of the sky.

These then constitute a time set.
After this comes the reduction

The Ob tion of the observations. By read-
ing the records for each star

from the chronograph sheet by means of a scale
designed for that purpose, and taking the mean,

the clock time of the transit of the star across
the meridian is found to the tenth or even to the
hundredth part of a second. The right ascension
of the star, as given in the American Ephemeris
at intervals of ten days throughout the year, is
the actual time at which the star crossed the
meridian. If there is any discrepancy between
the actual time and the clock time, this discrep-

ancy may arise from several sources. If the tran-
sit instrument were in perfect adjustment the dis-
crepancy would be entirely due to the clock error,
but this is very seldom the case. However, there
is no uncertainty on this point since the correc-

tions to the instrument are carefully determined
from time to time. Four quantities are recog-
nized as contributing to the discrepancy between
the actual time of transit and the clock time as
shown by the chronograph record ; first and most
important, the clock error itself, second, the azi-
muth error, third, the level error, fourth, the
collimation error.

The first is the quantity that
Determining is sought ultimately and is
Errors taken to be the discrepancy

that remains after the effect of
the other three has been removed. The second is

obtained from the observations themselves and

results from the fact that the rotation axis of

the transit is not exactly east and west. If one
imagines this to be exaggerated much beyond any
possibility in any well-mounted instrument he will

easily see the effect. For instance, suppose the

support for the east end of the rotation axis to
be one foot north of the support for the west

end, then it is easily seen that, when the instru-

ment is directed toward the south, it will point
considerably east of south, while if directed toward
the north it will point west of north. This error

may be very small, but must be considered. The

third, or level error, is determined by the hailg-
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ing level at each observation. This is due to the
fact that one end of the axis may be higher than
the other, which condition would also tilt the in-
strument out of the plane of the meridian. This
varies slightly and must be determined each time.

The fourth, a collimation error, is due to the fact
that the mean of the eleven wires may not be
exactly in the collimation plane, the plane which
is described by the line, called the collimation
axis, from the optical center of the object glass
perpendicular to the rotation axis, as the telescope
is rotated. Since the parts that affect this error
remain relatively unchanged for long periods of
time, it is necessary to determine this error once
in two or three months.
These quantities are connected in the following

relation:
A + Aa Bb + Cc = actual time — clock

time of star transit where A 0 is the clock cor-
rection; A, B and C are known quantities de-
pending upon 4, the latitude of the observer, and
6, the declination of the star, and are computed
beforehand; and a. b and c are respectively the
factors introduced by the azimuth, level and col-
limation constants. We have seen that e remains
unchanged for long periods and hence is a known
quantity. We have also seen that b is determined
at each observation by the hanging level and con-
sequently is known for each set of time stars.
We have then four or five equations, depending
upon the number of stars observed, of the form
given above in which A 8 and a remain as yet
undetermined. We select the two that are most
diverse, which will usually be the most northern
and most southern stars since they will be oppo-
sitely affected by the azimuth error, and subtract
the one from the other, thereby eliminating the
A 0, and obtaining an equation from which a
may be found. Applying this value of a to the
four equations we get from each one a value of
AO. These separate values serve as a check upon

the accuracy of the work and should agree very
closely. Their mean is then taken as the value of
A 0, the clock correction. Sometimes an addi-

tional correction, namely, the personal equation
of the observer, is added, and when extreme ac-
curacy is desired a greater number of stars is
observed and the reductions are made by the
method of least squares. However, the method
outlined here gives results that may be depended
upon to the tenth of a second. It might be said
that the clock is not set each time that its error

is found, for obviously the clock is quite as serv-
iceable if the error is known, as if it should

show exactly accurate time.
This then gives accurate Sid-

Accurate ereal time, and it remains now
Sidereal Time to show how this is converted

into the Standard time which
is the time we use. Since the Sidereal minutes

are shorter than the Standard time minutes, the
seconds to do beat together on the two clocks,
but at intervals of approximately six minutes
they do beat together momentarily and then the
Sidereal clock beat precedes the Standard clock
beat again. By noting the second on each clock
when this coincident beating occurs we get a clock
comparison. Now the Sidereal time shows the
time since Sidereal noon, and this interval may
be converted into an equivalent Standard time
interval by tables that are constant. Also we
find tabulated in the ,American Ephemeris the
mean time of Sidereal noon for each day of the
year. If then we add to the mean time of
Sidereal noon on the day in question the interval
of time that has elapsed since Sidereal noon we
have the correct mean time for the instant at
which the comparison was made. This is changed
into Standard time by adding or subtracting the
distance of the place in longitude, expressed in
hours, from the meridian which fixes the time
in the belt. This must be added for places west

of the Standard meridian, and subtracted for
those east. The difference between this time and
the reading of the clock at the time of the com-
parison indicates the correction to the Standard
clock.
The correction cannot be effected by hand since

it frequently is only a few tenths of a second.

The correction is made by a temporary magnet
over which swings a permanent magnet, which is
fastened to the pendulum. The temporary mag-

net is polarized by a current of electricity which

may be sent in either direction and thus make the

pole nearest the permanent magnet positive or
negative as desired, and thereby accelerate or
diminish the rate of the pendulum during the
time when the temporary magnet is operating.
The effect is sufficient to change the clock by
about one hundredth of a second per minute so
that very minute changes may be made. This
clock then may be used for sending time signals
as its error is reduced to zero.

New England
(Continued front page 680

Alfred G. Wilbor, who died of apoplexy Feb-
ruary 21st, in New Bedford, Mass., was one of
the most prominent citizens in that community,
and was one of the oldest jewelers of that sec-
tion. Mr. Wilbor was born in Little Compton,
August 31, 1840. When a voting man he came
to New Bedford to learn the watchmaker's trade,
and remained a resident until the time of his
death. He conducted a jewelry store in New
Bedford for half a century and became well and
most favorably known throughout that section of
Massachusetts.
John J. Kingsley, 12 City Hall avenue, Boston,

Mass., recently had a valuable exhibit of costly
pearls in his display window, which attracted
much attention. Chief among the pieces were
two costly necklaces.

Elias A. Cowan, one of the most prominent and
successful members of the New England whole-
sale jewelry trade, died on March 8th at his
home in Boston after a short illness. As the de-

PHOTO BY MARCEAU, ROSTON

Elias A. Cowan

ceased was only 52 years of age and had always
enjoyed good health, the news of his death came
as a great shock to his many friends. A com-
plication caused by simultaneous attacks of
erysipelas and the grippe is given as the fatal
malady.
Mr. Cowan was an Australian by birth but came

to the United States while still a youth and re-
ceived his education in the public schools of
Boston. He started in business in that city thirty-
five years ago and by reason of his forceful per-
sonality, industry and enterprise he succeeded in
building up a business of large and profitable
proportions. The expansion in his trade caused
several removals to larger quarters, the final lo-
cation being in the Jewelers' Building, into which
he moved in 9898, immediately after the erection
of that structure. Even here increased trade con-
tinued to necessitate additions to his quarters
from time to time.
Few members of the wholesale trade were so

widely known among the retailers, as Mr. Cowan
had traveled much among the latter and his
visits always created strong and lasting friend-
ships.
The funeral services were held on March 12th

and the interment was made at Forest Hills ceme-
tery. Many members of the jewelry trade from
Boston, Providence and New York attended the
funeral, including representatives from the Bos-
ton Chamber of Commerce and the New York
Jewelers' Board of Trade, of both of which or-
ganizations Mr. Cowan was a member.



THE HANDIBOX
South Bend
Complete Watches

Designed for Exclusively

This is the unique and useful watch display box in which all 16 sizeopen face South Bend complete watches are now shipped.

It is exclusively and distinctively
a South Bend Watch Box.

Your customer will want it on sight, because the Handibox can beused by the purchaser on the desk, dresser, or bench, whereas theordinary watch box is of value for display purposes only.
The Handibox is just another feature to make it easy for you tosell South Bend Watches.

Be one of the first to show this new and sales-making feature of theSouth Bend Watch to your customers. It will be widely advertisedin the magazines, and displayed in your window will createmany inquiries.

" Where you see the Handibox
You'll see the South Bend Watch"

CUT OUT THE COUPON and send for a list of South Bend completewatches put out in the Handibox.

SOUTH
BEND
WATCH CO.

South Bend, Ind.

Send me illus-
trations of newspaper
cuts you supply free.

Name  

Town

State  , South Bend, Indiana

MAKERS OF

High Grade Watches—Highest
Quality Filled Cases

No. 49

t.974ne af.e6r,m

Don't Let Your
Customers Get Away
without at least suggesting to
them the many little articles
that you have to offer them.
The best way to do this is by
means of a good display in the

All-Glass Show Case
The special selling force of the " Silent Salesman " lies in its crystal clearglass construction, without frame, screw or clamp. It combines style, sales-manship and solidity. No stronger case made ; it stands as solidly andsquarely as any frame case you have ever seen.

Let us give you the benefit of our years of experience in helping you fit outyour store with both indoor and outdoor cases. Our booklet 'Will be sentpromptly on request. Address Dept. C.

DETROIT SHOW CASE CO.
476-490 West Fort Street
DETROIT :: MICH.

Get our Book on Modern
Store Front Construction

New York Salesroom, 43 E. Eighth St.
LEO A. FELDMAN, Selling Agent

No. 07

Wheeling Metal Ceilings
ARTISTIC

THE DISTINCTIVE, ARTISTIC DESIGN OFWHEELING METAL CEILINGS
makes them acceptable to the most careful or particular owner.They give satisfaction wherever used Homes, Stores Offices; Auditoriums, Theaters,Churches; Cafes, Hotels, Restaurants; and in all classes of Public Buildings and Institutions.

We can prove their Economy, as well. Ask the nearest office.Large Stocks at all Stores.

Wheeling Corrugating Company
WHEELING

• ' WEST VIRGINIA

BRANCH OFFICES AND STORES

TIME -TESTED AND RELIABLE

FOR NEARLY TWENTY YEARS

CANDO
SILVER POLISH

has stood all tests and proven its claim to be thebest. Used by leading silversmiths and sold bythousands of jewelers. Convenient sizes, resealingjars, handsome label, generous profit, satisfactory tocustomers. Liberal advertising creates a steadilygrowing demand. The wise jeweler will be pre-pared to meet it. Sample and prices by return mail.

PAUL MANUFACTURING CO.
36-40 FULTON ST. BOSTON, MASS.

WHEY
BIGGEST
BEST

BUSIEST
This entirebuild-
ing given to use
of Horological
Department for
work in Watch-
work and its
kindred trades—

Jewelry,
Engraving,

and
Optics.

Come right along
—we will be able
to take care of
all comers for a
year or two at
least. We do not
think that our
increased facili-
ties will be over-
taxed to take
care of our pa-
trons before that
time.
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The above half-tone is of the C.' or Elementary Watchwork Department. This room is 100 feet 
long, and at the time the picture was taken there were 75 students in this

department. Plenty of room, with good light, good instructors, and consequent good results. The other 
several rooms will be shown later. Watch this space.

You can increase your salary one hundred per cent. in one year and in many

stances we have had workmen who have increased their salaries three and four

times that much by taking a course at Bradley. Bradley methods are system-

atic and thorough and you will find, if you will take the trouble to investigate,

that it stands at the head of institutions of this kind.

If you cannot start at once, make up your mind to spend the summer months at

this Institution. Horological Department open all the year round.

in- DROP A POST CARD TO

"Horological," Department K, PEORIA, ILL.,
FOR LATEST CATALOG

..gimmim.■111■
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DO YOU WANT PROOFS?
Nothing could be more convincing as to the merits of

FULCRUM OIL11111E111111=11111111

111111111111111 than this letter

READ IT ! ! !

BROWN STREET CLOCK CO.
Manufacturers of High-Grade Post and Sidewalk Clocks

Factory and Offices : Monessen, Pa.

Monessen, Pa., Jan. 30, 1911

FULCRUM OIL COMPANY, Franklin, Pa.

Gentlemen :—Something over three years ago when we put our first Street 
Clocks on the market, we knew that the one thing

necessary to keep them running satisfactorily, after we had employed the best 
materials and workmanship in making them, would be

a perfect lubricant. We experimented with all oils 
then known, but found Fulcrum Oil the only one to meet the 

necessary requirements. Street Clocks are

subjected at times to extreme cold, and no 
other oil but Fulcrum Oil in our experimental tests would stand this 

extreme temperature.

You are perhaps aware that our printed instructions 
state that we will not guarantee the clocks to work satisfactorily unless 

Fulcrum Oil is used. We are

writing you at this time, as no doubt you will be interested to 
know that of the three hundred Street Clocks which we have sold in 

the past three years, we

have never had a complaint on this oil. As a 
number of our clocks have gone to the northern points of Canada, where the 

temperature is extremely cold for

months at a time, this certainly speaks well for Fulcrum 
Oil, and we feel that you should know about it. Wishing you continuous success, we are,

Yours very truly,
BROWN STREET CLOCK CO., per (Signed) B. E. B.

al Three years' constant use of Fulcrum Oil in all 
parts of the country, in all kinds and conditions of 

temperature and exposure, and NEVER

A COMPLAINT. What have YOU 
concluded to do about Oil for 1911, Mr. Reader ? In justice to yourself and to your patrons, don't

you think you should try this FULCRUM OIL, 
which is spoken of so highly by everyone who uses it?

35c. a bottle For Sale By All Jobbers $3.75 per dozen

FULCRUM OIL, COMPANY .*. Franklin, Pa., U. S. A. 4



Watchmaking — Engraving — Jewelry Repairing
Scores of young men owe their success to the thorough and
practical training received at the W. I. of H., the

Official School of the Wis. Retail Jewelers Association
WHAT WE DID FOR OTHERS WE CAN DO FOR YOU

Our Home Study Course in Watchmaking
There are thousands of young men working in stores who are surrounded by all the oppor-tunities for learning watchmaking except the proper system of instruction. Aware of this fact,the W. I. of H. has established a Home Study Department, with a view of teaching watchrepairing by correspondence. This system of instruction is as thorough as it possibly canbe, embracing Mechanical, Practical and Theoretical Horology. The course consists of 43printed lessons, containing nearly 400 illustrations and other special features, making it anexcellent substitute for an attendance course to those unable to leave home of their positionand is incomparably less expensive.

Send for Prospectus and state if Attendance or Home Study Course is desired

Wisconsin Institute of Horology
Enterprise Building :: MILWAUKEE, WISCONSIN

A Scientific Course made
practical, is the accomplishment

of the

REES
Engraving an
Watch School

_
F. H. REES, PRESIDENT

and Author of " The Art of Engraving" Results are surprising.
nnd "Modern Letter Engraving"

Do you want to double your salary, or increase your own business ? Then
write for our Catalogue.

Ours is an

entirely new

and original

system, made

perfect by years of study, experience,
and an investment of thousands of dollars.

Our methods are copyrighted and are used
only in this school.

IT IS FREE

The REES School • The Granite Building
• ROCHESTER, N. Y.

l'ABLISHED 20 YEARS

2 REES SPECIAL GRAVERS, $1.00. "ART OF ENGRAVING," $1.50
"MODERN LETTER ENGRAVING," $1.50

WE DO THE BEST
MINIATURE

on

Watches
Dials
Brooches
Lockets
We copy any portrait,

group or scene.
We also make high-

grade Hand-pal ii ted
Ill i ii hitt' res, In colors,
for brooches or lockets
on ivory.

PORTRAITS

PRICE-LIST SENT ON REQUEST

BECAUSE
Our Photo- minia-
ture work is the
only kind that gives
perfect copy of
original and that
will not fade or peel
off.
Photos returned

in good condition.

GOLDSTEIN ENGRAVING CO.
45 Malden Lane, NEW YORK, N.Y.

WHO
wants the same meager income year after year?
Get out of the rut—Study optics—Become an
expert in testing and fitting for glasses—Open a
department in your present place, even. It would
surprise you to know what has been done by
lawyers, doctors, school teachers, clerks and
business men who have graduated from our cor-
respondence course, and received our diploma.
We are the oldest established school of optics in
the world teaching by correspondence, with a
record of successful graduates from Maine to
California and from Nova Scotia to Tasmania.
Our course is no guesswork but absolutely scien-
tific, although gotten up in the simplest and
plainest language.
OUR OFFER :—A regular $25 college course
by correspondence for only $8 ($10 in Canada
and foreign countries), with at least $2 down
and $1 per week. Write to-day to

American Optical College
DETROIT, MICHIGAN

RECORD

Scam twins

ICEYSTONO

Profits in the Repair Department
41 System is the first essential of a profitable repair
department and the basis of system is a complete
record of repairs.
q If you would begin the year to hest purpose, you
should procure first of all The Keystone Record
Book of Watch Repairs.
This hook has space for 1600 entries of repairs

with printed headings and it takes only a few
moments to make each record.
q Such information is recessary both for the jeweler
and his customer but Firticularly for the jeweler.

Sent postpaid to any part of the world on receipt of price, $1.00.

Published by THE KEYSTONE PUBLISHING CO.
809, 811, 813 North 19th Street, Philadelphia, Pa.

1201 HEYWORTH BLDG., CHICAGO

INK
WON'T WASH

OFF

XYZ
faso

TAG YOUR RINGS WITH
WASHABLE TAGS
Yes : Mr. Jeweler

The Ideal celluloid tag saves time and

money. And makes your rings look
twice as attractive.

Wash or polish your rings with the tags

on them—the ink is waterproof and won't

wash off.
No danger of getting tags mixed.

Note the large flat writing surface.

IDEAL TAGGING OUTFIT
Complete, only $2.50

1000 tags and eyelets . . . $ 1.50

1 pair Ideal Pliers . . . . .75

1 bottle Waterproof Ink . . .25

1 neat hardwood box, with

catch fastener . . • 0000

Bastian Bros. Co.
Dept. 516

Rochester :: NEW YORK

New M. P. Safety Catch

Is Ready in 10 and 14K Gold

A trial order for one dozen will be accepted with return
privilege if not satisfactory.

IN COMPARING THE COST, NOTE THE FOLLOWING:

st.—The absence of the cost of assembling.

2nd.—The elimination of waste in handling one piece in place of two.

3rd.--The expedition of filling orders by reason of time saved in
production.

The first has a definite value, the second depends upon the
care of your operatives, and the third, the value you place
upon reputation for quick deliveries.

Orders from the retail trade will be forwarded to the nearest jobber

The Metal Products Corporation
Manufacturers of Jewel Settings, Metal

Ornaments and Jewelry Components
—New York Office-
611 Broadway, Room 605
Address Department K Thurbers Ave., Providence, R. I.
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The Ezra F. Bowman
Technical School of
Watchmaking and
Engraving

offers you so many advantages

in economy and thoroughness that

if you choose our school you

will save more money now and

make more money after' grad-

uating, than you would any

other way. Write for our Book

of Information. Address

Lancaster
Pennsylvania

THE IMPERIAL TANK
or TUBBING MACHINE

Costs Mit Two Cents a Week to Operate

We have made a study of the matter of

burnishing by machinery to the end that

we have perfected a machine that

burnishes metal equal to hand burnishing

at less cost. Our method hardens the

finish on and takes away nothing.

Burnishes evenly and smoothly.

We have revolutionized hand burnishing

in favor of accurate machine burnishing.

Investigate for Yourself

For Jewelry Manufacturers, Optical and
Novelty Manufacturers

Manufactured Exclusively by

Smith & Richardson
Attleboro, Mass.
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NOW is Trie TIME!

ci If you are earning less than $25.00 per week you owe it to
yourself to come to our school and improve yourself.

ci We have three times as many calls for workmen as we are
able to supply. Send to-day for our catalogue, a postal will
bring it.

Kansas City Watchmaking and Engraving School
OSCAR W. DREYER, Principal

815 East 12th Street KANSAS CITY, MO.

WIZARD OF THE HAMMER
EXCLUSIVE JEWELRY AUCTIONEER

I conduct sales for estab-
lished jewelers only. If you
wish to retire from busi-
ness, reduce stock, or
raise moneyquickly,write
me at once for date. Have
had a lifetime experience
in this work.

Will give your corres-
pondence prompt atten-
tion, and give you valu-
able advice, whether or
not I conduct your sale.

My methods are strictly
high-class.

Assisted by first-class
talent.

The combined strength
of two men without extra
expense.

When writing state size
of store and approximate
amount of stock. By so
doing you will eliminate
possible unnecessary de-
lays caused by the lack
of proper information on
this subject.

A. E. GREGORy 3152 Warren Avenue
CHICAGO, ILL.

E. R. TYLER
AUCTIONEER FOR JEWELERS

$150,000.00 F. M. Reithe $150,000.00
LOS ANGELES, CAL.

For the past six weeks I have been
selling in this tremendous stock.
Party retiring from business. Write
Mr. Reiche as to my ability and
methods.

Room 1 102 : 156 Wabash Avenue, Chicago

116&o, ,• 4 0- 10- o -°-v.s.-
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Prentiss' Patent Jewelers' Vises
For more than 30 years the Best and Handsomest Vises made

PRENTISS VISE COMPANY, Lali7e-t1:st, New York, U.S.A.
ASK YOUR JOBBER TO SHOW YOU THIS VISE

Large Illustrated Catalogue of all kinds of Vises mailed free
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ESTABLISHED 1885 THE BUSINESS BUILDERS
ESTABLISHED 1885

M. L. JALONACK & SON, Jewelers'Auctioneers
41 Every Jeweler needs money, we can get it for you without loss.
We have sold over a quarter of a million dollars' worth of merchan-
dise without a loss since January 5, 1911.

SOME OF OUR LATE SALES

Richard Lee Waterloo, Iowa
Johnson Jewelry Co., Anderson, Ind.
Simon Jewelry Co., Davenport, Iowa
I. Nierel & Son - Muscatine, Iowa
E. Wald - - Birmingham, Ala.
Migel & Co., Galveston, Texas, 2 sales

D. Goldman, Milwaukee, Wis., 3 sales

A. Keampfer -

Lande Jewelry Co.

S. Lewitan -

E. G. Lindquist -

- Chicago, Ill.

Chicago, Ill.

Chicago, Ill.

Chicago, Ill.

Receiver's Sale, J. H. Neds & Son, Elkhart, Indiana,
Clem Sawyer, Receiver.

Your best assurance—any reliable wholesale house in Chicago, or any of the above

sales. Now is the time to turn your dead stock into ready cash (without a loss):

No sale too large or small for us to handle. Wire or write us at once. All business

strictly confidential. (Special terms according to size of stock.)

M. L. JALONACK & SON : 5339 Prairie Avenue : CHICAGO, ILL.
ESTABLISHED 1885 Long Distance Phone, Drexel 7935 ESTABLISHED 1885

H. E. Glendore & Co., Auctioneers
  For the Established Jewelers Only 
1114 Heyworth Building : CHICAGO, ILL.

READ

We guarantee you
against loss. Your
reputation remains

the same after we

finish. We never mis-

represent the quality,

and you can always

depend on us to fill

our engagements.

What Wholesale

House do you do busi-

ness with in Chicago?

Write us their name

and we will have

them send our refer-

ence to you.

(fi
, Should you desire to have an auction sale that will bring

prestige and publicity to your store, as well as profit to your-

self, write me. I will refer you to a. number of recent sales

made for responsible and representative Jewelers whom I have

served successfully. No stock too large, none too small. Have

just closed a three weeks' sale for Mr. H. D. Fisher, Oswego, N.Y.

Am now making a removal sale for Mr. M. Edelstein, Lancaster, Pa.

JOHN F. TURNER
EXPERT JEWELRY

AUCTIONEER
15 MAIDEN LANE

NEW YORK, N.Y.
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We will conduct your sale free of
charge.

We protect you against loss.
We guarantee good profits.
We can positively make money

for you.
Hundreds of references given to

prove what we say are facts.
Write us to-day for full particulars.

TENTH FLOOR, BOYCE BUILDING
TELEPHONE, RANDOLPH 1339 : ESTABLISHED 1885

America's Most Successful Auctioneer
SUCCESSFUL MEN ARE SAFE TO FOLLOW 

My
Method
Draws
the

Crowd

My
Method
Sells
the

Goods

  My
Method
Makes
the

Profits

Satisfied Jewelers for whom I have conducted
sales since. December

L. RATCLIF, Reno, Nevada.
I. JACOBS, Everett, Wash. This being my third sale in Everett in 18 months.
J. A. CARLQUIST, Ashland, Oregon. Sold stock and fixtures.
Just Closed Big Sale for B. G. FULLER, Spokane, Wash.

My Motto is "A SQUARE DEAL TO ALL"
I will sell your entire stock or any portion of it. Don't wait for your competitor to start
something. Do it NOW. Write me if you are thinking of having a Special Sale sonn
or in the future ; I will freely give any information possible whether my services are
engaged or not. HIGHEST REFERENCES furnished to any interested from those I
have sold for, both in the United States and Canada ; jobbers In Chicago and San Francisco.

R. M. HARDING
Head Office, 156 Wabash Avenue : CHICAGO, ILL.
Pacific Coast Office, : MOHAWK BUILDING : PORTLAND, OREGON
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L. H. DODD & CO.
I have just closed an eight-weeks " Sale " for

The Frank Curtis Jewelry Co., Decatur, Ill.,

which was without a doubt the most success-

ful " Sale " ever conducted in that city,

selling out three entire

floors of merchan-

dise, amounting to over

$150,000.00.

Mr. Curtis was obliged to remove

his largest " Wall Cases " to ac-

commodate the immense crowds.

Hundreds of people were turned

away daily who could not gain

admittance to " Sale."

( FORMERLY of \

k BRIGGS & DODD )

I am now closing out the entire " Stock " of
G. 0. Wendel, Dixon, Ill., the leading jeweler

for more than twenty-five years, "Stock" and

fixtures amounting to over $50,000.00. Mr.

Wendel is retiring from

the jewelry business.
• "4.31:.'

ALL

CORRESPONDENCE

STRICTLY CONFIDENTIAL

Without question I have the stron-

gest and best talent in America to

assist me in all sales, who are

gentlemen, and have made this

line of work a lifetime study, giving

the services of two of the best men

for the cost of one.

Main Office, 4607 Michigan Avenue, CHICAGO, ILLINOIS
LONG DISTANCE TELEPHONE, 2906 DREXEL 

Chas. E. Manor & Co.

CHAS. E. MANOR

America's Premier
Jewelry Auctioneers

Kansas City Missouri

Remember, it can't be done. No matter
how skillful one is as a salesman one can-
not sell as many goods at retail as can be sold

at auction. There is a something about an auction sale conducted properly that appeals to the buying

public. Our sales are always properly conducted and are dependable, as well as highly satisfactory to

both jeweler and public.

Right Now is a Good Time to have an Auction. Don't delay until perhaps

your competitor beats you to it.

We have just finished a sale for Crellin & Feller, 1003 Walnut Street, Kansas City, Mo., in which we 
sold their

entire stock and fixtures. This was a stock of high-grade jewelry and invoiced over $200,000. Write them as to

what they think of our methods. We have many more such sales to our credit. If interested write us for our Booklet

entitled, "Sale Suggestions." It is mailed to you free of cost. All communications treated strictly confidential. 
Address,

• 5th Floor, Boley Building • •• KANSAS CITY, MO.

H. A. HERSHFIELD

CHAS. E. MANOR & CO. • •

Ii
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EXTRA
Personal

Instruction
Write To-day

WINTER'S BOOSTER.

The Pioneer of all Schools
and only ONE Engraving
School in Chicago.

Winter School
of Engraving

In a Class by Itself
Acknowledged as the
best by all leading
Jew elers of the
Country.

Entry may be made at
any time. 3 Months'
Course, $60. We give
Students actual work
as.they advance.

We move to our Largcr Quarters March 1st

156 Wabash Avenue, CHICAGO
POWERS BUILDING

A MECHANIC ORy 
There is big money in expert
watch repairing. The demand

for good workmen is larger than the supply. (

l- 
Don't be a mere mechanic, a drudge at

i 
\

,..-
t 

„...-..,

your work. Be an expert watch ( ,,C))
•s=?-" repairer. We have helped more than r/;,'‘--1

600 young men to get an expert know- "l
ledge and training as watch repairers—

we can help you. It is easy by our
method. Our experience,DeSelmsPatented

Charts, text books, special methods and equipment giveour students unusual advantages, quick a n d sure ad-vancement. -We will give you Inure knowledge and training In a few
Inontim than you can possibly get In a store apprenticeship in as flikassA)many years. We will pu t you in a 1/Ofilt loll to select
1101V to be an expert watch repairer. Conte to our $20044%,  )". I0
your own Job and mune your own salary. liccide right

come to us we will come to you by mail In your own
home. Y0110111 employ your evenings or ally spare .-2IA 5 000 Al

school at your earliest eon Velllence or If you cannot

onployment A little time and money

III
now wits get you a larger salary later.

time learning without giving up your present

Write for our booklet telling you how we will make
"ent A WEEK 

i. e4e ill"(

a trained expert watch repairer of you. It iti FREE. (Ita,..-,, V

The DeSelms Watch School 
----Ai _ 

?IP Perry Street Attica, Indiana VXPERI: If
'Tv /

NEWARK BRUSH 
COMPANY

BRUSHES
253 MULBERRY 

STREET NEWARK, N. J.

Polishing Set Complete, 
$2.00, Prepaid

COTTON, BRISTLE 
AND FELT 

WATCH CASE 
BUFFS

FELT AND 
COTTON RING 

BUFFS

BRISTLE WASH 
AND END 

BRUSHES

FELT AND 
COTTON BUFFS

BRISTLE 
POLISHING BRUSHES

SATISWACTION 
GUARANTEED OR 

itioNRY 
REFUNDED

tv"..

ELK TEETH
JUST AS THEY COME FROM
THE INDIAN AND HUNTER
ALL SIZES, white and colored tips.
Any number wanted. On selection to
manufacturers. Come to the right
source for supplies.

Mt. Lion, Lynx and Eagle Claws
for Emblem Work

DIMENSION, CABOCHON GEMS FOR RINGS, SCARF PINS, ETC.
Every sort of fine Gem Minerals in the rough for Gem Cutters.

ALL STRICTLY WHOLESALE PRICES

Largest Dealer in Elk Teeth in the World. Importer of Gem Goods
Price-list free L. W. STILWELL, Deadwood, So. Dak.

-,■•■■ 

LEARN 'ENGRAVING
FOR FIVE DOLLARS

A complete course of lessons by an expert engraver, a
set of engraver's tools and practice material, and a book
of monograms, alphabets and Text Book for $5.00
One book of "1,220 Monograms and Alphabets," $1.00
Our "Text Book of Instruction in Engraving," $1.00

American School of LErigravirig
45 Maiden Larne NEW YORK, N. Y.

se..rld Purr Circular salad Full Partis...-ulars

ONE PULL (THUMB DOES 2 THINGS

" A unique vise ; very
useful i ii our Repair
Dept —instantly ad-
justed."

—Waltham Watch Co.

1. Adjusts jaws instantly to any size work.
2. Tightens jaws any hold desired—from a

delicate pressure to a bull-dog grip.

_
Only one hand needed to work it

" Have tested it thor-
oughly and it is the
best pinvise I have ever
seen."
—W. W. Dudley, Supt.,

Hamilton Watch Co.

." Its facility and rigid-
ity make it by all odds
the best."

—South Bend Watch Co.
By Chas. T. Higginbotham,

Con. Supt.

QUICKTIGHT PINVISE
It will Pay you to throw away your old pinvise and buy one of these.

Price, $1.50 (because it's worth it). Sent postpaid anywhere.

BUY IT OF YOUR DEALER

EZRA F. BOWMAN'S SONS (Sole M'Pr's) Lancaster, Pa.

WATCH REPAIRING
JEWELRY WORK -
ENGRAVING - - - for jewelers and

Ordinary and complicated R. R. inspection work. Some customers send us ALL their work.
Repairing, stone setting, making special pieces of extra fine jewelry to order, gold plating and coloring.

manufacturers, single jobs, small or large lots.

Solid for our
Trade Price-Llst EZRA F. BOWMAN'S SONS Established

Thirty- one
/ Years in Lancaster, Pa.

DIAMONDS arid PRECIOUS STONES

BOUGHT AND SOLD
FOR SPOT CASH

Appraisements made for estates or individuals

J. J. C01-1EN
loll Chestnut Street, PHILADELPHIA, PA.

Established 1891
Write for furthei-;-nformation

FRED A. HASKELL Letter, Jewelry & SouvenirENGRAVER

206 Weybosset St., Providence, R. I. •

;-isek
1.■‘.. • °

la-.1.2igliatiis —
1 

ENGRAVED SOUVENIR SPOONS

1' 411 Spoons Send us   and we will Engrave
Buildings, $3.50 doz. Names, $1.20 doz. STONE SETTING

OUR SCHOOL IS THE SCHOOL FOR YOU
CANADIAN HOROLOGICAL INSTITUTE
S. W. Cor. Church and Wellesley Sts., TORONTO, ONT.

 H. R. PLATTNER, Director  

"COMFORT" Resilient Mainsprings
For all makes and sizes of American Watches

Price, $1.25 per Dozen

LINDNER & CO., Cincinnati, Ohio

THE PL.,ATH SCI100L, OF ENGRAVING
A practical course of instructions—simple, thorough, and progressive. Our
system is excellent, no better to be had, the only school of its kind in the

South. We teach you in a short time. Write for Booklet.

H. J. PLATFI, Instructor, 1314; Main Street, DALLAS, TEXAS

WANTED Ambitious Young Men, Watchmakers, Jewelers
and Opticians to learn jewelry engraving

Our method of teaching this pleasant
and remunerative profession by cor-
respondence is original, concise and
practical.
Consists of thirty individual lessons
— more if necessary, without extra
charge—and requires only four

months to complete, practicing during
your spare moments.
Costs but $20.00 (including tools) and
we allow you to pay at the rate of
$1.00 every alternate lesson.

If you are skeptical regarding our
ability to thoroughly teach you by
correspondence, give us fl chance and
we will prove it.

Write To-day for More Particulars

THE COLLETT SCHOOL OF ENGRAVING, 41 and 43 Maiden Lane, NEW YORK

Matters of

TOWER anz STREET CLOCKS
For particulars, write us, mentioning

TitE KEYsToNR

E. HOWARD CLOCK CO.
Est'd 1842 BOSTON. MASS., U.S.A

KLEIN°BROS
LAPIDARY° CO

CU
TT
ER
S  IIMPORTERS 

72
E. MADISON
STREET

CHICAGO
ILLINOIS

P

DALLAS, TEXAS
Expert Watch Repairing for theTrade

Competent workmen under my
personal supervision

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty

Wheels, Pinions and Parts
For Complicated Watches, Clocks, Chro-
nometers, etc., of every size and descrip-
tion , made and finished to order.

FINE REPAIRING and ALTERATIONS
Winding and Setting Material

E. H. MATTHEY, 
83 NASSAU STREET

NEW YORK

ENAMEL
Opaque and Transparent En :inlet of every

variety constantly oil hand and made to miler.
Also a full line of Enamelers' Silpiilies, NItillles,
Stones, me. Any goods proving unsatisfactory
cheerfully exchanged.

CARPENTER Cc WOOD, Manufacturers

14 Calender St., Providence, R. I.

HORACE J. SMITH
WATCH REPAIRING

FOR THE TRADE

313 Flynn Bldg., Des Moines, Iowa

The Massachusetts School of Optometry
Klein School of Optics

Former Incorporated and Registered with
the New York State Board of Education

Practical course in Theoretical and
Practical Optics and Optometry. Prac-
tical knowledge is an essential attribute
I )r success. You get it here.
ataloguesand particularson application.

The Massachusetts School of Optometry
185 Summer Street BOSTON, M&°'

SPECIAL LOW PRICES

)
TRIUMPH AmEwAttir----

MAIN4SPRINGS
ORDER ONE GROSS TO-DAY °KEYS 900

SINGLE DOZ Lei 85 Crs,Pso DO2

1411VERBECK MANUFACTURER i 0-Il
IMPORTER MAIDEN LANE N.Y.

EXPERT
Watch Case Repairing

and

Watch Case Manufacturing

Gold and
Silver
Plating,
Satin
Finishing,
Engraving
and
Engine-
Turning

Old English
and
Swiss Cases
changed to tit
American
Stem-Wind
Movements
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Watchmakers for the Trade
ENGRAVING AND
JEWELRY REPAIRING

SUDHEIMER & McCOOLE
404-5-6 Holland Bldg., ST. LOUIS, MO.

Prompt and efficient service Write for shipping stickers
M. S. BOWER. Mgr.

Learn Watchmaking
Watchmaking pays and you
eon earn while you learn.
Write for FREE BOOK,
"how to be a Watchmaker."
Postal brings It.

STONE'S SCHOOL OF WATCHMAKING
901 Globe Building, ST. PAUL, MIN&

SELLS LIKE MOT CAKES
(ORDER TO-PAY)

AN EXTRAORDINARY SELLER!
A SPECIAL PRICE!

GOLD PLATED SAFETY PINS
$I5.23pERGRossa.„----
 0)NET CA SH

MTAVERBECK"NrolAr 10-12 MAIDEN LAIIEN.Y

A QUICK JOB,

A FACTORY
FINISH AND
A PLEASED
CUSTOMER

ARE ALL YOURS
IF YOU USE
SANGER'S

• EMERY RING
BUFFS

We Light Your Store
"I or I lome—f remedial) to garret—

with 100 to 700 Candle-Power
brilliancy—at less than cost of
kerosene( a n d ten times the light )
—giving y■a■Gas at 15c per 1,000 feet
(instead of SI to $2, which Gas
Companies charge With the
"Handy," Gasoline Lighting Sys-
tem or 'Triumph" Inverted In-
dividual Light you get the bin.t

known substitute for daylight
(and al 111051 :LS ch('ap), .11 read
or work in any part of room- -
light ready at a finger touch -
don't have to move these Lights
—the light comes to you. Write

 ■f• for Cat:110010 Mid Circulars

(sent FREE).

BRILLIANT GAS LAMP CO.
42 KS State Street CHICAGO

Special Cases made to order in Gold and Silver
for English, Swiss and American Movements

OLD CASES MADE NEW

F. H. JACOBSON CO.
209 State Street Chicago

Send for Our New Pricc- List

CROUCH & FITZGERALD

Jewelry Sample Trunks and Cases
Extra Deep Trunks and Cases Always In Stock

In Broadway . 154 Fifth Avenue
Bet. Cortlandt A Dey its. Corner 20th Street

723 Sixth Avenue
Between 41st and 42,1 streets

NEW YORK

When writing to advertisers, kindly Mention
The Keystone



You Are Wasting Time When You Serve an Apprenticeship
We have had many jewelers tell us that they consider over two-thirds oftheir apprenticeship's time to have been wasted. Are you doing the samet-Better stop it. We can teach you more about practical WATCHMAKING,ENGRAVING and OPTICS in one year than you can learn in the averagejewelry store in five years. To you this may hardly seem possible, but it isa fact. We have been doing it for over sixteen years. Let us make a prac-tical workman of you, and after you have finished your course we have agood position waiting for you. Send to-day for our prospectus which willgive you full information. JSee ad. on page 676, this issue.
THE PHILADELPHIA COLLEGE OF HOROLOGY
F. W. SCHULER, Principal Broad and Someraet Sta., PHILADELPHIA, PA.

INDISPENSABLE TO THE RETAIL JEWELER
An assort ment of Wells' Perfect
Self-Conforming Ring Adjusters.
Ask your jobber for them, or!
will he u d prepaid at once only
on receipt of price) sizes as
assorted in each unbroken
dozen at the following prices:
1 doz. 10 K. gold, $3.75; I doz. gold
tilled, $2.00; I doz. metal, BSc.

Samples of one small and one nieditim-large gold
filled and one metal adjuster will be sent for
50c., stamps or M. 0. Address

CHESTER WELLS, Meshoppen, Pa.

St

CATCHY
ENGRAVING

, in SPOON BOWLS at
Popular Prices

LET US fisTMEE
Artistic Monogram and Lettsr

Engraving. Gilding.
Send for price-list.

UL.11.,STROM elk CO.
Ashland Nebraska

MINIATURE PORTRAITS
Enameled On

WATCH DIALS
CAPS and LIDS

Plain and
Colored

Can be made from
any photograph

or print
A beautiful illustrated sample card arid price.

list sent upon request

CARMAN ART CO.
79 Dearborn Street CHICAGO, ILL.

Successors to G. F.WADSWORTH
Watch Case
Manufacturers
and Repairers

Everything in
the line of
Watch Case
Repairing

Gold and
Silver Plating
Satin Finish
Engraving
and Engine-

Turning
Changing Old

English and Swiss
Cases to take
American S. W.
Movements
My Specialty

Old Cases
Made New

Silversmiths'
Building
131-137
Wabash Ave.
CHICAGO

Diamonds Tourmalines
Sapphires Peridots
White Sapphires Aquamarines
Pearls and Reconstructed Rubies
A big selection always on hand. Selection
packages sent out on approval to responsible
parties.

HENRY G. MORRIS
Jewelers' Building, 373 Washington St.

Room 73 BOSTON, MASS.

HAVE YOU SEEN?
AVERBECK'S NEW CATALOG
IF YOU ARE A RETAIL JEWELER AND
WANTSELLERS SEND FOR IT-

GOODS OF THE UNCOMMON SORT

MJAYERBECKII:F ,̀1`ATETRIO'IZMAIDINIANENY

Enamels for
Jewelry

We carry a complete line of the
highest grade of imported and domes-
tic enamels which are adapted to all
kinds of jewelry work.

We can furnish opaque and trans-
parent colors for gold, silver and cop-
per. We will gladly exchange at any
time goods which are not satisfactory.

The Chas. M. Robbins Co.
Manufacturing Jewelers Attleboro, Mass.

Watch Case Manu-
facturing and Repairing

Old English and Swiss cases
changed to take American stem-
wind movements. Hunting cases
changed to open face. 0.d cases
restored to look like new. New
backs and caps made when too thin
to remove engraving. Raised shields
to cover monograms on filled cases.
Name off and replate filled caps.
Roman and Satin finishing.

Art Watch Case Co.
CHAMPLAIN BUILDING

126 State Street, CHICAGO

I BUY JEWELRY STOCKS
'raison pays liberal cash prices for Diamonds, Watches and Jewelry.Send stocks no matter how large or small and get immediate returns. Goods will bereturned if offer is not satisfactory. National Hank references given if desired.
M. !RALSON, Masonic Temple, Chicago, Ill.

Small Advertisements
No advertisement inserted for less

than 25 cents.
Under heading "Situations Wanted,"ONE CENT per word for first twenty-five words. Additional words and ad-

vertisements, THREE CENTS per word.
Under all headings except "Situations

Wanted," THREE CENTS per word.. Name, address, initials and abbrevia-
tions count as words, and are chargedfor as part of the advertisement.
To insure insertion, remittance mustaccompany all orders for advertise-ments and copy must reach us not laterthan the 25th of each month, for Inser-tion in the following moat Ii',, Issue.
Send bank cheek or draft, or postalor express money order for $1.00 and

over, or postage stamps for smaller
amounts.
If answers are to be forwarded

TEN CENTS in postage stamps nmst
be enclosed.
The real name and address of every

advertiser must accompany the copy ofthe advertisement.
Advertisers who are not subscribers

must send 15 cents (special issues 25
cents) if they desire a copy of the paperin which their advertisement appears.
Address,
THE KEYSTONE PUBLISHING Co.

809-811-813 N. 19th Street, Philadelphia, Pa.

SITUATIONS WANTED
Under this heading, ONE CENT Per word,

for first twenty-five words. Additional wordsand advertisements, 'mime CENTS per word.
No advertisement inserted for less than 05
cents.

POSITION by June 1st in West, Kansas
preferred; young man, single, watch-

maker, jeweler and engraver; good all-
around workman; refs. furnished. W. H.
Carter, too6 Calhoun Street, Ft. Wayne,
Ind.

WANTED-Position by young married
man of sterling ability and character;

best of refs.; just learning engraving;
salary not so much of an item as good
treatment and an employer who makes his
word good; fine on clocks and jewelry;
West of Mississippi preferred; all letters
answered. "H 336," care Keystene.

BY watchmaker-jeweler, 22 years' exp.;
best of refs. Address G. F. Rawlings,

Bloomsburg, Pa.

WANTED-A position as assistant watch-
maker, good engraver; can do ordinary

jewelry repairing. "P 334," care Key-
stone.

GOOD watchmaker and engraver by May
1st, desires steady position; ref. from

former employer as to ability and honesty;
can wait on trade if necessary. M. Chame-
lin, 3129 North Broad Street, Phila., Pa.

PRACTICAL watchmaker and plain en-
graver, 12 years' exp.; salesman, good

all-around store man, reliable; best of
refs.; Iowa or Minnesota preferred. "B
333," care Keystone.

WANTED-Position as traveling salesman
for Texas territory; a good line of

jewelry by reputable house. W. E Wil-son, Washington Street, Navasota, Texas.

WATCHMAKER, three years' exp. and
one year in store; can furnish ref. fromformer employer. Address C. M. Ammer-man, Plymouth, Nebr.

WANTED-Permanent position as watch-
maker and engraver; 6 years' exp.; rail-

road and high-grade watches; wages $20a week; East preferred. "W 328," careKeystone.

WANTED-By experienced diamond man,
position; inside preferred; ability for

buying, assorting and selling the very best;
highest of recommendations can be given;none but first-class, large houses consid-ered. Address "B 309," care Keystone.

WATCHMAKER, expert on all kinds
Swiss and American watches and clocks.Good jeweler; good refs. M. Eschner, 625Cross St., Phila.

YOUNG man, 22, seven years' exp., wantsa steady position at once; watch, clockand some jewelry repairing; engraver, sales-man. "S 357," care Keystone.

WANTED-Position by young man, Tine
education, good habits, as watchmakerand plain engraver; good salesman, andbest of refs. "D 314," care Keystone.

At WATCHMAKER, plain engraver; can
assist in optics, wishes to change loca-tion; present position with railroad in-

spector as head watchmaker and manager;
prefer position with railroad inspector; 27
years old, married; first-class ref. "N
nip," care Keystone.

SITUATIONS WANTED

FIRST-CLASS watchmaker; do all clockand jewelry repairing; best refs.; salary
535 Northwest or British Columbia. OtisH. Wilson, 1816 Eleventh Avenue, West
Seattle, Wash.

YOUNG man, 22, wishes position as as-
sistant watchmaker, clock and jewelry re-pairer; best of refs., 4 years' exp.; now inCalifornia. "D 364," care Keystone.

THOROUGH, competent repairing watch-
maker, great experience on all watches;

railroad inspection complications and es-
capement ,s• good, rapid work; all refs., $30week. "M 365," care Keystone.

WATCHMAKER, jeweler and optician;
window trimmer and a good salesman;has An refs. and 8 years' exp.; young, un-married. F. F. Longman, Wellington,

Kans.

FIRST-CLASS watchmaker, Swedish na-
tionality, with no years' store exp. inSweden and 6 years' in different watch fac-tories in this country; thoroughly compe-tent on complicated watch work; expert onhigh-grade position adjusting on railroad

watches; would like position with a first-class house; prefer Pacific State; gentlemanof good appearance, age 29; $35, best ofrefs. "Z 330," care Keystone.

WATCH REPAIRER, first class, experi-
enced and reliable, with reference, willbe open far position April isth. AddressL. V. Hanes, 922 Olive St., Scranton, Pa.

SALESMAN, retail or wholesale, or man-
ager will come on trial; do not drink."T 192," care Keystone.

BY Ai optometrist, watchmaker, show card
writer and window trimmer; fair en-graver; price $32. "M 237," care Keystone.

WANTED-Position jewelry store; gradu-
ate watch department Peoria (Ill.) Tech-nical School. K. W. Broughten, Marys-ville, Kansas.

MANAGER of optical and jewelry depart-
ments; Au, fine refs., 20 years' exp.;salary $33. "M 236," care Keystone.

BY graduate watchmaker, optometrist,
plain engraver; good habits; will workfor $15 per month, with chance for ad-vancement; have tools; age 22 years. Mil-ton Rublin, Marinette, Wis.

WANTED-Position, Ai watchmaker,
graduate optician, plain engraver, clockand jewelry repairer; northern Illinois orsouthern Wisconsin preferred. Address"K 340," care Keystone.

YOUNG man, 22 years old, wishes position
as salesman; wholesale trade preferred,but would consider a good proposition inthe retail jewelry business; have had 2 years'exp_ and am a first-class man; can furnishAz refs.; at present employed but can berelieved on short notice. Edward J. Davis,Albany, Ga.

YOUNG man, age 24, wants position with
good workman; one year at Bradley Poly-technic Institute, eight months at thebench; can do all ordinary watch work andjewelry repairing, clock work and plainengraving; good salesman, neat appearance,well educated, no bad habits; own tools.George H. Musser, Box 221, Primghar,Iowa.

WATCHMAKER wants situation, 2 years'exp. at home and in school; own tools;do watch and clock repairing; wages rea-sonable. R. L. Peck, Wellington, Kans.

PLATER, first-class, desires position with
reputable house; can mix own solutionsand handle all kinds of work ,• state particu-lars in first letter. A. L. Ackerman, 357West Market Street, York, Pa.

YOUNG man wishes permanent position in
Northeast or New 'York State; 8 years'exp. in jobbing jewelry; stone-setter, goodengraver and window trimmer; also canassist in clock repairing; $so per week."A 356," care Keystone.

YOUNG man, 21, desires position to finish
trade under competent workman; good

engraver and plain watchmaker; two yearsstore exp.; no bad habits, best refs. • "B
357," are Keystone.

OPTICIAN, salesman or manager; corn-
petent business man, 25 years exp. as

jeweler, refractionist an a manufacturing
optician; best of habits and ref. Write
"Hughes" care Normal Light Lens Com-
pany, Topeka, Kans.

FIRST-CLASS watchmaker, TO years' exp.•,
fair engraver and jeweler; all-aroundman; German, three years in this country;speaks English; have own tools; can givebest ref.; position wanted South or South-west; salary $2o per week. FerdinandPetri, Columbia, Tenn.

SITUATIONS WANTED

WATCHMAKER, engraver and salesman,
wishes position with good house; age 29,

14 years' exp.; neat appearance and O. K.
habits. "G 353," care Keystone.

POSITION wanted as engraver and sales-
woman; prefer Illinois but will go to

other States; 5 years' exp. Address "A. C.
21," 1201 Heyworth Bdg., Chicago.

WATCHMAKER, in years' exp., open for
position about May xst; prefer in the

locality of Denver or Salt Lake City.
D. Van Wart, Calexico, Cal.

POSITION by watch repair jeweler, 16
years' exp. C. C. Burgess, Bloomfield,

Iowa.

OPTOMETRIST and watchmaker wants to
make a change; does all bench work, edge

grinding, etc., refracting, and knows the
jewelry business. "W 348," care Keystone.

YOUNG man, 6 years' exp., wants posi-
tion as watchmaker, clock and Jewelry

repairer; best of ref. "G 347, care
Keystone.

POSITION by licensed chauffeur; refs.
furnished. "C 346," care Keystone.

WATCHMAKER wants position; single, of
good habits; 4 years' e.cp., good refs.;

in north central States. M. G. Johnson,
2526 Third Ave. South, Minneapolis, Minn.

WATCHMAKER open for engagement
May xst; first-class man on railroad and

high-grade work. T. J. Coiling, Jonesboro,
Ark.; care T. J. Ellis & Co.

WATCHMAKER, first-class, desires po-
sition; capable of handling high-grade

work; salary $25; good salesman; prefer
Middle West. "I-I 370," care Keystone.

YOUNG lady wishes steady position as en-
graver and assistant watchmaker; 5 years'

exp. in jewelry business. Miss Sophia
Matzen, Cass City, Mich.

GOOD all-around engraver, watchmaker
and jeweler, age 2o; good ref.; desire a

position under a skilled workman; salary
$a8 week. Charles Foley, Elsberry, Mo.

AS assistant watchmaker; can do jewelry
repairs, engraving and wait on trade;

young and no bad habits. Theron Ober-
meyer, 820 St. James, Peoria, Ill.

SINGLE man, with as years' exp. in
manufacturing jewelry business in Nor-

way, Denmark and Germany, desires posi-
tion; begin with small salary. Erik Engh,
Dallas, Wis.

FIRST-CLASS and reliable watchmaker, en-
graver and jewelry repairer desires per-

manent position at once; long exp. on rail-
road and complicated watch work; expert
engraver; do everything in jewery repair-
ing and stone-setting; 14 years' exp., age
33, single, American; have all tools; cor-
rect habits, highest refs. "K 341," care
Keystone.

WATCHMAKER, young, experienced on
American and Swiss work; can get out

fair quantity and do it right; would start
at moderate wages; has good references as
to ability and character; can come about
April isth. H. E. B., care Box 554, Lan-
caster, Pa.

WATCHMAKER, competent, fair engraver,
first-class refractionist, frame fitter and

adjuster, registered in Idaho, wants posi-
tion after May 2oth in Idaho or Washing-
ton; references. "C 369," care Keystone.

BY young man, 22 years, good engraver,
second watchmaker, clock, and can do

good hard-solder jobs; four years of store
exp.; good ref., have tools; all correspond-
ence answered; wages $16. "S 319," care
Keystone.

MAN, 28 years old, single; so years' exp.,
all tools, best refs. from present and

previous employers; want position April
nit; South Dakota preferred. "Box 52,"
Cresco, Iowa.

FIRST-CLASS watchmaker, jeweler and
good engraver; steady, industrious; no

bad habits; steady situation only. Conrad
Kohler, Brant House, Altoona, Fa.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER WORD

FOR Florida-Watchmaker and engraver
wanted; high-grade railroad work; send

ref. Henry McLaulin, Sanford, Fla.

WANTED-Good stone-setter; permanent
position. Address Meyer Jewelry Com-

pany, Kansas City, Mo.

YOUNG man for watch and clock work;
one who can engrave preferred; salary

$15; state ability and exp. H. E. Hemen-
way, Granville, N. Y.

HELP WANTED

CHASER, ornamental engraver and de-
signer. Kirchner & Reauch, Mfg. Jewel-

ers, Minneapolis, Minn.

WANTED-Watchmaker and engraver,
steady job; state age and exp., also price.

G. N. Moore, Marion, Ill.

FIRST-CLASS watchmaker, jeweler and
all-around man as seaond man; engraver

preferred; state salary, exp, refs. and full
particulars in first letter. Permanent posi-
tion to suitable man. C. W. SeLegue,
watch inspector, Logansport, Ind.

A WELL-ESTABLISHED material house
is looking for a good material man inside

or traveling salesman to take a share in
the business. Amount of cash needed no
object; ability is what we want. Only those
who mean business need apply. "J 362,"
care Keystone.

WANTED-First-class watchmaker, en-
graver and optician; good salary and

permanent position to a thorough, compe-
tent man, with no bad habits; ref. and
samples of engraving must accompany ap-
plication. Address J. S. James, Seventh
and Main Streets, Richmond, Va.

FIRST-CLASS watchmaker and engraver
wanted at once; good wages, permanent

position to. right man; only first-class work-
men need apply. "N 326," care Keystone.

EXPERIENCED all-around workman;
salary good, position permanent; sample

engraving and refs. with application. Cres-
cent Jewelry Co., Helena, Ask.

FIRST-CLASS engraver, jeweler and sec-
ond watchmaker; permanent. J. E.

Lewis, Jeweler, Little "Falls, N. Y.

WANTED-First-class watchmaker; one
who can engrave preferred; must be a

good watchmaker and have Ai refs.; no
other need answer; salary $25 per week;
clean place to work in and good light; no
tobacco fiend, drinker or yarn spinner.
P. C. Doehring, 5007 Congress Avenue,
Houston, Tex.

YOUNG man, good engraver, who can do
some jewelry repairing and clock work;

salary $ao to $15 per week. P. E Doehr-
ing, 1007 Congress Avenue, Houston, Tex.

BRIGHT young man that has had some ex-
perience at watch work and general

experience around store; good chance to
finish trade and steady job. "H 241," care
Keystone.

WANTED-First-class jeweler and diamond
setter on platinum and gold work; also

jewelry repairers. Kennedy & Co., 312 and
314 North Sixth, St. Louis.

WANTED-Engravers with experience in
manufacturing jewelry shop. Kennedy &

Co., 312 and 314 North Sixth, St. Louis.

FIRST-CLASS traveling salesman with
ref., having trade in middle States sur-

rounding Cincinnati. Apply Whitehouse
Bros., Mfg. Jewelers, 417 Vine Street,
Cincinnati, Ohio.

WANTED, experienced watchmaker and
engraver; state age, salary and experi-

ence. Answer to M. Bonn Co., 713 Penn
Avenue, Pittsburg, Pa. 

WANTED, at once, first-class watchmaker,
engraver and optician; young man pre-

ferred; splendid opportunity for right man;
position permanent. Apply to M. J. Aver-
beck, 12 Maiden Lane, or direct to Apsey
& Co., Greensboro, Ala.

WANTED, thorough watchmaker of long
experience who can engrave in store

where ability is appreciated; good salary;
state age, experience, salary, sample en-
graving first letter. "B 368," care Key-
stone.

WANTED-Lens grinder and an all-around
shop man. We wholesale only. Perma-

nent position and good thing for right man.
Gray Optical Co., Lincoln, Nebr.

WATCHMAKER and engraver by May or
June ist, of neat appearance, who can

help wait on the trade; fine healthy town
of azonoo population; good salary to right
man and permanent position; send refs.
and photo. R. F. & E. W. Paddison, Al-
bany, Ga.

AGENTS-Ladies and gentlemen, exclu-
sive territory to sell a great invention to

clean silver and gold instantaneously; live
wires can make $to a day' write for sample.
The F. H. Seibert Co., Columbus, Ohio.

WATCHMAKER and engraver wanted;
must be first-class workman and have

at least $2000 to invest in old-established
jewelry business; permanent position, with
great opportunity to right man to work
into good business; send refs. and state
salary wanted in first letter. "I 354," care
Keystone.

HELP WANTED

FIRST-CLASS watchmaker, jeweler and
engraver; competent to take charge of

repair department; position pays $25 per
week; send sample of engraving and ref.
in first letter. Palace Jewelry Store, 5o5
Garrison Avenue, Fort Smith, Ark.

WANTED-Experienced jewelry repairer;
also jeweler and engraver; state wages,

exp. and give refs. I. A. Deisher, Reading,
Pa.

WORKMAN, thorough in clock and jewelry
repairing only; must be sober and of

good habits; refs.; steady position for right
man; state salary in first letter. Mt. Ver-
non Jewelry Co., Mt. Vernon, Ill.

WANTED, at once, high-grade efficient and
rapid watchmaker who can repair and

adjust railroad watches to run within 30
seconds per week; state salary, references
and all information in first letter. T. J.
Ellis & Co., Jonesboro, Ark.

WELL-Kis OWN wholesale jewelry house
(no watches) want live, hustling sales-

man for Middle and Northwest; single man
preferred; state full particulars; from now
or June 1st. "Y 351,-" care Keystone.

WANT salesman for Texas by western
jewelry, watch and diamond house; must

be clean-cut, hustling man who knows
Texas trade; make headquarters at Dallas;
give refs., age, experience, religion and
any other information in first letter;
strictly confidential. "A. C. 4," 1201 Hey-
worth Building, Chicago.

WANTED-Good watchmaker, engraver
and optician for Alaska; $200 a month;

none but first-class man need apply. "NI
308," care Keystone.

A GOOD engraver who has had sonic
exp. in watch and jewelry repairing; a

good opportunity to complete the trade
thoroughly. "S 322," care Keystone.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

PARTNER Wanted-A man of integrity
and ability who is a watchmaker or op-

tometrist; the business is in a good loca-
tion, no competition; over 20,000 people
are employed in this town; good oppor-
tunity offered for one who meets require-
ments; $4000 capital required for equal
partnership. "Y 324," care Keystone.

WANTED-Jeweler agents for engraved
wedding invitations, announcements, vis-

iting and business cards, embossed business,
society, fraternity and sorority stationery;
complete sample outfit with full instructions
free to those who mean business; best qual-
ity of work, prompt service, reasonable
prices and liberal commission. Stafford
Engraving Co., Indianapolis, Ind.

WANTED-Electric street clock and en-
graving machine. M. G. Wilkinson, Fort

Dodge, Iowa.

WANTED to buy half interest in jewelry
store or will buy small store; northern

Illinois or southern Wisconsin preferred.
Address "K 339," care Keystone.

JEWELRY store wanted, must be well-
established in good location; a cash deal;

ref., First National Bank. Write J. E.
Micks Co., Elkhart, Ind.

WANTED-Old watches, any make Ameri-
can movements in any condition; cash.

Broadbent, 4 South Forty-second Street,
Philadelphia, Pa.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

JEWELRY and optical store, good busi-
ness, carrying the following lines:

jewelry, optical, stationery, music, Spald-
ing sporting goods, etc.; a big repairing
business; several exclusive lines; can be
purchased for from $z000 to $3000; one
of the best business locations in New York
State. For full particulars write "H 335,"
care Keystone.

NORTHERN Indiana, an old-established
corner jewelry store, together with mod-

ern house, electric lighting, hot water heat,
bath, etc. Business established twenty-five
years, paying net Woo a year above all
expenses. 1.1 farming community; satis-
factory terms. Address "Indiana," care
Norris, Alister & Co., Heyworth Building,
Chicago, Ill.

FOR SALE-Retiring from business; $soo
large Seth Thomas street clock for $250;

$5o diamond scales, very accurate, for $25;
$oo Julius King optician's trial case, fine
condition, for $35. N. S. Brann, 231
Eighth Avenue, New York.
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Stores, Stocks and Businesses

CHRONOMETER watch and nautical busi-
ness in New 1frork City; grand oppor-

tunity for young man; ill health. "M 366,"
care Keystone.

ONLY jewelry store in town of 705 in-
habitants; $2000 stock, can reduce to

$600; no opposition; failing health reason
for selling; plenty work. W. L. Mahan,
Beverly, Ohio.

ONLY jewelry store in town of over 'zoo;
new stock; $l000 stock and fixtures, or

$350 for fixtures- good reasons. Address
Lock Box 462, Marysville, Wash.

ABOUT $25oo buys good paying jewelry
business in best northern Illinois manu-

facturing town of 20,000; big railroad
center; snap for good watchmaker; reason,
ill health. "H 331," care Keystone.

JEWELRY and loan business in best town
in Texas and best stand in the town;

business well established and making big
money; reason for selling, want to retire;
unless you mean business don't apply;
population of city noo,000, and the business
is growing fast. "C 315," care Keystone.

A SUBSTANTIAL block of stock in the
J. F. Sturdy's Sons Company, of Attle-

boro Falls, Mass. For price and particu-
lars apply to Frank M. Forbush, 53 State
Street, Room 901-2, Boston, Mass.

JEWELRY Store For Sale-In thriving
Illinois city of nearly 20,000, with good

growing business; elegant mahogany fix-
tures, best location, absolutely clear title;
all or any part of the stock; complete in-
formation to legitimate inquirers. Address
"G. J. K," 212 Dearborn Street, Room 700,
Chicago, Ill.

WELL established and good paying jewelry
business in best Colorado town of 8000;

invoice $3000; good store room; prioe
right. "0 327," care Keystone.

$11,000 MADE in seven years; going to
larger city; no competition; factories

turn out zoo° carloads finished products
every month; stock at invoice about $6000,
building $3000; 35 miles from Indianap-
olis; booming new town of 2600; rich
farmers, finest roads in world; want a
western city. "D 323," care Keystone.

PAYING jewelry business in growing town;
invoice $3000; want to retire. Box 277,

Monrovia, Cal.

JEWELRY stock and fixtures, strictly up-
to-date; will sell fixtures with any amount

of stock wanted. Quick! Address Box 296,
Rocky Ford, Colorado.

PAYING jewelry store; stock and fixtures
invoice about $4000; will sell fixtures, cut

glass, silverware and clocks only about
$15oo; repair work pays all expenses; only
watchmaker in town; population moo; will
sell store building also. E. Thornberg,
Park River, N. Dale.

$1800 WILL BUY an up-to-date, old-estab-
lished jewelry store and optical business;

all hardwood fixtures, plate-glass cases,
marble floor and low rent; best location in
the town; located in a manufacturing town
in Pennsylvania, population s000; three
railroads; fine farming country; only one
other jeweler in town; eleven miles to
nearest town; fine location for young man,
especially in optics. Terms easy, only part
cash. Good reason for selling. J. M. S.,
354-5 Burd Building, Philadelphia, Pa.

STOCK and fixtures at invoice-$2150-in
three-year-old modern Idaho town of

1600; cement walks, electric lights and city
water; monthly payroll $8o 000; nearest
competitor 25 miles; best of reasons for
selling; terms cash. Address Idaho Jewel-
er, 307 Hyde Block, Spokane, Wash.

JEWELRY store, $1200. Harrow, 246
Meridian Street, East Boston, Mass.

MUST sell at once, jewelry business; old
established stand of 35 years. It has

started several jewelers on the road to
wealth; guarantee the repair work of
watches, clocks and jewelry will average
over $3000 a year; sales good; location fine,
rent $40 per month, including living quar-
ters; invoice of stock and fixtures $5000;
best of reasons for selling. Address "Box
no," City Post-office, Washington, D. C.

JEWELRY and optical business in a
Hamilton County (Ohio) town of z000;

one competitor, up-to-date stock and fix-
tures; will take between $2700 and $3000;
can reduce if necessary; all the repairing
one man can do; December business $1200;
must sell before May 1st; corner location,
rent cheap; don't miss this if looking for
a good business. "I 332," care Keystone.

(Continued on page 6g4)
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GOOD paying jewelry and optical business
for sale in Nebraska; county seat, town

2500 population; good farming country;
stock and fixtures invoice about $5000; all
clean and up-to-date; good reason for sell-
ing; cash only. "S 325," care Keystone.

SPLENDID watch and jewelry repair busi-
ness in fast-growing town of moo popu-

lation in Arizona; no competition; shop
consists of fine roll-top bench, large regu-
lator, watch sign, watch repair case and
complete set of watchmakers' tools all in
fine shape; also five months' rent free; all
for $300; this is a snap. "N 361," care
Keystone.

JEWELRY and optical business with
good paying side lines in middle Wiscon-

sin; thickly settled farming country; county
seat, no large towns near; town of 1200;
yearly sales $15,000; no opposition to
speak of; store keeps two men and two
ladies busy; stock about $6000; poor health
of family; a speedy change of climate has
been ordered by physicians. "W 360,"
care Keystone.

GOOD opening for young man in town of
850; good run of repair work; liberal

discount for cash if taken at once;. write
for full particulars. H. C. Hart, Plainfield,
Wis.

PAYING jewelry store in good part of
Pittsburg, Pa.; stock $8000; repair trade

$150 per month; could do more; buyer can
convince himself by staying with me a
month; will give reason for selling to
buyer. "S 244," care Keystone.

PRETTIEST western city, healthiest
climate, prosperous jewelry store, located

advantageously with living apartments;
stock, fixtures, furniture, $12,000; without
stock, $2000. Address "R 838," care Key-
stone.

ONLY JEWELRY and optical store in
lively town of moo; a fine resort town;

rent $12 per month; all repairing one man
can handle; two railroads; stock and fix-
tures invoice $3200; will sell for $2500
cash. A chance to make money for hustler.
Don't write unless you mean business and
have the cash. Poor health and eyes fail-
ing reason for selling. A. P. Kniebes,
Coloma, Mich.

CLEARED $r000 over all store and living
expenses in December, /91o; this store

40 miles west of Philadelphia, can be pur-
chased for $8000 to $i 0,00o; the proprietor
is willing to be qualified that the above
statement is correct. "C 221," care Key-
stone.

JEWELRY and optical store in Chicago;
established 8 years; good chance for

watchmaker. S. Davis, 16o West Chicago
Avenue, Chicago.

THREE years ago I started in the jewelry
business here with no stock, only a work

bench and tools. In that time I have put
in a stock of goods, have 17711 watches on
my watch repair record, own every dollar
of stock, tools and fixtures, invoicing at
about $2000, and have cleared about $1000
besides a good living for myself and family.
In other words, I have made $1000 for
each year above running and living ex-
penses. This business is for sale. The
stock is mostly watches and is up to date.
I will sell for what it will invoice. Don't
answer unless you mean business. If you
do I can show you a good business and a
money-maker. Located in eastern Wash-
ington in a live town. "C 263," care
Keystone.

CONTROLLING interest in a well-estab-
lished material and jeweler's supply com-

pany; can be purchased at a bargain; owner
must retire on account of health. If in-
terested address "E 233," care Keystone.

WANTED-To sell a jewelry, confection-
ery and ice cream parlor in a live Mich-

igan town of 160o; stock invoices $2500;
reason for selling, other business. Address
Lock Box 145, Decatur, Mich.

RARE opportunity! Well-established
jewelry business, Indiana manufacturing

town, 3500 population; February business
$673; stock invoice $3000; fixtures, plate
glass, quarter oak, invoice $400; would sell
fixtures and bulk of stock, which would in-
voice about $t5o. "W 338," care Keystone.

AT a big discount for cash, a good paying
and first-class jewelry store, including

stationery, Eastman kodaks and Columbia
phonographs; well selected and worth every
cent of the inventory, $7000; small compe-
tition; in a fine town of 1200 in the center
of the fruit and cattle district of Colorado;
reason for selling, I am in the wholesale
business and cannot continue this. Charles
E. Everett, 1725 Arapahoe Street, Denver,
Colo.

FOR SALE

Stores, Stocks and Businesses

JEWELRY and optical business in north-
west Missouri; also building, or will rent

building to purchaser; good business, good
town; moo population; sell on invoice;
business established 14 years; only one in
town; stock $2800, fixtures $600; sales and
repair work for 1909, $4754: sales for 1910,
$4686; margin averages each year close to
$2300; glad to answer questions. "G 342,"
care Keystone.

JEWELRY and optical business in county
seat town, 3000 population, eastern

Iowa; good clean stock at invoice value;
$4500 required. "S 344," care Keystone.

PAYING jewelry-optical business; liberal
discount if taken at once; cause, ill

health; write for particulars. "E 345,"
care Keystone.

WANT to dispose of my jewelry depart-
ment; averages $300 cash business a

month, can be increased with the right
man; depending on hired help handicaps
me; big future for a good, practical man;
will invoice about $1500; no fixtures; will
rent space, etc., for $10 per month; located
in the busiest drug store in the county.
Address 0. B. IIumma, Sheldon, Ill.

ESTABLISHED jewelry store in Iowa
county seat town; will invoice about

$6000; business last year $10,661.40. "C
343," care Keystone.

PAYING jewelry and optical business;
estimated over 500,000 transients an-

nually; reduce to suit or sell fixtures and
lease only; reason given. Gaskill's Jewelry
Store, Rochester, Minn.

MANUFACTURING establishment mak-
ing to- and 14-karat jewelry, showing a

profit of 8 per cent. for 1909 and is per
cent. for 19z o; good reasons for selling; for
further particulars address "E 337," care
Keystone.

ONE of the oldest and best jewelry busi-
nesses located in fine town in the very

heart of the black land belt of central
Texas; will take $15,000 to handle it, or
might consider proposition from first-class
man with $3000 to $5000 who under-
stands the business and can take charge in
absence of owner, who has other business
to look after; don't write unless you have
the money and can fill the place. "I
care Keystone.

SICKNESS causes an immediate sacrifice
sale of a first-class, well-established

jewelry store in small town; good oppor-
tunity for practical man. "T 358," care
Keystone.

ONLY jewelry store in city of isoo in-
habitants; county seat; Invoice $2000;

fine location. Julian E. Zenier, Asotin,
Wash.

NICE clean jewelry store, positively a
money maker; town of 2000, /50 miles

south of Chicago; fixtures invoice $1000 and
stock $4500; a discount for cash; will take 
half in improved real estate and half cash•
investigate; reason, wife's health. "H 351,'
care Keystone.

A REAL chance! Buy my fixtures and a
part or all of my stock of $2500 in an

Oklahoma town of 2500. "B 352," care
Keystone.

AN opportunity of a lifetime! Este!).
lished jewelry business complete, stock,

fixtures, two safes, tools, material and lease
of store; the whole will inventory about
$7500; sales and watch work for 1910
amounted to over $10,00o. Store is located
in one of the best towns in western North
Carolina; best business done during the
summer, as town is a summer resort and
an ideal place for any jeweler in search of
health; cash only, as we wish to retire
from business. "E 349," care Keystone.

JEWELRY and kodak business in live
town of 300o; invoice $1000; last year's

business $5581.31. P. o. Box 483, Mal-
den, Mo.

AN established jewelry store in one of the
est cities of the central States; popu-

lation 75,000; about S o,000 required; in-
vestigate if you are looking for the best
thing on the market. "S 321," care Key-
stone.

DESIRE to sell established jewelry busi-
ness in one of the best cities in central

States; population 75,000; this is an ex-
cellent business proposition ; about $1 0,0oo
required; can use small established jewelry
store in town of from 4000 to z5,0o0 in
exchange. "S 320," care Keystone.

GOOD jewelry and optical business in
finest southern part of Illinois: only

stock; established 35 years; 35 miles of
Quincy, Ill.; no other closer than 6o miles;
about 2000 inhabitants; will rent fixtures.
Poor health reason for leaving. "P 313,"
care Keystone.

FOR SALE

Stores, Stocks and Businesses

FIXTURES and lease for sale in one of the
most prosperous cities in South Dakota.

"B 350," care Keystone.

JEWELRY business in one of the best
manufacturing towns in Ohio; popula-

tion 5000; small stock in southern Ohio.
"M 318," care Keystone.

THE finest and most prominent jewelry
store in the Middle West; town 15,0oo,

stock $15,000; will reduce to suit or sell
one-half interest to right pat ty; repair
work alone amounts to $3000 per year.
If you have the money and want to step
into an estaotished business investigate this
offer; best of reasons for selling. "R 316,"
care Keystone.

ON account of other business, good paying
jewelry and optical business in the best

town in eastern Oklahoma; stock, fixtures,
tools and material will invoice about $2200.
.‘‘n ideal place for a beginner. "J 317,'
care Keystone.

HALF interest in jewelry and stationery
business; only jewelry establishment in

western New York town of 140o; good rea-
sons for selling. "N 310," care Keystone.

STORE, house attached, built for jewelry
business; best location; moo population;

two railroads. C. J. Whitenack, Knoxville,
Tioga County, Pa. 

JEWELRY and optical business; elegant
location in central Colorado; $1500 cash;

a snap. For particulars address Hamilton
Jewelry Co., Denver, Colo.

JEWELRY stock and fixtures in best
farming section of Iowa; invoices $3000;

will sell for $2000 to close estate. "E
312," care Keystone.

FOR SALE _
UNDER THIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

FIFTY-TWO jewelry and optical electro-
types, with copy, $14; without copy, $12.

W. C. Notestine, Duncannon, Pa.

TIIREE show cases, a bargain; one watch
sign. Howard Williams, Deiavan, Wis.

HORN-A bargain; Bb upright tenor,
practically good as new; write for par-

ticulars. J. F. Schweiger, Flora, Ind.

LOT of small tools; write for list and
price. E. P. Garvin, 528 North First

Street, Rockford, Ill.

POLISHING lathe, 20th Century, perfect
condition; am using an electric; $9.00.

Al Smith, Bloomington, Ind.

$75 WORTH of watch and jewelry ma-
terial, $40; send for list. R. R. Edwards,

Stoughton, Wis.

DIAMOND rings for spot cash. We have
about so carats of small mounted dia-

mond rings, running from 06 to carat;
will sell them below the jobbers' prices.
We are going out of the diamond business.
Watch material is our specialty. If inter-
ested address J. H. Mednikow & Co., 212
West First Street, Oklahoma City.

THREE wall cases, two floor cases, three
counter cases, all oak; so-foot bench

screen, typewriter and sundries, sell all
or part. Gaskill's Jewelry Store, Roch-
ester, Minn.

ONE optician's oak office trial case, one
traveling trial case, one Craighleith edge

grinder mounted ready to run, 23124. Peter
O'Malley, 205 Orange Street, Springfield,
Mass.

POCKET chronometer movements, key
winders, Swiss, about i6 size, bridge

movements; one nickel, $15; one gilt, $10.
W. H. Enhaus & Son, 31 John Street, New
York City.

GENUINE W. W. Lathe, No. 2; 17 chucks,
Houghton face-plate; other bench tools

for cash; write for list. Roy Wells, Jas-
per, Mo.

50 CENTS-6 by 12 electric cases; money
with order. Broadbent, 4 South Forty-

second Street, Philadelphia.

LAThr. at a bargain. Address "N 822,"
care Keystone.

COPIES of THE KEYSTONE 1890 to 1910
inclusive, except /90c. C. H. Davis,

Philipsburg, Pa.

REGULATOR, cheap; write for terms and
description. "K 359," care Keystone.

FOR SALE-A genuine C. W. T. Co. out-
door electric flasher watch sign at bar-

gain. "C 259," care Keystone.

FOR SALE

Miscellaneous Merchandise and
Equipment

FEW gold dollats, pet fect condition, at $5
each. H. M. Lockie, Utica, Nebr.

SLIGHTLY used Eaton & Glover engrav-
ing machine. Russel W. Parish, Bur-

lington, Vt.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

A BEAUTIFUL farm on the banks of the
Willamette, 21 miles from Portland,

Oregon; best climate in the world; so
acres of apples, 12 acres of peaches; com-
plete with cows, horses, hogs, sheep and
poultry for $25,000; will exchange for
watch, jewelry and diamond stock.
Staples the Jeweler, 562 First Street,
Portland, Oregon.
FOUR resident lots in Miami, Okla., price
$600; so acres of mineral land in Hickory

county, Mo. price $750, and 8o acres of
timber land, in Ozark county, Mo., price
$1200, to trade for jewelry stock. E. D.
Squibb, Bois D'Arc, Mo.
GOOD income city property for jewelry

store. Box 316, Winterset, Iowa. 
ONE Maxwell runabout, good condition,
$400 cash; will exchange for good dia-

monds. Box 3, Gothenburg, Nebr. 
FOR SALE or exchange at bargain prices.

jeweler's plate glass counter and wall
cases, benches, tools, materials, cabinets,
chronometer, trial ease, safes, trays; will
exchange for watches or any staple goods.
J. E. Micks Co., Elkhart, Ind.
EXCHANGE-What have you to exchange
for a good piece of unimproved real es-

tate in suburb of large Eastern city? At
local prices worth (wholesale) close to $10,-
000; good investment, as town offers good
opening for jewelry and repair man; will
consider only good deals; wholesale agency,
specialty manufacturing or well-located re.
tail or merchandise of value; no fakirs.
What have you? Box loo, Moorestown,
N. J.
$125 WORTH of gold pins, penholders,

tooth picks and pencils; what do you
otter? John Reese, Newton, Kans.
I HAVE /60 acres of fine land in Kit Car-

son County, Colorado, 6T4 miles from
town of Stratton; level, rich soil, healthiest
climate in the world; will sell or trade for
watches and large diamonds. "M 363,"
care Keystone.
TO EXCHANGE. fine Ballard target rifle,

.38-.55, $60 grade, fine outfit, fine condi-
tion, for watchmaker's lathe, good make and
good condition. "D 370," care Keystone.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

COMPLETE finished escapement models in
running order, $15. The best window

attraction for jewelers. For particulars
write the St. Louis Watchmaking School,
St. Louis, Mo.
HIGHEST cash prices paid for diamonds
and watches; immediate returns made;

bank refs. given. M. Iralson, Masonic
Temple, Chicago, Ill.

MONEY loaned to jewelers in any amount;
strictly confidential; write for informa-

tion; bank refs. The Collateral Loan and
Banking Co., 647 Euclid Avenue, Cleve-
land, Ohio.

WE will buy your entire stock or any sur-
plus stock, spot cash; strictly confidential;

reference, First National Bank. J. E. Micks
Co., Elkhart, Ind.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

WANTED-All watchmakers and jewelers
about to start in business for themselves

to write us for terms on stock and fixtures.
Liberal credit to the right parties. Norris,
Alister & Co., Heyworth Bldg., Chicago, Ill.
METAL DIALS-All kinds of metal watch
ani clock dials cleaned, replated and re-

painted. Also special metal dials made to
order. . Promptness and satisfaction guar-
anteed. Ralph A. Doe, 32 Howard Street,
Waltham, Mass.
$47.50 OFFICE trial case, like new, for

$35. Edward Patrick, Corinth, Miss.
WANTED-Every jeweler to send 25 cents
for year's subscription to the Great Ex-

change Magazine; a market found for
every demription of merchandise; hundreds
of bargains in each issue; advertising 5
cents line; sample for stamp. Exchanger
and Trader, Chicago.

BUSINESS NOTICES

DIAMONDS-My goods will sell. You
can offer for $1 oo a piece that shows up

to be worth $150. No stickers, but very
saleable. These goods are handsomely and
properly mounted. Diamond rings, horse-
shoe and cluster pins, lockets, ear studs,
brooches, bracelets, etc. Prices run from
$45 to $8o per carat and mounted in gold
and platinum. I can show you pieces in
diamond jewelry you do not imagine pos-
sible. If you are a trader or a small town
jeweler and have to depend on catalogues
let me show you the difference. I loan
money on diamonds and buy loose stones
in quantities for cash when opportunity
offers. Terms, C. 0. D., subject to exam-
ination. You can see the goods before
paying. If you cannot see value return
them. The close prices I make demand
cash transactions and the prices will in-
terest you very much if you care to order.
All inquiries answered. Nat Ruggles,
American loan and diamond broker; estab-
lished 1879. 734 Superior Ave., N. E.,
Cleveland, Ohio.

MORRIS' Parchment *Ink-Just what you
have been looking for; the only ink made

that will do good writing on parchment
tags. Order from your jobber or send
25 cents direct for regular size bottle, sent
charges prepaid. 0. L. Morris, Kahoka,
Mo.

CASH for all kinds watch glasses, ma-
terials, movement boxes, etc. John Re-

millard, Carrier 40, Springfield, Mass.

I WILL buy your diamonds and watches
and pay you liberal spot cash; money by

return mail. M. Iralson, Masonic Temple,
Chicago.

WANTED-Everyone desirous of improv-
ing themselves in watch work, jewelry

work and engraving to address Bradley
Polytechnic Institute, Peoria, Ill., for one
of their latest catalogues. A postal card
will get it. See ad. on page 683.

WE make a specialty of changing old an-
tique watch cases to stem wind L Some-

thing that has been refused by others.
Have had 40 years' exp. and can guarantee
satisfaction. N. J. Felix & Sons, 45
Maiden Lane, New York.

ELGIN Horological School, the oldest and
most practical school for watchmakers.

Send for catalogue to Elgin Horological
School, Elgin, Ill.

NOTICE-I have removed from 727 San-
som Street to 807 Sansom Street, Phila-

delphia, where I will continue to buy all
kinds of gold and silver; also refine all
kinds of jewelers' waste containing gold or
silver. Send by mail or express and re-
ceive prompt attention. J. L. Clarke, es-
tablished 187o.

WATCHMAKERS, jewelers, opticians and
salesmen can easily command better sal-

aries. See adv., page 691. The Collett
School of Engraving.

SHIP chronometers for pale, in fine con-
dition; price $5o, $75, $100. W. H. En-

haus & Son, 31 John St., New York City.

NEW hairsprings, balance truing, watch
jeweling; work from all parts of United

States returned same day received; write
for special price list. Aune & Kleinlein,
Ellastone Building, Cleveland, Ohio.

THE Omaha Watch Repairing, Engraving
and Optical Institute is a school of in-

dividual instructions and we give each
student the advantage of practice on real
work under the careful training of expert
instructors. You will find this a practical
school with all the up-to-date methods of
doing watch repairing. The reason why
our graduates are so successful is because
they are taught correct methods of doing
all branches of the work. It pays to be
one of the best and those who wish to int-
prove their earning capacity should take
up this work during the summer months
and be able to increase their salaries at
the commencement of the busy season.
Write for information. Tarbox and Gor-
don.

COOPER Cii% SON
713 Sansom St. Philadelphia

WATCH REPAIRING FOR THE TRADE
SKILLFUL WORKMEN

ACCURATE AND PROMPT WORK
Send Trial Packa#a

PATENTS
Write at ones for the most liberal offer ever

made for securing patents, designs and trade-
marks. Send sketch for free opinion as to
patentability and ask for the " Inventors'
Guide," the finest book published for inventors.

But reference. Established 20 years.
VVIV1. N. NUCIORB

Loan and Trust Bldg., Washington, D. C,

Repairing
For the Trade
of Complicated and Ordinary

Watches, W heel and Pinion Cut-
ting, Demagnetizing, etc., ease-
fully and promptly done by an

"pert. A. JETTE
Established 1899 Lancaster, Pa.

REFINERS anz ;412toi Indemi I vi en r aa nn dy

shape-solids or

Sweep Smelters lisw le uips:Icadt riongusgohr
filings. Prompt

Established 1889. returns.

TI-113 W. L. ROBERTSON CO.

13 and 13 Franklin Street, Newark, N. J.

WATCHMAKING
ENGRAVING
JEWELRY REPAIRING

can be learned in a few months
by our practical methods. Ex-
pert instruction under actual
working conditions. Enter at
any time- no age limit - day
and night classes.

Write for free catalogue containing
full particulars

Chicago School of Watchmaking
Dept. T, Bush Temple, CHICAGO

WATCH REPAIRINGL., THE KIND YLIO GAN GALL YOU R OWN
=WINSLOW,NRAUSE a CO.

CmicA.0.1“

LEA.RN,
AJEWELERS
ENGRAVING
"TheSchool that Graduates Experts"
A fascinating trade that pays big salaries,
easily learned, taught thoroughly and prac-
tically by correspondence. We will teach
the beginner better engraving than he can
gain in years of rigid apprenticeship. We
will improve the skill of any engraver and
make him master of the trade. The demand
for competent engravers far exceeds the
supply. Send for handsome illustrated
prospectus, mailed free.

PAGE-DAVIS SCHOOL
Mats 10, Page Bldg. CHICAGO

ei 
MR RETAIL JEWELER

DO YOU WANT
SELLERS

The Un Common Sort
at Manufacturers Prices

IF SO CALL OR WRITE

M.J.AVERBECK
Manufacturer Importer

e.10 -12 Maiden Lane N V City
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WHO'S WHO?
The Man with a Reputation. Reputation is not what a man thinks of himself, but what others think of him. An

Auctioneer's estimate of himself isn't apt to pass current. It's deeds, not words. Since the dissolution of the firm

of Briggs & Dodd (of which I was the head) I have been called on to repeat former successes
 in the following

cities:-Atlanta, August., St. Louis, Akron, Los Angeles. Not one day since dissolving the 
above partnership but

what my flag has been unfurled at a prosperous Sale. The past year has been the greatest of my career. Never

separate the Opportunity from the Salesman's Ability. In this particular calling I an a Specialist. I will pay

my expenses to your city, and after a study of conditions, will give you a guarantee of results
. This has been

my life's work. I claim to be an Expert and prove the same by never making a failure. I am in the glory of all

my powers and no man is in a position to do as much for my patrons. I will buy stocks, advance money, and

render every possible and honorable assistance.

Sales Made Since I Dissolved

Partnership

The Geneva Watch and Optical Co.,
Los Angeles, Cal.

Shill Bros., Wheeling, W. Va.

Snyder Jewelry Co., El Paso, Texas

H. S. Sumner & Co., Akron, 0.
T. R. J. Ayers & Sons, Keokuk, Iowa

A. Rothschild, Brunswick, Ga.

S. A. Fess, Kearney, Neb.
Amos Plank, Hutchinson, Kans.

Kingsbacher Bros., Pittsburgh, Pa.

A. Kurtzburn & Sons, St. Louis, Mo.

The MaierJewelry Co., Aberdeen, Miss.

The J. P. Trafton Stock, Los Angeles,
Cal.

J. E. Jones, Tumacari, N. M.

Globe Jewelry Co., Globe, Ariz.

United States Government Collector
of the Port.

Benj. Rice, Tulsa, Okla.
Burt Ramsay, Cleveland, 0.
Walker-Ellis Co., West Point, Miss.

P. H. Lindholm, Lexington, Miss.

A. K. Jobe, Jackson, Tenn.
Prontaut Jewelry Co., Augusta, Ga.

H. H. Lichtig & Co., Mt. Clemens,
Mich.

My Seventh Sale in Atlanta, Ga.-over
previous KEYSTONE.

Williams, Barker & Severn-over 1600
Watches to the trade in Chicago.

William Kutz, Bellevue, 0.

P1111111111111M11111111111111 11111111111111111111111111P111

$75,000, letter of testimonial in

pieces of Diamond Jewelry and

Los Angeles, March 18, 1911

HERMAN G. BRIGGS, Chicago

Dear Sir:

We have finally completed our
balance-sheet showing the net results
of our Auction conducted by you.
These results prompt us to express
our thanks to you. We hesitated to
hold an Auction because of the fact
that several of our large and well-
reputed firms here had attempted
Auctions and in each case absolute
failure resulted. Hence the wonderful
success of our Sale proves conclusively
how the ability and personality of the
Auctioneer force successful results.

You opened our Sale on January
17th last , and sold dai ly until March 13th
-55 days of constant selling reveals
how you retained the interest of the
public which each session filled our
room. During that period of 55 days
your Sales averaged over $2,000 per
day. The long period of selling re-
vealed the public's interest and proved
our satisfaction.
We have already received letters

of inquiry from Pacific Coast firms,
all of which we have been prompt in
answering most strongly in your
favor, as you deserved.

It is a pleasure for us to receive
daily from our patrons and our public
the most complimentary expressions

over the manner, dignity and ability displayed by you. We are 
glad to convey

such sentiments to you, knowing as we do that our future pat
ronage will be

greater than ever because of your excellent work here.

(Signed) THE GENEVA WATCH and OPTICAL COMPANY
By George M. Williams, President.

Mermod-Jaccard & Co., St 
Louis  $100,000

Duhme Bros., Cincinnati  75,000
Rogers Pollinger, Louisville  50,000

Geo. W. Briggs, Pittsburgh  70,000

King, Moss & Co., San Fran-
cisco   85,000

Keil & Hellich, Chicago  65,0o0

C. D. White & Co., Minneapolis 40,000
Hight & Fairfield, Butte  65,000
Parmlee Bros., Los Angeles  42,000
D. II. McBride, Akron  25,000
Freeman Jewelry Co., Atlanta  0,000

Some Sales made by me in

F. B. Lewis Co., Cleveland $ so,000

Oscar Heinze, Quincy  20,000

G. A. Schlechter, Reading  25,000

Sigler Bros., Cleveland  ioo,000

Bocker & Lathrop, Syracuse  38,000

J. H. Havil Estate, Hamilton,
Ont.   25,000

7- J. Marks, Kansas City  6o,000

Burns, Barry Co., Memphis  so,000

Theo. L. Rugg, Des Moines.   47,000
Birely & Son, Oshkosh  zsb000
David Goldberg  • • •• • •
Sipe & Sigler, Cleveland  175,000

and more than 200 more from

years past-all Triumphs

L. Luckhardt Johnston $ 27,500

W. F. Kirkpatrick & Co., St 
Joseph   25,000

C. E. Buhre, Topeka  z8,000

W. H. McKnight & Sons,
Louisville   50,000

The Pairpoint Co., Chicago..   'moo°

A. M. Hill, New Orleans  200,000

The Knickerbocker Co., New
York   so,000

Morseman & Feagan Co., St 
Paul   6o,000

Maine to Vancouver

W. A. Gill, St. Louis 
R. Van Kuren, Savannah 
Ben Sands, Cleveland 
Geo. P. Winder, Troy 
Lippman Bros., Altoona 
J P Stevens, Atlanta 
Lissner Co., Los Angeles 
A. M. Goldman, Seattle 
Kennedy & Koesler, Detroit...

t.os. Field
s, Galveston 

C. Melichamp. Atlanta 
. Wingerten, Akron, Ohio, ,

70,000
38,000
40,000
28,000
25,000
25,000
35,000
38,000
31,000
28,000
25,000
33,000

HERMAN 0. BRIGGS, 5132 Kimbark Avenue, Chicago
TELBPHONE-HYDE PARK 4745

How can a jeweler expect to make the profit that he should

when he does his Engraving by hand ?

How can he afford to use his time doing this work, which is

seldom charged for, and leave money-producing work undone?

How can he afford to send it away to be done, pay the charges

both ways and the cost of the Engraving?

I low can he take the risk of a delayed execution Of the order

and the consequent delay in delivery of the customer's purchase,

\vith its attendant dissatisfaction ?

How can you afford to be without the New Century
Engraving Machine which plugs up the free engraving
leak and does work both satisfactorily and at next to no cost?

And so quickly that there are no delays for the customer?

Send us a postal request for our catalogue and easy terms.

Write now.

Glover Company9 sayTe, iP

We know that you are too smart a business man to give it to us unless we give you

We Want Your Business inducements. We are prepared to give you better goods for the same money or

lw same goods for less money. For proof of this, give us a trial.

in Price 

I/ SANITARY ORAnother Reduction IMPROVED "ILIKIT SHELL GUARDS

in Gold and Gold Filled Mountings and With Rim or Frames.

SPECIAL oFrER.-One sample set of gold-tilled 12 " Ilikit" mountings, etched
 on

lenses, in neat velvet-lined case for fitting, $8.00 net. l'er. Doz. I 'cr Ir.

Gold Filled Rimless 1 10-12 K. . . . . . . . .   $ 6.60 $ .00

Gold Filled 12 K. 1 10 I LI KIT Shell Guards   6.60 .60

A LIMN° ILIKIT Sanitary Guards   4.00 .45

Gold Filled Rimless 1 ,30-12 K.   5.50

Solid 10 K. Gold, Rimless   1 5.00 1.40

‘v hen one dozen or more ar purchased at one time we allow 10 per et•nt. or for cash.
Reisner's Improved Lens Measure at   Net. 83.0() each

Don't Buy a Trial Case Until You See the

AUDEMAIR 10 Per Cent. Discount
for Cash

Send for Our Complete Catalogue of Other Styles

THE ACME OF PERFECTION, FROM $10 to $89

Over Twelve Thousand (12,000 ) Satisfied Owners of
the Audemair Prove our Claim for the World Renowned

Trial Case.

For office, in Oak and Leather, also Traveling, with

divisions for Stock and Lenses, we offer a Trial Case

known as the Special. See descriptions and contents.

AUDEMAIR $10.00 to
$89.00

Special discount of l0 unless otherwise statei I

Send forum Complete Cat alogue of t)i her style,

They Say "NONE BETTER MADE."

Lens. in Alumno test rings, l' ,. inches in diameter.
Convex Polished. Concave Gold Plated.

N. 11452. Trial Case, e.ti, or 11,1%.•11■12.
ceti tents : 35 Ind cac II

,

cave Spheres ; 20 ',airs each Convex and Con-

cave Cylinders; 10 Prisms; 12 1)i -i.s and Lenses.

No. 1941. Three-Cell and No. 542 I Hal Fr:1111(1i.

LENSES We make a Specialty of BIFOCALS, 
CEMENT, PERFECTION, BISIGHT

and APLANATIC.
Ask to see THE NEW ONE THE TWO SIGHT. Special Thin Round Segment Cement, $6.00 in Dozen Lots

INTERCHANGEABLE EXTRA WHITE
Per dozen.

1st Quid. 2t1 (dual.
Double Convex, 1 eye . . 8 .91 $ .77
Periscopic Convex, 1 eye, 1.27 .91
Periscopic Convex, 0 eye, 1.33 1.00
Periscopic Convex, 00 eye, 1.47 1.12

SKELETON OR RIMLESS
Periscopic Convex, tat Quality,

0 Eye (2-hole. 3-hole. 4-bole.
00 Eve 1:41.54. $1.01 $1.68 jr doz.

Periscopic Convex, 15.1 (duality.

0 Eye f 2-hole. 3-hole. 4-hole.
00 Eye' $1.19 $1.90 $1.33 per doze,

C'emented Bifocals, 1st Quality,
" I tit erehangeable."

1 Eve, 0 Eye, 01 Eve,

$3.00 $3.10 $3.25 per dozen

All prices quoted on lenses from 0.12 to 4.25.
Usual advance on strong numbers.
Where not otherwise stated, we will :db.,'

cash it iseolt ii t 10 per Cell I.

11.Work. Kryptoks and Stevens Quality, 6 C
ash Only : Agents for Stevens & Co., Inc ,

Gold Filled Goods at Factory Prices.

GOLD FILLED
SPECTACLES

No. 1, 0, 00 Eye

Made by the IMPROVED

METHOD

EXTRA FINISH

WELL TEMPERED

11 IG II LY LUSTERED

V5525. 12 K., 1-10 Frames, Vel vet Tip Cable Temples  

5524, 12 K. 1-10 Riding Bow . . . Frames   
Per dozen, $7.50

5525. 12 K., 1-10 Riding Bow Cable "
1564. 10 K., 1-10 Riding Bow
1,565. 10 K., 1-10 Riding Bow Cable
5854. 10 k., 1-30 Hiding Bow
5355. 10 K., 1-30 Riding Bow Cable

QUALITY GUARANTEED, same as BILLED

" " 5.01)
ti it 7.00
it 0 5.40

6.60
4.25
5.411

It

It

.11

Gold and Gold Filled Riding Bow Mountings
1194 10 K., Gold, Ititlitig Bow Mountings  85.00.; •Cniiiii8:,e21.61d.. of."il''F8594 1-10 12 K., Riding Bow Mountings  
1694 1-10 10 K., Riding Bow :11,enlings a   -;...yi ■):: 41::11,111 : (rii:1;214),

5194 1-30 10 K.. Riding How Memo Me),  

SPENCER OPTICAL COMPANY, 31 Maiden Lane, NEW YORK
NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING 

MANUFACTURING AND IMPORTING OPTICIANS

 AFTER MAY 1st, 5-7 MAIDEN LANE NEAR BROADWAY) 
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WHO'S WHO?
The Man with a Reputation. Reputation is not what a man thinks of himself, but what others think of him. An

Auctioneer's estimate of himself isn't apt to pass current. It's deeds, not words. Since the dissolution of the firm

of Briggs & Dodd (of which I was the head) I have been called on to repeat former successe
s in the following

cities :-Atlanta, Augusta, St. Louis, Akron, Los Angeles. Not one day since dissolving the above partnership but

what my flag has been unfurled at a prosperous Sale. The past year has been the greatest of my career. Never

separate the Opportunity from the Salesman's Ability. In this particular calling I am a Specialist. I will pay

my expenses to your city, and after a study of conditions, will give you a guarantee of result
s. This has been

my life's work. I claim to be an Expert and prove the same by never making a failure. I am in the glory of all

my powers and no man is in a position to do as much for my patrons. I will buy stocks, advance money, and

render every possible and honorable assistance.

Sales Made Since I Dissolved

Partnership

The Geneva Watch and Optical Co.,
Los Angeles, Cal.

Shifi Bros., Wheeling, W. Va.

Snyder Jewelry Co., El Paso, Texas

H. S. Sumner & Co., Akron, 0.

T. R. J. Ayers & Sons, Keokuk, Iowa

A. Rothschild, Brunswick, Ga.

S. A. Fess, Kearney, Ndb.
Amos Plank, Hutchinson, Kans.
Kingsbacher Bros., Pittsburgh, Pa.

A. Kurtzburn & Sons, St. Louis, Mo.

The MaierJewelry Co., Aberdeen, Miss.

The J. P. Trafton Stock, Los Angeles,
Cal.

J. E. Jones, Tumacari, N. M.
Globe Jewelry Co., Globe, Ariz.

United States Government Collector
of the Port.

Benj. Rice, Tulsa, Okla.
Burt Ramsay, Cleveland, 0.
Walker-Ellis Co., West Point, Miss.

P. H. Lindholm, Lexington, Miss.

A. K. Jobe, Jackson, Tenn.

Prontaut Jewelry Co., Augusta, Ga.

H. H. Lichtig & Co., Mt. Clemens,
Mich.

My Seventh Sale in Atlanta, Ga.-over
previous KEYSTONE.

Williams, Barker & Severn-over
Watches to the trade in Chicago.

William Kutz, Bellevue, 0.

INNI1111111111111111111111111 111111111111111111111111111111111111

$75,000, letter of testimonial in

1600 pieces of Diamond Jewelry and

Los Angeles, March 18, 1911

HERMAN G. BRIGGS, Chicago

Dear Sir:

We have finally completed our
balance-sheet showing the net results
of our Auction conducted by you.
These results prompt us to express
our thanks to you. We hesitated to
hold an Auction because of the fact
that several of our large and well-
reputed firms here had attempted
Auctions and in each case absolute
failure resulted. Hence the wonderful
success of our Sale proves conclusively
how the ability and personality of the
Auctioneer force successful results.

You opened our Sale on January
17th last,and solddaily until March 3th
-55 days of constant selling reveals
how you retained the interest of the
public which each session filled our
room. During that period of 55 days
your Sales averaged over $2,000 per
day. The long period of selling re-
vealed the public's interest and proved
our satisfaction.
We have already received letters

of inquiry from Pacific Coast firms,
all of which we have been prompt in
answering most strongly in your
favor, as you deserved.

It is a pleasure for us to receive
daily from our patrons and our public
the most complimentary expressions

over the manner, dignity and ability displayed by you. We are 
glad to convey

such sentiments to you, knowing as we do that our future pat
ronage will be

greater than ever because of your excellent work here.

(Signed) THE GENEVA WATCH and OPTICAL COMPANY
By George M. Williams, President.

Mermod-jaccard & Co., St 
Louis  $100,000

Duhme Bros., Cincinnati  moms
Rogers Pollinger, Louisville  50,000
Geo. W. Briggs, Pittsburgh  70,000
King, Moss & Co., San Fran-

cisco   85,000
Keil & Hellich, Chicago 65,000
C. D. White 8z Co., Minneapolis 40,000
Hight & Fairfield, Butte  65,000
Parmlee Bros., Los Angeles  42,000
D. H. McBride, Akron  25,000
Freeman Jewelry Co., Atlanta  40,000

Some Sales made by me in

F. It. Lewis Co., Cleveland $ so,000
Oscar Heinze, Quincy 20,000

G. A. Schlechter, Reading  25,000
Sigler Bros., Cleveland  too,000
Bocker & Lathrop, Syracuse  38,000
J. H. Havil Estate, Hamilton,

Ont.   25,000

L. J. Marks, Kansas City  6o,000
Burns, Barry Co., Memphis  50,00o
Theo. L. Rugg, Des Moines.   47,000
Birely & Son, Oshkosh  29,000
David Goldberg    • •
Sipe & Sigler, Cleveland  175,000

and more than 200 more

years past-all Triumphs

L. Luckliardt Johnston $ 27,500
W. F. Kirkpatrick & Co., St 

ic 
  25,000

C. l.r uEhre, Topeka  28,000
W. H. McKnight & Sons,

Louisville  50,000
The Pairpoint hicago. Too,000
A. M. Hill, New 

Co.,
'Orleans  200,000

The Knickerbocker Co., New
York   50,000

Morseman & Feagan Co., St
Paul   60,000

from Maine to Vancouver

W. A. Gill, St. Louis 
R. Van Kuren, Savannah 
Ben Sands, Cleveland 
Geo. P. Winder, Troy 
Lippman Bros., Altoona 
J P Stevens, Atlanta 
Lissner Co., Los Angeles 
A. M. Goldman, Seattle 
Kennedy & Koesler, Detroit 

tos. Field
s, Galveston 

C. Melichamp. Atlanta 
, Wingerten, Akron, Ohio „ ,

38,000

40,000

28,000

25,000

25,000

35,000

38,000

31,000

28,000

25,000

33,000

1-112MAN Ci. BRIOCIS, 5132 Kimbark Avenue, Chicago
TELEPHONE-HYDE PARK 4745

The  on

T

How can a jeweler expect to make the profit that he should

when he does his Engraving by hand?

How can he afford to use his time doing this work, which is

seldom charged for, and leave money-producing work undone?

How can he afford to send it away to be done, pay the charges

both ways and the cost of the Engraving?

how can he take the risk of a delayed execution Of the order

and the consequent delay in delivery of the customer's purchase,

with its attendant dissatisfaction?

How can you afford to be without the New Century
Engraving Machine which plugs up the free engraving
leak and does work both satisfactorily and at next to no cost?

And so quickly that there are no delays for the customer?

Send us a postal request for our catalogue and easy terms.

Write now.

Ci_over Company9 Saylre,

We Want Your Business i nducements. We are prepared to give you better goods for the same money or
• We know that you are too smart a business man to give it to us unless we give you

the same goods for less money. For proof of this, give us a trial.

in Price IMPROVED "ILIKIT
,, SANITARY OR

SHELL GUARDS
Another Reduction

In Gold and Gold Filled Mountings and With Rim or Frames.

SPECIAL OFFER.-One sample set of gold-filled 12 " Ilikit" mountin
gs, etched on

lenses, in neat velvet-lined case for fit ting, $8.00 net. Per. Doz. l'er l'r.

Gold Filled Rimless 1/10-12 K.   $ (3.60 $ .60

Gold Filled 12 K. 1/10 11.IK IT Shell Guards   6.60 .60
A LUMNO I LIKIT Sanitary Guards   4.00 .45

Gold Filled Rimless 1/30-12 K.   5.00
Solid 10 K. Gold, Rimless   15.00 1.40

When one dozen or more are purchased at one time we allow 10 per cent oil for cash.

Reisner's Improved Lens Measure at   Net. 62.00 each

•

Don't Buy a Trial Case Until You See the

AUDEMAIR io Per Cent.
Send for Our Complete Catalogue of Other Styles

THE ACME OF PERFECTION, FROM $10 to $89

Over Twelve Thousand (12,000) Satisfied Owners of
the Audemair Prove our Claim for the World Renowned
Trial Case.
For office, in Oak and Leather, also Traveling, with
divisions for Stock and Leases, we offer a Trial Case
known as the Special. See descriptions and contents.

AUDEMAIR $10.00 to
$89.00

Special discount of 101 unless otherwise stat(ul
Send for our Complete Catalogue of Ot her Style,

They Say "NONE BETTER MADE."

Leases in Alumna test dims, I,34 inches in diameter.
Convex Polished. Concave Gold Plated.
No. 1052. Trial Case, oak or traveling, $60.00
List. Contents; 35 pairs each l'onvex and Con-
cave Spheres ; 20 Intirs each Convex and Con-
cave Cylinders; 10 Prisms; 12 Discs and Lenses.
No 1941. Thr?e-Cell and No. 942 Trial Frames.

LENSES We make rs Specialty of BIFOCALS, CEMEN
T, PERFECTION, BISIGHT

and APLANATIC.
Ask to see THE NEW ONE THE TWO SIGHT. Special Thin Round Segment Cement, $6.00 in Dozen Lots

INTERCHANGEABLE EXTRA WHITE
Per dozen.

1st Quill. 241 (biol.
Double Convex, 1 eye . . $ .91 $ .7 7
Periscopic Convex, 1 eye, 1.27 .91
Periscopic Convex, 0 eye, 1 .:3:3 1.00
Periscopic Convex, 00 eye, 1.47 LA 2

SKELETON OR RIMLESS
Periscopic Convex, 1st Quality.

0 Eye f2-1101e. 3-1101e. 4-bole.
00 Eve 4$1.54 $1.81 $1.60 ys.r dos.

Periscopic Convex, 21 Quality.

0 Eye 5 2-hole. 8-hole. 4-hole.
00 Lye l $1.19 $1.20 81.33 per dozen

Cemented Bifocals, 1st Quality,
" Interchangeable."

1 Eve, 0 Eye, 03 Fre
$3.00 $3.10 $3.25 per dozen

All prices quoted on lenses from 0.12 to 4.25.
Usual advance on strong numbers.
W here hot otherwise stated, we will stile,

cash dn....ma 10 per cent.

it Work. Kryptoks and Stevens Quality, 6; Cash Only : Agents for Stevens &
 Co., Inc.,

Gold Filled Goods at Factory Prices.

GOLD FILLED
SPECTACLES

No. 1, 0, 00 Eye

Made by the IMPROVED
METHOD

EXTRA FINISH

WELL TEMPERED

NIGH LI' LUSTERED

V5525. 12 K., 1-10 Frames, Velvet Tip. Cable Temples ....... . . . Per dozen, tr7.5 0

5524. 12 K., 1-10 Riding Bow . I. rattles  

5354. 10 K., 1-30 Riding Bow 
  :: 4,4, 

1MM

5525. 12 K., 1-10 Ruling Bow Cable 
61 II

1,594 1-10 10 K., Riding Bow Mutt wings )  
05.68 : Calde. 6.75

Per 71.
821.75

1,564, 10 K., 1-10 Biding 13ow " 
II

CI :I

QUALITY GUARANTEED, same.. aa BILLED 

411..:15,
0.60

5.40

1565. 10 K., 1-10 Biding Bow Cable "

5355. 10 K., 1-30 Riding Bow Cable "

Gold and Gold Filled Riding Bow Mountings
1194 10 K., Gold, Biding Bow Mmi wings   .

1,5594 1-10 12 K., Riding liow iIIIIIII logs
5.411; 1

5194 1-30 10 K.. Riding Pow Mountines 
,,hie, 0.60

  4.10; 4',41,4., .-,.•:.o

SPENCER OPTICAL COMPANY, 31 Maiden Lane, NEW YORK
NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING 

MANUFACTURING AND IMPORTING OPTICIANS

 AFTER MAY 1st, 5-7 MAIDEN LANE NEAR BROADWAY) 
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F you give a sigh of.
pleasure whenyou look
at the silverware on
your dining table, if you
experience the same
sensation of delight

three times a day, every day
in the year, then it is evident
that you belong to the great
association of women-now
numbering several million-
who are united in their
appreciation of the charm
of Community Silver.

6 Teaspoons, $2.22. At your Dealer's

COPYRIGHT 19*1 BY

THE KEY5TONE PUB.io.PHIph.

Mr The above advertisement in two colors will appear on the back cover of the Saturday Evening Post this Spring



T
F you give a sigh of
pleasure whenyou look
at the silverware on
your dining table, it you
experience the same
sensation of delight

three times a day, every clay
in the year, then it is evident
that you belong to the great
association of women-now
numbering- several million-
who are united in their
appreciation of the charm
of Community Silver.

6 Teaspoons, $2.9.2. At your Dealer's

COPYRIGHT 19*1, BY
THE KEYSTONE P4H.Co.PHH.H.

Mr The above advertisement in two colors will appear on the back cover of the Saturday Evening Post this Spring
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An Elgin Expert At roar Elbow
To Help You Without Any Cost to You

IN response to many requests for advice and assis-tance from retail jewelers the Elgin National Watch Company has
created a Service Bureau in connection with the Material Department.
JEWELERS everywhere are invited to

consult with the Service Bureau on such
specific subjects as balance truing and

poising, hairspring work, escapement
matching, timing, or, in fact, on any
and all of the many branches of repair
work.

THESE inquiries will be answered with
personal letters by men who are ex-
perts in their line   men who have

devoted their entire lives to some particular
one of these subjects. No charge what-
ever will be made for the special service
to the watch repairer.

Bring The Factory to Your Shop
And It Will Bring Customers To Your Door

THE repair bench is the foundation of the jewelry store. It brings more people into
your store than all other departments combined. It is, therefore, either a help or a
detriment to the upbuilding of your sales. Your sales will grow or decline in ratiowith the satisfaction that your repair work gives.

Do you value your business success—do you wish to advance commercially? Then look well to thiscornerstone of your business edifice. Can it be improved? Can the work be done more accurately orpromptly? Can it be done more economically or more easily? Can it gain anything from the adoption offactory methods of organization and processes of doing work? Weigh all of these considerations well andthen, be you store proprietor or watch maker, avail yourself of all the help the Service Bureau can giveyou—let our experts—without cost—be your experts! Sign the identification coupon today and mail it. Doit now or you will forget it. Let our Experts be your Experts

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS

ELGIN NATIONAL WATCH CO.
ELGIN, ILLINOIS

Dear Sir:

Please register my name as entitled
to the privileges of consultation with your
Service Bureau.

Yours,

Name  

Address 

City  

If employed give name of firm.

Imam lax %Ma% vasslianawswm vm J. B. w.

697
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A few of our up-to-
date Alarm Clocks.
Circular illustrative
and descriptive of our
complete line mailed
on application.

The
E. Ingraham Co.

Bristol, Conn.

ai.EiMithIlm P

,
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F/ gin An Akin Axpert At Four Plbow
To Help You — Without Any Cost to You

I N response to many requests for advice and assis-
tance from retail jewelers the Elgin National Watch Company has

created a Service Bureau in connection with the Material Department.
IEWELERS everywhere are invited to

consult with the Service Bureau on such
specific subjects as balance truing and

poising, hairspring work, escapement
matching, timing, or, in fact, on any
and all of the many branches of repair
work.

THESE inquiries will be answered with
personal letters by men who are ex-
perts in their line — men who have

devoted their entire lives to some particular
one of these subjects. No charge what-
ever will be made for the special service
to the watch repairer.

Bring The Factory to Your Shop
And It Will Bring Customers To Your Door

THE repair bench is the foundation of the jewelry store. It brings more people into
your store than all other departments combined. It is, therefore, either a help or a
detriment to the upbuilding of your sales. Your sales will grow or decline in ratio

with the satisfaction that your repair work gives.
Do you value your business success—do you wish to advance commercially? Then look well to thiscornerstone of your business edifice. Can it be improved? Can the work be done more accurately orpromptly? Can it be done more economically or more easily? Can it gain anything from the adoption offactory methods of organization and processes of doing work? Weigh all of these considerations well andthen, be you store proprietor or watch maker, avail yourself of all the help the Service Bureau can giveyou—let our experts—without cost—he your experts! Sign the identification coupon today and mail it. DoIt now or you will forget it. Let our Experts he your Experts

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS

  1911

ELGIN NATIONAL WATCH CO.

ELGIN, ILLINOIS

Dear Sir:

Please register my name as entitled
to the privileges of consultation with your
Service Bureau.

Yours,

Name

Address  

City 

If employed give name of firm.

. . . . . . . .

A\ 
\A\ \

6 9 7

A few of our up-to-
date Alarm Clocks.
Circular illustrative
and descriptive of our
complete line mailed
on application.

fift
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About one-third
actual size.

We
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ACKNOWLEDGED TO BE THE BEST CHAIN
MADE AND WE ARE ACKNOWLEDGED TO BE

The Simmons Chain House
THIS may seem like putting it pretty strong, but we are

prepared to back it up by our line of these goods.
We have just received a large stock of the varied articles
they make, comprising all their new patterns in

VESTS, DICKENS, PONIES, GUARDS
FOBS (Both Silk and Filled), NECKS, BRACE-
LETS, EYEGLASS CHAINS and LOCKETS

The NON-RETAILING COMPANY n
z
-
>
m
o
 
w
z
o
g
g
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Jobbers in Watches and Chains •• LANCASTER, PA.

ASKO Flat Drills
Actual Size

/N. /S. /N.

UG 99 92 90 88 88 84 82 80 78 76
Sizes 76 to 98 per doz., 75 cts.

74 72 70 68 66 64 62 60 58 56 54 52
Sizes 52 to 74 per doz. 60 cts..

1 ifl

50 48 46 44 42 40 8 • 8 34 32 0 28
Sizes 28 to 50 per doz., 50 cts.

Asko Flat Drills ILL A LONG -FELT WANT IN
THE DRILL Lim.

These are a continuation of the Asko Pivot Drills.
Covering everything in drilling, from the smallest No. 4 Pivot Drill, for
watch work, to the largest No. 98 for clock and jewelry work.
Asko drills are made from special steel, each drill being carefully hard-
ened and tempered, BEFORE BEING GROUND TO SIZE, which
insures the best possible cutting edge.
Put up in sets of three dozen in a wood block, in sizes No. 28 to 98
thousandths of an inch.

Price, per set, $2.00
Front your jobber, or DIRECT FROM THE MFRS.

A. S. KOCH & SONS
LANCASTER .*. PENN.

The Asko
Pivot Drill

A NEW pivot

BETTER than

you have ever

pivoting.

drill and

any drill

used for

GUARANTEED to do

more work than any other

drill on the market.

Needs but a TRIAL to

prove what we say.

TRY a dozen and convince

YOURSELF.

Put up a dozen in a block,

sizes 4 to 26 thousandths

of an inch.

Price, 40 cents
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STOP! LOOK! LISTEN!
This warning, if heeded, will prove to you that we always have the very latest and most efficient TOOLS, LATHES, and TIME-SAVING DEVICES.
We carry in stock only such tools as we can safely recommend and of whose superior quality we are positive. Our unqualified guarantee goes
with every sale and is the greatest assurance of tool value and absolute satisfaction. Note the prices. Send your orders to the "House of Quality."

GENUINE WEBSTER-WHITCOMB LATHE
GENUINE WEBSTER=WHITCOMB AND MOSELEY LATHES

LATHE, with Taper Chuck, Screw Chuck, 6 %. in. Cement Chucks,
Tipover T Rest, 9 ft. Round Belting and Chuck Box . . . . . . $31.00

LATHE, as above and 6 Wire and 2 Wheel Chucks ( 10 CHUCKS) . 39.00
LATHE, as above and 10 Wire Chucks (12 CHUCKS)   41.00
LATHE, as above and 15 Wire Chucks (17 CHUCKS)   46.00
LATHE, as above and 20 Wire Chucks (22 CHUCKS)   51.00
LATHE, less Tailstock, deduct $6,50 from the above prices.
Wire Chucks, each $1  00 Wheel Chucks, each $1  00
Snyder Chuck 8  00 Universal Face Plate . . . . 9.00

ALL PRICES ARE LESS 6; FOR CASH

CLARK'S PIN TONGUE VISE. Each, $1.00
The only tool for repointing and repairing pin tongues without removing the joint.

REXCINO ENGRAVING BLOCK No. 21
Each, $15.00

A modification of the Rex, chiefly in size and weight.
Diameter of base measures 4' ■2 inches, and complete
block weighs 12 pounds. All of the salient features
of the Rex have been maintained in the Rexcino.

No. 27

SPECTACLE SOLDERING CLAMP

Each, $1.00

Made of aluminum. Self-adjusting.

Always ready.

No. 17

Flat Poising Cutter
Each, 50c.

No. 18

Poising Undercutter
Each, 75e.

,64.■ 11

'I Shang Ithil
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ENGELSMAN'S
,$AFETY11.0C.14ING

TWEEZER 11'
'FAT. APP1.20 FOR

SECURITY DIAMOND TWEEZER No. 134
Each . . . $1.00

This is a safety-locldng tweezer with which the diamond can be securely held for inspection.

The E. & J. S. Permanent Guarantee Gold Filled Frame

(0 0

f---(2K Is' Gold illed
  Bridge 3: 'Female.

Perinan6nt Guarantee.

eTha-94,Q,

Our new 12 K. Gold Filled Permanent Guarantee Frames are better than a light weight
solid gold frame. They are stronger, cost less and are more durable.

EVERY FRAME ABSOLUTELY GUARANTEED.
No. 43. Frame, with Riding Bow Temple  
No. 44. Frame, with Cable Temple

per dozen, $7.50
 per dozen, 8.50

The E. & J. S. Special Lathe

Premier Lathe, Genuine Boley, each, $24.50

The best medium-price lathe ever put on the market.
Combination consists of 6 split chucks, 2 step chucks, 1 cement and 1

screw chuck, 8 brass cement chucks, belting and chuck stand.
This is a most attractive lathe, full nickel-plated and absolutely true

and one that we can safely recommend as satisfactory and reliable.
Size of lathe : Length, 12 inches ; bed to center, 2 inches. Extra

attachment . can be added at any time as they interchange perfectly.

Our Mail-Order Department gives prompt and accurate service. There are no delays, no substitutions. All stock orders filled the same day as received. Use OUR NEW
TOOL AND MATERIAL CATALOGUE for making up your orders. We send it free of charge on receipt of request with business card.

THE E. & J. SWIGART CO., Cincinnati, Ohio

WHEN the most prominent Jewelers all over the United States give unsolicited testimonials
for this Company, it is not only a splendid tribute to the high service and methods we

maintain, but is positive proof of its

all 'round Superiority
Alabama

EUFAULA, ALA.
Gentlemen:-Your check for $31.20

for old gold and silver is perfectly
satisfactory. I send you all of my
scrap and your checks are often larger
than I expect.

Yours truly,
J. II. SHELLY.

Colorado
DENvEs, CoLo.

Estimate on gold sent you is $3.4 1
more than I was offered for sante here
and is what I call a "square deal"
and is very satisfactory. Thanking you,
I am,

Respectfully,
lImuty IIAssioN.

Idaho
BOISE, IDAHO.

Dear Sirs:-Your check for $40-44
for sweeps received and is perfectly
satisfactory.

Yours truly,
CON W. HESS, Jeweler.

Kansas
HELENA, KANS.

Your check for $76.16 is entirely
satisfactory, being a little over our es-
timate.

Yours truly,
AR MEL BROS.

Massachusetts
BOSTON, MASS.

Just received cheek and find it en-
tirely satisfactory.

Yours„
F. A. VOGEL.

Missouri
SPRINGFIELD, Mo.

Gentlemen:-We add to your testi-
monials in Keystone that I have al-
ways received more for old gold from
Goldsmith Bros. than front any other
house.

Yours very truly.
H. M. HECKART.

Oregon
PORTLAND. Opp.

Yours of recent date with enclosure
of $402.33 returns on sweepings has
been duly received, for which accept
our thanks. We wish to mention that
the results of the sweeps are very satis-
factory.

Yours truly,
A. & C. FELDENHEIMER,

Jewelers, Silversmiths,
and Opticians

Rhode Island
PRoVI DEN CE, R. T.

• Check entirely. satisfactory to me and
hope to do business with you in the
future.

Very truly,
F. L. SHEEHAN.

Pennsylvania
ERIE, PA.

Check in payment for old gold re-
ceived and more than expected. Many
thanks.

Yours truly,
T. Z. F. SIEGES.

Ohio
CLEVELAND, Oitio.

The check for old gold is satisfactory.
ED. C. DWEYER & CO.

New York
BUFFALO, N. Y. '

have often sent you old gold and
silver and was satisfied with returns.

Yours truly,
GEORGE LAIINEMANN,

28 William St.

Delaware
NEW CASTLE, DEL.

I received check today. Everything
satisfactory. T. E. BRIDGEWATER.

Illinois
SPRINGFIELD, ILL.

Dear Sir :-Your draft for $33.66 re-
ceived this morning and is entirely
satisfactory. Yours truly,

TOBIN & CANHAM.

Kansas
PEABODY, KANS.

Check for $18.27. Old gold and
silver is entirely satisfactory. In fact,
is $3.00 above my estimation.

yours truly,
J. C. HAUPT.

Maine
FARMINGTON, ME.

Check received perfectly satisfactory.
I think we come pretty near in our
estimation. I made it $t 12.50 and
your check was $112.55.

Yours respectfully,
J. A. BLAKE.

New York
NEW YoRK CITY.

Your check for sweepings received.
Will continue to have you remove our
sweeps every month.

Respectfully yours, •
BAUMGOLD BROS. & CO.

Tennessee
MEMPHIS, TENN.

Amount of check received today was
really more than I thought the old
gold was worth. Thank you for
promptness. Yours truly,

CHARLES WILMS.

North Dakota
IIAsvpv, N. D.

Gentlemen :-Your letter and check
for $86.15 received for old gold and
silver. Please accept our thanks. This
amount was much more than I expected.

Yours truly,
C. H. NESBIT.

Texas
SAN ANGELO, TEXAS.

Gentlemen :-Your check for old gold
scrap has been received and was very
satisfactory. Yours truly,

H. D. LEFFEL.

Iowa
EMMETSBURG, IOWA.

Gentlemen :-Your check for $7.80 re-
ceived. It was more than my estimate.
I usually can hit pretty close. A house
at one time estimated a bunch of frames
at $20.55 for which you gave me $23.85.

Thanking you, I am,
D. II. GLENN, OptiCialf.

Arkansas
FT. SMITH, ARK.

Gentlemen :-Reinittance received and
am very highly pleased with same. I
was never disappointed in sending
sweepings to you. Again thanking you,
I ant,

Yours respectfully,
DAVID JACOBS.

California
SA N FRANCISCO, CAL.

We have just received the returns
on the jeweler's sweepings that reached
you on June 1St. These returns are
quite satisfactory.

Very truly,
SHREVE & COMPANY.

Indiana
MISIIAWAKA,

Gentlemen :-We were more than
pleased with Your estimate on the gold
case we sent you. We did not think
it would come to that much. You will
yet all our old gold and silver here-
after.
We also wish to thank you for your

promptness in sending the check.
Yours very truly,

A. S. GARVIN CO.

Louisiana
NEW ORLEANS, LA.

Check for floor sweeps satisfactory.
You will hear front toe again.

Yours,
E. L. JONES.

Michigan
SOUTH HAVEN, Mien.

Gentlemen:-Your check for $ .913
for old gold scraps just received and
will say that settlement is very satis-
factory.

Yours very truly,
E. J. HILL & SON.

Connecticut
WINSTED, CONN.

Entirely satisfied with check for my
shipment. Thanks for promptness.

Yours truly,
GILBERT E. TUTTLE.

O. K.

New York
ALBION, N. Y.

A. D. Buss.

Oklahoma
( ) K M ULGEE, OKLA.

Gentlemen :-Check for $25.58 for
old gold and silver received, will say
that I am well satisfied with the amount
you paid for the same. It is a pleasure
to do business with your house.

Yours truly,
FRED PEEL, SR., Jeweler.

Utah
SALT LAKE CITY, UTAH.

Gentlemen :-Received yours of May
24th and find the way you treated me
very satisfactory.

Yours,
G. A. BROX.

Indiana
EVANSVILLE, IND.

No one else gets my sweeps but your
firm.

Louis GUMBERTS.

California
SAN DIEGO, CAL.

Check for sweeps received today. Ac-
cept my thanks for your fair and cour-
teous treatment. Will remember you
with future shipments.

Yours respectfully,
II. M. FUNK.

Georgia
ATLANTA, GA.

Gentlement-We beg to acknowledge
receipt of your favor of the 17th, en-
closing check for $177.00 in payment
of the old gold and the gold-filled that
we sent you several (lays ago.
Your returns are entirely satisfactory

and we wish to thank you for your
promptness in the matter.

Yours truly,
A. K. IlAwass Co.

Iowa
MUSCATINE, IOWA.

YOlir check $79.92 satisfactory. You
could not have made returns any
quicker without telegraphing the amount
for old gold.

F. W. SWAN, Jeweler.

Maryland
ANNAPOLIS, Mo.

I an in receipt of your check for
$13.54, which is very satisfactory. Will
send you any gold I may have in the
future.

Respectfully yours,
A. W. THORPE.

Minnesota
ST. PAUL, Mt NN.

Am in receipt of check for old silver.
Satisfied and many thanks.

Yours,
GEO. W. WOoLsy, Mfg. Jeweler.

Nebraska
OMAHA, NEIL

Gentlemen :-Kindly send us two
ounces fine silver and the balance of
our credit in fine gold. We are well
pleased with the returns we get from
you. Thanking you, we remain,

You rs truly,
E. R. ZIELKA &

North Carolina
• STATESVILI.E, N. C.

Your check for $28.62 received and
is very satisfactory. Thanks.

Yours,
R. Tr. RICKERT & SON.

New Hampshire
CONCORD, N. II.

Check received 0. K.
N. C. NELSON & Co

Wisconsin
KENOSHA, WIS.

Gentlemen :-Well satisfied with my
returns of the past.

T. J. DALE.

Vermont
ENOSBURG FALLS, VT.

The check received and is quite satis-
factory for old gold and silver.

hastily yours,
F. A. GLEED.

Check mailed same day your shipment arrives-package held intact till you approve.
If unsatisfactory, we return by prepaid express.

Goldsmith Bros. Smelting 8z Refining Co.
20 John Street
NEW YORK

Heyworth Bldg. Arcade Bldg.
CHICAGO SEATTLE

Cor. Madison & Wabash Ave.
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The highest attainment in The manufacture of Mainsprings ft Oil.
Fully Guaranteed

SWARTCHILD se COMPANY
Write for our latest catalogue No. 8.14 the largest- publication ever issued.

aoeu. On.
S,,,,1111) sCO

Will not gum.

Each
Dozen

Unequaled at any price.

HEYWORTH BIDG,CHICAGOI
COR. MADISON Sr. & WABASH AVE
Sent free upon application.

Illustration showing Chappel Screw Holding Screw
Driver and Chappel Lens Holder in use.

The Chappel Lens Holder
or Setting Up Pad

( Patented )

This device consists of a metal holder and rubber pad
and is used for setting up rimless eye-glasses and
spectacles. With this device, the straps can be drawn
up to place and the screw put in without trouble. All
danger of breakage is avoided, as the lens resting on
the rubber cushion will adjust itself automatically,
whether a concave or convex surface. We highly
recommend this pad for tightening lenses in the straps.
The illustrations explain fully its uses.

Price $0.50 each

THE CHAPPEL CUTTING PLIER
(Patented)

The Chappel Pliers were designed-for the purpose of
cutting off the points of rimless eye-glass and spec-
tacle screws without any danger of breaking the
lenses. In order to do this, it has been found abso-
lutely necessary to keep the cutting edges sharp and
the face of the pliers perfectly flat so there will be no
backward jar when the screw is cut, and in order to
cut the screw smooth and even, the edges must fit
together perfectly. After many years of experience,
we have been convinced that the Chappel plier with
Jugs at each corner of the cutting edges is the only
way that the sharp edge can be protected. All set
screw and other such arrangements have proven an
absolute failure. While these pliers are used for
many purposes, such as cutting off rivets, wire, small
rings, etc., we do not recommend them for any other
purpose than the cutting off of glass screws. If used
for this only, they will last for many years and hold
the sharp edge. The pliers must be made hard so as
to hold a keen cutting edge, and if forced into heavy
metal, are liable to break.

To cut the screw even with the strap, grip the
screw close up to strap and hold the glasses firmly
against the pliers. Then cut.

Price . $1.50 each

The Chappel
Screw Holding
Screw Driver

(Patented)

This set consists of a screw driver with one

extra blade and a special clamp attachment

for holding screws while putting in place or

extracting same. The illustration gives a

good idea of what the screw driver does. It

is used the same as an ordinary driver until

the screw has been drawn out about two full

turns. Then press the clamp holder down

until it slips over the head of the screw.

Then extract in the usual way. The clamp

is so made that it will hold the screw firmly
until it is put back in place and the clamp

automatically releases itsel f and

the driver will tighten as de-

sired. This screw driver is

Particularly useful with stud

screws and is indispensable for

glass screws in connection

with the Chappel Setting Up

Pad.

Price, $1.00 each

Worthington & Raymond
102-109 Fulton St., NEW YORK
  MANUFACTURERS OF  

-Choppers" Cutting Pliers "Choppers" Lens Holders
-Choppers" Screw Drivers

"Optimus" Opticisn's Pliers W & R Optician's Pliers

and other fine tools for opticians and jewelers
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See the New Swivel
Swivel Rings are two rings with

Rings
NEVER BEFORE MADE
ALWAYS WANTED

HERE YOU HAVE THEM

revolving or Swivel connection. Just the thing for Pendants, Lockets, Charms, etc.

SNVIVEL ItINGS

888 888
PATENT "77 APPLIED FOR

888 888
GOLD PILLED NO. M 756

SMALL Illustration Full Size

SWIVEL RINGS

888888
PATENT e; APPLIED FOR

88888t
GOLD FILLED NO. M 

(t110

7117

N:

Price per dozen

No. M756 Small size, Gold Filled . . $0.85
No. M757 Medium size, Gold Filled . 0.85
No. M758 Large size, Gold Filled 0.85
No. M783 Small size, Silver . . 1.25
No. M784 Medium size, Silver . . 1.25
No. M781 Small size, Gold . . . 3.65
No. M782 Medium size, Gold . . 4.65

S%V1 EL. 12 I NG SI

888868
PATENT APPLIED FOR

888888
NO. NT 71581.GOLD PILLED

MEDIUM. Illustration Full Size LARGE. Illustration Full Size

THESE swivel rings from a practical standpoint are ideal. One
1 of the most useful articles ever manufactured. How often has
a jeweler met difficulty in attaching a charm to a fob to hang
properly or a pendant drop to a neck chain. These can be used
for all pendants, charms, necks, lockets, etc.

SWARTCHILD & COMPANY
THE LARGEST WATCHMAKERS' AND JEWELERS'
SUPPLY" HOUSE IN THE. Vs/CDRL. CP HEYWORTH BUILDING, MADISON ST. & WABASH AVE. CHICAGO, ILL.

THE NEWALL ONE-PIECE PINSTEM CABINET 
WOOD CABINET COVERED

- WITH LEATHERETTE

---. ........... -

BRONZE. GOLD PLATED ONE PIECE PIN SEMS
No I

FLAT JOINT 
4,,,. 

5405 1-2.- 4 BRONSE

21/3, GRO. NO 1-2 - 4 ASST.LIGHT WIRE SMALL MEAD N9.2 LARGE JOINT

2"6 % 5 *6 34 1%' I% _13/4 I% a e. 2 a4 k P.N8 8 2

LENGTHS 2LEITO3IS'''',
Il POS. ASSORTED

CONTENTS

2' , Gro. Bronze Plated

Pinstems . .

2 Doz. Heavy Belt

Pinstems 00

2 Doz. Medium Belt

Pinstems . .
14, Gro. Joints for Nos.

1-2-4 Pinstems . 01'•

$1.35

.35

.25

1.00

$3.15

.70

.50

.50

34 Gro. Catches for Nos.

1-2-4 Pinstems 64) 1.00 .50

Gro. Joints for Nos.

24-40 Pinstems . 0, 2.00 .50
14 Gro. Catches for Nos.

24-40 Pinstems • eo 2.00 .50

$6.35
Value Cabinet 1.00

$7.35

Price Complete
with Cabinet

$6.00
CUT s SIZE

THE ASSORTMENT FOR THE PROGRESSIVE JEWELER. This assortment is made up of staple goods only, and contains

the famous Newall Bronze Pinstems. The pin is made of a hard yellow metal with a gold color. Order from your jobber. If

your jobber does not handle our pins or assortment send us your order and we will ship to you and bill to them.

Insist on the Trade-Mark

THE NEWALL MFG. CO.,
on your Findings as this Trade-Mark means quality

Mfrs. of
Jewelers' Findings Heyworth Bldg., Chicago, Ill.
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V. T. F.
Watch Glasses

100% PERFECT

For Sale By All Jobbers in

United States and Canada

Hammel, Riglander & Co.
47-49 Maiden Lane - NEW YORK

The Spring That Ends Your Mainspring Troubles

PRICE, $1.25 Per Dozen

For Sale by All Jobbers in the United States and Canada

LA new Mainspring, accom-

plishing an old purpose.

Many mainsprings are resilient

in shape at the time they are

bought, but lose their shape and

efficiency when used.

The consumer is therefore

paying the difference in price for

appearance only.

"ECHARCO"
the trade-mark that stands for
highest quality, retains its shape
and efficiency.

If your jobber is unable to

supply you, send us his name

and we will see that your orders

are promptly filled.

ANE

HAMMEL, RIGLANDER & CO. 
4N7 E M A VO

 
EN 
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RIVET  EXTRACTING TOOL No. 2

A most powerful tool for removing rivets, adjustable

to take in longest and shortest rivets.
Price, $2.65

1 ."•-7117— - 
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The
Clock
3 screwdrivers,

Price,

[
e

Mazur
spring

$2.20.

r ,,ii, t,
c ,)

Complete
releaser, 6
2 key pipes.

,,1 Ili k,
e e of, i

Clock Device, No.
wrenches for clock plate and

A most complete tool.

Ask for descriptive

.•N

10
case nuts,

circular.

. „? ........_
. ..,-„.„...■ __ i •-■

Ili I 4

•

Complete
shown.

REFORM LATHE No. 50

with combination of 10 chucks, etc., as
Equal in quality to any lathe on the market.

Price   ;19.50

laik 188,

-- _
..,

:

1 ' 
., .. .

C ".•

E. F. B. CALIPER No. 42

Has V-shaped sapphire Jewels, adjusting screw, per-•
mitting balance to be removed and replaced without
resetting same.
The removable supports prevent distortion of balance.

Price $3  25

,
re 
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" FINIS " BRAND JEWELERS SJ.kWS

.1 his brand CA saws is the most popular on the

market to-day. Special care is taken to obtain uni-

formity of temper and to produce clean-cut teeth.

The backs are reduced in thickness, permitting of

easy turning the saw while cutting.

Price, per gross, $1.00
'

REFLECTING LOUPES
For inspection between the plates of a watch movement or any
recess from which light is excluded, this loupe is an absolute
necessity. The mirrors are optically ground concave, throwing
powerfully reflected rays of light where required.

Single Lens Loupes , . each, $ .85
Double " " 

LA PERLE OIL
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"E. F. B." Eclipse Graver Drill and Tool Sharpeners
Adjusted by index to env angle. It is the best and most practical

device of Its kind ever offered to the trade.

Price, each $2  25

opt-N wrrm -rvns 1.[E,E S...apY 

'
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PIVOT DRILLS THAT WILL DRILL.

.,THE MASCOT" Price 35 cts. per doz.-.
,

AILct
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tired of experimenting

with the many "New Oils,"

all of which are claimed to be

"The Best," try this oil. It

is not an experiment, but has

stood the most critical tests

since 20 years.
Price for Watch, Clock or

Chronometer oil,

Per bottle . . . $ .20

Per dozen . . . 2.00

me Nom Iwo _Mt

..
4 6 8 10 12 14 16 18 20 22 24 26

v
... NUMBERS DENOTE THOUSANDTHS OF AN INCH,

w.mii4lisiwhae- . _ 7 - . -. F:-.Z.7.;:irr7,,Er; ....

" MASCOT " PIVOT DRILLS

Are not an experiment, but have been in use for over
30 years. Imitations of the " Mascot" have come
and gone and others will come and go, but in the
"Mascot" you will always have a dependable drill.

PRICES—Nos. 4 to 26, per dozen   35c.
 28 to 50, "  50c.
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ROLLER REMOVER No. 60. (Patented)

Nickel-plated, each . . . $1.50
A thoroughly efficient and quick-acting Roller Remover. The work
is always plainly in sight. The roller is held in the grooved jaws of
the pliers. The adjustable head which holds the screw is quickly
brought into position over the staff, and the most obstinate roller will
illStaNtly yield to the gradual pressure of the screw.

rib.'
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_no. Echarco
rAT.APPl=-0 r - and

tacles or eyeglasses. It used in connection
is hung over the lens, if used with
the lens of eyeglass. Made with

No. 62. Single Lens,

PRICES 2, 234, 3, 3%, 4, 43,
No. 63. Double Lens

Frames are of best material, nickel
polished stock.

..... 
._-

\

) ■E"--- iy .;,,

/

Loupes tare waetbe?iomnakeforr
'

can be used with or without spec-
with spectacles, the frame

eyeglasses, slide the frame behind
single and double lenses.

1 in. focus . . each, $ .75
ii; in. focus . " .60
or 5 in. focus " .50

• . . . . " .75
-plated, and lenses are of finely

41111101111110111%.111,

_—____---4---p

. ROLLER REMOVER No. 18

A very simple and easily controlled Roller

R emover.

Price, each $1  25

1

GRINDING OUTFIT No. 105

Consists of
2 Steel discs,

i 1 flex i ble

rIP.011 (or , 1.eather disc,
' --' ■\ / 

1 hollow
- Spindle to

hold above,
16 Emery

Lc HER 0151‹ SmALL Nu. 
discs,

. METAL. assorted sizes,
8 Carborun-

\ 
dum discs,
assorted sizes,

_,..,.....,--,/ 
complete,

CABORUNDURI a EMERY $1.50PAPER DWG.

For Sale by all Jobbers in the
United States and Canada

Hammel,,
Riglander & Co.

47-49 Maiden Lane

NEW YORK CITY

46 9 9

GOLD PLATING SOLUTION

Made from pure 24 K. gold. Contains no copper,
nor arsenic, but is clear in color, showing purity.

Price
Roman color, 12 oz. bottles, $1.50
' Rose 14 ES Et Et 1.50

II 44 4i idGreen 1.50
1

Pays 100% profit to the jeweler who uses it.
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LIGHTNING
DIAMOND HOLDER
A neat and attractive Holder
of superior workmanship for
displaying precious stones.

Easy and quick to operate.

Holds the gem securely while
showing it off to best advan-
tage.

Jewelers and diamond dealers
will find this highly finished
Holder convenient and help-
ful in effecting sales of dia-
monds, rubies, etc.

Price

111,11dlisynar.1.1P'

$.75

HAIRY PALLET JE__WEL SETTER

The name explains it all

Price, $2.00

The ONLY SETTER
Separates the two
jewels so that one
can be adjusted with-
out danger of the
other shifting. The
ONLY SETTER IS
fitted with practical
gauges to determine
the amount jewel is
to be shifted, elim-
inating guesswork.

Over 2000 in Use Every Day

NEW STYLE

CULMAN BALANCE CHUCK
LOOK FOR STAMP Kir

Made with three interchangeable
screw-on plates, drilled with No. 8,
10 and 12 holes.
Plates are made like the screw bezel
on a watch and can be changed
instantly,they increase the holding
capacity of the chuck ten-fold, mak-
ing it practical for many train
wheels now difficult to chuck.

Send for Circular and FREE
Sample Pair of Torpedoes

Price, $4.00
C. CULMAN, Maple and Hazel Avenues, MAPLEWOOD, MISSOURI

4PEEfotL
Duplex Base Anti-Friction
Engraving Block

NICKEL PLATED

Designed by an Engraver for Engravers

THE GENUINE

are stamped

BEWARE OF IMITA-
TIONS. LOOK FOR
THE MAKER'S STAMP

A HIGH-CLASS BLOCK made of the best material, the mechanical work being first-class throughout.
They are manufactured by Mr. Ad. Muehlmatt, the well-known maker of high-grade Engraving Blocks.
Complete, including 26 attachments, leather pad, etc., $6.00.

6

MUEHLMAT1''S SIMPLEX WATCH AND LOCKET CHUCKS
Are made in six sizes, hold all Lockets and Watch Cases from 7/8 inch Locket to 18 size Case. They are made of hard wood, polished, and do away with all risk of denting andmarring. The metal work is well finished and nickel-plated. The key being detachable, there are no projections when in use. Can be held in any engraving block.

Complete Set of Six Chucks $3  00

SUSSFELD, LORSCH & CO 90-94 Maiden Lane, NEW YORK
*, — WHOLESALE AGENTS —

The immense advantage of

Perfect Construction
is obtained in the

Webster-Whitcomb
New Model

LATHES
Manufactured by the

AmericanWatchTool Co.
WALTHAM, MASS.

7()7

WEBSTER-WHITCOMB
NEW MODEL LATHE

PAT.APPLIED I OR

IN a Watchmaker's Lathe the vital point is the
SPINDLE AND ITS BUSHINGS. In this
lathe the bearing surfaces of the spindle and

its bushings TOUCH THROUGHOUT THEIR
ENTIRE AREA, insuring continued TRUTH,

easy running and greatest durability. This quality
in our lathes is maint _tined by workmen of long
experience in the operation of special machines
devised for this particular work.

Many lathes may be found in the market
on which the front end of headstock spindle bears
only on the 45° angle. They may look well on
superficial inspection, but they will run hard if
the spindle is closely adjusted, and are quite un-
reliable for perfect work.

In buying a new lathe be SURE the spindle and bushings are PERFECTLY

FITTED. Without this a lathe is dear at any price.

Our lathes are finely finished. The curves are true and the surfaces smooth.

All sharp corners are carefully and uniformly rounded; this makes a great differ-

ence in the durability of the nickel plate. HEAVILY NICKELED.

In comparing lathes, the size and variety of CHUCKS, as well as the scope

and general character of the ATTACHMENTS should be considered.

A chuck may look nice and shiny, yet be practically worthless. Examine

critically the thread on our chucks in comparison with others. We do not use dies

for threading our chucks. THEY ARE CUT IN A LATHE. The cone and

body of OUR chucks are GROUND to correct FORM and size ; the surfaces are

STRAIGHT and TRUE; compare them under your eyeglass with the shiny ones.

IN COMPARING PRICES WITH OTHER LATHES,
LEARN THE DIFFERENCE IN SIZE, QUALITY
AND DETAILS OF CONSTRUCTION.

The thread and outer surfaces of a chuck, as well as its form and proportions, are
important elements in its continued truth and durability. The holes in our chucks
are GROUND to size and truth. We caution you against imitations.

The GENUINE are stamped "WHITCOMB."

LATHE, with Taper Chuck, Screw Chuck, 6 in. Cement Chucks,
Tipover T Rest, 9 ft. Round Belting and Chuck Box   $31.00

LATHE, as above and 6 Wire and 2 Wheel Chucks (10 Chucks)   39.00
LATHE, as above and 10 Wire Chucks (12 Chucks)   41.00
LATHE, less Tailstock, deduct $6.50 from the above prices.
Wire Chucks, each $1  00 Wheel Chucks, each $1  00
Snyder Chuck ..... . 8.00 Universal Face Plate . . . 9.00

LARGER CHUCK CAPACITY
Viz: No. 80 (or 5/16 inch) hole through Chuck and Draw-in Spindle.

Watchmakers desiring LARGER CHUCK CAPACITY obtain this

advantage in the

Webster-Whitcomb MAGNUS Lathes
The Webster-Whitcomb Magnus Lathes are provided with a headstock which takes a larger chuck than the

regular Webster-Whitcomb size. This increased chuck capacity (wire chuck with a No. 80 hole or 5/16 inch

through chuck and draw-in spindle) is an advantage which all watchmakers will appreciate.

Webster-Whitcomb MAGNUS Lathe with Taper Chuck, Screw Chuck, 6 !.4: in. Cement
Chucks, Tipover T Rest, 9 ft. Round Belting and Chuck Box   $35.50

Lathe, as above and 6 Wire and 2 Wheel Chucks (10 Chucks)   47.50
Lathe, as above and 10 Wire Chucks (12 Chucks)   50.50
Lathe, less Tailstock, deduct $6.50 from the above prices.
Webster-Whitcomb MAGNUS Wire Chucks $1   50 each
Webster-Whitcomb MAGNUS Wheel Chucks  1  50 "
Webster-Whitcomb MAGNUS Headstock (will fit any Webster-Whitcomb lathe) . $18.50

The Webster-Whitcomb MAGNUS Headstock, with larger chuck capacity, can be applied to

any Webster-Whitcomb Lathe.

Webster-Whitcomb Elect Lathe NEW LATHE FOR WATCH, CLOCK
AND LABORATORY WORK

Webster-Whitcomb Elect Lathe, with Taper Chuck, Screw Chuck, 6 1.< inch Cement Brasses and 9 feet Round Belting   $45.00
Length of Bed, 15 inches. Bed to Center, 6 centimeters or 2.36 inches. Swings, 12 centimeters or 4.72 inches.
Takes a Wire Chuck with No. 80 (or 5/16 inch) hole, through Chuck and Draw-in Spindle.

W-W Elect Wire Chuck $1  50 W-W Elect Slide Rest   $35.00
" " Wheel " I  50 " " Screw Tailstock   15.00

SUSSFELD, LORSCH & CO. 
90-94 Maiden Lane, NEW YORK
— WHOLESALE AGENTS
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NEW K. & D. TOOLS 

LOOK for the K. & D. it means a GUARANTEE

No.400

No. 400. PIVOT STRAIGHTENER

This is a New tool for straightening
bent pivots ; built on right principles,
and will do the work, where it is prac-
ticable to do it at all.
The points of support and pressure

are adjustable and under perfect con-
trol. The bending lever also serves as
an indicator, to show when pivot is
perfectly true; lever is moved by screw
and cam mechanism; delicate,
POVVERFUL.

This tool will straighten many pivots
that would be broken by ordinary
means; and all pivots not bent to the
elastic limit, it will straighten quickly
and perfectly.

It is The Special and COMPLETE
device for the purpose.

Its range covers all train pivots likely
to be bent, and all balance pivots.

A circular of practical instructions in
the use of the tool, free.

No. 400. Beautifully finished and
nickeled, packed in neat box, price, $5.00

KENDRICK & DAVIS CO.
LEBANON

No. 146. TURRET SLEEVE WRENCH
/0 Bits. New, Novel, PRACTICAL

Any of the bits automatically held rigidly in
line with the knurled handle.
To bring another bit into position : simply

"press the button" and turn the turret.
You can move the tightest

sleeves with this wrench and not
cut your fingers; the flat, smooth
case affords great grip for starting
tight sleeves; normally moving
sleeves quickly turned in or out, by
twirling the knurled handle.
For a long time we have made

good bits; but we believe those in
-oNo. 146 are the best we have ever

made. We have a new brand of steel
particularly suited to this purpose;
this, with our unequaled facilities for
hardening and tempering, produces
bits hard, tough and strong; they fit
all standard sleeves.

This tool is a great time-saver; most sleeves can be removed, a new
one inserted and adjusted, in about half the time required with other
styles. The Best Sleeve Wrench. See it. Feel it; Try it. BUY IT!

No. 146. Finely finished and nickeled, price . . $1.50

'.--14.&111,..-
(z- No 14 6ct- -

Manufacturers  

NEW HAMPSHIRE

Sussfeld, Lorsch & Co.
 Wholesale Agents 

90-94 Maiden Lane NEW YORK
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Mountings that help sell Diamonds

C. L. GUINAND'S PLAIN TIMERS
Split Horsetimers and Split Chronographs
For Horsemen, Automobilists and Scientific Purposes

Acknowledged in Europe and America as the most accurate
and reliable make on the market. Neat and up-to-date in
every way. Send for illustrated booklet of all kinds of
Complicated Watches and place your order early, as these
goods have been short every season for past five years.

Jules Racine & Co., Exclusive Importers
CHICAGO : 103 State Street NEW YORK : 37 Maiden Lane

709

ANSWER THIS QUESTION
What size watch glass is used on most cases? Few, if

any, can answer this question correctly. Our new watch

glass chart and order sheet answers this question for

you. It also gives you complete information about
every size glass. At a glance you can tell all the cases

any size glass will fit. Ask us for a supply.

Photolene is an agency
that that will quickly
and permanently trans-
fer your photograph to
any article, be it watch
dial, watch case, spoon,
plate—in fact, anything
with a hard surface.
Do not miss the profits
attained through the
use of Photolene.
Per Bottle - - $1.00

Watchmakers with
a wide experience
know there is but one
best and that's the

MOSELEY
Has conoidal chuck
which guarantees
absolute truth. Has a
larger chuck capacity,
therefore will take a
larger variety of work.
The Moseley has all
the good points of
any and many super-
ior points over all
other lathes.

Price with two-chuck $31
combinations - -

Send for our book con-
taining full particulars.

HENRY PAULSON & CO.  
37 Sici; eVV-rabtaisdliinvoe.
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Hardinge
Wheel Cutter

Price, with 2 spindles,
$45.00

Price, with 1 spindle,
$35.00

Jumbo Chuck
Price, $2.00

A

Eclipse Lathe Fixture. Price, $5.00

Carborundum Wheel and
Mount. Fitted to any size
of watchmaker's Lathe.

Price, $3.50

Hardinge Balance Chuck. Price, each, $3.75

:0101112412

PAT. OCT. 17. O.

Hyde Roller Pin Setter. Price, each, $1.25

Improved
Roller Remover
Price, each, $1.75

Sensit've Drill Press
Price, with Counter

Shaft, $50.00

Write for our No. 5 Catalogue

HARDINGE BROS., Inc•
3135 Lincoln Avenue

CHICAGO ILLINOIS

,
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The" B & C Glasses
WATCH GLASSES

are known to be the BEST

They are guaranteed to be strictly first-quality glass without bubbles or scratches

_

The only medal at the Chicago World's Fair for
watch glasses was awarded to the W B & C brand

The prices on
are not higher
much inferior 0
sold by the
of the United
lows:

B & C glasses
t=1 than other and
bi brands, and are
4',/ leading jobbers

g States as fol-

(1 q:. per gross Per doz.
Genevas   G 4.00 $ .40
MI-Concaves   4.00 .40
MI-Concaves, Extra Thick . 10.00 .90
Flat Parallels   8.00 .75
LentIlles   12.00 1.25
Flat Concaves   12.00 1.00
Flat Concaves, Ex ra Thick .   15.00 1.25
Patent Genevas   8.00 .75
Lunettes   3.00 .25

Discount, 6 per cent.

The only medal at the Paris Exposition of 1900 for
watch glaises was awarded to the WIIC brand.

Over 25 Silver and Gold Medals awarded to the W B & C Glasses at the Different Exhibitions of the World Since 1826
•

Everybody knows that the w B S. C glasses HAVE BEEN. ARE, AND WILL ALWAYS BE the leading brand of glassea in the market. Their finish, clearness, flexibility and correctness of size make them so
that the leading jobbers in the United States will use no others at any price. 1.011r-fifths of the case manufacturers are using them on account of their accuracy and perfect roundness. They used to
buy a cheaper grade of goods, but soon found out the wisdom of the old proverb, "The Best is the cheapest at the End."

WATCHMAKERS!! If you wish to save time and money and give good satisfaction to your customers (1r you are not using them), try the W B & C and don't be deceived by bluffing and humbugging
advertisements, shoifiag a lot of nonsensical figures. The W B & C glasses are in existence over sixty years, and during that time a great many brands hove sprung up in one day, and never heard
from afterwards. IT IS A GOOD AND RELIABLE GLASS YOU WANT. WHICH IS THE W B & C.

71'

POINTER No. 39

Are You Among The Quick or The Dead?
A certain wise one has said, " the man who stops changing has
stopped thinking, and the man who does not think is drifting-
always towards the rocks."

OUR MISSION IS TO MAKE YOU A LIVE ONE-TO GET YOU TO THINKING
TO PREVENT YOU FROM DRIFTING ON THE ROCKS

"The Arnstine Catalog System"
is the surest remedy to rejuvenate that "stand pat," "in the rut" jewelry business. You cannot stand
still-you either go forward or backward-which are you doing? Were your sales and profits larger this
year than the year before ? If not-it's time to seek the remedy that 2,000 Jewelers have used.

Established 1898 HENRICKSEN JEWELRY CO. Duluth, Minn.

DULUTH, Minn., Jan. 17, 1911.

The Arnstine Bros. Company, Cleveland, Ohio.

Gcnilemen..-In answer to your request in
regard to ourselves and the benefit we have
derived from your catalog and system of using
your line of merchandise, we have this to say,
that as we have used these goods for a period
of five or six years and that we contribute a
great deal of our success in business through
the assistance received from these mediums,
there could be no doubt that anyone wishing
to benefit themselves could make no mistake
in associating themselves with your method of
doing business, as it simplifies and makes retail
business very much easier and stimulates a
certain class of trade which you are unable to
get in any other way.
We kindly thank you for your assistance in

the past and hope that you will have a pros-
perous and continuous business in the future.

Yours truly,

HENRICKSEN JEWELRY CO.

IF YOU WANT TO MAKE MORE PROFIT AND DOUBLE YOUR SALES,
WRITE US TO-DAY FOR SAMPLES AND PARTICULARS

We solicit inquiries only from Legitimate Jewelers, and as a rule sell to but one Jeweler in a town

/4042)v- Xika.
,0011t0riginators of The Exclusive Catalog Method for Retail Jewelers

PROSPECT AVE. & E. 9th ST. C 1.4 EV E LA N. D Co





SAMPLES OF THE NEW HELEN PINK
The above illustration shows a few pieces of the new

Helen Pink jewelry-Helen Taft's favorite color. Our
women folk are having their hats and dresses trimmed
with this new shade, and there is sure to be a big demand
for jewelry set with Helen Pink coral.
We have many designs in this beautiful new jewelry.

Our folder for May shows a page and a-half. You will
want a good showing for your spring and summer trade.

The pieces shown are our own exclusive designs, and
are so well made that it is difficult to tell them from solid
gold. Every piece is fully guaranteed to you.

That word " guaranteed " sets us a going. Why do you
sell jewelry that isn't guaranteed 1 Why do you continue
to pay that extra profit that rightfully belongs to you?
Why do you bother with the low grade lines? It surely
isn't because you have to. We furnish a guarantee that
absolutely protects you. From us you buy direct from
the manufacturer and save one profit.

Retailers, mark our word, in a few years your custom-
ers will be demanding guaranteed jewelry ; so don't let
the whiffletree of demand hit your heels. Put in the
Hussey guaranteed line now and be ready. Start today
with a trial order. SEND FOR OUR MAY CIRCULAR.
( 11111111.,Itii1111.1\■k.

THE HUSSEY CO.
Manufacturing Jewelers

PROVIDENCE •. RHODE ISLAND.
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Constant
Harping

on the same string—adver-
tising the actual merit of

KREMENTZ
Collar Buttons
has made almost every man so
familiar with their good qualities,
that when he wants the best pos-
sible value for his money, he al-
ways asks for the

Krementz
There's more gold in a Krementz Rolled
Plate Collar Button than in any other
plated button made.

There's a shape to suit every taste.

There's a new button free in exchange
for every one damaged from any cause.

That's the Reason
that it pays every wide-awake dealer
to carry a stock of Krementz Collar
Buttons.

THEIR QUALITY
SELLS THEM

Ask us for "The Story sf a
Collar Button"

Krementz & Co.
Newark, N. YORK, 1 Maiden Lane

• J . SAN FRANCISCO, 722 Shreve Bldg.
PARKS BROS. & ROGERS, Providence, R. I.

I 

iSelling Agents to Jobbing Trade for United States and Canada,1l
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BARROWS

"NEW PROCESS'
CHAINS
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SUMMER LAPEL OR COAT CHAINS

DICKENS AND VEST CHAINS

NECK AND GUARD CHAINS

otel A11.4 IA

• .!

Sold Only Through
Wholesale
Jewelry

, Trade

, • • 
/

„

THE H. F. BARROWS COMPANY

Factory and Head Office: North Attleboro, Mass.

NEW YORK: 15-17-19 Maiden Lane

TRADE Ciart ek B. MARK
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A Few Suggestions from the Bassett Line
Write Us for Information About Others

10 Karat
Solid Gold

L

THE BASSETT JEWELRY CO.

MADE IN GOLD AND GOLD FILLED

THE BASS ETT JEWELRY CO.
PROVIDENCE R. I.

Gold
Filled

93 Sabin Street, PROVIDENCE, R. I.

0

READ THE VERDICT OF THE COUNTRY!
WINTHROP MFG. CO.,

Attleboro, Mass.

Gentlemen :—The sample pair of
W. M. C. Expansion Link Buttons
you sent me were received. I like
them very much and am sure they
will sell.
Chattanooga, Tenn.

The Free Sample pair of Cuff
Buttons was duly received. I have
been giving them a test by wearing
them, and find them most excellent.
Permit me to say, I believe you
have a good thing.
Newport, Ind.

I am very much pleased with the
sample pair of Double Post Expan-
sion lever cuff links which you sent
me some time ago. I consider it
the best of anything I have seen in
the cuff button line; besides the easy
manipulation it has also the advan-
tage of the back or plain part being
used as a signet button, snaking
practically two pairs in one.

Ligonier, Ind.

0

13

Early Summer Sellers forWide-Awakes!

474 I. COAT CHAIN. Attractive ! Neat ! Sells readily at $1.00 to $1.50 each

; • .11-* .1,111,1.11.1kA,Ab • l■-% -1bA■• 

10.

1730 XX. STERLING FRONT TIE CLASPS. Quick Sellers.
Retail at 50c. and up, each

1856 B. GOLD FILLED ASCOT TIE SAFETY PINS
Retail 35c. to 50c. each

450 I. GOLD FILLED COAT CHAIN. A BIG SELLER. Retails at $1.00 to $1.50 each

Have You Seen Our NEW CATALOG
Will you please send me name of

Jobber from whom I can get your
link as I am well pleased with the
sample you sent me. It is the only
button I ever used that would not
come loose, and I want to get some
for stock at once.

Baskerville, Va.

of SUMMER SELLERS?

Why not join the ranks of these people?
It costs you nothing to have a FREE SAMPLE PAIR of these DOUBLE POST EXPANSION LEVER CUFF LINKS sent you.
WRITE FOR THEM AND FOR FURTHER PARTICULARS.
The most practical, mechanically-perfect cuff link on the market. For soft or stiff cuff shirts. Operates with one hand.

WINTHROP MFG. COMPANY, Ma tJtaeci teirs " g Attleboro, Mass.
NEW YORK OFFICE, 15 Maiden Lane, Room 1609

 SOLD THROUGH JOBBERS ONLY 
810 D. GOLD FILLED FOBS. Retail at 25c. and 50c. each

"

M. J. AVERBECK
Manufacturer—Importer

Maiden Lane Uand NEW YORK ,
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SOLID GOLD FRONT JEWELRY
STAMPED "S & C"

Through
Jobbers

Look for
Trade-Mark

"S G'C"

on Every
Article

Through
Jobbers

Look for
Trade-Mark

"S

on Every
Article

FIRST IN THE FIELD TO MAKE SOLID GOLD FRONT JEWELRY OF CHARACTER AND RELIABILITY.
ABSOLUTELY GUARANTEED; DESIGNS THE FINEST; VARIETY MOST EXTENSIVE.

IRA W.. SMITH, PACIMfrvonsir
Broadway Central Bldg., LOS ANGELES Smith & Crosby

FACTORY 

ATTLEBORO
MASSACHUSETTS

BATES & BACON 
New York, 9 Maiden Lane
Chicago, 103 State Street

Mal:" High Grade Gold-Filled

Attleboro, Mass. Chains, Lockets and Bracelets
GENT:5 2 RING ATTACHMENT F0135 ILLUSTRATIONS 2/3 SI Z

'AA" • 6;4,4

•

F2465/ E664

F2309/E 623 F2260/E633

NOTICE: — All

of our New Fobs

are attached to

the Safety Snap

by two rings,

making safety

doubly sure.

CASTIGLIONI COMPANY
LOCKETS

THE LINE THAT MADE US FAMOUS

PRICE The wise retailer follows the PATH TO PROGRESSIVE-
NESS to that ultimate GOAL good profits and satisfied

patronage.

GUARANTEE

Each stair represents a step upward, denoting the
process of manufacture contained in our
LOCKETS.

DESIGNS

We have,
however, the
brains, equipment
and resources to pro-
duce a superior grade of
lockets that are sure sellers.

It likewise denotes our motto of A
YOUNG HOUSE WITH PRO-
GRESSIVE IDEAS.

QUALITY

No old fogyism here nor claim
of antiquity; rather we

boast of our youth in
business.

FINISH

Glance at each stair, note what it
stands for, and then the top—the pinnacle
of all—PRICE—which is RIGHT.

WORKMANSHIP

Note the designs shown here. Nothing out of the
ordinary—BUT—if you wish to see out-of-the-ordinary
LOCKETS, ASK YOUR JOBBER TO SHOW OUR
LINE.

LOOK FOR TRADE-MARK

EQU IPTM E NT

'STOCK

719

Factory, 116 Chestnut Street, PROVIDENCE, R. I.

MANUFACTURING JEWELERS

NEW YORK OFFICE: 71 Nassau Street, Room 1204
Representative, CHARLES ALTSCHUL

Pacific Coast Office:
SAN FRANCISCO, CAL., 710 Jewelers' Building

J. H. MERRILL

CHICAGO OFFICE: 505 Powers Building
M. NEUBURGER

c•T
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Look for
PR-ST-CO

Stamped on Spritm Rings
and Swivel of all Chains

A

A

VCOOCE 
STOCK 

COM p4
AND MAIN OFFICE P44100 STEWART STREET, PROVIDENCE, R. I.

CHAINS AND BRACELETS
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Particularly Amorita Bracelets

NOTE THE GUARD

Look for Trade-Mark

CHAINS
Look for —>

Look for
PR - ST- CO

stamped on swivel of
Coat Chains, etc.

No 7.74/ SOLD THROUGH
JOBBERS ONLY

Trade-Mark

All Providence Stock Company's production is made of " HYGRADE" GOLD-FILLED stock. A SPECIAL PROCESS—HARD FINISH—WEAR-
RESISTANCE —"HYGRADE" GOLD-FILLED that affords double value at the same price ordinary gold-filled jewelry sells for.
Our "HYGRADE" GOLD-FILLED JEWELRY includes BRACELETS—PARTICULARLY AMORITA BRACELETS, which have a patented wire
SAFETY GUARD, the simplicity of construction of which makes it of practical value—CHAINS, FOBS and LA VALLIERES. We also make a 10 Karat
SOLID GOLD line of CHAINS (including COAT CHAINS), SCARF PINS and LA VALLIERES.

11 Maiden Lane, NEW YORK

SAMPLE OFFICES 131 Wabash Avenue, CHICAGO
45 Kearney Street, SAN FRANCISCO, CAL.

AMORITA AMORITA

THE BEST THE CHEAPEST

SOLID GOLD CHAINS
They stand the test of time and
have done so for 6o years. Su-
preme in Quality, Design, Finish,
Workmanship.

We sell direct. We have no sales-
men. Eliminating all unnecessary
expenses in making and selling
enables us to sell at the lowest
Possible price. Send for catalogue.

Alois Kohn & Co. MARK

16-18 Maiden Lane, NEW YORK
Makers of GOLD CHAINS of every kind

FRATERNITY and CLASS PINS
10 and 14 KARAT
made to special order

C, We have specialized for

years on creating exclusive

designs for Colleges and

Fraternities.

C, Let us estimate and create

designs for your college trade.

Located right in a college city.

WILLIAM L. PANIKOFF MANUFACTURINGJEWELER

828 CHAPEL STREET NEW HAVEN, CONNECTICUT

E. H. H. Smith Silver Co.
Bridgeport, Colin.

Sterling Effects
in Plate

Manufacturers
of

Bourgeois Bros. Co.
131 Wabash Ave., Chicago, III.

Silversmiths' Building
New York

721

14 Karat One-Eighth

A chain with a finished appearance of solid gold, wears like gold, and sells at a price
that brings an ultimate decision in its favor.
Is ABSOLUTELY GUARANTEED TO ASSAY FOURTEEN KARAT ONE-EIGHTH GOLD-
FILLED U. S. GOVERNMENT ASSAY. Every link gold-soldered, by hand. There is a
demand for a chain of this sort. One that will replace a gold chain satisfactorily, and
at a cost below the price of gold. We have it. Your Jobber will show you.

ATTLEBORO
C. A. MARSH & CO. •• MASSACHUSETTS••

Ask to see the C. A. M. & Co.'s Line and look for Trade Mark Order by Number of your Jobber
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Ave DftHerent Sizes llin Cuff _inks
Makftnt a Unfit of Complleteness

Never before has it been possible for a JOBBER to secure FIVE DIFFERENT
SIZES of CUFF LINKS of the same design from one manufacturer. Rather
he has had to take two or three designs from various manufacturers and
make a poor job at matching them up.

Glance at the illustration showing but one design of TEN, each design
having FIVE different sizes. Made in all weights of 10 Karat Gold at prices
as low, if not lower, than now paid for poorly matched assortments.
All bother, all worry, all fussing at an end.

Also made in STERLING.

Every link has our double expansion brace shanks, thus insuring great
strength. A feature alone that recommends it to the progressive Jobber.

Our men are now out, prepared to show you. Ask about this proposition.

Samples Sent to Any Live Jobber that Can't Wait for Our Men

mixie W Co Greene Company, 110 11 Sabin St., PROVIDENCE, R. II.
  Jewelry Specialists 

Western Representative, CHARLES 0. PETTEY

WHEN
A
FOM ER

WISHES
TO

SELL
You any lot or single piece of mounted diamond jewelry—
large or small—do not turn him down absolutely, send the
goods to me for a

SPOT CASH
OFFER

11111111111■111=111=1111%

and save all trouble and worry. I pay all express charges and insure the goods in transit. I have been in the
business right here for 19 years, and can give the very best references as to responsibility on application. Offers
and valuations furnished promptly. See ad on page 867 of this issue. Write for further information.

J. J.
AMSTERDAM, TULPSTRA AT 10

1011 CHESTNUT STREETCO H E N PHILADELPHIA, PA.
ESTABLISHED 1891 LONDON. AUDREY HOUSE. ELY PLACE
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BRACELETS ARE THE BEST SELLERS
They Will Be All The Rage This Summer

WE HAVE SOMETHING NEW IN BRACELETS
As Good as Gold at Vith the Cost

M. S. & S. 14 K. GOLD SHELL BRACELETS
Polished and English Finish. Plain, Engraved and Chased

You well know
that the best
wearing goods
are the Gold
Shell goods.

You will find our

Bracelets the
best wearing
Bracelets.

Each and every

one guaranteed.

111wimmi

Made in sizes 6, 6, 7, 7 Standard Bracelet Gauge

30 ..STYIL,ES

Factory, NEWARK, N. J.

No.
1275

No.
1887

No.
1886

No.
1888

No.
1897

No.
1830

They look like
Gold.

They wear like
Gold.

We also make a
full line of Ban=
gles in round,
oval and square.

Every Bracelet
stamped M. S. & S.
14 K. Gold Shell.

SELECTION PACKAGES SENT

TO RESPONSIBLE JEWELERS.

Manufacturers

726 Chestnut Street

PHILADELPHIA, PA.
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There's a
heart in every

Locket

LOCKETS ONLY

Etablished
55

Years

Flat Model
No. 9477

Large variety new designs in all Shapes, Sizes
and Finishes. Sample lines now being shown

WIGHTMAN & HOUGH Main Office and Fact( ryCO. Providence, R.1.
NC,' York Office, 15 Maiden Lane

Special Big Dollar Seller

Gold
Back
Combs

and

Barrettes

Fifty Cent
and Dollar

Sellers

SEND FOR SAMPLES

r--

Sold
Through
Jobbers
Only

Providence Manufacturing Co.
Providence, Rhode Island

EMBLEMS
We have a catalogue that's most
descriptive of our entire line of emblems. It

will be a revelation to you to find the large number

of designs we carry. Nearly Ten Thousand dif-
ferent designs. Well made and at right prices. Our
men are out, give them an opportunity to show you.

JOBBERS ONLY

E. L. LOGEE e..? COMPANY
EMBLEM MA NUFA CTURERS

235 Eddy Street, Providence, R. I.

NEW YORK OFFICE--65 NASSAU ST.

CHICAGO OFFICE-1203 HEYWORTH BLDG.

Sterling Silver Rings
A few of the many designs we make

To retail 25 cents and up

8120 8104 8125 8131

8132 8190 8116 8127

We also make Gold Shell Rings
Samples on Application

Rhode Island Ring Company
Providence

MAKERS OF RINGS
• •
• • Rhode Island

The Very Latest in Jewelry Fads EAR RINGS

23

10

Made in Britannia Metal with Gold finished backs. Also will supply them in Sterling Silver, if desired. The drops are made of imported White
Stones of great brilliancy, with either Pearl or Coral tops. j Also have drops and tops made entirely of Pearl and a very fine line of just the button Ear
Rings of either Pearl or Coral. J Can be procured in either style, pierced or pierceless, just as fancy dictates or fashion demands. i Prices most
alluring, designs right. These are but a few of a most extensive and elaborate line. 1 Order by number. Ask for a selection of Our latest in Hat Pins.
Parisian Imported Novelties in small shapes. The latest craze for Fall. All different shadings of stones. Also some new designs in White Stone
Combs, Bandeaux and Barrettes.

Send for Pamphlet, Descriptive
of Heller's White Stone Goods.
It's a Business Builder.

WHITE STONE JOSEPH W JEWELERS. HELLER CO. MANUFACTURINGNOVELTIES 

129 EDDY STREET : - : PROVIDENCE, RHODE ISLAND

You Sell Coat Chains
Many of These with Emblems

Now you can sell many more emblematic Coat Chains by
giving your customers an unlimited range in selecting
from your stock and catalog of I. & R. CO.'S buttons.

The Cut Shows All
Any of I. & R. CO.'S buttons will fit the patented back
we use on this chain, and will fit absolutely right.
We also sell our buttons with this Patented Back, without
chains, at a slight additional cost per dozen.
Your jobber has these, or can quickly procure them for you.
This back is fully protected by Patents, and any infringe-
ments will be prosecuted.

CHICAGO OFFICE

131 Wabash Avenue

'</\\

Irons & Russell Co.
Manufacturers of Emblems

Three Complete Stocks
Main Office and Factory, 95.Chestnut St., Providence, R. I.

NEW YORK OFFICE

11 Maiden Lane
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ONE OF OUR NEW PATTERNS.
No. 3012.
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THE BAGS YOU WILL
EVENTUALLY BUY

THE INMAN
"JOINTLESS" PATENT LINK

MESH BAGS
So constructed that they simply
cannot pull apart. A stronger,
smoother mesh than the sol-
dered ring, and at an interesting
price; much lower than soldered
ring mesh.

Not necessary to line this bag.
Chains come in any style.
A large variety of patterns in
Sterling and German Silver.

SAMPLES SENT TO ANY REPU-
TABLE JEWELER ON REQUEST.
ADDRESS DEPARTMENT K WHEN
WRITING IN.

J. T. Inman Co. Inc.
ATTLEBORO MASSACHUSETTS

Manufacturers of Sterling Silver
Jewelry and Novelties

Allen's Twin Links 
A BOON TO SOFT CUFF SHIRTS

2-in-1 Metal Fobs

Put them on either way and they're right.
Saves time, saves bother, saves temper.
Has " Short Posts " attached at each end
by lever.
"Short Posts" means a post just long
enough to hold the sides of the cuffs close-
ly together, giving a much neater effect than
can be obtained from the old-fashioned
long post.
Made in gold plate, either plain, Roman,
polished, or English, or in a variety of en-
graved designs.
Just ask about our 2-in-1 Metal Fob.
Hangs by swivel. Can be worn either side
out, one side plain, other side engraved.
Gold Plate only.

C. H. Allen & Co.
Attleboro Massachusetts
Those 4-in-1 Coat Chains are winners.
Ask us to show you.

Removal Notice
In order to meet the steadily increasing de-
mands of the jewelry trade for our product and
keep up our record for prompt shipments,
high quality and superior finish of our work, it
becomes necessary for us to seek new quarters.
We will be located at 302 West Lake St. (cor-
ner of Franklin St.) after May 1st, where we
have secured commodious quarters.
Our factory will be equipped with modern

machinery, electrically driven, including a com-
plete electro plating plant of the latest improved
type. Careful attention will be given to our
(lesigning- department for rapid execution of
special orders.

Jewelers visiting Chicago are invited to visit
US at our quarters and inspect our line of mono-
grams, monogram fobs and fine leather goods,
consisting of ladies' hand-bags, card cases, bill
books, ladies' and gents' belts, etc., etc.

CHICAGO ART METAL WORKS
302 West Lake Street CHICAGO, ILL.

THE PROBLEM OF DISTRIBUTION

In the business world distribution is the great

problem of the age.

It is even more of a problem with the manu-

facturer and the wholesaler than with the

retailer.

The retailer must be kept constantly well-

informed regarding new goods in order that

his intet est in them shall at all times be kept

properly sustained.

In every line of trade it is now universally

conceded that trade papers are the best

medium for such a purpose.

The well-known policy of THE KEYSTONE

—the protection and promotion of all trade

interests—makes advertising space in it a

passport to the favor and confidence of its

thousands of subscribers and readers.

A rigid censorship is exercised over its read-

ing pages, the space being devoted to that

which is practical, instructive and interesting,

to the exclusion of all that is untrustworthy

and irrelevant.

The same careful supervision is exercised over

the advertising pages of THE KEYSTONE,

and none that are unreliable, misleading in

representation, defamatory in statement or

in any way detrimental to the welfare of the

trade, are allowed admission.

The elimination of all undesirable associa-

tion is one of the greatest benefits derived

by the advertiser from his announcements in

THE KEYSTONE.

Semi-monthly after July 1st

THE KEYSTONE PUBLISHING CO.,

809-811-813 North x91h Street,

Philadelphia.
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PRIZE CUPS AND TROPHIESAmong the Cups and Trophies illustrated in our new catalogue are the best examples of High-Grade Silver Plate.artistic designs, appropriate for all occasions, will be found anywhere. Ask for Catalogue 99-K.
INTERNATIONAL SILVER CO. 

MERIDEN BRITANNIA CO., Meriden, Conn.
Successor

49-51 West 34th Street—NEW YORK-9-19 Maiden Lane

SUBSCRIPTION—One Dollar per year, postpaid, to all parts
of the United States, Hawaii, Porto Rico, Philippines,
Guam, U. S. Island of Samoa, Cuba and Mexico;
single copies, regular issues, 55 cents; special issues,
25 cents. To Canada, $2.00 per year. To Foreign
Countries, $5.66 (15 slullings) per year; single copies,
25 cents (I shilling).

Payment for THE KEYSTONE, when sent by mail, should be
made by Post-Office Money Order, Bank Check or
Draft, or Express Money Order. When neither of
these can be procured, send the money in a Registered
Letter. All Remittances should be made payable IO
THE KEYSTONE PUBLISHING CO.

CHANGE OF AnoxEss—Subscribers desiring their address
changed, should give the old as well as the new
address.

AnvorrisEmENvs—Advertising rates furnished on applica-
tion. No advertisements but those of a reputable
character inserted.

To ADVERTISERS—COPY for advertisements must reach us
by the 25th of each month to insure insertion in the
issue of the following month. Changes in advertise-
ments should reach. us not later than the 18th of the
previous month.

All communications should be addressed to

THE KEYSTONE PUBLISHING CO.
NEW YORK 809-911-813 N. 19TH STREET
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The Keystone to be a Semi-monthly

BEGINNING with July THE KEYSTONE
will be issued twice each month, on

the 1st and ith, making twenty-four issues
per year instead of twelve, as at present.
This change, which is made after mature

deliberation in response to modern trade
conditions and requirements, will mean
greatly increased value to subscribers and
greater serviceability to all concerned.
The previous announcements of the change
in these columns were received with a
chorus of approval from all branches of
the trade.
Those who subscribe or renew their sub-

scriptions this month will receive twenty-
two issues, the monthly issues of May and
June, and two issues each month for the re-
maining ten months—all for $1.00, the pres-
ent subscription price.
We would suggest to our readers whose

subscriptions have expired to take advan-
tage of the opportunity and renew their
subscriptions without delay.

A New Kind of Convention

ELSEWHERE in this issue we publish
an announcement of the annual con-

vention of the Iowa Retail Jewelers' As-
sociation and wish to direct attention to the
new convention idea which the ofcers of
this organization have evolved and will put
to the test for the first time at the meeting
to be held in Des Moines, Iowa, June 13th,
i4th, 15th. The enterprising and progres-
sive jewelers who guide the destinies of the
Iowa organization had no fault to find with
the success of their previous conventions;
yet, weighing the results against the time,
money and effort expended to bring them
about, they felt that there was something
wanting to make these gatherings of maxi-
mum benefit to those in attendance. They
very logically reasoned that if they could
inject the element of actual business into
the convention, the manufacturer, jobber
and retailer would find therein a new at-
traction.

The new idea is that the convention will
be utilized by manufacturers and jobbers
for the display, and by retailers for the pur-
chase of stock, 'tools, materials and equip-
ment of all kinds. To this end, the ex-
hibits will be unusually comprehensive, giv-
ing the visiting jewelers an opportunity to
select from larger stocks and to better ad-
vantage than is possible when dealing with
visiting travelers. For the details we refer
our readers to the announcement elsewhere
in this issue. The experiment, which will
be a most interesting one for all the State
organizations, promises exceptionally well
thus far. In a letter before us, under date
of April i8th, President Nielson, of the
Iowa Association, says :

"We now have booked for exhibits with
us all the leading watch manufacturers of
the country without any exception. We
also have booked the leading silverware
concerns, clock manufacturers, and, in addi-
tion, numerous other lines usually sold in a

jewelry store. The jobbers are taking ex-
ceptionally well to our plan—in fact, our
plan will have the best chance in the world
to be tried out in every sense of the word.
Nearly half our display spaces are either
reserved or spoken for as early as this, with
the convention two months off yet."

The Fixed Selling Price and the Courts

HE
Pr 

 fixed selling price system now fa-
miliar to the trade has received such

universal approval, and has proved so benef-
icent in its working that any development
that would nullify the innovation would be
a source of much regret and the cause of
very material loss to the jewelers. It is
quite natural, therefore, that the trade
should have been somewhat exercised over
the decision recently handed down by the
United States Supreme Court in the case
of the Dr.. Miles Medical Company, of Elk-
hart, Ind., against the John D. Park & Sons
Co., of Cincinnati, Ohio, the point of con-
tention being the right of the manufacturer
of proprietary medicines to restrict the
prices at which his goods should be resold.
The court decided that the complainant
company had no such right in this particu-
lar case, but an analysis of the decision
shows that it has no application to the case
of patented goods.

Trade-marked and copyrighted articles
stand in an entirely different light before
the law from that of patents. The former,
it is true, gives certain privileges to the
registrant, but not the same as are given to
patentees. This was made very clear by
Associate Justice Hughes, of the Supreme
Court, who, in delivering the decision, said:

The purpose of the patent law is to stimulate
invention by protecting inventors for a fixed time
in the advantages that may be derived from
exclusive manufacture, use and sale. So far as
appears, there are no letters patent relating to
the remedies in question. The complainant had
not seen fit to make the disclosure required by the
statute, and thus to secure the privileges it con-
fers. Its case lies outside the policy of the patent
law, and the extent of the right which that law
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secures is not here involved or determined. If a
manufacturer, in the absence of statutory priv-
ileges, has the control over the sales of the manu-
factured articles, for which the complainant here
contends, it is not because the process of manu-
facture is kept secret. In this respect the maker
of so-called proprietary medicines, unpatented,
stands on no different footing from that of other
manufacturers.

The purpose of the government in grant-
ing a patent is to encourage invention and
to reward the inventor for having made his
secret known for the public good, but in
the case of a trade-mark the government
simply registers the name under which the
owners intend to sell their product, but
does not become a party to the secret in-
volved, as it does when the article is also
patented.

Recently we reported in these columns
a number of suits instituted for infringe-
ment of patent because of price-cutting,
and the decisions up to this time have been
uniformly in favor of the patentee. In so
far, therefore, as patented articles are con-
cerned the trade and others will do well to
regard the law as it stands. There is noth-
ing in the decision referred to which leaves
them free to cut the price at will, and any
attempt to do so may result in the institution
of infringement suits, such as are now
before the courts.
As price-cutting is the most demoraliz-

ing factor in the world of trade, it is to
the interest of the manufacturer, jobber and
retailer, apart from legal considerations, to
stand together for price maintenance. The
marketing of non-trade marked goods is
no less detrimental to the manufacturer
than the retailer. It has been said that
the five-and-ten-cent stores, for instance,
would die a natural death but for weak-
kneed manufacturers, who do not trade-
mark their product, or back it up with
their reputation. The sequence is failures,
with consequent demoralization all around.
It is suggestive of the present situation that
the widely distributed Woolworth five-and-
ten-cent stores now number considerably
over 300, and are increasing rapidly. As a
monument to the institution the proprietor
has planned to erect in New York City the
"tallest building in the world," while there
is no memorial to mark the results to manu-
facturers and retailers of this organized
cheapness. The legitimate jewelry business
should be the very antithesis of the bargain
kind, and the complete regeneration, for
which we are now striving, will depend
primarily on the united efforts Of all
branches to maintain price, quality and
prestige.
In the numerous conventions scheduled

to take place during this and next month
special attention should be devoted on the
programmes to this subject of quality and

price maintenance. These large gatherings
furnish an excellent opportunity to impress
on the trade the importance of this matter,
which should furnish a prolific subject for
papers, addresses, and general discussion.
Our readers may anticipate in coming is-
sues, therefore, a wealth of enlightenment
on this important factor in their business.

Advertising Campaign to Create Trade

ONE of the most powerful factors in the
creation and maintenance of modern

retail business is the plan of manufacturers
advertising to the public through the popu-
lar magazines with the purpose of building
up a universal demand for their specialty,
much to the benefit of the retail trade.
Much can be profitably done by the trade
and the profession to increase the value of
such advertising by supplementary pub-
licity in their local papers, announcing that
they handle these specialties and thus at-
tracting in their own direction the demand
created by the announcements in the maga-
zines. The manufacturer will aid in this
by furnishing electrotypes and advertising
matter. It is also advisable to be prepared
in advance for such a demand by adding
attractive lines of these goods, displaying
them in such a way as to attract public at-
tention, and to this end the manufacturer
will also lend assistance.
The wide-awake merchants always profit

largely by these advertising campaigns of
the manufacturers, and there is no reason
why every individual jeweler should not
share in the new business thus made avail-
able. Co-operation of manufacturer, job-
ber and retailer is the keynote of modern
trade, and the retailer can most profitably
co-operate in these advertising campaigns
in the way suggested. There is material
advantage in handling widely advertised
articles in that the public becomes con-
vinced of their standard quality and are
willing to pay liberal prices, assuring a
satisfied patronage and good profits.

Experiment in Co-operative Retailing

ALTHOUGH the various attempts in the
direction of co-operation among re-

tailers in the United States proved discour-
aging and abortive, a new experiment of
this character on a large scale has now been
planned. A million-dollar corporation en-
titled "United Stores Association" has
opened offices in New York City with the
purpose of introducing the co-operative plan
which has proved quite successful in some
European countries. The object of the asso-
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ciation is to enable responsible dealers to
buy, advertise, and deliver goods conjointly
with a view to reducing the cost of advertis-
ing business. At present individual retailers,
especially in the large cities, cannot well
afford to advertise because of restricted
local patronage, but the association contem-
plates an extensive and effective publicity
campaign in the interest of such retailers.
Large space for advertising will be con-
tracted for, and this, together with house-
to-house canvassing, will assist in securing
patrons for the association stores without
interfering in any way with the individu-
ality of the dealer.

The association has announced that it will
not invade the manufacturer's field, and
will do all it can to further the sale of prop-
erly advertised products. Prices will be
maintained as at present and private brand
goods will be discouraged. Credits and
saving accounts are to be handled co-oper-
atively for the mutual benefit, and trade
and labor organizations will be invited to
join in the movement. The organizers of
the association are very sanguine as to the
results which will accrue, one of which will
be that the ruinous and deliberate competi-
tion and cut prices with which chain stores
drive out retailers from profitable locations
will be effectively combatted. This preten-
tious experiment will be watched with much
interest by the retail trade of the country.

Suppression of Trading Stamps

THE recent decision of the United States
Supreme Court upholding the law for

the suppression of trading stamps now on
the statute books of the District of Colum-
bia has encouraged the business world to
make another effort to abolish this nuisance
by legislation. Measures with this purpose
in view are now pending in Indiana, Penn-
sylvania, Ohio, and Washington, while the
subject is being given attention by mer-
chants' associations generally. A bill was
introduced in the Legislature at Albany,
N. Y., for the abolition of the stamps, and
is receiving the united support of the retail
interests of the State. This measure, which
it is confidently expected will pass the Leg-
islature and stand the constitutional test, is
as follows:

It shall be unlawful for any person to offer for
sale any real estate or article of merchandise of
any description, with the promise, express or
implied, to give or bestow, or in any manner
hold out the promise of gift or bestowal of
stamps, coupons or any other article or thing for
and in consideration of the purchase by any per-
son of any article or thing, whether the object
shall be for the individual gain or any other pur-
pose whatsoever. Every person who shall in any
manner engage in such gift or lottery enterprise
in this State shall on conviction thereof pay a
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fine not exceeding $i000 or be imprisoned in the
county jail not less than one or more than six
months, or both, in the discretion of the court.

The bill introduced in Michigan is in-

tended to prevent the use of trading stamps

or other gift schemes except in the case

where they are redeemed by the merchants

issuing them. The Pennsylvania measure

provides that all trading stamps must be

redeemed in cash if desired by the holder.

It is in truth an anomalous situation that

an outsider should have the privilege of

interfering between the retailer and the con-

sumer, and practically forcing a profit from

both. Whatever be the result of the pres-

ent wave of legislation against the trading

stamp, it seems to us that the most effective

reform agent would be the local associ-

ations. If strong organizations were formed

in towns and cities, the members of which

would agree not to use trading stamps or

gift schemes, the problem would be defi-

nitely solved, as far as such communities

were concerned. The Oklahoma City Re-

tailers' Association, as a case in point, re-

cently adopted resolutions whereby the

members pledged themselves not to use the

trading stamps or other coupon schemes,

because the use of such is demoralizing

and not consistent with good merchan-

dising.

Laws Against Fraudulent Advertising

WHILE the efforts in several State

Legislatures to pass a law against

fraudulent advertising have not met with

much success thus far, the movement is

nevertheless gathering force, and there is

little doubt that such legislation will be had

in the near future. A measure of this char-

acter was introduced in the Indiana Legis-

lature, but did not reach the status of a

law, and a somewhat similar measure is

now being considered in the Ohio Legis-

lature. The objection to these laws is gen-

erally that they would unnecessarily hamper

business interests. This would be a very

serious objection if it were well founded,

but no honest dealer would be affected det-

rimentally by such a measure as that now

being considered in Ohio. The provisions

of this bill are as follows:

"Section I. Any person, firm, corporation or
association or any employee thereof, who in a
newspaper, circular or other publication published
in this State, or by advertisement on any bill-
board, streamer, window or any other method of
advertisement knowingly makes or circulates any
statement or assertion of fact concerning the
quantity, the quality, the method of production
or manufacture, or the reason for the price of his
or her merchandise or the manner or source of
purchase of such merchandise or motive or pur-
pose of such a sale intended to give the appear-
ance of an offer advantageous to the purchaser,
which is untrue or calculated to mislead, shall be
guilty of a misdemeanor. Any person, firm, corp-
oration or association or any employee thereof
who violates any provision of this section shall be
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liable to a fine of not less than twenty-five dollars
or more than one hundred dollars for each
offense."

There is really nothing in this measure

to which an honest dealer can reasonably

object. It would mean the end of fake

"bankrupt sales," "fire sales," "sample

stock," "factory damaged" goods and all

such impositions on the public. Any law

which makes for honesty can only hurt the

dishonest. We have reached a period when

untruthful advertising is as unnecessary as

it is unjustifiable, and its suppression would

be a boon to the public and a very substan-

tial benefit to honest trade.

Legislation Aimed at Mercantile
Agencies

CONSIDERABLE stir has been made

in the business world by the intro-

duction of a bill in the New York State

Legislature for the regulation of mercantile

agencies. The bill would prohibt the ren-

dering of confidential and verbal reports

with regard to the commercial rating of any

firm or individual by mercantile agencies.

It provides that all such reports must be

rendered in writing on the letterheads of

the particular agency involved and signed

by one of its accredited officials.
Representatives of R. G. Dun & Co.,

Bradstreet's, Merchants' Association, Credit

Men's Association, Jewelers' Board of

Trade, and of merchants and banks of New

York City, were present to oppose the bill

on the ground that if enacted the Stillwell

measure would sound the death knell of

the mercantile agencies. It was argued in

opposition to the bill that these agencies

were essential to commerce and that the

passage of the bill would put an end to their

usefulness. "Through the good work of

the agencies in New York the credit of a

trader in Kalamazoo, in Waco, and in every

city, town and hamlet is as good in New

York as it is in his own place of business,"

said one opponent of the measure. "That

is why the mercantile agencies are an in-

dispensable instrument to commerce, and

why the destruction which this bill proposes

to work upon the agencies is destructive to

the commerce of the State."

President Roberts Extends Greetings

T T is appropriate at the opening of the
convention season proper that the

president of the national association should

extend a word of greeting to his brethren

in the organized trade. In the next two

months will be held a full score of State

conventions, all of which have a single pur-

pose in view, namely, the elimination of

abuses and the better protection of trade
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rights and interests. President Roberts'

greeting is as follows:

Rejoice in the coming of the happy, bouyant
days of May, bounteous with blossoming trees
and cloudless skies of hope and promise, arousing
the spirit of wanting to do, of wanting to be, of
wanting to live and breathe and be happy.
Rejoice that the days of business depression

are rapidly passing, that the tide will turn and
that your zeal and patience will soon be rewarded
by years of prosperity, peace and plenty.

Rejoice that you are a member of the American
National Retail Jewelers' Association, which has
done more to uplift and unify the intellectual,
ethical and financial standing of the retail jeweler
than any other organization in its history.

Rejoice that laws are being enacted to expel the
illegitimates and parasites in the trade and to
protect and uphold the honor and integrity of
the craft.

Rejoice in the onward march of organization
and in anticipation of the thousands of jewelers
who will soon unite and join hands in the glad-
some work of making the retail jewelry business
safe, sane and profitable.

Rejoice that the interests of the manufacturer,
jobber and retailer are becoming unified that you
may receive adequate profit from the capital, skill
and intelligence your vocation demands.

Rejoice that you are to have the opportunity
of visiting the Richmond convention in August
and hearing the foremost thinkers of the jewelry
world discuss problems of vital import and
socially enjoy the good fellowship of your co-
jewelers from a hundred cities.

Rejoice, East, West, North and South that the
day is dawning when the jeweler will come into
his own, and as in the ancient days claim his
birthright as the peer of all trades and profes-
sions.

During the present month trade conven-

tions will be held in the following States:

Indiana, Pennsylvania, Illinois, Kansas,

New Jersey, Oklahoma, Arkansas, and New

York, all of which are expected to be the

largest, and we doubt not the most im-

portant in the history of the several or-

ganizations. Details in regard to dates and

programme will be found elsewhere in this

issue.

A Record in Daring Robberies

0N April 26th was perpetrated in Chicago

one of the most daring daylight rob-

beries in the entire records of crime. This

robbery was carried out with the aid of a

touring car in broad daylight in a public

thoroughfare, with crowds of pedestrians

passing the store. The robbers were four

in number, and the talent of the quartet

was quite varied, as one of them was evi-

dently a competent chauffeur, while his

companions were quite as well acquainted

with the value of jewels as with the use of

the revolver. The robbery was carefully

planned, and the fact that it took place only

a few days after the theft of sample trunks

of watch cases makes the inference plaus-

ible that both crimes were committed by the

same parties. The particulars of the deed

will be found on another page of this ;ssue,

and a perusal of them will suggest to the

trade the necessity for extraordinary pre-

cautions against the schemes of such ac-

complished desperadoes.
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Why Not Do It Now?
If you are one of the few jewelers who have
not yet stocked

GORHAM
SILVER POLISH

why not do it now?

We know—you undoubtedly believe—that very soon you must
carry it in stock on account of the rapidly increasing demand;
therefore, why not stock it now, and get the benefit of every sale,
and the prestige which comes from carrying such an article?

Its superiority, efficiency and safety are unquestioned.

The appearance of the package is unequalled.

It is packed in three sizes — small, medium and large — to sell at
the popular prices of 25c., 50c., and $1.00, respectively. It pays
a most satisfactory profit, the profit on the medium and large
sizes being much more in proportion than on the small size.

GORHAM SILVER POLISH once used is always used. Once sold
is always sold.

CHICAGO
10 S. Wabash Ave.

Silversmiths and Goldsmiths
Fifth Avenue and 36th Street,New-York

Branches :
NEW "YORK SAN FRANCISCO

15,17. 19 Maiden Lane 140 Geary Street

WORKS : Providence and New York
GORHAM SILVER POLISH ••-•— The Best for Cleaning Silver

LONDON
Ely Place
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Preparation for Proprietor's Absence

How many men think that they can be
away from their business several months
at a time and have things go along just as
well as if they were on the job? Very few,
and no matter how large or how well or-
ganized a business is, this fact is bound to
be very true, but on the other hand, is every
business as well prepared for an extended
absence of the proprietor as it should be?

Not many realize the importance of pre-
paring for a possible forced absence from
duty. There are many things apt to happen
suddenly to take a man away from his busi-
ness, and everything should be prepared for
such an emergency at all times. In every
business, large as well as small, there is a
strong element of personality, and this is
always such a great factor in the success of
a store that it is absurd to think that it
would be possible to organize a retail busi-
ness so that the presence of the head or
proprietor would be of secondary consid-
eration. However, with a thorough knowl-
edge of all details by the employees, a long
absence of the proprietor would not seri-
ously affect a business.

Too many merchants unconsciously give
their employees little or no opportunity to
learn a lot of small details of a business,
with which they must be familiar if they are
to be expected to keep things going properly
during an absence of the proprietor. For
instance, in a small store the proprietor does
practically all the buying. He also marks
the great part of the goods as they come
in. If any special article is wanted which
is not in stock he is the one who searches
through the catalogues and makes out the
special order for the customer. In many
stores the employees don't know the names
of the makers of the different lines of goods
in stock. They have no idea what average
profit is to be figured on certain lines. They
haven't any idea where to find goods for
which some one might ask and which would
have to be ordered specially. In fact, they
have not the slightest knowledge of the
little details that the proprietor looks after
himself and can't be expected to make much
of a record for themselves in looking after
things properly when he is away.

In every store there should be a second
"boss" to take charge of things and the dif-
ferent employees should have an opportun-
ity to learn fully any new duties that might
be imposed on them during the absence of
the proprietor. For instance, suppose a
store employs a watchmaker, a jeweler, a
stenographer and a clerk. With a force of
this size the principal duty of the proprietor
is supervision of all work and waiting on
trade. In most cases he assumes all re-
sponsibility ; he answers complaints, does
all the buying and ordering, he outlines
work daily for the different employees, and
the result is apt to make them the hands
and he the entire thought of the institution.
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Everyone in your employ should be
made to feel a certain responsibility, and
unless they do you can be sure that during
your absence things will stand still. Your
watchmaker should personally formulate
plans for increasing your repair business
and improving his efficiency. He will prob-
ably be the "second boss" in your store and
should be fully familiar with important de-
tails of the business. He should be able not
only to sell watches, diamonds, gold jewelry
and sterling silverware intelligently, but
also know where these lines are bought,
where special orders may be sent and what
average profit is charged.
Your shop man should be able to figure

special manufacturing work, order material

and assist in keeping the stock clean and in

shape. Your stenographer and bookkeeper

should not only be instructed to post books

and take dictation, but should be able to ex-

tend credit intelligently, collect slow ac-

counts, attend to shipments, write a sensible

business letter without dictation—in short

do all the things that you would ordinarily

do yourself in the office, and make use of

her brain as well as her hands.
Your stock clerk should be able to see

what stock needs cleaning without being told,

to mark goods, to order staples as needed.

She should be present and assist in all your

buying of general lines, and have an oppor-

tunity not only to help in selecting your

stock, but to see full lines and know where

certain articles may be gotten to fill a special

order. She should have as complete a

knowledge of the catalogues in your file as

you yourself. In short, everyone in your

employ should be taught to use their brains

and their hands at the same time. As long

as you are present they can ask questions

and you will find the same questions asked

time after time, when just a little thought

would enable them to answer themselves.

If they are taught to think when you are

present they will know how to think out

things when you are away.
A very practical little memo. book, which

you will find of value for your own ref er-

ence and which would be invaluable in your

absence might be kept as follows : Secure a
loose leaf indexed book about four inches

wide and six or seven inches long and
itemize your different departments and lines
alphabetically. Under each heading make
entries of firms from whom you buy certain
lines, the average profit to be charged,
description and prices of special items in
different lines and, in fact, any information
about buying and selling that you think im-
portant.
With the right kind of employees and the

proper training the average business could
be carried along very satisfactorily for a
long time if necessary without the propri-
etor. The stock could be kept up and cus-
tomers would find intelligent clerks to serve
them, but if you try to look after all details

and don't throw any special responsibility

on to your employees you will find that
when you are absent from your business

they are able to quote prices only on the
articles plainly marked in stock and your
continued absence would prove very disas-

trous.

View Your Business From a Distance

When it comes to sizing up his own busi-

ness many a merchant is in the same posi-

tion as a man who would try to judge one

of Raphael's paintings by gluing his eyes to

the canvas. He is very close to it, 'tis true,

but so close that he can't see anything. His

range of vision comprehends but a mere
speck upon the panorama of his business

horizon. He would like to grace the com-
mercial world with his presence, but he re-
fuses to allow his moss-grown ideas and

opinions to be dislodged. The longest way
round is the shortest way home for him ;
the line of least resistance is but a fabulous
theory. If perchance he should be invited
by his competitors to talk over business mat-
ters outside the narrow confines of his
store he would consider such overtures a
base intrigue to subvert his business
"methods." His employees, in accordance
with the natural law of association and en-
vironment, follow the beaten trail of their
misguided dictator. They are subservient
to his prejudices and erroneous ideas: Being
compelled to labor they have no opportunity
to work; their accomplishments are there-
fore a minus quantity. What could be ex-
pected of a retail business conducted along
these lines?
Thanks to the pervading influence of the

retail associations and the trade press, these
benighted ideas and business nightmares
are gradually being dissipated and eradi-
cated from the retail fraternity. The steady
growth of the State associations offers evi-
dence of this. The establishment of local
associations in towns of small size is further
testimony. The retail merchant, to use the
vernacular of the street, is "coming out of
his shell." He is awakening to a realiza-
tion of the fact that two heads are better
than one—that an interchange of ideas and
experiences in dealing with the various
complex problems which beset the trade is
not only beneficial but absolutely necessary
to the successful conduct of a business in
these troublous times.

The trade press has been perhaps the
most influential factor of any in this great
plan of education. Without its co-operation
the retail associations could scarcely have
stemmed the tide of indifference and oppo-
sition with which they were obliged to con-
tend. By giving wide publicity to the as-
sociation movement and setting forth the
advantages to be derived through organiza-
tion the trade press paved the way for a
work which has since revolutionized the
methods of conducting the retail business.
—Stoves and Hardware Reporter.
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if This is Typical of "106:40
Twenty Thousand Jewelers co.

Who Have Just Received the New

2/42ituM. /Om
Jewelers' Catalogue

Have You Received Write to us if by any mistake we
Your Copy ? have neglected to send it to you

FOR sixty-five years we have maintained a standard of manufacture in box-making which has
never been excelled. Our 1911 designs are as distinctive, our workmanship as finished, as our most
skillful artisans could develop. We give you the advantage of these years of successful study.

The Dennison Catalogue only Describes and Illustrates

Examine our samples at our nearest office

BOSTON

26 Franklin St.

THE TAG MAKERS

NEW YORK PHILADELPHIA CHICAGO ST. LOUIS

15 John St. 1007 Chestnut St. 62 E. Randolph St. 413 N. Fourth St.
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A Word in Behalf of the Crank

By JOHN TWEEZER

The name suggests long hair, sunken

eyes, a beard ten days old, a soiled linen
duster, trousers two inches short, a bat-
tered high hat or a disreputable slouch, an
appetite for pickles and a glare of the eye—
or it may picture a different type to the
reader ; but it presents to the mind a
creature different from ordinary humanity,
an abnormal thing outside the pale of our
sympathies. He is a victim of the human
antipathy to the uncanny ; he is "with us,
but not of us."
The crank who is only narrowly removed

from actual insanity needs no defense ; for
the mantle of our charity should shield him
from the arrows of scorn. But I want to
say a word in behalf of the much-abused
man who rides a legitimate hobby and who
is regarded more or less of a crank in pro-
portion to the vigor and persistence of his
riding.

I aver that a crank of this sort is in the
front of the progress of the world. He is
the explorer of the wilderness of ignorance,
the crusader against false conventions, the
apostle of new dispensations in science, art
and the whole vast field of human activities.

Do you ever stop to think—you who have
exercised a cheap wit in abuse of cranks—
that almost every great invention, every
valuable new social movement, every form
of vital action for the human good has pro-
ceeded from some one who in his day was
reviled as a crank? Call the list of all the
great reformers ; summon the shades of
those whose originality in the domain of
mechanics has added to the comfort and
prosperity of the race; gather together the
theorists whose genius has solved the prob-
lems in social and political economy, and all
were regarded as "mad," if they lived in the
earlier day, and as "cranks" if they survived
to this year of grace.

When a brave English surgeon intro-
duced vaccination into the science of medi-
cine; when a far-seeing Yankee proposed
the building up of the watch manufacturing
industry in America; when St. Paul, at
Athens, declared the coming of "the un-
known God"; when any striking new
thought has been advanced at any time in
the world's history, complacent Ignorance
has held its fat sides and shouted in laugh-
ing scorn, "Crank ! Crank !"

"Success in any direction is the result
of a mild form of insanity," said a great
authority; for crankiness, of the kind here-
in defended, is simply complete devotion to
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one idea. The crank makes himself ob-
noxious to the general public in subordinat-
ing every other duty to the one nearest his
heart ; for the public demands entertain-
ment from various phases of human char-
acter, instead of studying only one aspect.
But the crank's singleness of purpose
achieves results—he does things for the
permanent good of the whole human society.
He sacrifices present popularity, but he
gains the appreciation of posterity. A
martyr to his convictions in advance of the
spirit of his time, beyond the sympathy of
his contemporaries, he yet goes forward
confidently on his way and points the path
to a higher civilization.

I hail the Crank!

The Date of the Jeweler's Failure

Some years ago one of the big commer-
cial report concerns wrote me for informa-
tion concerning a local jeweler who had
made an assignment of his estate to me, and
intimated that there was some question as
to the legality of certain late purchases.
The letter closed with "Please, therefore,
state just when Mr.   failed."

I answered, "This jeweler failed within
a month after he started in business, seven
years ago, but the actual assignment was
made at io o'clock on the morning of March
uth, of this year."
A merchant "fails" long before the

sheriff puts a padlock on his front door, or
before he commits his estate to an assignee.
Failure is a progressive episode. The actual
breaking-down is but the visible realization
of cumulative evils—the word "finis" in
the merchant's record of business incapacity
or miscalculation.

A merchant may "fail" in the very begin-
ning of his enterprise if he is ignorant or
defiant of the immutable laws of trade; or
halfway to a success if he succumbs to
vicious habits ; or with the fruit actually
within reach of his hand if he becomes ex-
ultingly over-confident. He "fails" when
he undertakes to conduct a small business
at a large expense; when he blows hot on
Mrs. Dollar and cold on Mrs. Penny ; when
he ignores the savings of the cash discount;
when he buys of Dick solely because he is
a good fellow, or of Tom because of the
persuasion in a bottle of wine. He "fails"
on the unlucky day when he attempts to
"head off" the aggressive new competitor
by selling at a below cost or by personal
abuse of this rival ; when he resolves to
carry "the biggest stock in town" on in-
sufficient capital; when he gets persistent
spells of the blues—and lets the public see
it. He "fails" when he spends as much time
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in the billiard room, or in motoring, or
around town, as in his store ; when he gives
high-priced dinners at the club and low-
priced repairing in his shop ; when he tells
the customer, for the second time, to "call
next week" for his watch. He "fails" when
he thinks more about his pleasures than
about the changes in the styles of goods;
when he concerns himself too much about
politics and too little about the arrangement
of his window ; when Ile does not observe
a system in his business methods; when
he advertises spasmodically and prepares his
advertising carelessly ; when, in divers and
manifold ways he exhibits his lack of busi-
ness training, his non-responsiveness to the
teachings of experience, his general in-
capacity.
On the other hand, a merchant does not

always truly "fail" when the sheriff or the
assignee takes charge of his affairs. Such
a calamity may be only the stepping-stone
to an eventual success, if in the future the
man is guided by the lessons of the past.
Thousands of similar instances could be
quoted for his encouragement to new en-
deavor, and the merchant has his real suc-
cess before him, if there is the right stuff in
him. A failure may be in conditions that
lie outside his control—the suspension of a
bank, or the death of the moneyed partner,
or the hot-headedness of an unreasonable
creditor, or some external circumstance en-
tirely independent of the well-ordered con-
duct of trade. The victim of such condi-
tions need not despair of the future.
"Failure" is not in the circumstance, but

in the man.

A News Item in 2011

John Smith, jeweler, apparently in sound
health of body and mind, was made de-
fendant to-day in proceedings instituted by
his daughter, who applied to the Court for a
trusteeship over her father. The judge
asked the ground of the proceeding and
pointedly intimated his opinion that Smith
appeared to be competent in every way to
manage his affairs. The daughter answered,
"He doesn't advertise." The application
was granted without another word.

It is a significant fact that Cort-landt
Street, in New York, adjoins Maiden Lane;
Mail Street is near by, and there's a big
church on the corner. But Liberty Street
is only a block further—and the big office
buildings in the neighborhood house about
"steen" divorce lawyers!

The fickle-minded should take example
of the postage stamp. It sticks to one thing
until it "gets there." J. T.
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Some "Ready-Made" Advertisements of Watches
The Jeweler can supply the name or kind of Watch, where we show " * * ," according to his stock or his preferences

The
Kind
to
Buy

Isn't it about time to get the
Solid Gold Watch which
you have always longed for?

I am ready for you with
a superb line of Gold Cases;
and I strongly recommend a
stout case—one that will pro-
tect the works. I have the
light-weight cases, too, at
prices to meet competition

—but you should pay a little more and
you will need no other during your life-
time. Come to see me when you are
ready, and I will talk to you for your
best interests. I like to sell Watches
that are best for the customer to buy.

SMITH, 44 Main

I like to sell the
* Watch

for my conscience sake.
They are always reliable,
and will last a lifetime.
See them in various sizes at

SMITH'S
44 Main St.

Make the
Boy Glad

with a Watch—and start him on the

way to manliness. A Watch is a real

missionary, teaching responsibility to

the boy who carries it  I have

given much thought to Watches for

Boys, and have the best selection in

town, $2 to $7.

SMITH
44 Main

lam

now showing a line of

richly decorated Gold Dial

Watches
which beckon persuasively to

all who want the Beautiful in

the Good.

SMITH
'\\N 44 Main Street

THE DIRT-PROOF WATCH
No Watch can keep good time once the dirt gets

into the works.
Dirt will creep under the edges of the lids, when

the lids are attached by joints.
A clever man found the remedy. He attached

1
 the lids to the case by screwing them on. Each

1 
thread of the screw presents a new obstacle to the
dirt, and it is practically impossible for the dirt to
pass all these numerous bars.

The "Screw Bezel" Case commends itself to all
practical men, because there's a real reason behind
it. And it costs less than the same grade of Jointed
Case.

I show these Dirt-proof Cases in large variety—

Stop in and see this excellent device.

Nickel, Silver, and Gold Filled.

SMITH, Jeweler, 44 Main St.

Dainty Watches
for

Dainty Women
The latest fashion in

Watches for Women is
the size shown in the cut.
They are tiny, but per-
fectly reliable. They come

in great variety of Cases—plain (for mono-
grams), ornamented, set with jewels, etc.
From $20 up—and your grandmother could
buy nothing as good at three times the price.
The best selection in Smithville is at

SMITH'S, 44 Main St.

ff you want absolutely the best
Watch—one that can be relied
on for perfect performance
under all conditions—buy

The -X- Watch
For For many years the standard
of quality in America—and
Europe has nothing better for
twice the money. $7.50 to
$150, depending upon grade of
Movement and kind of Case.

SMITH, 44 Main St.

Don't Buy Half a Watch
A poor timekeeper is only half a Watch—really
worse than none, for it misleads you. I sell low-
priced, as well as fine, Watches, but no Watch
trash. I guarantee all my Watches to be time-
keepers, and you are safe in buying here, whatever
price you pay.

SMITH, 44 Main St.

The Filled Watch Case
You probably know who made the "works" of your Watch; but do you
know who made the Case ? Yet the Case plays an important part in
the price of the Watch, and it is the wearing quality which fixes the
value in a Filled Case.
You can't know much about the difference in the value of Filled Cases
(for they all look alike), and you must depend on the good faith of the
seller. But all who sell Filled Cases are not as conscientious as they
should be.
Let me show you how to distinguish tie safe makes of Filled Cases. It
will pay you to be fully informed before you buy.

SMITH, 44 Main St.

1
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STERLING
SILVER LOVING CUPS itfg

517Cit1740

Write for Trophy Catalogue containing Illustrations
and Prices of Loving Cups in Sterling and Plate

R. Wallace & Sons Mfg. Co.
131-137 Wabash Avenue, CHICAGO, ILL.
11 West 32d Street, NEV YORK

Box 140 WALLINGFORD, CONN.
85 Post Street, SAN FRANCISCO, CAI,.
63 Basinahall Street, LONDON, E. C.



A New Whiting Pattern
of Sterling Silver

Flatware

I
AM not arguing with you," once quoth
Whistler—great Artist and brilliant Wit—
" I am merely telling you."

We need not argue concerning the merits of the
Wedgwood pattern. It tells its own story. Its
very name is suggestive of success.

Josiah Wedgwood's is one of the greatest names
in the history of the English Arts and Crafts, and
the recent revival of interest in old Wedgwood
ware is no less than noteworthy. Pieces that a
few years ago were worth but a few dollars now
sell, at auction, for as many hundreds.

In this popularity the new Wedgwood pattern is
likely to share.

It is as representative as a Wedgwood Vase of
the spirit of XVIII Century Neo-Classicism and
will harmonize just as readily with the prevailing
styles of Interior Decoration, Colonial, French
or Georgian.

A Colonial Pattern
in Sterling Silver Tableware

which enjoys an enviable repu-

tation in the silver world and

is most preferable among ye

brides and ye good housewives.

SILVERSMITHS

Bridgeport q 1 Connecticut

SILVERSMITHS

Main Office and Factory : Federal and Kenwood Streets

Greenfield, Massachusetts

SAN FRANCISCO OFFICE
717 MARKET STREET

SAN FRANCISCO:

717 Market Street



74"

Cover Pages in Colors
No doubt you noted our page advertisement in full colors on the outside cover of the YOUTH'S
COMPANION, April 13th. The advertisement shown in reduced size on the opposite page will
occupy similar positions in a long list of publications during May and June.
This is part of the greatest advertising campaign ever inaugurated in behalf of silver plate. Other
color advertisements will appear later in the year, while advertisements in black and white will occupy
positions in several hundred publications. Every dealer who handles

1847 ROGERS BROS.©
"Silver Plate that Wears"

X S
TRIPLE

will get a share of the results if he avails himself of the opportunity, by means of window displays, etc.,
to link his store to our advertising.
The advertisement will appear May 21st in the Sunday magazines of the following leading newspapers:

In June

NEW YORK TRIBUNE

PHILADELPHIA PRESS

WASHINGTON STAR

PITTSBURG POST

BUFFALO COURIER
DETROIT NEWS-TRIBUNE

it will appear on the cover pages

DELINEATOR

BOSTON POST

CHICAGO RECORD-HERALD
ST. LOUIS REPUBLIC

MINNEAPOLIS JOURNAL

BALTIMORE SUN
ROCKY MOUNTAIN NEWS

of these well-known women's magazines:

DESIGNER

THE HOUSEWIFE

and on June 4th in the Sunday magazines of these newspapers:

BOSTON GLOBE

WASHINGTON POST

CINCINNATI ENQUIRER
ST. LOUIS GLOBE-DEMOCRAT

NEW IDEA

CHICAGO TRIBUNE

PITTSBURG DISPATCH

SAN FRANCISCO CALL

PHILADELPHIA NORTH AMERICAN

Another page advertisement in colors will occupy the back cover of the June

LADIES' HOME JOURNAL

Make this advertising yours. Write for particulars described in Circular 1169-K, also send for large
color reproductions of the advertisements.

MERIDEN BRITANNIA CO.
(INTERNATIONAL SILVER CO., Success( r)

MERIDEN, CONN.
CHICAGO 49-51 West 34th Street—NEW YORK-9-19 Maiden Lane SAN FRANCISCO
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The Silver P1at-6--
That Originated in 1847
No brand of silver-plate has
ever achieved the fame or)
established the wearin6'-
quality reputation of that
originated by the o .'ers
brothers in 1847.

1847 ROGERS BROS ri) X S
TRIPLE

is the mark that assures. to -\
you,Onuine worth and beauty
in siner-plated spoons,forks,
fancy serVinA pieces, etc.- the
heashest grade of triple-plate-
ailverPlate thaakars"

h_e guarantee of thebacked by t 
larAest makers of silverware.

There is scarcely a town
in which dealers cannot
supply I847 ROGERS BROS.
ware in any of the popular
patterns; and any dealer
cantiet for you the pattern
of your choice if he does
not have it in his stock,

Send for
Illustrated
catalogue

:2_21, 2

The above advertisement, larger and in colors, will appear in many of the leading magazines during May and June.
Write for large color reproductions for your windows. See opposite page for particulars.

MERIDEN B'WTANNIA COMPANY
( International Jilocr Corn,vany; Jitcoexsor)

Meriden, Conn.
NEW YORK CHICAGO SAN FRANCISCO HAMILTON, CANADA
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Cover Pages in Colors
No doubt you noted our page advertisement in full colors on the outside cover of the YOUTH'S
COMPANION, April 13th. The advertisement shown in reduced size on the opposite page will
occupy similar positions in a long list of publications during May and June.
This is part of the greatest advertising campaign ever inaugurated in behalf of silver plate. Other
color advertisements will appear later in the year, while advertisements in black and white will occupy
positions in several hundred publications. Every dealer who handles
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In June
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WASHINGTON STAR
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BUFFALO COURIER
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WASHINGTON POST
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CHICAGO TRIBUNE
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PHILADELPHIA NORTH AMERICAN

Another page advertisement in colors will occupy the back cover of the June

LADIES' HOME JOURNAL

Make this advertising yours. Write for particulars described in Circular 1169-K, also send for large
color reproductions of the advertisements.

CHICAGO

MERIDEN BRITANNIA CO.
(INTERNATIONAL SILVER CO., Successor)

MERIDEN, CONN.
49-51 West 34th Street—NEW YORK -9-19 Nlaiden Lane SAN FRANCISCO
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The Silver P1at-6Th
That Origin_ated in 1847
No brand of silver-plate has
ever achieved the fame or)
established the wearinE.;-
quality reputation of that
originated by the Rpers
brothers in 1847.

1847 ROGERS BROS TRIPLE

is the mark that assures to,
you g'enuine worth and beauty
in silVer-plated spoonsforks,
fancy serVinA pieces, etc.- the
heachest grade of triple-plate-
VVerPlate that-Wears"

backed by the guarantee of the
larAest makers of silverware.

There is scarcely a town
in which dealers cannot
supply 1847 ROGERS BROS.
ware in any of the popular
patterns; and any dealer
carqiet for you the pattern
of your choice if he does
not have it in his stock,
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Send for
illustrated
catalogue

MERIDEN BRITANNIA COMPANY
(International Silver Company, ,firocessov)

Meriden, Conn.
NEW YORK CHICAGO SAN FRANCISCO HAMILTON, CANADA

The above advertisement, larger and in colors, will appear in many of the leading magazines during May and June.

Write for large color reproductions for your windows. See opposite page for particulars.
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Reiscript Fobs
A Man Wants What He Wants,
When He Wants It.

Tell the man who is looking for a fob

that you will make one up for him in a

couple of days, or tell him that you can

get him a fob in about a \veek's time,

and the chances are the prospective cus-

tomer will decide that after all he doesn't

want a fob.

The time to make a sale is when your

customers are interested.

With the Be!script System you have
the goods and can show them at any

time. None who sees these fobs will

want to look elsewhere. Their beauty

of design and excellence of workmanship

will make many sales for you.

Sample
AND PRICE-LIST ON REQUEST

q. If you don't know What is meant by
"The Belscript System," write us to-day.

,Weie/P#ricieepagted/
it0okoww" Made while customer waits) j ov..., ..

't 
PAT EN TO

ot-N
\-0

10)f'

JOSEPH L. HERZOG & CO Makers of L K Rings 45-51 ROSE ST., Cor.Duane
(REG. U. S. PAT. OM) 

NEW YORK

,rewee044.,i, oae.e...rezei,zezyd4.
.9

14

ilAIA.M.L.  4J 4J ll 
) 41.41.01M Al.U.k/Ath )

41.41410-4J.UAAM •
)3. taa.%1:14,4■Ata

k t 1. re titt e t 1:

Send at once for our

No. 50 Catalogue and

Assortment Sheet

We also have a new full line of

Rock Crystal and Stone Engraved

Ware that far surpasses anything

yet put on the market.

" LOOK FOR BERGEN

TRADE-MARK"

New York Salesroom : 38 Murray Street

Chicago Salesroom: 10 S. Wabash Ave.

We call particular attention to the

deep, rich cutting of Bowl illustrated.

This is a sample of the excellent

quality of CUT GLASS we are put-

ting on the market at the present time.

Can You Beat It?

PLEASE NOTE that our Factory

is located at MERIDEN, CONN.

0 LOOK FOR BERGEN

TRADE-MARK"

We J. D. BERGEN CO. 
MAIN OFFICENANDCFOACNTONRY.
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Twenty-Five Designs From a Popular
Priced Line of Staples and Novelties in Sterling

No.
18. 8" Berry Bowl,

$18.00 ea.
548. Tea Strainer,

$24.00 doz.
557. Tea Strainer,

$21.00 doz.

70. Cup, $5.50 ea.

85. Cup, $7.00 ea.

46. Cup, $5.00 ea.

628. Jam Jar and
Spoon, $4.50 ea.

533 Condiment Set,
$18.00 ca.

529. Castor,
$15.00 ca.

530. Castor,
$12.00 ea.

546. Candlestick,
$4.00 ea.

542. Candlestick,
$6.00 ea.

559. Mustard Pot and
Spoon, $4.50 ea.

621. Mustard Pot and
Spoon, $4.50 ea.

SUBJECT TO
KEYSTONE KEY

No.
910. 9" Sandwich

Plate, $15.00 ea.
591. Castor, $4.00 ea.
551. Condiment Set,

$9.00 ea.

538. Horse Radish
Bottle and
Spoon, $4.50 ea.

10/7234. Mayonnaise
Set, in case,

$9.30 ea.
596. Bouillon Cup,

$7.50 ea.
124,7192. Lemon Set,

in case,
$6.50 ea.

6599. Coffee Cups
and Saucers,
in case,
$33.50 per set

2251V. Salt and Pep-
per Shaker, in
case, $6.50 ea.

5232,V. Set,
$5.50 ea.

72521V. Set,
$14.50 ea.

SUBJECT TO
KEYSTONE KEY

A far too comprehensive line to fully illustrate at one time. The best way is to SEND FOR CATALOGUE.

It contains some very fine examples of all-the-year-'round, good selling novelties in sterling. Good sellers

by reason of their being right in design, finish, and quality. NOTE THE PRICES above, and then ask

to see the goods.
Get the benefit of our Fifty-One Years ' Consistent Effort to produce

superior goods at a reasonable price

Silverware bearing this
trade - mark denotes

sterling silver
925-1000 line

JAMES E. BLAKE CO., Attleboro, Mass.
CHICAGO OFFICE, 910 Heyworth Bldg. NEW YORK OFFICE, 37 Maiden Lane

SAN FRANCISCO OFFICE, 717 Market Street

Silverware bearing this
trade - mark denotes

sterling silver
925-1000 fine
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ASTER and the opening of the

Spring Season always brings to

the jeweler an increased demand for articles of personal adornment.

Our line of Crosses, Chains, Pendants of all kinds, Brooches, Earrings, Rings,

Scarf Pins, Watches, Lockets, etc., is varied and extensive.

Our Trade-Mark " The Rose " Q is on every piece, and that means the goods

are right in quality and price, attractive in design, and well made in every respect.

We solicit your orders. They will receive prompt and careful attention.

HENRY FREUND C./ BRO.
'SELLERS Qf SELLERS" 71 Nassau Street, NEW YORK

11Our Line of

BRASS GOODS

is full of GINGER

You will display
good JUDGMENT
by showing a few of
our goods in your Line

No. 4947 SMOKING SET. POLISHED BRASS

THE PAIRPOINT CORPORATION
ORIGINATORS OF  Factories and Main Offices

PAIRPOINT CUT GLASS NEW BEDFORD, MASS.
and

PAIRPOINT SILVER PLATE
 BRANCHES 
. " ' . ■8 NTIVYST MCORISTINE BLDG., ST. 11C STVE . . . . 717 MARKET STREET

May, 1911 THE KEYSTONE

The Jewelers' 24-Karat Club of
Pittsburg

The Jewelers' 24-Karat Club of Pittsburg held

its third annual banquet on the evening of March

29th at the Fort Pitt Hotel. The attendance

comprised, in addition to the Pittsburg trade,

prominent jewelers from western Pennsylvania

and contiguous territory, also luminaries from

distant cities. The banquet was held in the old

English room of the hotel and was preceded by

a reception to the guests. The menu was fully

up to the reputation of this magnificent hostelry,

and conviviality and good-fellowship prevailed

throughout. The chorus, "Call me up some rainy

afternoon," was particularly applicable to the

climate and the occasion, as the rain continued

during the day and evening, but evidently did not

dampen or dilute the spirit of the banqueters.

When the cigars and coffee had been passed

President Steele F. Roberts, who is also presi-

dent of the American National Retail Jewelers'

Association, inaugurated the oratorical pro-

gramme by introducing the toastmaster, Walther

Riddle. Mr. Roberts said

President Roberts' Address

"While my modesty rebels, yet in the order of
our exercises I am compelled to introduce and
present for your tender consideration a gentle-
man you have met before—your third-term presi-
dent.
"Though many great and illustrious men have

aspired to the presidential chair for a third term,
but few have attained the goal.
"During the past year we have had several very

worthy jewelers in training for the presidency of
the 24-Karat Club, but at election time they failed
to register, and as a lamb led to the slaughter
I was made the victim of your votes and was
counted in and it.
"In looking up precedents for my policy as a

third-termer I found that all third-term presi-
dents were barred from delivering an address
on occasions of this character, and consequently
you are to be spared the customary opening ad-
dress of the president.
"All jesting aside, gentlemen, I thank you for

your courtesy and appreciation in again selecting
me as your presiding officer, and I assure you
that as a merchant and jeweler I feel that no
greater mark of confidence and esteem could be
bestowed upon one than you have done in again
electing me president of the Jewelers' 24-Karat
Club of Pittsburg.
"To-night, as heretofore, may the same spirit of

good-fellowship prevail and the same uplift and
unanimity of purpose actuate us to make this a
representative gathering of the most honorable
of all trades and professions, "The Goldsmith and
Silversmith."
"And, fellow jewelers, let us continue to edu-

cate the public mind to the fact that the title
"Jeweler" is the hall-mark of integrity and hon-
esty. And may we constantly remember that
public confidence in our craft is the foundation,
corner-stone and cap-sheaf of the whole field of
Jewelry merchandising. The character, standing
and inherent dignity of the craft, independent of
its commercial aspect and value, must be pre-
served.
"And I know of no more honorable body of

merchants who live and abide by these principles
than the members of the Jewelers' 24-Karat Club
of Pittsburg."

Toastmaster Riddle then addressed the ban-

queters and introduced Dr. John A. Brashear,

whom he very appropriately described as "that

grand old scientist, lens manufacturer and as-

tronomer whom we all love." Doctor Brashear,
who is himself descended from a family of
watchmakers and gifted craftsmen, was loudly
applauded. In the course of his address he made
the following interesting statement:

"The prime element of all the things for which
scientists are striving is to make life easier. We

sometimes get impatient while waiting at the
telephone. But think how inventions have added
to human progress. Listen! You jewelers will
some time be selling clocks with their metal pen-
dulums made of this material which I hold in
my hand—Invar," and he exhibited an ordinary
weight, and then went on to explain his state-
ment by saying: "This metal has no expansion
or contraction. Clocks will be made of this be-
cause the pendulum will always be of the same
length. The discoverer of this metal is Guil-
leaume, connected with the Bureau of Standards,
Paris. It is composed of nickel and steel. The
only clocks now made of it are made in Munich,
Bavaria. But there will come a time in America
when all clocks will be made from this metal—
it has already added so much to the accuracy of
timepieces."

Dr. Brashear was followed by District Attor-

ney William A. Blakeley, who delivered an elo-

quent oration on life in its higher phases. The

district attorney was followed by Dr. Lindsay,

whose subject was "Psychology in Business."

Mixed up with his philosophy was a great wealth

of practical advice of everyday application to the

jewelry trade. He referred particularly to the

matter of "Fashion" on which the jewelry busi-

ness is so dependent, and said:

"You jewelers have a good deal to do with
fashions. What is fashion? Why, it is the de-
sire of someone to have individuality for others
to imitate—we all do it. We seek to differentiate
ourselves. To-day fashion changes in a week,
but the desire is to individualize, and that is what
we should all strive for. There is no contagion
so great as the contagion of the mental attitude.
Then, what is good business? Why, a contagion
of. circumstances."

Ernest M. Lunt, of the Chicago office of the

Towle Manufacturing Company, then addressed

the assemblage at considerable length, referring

to different matters of importance to the trade at

this time, one of these being the minimum selling

price. He told of the danger of legislation to

nullify this now growing trade practice and ad-

vised the jewelers to use every effort to prevent

such legislation. Referring to the local interests

and trade, he said:

"In constructive measures you men of oil and
iron have a leadership to maintain. You have
well-bred men here, and here is one of them,
Steele F. Roberts, of whom you are proud—a
great man, a leader of leaders into whose hands
the scepter has been thrust in the presidency of
the American National Retail Jewelers' Associ-
ation and the president of this jewelers' club.
You will, therefore, lead in a great measure and'
will show to others that there is happiness in
doing a willing service."

F. R. Babcock, president of the Pittsburg

Chamber of Commerce, next addressed the ban-

queters and said many beautiful things in regard

to the organization whose hospitality he was en-

joying.
Col. John L. Shepherd, who was given a great

ovation, then delivered an address on the matter-

of-fact subject, "Liars—pro and con." The Col-

onel's exordium was, as usual, in a humorous

vein and provoked much merriment and laughter.

The address, however, gradually took on an air

of seriousness and was brought to a conclusion

in the following beautiful peroration:

"You must all realize that a permanent liar
cannot be permanently successful or happy. The
only man that can do this is the man who lives
a life of truth and honor. To him life is an
inspiration and worth the living. He looks for
the best in his fellow man and returns the same
to him. He can look an honest man or a pure
woman straight in the eye. He commands the
respect of every intelligent man and the love of
little children and the homeless dog will follow
him. And I want to say right here that the man

745

or woman who never owned a dog has yet to
learn the greatest lesson of unselfish love and
devotion in the world.
"The man of truth sees as much of nature's

wonders and beauty in the mud puddle by the
side of the road as in the boundless ocean. The
sun shines with a new splendor—the flowers are
brighter and the perfume sweeter. He sees new
beauty in every passing cloud and hope and inspi-
ration in the rainbow that spares the storm clouds
that darken the heavens. In the flashing lightning
and rolling thunder he sees and hears the majesty
of God. In the dark shadows of the night he
sees the blazing stars—he sees a glory such as
was never dreamed of and reads the history of
the universe.
"In the splendor of the setting sun that turns

the clouds to purple gold and red he sees re-
flected the splendor of the setting sun of his own
life and the glories of the promised life to come.
He sees all this good and true in his fellow man,
and by reason of this is elevated to a higher and
nobler plane of life when all the passions are
forgotten, where the greatest good of the greatest
number is the aim of all and he becomes a gen-
tleman in the truest, the noblest and gentlest
sense of the word."

The souvenir given on the occasion was very
appropriate and beautiful, being a sterling silver
gilded necktie holder designed in the shape of a
karat. The menu cards were a most creditable
specimen of the printer's and engraver's art, and
will be treasured as a souvenir of the banquet.
The good-fellowship on the occasion found

appropriate expression in the suggestion of Presi-
dent Roberts that a basket of roses be sent to
William Herren, of Herren Bros. & Co., a mem-
ber of the club, who was unfortunately seriously
ill. The suggestion was promptly acted upon by
those present.

The Fountain Pen

Although the business of making fountain pens
is but a little over twenty-five years old, it has

been perfected to an astonishing degree, and the

up-to-date American articles are everywhere in

demand.
The rubber used in the four parts of the best

fountain-pens is that known as Beni-Bolivian-
Para, which is bought and carefully selected in

the Madeira River section of Bolivia. This grade

is said to be the toughest, most elastic and cost-

liest rubber gathered.

After being torn, washed and dried for a space

of several months, it is formed, vulcanized, and

converted on special machinery into the various

parts, all of which finally come together and fit

to an infinitesimal fraction of an inch.
The gold pens are of 14-karat gold alloyed with

silver and copper. This fineness is the necessary

grade for the purpose, because it will withstand

wear indefinitely, is acid-proof, non-corrosive,

and non-oxidizable. On the extreme point of the

best gold pens used in fountain pens there is

fused a tip of iridium. This is the hardest metal

known and is very expensive, costing something

like $1500 per pound. The best iridium is mined

in the Ural Mountains of Russia.
The ingenious American manufacturers have

adapted their fountain pens to the writing re-

quirements of all Peoples. For instance, in Bur-

ma the method of writing is from right to left,

a circumstance that calls for a certain style of

pen point. This is satisfactorily supplied by the

American pens, inasmuch as the gold points are

made by expert craftsmen.
During the eighty careful operations through

which a gold pen passes it is quite possible to

furnish the pen with any particular style of point

that may be required for any writing.
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ASTER and the opening of the

Spring Season always brings to

the jeweler an increased demand for articles of personal adornment.

Our line of Crosses, Chains, Pendants of all kinds, Brooches, Earrings, Rings,

Scarf Pins, Watches, Lockets, etc., is varied and extensive.

Our Trade-Mark " The Rose " IT) is on every piece, and that means the goods

are right in quality and price, attractive in design, and well made in every respect.

We solicit your orders. They will receive prompt and careful attention.
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BRASS GOODS
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good JUDGMENT
by showing a few of
our goods in your Line
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The Jewelers' 24-Karat Club of
Pittsburg

The Jewelers' 24-Karat Club of Pittsburg held

its third annual banquet on the evening of March

29th at the Fort Pitt Hotel. The attendance

comprised, in addition to the Pittsburg trade,

prominent jewelers from western Pennsylvania

and contiguous territory, also luminaries from

distant cities. The banquet was held in the old

English room of the hotel and was preceded by

a reception to the guests. The menu was fully

up to the reputation of this magnificent hostelry,

and conviviality and good-fellowship prevailed

throughout. The chorus, "Call me up some rainy

afternoon," was particularly applicable to the

climate and the occasion, as the rain continued

during the day and evening, but evidently did not

dampen or dilute the spirit o4: the banqueters.

When the cigars and coffee had been passed

President Steele F. Roberts, who is also presi-

dent of the American National Retail Jewelers'

Association, inaugurated the oratorical pro-

gramme by introducing the toastmaster, Walther

Riddle. Mr. Roberts said:

President Roberts' Address

"While my modesty rebels, yet in the order of
our exercises I am compelled to introduce and
present for your tender consideration a gentle-
man you have met before—your third-term presi-
dent.
"Though many great and illustrious men have

aspired to the presidential chair for a third term,
but few have attained the goal.
"During the past year we have had several very

worthy jewelers in training for the presidency of
the 24-Karat Club, but at election time they failed
to register, and as a lamb led to the slaughter
I was made the victim of your votes and was
counted in and it.
"In looking up precedents for my policy as a

third-termer I found that all third-term presi-
dents were barred from delivering an address
on occasions of this character, and consequently
you are to be spared the customary opening ad-
dress of the president.
"All jesting aside, gentlemen, I thank you for

your courtesy and appreciation in again selecting
me as your presiding officer, and I assure you
that as a merchant and jeweler I feel that no
greater mark of confidence and esteem could be
bestowed upon one than you have done in again
electing me president of the Jewelers' 24-Karat
Club of Pittsburg.
"To-night, as heretofore, may the same spirit of

good-fellowship prevail and the same uplift and
unanimity of purpose actuate us to make this a
representative gathering of the most honorable
of all trades and professions, "The Goldsmith and
Silversmith."
"And, fellow jewelers, let us continue to edu-

cate the public mind to the fact that the title
"Jeweler" is the hall-mark of integrity and hon-
esty. And may we constantly remember that
public confidence in our craft is the foundation,
corner-stone and cap-sheaf of the whole field of
Jewelry merchandising. The character, standing
and inherent dignity of the craft, independent of
its commercial aspect and value, must be pre-
served.
"And I know of no more honorable body of

merchants who live and abide by these principles
than the members of the Jewelers' 24-Karat Club
of Pittsburg."

Toastmaster Riddle then addressed the ban-

qucters and introduced Dr. John A. Brashear,

whom he very appropriately described as "that

grand old scientist, lens manufacturer and as-

tronomer whom we all love." Doctor Brashear,
who is himself descended from a family of
watchmakers and gifted craftsmen, was loudly
applauded. In the course of his address he made
the following interesting statement:

"The prime element of all the things for which
scientists are striving is to make life easier. We

sometimes get impatient while waiting at the
telephone. But think how inventions have added
to human progress. Listen ! You jewelers will
some time be selling clocks with their metal pen-
dulums made of this material which I hold in
my. hand—Invar," and he exhibited an ordinary
weight, and then went on to explain his state-
ment by saying: "This metal has no expansion
or contraction. Clocks will be made of this be-
cause the pendulum will always be of the same
length. The discoverer of this metal is Guil-
leaume, connected with the Bureau of Standards,
Paris. It is composed of nickel and steel. The
only clocks now made of it are made in Munich,
Bavaria. But there will come a time in America
when all clocks will be made from this metal—
it has already added so much to the accuracy of
timepieces."

Dr. Brashear was followed by District Attor-

ney William A. Blakeley, who delivered an elo-

quent oration on life in its higher phases. The

district attorney was followed by Dr. Lindsay,

whose subject was "Psychology in Business."

Mixed up with his philosophy was a great wealth

of practical advice of everyday application to the

jewelry trade. He referred particularly to the

matter of "Fashion" on which the jewelry busi-

ness is so dependent, and said:

"You jewelers have a good deal to do with
fashions. What is fashion? Why, it is the de-
sire of someone to have individuality for others
to imitate—we all do it. We seek to differentiate
ourselves. To-day fashion changes in a week,
but the desire is to individualize, and that is what
we should all strive for. There is no contagion
so great as the contagion of the mental attitude.
Then, what is good business? Why, a contagion
of. circumstances."

Ernest M. Lunt, of the Chicago office of the

Towle Manufacturing Company, then addressed

the assemblage at considerable length, referring

to different matters of importance to the trade at

this time, one of these being the minimum selling

price. He told of the danger of legislation to

nullify this now growing trade practice and ad-

vised the jewelers to use every effort to prevent

such legislation. Referring to the local interests

and trade, he said:

"In constructive measures you men of oil and
iron have a leadership to maintain. You have
well-bred men here, and here is one of them,
Steele F, Roberts, of whom you are proud—a
great man, a leader of leaders into whose hands
the scepter has been thrust in the presidency of
the American National Retail Jewelers' Associ-
ation and the president of this jewelers' club.
You will, therefore, lead in a great measure and'
will show to others that there is happiness in
doing a willing service."

F. R. Babcock, president of the Pittsburg

Chamber of Commerce, next addressed the ban-

queters and said many beautiful things in regard

to the organization whose hospitality he was en-

joying.
Col. John L. Shepherd, who was given a great

ovation, then delivered an address on the matter-

of-fact subject, "Liars—pro and con." The Col-

onel's exordium was, as usual, in a humorous

vein and provoked much merriment and laughter.

The address, however, gradually took on an air

of seriousness and was brought to a conclusion

in the following beautiful peroration:

"You must all realize that a permanent liar
cannot be permanently successful or happy. The
only man that can do this is the man who lives
a life of truth and honor. To him life is an
inspiration and worth the living. He looks for
the best in his fellow man and returns the same
to him. He can look an honest man or a pure
woman straight in the eye. He commands the
respect of every intelligent man and the love of
little children and the homeless dog will follow
him. And I want to say right here that the man
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or woman who never owned a dog has yet to
learn the greatest lesson of unselfish love and
devotion in the world.
"The man of truth sees as much of nature's

wonders and beauty in the mud puddle by the
side of the road as in the boundless ocean. The
sun shines with a new splendor—the flowers are
brighter and the perfume sweeter. He sees new
beauty in every passing cloud and hope and inspi-
ration in the rainbow that spares the storm clouds
that darken the heavens. In the flashing lightning
and rolling thunder he sees and hears the majesty
of God. In the dark shadows of the night he
sees the blazing stars—he sees a glory such as
was never dreamed of and reads the history of
the universe.
"In the splendor of the setting sun that turns

the clouds to purple gold and red he sees re-
flected the splendor of the setting sun of his own
life and the glories of the promised life to come.
He sees all this good and true in his fellow man,
and by reason of this is elevated to a higher and
nobler plane of life when all the passions are
forgotten, where the greatest good of the greatest
number is the aim of all and he becomes a gen-
tleman in the truest, the noblest and gentlest
sense of the word."

The souvenir given on the occasion was very
appropriate and beautiful, being a sterling silver
gilded necktie holder designed in the shape of a
karat. The menu cards were a most creditable
specimen of the printer's and engraver's art, and
will be treasured as a souvenir of the banquet.
The good-fellowship on the occasion found

appropriate expression in the suggestion of Presi-
dent Roberts that a basket of roses be sent to
William Herren, of Herren Bros. & Co., a mem-
ber of the club, who was unfortunately seriously
ill. The suggestion was promptly acted upon by
those present.

The Fountain Pen

Although the business of making fountain pens
is but a little over twenty-five years old, it has
been perfected to an astonishing degree, and the
up-to-date American articles are everywhere in

demand.
The rubber used in the four parts of the best

fountain-pens is that known as Beni-Bolivian-
Para, which is bought and carefully selected in
the Madeira River section of Bolivia. This grade
is said to be the toughest, most elastic and cost-
liest rubber gathered.

After being torn, washed and dried for a space

of several months, it is formed, vulcanized, and

converted on special machinery into the various

parts, all of which finally come together and fit

to an infinitesimal fraction of an inch.

The gold pens are of 14-karat gold alloyed with

silver and copper. This fineness is the necessary

grade for the purpose, because it will withstand

wear indefinitely, is acid-proof, non-corrosive,

and non-oxidizable. On the extreme point of the

best gold pens used in fountain pens there is

fused a tip of iridium. This is the hardest metal

known and is very expensive, costing something

like $1500 per pound. The best iridium is mined

in the Ural Mountains of Russia.

The ingenious American manufacturers have

adapted their fountain pens to the writing re-

quirements of all Peoples. For instance, in Bur-

ma the method of writing is from right to left,

a circumstance that calls for a certain style of

pen point. This is satisfactorily supplied by the

American pens, inasmuch as the gold points are

made by expert craftsmen.
During the eighty careful operations through

which a gold pen passes it is quite possible to

furnish the pen with any particular style of point

that may be required for any writing.
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and finish perfect. You cannot get
better rings because better rings are not
made.
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HAYDEN W. WHEELER & CO.
Ring ntakers

2 MAIDEN LANE :-: NEW YORK
Factory, Brooklyn, N. Y.

A WORTHY MATCH TO THE
MASTERY OF NATURE'S SECRETS

as exemplified by the synthetic stones of
our laboratories, is found in the story of
the Japanese cultured pearl.

This is not an imitation pearl, but a naturai pearl
produced at the will of man.
As you know, the pearl is the result of an irritation

of some foreign substance that has found lodgement
within the shell of the pearl oyster. It resents this
intrusion by encrusting the foreign body with its
secretions. These harden and form the beautiful
pearl of commerce.
The same human ingenuity that has refined and

refined the crab-apple tree until its erstwhile bitter
fruit now is the most mellow apple—the same human
ingenuity has been at work with these pearls. By

Sole Agents for the
Japanese Producers

PARIS

introducing extraneous bodies into its shell, the
oyster has been made to produce a natural pearl.
You can readily understand that this is more

simple to describe than to do. Many have tried.
Most have failed.
The best results in this delicate work have been

accomplished by Mr. Mikimoto and his associates.
Knowing our leadership in jewelry innovations, he

asked us to become his exclusive American agents.
Our efforts to introduce them here have met with

instant and copious success.
Ask your jobber to let you see them, either loose or mounted.

PROVIDENCE !DAR

68 Nassau Street
NEW YORK
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NEW YORK, April 30, 1911.

From the increased sales of gold bars through
the local United States Assay Office it would ap-
pear that the jewelry trade is recovering from
depression. The first quarter of the year has
been the best in three years. Against a total of
$6,816,120 this year to the end of March, last
year's corresponding sales were valued at $,369,-
755, those of 1909 at $5,304,729 and $3,758,192 for
1908. For the next three months ending with
June the trade demand for bars is usually good,
though at its best as a rule in the autumn months.
The March sales were the best for that month

in four years. Total disposals of $2,471,441, in
value were fully twice the value of sales in
March, 1908, when the ;ewelry trade was suffer-
ing from the effects of the 1907 depression.
Most of these bars pass over the Assay Office

counter in Wall street to the manufacturers direct
or through banks within short distances of New
York, through whom they are sold to the jewel-
ers, dental goods manufacturers and others.
These monthly sales are, therefore, an index to
the state of these and other allied industries.
Below is the monthly record for three full years
and for the first quarter of the current calendar
year:

Jan. Feb. March

1911 $2,259,964 $2,08 715 $2,471,441
1910 1,982,186 2,011,031 2,376,28

1909 1,785,404 1,643,958 1,875,367
1908 1,460,287 1,069,560 1,228,345

The Board of United States General Apprais-
ers has affirmed the Collector's decision in the
question of duty on silver jewelry consigned to
A. V. Cusumano, at the port of Boston. The
protest concerned the assessment of duty on the
merchandise at the compound rates equivalent to
85 per cent. ad valorem. General Appraiser Shar-
retts, in his decision, said:
"The merchandise in question is articles of per-

sonal adornment, commonly and commercially
known as jewelry, composed of silver set with
Persian lapis, amethyst, topaz or coral and valued
at more than 20 cents per dozen pieces. Duty
was assessed on the merchandise at the compound
rates of duty equivalent to 85 cents ad valorem
under paragraph 448 of the tariff act of r909, the
importer claiming it to be dutiable as jewelry at
6o per cent ad valorem under the concluding pro-
vision of the same paragraph or, alternatively, at
45 per cent ad valorem under paragraph 199 of
said act. This board has repeatedly held that the
6o per cent rate of duty made applicable to jew-
elry under paragraph 448 is limited to jewelry
composed of gold or platinum. Adhering to the
correctness of that conclusion of law, we overrule
the corresponding claim in the protest."
Last month an old, blind, gray horse created

quite a sensation on the corner of Broadway and
Maiden Lane by running into and smashing the
large plate glass windows of the retail store of
William Barthmann, on the northeast corner. In
one window was a display of expensive Swiss

watches, and in the corner window there was up-
wards of $300,000 worth of fine diamond jewelry.
The police reserves ran quickly to the scene and
kept the crowd away while the clerks carefully
gathered up all of the debris. So valuable was
the latter that half an hour after the incident
occurred the sidewalk was as clean as though it
had been gone over with a vacuum cleaner.

President Gough, of the 24-Karat Club, has
appointed entertainment committees for the an-
nual outing of the club, which will be held at
Pleasure Bay, Long Branch, N. J., on July 22d,
also for the next winter banquet, which will be
held some time next January. J. Warren Alford
has been appointed chairman of the Outing Com-
mittee and Harry Larter chairman of the Enter-
tainment Committee for the summer outing. For
the winter banquet Leo Wormser has been ap-
pointed chairman of the Dinner Committee and
Col. John L. Shepherd chairman of the Speakers'
Committee.
Colonel John L. Shepherd, of The Keystone

Watch Case Company, returned to the New York
office early in April from a two-months' tour of
the West. On this trip Colonel Shepherd ad-
dressed a number of Western associations, and
also spent some time on the Pacific Coast.
A general reduction in imports in practically all

lines is shown in a report made public by Francis
W. Bird, appraiser of the port, covering transac-
tions in his office for March. The total appraised
value of foreign merchandise examined and ap-
praised in that month aggregated $87,679,401, a
falling off of approximately $15,863,000 compared
with the corresponding month one year ago.
Customs officials gave it as their view that the
slacking of imports does not mean that the pur-
chasing power of Americans is lessened, but that
the decrease in the entry of foreign merchandise
means that goods of all kinds are being pur-
chased in this country now that formerly were
made abroad. The appraised value of precious
stones and pearls for March is $3,127,996, com-
pared with $4,525,264 in March, Two, and $3,353,-
407 in the same month of 1909.
The Dubois Watch Case Company, formerly

at 23 Maiden Lane, are now established in very
pleasant quarters in the Silversmith building.
The offices are finished in mahogany and very
neatly furnished.
L. Heller & Son have issued a neatly compiled

little booklet entitled "Synthetic Stones: What
They Are, and How They Are Made." As these
artificial gems have now become an important
feature in the market the trade will do well to
procure a copy of this booklet in order that they
may be able to talk intelligently to such customers
as are interested in the subject.
Ralph M. Coen was recently elected president

of the Rhinestone Products Company, lot Crosby
street, to succeed Mr. Koenigsberger, who has
severed his connection with the firm.
The Wm. L. Gilbert Clock Co., formerly at

37 Maiden Lane, have moved their offices to
much larger quarters at 45 John street.

J. F. P. Lawton, of the Gorham Company,
Providence, R. I., visited this city last month to

attend the annual meeting of the Silversmiths
Company. He took advantage of the opportunity
to call on many of his old friends in the city.
The hundreds of friends and acquaintances of

W. Hollweg, of the Dennison Manufacturing
Company will be nleased to know that the early
part of April found him at his desk again in the
•Twenty-seventh street store. Mr. Hollweg was
taken sick while on his last Southern trip and
spent the greater part of a month in the hospital
at Columbia, South Carolina.
The following were admitted to membership in

the Jewelers' Board of Trade at a meeting of
the Board of Directors, held Thursday, April 13,
1911 : Albert Abrecht, Newark, N. J.; Louis J.
Anshen, Providence, R. I.; F. L. Bosworth Co.,
Minneapolis, Minn.; S. H. Clausin & Co., Min-
neapolis, Minn.; A. H. Cohn, Chicago, Ill.; Con-
cord Watch Company, New York City; J. D.
Dalzell & Co., Newark, N. J.; Duff Bros., New
York City; C. E. Frederick Company, Waterloo,
Iowa ; Goldsmith Brothers' Smelting and Refin-
ing Co., New York City; Hoyt Jewelry Com-
pany, St. Louis, Mo.; Hull Brothers' Umbrella
Company, Toledo, Ohio; H. Lesch Jewelry Com-
pany, Chicago, Ill.; Lindenberg-Strauss & Co.,
Cincinnati, Ohio; Malliet & Knox, New York
City; H. E. Murdock Jewelry Co., Minneapolis,
Minn.; Rosenberg & Daniel, New York City;
St. Louis Clock and Silverware Co., St. Louis,
Mo.; Charles Swigart & Co., Cincinnati, Ohio;
D. B. Ward & Co., Kansas City, Mo.; A. L.
Williams & Co., Chicago, Ill.; Woodstock-Hoefer
Watch and Jewelry Co., Kansas City, Mo.;
Workman & Newman, Providence, R. I.; R. H.
Ingersoll & Bro., Chicago, Ill. (Branch) ; London
and Southwestern Bank, Limited, London, Eng-
land (Associate).
Gus E. Koppe, formerly traveling representa-

tive for a well-known Maiden Lane concern, has
become manager of the South Bend Jewelry Com-
pany, of South Bend, Indiana. This is a new
concern. which will manufacture a general line
of novelties.
C. B. Collett, formerly located at 41 and 43

Maiden Lane, has moved to large and pleasant
quarters at 37 Maiden Lane.
H. Nordlinger's Sons moved about the first of

May from 23 Maiden Lane to the Jewelers' build-
ing, 9-11-13 Maiden Lane.
Henry Freund, of Henry Freund & Bro., will

leave May loth for the European markets. Mr.
Freund expects to return the latter part of June.

Milton Belgard will leave for a trip through
to the coast about the middle of the month, rep-
resenting H. Nordlinger's Sons.
Hiram A. Bliss, general manager of The Gor-

ham Co., returned on Friday from a ten-days'
business trip to Chicago and the Middle West.

A. Seldin has moved from 41-43 Maiden Lane
to new offices at 37 Maiden Lane.
A. J. Hedges & Co., of 12 and 14 John street,

this city, have moved their factory in Newark,
formerly located at 90 Mechanic street, to a new
and well-equipped plant at 180 Emmett street,
where they • have increased facilities for attend-
ing to their expanding trade.
R. F. Simmons Co., Attleboro, Mass., have an-

nounced that, beginning May 1st, John A. Mal-
colm will become their New York representative,
with headquarters at their office in this city at 9
Maiden Lane. Mr. Malcolm is an accomplished
business man with a delightful personality, and
he is certain to make a host of friends at the
New York headquarters.
C. L. Piper, buyer for Watt, Rettew & Clay,

Norfolk, Va., was in New York the latter part
of April.
Plans have been filed with the Building Depart-

ment for the construction of a twenty-five-story
building on the south side of Maiden Lane, just
east of William street, and running through to
Cedar street. The structure will be erected for
the Fire Companies Building Corporation and
will be known as "Eighty Maiden Lane." The
building will have 13 high-speed elevators, and
will be fireproof throughout. The facade will be
of brick with limestone and terra cotta trim-
mings. On the top floor will be a kitchen and
dining room for the officers of the corporation.
The cost of the proposed latest addition to the
skyscraper district is placed at $1,600,00o.

(Continued on page 749)
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TEA THAT IS TEA
Brewed at the table, piping hot, with a fullness and richness of aroma, to
which heretofore most tea-drinkers have been strangers, is made in
homes with the

happy

STERNAU SAMOVAR
the tea-leaves not coming in contact with the tea after it is made
The use of the tea-ball (we give full directions) makes all the difference
between the bitter drink we are sadly used to and REAL TEA—whole-

some, appetizing, and refreshing.
There can be no more sensible, handsome gift than
a Sternau Samovar in Old Brass, Polished Copper, Nickel-
plate or Silver-plate.

Sectional View of
Sternau Samovar

WRITE FOR CATALOGUE K, ILLUSTRATING
VARIOUS STYLES

Sternau Samovar

Size 31./ pts. ; with round
tray and Alcohol-Burner

S. STERNAU & COMPANY
NEW SHOWROOMS 

305 Broadway,
N. W. Cor. Duane Street
NEW YORK CITY

`1)liialkHE
comPatsika

Fancy Teakettles, Chafing-dishes,
and their Accessories. Coffee-

machines, Trays, etc.

OFFICE and FACTORY

195 Plymouth Street
BROOKLYN, N. Y.
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Made in four widthsThe Debutante grade GOLD-FILLED
stock — any size
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OUR JOBBER will furnish you the
WW. & A. CO. line of Society Emblems,
Watch Charms, Floral Pins, and Knives.

You need this line for business reasons.
We need you to make it possible for us to
still continue to make a high - class line.
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Need we say more than that our sales doubled last year on bracelets ? This
point to a still greater demand. Are you going to get your share ? You will
Debutante.

TWO DISTINCT "PEARCE " INNOVATIONS FOR 1911
No. 1. Sterling Bracelets—You'll like them. So will your customers.
tisers, every Design. Fifty and more to choose from. Made with an eye toward
finish.
No. 2, Fifty Distinctive Designs in Hat Pins—A radical departure from
In a class alone. The last wore/in Hat Pin Fashion. Gold Plate and Sterling.

WRITE AND LET US SHOW YOU

F. T. Pearce Company
CATALOG ON REQUEST
INSIST ON THE W. & A. CO. LINE

The Williams & Anderson Co.
Manufacturers

ESTABLISHED 1879 INCORPORATED

Manufacturers of Gold Pens, Gold and Silver Pencils,
Penholders, Fountain and Stylographic Pens,
Debutante Bracelet, and the Debutante Hat

New York Sales Office Head Office

1907

the
Pin.

and Works
of Society Emblems

Providence .'. Rhode IslandStreet
R. I.

180 Broadway FTP 
85 Sprague
Providence,

May, 1911 THE
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(Continued from page 747)

Representatives of the mercantile agencies at
the hearing on April 26th before the Senate
Judiciary Committee opposed Senator Stillwell's
bill bringing these agencies under the supervision
of the State Comptroller and requiring them to
be licensed. The mercantile agencies include
R. G. Dun & Co., Bradstreet's and nearly a thou-
sand other agencies acting for trades and boards,
business associations and merchants. The depart-
ment stores who depend for their line of credits
on the mercantile agencies are also opposed to it.
Charles H. Unversagt, of New York, argued in

favor of State regulation and said the merchants
who had suffered at the hands of these agencies
were afraid to come here and favor the bill for
fear their credit would be destroyed.
R. D. Douglass, of the Dun agency; William S.

Bennett, of Dun & Co.; F. B. Deberard and
Edward D. Page, of the Merchants' Association
of New York; Meyer D. Rothschild, representing
the National Jewelers' Board of Trade; William
H. Bird, representing the National Association of
Mercantile Agencies, the National Association of
Credit Men and the New York Credit Men's As-
sociation, were among those opposed to the bill.
According to Mr. Auerbach the banks of New

York and the merchants in every line of business
have declared that the passage of the bill would
force upon each merchant an investigation of the
credit of his customers, which would cause
enormous loss to the business world.
Mr. Auerbach said that the supposed author

of the bill had been in difficulty with the United
States Government for using the mails for the
purpose of floating wildcat oil companies, but the
name of the supposed author of the bill was
not made public.
"The mercantile agencies of the State of New

York are great factors in commerce," said Mr.
Auerbach. "Through the good work of the
agencies in New York the credit of a trader in
Kalamazoo, in Waco, in every city, town and
hamlet in the land is as good in New York as it
is in his own place of business."
Mr. Auerbach argued that the bill was clearly

unconstitutional, and that if the privilege of com-
municating in confidence to a mercantile agency
was destroyed there would be wholesale frauds
all over the country and the merchants of the
United States would be at the mercy of any band
of crooks formed to obtain goods without credit.
He said that the 250,000 commercial travelers
would have hard work to sell goods if they did
not have reports as to the credit of the persons
or firms with whom they sought to do business.
Jacques Kryn and Auguste Waulters, Belgian

diamond merchants, have brought suit in the Su-
preme Court against Louis L. Clarke, vice-presi-
dent of the American Exchange National Bank,
to recover $69,215, the amount of diamonds sold
by the plaintiffs to I. Tanenbaum & Co., whose
credit was vouched for by the defendant when
the firm was insolvent. The time of credit ex-
pired, Tanenbaum going into bankruptcy. The
plaintiffs allege that Clarke knew at the time that
he gave the Tanenbaum firm a good reference
that it was insolvent, and at that time the concern
owed the bank $150,000, and that all the available
assets of the firm had been placed with the bank
as collateral. The plaintiffs, who obtained an
order in the Supreme Court to examine the de-
fendant before trial, said further that Clarke said
that the bank would extend larger credit to Tan-
enbaum than to any other depositor. Clarke has
made a general denial; saying that the plaintiff
has abandoned the usual method of collecting an
account. The object of the examination before
trial is to ascertain the truthfulness of the state-
ments made by Clarke.
The architectural firm of Carrere & Hastings

have filed plans with Building Superintendent
Rudolph P. Miller for the construction of a five-
story store and loft building at the southwest
corner of Fifth Avenue and Forty-eighth Street
for Black, Starr & Frost. The building, which
will be the new home of this old firm of jewelers,
will be a very handsome structure with a facade
of marble in the modern Renaissance style of
architecture, with massive Corinthian columns
ornamenting the front from the third to the
fifth floor and with life-sized symbolical figures
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carved in the coping. The entrance on the avenue
as well as on the street will be ornamented with
artistically designed bronze doors, and there will
be an ornamental balcony at the first story. The
building will be equipped with one service and
two passenger elevators and will be absolutely
fireproof. The cost has been placed at $350,000
by the architects. This building will have a
frontage of 45.4 feet on the avenue by 125 feet
on the street.

Ill fortune still pursues the celebrated "Hope"
diamond. Declaring that he has had ill luck since
he tentatively purchased the famous "Hope"
diamond, which bauble has had hard luck follow
it since it was first unearthed, Edward B. Mc-
Lean, son of John R. McLean, of Washington,
D. C., is now trying to have the Cartiers, of this
city and Paris, take back the stone. Mr. McLean
claims that when he made the purchase he did
so with the understanding that should any bad
luck befall him within six months after making
the purchase, the sale would be invalidated.
John S. Holbrook, vice-president of The Gor-

ham Co., with Mrs. Holbrook, sailed for Europe
on the St. Louis last month. They will go direct
to Paris and after some time spent in the south
of France and in Spain will go to England, sail-
ing for home early in June.
Henry Fein & Co. are now located at 54 Maiden

Lane. They were formerly at 47 Maiden Lane.
A well dressed young man, hatless, jumped out

of an automobile in front of the Carson Jewelry
Store, of New Rochelle and walked into the store.
"I've just got engaged in a hurry," he said, "and
want to look at some rings quickly." Morris
Doyle, a salesman, showed the stranger a trayful
of solitaires. While the man was examining two
of them they appeared to slip, but he caught them.
Then he put two rings back into the tray, saying
that he would return soon. He hurried out,
jumped into his automobile and sped away. When
Doyle picked up the two rings he discovered they
were paste. The police learned the same trick
had been tried unsuccessfully in the Hufnagel
Jewelry Store, of Mt. Vernon, N. Y., a few days
before.

Annual Beefsteak Dinner of Jewelers'
24-Karat Club of New York City

Not even the very heavy rain of the evening
of April 19th could dampen the enthusiasm of
the Jewelers' 24-Karat Club of New York City,
when they gathered, ninety strong, to attend the
annual beefsteak dinner, held this year at Healy's.
The affair was most appropriately assigned

by the management of the hostelry to the Jungle
Room. Amid surroundings suggestive of the
African wilds, between walls decorated with
bowie-knives, bludgeons, javelins, shillalahs and
other weapons of the hunt, with here and there
the relic of some carver's skill, representing a
ferocious beast of the forest, and all the while
the tuneful minstrelsy of a colored troop, the
flower and pride of the jewelry trade sat down
to a sumptuous repast, which they disposed of
as strenuously as did even their esteemed fellow
citizen, Mr. Roosevelt, on any of his recent feasts
in the jungle.

President William T. Gough called for order
at 6.30 o'clock sharp. Under his master guidance
the formal business of the evening was speedily
dispatched with and, then, amid loud and in-
sistent demands for succor, first aid arrived for
the hungry. It continued to arrive for some
two hours until there wasn't a whimper from
even the largest appetite.

Informality was the evening's keynote. No vain
display of silverware, no shining cut glass, just
big aprons for self-defense and beefsteak, and
more beefsteak, a sprinkling of chicken and mut-
ton chops, with something to wash them down.
The one unfortunate who arrived a little late and
had the hardihood to appear in evening clothes
was greeted with thumping applause and soon
made to look incongruous beneath the folds of
a butcher's bib. However, he offered the excuse
that he had another engagement for the evening,
but was unwilling to miss the beefsteak dinner,
even though his attire earned the disapproval of
his fellow diners.
Among the late arrivals to obtain a vociferous

reception was A. K. Sloan. Toasts were offered
to President Gough, to the other officers of the

club, to Col. John L. Shepherd and to the
"youngest old member" in the crowd, David C.
Townsend.
Ex-president David Kaiser was omnipresent,

trying to start things, so he claimed, but in reality
attempting to make every one present love his
neighbor as himself. While formal speeches were
relegated to some future gathering, Mr. Kaiser
was permitted to make a formal motion to the
effect that any one who ordered appollinaris
water at a beefsteak dinner ought to be charged
five dollars a bottle.
Some one during the evening referred to Chas.

F. Brinck, chairman of the Board of Directors,
as "a maharajah." Whatever that title signifies
there is no doubt about his being a premier
"mixer." His pseudonym "Charlie Murphy"
stamps him as a man of parts. That he is en-
titled to it was demonstrated by the capable man-
ner in which he rounded up the insurgent ele-
ment, headed by Leo Wormser, Percy Savory
and J. Warren Alford, and had the whole dele-
gation voting for the business before the house,
viz., a jolly good time.
One unfortunate incident marked the evening's

pleasure. Jack Beacham lost a tooth. There was
much speculation as to how the accident occurred.
as Mr. Beacham was reticent about the matter.
Some claimed it was a stray chicken bone that
disfigured the gentleman, but Frank Sloan, who
was much in his company during the evening,
gave positive assurance that Jack blew it out
while attempting to reach a high note in "Don't
Take Me Home."
M. L. Girdany, who was elected to member-

ship on the night of the dinner, said that never
before had he attended a similar function where
there was exhibited a better feeling of good fel-
lowship. Mr. Girdany, by the way, had been on
a vegetable diet for about a year previous to his
initiation per doctor's orders, but he entered
right into the spirit of the occasion and succeeded
in consuming a just proportion of the meat in
sight.

It was, all told, a golden evening of 24-karat
quality. If business conditions in the jewelry
trade are not all that could be desired, one would
never have suspected it who looked in on the
beefsteak dinner of the Jewelers' 24-Karat Club
of New York City on the night of April f9th.
The ninety men, or more, who gathered around
the festive board on that evening had no time to
think of business. Rather did they follow the
policy of the talented young lady who said, "I've
made it a practice to put all my worries down
in the bottom of my heart, then sit on the lid
an' smile."
Much credit for the dinner's success should be

given to the Dinner Committee, consisting of
Leo Wormser, chairman; Charles L. Power,
George T. Stebbins and David Kaiser.

Maiden Lane Historical Society
Prominent members of the jewelry trade in

New York City last month completed the organi-
zation of what will be known as the Maiden Lane
Historical Society of New York City, the pur-
pose of which is to maintain and encourage in-
terest in the history of Maiden Lane and to sup-
port its fame as a portion of the metropolis long
devoted especially to jewelry and kindred indus-
tries. The officers elected were the following:
President, A. K. Sloan; vice-presidents, L. J.
Mulford, Seth Thomas, Louis Kahn, Joseph
Fahys, Francis R. Appleton and Ira Goddard;
secretary, Joseph B. Little ; treasurer, Leo Worm-
ser ; historian, Albert Ulmann. The trustees are:
Robert W. Adams, C. G. Alford, Reed Benedict,
W. T. Carter, John Frick, Luther Hyde, William
H. Kinna, H. C. Larter, M. D. Rothschild, John
W. Sherwood, Col. John L. Shepherd and T.
Edgar Willson.
Edward Holbrook, president of the Gorham

Company, donated a tablet to the new society
which will be erected in a suitable location on
the Lane to commemorate its history. A com-
mittee consisting of Albert Ulmann, the histo-
rian, and Robert W. Adams was named to make
arrangements for the suitable dedication of this
tablet. Efforts will be especially directed to the
increase of the membership of the new society,
in order to enhance its status and influence as a
representative body.
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(J1 Unusual demands will be made upon you

during May and June for Diamonds. You will

find no more certain method of pleasing your

customers than by relying upon the high average

quality of the Diamonds we offer you.

(If The fact that we have for many years im-

ported our Diamonds direct makes it possible

for us to offer you this high average of quality

at very reasonable prices.

(I Keep in mind the B. A. & Co. catalogue have

it handy it will be of great assistance to you

during graduation and wedding months.

BENJ. ALLEN & CO.
CHICAGO
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Trade developments during the
past thirty days have been sat-April Develop-

ments and Trade isfactory to the extent that
Conditions they have introduced no new

factors into general commercial
conditions. A certain amount of nervous tension
is apparent among Chicago and western jewelry
jobbers as regards spring business, but the more
conservative jobbers still cling to their original
assertions that future business gives every prom-
ise of being fair. Spring buying has not been as
brisk as most jobbers would desire, but it never-
theless has been, with but few exceptions, fully
up to last spring. April developments have in-
dicated more stability by far than March. Easter
came later this year than last, and this no doubt
delayed buying this year somewhat. Jobbers'
travelers sent in better orders during the past
month and in many instances these April orders
have been most satisfactory, all of which would
lead the careful observer to believe that it was
all a matter of delay in buying rather than one
of fear for the future. Weddings and gradua-
tions, which are credited to the months of May
and June, have done much to stimulate April
business from the jobbers' standpoint and there
has been a healthy demand for such jewelry as
answers the purpose for such occasions.

Manufacturers' agents have been in Chicago
and the West in full force. In Chicago they have
been somewhat disappointed on account of the
fact that Chicago jobbers, or rather such of the
Chicago jobbers who are members of the Na-
tional Wholesale Jewelers' Association—and all
the larger ones are—have adhered strictly to their
determination not to do any fall buying until
after May 1st. This determination is in line
with the agreement entered into by the repre-
sentatives of the Manufacturing Jewelers' As-
sociation and the jobbers at their recent meeting
in Chicago. Manufacturers' agents report that
in some cities the jobbers are not abiding very
closely by this agreement, but that in Chicago
it will be necessary for them to wait until after
May 1st. From the standpoint of the manufac-
turers who are not a party to this agreement, it
would seem that this complicates the situation
more than ever. Some of them sent their trav-
elers out into the West very early in April, and
in many instances they succeeded in selling some
large bills, in some instances to jobbers who are
parties to this agreement, but of course, in most
instances, to jobbers who were not. These manu-
facturers are now confronted with the necessity
of having their men "double back" on their terri-
tory, all of which increases the selling cost and
also delays buying from one to three weeks.
Travelers for manufacturers, irrespective of

Air

whether their companies are parties to this agree-
ment or not, consider that the agreement not
to buy fall lines until after May 1st, and spring
lines until after Christmas a most excellent one,
if it can be lived up to, and all hope that it will
work out satisfactorily in the near future.

News from the Trade

Henry Oppenheimer, at one time in the watch
material business in Chicago, died recently in
New York after an illness of short duration. He
engaged in the material business in Chicago in
I856 with his brother-in-law, Isaac Metzger, under
the firm name of Metzger & Oppenheimer. In
1866 the firm was dissolved and Mr. Oppenheimer
continued it under the name of Henry Oppen-
heimer & Co. until 1884, when he turned the
business over to his two sons. The business was
discontinued in 1890, when Mr. Oppenheimer and
his family moved to New York. In New York
Mr. Oppenheimer took up the real estate business
and was active in that field until 1896, when he
retired. He is survived by a widow and five
children.
Chicago jobbers will regret to learn of the

death of Wm. J. Kappler, a leading jeweler of
Akron, Ohio. He had been in business in Akron
for the past fifteen years and had a well-estab-
lished business. He visited this market during
buying seasons and was favorably known here.

Dietrich Gruen, president of the Gruen Watch
Co., of Cincinnati, died suddenly in Europe the
past month. Mr. Gruen had many friends in
Chicago who will regret to learn of his death,
an account of which will be found in another
section of this issue.
S. B. Turner, a well-known jeweler of Cas-

sopolis, Mich., was in Chicago the middle of the
month on a buying trip.

It is rumored that the factory of the MacIntyre
Watch Co., which was formerly located at Kan-
kakee, Ill., will be moved to Rochester, N. Y. It
is stated that the company is to be reorganized
and incorporated under the laws of the State of
New York.
Joe Mazer, of McAlister, Okla., spent several

days in Chicago during the early part of the
month. He also visited the .factories of the Elgin
National Watch Co. and the Rockford Watch Co.
The many friends in the trade of James and

Charles White, of the White's Art Co. and the
International Silver Co., will extend them their
heartfelt sympathies in the death of their mother,
which occurred during the past month.
M. A. Hagen, a well-known retailer of Fargo,

N. Dak., was in Chicago early in the month on
a buying trip.
Western State jewelers' conventions scheduled

for this month include the Indiana Retail Jewel-
ers' convention at Evansville, Ind., May 2d and
3d, and the Illinois Retail Jewelers at Rockford,
May 9th, Toth and nth.
E. E. Swadener, secretary of F. A. Hardy &

Co., was among the prominent members of the
Chicago Association of Commerce who traveled
through the State of Texas during the past month

in the interest of extending the trade influence
of the Great Central Market. The delegation
traveled on a special train and visited all the im-
portant trade centers in the Lone Star State.
When the special arrived at Texarkana Mr.
Swadener and a number of his friends tarried a
bit too long to view the sights and were left be-
hind. Quick work on the wire, however, saved
them from losing out on the remainder of the
journey.
John Sherwood, of the Solidarity Watch Case

Co., of New York, visited the Chicago trade
late in the month on his way back from an ex-
tended Pacific coast trip.
H. Holsman, of the well-known firm of Hols-

man & Alter, recently purchased a line touring
car.
T. D. Houghton, formerly with the H. H.

Harvey Co., of Dallas, Texas, spent a week in
Chicago early in the month in the interest of the
Houghton-Reardon Co., a new material firm, of
Dallas, Texas. Mr. Houghton purchased much
of his opening stock in Chicago and then left
for eastern factories.
Earl E. St. Hoor, for several years the Chicago

and western representative of the American Oil
and Supply Co., will remove his headquarters to
Newark, N. J., May 1st and will travel out of
the home office. He will, however, retain his en-
tire territory and will make his regular coast
trips.
Chicago jobbers have.been notified of the open-

ing of a new store at Beloit, Wis., by F. H.
Hartman.
E. M. Craft, of the A. P. Craft Co., Indian-

apolis, was in Chicago on business doting the
past month.

J. B. Hudson, of the well-known Minneapolis
firm of J. B. Hudson & Son, was in Chicago
during the past month. The firm was located in
the Syndicate Block which was recently destroyed
by fire. Mr. Hudson announces that they have.
secured a location in the Badger Building on
Seventh Street, between Nicollet and Hennipin
Avenues, and that they will hurry the work pre-
paratory to resuming business.
Henry A. Crane, jeweler at Clifton, Ill., and

J. H. Crone, his father, will shortly open a
jewelry and optical store at Fort Scott, Kans.
E. A. Heberlein, of Bangor, Wis., is closing out

his stock at auction.
Bernhard Schuette has been busy during the

past month receiving congratulations of his
friends in the trade upon his marriage April 4th
to Mary Juliette Mulford, of La Grange, Ill
N. Watry is enjoying a month's vacation in

Texas.
Jewelry thieves, who make a specialty of using

the muffled brick, seem to be as prevalent as ever
in Chicago, and their depredations seem to be
on the increase. Many of the downtown jewelers
have taken extra precautions to safeguard their
windows by encasing them in heavy screens, but
in a number of instances even these have proved
no match for the craftiness of these thieves, as
is evidenced by the recent Lebolt robbery. On
the night of April 24th the window of Ringer
Bros.' store, 117 West Van Buren Street, was
smashed for the third time in six months. About
$200 worth of jewelry was secured. Employees
of an adjoining fruit store assert that the window
was smashed while several elevated trains were
passing. Flower & Co.'s window at 192 North
State Street was smashed twice within the past
month. In both instances the thieves secured
but a small amount for their trouble. Three
suspects were arrested as a result of the last
robbery here, but as yet they have not been
placed on trial. An attempt to rob the show
window of the A. Thalhofer & Son store in the
Victoria Hotel was frustrated by the engineer
and watchman of the building. The two visited
the basement for some tools and discovered the
tool chest broken into. Under the floor of the
display window they discovered that an attempt
had been made to cut a hole through the floor
with the evident purpose of robbing the window.
A guard was stationed in the basement but the
thieves had, no doubt, had their suspicions
aroused and never showed up again.

(Continued on page 753)
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Bargains in Fine Mantel and Parlor Clocks

for Anniversaries and Spring Weddings
Eight-day Crystal Regulators, Half-hour Gong Strike

ROYAL BONN PORCELAIN TOPS and BASES decorated in rich colors : light green, soft reds, dark
blue, opaline and Moorish, on polished brass frame, rich gold-finished ornaments; beveled glass front, sides
and back; combining beauty, elegance, and utility with mechanical excellence.

Ansonia Factory
List Price $47 50•

ASSORTED COLORS

Our gh
13 30 Le"Price • 6 per cent.

ASSORTED
COLORS

AND
DESIGNS

Cost
_ $N et 12.51
MOORISH,

ORIENTAL COLORS

CRYSTAL REGULATOR
No. 6

Height, 17 inches
Width, 9 inches

8-day hour- and half-hour strike on
Cathedral gong. Porcelain dial, visible
escapement, beveled plate glass front,
sides and back, porcelain base and top,
decorated in colors.

Factory List, $47.50

CRYSTAL REGULATOR No. 2
Height, 17 T!, inches. Width, 93( inches

8-day hour- and half-hour strike

CRYSTAL REGULATOR
No. 8

Height, 18 inches
Width, 9 inches

8-day hour- and half-hour strike on
Cathedral gong, porcelain dial, visible
escapement, beveled plate glass front,
sides and back, porcelain base and top,
decorated in colors.

Factory List, $47.50

We offer an EXCEPTIONAL BARGAIN in this very attractive line of Mantel Clocks. The Superior
Quality—Finish—Designs—Fine Timekeepers—together with low price, will make quick sellers.

Norris, Alister & Co. CHICAGO, ILLINOIS
HEYWOR TH BUILDING

\ fay, 1911 Pr HE

Chicago
(Continued from page 751)

The Fox Manufacturing Company have re-
moved to new quarters at 529 South Wabash
avenue, where they have more than double the
floor space, and all modern facilities for hand-
ling their increased trade.
R. C. Lusk, of Spaulding & Co., Chicago, was

a visitor at the factory of the Gorham Company
last month.
Walter K. Martin, formerly in business at

Cooper, Iowa, has purchased the stock of Lin-
coln H. Bucks, of Jefferson, Iowa, and will con-
tinue the business. He was in Chicago early in
the month.
Chas. S. Stifft, of Little Rock, Ark., spent a

week in Chicago early in the month calling on the
various watch companies here.
J. W. Forsinger & Co., well known watch job-

bers in the Columbus Memorial building, will
shortly add a line of jewelry. Peter Lapp, of the
old firm of Lapp & Flersheim, will be in charge
of this department. Mr. Lapp is at present con-
fined to his home by illness, and it is anticipated
by the firm that his illness will delay the taking
on of the line for a short time.
Drecier & Co., of New York, have opened a

Chicago branch store in the Blackstone Hotel.
Edward L. Smith will be in charge.
M. and S. Sandfelder, who recently took charge

of the western business of the D. F. Briggs Co.,
spent the greater part of the past month at the
company's factory.
In writing to Chicago jobbers, both local and

out-of-town dealers should bear in mind that a
new system of downtown street numbers went
into effect in Chicago April 1st. All jobbers
affected by the renumbering have sent out notices
to that effect to their trade acquainting them of
the change. In many instances jobbers report
that their customers are interpreting these notices
as "removal notices." Such is not the case. With
the possible exception of one or two jobbers all
Chicago wholesalers will occupy the same loca-
tions after May 1st, but all have been assigned
new street numbers by the city authorities. To
avoid a delay of from twelve to twenty-four
hours in the delivery of their mail, the trade is
urged to use the new address wherever possible.
Another custom which occasions delay in the de-
livery of Chicago downtown mail is the habit of
addressing the correspondence in care of the
building where the firm is located. Out-of-town
jewelers should bear in mind that their mail is
sorted on the trains by mail clerks who are not
posted regarding the location of the various
business blocks, and who are therefore compelled
to throw aside such mail as bears no street num-
ber. Of course, all mail addressed in care of
any building in Chicago will eventually reach its
destination, but the absence of the proper street
number causes a delay.
As a result of the recent ruling by the attor-

ney general of Illinois to the effect that all em-
ployees of the State who occupy either appoint-
ive or elective offices must be paid out of the
State treasury and not by fees collected by virtue
of that office, the Illinois optometry bill, which
was introduced in the State Legislature several
weeks ago, was amended and was referred to the
Committee on Appropriations. The bill has al-
ready passed its first reading in the House of
Representatives. As the Legislature is expected
to adjourn the middle of this month, the legis-
lative committee in charge of it are making extra
efforts to pass it before adjournment.
The R. Wallace & Sons Manufacturing Com-

pany will take additional space in the Silver-
smith building May 1st. They will then occupy
nearly the entire ninth floor. As a result of this
}lank & Gross, who have occupied space on the
ninth floor, will move to 222 North Wabash ave-
nue, and A. Courvoisier, who occupied Room 914,
will move to the eighth floor of the Heyworth
building.
The Executive Committee of the Illinois State

Society of Optometrists have practically decided
to hold the next convention of the society in
Chicago during the first week in June. Members
will be notified as soon as the dates are definitely
decided upon.

KEYSTONE

B. C. Allen, of Benjamin Allen & Co., spent
the greater part of the month at Lakeside, N. J.
Adolph Schwab, of New York, the well-known

importer of watches, was in Chicago several days
during the past month on his annual visit to his
Chicago representative, J. W. Tice.
William H. Cotter, western representative of

B. Bandler & Sons, of New York, and well
known to the Chicago trade, died very suddenly
at Hot Lake, Oregon, early the past month while
on a business trip. He was 33 years of age, and
was at one time the western representative of
Bugbee & Niles, of North Attleboro.
M. C. Eppenstein, accompanied by Mrs. Eppen-

stein, spent two weeks at French Lick, Ind., dur-
ing the past month.
M. L. Jalonack & Son, auctioneers, disposed of

the jewelry stock of A. W. Pike, at Rockford.
This business will be continued by C. E. Hurd,
who was formerly in business at Sycamore, Ill.

C. A. Cole, of the firm of Cole & Hull, of
Winterset, Iowa, who has been spending several
months in Florida, passed through Chicago early
in the month on his way to Winterset. He is
planning to dispose of his interest in Winterset
and will return to Florida, where he expects to
engage in the jewelry business in Lakeland.

Chicago jobbers have been notified of the re
tirement of Arthur Knapp from the Knapp Jew-
elry Company, of Waterloo, Iowa. His interest
was purchased by Frank E. Knapp. The firm
will continue under the same name.

"Bill" Lamb, "globe trotter" for the Geo. H.
Fuller & Sons Co., returned late in the month
from an extended Pacific Coast and far south-
west trip. He reports business as fair and as-
serts that the outlook for future business is ex-
cellent. During his southwest trip he took a
chance and crossed the line into old Mexico,
where he has a number of customers. Billy
states that the newspaper accounts of conditions
in Mexico are in no ways exaggerated. "Many
Americans are surprised,' said he, "to read ac-
counts of so many women being killed in the
battles between the insurrectos and the Federals.
This is very easily explained when it is con-
sidered that the Federal army has no commissary
department. The Federal soldiers are allowed
forty cents in Mexican money a day, and with
this they clothe themselves and buy their meals.
Each soldier does his own cooking, and since the
insurrection broke out the Federal men have
either been cooking or fighting. Thousands in
the Federal army take their wives with them to
do their cooking, the mending of their uniforms,
and even the ordinary police duties of a soldier's
life. During a fight the women withdraw to the
rear, but many are nevertheless killed by stray
bullets or trampled upon during charges.' Mr.
Lamb has made many visits to old Mexico and
gives it as his personal opinion that the old
regime in the government of Mexico is very
much in darkness, and that the warfare which
the Maderos have waged against President Diaz
is the ultimate outcome of an attempt on the part
of the progressive element of Mexico to bring
about more modern ideas in government.

The exhibits which will be conducted in con-
nection with the next annual convention of the
Iowa retail jewelers' convention, which takes
place June 13th, 14th and 15th at Des Moines,
will be conducted along an entirely different line
from heretofore. It is planned by the officers of
the association to make the exhibition hall more
of a market proposition, and to that end they
have invited jobbers and manufacturers to place
their lines on exhibition on a nominal charge of
$15 for the use of the booth and space and then
assess the exhibitors 3 per cent. on all orders
taken in excess of $300. The success of this
venture is being closely watched. Already a
number of Chicago jobbers and manufacturers
have signified their intentions of exhibiting their
lines, and President Nielson, of the association,
states that he is receiving much encouragement
from jobbers and manufacturers throughout the
country.
The Chicago Art Metal Works has removed

its factory and salesroom from 69 Lake street,
where it has been located for many years, to 302
West Lake street, corner Franklin street. These
new quarters are much larger than their former
ones, and will allow for a greater expansion of
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business. A complete electroplating plant of the
most improved type has been installed, and their
leather goods department has been augmented
by the addition of several new machines.

A Bold Robbery
Evidence of a carefully laid plan marked the

robbery in the rear of the Heyworth Building
• of an express wagon containing about $20,000
worth of gold watch cases April 21st. The
cases were being transferred in a small sample
trunk from the warehouse of the Frank Parme-
lee Transfer Company, at 735 West Adams Street,
to the offices of their owners, Joseph Fahys & Co.,
watch case manufacturers, in the Columbus
Memorial Building. At the Heyworth Building
Michael Wendell, driver of the wagon, left it
while he delivered a trunk. When he returned
the wagon was gone. It was then about noon.
Fifteen minutes later the wagon, with the trunk
gone, was found at Randolph Street and Michigan
Avenue, and about 4 o'clock the empty trunk was
discovered in an abandoned stone quarry at Camp-
bell and Grand Avenues. The short space inter-
vening between the robbery and the finding of the
trunk convinces the police that it was transferred
directly from the wagon into some faster vehicle
—a taxicab, perhaps. The trunk had been in the
care of George Weidig, western manager of the
watch company, during a trip through the West.
When he arrived in Chicago Thursday night he
turned it over to the Parmelee company. From
that time until it was taken out of the warehouse
it was under lock and key. It weighed a couple
of hundred pounds, so Wendell, the driver did
not hesitate in leaving it in the wagon. The evi-
dences of a conspiracy are obvious, the police say.
They maintain that the robbers must have known
that the trunk contained valuable articles ; that
it was too heavy to lift ; that Wendell would stop
for the other delivery at the Heyworth Building.
This gave them their chance, but to take proper
advantage of it they must have had another
vehicle—probably an auto—stationed at Michigan
and Randolph, where the express wagon was
found shortly after the robbery. As one man
could hardly have lifted the trunk, he must have
been assisted in the transfer from the express
wagon to the waiting automobile. Then it was
easy to run up to Campbell and Grand Avenues,
where the trunk was found. In addition to city
detectives the Pinkerton agency is working on the
case. No arrests have been made, but it is said
that every one who had knowledge of the value
of the trunk is under surveillance. The Pinker-
ton people are retained by the Jewelers' Security
Alliance, a New York concern, with which the
watch cases were insured.

Heinz Pickle Pendant as an Adver-
tisement

Mr. Heinz, of pickle fame, has been traveling
in Egypt lately. One day he and his party de
sired to see the great Assouan dam which the
capable British engineers are completing for re-
clamation purposes. They ran plumb up against
a solid looking chin-strapped subaltern stationed
at the entrance to the grounds, and to all plead-
ings and emoluments he was immune ; the party
could not go inside.
But Mr. Heinz's desire to see the great engi-

neering structure was as intense as his desire to
make his pickles a national landmark, and he
could not be pried off from his heart's desire so
readily. Suddenly he espied, on the subaltern's
copious chest a medal elaborate with service bars
and British pomp. But dangling at the bottom of
it—as a safety valve for his Celtic pride and
playfulness—was nothing less than a little
green metal Heinz pickle! It was a little sou-
venir from the World's Fair.
Mr. Heinz fished in his pockets and pulled out

the duplicate pickle and informed the subaltern
with more glee than modesty, that he was the
man who made Heinz pickles. A broad, defer-
ential grin appeared on the subaltern's face and—
to get quickly to the climax—he said that the
man who made Heinz pickles could get in any-
where where he had any authority.
Mr. Heinz is naturally ready to renew alleg-

iance to the old saw that "advertising pays"—
wherever you go.
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NO. PRICE

THE SILVER DEPOSIT ON THIS
ARTICLE IS GUARANTEED
TO LAST THE LIFE OF

THE. PIECE

/i
f' 

GREATLY ENLARGED
The tag bears our manufacturing number.
Price space is left blank for your selling figures.

Ae
This Guarantee Label
Helps Your Sales

BELIEVING in the just demands of Retail Jewelers'
Associations that goods be plainly trade-marked, all
Woodside depositware bears the label here shown.

We stand firnily behind this guarantee with our reputation
for integrity of fifteen years' standing.

You can sell Woodside depositware with con-
fidence. Knowing that we instantly replace,
without charge, any article that fails to equal
this guarantee in its broadest meaning. More-
over, by selling this depositware

You Make More Profit
Our plan of selling direct-by-mail substantially
reduces selling costs by eliminating heavy
"expense accounts" of travelers. It permits
basing prices on actual manufacturing costs. And
we share these advantages with you by listing our
goods 15 to 20% under current market figures.

In quality, Woodside depositware will pass the
examination of your critical customers. It is made in our own factory by expert workmen and
each detail of finish speaks eloquently of their skill.

As an example, note the sherbet glasses here illustrated. Their -graceful designs and careful workman-.
ship, combined with pure glass, make them quick sellers. While the remarkably low prices assure you
splendid profits.

A trial order will prove how you benefit by modern selling methods. We will ship with the under-
standing that you can return the goods—at our expense—if for any reason you are not completely satis-
fied. At least

No. 101.
No. 102.
No. 103.

No. 101

Sherbet Glass . $27.00 doz.
Sherbet Glass . 20.00 doz.
Sherbet Glass . 24.00 doz.

No. 101.
No. 102.
No. 103.

Saucer.
Saucer.
Saucer.

(Prices subject to Keystone Key.)

$21.00 doz.
16.00 doz.
21.60 doz.

SEND FOR OUR CATALOGUE
AND SPRING SUPPLEMENT

fully explaining our selling plan and showing other sellers at interesting prices. It will be
of great service to you—and it's yours for the asking. Send in your name on a postal—
to-day—your copy will go forward by return mail.

CHOOSE re r se goodsame  gofos for the he s same NMOEYfor less

Woodside Sterling Company
170 Broadway, New York
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Trade-Murk

Annual Banquet New England Manufacturing Jewelers'
and Silversmiths Association

The annual banquet of the New England Manu-
facturing Jewelers' and Silversmiths' Association
was held in Infantry Hall, Providence, R. I., on
Saturday evening, April 1st. The Entertainment
Committee, composed of Harry Mays, chairman;
Ralph C. Thompson and Edward B. Hough,
labored hard and earnestly to make the event a
success, and the six hundred and more who at-
tended attested as to how well they succeeded.
While deprived of the great drawing card of

last year, President Taft, yet they did not lack
for good, strong, forceful sneakers, and one in
particular, Hon. J. Adam Bede, ex-Congressman
from Minnesota, kept the proceedings enlivened
with his many witty sayings and well-told stories.
The banquet was served in Infantry Hall, and

the American Decorating Company, of South
Framingham, Mass., fairly outdid themselves in
the matter of decorations. The general scheme
was American flags and streamers so arranged
as to present a very pretty and artistic effect.
The seal of the New England Manufacturing
Jewelers' and Silversmiths' Association was con-
spicuous amongst the decorations.
Bauspach Brothers, of Providence, were the

caterers and provided some eighty tables in all
with ninety waiters to serve the bounteous repast.
The stage was occupied by Fay's orchestra, which
was very deftly hidden by a mass of foliage and
palms. Some exceptionally fine talent was
brought from Boston for the occasion and the
music brought applause from the diners time and
time again. Jerome Proctor, of Boston, gave the
polka Fantasie on the trombone, B. Milo Burke
rendered "Silver Threads Among the Gold," and
also rendered with variations the Carnival of
Venice. Messrs. Dennish and Butterfield gave
several ducts with the trombone and cornet. All
in all the musical feast was well executed and
much relished.

The members and their friends met at 6.30,
and from that time until 7 an informal reception
was held, during which all had the opportunity
of meeting the speakers of the evening. An
opportunity was also offered to secure the sou-
venir of the occasion, which was a very handsome
knife with sterling silver handles, beautifully
cased in leather on which was stamped in gold
the name of the recipient. The sterling handles
were engraved with the seal of the New England
Manufacturing Jewelers' and Silversmiths' Asso-
ciation on one side and the initials N. E. M. J.
and S. A. on the other. Wrapped around each
knife was a piece of paper containing instruc-
tions as follows:

NOTICE —This knife was manufactured for your
Association by the Williams & Anderson Co., of
2,3-33 Broad Street, Providence, R. I. Members
or guests may obtain duplicates of same, if they
so desire, from the manufacturers at $2.50 each.
With the exception of the steel blades, this knife
was made by jewelry workmen. The side panels
are of sterling silver and are enameled in a man-
ner to stand continual wear. Just a word about
the steel used in these knives. The blades are
forged from the finest quality of English crucible
steel. They are hardened and tempered by a
Process which is the result of fifty years of prac-
tical experience in the manufacture of pocket cut-
lery. The manufacturers guarantee the blades in
this knife to give satisfaction in every respect.
Care should be used in whetting a pocket knife,

the blade being held at an angle of 20 degrees,
and not laid flat on the stone like a razor. The
joints should be kept oiled. This can be done
with the point of a pin whenever needful. With-
out it the joints are liable to wear rough, and the
blade points protrude.—New England Manufac-
turing Jewelers' and Silversmiths' Association.

The members of the Reception Committee were
kept quite busy and handled the crowd in a mas-
terly manner. Frank B. Reynolds was chair-
man, and assisting him were E. L. Spencer, Theo-
dore W. Foster, Harold E. Sweet. Charles T.
Pave, William T. Chase, Samuel M. Einstein,
Joseph P. Burlingame, Frederick A. Ballou, Na-
than B. Barton, E. L. Gowen, Walter A. Ballou,
William H. Bell, Albert A. Bushee, Henry Wol-
cott, Charles A. Hancock and Jacob Solinger.

At 7.30 all repaired to the banquet hall, where
a most elaborate repast awaited them. Just
previous to eating a photograph was taken by the
banquet photographers, Wm. Mills & Sons, of
Providence.
The Honorary Committee, consisting of Geo.

H. Holmes, Harry Cutler, William A. Copeland,
John M. Buffinton, Henry G. Thresher and Frank
T. Pearce, had charge of the speakers and spe-
cial guests of the evening.

Nearly two hours were spent in honoring the
menu, after which the banqueters settled back in
their seats, lit their cigars and prepared for the
intellectual part of the evening's proceedings.
George H. Holmes, president of the associa-

tion, gave a word of welcome to the members
and their friends and said in part:

President Holmes' Address

Members of the New England Manufacturing
Jewelers' and Silversmiths' Association :—To you
I extend once more the greeting which, as your
president, it is my honored privilege to proffer
on this occasion. And, to those guests who have
honored us with their presence I extend a wel-
come which is throbbing, not alone with the pul-
sations of convivial fellowship, but with that
historic hospitality characteristic of New Eng-
land, born on the threshold of Rhode Island when
the Indian salutation, "What Cheer, Netop," was
accepted by Roger Williams as an invitation to
partake of the succotash and boiled bass that
constituted the midday meal of the redskins. A
hospitality that has bound to our homes and to
our people, through memories, not only those
who may have wandered from our firesides to
other quarters of our country, there to settle as
pioneers to display New England thrift and en-
terprise, but it has bound to us also many so-
journers from the North, South and the vast
West of this great land of ours.
And, to you our distinguished visitors from

distant States, I offer that greatest boon to per-
plexed and wearied humanity, the brotherhood
of hospitality.
The opportunity of addressing a majority of

our members occurs so rarely that your president
asks your indulgence if he makes use of this
occasion to speak a few words directly pertinent
to the affairs of the organization.
While much has been accomplished by this

association for the welfare of the manufacturing
jewelry industry in this locality, and many of the
results obtained cannot be alluded to at this, or
at other public gatherings, there still remains
more to be done and requiring even more than
ever the faithful co-operation of all our members,
as well as their assistance in securing to our
membership those few concerns who are not now
identified with us, but whose interests are identi-
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cal with ours and who receive eauallv the benefits
of our accomplishments.

It is a well-known fact to you, as well as
others, that through the efforts of this association
our industry secured for itself, through the Payne
Tariff Bill, protection from foreign competition,
without which many branches of our industry
would be severely crippled, if not totally elimi-
nated.
Although through your co-operation and ac-

tivity much good resulted, yet the work was not
by any means final, and there is every indication
that within a few months it will be our duty to
again inform Congress as to the peculiarities
surrounding our industry and the necessity of
guarding its existence by placing before it facts,
figures and statements consistent with the true
condition of our product, relative to comparative
cost of production in this country with some
countries in Europe, to the end that our thou-
sands of wage-earners may continue to enjoy the
comfort of prosperity that has been theirs for
so many years.
When you are called upon, as you will be, to

furnish your officers with the necessary infor-
mation to be presented to the committees of the
Sixty-second Congress in support of Paragraph
448 of the Payne Tariff law, I urge your prompt
response and zealous support.
You have just cause for pride in your mem-

bership in this association and in the development
of the industry it represents, but, lest that pride
should lead to egotism, I wish to offer a sUgges-
tion, or perhaps a warning—locally, our industry
stands in such prominence that its representatives
are often asked for expressions of opinion on
matters of public interest. In offering such opin-
ions for publication one should use due care so
that whatever such a representative expresses
as his views as an individual may not be con-
strued by the public to be the judgment of the
industry he represents.
Along this line, while the adoption of the pro-

posed Reciprocity Treaty with Canada may ap-
peal to all of us, as individual consumers of the
necessities of life, still our duty to our protected
industry may justly cause us to give heed to the
wail of the brother consumers in the great West,
whose agricultural interests may be imperilled by
such a treaty, remembering that our representa-
tives in Congress, as well as theirs, are often
called upon to make use of reciprocity in solving
their legislative problems.
There are other matters which should receive

your attention if time permitted, but, as this
occasion is one of pleasure as well as instruc-
tion, both of which you are to receive from the
delightful speakers who are to follow, I will re-
frain from alluding to them.
Let me, therefore, congratulate you on this

occasion which brings you together once more in
our market place of social intercourse, face to
face or shoulder to shoulder with your com-
petitors, exchanging your gems of wit or price-
less pearls of wisdom, with little heed for the
moment of the demands of commercial life—
caring not, under surrounding influences, whether
the day on which your exacting customers will
look at your line of samples be May 1st or the
day after eternity, and equally reckless as to the
day of payment.
And why should not this be so, for to-night

you show your loyalty to the cause which our
organization represents, on whose banner is dis-
played its watchword, "Co-operation." Co-oper-
ation and competition side by side, and however
valuable the stimulus imparted by competition
may be, the power of co-operation will always
form an important influence in securing success-
ful achievement.

Harold E. Sweet then assumed the chair as
toastmaster of the evening and in a crisp, snappy,
pithy manner introduced the various speakers.
Hon. George Woodard Wickersham, Attorney

General of the United States, was the first speak-
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er of the evening, his subject being "The Laws of
Trade." He said in part:

"Probably because no modern civilized State
except the United States has ever considered
itself free from the danger of attack, injury, or
destruction by foreign foes, industrial organiza-
tions have always taken on a more or less mili-
tary form; and even in our own fortunate land
the force of example, on the one hand, and the
selfish desire of one class of society to gain
advantages over other classes, on the other hand,
has preserved and perpetuated characteristics of
the militant type of society, even in this most
conspicuously industrial and commercial age.
"Broadly speaking, the freer trade and com-

merce are left from interference by government.
the greater they will expand and the more widely
disseminated will be the resulting natural pros-
perity. But 'the protection of trade in general,'
says Adam Smith, 'has always been considered
as essential to the defense of the commonwealth,
and upon that account a necessary part of the
duty of executive power.' To secure this pro-
tection legislation may legitimately concern itself
with measures appropriately designed to insure
proper conditions surrounding production.
"Equal facilities of transportation and just and

reasonable rates for carriage; to prevent frauds
upon the public in respect to the character of
goods dealt in; or frauds upon credit; and to
protect against unlawful combinations and mo-
nopolies, which impose restraints upon the ordi-
nary and natural development of trade and corn-
merce, and exclude free competition.
"In the Northern States of the American Union

during the half-century immediately preceding
the Civil War there existed perhaps the most
perfect example of the industrial type of society,
of which we have any record. There was little
interference with individual enterprise by law or
regulations of private organizations and great
scope was left for individual initiative.
"Following the Civil War came an enormous,

widespread, unprecedented industrial progress;
it was characterized by organizations designed
especially and particularly for the benefit of the
capitalistic class, as distinguished from the labor-
ing classes.
"But as a matter of fact there were no capi-

talists at the beginning of the epoch. They were
evolved as a result of it. The laws affecting trade
and commerce then enacted were in large meas-
ure framed, construed and administered in the
interests of the growing capitalistic class. The
typical industrial organization of this period—
which, roughly speaking, covered the thirty years
from 1865 to 1895—was the stock corporation.
"Its sole purpose was, under the legal fiction

of a separate entity, to enable a large number of
persons to contribute toward a capital to be em-
ployed in the enterprise under the direction of a
board committee or individual, the contributors
assuming no pecuniary responsibility for the
debts of the concern beyond the amount of their
respective contributions to its capital.
"In theory this liability extended to the con-

tribution promised to be made. But by means of
various fictions as to contributed value this
greater liability was but seldom enforced. The
power of such corporate organization was
enormously extended by laws authorizing one
corporation to acquire and hold stock in others;
and by means of the exercise of this power a
comparatively small amount of capital could be
used to extend the control of a group of share-
holders of one company over a vast number of
others, thereby laying the hand of control over
entire industries. Simultaneously with the inven-
tion of this system great abuses of its powers
developed in many directions."

Domestic Commerce Increase

Referring to the development of transporta-
tion, Mr. Wickersham said that while our foreign
commerce had fallen off since the Civil War, our
domestic commerce had increased with the in-
crease of railroad facilities. Continuing he said:

"The great captains of industry of the post-
bellum period were quick to perceive that the
control of an industry could be secured through
advantages over their competitors in rates and
facilities of transportation. There ensued an era
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of rebates and special privileges in railroad trans-
portation, upon which was developed the enor-
mous industrial combinations known as 'trusts.'
"The gross inequity of this system was speedily

illustrated by the sudden growth to colossal, un-
precedented size of the individual fortunes of the
few men who directed these favored industries
and profited by these preferential conditions. But
the reaction was bound to follow. No enlightened
public can long tolerate with indifference the
spectacle of a favored few laying tribute upon
the great mass of the people and appropriating
to themselves facilities provided by public agen-
cies for all alike.
"Legislation was therefore soon directed to

meet the abuses incident to the control of facili-
ties and rates of transportation. The Interstate
Commerce act of 1887 was the first effort at
effective remedy. It was followed by the Elkins
act, the Hepburn act and the Commerce act of
1910. Similar legislation has been enacted in
almost if not all of the States. So it may be
said that, practically, the problem of securing
just and equitable rates and facilities in railroad
transportation without undue discrimination is
solved. Here and there sporadic instances of
violation of these laws may arise; but as a gen-
eral proposition the large and the small trader

The Souvenir

alike is assured of fair and equal conditions of
transportation of the subjects of the commerce in
which he engages.
"But another form of obstacle to fair and un-

restricted trade arose during this period by the
operation of such great combinations of capital
as I have referred to. The evils of monopoly
have been the subject of consideration in all
countries when civilization has developed to a
certain point. Monopolies have been attained
through divers methods. In all times, under all
conditions, they have been regarded as contrary
to the public weal, because leading to the enrich-
ment of the few at the expense of the many.
"The perfect monopoly is that which gives ab-

solute control to the monopolist of the entire
market of a given commodity, making him, as
the name implies, the sole person who can sell
the commodity if he sees fit to exercise his power.
Such perfect monopoly is seldom attained, except
in a limited field; as for example the monopoly
granted by patent to an inventor of a new and
useful invention, securing to him for a limited
period the exclusive right to make, use and vend
his invention."

The speaker referred to the formation of
guilds, saying that their best feature, the main-
tenance of high-grade work, appeared to be lead-
ing in modern trades unions. The licensing of
persons in certain trades, he said, was due to
these organizations. He continued:

"It is in vain that courts have declared the
right to labor is a right of property, vested in all,
which the Legislature may not take away. On
one pretext or another, under the exercise of the
indefinite and undefinable 'police power,' or
through the operations of organizations of work-
ers, the right of a free man to pursue any known
mode of livelihood for which his abilities fit him,
and to which his fancy may direct him, is sub-
stantially a thing of the past."

Mr. Wickersham enumerated the various classes
of persons in New York State who were forced
to obtain a license to work, and then continued:

"Why any such wanton interference with an
ordinary and elemental kind of trade should find

place on the statute books of a great commercial
State is not apparent. Similar legislation is to
be found in many of the other States.
"In the organization and conduct of great

agencies of trade and commerce, be they of capi-
tal or labor, a constant tendency resulting from
the immutable characteristics of human nature is
to regard selfish interests only and to ignore the
common weal. It is the duty of students and
thinkers to point out and bring to public atten-
tion and discussion the tendencies which arise in
social and governmental activities from time to
time in the hope of the belief that fair discussion
in a country where education is universal and
transmission of intelligence is easy, may result
in the establishment and maintenance of those
institutions only which are conducive to the wel-
fare of all.
"For outside of and beyond the organization

of the wageworker and the capitalist is the great
mass of individual citizens who belong to neither
one nor the other, but whose vital interests are
as much at stake, and who are always in danger
of being ground between the upper and nether
millstone.

The Happy State

"No lasting prosperity can be established or
maintained when the trade and commerce of a
nation is subjected to rules and restrictions de-
vised merely for the selfish interests of those en-
gaged in carrying them on. In the maintenance
of avenues of opportunity open to all alike; in
the perpetuation of a scheme of government
which interferes with the individual only to the
extent that the public welfare demands, is to be
found the basis of that happy state described by
Plutarch which existed under old Numa, in an-
cient Rome, where the people 'did traffic and fre-
quent together without fear of danger, and
streams of good and honest life did run all over
the land to water it.'
"So it may be said to those who would build

their industrial system and their legislation with
a view to the welfare of their particular class
only, that they build in error; for outside of and
beyond their individual and their class interests
there always remains our country, whose institu-
tions are not devised for the protection of one
class alone, but for all, for the establishment of
justice, to 'ensure domestic tranquillity and to
secure the blessings of liberty to ourselves and
our posterity.'"

Professor William R. Shepherd, professor of
history, Columbia University, spoke on "The Ex-
tension of Our Latin-American Trade." He said
in part:

"Business relations, like other organisms, are
governed by the law of growth and decay. To
be successful, trading operations must be actively
promoted and not merely suffered to go on as
automatic processes. Foresight, also, is an inex-
orable demand of business. The lack of any im-
mediate and urgent necessity for Latin-American
trade is no justification for failure to strengthen
our hold upon it. To assume the sufficiency for
all time of the home market and of our com-
merce with Europe and Asia, without taking into
serious account the possibility of a limitation of
the one or a contraction of the other, is assuredly
not a wise policy.
"There is less need of American ships, of

American banks, of American catalogues and
American lists of local importers than of prop-
erly qualified American salesmen who are capable
of undertaking a systematic, personal campaign
of education in Latin-America on the special
merits of the American article. The recognition
of quality and value depends upon the way in
which the goods are presented. The qualifications
of such salesmen include : (t) A preliminary
knowledge of Latin-American conditions ; (2) a
well-developed faculty of observation and descrip-
tion; (3) a fluent command of the local lan-
guage ; (4) a fitness by temperament and training
to deal with Lein-Americans; (5) a thorough
familiarity with the goods he represents; (6) a
practical ability to sell those goods; yet without
employing precisely the same methods and argu-
ments as those in vogue in the United States.
These salesmen should be sent out periodically,
equipped with a full line of samples, vested with
authority to give credit to firms recommended by
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local banks, and instructed to visit the interior
of the country as well as the coast towns.
"The salesmen might be divided into two

classes, more or less on the order of our consuls
and consular inspectors. If the expense of main-
taining what might be termed 'salesmen-at-large,'
or even ordinary salesmen, were too great for
any individual firm, it might be borne by a com-
bination of houses dealing in non-competing ar-
ticles. Sent out on a general circuit the 'sales-
man-at-large' would familiarize himself with the
laws and customs and the tastes and needs of the
region in general. Then, having fixed upon the
localities that might offer a profitable market, he
would devote more detailed attention to a group
of States or even to one of the larger countries
alone. While ready to place large orders, the
circuit salesman should leave the routine work
of selling to the ordinary salesman. He should
be allowed, also, to supervise the operation of
these salesmen and to give them such instruc-
tions as an acquaintance with conditions on a
larger scale might warrant.
"When native agents are appointed they should

be expected to aid the salesmen proper and they
should be supplied with samples of all goods
suitable for the country. Agents of this sort
should enjoy a commission and all business done
in the district by the firms they represent, even
when orders are sent direct to the exporters.
They should have the right to an exclusive sale
over against native and foreign competitors, and
be placed on an equality so far as prices are
concerned with commission firms at the ports
of shipment.
"Delays incident to the actual shipment to

Latin-American countries of commodities ordered
through the head offices in the United States
might be obviated by a gradual introduction of
our contract system. Eventually it will be pos-
sible to block out the Latin-American countries
geographically. Under this arrangement each
agent or salesman would be authorized to make
the agreements or contracts within the area spe-

cifically assigned to him, final approval only being
reserved to the head office in this country.
"Wherever practicable, however, the American

exporter should establish branch houses in Latin-
America rather than avail himself of the services
of local agents. It might be well for a number
of American manufacturers to form a sort of
syndicate for the general operations of sale in
any particular country or countries. They could
establish there a central agency and warehouse,
in which samples of their goods might be dis-
played and their business literature used to the
fullest advantage.
"The time to apply these principles of action

is right now. Our present markets will not con-
tinue forever to furnish an adequate outlet for
what we are capable of oroducing. Before us
lies the trade of more than a continent. We
ought to pre-empt our share of it ere the
ubiquitous German has made it all his own."

The final speaker, Hon. J. Adam Bede, ex-
Congressman from Minnesota, kept the listeners
roaring with laughter from beginning to end, and
at one time when he attempted to stop they urged
him to speak on.
He first considered the primary ballot. "If we

had had the primary ballot in t86o," said Mr.
Bede, "Abraham Lincoln would never have been
elected President. If we had had the recall he
would have been recalled, for Lincoln was not
what we niight call a popular candidate or Presi-
dent at first. But he made a fairly good Presi-
dent. We are building monuments to him to-
day. What I want to bring out is that we must
look out for ourselves."
Speaking of the makers of our laws he said:

"One-half the time they are legislating for emo
i 

-
tion and throwing a fit into a statute. Talking
about primaries, I'm for anything that any man

will demonstrate to me will uplift this great
nation.
"The primary is a very different thing from

a popular election. If we have primaries we out
West are considering the election of Senators by
districts, instead of by State, and Rhode Island
won't have a Senator after that. So, if you want
a Senator here, you had better stick to the old
way."

Introducing his remarks concerning the better-
ment of the world, Mr. Bede spoke of the in-
direct reflections in the newspapers.
"News," said Mr. Bede, "consists of the un-

usual things which ought not to happen at all.
Divorce cases, murders, suicides, railroad acci-
dents, Democratic victories, for example, consti-
tute news. But there is good going on in the
world and there are not enough newspapers
printed in the United States to publish the good
things that happen.
"If you see anything in the newspapers, remem-

ber that it's in the minority. If it wasn't it
wouldn't be there.
"There is another thing—woman suffrage. A

victim of this suffrage in speaking to me one day
said that he didn't mind darning his stockings,
cooking his meals or dusting the furniture, 'but,'
he said, 'I'll be d—d if I'll put pink ribbon in
my night shirt to fool the baby.'"
The speaker digressed to inform the audience

how Providence came to be.
"When they caught a Baptist in Boston," said

Mr. Bede, "they cut a nick in his ear and told
him to skiddoo.
"But the world is not getting worse. It is get-

ting better every day. What our grandfathers
did we do not allow now. And some of the

New England Manufacturing Jewelers and Silversmiths at Banquet
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things we do to-day will be considered penal by
our grandchildren. I don't want to condemn our

forefathers, no more than I want to feel that our

grandchildren are going to condemn us later on.

It's the world's advance in betterment.
"There is more patriotism in America to-day

than there ever was before. We will never have

another Benedict Arnold. The world has been

moving onward and upward ever since the Decla-

ration of Independence was given to it.

"As to the distribution of wealth. While the

millionaire hasn't worked out a plan, his children

and grandchildren are spending it as fast as they

can. I'm in pursuit of happiness, so I've refused

to be a millionaire. Get a roof for your head, a

coat for your back and a meal ticket and you

don't need much more for happiness. The world's

bad enough, but you have got to mark it off 50

per cent."
Mr. Bede said he was born in Ohio "purely for

political purposes," but in continuing about the

world's progress he said, "When I see Jo° Ameri-

cans kicking I know that go of them ought to

kick themselves."
As an example of his conclusion Mr. Bede

stated one of his Western illustrations about a

farmer who drove into the city to complain about

the high cost of living.
"He came in an automobile instead of afoot or

horseback," said the speaker, "and when he went

to the hotel he got a room with a bath, running

hot and cold water, and the other modern ap-

purtenances. The same farmer had all the mod-

ern improvements at his home, and he was com-

plaining about high living.
"If we lived as our grandparents lived we

could do it as cheaply as they did by doing away

with the implements of civilization. And it's iv)

to us to bring every strata of society along and

help it to happiness.
"You don't see the man with a hoe any longer.

You may see a woman with one now and then.

But what the men want is something to sit on.

Even the hen has lost her job. You never see a

respectable hen sitting on an egg any more. She

let's the incubator do it and she struts about to

attend to her many other social duties."

Mr. Bede urged that the 391 members of Con-

gress go to their duties, not to represent their

districts alone but to represent the entire coun-

try. By this means, and this means alone, he

claimed, would the 391 lobbyists at Washington

be done away with.
"We must cease to think in counties," he said,

"and think in continents. We haven't got a real

Republican nor a real Democratic party in the

United States Government, and that's the trouble

with your legislation.
"In the South the Democratic party is con-

cerned with the race problem. Until the race

problem is eliminated you can't have a real Demo-

cratic party."
Mr. Bede urged general representation by Con-

gressmen, and said: "It is for you and for me

to elect the men who will give such representa-

tion."

Wholesale Jewelers' Association of
Philadelphia

The annual meeting of the Association of

Wholesale Jewelers of Philadelphia was held in

the handsome quarters of the Jewelers' Club on

March 27th for the transaction of routine busi-

ness, the discussion of the interests of the trade

and the election of officers for the ensuing year.

Definite plans were considered to bring into the
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active life of the association all those eligible
for membership who have not yet brought them-
selves to see either the advantages or the neces-
sities for organized effort in all trade lines.

Every phase of this situation was canvassed at
the meeting, and it was decided to extend special

invitations to all those not now identified with

the organization to join at once.
It was suggested that two social sessions be

held each year instead of only one, to the end

that the members become more closely ac-

quainted.
The following officers were elected: President,

Louis Sickles; vice-president, Wm. H. Hurlburt;
treasurer, A. Reed McIntire; secretary, Robert

L. Coates. Directors—A. Humbert, H. N. Tuttle,

B. F. Williams.

President Louis Sickles

L. P. White, president of the Jewelers' Club,

announced that with Louis Sickles he had at-

tended the annual meeting of the National Whole-

sale Jewelers' Association at Chicago, and that

they were successful in their efforts to bring the

national convention to Philadelphia in 1912. This

event will stimulate interest in all the organiza-

tions in which jewelers of Pennsylvania have
membership, and will certainly attract to Phila-
delphia leaders in American commerce from all
the States and many from abroad.

After the various reports submitted by officers

and standing committees had been read and acted
upon, the meeting adjourned to the Union League

for a social session and dinner.
After the coffee had passed a rising toast to

"The Association of Wholesale Jewelers of
Philadelphia" was suggested by Mr. White and
enthusiastically indorsed by all the guests.
President Sickles then opened the oratorical

programme with an urgent appeal to those pres-
ent to further the interests of their city and to
take an active part in the movement to expand
its trade and increase its physical beauty. The

other speakers included D. V. Brown, Alfred

Humbert, the "grand old man" of the Philadel-

phia trade; A. Reed McIntire, Secretary Robert

L. Coates, Ben H. Lyon, Horace Tuttle, Dr. John

S. S. Cooper, Joseph B. Bechtel, C. Edgar
Righter, Jr., C. A. Roberts, E. A. Brown and
others.
The meeting was brought to a conclusion by

a rising vote of thanks, and toast to Robert L.

Coates, secretary of the association, "who by his
unceasing labors, personal interest and intelligent

activity has held the organization intact, built it

up and enforced observance of our code."
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Manufacturing Jewelers Fix Dates for
Showing New Lines of Goods

The National Association of Manufacturing

Jewelers at a special meeting held at the rooms
of the New England Manufacturing Jewelers and
Silversmiths' Association at 42 Weybosset street,
on April 4th, passed a resolution prescribing the
dates when the showing of samples by the manu-
facturers shall begin.

It was voted that the showing of samples for
the spring trade should not take place before
December 26th, and that the sample showing for
the fall trade should not begin before May 1st.
The spring and fall seasons in the jewelry trade
begin January 1st and July 1st respectively.
The resolution as passed affects the distribu-

tion of goods by members of the manufacturing
association to wholesale houses and is in line
with regulations passed by the National Associ-
ation of Wholesale Jewelers ten days or so ago,
designed to improve trade conditions.
President Robert E. Budlong, of the Manu-

facturers' Association, and several others attended
the wholesalers' session in Chicago, and when the
meeting opened they presented a report of the
proceedings in the Western city and proposed
the resolution setting the dates for the showing
of samples.
The introduction of this resolution precipitated

a long and full discussion of the points involved,
in which the advisability of the establishment of
the rule was freely debated. When the resolu-
tion came to a vote there were but two dissenting
voters.
The association comprises a membership repre-

senting some eighty-five manufacturers in New
England, New York and Newark, N. J. The ses-
sion was well attended.
The association was formed about two years

ago, when the wholesale jewelers suggested re-
strictive rules to the New England Manufactur-
ing Jewelers and Silversmiths' Association. The
latter organization could not see its way clear to
handle such a proposition on account of the
varied character of its personnel and the outcome
was the organization of the manufacturers' asso-
ciation, which does not include "findings" dealers
and other producers of by-products of the jewel-
ers' trade.

The Keyless Lock
Locks of every imaginable kind have been in-

vented, but there is now on the market a keyless
door lock that is rapidly taking the place of the
lock of the old style.
These keyless locks do not appear, at a glance,

to differ greatly from the ordinary lock. They
have a fancy plate, and a knob, and they can be
placed on any door. Instead of the key and key-
hole, however, there is a particular bit of mechan-
ism beneath the knob, with four to six little
levers, which can be pressed or raised to unlock
the door. The owner or person who has a right

to enter can be given the combination, and the
lifting of one or more of these little levers, one
or more times, just as may be arranged, will re-
lease the bolt, and the door will open. The clos-
ing of the door will lock it, and a certain lever
will release it if it is worked from the inside.
Numerous combinations may be had, and these

can be changed at any time.
Keyless padlocks are also on the market. They

have combinations that can be set in as many as

38,000 different ways, making it difficult for a

person not• acqua:nted with it to unlock the com-

bination lock.

News from the Jewelers' Associations

The Iowa Association Devises New
Convention Plan

An Excellent Idea Which Merits the Attention
of the Organized Trade

The sixth annual convention of the Iowa Re-
tail Jewelers' Association which, for the reason
stated hereunder, will be known as a "business
convention,' will be held in the Coliseum build-
ing, Des Moines, on June 13th, 14th and 15th.
In our last issue we stated that the officers of
the Iowa organization had some new convention
ideas to impart to the trade, and these are of
such general interest at this time that we gladly
reprint the following circular recently mailed to
the jewelers of Iowa:

A Business Convention

The highest possible success and future pro-
gress can only be reached by careful investigation
of past accomplishments. Kindly bear this in
mind while reading this circular. The Iowa jew-
elers and the Iowa association are as progressive
and successful as 'most any in the land, yet we
know 

 us.
The 

we have only made a beginning as
compared with what the future holds in store

The main spoke in the wheel of the jewelry
trade is the association. The analysis of the
results of past conventions shows that, while
they have been as successful as those usually
held by State associations, yet they have been far
from being what a convention ought to be. The
analysis shows one of the fundamental ingredi-
ents to be missing. (This applies to all State
conventions.) And the missing ingredient is
business. Business. Business is the fundamental
keynote of our welfare and success. Business is
What makes every wheel turn. Past conventions
have discouraged rather than promoted business
transactions. This error has been costly to manu-
facturers, jobbers and retailers alike. Money
has been wasted by manufacturers and jobbers
at every single convention for entertainment and
other expenses in the name of advertising with-
out really advertising as compared with what the
same money might have accomplished had con-
ventions been conducted on the basis the Iowa
association now proposes. The same waste of
money is applicable to the retailer, who pays his
expenses to attend, to a certain extent, and he
might as well have had more for his money.

What We Propose to Do

The Iowa association is going to make the
coming convention a business convention. It will
be repeatedly advertised as such through circu-
lars mailed to every jeweler in the State. These
circulars will emphasize most forcibly the fact
that the jewelers attend and come prepared to
Place their fall orders, and also the reasons for
their so doing. We will show them that this
will be a chance to see a far more varied and
extensive line than is usually shown through the
State. In addition to this every possible effort
will be made to get out an attendance never
hefore heard of by giving more free entertain-
ment and a number of new convention features
never before heard of, as per programme which
‘vill be mailed you in due time.

Positively no Donations Asked

The association does not ask one penny as a
donation to aid in this work either by soliciting
for programme or any other scheme, but we do
ask a per cent on actual bona fide business done
at the convention, as follows : The association
bas engaged the entire main floor of the Coliseum
at Des Moines, Iowa, for the full session of the
convention. This will be divided up into booths,
and these booths will be rented for the three

days' session at only $15 each (not $35 to $75, as
is usually charged) ; and in consideration of the
association bringing the business to the conven-
tion, we ask an additional 3 per cent, on all
orders taken over and above $300 (no discount
to customers). Therefore if you manufacturers
and jobbers do not get the business you will not
be obliged to pay. That is fair, is it not? The
usual advertising done at conventions is, of
course, of some value, but getting the real orders
for goods is one hundred times better, in particu-
lar if as many orders can be picked up in three
days as a man traveling over the State could get
in three weeks or a month. Getting the jewelers'
full orders at the convention will make it unnec-
essary for a representative to again cover some
of the towns in the territory. This saving in
time will be of far greater value than the 3 per
cent we ask.

How It Is Done

The day before the opening of the convention
will be for the installation of displays. The con-
vention hall will be upstairs and entirely separate
from the display floor, so orders may be taken
the entire three days. The afternoon of the sec-
ond day will be set aside for buying only. A
special stunt will be pulled off at 1.30 prompt in
the convention hall, lasting one-half hour, in
order to bring out the entire attendance, after
which the convention will adjourn for the day
and the members will go in a body to the main
floor to remain the balance of the day in looking
over the lines on display and in buying. Special
stunts will be pulled off from time to time to
hold the buyers, if necessary. The displays will
be opened up for public inspection again at 7.30
in the evening, and special notice of same will be
in all the daily papers of the State.

What It Is All For

The association goes to all this trouble because
we believe that it will be to the greatest advant-
age to the entire jewelry trade—retailer, whole-
saler, and jobber. We, as retailers, will meet
you halfway, and help you get the business. You
will meet us halfway and pay us a small per-
centage for getting you the business. If this ar-
rangement will not bind all the branches of the
jewelry trade together, nothing in this world will.
The profit we make, if any, will be used to further
strengthen and increase our membership, which
will enable you to get still more business from
us at each succeeding convention. Remember, in
considering this proposition, that the business will
be there to be had, because it is up to us to
hustle it up or there will be no profit for the
association. So rest assured we will make our
best effort to have the business.

Selling Displays vs. Advertising Displays

Any display is welcome, but the business or
selling display will be greatly preferred by the
association, and we would advise that every one
who shows would make it a point to take orders.
Manufacturers who sell their product through
jobbers only can arrange to have their goods
billed through any jobber the buyer may indicate.
Any jobber can afford to turn over 3 per cent
to the association on orders received.

Prospective Success

We feel confident that our plan will prove to
be the only successful solution of the absolutely
successful convention. We are not going into
this blindly. We have discussed every phase of
the plan with a number of the leading manufac-
turers and jobbers in the country before we sub-
mit it to you. The firms consulted have given it
their universal approval and have all subscribed
for space at this early date. A few have even
promised to use their best efforts to assist the
association to get out the retailers. This is har-
mony, and is what we are striving for, and it all
simmers down to this: Is the association a good
thing? And the answer from every. legitimate
jewelry manufacturer, jobber and retailer invari-
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ably is that it is. This admitted, then our plan
to exchange our efforts in hustling up actual
business on a per cent basis is certainly a most
ideal way in building up the association, for
that is what it means. Interesting displays will
bring out more retailers because it is the only
time the average retailer has a chance to see
such extensive and varied lines and take advant-
age of them. Increased revenue enables us to
give more attractive programmes, and this brings
out more retailers; it also enables us to give all
entertainments of the highest class free, and this
brings out still more (See our programme which
will be mailed in the near future), and all this in
turn means increased business to you as manu-
facturers and jobbers. Let us try this out for
all it is worth. Should we fail to get you the
business your expense will be slight, and if we
do get you the business, as we feel we will, you
will be far ahead of the game; at any rate, we
hope you will at least give this a few minutes of
earnest consideration.

Approaching State Conventions

The dates and places of the forthcoming State
conventions are as follows:

Indiana Retail Jewelers' Association, Evans-
ville, May 2d and 3d.
Pennsylvania Retail Jewelers' Association,

Pittsburg, May 4th and 5th.
Illinois Retail Jewelers' Association, Rockford,

May gth, Toth and nth.
Kansas Retail Jewelers' Association, Hutchin-

son, May loth.
New Jersey Retail Jewelers' Association, New-

ark, May uth.
Oklahoma Retail Jewelers' Association, Tulsa,

May isth and 16th.
Arkansas Retail Jewelers' Association, Little

Rock, May 23d and 24th.
New York Retail Jewelers' Association, Buf-

falo, May 23d, 24th and 25th.
Oregon Retail Jewelers' Association, Portland,

June 5th and 6th.
Iowa Retail Jewelers' Association, nes Moines,

jtine 13th to 15th.
North Dakota Retail Jewelers Association,

Grand Forks, June 13th, 14th and 15th.
North Carolina Retail Jewelers' Association,

Greensboro, June Loh and 15th.
Missouri Retail Jewelers' Association, St.

Louis, June 19th, 20th and 21st.
Ohio Retail Jewelers' Association, Cedar Point,

June 26th, 27th and 28th.
Colorado Retail Jewelers' Association, Denver,

June 27th.
Virginia Retail Jewelers' Association. Norfolk,

June 28th.
Wisconsin Retail Jewelers' Association, Mil-

waukee, July i ith, 12th and 13th.
American National Retail Jewelers' Associa-

tion, Richmond, August 1st to 4th inclusive.

Utica (N. Y.) Retail Jewelers' As-
sociation

The members of the above organization met
on the evening of April 3d for the transaction
of business and the election of officers for the
ensuing year. C. T. Evans, president, occupied
the chair. After the business was transacted the
following officers were elected for the ensuing
year : President, William A. O'Donnell vice-
president, J. R. Burtiss ; secretary, S. Charles
Greene ; treasurer, P. F. Darrigrand. The matter
of attendance at the State convention to be held
in Buffalo was discussed, and the discussion left
no doubt that a large delegation from the city
would attend the annual meeting. The idea of
holding the 1912 convention in Utica was also
discussed, and the delegation will urge the selec-
tion of Utica at the Buffalo convention.
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Annual Convention of New York State

Retail Jewelers' Association

The programme for the annual convention of
the New York State Retail Jewelers' Association,
which will be held at the Stadler Hotel in Buffalo,
Tuesday, Wednesday and Thursday, May 23d,
24th and 25th, is as follows:

TUESDAY, MAY 23

8 A. M. to io A. M.—Registration of delegates.
Formal opening of convention, io A. M.
Address of welcome by the Mayor of Buffalo.
Response by Emil J. Scheer, of Rochester.
Report of secretary, Charles E. Sunderlin,

Rochester.
Report of treasurer, Charles A. Crouse, Syra-

cuse.
Report of the Executive Committee, by Charles

E. Sunderlin, Rochester.
Report of the Committee on Trade Interests,

by Albert Zilliox, Buffalo.
Report of the Committee on Legislation, by E.

M. Baringer, Gloversville.
Report of the Committee on Qualities, by Wm.

A. O'Donnell, Utica.
Report of the Committee on Membership, by

Emil J. Scheer, Rochester.
Report of the Committee on Deceased Mem-

bers, by Thomas J. Routledge, Elmira.
President's address, Charles T. Evans, Utica.
Appointment of Committees on Resolutions,

Nominations and Audit.
Adjournment for lunch.
2.30 P. M.—Sightseeing trip around Buffalo.
8 P. M.—Theater party.

WEDNESDAY MORNING

Address, "The Social Side of a Retail Jewelers'
Association," Thomas T. Routledge, Elmira.
Address, "Personality and Competition," Emil

W. Kohn, New York City.
Address, "Jeweler, the Hall-mark of Integrity,"

Steele F. Roberts, Pittsburg, Pa., president of the
American National Retail Jewelers' Association.
Address, "Technical Training and the Retail

Jeweler," Eugene anke, Buffalo.
Informal business.
1.30 P. M.—Trip to Niagara Falls.

THURSDAY MORNING

Address, "System in a Jewelry Store," Edgar
C. Boucher. Utica.

Address, "The Use and Abuse of Hired Help."
Benj. 1'. Ash, Binghamton.
Address, "Smiles," E. D. Mix, Albany.
Address. "The Fixed Selling Price, Is It Desir-

able?" Mr. Ehrenfeld. Buffalo.
2 P. M.—Reports of committees
Report of Resolutions Committee.
Report of Auditing Committee.
Report of Nominations Committee.
Election of officers.
Unfinished business.
Important question to be decided : "Shall we

affiliate %vith the American National Retail Jewel-
ers' Association?" If the decision is affirmative
the election of delegates will immediately follow.

Introduction and installation of the newly
elected officers.
Adjournment of business session.
7 P. M.—Banquet followed by grand ball,

Annual Convention Indiana Retail
Jewelers' Association

The annual meeting of the Indiana Retail Jew-
elers' Association will be held in Evansville on
May 2d and 3d, and a very large attendance is
already assured. The chief features of the pro-
gramme are as follows:

TUESDAY, MAY 2

Address by President H. H. Bishop, of Indian-
apolis.
Address by H. C. Carpenter, salesman for the

Rockford Watch Co., "Hustling Hastens Head-
way, or The Powers of Suggestion in Selling
Goods."
Address by Col. John L. Shepherd, of New

York, "Money."
Address by C. T. Higginbotham, superintendent

of the South Bend Watch Company, "A Glimpse
Through the Corridor of Time."

WEDNESDAY, MAY 3

Address by Claud Wheeler, secretary of the
American National Retail Jewelers' Association,
of Columbia, Mo.
Address by Walter H. Mellor, of Michigan

City, Ind., "Retailing as a Retailer Sees It."
Address by C. Z. Rowe, "What the Legitimate

Retail Jeweler Has to Contend with and How
He Can Better His Condition."
Address by Hal B. Smith, Logansport, Ind.,

"Buying Goods."
Address by A. E. Beer, of Versailles, Ind.,

"Advertising in Business."
Address by Omar C. De Selms, of Attica, Ind.,

"Practical Side of the Jeweler."

Convention of The Ohio Retail Jewel-
ers' Association

The following circular letter has been mailed
to the jewelers of Ohio by the State association
secretary:

The Ohio convention will be held at Cedar
Point June 26th, 27th and 28th. The first day
will be "Getting Acquainted Day," the second
"Manufacturers and Jobbers' Day," and the third
"Business Day." The convention hall is very
large, 78 by 120 feet, well lighted and cool, and
the exhibit space will be arranged in a novel

Platform

Seat Section
Seats 300

I

Center Exhibit Spaces

1 1 1 2 1 3 1 4 1 5 1
SOIL

5f,. 5 f,.

1 1 I I
.r-r-ri Entrance I I

Prospectus of
Exhibit and Convention Hall

91.e of Hall 78 • 120 fool. Ground Floor.

Price for I 0 foot space $10 00 for entire Convention
time. By baldme • ptemium before June I st you may
secure the best apace. Bid lively gentlemen—we nee('
the money.

manner in the same hall. There will be over 200
front feet of exhibit space, all of which will un-
doubtedly be occupied, more than two-thirds
being reserved at this writing. Some of the ex-
hibits will be new and most interesting and edu-
cational, of special interest to all jewelers. This
exhibit promises to be almost equal to those seen
at the national meetings, and should prove a
drawing attraction. The programme will be ar-
ranged so that plenty of time will be at your dis-
posal to view these exhibits.
As a pleasure resort Cedar Point ranks high-

est of all inland resorts, the bathing, boating and
fishing being fine and climate at this season of the
year being ideal. The Breakers Hotel has one
thousand rooms, and a special rate of $1 a day,
two in a room, is offered those in attendance.
A remarkable programme is being arranged.

Many new subjects of particular value at this
time will be introduced, and the entertainment
features leave nothing to be desired. The ses-
sions will be short and snappy, something doing
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every minute, no dry lectures, and all papers and
talks given by men of national reputation.
The ladies are specially invited, as are also all

jewelers from other States. Ohio jewelers who
are not members are urged to attend and learn
what we are doing. A banquet free to all in at-
tendance will be an enjoyable feature, to be fol-
lowed by a dance, therefore bring the ladies.

Secretary A. L. Thoma, of Piqua, Ohio, says
the membership is growing rapidly, and he fully
expects it to pass the 300 mark before the con-
vention. If you are an Ohio jeweler and not a
member, make application for membership at
once. It only costs the small sum of $2, which
pays you up in full till January 1st next in both
the Ohio State and the national associations.
Make up your mind to attend this convention

and arrange your plans now so you won't be dis-
appointed.

Convention of Oregon Association

At a meeting of the Executive Board of the
Oregon Retail Jewelers' Association in the Im-
perial Hotel, Portland, March 16th, it was de-'
cided to hold the State convention of the asso-
ciation June 5th and 6th in that city.
There were present at the meeting F. M.

French, of Albany; C. H. Williams, of Condon;
W. C. Dielschnider, of McMinnville; J. 0. Watts,
of Eugene; 0. A. Kramer, of Independence; E.
J. Jaeger, Louis W. Bruns, I. E. Staples and
Frank W. Heitkemper.
The committee appointed to make all suitable

arrangements for the State gathering follows:
E. J. Jaeger, I. E. Staples, L. W. Bruns and

Frank W. Heitkemper, of Portland; C. H. Will-
iams, of Condon, and F. M. French, of Albany.

Annual Convention Pennsylvania Re-
tail Jewelers' Association

President Ira D. Garman and Secretary C. S.
Wiley, of the above organization, have issued the
following call to the trade of the State:
The annual convention of the Pennsylvania

Retail Jewelers' Association will be held at the
Fort Pitt Hotel, Pittsburg, May 4th and 5th.
This is your convention, and every officer wants
and urges you to be present. We want your help
and advice. One hundred men banded together
and working for the common good of all will
accomplish more than one thousand scattered
over all the State.
Your officers are busy preparing for a pleasant

and profitable time, and only your absence will
take away from the success of the occasion.
Step by step we are making progress and

addinc, to our membership until we now have over
300 of the best jewelers in the United States
working together in our State and National asso-
ciations. Can you, as a progressive, afford to re-
main out of the work? Self-interest should put
you in association work. Your very business life
depends on the success of organization work.
We respectfully ask that all clues owed to the

association be paid at once. Only such members
can be represented at the national convention to
be held at Richmond, Va., August 1st to 4th.
An important matter at the coming meeting

will be the selection of a new set of officers.
Your present officials have worked long and
faithfully for the building up of our association.
We need to have the directorate strengthened by
the election of some of our energetic members
to official positions.

It is important that you report anything in the
nature of trade abuses to the secretary. Many
matters have been taken up and adjusted in a
satisfactory manner, such as price-cutting, send-
ing out net prices in the open mail and other
grievances, but the majority of our members are
not using the means at hand to lift up our busi-
ness to a higher plane. If you have trade abuses
brought to your notice it is your duty to report
same to your officers, that the matters may be
adjusted to the satisfaction of all concerned.

If you are not a member we want you to join
us. Send $3 to the secretary.
In conclusion let us all make a special effort

to attend this convention and resolve to make it
the very best one we have ever held. This. is a

(Continued on page NO
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No. 622

Eight-Day Clock

No. 6105

Westminster Chime Clock No. 2629
Westminster Chime Clock

HOW YOUR STOCK SPEAKS TO YOUR CUSTOMERS

Why do you invest in nice fixtures, a nice store front? Because you realize the 
importance of a favorable impression.

You want your customers to feel, as soon as they enter the store, that yours is 
the place to buy beautiful things.

Nothing will give this impression more vividly and effectively than a display of

The Schisgall Line of Clocks
You can get them from up-to-date jobbers. Write me and let me give you their names.

This is the only line gathered from all the leading centers of Europe for the
 Jeweler exclusively.

No need to fear dry goods competition when you carry the "Schisgall 
Line." It contains many

attractive and pretty things that well-nigh sell themselves ; that customer
s find a pleasure in

looking at while waiting ; that add prestige and profit to your store.

THEODORE SCHISGALL
CHIME CLOCKS
CUCKOO CLOCKS
ALARM CLOCKS
NOVELTY CLOCKS
400-DAY CLOCKS

IMPORTER OF CLOCKS

116-118 Chambers Street, New York

MARBLE STATUARY
ELECTROLIERS
BRONZES
OPERA GLASSES
NOVELTIES

No. 30. Cuckoo Clock No. 583. Bisque Clock "Dainty"Alarm Clock
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HandelLamps Are to be Advertised

".•

The leading high-grade June magazines will carry a special message to wed-
ding gift buyers in regard to the Handel lamps. Style No. 5345, illustrated
3n this page, will be suggested as an unusually good gift to June brides.

The following magazines will be used:
Country Life in America
Good Housekeeping
Craftsman
Vogue

Literary Digest
Outlook
House Beautiful
Keith's Magazine

American Homes & Garden

World's Work
Fra
House & Garden
Suburban Life

These magazines will reach the people in your town who have money to spend for a
fine lamp like Style 5345.

TO INCREASE YOUR SALES
That's our idea in advertising Handel lamps. We want your co-operation. Our success is your
success. Every Handel lamp that is sold during May and June, as a result of our advertis-
ing, assures you of a sale in which there is more than the average profit, and makes sure that the
sale does not go to your competitors.
The first move in your co-operation is to get lamp No. 5345 in stock. Better get some others,
too, because this style may not appeal to your customers. The other lamps will mean a chance
to make a second sale in case No. 5345 does not appeal. We have selected No. 5345 because
It is one of our best sellers.

Beginning May 25th, display some of our lamps in your window. Put a card on several of them bearing the words,
"For the bride"— Handel lamps. The increase in sales will surprise you.

If you are not now selling Handel lamps ask us for more information about advertising of
Handel lamps. Take this matter up with us to-day.

THE HANDEL COMPANY, 381 Main Street, Meriden, Conn.

WALTHAM HALL CLOCKS;
,

Represent the highest type in this character of
goods. Quality has been the first consideration
and price secondary. A most comprehensive
and artistic line of designs. The finest line of
HALL CLOCKS, REGULATORS, MARBLE CLOCKS,
and WILLARD BANJO CLOCKS on the market.

,
SEND FOR ILLUSTRATED CATALOGUE

Waltham Clock Company
Office and Salesroom - - WALTHAM, MASSACHUSETTS
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The Ball Watch

T
H E BALL WATCH is the most exclusive American-
built watch on the market to-day. Constructed primarily
for the railroad watch inspection service, its strong con-

stitution, simple construction, and conscientious adjustment have
earned for it the name of the "safe, reliable watch."

Nothing can be taken from or added to a Ball Watch to improve it.

Not one retail jeweler, of the many who have handled Ball
Watches, was ever disappointed with their performance. Their
price is protected. Unfair competition is eliminated. Their sale
is unreservedly restricted to the legitimate retail jewelry trade.

There is nothing beyond Ball Watches either in accuracy, reason-
able profit, selling points, or protected selling policies.

Mr. Retail Jeweler, no watch is a surer business builder than the
Ball Watch. None there is which brings more sound profit and
prestige to the jeweler.

Remember, only one jeweler in a town will be allowed to sell Ball
Watches. That one ought to be you.

Give your business a boost by filling out the attached coupon
and mail it to us to-day. We will send you full information
about Ball Watches and their restricted selling policy.

The Webb C. Ball
WATCH COMPANY
Cleveland Ohio

COUPON • 

The Webb C. Ball Watch Co.
CLEVELAND, OHIO

Gentlemen :—
Please send me complete information regarding

the Ball Watch, its selling policy, and your exclusive
agency plan. I am a legitimate retail jeweler.

Name  

City   State  

Date   Street Address



To the Retail Trade:

Gentlemen:

Our up-to-date line is being shown to
the wholesale trade. Ask their salesmen
for our goods. " MIRROR FINISH"
on every article, which makes for dura-

bility. We make Vest Chains, Fob
Chains, Coat Chains, Guard Chains, Neck
Chains, Lockets, Pendants, Bracelets, etc.
Insist upon being shown BIGNEY'S
MIRROR FINISH" goods.

S. 0. BIGNEY & CO.

FACTORY

Attleboro, Mass.

NEW YORK OFFICE

3 Maiden Lane
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BE A WATCHMAKER
We mean a first-class, high-grade WATCHMAKER.
One who can act on his own initiative, can think intelligently,
and command the respect of his employer.
Or, better still, learn this high-class, intensely interesting trade,
and be your own employer.

WATCHMAKING, rightly learned, affords a clean. lucrative occupation, in a field
uncrowded with good, competent men.
You must, however, begin right.

That is, ally yourself with some good, reputable school that has " made good " in the art of
teaching this science.
We have years and years of experience

Waltham hundreds of students,
Horological

School
WALTHAM, MASS.

Please send me Prospectus

and Outline of your entire

course. This request entails

no obligations on my part.

Name 

Skeet S 

MASSWaltham Horological School MASS.City  State   

that testify to our ability, and hundreds upon
successful business men, drawing good pay or enjoying good

incomes, that will recommend us as to our competency in this regard.
We will gladly send you a list of names to inquire about us.

Don't Hesitate. Don't Ponder. Don't Deliberate. ACT!
Tear Off Coupon

Right in the HEART of the Watchmaking World. We are in a position to know.

a M. am
76.5

Some Early Suggestions for the Coming Season

0

0

A

MAY 1st OUR SALESMEN started out to visit the JOBBING TRADE in your behalf. Their trunks
filled to the brim with some new CREATIONS direct from The D. F. B. Co. arts and crafts department.

Our 1911 line is a winner of distinction and merit. qj The prices are popular and the profits sure to prove
pleasing. The D. F. B. Co. jewelry affords the RETAILER a larger profit, assures a pleasing patronage
as well as a pleased patronage. Can be ABSOLUTELY relied upon, and is fully GUARANTEED.

ASK YOUR JOBBER

THE D. F. BRIGGS COMPANY
NEW YORK OFFICE, 180 Broadway CHICAGO OFFICE, Heyworth Building

ATTLEBORO

MASSACHUSETTS
LONDON OFFICE, 62 Hatton Garden

LOOK FOR—THE D. F. B. CO.—TRADE-MARK

1 •Jek 10. F: i3

•••■•/
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You Get the Profit We Sell the Goods
MR. RETAILER:

You are going to get a demand for "Fleur-de-Lis" Gold Filled Jewelry.
You will get an idea from this page of what we are going to do to
help you sell "Fleur-de-Lis" Jewelry.

Advertising that reaches 30,000,000 readers monthly

The big advertising
magazines (covers
of which are shown
in center of this
page) will tell a
majority of the peo-
ple in your own
neighborhood about
our goods, and if
they see our trade-
mark in your store,
or if you mention
that you handle
"Fleur-de-Lis"
Jewelry, you will
get the benefit of all
our advertising.
A majority of the
jewelry jobbers
throughout the
country handle
'Fleur-de-Lis"
goods. They know
our firm and recom-
mend the quality,
both in design and
in intrinsic value.

SUNDAY ts47A"G—t4A"7..- 'p
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MAGAZINE ESTIMATED READERS
Ladies' Home Journal   6,781,700
Woman's Home Companion 3,440,460
Delineator   4,675,000
Saturday Evening Post 8,375,000
Associated Sunday Magazines 5,953,505
Collier's Weekly   2,875,000
Literary Digest 1 103  280
Success   1,403,280
Everybody's . .   2,515,655
Good Housekeeping   1,500,525
Cosmopolitan   1,259,475
Readers of our advertising . •   39,882,880

Cagy

OSMOPOLITAN

Won't it pay you to
take advantage of
this advertising?
Don't you think you
betterbecome a little

better acquainted
with our whole line?

Our complete cata-
loguesshowingover

600 styles of brace-

lets, beautiful de-
signs in lockets, fobs,
chains of every de-
scription, are yours
for the asking.
Write for them to-
day.
Ask your jobber for
our purple plush
trays to hold six
bracelets. They will
cost you absolutely
nothing if ordered
with any six of our
bracelets—they will
increase your sales
and profits.

Ask to see our new MIDGET BRACELET, the smallest, cutest, sweetest little adjustable ever made.
Every mother will want one for her baby. In Solid Gold 10 K., Gold Filled 1/10 12 K.
We are recognized as one of the promptest shippers in the business, but on the Midget our output at
present is limited. All orders will be filled as received.
Don't let your competitors beat you to it. Order of your jobber to-day.

 WE SELL JOBBERS ONLY  

FONTNEAU & COOK CO.
NEW YORK

15 Maiden Lane

ATTLEBORO, MASS.
SAN FRANCISCO CHICAGO
704 Market Street 1104 Heyworth Bldg.

767

C
There's a satisfying sense in carrying 0. & B. Rings. Satisfying because of the HIGH
STANDARD, QUALITY, VALUE, and CHARACTER embodied in each design.
TWO QUALITIES-0 P_ B, 0 B 14 K.
 THROUGH PROGRESSIVE JOBBERS 

OSTBY a BARTON CO., Providence, Rhode Island
9 Maiden Lane, NEW YORK 342 South Broadway, LOS ANGELES, CAL. 31 North State Street, CHICAGO
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Men Will Not Away;
Wear Cud fs

We won't register any bet on that proposition,
because we don't expect to be here when the time
comes to settle it.

ci But this is a safe bet:

As long as men wear cuffs they
will never want better cuff buttons
than the EL KAY.

ci Mr. Retailer, the EL KAY CUFF BUTTON is
in the race to stay, and is a sure winner.

The EL KAY is the Modern Cuff Button

ci It is practically indestructible. It is seamless and
strictly ONE PIECE of solid metal inside and out-
side worked into a state of toughness and rigidity
unknown in other cuff buttons.

Every EL KAY Button is guaranteed
and in case of accident is replaced
without charge or question.

Samples sent on memorandum 

at our expense

JOSEPH L. HERZOG & CO., Makers of L K Rings
(REG. U. S.PAT• OFF.) 

45-51 ROSE ST., Cor. Duane
NEW YORK

Afaceeed,

UR snappy line of new goods
is ready to be shown to the
wholesale trade. J Our line

of Bracelets, Link Buttons, Tie Hold-
ers, Hat Pins, Brooch Pins, Stick
Pins, Collar Pins, Sash Pins, Waist
Sets, and Pendant Necks is positively
most beautiful. 41 In addition to the
above we will show an enormous line
of Coat Chains at moderate prices,
also an up-to-date line of woven
wire Fobs for Ladies and Gents.

Allison Mfg. Co.
Attleboro Massachusetts
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Cincinnati

Bad weather conditions during the month did

cinch to ruffle the feathers of jewelry dealers in

every branch of the business, but outside of this

the trade was all that could be expected of it,

and April ended up normally. Easter, coming

late as it did, had little or no effect on the jobber

and manufacturer although the local retailers felt

the effect slightly. The outlook is bright and

only the chronic kicker had much fault to find.
The Chicago convention of the National

Wholesale Jewelers Association attracted much
attention in Cincinnati, both before and after it
had convened, because of the things that were to
come up and because of the passage of certain
features that the president, A. G. Schwab,
strottly advocated. The Cincinnati delegation
was especially pleased to meet the representatives
of the eastern houses and to find that they were
in accord with Cincinati jobbers in the many
reforms advocated, one of these being the adop-
tion of a specific time when spring and fall
samples should be shown by the manufacturers.
The date, May 1st, is satisfactory to the local
jobbers and they say this arrangement will aid
them materially. Mr. Schwab, former president,
retires to the Advisory Committee of the associa-
tion, and the election of A. J. Thoma, of the
Thoma Bros., to the second vice-presidency was
well received by his friends and associates. The
Cincinnati contingent stopped at the La Salle
Hotel, where the convention was held, the fol-
lowing wholesalers attending : A. G. Schwab and
Herbert Schwab, of the A. G. Schwab & Sons
Co.; A. J. Thoma, of the Thoma Bros.; Simon
Lindenberg, Lindenberg & Fox Co.; Joseph
Noterman, Jos. Noterman & Co.; Ferd Phillips,
Phillips & Richter.
Since the inauguration by the Cincinnati Whole-

sale Jewelers' and Manufacturers' Association
01s:1;a:1i:ill months ago of noonday meetings the at-
tendance has been materially increased. The last

organization 
hmerld. on April 20th. Speaking of the

A. J. Thoma said: "The thing
that is most pleasing to me is the fact that all
aorffatilrie. eligible wholesalers and manufacturers are
members of the associatien." Most of the in-
terest now manifested is undoubtedly due to the
Change from an evening session to a daylight

Chas. S. Surraf, of the Chas. H. Schmitt
Jtiemweelargyo.Mfg. Co., was traveling through Indiana
and adjoining States during the month.

J. C. Daller, president of the Clemens-Oskamp
Co., returned from a trip through Ohio a short

V. A. Gebhardt, head of the Gebhardt Bros.,
returned from a trip through the East, where he
was . displaying a number of patent jewelry
Specialties of the firm.
H. I. Jacobsen, traveling salesman for the

A. & J. Plaut Co., became a full-fledged Ameri-
can citizen on March 28th, when he took out his
naturalization papers. He has been connected
with the firm for the last fifteen years, coming
from Denmark when but a boy. Abe Solomon
returned from an extensive trip through Mary-.
land and West Virginia. Aaron Plaut and G. M.
tl3hie.a ham 

buying
h for 

the
avegone fiEramst., where they are doing

C. W. Schoenig, of the Joseph S. Voss & Sons
rmetauyr.ned from an extended trip through

West Virginia, Virginia and North Carolina.
For the first time in thirty years Charles Es-

herger left his desk in the L. Gutmann & Sons
Co.,.to take an extended trip through California.
He is accompanied by his wife and will be gone
Until

Owing to a complete remodeling of his store
Joseph Reisner, Portsmouth, Ohio, has been
forced to do business in temporary quarters.
Chas. J. Nurre, 1214 Main Street, after having

built up one of the best retail businesses in this
Part of town, was forced to sell out and retire

on account of poor health. His watchmaker,
Milton Mayer, bought out the entire stock and
will continue to do business. The firm name
has been changed to Milton Mayer & Bro.
Otto Mehmert is still confined to his bed after

having to abandon his trip through the middle
West. He was covering Indiana for the firm
and was in Evansville when he contracted a heavy
cold which forced him home. This is the second
time this year that he has been unable to finish
up his territory.

J. Charles Hummel, with Thoma Bros., has
just completed building a new home in Price Hill,
expecting to be in it early in May. He has
promised his associates a "big time" in celebra-
tion of the event.
Edward Schwager, 745 State Street, suffered

the loss of a big plate glass window when several
boys who had run away from home smashed it
with a stone, intending to make away with the
contents of the case. Several neighbors recog-
nized the boys and scared them away in time
to prevent a robbery. The police are now search-
ing for the miscreants, who have not been heard
from since.
There will be a jewelers' baseball league again

this year, three firms having already consented
to play and one firm has under consideration an
offer of prizes to the best players of the different
positions. The proposition is being pushed by
Harry Elwert, himself a star amateur performer,
and from his reports an eight-club league is as-
sured. The games will be played on Saturday
afternoons.
James Frass, of Batavia, dropped in on the

Cincinnati jobbers during the latter part of
March, purchasing supplies.
John Herschede returned from his eastern trip

where he was displaying a new movement of the
Herschede Clock Co.
George and Armst Klein, of Muncie, Ind.,

spent a short time in Cincinnati visiting their
brothers, members of the Klein Bros. Co., during
the month; also doing some purchasing.
C. M. Wallace, of Huntington, W. Va., stopped

off in Cincinnati a few days while on his way to
Hot Springs, Ark., where he intends to spend
a few weeks' vacation.

J. C. Miller, of the Miller Jewelry Co., had a
slight attack of tonsilitis and was laid up for
about a week. He has returned to work and is
feeling fine again.
William Pflueger, of the Jos. Noterman & Co.,

returned from the East on March 20th, reporting
business in a favorable condition. He left for
the South on the 27th, expecting to be gone
several weeks.
The twenty-five 14-karat gold medals used as

prizes at the National Bowling Tournament at
Buffalo were made by the Gustave Fox Co.
Leonard J. Fox went to Chicago on a short busi-
ness trip, returning in a week's time. Milford
G. Fox left for San Francisco and William G.
Courtney for New Orleans during the month.
While on their way to California, Otto Bauer

and wife, of Zanesville, 0., stopped off in Cin-
cinnati and visited friends in jewelry circles.
They expect to be gone about two months, both
pleasure and business being the object of their
trip.
Harry Heimberger, of Columbus, Ohio, was in

Cincinnati during the month buying fixtures and
supplies.
Theodore Neuhouse, head of the Theodore

Neuhause & Co., returned from his Ohio trip
early in April, reporting business in a favorable
condition. J. S. Francis is covering the South-
west, C. M. Davidson the Southeast—Alabama,
Georgia and Florida—and Harry P. Neher, Ohio,
Michigan and Indiana, for the E. & J. Swigart
Co. and are sending in favorable reports.
Lawrence R. Ohmsteot of Milan, Ind., who

suffered a heavy loss by fire some time ago, was
in Cincinnati buying fixtures, furnishings and
supplies.
Benjamin Shulte, who is now in the jewelry

and optical business in Middletown, spent a few
days in Cincinnati visiting the trade recently.
It will be remembered that prior to going to Mid-
dletown he conducted an optical store in the
Arcade.

After a pleasure trip which lasted three
months, during which time much sight-seeing was
done in the South, and the Mardi Gras festival
attended, H. Hahn, of the Hahn & Oppenheimer
Co., wife and niece, Ida Levendorf, returned
to Cincinnati March 31st.
New quarters in the McLure House, situated

in a very desirable jewelry district of Wheeling,
W. Va., have been taken by the R. S. Dillon Co.
recently.
Carl A. Thoma, who was covering the Indiana

territory for the Thoma Bros. Co., was taken
suddenly ill while in Evansville and had to return
to Cincinnati. He was relieved by A. J. Augus-
tine, who finished up the trip.

J. Fishback, of the Hamilton Watch Co., was
in Cincinnati during the month.
The Geo. H. Newstedt Jewelry Co. has put up

a huge electric sign just above their big il-
luminated clock. The sign is composed of 450
lights arranged in a new and novel design. This
sign is one of the most beautiful among the re-
tail trade and besides being ornamental is a good
advertisement.

Prizes consisting of gold cuff buttons have
been offered by the H. Jacobs Sons & Co. to the
players of the Cincinnati Reds making the best
averages in base-running, batting, fielding and
pitching. All of the Jacobs are baseball en-
thusiasts.
Bert Gaus, who was formerly with The Gustave

Fox Co., but who now represents the Herbert
W. Allen & Co., Chicago, was in to see his former
associates during his stay in Cincinnati.
Returning from a four weeks' trip through the

South, and especially Tennessee, Carl S. Phillips,
of Phillips Bros., reports a very nice business.
He says business is particularly good in Memphis.
Ed. H. Croninger, of Ed. H. Croninger & Co.,

spent a few days in Lexington, Ky., attending
to some business. Ed. Vehr was visited by the
stork on March 26th.
C. Cook, head house salesman of the Oskamp

Nolting Co., was called to Columbus, Ohio, owing
to the serious illness of his brother. Louis
Twachtmann returned from his Ohio trip.

Julius D. Jacobs and Aaron Strauss, of the
D. Jacobs Sons Co., are covering the Indiana and
Illinois territory respectively. J. Hirschfield
started on April loth for his southern trip after
an illness of three weeks.
The Ed. H. Croninger & Co., Jos. Noterman &

Co., The Dorst Co., The Gustave Fox Co. and
Gebhardt Bros., began closing their doors at noon
on Saturdays in the early part of April. This is
the first year that this custom has been started
so early, the employees being especially ap-
preciative.
On April 7th William Kappelar, the well-known

jeweler of Akron, Ohio, passed away after an
illness of many months. Mr. Kappelar was
widely known among the jobbing trade of Cin-
cinnati and his death came as a shock, although
his closest friends feared the worst 'a few weeks
before the end came. The body was taken to
Dayton, Ohio, for burial.
Joe Arnold, while traveling through Texas for

the A. G. Schwab & Sons Co., had a narrow
escape. He was just getting ready to leave
Houston and was alighting from a street car
when the pole broke, striking him on the head.
There was no current in the pole but the blow
was sufficient to lay him up for several days. The
traction company paid the hotel and doctor's bills.
The auction sale conducted by the H. & S. Gilsey

Co. met with unusual success, the entire retail
stock having practically been sold. The firm has
leased the second floor of the Robertson Build-
ing, Seventh and Race Streets, for a period of
four years, expecting to be in their new quarters
ready for business early in May. The new place
is spacious with plenty of good light. It is cen-
trally located and if the car lines should encircle
Garfield Square in order to relieve the congestion
at Fountain Square the site will be one of the
best in Cincinnati. Two other establishments are
now in the building, the Oskamp Jewelry Co., on
the ground floor, and the Hahn & Oppenheimer
Co., on the fourth. Harry Gilsey is also a base-
ball fiend, being the owner and manager of the
Shamrocks, an amateur team of renown in Cin-
cinnati.

(Continued on page 771)
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BUY IN CINCINNATI
2_5252525 25252525 25252525252525a 25252525 25252525 25252525 25252525 252525?_5 25 2525252525252.5F_S

L. GUTMANN & SONS
DIAMONDS, WATCHES

and JEWELRY

THE DORST COMPANY
Special Manufacturing Jewelers

for the Retail Trade
WHOLESALE ONLY

We carry the very latest and best of everything in Gold

and Gold Filled Jewelry. Our stocks are always complete

and we guarantee Quick Service.

OUR SPECIALTIES •

Diamond Mountings, Jewelry, Case-Repairing,

Emblem Goods, Jewels, Medals, Badges, Class

Pins, Engraving and Enameling

Lion Building Long EmBatan2c5ei6Phone Cincinnati, 0.

WHOLESALE ONLY

•• Cincinnati, OhioTraction Building ..

The Oskamp -Nolting Co.

A. J, THOMA, President JEROME THOMA, Secretary
FRED THOMA, Vice-President CARL A. THOMA, Ass't Secy

THE THOMA BROS. CO.
ESTABLISHED 1868 :: INCORPORATED 1909

IMPORTERS AND JOBBERS OFMammoth Wholesale

Jewelers Jewelers' Tools and Supplies

Watches, Chains, Fobs, Lockets,

Bracelets, Mesh Bags, Etc.

14-16 E. Fourth Street Cincinnati, Ohio411-413-415-417 Elm Street : Cincinnati, 0.

ALBE RT B R O TH E R .S
COMPLETE OUTFITTERS

FOR JEWELERS

WHEN IN TOWN VISIT OUR SALESROOM

George A. Klein Eugene A. Frommeyer

"Hy KLEIN BROS.
0
L
E Wholesale Jewelers

Edward M. Klein

HCO• 
W

0
L
E
S
A
L
E

0
N

Ohio li

S
A
L WATCHES, DIAMONDS and JEWELRY
E GOLD and GOLD FILLED JEWELRY

0 SEND US YOUR ORDERS

N

yL 14-16 E. 4th Street : Cincinnati,
Boylan Building

GET THE HABIT OF USING OUR CATALOGUE

It is the standard of all buying guides. We'll send

you one for the asking.

Merchants Building • • Cincinnati, Ohio
West 6th, between Vine and Race

JOS. NOTERMAN & CO.

DIAMONDS

,

e
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r
and

DAD AND THE BOYS

dr If either of these
'ILL gentlemen does
not call on you, send
for our new Catalog
and you will find
what you want at
the right prices.

Richter &
P h i 1 1 i p s

The Leaders

cYVIanufacturing Jewelers
Makers of Fine Jewelry

Diamonds Recut

CINCINNATI • •. . OHIO

N.W. Cor. 5th
Vine Sts.

CINCINNATI, OHIO
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Cincinnati

THE KEYSTONE

(Continued from page 769)

F. L. Hornung, Brookville, Ind., came to an-
mnati to see the opening game between the
;eds and the Pittsburg Pirates. He has not
tiissed an opening game for years and the job-
ers always look for Hornung on this date.

J. D. Ward, wife and daughter, of Rising Sun,
Ind., were visiting friends in Cincinnati, also
purchasing supplies.
Burton Fox, of the Fox Bros., arrived in Cin-

cinnati April r5th from a six weeks' trip through
Europe, bringing with him a large consignment
of diamonds and pearls. Sol Fox left for Paris
on April r6th, sailing from New York on the
18th. He expects to be gone about two months.

The E. & J. Swigart Co. are preparing to do
an extensive amount of circular advertising and
to „ facilitate this extra strain on the company's
printing shop have installed i.wo new printing
Presses.
Julius Hahn, of the Hahn & Oppenheimer Co.,

returned from his trip through the Middle West.
I sy Oppenheimer returned from his southern trip
and the rest of the salesmen of the firm are on
their last spring routes. The house is now taking
stock.

J. Nelson Polhamus, of New Orleans, Consul
for Cuba in that city, was the guest of the Trade
Expansion Bureau of the Cincinnati Commercial
Club, delivering an address before the members
of the club on March 25th. In his talk he out-
lined the characteristics of Cuba, its commercial
aspects, its people, its commercial and industrial
development and its laws regulating the collection
of debts, and other matters of general interest.
He urged Cincinnati business men to seriously
consider the possibilities of trade building in
Cuba, Mexico and the countries of South
America. The jewelers who attended were much
impressed and it is not all unlikely that the near
future will see Cincinnati salesmen in Cuba.
William S. P. Oskamp, of the Oskamp Jewelry

Company and the Oskamp-Nolting Company, and
wife have returned from New York, where Mr.
Oskamp was taking treatment for rheumatism.
Bingaman & Co., retail jewelers at Sixth and

Vine Streets, are remodeling and enlarging their
quarters in preparation for the big celebration of
the growth of the firm to take place about May
1st. When finished the concern will have over
300 square feet of floor space, new fixtures fur-
nished by. Schmidt & Co., and a burglar-proof
safe especially designed for the Bingaman Com-
pany by the Hall Safe Company. Besides these
improvements the firm is going into the manu-
facturing end of the business, the basement hav-
ing been fitted up for this purpose. Six men and
a diamond cutter will constitute the beginning
working force. Diamond cutting and jewelry
mountings will be the firm's specialty.
By the quick action of The Gustave Fox Com-

pany some few Cincinnati firms were saved from
dealing with a bogus check-worker who started
operations in the Queen City. Representing him-
self as A. Waldman, a retail jeweler of Beau-
mont, Texas, the fakir had fleeced several firms
when he entered the establishment of The Gustave
Fox Company and asked to be shown some large
diamonds, selected one at $450 and gave his
check. The firm, wanting further identification,
held the diamond until they had telegraphed the
bank at Beaumont. They found that the real Mr.
Waldman was still in Texas, and that his imper-
sonater had skipped. The matter was put in the
hands of the police, but as yet the man has not
been apprehended. He is said to be a man of
middle age, medium height, dark complexion, and
clean shaven, speaking with a decided Hebrew
accent.
The society folk of Cincinnati came to the res-

cue of the Loring Andrews Company, Fourth
Street jewelers, by the purchase of a large amount
of stock, estimated in one of the evening papers
at $96,000, but this figure was not corroborated by
Mr. Andrews. It is known, however, that the
amount of stock bought hovered close to the
$75,000 mark, which will put a large per cent of
the total stock--$r2o,600—in the hands of the
wealthy and fashionable of the Queen City.
Never, perhaps, in any other city have such a

distinguished group of people become interested
in a jewelry house such as the Loring Andrews
Company. The society women interested are:
Mrs. Nicholas Longsworth, Mrs. Larz Anderson,
Mrs. A. Howard Hinkle, Mrs. Dan Holmes, Mr.s.
W. P. Anderson and Miss Mary Hanna. Charles
P. Taft, brother of the president ; A. Clifford
Shinkle, George W. Warrington, Charles Liv-
inggood, Rachel Anderson, J. M. Hutton and
R. C. Anderson are the prominent men interested.
Most of the stock which was bought up was that
belonging to the Howes, who are now completely
out of the business. At a meeting held on March
28th Loring Andrews was elected president. A.
Clifford Shinkle, R. C. Anderson, Richard Neff,
and probably Chas. P. Taft and Mr. Williamson,
will constitute the new board of directors, al-
though this step has not yet been decided upon.
An arrangement with the new owners of the
property was reached and a ten-year lease se-
cured. No changes will be made under the new
organization, the firm continuing under its old
name.
The Theodore Neuhaus & Co. sent articles of

incorporation to Columbus, changing the name
of the firm from the Theodore Neuhaus & Co.
to that of the Theodore Neuhaus Co. The in-
corporators are Theodore Neuhaus, Chas. Theye,
Silas B. Waters, Henry L. Fricke and F. M.
Bauman. The company is capitalized at $25,000,
Mr. Neuhaus and Mr. Theye being the largest
shareholders. The present quarters in the Lion
building will be renovated and many improve-
ments made. The new concern will manufacture
jewelry and make special order work on a much
larger scale.
The Cincinnati Nest of the Noble Order of

Ku Kus came to a close at the last meeting held
in the North Cincinnati Turners' Hall owing to
the poor and irregular attendance of the mem-
bers of the order. Only eighteen out of a total
membership of several hundred attended the last
meeting, the motion to disband getting the whole
support of the eighteen, who made a jack pot to
pay for outstanding debts. The Cincinnati Nest
was the last to disband, and had on its roster
many well-known jewelers throughout the coun-
try who, whenever in Cincinnati, attended the
meetings and enjoyed the "Dutch lunches" served
afterwards. The order was founded three years
ago in Piqua, but was short-lived. The officers
at the time of the break-up were: Charles Rein-
statler, King; William Pohlmeyer, Prince, and
J. H. Hess, secretary.
THE KEYSTONE correspondent, during a visit to

The Gustave Fox Company, Cincinnati, Ohio,
was shown an interesting badge which Mr. Fox
informed him was the first recognition badge
made for the Elks. It was manufactured by the
firm in 1886 for the reunion held in Detroit. On
one side of the badge is shown the familiar Elk's
head of this Order, while on the other is the
following: "The faults of our brothers we should
write on the sand, their virtues on the tablet of
love and memory. Held at Detroit, Mich., June
24th and 25th, 1887."

The following retail trade visited the whole-
salers during the month : A. Wahlrab, Dayton;
J. S. McCoy, Benham, Ind.; J. E. Yohe, Decatur,
Ill.; A. W. Wolf, Carrollton, Ky.; K. R. Wolf,
Huntington, Ind.; J. L. Wisby, Edenton; A. S.
Robertson, Flemmingsberg, Ky.; W. S. Carrall,
Lebanon, Ky.; 0. S. Stoner, Dayton; W. H.
Marcoffsky, Huntington, W. Va.; E. Tiffany,
Xenia; J. Zelly, Eaton; Chas. Zechman, Maimis-
burg; L. W. Ensey, Dayton ; Louis Jaubert, Lex-
ington, Ky. • J. F. Willis, Mobile, Ala.; E. W.
Mentz, Hilfsboro; R. D. Washington, Russell,
Ky.; F. A. Schweeting, Oxford; C. E. Edgar,
Providence, Ky.; R. M. Bagby, Grace, Ky.; Mrs.
R. Kupferschmid, Lawrenceberg, Ind.; S. Des-
sauer, Martinsville, Ind.; C. A. Gossard, Wash-
ington C. H.; Wm. Shire, Paris, Ky.; J. D.
Miller, Evewood, W. Va.; H. Bernstein, Camden;
Owen Sherwood, Falmouth, Ky.; R. Moss, Owens-
boro, Ky.; H. Fox, Scarboro, W. Va.; J. M.
Kimmel, Eldoradom; M. Kohlhagen, Lebanon,
0.; Benjamin Harwitz, Mt. Hope W. Va.; J. M.
Lapinsky, Welsch, W. Va.; J. M. Calvert, Rus-
selville, 0.; E. B. Scott, Batavia; R. W. Clark,
Lawrenceberg, Ind.; A. G. Meade, Berkley, W.
Va.; A. B. Cooper, Pikeville, Tenn. • George
Meyer, Dayton; C. W. Jelliff and wife, Mans-
field, and Harry S. Shipper, Hamilton.
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Death of Dietrich Gruen
On April 12th Cincinnati friends and relatives

received cablegrams announcing the sudden death
of Dietrich Gruen, president of the D. Gruen
Sons & Co. Mr. Gruen was accompanied by his
son, Fred G. Gruen, and was on the steamer
nearing Naples, Italy, when the end came. Suf-
fering from heart trouble for many years caused
his immediate family and friends always to feel
uneasy, and it was with forebodings that they bade
him good bye. For the last seven years it had
been his custom to go to Bad Nauheim, Ger-
many, to take the baths for troubles of the heart,
and it was to this place that he was bound. The
deceased was born in Osthofen, Germany, in 1847,
and when very young learned the watchmaking
trade, serving under some of the very ablest men
in Europe. At the age of 24 he came to this

Dietrich Gruen

country, where he established a watch manufac-
turing concern in 1876, at first importing the
parts, assembling them himself, and selling the
finished article on the American market. This
process was too slow for such an energetic man,
so he organized the Gruen Watch Manufacturing
Company, with a factory in Madretsch, Switzer-
land, where the whole movements were made and
assembled, then shipped for distribution to the
United States. It was not long, however, until
the Gruen watch was sold everywhere, and at the
time of his death an extensive European and
South American trade had been established. In
1897 he organized a factory in Cincinnati for
the manufacture of solid gold cases, finally en-
abling him to put out a complete watch, the reali-
zation of his highest ambition. Associated with
him were his two sons, Fred Gruen and George
J. Gruen, who in recent years relieved him of
much of the worry and care connected with the
business. Personally he was quiet and unassum-
ing and was well liked by everyone. He is sur-
vived by a widow, one daughter, Mrs. Chas. W.
Bieserof, of Dayton, Ohio, and three sons, Fred
G. and George J. Gruen, of Cincinnati, and
Frank W. Gruen, of Dayton. The business will
be run as heretofore, the oldest son, Fred G.,
becoming the active head. The body will be sent
to Cincinnati, and Will be buried in Spring Grove
Cemetery early in May.

Exhibit of Tiaras
An exhibition of the wonderful collection of

tiaras to be worn by members of the royal fam-
ily and peeresses at the coronation was opened in
London on April 4th.
The object of the exhibition was to benefit the

Prince Francis of Teck Memorial Fund for the
Endowment of Middlesex Hospital. The value
of the fifty tiaras was roughly estimated at a
million dollars, but historic and sentimental asso-
ciations make them priceless.
The Duchess of Westminster's crown, with five

immense diamonds, was considered by many
visitors as the queen of the show. The value of
Lady Newborough's crown of diamonds, topped
with emerald spikes, is assessed at $9o,000.
Lady Decies, the most recent American bride,

was represented by a crown of diamonds, the
wedding gift of her father, Mr. George J. Gould.
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G. L. P. Co., the Manufacturer Whose Goods Have Created

Absolute Confidence with the Entire Jewelry Industry

To Further Protect the Trade, so there is no chance of
purchasing other makes of jewelry, because they
are on the G. L. P. Co.'s cards, we stamp every

by G. L. P. Co.piece of goods made us

This is the Strongest Guarantee Possible, in safeguarding
the interest of all the jewelry trade.

Thoroughly Appreciating the Immense Demand there is for
goods made by G. L. P. Co. has decided us in
putting onto the market for the fall trade a line
of Solid Gold Front, and Gold-Filled Jewelry
that will surely be to the interest of every retail
jeweler, insisting on their jobber showing them
these new goods.

It is a Conceded Fact, ti b e retail jewelers who buy the G. L. P.
Co.'s goods from their jobbers make for themselves satisfied
customers.

GEO. L. PAINE CO.
New York Office, 9 Maiden Lane :t7nvZfrt7, North Attleboro, Mass.

May, 19" T

Denver
C. B. Lewis, president of Lewis Jewelers' Sup-

ply Co., and Ed. Lehman, president of Ed. Leh-

man Jewelry Co., spent a very pleasant week in
Chicago, where they attended the wholesale jew-

elers' convention. Both report being treated very
royally by the Chicago jobbers.
Knelling & Dewalt, of Idaho Falls, Idaho, and

formerly of Denver, have dissolved partnership,
Emery Dewalt succeeding to the business.
Ivan Sundman, formerly of Emporia, Kans.,

has accepted a position as watchmaker with Chas.
Wathen & Co., of Denver.
C. L. Clark, of the Ed. Lehman Jewelry Co.,

returned last month from a very successful busi-
ness trip to the northwest.
L. H. Hall and wife, of Trinidad, Colo., are

enjoying a very pleasant trip through California,
where they expect to remain some time.
H. C. Morse, of Rocky Ford, Colo., has just

returned from a very extensive trip to California,
where he has been spending his vacation.
W. J. Peyser, of Colorado Springs, Colo., has

moved into more spacious quarters adjoining his
old location. New fixtures and trimmings have
been added.
Myron Shugard, of the Lewis Jewelers' Supply

Co., spent several days in the eastern part of the
State last month looking after the business inter-
ests of the firm.
E. L. Peiser, of Glenwood Springs, Colo., was

robbed of a tray of diamonds on March t8th
valued at $900, and is unable to account for their
disappearance. Mr. Peiser was showing the stones
to a customer in the afternoon and is positive
Ile put the tray back in the safe and locked it
before leaving the store, but when he opened the
safe later the tray and stones were gone, and the
safe did not show any signs of having been tam-
pered with. He says no one besides himself, a
lady clerk, whom he says is perfectly reliable,
and a former watchmaker, who left the city
some time ago, knew the combination of the safe.
The father of Henry Curtis, of Littleton, one

of the oldest jewelers in the State, died at his
home in Sedalia the latter part of March.

J. D. Diehl announces that he has resigned his
position as salesman in the firm of Chas. Wathen
& Co.
Aug. H. Hoffman, tray and case maker in the

Club building here, has just recovered from a
very severe case of typhoid pneumonia, and is
again able to attend to his business after several
weeks' absence.
The Colorado Horological Society signalized

the opening of the new quarters in the Common-
wealth building Tuesday evening, March 28th,
with a smoker. Speeches were made and refresh-
ments served and a very enjoyable evening was
spent by all. All members and friends were cor-
dially invited. The new quarters are far superior
to the old ones, and no doubt will help much in
building up the society.

I. H. Hart, formerly of Denver and Salt
Lake City, has left for Rifle, Colo., to manage
the store of the Peerless Jewelry Co., owned by
Chas. Wathen & Co., of Denver.
Aug. Buechner, junior member of Buechner &

Co., of Cheyenne, Wyo., died very suddenly there
on March 23d of pneumonia. Mr. Buechner was
very well known in Cheyenne and very much
thought of both in business and social circles.
His funeral, it is reported, was one of the largest
ever held in that city.
The Wholesale Jewelers' Association, of Den-

ver, held the regular monthly meeting last month
at the Home Dairy Restaurant, April 7th, from
6 to 8 o'clock, and talked business matters over
the supper table, which was greatly enjoyed by all.
Reports were presented on the work of the na-
tional convention held in Chicago recently, and
other items of interest relative to local matters
were discussed.
H. L. McLaughlin, of the W. W. Hamilton

Jewelry Co., has returned from a very extensive
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trip through the northwest, and has left again on
a short trip through the State.

A. T. Garman, formerly of Brush, Colo., has
moved his stock to Norfolk, Nebr., where he will
continue his business.
N. C. Neilson, after spending several months

in Denver, has again accepted a position with
Boyd Park, of Salt Lake, Utah.

J. W. Atwell, of Steamboat Springs, Colo., has
sold his jewelry store to M. D. Schaefermeyer,
and expects to leave shortly with his wife on an
extended trip through the East.
Wm. B. Odom, manager of tool and material

department of W. W. Hamilton Jewelry Co., was
married to Miss Edna G. Perry, a Denver girl,
on March 30th. They had a very quiet and
private wedding and spent a few days in the
northern part of the State visiting friends, and
are now at home here to their friends.
Ben Frumese, one of the leading jewelers of

the city, will be married early in May to Miss
Clara Charsky, a member of one of Denver's
most prominent families. They expect to take
an extensive trip through the West.
The jewelry store of C. W. Primrose, of Grand

Junction, Colo., has been incorporated under State
laws, and will hereafter be known as the C. W.
Primrose Jewelry Co., C. W. Primrose, president;
C. W. Davis, vice-president, and G. W. Ridley,
secretary and treasurer.
Denver claims the distinction of having the

only person who ever drilled a hole lengthwise
clear through an ordinary pin, tapping it and
threading another similar pin and screwing the
two tightly together. This was done by J. I.
Hansen, a jeweler at 404 Sixteenth street, and is
claimed to be a remarkable piece of work. An
argument was raised among some people here that
it could not be done. One of them claimed it
could, and being acquainted with Mr. Hansen
went to see him about it, and he immediately at-
tempted to do it. The first attempt was not suc-
cessful. Hansen discovered that it was impos-
sible to drill a hole through a pin using only one
drill. Invariably the drill would swerve to one
side so much as to drill through the side, so he
used first one and then another, on the principle
that no two drills would bore outward in the
same direction, and he succeeded in drilling a
hole through the pin. He threaded the inside of
the hole and then threaded another pin and
screwed the two tightly together, making a very
delicate and unique piece of work.
H. E. Berry, engraver and designer, has moved

to his new quarters in the Foster building, Room
202. Mr. Berry has spared no expense in fitting
up his new quarters, adding many new fixtures
and furnishing it with fine Mission furniture,
and it is claimed to be the most complete and
finest engraving establishment west of Chicago.
He will be equipped to handle trade in any
quantity and give prompt service as well as the
best.
H. Spirak, formerly of Birmingham, Ala., has

fitted up a repair department in the store of
Harry Hellerstein, and is doing work for the
trade only.
. Jos. Bitterly, manager of the store of A. W.
Snyder, Victor, Colo., was elected Mayor of the
city in the recent election, and it is Mr. Bitterly's
intention to down the political machine and
graft of that city and give the people a square
deal. We wish him success in his good work.
The Bohm-Allen Jewelry Co. are putting in a

new modern plate glass front to their store and
making other extensive alterations, to make one
of the finest stores in the city.

S. L. Bresler, of the Enterprise Jewelry Co.,
was robbed of about $180 in cash on April 9th
from his drug store, at Io90 Broadway, which he
also owns. The thieves broke into the rear of
the store and were evidently after money only, as
none of the goods in the store were touched.
P. H. McBride has opened up a fine new store

in Fort Morgan, Colo. He has put in special
fixtures to order and new full and up-to-date
stock, and will no doubt have the finest store in
the town and do a very fine business.
E. R. Hines, watchmaker and jeweler of To-

ronto, Ontario, Canada, is spending a few weeks
in Denver visiting his brother-in-law here.
B. J. Sutton has returned from Nebraska, where

he has been visiting and looking for a suitable

location with intentions of starting in the jewelry
business.
The following out-of-town jewelers of the State

were in the city last month: E. L. Peiser, of
Glenwood Springs; W. H. Brannan, of Loveland;
L. E. Gardner, of Longmont; J. E. Goodwin, of
Buena Vista; A. W. Root, of Grand Junction;
Mrs. I. L. Morgan, of Fort Morgan; Mrs. A. F.
Witting, of Longmont; P. H. McBride, of Fort
Morgan ; Jack Caterman, of Florence; J. B. John-
son, of Walsenburg; V. E. Blake, of C. C. Stone
& Co., Fort Collins; W. E. Payne, of Boulder;
C. F. McMullen, of Fort Lupton; S. Salamon, of
Platteville; W. R. James, of Arvada; Henry
Curtis, of Littleton; Alvin Herman, of Brighton.

The Jewelers' Security Alliance
The regular monthly meeting of the Executive

Committee of the Jewelers' Security Alliance was
held on Friday, April 14th, the following mem-
bers being present: President A. K. Sloan, Vice-
President C. C. Champenois, Treasurer B. Karsch,
Secretary J. FL Noyes and Messrs. Henry Ab-
bott, J. W. Alford, A. L. Brown, Leopold Stern
and Leo Wormser.
The following new members were admitted:

C. E. Bowman, Bonham, Texas.
E. Frankel, Yuma, Ariz.
W. B. Kinne, Gainesville, Texas.
Wm. E. Stofflett, Shamokin, Pa.
A. F. Clauss & Son, Portland, Oregon.
II. A. Forbes, Portland, Oregon.
II. II. Heide, Portland, Oregon.
L. C. Henrichson Co., Portland, Oregon.
Marx & Bloch (2 memberships) Portland, Oregon.
Marx & Bloch, Portland, Oregon.
Thompson & Cowie, Portland, Oregon.
C. B. Myers, Portland, Oregon.
Hodgson Kennard & Co., Inc., Boston, Mass.
Lopker & Son, Cleveland, Ohio.
A. W. Aldrich, Denver, Colo.
Droke Jewelry Co., Crystal Springs, Miss.
C. Holmberg & Son, Fort Worth, Texas.
Carl Hulbert, Schuylerville, N. Y.
S. B. May, San Antonio, Texas.
Alamo Collateral Bank, San Antonio, Texas.
Kehoe Loan Co., San Antonio, Texas.
Naman & Goldsmith, Waco, Texas.
St. John-Strand Jewelry Co., Lakota, N. Dak.
F. B. Taylor Co., Hobart, Okla.
Walter & IIafner Jewelry Co., IIillsboro, Texas.
White-Haines Opt. Co., Columbus, Ohio.
Roll R. Lusk, Utica, Ohio.
Smith Jewelry Co., Huron, S. Dak.
Albert Zurcher, Marceline, Mo.
J. H. Crane & Son, Ft. Scott, Kans.
D. L. Davies, Superior, Nebr.
Fort & Goodwin, Inc., Trenton, N. J.
Irving Mfg. Co., Newark, N. J.
Hugh A. Jackson, Saltsburg, Pa.
E. S. von Seutter, Canton, Miss.
William Urbansky, Salisburg, N. C.
Paul Stutzer, Hoboken, N. J.
L. Kramer, IIoboken, N. J.
Doscher Jewelry Co., Houston, Texas.
Sweeny Loan Co., Houston, Texas.
Ike Cohen, Victoria, Texas.
Alfred G. Thomas, Victoria, Texas.
A. D. Amsden & Co., Cleveland, Ohio.

m YParsons & A sden, oungstown, Ohio.
Emil Herpin, Mobile, Ala.
K. L. Sheets, Mt. Vernon, Wash.
Vernon E. Willis, Lorain, Ohio.
Otto C. Matthies, Humboldt, Iowa.
W. L. Goldberg, Sebastopool, Cal.
Crescent Jewelry Co., Memphis, Tenn.
0. R. King, Lexington, Ky.
Snyder & Hawkins, New Castle, Pa.
Ralph Mirfield, Hawarden, Iowa.
Acme Sales Co., Rochester, N. Y.
Snider-Wilcox-Fletcher Co., Durham, N. C.
Davis & Hawley, Inc., Waterbury, Conn.
M. A. Hagen-Newton Co., Fargo, N. Dak.
Cohenour-Rygel Co., Muskogee, Okla.

The following rewards were ordered paid:
No. 138. To Chief of Police M. B. Jones, for

the arrest and conviction of Sidney Mitchell, who
broke into the store of I. A. Griffee, of Boone,
Iowa, on February 21, 1910, and stole a quantity
of rings and gold-filled watch cases, for which
crime he was sentenced to a term of ten years
in the Reformatory at Anamosa, the reward
causing his arrest more than a year afterwards.
No. 139. To Police Officers Pete Hilliers and

Mont Richards, for the arrest and conviction of
James Rogan, who smashed the window in the
store of W. P. Hanna, of New Castle, Pa., on
December 13, 1910.
No. 140. To Arnold C. Schrup and Officer

Andrews, for the arrest and conviction of George
Fox and James Kelly, who broke into the jewelry
store of C. M. Van Dyke, of Tacoma, Wash., on
March 9, T911, for which crime Fox received a
sentence of from two to seven years while Kelly
was sentenced to a term of from one to four
years in the State's reformatory.
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Are you receiving our magazine "THE JUNIOR"?
If not, please let us know.

"Leaders of the World"
Electric display sign on roof of Normandie Hotel, facing
Herald Square, New York, shows this ad. at intervals
every night and is seen by hundreds of thousands daily.

THE JUNIOR

TATTOO
is being advertised in such magazines as Saturday
Evening Post, Collier's, Outlook, Life, Literary Digest,

Vogue, and Columbian for the benefit of the trade.

YOU SHOULD
HAVE A
GOOD STOCK!

SOLE MANUFACTURERS

THE !JEW WAVEN rLOCK CO.
HEW HAVEN UONN.

NewYork : 396-398 Broadway
Philadelphia : 1011 Chestnut St.
San Francisco : 717 Market St.

Siegel, Rothschild & Co.
Baltimore

Exclusive ideas for 1911, that combine quality, rare
variety ; make this line of unusual interest for the

Holiday Umbrellas
and Canes

designs in hand engraved, etched and chased handles, in wonderful
fine jeweler, made with or without our perfect detachable feature.

If interested, write and we will have our salesman call on you.
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Detroit

n unusual number of business changes have

n reported in Detroit and throughout the

State during the past month, the most important

ill point of size being that brought about through

the failure of John Kay & Co. Mr. Kay, who

Iic been in business in this city for over a quarter

p a century, made an assignment for the benefit

o■ his creditors several weeks ago, his liabilities
amounting to over $go,000. Mr. Kay endeavored

1, arrange matters so that he could continue in
bv.iness, but an offer for the stock was made by

th: Grainger-Hannan Co., which was accepted by
the creditors. Mr. Kay will also join with the

m, and the name will be changed to the Grain-
ger-Hannan-Kay Co. The stock will be removed
from the Majestic building to the building now
occupied by the Grainger-Hannan Co. Mr. Kay
is one of the best known jewelers in Michigan,
and he will doubtless take with him a great many
of his old customers to the new firm in which he
is interested.
Glen W. Bodley, of Hudson, Ind., has bought

out the Sauer business in Three Rivers.
Frank Trudeau, formerly in business in Wol-

verine, has taken over the interest of the Lowe
estate in the business conducted at Onaway by
James Lowe, and has removed there.
Bert Laughlin, better known as the "Irish

Pawnbroker," has purchased the business con-
ducted for over a year by Morton Silverman, at
152 Woodward avenue.
F. R. Pancoast, of Hastings, and P. J. Fay, of

Monroe, have decided to retire from business,
and are selling their stocks.
C. H. Ostrander, of Albion, has engaged in

business in Marshall, having taken over the stock
of G. M. Bromeling.
From Northern Michigan comes the report that

W. H. Siebert has bought out the business con-
ducted for several months in Petosky by Stanley
Wildern. Mr. Wildern will engage in business
again in Charlevoix.
E. L. Dawson, formerly with F. J. Titus, in

Zeeland, will go into business for himself, and
has taken over the long-established Hammond
business in Lansing.
While those changes have been taking place a

number of new businesses have been established.
Ralph E. Hall, for several years employed by
Mrs. Mills, at 572 Monroe avenue, has opened a
store at 157 Myrtle street.
T. Roy Hadley has purchased the fixtures of

Frank Presswell, who recently removed to New
Mexico, and has opened a very pretty store.
Edward F. Hellerich has been named as man-

ager of a store just opened at 71 Woodward ave-
nue by Schroeder & Weitzman. The fittings in
itlsilusallsytoartetraacrtveare of the newest design and Un-
usually
. W. C. Vivian, of Carsonville, has engaged a
Jeweler as manager of his jewelry department
and has added a stock which he will run in con-
nection with his drug business.
George W. Davis, of Gooderich, has also

branched out and will run a jewelry department
in connection with his bakery and confectionery.
Wright, Kay & Co. lost tin o of their old em-

ployees during the past few days, both of whom
are starting in business for themselves. F. D.
:McCabe, who traveled for the firm for several
Years, has leased the premises at 844 Fort street
\Vest, and Joseph Budnitsky has opened a store
at the corner of Hastings and Division streets.
John H. Schwegler, who recently retired from

the jewelry business, defended unsuccessfully a
sensational suit for divorce brought against him
by his wife, Mollie Schwegler. The latter was
awarded the decree with alimony.
Frank Dyar, of Cairo, has returned from a

trip of several weeks through the Pacific Coast

Mayo Bros. have leased a store in the Post
Tavern, Battle Creek, and are fitting up one of
the most attractive stores in the State. The Post
Tavern was erected by C. W. Post, the break-

fast food millionaire, and is one of the finest
in the country.

J. Schuman, who several weeks ago started in
business on Hastings street, near Clinton, has re-
moved to 768 Michigan avenue.
W. F. King, Jr., of Adrian, was the victim of

a practical joke recently which almost caused a
riot on a Wabash train. Mr. King had purchased
a dozen alarm clocks while in the city, which he
carried home with him in a large grip on the
midnight train. The salesman, before packing
the clocks, wound them up and set the alarms to
go at intervals of a few minutes, starting at mid-
night. At that time the passengers were settled
down trying to snooze, when every one was
awakened by the ringing of an alarm. After the
noise was located Mr. King opened his grip,
fished out the clock at fault and stopped it.
About the time the passengers started to snore
again another clock started ringing, and again
Mr. King dived for his grip. This racket was
continued nearly all the way from Detroit to
Adrian, and when the latter place was reached
the passengers were threatening desperate meas-
ures to ensure sleep.
Mr. Hall, of Hall & Co., Manistique, passed

through Detroit last month on his way home
after a delightful winter spent in the South.
A. J. Dean, of Saulte Ste. Marie, has purchased

a new Detroit-made auto.
Since the recent elections Fred Russell, of the

jewelry firm of Russell & Boland, Mt. Pleasant,
is addressed as Mayor Russell. He was returned
a winner after a spirited campaign.
The family of Clarence Graves, of 1456 Fort

street West, has been increased by the birth of
a son.
George Ruttmann, buyer for the E. H. Pud-

rith Co., has just returned from a visit to the
Eastern jewelry manufacturing centers.
William Traub, of Traub Bros. & Co., reports

a delightful trip to Bermuda, where he spent
three weeks.
R. E. Bracket, of Lansing, has leased a store

in the building at 105 Washington avenue North,
where he has fitted up attractive premises.
S. M. Schairer, until recently in business in

Dexter, has opened a store in the exclusive resi-
dential section of Detroit, at 2938 Woodward
avenue.
The E. H. Pudrith Co. have announced an in-

crease in capital from $5o,000 to $75,000.
The Imperial Jewelry Company has reported to

the police that several watches were stolen from
their window, which the thief broke with a brick.
The store of E. H. Krug, at 440 Gratiot avenue,
was also entered recently and $5o worth of jew-
elry taken.
Fred Grosslight, aged 30 years, a son of Louis

R. Grosslight, the well-known jeweler and pawn-
broker, died early this month in Idaho Springs,
Colo, where he went in hopes the change would
benefit his health. He had lived in Detroit all his
life and was well known in the jewelry trade.
The remains were brought home for interment.
W. F. Moore, formerly with J. W. Grant, Sag,i-

naw, has accepted a position as salesman with
C. A. Berkey & Co.
Edward Karpp, formerly with the E. H. Pud-

.rith Co., has been engaged as salesman with R.
S. & J. D. Patterson.

J. Freidberg & Son, in business for several
years on Woodward avenue above Grand River
avenue, have leased a store on lower Woodward
avenue and will open a branch as soon as the
contractors are through with improvements. An
entire new front is being placed in the building
and other alterations will make it one of the de
sirable business stands in the downtown section.

The following out-of-town jewelers visited the
local market during the past month : J. L. Chap-
man, Ann Arbor; C. W. Chamberlain, Farming-
ton; W. H. Skeman, Wyandotte; W. Trowbridge,
Choctah; W. Snyder, New Lothrop; Theo. Dahl-
man, Rochester; James Britton, Union City;
Charles Edwards, Carleton ; E. H. Gosmer, Man-
chester; H. L. Hart, Brooklyn; George H. Chap-
el, Howell; R. H. Gregory, Lapper; D. J. But-
terfield, Marine City; W. W. Bridges, Marine
City; 0. W. Hawkes, Whittaker ; J. P. Walton,
Durand; E. S. Barnes, Rochester; W. W. Bugg,
Jackson, and R. Kanthler, Jackson.
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Fire Insurance Department

The following letter on the above subject
speaks for itself:

To the Members of the Wisconsin Retail Jew-
elers' Association.

Gentlemen :—In view of the fact that quite a
number of inquiries have come to our new secre-
tary, Mr. A. W. Anderson, of Neenah, regarding
the Wisconsin Jewelers' Mutual Fire Insurance
Company, permit me to make a brief statement
regarding the present status, so that all will un-
derstand.
Owing to the fact that so many of the jewelers

of our State were tardy in giving their support to
this department of our association by taking out
insurance, and further, because our ex-secretary
did not show that successful management, which
we anticipated, the Board of Directors deemed
it advisable to discontinue writing new insurance
a year ago this month.
This step was taken with a great deal of re-

luctance on the part of your officers and only
determined upon after a great deal of reflection
and consideration.
The charter is being kept alive with the view

that when our organization, and those of the
jewelers of the surrounding States have grown
stronger, after the jewelers have had some time
to give this matter sufficient consideration, this
matter may be take up again.
As a basis upon which you might judge possi-

bilities let me state that we did not have a single
loss and it is my firm conviction that the jew-
elers could establish a fire insurance department,
which would give them protection at a minimum
cost.
This question no doubt will come up for dis-

cussion at our next State convention, to be held
at Milwaukee in July.
I would thank you to gather all the data and

information you can and come prepared to ialk
intelligently upon this subject.
I feel confident that the establishment of a suc-

cessful mutual fire insurance department would
mean much to our organization.
Any further information you might want I will

be glad to give to the best of my ability.

• Very truly yours,
GUSTAVE KELLER, President.

Amsterdam Diamond Industry

About seventy establishments in Amsterdam cut
and polish diamonds. They employ more than
10,000 people, of whom about 1700 are cleavers
and cutters and 4700 polishers, etc., the remain-
der being engaged about the offices and in other
work. Several establishments outside the city,
in this district, will swell these numbers consid-
erably.
Workmen in the Amsterdam diamond industry

are composed of five classes, in the following
order as to the amount of wages received:
Cleavers, polishers, turners, cutters, and sawers.
Polishers and turners receive about the same
wages. Some cleavers receive as much as $120
a week ; formerly even more than that at times.
From this maximum wages grade downward
through the other classes to $6 and $8 a week
for sawers.

Cleavers split the diamonds; cutters take off
the rough and sharp edges and corners and make
the general shape of the stone; polishers polish
the stones and make their facets; turners turn
the diamonds around in the apparatus which holds
them, so that the facets can be made, every dia-
mond worked in a first-class manner having from
58 to 64 facets; sawers saw stones which cannot
be cloven or which it is more profitable to saw;
sometimes a stone is cleft and the parts are then
sawed, but very small stones cannot be sawed.
The workers in the Amsterdam diamond in-

dustry have a compact organization. According
to one of its rules, no one can learn the diamond
trade without the consent of the organization, and
only children of workers or of jewelers are
eligible to become pupils. There are always
thousands of applicants on the waiting list. Ap-
plicants must pass an examination before being
accepted. They must be under T8 years of age
and in good physical condition.
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San Francisco
Andrew M. Armer, of the firm of Lehrberger,

Armer & Co., San Francisco, has returned from
a six-weeks' visit to the manufacturing jewelry
centers of the East. This firm in the future will
represent the La Pierre Manufacturing Co., of
Newark, N. J., among the other lines annexed
by Andrew when he was East.

Albert Mayer, of the pioneer wholesale jewelry
firm of Joseph Mayer & Bros., is visiting the
different manufacturers in the extreme East, and
expects to be away from his place of business
for about a month. We feel quite sure he will
be offering his friends in the retail jewelry busi-
ness some very attractive articles that he has
picked up among the different Eastern factories.
Kallmann Bros., who since the fire have been

conducting a retail jewelry establishment at 1215
Filmore street, have opened a new high-class es-
tablishment downtown at 937 Market street.
The baseball game that was played on Satur-

day, April 8th, by the young men in the whole-
sale jewelry trade, was the most interesting of
the series that is being
played between the Jewel-
ers' building and the 717
Market street crowd. The
final score was 9 to 4 in
favor of the Jewelers' build-
ing. The pitchers, O'Neil
a n d Wurkheim, showed
quite some "class," and it
will not require much im-
provement on their part
before some of the big
league magnets will draft
them. These Saturday af-
ternoon games are promot-
ing a good feeling through-
out the entire wholesale
trade, and games will be
played every Saturday af-
ternoon throughout t h e
summer on the ball grounds
in Golden Gate Park.

J. A. Patterson, who is
traveling for the Nordman
Bros. Co., is making his
initial Southern trip, pro-
moting the business of the
material department of the
above wholesale firm.
Harry Morton, one of the

leading retail jewelers of
Oakland, whose establish-
ment is located on Broad-
way, at Fourteenth street, was elected unani-
mously president of the State Sunday School
Association at its fourth annual convention, which
was held in San Jose on April 7th.
F. H. Bowen, the retail jeweler of Caldwell,

Idaho, was among the out-of-town tradesmen
sightseeing in this vicinity in April. Mr. Bowen
also did some buying while here.
W. J. Hesthal has just migrated from his Fil-

more street store into a fine now location at Ho
Kearny street. The new establishment presents
a very attractive appearance, being furnished
throughout in mahogany and plate glass.

Albert Hansen, the leading retail jeweler of
Seattle, Wash., spent quite some time in April
visiting his many friends in San Francisco.
Peter Engel, accompanied by his wife, was

among the out-of-town tradesmen seen buying
among the local wholesale jewelers. Peter runs
down about four times a year, and in this manner
replenishes the stock for his store in Marysville.
Sam Braunstein is out on his maiden trip cov-

ering the northern territory in the interests of
the material department of the firm of Nordman
Bros. Co.
Mr. Sheuy has bought out the business of the

old established retail jeweler, J. B. Williams, of
Susanville, Cal.
L. Burnett, accompanied by his wife, passed

through San Francisco en route home after hav-
ing spent a very delightful vacation in southern
California. Mr. Burnett manages the store in
Aberdeen, Wash. This enterprising firm of Bur-

nett Bros. carries on two other retail jewelry
establishments at Chehalis and Seattle, Wash.
The Pacific Coast Gold and Silversmiths' Asso-

ciation are sending out a missionary who will call
on as many retailers on the Pacific Coast as is
possible to introduce the aims and objects of this
new progressive association. The association ex-
tends an invitation to all interested retailers to
write in to the secretary of the association, M. A.
Hirshman, Grant avenue, San Francisco, Cal., for
any information they may desire upon this sub-
ject. The association is growing very rapidly,
new members are being added each week, and
we feel that in the near future the name of every

.progressive retail jeweler on the Pacific Coast
will be enrolled as a member.

Julius Wise, the manufacturers' agent of San
Francisco, has returned from visiting his fac-
tories in the East. Julius picked up a few new
lines while he was away and returned home by
way of La Cruxis, Mexico. We are pleased to
say that the Insurrectos missed Julius in their
comic opera engagement.
Hubert Somborn, who formerly traveled over

this territory for the Swiss watch importing
house of Hipp Didishein & Bro., of New York,
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retail jewelers of Los Angeles. The deceased
was spending some time in San Francisco taking
a much-needed rest. He passed away in this
city Sunday, April 9th, leaving a host of bereaved
friends and acquaintances whom THE KEYSTONE
joins in extending sympathy.
Fred Roth, vice-president of the diamond im-

porting house of M. Schussler & Co., left San
Francisco on April 19th and cleared from the
port of New York on the steamship Crown Prin-
cessen Cecilia, of the North German line, leaving
Hoboken on May 2d. Fred will meet Mrs. Roth,
she having preceded him across the "pond." This
annual trip of Fred's to the diamond markets of
Europe is a little earlier than usual, which is due
to the fact that his firm has had an unusual
demand for high-class brilliants.

A Handsome South Dakota Jewelry
Store

The movement in the direction of general
store improvement seems to be particularly
marked in the West and Southwest. As an
impressive example of such improvement we
reproduce herewith the handsome store of

Charles S. Sauer, Aber-
deen, South Dakota, which
is a model of its kind.
The woodwork facing of
the store is genuine ma-
hogany, and the glass in
the show cases and wall
cases genuine plate. The
cut glass case at the end
of the aisle has plate glass
mirrors at the back, top
and bottom, and is fitted
with "linolites," as are all
the wall cases, the latter
being backed with dark
birch instead of felt. Our
illustration does not show
the first ten feet of the
store, on both sides of
which are mahogany panels
extending from the top of
the wall cases to the win-
dows. On one side are
two watchmakers' benches,
and on the other side a safe
and office desk. The new
establishment is in every
respect a credit to the city
of Aberdeen and, in fact,
to the State.
This is but one of many

handsome new stores which
have materialized as a re

sult of uninterrupted trade prosperity in this
State. It is suggestive of the wealth of the
section that the fixture manufacturers find in
the West and Southwest their most liberal pa-
trons.

Store of Charles S. Sauer, Aberdeen, S. Dak.

called upon a number of his old friends in San
Francisco in the latter part of April after a lapse
of several years.
C. E. Campbell, who has been connected with

the Nordman Bros. Co., will hereafter be found
in the material department, giving his able assist-
ance waiting upon the retailers who call upon
the above firm.
Leon Carrau, of the diamond importing firm

of Carrau & Green, San Francisco, has joined
the ranks of the motoring jewelers. Leon and
his family are enjoying week-end trips in their
new Haynes' automobile.
Jack Sale, the enterprising retail jeweler of

Alaska, left San Francisco on the first boat
going north after having spent a very delightful
winter in and around San Francisco. We are
given to understand that it will take him at
least five weeks to get to his store in Fairbanks.
R. B. Brahe, who formerly represented M. A.

Mead & Co., of New York City, wholesale watch
dealers on the Atlantic Coast, has severed his con-
nections with this house, and is now in San
Francisco preparatory to accepting a position
with some of the local wholesalers.
A. W. Huggins, president of A. I. Hall & Son,

Inc., jobbers of jewelry, San Francisco, is now
on his annual pilgrimage to the different jew-
elry manufacturing centers of the East. Mr.
Huggins expects to be away from his place of
business for four or five weeks.
We regret the sudden death of Mr. S. Nord-

linger, of S. Nordlinger & Sons, the pioneer

Minerals of South Australia
Radium-bearing minerals have recently been

discovered in the Mount Painter field, South Aus-
tralia. "It's a wonderful area for the occurrence
of rare minerals," said Douglas Mawson, who
was with the Shackelton party in the south polar
regions, at the Australian science congress which
met lately at Sydney, New South Wales.
"Among the more important we found there

are radium ores, monazite and sapphire. The
sapphire is not of gem quality, but it has been
quoted at $340 a ton. There is an enormous lode
carrying it, one of the biggest in the world. The
radium lode, too, is a remarkable formation.
There is an outcrop for three miles at a height
of r000 feet above the valley adjoining. In this
outcrop there is manganiferous iron ore contain-
ing scattered crystals of the radium-bearing min-
erals, torbernnite and autunite.
"A small company has been formed to open up

this formation and see exactly what is there. We
expect to get down to pitchblende. The company
is called the Radium Extraction Company, and it
will erect extraction works at Port Pirie, an
ideal place for such an enterprise."
This is a report from Consul-General John P.

Bray, of Sydney, New South Wales, Australia, 4 
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KEYSTONE
Solid Gold Watch Cases
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ICK Keystone Solid Gold
Watch Cases anywhere out of
the line Three thousand pat-
terns in Plain Polished, Engine
Turned, and Hand Engraved

and Decorated any size at the
widest possible range of prices.
You'll find that every case is Keystone Standard
through and through—not a lax spot anywhere.
Every 14 K. case assays full 585 thousandths
fine (two points above the official standard).
The construction is uniform. Caps shut close
and true. Pendants set on plumb. Bows are
strong and graceful.
Keystone Solid Gold Watch Cases have a repu-
tation for service and integrity to sustain.
Back up your store with the Keystone Standards.
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Reg.U.S.Pat.Off.
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The KEYSTONE WATCH CASE COMPANY
ESTABLISHED 1853
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HE Keystone advertising
to the consumer repre-
sents an investment of
Two Hundred and Fifty

Thousand Dollars a year—on be-
half of you and the other jewelers
who carry Keystone Solid Gold
and "Crescent" and "Jas. Boss"
Gold-Filled Watch Cases.
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Keystone Watch Case Co.
Established 1853
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This is a reproduction of the Keystone Announcement to the consumer, which appears in all the lead-

ing magazines for June 1911, and reaches Thirty Million readers —your customers among them.
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HE jeweler is in an awkward

because, mer-

........
position of all
chants, he cannot actually test
his stock. In gold-filled watch
cases especially even a slight

falling off in grade strikes at the public
confidence on which his whole business
is built. Through a lifetime of service
"Crescent" and las. Boss" Gold-Filled
Watch Cases have earned an enviable
reputation for trustworthy quality.
Make a striking window display of these cases.
The public is more interested in them than per-
haps you realize.
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Indianapolis
A piece of Washington street property recently

cold for $8250 a front foot, the highest price in
the history of Indianapolis.
On April loth H. Cohen & Sons removed from

the corner of Pennsylvania and Market streets to
5 North Pennsylvania street. The new location
is admirably adapted to a retail jewelry business,
being one of the handsome store rooms in the
I. 0. 0. F. building, a few feet north of Wash-
ington street. It is twice as large as the former
store, beautifully decorated and lighted. The fix-
tures and furniture are of mahogany, and hand-
some rugs cover the floor. A large window with
an art glass background affords effective display
space. The Cohens have long been identified
with the jewelry business in this city. H. Cohen
began the business on South Illinois street.
About five years ago he took his sons into the
business and moved to Pennsylvania and Market
streets.
Horace A. Comstock will move early in May

from 48 East Washington street to 44 North
Pennsylvania street. Mr. Comstock wound up
a removal sale with a ten-days' auction sale, con-
ducted by Comire & Browka, of New York. In
the new location the Comstock store will be
known as "The Gift Store." A special feature
will be made of medium-priced goods, suitable for
gifts, prizes, etc. The large street clock that has
marked the Washington street store will be trans-
planted to the new location.
A. P. Craft Company have enjoyed a splendid

season in their manufacturing business. "There
have been no dull times with us," said A. P.
Craft. "The shop force is complete and has been
kept busy ever since the first of the year." E. M.
Craft made recent trips to Cincinnati and Chi-
cago, doing an excellent business in the firm's
well-known emblem line.
L. R. Douglas, of the L. R. Douglas School of

Engraving, in the Baldwin building, Indianapolis,
has placed his office in an adjoining room to
provide additional space for his increasing num-
ber of students. New students enrolled during
the past month include H. 0. Johnson, Charles-
ton, Ill.; Joseph Gustin, of the Johnson Jewelry
Company, Anderson, Ind.; Joe Miller, of the
Washburn Jewelry Company, Anderson. Ind.;
Miss Norma Hornbuckle, of the Varieties Jewelry
Company, Terre Haute, Ind., and Clifford Upde-
graff, Logansport, Ind. Howard Barlow, of
Waverly, Ill., has recently joined the "Home
Study" class, which has been opened with a large
number of students.
The Imperial Realty Company, composed of

Fletcher M. Noe, Joseph E. Reagan, W. W. Car-
ter and E. F. Shidler, has purchased the Imperial
Hotel property at Capitol avenue and Ohio street.
The consideration is given as $127,500. The prop-
erty has a frontage of 135 feet in Capitol avenue
by. 195 feet in Ohio. Extensive improvements
will be made and a large garage built in the rear.
The building is leased to a company who run
the hotel. J. E. Reagan and Fletcher M. Noe are
well-known jewelers of this city who have un-
bounded faith in Indianapolis real estate.
Jas. R. Neff, manufacturer of soda fountains

and gold and silver plater on East Maryland
street, has one of the largest plating tanks in this
country. He recently plated fourteen cornets at
one time. A large-sized horn can easily be plated
in his tank. Mr. Neff does plating for the jewelry
trade, and has sold soda fountains to a number
of jewelers in the smaller towns, where a soda
fountain helps out to an astonishing extent during
the summer days when the jewelry trade is very
quiet.
Joseph E. Reagan, manager of Baldwin-Miller

Company, was recently elected a director of the
Indianapolis Trade Association for a term of
three years.
William Weickman, a well-known watchmaker

of this city, will attend the national saenger fest
to be held at Milwaukee in June.
Mr. and Mrs. Charles W. Lauer, Sr., celebrated

their twenty-fifth wedding anniversary on April
14th, when the members of their two card clubs
were entertained at an elaborate dinner given at
their pretty home on North Illinois street. Twen-
!y-five years ago Mr. Lauer was traveling for the
Jobbing house of Baldwin-Miller Company. To-

K EYS TON

day he is head of the wholesale firm of C. W.
Lauer & Co., and his oldest son, C. W. Lauer, Jr.,
is a member of the traveling force.

Beautiful Easter lillies decorated George S.
Kern's show windows during the Easter season.
D. C. Patton, watchmaker with Kern, reports
watch repair work as unusually heavy last month.
The official watch inspection for the C. H. & D.
and Monon Railroads and the Indiana Union
Traction Company is in charge of George S.
Kern.
F. D. Wilbur, manager of the district sales

office of the Dennison Manufacturing Company,
has moved into most attractive rooms in the
I. 0. 0. F. building and has on display a large
and beautiful sample line of the various products
of that widely known factory. The Christmas
samples are just out and include a number of
beautiful and novel things for the jewelry trade,
such as nest boxes, jewelry and watch boxes and
trays.

J. H. Reed conducted a very successful Easter
sale of sterling silver spoons.
F. M. Herron and Charles Mayer & Co. close

their stores at 5.30 daily. Chris Bernloehr &
Bro. close at 5 o'clock every day but Saturday.
With these exceptions Indianapolis retail jewelers
close at 6 o'clock, or later. During the hot sum-
mer months many of them observe the early clos-
ing movement. A special effort will be made to
get all the jewelers to close early as soon as sum-
mer weather comes.
Fred C. Urfer, of Urfer Brothers, on Massa-

chusetts avenue, has been appointed a delegate to
the State convention of the Modern Woodmen
of America to be held at Kokomo, Ind., early in
May.
M. J. Bieber, manager of the material depart-

ment of Baldwin-Miller Co., recently spent sev-
eral days visiting the firm's customers over the
State. He found trade fair.
The handsome cross and all the altar pieces for

St. John's Catholic Cathedral, of this city, were
recently replated in the plating establishment of
George W. Dick, on Virginia avenue. The gold
plating of ecclesiastical wares has become an im-
portant feature of the Dick establishment.

Clint Wallace, house salesman for Baldwin-
Miller Company, has all his preparations made
to take up camp life at Broad Ripple as soon as
the weather becomes settled. Mr. Wallace and
his wife are great believers in out-of-door life,
and during the summer months enjoy the simple
life in camp and boat.

Charles W. Lauer, Sr., contemplates building a
summer cottage at Broad Ripple. He recently
purchased a motor boat for use at "The Ripple."
M. C. Davis, manufacturing jeweler at 18 North

Meridian street, has been seriously ill in one of
the hospitals in this city for several weeks.
During Mr. Davis' illness his business has been
in charge of R. R. Green, formerly with Carl L.
Rost.
E. M. Stevenson, jeweler on North Meridian

street, has just finished a large order for emblem
pins for both the Central Academy and the
Plainfield High School at Plainfield, Ind.
The Guarantee Jewelry Company, of Minne-

apolis, Minn., has opened a branch store at 47
South Illinois street, under the management of
D. E. Hokin. The store is handsomely furnished
with cases and fixtures built by the Indianapolis
Bank and Store Fixture Company, of Indian-
apolis.
N. L. Highsmith, recently of Peoria, Ill., has

taken a position as watchmaker with Leo Krauss,
on North Illinois street.
A. L. Purpos has returned from New Bremen,

Ohio, to his former position with F. L. Bryant,
jeweler, in the Denison Hotel building.
George Herrington has resigned his position as

bookkeeper with Carl L. Rost and entered the
real estate business. Mr. Herrington has charge
of a new addition just beyond Broad Ripple.
Quite a number of jewelry clerks have purchased
lots in Warfleigh.

J. C. Sipe says 1911 has been an exceptionally
good diamond year so far, and he thinks it will
continue good. A diamond weighing 8-1A-1/t6
was recently sold to one of Mr. Sipe's customers.
Herman Tabler, of Waynetown, Ind., was in

this city last month placing some special order
work in the charge of the A. P. Craft Company.
A. J. Pickett, known as the "New Castle

Hustler," was recently met in one of the local
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jobbing houses. He reports business so good that
he has completed all arrangements to move his
New Castle, Ind., jewelry store into larger quar-
ters June 1st. Mr. Pickett considers himself a
very fortunate man since he has a good busi-
ness, eleven children and twelve grandchildren.
Howard W. White, western traveler for Bald-

win-Miller Company, started on his last trip wear-
ing a lery happy smile—and why not? Didn't an
unusually fine son arrive at his home on April
57th?
M. J. Bieber, manager of Baldwin-Miller Com-

pany's material department, spent several days in
St. Louis last month visiting old friends. Mr.
Bieber was formerly with the Bauman-Massa
Jewelry Company, of St. Louis.
L. R. Ohmsted, of Milan, Ind., has removed

every trace of his recent fire. A new stock of
goods and complete new fixtures have given his
store a most attractive appearance.
Paul Van Arsdale, with James McClosky, at

Shelbyville, Ind., was a recent visitor at the L. R.
Douglas School of Engraving in this city. Mr.
Van Arsdale is a graduate of the Douglas school.

J. E. Booth, of Tipton, Ind., was met upon one
of his recent trips to this market. He hopes to
attend the retail jewelers' convention at Evans-
ville, Ind., May 2c1 and 3d, but is sure that his
father, Isaac Booth, would be on hand. The
Booths are strong organization men who do not
like to miss a meeting of either the State jewelers
or opticians.
A. M. Zerwick, of East St. Louis, was a visitor

to Indianapolis last month. He is very much
pleased with the success of The Capital Jewelry
Company, on East Washington street. The Zer-
wicks have an interest in this business which is
managed by G. W. Stoehr.
The Hardegan Axle Company, with a factory

at Franklin, Ind., is busy turning out a full float-
ing rear axle for automobiles. Charles W. Lauer,
Sr., of C. W. Lauer & Co., is president of the
company. With one of the Hardegan axles the
automobilist need fear no more axle troubles, for
an extra axle can be carried as easily as an extra
tire, and only a few minutes are required in
which to put on a new axle.
Ikko Matsumoto began April 1st to close his

manufacturing shop at noon on Saturdays. He
will continue the custom until September list.
After a serious illness of several months Mr.
Matsumoto is slowly regaining his health.
Phil H. Spohn, of Greensburg, Ind., was in this

city recently. He was in want of a good watch-
maker and engraver for his home store.
W. F. McCombs, the popular representative of

the Waltham Watch Company, visited the trade
in Indianapolis last month. His trade friends
were pleased at the prospect of meeting him at
the retail jewelers' convention at Evansville, Ind.,
May 2d and 3d.
G. L. Hale, of Bridgeport, Ill., was a welcome

buyer on this market in April. He reported busi-
ness as very fair in his part of the country.

J. B. Dennis, for many years in the jewelry and
musical instrument business, at Williamsport, Ind.,
is preparing to remove to Nebraska for his wife's
health. Mr. Dennis is offering his Williamsport
jewelry business for sale.

J. E. Bauchert, of Bauchert & Axline, Nobles-
ville, Ind., made a purchasing trip to the Indian-
apolis market just before Easter.
G. Gegorie, formerly of Greenwood, Ind., has

located in Kokomo, Ind., where he has charge of
a branch of the C. K. McCain jewelry store.
S. H. Knox Company will shortly open one of

their five-and-ten-cent stores in Evansville, Ind.
They have secured a lease on a 75-foot front
space formerly occupied by the Commercial Bank,
barber shop and the L. Kroener jewelry store.
Perry M. Slauter has resigned his position as

watchmaker with Leo Krauss, on North Illinois
street, and removed to Ohio, where he will en-
gage in other lines of business.

J. A. Oswald, of Charles Swigart & Co., of
Cincinnati, visited his old home at Crawfordsville,
Ind., last month. As secretary of the Indiana
Retail Jewelers' Association, Mr. Oswald attended
to business matters in connection with the State
convention to be held at Evansville, Ind., May
2c1 and 3d.
H. E. Kennear, of Marion, Ind., was a welcome

buyer on this market last month.

(Continued on page 779)
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The Business Stimulator
May and June afford you excellent opportunity to test the profit value

of the Great American Jewelers' Catalogue.

Stimulate your wedding and graduation business by filling in your lines

from this catalogue. No better and safer way can be found.

Get in the habit of consulting this catalogue. It is the Webster of

buying guides. Quality, price, style, assortment all guaranteed.

Buying from the Great American Jewelers' Catalogue
makes assurance doubly sure.

THE OSKAMP-NOLTING CO.
Cincinnati, Ohio

Artistic Hand-Made Banquet Rings
SILVER, WITH GOLD ORNAMENTATION

REAL STONES OF. ALL KINDS

IKKO MATSUMOTO, Manufacturing Jeweler
Room 316 American Central Life Building, INDIANAPOLIS, IND.

High Grade Masonic Rings
Superior Quality of Enameling and Engraving

Prices Low

Quality the Best

MAX C. LANG

Goods sent on
approval to

reliable jewelers

MANUFACTURING
JEWELER

Claypool Bldg., Indianapolis
Std us a trial package of repairs Fine Platinum special order work

Numerous inquiries have been made, Who makes THE ALLIANCE RING?

Let us solve this question for you

WE DO ! ! !

LEONARD KROWER,

The graceful style of the Alliance Ring is rapidly supplanting the use of the old-style wedding ring.
Its mysterious construction is another reason for its increased demand.
We have thus far supplied the entire demand, and we take these means to inform you that should

you need them, we can supply you.
These rings are most carefully adjusted ; the joints are barely perceptible, except by a magnifying glass.
Whenever engraving is desired, it is done in the inside flat surface. They are easily opened as shown

on illustration by inserting a sharp instrument, for instance a pin, in the inside pin hole.
They should not be pried open, as this would destroy their adjustment.

14 karat, 3 dwts., $1.25 per dwt. net ; in dozen lots, $1.15 per dwt. net
18 karat, 3 dwts., $1.40 per dwt. net ; in dozen lots, $7.30 per dwt. net

Manufacturing Jeweler, 536-538 Canal St., NEW ORLEANS, LA.

May:I9I I T E

Baltimore
he twelve letters, each five feet in height,
':iined in the words "Bromo Seltzer," take the

1iL e of numerals on the dial of the large clock
in he new Emerson Tower Building, which is

ted at the corner of Lombard and Eutaw
ets. The hands of the clock are eleven feet

1,,, e, and with the dial illuminated at night
111.1Iners well out on the water will be enabled
t,, ,ee the time. The clock is on the sixteenth
11. 1- of the tower, some three hundred feet above
th, ground, and is reached by two high-speed
el‘ Ltric elevators, while a broad marble stairway
ex: ends to the floor below. The dynamos and
other machinery used in the operation of the
clock will be on the floors above.
Another case of "Baltimore to the front" was

evidenced when Jenkins & Jenkins, 216 North
Charles street, were favored with an order for
a church set. The order was placed by a Mr.
James C. Kays, of Los Angeles, Cal., representing
a church in that city, he coming to Baltimore for
that especial purpose. The set consists of a
chalice and paten, ciborium and monstrance, to
cost $2000 in all.

J. George Gehring, Jr., 42o North Gay street,
furnished the cut glass and silver punch bowl
presented to John L. Sullivan, ex-champion prize-
fighter, on the anniversary of his wedding. The
bowl is formed in the shape of a tulip, is 24
inches high and stands on a silver and mirrored
plateau.
Baltimore is to have a new department store, a

firm under title of the Hardesty-Collins Company
having acquired a lease on the property at 203
and 205 North Eutaw street. Messrs. Thomas G.
Hardesty and Charles H. Collins will be at the
head of the new firm. Both men have had con-
siderable experience in department store business.
They plan to take possession of the premises on
or about June 1st.
The Dinkelman & Bupert Company have re-

moved from the third floor of the Manufacturers'
building, Baltimore street and Hopkins place, to
larger quarters on the fourth floor, where they
occupy Rooms 401, 402 and 403. Room 401 is
utilized as a sample room, while the others are
piled high with the stocks of jewelry, shell and
novelty goods which the firm handles.
Louis E. Kaiser, 3 South Liberty street, known

as the specialist in time-recording devices, has
taken over the line of the Newman Clock Com-
pany for the Baltimore territory, and has been
quite successful in placing the latter's goods in
ma arnyoef 

employed.
L. 

and buildings where watch-
men 
L. J. Edelman, of Belair, Md., is receiving the

congratulations of his many friends on the advent
of a new arrival at his home, his wife having
presented him with a bouncing girl baby.
The show window of R. B. Smith, 204 North

Gay street, presents a very attractive Easter jew-
seltlirie .eye‘vd.inisdpolawy.. The decorations are royal purple
and green, and many good suggestions in the
Way of Easter offerings of jewelry are shown in

t

Wilbur H. Frank, formerly with J. Mealy &
ons Co., has opened an office at Room 4 of the

I lat Iron building, Hopkins Place and Baltimore
Street.
Henry Castelberg, Lexington and Eutaw

streets, is remodeling the building at that ad-
dress, having torn down two upper floors and
rebuilt that portion to make room for the optical
department, formerly located in the balcony above
the first floor and which had greatly outgrown
the space allotted to it on the second floor and
for the workshop and manufacturing department
on the third floor. The entrance to the upper
floors from the Eutaw street side of the store
will be blocked up by the enlarging of the dis-
play window facing on that street. Upon com-
pletion of the work and the removal of the
Optical department to the second floor the offices,
which now occupy considerable floor space, will
be removed to the balcony, the partitions re-
moved, and additional show cases installed there
for the display of goods for sale.
The Walter Powell Sons Co., of Cumberland,

Md., are preparing to remodel their store.
A. J. Kaiser, with J. Engle & Co., was on the

sick list for some time during the past month..
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Arthur Wallenhorst, II South Gay street, who
recently returned from a seventy-day trip through
South and Central America, comments on the
lack of goods bearing the names of the manu-
facturers of the United States offered for sale
there. Clothing and jewelry, he states, are all of
foreign make, and even clocks, in the manufac-
ture of which we are supposed to excel, are im-
ported. The prices charged for these goods are,
in many cases, exorbitant and they are greatly
inferior to the products of the United States.
A new industry known as the "Conc Artistry"

is being carried on in this city, the products being
what might be called sensations of the season.
Little can one imagine what beautiful articles can
be made by the application of a silver deposit
upon sea shells, for that is what "Cone Artistry"
means, until an opportunity is had to visit the
workshop of the inventor, Carl Schon, 213 North
Frederick street. The shells are first etched with
acid, bringing out the brilliant colors of the pearl
which lies beneath the dark exteriors of the
shells, after which they are placed in the deposit
bath together with any other object to be attached
thereto. In this manner scarf pins, hat pins, salt
cellars with smaller shells for legs, ash receivers,
crab meat dishes, and many other articles are
made. By this method the uniting securely of
knife and fork blades in pearl handles can be
accomplished without any risk of the destruction
of the pearl by heat or the possibility of the parts
loosening, the only possibility of separating them
being by the destruction of the silver mounting
holding them together.
The Old Town Merchants' Association has con-

solidated with the local Board of Trade to better
further the interests of the city.
Jerome Schirm, formerly located at 21r West

Lexington street, is now well settled in his new
store at 33 West Lexington street. The building
is practically of recent construction and admirably
suited to the jewelry business. Two good sized
windows occupy the entire front of the store,
they having hardwood floors and marble bases,
backed by latticed glass lights and mahogany
boarding. The store itself is 65 feet deep, the
rear part, which is divided off by a large wall
case being, for the present, used as a repair shop.
This latter is well lighted, a skylight covering
the entire space so occupied, while the sales de-
partment is lighted by four large clusters of
Tungsten lights with such additional light as is
obtained from the windows. Mr. Schirm has
also leased the second floor, which is at present
being used as a storeroom, but which probably
later will be turned into a manufacturing depart-
ment.
The Lehne Antique Company, 320-324 North

Howard street, held a sale of antiques last month
which was well attended, many of the bidders
being from out of town. A quantity of Sheffield
plate was offered and brought good prices.
Mr. J. Engle is enjjoying a ten-days' vacation

at Atlantic City.

Washington, D. C.
A. L. Bissell, for the Bissell Jewelry Company,

has opened a store at 1334 F street, N. W., where
he is handling a line of European novelties and
high art jewelry. The store is located in a part
of the Ebbitt House and has an additional en-
trance from the main lobby of the hotel.
The Berry & Whitmore Co., Eleventh and F

streets, N. W., are among the larger contributors
to the $30,000 being raised here for use in agi-
tating legislation tending toward the raising of
the salaries of the civil service employees. The
jewelers as well as merchants in other lines be-
lieve that such an increase in salaries will greatly
stimulate trade conditions, as, under present con-
ditions, "real" jewelry is far beyond the means
of the clerks.

Milton Baer, 3123 M street, N. W. (George-
town), has been drawn for duty on the April jury.
D. N. Walford, 909 Pennsylvania avenue, N.

W., has on exhibit in their store window, the
prize cup offered by the A. J. Reach Sporting
Goods Company to local amateur baseball teams.
Word has been received here to the effect that

the Japanese Government has decided to adopt
the metric carat of 200 mm. as their standard of
weight for all precious stones. In the Central

American countries, where this weight has already
been adopted, it will be made compulsory on and
after January a, 1912.
The Washington Chamber of Commerce held

a very interesting April meeting, at which time
many matters of interest were discussed, quite
a number of the local jewelers being present.
Following the regular routine business President
Oyster, with a very fitting speech, presented to
ex-President Gude on behalf of the latter's many
friends in the Chamber a handsome Harris &
Harrington five-tube Westminster chime hall
clock. The clock stands nine feet in height, is
in a solid mahogany case and is said to be listed
at $350. The Julius Lansburgh Furniture Com-
pany secured the contract for furnishing the
clock, their bid having been below that of any
of the eight or nine jewelers who also contested.
The Treasury Department will shortly hold an

auction sale of the personal effects of American
citizens who died alone in foreign countries.
These goods consist of watches, scarf pins, brace-
lets and other articles of personal adornment
which have been sent here by members of the
consular service abroad and which have been
allowed to accumulate in the vaults at the Treas-
ury building.
The George and Martha Washington display in

the window of Galt & Bro., 1107 Pennsylvania
avenue, N. W.,. created considerable favorable
comment. The exhibition consisted of quite an
extensive line of replicas of the silverware used
on the table of our first president at Mt. Vernon,
among the articles shown being the sugar bowl
and creamer, salt sets and candlesticks.
Ira H. Johannes, manufacturing jeweler, has

been granted a patent on his safety attachment
for pins, clasps, etc.

Indianapolis
(Continued from page 777)

The Catholic Supply House, owned by Krieg
Brothers, has been removed from 112 South Illi-
nois street to 113-115 West Maryland street. The
large handsome new store is a revelation to many
people of this city, who had hardly been aware
that any firm in Indianapolis carried such an
extensive line of rosaries, beads, emblems, chains,
gold and silver figures, chalices, crosses and all
kinds of articles used in Catholic Church cere-
monials. In the new room, which is 32 by 87
feet, the stock is shown to excellent advantage.
The walls are decorated in soft colors with sten-
ciled design of an open book, two wings and a
lighted torch, symbolic of Faith. There are two
large windows, in one of which are displayed
large crosses, silver ornaments and life-sized
figures. A feature of the store is a rest room
for the clergy, where reading matter of special
interest to the clergy is kept on file. Later there
will be installed handsome offices and store fur-
niture which are being built by The Indianapolis
Bank and Store Fixture Company, of which Louis
W. Krieg is president. Like the shoemaker, who
lets his own children go barefooted, Mr. Krieg
explained that the fixtures for his store had been
set aside to finish orders for other people's stores.
W. E. Inman, of Bluffton, Ind., made a recent

purchasing trip to Indianapolis.
The following Indianapolis jewelers have just

joined the Indiana Retail Jewelers' Association:
I. C. Crane, Charles R. Kluger, George A. Fogas,
Joseph T. Head and Ernest Newlin. They all
expect to attend the Evansville convention.
The retail jewelers of Indianapolis held a meet-

ing and banquet at the Commercial Club, in this
city, on April t8th. While many matters of inter-
est to the local trade were discussed the great
interest centered in the State convention which
will be held at Evansville on May 2d and 3d,
President Bishop reported that he had a goodly
list of jewelers who would attend the conven-
tion. A special coach will carry the Indianapolis
and northern Indiana jewelers to Evansville,
leaving this city at noon Monday, May 1st. They
are promised a rousing welcome by the Evans-
ville local organization.
The official programme of the convention has

been received by the local jewelers. It reads so
good that no one is willing to miss it. Much
praise is given to Oliver M. Artes, of Evansville,
who compiled the programme.



Consider the idea
behind this
campaign!

Why should a man buy only one watch chain in a lifetime?
Why should he wear the same chain at all times and all

places?

Wouldn't the same reasoning lead him to wear a stout pair
of corduroy breeches on all occasions in all seasons—year in
and year out?

Then why doesn't he wear the same breeches if he wears
the same chain?

The answer is:
He has learned the value of style, appropriateness,
up-to-dateness from the clothing retailer.

Clothing advertising helped to create this mental attitude.
The national advertising for

is helping to create a similar state of mind among
fobs, and bracelets.

But—it is only helping, mind you.
You will have to do your part, if you want your share.
And your part isn't so awfully hard: Display the goods.
Tell people you have them. Say a few kind words—

this with our advertising will build up your sales.
Write for details of beautifully printed style book,

which we send to your customers—free.

Wholesale Watch and Jewelry Houses, Distributers.

wearers of chains,

Our Fall Line
is now being
shown to the
Wholesale
Watch and
Jewelry
Houses.
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Toledo

There has been a marked improvement in the
local jewelry business during the past few days.
The betterment appears to have been general and
reached all branches of the trade. March .was
not a very good month and some were anticipat-
ing that the lull would extend well toward the
summer season, but the recent change of condi-
tions has lent considerable promise to the situ-
ation, and for the most part April exceeded the
same month of preceding years, with a fair pros-
pect of permanent improvement. Perhaps the most
pleasing feature of the trade has been the con-
stant trend for some time toward a better line of
purchases. High-class goods are in strong de-
mand and diamonds are moving actively. Other
prccious stones and high-class watches are sell-
ing very readily and jewelers feel much encour-
aged by the growing demand for better wares.
Optical goods are also moving in a satisfactory

manner, and some of the larger houses report
that while jewelry was a trifle doll during the
month of March, optical goods sold readily, and
in .mne instances most all March records were
brken in point of volume of business. Dealers
ill optical goods and opticians generally say that
business is splendid, while manufacturers and
wholesalers are beginning to feel the effects of
the increase of trade. Wholesale jewelers and
optical goods dealers report a healthy atmosphere
over this territory and a fair volume of orders
for future shipments. On the whole the finan-
cial atmosphere appears to have cleared consid-
erably and all lines of commercial business are
beginning to show the result of a normal con-
dition.
A. J. Heeson, the Summit street retail jeweler,

was notified last month that he has been ap-
pointed a member of the Committee of Trade
Interests of the Ohio State Retail Jewelers' Asso-
ciation. The other members of the committee
are J. R. Stebbins, of Ashtabula, and John A.
Haynes, of Chillicothe. The State organization
\vill meet in convention at Cedar Point on June
26111, 27th and 28th. A large delegation of To-
ledo jewelers are making preparations to attend
the meeting, and present indications point to one
of the largest and best gatherings in the history
of the association.
"We have been selling diamonds, and lots of

them," said George Kapp, of the J. G. Kapp Com-
pany. "We have done a big business during our
removal sale. Trade on the whole has been
splendid." The company will get into its hand-
some new store building about the latter part of
lay. Work on the building is progressing rap-

(fly, and is not being held up any by the local
labor troubles, which in many instances are de-
laying work. J. G. Kapp owns the new building,
as well as the one at present occupied by the con-
cern. When established in its new home the con-
cern will have one of the finest locations in the
City.
Harold Comlossy, son of A. Comlossy, the

Madison avenue jeweler, is at the parental home
for a few days enjoying a short vacation. He

return to Chicago next Sunday to assume
hisduties with Dudley, Tyng & Co.
C. H. Daggett, of 228 Dartmouth Drive, Toledo,

was the victim of burglars recently, who entered
his home, ransacked the room during the absence
of the family and stole jewelry valued at more
than $200. The miscreants have not been appre-
hended.
The regular monthly meeting of the Toledo

Optometric Society was held on Wednesday,
.\pril Igth. No special features were planned
for the occasion. The society now meets but
once a month instead of semi-monthly, as it did
for some time after its organization.
Much local interest centers around a series of

revival meetings now being conducted in Toledo
hY Rev. William A. Sunday, the noted evangelist.
Att. enormous tabernacle was erected for the oc-
casion, seating about io,000 people, and thousands
are being turned away from the doors at every
meeting. The meetings began a short time ago and
w.211 cover a period of about six weeks. J. J.
l'reeman, the head of the J. J. Freeman Com-
pany, Summit street jewelry house, is treasurer
of the committee to raise about $j2,000 to defray
the expenses of the campaign. The last Sunday
collection goes to the evangelist, and it is ex-
pected that this will not be less than $1o,000.
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"Sales have picked up dandy during the past
few days," said H. B. Stone, the Superior street
jeweler. "The month of March was just a little
quiet, but April has been coming right to the
front. When the weather settles down I am ex-
pecting to see a big improvement."
Adrian C. Joss, commonly known among base-

ball fans as "Addie," famous baseball pitcher
and member of the Cleveland American League
team, passed away suddenly at his home in To-
ledo last month. His gentlemanly qualities were
almost as well recognized as his ability to pitch
ball. He was almost the idol of Toledo baseball
fans and numbered among his best friends dozens
of local jewelers. A. J. Heeson, the Summit
street jeweler, was a bosom friend of the de-
ceased, and was chosen from among his inti-
mate associates to act as one of the pall-bearers
at his funeral. He leaves a wife and two small
children.
A change of importance was made in the own-

ership of the Toledo Jewelry Manufacturing Co.,
located in the Smith & Baker building, on April
1st. B. F. Broer, formerly one of the owners
of the concern, sold out his interest in the busi-
ness to his associates, J. F. Hellencamp and Theo-
dore Neeb. The firm name will not be changed.
The concern is engaged in the business of manu-
facturing and repairing jewelry and engraving.
"Business has been good during the month of
April," said Mr. Hellencamp. "March was a
rather quiet month, but indications now point to
a general revival of business."
James Cardano, of Cleveland, and Geo. Smith,

of Toledo, have been indicted by the Seneca
County Grand Jury, three charges of burglary
and larceny being preferred against each. The
claim is made that they burglarized the Miller
Brothers' jewelry store, of Tiffin, on the night
of February 4th, and escaped with $1o,000 worth
of jewels and gold, the property of Hamilton &
Hamilton, wholesale jewelers of Providence, R.
I., which had been left in sample cases in the
store by a salesman. The men were captured by
Patrolman George Schmidutz, and walked to the
police station under the cover of a revolver.
They are now in jail awaiting trial.
A letter received to-day from Mr. and Mrs.

N. E. Hascall, of the J. J. Freeman Company,
announces their safe arrival at Bremen, Ger-
many. They will tour the continent for some
weeks, returning home about the middle of June.
While abroad Mr. Hascall will place orders for
an extensive line of imported goods for the J. J.
Freeman Co.
A. Comlossy, the Madison street jeweler, has

installed an art department in his place of busi-
ness and will carry a line of high-class pictures
as well as fancy frames. His present stock con-
tains some exceptionally nice works, ranging in
price as high as $125.
"Business has been very satisfactory recently.
We notice a marked improvement during the
month of April in our trade. In fact, business
has been growing better for some time, and it
now looks as if things will be moving all right
within a short time," said Charlie Kapp, member
of the jewelry firm of Walcott & Kapp.
John James Richardson, aged 72, a retired

jeweler and one of the oldest residents of Toledo,
was stricken with illness last month, falling un-
conscious on the porch and dying in a few mo-
ments. At the time of his death he was assist-
ing his little grandson to carry some furniture
into his handsome new home, 3372 Parkwood
avenue. Death was pronounced to be due to
heart disease, and the body was removed to the
undertaking establishment of Klegg & Eggleston.
The funeral was held on Sunday from the home
of his daughter, Mrs. J. McKinley, 1325 Idaho
street, and the remains laid to rest in the mau-
soleum. Mr. Richardson had lived in Toledo
for fifty years, coming to the city when it was
barely a village. He was born in Ireland, where
he married Miss Anna Briggs, coming immedi-
ately to Toledo. Eight children were born to
Mr. and Mrs. Richardson, of whom five survive,
all residents of Toledo. He was a member of
the Collingwood M. E. Church. The Rev. Mr.
Brackney, a former pastor of that church, offici-
ated at the funeral services.
"Trade is very seasonable and has shown some

improvement during the month of April," says S.
Jordan, of the Judd-Gross Co. "The trade is
running to a better class of goods than it did

last year. In fact, we have sold more high-class
watches so far than we did all last year.'

I. Koppelman & Co. have recently installed a
number of new glass door show cases, adding
materially to the appearance and convenience of
their Summit street place of business.

Elsie Webb, known to the police of the larger
cities as the "Girl with the Cat's eye" and a pro-
fessional female jewelry thief, was recently ac-
qpitted of the charge of a big diamond theft in
St. Louis by a jury. She was at once turned
over to the Chicago police and taken to that ,city
to answer a similar charge. Should she succeed
in clearing herself in Chicago she will be turned
over to the Toledo police on the charge of hav-
ing stolen jewelry valued at $3030 from the home
of Edwin L. Camp, of this city. Her favorite
game was to seek employment as a domestic,
after which she proceeded to rob her employers.
From a brown fleck in one of her eyes, which
gives her a peculiar appearance, she derives her
police sobriquet.
The L. Beckman Optical Co. reports a splendid

business for some time past. 0. L. Altenberg,
optician, states that trade during March was the
best that the company has known during any
March for several years. L. Beckman, head of
the concern, is at present making a business trip
through the Southern States, and will not return
for several weeks.
A movement is now on foot in Toledo looking

toward the organization of the local retail jew-
elers of the city. A meeting was held at the
Business Men's Club, where dinner was served
and preliminary arrangements were talked over.
Representatives of nearly every retail jewelery
concern in the city attended the meeting. An-
nouncement is made by A. J. Heeson, local jew-
eler, who has been prominent in promoting the
movement, that Steele F. Roberts, president of
the National Retail Jewelers' Association and 9f
the 24-Karat Club of Pittsburg, will be in Toledo
on April 26th for the purpose of talking 40
Toledo jewelers. The meeting will be held at
the Business Men's Club, and it is thought quite
probable that local jewelers will be organized as
a result.
Thieves last month smashed a front show win-

dow in the jewelry store of J. Frame, at 322
Superior street, Toledo, with a brick and stole
ten gold-plated bracelets which were displayed in
the window. Scores of people were walking
along the street in the same block at the time.
Patrolman David discovered the theft and noti-
fied the owner of the robbery. The miscreant
has not been captured.
The J. J. Freeman Co. reports a fair business

entirely seasonable and much better during the
past few days. The optical department has been
especially active, business being much better than
last year, according to R. S. Freeman, in charge
of that department.
George Blake, from "no where," and Harry

Campbell, of Elkhart, Ind., were taken into cus-
tody in Toledo, last month, by members of the
local police force on the charge of having stolen
a quantity of jewelry from a Summit street es-
tablishment. At the time of their capture they
were dividing the contents of a tray containing
seventy-seven gold rings in a railroad yard.

William Manders, formerly connected with the
J. J. Freeman Co., is now connected with the
jewelry department of the Toledo Jewelry Manu-
facturing Company, having recently accepted a
position with that concern.
Mr. and Mrs. William Kuhlemeyer, of Seattle,

are visiting at the home of A. Christiancy, Madi-
son avenue, jeweler. Mrs. Christiancy is a sister
of Mr. Kuhlemeyer. They made the trip from
Seattle in a motor car, arriving about two weeks
ago. After a stay of about a month they will
ship the automobile back and return by railway.
Mr. Kuhlemeyer runs a large laundry in Seattle,
employing from too to 200 people and turning
out laundry for vessels that enter the harbor.

Several gold rings and a diamond stud were
recently stolen from the home of John W. Childs,
at 2377 Rosewood avenue, Toledo, while the fam-
ily was absent from the house. A skeleton or
duplicate key was used to unlock the front door.
W. F. McCall, manufacturing jeweler of Su-

perior street, who has been confined to his home
for several days with stomach trouble, has so far
recovered as to be again able to attend to his
duties.
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Mr. Jeweler: This is your opporu
tunity to get a strangle-hold or,
big, profitable business.

Let us tell you about our exclusive agency
offer and our unprecedented exchange plan
which absolutely protects you against slow

selling stock.
GENTLEMEN : You are offered in Q. C. Rings the most
attractive proposition ever put before the jewelry trade.
With the completion of our big, new factory in Buffalo
we are equipped not only to supply our present large
business but to take care of new accounts. In most
instances we are able to offer exclusive agencies. This is
such a marked advantage that live dealers everywhere
will be quick to take advantage of it. If you want the
exclusive agency in your town, fill in and mail the corner
coupon to-day. Then we'll hold it open until we can give
you full details of our attractive proposition.

We confidently believe that Q. C. Rings are the biggest
value offered to the trade to-day at anywhere near the price.
Biggest in intrinsic value. Biggest in selling features.

Q. C. Rings are 10 karat solid gold, set
with precious and semi-precious stones of
better grade than are usually put into rings
at the price. These settings are guaranteed
perpetually —we replace all stones except
diamonds without cost at any time in the
future. This company was the first in
America to make guaranteed settings a
selling feature for rings.

Q. C. Rings bear evidence of careful,
skilled workmanship and are made with
extra heavy shanks. We have more than
2000 artistic and fashionable designs from
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Write to-day for our attractive
proposition on Q. C. Guaranteed Rings.
Fill in and mail the coupon below.
Let us tell you about our plans for adver-
tising to send customers into your store
to buy these rings advertising that will

reach millions.

RIN
which to select your stock. And right
here is where you have another great ad-
vantage in handling Q. C. Rings. Wt
protect you against an accumulation oi
slow-selling stock. Q. C. Rings are almost
invariably quick sellers, but if at any timc
you have designs that you think are not
moving as rapidly as they should, we shall
be glad to take them off your hands in

QUEEN CITY
BUFFALO

GS

exchange for other designs of equal value, letting you make
your own selection of course. Could you think of a more
liberal offer than that? This is the only jewelry concern in
America that makes it.

But we not only furnish you with better-value rings in
popular, artistic designs. We help you sell them.

Just now we are planning an advertising campaign in all
the leading magazines such as " The Saturday Evening
Post," etc., to reach millions of consumers and tell them
about Q. C. Rings. Many of these people will come to your
store for these rings. Will you be ready to sell them ?

In addition to this widespread advertising we furnish you with-
service for local advertising,
tically every jeweler
in the United States
and Canada and if
you do not write at
once for our great
proposition on
Q. C. Rings you
may be too late.
Cut out, fill
in and mail
this coupon
to-day.

out cost an electro
elegant window display material, lantern
slides, brass agency signs, ring catalogues
with your own imprint for general distri-
bution and other helpful material. We
send to your store all persons from your
territory who answer our advertisements.
We never sell direct.
NOW, Mr. Jeweler, is the time to act.
This announcement will be read by prac-

RING MFG. CO.
NEW YORK

•

Queen City
Ring Co.

Buffalo, N. Y.

GENTLEMEN:
Please let me know
the details of your

proposition on Q. C.
Rings and hold open

the exclusive agency in
this territory until I see
your representative.

NAME 

ADDRESS 



MAKERS OF COLD JEWELRY TO THE JOBBING TRADE EXCLUSIVELY

MADE IN GOLD, SILVER AND PLATE
TRADE

REGISTERED E. S. PAT. OFF.

Stands for:
"GUARANTEED FOR LIFE"

against breakage and wear.

Stands for:
"GUARANTEED FOR LIFE"

against breakage and wear.

POPULAR PRICES
Rings Cameo Goods Gold and Silver
Scarf Pins Brooches Cigarette Cases
Hat Pins Fobs Lockets
Studs Crosses Bracelets
Screw Earrings Baby Pins Link Buttons
Bead Neck Chains Ring Mountings Veil Pins
Charms Festoons Tie Clasps
Neck Chains Emblem Goods Locket Rings
Vest Buttons Pocket Knives Cigar Cutters
Collar Buttons Silver and Gold Lapel Buttons
Fob Seals Match Boxes Rope Chains
Silver and Gold Alberts Class Rings
Thimbles Vanity Sets in Lorgnette Chains

Gold and Silver
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Hurlburt's Specials
for BRIDES and GRADUATES

FASCINATING Fancies
for the Wedding and

Commencement Months.
Send for display selections.

14 South 10th StreetH. 0. Hurlburt & Sons PHILADELPHIA, PA.

KETCHAM&McDOUGALL
AUTOMATIC

EYEGLASS HOLDERS
LOOK FOR OUR NAME ON EVERY HOLDER

N OTHING "speculative" about our holders. They
" appeal quickly to every user of eyeglasses -
eliminating the dangling chain or cord annoyance
when glasses are not in use. Saves cost of lenses
many times.
A tray of these holders in your shop window or

on your showcase with display card will catch
many an eye and make sales, please the buyer and
bring a profit to you.

We Furnish Gratis Attractive News
paper Cuts and Advertising Copy for
Use in Your Local Papers. Send for
Them.

Gold and Silver
Thimbles

If you appreciate the commercial value and
reliability resulting from

78 Years' Experience
which goes into every Thimble which we
make, you will see to it that your stock of
goods of our manufacture is complete and
well displayed.

Cuts show two pages from our new
catalogue, which is yours

for the asking

ESTABLISHED 1032

KETCHAM&McDOUGALL
MANUFACTURERS

15-17-19 MAIDEN LANE, N. Y.
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You ought to see this beautiful Vanity
and Card Case. In fact, you really

must see it to appreciate it !

Say, it's a Dandy!
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Vanity and Card Case--Full Size

5027—Sterling Polished
—Rolled Gold Plated, Old English
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THE REAL THING
is always more attractive
tgan +.2ge imi-bation. We
originate styles in Special
Jewel Settings and Execute

,tgern Artistically in Our

KARNAK BRASS
A Modern Application of Ancient Egyptian Art

LEMON
TRADE MARK

SEEING IS BELIEVING
Send for Our Complete Photographic

Catalogue

and be convinced that KARNAK BRASS is a line you cannot
afford to pass by.

We have 250 pieces in our assortment, giving you a practically
unlimited field from which to select your Spring stock.

The decorative features of KARNAK BRASS are characteristic of
the choicest examples of Ancient Egyptian Art embodied in forms
that are pleasing to the eye as well as useful in purpose.

A postal card will bring our catalogue to you by express prepaid.

Full line on display at our New York Office,
409 Broadway, including ASSYRIAN GOLD,
Hand-Hammered Copper and Brass, Art Goods,
Silver-plated Hollowware and Flatware, Gold-
plated Novelties, Clocks and Jewel Boxes.

KARNAK BRASS KARNAK BRASS

LOTUS,
THE SACRED LILY
of Egypt—much used
in the Decorative Art
of the Ancients.

BENEDICT MFG. Cu.
East Syracuse, N. Y.

deBenedict MN Co.
East Syracuse

rArYRus-
A SPECIES OF REED
cf imini in in ancient
Egypt-used as a writ-
ing. material, also in
their decorative art.

BENEDICT MFG. CO.
East Syracuse, N. Y.
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The OW Guaranteed Scientific White Sapphires
In these stones we offer to the trade the nearest approach to genuine diamonds ever pro-duced. They are very brilliant, perfectly cut and extremely hard; they retain their high polish

indefinitely and will not scratch, chip or break with the most severe wear.
They satisfy the demand made by a class of buyers who cannot afford genuine diamonds

but who desire and are willing to pay for something better than ordinary white stones.
Every stone is carefully inspected and only the perfect ones are supplied to the retail trade in individual paperswith guarantee engraved thereon, which eliminates the possibility of a jeweler unwittingly purchasing or selling aWhite topaz, crystalline or imitation stone as a scientific sapphire.
An Engraved Certificate is sent with each mounted white sapphire.
They will help you sell the stones at a generous profit.
A small investment in a few loose stones will result in many very satisfactory sales together with the mountingsfor them.
Selections sent on request.

No. 427 No. 704 No. 414 N. 412 No, 404 No. 407

See our catalog for the only complete line of

Bronze, Silver, Gold-Filled and Solid Gold Medals
(Struck for fine steel dies)

WENDELL & COMPANY
256, 258 8c 260 Madison S

Chicago

45, 47 & 49 John St.
New York TWO laCtorics
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SIZES OF AlY°4 GUARANTEED
SCIENTIFIC WHITE SAPPHIRES

SOSOsoa

47 John St.
NEW YORK

256 Madison St.
CHICAGO
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SIXTY REASONS
Why You Should Have Florentine Brass

in your store and Every Reason is backed up by the sixty pieces
in the line.

UNUSUAL DECORATIVE DESIGNS, attractive finish, and novel
forms unite to make FLORENTINE BRASS irresistible to the most
capricious shopper.

GENUINE HAND ENGRAVING is used to carry out the repre-
sentations of NATURAL FLOWERS, and each motif is cleverly
selected to harmonize with the particular article it adorns.

THE BLACK OUTLINES on dull brass constitute an absolutely
new and fetching combination.

Send for two-color folder from any one of the following distributers:
Boston, Mass. . .
Buffalo, N. Y. . .
Chicago, . . .
Cincinnati, Ohio .
Cleveland, Ohio
Detroit, Mich. . . .
Indianapolis, Ind. .
Kansas City, Mo. .

Minneapolis, Minn.
Minneapolis, Minn.

Nelson H. Brown
King & Eisele
Norris, Alister & Co.
The Oskamp Nolting Co.
The Bowler & Burdick
The Chas. A. Berkey Co.
The Baldwin-Miller Co.
Woodstock-Hoefer Watch
& Jewelry Co.

F. L. Bosworth Co.
Reed-Bennett Co.

New Orleans, La. .
Omaha, Neb. . . .

Philadelphia, Pa. .
Pittsburg, Pa. . . .
Salt Lake City, Utah
San Francisco, Cal.
Toronto, Ont. . • .

Utica, N. Y.. . . .

Leonard Krower
Seaber, Bruce
& Bedford, Inc.

F. H. Chapman
S. Davis & Co.
Weil Jewelry Co.
Edward H. Forestier
The Goldsmiths' Stock

Co., Ltd.
Abelson & Liberman
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Minneapolis and St. Paul
hile business is rather quiet at present no

one seems to feel discouraged as to the outcome

of the year's trade, for there is plenty of rain
falling this spring and all seem to be of the
opinion that this fall will be sufficient to make

the year equal any we have had recently.
The traveling salesmen say they are not doing

the business they ought to, but all seem to enter-
tain hopes of great fall returns and are not
alarmed.
There are several changes being made in the

jewelry line throughout this section of the
country, some selling out and new ones starting
in business. One of the changes was that of
N. B. Gwathmey and Frank Phillips, of Aitkin,
Minn., where Mr. Phillips sold out his store to
Mr. Gwathmey. Mr. Phillips has been located
in Aitkin for many years and had a good busi-
ness established.
Housecleaning time is now in order and every-

body should clean out their old stock and get in
their new.
E. H. Rogers, watchmaker for M. A. Scherffins,

of Dickinson, N. Dak., was in the Twin Cities
during the past month calling on the jobbers,
Mr. Rogers was on his way to Viroqua, Wis.
A. R. Sather and wife, of Spooner, Wis:, were

in the cities buying goods during the past month,
H. E. Gunderson, jeweler of Hill City, Minn.,

has moved into his new store located on Main
Street. Mr. Gunderson has a very nice and up-
to-date store, of which he is justly proud.
Mrs. John Betres, of New Market, Minn., was

in the Twin Cities buying goods during the past
month.
G. A. Heckel, of Oakes, N. Dak., passed

through the Twin Cities on his way home from
Wisconsin, where he attended the funeral of his
father. Mr. Heckel says his business has been
affected to no small degree by the drought of
last year, but he entertains great hopes for this
year's business.
A. E. Tilley, of Minneapolis, who is traveling

salesman for L. H. Shaefer, is ill and is confined
in a hospital undergoing treatment.
J. B. Hudson & Son, who formerly were lo-

cated on Nicollet Avenue, Minneapolis, but re-
cently burned out, announce that they have now
secured larger and handsomer quarters in the
Badger Building on Seventh Street, between
Nicollet and Hennepin Avenues, adjoining the
Hotel Radisson. This removal from Nicollet
Avenue seems to indicate a tendency to scatter
the general retail business more than has been
done in the past, as most of it in all lines has
been centered on Nicollet Avenue.
A fire which recently broke out in the upper

doors of the Union Block, St. Paul, caused about
$75 damage by smoke and water to the jewelry
stock of Chester Gaskell.
Miss Pearl Watters has left the jewelry de-

partment of Sischo & Beard, St. Paul.
G. L. Thompson, jeweler of Mayville, Minn.,

was. in the Twin Cities during the past month
buying goods to replenish his stock.
E. H. Kietkenapp, of Balaton, Minn., was one

of the out-of-town jewelers and opticians to visit
the Twin City trade.
a. M. Call, of East Franklin Avenue, Minne-

apolis, is erecting a new building and expects to
have it completed and ready for use in a couple
of months.
F. W. Seaman, of Hastings, Minn., made a trip

to the Twin Cities on business during the past
month.

J. C. Gerde, of St. Peter, Minn., was one of the
out-of-town retailers seen in the Twin Cities
the past month.
R. G. Anderson, jeweler, of Osage, Iowa, was

In St. Paul accompanied by his wife and
daughter. Mr. Anderson brought his daughter
to the Twin Cities to be treated for spinal trouble.
While here he called on some of the jobbers and
manufacturers of the Twin Cities.
Bert Parker, traveling salesman for Sischo &

Beard, has taken the coast territory and will start
on his first trip over his new territory the last
0,f April. Keneth Sischo, manager of the jewelry
oePartment, formerly made the coast towns.
M. W. Weed will cover Mr. Parker's former

territory through southern Minnesota, Iowa and
South Dakota.
N. Peterson, jeweler of Superior, Wis., was in

the Twin Cities during the past month calling
on the jewelry jobbers and wholesalers.
The Twin City Jewelry Jobbers' Association

held their regular meeting in the West Hotel,
Minneapolis, during the past month.
The Elvey Jewelry Co., located in the Rogers

Building on Robert Street, St. Paul, which was
recently destroyed by fire, have moved to 93 East
Seventh Street.
Miss Della Blumenthal, cashier for M. L.

Finkelstein, of St. Paul, has been spending sev-
eral days visiting at Owatonna, Minn.
Ray Huber, formerly foreman of the shop of

Sischo & Beard's optical department, St. Paul,
has accepted a position with E. B. Meyrowitz,
optician, East Sixth Street, St. Paul. George
Jensen has taken his place as foreman of the
Sischo & Beard shops.
J. G. C. Johnson and wife, of Mora, Minn.,

were in the Twin Cities during the past month.
Mr. Johnson recently had his store damaged by
fire and was buying some new tools, among
which was a new lathe.
A. E. Madsen, of Minneapolis, who is con-

nected with the firm of Rettig, Hess & Madsen,
of Chicago, spent a week during the past month
in Chicago with the firm.

Carl Sischo, eldest son of C. F. Sischo, of the
firm of Sischo & Beard, St. Paul, Minn., will be
united in marriage to Miss Mildred Dockstadter,
of Highwood, Minn., Saturday, April 22d. The
wedding will take place at St. Marks' Episcopal
Church, followed by a reception at the bride's
home.
Paul Erickson, formerly with Reed-Bennett

Co., of Minneapolis, has accepted a position as
traveling salesman with Sproehnle & Company,
of Chicago.
A. G. Scherff, of Redwing, Minn., was in the

Twin Cities during the past month attending to
business matters.

Isidore Vehon, of Chicago, spent a few days
in the Twin Cities visiting friends and relatives
during the past month. Mr. Vehon formerly
traveled for the jewelry firm of Vehon & Good-
man, St. Paul.
One of the out-of-town retailers seen among

the Twin City trade during the past month was
Will Bashaw, of Centerville, Iowa, who passed
through here on his way home from a trip to
Spokane, Wash.
Harry Golstein has accepted a position as

foreman of the repair department of A. J. Weis-
man, 316 Nicollet Avenue, Minneapolis.
C. A. Swanson, of Superior, Wis., was in the

Twin Cities during the past month on his return
from a trip to southern California.
C. I. Kaliher, of Sischo & Beard's tool and ma-

terial department, spent a few days in Princeton,
Minn., visiting his home.
Peter N. and Edward Dufault, who are en-

gaged in the jewelry business at West Hope, N.
Dak., were recently arrested at Rugby, N. Dak.,
on a charge of setting fire to their store. They
have only been in business for a little over a
year.
A bill was introduced in the Minnesota Legis-

lature for the purpose of regulating the trading
stamp. The author of the bill is Hon. Donald
Robertson, of Argyle, Minn. The bill seeks to
avoid the difficulties encountered by a previous
regulatory measure, which was declared uncon-
stitutional. The new bill requires that the stamps
have their cash value stated upon the face and
that they be redeemable in cash if the merchan-
dise sought is not available.
A. J. Shapiro & Bro., of St. Paul, have begun

work on their new building, located on the
corner of East Seventh and Minnesota Streets.
They expect to have their new building completed
and ready to move into some time during the
month of June.
Henry Larson recently left St. Paul for Colma,

S. Dak., for the purpose of engaging in business
there. Mr. Larson has been attending a technical
school in St. Paul.

Sischo & Beard, St. Paul, recently installed
some new machinery, including a surface-grind-
ing machine, in their optical department.
John Crandall, formerly of Aberdeen, S. Dak.,

has taken a position with Munns & Pomerlean,
of Minneapolis.

793

J. 0. Westby, of Renville, Minnesota, recently
moved his jewelry stock to new and larger
quarters, where he will have a neat and up-to-
date store.
W. E. Mowrey, of St. Paul, has started work

on the erection of a new refining plant on Uni-
versity Avenue, near Snelling, out toward the
midway district. The new building will be con-
structed of brick and concrete and will consist
of two stories and basement. The dimensions
will be 25x52 feet. It will be equipped with the
most up-to-date and complete refining equip-
ment for gold, silver and platinum. The struc-
ture will be completed about the last of June.
It will have electric power, with furnaces operated
by electricity, gas and oil. Mr. Mowrey has been
conducting a refining business in St. Paul for
several years and owing to the large and rapid
growth of his business has found it necessary
to have larger quarters.

J. A. Light, of J. A. Light & Company, Min-
neapolis, recently returned from a visit to Il-
linois, where he was visiting his father who was
was ill.
George K. Munroe, Grand Forks, N. Dak., sec-

retary of the North Dakota Retail Jewelers' As-
sociation, recently issued word to the members
of the organization that the annual convention
will take place January 14th, Isth and 16th, at
Grand Forks. It is the plan of the association
to start an active campaign at once for the pur-
pose of making this meeting the best ever held
by the jewelers of North Dakota.
Charles Owen, of South Dakota, recently ac-

cepted a position with the Watts Jewelry Com-
pany, Eugene, Oregon. .Mr. Owen will have
charge of the repairing and engraving depart-
ment.
Ludwig & Collins, of Bellingham, Wash., have

moved from their old location to a new store on
Holly Street.
H. M. Seaman Company, Everett, Wash., was

recently dissolved and in the future the business
will be transacted by H. M. Seaman.
C. E. Ritchie, of Monroe, Wash., will move

into the Sandon Building at a very early date.
Following are the names of some of the retail

visitors to the Twin Cities during the past month.
A. G. Scherff, of Red Wing, Minn.• H. J. Werns-
man, of New Salem, N. Dak.; F. W. Seaman,
Hastings, Minn.; G. A. Heckel, Oakes, N. Dak.;
A. D. Calkins, Osceola, Wis.; F. H. Kiekenapp,
of Balaton, Minn.; G. L. Thompson, of Mayville,
N. Dak.; J. C. Gerde, of St. Peter, Minn.; E. H.
Rogers, of Dickinson, N. Dak.; Will Bashaw, of
Centerville, Iowa; C. A. Swanson, of Superior,
Wis., and E. McAyeal, Morris, Minn.

Uncle Hiram to His Nephew
"Stevy, my boy," Uncle Hiram said to his

hopeful young nephew, "when you get going in
business you don't want to discard old ideas be-
cause they are old; you want to keep on using
them if they are good; don't forget that old ideas
are new to new people.
"As a matter of fact, we don't have many new

ideas. Most of the ideas we are using now are
as old as the—well, maybe they are not quite as
old as the hills, but they are as old as civilization.
"What do we get in young men for? It's to

put new life into the business, isn't it ? Why,
certainly; and they do. They put in ginger and
go, and that's what we want. And then some
day the new young man comes to us and says he
has a new idea that he'd like to put into execu-
tion, and when you hear what it is you say to
him: 'Why, that idea has been used a thousand
times; that, isn't new.' But the young man says
to you: 'What of it? It's new to me, and I'll
bet you it's new to ten million people.'
"And so it is, Stevy, and you want to let him

go ahead and try it ; with his energy and determi-
nation he'll make it go. Into old ideas he'll put
new life, and that really is about all we do ; but
the old ideas will seem actually new, as in fact
they will be new to many people.
"So don't discard old ideas, Stevy, because

they are old. Keep them if they are good. but
to make them good you must keep life in them.
Use them not sluggishly as if you felt they were
stale, but with life and energy. It is the way
in which you do things that really counts."



Each Piece Possessing the Aesthetic Charm of Nature's Garden

SIXTY REASONS
Why You Should Have Florentine Brass

in your store and Every Reason is backed up by the sixty pieces
in the line.

UNUSUAL DECORATIVE DESIGNS, attractive finish, and novel
forms unite to make FLORENTINE BRASS irresistible to the most
capricious shopper.

GENUINE HAND ENGRAVING is used to carry out the repre-
sentations of NATURAL FLOWERS, and each motif is cleverly
selected to harmonize with the particular article it adorns.

THE BLACK OUTLINES on dull brass constitute an absolutely
new and fetching combination.

Send for two-color folder from any one of the following distributers:
Boston, Mass.. . Nelson H. Brown
Buffalo, N. Y. . King 8c Eisele
Chicago, Ill.. . . Norris, Alister & Co.
Cincinnati, Ohio The Oskamp Nolting Co.
Cleveland, Ohio The Bowler ex Burdick Co
Detroit, Mich. . . The Chas. A. Berkey Co.
Indianapolis, Ind. The Baldwin-Miller Co.
Kansas City, Mo. Woodstock-Hoefer Watch

& Jewelry Co.
Minneapolis, Minn. F. L. Bosworth Co.
Minneapolis, Minn. Reed-Bennett Co.

New Orleans, La. . Leonard Krower
Omaha, Neb. • . . Seaber, Bruce

& Bedford, Inc.
Philadelphia, Pa. . F. H. Chapman
Pittsburg, Pa. • • . S. Davis 8t Co.
Salt Lake City, Utah Weil Jewelry Co.
San Francisco, Cal. Edward H. Forestier
Toronto, Ont. • • • The Goldsmiths' Stock

Co., Ltd.
Utica, N. Y.. . • • Abelson 8c Liberman
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Minneapolis and St. Paul

1\ bile business is rather quiet at present no

one seems to feel discouraged as to the outcome

of the year's trade, for there is plenty of rain
falling this spring and all seem to be of the
opinion that this fall will be sufficient to make

the year equal any we have had recently.
The traveling salesmen say they are not doing

the business they ought to, but all seem to enter-
tain hopes of great fall returns and are not
alarmed.
There are several changes being made in the

jewelry line throughout this section of the
country, some selling out and new ones starting
in business. One of the changes was that of
N. B. Gwathmey and Frank Phillips, of Aitkin,
Minn., where Mr. Phillips sold out his store to
Mr. Gwathmey. Mr. Phillips has been located
in Aitkin for many years and had a good busi-
ness established.
Housecleaning time is now in order and every-

body should clean out their old stock and get in
their new.
E. H. Rogers, watchmaker for M. A. Scherffins,

of Dickinson, N. Dak., was in the Twin Cities
during the past month calling on the jobbers.
Mr. Rogers was on his way to Viroqua, Wis.
A. R. Sather and wife, of Spooner, Wis:, were

ill the cities buying goods during the past month.
H. E. Gunderson, jeweler of Hill City, Minn.,

has moved into his new store located on Main
Street. Mr. Gunderson has a very nice and up-
to-date store, of which he is justly proud.
Mrs. John Bares, of New Market, Minn., was

in the Twin Cities buying goods during the past
month.
G. A. Heckel, of Oakes, N. Dak., passed

through the Twin Cities on his way home from
Wisconsin, where he attended the funeral of his
father. Mr. Heckel says his business has been
affected to no small degree by the drought of
last year, but he entertains great hopes for this
year's business.
A. E. Tilley, of Minneapolis, who is traveling

salesman for L. H. Shaefer, is ill and is confined
In a hospital undergoing treatment.
J. B. Hudson & Son, who formerly were lo-

cated on Nicollet Avenue, Minneapolis, but re-
cently burned out, announce that they have now
secured larger and handsomer quarters in the
Badger Building on Seventh Street, between
Nicollet and Hennepin Avenues, adjoining the
Hotel Radisson. This removal from Nicollet
Avenue seems to indicate a tendency to scatter
the general retail business more than has been
done in the past, as most of it in all lines has
been centered on Nicollet Avenue.
A fire which recently broke out in the upper

floors of the Union Block, St. Paul, caused about
$75 damage by smoke and water to the jewelry
stock of Chester Gaskell.
Miss Pearl Watters has left the jewelry de-

partment of Sischo & Beard, St. Paul.
G. L. Thompson, jeweler of Mayville, Minn.,

was. in the Twin Cities during the past month
buying goods to replenish his stock.
E. H. Kietkenapp, of Balaton, Minn., was one

of the out-of-town jewelers and opticians to visit
the Twin City trade.
0.. M. Call, of East Franklin Avenue, Minne-

apolis, is erecting a new building and expects to
have it completed and ready for use in a couple
of months.
F. W. Seaman, of Hastings, Minn., made a trip

to the Twin Cities on business during the past
month.

J. C. Gerde, of St. Peter, Minn., was one of the
out-of-town retailers seen in the Twin Cities
the past month.
, R. G. Anderson, jeweler, of Osage, Iowa, was
in St. Paul accompanied by his wife and
(laughter. Mr. Anderson brought his daughter
to the Twin Cities to be treated for spinal trouble.
While here he called on some of the jobbers and
manufacturers of the Twin Cities.
Bert Parker, traveling salesman for Sischo &

Beard, has taken the coast territory and will start
On his first trip over his new territory the last
0,f April. Keneth Sischo, manager of the jewelry
nePartment, formerly made the coast towns.
M. W. Weed will cover Mr. Parker's former
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territory through southern Minnesota, Iowa and
South Dakota.
N. Peterson, jeweler of Superior, Wis., was in

the Twin Cities during the past month calling
on the jewelry jobbers and wholesalers.
The Twin City Jewelry Jobbers' Association

held their regular meeting in the West Hotel,
Minneapolis, during the past month.
The Elvey Jewelry Co., located in the Rogers

Building on Robert Street, St. Paul, which was
recently destroyed by fire, have moved to 93 East
Seventh Street.
Miss Della Blumenthal, cashier for M. L.

Finkelstein, of St. Paul, has been spending sev-
eral days visiting at Owatonna, Minn.
Ray Huber, formerly foreman of the shop of

Sischo & Beard's optical department, St. Paul,
has accepted a position with E. B. Meyrowitz,
optician, East Sixth Street, St. Paul. George
Jensen has taken his place as foreman of the
Sischo & Beard shops.
J. G. C. Johnson and wife, of Mora, Minn.,

were in the Twin Cities during the past month.
Mr. Johnson recently had his store damaged by
fire and was buying some new tools, among
which was a new lathe.
A. E. Madsen, of Minneapolis, who is con-

nected with the firm of Rettig, Hess & Madsen,
of Chicago, spent a week during the past month
in Chicago with the firm.

Carl Sischo, eldest son of C. F. Sischo, of the
firm of Sischo & Beard, St. Paul, Minn., will be
united in marriage to Miss Mildred Dockstadter,
of Highwood, Minn., Saturday, April 22d. The
wedding will take place at St. Marks' Episcopal
Church, followed by a reception at the bride's
home.
Paul Erickson, formerly with Reed-Bennett

Co., of Minneapolis, has accepted a position as
traveling salesman with Sproehnle & Company,
of Chicago.
A. G. Scherff, of Redwing, Minn., was in the

Twin Cities during the past month attending to
business matters.

Isidore Vehon, of Chicago, spent a few days
in the Twin Cities visiting friends and relatives
during the past month. Mr. Vehon formerly
traveled for the jewelry firm of Vehon & Good-
man, St. Paul.
One of the out-of-town retailers seen among

the Twin City trade during the past month was
Will Basbaw, of Centerville, Iowa, who passed
through here on his way home from a trip to
Spokane, Wash.
Harry Golstein has accepted a position as

foreman of the repair department of A. J. Weis-
man, 316 Nicollet Avenue, Minneapolis.
C. A. Swanson, of Superior, Wis., was in the

Twin Cities during the past month on his return
from a trip to southern California.
C. I. Kaliher, of Sischo & Beard's tool and ma-

terial department, spent a few days in Princeton,
Minn., visiting his home.
Peter N. and Edward Dufault, who are en-

gaged in the jewelry business at West Hope, N.
Dak., were recently arrested at Rugby, N. Dak.,
on a charge of setting fire to their store. They
have only been in business for a little over a
year.
A bill was introduced in the Minnesota Legis-

lature for the purpose of regulating the trading
stamp. The author of the bill is Hon. Donald
Robertson, of Argyle, Minn. The bill seeks to
avoid the difficulties encountered by a previous
regulatory measure, which was declared uncon-
stitutional. The new bill requires that the stamps
have their cash value stated upon the face and
that they be redeemable in cash if the merchan-
dise sought is not available.
A. J. Shapiro & Bro., of St. Paul, have begun

work on their new building, located on the
corner of East Seventh and Minnesota Streets.
They expect to have their new building completed
and ready to move into some time during the
moHnethnryof JLaursnoen.

recently left St. Paul for Colma,
S. Dak., for the purpose of engaging in business
there. Mr. Larson has been attending a technical
school in St. Paul.

Sischo & Beard, St. Paul, recently installed
some new machinery, including a surface-grind-
ing machine, in their optical department.
John Crandall, formerly of Aberdeen, S. Dak.,

has taken a position with Munns & Pomerlean,
of Minneapolis.

J. 0. Westby, of Renville, Minnesota, recently
moved his jewelry stock to new and larger
quarters, where he will have a neat and up-to-
date store.
W. E. Mowrey, of St. Paul, has started work

on the erection of a new relining plant on Uni-
versity Avenue, near Snelling, out toward the
midway district. The new building will be con-
structed of brick and concrete and will consist
of two stories and basement. The dimensions
will be 25x52 feet. It will be equipped with the
most up-to-date and complete refining equip-
ment for gold, silver and platinum. The struc-
ture will be completed about the last of June.
It will have electric power, with furnaces operated
by electricity, gas and oil. Mr. Mowrey has been
conducting a refining business in St. Paul for
several years and owing to the large and rapid
growth of his business has found it necessary
to have larger quarters.

J. A. Light, of J. A. Light & Company, Min-
neapolis, recently returned from a visit to Il-
linois, where he was visiting his father who was
was ill.
George K. Munroe, Grand Forks, N. Dak., sec-

retary of the North Dakota Retail Jewelers' As-
sociation, recently issued word to the members
of the organization that the annual convention
will take place January 14th, 15th and t6th, at
Grand Forks. it is the plan of the association
to start an active campaign at once for the pur-
pose of making this meeting the best ever held
by the jewelers of North Dakota.
Charles Owen, of South Dakota, recently ac-

cepted a position with the Watts Jewelry Com-
pany, Eugene, Oregon. .Mr. Owen will have
charge of the repairing and engraving depart-
ment.
Ludwig & Collins, of Bellingham, Wash., have

moved from their old location to a new store on
Holly Street.
H. M. Seaman Company, Everett, Wash., was

recently dissolved and in the future the business
will be transacted by H. M. Seaman.
C. E. Ritchie, of Monroe, Wash., will move

into the Sandon Building at a very early date.
Following are the names of some of the retail

visitors to the Twin Cities during the past month.
A. G. Scherff, of Red Wing, Minn. • H. J. Werns-
man, of New Salem, N. Dak.; F. W. Seaman,
Hastings, Minn.; G. A. Heckel, Oakes, N. Dak.;
A. D. Calkins, Osceola, Wis.; F. H. Kiekenapp,
of Balaton, Minn.; G. L. Thompson, of Mayville,
N. Dak.; J. C. Gerde, of St. Peter, Minn.; E. H.
Rogers, of Dickinson, N. Dak.; Will Bashaw, of
Centerville, Iowa ; C. A. Swanson, of Superior,
Wis., and E. McAyeal, Morris, Minn.

Uncle Hiram to His Nephew
"Stevy, my boy," Uncle Hiram said to his

hopeful young nephew, "when you get going in
business you don't want to discard old ideas be-
cause they are old; you want to keep on using
them if they are good; don't forget that old ideas
are new to new people.
"As a matter of fact, we don't have many new

ideas. Most of the ideas we are using now are
as old as the—well, maybe they are not quite as
old as the hills, but they are as old as civilization.
"What do we get in young men for? It's to

put new life into the business, isn't it? Why,
certainly; and they do. They put in ginger and
go, and that's what we want. And then some
day the new young man comes to us and says he
has a new idea that he'd like to put into execu-
tion, and when you hear what it is you say to
him : 'Why, that idea has been used a thousand
times; that, isn't new.' But the young man says
to you : 'What of it? It's new to me, and I'll
bet you it's new to ten million people.'
"And so it is, Stevy, and you want to let him

go ahead and try it ; with his energy and determi-
nation he'll make it go. Into old ideas he'll put
new life, and that really is about all we do; but
the old ideas will seem actually new, as in fact
they will be new to many people.
"So don't discard old ideas, Stevy, because

they are old. Keep them if they are good. hut
to make them good you must keep life in them.
Use them not sluggishly as if you felt they were
stale, but with life and energy. It is the way
in which you do things that really counts."
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Dover's the Man
With Ideas

Your jobber will show you the daintiest,

prettiest line of Gold Inlaid Work you ever

focused your eyes upon. All good values at

leading prices; prices that will make it possi-

ble for you to make a good, substantial

PROFIT. That line that makes business

EFFERVESCE. Can't we put you wise

to the Dover Line of

Gold Inlaid Combs, Barrettes,
Coronet Pins, Etc.

DOVER IDEAS SOLD ONLY THROUGH

YOUR JOBBER

GEO. W. DOVER JEWELRY CO.
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  GEO. W. DOVER, Sole Proprietor  
710 EDDY STREET :: PROVIDENCE, R. I.

Lyons Lock Link
Cuff Buttons

THIS IS HOW THEY WORK

LYONS LOCK LINK CUFF BUTTONS
Made especially for attached cuffs. Only buttons made that hold cuffs in
perfect position; they enable you to turn back cuffs without removing buttons.
A turn of the lever locks the buttons together; unlocks just as easily. No
soiled cuffs, wrenched, stretched or frayed button-holes.
Our vigorous advertising campaign to the consumer on Lyons Lock Link Cuff
Buttons is now appearing in the most popular and widely circulated magazin,s.
Every jeweler will have calls for these buttons.
You should take advantage now of this opportunity to become familiar wth
the only practical link cuff button on the market—that separates. (See ow
offer below.)
Lyons Lock Links are made in two grades and come in dozen and half doz..n
assortments. Finished in Plain, Roman, Rose or English gold.

Grade A, $ 8.00 per dozen, retails at $1.00
Grade B, $12.00 per dozen, retails at $1.50

Every pair of Lyons Lock Links is Guaranteed to Wear a Lifetime
You can secure Lyons Lock Links at these prices through
your jobber or by sending direct to the manufacturers.

Our Offe  We will send on 10 days' approval one half dozen assortmentr Lyons Lock Links to any reputable dealer. If they do not prove
the best cuff fastener which you have ever seen. return thern st
our expense. When writing state which grade-button you desirv.

THIS IS HOW THEY ARE PACKED

C. D. LYONS CO., Mansfield Mass.
MANUFACTURING JEWELERS
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Items of Interest
I, M. Staple, formerly of Wolbach, Nebr., is

no,, living at Ord, in the same State.

I ■ tvis & Hawley, jewelers of Bridgeport and
;L:erbury, Conn., formally opened their new es-

1;11:r,li1flEnt in the latter city on April 3d.

I'. W. Noling, formerly of Carlinsville, Ill.,
has moved to Mattoon, Ill., where he has opened
L j, xvelry and optical store at 1529 Broadway.

\V. D. Walter is now sole proprietor of th2
hu-iness of Town & Walter, Easton, Ill., having
purchased the interest of E. Town, his partner.

(;rim & Gorly, Seventh and Washington ave-
nue. St. Louis, Mo., have retired from the jew-
dry business and sold out to 0. C. Simmons
Jo,elry Company, at 1510 Cass avenue.

1,)sepli Myers, Brookston, Ind., will move May
ist to Crawfordsville, same State, where he will
open an optometry office in Rooms 2 and 4 of
the ground floor of the Knights of Pythias Build-
ing.
f;eorge Carpenter & Company, who formerly

conducted a jewelry store in Dayton, Washington,
which they disposed of last fall, have again started
in business at 424 Union Avenue, Knoxville,
Tenn.

J. B. Johnson, formerly of Glenwood, Iowa,
has sold out his business to Li. S. Harding and
moved to Tuscola, Ill., where he purchased the
business of A. J. Munson and took possession on
March 16th.

Little & Ramsdell, Sheridan, Wyo., have dis-
solved partnership by mutual consent. Mr. Little
purchased the interest of his partner and will
continue the business, assuming all liabilities of
the former firm.
Horace J. Smith, Des Moines, Iowa, has moved

his business from 313 Flynn Building to 416
Des Moines Life Building, where he has larger
quarters and increased facilities for attending to
Ills growing trade.
Karl E. Holderle, watchmaker for John

Schmitz, of Parsons, Kans., is mourning the
death of his mother, which took place last month.
Mr. Holderle has the sympathy of his many
friends in his bereavement.
F. J. Reaves, superintendent of the South Bend

watch factory, South Bend, Ind., left on April
15th for a visit to his old home in Yorkshire,
England. The trip was made for the purpose of
cuperating his health, and he contemplates vis-

iting many European points of interest before
Ills return.
O. L. Richards, Cushing, Texas, recently suf-

fered almost a complete loss of his business by
lire. The insurance covered only about one-half
the value of his tools, materials and fixtures. Mr.
Richards has started in business again with a
partner, William Guy, under the firm name of
tiny & Richards.
W. A. Quimby has sold his jewelry store in

)eadwood, S. Dak., to his brother, R. S. Quimby,
ii ho has managed the business for several years.
Mr. Quimby is prominent and popular in his
community, both in business and social affairs.
I le at present holds the position of exalted ruler
Ill the Order of Elks, and is also prominent in
other organizations. Mr. Quimby is an accom-
F1ished optician.
L. E. Waterman Company, New York, an-

ti,nince the removal of their Pacific Coast head-
quarters to 17 Stockton street, San Francisco,
vdiere they have improved facilities for conduct-
ing the growing trade of this branch. The com-
pany recently conducted an advertising campaign
ia the San Francisco Chronicle and Call, exploit-
ing to the people of the Coast the superior qual-
i'v and advantages of the Waterman's Ideal
lountain Pen.
Birnbaum Brothers, Los Angeles, Cal., retired

rhorn business on April i8th. The members of
the firm have retired in order to devote their
entire attention to their extensive property in-
terests. It has been announced that two seven-
story hotels, each costing approximately $100,000,
will be erected by the Birnbaum Investment Co.
Both buildings will be of first-class construction
and contain about 150 rooms each, with stores
sn tile first floor.
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The Hamilton Jewelry Company has succeeded
the Ashby Jewelry Company in Colorado Springs,
Colo. Mr. Ashby, of the old firm, sold his inter-
est to the new concern, and contemplates work-
ing in a different field of activity.

The Dennison Manufacturing Company has is-
sued a handsome little booklet descriptive of the
well-known Dennison's Handy Boxes which can
be used for a great variety of purposes. These
boxes serve a universal purpose as almost every
individual will find them convenient to use.
There are special lines for the housekeeper, busi-
ness man, student, office, etc., information of
which can be found in this booklet.

Charles J. Dale, the well-known jeweler of
Pittsfield, Mass., recently opened his handsome
new jewelry store in that city, which is one of
the most up-to-date establishments of its kind in
western Massachusetts. The fixtures are in ma-
hogany, with light ceiling, and the windows are
planned in a manner to permit of elaborate dis-
play. Several thousand people visited and ad-
mired the store on opening day.

John B. Peacock, of the firm of Peacock &
Norris, Swanton, Vt., died last month of pneu-
monia. The deceased was born sixty-eight years
ago in Lancashire, England, and there began his
career as a jeweler. With the purpose of bene-
fiting his health he came to the United States in
1893, and after following the occupation of a
farmer for several years again started in the
jewelry business. He was located in Swanton
for thirteen years, and enjoyed a large and lu-
crative trade.

T. J. Routledge, Elmira, N. Y., recently sold
a large silver trophy to the Elmira Business Men's
Association, to be donated to the Elmira Poultry
Association as a prize for the best display of
orpingtons. Mr. Routledge also sold a large
silver trophy to the Eclipse Machine Company of
Elmira, which was donated by them to the Elmira
Motor Cycle Club, to be awarded to the cyclist
making the most miles in the year Ica r. Mr.
Routledge donated a gold medal to the Elmira
Poultry Association for the best display of any
variety of birds.

The Rockford Watch Company, Rockford, Ill.,
is exploiting an attractive new advertising scheme
for the use of those of the trade who handle
their product. The company is furnishing free
of charge colored slides for moving picture
shows, which the jeweler can use to much ad-
vantage in advertising his watch department. An
interesting sample of these slides shows an ex-
press train with a station master and engineer
comparing timepieces. The company is also fur-
nishing free to the trade electrotypes for news-
paper advertisement for their watches; also fold-
ers, booklets, poster cards, signs and other ad-
vertising helps.

The Rogers, Lunt & Bowlen Company, silver-
smiths, who two years ago purchased the land
and buildings occupied by them at Greenfield,
Mass., will, on and after June ist, occupy their
entire floor space. The property was purchased
subject to the lease held by T. Morey & Son,
printers of law books, who occupied one floor
of the main building. Their lease having expired,
the Rogers, Lunt & Bowlen Company will be able
to enlarge all their departments and to add some
new ones, thus enabling them to increase their
popular lines of sterling silver tableware. George
C. Lunt, of this firm, returned recently from
Pinehurst, N. C., where he and his wife and son
have been enjoying a month's outing.

The Nicholson File Company, Providence, R.
I., has just issued a new catalogue of some one
hundred pages which can easily claim to be the
most beautiful as well as the most comprehen-
sive compilation of its kind ever issued. The
paper is the very finest quality and the illustra-
tions are remarkable for the excellence of their
execution. The purpose of the catalogue is to
show a comprehensive display of all kinds of
files now in common use. Especially interesting
are four of the pages showing sections of files
embracing all shapes carefully drawn to standard
sizes. Another four pages are devoted to speci-
men sections of files, double cut, single cut and
rasp. These specimens afford a vivid compari-
son in style and coarseness of cut between the
various sizes. It is needless to state that this

company is noted for the superior quality of its
products. Every file before leaving the works is
usually examined for shape, cutting qualities,
soundness and temper. In addition each file re-
ceives a close inspection after each operation.
This rigid system of inspection is a guarantee of
uniformly high efficiency in these tools.

Philadelphia
The local trade record a fairly good business

for Easter, but were much disappointed in that
the inclemency of the weather prevented season-
able display and interfered materially with trade
in Easter jewelry. Few complaints are heard,
however, and all seem to look forward to a re-
munerative trade later in the year.
Quite a number of the Philadelphia jewelers

are planning to attend the convention of the
State association to be held in Pittsburg May
4th and 5th. Unusual efforts have been made by
the association officers, headed by Ira A. Garman,
president, to increase the membership, though the
organization now claims to be one of the largest
in the country. The programme of the conven-
tion will be found in detail elsewhere in this
issue, and is certainly sufficiently attractive to in-
duce a large body of the trade in eastern Penn-
sylvania to make the pleasant pilgrimage to the
western metropolis of the State, where a hearty
welcome and good time are assured to them.
Joseph B. Bechtel & Co., Inc., have awarded

a contract for extensive alterations and improve-
ments in the property at 729 Sansom street, of
which they lately acquired possession. It is the
purpose of the firm to make the building thor-
oughly modern in every respect, and it is ex-
pected that work will be completed about July 1st.
The opening up of the season of outdoor sport

has again brought considerable trade to the firms
who make a specialty of prize cups, trophies, etc.,
for the various events. An impressive display
in the show windows of J. E. Caldwell & Co.
comprised the silver prize cups awarded at the
Atlantic City Horse Show held last month. This
firm also furnished the silver cups offered as
prizes at the spring golf tournament of the At-
lantic City Country Club, which was also held
last month.
The Bailey, Banks & Biddle Co. was awarded

the contract for the prizes to be presented at the
fourth annual run of the Quaker City Motor
Club. The prizes are beautiful in design and ap-
propriate, and are in every respect notable speci-
mens of art metal work.
Among the visitors to the wholesale trade in

this city last month was Isaac D. Landis, of
Coatesville, to whom a welcome hand is always
extended by his many trade friends in the city.
Jacob Rubenstone, manufacturing jeweler at

713 Sansom street, celebrated last month the sil-
ver anniversary of his marriage. A banquet was
served at Mosebach's to the invited guests, many
of whom came from distant cities. The function
was a very delightful one, and Mr. and Mrs.
Rubenstone were the recipients of many gifts as
well as hearty congratulations.
A beautiful painting entitled "The Charge of

the French Huzzars Against the Austrians at the
Battle of Rivoli" was recently presented to the
Union League by J. Albert Caldwell. The pic-
ture, which is from the brush of Henry Chartas,
is on exhibition at the League club house.
A fire in the four-story brick building at 1206

Chestnut street last month caused a loss of $10,-
000 to different tenants in tile structure, one of
whom, S. R. Weaver, a jeweler, suffered to the
extent of $3000. The origin of the fire is at-
tributed to crossed wires.
Frank V. Kennon, manager of Tile John T.

Mauran Mfg. Co., of Providence, was a visitor
in Philadelphia for a few days the latter part of
April. He was on his way West, where he ex-
pects to spend the greater part of May calling on
the trade in that section.
Howard L. Roberts, who had been connected

with The Keystone Watch Case Company for
many years prior to 1905, died at his home in
Camden, N. J., on April 13th, after a prolonged
period of ill health. The deceased had a wide
acquaintanceship with the jobbing and retail
jewelry trade of the country, among whom lie
traveled extensively while associated with the
watch case industry.
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Wood stock-Hoefer
Watch &Jewelry Co.

"If you don't trade with us,
we both lose."

Orders filled from any
Catalogue

Memorandum packages sent to
dealers of approved credit.

Let us help you get some of the
Graduation business.

Kansas City : Missouri
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Paper

Ring Box

$2.58 Net, Per Gross
PRINTED
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order

PAPER RING BOXES

Printed, $2.58 Per Gross

Meyer Jewelry Co.
Kansas City, Mo.

TOOLS, MATERIAL and OPTICAL GOODS

THE FACT IS

Goods Well Displayed
Are Half Sold

Neat, well-made Cases and Fixtures are absolutely

necessary. You will be interested in Our Line.

WRITE US TO-DAY

A. R. JACKSON, KANSAS CITY
SHOW CASE WORKS CO.

KANSAS CITY DEPT. L MISSOURI

THE

E. & S. CATALOGS
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Contain EVERYTHING in
Jewelry, Watches, Diamonds, Clocks,
Silverware, Cut Glass,Tools, and Material.

Edwards & Sloane Jewelry Company
KANSAS CITY MISSOURI
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Cleveland
The good old wedding days are here again and

almost immediately there is a revival of business.
Local conditions justify us in predicting the
greatest wedding season in years. There are
enough events scheduled for the next two months

to fulfill     this   prediction.bign  
Among

tejob 
concerns there is also a

renewed activity. Merchants are stocking up a
little more, for soon the hunter after graduation
presents will be among them and watches, rings

and other gold jewelry will be much sought. It
has been quite noticeable the past few years that
parents are giving watches to their graduating
smis and daughters. This is an old field and the
wide-awake jeweler who has a well-selected line
is sure to benefit if he prepares for this period.
The past month the Cowell & Hubbard Co.

announced to their patrons their plans for future
business. The company has purchased the 99-
year lease of the corner of 13th Street and
Euclid Avenue and will remove to this location
upon the expiration of their present leasehold in
the Garfield Building. This new location is right
in the heart of the new retail district, East of
Ninth Street. The lease covers a frontage of 8o
feet by 200 feet in depth. It is the intention of
the firm to tear down the present structure and
erect a palatial store devoted entirely to their
business.
George W. Scribner, of Scribner 8z Loehr Co.,

has returned from a trip to the Bermudas and
other West Indian ports. Many travelers to the
Bermudas this year drew lemons, as the weather
was raw and cold and in that climate this condi-
tion spells ruin for a good time.
The store of J. H. Heiman, in the old Arcade.

was robbed last month of watches to the amount
of $5oo. The thieves broke the plate glass win-
dow and then picked them out. The robbery was
not discovered until morning.
Wm. Mayer, of the Webb C. Ball Watch Co.,

is out again after a dangerous illness at a local
hospital. 
Wm. H. Wagner, jeweler, politician, public

speaker and good fellow, put one over on us
last month by quietly going to the "little church
around the corner" and marrying an estimable
and cultured lady of this city. We all had sup-
posed "Bill" to be bomb-proof as far as matri-
mony was concerned. At least he had stood the
test for many years.
Arnstine Bros. Co. removed May 1st to the

second floor of the Rose Building, where they
il.rn'iclrlehasaig 

business.
have much nelsasr.ger quarters for their rapidly

.George Eroe has sold out his interests in the
diamond shop in the Colonial Arcade. George

East 
Ni

is looking up a new location.
.M. B. Einig, the well-known horologist, buried

Ills father last month at Elyria. The senior Einig
was an aged man and had met with an accident
that hastened the end.
Harry Goldberg, of lower Superior Street,

has moved to 1862 East Ninth Street.
Erie 

Street.
Co. has also moved to 1902

E 

Charles Keim, secretary of Scribner & Loehr
Co., was painfully burned last month about the
face and arms while burning up in his furnace
some old oil rags, etc.
.0. F. Kriewall, credit man for Bowler & Bur-
dick Co., has just removed Mrs. Kriewall to her
home after a dangerous surgical operation for
appendicitis.
C. E. Lonsway, Lorain, Ohio, had his store

entirely destroyed by fire last month. A message
from Mr. Lonsway reports almost a total loss.
M. Koch, Bellevue, Ohio, jeweler, has again

taken up his business cares after a severe illness
lasting for over a month.
H. Wickmiller, Albion, Pa., has just completed

extensive alterations to his store. The interior
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work and finish are in art metal work and Mr.
Wickmiller is justly proud of his remodeled store.
F. Gunzenhauser, manufacturing jeweler in the

New England Building, is slowly recovering from
injuries received several weeks ago.
The following jewelers were in town last

month : B. Mosely, Willoughby; R. D. Judkins,
Flushing; J. 0. Adams, Milan; C. E. Whittaker,
Clyde; C. H. Dexheimer, Bedford; Mrs. Kintner,
Painesville; John Hood, Akron; Ed Wolf, Wads-
worth; John E. Wolf, Spencer; 0. G. Carter,
New London; F. W. Fobes, of Brill & Fobes,
Kinsman.

Kansas City
Kansas City suffered severely from depression

of business during the Lenten season, the volume
of trade in general jewelry lines falling off from
15 to 20 per cent. However, in view of condi-
tions in this territory, the jewelry trade has no
cause for special complaint. At this season of
the year all business in this district depending
directly or indirectly upon agriculture and live
stock is practically at a standstill, and the Kansas
City bank clearings have fallen to a lower point
than has been known for several years. An un-
usually long period of rain has retarded the open-
ing up of the cattle-feeding industry, which is
always awaited with interest. The coming season
promises to be satisfactory in all business lines,
for crops are in splendid condition, and with a
good yield of corn, wheat and cotton, the south-
west is independent of other financial influences.
In spite of the falling off of business the Kansas
City jewelry men are optimistic as to the coming
summer.
Leo H. Ludwig, manager of the tool and ma-

terial department of the Edwards & Sloane Jew-
elry Company, will leave May 9th with the mem-
bers of the Kansas City Commercial Club on
their trade trip through Kansas. The club will
have a private car and will advertise Kansas City
as a business center.
The C. B. Norton Jewelry Company has begun

its Saturday afternoon closing early this year. It
closed every Saturday last month, and will con-
tinue to do so until September 1st.
The Jaccard Jewelry Company and the Cady

& Olmstead Jewelry Company both decorated
their windows attractively for Easter. A novelty
which both firms displayed and which caught the
popular fancy was a small quadruple plate jar-
diniere containing a dainty asparagus fern.
The Crown Manufacturing Company, formerly

located at Joplin, Mo., has amended its charter,
changing its name to the Woodruff Manufactur-
ing Company, and moved to Springfield. Mo.
Walter L. Woodruff is president and L. C. Wood-
ruff is secretary of the company.
N. W. Frantz, of Cherokee, Okla., has pur-

chased the jewelry stock of C. P. Wetmore, and
now has one of the finest stores in that part of
Oklahoma.
Oscar J. Albrecht, of St. Joseph, Mo., has sold

his jewelry business to Max Pitluck.
Earl D. Armstrong, only son of J. C. Arm-

strong, died March 24th at the home of his
father, 414 South Locust street, Ottawa, Kans.
The young man fought bravely for nearly six
years against tuberculosis and spent most of his
time in Texas and Arizona. He was born in
Ottawa, Kans., March ro, 1876, and after gradu-
ating from the city's schools he entered the jew-
elry business with his father. He was a Mason
and an Elk. He is survived by his father and
sister.
Louis Meyer, president of the Meyer Jewelry

Company, with Mrs. Meyer, returned April 13th
from a month's stay in Hot Springs, Ark. Mr.
Meyer was much improved by the long rest and
surcease from business cares.
C. B. Libby, 72 years old, a retired jeweler and

a pioneer resident of Pittsburg, Kans., was found
dead April 6th in his room at the Hotel Mc-
Cormack. Death was due to heart failure. Libby
served through the Civil War as a member of
Company D, Forty-eighth Indiana Infantry.
George H. Catlin, 816 Frederick avenue, St.

Joseph, Mo., has filed a voluntary petition in
bankruptcy in the Federal Court. His liabilities

are listed at $2501.65 and his assets at $6730. The
large excess of assets is due to the fact that a
$3000 life insurance policy is listed in addition
to the stock valued at $3400. There are twenty-
one creditors.
The Edwards & Sloane Jewelry Company was

busy last month taking an inventory.
S. S. Beal, formerly a watchmaker for E. 0.

Alexander, of Enid, Okla., has opened a jewelry
store at Lahoma, Okla. Mr. Alexander recently
sold out and Mr. Beal then decided to go into
business for himself.
B. P. Rasmussen, formerly in business at Ed-

gar, Nebr., is now located at Colegate, Okla.
Louis Bogan is a new jeweler at Kincaid, Kans.
D. L. Brown, of Sparta, Mich., has succeeded

to the business of Stark & James, Bethany, Mo.
Dana B. Ward & Co. will take their annual

inventory the first week in May.
The Kansas City Jewelry Company settled with

its creditors on April 14th, 40 cents on the dollar.
Paul Senke, a graduate of the Kansas City

Watchmaking and Engraving School, has pur-
chased the business of J. B. Bingaman, 409 East
Twelfth street.
W. T. Cohenour, of Muskogee, Okla., recently

incorporated his business under the name of the
Cohenour-Rygal Jewelry Company.
W. F. Sharp, formerly of Concordia, Kans.,

has opened a small jewelry and repair business
in Cawker City, Kans.
James King, formerly in business at Fort Scott,

Kans., is now located at Arcadia, Kans.
Leslie Wallace, manager of the clock depart-

ment of the Edwards & Sloane Jewelry Company,
took a vacation in the country last month.

J. L. Kirkpatrick, of Hays City, Kans., has sold
out to J. T. Morrison, formerly of Morrison
Bros., Olathe, Kans.
The Edgar Seaman Ring Manufacturing Com-

pany has opened for business in the Rickseeker
building, Ninth and Walnut streets. The officers
of the company are: President, Edgar Seaman;
vice-president, T. E. Roderick ; secretary and
treasurer, C. T. Rainsburg. Mr. Seaman was
formerly in the retail jewelry business at Odessa,
Mo. Mr. Rainsburg was a jeweler at Brooklyn,
Iowa, while Mr. ROderick was a banker in the
same town.

Miss Nellie Sproul, a sister of B. J. Sproule,
of the Kansas City Jewelry Company, died at her
home in Great Bend, Kans., on March 30th.
G. Hallaner, formerly with the old firm of

Gurney & Ware, but recently in business for him-
self at Portland, Oregon, has returned to Kansas
City and is looking for a location.
L. E. Kerr, of Itasca, Texas, has sold his stock

to B. M. Gentry, formerly of Haskill, Texas.
Don Powell, formerly of Wichita, recently re-

turned to that town and has opened an attractive
little jewelry store.
Durham & Harris, of Waurika, Okla., have

been succeeded by L. B. Durham, who will con-
tinue the business.
The following called at the wholesale houses

last month: E. L. Crane, Humboldt, Nebr.; C.
E. Conklin, Chanute, Kans.; S. G. Huey, Excelsior
Springs, Mo.; E. D. Martin, Carl Junction, Mo.;
J. L. Morrison, Hays, Kans.; A. Bachmann, Clay
Center, Kans.; 'F. S. Terry, Nevada, Mo.; Harry
Engle, Trenton, Mo.; J. R. Kile, Neodesha, Kans.;
J. 0. Stott, Paola, Kans.; M. B. Gordon, Bray-
mer, Mo.• L. E. Garnett, Chanute, Kans.; G. A.
Leffler, Iola, Kans.; Bert Raines, Maryville, Mo.;
J. 0. Vanvorhis, Osawatomie, Kans.; L. Hoffman,
Leavenworth, Kans.; G. K. Fagin, Lathrop, Mo.;
W. H. Meyer, Lawson, Mo.; A. Rosenfield, Leav-
enworth, Kans.; Walter Sperling, Seneca, Kans.;
J. Q. A. Shelden, Manhatten, Kans. • W. F. Kirk-
patrick, St. Joseph, Mo.; James Plzinger, Hor-
sington, Kans.; Fred Jochrs, Lincoln, Nebr.; F.
B. Harris, Lincoln, Nebr.; A. Dansig, Herkimer,
Kans.; J. A. Zimmerman, Warrensburg, Mo.; T.
L. Baskett, Chillicothe, Mo.; A. Manifold, Beloit,
Kans.. G. W. Barrett, Concordia, Kans.; G. H.
Lee, Vest Plains, Mo.; Frank Parsons, Craig,
Mo.; J. B. Hampton, Colby, Kans.; James B.
Hayden, Topeka, Kans.; R. P. Rasmussen, Col-
gate, Okla.; Frank Herthel, Claflin, Kans.• L. E.
Dehampy, rarkville, Mo.; Albert Zucher, Marce-
line, Mo.; Chas. Weber, Lexington, Mo.
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THE GREAT POPULARITY
OF CIRCASSIAN WALNUT

in furniture, and the demand
for clocks to match has re-
sulted in our new models
of CABINET CLOCKS.
Our best selling shapes are
now being made in four
different . woods :

Bird's Eye Maple

Circassian Walnut
Early English Oak
Dull Rubbed Mahogany

This is " the distinctive
line" in this style of clocks,
combining a very high order
of both case and movement
with a medium price.

Descriptive literature on request

American Cuckoo Clock Company

Station S
Manufacturers

PHILADELPHIA

ELK TEETH
JUST AS THEY COME FROM
THE INDIAN AND HUNTER

ALL SIZES, white and colored tips.
Any number wanted. On selection to
manufacturers. Come to the right
source for supplies.

Mt. Lion, Lynx and Eagle Claws
for Emblem Work

DIMENSION, CABOCHON GEMS FOR RINGS, SCARF PINS, ETC.
Every sort of fine Gem Minerals in the rough for Gem Cutters.

ALL STRICTLY WHOLESALE PRICES

Largest Dealer in Elk Teeth in the World. Importer of Gem Goods
Price-list free L. W. STILWELL, Deadwood, So. Dak.

Coat Chains and Fobs

dir In either Aluminum, Goldoin, or White Metal. Coat Chains come only in the two
ILL latter grades. Either engraved or plain, as desired. Sell at a price that produces
business. May we not send you a sample FREE, and descriptive photographs of this
line) We make Rings, Brooches, Stick Pins Lockets, Shirt Waist Sets, Baby and
Beauty Pins, Fobs, Neck, Belt, Hat, and Dutch Collar Pins, etc., in Roman or Silver
Finish. These goods are furnished plain or engraved, as desired.

Write and ask us for Illustrations, Prices and Samples, FREE

ENTERPRISE JEWELRY CO.
ATTLEBORO Box 653 MASSACHUSETTS

RIGHT NOW
Find out about our Solid
Gold Ring to retail at

$ 1 . 00

For your own sake, send us 65c. in
stamps and let us show you. If that
don't appeal, then send us nothing
but your card. Nothing danderions
about it. Sure and safe. Come along
now in next mail. We will do our
part.

F. B. CATLIN, Winsted, Conn.
AM
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Repairers for the Retail
Jewelry Trade

CiOnly those jewelers who deal with us regularly
"ilrealize how convenient it is to have a house in
the city to attend to all their special order work and
repairing of jewelry and silverware. We repair, re-
plate and reline all kinds of mesh hags and purses.
ilil Gold and silver plating, coloring, finishing and
polishing Gold and Sterling Silverware.
c Enclosed packages with ours for other city firms mill
be delivered free of expense to you.

WRITE FOR OUR PRICE LIST PAMPHLET

JOSEPH LANDSMAN
51-53 MAIDEN LANE :: NEW YORK
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New England

I. G. Burnham has sold out his art stores to
;. Mansur, of Berlin, Vt., who will carry on

Ii)( rime with his jewelry store.

Ir a fire which started in the lacquer room of

ilw Coliannct Silver Company, Taunton, Mass.,
ntly, the buildings occupied by the company

\v,i completely destroyed. The loss is estimated
at om $30,000 to $35,000, and nearly covered by
insurance. Forty employees in the building at the
time of the fire had a narrow escape. It was

I iccossary to send in two alarms before the blaze
was extinguished. The Cohannet Company had

a great many orders on hand, and a quantity of
%vork ready for shinment was destroyed. The
buildings and the stock they contained and the
machinery, with the exception of the boiler and
casting rooms, were completely destroyed.
Oliver Swan, of Meriden, Conn.

' 
is seriously

ill at his home with pneumonia. Mr. Swan is
superintendent with The International Silver Co.,
of Meriden.
Mr. Lemay, of Lemay Brothers, Manchester,

N. II., was a recent visitor in Boston. Mr.
Ixtnay reports very good business. He has in-
stalled a Chambers-Inskeep ophthalmometer. Mr.
I.:may informed us that the Granite State had
successfully passed their optometry bill of regis-
tration after a long, hard fight. This makes the
twenty-sixth State to pass such a law.

The International Silver Company, Meriden,
Conn.
' 

recently held in Jersey City a meeting to
elect different officers of the company and the
Board of Directors.
\V. E. Morse, of Burlington, Vt., was a recent

visitor in Boston, Mass.
N. H. Bero, of Burlington, Vt., has been laid

Ill) with la grippe, but according to last reports
lie was improving.
0. E. Davis, of Rockland, Me., recently made

a trip to Boston. Mr. Davis has been making
extensive alterations and improvements in his
office. He has added a new table, a roll-top trial
case and other implements needed in an up-to-
date office.
An auction sale was recently held at the Studio

Jewelry Co., Tremont street, Boston, Mass.
George H. Wood, of Lowell, recently held a

sale in his store.
A new store was opened on Mechanics street,

in Marlboro, Mass., by P. Forte, of 26 West
street, of that city.
H. B. Dodge, of Lynn, Mass., has opened a

iicw store at 105 Monroe street, in that city.
Sharfman & Sharfman, of Lynn, Mass., have

bought out the store of D. W. Barker, at 82
Monroe street. Lynn, Mass.
Ezra C. Fitch, of the Waltham Watch Com-

pany, has been on a trip to Havana, Cuba, and
other points South during the past month.
George A. Carpenter, owner of the Jewelers'

building, Boston, recently buried his mother.
The Maximus Club, composed of the retail

salesmen of the Smith, Patterson Co., is to hold
a May dance on Wednesday evening, May 3d, at
Court Hall, zoo Huntington avenue.
N. F. Stewart, of Clinton, Mass., has been

making improvements in his store by adding new
furniture and a large wall case.
H. C. Jordan, formerly with A. W. Greely, of

1,,llsworth, Me., has bought out the business of
Mr. A. W. Greely, and will continue the same.
E. S. Clark, of Sandwich, Mass., was a recent

visitor in Boston.
C. 0. Holt, of Lewiston, Me., has been quite ill

with In grippe, but is somewhat better now.
A. A. Lupein, of Pawtucket. R. I., has erected

a large sign over his store. The sign is electri-
cally illuminated and attracts a lot of attention.
A. J. Morrison, of the Arcade, Providence, R.

T.. continues about the same in his illness. Mr.
Morrison has been ill and under the doctor's care
for over five months.
Fred R. Furbush, of the Smith-Patterson Co.,

Boston, has gone to his home in Rochester, N. H.,
Where he will stay for several weeks. He is in-
disposed and hopes to recover after a rest at his
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parents' home. Foster F. Tabb, salesman of the
same firm, is convalescent after an operation for
appendicitis.
Mrs. Karl Neumond, daughter of the late Elias

A. Cowan, has arrived in town from Germany,
where she lives. She will remain in Boston for
some time, pending the administration of her late
father's estate. She is staying at the Hotel Lenox
with Mrs. E. A. Cowan.
Bedford Treene, a jeweler of Amherst, N. H.,

was in town for a few days last month. He was
formerly missionary for the Waltham Watch Co.,
and for nearly twenty years traveled throughout
this country and Canada for the company. He
had charge of the company's exhibit at the Crys-
tal Palace Show, London, England, some years
ago.
Elmer R. Blethen, Foxcroft, Me., has just

rounded out twenty-five years of success in the
practice of optometry in the same location. Mr.
Blethen is going to move across the street into
a new store, which is more modern and better
equipped. The new store has a steel ceiling, solid
mahogany wall and plate glass show cases on
either side of the store. The refraction room is
on the left in the rear, and the repair department
is on the right.
The refraction room is finely equipped with up-

to-date instruments, including an ophthalmic
chair, ophthalmic table, Covelle cabinet and a
Geneva retinoscope and ophthalmoscope corn-
bined. ,
Mr. Blethen is an enthusiastic member of the

Maine Association of Opticians, also a member
of the American Association of Opticians. Mr.
Blethen is a registered optometrist in the State
of Maine.
William B. Fowler, of the Thomas Long Co.,

has severed his connections with the company
and is now representing Rippey & Co., of the
Board of Trade building, for whom he is selling
rubber securities. Mr. Fowler had been with the
Thomas Long Co. about fourteen months. John
D. Folsom, of C. A. W. Crosby & Son, has suc-
ceeded him.
Arthur Beaudet, of Woonsocket, R. I., was a

recent visitor in Boston.
William R. Cobb, of W. R. Cobb & Co., Paw-

tucket, R. I., has returned from a lengthy vaca-
tion in the South which he enjoyed very much.
Two of the incorporators of the Emery Park

Riding and Driving Club, which was chartered
in Rhode Island recently, are Sidney Williams
and George W. Dover, of Providence.
Hermann W. Powers, who retired recently as

foreman of the spectacle department of the Mar-
tin-Copeland Co., Providence, R. I., was presented
with a suitably inscribed loving cup on his leav-
ing day by the employees who had been under his
direction.
Samuel Moore, of Samuel Moore & Co., Provi-

dence, R. I., has spent several days at his sum-
mer home on Cape Cod, at Falmouth, preparing
to move there for the summer season.

Col. Samuel NI. Nicholson and daughter, of
Providence, R. I., have returned home from
Nassau and other Southern points, where they
spent the past season.
Ground is to be broken at West Mystic, Conn.,

very soon for a new factory for the Westerly
Engraving and Jewelry Mfg. Co., Westerly. It
will be of wood about 8o feet in length and two
and one-half stories high.

II. C. Benjamin has opened a retail jewelry
store on Bristol Road. North Somerville, Mass.
Alanson Bigelow, Jr., of Bigelow, Kennard &

Co., accompanied by Frank Folsom, buyer for the
silver department. has gone on a buying trip to
Europe. They will be away upwards of a month.
In accordance with the usual custom, many of

the wholesale and retail jewelers in the Jewelers'
building and elsewhere will close each evening
at 5 P. M. and Saturdays at I P. M. from April
ist to October 1st.
At the recent meeting of the Connecticut So-

ciety of Optometrists Mr. Carson, of the Ameri-
can Optical Company, demonstrated the different
parts of American Optical Company's plant with
the aid of illustrated pictures.
Among those present from Boston were G. M.

Wilson & George Nagle.
E. H. H. Smith, of the E. H. H. Smith Silver

Company, Bridgeport, Conn., has just recovered
from a severe attack of pneumonia,

Waltham Watch Co. vs. Charles A.
Keene

The Waltham Watch Company, of Waltham,
Mass., filed a suit on April 6th in the United
States Circuit Court, New York, against Charles
A. Keene, a jeweler at I8o Broadway, alleging
an infringement of patents owned by the com-
plainant, in that certain watch movements have
been sold in violation of the price contracts at
which they are placed on the market to be sold
to the retail trade.
The watch company claims that its patents in-

sure its right to maintain whatever prices it may
fix on its product. It is asked that Mr. Keene
be restrained by writ of injunction from selling
any 16 size Riverside watch movements at prices
less than that established by the complainant and
a preliminary injunction is asked for this purpose.

It is also asked that Mr. Keene be restrained
from selling any complete watch containing t6
size Riverside at a gross price which, after de-
ducting the reasonable market value of the watch
case, shall be less than the established price of
the watch movement.
The bill of complaint asserts that the Wal-

tham Watch Company, on April 15, 19°7, fur-
nished to all jobbers dealing in Riverside move-
ments schedules of retail prices, and that subse-
quent to April 28, 1910, during the months of
April, May, June and July, with full knowledge
of the Waltham Watch Company's exclusive
rights and privileges under its letters patent and
III violation of his licenses from and his contracts
with the complainant, and with intent to in-
fringe the patents, Mr. Keene advertised and
offered for sale and sold certain Riverside move-
ments in 16 size, each of which embodied the
patents claimed by the Waltham Watch Com-
pany, at prices less than the lowest price estab-
lished by the Waltham Watch Company.

It is the contention of the Waltham Watch
Company that its contract covering the sale of
the watches at its stated price remains binding,
even though they may have passed through the
hands of a third party before the defendant ob-
tained them, and that its patents protect it in
this position.
Apropos of this contention in its suit against

Montgomery, Ward & Co., the large Chicago
mail-order house, to enjoin the defendants from
selling the Vanguard and Crescent Street move-
ments, the Waltham Company won an important
point when the Court, on February 16th, held
that the patented features of these movements
were of abundantly sufficient scope and impor-
tance to justify the conditions of sale imposed
by the Waltham Watch Company.
Mr. Keene has until the first Monday in June

to file an answer to the suit.

Repaired Wrong Clock

Danbury Jeweler Got House Numbers Mixed,
But Received Money

A jeweler of Danbury had an amusing experi-
ence a few days ago. He was walking along the
street with a friend who lived on Liberty street
when the latter asked him to call at his house
and remove the works of an old clock and re-
pair them. He gave his house number and
stated that the members of the family would
probably be home when the jeweler called.
The next day the jeweler started for the house

but forgot the number. He gave the matter fur-
ther thought and decided that it was —, so he
went there and discovered an old clock standing
in the hall which apparently had been past its
state of usefulness for several years. He re-
moved the works, carried them to his place of
business and made the necessary repairs.
The day after he returned to the house he re-

placed the works and told the woman in charge
that one dollar was due. She paid him and he
left. Soon afterward he met his friend on the
street and the latter asked why his clock had not
been repaired. Then it dawned on the jeweler
that he had repaired the wrong clock in the
wrong house.—Danbury News.
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Money "b using the new Elgin Jewel Pin01/lake Assortment and Jewel Pin Gauge.
Being suitable for all makes and sizes of watches, it will decrease the ex-
pense of your material department. Price of one gross assorted, com-
plete with Gauge, put up in handsome wood cabinet, - - $8.00

Gutfreund-Kemper Supply Co.
WATCH MATERIAL, JEWELERS' FINDINGS, TOOLS

and OPTICAL GOODS

305-6 Equitable Building St. Louis, Missouri

CATALOG SENT UPON REQUEST TO ALL RESPONSIBLE JEWELERS

LET'S HEAR FROM YOU

WE want to hear from live, wide-awake jewelers
and opticians who are looking for Bargains. We
know every detail of our business, buy only sure

sellers and pay practically cash for everything. " Quick
sales and short profits " is our motto. (We are ready to
show you. Write us. Everything in the jewelry and opti-
cal line. Send for our catalogue. It's out of the ordinary.

JAMES J. BURKE, President
BROOKS JEWELRY & OPTICAL CO.

Third Floor, Globe-Democrat Bldg. St. Louis, Missouri

OUR CATALOGUE
IS NOW READY FOR MAILING

This catalogue is a pocket-edition size, convenient to carry in the
vest pocket, a long-felt want for the retail jeweler.
This little book contains a list of prices for all classes of jewelry repair-
ing, engraving, special order work, etc. You will find same very handy,
as it will do away with searching dust-covered books and records.

EVERY JEWELER SHOULD HAVE ONE
WRITE TO-DAY MAILED FREE!!

ERBER JEWELRY MFG. CO.
610-612-614-616 Pine Street :: ST. LOUIS, MO.

NO FALLING OUT

Diamonds and
Precious Stones

Fl ne
Diamond Work
and
Jewelry Repairing

Give Us a Trial

IN OUR SETTING

MARITZ
Jewelry Mfg. Co.

217 North 6th Street

0,W.Cor. 6th & Olive Sts,

St. Louis, Missouri

dt,

Engraving and
Designing

Medals and

Enameling

Long Distance
Telephones:

Olive 247
Central 2607

Aller-Wilmes Jewelry Co.
DIAMONDS, WATCHES

JEWELRY

FOR THE RETAIL JEWELRY
TRADE ONLY

601-602-603-604 Globe Democrat Building
ST. LOUIS •.• '.• MISSOURI

THE NEW LINE FOR THE JEWELER
Manufactured by

Weidlich Bros. Mfg. Co.
FINE ART METAL GOODS

A Large Variety of Dresser Clocks, Jewel Cases, Glove and Handkerchief
Boxes, Candlesticks, Ash Trays, Desk Sets, Etc.

Silver, Gold and Old Brass.

Prices Low — Quality the Best

WEIDLICH JEWELRY CO.
Write for Illustrations and Prices 623 Washington Ave., ST. LOUIS

Diamonds

Tool

Watches Jewelry'

BAUMAN-MASSA
JEWELRY COMPANY

COMMERCIAL

BUILDING it 6th and Olive Sts.
ST. LOUIS, MO.

Material Optical Goods

J. W. CART J. H. STEIDEMANN EDW. LANG

J. W. CARY & CO.
Exclusive Jewelers' Supplies
Watch Materials, Tools and Jewelers' Findings

Silk Guards, Spectacles, Etc. American Watch Material a Specialty

TELEPHONES {Kinloch, Central 3040Bell Olive 265

302 and 303 Globe-Democrat Building

rtnnnitnnxtriffil.nnrtnntrInnr1jUljuut
rtrUlltrUlllW/utrul

day, 1911

St. Louis
Tide conditions for the first quarter of the

year have been normal with a tendency to slow
up .1 little during the month of April, though the
latt{ r part of the month showed an improvement.

■ug the retailers the Easter trade was fair.
A feature was the handsome window displays
made by practically all the retailers.
A. L. Bauman, president of the L. Bauman

Jewelry Company, will leave about May 1st on a
two months' trip to the diamond centers of
Europe.

*
M. Friede, vice-president of the Eisenstadt

Manufacturing Company, returned on April 14th
from a week's business trip to New York.

E.. C. Weidlich, of the Weidlich Bros. Manu-
facturing Company, Bridgeport, Conn., spent sev-
eral days here recently visiting the Weidlich Jew-
elry Company. George Suggett has been made
city salesman for the Weidlich Jewelry Company,
and Joseph Hummel, traveler for the same house,
was called home on April 9th on account of the
death of his father, at Muncie, Ind.
Charles Ens, traveler for the Gerber-Busch-

mann Silverware and Cutlery Company, returned
Ott April 5th from a two-weeks' trip through Illi-
nois. He left on April 21st on a two-weeks' trip
through Missouri. E. Puellman, traveler for this
concern, left on April al on a six-weeks' trip
through the southwest.
Samuel Wexler has been made city salesman

for the L. Bauman Jewelry Company.
P. T. Whelan, president of the Whelan-Aehle-

Hutchinson Jewelry Company, returned on April
8th from a two-weeks' business trip to New York.
S. Mathez, in charge of the watchmaking de-

partment of this firm, returned on April 3d from
a two-weeks' trip to New York. Mrs. Mary
Overstreet, in charge of the stationery department
of this firm, returned on April 3d from a six-
weeks' trip to Washington and Boston. This firm
has just completed decorating their store in a
handsome manner.

ciew ntl
Max Weiss, of Weiss & Fassett, returned re-

f southwest.1 in  a 
two-weeks' business trip throught 

F. W. Hoyt, president of the Hoyt Jewelry Co.,
returned on April 6th from a two-weeks' trip
through northern Missouri. H. W. Kellersman,
of this firm, returned on April 20th from a ten-
days' trip through southern Illinois.
J. J. Burke, president of the Brooks Jewelry

and Optical Company, returned on April 21st
from a short business trip to Chicago.
M. B. Loewenstein, of the R. Loewenstein Jew-

elry Company, returned April 5th from a two-
weeks' trip through the southwest.
The Sol Loewenstein Jewelry Company moved

from the Howard building on April 8th to 309
Equitable building. 
George Oberting, of the Blankenmeister, Obert-

jug & Co., returned on April 8th from a three-
weeks' vacation spent in Texas. He was accom-
panied by his wife. Mr. Oberting left on April
12111 on a three-weeks' trip through the North.
The F. W. Drosten Jewelry Company had a

very fine window exhibition of fifteen loving cups,
Specially engraved for the Missouri Boston Ter-
rier Club, which were awarded at the recent dog
show held here. They also furnished ten hand-
some silver cups for the awards made at the
N.cent Missouri Athletic Club athletic meet.
At the recent regular annual meeting of this

firm the old officers were elected as follows:
President, F. W. Drosten ; vice-president, R. Dros-
tut; second vice-president, Georges V. Stieffel ;
treasurer, W. G. Drosten ; secretary, Wm. A.
Hecker; assistant manager, J. J. Hagen.
S. E. Heffern, salesman for the J. Bolland Jew-

dry Company, has leased a home at Ferguson,
Aro., one of our suburban towns, for the summer.
Emil Blust, formerly house salesman for the

Aller-Wilmes Jewelry Company, has been made
City salesman and will also look after the trade
in the suburban towns. A. Michaels, formerly
City salesman, has resigned. 
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E. A. Schoenle, traveler for the Maschmeyer-
Richards Silver Company, returned recently from
a two-months' trip through the West.
Miss Healy, Miss Prouhet and David Hyman,

of the Hess & Culbertson Jewelry Company, re-
turned on April 20th from a two-weeks' vacation.
S. E. Bamber, secretary of this concern, was
recently elected second vice-president of Post "A."
T. P. A., and also a delegate to the annual State
convention of the organization, which meets here
on May 12th and 13th.
On the night of April 26th the Nobles of the

Mystic Shrine celebrated the twenty-fifth anni-
versary of Moolah Temple at the Odeon. A
unique feast of mirth and music was presented.
On the Publicity Committee were George J. Hess,
president of the Hess & Culbertson Jewelry Com-
pany, and Herman Mauch.
Herman Mauch was elected a member of the

Board of Education at the election held here on
April 4th.
The E. H. Kortkamp Jewelry Company have

been conducting an auction at their store for the
past three weeks, it being in charge of James L.
Hand, Jr., the auctioneer. They will be in their
handsome new store at 803 Washington avenue
about May 1st.
Goodman King, president of the Mermod,

Jaccard & King Jewelry Company, returned on
March 29th from a short business trip to Hot
Springs, Ark. Mr. King also retuimed on April
20th from a business trip to New York.
Joseph Carl Morefield, formerly assistant man-

ager of the Loftis Bros. Jewelry Co., pleaded
guilty here on April 11th to misappropriation of
three checks, a diamond ring and brooch valued
at $625. The Court imposed a fine of $100 and
costs, amounting to $174. It is stated that the loss
was settled out of court.
W. A. Gill, the jeweler, returned recently from

a week's fishing trip down in Missouri.
A lire on March 23d destroyed several business

houses in Maplewood, Mo., one of our suburbs,
which included the jewelry store of John Kirsch-
ner, 7265 Manchester avenue. Loss and insur-
ance unknown.
R. F. Reeves, formerly president of the Reeves-

Kemper Supnly Company, recently traveling for
the Eisenstadt Manufacturing Company, has re-
entered the business as a wholesaler and opened
a place at 506 Central National Bank building.
Wm. Loeffel & Son, now located at 1224 South

Broadway, will occupy the present quarters of
the E. H. Kortkamp Jewelry Company, at 612
North Broadway, as soon as they are vacated by
the latter concern. W. C. Loeffel, of this firm,
was recently elected a member of the House of
Delegates on the Republican ticket.
The Johnson Jewelry Co., Colorado Springs,

Colo., who own their own building, have recently
completed a new addition to their building of
25 by 35 feet. This addition was built on account
of their increasing business.
The case of the J. F. Dailey Jewelry Company

against R. B. Vane, charged with grand larceny
in switching rings, has been continued. Vane is
still in jail.
0. C. Simmons, formerly a jeweler at Gorin,

Mo., has purchased the jewelry store of Grimm
& Gorly, at 1510 Cass avenue. Mr. Simmons'
store at Gorin will be looke4 after by his son.
Grimm & Gorly retire from the jewelry business.
They have been in the business eleven years.

J. R. Reeves, of Mt. Pulaski, Ill., has sold his
business to K. M. Anderson. He was a visitor
here recently.
The Zerweck Jewelry Company has been in-

corporated with a capital stock of $25,000, fully
paid. Incorporators: Emil Wachter, 246 shares;
George E. Clarke, H. Brainard Ryan, H. A. Mc-
Cleery and Arnold Zerweck, one each.

Julius Newman. now traveling for Heyman &
Kramer, of New York, was a recent visitor here
on his way West.
The handsome gavel presented to Champ Clark,

the new speaker of the House of Representatives
at Washington, was designed and made by George
Fetter, of the Petter Jewelry Co., of Hannibal,
Mo. The design is beautiful and the engraving
without a blemish. It is a superior work of art.
Michael A. Grollnek has opened a fine jewelry

store at 7 South Broadway. The epening clay was
April 15th.
Ben Barnett & Co., jewelers and pawnbrokers,

have leased the building at 816 and 8163/2 Pine
street for ten years. They will move to their
new location about June 1st.
S. M. Strain, formerly a jeweler at Brookfield,

Mo., has opened up a new store at Jackson, Mo.
The father of E. G. McDill, a jeweler at Sparta,

Ill., died on April loth.
0. L. Ross and Clarence Herman, travelers for

the L. Bauman Jewelry Company, spent a few
days here replenishing their stock, and are now
on the road again.
S. Ruby, now at 511 North Sixth street, has

leased the new store at 407 North Sixth street,
in the Equitable building, and will occupy it from
July 1st. He will also have the second floor.
The Mermod-Jaccard & King Jewelry Company

have established a "Silver and Crystal Court" in
their store. The balcony has been transformed
into a fairy palace, where a collection of silver-
ware beautiful in design and artistic workmanship
is most effectively displayed. J. J. Samesreuther,
salesman for this firm, returned recently from a
business trip to New York.
Edward H. Eagle, who succeeded his father,

Theo. Eagle, recently deceased, located at 305
North Seventh street, will move on June 1st to
3170 South Grand avenue.
A. R. Brooks, president of A. R. Brooks & Co.,

returned recently from a two-weeks' vacation.
C. R. Jackson, who recently sold his store at

Sesser, Ill., was a visitor here recently on his
way to Texas, where he may locate.
Al. P. Wolff, traveler for the Elliott Jewelry

Company, has gone on a six-weeks' trip through
the South and Southwest. Joseph Moore, trav-
eler for the same concern, has returned from a
three-weeks' trip through the West.
M. Stiffelman & Co. will move about May 1st

from the sixth floor of the Holland building to
the second floor of the Globe-Democrat building.
Arrangements are being made to give the manu-

facturers a day at the annual convention of the
Missouri State Retail Jewelers' Association at
the Southern Hotel here in June. They will be
given the morning programme on the last day of
the convention. The manufacturers are being in-
vited to attend and take advantage of the oppor-
tunity of saying something to the convention. It
is understood quite a number will be present.
The Wm. F. Mueller Jewelry Co., at 1804 Olive

street, are closing out their business and expect
to retire about May 1st.
The officers and Executive Committee of the

St. Louis Retail Jewelers' Association held a
meeting at the Southern Hotel on Monday night,
April 17th, to arrange details for the annual meet-
ing of the Missouri Retail Jewelers' Association
and the Missouri Optical Association, which is to
be held here at the Southern Hotel on June 19th,
2oth and 21st. The following Committee on Ar-
rangements was selected : Herman Mauch, G. A.
Abel, F. W. Chlanda, J. F. Zeitler, T. F. Gerlach,
J. B. Poos and Charles Weber. A very large at-
tendance is expected compared with former years,
and a nice programme of entertainment will be
arranged.
Well-known jewelers in the city during the

month were: W. H. Jahn, Pacific, Mo. •, T. H.
Edwards, Clarksville, Mo. 

' 
• G. H. Geer, Jackson,

Mo.; John Schneider, O'Fallon, Ill.; Chas. Mauch,
Marshall, Mo.; Geo. Haslinger, Elsberry, Mo.;
J. H. Stolle, Evansville, Ill.; A. S. Higbee, Rood-
house, Ill.; W. R. Hazelwood, Bardwell, Ky.; D.
B. Farnsworth, Charleston, Ill.; Fred Herold,
Jerseyville, Ill.; Harry E. Gewe, Nashville, Ill.;
E. R. Houston, New Athens, Ill.; R. M. Thomp-
son, Bonne Terre, Mo.; F. W. Koenig, Bland,
Mo.; G. 13. Welborn, Woodlawn, Ill.; F. J. Pratt,
Festus, Mo.; Mrs. Fred Marcus, of Fred Marcus,
Denison, Texas ; Ed. Beard, Jonesboro, Ark.; J.
T. Field, of Clark & Rogers, Chaffee, Mo.; J. E.
Alpiser and Louis Gardner, Edwardsville, Ill.; W.
J. Krug, Staunton, Ill.; Mrs. L. J. Wick, Wick
Jewelry Co., Belleville, Ill.; E. Karthaus, Hunts-
ville, Ill.; Chas. S. Scanlin, Indianapolis, Ind.;
S. M. Joliffe, Logan, Ill.; E. J. Bauman, St. Gene-
vieve, Mo.; F. Schaefer, Carlinville, Ill.; J. A.
Hartmiller, Lebanon, Mo.; Paul De Guire, Farm-
ington, Mo.: John Thornton, Alton, Ill.; N. P.
Jenson, Marissa, Ill.; 0. Greenstreet, Owensville,
Mo.; H. W. Foerste, Okawville, III.
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Marathon
Neck Piece
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The Latest Fad in Neck Ornaments, Especially Adapted
for the New Style Dutch Neck Waists and Gowns. Easily
Adjusted by a Simple Arrangement to fit any Neck.
Made in a Variety of Chased and Stone-Set Designs.
Heavy Plated Stock Warranted by A. C. Co.

Sold Through Jobbers Only
Main Office:

• Attleboro, Mass.
New York Office:
9 Maiden Lane

Bracelets, Lockets, Fobs,
Pendants, La Vallieres,
Chains of All Kinds

HAULING PORPOISE OUT

LOOK
Watchmakers, Attention! 

The History of the Discovery and Prep-
aration of

FISH JAW OIL
has never before been written. We want
every man who works at the bench repair-
ing watches and clocks to send their
address, either on a postal card or by use

OF of coupon, and we will take pleasure in
sending a new book on the subject that

will be a revelation. The Book is profusely illustrated with views of the thrilling and dangerous industry
of Porpoise-Catching at our Sea Coast Stations.

THE SURF

FISH JAW OIL is the only known oil that will stand THREE years on the Pivots of a Watchwithout change, and is endorsed by all the large manufacturers.

Send for book ; it will interest and instruct YOU.

Address No. 1 oo Fish Island

WM. F. NYE, New Bedford, Mass., U.S.A.
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Providence and the Attleboros
au 1st found all of the salesmen for

i 
. manu-

turers n this territory that cover the jobbing
de out with new, snappy lines for the fall.

I he recent joint resolution passed at the jobbers'
eting held in Chicago by jobbers and mann-
turers together kept nearly all of the sales-
11 away from the jobbers. In several instances
smen went out, and it cannot be said they
with ill luck. Just what the outcome of this

ILavor to get back to two seasons a year
be is at present problematical. There can

be little doubt but that in the end it will prove
beneficial to both manufacturer and jobber, but
there is a tendency to feel that it is not just to
some of the manufacturers who want to go out
at any season of the year and sell to jobbers.
It is felt, however, that the plan should be tried
out for a season or two to allow a chance to
Ii come adjusted to the new order of things.
The Inlaid Company, Inc., 1078 Broad street,

Providence, has had an exceptionally fine exhibit
at the Crown Hotel for out-of-town buyers from
April 28th until the first of the month.. he
gnat amount of interest taken in the line of
goods they displayed—particularly their gold in-
laid goods—makes it apparent that they are on
the right track in producing a line of live sellers.
Particular interest centered in a new line of
high-grade novelties at popular prices, and the
buyers in general expressed their opinion that
this line would prove a valuable asset to them.
One particular thing this company desires to call
attention to is the fact that they are called and
known as "The Home of Inlaid," and there is
always a sense of satisfaction and pride ex-
pressed when this statement is made. E. P. Platt,
one of the members of the concern, on being in-
terviewed as to the remarkable amount of busi-
ness they have done during the past year, stated
that it was due to the fact that they got out
original, snappy designs at popular prices and
that "The Home of Inlaid" had become a by-
word that was only connected with the Inlaid
Company, Inc.
The Providence Stock Company, too Stewart

street, Providence, are calling attention to their
\ morita Bracelet," to be obtained through the
dibing trade. This particular bracelet contains

a popular feature which has met with instant
approval by retail jewelers the country over. This
feature is a patented safety wire guard which pre-
vents the bracelet from falling from the wrist
when opened, and the sticking of the hinge. It
makes an exceptional talking point for the re-
tailer and enables him to make a larger profit by
reason of this particular feature. This line of
bracelets is made of a special process hard-fin-
ished, wear-resistance, first grade gold-filled stock.
f hey are also creating a large and popular de-
mand for their chains, fobs and LaVallieres,
which are made in this high-grade stock, and also
in to-karat solid gold. Their salesmen are now
out amongst the jobbers showing a new fall line.
W. F. Almy, of the Canadian Refining and

Smelting Company, Orillia, Ontario, Canada, was
a visitor to Providence last month.
C. F. Irons, of Irons & Russell Company, 95

Chestnut street, Providence, has just returned
from a Southern trip taken for the purpose of
recreation and pleasure.

th  e same 
store

e p

C. W. Clough, of Pawtucket, has moved his
Jewelry

place.
High street to Main street

of 
Win. Bens Company, 95 Chestnut street, Provi-

dence, has increased its shipping facilities prepar-
atorycodringtloy. fall trade. Last year their shipping
quarters were far too limited, and anticipating
a large volume this year they have prepared ac-

A. H. Bliss & Co., North Attleboro, have rear-
ranged their entire office. The new arrangement
affords more privacy and offers better working
facilities for the bookkeeping department.
The manufacturing jewelers of New Englandare directly affected to a large extent by a decis-

Ion of the United States Treasury concerning
Aliments to the Philippine Islands from the
11.11ted States and its possessions. By the pro-
visions of the new rule given out by Collector
of the Port George W. Gardiner, the requirement
of a "certificate of origin" is waived, and here-
after an indorsement on the original invoice will

suffice. The jewelry interests are among the
largest shippers of goods to the islands from this
vicinity, although there are a few shippers of
other commodities. It is estimated that the value
of goods affected by the new ruling will amount
to many thousands of dollars. It will also serve
to facilitate the handling of this class of trade,
with a saving of time and money for the manu-
facturer. The Emblem, a new house organ pun-
fished by Irons & Russell Company, Providence,
is a bright, terse little booklet, sure to be of
interest to those jewelers selling emblems of all
kinds.
Edward Hough, of Wightman & Hough Com-

pany, 7 Beverly street, Providence, has just re-
turned from a thirty-two days' trip through
Southern waters. The itinerary included Havana
and Santiago, Cuba; Port Au Prince, Haiti, King-
ston, Jamaica; Colon, Panama; Willemstad,
Curacao; La Guaya, Venezuela ; Port of Spain,
Trinidad; Bridgetown, Barbados; Fort De
France, Martinique; Pointa Pitre, Guadeloupe;
Charlotte Amalia, St. Thomas; San Juan, Porto
Rico; Nassau, Bahamas, and thence back to the
United States. Some 6766 knots were covered
in all. Dutee Wilcox accompanied Mr. Hough,
and both had a very pleasant trip.
A thirty-two horsepower touring car has been

registered by the Rueckert Manufacturing Com-
pany, Providence.
A business trip to New York City was made

by S. D. Binge, of the Sterling Silver Company,
Providence.
Charles W. Battey, of Schofield, Battey & Co.,

Providence, has just returned from a trip to
Bermuda.
The engagement of Miss Rose Binge, daughter

of Mr. and Mrs. S. D. Binge, Providence, is an-
nounced to Joseph Nussbaum.
Mr. and Mrs. Walter A. Griffith, of Providence,

returned from a sojourn at Atlantic City during
April.

J. Harry Tuttle, of Tuttle & Stark, Providence,
made a vacation trip to Atlanta, Ga., during April.
Mr. and Mrs. William Loeb, of Providence,

were visitors to Pennsylvania last month.
Matie C. Messier, of the A. C. Messier Co.,

Providence, has been granted a patent on a collar
supporter.

Frederick C. Somes, Providence, has registered
a thirty-two horsepower touring car.
The Waite-Thresher Co. has installed a twenty-

four-head polishing bench of the Boland pattern
in its new factory, Chestnut and Pine streets.
William H. Bell, of North Attleboro, has been

honored with the election as chairman of the
School Board.
Owing to the increased volume of business,

Watson & Newell, Attleboro, are to build a .sub-
stantial addition to their factory on Mechanic
street.

Considerable interest is being shown by the
manufacturers in Providence in the question of
industrial education in the public schools. The
matter has been discussed at much length in the
meetings of the New England Manufacturing
Jewelers and Silversmiths' Association.
George L. Paine is now making his usual

spring trip through the West for the Geo. L.
Paine Co.
Edmund T. Sommer has been appointed New

York manager of J. J. Sommer & Co., North
Attleboro.
William Peckham was a visitor to his parents

at North Attleboro last month.
The wedding of Robert Everett Budlong, Jr.,

of the S. K. Merrill Company, to Miss Alice
Belle Metcalfe took place April 26th at 7.3o
in the Free Evangelical Church, Providence. Syl-
vester Budlong, a brother, acted as best man,
while Frank Budlong acted as one of the ushers,
and a sister, Miss Louise Budlong, was flower
girl.

Nathaniel Wardwell Usher, for many years a
manufacturer of jewelers' findings and supplies,
died recently at his home in Riverside. Death was
caused by a paralytic stroke. The deceased, who
is 56 years old, was well known to the trade in
this section.
Governor Foss, of Massachusetts, last month

signed the bill which permits North Attleboro to
pay not more than $2o,000 in land damages, pro-
viding the Boston and Providence Interurban Rail-
road will build its line through the town. Charles
T. Paye and Theron T. Smith were leaders in
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the movement to advance the interests of the
measure which was favored by the manufacturers
generally. Yeoman service was performed in
pushing. the bill by Representative Edward A.
Sweeney, of Attleboro, who is to be congratu-
lated on his success.
Samuel E. Kelley, president of Payton & Kelley

Co., 31 Sabin street, Providence, died last month
in his seventy-fifth year, the fatal malady being
Bright's disease. The deceased was one of the
oldest manufacturing jewelers in New England,
and most highly respected. He was a thorough
master of the Industry in all its branches. A
Philadelphian by birth, he reached Providence
with his parents while a child, and was there
educated. As a boy he began his career in the
jewelry business, which was interrupted by the
outbreak of the Civil War, in which he did
service. After his return he again began work
in the manufacturing jewelry industry, in which
he continued until his death. The deceased was
a member of the New England Jewelers and
Silversmiths' Association, the Jewelers' Board of
Trade and several exclusive clubs. He is sur-
vived by a widow and three brothers.

New York to Profit by the Coronation
Trade

Many American Women Will Purchase the
Ornaments They Need in New York

The coronation and its London season are
probably of more interest to jewelers than to
most other merchants of New York, says the
Sun of that city. Although American women
may decide to postpone buying a hat or gown
until they reach Europe, they are almost certain
to purchase whatever jewels they want here in
New York, and many extra pieces of jewelry
will be bought by Americans bound for the coro-
nation. A jeweler said that only the very rich
cared to ignore the high duty levied on set
jewels, and that it was not the very rich who in
his opinion would spend the most for jewelry
between now ant June:

"Most of the New York women who are so-
cially prominent in Europe have jewels quite as
splendid and in as up-to-date settings as any
they will see worn by English women. Besides
some of the most fashionable Americans will not
be in London until after the coronation and its
attendant jam is over.
"One, for example, told a friend, who told me,

that when she wrote to engage the hotel suite
she occupies every time she goes to London at a
cost of $21 a day for a couple of weeks stay or
so the reply was that this suite would be $64 a
day, and that it must be taken for four weeks.
'I have concluded,' the woman told her friend,
'that I can spend a couple of weeks or so very
pleasantly in Italy and .L.rance and reach London
a little later.'
"No, it is not the very rich and fashionable we

jewelers expect to sell to in this off season. It is
to women who have perhaps been intending to
treat themselves to a chain or a collar or a
corsage ornament, or who are spurred on to do it
by the unusual occasion.
"Also a great deal of money will change hands

for imitation jewels, reconstructed stones they
are called now, for to appear at the fashionable
London hotels and restaurants minus jewels of
some sort would not be in keeping, some New
Yorkers have told me, with the occasion or with
the reputation moneyed Americans have for
wearing handsome jewels. These women may
not be rich, relatively, that is, but they oe their
husbands are prosperous enough to put them on
a financial footing with English women who do
wear handsome jewels. At any rate they want
to dress the part of prosperous Americans.
"Again American women are going over this

year who never have been before and may never
go again, and this helps the jewelry business.
We shall not get orders perhaps for ropes of
matched pearls or for the more splendid dia-
mond necklaces, coronets, etc., orders which don't
happen often anyway, but the number of small
orders will easily be double what it is usually
at this time of year."
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:A penny for our thoughts"
is a

Dollar for your profits

Y ou are engaged in a business struggle for supremacy.
You cannot afford to overlook or neglect any possible advan-

tage to be gained.

The value to you—in your business—of our advertising is greater than
can easily be estimated. We are prepared to give you original and beneficial ideas
—ideas that will make your business a larger and more profitable one.

You certainly are not going to allow a
penny or two to interfere with your pro-
curing knowledge that gives you a
decided benefit and advantage over your
competitors.

Writing us for full particulars binds you
to nothing—involves you in no obligation.
Yet this information may be the means
of enlarging your business—increasing
your profits.

Surely you will not deny yourself this
privilege when it involves only the risk
of a postal—a penny I Simply say:
" Send me your book."

This book tells all about the Birthstone

Mechanical Window Display which we
are giving away Absolutely Free.

Get this book in order that you may see
how forty million people — the men,
women and children whom you live
among—are being told that W. W. W.
GUARANTEED RINGS are the rings
for them to buy ; and that in order to
get them they must go to the Retail
Jeweler—which means YOU!

W.W.W. RINGS are more than merely
" guaranteed " rings. They are rings
first made well and guaranteed afterward.

Send to-day for this book 1 It means increased
business and increased profits to you.

WHITE, WILE & WARNER
Makers of Rings "In Which the Stones Do Stay"

BUFFALO, N. Y.

Ma', 1911
THIS

The Science of Securing Orders

Psychology, the science of the mind, as

pet mining to salesmanship and business

success, is to me the most important subject

H which we should address ourselves.

chology is recognized as a science. It

dl essential element in the art of sales-

manship. "If the proper study of mankind

is man," doubly proper and profitab
le is the

stti(ly of man's mind when confronted with

a doubtful proposition or when b
alancing

the respective advantages of the bus
iness

systems we represent.

Salesmen must be selected wisely and

well, for it is they who make up the army

of workers. Great businesses stand or f
all,

according to the strength or weakness of

the individuals composing this organization.

I want to make a few suggestions, which I

trust may in a small degree at least, be of

assistance in the selection of these helpers,

and the method they should pursue to edu-

cate the merchants and the people to the

particular quality of that which they sell.

To be a success, one must want it like a

hungry man wants food; as a suffocating

man wants air. Salesmen must inject per-

sonality into every deal. They must use

their thinking powers. Many salesmen do

not know what salesmanship is, because

they do not realize that to build an argu-

ment so it will be forceful and convincing

they should build in sequence, and first of

all lay the cornerstone correctly. They

don't get down to decisions. There are too

many negative phrases used. "I can't," or

"I'll try" are found too often in their

speech. Don't be negative. Make up your

mind that you can do things, and do them.

Say "I can" and "I will. Work, hard,

diligent work and horse-sense, when di-

rected by intelligence, are the factors that

make men successes. Intelligence in my

opinion should be directed along the follow-

ing lines, which I have divided into ten

heads:
Approaching a Prospect

First : Personal appearance.—"Clothes oft

Proclaim the man.' Have a pleasant smile

and an affable word for everyone. One

should be dressed neatly but not gaudily.

Dodge between the extremes in dress. Al-

ways clean linen, modest ties in good taste.
.\ becoming hat, polished shoes and clothing

without soiled spots.

Second : Diplomacy.—Diplomacy is a fine

art. Governments enlist in the diplomatic

service the best intellects at their command.

Diplomacy is the art of meeting people and

creating a good impression, and handling

your subject with skill, drawing from your

Prospect his impressions without allowing
him to commit himself adversely. Always

try and bring out the pertinent points to

your prospect by quoting facts and ex-

periences without putting yourself in a posi-

tion where you have to retreat, and by

Clever manipulation lead the prospect by

degrees to the closing point.

Third : Confidence.—It is essential that
we have confidence in our own ability. To

have confidence one must have a thorough
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knowledge of his subject. If they have not

confidence they cannot impart the logic to

their hearers. They must also have abso-

lute confidence and belief in their proposi-

tion. Without this they cannot carry con-

viction, and conviction is absolutely neces-

sary to win the other man. One must get

the confidence of his prospect before he can

make any progress. Confidence is one of

the foundation stones of success.

Fourth : Caution.—Caution is an in-

gredient taught by nearly all of the great

secret organizations as one of the first prin-

ciples on which to build "the brotherhood

of man." We should be cautious in our

approach, cautious not to offend, cautious

to use language that is free of slander

toward our competitors, for you know it is

said "every knock is a boost," and language

that will be expressive and free from any

hint that the prospect does not know his

own mind. We should give close attention

to what our prospects have to say and

answer his arguments in a straightforward,

logical manner.

There are five essentials necessary in get-

ting prospects into the right frame of mind,

namely, attention, interest, confidence, de-

sire and decision.

Fifth : Honesty and Integrity.—These are

the bulwark of every successful business,

and no business can be lasting unless built

on these principles. The "Good Book" says

that "A house built upon the sands cannot

stand." The washing of the waves of ad-

versity are sure to undermine a business

built on anything but a rock, and the Rock

of Gibraltar in business is unquestionably

Honesty and Integrity. The old Spencerian

copy-book of our school days had for a

copy, "Honesty is the best Policy," and lay-

ing aside all question of morals, honesty is

positively the best policy. A friend of

mine, perhaps the largest operator of subur-

ban real estate in the United States, as he

is operating in something like sixty-five

cities, has become enormously wealthy. I

recently met him at one of our New York

hotels and I said to him : "Arthur, to what

do you attribute your great success," and

he replied: "Absolute honesty." Too many

overpaint the picture, making anticipation

greater than realization and disappoint a

customer, with a result of lack of confi-

dence and no sales."

Impress upon your contractors the sta-

bility of the house you represent, the ne-

cessity of always telling the truth, and not

making promises that they know are im-

possible. A contract obtained squarely will

stand and is worth a dozen that have been

taken by misrepresentation. Misrepresen-

tation is the thief of trade, and success is

nothing more than the application of hon-

esty and horse-sense.

The Proper State of Mind

Sixth : Energy.—This is a necessary qual-

ity to get desirable results. The manager

or contractor that thinks that one contract

a day is all that is necessary, is not made

of the right kind of stuff. He should hon-

estly give to the company the best effort of

which he is capable, whether it means one

contract a day or ten contracts a day. If
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he has the other ingredients that make suc-

cessful men and lacks snap and energy the

others will avail him nothing, as this quality

is the fuel that makes the steam that gives

the power. What good would be the most

perfect machine ever built without power

and energy. Remember, "The persons who

never do more than they are paid for never

are paid for more than they do."

Seventh : Enthusiasm.—Enthusiasm is

the halo with which we envelop our propo-

sitions, and by the proper inflection of this

word or with emphasizing of another, the

serious look at a critical point, the smile at

another or an appropriate gesture, we

kindle the fire to set in motion the machin-

ery and carry conviction when backed by

stability, energy, caution and confidence.

Eighth : Patience.—Never be over-anx-

ious. Keep yourself constantly relaxed.

Never allow yourself to get into a nervous

tension, but by patience lead your prospect

along a well-planned road, step by step. It

is not possible to land every prospect you

have, but by observing these well-tried rules

of successful men you will succeed where

hundreds of others fail.
Sometimes you meet your prospect at an

inopportune time or under adverse circum-

stances. If so, be patient and try, try again.

Influencing the Prospect

Ninth : Fairness.—Every merchant has

ideas as to the best methods to pursue with

his own business. Be fair with him, listen

to him and acknowledge the weight of his

arguments. In this way you take away a

large portion of his force, for only by op-

position can he or we get the full benefit of

our power. He must be moulded, and by a

circuitous route brought to view the subject

through the new glasses we have prepared

for him.
Two men stood on the beach of Old

Ocean on a beautiful, clear morning. A

said, "What do you see?" B replied, "Sky

and sea only." A placed a powerful tele-

scope in B's hands and said, "Now look,"

and he was surprised to see sails and steam-

ers in nearly every direction. They were

there before, but B could not see them with-

out the assistance of the glass. The mer-

chant is very probably honest in the con-

clusion he has reached, but we must find

a way for him to see it from our own in-

dividual point of view.
Tenth : Loyalty.—Loyalty is the keystone

to the arch of success. As every arch of

necessity must have a keystone. The

premium system arch of success is no ex-

ception, and must be completed by the key-

stone of loyalty. A salesman must be loyal

to his company, his president and his as-

sociates—loyal to each other. "A house

divided against itself cannot stand." "A

chain is no stronger than its weakest link."

Therefore, the salesman has grave re-

sponsibilities to assume. He must see that

he is giving strength, stability and aid to the

whole arch,•and if he does his part well he

can always know that on the top rounds

there is still room, and that his company

is equipped with an extension ladder, which

is susceptible of greater altitudes of success

than it has yet reached.—W. J. Worden, in

Novelty News.
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Wa terman's Ideal fountamPen
111,„

The Pen with the familiar
Clip-Cap

THE PEN WITH TH E SPOON FEED

.441,

The line that is constantly
advertised

For Graduation Gifts
and Summer Vacation Season

SAFETY TYPE

Waterman's Ideal Safety Type is one which was originally produced especially for women. This type provides a pen thatcan be filled and carried in a purse, trunk or anywhere, in any position, and it cannot spill the ink. The idea is that of apropelling pencil. When the cap is screwed on to the open, or pen end, there can absolutely no ink escape from the barrel.By screwing the cap on the butt end, the pen point comes out into position for writing. This pen has become very popularamong sportsmen and travelers who desire to carry a pen in any pocket and in any position they choose.
Made in six sizes. Plain, Chased, Gold Banded and Gold and Silver mounted styles. Fine, medium, coarse and stub pointsof every degree.

STANDARD TYPE

WATCRNIANtfIrr,F0oNTAIN PEN NV

Waterman's Ideal Standard Type is the tried and successful style which was the original pen to bear the trade-mark "Water-man's Ideal," and the success of which pen has practically created the world-wide demand for all fountain pens. The holderis of a tapering shape at both ends, and permits the cap to fit thereon by friction. This shape was originated by the L. E.Waterman Company. The ink capacities of this type are the largest, and it is the most popular and simple style fountain penmade. For general business use.
Made in eight sizes. Plain, Chased, Mottled, Cardinal, Gold Banded and many attractive styles of Gold and Silver Mounting.Fine, medium, coarse and stub points of every degree.

--11110111.1M1 

SELF-FILLING TYPE

w4rf MO!. IR PEN 7E111111.1raWrii

Waterman's Ideal Self-Filling Type is one that has been made by the L. E. Waterman Company for many years, but whichhas recently been revised to the present perfected style. This pen is, perhaps, most satisfactory to those who have the mostwriting to do, 1. e., more than the average person, as it is only necessary to dip the gold pen in any convenient ink supply, and,a
iI 

 press of the finger will fill the ink tube by suction. This pen has all the superior features of the regular Waterman's Ideals,addition to the self-filling convenience. There are no awkward projections on the barrel. The usual full Waterman's Idealguarantee.

Made in five sizes. Plain, Chased, Gold Banded and Filigree styles. Fine, medium, coarse and stub points of every degree.
Prices $2.50 and up according to size and style of mounting. Prices are guaranteed maintained everywhere.
The incidentals to the successful selling of Waterman's Ideals, such as Show Cases, Window Displays, Advertising Circulars,Electrotypes, etc., etc., can always be supplied to the satisfaction of dealers. Catalogues and full information on request.

(11i I

8 School St., Boston

co.,173 6,4
115 S. Clark St., Chicago 17 Stockton St., San Francisco
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Bookkeeping in Stationery Stores

i'he store that is without an accurate and

di i■endable accounting system is in about

LI, same condition regarding safety as a

;1) at sea without a compass—she may b
e

ling straight for a snug harbor, or she

Ii :v be going with equal directness 
for the

.I:s. In either case, the best one can do

i to guess.

-Tommyrot," says a merchant. "I've

hcen running my store with the same sys-

tcm of bookkeeping for more than twenty

vcars and I haven't struck the rocks yet."

There are many merchants who take the

snine view of the matter of store account-

ing. They are satisfied with an accounting

\ stem that shows them what their goods

t-st, their expenses and where 'they stand

at the end of the year, or as often as they

inventory the stock. They are making mon-

ey, and that is enough.

In the majority of cases, if an expert

were put on the books and the records were

available, these same self-satisfied mer-

chants would be astonished at the manner

in which they are conducting their stores.

They would find in many instances that the

lines of which they think the most—the

Ones in which the greatest capital is in-

vested, which require the greatest space and

the most work—are the ones. that pay them

the least percentages of profit.- They will

also find that there are other lines that are

considered of little importance that are

actually the mainstays of the store.

There are stationery stores, for example,

carrying allied lines, that show more or. less

profit at the end of the year, but if one were

to analyze the source of the profit it would

be found that practically all of it comes

from the allied lines and that the regular

line is barely meeting expenses. Of course

this is not the case in a 'great proportion

of stores, yet it is a condition that is far

from uncommon, as most any wholesaler

will tell you. And the fault lies not in the

merchandising methods, but in the manner

in which the store books are kept.

There is only one accurate way in which

a record of the

store's business can
be kept, and that
is to divide up the

stock into depart-

ments and keep a

separate account
for each depart-

ment. This does not

mean a great revo-

lution in the store.
In fact the custom-
ers would never
know the differ-
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ence. If the stock is properly arranged

before there will be no need of rearrange-

ment.
It is simply a matter of keeping the books

in such a manner that it will be possible to

tell exactly how much each department is

making—or how much it is losing. And

this information is highly essential to the

success of any store. Some of the fixed

expenses such as heat, light, supervision,

etc., may be distributed pro rata over the

various departments, and this should be

done as fairly as possible, as the only ob-

ject of the department system of accoun
ting

is to get at the exact state.of affairs. Th
ere

is no need of splitting pennies or going

into great detail, but the department that

gets the most floor space should be charged

accordingly, and the same applies to help

and other expenses. Window display and

advertising should be charged as they are

used.
For convenience, the departments may be

each given a letter or a number. For ex-

ample, the loose-leaf department is "A,"

the fountain-pen department "F," and so

on. This is a help in small stores where

the salesman accompanies a customer from

one section to another. In making out the

sales slip the name of the department from

which each item was sold is indicated by a

letter or number for the guidance of the

bookkeeper.

To the merchant who has run a store

for many years, all of this extra. trouble

may seem wasted effort. He feels that he

has been in business so long that he under-

stands every detail from long personal con-

tact, better than any accountant possibly

could, and it is in this cocksureness, bred

of long experience, where lies the danger.

He has been doing things in the same way

for so many years that that way seems the

only way. Merchandising conditions have

changed and are changing to such an ex-

tent that there are extremely few who can

stick to the same methods that were suc-

cessful a few years ago. Lines that once

paid handsomely must now be carried with

practically no profit. Many elements have
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conspired to make a difference—competi-

tion, buying syndicates, mail-order houses,

trusts and combines, methods of manufac-

ture, advertising, and endless other influ-

ences no less potent, are constantly at work

for the benefit or the undoing of the mer-

chant. It is up to him to trim his sails to

take advantage of every favoring breeze

that may help him on his way to the harbor

of increased profits.

After all it is the profit that counts—and

the first move in the direction of bigger

profits is to discover the lines that pay

them—not on a single sale, nor on a dozen

sales, but at the end of the year. When a

store's profits are figured by departments,

it will sometimes be found that "the nim
ble

sixpence outstrips the lazy shilling." Goods

that sell for a dime or so will bring in more

profit by the end of the year than others

on which the profits (when sold) are

counted in the dollars. The turnover is

what makes the difference.—Merchants

Record and Show Window.

A Unique Advertisement

Paul Wilstach, who was for years stage

manager for the well-known Henry Miller,

and who later wrote a very complete and

popular biography of Miller's life, has re-

cently additionally distinguished himself in

the rewriting of the book "Thais" for dra-

matization. He also staged the production,

and, noticeably, with very great success.

Mr. Wilstach, it is learned, has, for

years, been an ardent admirer and user of

Waterman's ideal fountain pen, and the

combination of two of the striking scenes

of the play with a letter from Mr. Wilstach

to the L. E. Waterman Company has

proven of considerable interest. A reduced

reproduction of the display is shown here.

In an address before the Phil
adelphia

Stationers' Association F. D. Seymour, ad-

vertising manager of the Waterman Corn-

pany, said : "The capacity of the 
Water-

man plant is 1,500,000 pens a year. 
Each

year $300,000 worth of gold, silver, 
iridium

and copper are purchased, a typical b
lock

of the gold 9984 fine being shown. 
It is

alloyed down to 14

karat in order to

give strength and

rigidity. In the fac-

tory the sweepings

alone yield an an-

nual recovery of

$1500 worth of

gold dust, while by

the burning of the

workmen's overalls

an average of $5

worth of gold is

recovered."
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a your customers FOUNTAI-
When the prospective purchaser knows the facts about the Moore Fountain
Pen, he is convinced beyond a doubt of its superiority.

The dealer who takes pains to explain these facts is almost sure to make a sale. Moore pens
have had an enormous sale among people who have been prejudiced against fountain pens in
general because of their tendency to leak. The screw cap on a Moore positively overcomes this
difficulty. That alone is a strong selling argument.
Shaking in order to start the ink flow is an unknown occurence with the user of a Moore. The pen point is always
moist and writes perfectly with the first stroke.
To fill it is but the work of a minute. No troublesome joints to unscrew. These and many other qualities combine to
make the Moore a valuable and profitable asset to your business.

ADAMS, CUSHING & FOSTER, 168 Devonshire Street, Boston, Mass.
Selling Agents for AMERICAN FOUNTAIN PEN CO.

‘NIN■IM

When You Hold Your Next Auction
you will not be compelled to buy the ordinary auction umbrella, shoddily made with
handles of thin silver or cheap rolled gold plate, put together for the sole purpose of
making a show.

You will not be compelled to offer this type
thousand jewelers' handles which were in our
which we are willing to dispose of at a discount.

These sample handles have paid for themselves
umbrellas from Coast to Coast.

of merchandise, because we have ten
sample lines this last Holiday season

over and over again, having sold Hull

We are therefore willing to sort up these handles in any combination you may desire,
and mount them on new, fresh Hull bases (frame and cover complete), giving a very
liberal reduction on the handles, so that you will be in position to offer your customers
just as showy an article as you could by purchasing this other class of merchandise, and
you will have a well made umbrella, mounted with solid silver or heavy rolled gold plate
handles, which you can guarantee, and which in place of reflecting upon you afterwards
will be a credit to your store.

These handles would regularly wholesale from $1.00 to $15.00 apiece, and we will sort
them up so as to make any assortment suitable for your auction.

Write us immediately and we will gladly quote prices and discounts.

HULL BROTHERS UMBRELLA CO.1447-1457 Summit Street, Toledo, Ohio
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Law for the Retail Jeweler
[Copyright by ELTON J. BUCKLEY]

A series of articles specially compiled by
 a

well-known lawye
r for the better education of

the retail dealer in th
e law and its relation to the

ditIt rent phases of his 
business.—En]

Mutual Fire Insurance Compa
red with

Stock Company Insurance

1 have received a considerable 
number of

inquiries of late regarding the metho
ds of

mutual insurance companies, as c
ompared

\vith ordinary stock companies, an
d it has,

therefore occurred to me that some 
general

information on that subject may be 
timely.

In various sections of the countr
y retail mer-

chants' associations have organized 
mutual

in-urance companies, and so far a
s I have

ob-erved, all of these are prosperous, 
going

concerns. They have many advantages

t■ver the old stock companies, chiefly 
that

the affairs of the company are kept in

the hands of the merchants th
emselves,

and that the rates are much lower 
because

of the reduction in expense.

The mutual insurance company which 
I

shall discuss in this article is the one 
which

insures against fire. There are so-called

mutual companies which insure against

death, but they don't carry the mutual p
rin-

ciple anywhere near as far as the mut
ual

lire insurance companies carry it.

Mutual insurance is a system of insur-

ance by which the members of the associa
-

tion mutually insure each other. The

premiums paid by them are the fund from

Nvluich both losses and the expenses of th
e

business are paid. Practically always, mu-

tual insurance companies, especially thos
e

organized and conducted by merchants, are

incorporated. They should be, if they are

not, for every member of an unincorporated

company is considered a partner and rests

under all of the liability of a partner.

The mutual fire insurance companies

have a variety of ways of collecting thei
r

premiums, but the usual way is to require

,!very member to deposit what is known as a

premium note. Premiums, however, can

be paid to a mutual company in cash, if the

charter or by-laws allow or require it, but,

as stated, the usual way is to pAy by

premium note, accompanied by a small pay-

ment in cash. The note is assessable, as I

shall explain further on.

An absolute requirement of the true

mutual insurance company is that every in-

sured person must be a member and vice

versa. Here is a vital difference between

the mutual and the stock company. The

stock company is an incorporated body with

capital stock, whose stockholders need not

be policy-holders. The stock company

works for the profit of its stockholders,
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while the mutual company works for no
-

body's profit ; the profits it otherwise woul
d

make it deducts from the rate. In a stock

company the policy-holders have nothing

whatever to say about the conduct of the

company unless it is endangering the pro-

tection they have bought. In a mutual com-

pany the policy-holders are the whole thing

—they control the company absolutely.

The premium note is given to a mutual

insurance company by a member to cover

his share of the losses that may ensue while

he is connected with it. It is always for a

sum largely in excess of what the losses are

expected to be. These notes together con-

stitute the reserve of the company and are

the policy-holder's security. When losses

occur that cannot be met out of the cash in

the company's treasury, an assessment is

levied on each note. The charter and the

.by-laws of a mutual company always tell

on what conditions an assessment can be

made. "As often as the directors deem

necessary," or "When the losses exceed the

funds on hand," are usual reasons. A

policy-holder can always examine into the

reasons for the assessment and object to it

if it is not legal, for no assessment is lawful,

nor need be paid, which is not levied upon

the precise condition named in the charter

or by-laws.
Of course, everybody liable must be as-

sessed at the same time, or no one need pay.

An assessment need not be confined to th
e

exact percentage of the loss—it may also

cover a reasonable allowance for expense
s

and for failure to collect from all the mem
-

bers. But if it goes beyond this it is illega
l.

Notice of all assessments must be given

members in the manner provided by the

charter or by-laws. Usually the notice is

given by mail, but under certain conditions

it may be given by publication in a news-

paper.
As stated, every person insured by a

mutual company is a member and is liable

for his share of all losses that occur as

long as his membership continues. In most

mutual companies a member can cancel his

membership, and with it his insurance, at

any time. After he so cancels he is not

liable for any losses that occur subsequently.

Many cases arise under this principle of

mutual insurance, and in all of them the

vital question is : "When did the loss oc-

cur?" If it occurred before the member re-

signed, but was not settled until after he re-

signed, he must pay his share. If it oc-

curred after he resigned, and when his con-

. nection with the company had ceased, he is

not liable.
As stated, this is the general rule, but

sometimes the charter and by-laws of a

mutual company will change it somewhat,

and in order to see just where he stands on
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this most vital point the member, or pro-

spective member, should examine his by-

laws.
Another similar question which also

arises is as to the liability of a member who

sells real estate on which a mutual company

of which he is a member has placed insur
-

ance. In most States it is held that his

liability on his premium note ceases with

his sale of the property, because he ha
s

ceased to have any insurable interest in it.

In Connecticut, however, the contrary rule

exists, but it is not generally regarded as

good law.
Still touching the question of a member's

liability under his premium note, it can be

said .that in most States anything which

ends a member's connection with a mutual

insurance company and which cancels his

insurance, also ends his liability on his

premium note.
There is no risk in giving a note of this

character to a mutual insurance company,

as it is not negotiable, and therefore cannot

get into the hands of an innocent third

party, with power to sue on it stripped of

the defenses the maker might have had if

the note had been held by the company to

which it was given. The company must

keep it, and cannot even itself begin an

action upon it except to recover a valid as-

sessment. If the assessment is valid and the

amount is not promptly paid, the note, by

its own terms, is usually collectable as to

the entire amount. A member can defend

against assessments on his note, however,

on any of the following grounds : Illegality

of assessment ; failure to give proper notice

of it ; a demand for a larger sum than the

amount of the assessment ; the fact that the

company owes the member dividends which

more than cover the amount of the assess-

ment (cases where a mutual fire insurance

company pays its profits back in the form

of dividends are in the minority). In-

solvency of the company is sometimes also

a good reason for refusing to pay.

Members who pay their premiums in

cash are of course not liable for anything

further.
The question may enter the reader's mind

—How does the naked promissory note con-

stitute any security ? This is a natural ques-

tion, since in no way is the note a lien

on real estate, and if the maker of the

note is execution-proof, nothing can be col-

lected on it if he doesn't want to pay. The

answer is that his own insurance depends

on his paying the assessments on the note,

for if he fails to do it, the company can

cancel his insurance. Therefore, self-inter-

est usually constrains him to pay. Further-

more, there is some additional security in

the fact that in order to get insurance at all

he must have had an insurable interest in

some real estate, the holding of which usu-

ally makeq him good for the amount of his

note.
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CLARENCE F. BAYER BYRON L. STRASBURGER ALBERT PRETZFELDER

THE HOUSE OF NEWNESS
BAYER & PRETZFELDER CO.

IMPORTERS MANUFACTURERS
5 East 17th Street, Between Broadway and Fifth Avenue NEW YORK

ANNOUNCEMENT
We beg to inform the trade that our lines for 191 I are now complete and on the road and will be exhibited in all the large cities.it certainly will be to all "Live" Jewelers interest to see this exhibition. If you are not acquainted it will be to your best interest to com-municate with our New York Headquarters and get into communication with our representative in your respective territory.We wish to announce our lines are more extensive, more original, more saleable, newer and far beyond any ever produced or shown in the history of business. We would urgently suggestthat you refrain from placing any orders before seeing our lines.

Sterling Silver Bags
Gun Metal Bags
Beaded Bags
Fine Leather Bags
Gun Metal Novelties

Fancy Chains (of every description) Cigarette Cases (of every description) English Sheffield Plate Dinner GongsVani
h
ty Novelties Eye Glass Cases (of every description) Brass Goods Marble StatuaryCora 

Garnet Jewelry Chime Clocks, Novelty Clocks, etc., etc. Desk Sets, etc. Lamps and Electroliers
Lorgnettes l of every description) Opera and Field Glasses Smokers' Articles ( of every description) Art Goods, etc., etc.

SOLE AGENTS—La Vogue Bi-noculars, La Vogue Opera Glasses, La Vogue Lorgnettes—SOLE AGENTS

OSMERS, DOUGHERTY Co,
MANUFACTURING JEWELERS
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DULL?
Not when you have the I. & W.
line to keep things going.

Have you seen our line of Belt
Pins and Hat Pins? Just the goods
to start things at this season.

A line from any responsible
jeweler will bring a package for
inspection. Send the word and
keep busy.

ILGEN & WAKEFIELD CO. Successors to AIKIN-LAMBERT JEWELRY CO. 

15-19 Maiden Lane :: NEW YORK CITY

Jewelry
Wholesale Watches

1. Diamonds

TIMOR MARE

Colmont Opera and Field Glasses
On under side
of Midule Bar have been recognized by

Opticians who really wanted
a good article without pay-
ing too high a price.

With Colmont Glasses you have
a Guarantee.

The name STANDS for
honesty and uniformity of
construction, fairness of price.
For your own advantage, investigate
the "COLMONT " line at your
jobber's.

SUSSFELD, LORSCH & CO.
Catalogue upon application to any Jobber Importers 37-39 Maiden Lane, NEW YORK
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What Customers Think of Our
Business"

, dress by J. H. RIFFE, Hastings, Nebr., before Annual

Convention Nebraska Retail Jewelers' Association

What do our customers think of our methods
conducting our business? I don't believe

t cre is a jeweler in the State of Nebraska who
[s not often asked himself the question, "What

, ,inion have my customers and friends of my
thods of conducting my business?" Yet, right
the face of that declaration let us see if that

,:atement is correct in its fullest sense. Let us
the average jewelry store and examine it
the viewpoint of the customer, and see if

ir is kept in condition that is pleasing to our
stoiners and friends who visit our store. Let

\ pause, for a moment, before the windows, the
atest advertising asset a jeweler has; in fact,

1,, greatest advertising medium known.
Let us place ourselves in the attitude of a cus-
quer and see what attraction has this window

us? And in what condition do we find it?
r instance, do we find a cut glass punch-bowl

\\ ith individual glasses to match that has graced
that window for at least thirty days, so expen-
ve that not over six or eight people in the

1,.wn could afford it or care for it; or, was the
\\ indow neatly decorated with pieces of jewelry,
I,ric-a-brac and other catchy articles, especially
.1.1apted to the season with prices that would
catch the eye of the average person passing the
window?

Let me say, right here, that
Power of I believe that many minds
the Window have been made up before en-

tering the jewelry store or,
;night I say, prejudiced by the general appear-
ance of the show windows. How often have
we sauntered along the streets in a strange town,
or for that matter in our town, looking in the
show windows, our attention being attracted by a
neat display of hats, ties, hose and other items of
wearing apparel, and before we were aware of
the fact we had separated ourselves from five
or ten dollars, just on account of that alluring
window display. Don't you think, my friends,
that such conditions as I have described will
apply to our own profession? In fact, don't you
believe it appeals more strongly to our line of
business than almost any other line inasmuch as
the jewelry line is a line that cannot be classed
as absolutely essential, and must be constantly
displayed before the buying public in order to
get the fullest results? I believe that I can make
the bold assertion that in many cases jewelers
have finally won out over competition by close
and constant attention to their window display.

Now, friends, I think I have
Store said enough on the question of
Conditions windows. Again, from the

viewpoint of the customer, let
us take up the conditions as we find them in the
store. Let us first note the general conditions.
Are they refreshing and cheerful? Does the
general appearance denote prosperity, or do we
note the opposite conditions? In what conditions
do we find the merchandise? Do we find the
card goods carded on neat, new cards, of even
size, neatly arranged in the tray, the other lines
of goods marked with neat, clean tags, looking
as though they had just been received from the
factories? Neat, clean show cases, clock shelves,
wall cases and all through the store a neat, clean
appearance? Or do we find the jewelry carded
Oil the original cards, showing last summer's
finger-marks, size of cards varying from an inch
to four inches in size, tags marking other lines so
ancient in appearance that an antique collector
would be green with envy were he to see them,
and all other departments in like condition?
I believe, my friends, that, in many cases, cus-

tomers have even been lost by the disappointment
caused by the generally unfavorable conditions
existing in such a store. I also believe that
many jewelers have met with absolute failure on
account of the conditions just described.

Let us spend a few moments
Repair in the repair departments. It
Department has often been said that the

pulse of the jewelry business
could be felt through the repair departments. I
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somewhat question that theory, yet I am con-
vinced that the repair department is a very im-
portant factor in the jewelry store. There is
ground for a great deal of dissatisfaction in
many ways. I think that one of the common
errors and really a cause for complaint is a lack
of promptness in finishing and delivering repair
work.
I have found from personal experience that a

customer can become, and does become a booster
for your business when prompt and satisfactory
service has been rendered him in the way of
repairs. A common error with the watchmaker
and jeweler is in promising out work too early.
It would be better for his reputation to be count-
ed slow and sure rather than swift and unreli-
able. Many of the watch factories claim that it
is impossible to repair and adjust a watch within
less than thirty days' time. Why should the jew-
eler attempt a feat that is impossible by promis-
ing accurate watch work within an unreasonable
time.
Yet I don't believe prompt work that is slightly

unsatisfactory is much more harmful to one's
success than the repeated failure to deliver repair
work at a promised time.
You know the jeweler has a reputation for a

very .elastic conscience when it comes to side-
stepping a promise; in other words, a jeweler's
promise is considered a huge joke. I believe that,
were these conditions changed, when a piece of
repair work was delivered to the department, and
when a promise is given that the work should be
done at a certain time, and the jeweler saw that
this was carried out to the letter, it would not
only have a satisfactory influence in that line,
but that it would be felt in the other depart-
ments.

Let us take for a few mo-
Value of ments the social feature of
Sociability the jeweler. It seems to be

one of the unfortunate physi-
cal or mental conditions, I might say, that the
average jeweler has the reputation of being any-
thing but social. I wish to emphasize •the im-
portance of sociability as being one of the im-
portant assets of the jewelry business. I have
made that feature of our profession somewhat
of a study. I never miss the opportunity of visit-
ing the jewelry store when going into a strange
town or city. I often observe these conditions
from the standpoint of the customer, and I must
confess that I am surprised at the absolute un-
sociability of the average jeweler over the coun-
try. I often find the proprietor busy at the bench.
I have found, in many cases, that, with an effort,
I would be asked if there was something I
wanted. Being answered in the negative, he
would again settle down to his work. Now, it
seems that a great many jewelers have an idea
that putting on a watch crystal, or a hand, is of
vastly more importance than the cultivation of
the friendship of their customers. How can the
jeweler hope to increase his patronage, thereby
increasing the sales of his merchandise, by abso-
lutely ignoring the art of making friends? Do
you believe, for an instant, that all customers
who enter your store purchase the very thing
they came in to ask about, and nothing more?
Customers, my friends, are not different from
you and me. For instance, we will enter a dry
goods store; we find the clerks grouped in
bunches, discussing the spring hats, the new style
of dress and other matters dear to their hearts;
our entrance is scarcely noticed. When we are
approached by a clerk in an indifferent way the
desire to purchase is eliminated and our ardor
is so cooled that we either purchase those things
absolutely necessary or nothing at all.

Let us picture the opposite
Cheerfulness condition. We enter a store.
and Courtesy We are greeted by a clerk in

a very friendly, sociable way.
We are asked in what way he can serve us. His
very personality appeals to us, and, in making the
purchases, we find his superior knowledge of so
much benefit that we are often found making
more purchases than we intended; and not only
that, but we find ourselves returning when in
need of such merchandise as is carried in that
particular store.
These conditions, however, apply more nearly

to the country than to the city. I believe the so-
cial feature is needed more with the country
jeweler, if there really is a difference, than with

the city jeweler ; for this reason the country jew-
elry trade is made up largely of the farmers,
who, as a class, are inclined to sociability. The
country jeweler should know every man, woman
and child in his community, and he should make
them feel that he is interested in their welfare.
The very fact of his personal acquaintance with
their individualities places him in an advanta-
geous position.
The necessity of securing a large and favorable

acquaintanceship is more important in the case
of a jeweler than in many other lines of trade.
In this respect the position of the jeweler cor-
responds to that of an attorney, a very large
proportion of whose stock in trade must consist
of his personal acquaintanceship. This is true be-
cause of the fact that first, the line of goods car-
ried by a jeweler is not a necessity in the same
sense that clothing or groceries are necessities,
but rather are classed as luxuries, and men do
not buy because of the stress of necessity but
rather as they may be led to the point of buying
by their friends. Then it is also true that the
law of economy does not always hold in barter.
The economist would have us believe that a man,
in making a purchase, finds out where he can buy
the best goods for the least money and trades
with that individual, while, as a matter of fact,
the personal element enters in very largely. Men
even buy the necessities of life from those in
whom they have confidence and from those who
are their personal friends, and this is particu-
larly true of lines which are not necessities.

The average man knows abso-
A Matter of lutely nothing in regard to
Confidence watches and jewelry and must

buy from one who has proven
himself to be a personal friend and has estab-
lished himself in the confidence of the customer.
This friendship and confidence can be se.cured
both during and outside of business hours. A
man's whole attitude in his own store toward
callers, whether purchasers or not, will determine
very largely his success and his whole bearing
and attitude outside of business hours as he
meets men on the street or in a more formal
social way, has a larger bearing upon the increase
of his trade than many men imagine. It is an
art to meet people and win their confidence. It is
an art which cannot be pretended, but one which
must emanate from one's own inner conscious-
ness; that is to say, one cannot pretend a friend-
ship with an interest in men which he does not
actually feel, and a social consciousness cannot
be put on as occasion may demand. No one
thing is so important for the success of a jeweler
as his ability to meet people properly and his
ability to win confidenc6.

Let us, from the viewpoint of
Advertising the customer, take up the ques-

tion of advertising. I believe
the quality and very nature of our advertising
goes a long way in the molding of favorable, or
unfavorable, opinion of our business. I believe
that, in judicious and proper advertising that we
can largely check the ravages of the mail-order
houses, inasmuch as we are on the ground and
are in a position to talk personally to the pro-
spective buyer ; where, on the other hand, the cus-
tomer must take the representation of mail-
order houses and cannot see what he is buying
until after it is paid for. As to the nature of
advertising, I do not believe that any set rule
can be laid down for the general advertising of
the jewelry business; rather I think local condi-
tions largely govern the advertising. But one
thing I am certain of and that is a great deal
of the money used brings but little results, as I
think we are given to the habit of rather too
general advertising than a concentrated, concrete
method. I think a neat newspaper ad, calling
the customer's attention directly to the article
being advertised, possibly the prices added, car-
ries with it very much more force than a general
ad. which takes up space and says nothing. I
have reached the conclusion that one of the most
forcible methods of advertising is in the quoting
of prices ; that is, on many articles of jewelry.
By our own experience our attention is attracted
more by the prices than by the articles we notice
in the windows as we pass by.
The jeweler who finishes in the lead is the man

who puts his hand to the wheel and boosts, smiles,
keeps on smiling, and finally success is his.

ri
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Many Jewelers Make More Money Selling Pianos Than They Do With Their Regular Stock-in-Trade
Line for Live Dealers; Manufactured by Separate Organizations
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" MERRILL"
Grand Pianos

Upright Pianos
Player-Pianos

Est'd 1873

"Norris & Hyde"
Upright and Player-Pianos

WRITE FOR CATALOGUES

NATIONAL PIANO CO.

Est'd 1868

" BRIGGS"
Grand Pianos

Upright Pianos
Player-Pianos

BOSTON

IF YOU WANT TO LEARN ABOUT NEW
FINISHES, WRITE US

We Are

Electro Platers and Colorers
.

of 32 Years' Experience

We can give your line of jewelry a finishing
touch of individualism that will create. sales.

Our strongest asset is our customers' recom-
mendations.

Our prices are the lowest—our work the finest
because of our equipment and experience.

We cater to the MANUFACTURERS and
JOBBERS.

CORRESPONDENCE SOLICITED

THE
A. S. INGRAHAM COMPANY

OFFICE AND WORKS

ATTLEBORO -.. MASSACHUSETTS

No. C. DIAMOND BALANCE

'71

Leather Fobs
Lapel and Regular
London Tan, Black

Patent Calf
WINE BROWN

GREEN

€:
1Leather is of finest im-

ported stock with finished
edges done by special process
machinery. We own the only
machine of its kind in the
country able to do this work.
Buttons of all lodges in country
furnished with lapel strap, also
imitation stone and plain
chased buttons. Regular fobs
are of varied assortment—all
good, live sellers. IR Profit
makers to retail for 25 and 50
cents. 4L Interested Dealers
send for a sample dozen as-
sorted Fobs by mail. The cost
is small. You can then judge
our line.
C. Ask your jobber to see
our line or write us and we will
put you in touch with one that
carries our complete fob line.
Trade supplied with unmounted

Fobs, Straps and Buckles

H. J. Collis Mfg. Co.
FOB SPECIALISTS

, TAUNTON, MASS.

HERMAN KOHLBUSCH, SR.
MANUFACTURER OF

Fine Balances and Weights

FOR EVERY PURPOSE
WHERE ACCURACY IS REQUIRED

170 Broadway (Corner Maiden Lane)
New York, N. Y.

SEND FOR CATALOGUE
UPRIGHT POCKET DIAMOND
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xposition of Early Church Silver

lany Churches to Place Their Treasures on

Exhibition

The approaching exhibition of Early American

l'hurch Silver, to be held at the Boston Museum

.f Fine Arts, takes on a growing interest as the

!ireparations for it near their end, writes Burton

Kline in the Boston Transcript. These have gone

forward so well, under the care of Mr. Francis

I. Bigelow, to .whose initiative we shall owe this

reat, and the churches appealed to have so gen-

erously co-operated, that it is now possible to

form a fuller notion of the scope of the show

and the immense charm it will exert. The ex-
hibition will be thrown open on July ist, a date
which will bring it well within the range of the
tourist—always keenly on the scent of historic
associations and an excellent person to spread
educational forces elsewhere over the land. (In-
(Ieed, not the least of the purposes underlying the
exhibition is the corrective influence it may have
on our fussy latter-day taste.) And the closing
will be postponed until late in the fall, in order
to give home-coming Bostonians an opportunity
to see what a surprising heritage of beautiful ob-
jects have come down to them from the earnest
craftsmen of their earliest days. Mr. Bigelow,
such has been the success of the efforts shaping
this collection, is able to predict that it will be
the most inclusive and valuable gathering of sil-
ver ever got together in America. It will cover
the work of all the important early New England
silversmiths, most of whom, by the way, attained
to prominence in affairs as well as in their calling.
Already the Museum has on deposit about eight
hundred pieces of silver, from nearly a hundred
churches in Massachusetts, Maine, New Hamp-
shire, Rhode Island and Connecticut. Most of
the historic churches, though not all of them,
have answered this patriotic appeal to let their
treasures be seen; and responses from the still
reluctant remainder are now coming in gratifying
number. The outlay, when it is completed, will
undoubtedly include every relic of any artistic or
historic value remaining from the early master
workers.

Much of this rare old silver
Deplorable has been handed down through
Neglect various caretakers till its origi-

nal artistic and historic value
has been lost to sight altogether. In some few
cases old pieces, kept in the houses of church offi-
cers, have become so discolored in disuse as to
be mistaken for pewter and thrown away in the
ash barrel. Or, in the passing of time, its owner-
ship has grown vague or forgotten, and it has
been very naturally supposed by heirs to be pri-
vate property. In any case, its keeping in the
hands and houses of members, however carefully
it were guarded, subjected it to danger of loss
or dispersal. Of course, most of the churches
were vividly aware of the interest and value at-
tached to their treasures, and many have been
accustomed to store it in vaults in the banks.
But the museum had a still stronger appeal for
these, since it could offer them even greater se-
curity within its carefully guarded walls, with
the advantage that while so stored it might be
studied and admired by the public instead of being
hidden away where its beauty was wasted in
darkness. There has thus been every reason for
a generous co-operation among the churches, and
it is gratifying to be able to report that Mr.
Bigelow and his coworkers have had increasingly
easy labor in their task of completing their col-
lection.

It is a double loss that even a
Historic Value small amount of this silver

should have wandered astray.
Beautiful in itself, and closely associated as it is
with the early days of the towns in which it lies,
it is a perfect reflection of the simple and sincere
times out of which it has come, and a faithful
record of those small events which form the very
fabric of history. Many.are the interesting lights
on early times and customs unearthed by the
collectors who have gathered these old cups and
chalices—interesting footnotes to many a local
record or family history. And the beauty of the
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collection will speak for itself. During the Sev-
enteenth and Eighteenth centuries Boston was
the center of a craft that now takes high rank
in the field of art. The very earliest of the silver
used by the settlers was brought over from Eng-
land, originally fashioned for domestic use and
later presented in reverence to the church. But
from the earliest days in Colonial life the silver-
smith found himself thriving in his trade. At
once a distinctive school of design sprang up.
The early American had neither the means nor,
in his simpler life, the taste for lavishly decor-
ated work such as was sought in cavalier Eng-
land. Yet for many curious reasons he was a
lover and collector of articles of silver, for social,
domestic or sacred uses. Wealth that had begun
pouring in from the Indies, on account of the
depreciation of the first paper currency, was
hoarded in the form of silver, which thus became
the mark as well as the storehouse of prosperity;
for the sensible colonists chose to have their
means about them in manufactured form. Henee
the liberal patronage of the silversmith, who .had
every encouragement in his art and craft. We
to-day are the fortunate heritors of the now
precious works which then left their hands in
abundance.

The dean of these early mak-
John Hull, ers was John Hull, who began
Silversmith as a schoolmaster but soon

turned to working in silver, in
which he so distinguished himself and so im-
pressed his fellow Colonists with his sense of
affairs that they made him the Colonial mint
master. He and his partner, Sanderson, were the
makers of the famous "Pine Tree" shillings, and
Hull became the hero of the now famous legend
of his having placed his daughter in a huge scale
and piled up pine-tree shillings against her until
they and she balanced, for her dowry. Hull ended
as a merchant prince, after having supplied many
a house and more than one church with heir-
looms of his craft. The First Church of Boston
has a piece of silver by Hull dated 1661, one of
the oldest extant. The First Church in Dorches-
ter has a piece made in 1662 by David Jesse,
scarcely less well known as a craftsman. An-
other of the very oldest makers was John Cony
(1655-1722), who engraved the first Colonial pa-
per. Hardly less prized, at least for its priority
is the work of John Dixwell (1680-1725), son of
the noted regicide, Colonel John Dixwell. Dix-
well gave a piece of his work to the New North
Church in 1717, which is now in the possession
of King's Chapel. Still others notable among
the first of the smiths were John, Samuel, and
Thomas Adams, John Noyes, James Turner, Will-
iam Cowell, Andrew Tyler, the curts (William,
Benjamin and William), the Hurds (Jacob and
Nathaniel) ; Nathaniel Henchman, and, of course,
best known of all, the two Reveres, father and
patriot son. These and others of equal note and
artistic sense will all be recalled by their work in
this coming exhibition.

The donors of these pieces of
The Donors early church silver were as a

rule the foremost citizens of
towns in which these chtirches were situated.
And yet, at this late day very little seems to have
been recorded of them in most of the churches
which have had handed clown to them these
original gifts. Many of the cups and other
articles were in domestic use and were turned
over to the church at the death of the owner.
And quite often they were not given for two or
three generations after the death of their donors.
For instance, the Quincy church has a tankard
marked "I. P. M." This, at least, is the original
marking. But a nineteenth century inscription
has it as the gift of Quincy Tufts in 1872. A
still earlier lettering is "C. T. to O. T.," which
are taken for Cotton Tufts to Quincy Tufts,
father and son. By following the line back we
know that the tankard must have belonged origi-
nally to Quincy Tufts' grandfather, another
Cotton; to a greatgrandfather, Simon, and to the
great-greatgrandfather, Peter Tufts, of Medford,
who married Mary Cotton in r684. It was the
custom in those clays, and later, too, to engrave
the initials of husband and wife on pieces of
silver. This particular piece bears the stamp of
Jeremiah Dummer, a noted silversmith of his
time, who was an apprentice under John Hull,
the mint master, and who was father to Lieuten-
ant Governor Dimmer.
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Another early tankard, in tile Medford Church,
was given for Francis and Mary Whitmore in
1761. This article, however, bears the name of
Mary Parker on the bottom and earlier initials
P. I. M. From this it is assumed that Francis
Whitmore married Anna Pierce, who died in
1716, and then married Mary, the daughter of
Nathaniel Hancock, of Cambridge. This would
seem to give no clew to the initials P. I. M., but
it is found that Mary Hancock married John
Parker in 1711, and that he died in 1712, and
that she afterward married Francis Whitmore.
The initials therefore stand for John and Mary
Parker, married in 1711, which is the proper date
for the tankard. After her husband's death Mary
Hancock doubtless had Mary Parker added.
Governor Winthrop is known to have presented

a cup to the First Church in Boston. John Pres-
cott presented another to Brockton Church. This
worthy, by the way, was the grandfather of Col.
William Prescott, who -fought at Bunker Hill.
John Cumings, who presented several pieces of
silver to the Concord Church, was the man whose
legacy to Harvard College formed the foundation
of the Harvard Medical School. General Arte-
mus Ward, who was the donor of two interesting
pieces to Shrewsbury Church, will be remembered
as the commander in charge of American forces
during the siege of Boston until Washington took
command.

These are but a few examples
Describing the of the interesting individual
Collection history of many of these quaint

and beautiful objects — and
likewise they are examples of the skill and
knowledge demanded of those tasked with their
identification. There are still innumerable others
whose riddle of initials, dates and markings re-
mains to be solved, and whose solution will add
to their interest, for the churches who own them,
for the descendants of the original donors, and
last of all for the student of history and art. All
this matter will be faithfully recorded, along
with expert critical comment, in the book entitled
"The Old Silver of the American Churches,"
which Mr. E. Alfred Jones, the noted English
authority on silver and furniture, has engaged
to write on the collection. Mr. Jones has pub-
lished several valuable works in similar vein,
notably one on the royal collection of silver in
Windsor Castle, and another on the Czar's extra-
ordinary collection in St. Petersburg. The Na-
tional Society of Colonial Dames last year ap-
propriated $500 toward Mr. Jones' expenses in a
first examination of the silver then at the Mu-
seum, and many of the various State societies
have offered to defray his further expenses this
year. As his services are entirely gratuitous it
has been thought only complimentary to Mr.
Jones and in sensible appreciation of his work to
assist with subscriptions in the publication of his
book. To this end the Massachusetts Society of
the Colonial Dames have sent circulars to their
members. Mrs. Barrett Wendell requests that
all possible subscriptions be made at five guineas
net, with $15 for each copy, payable in advance.
This will cover Mr. Jones' traveling expenses to
America this summer, when he will again visit
New England and go thence to New York and
the South to study the silver got together by the
Colonial Dames in those States. Miss Sarah H.
Crocker, treasurer, 319 Commonwealth avenue,
Boston, has consented to receive subscriptions
for the book,

As the importance of the ex-
Identifying hibition becomes known, it is
the Pieces confidently expected that the

churches that have still re-
mained unwilling to lend their pieces will ac-
quiesce in the many purposes of the collection.
When it is at last complete and ready, the silver
will be exhibited in groups, under the various
makers' names. And in order that each maker's
showing may be thoroughly rounded out, a few
important domestic pieces from his hand, not du-
plicated among the church pieces, will also he
shown. It is the especial design that all the
makers' marks be noted, and Miss Paull, of the
Museum, announces her readiness to examine any
domestic pieces that may be brought to her notice.
Since the work of preparing and gathering all
this mass of plate entails a vast amount of labor
and study, it is to be hoped that the still out-
standing churches will forward their loans as
quickly as possible.

1
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Beauty and Quality Bastian Motto
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Mr. Jeweler:—Be Sure to Get
Our Designs and Estimates if
You Want to Please Your
Customers.
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860 In asking for designs give quality and

quantity wanted and any suggestions
on which we may enlarge.

This cut illustrates but one of many pages
of our catalog.

Write for copy and discounts to-day.

You are sure to have some inquiry.
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BASTIAN BROS. CO.

Money Saved
This Must Interest You

ILEvery man wants to save

money, and we can show
you where you are throwing it
away. If you will adopt our
method of sending packages
through the mail we can show
you a saving of from 50% to 75%.

WRITE FOR PARTICULARS

INSURANCE COMPANY
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The Minerals of Mexico

1/Ice Called the Treasure House of the 
World.

Large Products of Gold, Silver and Cop
per

Now that Mexico is so much in the publ
ic eye

the following article by Frederic J. Has
kin, in the

New Orleans Times-Democrat, will hav
e special

interest for our readers:

Few nations are so favored in the matte
r of

mineral wealth as Mexico. Humboldt once 
called

this country the treasure house of the 
world.

\Vhen one considers that untold millions have

been taken out of its gold and silver mines
, and

that three-fourths of all Mexico mining ter
ritory

is as yet unexploited, Humboldt's picture
 does

not seem to be overdrawn. Certainly there are

but few of the metals used by modern civil
ization

that are not found here in abundant qua
ntity.

Besides its metals, Mexico has rich deposits
 of

precious stones, its opal mines being famed

throughout the world for the abundance and

beauty of their product.
Mexico to-day occupies first

Largest Product rank among the nations of the

of Silver world in the production of sil-

ver. Its mines have been

worked from time so remote that even tradit
ion

does not record them. Long before the Aztec

Indians swarmed down from the north and t
ook

possession of the land of the Toltecs, silver

mines of seemingly inexhaustible richness had

been worked for uncounted years. When Cor
tez

invaded the land of the Montezumas he t
ook

from it more than seven million dollars' wo
rth

of gold and silver. Silver is sometimes found

in nuggets of vast proportions. One of these,

discovered in the State of Sonora, near the

American frontier, weighed 2750 pounds. The

production of silver has ceased to be as profit
able

as it once was, owing to the decline in the
 mar-

ket value of the refined metal.

The annual output of silver amounts to a
p-

proximately 77,000,000 pesos. It was hoped by

the Mexicans that the improvement of trade 
con-

ditions in foreign markets would result in an

increasing demand for silver in such countrie
s

as India and China, the principle users of 
the

white metal. It was thought that in connection

with the gradually diminishing supply of bar sil
-

ver it would bring about an improvement of

prices. But just at the time that it seemed as i
f

this hope was to be realized a new competi
tor

appeared on the scene, and silver went still lower
.

The extension of a railroad in Canada was 
the

means of discovering rich deposits of silver mi
xed

with cobalt and nickel. In icor° the output of

these mines amounted to one-sixth of the world'
s

total production of silver. The cost of mining

and treatment is so small and the assay in man
y

of the veins so great, in some cases averagin
g

more than 3000 ounces oer ton, that the effect

of this discovery has been to drive the price of

silver down and almost swamp the world's mar
-

kets. Mexico suffers most severely by this, owin
g

to the fact that many of its mines produce troth
-

mg but silver.
But what Mexico is losing in

Product of Gold silver is being made up in the
production of gold. Last year

the output of the Mexican gold mines amounted

to $55,000,000, an increase of $9,000,000 over th
e

years 1906 and 1907. This increase is partly due

to the discovery of new mines, but mainly to th
e

further application of the cyanide process to the

treatment of gold-silver ores. The Real del Oro

Mines, in Mexico, is one of the largest gold

mines in the world. It has been worked from

a period far antedating the Spanish occupation,

and is still producing large quantities of the

precious metal.
There are upward of roo copper mines in the

republic, some of them possessing deposits of re-

markable richness. Those at Cananea are said to

be the third largest in the entire gorld. The an-

nual output of copper approximates $20,000,000.

The territory of Lower California boasted of the

largest output from a single mine last year, even

surpassing the record of the Cananea mines. This

was the Bolleo mine, with a production of 12,000

metric tons of copper. The United States is
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the principal consumer of Mexican coppe
r, using

nearly one-half of the entire output.
Nearly all of the other metals

Product of which are produced in the

Petroleum United States are also found

in Mexico. The production qf

petroleum promises to become one of the 
leading

industries of the country, the region bet
ween the

mouth of the Rio Grande and the peni
nsula of

Yucatan appearing to be underlaid with vast

quantities of it. Only recently an oil well was

opened not far from Tampico with a flow
 which

places it in the front rank of oil-produc
ing wells

in the world. It was feared for awhile that it

would be impossible to cap this vast s
tream of

oil, but after many days of strenuous 
work the

efforts were successful.
The oil business in Mexico has develop

ed at a

very opportune time. The railroads of the

country, owing to the cost of coal, have
 been

predisposed to use oil as fuel for their 
engines.

The Tehauntepec route was the first ra
ilroad in

Mexico to make the experiment, and it p
roved so

successful that the Mexican government ho
pes to

equip all of its railroads with oil-burning 
engines.

The opal mines of Mexico are

Opal and Jade among the richest in the world.
In working them the opal-

bearing stone is drilled out with steel drills,

brought to the surface on the backs of
 peon

laborers, broken into small pieces with 
hammers

and then sent to the lapidaries, who p
olish the

stone. The richest opal region of Mex
ico is to

be found in the section around Qu
eretaro, in

Central Mexico, where the rock format
ions are

so full of opal that traces of the minera
l may be

seen in the stones used for building 
purposes.

There are many varieties of opals, and th
ey sell

at figures varying from a few cents eac
h to a

thousand pesos apiece. The Mexican peon has

found that he can cover up the defects 
of im-

perfect stones by giving them a bath of oi
l, and

the traveler who buys his supply of op
als from

An irresponsible vender is almost certa
in to be

cheated.
The jade of Mexico is found in a great 

many

of the ancient Indian tombs of the re
public in

the shape of oddly wrought amulets, m
asks and

beads. Jade at one time was used for filling th
e

teeth of Mexican Indians. Many skulls of un-

doubted antiquity have been found whose
 teeth

were inlaid with pea green jade. Some of
 these

teeth, taken from skulls in Yucatan, may 
be seen

in the Peabody Museum at Harvard Univ
ersity.

Onyx exists in large deposits

Mexican Onyx around the city of Pueblo. The
onyx workers of that city are

among the most famous in the world, a
nd the

curios made by them and sold in the sh
ops of

Mexico are in many instances perfect s
pecimens

of the lapidary's art. One may buy a souvenir

paper weight of onyx for a few cents, or a
 splen-

did mantel ornament costing hundreds of 
dollars

The interior of the new $2,000,000 post 
office

building in Mexico City is finished in onyx
 from

the Pueblo mines. The architect of this str
ucture

was an Italian, but the work was execut
ed by

Mexican workmen, and their efforts in i
nterior

decoration are regarded by competent jud
ges as

among the finest examples of such work 
in the

world.
In some mines every modern process of h

and-

ling the material and extracting the metal is 
used,

while at other mines the same old processes 
that

were used centuries ago are still in use. 
Peons

still carry the pay dirt out of the mines on

"chicken ladders," as they did in the days
 of

Spanish rule. It is then spread out and ground

to powder with huge stone rollers, drawn by

mules. After being powdered the dirt is carried

to a paved court. When it is about two feet

deep handfuls of salt, blue vitrol and qu
icksilver

are strewn over it in quantities sufficient to 
pro-

duce proper amalgamation. Then a herd of
 mules

is driven over it until the whole becomes 
a mass

of thoroughly mixed mud—a process oft
en re-

quiring as much as four weeks. Then it is 
car-

ried to the washers. The silver-mercury
 amal-

gam, being heavy, remains behind, while th
e mud

is washed out. Then the amalgam is carr
ied to

a distillery, where the silver and the merc
ury

are divorced, the silver to be made into 
ingots

of pure metal, and the quicksilver to be
come the

affinity which steals another lot of silver
 from

its age-long companion—dirt.

The Grandfather's Clock

"Why are grandfather clocks made tall?"

That seems at first a question very easy to

answer, but when the man to whom it had 
been

put came to think it over a moment, why,
 really

he wasn't quite so sure, and he put the 
question

to an expert clockmaker, a man with an 
intimate

knowledge and of long acquaintance with 
clocks.

"It is curious," said the clockmaker, "abo
ut that

name grandfather's clock. The tall clock is
 time-

honored, for centuries it has been made i
n this

familiar form, but it is only within the last 
thirty-

odd years that it has come to be as it n
ow is,

in this country at least, very commonly k
nown as

grandfather clock, a name that it owes to a
 song.

"In the later seventies there was broug
ht out

a song that came to be immensely popular
, 'Grand-

father's Clock.' People sang it, bands and or-

chestras played it and boys whistled it. Th
e tune

was in the air and soon the name gran
dfather's

clock came to be by many people appli
ed to all

tall clocks, the old familiar tall clocks lik
e the one

described in the song, and ever since this
 name

has clung.
"Hall clock is the correct title of clocks of

this type and it is as hall clocks that th
ey are

catalogued and described by all clockmaker
s. It

is not unusual for us to receive inquirie
s con-

cerning grandfather's clocks which never, 
to my

knowledge, before the introduction of the so
ng,

were known by that name, but which now to 
many

people may be known by no other title.

"England is the country in which in old t
imes

hall clocks were made in the greatest 
numbers.

There were not so many on the Contin
ent, but

in England they were to be found in m
any old

homes; clocks with works of heavy br
ass, fine

solid old clocks that kept good time.

"From England such clocks were br
ought by

some of the earlier settlers to this c
ountry, and

here also there were made in those ear
lier days

hall clocks with wooden works which were

cheaper than brass, works with plates of oak,

wheels of apple wood and pinions and
 staff of

snake wood, and of these old hall 
clocks with

wooden works many gave fine service.

"Then also they put Black Forest clocks
 im-

ported from Germany, the familiar 'wa
g on the

wall' clocks that you fasten to the 
wall, while

their long pendulum swings back and 
forth in the

open below, they put wag on the wall 
clocks into

tall cases that carpenters made, and so 
made them

into hall clocks. And then in due time they

came to make here fine hall clocks with brass

works and with fine cases copied afte
r old Eng-

lish clocks, or in appropriate Coloni
al designs.

And it was in those days also that 
the heavy

lead weights were taken from hall c
locks to be

cast into bullets, these weights being replace
d

with cans filled with sand.
"Nowadays hall clocks are made in 

various

woods and in a great variety of de
signs, old and

new; reproductions of quaint old style
s and of

various periods, English and Colonial, 
and clocks

of various modern styles. Some of 
these clocks

are very simple, some are very elabor
ate.

"But why is the hall clock made tall?
 Well, we

might be disposed to think that it wa
s made so

to accommodate within its case its l
ong pendulum

and its long depending weights, but 
I fancy we

should discover the real reason for its height

in considering where in the house th
e clock was

placed.
"It stood commonly, as its name 

would imply,

in the hall, though it may have been placed on

the first landing of the stairway up 
from the

hall. It was made of fine wood and it was of

fine workmanship and it was made to be in

material and design in keeping with 
or in har-

mony with its surroundings. Thus it
 might be a

stately or a quaint or a beautifully
 decorative

piece of furniture as well as a clock, t
hough it

was as a clock that it was primarily
 designed, and

though such was its actual use, and 
its use as a

clock in the situation in which it was 
placed gives

us the real reason for its height.

"A shelf clock. to be sure, stands
 on a shelf,

so raised to be at a height w
here it can be con-

veniently seen. But the hall clock is contained

in a case that stands on the flo
or, and so, very

naturally, its case was made high en
ough to bring

the dial of the clock up to a 
level convenient to

the eye. I guess that in this we find the 
simple

reason for making hall clocks t
all."—N. Y. Sun.
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Are We Losing the Use of Our
Hands?

Ity SIR FREDERICK TREVES, in The Nineteenth Century
and After

Looking back to the dawn of the human race
one can only view with incredulous wonder the
work that has been wrought and the fabric that
has been fashioned by the restless animal man,
with his two ever-busy hands, in the course of.
say, some fifty centuries. In the soil upon which
London stands are still to be found flint arrow
heads and spear points which represent the most
finished handiwork of the first Londoner—a
naked man in a riverside jungle. Above the beds
in which these weapons lie now rises an un-
dreamed-of city, the folk of which may be watch-
ing the movements of an airship, while below the
buried javelin heads there burrows an electric
railway.

The advance of handicrafts-
Days of the manship since the days of the
Flint Arrow flint arrow is almost too amaz-

ing to formulate, especially if
it be assumed that man has advanced in like pro-
portion. If this inference includes the estimate
of man as an animal, it is well to remember that
it is not sound reasoning to judge comprehen-
sively of the worker from his works. It is prob-
able, for example, that the man of to-day I s in-

ferior, in certain points, to the savage who made
the flint implements. It is safe to assume that
neolithic man was keener of sight and hearing
and fleeter of foot than is the present inhabitant
of these islands. He surely, too, possessed great-
er power of endurance. If a Marathon race could
be arranged between the modern Londoner and
his earliest ancestors I venture to say that the
winner would be a cave man, one who had had
no choice but to hunt the reindeer on foot. This
is not the only discrepancy, for I believe that the
modern flint knapper finds it difficult, if not im-
possible, successfully to reproduce the finest flint
implements of the age of stone.
At the present time not a year passes that does

not add some wonder to the list of things manu-
factured. It must not be inferred from this that
man as a master of handicraft, is becoming every
year more adept. Handicraftsmanship has a limit,
just as there is a limit to the power of vision and
hearing. Has that limit even now been reached,
or is it, by any possibility, declining? In re-
sponse to the question, "Are we losing the use of
our hands?" I would answer in the affirmative
and say that we are. I do not wish to draw any
pessimistic deductions from this conclusion, but
merely to discuss the fact.

Two of the commonest handi-
Use of the 
Fingers 

crafts are those Df writing and
sewing, but they are now being
rapidly supplemented by the

typewriter on the one hand and the sewing ma-
chine on the other. The finer use of the fingers
is thus becoming lost, so far as these simple
crafts are concerned. There was occasion when
penmanship was almost a fine art and the writing
master a power in the land. In these present
days of hurry there is no time for elegant writ-
ing. The script of the ordinary letter-writer is
often as hard to interpret as. the message on the
Rosetta stone, and as there is, coincidently, no
leisure available for the deciphering of illegible
writing the typing machine becomes opportune.
The machine not only represents a loss of manual
skill, but a loss of that individuality which at-
taches to handwriting whether it be good or bad.

Passing from these illustra-
Skill in Surgery tions, which are obvious and

trivial, I may turn to larger
ones, and commence with the handiwork of the
surgeon. Surgery during recent years has made
amazing advances—advances which are without
parallel in the history of the art and which have
been of incalculable advantage to the sick and
injured. Should it be asked if this progress has
been associated with, or dependent upon, a cor-
responding development of the handicraft of
surgery, the answer is, it has not. Further, I
would be bold enough to add that surgery, as a
pure handicraft, reached a point of perfection
prior to these great changes, to which point it
does not now attain. Let me take as an instance
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the performance of an amputation. It must be
realized that before the days of anmsthetics the
surgeons were operating upon a conscious being.
Rapidity of movement was all-essential : success
was gauged by the stop watch; every unnecessary
second meant unnecessary torture. The surgeon
had to be marvellously deft of hand, cool, yet
alert as a fencer, quick, yet as sure as a matador.
The combination of qualities that made up a good
operating surgeon was rare, and so, in those days,
the perfect operator was equally rare. I can
imagine few phases of handicraftsmanship more
difficult or more subtle than that displayed by the
facile operator in the pre-am-esthetic days. Now,
with the use of anesthetics, the surgeon can pro-
ceed with easy deliberation; every step can be
measured and judged; there is no call to be brill-
iant ; there is no element of hurry, for in place of
the flashing of a blade is an action as studied as
a movement on the chess board. The result of
it all is this: surgery, as a pure handicraft, has
undoubtedly lost ground, yet the gain in other
ways has been great. No longer, in the making
of a surgeon, are uncommon qualities required;
the craft, ceasing to be limited to the few, is
open to the many, and, above all, the display of
dexterity by the old-time surgeon has been hap-
pily replaced by the surer and more perfect re-
covery of the patient. Some of the simple crafts
exhibit in striking fashion the decay of cultiva-
tion in the use of the hands.

Take the very ancient occu-
Spinning and pation of spinning and weav-
Weaving ing. In India it is still pos-

sible to see the whole process

of making cloth from cotton carried out by hand.

The process involves a fine training of the fingers

—a training that has made nimble And sensitive

the hands of thousands of men and women in

this country. But the handicraft has vanished,

the machine has replaced it, and the skill educed

by centuries of practice has been lost forever.

In spinning the early appliances were merely the
distaff, the spindle and the whorl. The drawing

out of the thread needed great nicety of touch,

well worthy of fostering. The spindle and whorl

are now but curiosities suited for a museum, al-

though in India the delicate yarn used for Dacca

muslin is still made on the spindle. In due

course came the spinning wheel, and after it the

Saxon wheel, with its treadle and the flyer around

the bobbin. There was a time when through

every cottage door could be caught a glimpse of

a spinning wheel—the spinning wheel that will

ever recall the rose-covered porch and the old

world garden. Thousands of women learned

daintiness of touch by the simple work. But the

craft is lost, the good it did forgotten, and the

nimble hands are turned to ruder uses. There

must be few now who, if they heard it, would

recognize the music of "the hum of the wheel."

It has been drowned by the noise of the spinning

jenny and the factory whistle.

Not so many years ago it was possible to see

in almost every fishing village half a dozen gos-

sips strolling about knitting stockings and jerseys

for their men folk. The work was not, perhaps,

elaborate, but it was a good training for the

hands. The knitters are now hard to find. Hand

knitting does not pay except as an amusement.

A bewildering machine has left the fishwife idle.

In a few villages beyond the sound of the factory

bell the knitting frame of William Lee may still

be found, but clearly enough its days are num-

bered.
The ancient art of embroid-

Art of ery—as ancient as Babylon
Embroidery and Tyre—was a craft of wide

possibilities. It engaged as
well the princess as the peasant and reached, at
the time of the Middle Ages, the dignity of a
great art. That handicraft is practically lost, so

that it may be questioned if ladies in the next
generation will know, even by name, the tambour
or satin stitch or could tell the stem stitch from
the cushion. It is true that the finer work is still

done by hand, but the major part is turned out
of a machine with unconcern. I believe that with

the modern form of the Hellmann embroidery

machine one inartistic person can guide from

eighty to one hundred needles, working simul-
taneously, and producing as many replicas of the

same design. There are advantages resulting

from this which are easy to appreciate, but at the
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same time a thousand hands have lost their cun-
ning and handicraftsmanship has passed to a
lower grade.

The carpenter, with his primi-
Carpentry tive art, is still with us, but

he is not the handicraftsman
that he was. There are sawing machines and
planing machines for boards of every kind. The
"four cutter machine" works at four faces of the
wood simultaneously. Machines have been pro-
duced for fashioning all kinds of moulding, for
cutting dovetails, mortises and tenons, while the
engine known as the "Universal Joiner" is a
combination machine with superhuman powers.
The "copying lathe" produces objects of regular
or irregular shape automatically from a pattern,
and turns out, with equal ease, a gunstock or a
broom handle. A papering machine is almost
uncanny in its imitation of human movements,
while the self-directing lathe represents the cal-
slotiilsl. absorption of whole centuries of manualk 

Bookbinding was a fine and delicate art, and is
still carried on by methods and tools which have
altered little since the craft began. Cheap bind-
ing is now effected by machinery from first to
last, and so the agate burnisher, the blood stone,
the paring knife, and the other implements of
the bookbinders' trade are likely to be found only
in the collection of the curious.

It is possible that the exquis-
Art of Engraving ite art of engraving affords

the aptest example of the
grevious loss of hand culture which the last few
decades have experienced. Line engraving—that
is to say, engraving upon metal plate with a
burin—is now almost entirely abandoned, while
the still more delightful art of wood engraving
has practically vanished. The mezzotint is be-
coming rare; lithography is largely replaced by

the photographic method and chromolithography

by the "three-color process": with the result that

in the place of a series of most delicate handi-
crafts, developed to a point of extreme-refine-
ment, we have the poor substitute of photo-
engraving and the process block. Here, indeed,
is a veritable decay in the finer uses of the
human hand.

Fad Effects in Modern Jewelry

Earrings are assuredly the fashion. But few,
indeed, are the women who wear them success-
fully. This is due mainly to the manner of
arranging the hair, for only when the waves of
hair are drawn low over the ears, covering all
but the pink lobes, are earrings charming. One
reason the massive gold ear hoops of the gipsy
are becoming and artistic is because her heavy,
wonderful dark hair loops low over her ears and
cheeks, her bright turban or wide-brimmed hat
settling down over all. When the hair is drawn
harshly and tightly backward and upward, leaving
the ears in full view, earrings—and especially
dangling earrings—are cruelly trying and invari-
ably give the face a "Dutch" appearance that is
anything but chic.
But with the tresses low over the ears and the

hats low over the tresses, earrings are charming,
and often they save the face under the low-setting
hat from complete eclipse.

One chooses one's jewelry now by color rather
than cost, and every woman who pretends to
dress fastidiously has her various sets of brooches
and rings to match certain costume effects. For
example, a violet enamel brooch is never worn
with a blue frock. Coral and emerald ornaments
are worn in turn with black costumes. With the
pale lavender gown one wears a set of amethysts;
with the maize colored gown, topazes. Diamonds
set in silver are donned with certain gray dinner
frocks, and so on. Rings of all one color are
the fad. As many as seven superb emeralds may
be worn on one hand, no ring at all appearing on
the other. These emeralds, of course, will be in
varying sizes, and all the rings are worn on the
third and little fingers, for rings on the index or
middle fingers are considered very bad taste
indeed, and savor of the bourgeoise. On a beauti-
ful hand, a single very handsome Oriental ring is
particularly charming and some of these massive
rings are wonderful, with settings of antique gold
or dull oxidized silver enclosing oval or square
pieces of green jade or the exquisite pink coral.
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Our trade mark on store fixtures stands for

QUALITY INSURANCE

•

When you place an order with us, whether for a single show case or for a
complete store equipment, you may rest assured that you will secure the highest
possible quality of materials and workmanship.

And there are many exclusive designs and features that make

HOFMAN FIXTURES
superior to all others for the most advantageous display and selling of all kinds of
merchandise.

Special designs to meet your individual requirements, and estimates, will be gladly
submitted upon request. And our catalogue is yours for the asking.

JOHN HOFMAN CO 103 LEIGHTON ST.

ROCHESTER, N. Y.
NEW YORK OFFICE - - Rooms 806-807, 1 West 34th Street, New York City
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First Impressions
Make the reputation of
your store. Your cus-
tomer sees your show-
cases before he sees your
goods—even before he

No. 49 talks with your sales-
man. If you have the

A 11- Gla ss Show Case
the impression is sure to be a favorable one. it combines beauty of appear-
ance, perfect display of the goods within, and the strength of the most solid
frame case you can have.

It is absolutely rigid, yet has no frame, no bars, clamps, nor screws to hold it
together. Our patent process makes it the strongest as well as the hand-
somest case built.

Before buying new cases, you should have our booklet showing the latest
ideas in outdoor and indoor case construction. Write to-day to Dept. C.

DETROIT SHOW CASE CO.
476-490 West Fort Street
DETROIT :: MICH.

Get our Book on Modem

Store Front Construction

New York Salesroom, 43 E. Eighth St.
LEO A. FELDMAN, Selling Agent

Show Case Makers to
Progressive Merchants

F. C. JORGESON & CO.
159 to 167 Ann Street CHICAGO, ILLINOIS

MAKERS OF HIGH-GRADE

JEWELERS' FIXTURES

SPECIAL No. 107B
COUNTER CASE AND TABLE

MADE IN ALL KINDS OF WOOD
OAK AND BIRCH IN STOCK

Write for our new catalogue

HEST OP EVERVTIIING"

May, 19" T E

The Fashion in Jewelry

Ribbon Tiaras, Strings of Pearls and Lockets

The gem workers have issued for wom-

en's wear a large and wonderfully diversi-

fied repertoire of exquisite ornaments, says

the London Daily Mail. Spiked tiaras are

this year fashionable, composed of dia-

monds alone. It is said that the reason for

the supremacy of the diamond as a setting,

not only for tiaras but for necklaces,

corsage ornaments, bracelets and shoulder

straps, is that the dresses that are to be

worn will represent color in the most mag-

nificent and varied hues, and that with them

the pure white of the diamond ornament

will look more effective than if set with

rubies or emeralds.
Those gems and the ever

The New Tiaras exquisite pearls will play
their part in other ways.

The new tiaras are broader than those of

the immediate past and of a more important

aspect. The patterns in which they are de-

vised are a little heavier than the lightly

latticed ones that were fashionable a few

seasons ago, and instead of using floral

schemes and the once very favorite feather

designs there is a feeling for rather more

robust patterns.
This does not signify an access of bulk

or weight; the art of the worker in metals

and stones has been perfected, with the

result that the most delicate effects are pro-

duced, and yet an impression of dignity and

stateliness is given.
A ribbon tiara is one of the loveliest of

gems. It is literally a blazing mass of dia-

monds through which the hair can be

threaded, with a huge bow of the same

precious stones tied in a true lover's knot.

The hair is fluffed out to fill up the hiatus

caused by the height of the tiara, and above

the tresses sparkles the bow, with a single

and very large stone trembling on an in-

visible wire suspended beneath it.
No tiara more appropriate could be

imagined as the completing touch of a bro-

caded satin and velvet toilette for an ap-

pearance at court, for the "period" of both

are in keeping.
A change has been wrought

The Bandeau in the arrangement of the
bandeau, which is worn

now with a difference, compared to the

vogue in its former state. We admired it

two years ago raised slightly and framing

the head like a low coronet. Now we are

to see it posed low upon the brow, literally

like a band, with the hair arranged flat

beneath it, in the truly classical manner

perpetuated in ancient sculpture. Various

ways are discovered of finishing it, and one

of the handsomest displays a huge boss at

the left side and on the right a flexible

fringe, like dewdrops turned to stone.
Interlaced scrolls of the precious gems

are more in keening with fashion's latest

whims than the Greek key pattern or a like

conventional design. There is, in other

words, more "freedom" in the new patterns

than in those that were modish the season

be fore last.
With the high waist corsage the old de-
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vice of looping pearls below the décolletage

from splendid brooches and clasps will be

resorted to again, and necklaces and chains

of diamonds and other precious stones will

be. worn.
The plan of concentrating

Colored Gems , the deep, rich red of rubies
and the glittering green of

emeralds in medallions and other orna-

ments is very effective, and when color is

worn in this way on the front of the cor-

sage earrings to match are most effective

and intensify and repeat the splash of bril-

liant coloring.
Such ornaments as these are worn with

the most magnificent of toilettes and are

therefore necessarily designed to produce

an impression of lasting dignity. It is more

common in these days to have gems set

and reset constantly, but even though such

is the case the most precious treasures of

the jewel box. are as a rule allocated to pat-

terns that will never go out of fashion.

Numbers of other designs of a more friv-

olous tendency are prominently displayed,

such as necklaces and coiffure ornaments,

hat pins and other beautiful and expensive

odds and ends, and among them the dragon

fly in the natural colorings of the beautiful

insect is prominent.
Enameled ornaments are still very much

worn and new forms have been found for

their manifestation. The wrist watches that

are seen now are made square and very thin,

with the face of the watch set in the center.

Not only are there square watches for the

wrists, clasped round by means of straps

of dove and pearl gray leather, but the new

locket watches are of the same shape and

very quaint and attractive they look. The

sentimental will be glad to hear that lockets

are being sold again to an increasing num-

ber of people, and especially as a gift from

a lover to his lass.
A beautiful square locket
made of flame colored
enamel, symbolic of the

ardor of love, has the words "For You" in

diamonds across the front, while another

has the more stereotyped words "Good

Luck" traced in pearls upon the surface.

The portrait is encased at the back of the

enamel.
An old art has once more been brought

into request for making use of the tiniest

pearls. When a few seasons ago ropes of

yearls with tasseled ends were introduced

it was wondered whether the fancy for

them would be a fleeting one or not. It has

not only returned but has brought in its

train a liking for threaded pearl bracelets

and for other ways of stringing pearls, just

as children thread their beads to make neck-

laces and rings.
The effect is light and very graceful, and

particularly in the lists of presents given to

girl brides one finds numerous ornaments

for the hair, throat, wrist and corsage pro-

duced in this elegant way.
Among them a huge medallion is promi-

nent, made of pearls threaded round and

round in the form of a catherine wheel.

The new cuff links are gay as well as dainty,

and especially attractive are the harlequin

sets. Each mound-shaped end sparkles with

stones of different colors, on one side rubies

Newest Lockets

and diamonds and on the other emeralds

and diamonds or other combinations, such

as amethysts and pearls and tourmalines

and topaz.
A fashion introduced not

Skeleton long ago is still meeting
Jewelry with approbation. It may

be best described as skele-

ton jewelry threaded upon velvet. Pansies

and other flowers appropriate for the pur-

pose are traced in diamonds and the skele-

ton is threaded over a length of velvet of

the true color of the beautiful flower, deep

purple, bright gold or a pale mauve.

With a set of skeleton jewels at her com-

mand a woman can match her dress or

contrast it with colored velvets that suit her

purpose. The idea, which is an expansion

of the velvet slide collar so long a favorite

in our midst, is well worth perpetuation.

Fountain in Show Window

Procure as large a wooden tub as you

desire for your window and fit with /-inch

pipe connections. These can be purchased

at almost any hardware store, or your local

plumber can fix you up at slight expense.

Probably you are enough of a tinker to do

the entire work right in your own store,

says the Shoe Trade Journal.
The pipes that oss through the tub

should fit the hole snugly, and either side

of the wood should be a flange. This makes

a tight joint by screwing down on -to the

wood. The outlet pipe should be placed at

a point of high water, so as to take the

water from the top of the tub ; and the inlet

flow should be so regulated that the water

in the tub is constantly at the same level.

Do not paint the tub inside if you intend

to place any fish therein, as it is quite cer-

tain to shorten their lives. Cover the out-

side of the tub with rocks, moss and ferns,

which you can get from the woods, and put

a few rocks inside the tub if you like. Have

these rough and ragged looking, and line

the edge of the tub on the outside with some

smooth rocks, as in the park fountains.

You could also use a border of small

stones for your window trim, running them

completely around the edge of the window

base if you like the idea. You can use some

green sod in the trim if you wish, and by

keeping it wet you will also keep it green

for many days.
Now, with a few gold fish or a frog or

two in this. pond you are ready to open it

to public view, and with some goods tastily

arranged around it it is sure to attract at-

tention. If your windows get heated inside

and are boarded in you had better keep an

electric fan going in the window or any fish

in the pond will die.
Now, to enlarge on this idea, it is only

necessary to get a larger tub or have a tank

built and put it in the center of your store.

There you could have it attached much in

the same manner, but run your inlet and

outlet pipes through the floor. Covered

with moss and rocks, it would be a hand-

some thing, and if you had the room it could

be made a regular feature of your store,

and you could then advertise : "Meet me at

the fountain."
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A Saving of Over $500 ':r re ri A
INDERWEAR ^-w

a Year in Lighting Bills 
,

v

That is, in round figures, what the J-M Linolite System of Lightin
g is saving the

Model Clothing House, of Minneapolis. Minn., every year.

Their show windows were originally equipped with 214 10-candle-
power bulb

lamps, which consumed 7490 watts of electricity per hour. At a cost of 1
0c. per 1000

watts (the average price in most cities), it then cost them 74 9-10c. pe
r hour to light

their show windows, or $749 for 1000 hours-a low average for a year.
 They replaced

these 214 bulb lamps with 60 28-candle-power J-M Linolite Lamps,
 which consume

but 2100 watts per hour, at a total cost of only 21c. per. hour, or $
210 for 1000 hours.

Thai is a saving of $539 per 1000 hours.

J-M Linolite Tungsten Lamps SHOW WINDOW OF MODEL CLOTHING HOUSE, MINNEAPOLIS, LIGHTED WITH
 1-M LINOLITE

not only light show windows, show cases, etc., for about a t
hird the cost of carbon bulb lamps, but also greatly increase 

their selling power. The 214 bulb

lamps above mentioned gave only 1280 candle-power of u
seful light while the 60 J-M Linolite Lamps give 1680 candle-po

wer of useful light. And J-M

Linolite Lamps do not spoil the appearance of a window, as 
they can be installed hack of the framework or vertical fillets so as 

to be practically invisible

from the street.

Let us tell you how much money uou could make selling
 J-M Linolite -amps.

Write our nearest branch for Booklet

H. W. JOHNS-MANVILLE CO•
Manufacturers of Asbestos itsBisfos, Asbestos Roofings, Packings,

and Magnesia Products 
Electrical Supplies, Etc.

Baltimore Chicago Dallas Kansas City Los Angeles Minneapolis New York Pittsburg Seattle

Boston Cleveland Detroit London Milwaukee New Orleans Philadelphia San Francisco St. Louis

 ̀41/r1 .;11/...1154 11111"

For Canada :-THE CANADIAN H. W. JOHNS-MA
NVILLE CO., LIMITED

Toronto, Ont. Montreal, Que. Winnipeg, Man. Vancouver, B. C. I 322

Getting Your Money's Worth

Jealousy of the reputation which many years of fine show case buildin
g have

created for us, guarantees full value to every merchant who buys a
 " Quincy

Special" show case.
Getting your money's worth is often impossible where there is no 

such rep-

utation for high quality as stands behind our cases. We cannot
 afford to send

out an inferior article. Every Quincy show case is absolutely dependable
.

CC  
Quincy Special Cases

are the upgrowth of pears, and 1911 finds them even better than ever. Per
fect in workman-

ship, unexcelled in appearance, durable in construction, these beautifu
l, practical cases will

always meet with a cordial reception from appreciative merc
hants.

Made in many different styles, and sold at various prices.

Our new Catalog No. 20 tells all about them

QUINCY SHOW CASE WORKS

QUINCY ILLINOIS

Chicago, 247 Jackson Blvd.
Wichita, Kans., 301 Beacon Bldg.
San Francisco, 134 Sansome St.

Dallas, Tex., 219 Commerce St.
Jacksonville, Fla., 20-28 Julia St.

WINTER FIXTURES
THE STANDARD OF QUALITY, STYLE and PR

ICE

ANYTHING FROM A STORE STOOL TO A COMPLETE 
OUTFIT

"PEER-OF-ALL" JEWELER'S CASE and TABLE, No. 3

NOT HOW CHEAP but HOW GOOD at the right prices is the WINTER

IDEA. IF you are looking for QUALITY FIXTURES at prices that are rig
ht

we want to figure with you. If you need fixtures it will pay you to visit

SHEBOYGAN, WISCONSIN.

WINTER CATALOGUES-The Books That Show You

Books That You Need and Will Keep Sent on Receipt of 25c.

The most complete works of their kind ever published. Works
 of Art. Books of

Valuable Information. Complete in all details. Cost years of experience and thou-

sands of dollars. Size 9 x 12, three volumes. 600 pages complete.

WRITE FOR CATALOGUE "10A"

The M. Winter Lumber Co.
HIGH-GRADE FIXTURE MAKER3

ESTABLISHED 1865

SHEBOYGAN, WISCONSIN, U. S. A.

May, 1911 T H E

Letters from the Trade

Readers are requested to send for publication new
ideas on any subject, technical or mercantile, of general

interest to the trade. As this page is for the use of indi-

vidual readers, we do not hold ourselves responsible for

the views expressed.-EDITOR THE KEYSTONE,

Demagnetizer

In the "Workshop Notes" of the March KEY -

S TO NE I notice your answer to "Demagnetizer."

I have received so much benefit from THE KEY-

STONE, which we have taken since it was first

published, that I feel like helping a fellow-

jeweler when I am able to do so. If "Demag-

netizer" will use 9 pounds No. 22 double cotton-

covered magnet wire he will get a splendid de-

magnetizer. On "Demagnetizer's" 194 volt circuit

a 6 to to ampere fuse should be used. The

same will also work on a lower voltage down

to too volts, but not quite as satisfactory. This

demagnetizer should not be left in the circuit

too long, as it will heat up, but as it will take

but a second to demagnetize, this will not make

any difference. In this manner he will get a

better working machine. I would be pleased to

give more detailed information if party would

write me, but should address me at present at

Troy, Ill. Yours truly,

Highland, Ill. L. J. Wicx & BRO.

Observatory Tests of Watches

En. KEYSTONE :-Can you give me some infor-
mation in regard to the different observatories in
Europe in which watches are tested, and some
explanation of the methods of testing?

Yours truly, J. C. C.

The Geneva Observatory enjoys the greatest

reputation of any for the testing of watches. We

presume that the observatories at Neuchatel and

Kew take second place. The Geneva Observatory

is about 125 years old, and has had at its head

men of great distinction.
Since 5842 a department was opened at the ob-

servatory for the testing of chronometers and

watches of high precision.
In 1874 the rules and regulations for the test-

ing of watches and chronometers were estab-

lished on a very strict basis. In 1884 the Observ-

atory at Kew, England, adopted the Geneva rules

and copied the regulations almost exactly. In

1885 the Observatory at Besangon, France, like-

wise copied the rules of the Geneva Observatory.

In 1890 the regulations of the Geneva Observatory

were again modified and made still stricter for

the three classes of chronometers. Tests for

marine chronometers are of 64 days duration,

and comprise observation in the ice box and in

the stove of five days each. The three classes of

pocket chronometers are as follows:

First Class.-Duration forty-four days. divided

into eight periods of five days each and four in-

termediate days between the thermal observations.

These watches are observed in five positions with

a repetition of tests in the vertical position, pend-

ant up, at the beginning and at the end. The

thermal tests are made in the horizontal position.

Second Class.-Duration twenty-nine days, sub-

divided into unequal periods with four interme-

diate days between the thermal observations. The

observations for pendant up and flat predominate,

but the watches are observed also in the hori-

zontal position with the dial down and then again

pendant up. The thermal tests are complete.

Third Class.-Duration eighteen days with

KEYSTONE

three intermediate days. The tests are pendant

up and flat, besides complete thermal tests.

During the period from 1874 to 1895, 9861

pocket chronometers were left at the observatory.

Of this number 7855 obtained certificates. Of

these 3336 obtained certificates of thd first class.

Since 1895 the majority of pocket chronometers

left at the observatory were entered in the first

class.
To encourage the Geneva factories to produce

watches of high precision the class of industry

and commerce of the Society of Arts in Geneva

has, since 1872, instituted an annual timing test.

This class is open cinly to Geneva manufacturers.

Some Geneva manufacturers occasionally send

their watches to Kew, England, and one of these

obtained in 19°9 the highest number of points,

which was 94.5 points out of a possible zoo points.

The annual contests in Geneva are divided into

a contest for single pieces and another one for

series.

Cost of Doing Work

ED. KEYSTONE :-Some time ago my employer

called my attention to a letter in your columns

from a brother jeweler regarding the cost of

doing watch work. I was very much interested

in your subscriber's statements, but disagree with

him in one item only, and this item is time. It

is evident if a man of medium ability loses t
ime

it will be hard for him to catch up, and this

is a loss to the employer, but for a man of

experience you will find a clear profit at the end

of the month. Now, I will give here some items,

ork done for my employer by myself, an every-

day occurrence, by taking the same cost for ma-

terial, fire and burglar insurance, advertising,

chemical, guarantees, entering, delivering, charg-

ing, mailing bill and receipt, but will make rent

and time cost considerable larger.

Work Done

I. Repair case  2'

2. Mainspring   5:
3. Staff jewel  

63

4. Clean ai jewels  46'
5. Clean & mains'g 38'
6. Mainspring   15
7. Clean 17 jewels  35'

.02

.05

.63

.46

.38

.15
•35

is

e
.35
.10
.10

.10

.10

.10

.10

.25

.50

.25

.25

.02

.02

.02

.02

.02

.02

.02

.02

.02

.02

.02

.02

.02

.02

.01

.01

.01

.01

.01

.01

.01

.10

.17

.10

.10

.10

.10

.10

204' 2.04 .95 1.25 .14 .14 .07 .77

Price to customer:
 $1.00

2  1.75

3  3.00
4  2.50
5  2.50

6  1.50

7 • 1.50

Total $13.75
Cost of work  5.36

Net profit $ 8.39
My pay per day, $5 25.
Time of doing work, 314 hours.

In considering my brother watchmaker's anal-

ysis of the cost of cleaning a watch, I find he

overlooks the fact that if a man can only clean

four watches a day that man is not worth the

price mentioned, or $25. In my opinion he is

worth $18.50 a week. An employer should, in

my judgment, have a little more than 27 cents

profit on a man a day.

By employing good workmen the trade will

find a big profit in our business.
Yours respectfully,

Boise, Idaho. C. C. LUTHY,
Watchmaker with G. R. Green.
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How to Make Jewelers' Rouge

Two Methods of Making This Adjunct of the

Manufacturing Business

The rouge used by silversmiths, goldsmiths,

casemakers, etc., to give a finishing polish to a
piece of work, is a compound of ferric oxide,

with excess of oxide. It is made in various kinds

and qualities. The ordinary red of commerce is

obtained as a bye-product in the preparation of
concentrated sulphuric acid, forming the residue

of the distillation of ferric sulphate. It is, how-

ever, thoroughly saturated with nitric acid, and
must be boiled in a solution of potash to neu-
tralize the iniurious action of this acid.
This rouge does not always possess the prop-

erties necessary for its uses. It often contains
grains, which are liable to scratch the polished
surface. It must, therefore, be very carefully
,powdered and washed in a glazed vessel with en-
tirely clear water, in order that the coarse par-
ticles may be deposited at the bottom. The fluid
is then decanted.
The vessel with the fluid must afterwards be

covered up and allowed to stand for twenty-four
hours, in order that all the red may be deposited.
The water is then poured off and the red dried
in the air. To refine it still more, the washing is
repeated to free it from any coarse particles still
remaining. The red is then dried and diluted
with alcohol. The mixture should be placed on
a fire and heated, whereby any grease in the red
will be destroyed.
A good rouge may likewise be made by dividing

ferric sulphate into small portions and exposing
these in a mortar to a temperature sufficient to
melt gold and silver. The mortar is then re-
moved from the furnace and allowed to cool.
All the ferric sulphate, which has become of a
dark red color, is powdered and sifted, put back
again into the mortar and left on the fire till no
more vapor escapes. As a result, a powder of
bright red color is obtained, which is pulverized

and washed as before.
Another good red can be obtained from sixteen

parts of annealed ferric sulphate, sixteen parts
of completely dried potash and the remaining
part of saltpetre, exposed for an hour in a mortar
to a powerful heat. When cold, the mixture is

powdered and washed, and a coffee colored red
is obtained, which is ready for use. A better
quality, however, having the favorite violet color,

can be produced by placing it again in the fur-

nace for a time.
An excellent red can be prepared by dissolving

separately one part of oxalic acid and two parts
of ferric sulphate separately in six and eight parts

respectively of distilled water. Each solution is

filtered through fine linen and boiled, and the two
mixed the moment they- begin to boil. A yellow

deposit is formed, which when dry is heated in

a metal pan over a spirit lamp and stirred for

several minutes till the cinnamon color is ob-

tained.
The various colors which the red acquires de-

pend on the degree of heat to which it is exposed;

the more it is heated the darker it becomes.

Bright red, generally called "gold-red," is the

most suitable for gold and silver, while the dark

colored "steel-red" is best adapted for the latter

metal.
The rouge must always be used in a damp con-

dition. The best results will be obtained by using

two qualities, beginning with the coarse and fin-

ishing with the finer. These two qualities can be
prepared in the following manner, care being

taken to avoid dust. Take three glass or porce-

lain vessels, fill one with water and sprinkle a

certain portion of red powder into it ; then stir

with a wooden stick till the powder is thoroughly

dissolved. Allow it to stand for about half a

minute, and decant into another vessel, leaving

the deposit in the first. After waiting for about

a minute, pour the fluid into the third vessel;

leave the deposit in the second vessel also. Allow

the fluid in the third vessel to settle completely,

and separate it carefully from the deposit. The

latter is naturally the finest ; the deposit in the

first vessel, containing all the impurities, may be

thrown away. The deposit obtained must be well

dried and kept in closed jars. Before use moisten

the red with alcohol.-Revue Internationale

d'Horlogerie.
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ALEXANDER H. REVELL & CO.
Rees, Dayton, Eastman and Hawthorn Streets, CHICAGO, ILL.

STORE OF W. W. APPEL & SONS, LANCASTER, PA.

"Mutually Gratifying
Results"

A store equipped with fixtures
taken from our Stock Room,
using the "Revell" No. 400 Wall
Cases, No. II "Special" Show
Cases and Tables.

Messrs. Appel & Sons had the
misfortune to burn out completely,
and came to "

Result:

"Cases perfectly satisfactory,
highly pleased with prompt
delivery."

The Phenomenal Sale of this
Case Proves its Usefulness

Jewelers with a keen eye in every case relating to their business, saw at oncethe beauty, utility and cheapness of our " IDEA[" CASE.It is made of solid oak, or other wood desired, highly polished, beveled plate-glass top, double strength glass front, ends and doors, has two highly polishedshelves of same wood as case, supported by Tom's adjustable brackets, metal legssix inches high, and doors run on steel tracks.
DIMENSIONS:—Length as ordered, 28 inches wide, 43 inches high, upper shelf12 inches wide, lower shelf 16 inches.
The construction of this case is first class. It has a nicely molded top, orna-mented with egg and dart.

A BEAUTIFUL CASE
Made and sold by

Wall Cases. Solid Oak. 8 feet long, 8 feet 4 inches high, 1 foot 4 inshes deepinside. Doors slide up, fastened to Morton's steel chains and weights, Inside of case andshelves lined with black felt. Made to ship in the knock down.
Net price, $58.00. Worth $70.00

Union Show Case Co.
Salesroom, Office and Factory

56-66 Frank Street, CHICAGO
Take the Blue Island Avenue Car

How Traveling Men Can Assist One
Another in Building Business

"A number of years ago," said Edward S.
Babcox, "I was selling a representative line
of filing systems in a big Middle West city.
One day as I was leaving an office where, by
the way I had just secured a worth-while
order, I met a typewriter salesman going in.
I had just left the man he wanted to see and
knew that he was now in a conference with
two or three other department heads. I told
the typewriter man, who was merely a
casual acquaintance, and he left the office
with me, not wishing to break in on his
prospect's busy hour.
"From that office our paths coincided for

a block or two, and our conversation drifted
naturally toward our common vocation—
selling time-saving devices to business men
—he, his typewriters, I, my filing devices.

"As we were operating in
Tips on Business the same territories—this

typewriter man and myself
—we agreed that it would be a good idea
to tip each other off to any prospective
business we came across in our respective
lines. He agreed to let me know if he found
anybody in the market for filing devices. I
told him I would certainly let him know if
I came across a typewriter prospect. We
left it that way, simply as a friendly agree-
ment reached in a five-minute chat.
"Ten days later I was called to the

'phone. It was the typewriter man. Here's
what he said : 'Brown & Co., of New York,
have just opened up new offices in the Black
Building and I have sold them three ma-
chines. The filing device proposition is up
and will be settled this week. You had
better see them at once. Good-bye.'
"I was there in thirty minutes. Made an

appointment for ten the next morning. I
got the business and laid the foundation for
more. After that I kept my eyes open for
typewriter prospects, and subsequently re-
ferred a goodly number to my friend. Both
of us profited.
"To-day that man is the local manager of

his company and is carrying on the same
plan of trade co-operation with managers of
other office device concerns in his territory
as when he was covering a few blocks down-
town.
"I know a traveling man who is awake

to the possibilities of investing a little time
and energy in a fellow salesman's interest.
He told me the other day that since he had
started his present plan of mutual co-
operation with other travelers in his terri-
tory he had increased his business 20 per
cent. One day he secured a nice order
from a new concern ; they asked him where
they could find a good line of desks—they
were thinking of putting in a stock. He
named a friend's firm and dropped the
friend a note and promptly forgot. Two
months later he met the friend he favored,
and only then did he learn what a good
turn he had done.

"In some of our larger cities
there are organizations
known as rotary clubs. Part

of the rotary creed is that each member
shall favor his fellows whenever it is pos-

Rotary Clubs

I Kevs -r oNe

sible and consistent to do so. Each club,
I understand, has a waiting list. if there is
a typewriter man on that list he becomes a
member as soon as the present typewriter
man resigns, or for some other reason va-
cates his membership.
"When a new member is added, I am told

he is given charge of the meeting and there
explains his business and how rotary mem-
bers can be of service to him and he to
them. Sometimes in his maiden address a
new member will distribute a souvenir of
his business to keep his firm before his
fellow 'Rotaries.'
"These clubs enable men to help each

other in an organized way ; they make it
very easy, for instance, for a man who
knows that Brown & Co. is in the market
for a lot of new typewriters to tip off a
square and fair firm. Only reliable and
qualified men and firms are permitted mem-
bership.

The One
Objection

have heard some very
logical objections to these
clubs, one of which is that
they are non-American. It

is maintained that they simply bring to-
gether a lot of men who form a close cor-
poration and try to keep a lot of business
in their own circle. One reputable firm of
my acquaintance recently refused to join
the rotary organization in its city because
it did not qualify in its judgment as a fair
and square businesslike proposition. How-
ever, this is not a discussion of the effi-
ciency or fairness of rotary clubs, which
are mentioned here merely incidentally.
My point is that salesmen in similar lines
should get together and help each other as
outlined above.
"Time was when men were measured by

the interest they could collect from other
people. To-day men are judged, and now
and then succeed, according to the interest
they place in other people.
"With all of our scientific salesmanship

ideals of to-day most of us have our hours
of discouragement—hours when a 'pros-
pect' would be worth ten times as much
as at other times. Try this plan, my active
selling friends. If it does for you what it
has done for me you will be inclined to drop
me a line and say so. It is one of several
personal plans for sales help that have made
good in my own experience."

Retail Jewelry Advertising
The jeweler has an advantage over his

neighbors in this, that his wares, properly
displayed in his shop windows, make a
more eloquent appeal than do the wares of
the butcher, the baker and the candle-stick
maker. This window display is an im-
portant part of his publicity, says a writer
in Brains.

In addition, he has the advantage of
knowing that his sales need not be as
numerous as those of men in other busi-
nesses. The grocer sells as little as a cent's
worth at a time ; perhaps the sale of ten
dollars' worth at a time, by the average
grocer, would. be counted a good business,
and if he made many sales of that volume
in a day he ought to congratulate himself.
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The grocer's .wares, too, are perishable.
The jeweler's are not. As a rule, the profits
in the grocery business are much smaller
than those in the jewelry business. With
regard to the clothier, he also sells many
small things, especially in the furnishing
line ; and while his goods are less perishable
than the grocer's, yet they will not endure
as long as the jeweler's stock in trade and
they go out of style soon.

I suppose the retail jeweler in his adver-
tising must adapt himself to circumstances.
He must advertise in such a way and in
such media as to attract the attention of
those who are most likely to become his
customers. And yet, it is manifest that he
is under restrictions that do not bind the
grocer and the clothier. His area is more
limited than theirs, and his clientele not so
large. He should do newspaper advertis-
ing, for no retailer can make a success with-
out it. But his space need not be as large
as the space other dealers use, and what he
loses in the pulling power of space he must
make up in effective argument.

A jeweler, especially one dealing with the
higher classes of trade, must be especially
dignified in his advertising. Of course, the
buyers of jewelry like bargains as well as
do the buyers of overcoats, but it will not
do to come out too strongly on this line.
What he says about bargains must be very
carefully said. His forte, rather, is to talk
of the excellence of his goods. For in-
stance, one cannot well have a marked-
down sale on diamonds. What lie can talk
about is the good investment that diamonds
make, or the large stock he has, or the ex-
cellence of his diamond setters. Nor can
he close out a fire stock of watches; for the
man who buys a watch wants one that
hasn't been in a fire. Excellence, advantages
of location, etc., are the jeweler's great
points. Birthdays, Christmas and other gift
days are hay-making days for the jeweler.
If he can suggest suitable gifts for all mem-
bers of the family and all friends, he has
done the giver a service. It is all right, and,
indeed, imperative, that he give prices, but
he must be chary of the word bargain. At
Christmas let his ads be full of gift sugges-
tions. At the first of each month let his ads
mention the particular stone for that month,
with a little verse of sentiment about it.
Whenever a new fad or conceit arrives, let
him work something about it in his ads. A
good idea is to use his advertising as a news
story, telling, for instance, of the new fash-
ions in scarf pins, hair adornments, etc.,
making the story interesting to the reader
and working his name into it.
Some good, easily caught, but, withal,

dignified catch phrase should be used in all
his ads.
The best customers are those whose

tastes are most esthetic. Therefore, care-
ful attention should be given to taste in the
choice of type, borders and illustrations.
The illustrations should he small, hut dis-

tinct, and in keeping with the wording of
the ad. Any old picture will not do.
The best position for a jewelry ad., even

if it is one advertising to men, should be
on the woman's page or the society pages.
Women are the jeweler's best customers.
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System in Window Display
It is needless to inform our readers that

much may be learned by them from the
large department stores in the matter of
Window decoration. While they cannot
but admire these displays from time to
time, they probably have a very vague idea
of the importance which is attached to win-
dow trimming by the big drygoods em-
poriums. An interesting article on this sub-
ject is found in the current issue of the
Merchants' Record and Show Window, the
author being an experienced window trim-
mer who has had the supervision of this
work in some of the largest department
stores in the country. In regard to the
basis of successful window trimming, he
says:

Capable management and the systematic
handling of work are factors of the utmost
importance in the success of any window
trimmer. No matter how clever a man may
be at decorating, nor how handsome the dis-
plays he is capable of making, he can never
become a success in a big store unless he
does his work under a well-ordered system.
In every big store there is such an immense
volume of window work that it must be
done systematically or the trimmer will find
himself hopelessly swamped.
The system of handling displays I will

describe here is one that I learned in Phila-
delphia, many years ago. Since then it has
proved so satisfactory that I have intro-
duced it in every other house with which
I have been connected.
Our firm has 400 feet of show windows

fronting on three streets and our working
force consists of four men who change this
front at least once a week, the work being
done in four days. The department consists
of the head decorator, an expert men's wear
trimmer and his assistant, who also writes
the tickets for the store and windows, and a
porter who washes the inside of the win-
dows and assists the head decorator. The
head decorator handles all of the women's
lines.

Card Writing
Every man in the depart-
ment is a card writer. We
insist that they learn this

work and, unless they already know how,
we teach them to make signs upon their
entry into the decorating department. There
is a big advantage in this which will be
readily apparent. When a big rush of card
work comes, and this is not infrequently,
the whole force falls to work and the job is
quickly cleaned up.
In this store no windows are decorated

on Saturdays or Mondays. These days are
used to trim all exterior cases and decorate
the departments; also to collect fixtures that
have been left by salesmen behind counters,
repair all broken fixtures. One of the most
important duties of these two days is to
make up window lists and plan the displays
that are to be made. One man alone is kept
on the ticket desk from 8 to 6 o'clock on
Saturdays and Mondays.
Early on Saturday morning the head

ti
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decorator starts on his round of visits to the
stock buyers to consult with them person-
ally as to their wishes concerning the show-
ings they would like to have made during
the following week. Of course it is im-
possible to show the lines of all the buyers
in one week, yet every one of them is con-
sulted. His lines are inspected; the quality
to be used decided upon; also whether tick-
ets are to be used, and if so, how many.
Every detail is gone into and the whole
scheme of display is gone into as thoroughly
as though it were certain that the buyer
was to get the window.

After all the buyers have
been consulted and memo-
randa taken, the decorator
retires to his room and with

the assistance of past records entered in
his day book lays out his window chart for
the following week. One of the chief aims
of the decorator is to give each depart-
ment an equal and impartial allotment of
window space in accordance with import-
ance of the lines to be displayed.
In arranging the chart the first considera-

tion is which window goods of a certain
kind can best be shown. One street will be
traveled more by men and another more by
women, and goods are shown in the windows
accordingly. It will be noted on the chart
that the windows on the Main Street side
are assigned principally to the display of
apparel for men. This is because this street
is traveled largely by men who pass through
the wholesale district and the Court House.
Lamar Street is used mostly by women who
must go to the corner of Elm and Lamar to
reach the transfer station to North Dallas.
There are in all fourteen car lines that turn
north on Lamar at this corner.
The boys' wash suits are shown in the

Elm Street windows, not only because they
harmonize with the wash ginghams, but be-
cause we find that this line is usually se-
lected by the mother for the child, and
women shoppers do not care to stand in
front of the men's wear windows, elbow to
elbow with the men.

In planning the window
chart, great care should be
taken in placing the differ-
ent lines properly so that the

beauty of the display will lie in the whole
as well as in the individual window. Goods
in adjoining windows should harmonize.
For example, it would never do to place
silks next to mattings or crockery if the
front is to show harmoniously. We might
do so and spend a great deal of time on the
draping and arrangement of the silks. We
might create a masterpiece that would make
a beautiful photograph because only silks
would be seen in the picture. But to the ob-
server standing outside the windows there
would be an unpleasant "clash" between the
two displays.
I have seen beautiful cut glass displayed

next to a window of toys. Each display in
itself was admirable, but the two in corn-
bination immediately gave one the impres-
sion that these displays had been given
their locations without any previous plan-
ning. How much better a. window filleJ
with brightly colored books would look

The Window
Chart

Harmony in
Display
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next to a display of toys than shown in
juxtaposition with a window filled w tlicostly furs.

In preparing our chart we must consi(er
each individual window as part of a LI--
monious whole. Place the silks next to thesilk suits or ladies' dresses; our cotton
yardage next to our silk yardage, and so
on down to millinery, and when the frontis viewed in toto there is no unpleasant
contrast to hurt the eye. The individual
displays lose nothing of their effectivene,s
and the appearance of the entire front is
greatly enhanced. We are commended for
not one or two windows, but for all of them.

When the chart has been
made up it is taken to our
manager and the merchan-
dise man for their approval.

These gentlemen examine it critically and
after it has been approved the arrangement
is entered in our day book. On one page
is entered the work that is to be handled
by the men's wear trimmer, and on the op-
posite page that which is to be done by the
trimmer of women's lines. The number of
the window, character of the merchandise
and day the display is to be made are all
set down and this schedule is followed
closely.

Next, printed slips are filled in and sent
to each department head. Each of these
slips is a requisition for the merchandise
that is to be used in making the display.
In order to prevent any possible misunder-
standing or the failure of the buyer to re
ceive the requisition, it is delivered to him
personally and he is required to sign for
it in the day book. In this way the entire
responsibility of getting out the goods on
time is thrown on the buyer and he is pretty
sure to have his lines ready for the day his
window goes in, and if there are any cards
to be made the order for them will be put
in in advance. The result of this is that
there is no delay and the shade will go up
according to schedule.
The day book is hung up in the fixture

room and each man, from porter up, must
acquaint himself with the duties that are
expected of him for the week. Everyone
connected with the department has plenty
of time to look forward and plan ahead with
the certain knowledge that there will be no
deviation from the prearranged schedule.
It is a most satisfactory system and some-
thing like it should be in use in every big
store.

Arranging the
Work

Stretched by Electricity
That an electric current flowing through

a conductor stretches it in the direction of
the current is a proposition maintained by
Carl Hering, M.E., in the Journal of the
Franklin Institute. Although the internal
force producing the stretching does not
move the conductor as a whole, as an ex-
ternal force would do, yet it may produce
external movements, says Mr. Hering, just
as the internal forces in a stretched rubber
band can produce external motions. When
the currents become very large, as in some
electric furnaces, or in short circuits, and
particularly when the conductor is liquid,
the results may become quite formidable.
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System in Window Display
It is needless to inform our readers that

much may be learned by them from the
large department stores in the matter of
window decoration. While they cannot
but admire these displays from time to
time, they probably have a very vague idea
of the importance which is attached to win-
dow trimming by the big drygoods em-

An interesting article on this sub-
ject is found in the current issue of the
Merchants' Record and Show Window, the
author being an experienced window trim-
mer who has had the supervision of this
work in some of the largest department
stores in the country. In regard to the
basis of successful window trimming, he
says:

Capable management and the systematic
handling of work are factors of the utmost
importance in the success of any window
trimmer. No matter how clever a man may
be at decorating, nor how handsome the dis-
plays he is capable of making, he can never
become a success in a big store unless he
does his work under a well-ordered system.
In every big store there is such an immense
volume of window work that it must be
done systematically or the trimmer will find
himself hopelessly swamped.
The system of handling displays I will

describe here is one that I learned in Phila-
delphia, many years ago. Since then it has
proved so satisfactory that I have intro-
duced it in every other house with which
I have been connected.
Our firm has 400 feet of show windows

fronting on three streets and our working
force consists of four men who change this
front at least once a week, the work being
done in four days. The department consists
of the head decorator, an expert men's wear
trimmer and his assistant, who also writes
the tickets for the store and windows, and a
porter who washes the inside of the . win-
dows and assists the head decorator. The
head decorator handles all of the women's
lines.

Card Writing
Every man in the depart-
ment is a card writer. We
insist that they learn this

work and, unless they already know how,
we teach them to make signs upon their
entry into the decorating department. There
is a big advantage in this which will be
readily apparent. When a big rush of card
work comes, and this is not infrequently,
the whole force falls to work and the job is
quickly cleaned up.
In this store no windows are decorated

on Saturdays or Mondays. These days are
used to trim all exterior cases and decorate
the departments ; also to collect fixtures that
have been left by salesmen behind counters,
repair all broken fixtures. One of the most
important duties of these two days is to
make up window lists and plan the displays
that are to be made. One man alone is kept
on the ticket desk from 8 to 6 o'clock on
Saturdays and Mondays.

Early on Saturday morning the head
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decorator starts on his round of visits to the
stock buyers to consult with them person-
ally as to their wishes concerning the show-
ings they would like to have made during
the following week. Of course it is im-
possible to show the lines of all the buyers
in one week, yet every one of them is con-
sulted. His lines are inspected; the quality
to be used decided upon; also whether tick-
ets are to be used, and if so, how many.
Every detail is gone into and the whole
scheme of display is gone into as thoroughly
as though it were certain that the buyer
was to get the window.

After all the buyers have
been consulted and memo-
randa taken, the decorator
retires to his room and with

the assistance of past records entered in
his day book lays out his window chart for
the following week. One of the chief aims
of the decorator is to give each depart-
ment an equal and impartial allotment of
window space in accordance with import-
ance of the lines to be displayed.
In arranging the chart the first considera-

tion is which window goods of a certain
kind can best be shown. One street will be
traveled more by men and another more by
women, and goods are shown in the windows
accordingly. It will be noted on the chart
that the windows on the Main Street side
are assigned principally to the display of
apparel for men. This is because this street
is traveled largely by men who pass through
the wholesale district and the Court House.
Lamar Street is used mostly by women who
must go to the corner of Elm and Lamar to
reach the transfer station to North Dallas.
There are in all fourteen car lines that turn
north on Lamar at this corner.
The boys' wash suits are shown in the

Elm Street windows, not only because they
harmonize with the wash ginghams, but be-
cause we find that this line is usually se-
lected by the mother for the child, and
women shoppers do not care to stand in
front of the men's wear windows, elbow to
elbow with the men.

In planning the window
chart, great care should be
taken in placing the differ-
ent lines properly so that the

beauty of the display will lie in the whole
as well as in the individual window. Goods
in adjoining windows should harmonize.
For example, it would never do to place
silks next to mattings or crockery if the
front is to show harmoniously. We might
do so and spend a great deal of time on the
draping and arrangement of the silks. We
might create a masterpiece that would make
a beautiful photograph because only silks
would be seen in the picture. But to the ob-
server standing outside the windows there
would be an unpleasant "clash" between the
two displays.
I have seen beautiful cut glass displayed

next to a window of toys. Each display in
itself was admirable, but the two in com-
bination immediately gave one the impres-
sion that these displays had been given
their locations without any previous plan-
ning. How much better a. window flue]
with brightly colored books would look

The Window
Chart

Harmony in
Display

next to a display of toys than shown in
juxtaposition with a window filled A.:th
costly furs.
In preparing our chart we must consider

each individual window as part of a kr-
rnonious whole. Place the silks next to the
silk suits or ladies' dresses ; our cotton
yardage next to our silk yardage, and so
on down to millinery, and when the front
is viewed in toto there is no unpleasant
contrast to hurt the eye. The individual
displays lose nothing of their effectiveness
and the appearance of the entire front is
greatly enhanced. We are commended for
not one or two windows, but for all of them.

When the chart has been
made up it is taken to our
manager and the merchan-
dise man for their approval.

These gentlemen examine it critically and
after it has been approved the arrangement
is entered in our day book. On one page
is entered the work that is to be handled
by the men's wear trimmer, and on the op-
posite page that which is to be done by the
trimmer of women's lines. The number of
the window, character of the merchandise
and day the display is to be made are all
set down and this schedule is followed
closely.

Next, printed slips are filled in and sent
to each department head. Each of these
slips is a requisition for the merchandise
that is to be used in making the display.
In order to prevent any possible misunder-
standing or the failure of the buyer to re-
ceive the requisition, it is delivered to him
personally and he is required to sign for
it in the day book. In this way the entire
responsibility of getting out the goods on
time is thrown on the buyer and he is pretty
sure to have his lines ready for the day his
window goes in, and if there are any cards
to be made the order for them will be put
in in advance. The result of this is that
there is no delay and the shade will go up
according to schedule.
The day book is hung up in the fixture

room and each man, from porter up, must
acquaint himself with the duties that are
expected of him for the week. Everyone
connected with the department has plenty
of time to look forward and plan ahead with
the certain knowledge that there will be no
deviation from the prearranged schedule.
It is a most satisfactory system and some-
thing like it should be in use in every big
store.

Arranging the
Work

Stretched by Electricity
That an electric current flowing through

a conductor stretches it in the direction of
the current is a proposition maintained by
Carl Hering, M.E., in the Journal of the
Franklin Institute. Although the internal
force producing the stretching does not
move the conductor as a whole, as an ex-
ternal force would do, yet it may produce
external movements, says Mr. Hering, just
as the internal forces in a stretched rubber
band can produce external motions. When
the currents become very large, as in some
electric furnaces, or in short circuits, and
particularly when the conductor is liquid,
the results may become quite formidable.
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The Famous Astronomical Clock of
Venice

The attention of the entire civilized world
was recently attracted to Venice, the "white
swan of cities," by the news that the
Campanile, one of the architectural attrac-
tions of the renowned plaza of St. Mark,
which collapsed and was a heap of ruins in
1902, has been successfully rebuilt. The
disaster was attributed to the insecurity of
the foundations, in the swampy bottom, and
it was feared that other historical structures
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and the best retail trade is carried on.
Pietro Lombardo was the architect of the
tower, which was built in 1494; the wings
on each side, also built in the style of his
school, were not erected until the beginning
of the sixteenth century.
The first clock installed in the tower was

made by Giovan Paolo Rinaldi, of Reggio,
and Gian Carlo, his son, but in 1750 it was
badly damaged by lightning, and Ferracina,
of Bassano, reconstructed it in 1775. Evelyn
in his memoirs, under date 1645, evidently
refers to the first clock when he describes

The clock just at the moment when the Three Wise Men of the East
are passing before the Virgin and Infant
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system of clock construction. The body of
this hand is concealed behind the center of
the clock, only the point, in the form of a
blazing sun, showing beyond the groove be-
tween the first and second circles in which
it travels around to point the hours. The
center of the clock is of black enamel,
spangled with golden stars to represent the
heavens. Its center is occupied by a golden
sun, around which a globe, half black, half
gilt, makes a complete revolution in twenty-
nine and a half days, reproducing the phases
of the moon.

The giant bronze Moors striking hours and quarters of the great
Venice clock of St. Mark's

THE FAMOUS ASTRONOMICAL CLOCK OF VENICE

fronting on the show place were threatened
with a similar fate. The fact that this
would be regarded as a catastrophe of
world-wide significance induced the Italian
government to investigate the conditions of
these historical structures, which include
the Doge's palace, the Church of St. Mark
and the Torre dell Orologio (clock tower),
so called from its being the location of the
famous Astronomical Clock of Venice.
This last-named building, which is 70 feet

in height, and is of solid white marble with
decorations consisting of panels of colored
Carrara marble and mosaics of gold and
lapis lazuli, was erected for business pur-
poses as early as the fifteenth century, the
archway in the center giving access to the
Mercevia, the commercial center of Venice,
where the principal stores are to be found

it as next to that at Strasburg for its many
movements, some of which he mentions, his
description indicating that many of the
features of the original clock have been em-
bodied in the present timepiece.
One of our illustrations shows the great

dial of the clock and the automata with
which it is surmounted. The dial bears on
its outer circle the hours from i to 12, in
Arabic figures, twice repeated, making the
twenty-four hours used in the Italian sys-
tem of dividing time, but subdivided to
make them comprehensible to those accus-
tomed to other methods of division. The
inner circle shows the signs of the zodiac,
and revolves at such speed as to show the
months in their relation to the period. The
hour is indicated by the single hand, there
being but one, in accordance with the old

Projecting from the front of the tower
above the clock is a balcony, in the center
of which sits the Virgin Mary enthroned,
a gilded figure, on a background of blue
and gilded lattice patterns, holding the in-
fant Jesus on her knee, the figures being
flanked by two doors, overlaid with gilded
work. Four times a day the doors open and
a procession makes its appearance from the
door on the right, first an angel blowing on
a golden trumpet, then in turn the three
kings or wise men from the East—Mel-
choir, Caspar and Balthasar. Each in pass-
ing raises his hand and bows his head, in
salutation of the mother of God, enters the
door on the left and disappears, the doors
closing after the last figure has entered. The
procession moves before the Virgin at three,

(Continued on page 827)
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Creating Opposition to Parcels Post

Early last month a convention of promi-

nent members of the retail trade in the

southern States was held at Nashville,

Tenn., for the purpose of discussing ways

and means to prevent the inauguration of a

parcels post system in this country. The

Southern Merchants' Association, a new

organization, is one of the results of this

meeting.
This association is composed of pro-

gressive and influential merchants who are

determined to achieve the purpose for

which they were organized, and in which

the jewelry trade are deeply interested.

The most important address delivered

at the meeting was that of F. E. French,

of Chicago, secretary of the American

League of Associations. Mr. French dis-

cussed at considerable length the now fa-

miliar arguments used in favor of a parcels

post and answered them in turn. He ex-

pressed a great truth when he said:

Good Roads Versus Parcels Post

"The United States Government could

much better spend the money which would

be required by a parcels post in the con-

struction of good roads, thereby enabling

the farmer to exchange his products with

the country merchant and to give his chil-

dren better school and social privileges.

Government statistics show that it costs our

farmers 15 cents more to haul one ton one

mile than it costs in European countries."

Speaking of the proposed establishment

of a parcels post along rural routes, Mr.

French said:
"There are now in operation throughout

the country 41,091 rural routes, served by

41,008 rural carriers, which cover about

one million miles of roads traveled daily

by carriers and serve more than twenty mil-

lion people. The average weight of mail

carried by rural carriers is 23 pounds, the

load sometimes exceeding 5o pounds. In-

asmuch as the present small vehicles could

not carry an additional weight exceeding

mo pounds, the acceptance of packages

weighing II pounds would necessitate the

purchasing of over 40,000 new vehicles, as

well as additional horses and harness, and,

in order that such packages may be de-

livered at the door of the farmer instead

of in a rural delivery box, many thousand

additional carriers would have to be em-

ployed. Would this be a rational way to

reduce a deficit?

Parcels Post Abroad

"General parcels posts may have been

beneficial to Germany and England, where

parcels are carried at much less expense

than the postal rate charged in the United
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States," he continued, "for the reason that

the distances are shorter, the area of Eng-

land, Scotland, Ireland and Wales being

less than one-half the State of Texas. In

England the average haul originating in

London is about forty-five miles, while in

this country the average haul originating in

Chicago would be 869 miles ; hence the

average haul in the United States is nine-

teen times larger than that of England.

"To demonstrate further, the population

of this country is less than 25 to the square

mile, while in England it is 550 to the

square mile.

Modern Merchandizing

"One of the best methods of permanently

defeating legislation of this character is by

dealing with your customers in such a man-

ner as to win, merit and maintain their con-

fidence and esteem. Make your customers

appreciate that you are their friend—that

their interest is your interest, and your in-

terest their interest.

"Keep your stocks of merchandise at-

tractive and sufficiently well assorted to

meet the reasonable requirements of your

trade. This can be easily accomplished by

buying carefully and frequently of a few

good wholesalers, whether they be in the

North or whether they be in the South,

thereby avoiding the very common and

serious mistake of over-buying.

"Do not encourage your customers to buy

goods on long time. The average progres-

sive, successful farmer is in better financial

circumstances than the average retail mer-

chant. Convince the patrons of the rural

free delivery routes as to the advantage of

dealing with you, instead of buying from

catalogue houses. Convince the farmer that

your merchandise is right, that your prices

are right and that your treatment is right,

and that when quality and all other ques-

tions are considered he can buy from you

more advantageously than from the mail-

order houses.

"Impress upon all the people of your

respective localities that the country mer-

chant, and not the mail-order houses, con-

tributes to the building of better churches,

better school houses, better roads and to

every other good enterprise for the welfare

of the home community.

Local Organization

"Create local business organizations, to

the end of improving local conditions, po-

litical and social. This would also mean

shorter hours of labor, lower insurance

rates, the lowering of express rates and

better conditions generally.

"Invite the farmers and the people of
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your community to come and hear your

side of the question and join you in de-

feating legislation which would unmistak-

ably react to the great disadvantage of every

individual, regardless of his vocation in life.

"The passage of the proposed parcels

post bill will not only do great violence to

all commercial enterprises, but it will mean

a marked and rapid depreciation of real

estate in your town and a depreciation of

farm property and farm products. The

passage of that bill will create a general

state of commercial and financial demor-

alization."

The Famous Astronomical Clock of

Venice

(ContInued from page 826)

six, nine and twelve o'clock, and our special

photograph showing this portion was taken

at the moment when they were passing in

front of the throne. On a console above the

canopy under which the Virgin sits, is a

massive figure in bronze of the winged lion

of St. Mark. Surmounting the tower are

two bronze figures of Moors—the "bronze

giants of Venice"—who strike hours and

quarters on two large bells, hung one within

the other.
It is related of these figures thaf on one

occasion, something having gone wrong

with the striking mechanisms, an attendant

went up to investigate. Incautiously, he

ventured too near the hammer of one of

the giants as it came into action, was struck

on the head and hurled to death on the

pavement of the plaza. Our photograph

shows the figures outlined against the sky

in the act of striking the bells.

At the Franco-British Exhibition, held a

short time since in London, a model of the

old clock with the tower, twelve feet in

height and closely following its construc-

tion as to materials, etc., was exhibited. It

was beautifully executed and reproduced

exactly the movements of the celebrated

clock.
It is to be hoped that every precaution

will be taken by the proper officials to as-

certain whether there is really any risk of

further damage to the buildings grouped

about the square of St. Mark of the nature

that resulted in the destruction of the Cam-

panile. The world can ill afford to lose

such specimens of the mechanical skill and

artistic taste of bygone generations as the

clock tower we have just described, and the

remaining edifices that make the Plaza of

St. Mark in the city of the Doges an object

of interest to artistic pilgrims and students

of human progress from all over the world.

—Scientific American Supplement.
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The Howard Watch

oNE of the keenest jewelers
in America sums up the

whole HOWARD situation in one
sentence

"Sell a man a HOWARD Watch, and
YOU get his good will, he says.

You get his good will because of the way his
HOWARD performs, in the first place. The HOWARD is
the finest practical watch in the world.

You get it in double measure when he runs across
HOWARDS in the pockets of the leading men of the com-
munity—when he finds HOWARDS that have been giving
perfect service for a generation or more.

This HOWARD good will is an active force in every
community of this country.

How much the individual jeweler will profit by it
must depend on how active he is in identifying his
store with the HOWARD Watch.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS

THE HOWARD WATCH

F
VERYONE concedes that
4 the Railroad man must

have an accurate watch.
His business requires it.

But how about the man in any other
calling?
Why should he be content with less

than the best in a timepiece?
Is not a cheap or unreliable watch an

evidence of slackness in character and habit
—a confession as to the slight value he places
on his own time?

There is a big change taking place in this
country on the watch question.

Respect for a fine watch mechanism in-
creases with culture and civilization.

There are not so many men who think it
smart to carry a poor watch and bang it
around.
More men every day are willing to put

money in a fine watch even if it is carried
in the pocket where it cannot always be
seen.
A H owA D Watch is always worth what you

pay font. The price of each watch—from the
I7-jewel (double roller) in a Boss or Crescent
gold-filled case at $40 to the 23-jewel in a
14 K. solid gold case at $iso —.is fixed at
the factory and a printed ticket attached.

Not every jeweler can sell you a HOWARD Watch. Find the HOWARD jeweler in your

town and talk to him. He is a good man to know. Drop us a postal card, Dept. H, and we

will send you " The Story of Edward Howard and the First American Watch "— an inspiring
chapter of history that every man and boy should read.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS

The above announcement appears in the leading magazines and periodicals for May. It reaches 7,500,000 subscribers (about .30.000.000

readers). It will be seen by every man in your community who can afford to buy a watch. Some of them will be interested. Are you a

HOWARD dealer Do the people of your locality know that they can find the HOWARD at your store?
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EXCELSIOR WATCH

RE you one of the seventeen
thousand representative jewelers

all over America who are featuring
the Excelsior Watch?

Probably you are prejudiced against the low-priced
watch proposition —every horologist knows that low-
priced watches in general are not, strictly speaking, in
the watch class.

The Excelsior is a real watch—designed for service—made by
an organization ,that specializes in perfecting this one grade of watch.

It sells for $4.5o to $1 Loo—looks like $15.00 to $2o.00 and
performs even better than it looks.

Feature the Excelsior.

comfilete—with a printed price ticket

Advertise it. It will get you the good-
will of men of moderate income--
who make up seventy-five per cent.
of your townspeople.

The Excelsior Watch has 7
jewels, quick train and cut expansion
balance with Breguet hairspring.
Stem-wind and pendant-set (except
18 size hunting, lever-set).

Made in o, 6, 12, 16 and 18 sizes—
open face and hunting. Plain polished,
engine-turned and fancy engraved cases of
three grades —Gold-filled, 20-year; Gold-
filled, 10-year; and Silverode.

Every Excelsior Watch is cased at the
factory, adjusted in its own case and sold

attached that makes the price uniform every-
where and insures your rightful profit on every sale.

Inquire of your jobbers and write to the factory for literature.

New York Standard Watch Works
Jersey City, N. J.

•
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New Goods and Inventions

KEYSTONE

[The illustration and description of new goods and inventions as hereunder is a
permanent feature of THE KEYSTONE, our twofold object being to keep the jeweler
and optician thoroughly posted on the very latest and most salable goods, and the
workman at the bench equally well posted on the newest inventions and improvements
in tools and appliances.]

A Revolving Display Rack
We show in the

will doubtless appeal
Xander, Emaus, Pa.,

accompanying illustration a display fixture which
favorably to the trade. It is the invention of J. T.
whose ingenuity in this direction is well known.

The lower part of this
fixture revolves to the
right, while the upper
table and disk revolve to
the left, each disk mov-
ing independently. The
rack is so arranged that
the goods from the low-
er table are reflected in
the mirror of the upper
table, thus showing
double the amount of
goods. Swivel hooks are
attached to the disks so
that watches or card
jewelry may be hung
thereon while the fix-
ture is revolving. The
table can be trimmed
with plush, velvet or
other suitable material.
The fixture can be run
by electric motor or
other power, and is ball-
bearing, which practical-
ly eliminates friction. It
is the intention of the
inventor to have the fix-
ture made in different
sizes, suitable for differ-
ent windows or show
cases. Mr. Xander has
invented several other
display devices which can
be used effectively.

A Seasonable Novelty of Gold Inlaid Work
Among the attractive hair ornaments of the season is a line of gold

inlaid work placed on the market by the Geo. W. Dover Jewelry Company,
Providence, R. I. This beautiful work, as shown in our illustration, is

found on a new line of combs, barettes, coronet pins, etc., made by this
company. As the profits of the coming season will be obtained largely
from the sale of novelties, acquaintanceship with this line is timely.

New Line of Seasonable Novelties
One of the most complete

cases ever put on the market
and attractive lines of vanity and card
is now being shown by Theodore W.

Foster & Bro. Co., the
manufacturing silversmiths
of Providence, R. I. These
cases are handsomely fin-
ished in old English rolled
gold plate, which is guar-
anteed to give satisfactory
wearing service, and also in
polished sterling silver.
They are lined with leather,
and each one contains num-
erous handy little compart-
ments for such things as
cards, pencils, etc. There is
also a compartment which
may be used for powder
and puff. The Foster Com-
pany has just issued a de-
scriptive circular on these
goods which will be sent to
any one making application
for same.
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New Model Air Motor Fan
The accompanying illustration shows the new 'gar air motor fan which

is being marketed by Henry Paulson & Co., 156 Wabash avenue, Chi-
cago. The new model is radically different from previous ones and has
been improved to the perfection point. The main shaft now runs in ball
bearings and all other bearings are of large area so as to reduce wear
to a minimum. The construction throughout has been greatly improved.
The motor is more powerful, the burner is placed at the top so that the
heated air is not caught in the fans. The blades are protected by a
brass wire guard which not only adds to its appearance but makes it safe.
The fan runs by

the simple expan-
sion and contraction
of air directly con-
nected with a i6-
inch fan on the
main shaft of the
motor. A little flame
of gas or gasoline
is used to expand
the air and force
out the piston of
the motor. The air
is then contracted
by the cooling effect
of the fan and the
piston is drawn back
into the cylinder,
thus completing a
revolution of the
fan. This motor has
no explosions and
no exhaust or smell.
Gas is the simplest
and most conven-
ient fuel to use
whenever possible.
In using gasoline
the liquid is carried
in a small pipe from
the tank to the
burner, where it is
generated into a gas
and burned.

A New Style of Mantel Clock
The American Cuckoo Clock Company, of Philadelphia, Pa., whose

cabinet department has for several years past been keeping in the van-
guard of everything new and up to
date in the finer grades of clocks,
has just put on the market a beau-
tiful line of clocks in Circassian
walnut. The shapes so far put out
are principally the standard shapes
of cabinet mantel clocks.
The great feature of this wood

is its beautiful figure and its rich,
natural color, and in the clocks the
American Cuckoo Clock Company
is turning out they are paying par-
ticular attention to the selection of
highly figured veneers. The cases
are of the so-called "lamenated
construction," consisting of five
veneers of opposite grain bent into
shape under enormous pressure, in-
suring life-long service and sta-
bility. Particular attention is also
paid to the finish, which is the real
dull, hand-rubbed polish finish.
High-grade imported movements
are used in all of these clocks.

Novelties in Earrings
The accompanying illustration shows one of a

large number of new designs in earrings just
placed on the market by Joseph W. Heller Co.,
Providence, R. I. These goods are made in
brittania metal with gold-finished backs, and will
be furnished in sterling silver if desired. The
drops are made of imported white stones with
either pearl or coral tops. There are also
numerous other designs such as fancy dictates
and fashion demands. As the earring has now
become a widely recognized fad, a supply of
these styles should prove a profitable portion of
spring stock. Prices are of the kind that mean
quick sales and liberal profits, and those first in
the field will naturally reap the bulk of the
harvest.
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Hele-ht Seven Inches. Dial 4Y2. Inches.
Rifles steadily fir 5 nrinutes, intermittently Jr 10.

H
OW would you like to make
a dollar on each alarm clock
that you sell— how would
you like not to worry over

what the others get for them—how
would you like folks to walk in and
pay your price without asking?

Big Ben's advertising has made this
all come true—people walk in and ask
for him and pay the price without
asking—and every sale that he brings

Ok 

II

in, means one more dollar bill in the
jeweler's profit till.

Big Ben is sold to jewelers only and then
only to certain jewelers—those who agree to
retail him for not less than $2.50. We pay
his railroad fare in lots of 12 or more. We
print names on dials in lots of 24.
He's the biggest clock success that's been

known in years—he's the first alarm clock
that's being called by name. It'll be worth
your while to send in an order—there's a
dollar profit on every one you sell.

The Western Clock Mf. Co.
La Salle, Illinois

Lessons in Horology
By JULES GROSSMANNL Director of the Horological School, of Lode, Switzerland, and

HERMANN CIROSSMANN, Director of the Horological and Electro-
Mechanical School, of Neuchatel, Switzerland.

Authorized translation by JAMES ALLAN, Charleston, S. C., former pupil of the
Lode Horological School.

[Continued from the April Keystone]

THE CYLINDER ESCAPEMENT

515. Exterior radius of the Cylinder.—The exterior
diameter 2r' of the cylinder is equal to the distance which sep-
arates the point of one tooth from the heel of the following (on
leaving out the drop).

In the triangle whose two sides, D and E are known, as is
also the adjacent angle

we place
24° — C = 24° — 100 48' 13° 12'.

2 II = Al D2 + E' — 2 D E cos (246 —c)

the calculation gives r' = 0.118456.

516. Angle traversed by the wheel during its action
on the entrance lip of the cylinder.—It is easy to prove that
the wheel does not traverse the same angle when it gives the im-
pulse to the entrance lip of the cylinder as it does when acting
on the exit lip.

Let us determine, by the aid of the preceding data, to es-
tablish the value of this angle during the action on the entrance
lip (Fig. 142).

The wheel should traverse the angle d 0 e, equal to the sum
of the angles d 0 0' P and 0' 0 e = a. This last angle is
known (512).

In the triangle d 0 0' we know the three sides d 0 = E,
0 0' = R and 0' d = ri and we can place

E2 + R2 — r'2
cos d 0 0'

2 E R •
The calculation gives

p = d 0 0' =- 6° 44' 55";

on adding to this angle the value of the angle a, we will have
for the angle traversed by the wheel during its action on the
entrance lip,

p + a = 6° 44' 55'1 + 5° 32' 35" = 12° 17' 30'1.

517. Angle traversed by the wheel during its action
on the exit lip.—This angle can be determined by simply de-
ducting from 24° the value of P + a. Therefore

24° — 12° 171 30” = 110 42' 30's.

518. Let us now admit that while the wheel traverses
I° 31' the cylinder traverses 35°, which will give us Y2 degree

of drop.
We know that the wheel does not traverse exactly ii° 30' at

each impulse ; this angle is larger during the action on the en-
trance lip and smaller when the tooth acts on the exit lip. The
mean value of these two angles remains, however, equal to II° 30'.
Let us also take the distance between the centers R = 1, the
angle taken up by the tooth equal to io° and the angle occupied
by the space equal to 14°. The angle a should be in consequence
of the adoption of these last values

io 
a = 35-

n
= 15°23

The calculation of equation (4) will give
= 0 0906214;

this value represents half of the distance from the point to the
heel of the tooth.
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The interior radius of the cylinder should be an arc about
Y1 degree larger, therefore 0.004363 and r = 0.095 in round
numbers.

- --
g

------ 7 --- /
•

FIG. 142

519. The value of the angle a is obtained by a calculation
of equation (3) which will give

a = 5° 7' 2.7",
and the angle b will be

b=c—a=10°— 5° 7/ 2•7'' = 4° 52' 573".

520. We will have, consequently,

and

,.cos a.
J
. 

sin a = 
0.98035

r. cos
D   = 1.02738.

sin b
(Continued on page 835)
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HciRht Seven Inches. Dial 4Y? Inches.
Rinv steadily fir .5 minutes, infrmiitently fir 10.

H
OW would you like to make
a dollar on each alarm clock
that you sell— how would
you like not to worry over

what the others get for them—how
would you like folks to walk in and
pay your price without asking?
Big Ben's advertising has made this

all come true—people walk in and ask
for him and pay the price without
asking—and every sale that he brings

in, means one more dollar bill in the
jeweler's profit till.

Big Ben is sold to jewelers only and then
only to certain jewelers—those who agree to
retail him for not less than $2.50. We pay
his railroad fare in lots of 12 or more. We
print names on dials in lots of 24.
He's the biggest clock success that's been

known in years—he's the first alarm clock
that's being called by name. It'll be worth
your while to send in an order—there's a
dollar profit on every one you sell.

The Western Clock Mfg. Co.
La Salle, Illinois

 R))

By JULES GROSSMANN, Director of the Horological School, of Lode, Switzerland, and
HERMANN GROSSMANN, Director of the Horological and Electro-

Mechanical School, of Neuchatel, Switzerland.
Authorized translation by JAMES ALLAN, Charleston, S. C., former pupil of the

Lode Horological School.

[Continued from the April Keystone]

The interior radius of the cylinder should be an arc about
'A degree larger, therefore 0.004363 and r 0.095 in round
numbers.

THE CYLINDER ESCAPEMENT

515. Exterior radius of the Cylinder.—The exterior
diameter 2r' of the cylinder is equal to the distance which sep-
arates the point of one tooth from the heel of the following (on
leaving out the drop).

In the triangle whose two sides, D and E are known, as is
also the adjacent angle

24° — C = 24° — 10° 48/ = 13° 12.
we place

2 /1" = \I D2 + El — 2 1, E cos (24. — C)

the calculation gives = 0.118456.

516. Angle traversed by the wheel during its action
on the entrance lip of the cylinder.—It is easy to prove that
the wheel does not traverse the same angle when it gives the im-
pulse to the entrance lip of the cylinder as it does when acting
on the exit lip.

Let us determine, by the aid of the preceding data, to es-
tablish the value of this angle during the action on the entrance
lip (Fig. 142).

The wheel should traverse the angle d 0 e, equal to the sum
of the angles d 0 0' = P and 0' 0 e = a. This last angle is
known (512).

In the triangle d 0 0' we know the three sides d 0 = E,
0 0' = R and 0' d = r' and we can place

E 2 + R2 — 2
cos d 0 0' ---

The calculation gives
p = d 0 0' = 6° 44' 55";

on adding to this angle the value of the angle a, we will have
for the angle traversed by the wheel during its action on the
entrance lip,

+ a = 6° 44' 55" + 5° 32' 35" = 12° 17' 30'1.

517. Angle traversed by the wheel during its action
on the exit lip.—This angle can be determined by simply de-
ducting from 24° the value of P + a. Therefore

24° — 12° 17 30" = 110 42 30''.

518. Let us now admit that while the wheel traverses
I° 31' the cylinder traverses 35°, which will give us Y2 degree

of drop.
We know that the wheel does not traverse exactly I I° 30' at

each impulse ; this angle is larger during the action on the en-
trance lip and smaller when the tooth acts on the exit lip. The
mean value of these two angles remains, however, equal to ii° 30'.
Let us also take the distance between the centers R = 1, the
angle taken up by the tooth equal to To° and the angle occupied
by the space equal to 14°. The angle a should be in consequence
of the adoption of these last values

10
= - X 35° = s° 13'.23

The calculation of equation (4) will give
r = 0 0906214;

this value represents half of the distance from the point to the
heel of the tooth.

519. The value of the angle a is obtained by a calculation
of equation (3) which will give

a = 5° 7' 2.7",
and the angle b will be

b — a = To° — 5° 7' 2 .7' ' z= 4° 52' 57

520. We will have, consequently,

r. cos 6
D .  = 1.02738.stn b

(Continued on page 835)
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Our offices are on the 20th
(top) floor of this building

The building is in the very
heart of business New York and
is one of the easiest to reach.

The subway is at its very door.
The 23d street crosstown cars
(connecting with ferries and all
elevated railroads) pass within
half a block. The Metropolitan
Tower, highest in the world, is
across the street; the famous
Flatiron Building is but a short
distance away.

"You are Cordially
Invited"

After May 1, 1911, our New
York office will be located in the
new Ashland Building at 315 Fourth
Avenue, between 23d and 24th
Streets.

Lack of space, an expansion far
greater than could have been an-
ticipated, has made necessary these
new quarters, double the size of
those now occupied, and superior
ill many ways.

We will be "at home" in our
new offices after the first of next
month to all of our friends who
will favor us with a call. Here we
will have new and better facilities
than ever before, for receiving you
and taking care of your wants.

If you live in New York, or will
be in the city any time during the
year, we extend a cordial invitation
to come in and see us.

We've things to show you and
tell you about that will make it
worth your while for the time
invested.

Just pull the latch-string and
walk in.

ROBT. H. INGERSOLL & BRO.
CHICAGO (new address), 37 S. Wabash Ave. SAN FRANCISCO, 360 Freemont St.

NEW YORK, 315 4th Ave.
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521. The distance between the point of one tooth and the
heel of the following tooth is obtained by the equation

2 e -= D2 + E2 — 2 D E cos 14° = 0.2490
and e = o 1245.

The exterior radius of the cylinder r', should be equal to.
,).1245, less the arc of drop. Therefore, in round numbers,

e x 0.12.

• To Draw the Cylinder Escapement

522. The preceding data enables us to easily design the
cylinder escapement, and plate 14 is drawn according to these
values.

The distance between the centers R is equal to 15o mm.,
which gives the length of the radius extending to the point of the
teeth.

E = 150 X 0.98035 147.05.

the radius extending to the heel of the teeth

D = 150 X 1.02738 =- 154 1 nun,

the interior radius of the cylinder

r = 150 X 0 095 -= 14.25 mm.

and the exterior radius of the cylinder

= 150 X 0.12 18 mm.

The drop has been admitted equal to half a degree.
There remains to be determined the shape of the wheel-teeth

and that of the lips of the cylinder.
In order to determine these curves we must calculate the

primitive diameters of the wheel and of the cylinder (508) and
find by means of the methods established in the study of gearings
the shapes which fulfill the necessary requirements for a uniform
transmission of the force, both during the transmission by the
entrance lip (interior gearing) and during the transmission by
the exit lip (exterior gearing). We have said that in working
out this construction we will find a different curve for the form
of the tooth according as it acts on the entrance lip or on the exit
lip.

We can admit as a mean between these two shapes deter-
mined an arc of a Spiral of Archimedes. Likewise the curve de-
termining the acting surface of the entrance lip could be also
an arc of a similar spiral, while a straight line will practically ful-
fill the same purpose for the exit lip.

523. Graphical Method.—We can, in a sufficiently satis-
factory manner for all practical purposes, establish graphically the
dimensions of the cylinder escapement in the following manner:

Let us suppose as having been determined the distance be-
tween the centers 150 mm., the wheel having fifteen teeth, the
angle of lift of the balance being 4o° and the angle of rest 5°.
From the center of the cylinder (Fig. 143) we erect a perpen-
dicular T G on the line of centers 0 0', and lay off the angles
M 0' T of 15° 45', the straight line M 0' being prolonged along
M N. The interior circumference of the cylinder embraces the
angle occupied by the tooth plus the drop which we have admitted
equal to half a degree, therefore a total angle of to° 30'. Lay off
half of this angle 5° 15' along 0' 0 A and pass through A, the
Point of intersection of the straight line 0 A with M N, a circum-
ference which will represent the inner shell of the cylinder. This
circumference cuts the line 0' M at a point E, which we connect
with the center 0 of the wheel by a straight line; we lay off the
angle of drop E 0 D of o° 30'.

Through the point D, obtained by the intersection of the lines
0 D and 0' M, with 0 as the center, we draw a circumference,
passing through the hub of the teeth of the wheel, and through the
point A we draw a circumference passing through the point of the
teeth. The exterior shell of the cylinder is obtained by laying off
the angles D 0 V of 24° and S 0 V of o° 30' (exterior drop).
We connect the point A with the point S by a straight line, which
is the exterior diameter of the cylinder and we describe this
circumference with the point 0' as center. We can then draw
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the wheel, making it as light as it is possible to be practical, and
it is then only necessary to cut the cylinder.

In order to do this we lay off the angle of rest A 0' B equal
to 5°, the point B will be a point on the exit lip; we then connect
the point 1 with the center 0' and we lay off the angle 1 0' C of
40° ; we thus obtain the point C, which being connected by a
straight line with the point B, gives the projection of the impulse
surface of the exit lip of the cylinder.

The point E is a point of the entrance lip; in order to obtain
a second point F we connect the exterior point of rest K with
the center 0' and we lay off the angle K 0' F of 35° ; the side
0' F of this angle gives, by its intersection with the exterior cir-
cumference of the cylinder, the point F, which will be connected
with the point E by a line slightly convex in shape. The cylinder
is thus completed.

We have stated that the form of the acting surface of the
tooth should be slightly convex (522)^; this form is preferable to
a straight line A D also for the reason that the wheel, beCause of
inertia, does not start immediately at the moment of unlocking,

----- ----------

- -----

0

FIG. 143

the tooth should thus overtake the cylinder. With a tooth con-
structed with a curved surface of impulse, the wheel reaches the
cylinder more quickly than if this was a plane surface and them
will therefore be less loss of power.

524. Since the angle traversed by the wheel when it gives
the impulse to the entrance lip is different from that which it
passes over during the impulse on the exit lip (516, 517), it rimy
be asked if it would not be best to have the angle of impulse of
the entrance lip of the cylinder different from the angle of im-
pulse of the exit lip; that is to say, to have these angles propor-
tional to the angles traversed alternately by the wheel. We think
this is of little importance, because it is impossible in this
escapement to follow the exact theoretical rules, so we simply
call attention to this problem.

After thus ascertaining that in many respects the theory
cannot be closely followed in this system of escapement, we will

(Continued on page 837)
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Dwt. of Fine Gold (24 K.) is Worth

3 Dwt. of S K. Old Gold is worth (( 32 cts.,
Cost of Refining Same to i Dwt. 24 K.

Profit in buying Old Gold
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$ .96

- .04 I.00

$ .0 3 $

That's why we buy Old Gold,
Why we can pay Full Cash Value

and why we receive so much

The fact that our large manufacturing business requires complete assay-
ing, smelting and refining departments permits us to handle without
additional business expense or extra equipment all Old Gold and Silver
consigned to us. This gives us an advantage which others cannot meet and
which has made this department of our business so important.

We remit the same day consignments are received.

If amounts are not up to expectations we return consignments by pre-
paid express in exactly the conditions they were received.

Highest market price paid for Old Silver and Platinum.

Not all the jewelry, watch cases and chains manufactured before the National Stamping
Act became a law, were of the quality that the stamps thereon represented. We advise the
trade to test the centers of old watch cases and links of chains that are offered for old gold,
to approximate the value, instead of depending entirely upon the quality stamps in the backs
of cases or on swivels of chains.

WENDELL AND COMPANY
Manufacturers and Refiners

256, 258 & 260 Madison St.
Chicago

45, 47 & 49 John St.
New York
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not be surprised to learn that the manufacturers themselves do not

always agree on the subject of the construction of this escape-
ment. After all is said, we will discover, upon examining a cyl-
inder which has run during several years, that there is always to
be found, in some point, signs of wear, indicating a defect in the

curves of contact. To mitigate this wear the cylinders were for-
merly niade of ruby, but the difficulty of doing this and, conse-

quently the high price, has caused this system to be abandoned.

We have done better by replacing them with a more perfect

mechanism—the lever escapement.

525. Absciss of the Cylinder.—We use the word "ab-
sciss" here by analogy and understand by this term the longest per-

pendicular dropped from the exterior circumference on to the

straight line L G (Fig. 144), passing through the two extreme

points of the two lips of the cylinder.
In the constructions which we have given the value of the

relation between the exterior diameter of the cylinder and this

"absciss" is
0.554 =

The exterior diameter of the cylinder being 9, its "absciss"

should consequently be equal to 5.
526. In order to measure practically the

relation of the exterior diameter of the cyl-

_ inder to the "absciss" of the opening, an in-
strument has been made which is called a
cylinder gauge. This we will describe briefly.

This instrument is made of three gradu-
ated steel scales connected by pins across their
ends, leaving two spaces or passages between
them, as a and b (Fig. 145). The proportion
of the distance apart is the same for the whole
length, which therefore means that the size of
the large passage b, representing the diameter
of a cylinder introduced between its two sides,
the corresponding number of the small passage

a gives the absciss of the opening.
If c is, for example, the division at which

the cylinder stops in the passage b, this same
cylinder introduced on its cut-out side into the
passage a will likewise be stopped at the same
division, if it is correctly made.

527. Practical Data.—Let us bear in
mind as a memorandum and deduction from

the preceding drawings and calculations the
following data which is applicable for the pur-

145 pose of drawing this escapement and in prac-

tical work.
The distance between the centers being I, the exterior radius

of the wheel will be
1.0274,

the radius of the circumference passing through the point of the

tooth

r G.

0.98,

the exterior radius of the cylinder
0.12.

the interior radius of the cylinder
0.095

The exterior diameter of the wheel being I,

diameter of the cylinder will be
0.1555.

the exterior
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On placing the escape wheel in the proportional compass at

the division ion, the cylinder should reach the division 11.55.

The exterior diameter of the cylinder being I, the absciss of

the opening should be 5/9.

Overbanking of the Balance Wheel

528. The balance wheel of a cylinder watch can make al-
most a complete turn. If we wished to make it describe larger

arcs, we would find that on turning from the right towards the

left the bottom of the small notch of the cylinder would strike

against the arm which supports the tooth and this tooth then

projecting over the lip of the cylinder, becoming fastened there,

would keep it immovable and would thus prevent it from being

carried back by the force of the hairspring. This is what is called

"overbanking." The same thing would likewise take place if the

cylinder described too large an arc in the opposite direction on

turning from the left to the right ; the tooth being no longer

pressed against the surface of rest would fall into the inside of

the cylinder, the arm which supports the tooth would be thrown

against the bottom of the small notch and when the cylinder

would be brought back by the hairspring it would butt against the

tooth with which it would likewise become locked.

Overbanking is prevented by placing at properly chosen

points on the cock and balance, a "block" on the former and a
small "pin" in the latter, these accessories being simply for the

purpose of arresting the motion.
When the balance is at rest the pin in the balance should be

found exactly opposite the banking block of the cock.

One can assure himself practically as to the correct position

of these parts by placing between the balance and the cock a thin

piece of paper folded over in such a manner as to interfere with
the movement of the balance. One then turns the balance slowly

by the aid of a stick of pegwood to one side and to the other until

the pin comes into contact with the "block." If the movement can

be accomplished without any of the defects which have been
enumerated becoming apparent, everything is in its proper place,

but if there is overbanking—if the tooth arrives at the edge of
one of the lips of the cylinder too soon, or if the wheel makes a

-1-------------   ---------............ 
....
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slight recoiling movement when the pin approaches the block, this

pin must then be placed at another point.

It is evident that this limitation of the arc of oscillation of the

balance should only act when the watch receives an external shock,

the consequence of which would be to increase this arc. Under

ordinary circumstances the banking parts should not come into

contact and the amplitude of the oscillations should be less than

a turn.

Friction in the Cylinder Escapement

529. An analogous theory to the one we have used in cal-

culating the force of friction in gearings (346) and in the lever

escapement (463) can lead to the determination of this force in

the cylinder escapement. The general principles are set forth in

the chapter which we have devoted to friction (327).

(TO BE CONTINUED)
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jr UST figure up the fuel cost of remelting. When "Omega"Guinea Gold will give you a perfect alloy with one melt
isn't it short-sighted to 'save' a few cents by using scrapor inferior alloys?

"Omega " Guinea Gold Alloy
Guinea Gold combines readily with the Gold in

any proportions. Makes a homogeneous alloy
with one melt.

Gold alloyed with Guinea Gold .is a full rich
color. It works freely under the rolls and in the
press— will not crack in the working or the fire.

Its long, compact grain cuts bright and clear
under the graver. And it polishes to a brilliant
surface without waste.

Guinea Gold comes granulated--put up in duck
bags of 5 pounds or 10 pounds — or boxed in bulk.

"Omega,' Purified Shot Copper
Omega Purified Shot Copper is prepared to give

the manufacturing jeweler a brand of Copper of
assured standards and purity. It is made of
copper selected from the finest brands that come
into the market. Melted, purified and shotted.
Sieved into uniform sizes and packed in duck bags
of 10 pounds each. Omega Purified Shot Copper is
convenient to use. It is kept free of dust, dirt and
oxidation.

The granules melt quickly and yield an alloy of
known composition and working qualities.

Write for generous working samples of Omega Guinea Gold Alloy and Omega Purified Shot Copper—and acopy of our "Formulae for Alloying Gold," a series of working formulae prepared by our chief metallurgist.No charge.

THE RIVERSIDE METAL COMPANY
MAKERS OF JEWELERS' METALS

RIVERSIDE, N. J.

1886 1911

Our 25th Year

0.

cp%

W4f

•612/

5815 Easton Ave., St. Louis, Missouri

WRITE FOR CATALOGUE

SAVE YOUR SCRAP

A

and remelt it in one of our
melting furnaces. See the
little No. 40-A illustrated
here, price only $3.50. Can
you afford to be without it
longer? Operated with any

- - — kind of gas as fuel and will
melt a crucible holding

half pound of metal in 10 minutes, starting all cold.
Larger sizes than this are to be found in our catalog " B. k " free
for the asking. Better write to-day.

BUFFALO DENTAL MANUFACTURING CO., Buffalo, N. Y., U. S. A.

Try our BLUE RIBBON CREAM
Metal Polish on your Automo-
bile Lamps, Brass Signs and

Fixtures.

Use our BLUE RIBBON CREAM
Silver Polish on your Fine Gold,

Silverware, Cut Glass, etc.

Remember, the name "BLUE
RIBBON" means the BEST.

A sample of either or both for
the asking.

International Metal Polish Co.
INDIANAPOLIS, IND
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.00king Backward in the Pla
ting

Industry

\ddress by Eavvix S. SPERRY,
 before National Electro-

platers' Association

The very early history of e
lectroplating is not

oarticularly interesting. We k
now that thousands

years ago the Egyntians used
 mercury in the

gilding of bronze statues. It was the inception

of the present "fire-gilding"
 process. We know

that in 1799 Volta made his
 first continuous bat-

tery and that in 1805 Brugna
telli first gilded sil-

ver medals by means of it. It may be of interest

to know that he used the f
ulminate of gold for

this purpose.
No further application seems

Jordan's to have been made until the

Discovery year 1839, when C. J. Jordan,

an Englishman, discovered t
hat

by the use of a battery of litable kind (and I

will state that since their dis
covery by Volta in

1899, batteries had undergone 
much improvement)

it was possible to deposit 
copper from a solu-

tion of sulphate of copper, up
on wax previously

coated with graphite. He used
 the process for

making impressions of engra
ved copper plates

and thus electrotyping was b
orn. It is believed

that Jordan's process was th
e first actual com-

mercial application of electropla
ting. It was one

of the remarkable discoverie
s of the day and

hundreds of persons were e
ngaged in experi-

menting with it. The field seemed enormous,

many indirect applications we
re ,made, and the

discovery greatly stimulated th
e art of electro-

plating, for soon afterwards 
silver plating made

its appearance in the commerci
al world. Strange

to say electrotyping is still c
arried on in the same

manner, wax is used, graphite 
forms the conduct-

ing material and the copper 
is deposited in a

solution of sulphate of copper.
 With a few re-

finements the process remains 
unchanged.

We are now passing to the

Applying the Art period of successful applica-

tion of the art of electroplat-

ing and G. R. and H. Elki
ngton, the famous

English pioneers in this line, 
were engaged in

the gold plating of military 
ornaments by dip-

ping, the solution for which 
was patented by

them previously. Up to this t
ime all plating had

either been done by dipping 
or by the well-

known method of close-plating,
 which is nothing

more than soldering silver or 
gold upon the base

metal.
In 1840 these gentlemen were 

granted the first

patent for electrodepositing s
ilver, and it is this

patent (granted in England o
n March 25, 1840,

No. 8447) that is the foundat
ion and real begin-

ning of our present art. It is now some seventy

years since the patent was g
ranted, and it will

have to be admitted that littl
e change has taken

place since then. The Elkington
s used a cyanide

solution like that now employ
ed. Dynamos have

replaced batteries, but further t
han this little can

be said.
Silver plating, then, was first carried out in

England, and some seven years afterwards it

seems to have been commenced 
in our own coun-

try when a company in Meriden
 began to manu-

facture silver plated 'foods. As
 far as known it

was there that electroplating was
 first commenced

in the United States.

Let us see what has been done
 in this line since

1840. Before the advent of silver

The Art in the plating large quantities of

United States pewter and britannia-metal

were used. Steel knives and

forks constituted the flat-ware, and those who

could not afford the luxury o
f sterling silver

spoons used tinned iron ones. Pewter spoons

were also made in large quant
ities. When silver

plating proved successful it was quite natural

that it should be used upon th
e pewter or britan-

nia-metal, as these articles were comparatively

expensive. German-silver had n
ot come into ex-

tensive use at that time.

Although silver plating" is a 
simple operation,

its production was beset w
ith difficulties when

attempts were made to carry 
it out commercially.

E KEYSTONE

To perform an operation in an 
experimental way

is one thing. To do it commerci
ally is another.

The first obstacle in silver plating was the

cyanide. Up to this time ther
e was no use at

all for it. It was not a commercial ar
ticle and

the only way was to make i
t. The making of

cyanide was then as much a 
part of the plater's

business as the making of th
e solution, and the

majority of the platers who have passed the

three-score mark will remembe
r that this was so.

It was only the other day 
that I made the ac-

quaintance of a man of this kind
 who had worked

in Sheffield during the early 
manufacture of sil-

ver plated ware, and he inva
riably made his own

cyanide at that time.
Cyanide was then made by

How Cyanide heating yellow prussiate of

Was Made potash and carbonate of pot
-

ash in an iron pot. Demand

soon created a supply, though,
 and cayanide soon

became a commercial produc
t. The old, dark

gray product, however, with
 its low cyanogen

content is a thing of the past,
 and platers should

consider themselves fortunate 
in obtaining the

high grade product now ma
nufactured.

When the first attempts were
 made to silver

plate copper, brass or similar m
etals, it was found

that the metal became coated 
with silver by sim-

ple immersion before the curr
ent began to pass.

The deposit then peeled off 
when burnished. The

discovery was soon made, how
ever, that by cut-

ting down the amount of sil
ver in the solution

it did not deposit any metal 
until the current was

passed through the solution, a
nd that the deposit

was adherent. The .color of 
the silver was yel-

low and it was not particularl
y soft. Then some-

body discovered that the w
ay to carry on the

process was first to give the 
article to be plated

a light coating in this solutio
n low in silver and

high in cyanide, and then to 
deposit the regular

coating in a solution rich in s
ilver. In this man-

ner the "striking solution" was
 evolved. The use

of this solution marked an 
epoch in silver plat-

ing history, but it all took pla
ce before the pres-

ent generation.
A reduction in the price of

Nickel Reduced nickel caused a change to come

in Price over the silver plating indus-

try. To my recollection it was

soon after the Franco-Prussia
n War that this

change came. Certain incidents in connection

with the war were fresh in my
 memory when one

day my father returned from 
Taunton, Mass.,

and brought some German-sil
ver forks back with

him that had been silver plat
ed. By .associating

it with the war it is still fresh in my memory.

It may have been earlier th
an this that German-

silver began to be used in 
making flat ware, but

it was some time after the cl
ose of the Civil War.

The use of German-silver for 
flat ware un-

doubtedly did not originate in 
this country, but

its manufacture has been develope
d by the Ameri-

cans in a remarkable degree. 
It was the Yankees

who brought out the machinery
 for making flat

ware upon a modern scale, and it has been

through the agency of their ma
chinery that for-

eign countries have been abl
e to compete with

us. The old method of making 
spoons and forks

from a rod, or as steel flat ware
 would be made,

did not appeal to the Connecti
cut Yankee, and by

his ingenuity and skill the pre
sent machinery for

making them from sheet metal 
by blanking, grad-

ing and forming under a dr
op press has been

perfected. I believe that I am right in 
claiming

that the United States are t
he pioneers in flat

ware manufacture. In the silver plating we fol-

lowed, but in the manufacture
 of the spoons and

forks themselves we have 
revolutionized.

The advent of German-sil
ver

German-silver flat ware brought about un-

foreseen difficulties in the way

of silver plating. It was found difficult to ma
ke

the silver adhere, and it wo
uld persist in strip-

ping when burnished. Science then came to the

rescue in the use of the 
"quick or blue dip."

While it had been used long
 before in the fire

gilding of metals, it was not 
considered necessary

in electroplating, but upon German-silver it

solved the problem of the p
eeling difficulty. The

coating of the German-silver
 by this quick dip

with a thin film of mercury 
serves to bind the

silver to the base metal. It is now a universal

method in the flat ware ind
ustry and without it

good silver plated ware can
not be made.

From its inception we find
 no radical change
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in the method employed in sil
ver plating. Ap-

paratus has been modified and 
better raw ma-

terials have been obtained, bu
t in its essential

feature we find little change. 
In some respects,

indeed, we find that history is 
repeating itself, for

there is now a strong tendenc
y to use the so-

called "bright" silver solution 
in the plating of

flat ware. This solution, of course, is one
 con-

taining a small amount of bi-
sulphide of carbon

and which produces a smooth 
silver deposit.

We must .not overlook the 
progress that has

been made in the silver plating 
of steel cutlery.

It has always been one of the
 difficult lines of

the trade. Many of the early difficulties were

caused by the use of poor st
eel, full of seams,

but now good steel, made es
pecially for the pur-

pose can be obtained. I believ
e platers now fully

realize that these seams canno
t • be covered up

in plating, however small they 
may be.

The usual methods followed

Electro-plating in the electro-plating of metal
s

Metals were found wanting in platin
g

steel. It was found extremely

difficult to produce a silver 
deposit that would

not strip when burnished. The "quick" dip did

not solve the problem, for 
mercury does not

amalgamate with steel. Many modifications of

the solution were tried, and it 
was finally found

that the cleaning of the steel 
had more to do

with the problem than anything 
else. Steel rusts

so easily,,when chemically cle
an that the problem

resolved itself into the removal of the
 grease

and oil and the prevention of
 the rusting of the

steel before it entered the silver solutions
. As

now followed in general pra
ctice, two striking

solutions are used. One acts i
n the role of an

electric cleaner, while the othe
r is the regular

strike. In this manner it is possible 
to work up

to the desired degree before the heavy silver

coating is put on.
When nickel plating came in the

 cutlery manu-

facturers hailed it with glee. It seemed to solve

the problem and all knife manufacturers bega
n

to nickel plate their goods b
efore silvering. It

was soon found, however, th
at the peeling was

very prevalent and the nickel h
ad an exasperating

way of coming off in layers 
carrying the silver

with it. Later, with additional care in
 cleaning,

the nickel remained on better, but it did not

prove satisfactory at all, and i
t is not used at the

present time to any extent exc
ept on cheap work

where little silver is put on.

Large Striking Clock for 
Massachusetts

Mill

At the Ayer Woolen Mills in 
Lawrence, Mass.,

there is being installed a large striking clock
,

one of the largest of its kind, 
the dials of which

are 22 feet in dianieter. The machinery and

other parts of this clock we
igh 40,000 pounds,

or twenty short tons. The hands are about 14

feet in length. 'The faces ar
e of • ground glass,

in castiron frames, and will be illuminated at

night. The clock has a gravi
ty escapement, and

is wound up every eight day
s. The pendulum

rod is about 15 feet long, an
d weighs, together

with its bob, 270 pounds.

The materials in the dial are: castiron,

27,500 pounds; lead, I140 pounds; bolts and

screws, 450 pounds; glass, 5
500 pounds; putty,

moo pounds; a total of about 36,000 pounds
.

The dials are securely braced 
with heavy adjust-

able bolts to great I-beams 
which also support

the dial works, gears and 
shafts on which the

hands are mounted. The hands are made of

pine wood, cut from .single 
boards, 18 inches

wide and 14 feet long, and f
astened at the center

with heavy cast-bronze bear
ing plates.

The striking mechanism of 
the clock is con-

nected to the time part el
ectrically, so that at

the hour only, and exactly 
on time, the clock

will strike the correct numb
er of blows on the

great 5000-pound bell that is 
in the room below.

The blows are struck by a castiron hammer

weighing 120 pounds.
The clock works are 9 feet

 long, 5 feet wide,

8 feet in height, and wei
gh about 4500 pounds.

The clock is fitted with e
lectrical connections to

control any number of secon
dary clocks that may

be placed in the building. 
The big timepiece is

guaranteed not to vary more 
than t5 seconds a

month.

;11



840

TESTIMONIAL
MR. F. W. SCHULER. Atlantic City, New Jersey.

Dear Sir arrived home safe, and thought I would take
this means of thanking you for the instructions I received in
your engraving department while attending your college.

I ant more than satisfied, and everybody who sees my
plate thinks it is a very fine piece of work.

I would recommend The Philadelphia College of Horology
to any one who desires to obtain a thorough knowledge of
engraving in a short space of time.

Wishing you the success you deserve, I beg to remain,
Very respectfully yours,

JOSEPH I. COHEN,
1719 Atlantic Ave., Atlantic City, N. J.

For $50.00 We will Teach You
to Do First-Class Engraving
A three-months' course in our engraving department will make such apractical engraver of you that you can do, in a satisfactory manner,the engraving that would have to be done in the average jewelry store.This should interest you.
You can look this country over and nowhere will you find an institu-tion whose students become first-class engravers in so short a time.
It is our method of teaching and years ( I 7) of experience that count.If you are going to learn engraving you are doing yourself an injusticeif you do not investigate our college, for I can truthfully say that noengraving college in this country can give you as much knowledgepertaining to the art of engraving in a shorter time or with as littleexpense as we can.
The secret of our students' success is our method of teaching, whichis different from that of any other college in this country.
Come, let us make an engraver of you.
Send to-day for our engraving prospectus. It is free. It will interest you.A postal will bring it.

The Philadelphia College of Horology
Broad and Somerset Streets, PHILADELPHIA, PA.

F. W. SCHULER, Principal ESTABLISHED 1894

New M. P. Safety Catch
eI

Is Ready in 10 and 14 K Gold

A trial order for one dozen will be accepted with return
privilege if not satisfactory.

IN COMPARING THE COST, NOTE THE FOLLOWING:
lat.—The absence of the cost of assembling.
2nd.—The elimination of waste in handling one piece in place of two.
3rd.—The expedition of filling orders by reason of time saved in

production.

The first has a definite value, the second depends upon thecare of your operatives, and the third, the value you place
upon reputation for quick deliveries.

Orders from the retail trade will be forwarded to the nearest jobber

The Metal Products Corporation
Manufacturers of Jewel Settings, Metal
Ornaments and Jewelry Components

—New York Office-
611 Broadway, Room 605
Address Department K Thurbers Ave., Providence, R. I.

TAG YOUR RINGS WITI1
WASHABLE TAGS
Yes : Mr. Jeweler

The Ideal celluloid tag saves time and
money. And makes your rings look
twice as attractive.

Wash or polish your rings with the tags
on them—the ink is waterproof and won't
wash off.
No danger of getting tags mixed.
Note the large flat writing surface.

IDEAL TAGGING OUTFIT
Complete, only $2.50

1000 tags and eyelets . . . $ 1.50
I pair Ideal Pliers . . . . .75
1 bottle Waterproof Ink . . .25
1 neat hardwood box, with

catch fastener . . . 0000

Bastian Bros. Co.
Dept. 516

Rochester :: NEW YORK

,lay, 1911

Workshop Notes

THIS

Subscribers wishing inquiries answered in this depart-
ent must send name and address—not for publication,
ut as an evidence of good faith. No attention will be
lid to anonymous communications. Questions will be
oswered in the order in which they are received.

"Stop-watch."—I have a cheap Swiss stop-
,atch which runs about two seconds in a minute
,o fast, and I have done everything to make it
Un slower, but it will not. It is a cylinder move-
9ent, and I have let out the hairspring and put
a very weak mainspring but it still gains time.
would be pleased to have your views on this

ase and greatly oblige.—To put in a weaker
nainspring is a move in the wrong direction
vhen the object is to make the watch run slower;
lie only way in which excessive strength of
•nainspring could make a cylinder watch (other-
vise in good order) go faster, would be for the
.pring to be strong enough to throw the balance
(round so far that the pin in the balance-rim
would frequently strike the banking-pin in the
balance-cock, causing the balance to rebound with
augmented velocity. From your statement, how-
ever, we do not believe this was the case, and,
tifter making sure that there is nothing loose in
the train, which could permit a gain in time as
shown on the dial, you will have to get the
watch to run slower by either putting on a
weaker hairspring or by adding weight to the
balance, or by putting on a heavier balance. The
best way is the first-mentioned one of changing
the hairspring. It is permissible in cheap cylinder
watches, however, to "tin" the lower side of the
balance to increase its weight. This is done by
drilling in a piece of flat brass or copper sheet
a hole large enough to take in the lower part of
the brass cylinder hub; clean this plate and put
on some soldering fluid, then, after heating the
plate, rub it with a stick of soft solder until its
surface is well covered with solder, but not too
thickly laid on. The balance, carefully cleaned to
a bright surface on its bottom, is dropped on to
the solder plate and then immediately removed.
A coating of solder adheres to the bottom of the
balance. If it is uneven it can be flattened off
by a few strokes of a fine file. This should
make a substantial difference (slower) in the
running of the watch. This method would be
entirely out of place on a cylinder watch of
medium or good grade; it is only suggested for
the very cheapest grades.

"Pivot Polisher."—(a) Can you tell me what
hind of tool the factory uses to polish the shoul-
der and angle of a pivot? Is it a stone or piece
9f metal? When a new pinion or staff is put in
which is just a little too large, when I have used
a triangular Arkansas slip, it does not cut in the
(Ingle but takes off the shoulder and some of the
Pivot, leaving something like a conical pivot. It
.ceems that Arkansas slips are too soft for sharp
corners. Is there some other stone that will
RIND the sharp corner or is it better to use a

Pivot file and then polish? (b) Is the factory tool
feasible for the repairer? Can the repairer find
a roller jewel setter that will hold the jewel
straight and flat so as to put it in the roller table
without taking it off the staff? How does the
factory put in the roller jewel? Is it straight
and true the first trial, I mean those that are
shellaced in? I have tried several roller jewel
setters, but they are not true with 18 size and
0 size at the same time. If I adjust the setter
to 0 size it won't do for r8 size and vice versa.—
(a) The oilstone slip will not make a workman-
like job of reducing a shoulder, because the work
quickly breaks down the sharp corner of the stone
and destroys the flatness of its surface. With
such a grinder it is impossible to make a square,
sharp, clean-cut job. The most perfect work can
be done with a rotary pivot polisher, such as you
can buy from tool dealers; they cost all the way
from ten to thirty dollars, depending on their
construction, and are made by each of the makers
(If lathes and by Pfardinge Bros., Chicago; the
Clement combined lathe tool also includes a ro-
!ary pivot polisher with its features. For grind-
mg. shoulders or pivots to size, use a soft steel
;sr iron lap on the polisher with oilstone powder
in oil. Then next use a bell-metal cap with

KEYSTONE

diamantine or diamantine and rouge to polish
the work. If you cannot provide a rotary pivot
polisher, use a slip of iron or soft steel in the
same way as you used the Arkansas slip; of
course you must put on it the mixture of oil-
stone powder and oil to do the grinding. Then
use a slip of bell-metal with diamantine, or that
and rouge, for polishing. These metal slips hold
their shape for a long time, and when necessary
can be filed to a flat surface again. Factories use
either rotary polishers or "wig-wags," which are
simply machines for moving a metal slip to and
fro in the same manner as you would a hand
slip. (b) You cannot depend on a roller-jewel
setter in every case to leave the jewel-pin just
in the position you want it. After setting the
jewel you must try it in the escapement to see
that it is neither too deep nor too shallow in its
action in the slot of the fork. Then you may
find some slight change necessary, either to move
the jewel-pin back a little or forward a little.
But it must at the same time be kept perfectly
upright—i.e., at a right angle to the plane of the
roller-table. Now, if your roller-jewel setter is
of good design and in proper condition it will
set roller-jewels perfectly upright, whether of
small or large size, and, with it, changing the
position of the jewel-pin can easily be effected
in any direction, maintaining the uprightness of
the jewel-pin all the while. If you have trouble.
either the tool you have is not of a good design
or else it is in poor condition. You must have
the little slot which holds the jewel-pin, small
enough in width and depth so that an 0 size
jewel-pin can be held in it without the flat front
of the jewel getting below the edges of the slot.
It must stand enough above the edges of the
slot to allow the clamping piece to hold the front
face of the jewel in its proper "straight across"
position. When this is right for the smallest
jewel it will do for any and all the larger sizes.
All that even the largest jewel requires is simply
a slight groove to hold it straight until the
shellac hardens.

"Half Seconds."—I am planning to make a few
8-day time movements or clocks to beat half
seconds or izo beats a minute. Length of pendu-
lum rod from point of suspension to point of os-
cillation to be 1202 :602 :: 39.2" : x = 9.8 Eng.
inches. I have an escape wheel cutter for cutting
teeth as on the wheel enclosed, and my idea is to
make a dead beat escapement and use this form
of tooth in a wheel of 30 teeth. I would like a
little advice on the number of degrees lift and
lock I should give the pallets. Also number of
teeth to embrace or span in order to give the
pendulum a pretty good swing. Circular pitch or
the distance front tooth center to tooth center or
circumference of wheel is .10744272 inches, num-
ber of teeth in escape wheel to be 30. Cut
diameter of wheel to be r.o26 inches. I can cut
the wheel so it will be wider at the tooth points
if necessary. If you know of any good books
treating of pendulum escapements I wish you
would let me know. Also who makes a good half
seconds beat clock with dead beat escapement in
it. Any advice upon this subject would be a great
help to me. Inclination of teeth on escape wheel,
acting face of tooth 26 degrees; back of tooth
42% degrees; width of tootlz at points .004.—For
the clock you describe we would advise you to
employ a recoil escapement instead of the dead-
beat escapement you propose. The recoil es-
capement has excellent properties which it seems
to be customary to overlook. In short, it very
unjustly is considered by many to be a poor es-
capement, probably because it is so often used
on cheap clocks. But its inherent excellence is
proven by the fact that it gives surprisingly good
results in clocks which are not of the best work-
manship. To make a clock-train which will de-
liver its power fairly uniformly to the escape-
ment is possible only to one who has had a great.
deal of experience to develop his skill in that
particular kind of work. In these first clocks you
will make you cannot expect to make trains as
good as an experienced clockmaker could, and
the inevitable variation of power delivered to the
escapement would make it advisable to use a re-
coil escapement, because that form of escape-
ment is not as sensitive to variations in the motive
power as is the dead-beat or Graham type. The
recoil escapement possesses a sort of "natural

841

compensation" by which excessive or weakened
motive power is counteracted automatically. For
a full discussion of recoil escapements, their de-
sign and construction, see Saunier's "Treatise on
Modern Horology" and "The Modern Clock," by
Ward L. Goodrich. Nearly all dealers in watch-
maker's supplies carry these books in stock.

"Chime Rods."—Would like to know front
what kind of metal the chime rods are made. Is
it 18 per cent. German silver or some other com-
position, and where can I get them? Also, about
high brass for clocks; I mean the plates. I in-
quired in Waterbury Brass Co. shops, but they
only have soft high brass and I would like hard,
the way they are in French clocks.—You can buy
chime rods and tubes from Bawo & Dotter, 26-34
Barclay street, New York City. Different makers
use various alloys, and we do not know their
exact proportions; we do not believe they would
like to tell the composition of their metals, as
they each experiment to try to get better tone
than their competitors. Hard-rolled flattened
clock brass can be bought of the Waterbury
Brass Co., made up specially in lots of not less
than mo pounds. Less quantities than this can
be had from Ezra F. Bowman's Sons, Lancaster,
Pa. This material should be ordered "flattened
and sawed to size" in order to be sure of getting
material which will need the least possible work
in finishing. If it is sheared instead of sawed
the plate will be somewhat bent toward the
edges.

"Self-winding."—Will you kindly let me know
if there is an electric or self-winding clock on
the market that gives satisfactory results in which
the pendulum beats seconds with 12 or 14-inch
dial with sweep seconds handl—We know of no
clock which would fulfill the requirements you
mention, which is regularly on the market. You
might be able to have one made to order, but it
would be very expensive, and it would be more
or less of an experiment as to what sort of time-
keeping you would get from it. If you think you
would be willing to put into it a good deal of
money and take a chance on the results, we will,
if you wish, look up some one to do the work
for you.

"Escapement Charts."—Will you please give us
the address of some concern where we can secure
some colored charts of the different escapements
about so by 12 inches; or, if you can furnish
these, please give us price on sante?—Write to
the Ezra F. Bowman Technical School, Lancas-
ter, Pa., or Bradley Polytechnic Institute, Peoria.
Illinois.

"Pivot Polisher."—Method of procedure in
using pivot polisher (Hardinge) for squaring
winding arbor. I presume it better not to use
the small laps for this purpose, but to make
larger ones and use them on the lap-holder, also
that the square is first roughed out by using
filing fixture.—If you make your winding arbor
from a piece of hardened and tempered wire, we
would recommend that you use a filing fixture to
both shape and finish the square; first with a file,
following that with an oilstone slip or an iron
slip and oilstone powder in oil. The reason we
suggest this is that it would be a waste of work
to remove the filing fixture and then adjust the
pivot polisher, when the filing fixture can be used
to produce just as good work. If you make
your winding arbor by first roughing it out of soft
steel, then hardening and then finishing it, you
can use the pivot polisher by using an "end-
milling cutter" on your pivot polisher (Hardinge
Bros. can furnish the cutter), then after harden-
ing and tempering the arbor, grind the square to
a finish with an iron or soft steel lap used with
emery, carborun 'urn, or other suitable abrasive
powder. In milling and grinding the square, set
the pivot polisher spindle at a right angle to the
lathe bed's axis, and adjust the fixture so you
can cover the full side of the square with the
cutter or lap by rocking the spindle carriage.
The lap and cutter should be of no larger di-
ameter than is necessary to cover, with the radial
extent of their acting faces, at least half the
length of the arbor square.
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Bill LET
BIGGEST
BEST

BUSIEST
This entire build-
ing given to use
of Horological
Department for
work in Watch.
work and its
kindred trades—

Jewelry,
Engraving,

and
Optics.

Come right along
—we will be able
to take care of
all corners for a
year or two at
least. We do not
think that our
increased facili-
ties will be over-
taxed to take
care of our pa-
trons before that
time.

The above half-tone is of the "C" or Elementary Watchwork Department. This room is 100 feet long, and at the time the picture was taken there were 75 students in thisdepartment. Plenty of room, with good light, good instructors, and consequent good results. The other several rooms will be shown later. Watch this apace.

You can increase your salary one hundred per cent. in one year and in many in-
stances we have had workmen who have increased their salaries three and fourtimes that much by taking a course at Bradley. Bradley methods are system-atic and thorough and you will find, if you will take the trouble to investigate,that it stands at the head of institutions of this kind.

Make up your mind to be ready for the Holiday trade and the first of the year by
taking six months' work in the Horological Department of this Institution.

DROP A POST CARD TO

"Horological," Department K, PEORIA, ILL.,
FOR LATEST CATALOG

NO, SIR ! It Won't Deteriorate
Here is a letter from one of the largest and
best-known jobbers of the Southwest

Dallas, Texas, Oct. 28, 1910.

FULCRUM OIL COMPANY

Gentlemen :—We wish to say that we are
receiving advices as to the favorable opinion
amongst watchmakers of the oil supplied by you,
and we trust that the standard which has been
established will continue and not deteriorate as so
many others have done.

Yours very truly,

(Signed) H. H. HAWLEY COMPANY.

The jobber is the first one to hear a complaint
about any material. Ask your material jobber if
he has had any genuine complaints of Fulcrum Oil
by a watchmaker competent to judge.
Fulcrum Oils are the only perfect Watch and
Clock oils ever made.

35c. a bottle $3.75 per dozen
FOR SALE BY ALL JOBBERS

FULCRUM OIL COMPANY
Henri Picard & Frere, London, England

Sole Export Agents Franklin, Pa., U. S. A.

Sheff Patent Ring Forging Machine
THIS ring stretching machine is for jewelers or any one who repairs

or sells rings. It is the only tool on the market for the purpose that
will do perfect work. It stretches all kinds of rings—wide, narrow,

oval, flat, plain or set. A light ring can be sized three sizes and a heavy
one six sizes and do it perfectly. Anyone can easily work it and you
cannot spoil a ring under any circumstances. The ring comes out of the
machine perfectly round and straight and requires no refinishing. You
can size a ring while the customer waits and he cannot tell by appearances
that it has been stretched and will not know how you did it unless you
tell him. This machine is not built on the roll principle but the ring is
pressed into the die and you can put as much or as little pressure as you
wish and you can see exactly what you are doing. It is thoroughly
guaranteed, will never wear out. The mcst successful jewelry houses inthe country are using this machine. We have had a wonderful sale of it
and do not know an one who has one who would do without it. Give it
a trial for ten days. Any jobber will furnish one.

Order from your Jobber or Send to us Direct. Price $16 00 Includes Machine,, • ) Mandrel and Six Dies

A J SHEFF & CO •
• 

6109 PENN AVENUE. . • PITTSBURG, PA.
DISTRIBUTERS : SUSSFELD, LORSCH & CO., Maiden Lane, New York.

AMERICAN OIL & SUPPLY CO., Newark, N. J.
EDWARDS & SLOANE JEWELRY CO., Kansas City, Mo.
BUTTERFIELD BROS., Portland, Oregon.
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lie Use of Sawdust as a Drying
Material

In recent years a number of inventions have
,een placed upon the market in an effort to over-
,.ome the use of sawdust in drying metallic arti-
,les of various descriptions, writes Charles H.
:'roctor in The Metal Industry. Two of the most
:mportant are the centrifugal dryer, and a corn-
hination of the centrifugal and hot air dryer.
Che first depends upon its high speed of rotation,
which throws the moisture to the outer edge by
centrifugal force. The second method is an im-
provement of the first, due to the additional dry-
ing agent of hot air, ranging from two to three
hundred degrees under pressure. The centrifu-
gal force expels and the hot air blast absorbs
the remaining moisture, so this invention has
proved remarkably successful as a 'dryer for
many articles, but unfortunately their applica-
tion is limited. Articles that contain deep de-
pressions or those that contain only one outlet
cannot be successfully dried by these methods.
The articles do not change their positions in
centrifugal dryers, and for this very reason arti-
cles that contain depressions will retain their
moisture, and for this reason these machines
have not proved themselves satisfactory for all
purposes.

The successful dryer must be
The Successful a combination of centrifugal
Dryer and reciprocal so that the po-

sition of the articles can be
changed; with this combination it would be pos-
sible to overcome the difficulties enumerated. It
would be well for the manufacturers of such
machines to take notice, because until the disad-
vantages noted have been overcome the centri-
fugal machine will be limited in its applications
and cannot, therefore, prove itself a commer-
cial success. In the meantime the electroplater
must continue the use of the older method of
using sawdust as a drying material for many
articles. Of the woods available for this pur-
pose there are very few species that give the
requisite combination to produce the desired re-
sults. These are boxwood, maple, rock maple,
poplar and Northern pine (free from resin).
The majority of other woods available are either
too hard, contain resin or tannin and are there-
fore not satisfactory for the purpose. Sawdust
containing resin adheres to the articles when
heated. Woods containing tannin produce dis-
colorations by the absorption of moisture and
continued heating develops tannic acid ; therefore
a decided disadvantage accrues from their use.
The sawdust resulting from maple or rock maple
should be given the preference, as these woods
contain all the advantages for a drying material,
being neither too hard for absorption of the
moisture nor containing any of the detrimental
influences noted in other wood. Sawdust is a
cheap source of drying material and in many
plating establishments serves a threefold purpose :

First, as a drying material, in
Drying material connection with the boiling

water or soap solution, the use
is continued until the absorption of moisture is
not satisfactory. This is noted by its tendency
to cling to the articles when drying out. When
this occurs it should be used for the second pur-
pose, which is in drying out articles cleansed by
the aid of benzine or gasoline. Its use is con-
tinued until it becomes too impregnated with
polishing material such as tripoli, Vienna lime
or rouge compositions. Third, its use may be
further continued in dry tumbling, and for this
purpose it will be found very satisfactory owing
to the polishing material it contains. After this
it can be used for first operations in tumbling
for such articles that have a small amount of
oil upon their surface.
Maple sawdust usually comes in three grades:

No. i for fine work, such as jewelry, etc.; No.
2 for ordinary work and is known as the medium
grade; No. 3 which is coarser and is used upon
articles that are dried without the use of sieves.
It can be readily seen that sawdust is a cheap

source of drying material when used to its fullest
extent. It is oftentimes difficult to obtain the
material on account of the demand. There are a
number of concerns that make a specialty of this
material.

Home-made Electric Clock
The clock illustrated herewith is driven by

means of electromagnets acting directly on the
pendulum bob. Unlike most clocks, the pendu-
lum swings forward and backward instead of
laterally. The construction is very simple, and
the result is not only novel but well worth while,
because one does not have to bother about wind-
ing a clock, such as this one, says the Scientific
American.
The clock is mounted on a wooden base meas-

uring 33/4 by 6V2 in. by i 5/16 in. thick. Secured
centrally on this base is a Vs by 3/4-in. bar, 6 in.
long and at each side of this, 5/16 in. away, is an
electromagnet 4 in. in diameter and i 7/16 in.
high. Two uprights, 7% in. high and TA. in. in
diameter, are secured in the base bar, and are
connected at the top by a brass yoke piece on

Magnetic Clock

which the clock frame is supported. Just below
the yoke piece a hole is drilled in each upright
to receive the pivot pins of the crosspiece se-
cured to the upper end of the pendulum rod.
The pendulum bob at the lower end is adjusted
to swing just clear of the electromagnets.
Mounted at the right-hand side of the base are
three tall binding-posts, the center one being 2%
in. high, and the other two 2% in. high. Each
is fitted with a piece of copper wire provided
with a small brass spring tip. These springs lie
in the plane of the pendulum, which serves to
swing the central tip first against one and then
against the other of the side tips, thereby closing
the circuit of first one magnet and then the other.
Each magnet attracts the pendulum until its cir-
cuit is broken by release of the center tip, and on
the return swing of the pendulum the circuit of
the other magnet is similarly closed. Thus the
pendulum is kept in motion by the alternate mag-
netic impulses. The clock train is taken from a
standard clock and the motion of the pendulum
is imparted to the escape wheel by means of a
pawl, bearing on the latter, which is lifted at
each forward stroke of the pendulum by an arm
projecting forward from the pivotal end of the
pendulum rod.

Makes Steel as Precious as Gold
In the days of the mediaeval alchemist it was

believed that it was possible, by means of some
undiscovered laboratory operation, to convert the
baser metals into gold. With. the development
of modern chemistry this belief was shown to be
baseless, at least in the sense in which the older
workers held it.
At the same time, says Cassier's Magazine,

there has been evolved as a result of the work
of the more recent chemists and metallurgists a
transmutation in the properties of steel which is
of far more real value to the world than any
formula for making gold could ever be.
The discovery that iron containing a certain

proportion of carbon constituted steel trans-

formed society and created modern civilization.
Without steel we should relapse into barbarism.
To-day it is known that in addition to carbon
there are other elements the addition of which
will impart to steel certain properties increasing
immensely its value as a material of construction
and of operation.
Among the substances which were formerly

classed as the "rare" elements there are several
which were rare only because there was not
sufficient use for them to provide an incentive to
discover natural sources of supply.
Thus vanadium, known as an element for a

hundred years, estimated as having a value many
times that of gold and used solely for a few
artistic purposes in coloring fabrics, has within
a few years risen irrimensely in importance be-
cause of the knowledge which has been acquired
of the valuable properties which it imparts to
steel, while at the same time it has fallen in cost
to a point about one-half that of silver because
the very demand has revealed hitherto unknown
deposits.
The influence of vanadium upon steel may well

be regarded as a triumph of modern metallurgy,
and vanadium steel has become one of the most
important of . the so-called alloy steels. The
older steels, now known broadly as "carbon"
steels in distinction to the various alloy steels,
had certain fairly well ascertained properties to-
gether with determinate limitations.

• They 'could be made ductile within certain
limits of strength or strong within certain ap-
proach to brittleness, but when both strength
and toughness were demanded it was realized
that something else in addition to carbon was
essential. That something has been shown to be
vanadium.
The influence of the addition of small propor-

tions of vanadium to steel is twofold; it acts as
a scavenger, removing oxides, nitrides, etc., in a
form easily carried away to the slag, and it also
toughens the steel directly, by its solid solution,
under normal conditions, in the carbonless por-
tion, known as ferrite. In addition it forms
complex carbides of such a nature as greatly
to strengthen the steel statically.
The result is a product so vastly superior to

the ordinary carbon steel as to render it practi-
cally a new material of construction, especially
for situations in which shocks must be met and
resisted. The combination of high strength and
great toughness makes it the material above all
others for automobile parts as well as for rail-
way axles and engine frames, for springs for the
important parts of vessels and for bridges and
similar structures.

Platinum $43 an Ounce

Price Now Is the Highest Ever—Far Costlier
Than Gold

Platinum, which is far more costly than gold,
has been advancing rapidly in price in the last
few weeks, says the New York Times of March
ith. On March loth it was quoted in Maiden
Lane at $43 an ounce for hard platinum and $41
an ounce for the soft metal. These are the
highest prices ever reached, and indicate an ad-
vance of about $to an ounce in the last six
months.
The present upward movement in platinum was

nearly equaled several years ago. In 1905 pure
platinum was selling at $18.5o with only a languid
demand. Early in 1906 the sales began to in-
crease, and prices steadily advanced until in De-
cember of that year pure olatinum was selling at
$.38 an ounce, and hard platinum touched $40.
That was the highest level it reached. A decline
started in February of 1907 and continued until
August of 1908, when the price had again de-
clined to less than $20 an ounce. The present
upward movement started soon afterward, but
was not brisk until within the past six months.
The production of platinum in this country is

small, for all that is obtained comes as a by-
product in working the gold placers of California
and Oregon.
The chief source of supply is the Ural Moun-

tains, in Russia, but some is also obtained from
Colombia, South America, and from Canada.
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I N our twenty years of splendid progress Dee & Co. have, by reason of their consistent
I- dependability, won the absolute confidence of the large army of live, wide-awake,
progressive jewelers all over this broad land, who, when they are anxious to realize " top
notch " prices for their

Old Gold Filled Cases Floor Sweepings
Old Silver Filled Frames Bench Sweepings
Gold Plate Platinum Polishings

are sure to send their shipments to us.
There are plenty of reasons why our satisfactory methods of doing business have

influenced so many jewelers to come our way. You don't have to take our word for it,
thousands of satisfactory replies to our remittances tell the story—perhaps you are one of
them.

WE DON'T PRETEND
to pay you more than your goods are worth, but we do pay you more than anyone else
can possibly allow for them. Send us a trial shipment, and it's a safe guess that our
liberal methods of valuation and promptness of remittance will convince you that we are
in a class by ourselves.

Check for old gold and silver by return mail. If our offer is not up to
yours we will return shipment intact, charges prepaid.

THOMAS J. DEE & COMPANY
Gold, Silver and Platinum Refiners

OFFICE, 26 W. Washington St. WORKS, 317 E. Ontario St.
(01(1 Number 67 nmi (,9)

CHICAGO, ILLINOIS

May, 1911 T H E

The Use of Storage Batteries for
Electroplating

Address by Gro. M. HOWARD., before National Electro-
platers' Association

The electroplater utilizes a current of electricity
to bring about certain chemical or electrochemical
reactions, which consist in the dissolving of metal
from the anode and the depositing of the same
metal upon the cathode. In any battery, primary or
secondary, the action is the reverse of this. The
chemical reactions taking place between the elec-
trolyte and the two electrodes respectively cause
a difference of electrical potential between the
poles, so that when these are connected by a
metallic circuit outside of the solution a current
of electricity will flow.. In a plating bath the
anode, or positive pole, is made of the metal to
be deposited, and the solution must be so consti-
tuted that the anode will dissolve in it only under
the action of the current, thus replacing the metal
deposited and keeping the bath constant.

Practically all primary bat-
Primary Batteries teries have this in common

with the plating bath, that one
of the electrodes goes into solution. An illus-
tration of this is the zinc in an ordinary Lec-
lanche or gravity cell. A primary cell when ex-
hausted cannot be restored except by the replac-
ing of the exhausted element—either the solution,
or one of the electrodes, as the case may be. To
restore a secondary or storage cell, however, it
is only necessary to pass through it a current
from some outside source in the reverse direction
to that given by the cell. One of the chief
requisites for this characteristic of reversibility
is the comparative insolubility of both electrodes
in the solution under all conditions of charge and
discharge, and it is in this respect particularly
that the storage cell differs from both the pri-
mary cell and the plating bath.

The active elements of a lead
Lead Storage Cell storage cell are peroxide of

lead for the positive plate
and spongy metallic lead for the negative in an
electrolyte of dilute sulphuric acid. The "active
materials" have to be supported, and the plates
are therefore either constructed with grids, which
hold the material in place, or else are made with
a sufficient core of solid lead to give the neces-
sary strength.
Upon discharge, a portion of the lead peroxide

and spongy lead unite with sulphuric acid from
the electrolyte forming lead sulphate on both
plates. The lead sulphate being practically in-
soluble, remains on the plates, and is very readily
brought back to peroxide and metallic lead re-
spectively upon charging. Thus it has been seen
that the "storing" consists merely in bringing
about certain chemical reactions by means of an
electric current, and that the reverse reactions
taking place on discharge produce the secondary
current.
The voltage of the lead storage battery on

discharging is considerably higher than that of
other cells, either primary or secondary, aver-
aging close to two volts at moderate rates. On
the other hand the very low internal resistance
pukes it possible to draw very large currents
if desired.

Coming now to the applica-
Work of Plating tion to plating, everyone who

has had experience knows how
important it is to maintain a constant current in
order to secure uniform deposits. Low voltage
dynamos, whether shaft or motor-driven, are
subject to considerable fluctuations. The steady
voltage of the lead battery makes it peculiarly
suited to maintaining a constant current. When
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batteries are, used, not only will the deposit be
more uniform than with machine plating, but it
becomes possible to regulate the depth of deposit
much more accurately by the ampere hours used.
An instance of the value of the latter feature is
found in the experience of a company doing a
very large amount of silver plating. When doing
their work from generators there was always an
excess of silver deposited owing to the impos-
sibility of accurately controlling the current.
They installed large storage batteries, and the
one item of cutting down the overweight saved
enough money to pay for the battery in a year
and a half.

In figuring on the proper ca-
Capacity of pacity of battery to install it
Battery is advisable to allow a consid-

erable margin. This is not
only for the purpose of having a reserve, but
also on account of the voltage characteristic.
When a fully charged cell is put into discharge
the voltage starts considerably above two volts
and falls almost immediately to about two volts,
where it holds nearly constant until towards the
end of the discharge, when it begins to fall more
rapidly. Thus it is seen that there is a flat por-
tion of the discharge curve where the voltage is
quite constant, and in order to get the full benefit
of this in steady output without regulation, it is
necessary to use batteries of such capacity that
they will never be fully discharged.
There are two systems by which storage bat-

teries can be used to advantage. The first is to
use them as a regulator for the dynamos, and the.
auxiliary, so as to permit of twenty-four work-
ing without running the machine constantly. In
this system during the day the battery is con-
nected across the line from the generator to the
plating circuits, taking current until it is charged,
and then merely "floating," as it is called. While
floating the battery is alternately charging and
discharging for short periods as the voltage of
the generator varies, and takes the fluctuations
which would otherwise affect the working cir-
cuits. It is also valuable as a reserve, preventing
interruptions in the work in case of a shut-down
of the machine for any cause. When the system
described above is used it is necessary at inter-
vals of once every two weeks to raise the voltage
of the generator and give the battery what is
called an "overcharge.
The second method, which is unquestionably

better, is to have two batteries used alternately,
one charging while the other is discharging, and
do all the plating from the batteries alone, using
the generator only for charging. This gives all
the advantages derived from the constant cur-
rent and the ability to run uninterruptedly as well.

The scope of this paper will
Care and hardly permit my going into
Operation the subject of care and opera-

tion at any length, but I
should like to make a few remarks along that
line. It is a well-known psychological principle
that idleness begets laziness—that the less a man
has to do the more unwilling is he to do any-
thing at all; and from this characteristic of
human nature the storage battery suffers. The
fact that it requires so little attention is apt to
create a feeling that it requires none whatever.
This feeling is fostered by the fact that a battery
will continue for some time to work satisfactorily
under the abuse or neglect without showing signs
of trouble to a casual observer ; but the damage
is being done all the same, and in the end the
penalty must be paid. Almost any kind of ma-
chinery will give danger signals—there will be a
squeak or a knock or some other warning. Not
so with a battery. The warning is there, but it
must be looked for, and will not obtrude itself
upon your notice. Hence the necessity for syste-
matic inspection and careful operation. It is
really surprising how little attention is necessary
provided only that it be systematic. I have often
heard one of the pioneers in storage battery work
say that if men were only willing to give one-
tenth of the attention to their batteries that they
give without question to engines, for instance,
there would be an end of battery trouble. There
is, perhaps, no case where the old adage, "an
ounce of prevention is worth a pound of cure"
more aptly applies.
The leading battery manufacturers publish in-

struction books giving full details for care and

operation, and in addition maintain a corps of
trained inspectors who are at customers' service
without charge for advice and assistance.

The cardinal principles of
Principles of operation may be briefly sum-
Operation marized as follows : Do not

allow the battery to discharge
below the safe limit. This will be about 1.8 volts
per cell at the low rates usually employed in
plating work. If the battery has been propor-
tioned to the work as recommended above, this
warning becomes unnecessary.
As far as possible maintain a regular schedule

for changing the battery.
Do not overcharge excessively. Add pure

water to the cells often enough to prevent the
plates from being uncovered by evaporation. The
best time to add water is just before an over-
charge, so that the gassing will cause it to mix
with the electrolyte. Carefully inspect all cells
at least once in two weeks, preferably just before
the overcharge.
Remove sediment from the jars when within

one-half of an inch of the plates. Have good
ventilation during charge, and never bring an
exposed flame near a charging battery. Never
allow metals or impurities of any kind to get into
the cells.

In conversation with men of
Uses of Storage wide general information but
Battery not conversant with storage

battery practice I have been
impressed with the prevalence of very vague
ideas on the subject. It seemed to me therefore
that it might be of some interest to give a few
facts illustrating the diversified uses to which
storage batteries are put and the magnitude of
some of the installations. Most people are now
familiar with their use for running electric auto-
mobiles and for ignition and lighting on gas
cars ; but few realize the extent to which they
are used in large work, as for instance by the
public service corporations. To take a local illus-
tration, the New York Edison Co., which fur-
nishes most of the electric lighting in New York
has no less than forty-four storage battery instal-
lations having a total capacity of 33,000,000
ampere hours at the eight-hour discharge rate.
In Brooklyn there are eleven of these large light-
ing batteries. Large office buildings and hotels
which have their own lighting plants nearly al-
ways include a battery as part of their equipment.
Many trolley lines use batteries as a regulator

for their load, and as a reserve to help out the
generators at times of heavy traffic.
The large steel companies are now adopting

them for regulating the load in their works, the
model plant at Gary, Ind., having a very large
installation.

Coming to some of the smaller
Storage Batteries applications, the telegraph and
in Transportation telephone companies use stor-

age batteries almost exclusive-
ly in their work. Nearly all of the new railway
coaches are electrically lighted by means of stor-
age batteries, and none but electrically-lighted
cars are permitted to run through the new Penn-
sylvania tunnels on account of the danger from
fire with other systems. The electric locomotives
which haul these tunnel trains are controlled by
means of storage batteries.
The modern railway signal systems are largely

operated by storage batteries, one road alone
having upwards of 30,000 cells in use for this
purpose.
A comparatively recent application in which

the separate plants are small, but which is grow-
ing to very large proportions in the aggregate,
is for small isolated lighting plants, in conjunc-
tion with a gas engine and dynamo. Since the
intinluction of the low voltage tungsten lamps,
with their small energy consumption, such a
plant can be installed for so moderate an outlay
that even many of the small farmers are able to
enjoy the well-known advantages of electric
lighting.
In closing I would urge those of you who are

not using storage batteries for your plating to
study the benefits to be derived from their use,
and I feel sure you will be amply repaid. The
fact of your work being done at so low a voltage
and with comparatively low current rates makes
the investment necessary usually a small item—
a consideration which should make the proposi-
tion all the more attractive.
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generally: in fact everybody who uses
files on particular work, require files
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SWISS PATTERN
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Alternating or Direct Current Polishing Motors
The kind you cannot afford to be

without. Made in all sizes.

If you want a motor for any
kind of work we have it and at
a price that will surprise you.
We are selling thousands and it
is because we have the right
motor at the right price.

The special net price below will be of
interest. Write a card to us and let us
tell you what we have to offer.

1-8 H. P. Alternating, with Speed $14Control and 2 Attachments . .

FIDELITY ELECTRIC CO., Lancaster, Pa., U. S. A.

Made only by

THE OIL
" POSITIVELY WILL NOT GUM"
We say it once again, R. 8c L. Watch Oil positively
will not gum. It hasodemonstrated its superiority
in the severest tests given any watch oil made. If
you have not tried it yet, do not be surprised that
you have more watch and clock troubles than your
neighbor who uses it. He knows what it will do.

R. & L. Oil will not gum, cut or blacken pivots.
It is a lasting lubricant, and the only one which
does not deteriorate. The quickest and best way
for you to prove all we say is to send 25 cents to
your jobber for a bottle.

CARRIED BY ALL THE LEADING JOBBERS

RANLETT & LOWELL CO JEWELERS' BUILDING
*9 BOSTON, MASS.

OLD PLATED WARE, BRONZE FIGURES, STERLING SILVER, ETC.,
REPAIRED AND REPLATED TO LOOK EQUAL TO NEW

GOLD PLATING, SILVER PLATING, OXIDIZING,
POLISHING, LACQUERING

Before Repairing

We furnish any size new BRISTLE
BRUSHES, CELLULOID COMBS,
CUTICLE KNIVES, BUTTON
HOOKS, NAIL POLISHERS, ETC.,
and fit same to any shape mountings.
CHATELAINE BAGS repaired

and relined with Silk, Chamois, Suede
or Kid.

DESIGNS AND ESTIMATES for
Special Sterling Silver pieces furnished.

Work called for and delivered.
After Repairing

LOUIS J. MEYER, HAHA81304 IWLALNDUETLSPT R EIE T

ESTABLISHED 1892

L. LELONG d BROTHER

Southwest Corner
Halsey and Marshall Streets

Gold and Silver Refiners
Assayers and

Sweep Smelters
BULLION SOLICITED

SMELTING for the TRADE

Prompt attention given to Old Gold
and Silver forwarded to us

by mail or express

NEWARK, N. J. Sweepings Our Specialty

May, 191i

Workshop Notes
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Subscribers wishing inquiries answered in this depart-
ment must send name and address—not for publication,
but as an evidence of good faith. No attention will be
paid to anonymous communications. Questions will be
answered in the order in which they are received.

"Mainspring Test."—What is the best way to
test a mainspring to see whether it has lost any
of its strength or is getting wealef—The best test
of the strength of a mainspring is to see whether
or not it gives the balance a sufficient extent of
vibration. This should amount to between ITA
and VA turns. This, however, is meant to apply
only to cases in which the movement is in good
order and clean. If the movement is not in good
order or if it is dirty then the proper strength
of mainspring will move the balance less than
the proper extent of vibration. So the first thing
to be sure of is that the watch is in good order;
then if the extent of vibration is insufficient you
will know that the spring is too weak. Again,
when you take a spring out of its barrel the ap-
pearance of its coils indicates pretty well whether
it has sufficient "life" or elasticity in it; after
springs have been in use for some time some of
them become "set"—the elasticity of the steel
decreases and the coils do not unwind to the
extent they at first did. Such springs . do not
open out widely when taken out of the barrel;
their coils lie closely together and it is useless to
try to restore their elasticity by rebending the
spring so the coils spread out more. The trouble
is in the steel itself and after the first time or
two that the spring is wound up the coils will be
set again as badly as before, so the thing to do
is to put ill a new spring.

"Synchronizing Clocks."—Please advise me
where I may be able to procure a book of in-
struction on how to make an electric clock or
mechanical device operated by electricity on which
the hands may be controlled from a distance and
made to set themselves to any certain position of
dial. The principle, I presume, being somewhat
near the clocks put out by the W. U. Tel. Co.,
which are set hourly front Washington.—The best
way to study the construction of synchronizing
clocks such as the Western Union Telegraph
Company installs would be to look at these clocks
and have some one show you their action. There
is no book published on this subject. These
clocks, however, are to be seen in almost any
town or city of any size. At the telegraph office
is the master-clock, connected through one of the
company's wires with the observatory in Wash-
ington, where the time is taken from the stars.
This master-clock, in its turn, is wired to any
number of sub-clocks in the same city, and
through the master-clock the sub-clocks are cor-
rected at regular intervals, the whole system being
controlled from the observatory in Washington.
In order to understand the mechanism of a local
system you will have to examine, of course, both
a master-clock and a sub-clock. We do not have
space here to describe and illustrate the system
in detail.

"Hairspring."—Please inform ate how to true a
hairspring in the round when it is out at the col-
let, and how I can tell whether it is true or not.
In poising a balance is it proper to turn .in or
out a time screw. Also the most practical way
to bush a clock hole.—In truing hairsprings the
collet must be rotated on some sort of arbor and
the motion of the spring observed from the cen-
ter; when the spring is true there will be no
movement of the coils from side to side. Some
workmen simply put the colleted spring on its
staff and balance, and rotate the latter in the
balance-truing calipers. The objection to this is
that in cases where much handling of the spring
has to be done, there is great risk of getting the
balance out of true, and without some sort of a
white background it is hard to see the coils of
the spring while trying and truing it. The best

thing to use for rotating the spring is a spindle,
as shown at Fig. I ; this is a slightly tapered
steel arbor screwed into a brass or German sil-
ver handle, and between the two is held a flat
piece of white celluloid, ivory, or any other white
material. The end of the arbor and the end of
the handle are turned to a rather dull point. In
using this tool it is held by the points between
the thumb and forefinger of the left hand and
rotated by rubbing the handle with one of the
figures of the right hand. The hairspring, pinned
in the collet, is held on the arbor and the white
background shows up the coils very distinctly.
You can now, by rotating rather slowly, see in
what direction a bend needs to be made, and
should use a fine-pointed pair of tweezers to do
the bending with. Where a considerable bend
must be made, take the spring off the arbor and
use two pairs of tweezers. Another good thing

to use is a glass-covered watch-
movement box with a white disk
of paper inside; lay the hair-
spring on the glass while bend-
ing it, and you can see the coils
more distinctly than by simply
laying the spring on an opaque
surface. Finally, verify your
work by trying the spring on
the balance in the truing calipers.
Practice will bring skill and
speed in this as in any other
mechanical work. (b) If the
timing screws are at equal dis-
tance from the rim, don't change
one. of them in order to poise
the balance, but if unequally dis-
tant and you can move one of
them so as to equalize them, it
is all right to do so. Otherwise
use timing washers, or undercut
a screw, or change screws, etc., as
necessity requires. (c) To bush

a clock hole, first you must broach out the hole
(to hold the bushing) in such a way that the
center of the broached hole will be exactly in the
same location as the center of the original hole
was. This is, of course, to maintain the arbor
or pinion "upright" after the new bushing is in.
When the hole is worn as at a (Fig. 2), there is
enough of the original sides of the hole remain-
ing to start the broach truly in the original cen-

FIG. I

FIG. 2

ter ; the finished broached hole will therefore be
in the proper location. Where the hole is, how-
ever, worn as shown at b, the broach will not
start in the true location because too much of
the original hole has been worn away, and the
thing you must do is to see where the original
center was, and with a round file file out a space
with the same center until a sufficient start is
made for the broaching to commence from. This
idea is shown at b, Fig. 2—the dotted arc shows
the space to be filed out before starting to broach
the hole. You can tell which part of the hole is
a part of the original hole by seeing in which
direction the wear of the pivot takes place before
taking the clock apart. Broach out the hole to
about three times the diameter of the original
hole, then chamfer the corners at both ends of
the hole and with a square or triangular file make
several nicks or grooves running lengthwise in-
side the hole. When the bushing is riveted in
part of its metal will be forced into these grooves
and prevent any chance of the bushing turning
around in its seat. Now put a piece of brass wire
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into the lathe and drill in its center a hole just a
trifle smaller than the pivot which is to run in
it; turn down the outside of the wire to fit the
broached hole, forming the bushing with slightly
concaved ends standing a little higher than the
clock plate on both sides to allow enough stock
for riveting. At c, Fig. 2, is shown a cross-
section of the broached hole with the bushing in,
ready for riveting. The proper hammer for rivet-
ing large bushings is one with the striking face
slightly rounded off ; with it you can hit in the
right spot without marring any other part of the
work. For small bushings, where the size of the
work permits, a round-end staking tool punch
may be used. After the riveting is finished the
hole must be slightly broached to fit the pivot;
use the broach from both ends of the hole so the
hole is shaped inside a little on the order of an
"olive" jewel-hole. The last thing to see to is
that the finish of the job is as neat as you can
make it. It should be made to match the other
holes as nearly as possible. Very often a disk
countersink can be used to cut a cup in the bush-
ing, and in finely finished clocks the use of the
disk burnisher should follow the countersinking.
These tools can be bought of all dealers.

"Roller Table."—In putting staff in watch with
double roller table, almost invariably the steel
Part will not fit the staff; either too large or too
small. The steel part tempered so hard I can
neither close nor broach the part. What objection
to drawing temper a little? Why need they be as
hare I.—Do not, under any circumstances, soften
a roller-table. They are made hard so as to take
a fine polish, and the polish on the edge of a
roller table is of importance on account of mini-
mizing friction in case the guard-pin comes in
contact with it. If you want to enlarge the hole
in a roller-table, you can do it by using a soft
steel or brass wire filed very slightly tapered and
used as a broach with oilstone or carborundum
powder and oil. If the hole is too large to. close
(closing the hole by punching is a risky proceed-
ing at best) to fit a new roller is the proper way
out of the trouble. If one cannot be bought with
small enough hole, make one. A workman who
cannot make a roller table as good as is in the
finest American watches is not competent to
handle that class of work, no more than would
one be who couldn't make a fine double-roller
staff. The man who depends on buying material
and who is helpless when it cannot be had, has
never learned his trade, and it is unfair to the
watch-owner for such a workman to undertake
high-grade work. This is not meant to apply to
any one in particular, but is simply stated in a
general way because it applies sometimes in cases
such as the one mentioned.

"Magnetized."—We have a customer who is a
physician and a specialist in X-ray work. His
watch is continually magnetized—sometimes sev-
eral times a day—so that as a timekeeper it is
absolutely useless to him. Is there anything that
can be done to remedy the evil and is there a non-
magnetic watch made which can be relied upon P.—
The Waltham Watch Company makes a non-
magnetic watch; all jobbers handle it and your
customer will find it the best way out of his
troubles. Some strong claims are made for the
"watch insulators" which you can buy from any
jobbing house, but to have any chance of being
effective they should, of course, remain closed;
probably your customer looks at his watch during
the time he is using his X-ray apparatus, so that
to have the non-magnetic watch movement would
be' the best way for him to be sure of having no
trouble.

"0 Size."—I see by Abbott's American Watch-
maker and Jeweler that an 0 size movement is
one inch in diameter, and I also find quoted in a
book published by Waltham Watch Company and
edited by a Mr. Olaf Ohlson, that an 0 size
movement is one inch and 5/30 in diameter. Will
you please inform me which is correct f—An 0
size movement is one and 5/30 inches in diameter.
For a table of diameters of all sizes see answer
to "Watch Sizes," in Workshop Notes, page Ism
September, two, KEYSTONE.
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Improved Draw Tongs

are now being furnished with our Hand
Draw Bench. They have removable
jaws that can be replaced when worn
at a small cost, and are made from
steel of an exceptionally high tensile
strength. The price of the machine
has not been advanced.

The Oliver Quality Crown

Dental Rolling Mill

is a mighty handy machine for the retail
jeweler. Although it requires but little
space on one end of the work-bench
its capacity is large, the rolls being 2
inches in diameter by 3 inches long.
Quality considered, the Crown Dental
Rolling Mill is the cheapest rolling mill
on the market. j Described in Bulletin
No. 10, just issued. May we send you
a copy?

Do you do any Polishing?

cif Do you do any polishing with a
noisy, nerve - racking, back - breaking
foot power machine ? q The Oliver
Quality Electric Motor Polishing Head
requires no skill or effort to operate—
just connect it to a lamp socket and
turn the switch. It is nearly noiseless,
inexpensive to run, and will do more
and better work than any belt-driven
machine. q New 112-Page Catalog, No.
17, free for the asking.

The W. W. Oliver Mfg. Co.
1490 Niagara Street : : BUFFALO, N. Y.

May, 1911

A Freak Watch

THE

By CHAS. T. HIGGINBOTHAM, Consulting Superintendent

South Bend Watch Company

The writer exhibited a watch in which

the balance rotated continuously in one ;

direction, actuated by a lever estapement.

This attracted considerable attention and

many inquiries have been received as to

how it was produced. Assuming that your

readers may be interested in this matter, I

submit the following full description of the

method, accompanying it by illustrations:

I do not claim to be the originator of

FIG. I

the idea, although where it came from I

am unable to state. When first seen I re-

garded it simply as a curiosity, but subse-

quently used it in a series of experiments

being conducted for the purpose of ascer-

taining the effect of atmospheric resistance

on the motion of a watch balance. It proved

a valuable and interesting feature in that

connection. It aided in demonstrating that

the absorption of the power communicated

to the balance was but slightly influenced by

the resistance of the hairspring to deflec-

tion, but was almost wholly due to at-

mospheric resistance. This was determined

by comparing the effective force of the

momentum of the balance under atmos-

pheric pressure and in vacuum.

The method of making the device is ex-

tremely simple. An American watch with

exposed pallets is best suited to the pur-

pose; preferably, a three-quarter plate.

Interchange the pallet stones by placing

the receiving stone in the discharging slot,

and the discharging stone in the receiving

slot; cut off the guard pin, cut off the left

horn of the fork to the end of the slot, and

tilt the right banking pin outward. Now
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adjust the pallet stones so that the wheel

will lock on the discharger, but will not lock

on the receiver.
The pallet stones in American watches

invariably have impulse faces at a more ob-

IG. 2

tuse angle with the locking face of the dis-

charging, than with the locking face of the

receiving stone. By changing the stones a

condition in the escapement can be secured,

that the escape wheel will lock, only on the

discharging side, as shown in Fig. 1. The

same result can be produced by using two

discharging stones, but simply interchang-

ing the stones will answer the purpose.

When the proper condition is secured it

will be found that the escape tooth will

drop on the impulse face of the receiving

stone as shown in Fig. 2. When the tooth

FIG. 3

drops on the receiving side the fork is im-

mediately thrown over to the discharging

banking. This is to say, the escapement

overbanks, the reason being that the guard

pin having been removed, there is nothing

to prevent it doing so. The object of cut-

ting off the left horn of the fork is that it

may be allowed to pass unobstructedly from

the left to the right banking. If the left

horn was not removed, it would be liable

to strike to roller pin before it had time

to get out of its way, thus checking the mo-

tion of the balance. This condition is

shown in Fig. 3, where broken lines in-

dicate the horn in contact with the jewel

pin.
The object of tilting the right banking

pill is to overcome the effect of recoil—to

prevent recoil of the fork. The left bank-

ing pin is straight because recoil on that

side is desired, but the right is so inclined—

either by being bent or tapered—that when

the edge of the fork strikes it, as in Fig. 4,

it is forced to slide upward, pressing the

FIG. 4

upper shoulder of the pallet arbor against

the under side of the pallet cock, thus wedg-

ing it, so to speak, and preventing recoil.

This insures the fork remaining in proper

position to allow the roller pin entrance

when it comes round to the proper position

to unlock the escapement and receive im-

pulse from the discharging stone.

An escapement thus adjusted will give

impulse in but one direction, as indicated

by the arrows in. Figs. I, 2 and 3. It is

needless to add that a hairspring cannot

be used on this device. Inasmuch as the

balance attains a high rate of speed it may

be found advisable to use a light main-

spring as driving power.

Diamond Weighing 244 Carats

A diamond weighing 244 carats has just

been found in Johannesburg, South Africa.

According to the cablegram received by the

Voorspoed Diamond Mining Company, Ltd.,

of London, the stone unearthed is valued

at $17,5oo, which, it is said here, is far

below the value of other great diamonds.

It is thought that a mistake has been made

in the cablegram.
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BLOWERS and VACUUM PUMPS PurPurpose
Melting of Metals
Tempering
Agitating Liquids
Sand Blasting
Tailoring Shops
Glass Blowing and Bending
Organ Blowing, Atomizing
Removing Paint
Heating and Ventilating
Burning Brands
Testing Gas Fixtures
Pneumatic Service
Gas Producers

VACUUM CLEANING

Hardening
Forging
Soldering
Fuel Oil Plants
Carpet Cleaning
Annealing

Laundries
Brazing
Cleaning

,gos'9

ovial*

A

Low Priced.
No springs or
delicate parts to break
or get out of order.
Little power required. Few working parts.
Great air space.
No tip of foreign material on the wings. Slow speeds.
High pressure. Unequaled for vacuum. Machines are fully
equipped. Noiseless in operation. Take up their own wear.
Anyone can take them apart and reassemble.

•

WHERE TO
GET THEM

TAKE NO
OTHER

Colorado, Denver—Scott Supply & Tool Co.
Massachusetts, Boston — D. T. Cortis.
New York, Buffalo—Root Neal & Co.

Syracuse --Wayte-Berry Co.
Oregon, Portland Portland Machinery Co.

Zimmerman, Wells, Brown Co.
Pennsylvania, Pittsburg —Baird Machinery Co.

Modern Water Supply C
Rhode Island, Providence—Brownell Machinery C

Thos. McWilliams.
Or get Catalogue No. 2 for Blowers, No. 31

°.

FOREIGN DEALERS
Austria-Hungary, Vienna —White, Child & Beney.
Canada, Brantford —Ker & Goodwin.

Montreal—Williams & Wilson, Ltd.
Toronto —A. R. Williams Machinery Co.

England, Sheffield—Thos. Ashton, Ltd.
F,... Vacuum PumpsI , fromnt 

B
Interior View

LEIMAN ROS., Leiman Building, 62 C John Street, NEW YORK

SAND BLASTS
3 Styles oi T T
3 Sizes 13 I Up

For SATIN or MAT
FINISHING on Gold
or Silver and all Metals
and Frosting Glass —
a fine surface created
for plating — Designs
on Metal or Glass—
Cleaning Castings and
Patterns.

Continuous
Feed

Can't Clog Up—Dust Proof
—Uses same sand over and
over again—Very Rapid.

Send for Catalogue No. 3

LEIMAN BROS., 62 C John St., New York

LEIMAN
BROS. POLISHING DUST

COLLECTING
OUTFIT

Sen d

Where a number of pol-
ishers are employed with
the old system the large
blower takes a great deal of
power to run and it must
be kept in constant oper-
ation even though but one
polisher may be at work
which means a waste of
power. In many cases these
large blowers make con-
siderable noise while these
new outfits are practically
noiseless in operation and
will „Rive far better results,
as the exhauster creates
a perfect suction at each
Opening. The old system,
on the other hand, with the
long stretch of piping neces-
sary, the suction in most
cases will vary at the dif-
ferent openintre a few get-
ting good results, while with
others on the same line, the
suction is hardly noticeable.
With our new system each
polisher is completely equip-
ped and has a strong current
of air at all times and when
not in use the operation of
the outfit is stopped. This
not only results in a cleaner
shop, but in an economy of
operating expense.

Shipped Complete, Set Up and
Ready for Operation

for Catalogue No. I

LEIMAN BROS., 62 C John Street, NEW YORK

May, 1911 T H E

Some Unsolved Problems in
Electroplating

By GEORGE B. Ilimarmom, before the American Electro.
Chemical Society

There has existed for a long time a separation
of the practical plater and the electro-chemist,
that it is a pleasure to present this paper, as sug-
gested by your secretary, and it is hoped that the
practical end of electroplating, as represented by
the National Electroplaters' Association,. and the
scientific end as represented by this society, will
be brought into a closer relation. As is well
known, electroplating was the beginning of the
science of electrochemistry, but it has lingered by
the wayside and been neglected as a science, and
to-day the unsolved problems are many.

Electroplating has been looked
Perfecting the upon more as a trade than a
Processes science, and it is only during

recent years that much study
has been given to it by scientists, and that atten-
tion has been directed more to the electrolytic
refining of metals than to the deposition of metal
for decorative purposes. The solutions published
by Roseleur, in 1854, have been improved upon
but little, and those who have published treatises
upon the subject often give only a repetition of
his formulas. Nickel plating, as invented by Dr.
I. Adams, is probably the only exception.
The field is broad, but its development has been

left to the practical man, guided only by the rule
of thumb. An electrochemist in the plating room
of a factory is so rare that it probably can be
said without fear of contradiction that they can
be counted on the fingers of one's hands. The
need to-day is mutual assistance in solving these
problems and the developing of new ideas. To
a great extent they are "useless without each
other"— the plater producing results which he
cannot duplicate—the electrochemist creating so-
lutions that are not a commercial success.

So many phenomena have been
Stumbling-blocks encountered that to include the
to Good Work perplexing problems would

necessitate a history of nearly
every known solution and finish. The varying
of the temperature and the electric current often
prove a stumbling-block, and these conditions can-
not always be controlled. There is a vast differ-
ence between producing a homogeneous deposit
at a minimum cost from a solution where the
amount of cathode surface is being changed every
twenty minutes, and a solution in which the
amount of cathode surface is always the same
and the rapid deposit of the metal is more de-
sired than a deposit that can be easily burnished.
Such would be the difference, for instance, be-
tween the surface of a sheet of electrolytic copper
and that of a cast lead and antimony electrolier
with its deep reliefs and where a coarse crys-
talline structure would destroy its beauty. In the
discussion of electroplating problems it must be
borne in mind that a mere deposit of a metal is
not all, but that the deposit must be soft and
smooth and lend itself to a decorative process;
the anodes should be capable of being reduced
easily; the electrolyte must offer little resistance
to the electric current, and, last, but not least to
the plater, who hears it so often that it becomes
a part of him, the cost must be nominal.

The automobile industry has
Deposits of Brass brought about more than any-

thing else the need of a heavy
deposit of brass. At present this is done in a
solution of cyanide of copper. The deposit is
not only slow, but unsatisfactory, because of what
is known as "spotting out"—a discoloration in
spots which appears on the work after it has
been polished and lacquered. Deposits on cast
metal give the most trouble. It is probably
caused by the acids or alkaline solutions being
absorbed in the pores of the metal, or in the
small blow-holes, and the deposit covering these
holes partially, leaving minute holes through
which the solution oozes out. Several remedies
have been suggested and tried, such as boiling
out in some neutralizing chemical solution, placing
in a drying oven for several days, but a satisfac-
tory remedy has not been found.
An acid brass solution would be a great ad-

vantage. There is an acid copper and an acid
zinc solution, but no acid brass electrolyte. The
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difference between the deposit from a cyanide and
a sulphate of copper solution well illustrates the
advantage of having an acid brass solution.

The formula for a tin solution
Depositing Tin published by Roseleur is the

most generally used to-day, as
little, if any, 

most
has been made upon

it, although a good solution which would give
a heavy deposit is much desired. In Roseleur's
solution the electrolyte is not replenished by the
anode, but by the constant addition of a con-
centrated solution. This should be overcome, and
would be appreciated by manufacturers of tin-
ware.
While several solutions have appeared from

time to time for plating upon this metal, none
of them are in general use, and a good electro-
lyte that would deposit gold, silver, brass or
copper so that it would stand burnishing and not
peel off in time could be used.

The successful removal of a
Depositing deposit of nickel from another
Nickel metal without affecting the

latter has not been accom-
plished. To give all the unsolved problems in
detail would make a lengthy paper, and a simple
statement of those most desired will be given:
An electrolyte that will remove the lire-scale

from brass; also one that will produce a bright
or a matte surface in place of using the present
acid dips.
An electric cleaner that will saponify the grease

and take it into solutioh instead of driving it to
the top, where it has to be constantly removed to
prevent it from adhering again to the work as
the latter is removed from the solution.
A heavy deposit of lead on the inside of iron

pipes, to prevent rapid corrosion.
A method to coat electrogalvanized iron or

steel with decorative metals without destroying
the rust-resisting properties of the zinc.
An alkaline nickel-silver solution that can be

worked with a low voltage.
A method of etching steel without destroying

a resistance film of gelatine.
Some alkaline substance that would replace

cyanide of potassium. This would be universally
welcomed.
- For the above suggestions the writer is in-
debted to one hundred different platers, who were
kind enough to answer a request for unsolved
problems. It may be interesting to note that 8o
per cent of them requested an acid brass solution.

Black Skin from Gold
Blackening of cuffs and shirt fronts by the

rubbed off gold is a matter of much annoyance
to jewelers when their customers come back,
thinking they have bought brass. The skin on
the neck, as well as on the fingers, is frequently
discolored by fourteen karat, eighteen karat,
and, some say, pure gold. An expert says that
even in the case of pure gold this coloration
of the skin is not due to any particular proper-
ties of the metal, but rather is the result of
chemical changes in the body, or rather in the
perspiration and natural oil of the skin.
Fourteen karat gold is fourteen parts pure gold

and ten parts copper, silver or, occasionally, some
other metal. Now, then, gold is far heavier than
copper or silver, so fourteen karat gold is more,
much more, than half of its bulk made up of
copper and silver. But by weight there is some-
what more gold in it than copper or silver. If a
piece of good gold jewelry is laid aside for a
time it comes out tarnished. This is due to sul-
phur, iodine or other elements in the air. Now
it is maintained that the sulphur in the air may
be deposited upon the skin of the body, or there
may be too much sulphur in the body, so it comes
out on the skin, and this causes a blackening of
the skin under gold rings and under shirt buttons.
And then the oil of the skin and certain oint-
ments, when not thoroughly washed off, cause
blackening under the gold. Oil contains more
or less oleic acid, which, with friction and gold,
cause a chemical deposit of oleate of gold, which
is black. Loose rings cause blackness sooner
than tight ones. And then there are certain medi-
cines that taken into the stomach so affect the
skin secretion that this blackness comes.

Dentists use in filling teeth pure gold. But in
bridgework and gold teeth they use coin gold,
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which is a little less than twenty-two karat;
straight twenty-two karat is still better. Some
mouths will stand twenty karat gold, but such
gold blackens and discolors badly another mouth,
so. dentists make it a rule to use coin gold. Our
coin gold is nine parts pure gold and one part
copper by weight. So, you see, it is not so sur-
prising that twelve and fourteen karat gold should
cause a discoloration of the skin, when twenty
karat gold may turn green or black made into a
gold crown and worn on a tooth root.

Low Water Favors Pearl Fishing

A Fruitful Year in Mississippi Gems Predicted

"From present indications 19: I pearl fishing
from the upper Mississippi River will be fully as
great or greater than those of the past year. And
in 1910 the big river gave up more fresh water
pearls than ever before," said W. R. Ankeny, of
Bellevue, Iowa. This Bellevue man is an au-
thority on pearls and travels extensively to for-
eign lands selling pearls.
Mr. Ankeny attributes the i910 increase in fish-

ing to the low stage of water in the Mississippi
River during the entire season. Judging from
'weather reports and forecasts, and reports that
northern tributaries are not contributing the
usual volume of water to the mother stream, the
pearl expert believes that he has not erred in
predicting continued low water in the season now
opening.
The past season, states Mr. Ankeny, brought

to light much information that will prove invalu-
able to this year's clam fisheries. Because of the
shallows many rich clam beds that in former
years were not discovered because of the great
depth of the water, were fished out and yielded
rich returns in pearls. While the river was un-
usually low, the fishers drafted charts, and know-
ing the exact location of the bivalves, the pearl
seekers expect to have no trouble in keeriing busy
this season.
Strange to say, few extraordinary or rare pearls

were found along the river last year, despite the
fact that the market was flooded with bushels
of white gems from the Mississippi. Many worth
several hundred dollars were marketed by clam
diggers of Muscatine, Winona and La Crosse, but
few brought as much as $1000 to $2000, as has
been the case in other seasons.

Notwithstanding his declaration that there are
still rich fields for the pearl fisher, Mr. Ankeny
states that statistics gathered in 1910 prove that
the industry is on the wane in the lower river.
Big reports of last year's great pearl harvest

should not lead the seeker of good pearls to be
misled into thinking that he will be able to pro-
cure good gems at low prices, says the expert,
for good pearls were scarce last year, and most
likely will be this season. It is true that pearls
of inferior grade are cheaper than ever before.
"Mississippi River pearls," said Mr. Ankeny.

"will go to all sections of the globe this year.
Some of the greatest salt water beds have petered
out, and as the Mississippi River furnishes most
of the fresh water pearls, Europe, as well as this
country, will be dependent upon the Mississippi
digger."

Brightly Lighted Windows Attract
The object of a store window is to advertise,

not only by day but also by night the stock
within.
The hours after dark are the most valuable of

the whole twenty-four for advertising purposes,
if a window is properly lighted.
People on the street are at leisure to note its

contents, and many persons will make it a point
to cross a street to see what may be displayed in
a particularly bright window on the other side of
the way.
Thousands are employed during the day whose

chance for observing window displays comes only
after their business hours. The streets are filled
after closing time with people either going home
or to some place of amusement. It is the experi-
ence of merchants who have brilliantly lighted
windows. that customers will come back one day
inquiring for goods they have seen in the win-
dows the night before.
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DO YOU KNOW HOW

TO GET THE FARMER'S TRADE
AWAY FROM THE MAIL-ORDER HOUSE?

Are the secrets of the Mail-Order House in pulling the Farmer's trade

worth anything to you ?

The farmer has made the Mail-Order men rich simply because they

knew how to appeal to him for his business. You should have his

trade, and for the reason that

Bend"SOlicth
Watch

is sold only through the Legitimate Retail Jeweler, we have arranged

with the largest Advertising Agency in America, having a trained

force of Mail-Order experts, to prepare a campaign for the Retail

Jewelers which will pull the Farmer's trade as the Mail-Order

Rouses have pulled it.

This Farmer-trade-winner campaign will give you the weapon for

driving the Mail-Order Man to cover. It will increase your business

and give you a firm grip on the Farmer's trade.

If you are interested in how the Mail-Order House has built up a

business of gigantic proportions among the farmers, cut out the

coupon and mail it to-day. It in no way obligates you to buy.

South Bend Watch Company
Makers of High-Grade Watches

Highest Quality Filled Cases

SOUTH BEND, IND.

COUPON

SOUTH BEND WATCH CO.
South Bend, Ind.

Without obligating myself to buy, I want to know more of your
Farmer Trade-Getter Plan.

Name

Town

State

NOW IS THE TIME!

• 

If you are earning less than $25.00 per week you owe it to
yourself to come to our school and improve yourself.

• 

We have three times as many calls for workmen as we are
able to supply. Send to-day for our catalogue, a postal will
bring it.

Kansas City Watchmaking and Engraving School
OSCAR W. DREYER, Principal

815 East 12th Street KANSAS CITY, MO.

LEARN ENGRAVING

FOR FIVE DOLLARS

A complete course of lessons by an expert engraver, a

set of engraver's tools and practice material, and a book

of monograms, alphabets and Text Book for $5.00

One book of "1,220 Monograms and Alphabets," $1.00

Our "Text Book of Instruction in Engraving," $1.00

American School of Engraving
45 Malden Lane ININV YORK, N. V. 

Sea-id tor Circular aarld Pull Particulars

EXTRA
Personal

Instruction
Write To-day

WINTER'S BOOSTER

The Pioneer of all Schools
and only ONE Engraving
School in Chicago.

Winter School
of Engraving

In a Class by Itself
Acknowledged as the
best by all leading
Jewelers of the
Country.

Entry may be made at
any time. 3 Months'
Course, $60. We give
Students actual work
as they advance.

We move to our Largcr Quarters March .1st

156 Wabash Avenue, CHICAGO
POWERS BUILDING
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The Manufacture of Enameled
Wood Clock Cases

Making "Marble" Clock Cases from Wood—

How the Imitation Is Done—Kinds of

Stock Employed for the Purpose

One of the most interesting branches of clock
manufacture and one about which comparatively

little is known, even to the trade, is the making

of the so-called parlor clock cases, finished in
imitation of black and colored marbles. The
various processes in the production of these

cases are clearly described by W. L. Crouch, the

accomplished superintendent of the E. Ingraham

Company, Bristol, Conn., in a recent issue of

Woodcraft. Mr. Crouch says:

There are two widely varying methods of ob-
taining this result. One firm uses an extremely
thin celluloid veneer which after being cemented
to the wood base is finished by sanding and
buffing. This makes a very durable finish and
one that does not mar easily, but it does not have
the fine gloss which is characteristic of those
finished in japan enamel. The latter process, as
applied to clock cases, originated in Bristol, Conn.,
about thirty years ago and was protected by a
patent, the owners of it receiving a royalty from
several other manufacturers until within a few
years.

Practical Choice of Woods

Several kinds of lumber have been experi-
mented with for a base to cover with the enamel
but basswood and yellow poplar are the only
medium-priced woods with which satisfactory re-
sults have been obtained. Cherry and birch
enamel well, but the former is too costly, and the
latter is too hard to work well, besides having a
strong tendency to chip out in cross-grained
places. Gum gives a good surface for coating,
but will not stand the high temperatures neces-
sary in baking, either warping badly or blistering
the enamel.
Most of the manufacturers have fixed on yel-

low poplar, commonly spoken of as whitewood,
as being in all respects the most satisfactory wood

• available. Stained saps are just as good for the
purpose as a higher-priced grade, the color being
no detriment where the wood is to be covered
with several coats of enamel. Knots and knurls
of all descriptions are barred, however, as even
the smallest will show up through the finish to
its great detriment.
Of course the stock has to be thoroughly kiln-

dried before coating. The moist air system has
proven very satisfactory in our own- case. We
formerly used a forced circulation of hot air, but
since installing the more modern arrangement
have had no reason to regret the change. Fairly
seasoned 4/4 inch stock can be put in excellent
condition in about four or five days. While this
does not mean bone dry, as there are few, if any,
industries which require any such condition, it is
safe to say that it is much drier than lumber has
to be for ordinary manufacturing purposes.

Preparing the Wood

The usual processes of machining, including
sawing, planing and molding, follow until the
material reaches the sanding department, where
especial pains are taken to obtain as nearly per-
fect a surface as possible, a peculiar feature of
the finish being the fact that scarcely discernible
defects in the wood will show up greatly exag-
gerated in the enamel. A novice would suppose
that minute dents or pin-holes would fill up after
several coats of japan had been applied, but in-
stead of obliterating a defect of that character
it enlarges it by forming a ring around the edge
which is added to by each succeeding coat. The
cabinetmaker's friends, wax and putty, are of no
use in this connection. It is, therefore, necessary
to maintain a close and effective inspection of the
stock before sending it on to the enameling de-
partment.
Glued-up stock cannot be used for purposes of

enameling. While there are certain parts of
clocks which may be glued together before coat-
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ing, it is only those in which the joint can be at
least partially concealed in the finished product.
For this reason it is necessary to have a good •
percentage of fairly wide stock to cut from.
Where there is a large amount of narrow stock
it is almost impossible to get dial boards and
tops enough to match up the other parts of the
case. Usually, however, it is quite practicable to
work up lumber very closely, as there are a
number of parts for which the smaller pieces can
be utilized.

Enameling and Finishing the Work

After passing to the enameling, or blacking
shop, as it is usually termed, the parts get the
first, or filler coat, and are baked for several
hours at a high temperature. To accomplish this
effectively and economically they are placed on
bars and shut up in an oven large enough to hold
the day's work. The old method of baking was
by coal fires in furnaces under the ovens, but
modern kilns are heated by steam, which is turned
on just before quitting time and shut off at time
proper time by the night watchman.
The next operation is a light sanding with fine

paper, and the stock is then hooked up for dip-
ping, as the remaining coats are all applied in
this manner. The hooks are attached at both
ends in order to reverse the stock with each
succeeding coat, so as to distribute the japan
uniformly, the action of gravity tending to leave
a heavier deposit toward the lower end. After
receiving another coat or two the material which
is to be finished in colors is laid aside until re-
quired in the marbleizing room while that for
plain black continues to be dipped until it is
sufficiently coated for rubbing, which is effected
with pumice stone in much the same manner as
varnished work.
With some japans it is possible to apply two

coats between bakings, but the general practice
is a heat for every daily application. As several
finishing coats are required after rubbing, it can
readily be seen that it takes considerable time to
get stock through this department. The customer
who expects to have special goods shipped in a
week or so from the time the order is placed is
quite likely to be disappointed.

Inspection and Removal of Defects

When the finished stock comes from the last
baking it is inspected for defects. A small per-
centage frequently has to be returned for a sec-
ond rubbing on account of specks caused by dust
or dirt in the finishing material. For this reason
the room in which the finishing coats are applied
is kept as tight and free from drafts as possible,
and frequent straining of the japan is necessary.
After inspection the stock is carefully packed in
boxes or piled on trucks for transportation to
the cabinet room, there to be cut as needed to
make up the various cases.

The Process of Marbleizing

The marbleizing process is usually looked upon
with great interest by visitors. This, as some
of the readers of this article probably know, con-
sists of depositing colored paints on water, and
intermingling them so as to produce almost exact
imitations of any variegated stone as desired.
The moldings, or other case parts, being dipped
in this by the skilled workman, take up the float-
ing pattern from the surface of the water and a
reproduction of marble is obtained, which is suffi-
ciently good for commercial purposes. This work
is finished with a baking varnish and requires a
rubbing between coats, the same as the black
work.
Very few cases are made up wholly from the

marbleized work, the black being generally ac-
cepted as in better taste and the former being
utilized for small parts such as the moldings and
columns. The gilded engraving commonly used
for ornamentation of base and other parts was
formerly all done with hand tools, but one com-
pany, at least, is now using a much more expe-
ditious method of pricking in the different designs
with dies consisting of fine points outlining the
various patterns. The results obtained are much
superior in appearance to the irregular work of
the hand carver.

Fitting and Assembling the Parts

The fitting up and assembling of the different
parts not differing materially from any similar
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cabinet work need no detailed description. After
assembling the case the metal trimmings are put
on, and it is then fitted with an eight-day move-
ment striking on a cathedral gong. Most of the
makers also arrange the half-hour strike on a
cup bell to differentiate it from the hour. Shelf
room is provided for several hundred clocks, and
they are run for several hours to thoroughly
test each movement before sending it out. The
general custom is to let the day's work stand
over night, and begin taking off the next morning.
Any "stoppers" are carefully examined, and the
cause determined and corrected. A pendulum
ball and key is packed with each clock, the wire
rod stacked, i.e., fastened in place by a rubber
band, after which the cleaner takes it in hand
and removes any dust or dirt which may have
accumulated while passing through the case room.
A final inspection is made for any defects which
may have escaped earlier notice, after which the
finished clock is wrapped in soft paper and boxed
for shipment, great pains being taken in packing
to insure its delivery in good order, free from
scratches or other injury.

Japan Enamels and Marble Imitations

The extremely deep and fine gloss of a good
japan enamel is as beautiful and pleasing to the
eye as the polish on a piece of marble. Though
there are those who affect to despise imitations
of all sorts, for most people these goods furnish
fine-looking and satisfactory timekeepers at a
reasonable price. They also have an advantage
over many of the marble clocks of foreign make
in that they can be depended upon to run and
keep time. If occasionally one is found which
does not, any of the manufacturers care enough
for their reputation to make them good.

Silvering Reflectors

Several letters have been received by. the editor
of Home Laboratory, says the Scientific Ameri-
can, complaining that the directions given in the
article on the construction of a four and one-half
inch reflector must be wrong; for even though
they were carefully carried out no silver would
adhere to the glass. The failures appear to be
due to the following causes: First—Nitric acid
containing a trace of chlorine would give a faint
precipitate which would prove fatal in getting a
perfect deposit of silver. Second—The glass may
not have been made sufficiently clean. Third—
Common water if used to mix the chemicals for
the solution would also cause precipitate of silver
chloride, sulphate, and an organic compound of
silver, thus causing failure. The water used for
the mixing and final washing before silvering
must be distilled water.
The following solution for silvering can be

entirely relied upon, but distilled water must be
used in making the solution. The process is
known as "Martin's Silver Process:"

Solution A—Nitrate of silver, in grains; dis-
tilled water, io ounces. Solution B—Nitrate of
ammonium, 262 grains ; distilled water, It) ounces.
Solution C—C. P. caustic potash, i ounce (ay.) ;
distilled water, to ounces. Solution D—Pure
white sugar candy, IA ounce (ay.) ; distilled
water, 5 ounces.

Dissolve this by heating the flask and add fifty
grains of tartaric acid, boil this mixture for ten
minutes in the flask and when cold add one ounce
of pure photographic alcohol, made up to ten
ounces by adding distilled water.
For use mix equal parts of A and B in one

graduate, and equal parts of C and D in a sepa-
rate graduate. Finally mix these two together
and suspend the glass to be silvered face down in
this mixture ; allow it to stand until the deposit
of silver is complete.
The glass can be cleaned by very carefully

washing it in a warm solution of common wash-
ing soda, with a tuft of absorbent cotton pressed
in the end of a stout rubber tube and used as a
mop. Wash well under the faucet, then rinse
well in a mixture of nitric acid one part to forty
of water, and rinse well under the faucet.
Finally wash in distilled water, drain, and then
immerse in the silvering liquid.
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This means YOU, Mr. Jeweler, satis-
fied customers for YOU, and it is gener-
ally conceded that satisfied customers
are what help to build a successfUl

business. There are many reasons why it is to
your interest to not only handle, but push
Rockford Watches.

Policy Right Quality Right
PRICES RIGHT

Write for our circular letter in regard to advertising helps. If your line of
Rockford Watches is incomplete, write at once for new illustrated catalog.

ROCKFORD WATCH COMPANY, Rockford, Ill.
MANUFACTURERS OF HIGH-GRADE WATCHES

A NEW MOVEMENT
 AMERICAN MADE 
ONE THAT YOU CAN MAKE A PROFIT ON

6, 16 or 18 Size
EACH

6, 16 or 18 Size
EACH

$1.90

THE LA SALLE

If Possession is nine points of the law

PREPARATION
is NINE POINTS OF SUCCESS in LIFE

In three sizes, 6, 16 and 18 size. Open Face are Pendant Setting. Hunting areLever Set. The biggest value in the movement line that has ever been offeredthe retail jeweler in an American-made low-priced movement. Our new La Salleis a %-plate, highly damaskeened and superiorly finished, is a genuine H jewelmovement, has two exposed winding wheels, polished and gilded, four pairs oftop jewels and settings, the 18 and 16 sizes have patent whiplash regulator. Thejewel cups are gilded, and we absolutely guarantee this to be the greatest valueat our price ever offered the trade. Order samples and if you don't think so,return them to us at our expense.

Each $1.90

Don't dream of success : Prepare your-
self and success will come to you. Our
CORRESPONDENCE COURSE IN OPTICS
has brought success to hundreds. It can
do the same for you. The preparation is
easy, as everything is in plain language,
yet complete, thorough, and scientific. We
are offering a regular $25.00 college course
by correspondence for $8.00 ($10.00 in
Canada and foreign countries). Of this
you can pay $2.00 down and the
balance $1.00 weekly. This is the best
paying professional opportunity you
ever had. Act on it. Write to

HOLSMAN Ci ALTER
Wholesalers and Jobbers of Everything in
WATCHES, JEWELRY, ETC.

176-178-180 East Madison St. Chicago, Illinois
P. S.—Write for our Catalogue; mailed to Retail Jewelers only on application.
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Reconstructed Synthetic Emeralds
and Pearls!

Professor Verneuil States That They Cannot
Be Made

Just now, when the daily papers are announc-
ing the advent of a modern alchemist, and all
kinds of assertions are made as to the possibility
of producing gems which cannot be distinguished
from the natural product, the letter we publish
below, addressed to the Chambre Syndicate des
Negociants en Diamants, Perles, Pierres Pre-
cieuses et des Lapidaires de Paris, by Professor
A. Verneuil, is of the greatest importance to
those who have to combat competition which
relies upon the credulity of the public for support,
says the London Watchmaker, Jeweler, Silver-
smith and Optician.
But it is not only the uninformed press which

is at fault, for some retailers make and publish
statements in their windows to the effect that
their gems on sale (i.e.,
pearls, emeralds, rubies, and
sapphires) are "exactly like
the earth-born stones; the
only difference is that they
are created in man's lab-
oratory instead of nature's."
Or the following: "Pearls,

sapphires, rubies and emer-
alds are scientifically pro-
duced by secret process. They
possess the identical qualities
of sheen, luster and mild
radiance of the natural stones,
and are positively indistin-
guishable from those costing
fabulous sums. The only dif-
ference is sentiment."
These, however, pale into

insignificance beside the state-
ment in another West-end
shop window to the effect
that "synthetic diamonds pos-
sess the same specific gravity,
density, durability and luster
of the best mined diamonds,
and defy experts' tests, at
one-fifth the cost!"
We have previously pointed

out in these pages that the
only colored stones which can
be synthetically produced are
the ruby and the sapphire,
and that those who claim to
make other gems in like man-
ner are making assertions
which will not bear scientific
investigation. The letter of Professor Verneuil
is very satisfactory support to the position we
took up a year since :—

Professor Verneuil's Declaration
"I think I shall be in accord with all the chem-

ists who have followed the progress of the syn-
thesis of minerals and precious stones in affirm-
ing that, up to the present moment, no proof has
been forthcoming of the reproduction of the
emerald by the process of fusion.
"Without any prejudice to the future one

should now demand the proof of the production
by fusion of silicate of alumina and glucine, col-
ored by oxide of chrome, possessing, with this
combination, the crystalline structure and dura-
bility of the natural production.
"On the other hand, the emerald has been re-

produced artificially—that is to say, with some
properties identical to those possessed by the
natural emerald, by some savants at the head of
whom is Hatitefeuille; but these crystals have
never reached the dimensions necessary for their
use in jewelry. The inherent difficulties to the
making of crystals large enough to be usable have
never up till now been overcome, if we take
into account chemical literature.
"The manufacturer who would pretend to re-

produce the emerald by the Hatitefeuille process
perfected could not produce, however, a 'recon-
structed' emerald.
"it is almost puerile to state that 'reconstructed'

pearls do not exist—that is to say, artificial pearls
possessing the composition and the structure or
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constitution of the natural pearl—but only imita-
tions, sometimes very perfect when ordinarily
examined, but which do not resist the first scien-
tific examination. Such are the glass pearls in
which the scales of the ablet (a small fish called
'bleak' in England) are used under the glazed
stratum, and those formed of enamel or mother-
o'-pearl covered with the scales of the ablet and
protecte4 by a varnish.
"After all, from the point of view of the jew-

elry industry, two gems only, the ruby and the
sapphire, have been, up to now, reproduced by
the process of fusion. A. VERNEUIL,

"Professor of Chemistry.
"National Conservatoire of Arts and

Crafts, Paris."

A Handsome Jewelry Store
We take pleasure in reproducing a photograph

of the very pretty store of C. M. Henkel, of
Bisbee, Arizona, one of the most enterprising
jewelers in that territory. When it is considered
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and patented them, and there seems to be some
difficulty in preventing this. In other words, we
have here a defect in our patent system, which
apparently does not contemplate the possibility
that any one should desire to do anything with an
invention except to derive personal profit from it.
We read:
"The theory of the patent law is that in return

for giving an inventor absolute control .of his
process or apparatus for a certain period of
years he will make public complete information
concerning it, so that at the expiration of the
term of the patent the world at large may profit
from his invention. This is essentially a type of
contract between the United States Government
and the individual, by which the Government
gains for the people the use of many inventions
and the inventors gain protection for a sufficient
period to make it possible to profit from the work
they have done.
"For reasons which it is unnecessary to discuss

here there is a strong feeling among many sci-
entists and engineers against patenting apparatus
which cannot be manufactured in commercial

quantities or processes which
cannot be utilized industrially.
It is held that inventions re-
lating to things affecting the
health of communities or the
practice of the scientific pro-
fessions should be absolutely
free. Those holding this
opinion have either taken out
patents on their inventions
and dedicated these patents
to the public by legal means,
or else they have published
complete descriptions of the
principles governing their in-
ventions and of the inven-
tions themselves, so that by
means of this prior publica-
tion subsequent patenting of
the same thing would be im-
possible. Unfortunately, the
work necessary in the exami-
nation of patent claims in
order to carry out the full
spirit of the law cannot pos-
sibly be done with the ap-
propriations made for it.
Even for a thing so well
known as the preparation of
ordinary wet concrete, a pat-
ent was granted not long
ago, a procedure so farcical
that it is understood to have
received attention at a meet-
ing of the Cabinet. The
cause for granting such a
patent is manifestly to be

found in imperfections in the method of ascer-
taining prior practice in the art. When it comes
to such a special subject as acoustics it is evident
that any reference to most sources of informa-
tion regarding the prior state of the art is likely
to reveal nothing whatever."
A situation that has recently arisen in the Pat-

ent Office regarding a case of this kind is men-
tioned by The Record, which believes that it de-
serves wide attention. It says:

"It is well known that Prof. Wallace C. Sabine,
of the Graduate School of Engineering of Har-
vard University has given freely to the world
for many years the exceptionally valuable re-
sults of his investigations of methods of improv-
ing the acoustic properties of auditoriums. His
work is one of the finest examples of the skillful
adaptation to architectural problems of the prin-
ciples of physics, and could have been carried out
only by one having a thorough knowledge of the
science of acoustics. Every, step in the researches
he made has been publicly recorded; the princi-
ples he used and the applications of them have
both been made public for the express purpose
of preventing any patenting of the art as he has
developed it with great success. A young man
whom he helped to apply these principles in a
Pittsburg synagogue has nevertheless applied for
a patent on them, thus violating both professional
ethics and ordinary courtesy, but also very nearly
leading the Patent Office to make a blunder as
bad in its way as the grant of the patent for wet
concrete."

A Pretty Arizona Store

that Mr. IIenkel moved into this location only
about eight months ago, much credit must be
given him for his enterprise. He also furnished
us with a photograph of an exceptionally hand-
some show window, the central feature of which
was a large calcite snow-white crystal with jew-
els of different discriptions displayed thereon.
The fixtures in the store and the lighting are
strictly up to date, as our illustration shows.
In the rear of the store is an optical department,
fitted with all modern equipment for sight-testing
and spectacle-fitting. Mr. Henkel has also in a
separate room a manufacturing department,
which he expects to expand and make it a profit-
able part of his business. THE KEYSTONE is
pleased to pay tribute to the enterprising and
progressive spirit of this member of the Arizona
trade.

Patenting Free Inventions

If a generous donor should present a library
building to his native town, and a stranger should
subsequently attempt to turn out the librarian,
sell the books, and occupy the structure as a
select boarding house, he mio-ht be thought to
have exceeded his rights in the matter. Proceed-
ings of this sort, however, are by no means un-
common in the case of other valuable property
donated to the public, we are told editorially by
The Engineering Record. Inventors who choose
to give their inventions to the public sometimes
find that unscrupulous persons have appropriated
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We have sold over a quarter of a million dollars' worth of merchan-
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KEEP A RECORD OF WATCH REPAIRS. An essential of every well conducted repair department is a book in which to record watch repairs. The
one hook which the entire trade have pronounced best for this purpose is

THE KEYSTONE RECORD BOOK OF WATCH REPAIRS
a copy of which may now be found in use in practically every progressive store. The book has space for

CSent postpaid to any part 16co entries of watch repairs with printed headings and a complete record car be made in a few moments.
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A Glimpse Through the Corridor of

Time

By CHAS. T. HIGGINBOTHAM. Consulting Superintendent
South Bend Watch Company

What is time? Webster defines time as dura-
tion; he defines duration as perpetuation; he de-
fines perpefuation as endless continuance. None
of these definitions are sufficiently comprehen-
sive to cover the term time. Perpetuation, con-
tinuance, duration and similar terms are not by
any means synonymous with the word time.
While they imply a condition of never ending
they do not preclude a condition without a begin-
ning. Time does. Time never had a beginning
and will have no end. It has always existed and
always will exist. The very saying, "Till the end
of time," means eternity. The best definition I
have ever heard for the word time was given by
a gentleman of whom I asked the question,
"What is time?" He did not give me an imme-
diate reply, but on the following day announced
his definition : "A measure of duration." On
first thought this would seem to solve the prob-
lem, but let us see; an inch, foot, yard, mile, are
all measures of length ; a quart, a gallon, are
measures of quantity, but these have a limit.
They are definite amounts. So with the various
terms used in the metric system; they are all
definite amounts based upon a certain proportion
of the earth's circumference. Time cannot there-
fore, be considered a measure inasmuch as it has
no limitation and no boundary. As a matter of
fact, time is a thing to be measured, not the
means of measuring.

Division of Time

Time cannot be measured without motion of
some kind. The motion that gives us our stand-
ard of measurement is that of the earth we in-
habit. The divisions—day and night—are meas-
ured by the revolution of the earth. The system
is somewhat complicated. We call it noon when
the sun is directly overhead, but the intervals
between noons are not uniform for the reason
that although the revolutions of the earth are
uniform and it revolves at uniform rate of speed,
yet it does not traverse its orbit around the sun
at a uniform rate. The result of this is that
there is about 20 minutes' difference—called equa-
tion of time—at certain seasons of the year.
Our solar day is determined by taking the aver-
age of the revolutions of the earth as regards
the sun. There is another day used by astron-
omers called a sidereal day, which is determined
by the revolution of the earth with regard to the
fixed stars. Owing to the fact that the earth
does not move in its orbit with a motion corres-
ponding with its revolutions on its axis the year
does not consist of an even number of days.
This has been the cause of much confusion.
The earliest attempt to arrange the days and

months to correspond with the seasons is attri-
buted to that somewhat mythical character,
Romulus, the first Roman king. He is said to
have divided the year into ten months, contain-
ing, all told, 304 days. This caused much con-
fusion from the fact that the calendar year and
the solar year were at variance with each other;
the result being that the people became very much
mixed in their feasts and festivals. The ancient
Roman year began with March and ended with
December. The months, July and August, were
originally Quintillis and Sextillis, meaning fifth
and sixth; their present names having been given
them by Julius Caesar and Augustus. In the
reign of Numa two months were added to the
year; January at the beginning and December at
the end. This order was changed by Decemviris,
452 B. C., by placing February as the second
month. The months then contained 29 and 30
days alternately, making in all 354 days, which it
is seen was still considerably short of the solar
year. The next change made was prompted by
superstition. One day was added, merely to
make the year consist of an odd number of days.
The calendar year now differed from the solar

year by ten days. To correct this an intercalary
month, called Mecidinus, was inserted between
the 23d and 24th of February, but was only in-
serted every two years and had 22 and 23 days
alternately. This made the mean year to consist
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of 3664 days. As this error grew in 24 years
to as many days it was ordered that every third
period of 8 years should contain but 3 intercalary
months instead of four. This reduced the mean
year to 3654 days, but by means of such a com-
plicated calendar that it must have been perfectly
exasperating. To convey some idea of its com-
plexity and the confusion possible, therefrom:—
It would have been possible, according to the
calendar, that Horatio—born on the 23d day of
February in an intercalary year—might be 22
days younger than his cousin Ignatius, who was
born on the day previous. By this time the
Romans had become so mixed up on dates that
they didn't know "where they were at." They
were three months behind the procession. This
is literally true. They were just that amount of
time behind the procession of the equinoxes.

To correct the error caused by the calendar
just described, Julius Cmsar added 90 days to
the year 46 B. C., which for this reason was
called "The year of confusion." The next change
was the result of the jealous vanity of Augustus
who, unwilling that the month bearing his name—
which then had thirty days—should have a less
number of days than the month named for Julius
Cmsar, took one day from February and added
it to August. This is why February has but 28
days.
In an attempt to reconcile the calendar year

with the solar year, the former being about
day too short, Julius Cwsar introduced leap
year. This left the year too long by ii minutes
14 seconds, and in 1582 the error had amounted
to to days. Pope Gregory XIII, by edict, cor-
rected this error by striking out to days from
October—calling the 5th the 15th. This reform
was not adopted in England until 1752, when it
had accumulated to ii days. These II days were
taken from September of that year and occa-
sioned considerable trouble from false impres-
sions formed by the ignorant. and superstitious.
The result of this was that mobs formed in Lon-
don and other cities, parading the streets, hurl-
ing stones and other missiles at public buildings
and committing other excesses as a means of
emphasizing their demands that the II days which
they had imagined had been stolen from them by
the government be returned.

Up to the present time Russia has not made
this change and consequently is—so far as their
calendar is concerned—more than 12 days ahead
of the rest of the world. To avoid the recur-
rence of the condition prevailing before the adop-
tion of the Gregorian calendar, which is the
calendar of to-day, leap year will be omitted
every too years. It was omitted in 17oo, 1800
and Iwo, but as there still remains a slight error
to be corrected lean year will not be omitted in
the year 2000.

Division of the Day

For ages the beginning of the day was sunrise
and the period of daylight only was divided.
Later on various attempts were made to divide
the period of darkness. The Romans divided the
days and nights into 14 parts without any very
strict lines of demarkation. These parts were:
Media nox—the end of the elapsed and the be-
ginning of the approaching day; somewhere be-
tween to and 12 o'clock at night. Media nocte—
the time immediately after midnight. Gallicinium
—the time when cock crowing begins. Ante lu-
cens—just before daylight. Diliculum—dawn.
Mane —morning. Ante meridian — forenoon.
Meridies—noon. Suprema—from noon to the ap-
pearance of the stars. Crepusettlum—twilight.
Prima facia—beginning of the night. Intempesca
nox—full night. Concubicinum—sleeping. time.
Mediam noctem—first part of the night. In some
countries night was divided into 4 parts, called
watches, which custom still prevails in some parts
of the Orient. The night watches used . by the
Chaldeans introduced the donkey, the dog and
the rooster. The braying of the donkey de-
termined the end of the first watch ; the bark-
ing of the dog, the end of the second watch : the
crowing of the rooster, the end of the third
watch. The Chinese have used various divisions
for day and night from time to time. They have
divided it into to hours, into 12 hours, and at
present 24 hours. Up to the time of adopting 21
hours numbers were not used, but they were dis-
tinguished by names. These names for the 12
hours were : Horse, Sheep, Monkey, Cock, Dog,
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Boar, Rat, Fox, Tiger, Hare, Dragon, Serpent.
It would seem rather odd to us to say, "It is half
past rat ;" yet, when we come to think of it, it is
just as sensible as saying, "It is 2 A. M., or it
is 2 P. M." The ancient Britons divided the day
into fourths and sixteenths, In some parts of
India the clay was divided into 6o parts.
The Egyptians were the first to divide the day

and night into 24 equal parts, numbering them
from I to 24. This is the method to which we
are destined eventually to return. It is from
the Romans that we-have acquired the awkward
and misleading affixes A. M. and P. M., which
would be done away with if the numbering from
I to 24 was adopted. Here let me say the
Canadians have taken the initiative in this re-
form. All Canadian railroads west of the upper
end of Lake Superior have adopted x to 24 for
numbering the hours on their time tables, the
watches used by their operators having dials
with the hours similarly numbered.

Time Measuring Devices

It is reasonable to assume that prehistoric man
was led by observing the varying length of his
own shadow and the shadows cast by natural
objects to use this natural phenomenon as a
means of dividing the day into shorter periods
of time, and the same intelligence which prompted
the fashioning of a stone hatchet would naturally
lead him to erect a rude post surrounded with
stones or other means of marking divisions of
time in connection with the shadow cast by the
post. This, without doubt, was the origin of the
sun dial. A similar method is used to-day by
certain tribes of South American Indians. These
tribes when on journeys set up a post and mark
the end of the shadow cast by it with a little pile
of stones to indicate the time of day at which
they resumed their journey. The first mention
of the sun dial is found in sacred history, in
the second book of Kings, "And Isaiah the prophet
cried unto the Lord; and he brought the shadow
ten degrees backward, by which it had crone
down in the dial of Ahaz.' The firit authentic
description of one is that of a Chaldean astrono-
mer, Berosus, who lived 540 years B. C. But
they were doubtless in use ages before this time.
For five centuries after Rome was built there
was not a time indicator of any character what-
ever in the city. They were then introduced from
other countries and as an indication of their
ignorance in such matters the first sun dials
placed in Rome were not made for that latitude.
The principle involved in a sun dial is that the
top of the gnomon or stylus should point to the
celestial pole; consequently, a sun dial laid out
for a certain latitude would not be correct for
any other.
The introduction of sun dials into Rome

brought forth an epigram from Platus, a famous
wit of the time, a liberal translation of which
is as follows:

When I was young no timepiece Rome supplied,
But every fellow had his own—inside;
A trusty horologue, that rain or shine,
Ne'er failed to warn them of the hour—to dine.
Then sturdy Romans sauntered through the Forum,
Fat, hale, content; for trouble ne'er came o'er 'em.
But how these cursed dials show their faces
All over Rome, in streets and public places;
And men, to know the hour, the cold stones question,
That have no heart, no stomach, no digestion.
They watch the creeping shadows—daily thinner,
Shadows themselves, Impatient for their dinner.
Give me the good old timepiece, if you please;
Confound the villain who Invented these.

The demand for some device capable of indi-
cating divisions of time independent of sunshine
led to the invention of the clepsydra. The name
clepsydra is of Greek derivation, meaning the
stealing away of water. In its most simple form
it consisted of a vessel having a small perforation
in the bottom. This vessel was filled with water
which gradually found egress through the per-
foration. It was provided with graduation which
by means of the descending surface of the water
indicated divisions of time. Clepsydra of various
forms, many of them quite ingenious in their con-
struction, continued in use up to the year 1340,
which is about the time that the first clock actu-
ated by a descending weight was made.
In Nepal, a province east of Hindustan, until

quite recently, a form of clepsydra was used.
This device was a copper bowl having a small
perforation in the bottom. It was set floating

(Continued on page 859)
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Our Home Study Course in Watchmaking
There are thousands of young men working in stores who are surrounded by all the oppor-
tunities for learning watchmaking except the proper system of instruction. Aware of this fact,
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Nine Lost Minutes

At midnight on March nth nine French min-

utes went for nothing, and then for the first time

it became possible to adopt a uniform time sys-

tern throughout Europe, Russia only excluded.

The only obstacle to a systematic zone-system of

time, such as that long in use in the United States,

has been the persistent adherence of the French

to their own "national" meridian—that of Paris—

after other European nations had adopted that

of Greenwich, England. The Greenwich time-

standard is the basis of our present system, so

that uniform time-belts now exist over the United

States and Europe, each differing by exactly one

hour from the next one. The new time-standard

was legally adopted in France on February 13th

by the ratification by the Senate of the bill to

that effect already passed by the Chamber. It

went intq effect on March nth, on which day at

midnight all French clocks were stopped for nine

minutes and twenty seconds. Says Camille Flam-

marion, in a letter to the New York Herald:

"This decision, which comes as the denouement
of a discussion which lasted more than a quarter
of a century, is an event of the highest import-
ance. It causes rejoicing among astronomers,
who up to the present have been forced to re-
duce their observations to Greenwich time, and
inversely, those in Greenwich time to Paris time,
an annoying complication, all the more useless
because it would seem logical for the science of
the universe to be based on one universal
time. . . .
"While for several thousand years each country

reckoned time in its own way, the discovery and
application of means of rapid communication
modified manners and customs and, by bringing
the various peoples into closer relation with each
other, made it necessary to reduce the encumber-
ing multiplicity of measures of time.

"The problem is complex, since, as a matter of
fact, there are in nature just as many different
times as there are localities situated longitudinally
around the world. At no matter what moment,
each hour of the day or night exists at one point
or another of the terrestrial sphere.

"It is not generally noticed what a slight dis-
tance only is needed to bring about a notable

idifference n time. For example, the inhabitants
of Vincennes have not exactly the same time as
those of Auteuil. The difference amounts to
more than half a minute, the midday sun taking
thirty-seven seconds to cross the French capital
from east to west. . . .
"If we wished our watches to mark the exact

time always we would have to set the hands back-
ward and forward as we went from the Arc de
Triomphe to the Tuileries or from the Opera to
the Madeleine, or, in other words, according as
the direction of our walk was from west to east
or inversely.
"The simplest way is evidently to correct too

movable nature and substitute a conventional
measure of time based on an invariable unit.
With a view to solving this delicate problem, an
international congress met at Washington in 1884,
and it was decided to divide the 360 degrees of
the earth's circumference longitudinally into
twenty-four time-belts of 15 degrees, each mark-
ing one hour.
"As a point of departure for this system the

meridian of Greenwich was taken because it is
the one generally used in astronomical calcula-
tions. . By this method the time at every point
in each belt is that of the meridian which passes
through its center. In each belt every watch and
clock should be exactly one hour faster than
those of the neighboring belt on the west and
one hour slower than those of its eastern neigh-
bor.
"Europe is divided into three such belts. That

of Greenwich, which includes England, France,
Spain, Morocco, Belgium, and Holland, corre-
sponds to the time of Western Europe. Central
European time, sixty minutes in advance of that
of Greenwich, is that of Sweden, Norway, Ger-
many, Austria, and Italy. Eastern European time,
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two hours in advance of Greenwich time, is used
in Rumania, Turkey, etc.
"In the United States eastern standard time is

five hours behind Greenwich time. It is the time
reckoned in New York. Central standard time is
six hours behind Greenwich. Mountain standard
time and Pacific standard time are respectively
seven and eight hours behind. France, however,
did not subscribe to the Washington international
convention. She adhered faithfully to the merid-
ian of Paris historically sacred."

A Glimpse Through the Corridor

of Time

(Continued from page ttit7)

upon water, and filled and sank 6o times a day.
An attendant then struck a bell, emptied and set
the bowl again afloat. The day was begun at
sunrise, the approach of which the attendant
watched. He stood facing the East with hand
uplifted, and when the hairs on the back of his
hand were discernible against the sky as a back-
ground he began marking the divisions of the
day. These 6o divisions were called Gara. The
Gara was divided into 60 parts, called Pala; the
Pala into 6o parts called Bipala ; the latter equal-
ing about 4-10 of a second. What possible use
could be made of such minute divisions of time
with such a crude method of measurements is
somewhat difficult to imagine. I have thought
that it may be a confirmation of the claim set up
by the Chinese that they were far in advance
of the rest of the world in the science of astron-
omy. It is possible that their astronomers had
some accurate means of dividing time, else why
require such a small division as a Bipala?

Clocks and Watches

The question is often asked, "Who invented
the clock?" The answer is, "Nobody invented
the clock." The clock is not an invention. It is
an evolution. One of the most advanced forms
of the clepsydra was that of Vetruvius, a cele-
brated Roman scientist. This instrument car-
red a hand which moved around a circular dial
upon which were marked figures i to 24. The
mechanism of this device was such that it only

required the substitution of a descending weight
for the descending water and some method of
regulating the motion of the hand in order to
entitle it to the name clock. The name clock
was first given to instruments which announced
the hour by striking a bell, and the fact that bells
were sometimes operated by clepsydra has caused
some confusion as to the introduction of the first
weight-actuated clock. These early clocks were
crude and inaccurate affairs. One that ran with-
out varying an hour a day was considered a mir-
acle of accuracy. The same was true of the
earlier watches. These were simply horological
toys; utterly useless as timepieces.
The modern watch is a triumph of mechanical

skill. The most wonderful device that the in-
genuity of man has constructed. Think of it as
you look at the busy little balance wheel vibrat-
ing to and fro unceasingly day and night, week
in and week out, 557,680,000 vibrations a year.
The railroad time service has set a limit for
variation of 30 seconds a week. This requires
that the vibrations of the balance shall not vary
to the extent of I in every 20,000. In view of
the usage to which it is necessarily subjected,
even by its most careful wearer, where can its
equal be found?

Contagious Diseases of Metals

Some years ago scientific men in Russia were
astonished to find that some bars of pure tin
which had lain a long time in a warehouse had
turned from a white metal into a pile of gray
powder. An analysis of the powder showed it
to be as pure tin as were the bars. Scientists
were unable to determine the cause of this dis-
integration, and researches have been carried on
ever since in an endeavor to ascertain it. Pro-
fessor Ernest Cohen, of the University of
Utrecht, published the result of his researches
in La Technique in r9ro. He found that the
"disease" was not confined to pig tin but occa-

sionally attacked organ pipes of tin, and that the
same cause, or something similar, produced dis-
integrations in lead and copper, and in their
alloys. He was unable to determine the cause,
but found that the action took place only within
certain circumscribed temperatures; that by keep-
ing the tin at a very low temperature for a long
time it was gradually converted into the gray
powder, and conversely, that by keeping the gray
powder at a temperature of about eighty degrees
for some time it returned to the normal white
condition.
He found likewise that the change in other

metals was due to an alteration from an amor-
phous into a crystalline condition; but, in his
researches, he discovered the most interesting
facts—that the tin especially might resist the
action of the low temperature unless "inoculated"
with some of the gray powder ; that as soon as
the tin was brought in contact with some of the
powder the metal began to swell and to disinte-
grate, and that the "disease" extended until the
whole mass was changed; and that the process
was strangely like that of "infection," which
causes some diseases of plants and animals.
Experimenting with other metals, he found that

if the product of their alteration .came in contact
with sheets of copper or lead or polished rolls
or many alloys, the disintegration commenced
at the point of contact, and rapidly extended, and
that this took place at any temperature. Pro-
fessor Cohen recommended that valuable metallic
objects in museums, etc., should be carefully in-
spected from time to time, and that if any indi-
cated that they were "infected" they should be
immediately removed from the case containing
other metals, and that, as temperature has much
to do with the phenomena, it should not be al-
lowed to fall below seventy degrees.
In the article entitled "The Search for the

Origin of Life," which was published in The Out-
look of December 31, 1910, the writer, Doctor
Ledoux, mentioned the fact that the processes of
crystallization and of amorphous growth in min-
eral substances in some cases resembled very
closely the process of growth of organic matter
through cell multiplication. It would seem from

the latest report of Professor Cohen, which is
published in a recent number of the French jour-

nal, Mataux et Alliages, that no created thing is
immune from "disease," considered independently
of the ordinary chemical processes of oxidation,

reduction, etc.

Graphite

Everybody now uses a lead pencil, but not

everybody knows that the "lead" is graphite, a
rather interesting mineral, says the United States
Geological Survey in a recent bulletin. Some
graphite is nearly pure carbon, almost as pure

as diamond, which it does not at all resemble.
Graphite is not fusible, and is therefore em-
ployed, either pure or mixed with clay, for mak-

ing crucibles for use in the steel, brass and bronze
industries. Most of the graphite used in crucibles

is imported from Ceylon, which furnishes a
fibrous variety not found elsewhere. Graphite

has no equal as a lubricant, and is used exten-

sively in electrot-ning and electroplating, for it

is a better conductor of electricity than most

other forms of carbon. It is also a constituent

of a paint used to preserve iron and steel. Al-
though graphite is most commonly seen in "lead"
pencils, less than io per cent of the world's out-
put is used in pencils. Until a few years ago all
American pencil makers imported their graphite

from Bohemia or Bavaria, but they now obtain

a large part of it from Sonora, Mexico, where a
deposit that is excellent for pencil making is
operated by an American company. Graphite is

now made at Niagara Falls by electric power.
Anthracite coal that carries a small amount of

finely distributed ash is used in making the or-

dinary grades; the better grades are made from
petroleum coke. There is still, however, a large
market for natural graphite. In moo most of the
crystalline graphite profluced in this country came

from New York, Pennsylvania and Alabama;
Georgia ranked first as a producer of amorphous

graphite, but the product was of very low grade.

The output of crystalline graphite was the largest
yet recorded for any year, and the total value of

the products of both kinds of graphite was the
greatest.



Regular Lectures
41. Twice a week we have short, snappy lectures, full
of valuable and interesting information on watchwork.
These talks are illustrated by charts, working models,
and blackboard drawings.

Special Lectures
41 Prominent men, not connected with the school, are
from time to time engaged to address our students on
subjects not only technical, but also about business—
buying and selling goods, for instance, and taking in
and giving out repair work.

Prizes and Honors for Workmanship
41. First, Second, and Third Cash Prizes, and a valuable
gold medal, are awarded at regular intervals to our
students for good practical workmanship.

For the Most Thorough and Practical
Instruction in

Watchmaking, Engraving, and
Jewelry Work—come to

The

Ezra F. Bowman Technical School
Lancaster, Pennsylvania

Write for Catalogue

Make
Your
Store
Attractive
and advertise your business by displaying an up-to-date Electric Flasher
Watch Sign like above—something entirely new and practical—will producegood results. Has a large I6-inch opal globe, with watch dial on both sides.
Globe is canteen shape, with one flashing light inside—very small lighting
expense. Globe is made of heavy opal glass, will stand the weather. Fittedcomplete with iron bracket like cut, and completely wired ready to put up.

Send your order to any wholesale house or to us. $20.00No. 145. 16-inch Electric Globe Sign, like above,

Grout's Excelsior Sign Co. : 126 Dearborn St. : Chicago
Complcle Catalogue Sent la You FREE

WIZARD OF THE HAMMER
EXCLUSIVE JEWELRY AUCTIONEER

I conduct sales for estab-
lished jewelers only. If you
wish to retire from busi-
ness, reduce stock, or
raise money quickly,write
me at once for date. Have
had a lifetime experience
in this work.

Will give your corres-
pondence prompt atten-
tion, and give you valu-
able advice, whether or
not I conduct your sale.

My methods are strictly
high-class.

Assisted by first-class
talent.

The combined strength
of two men without extra
expense.

When writing state size
of store and approximate
amount of stock. By so
doing you will eliminate
possible unnecessary de-
lays caused by the lack
of proper information on
this subject.

In these days of wealth, lavish expenditure on objects of art and criticalpurchasing, there is special demand for skilled engravers. For thisreason there is special timeliness in the publication of the great work,

A. E. GREGORY 6144 Ingleside Ave.
CHICAGO, ILL.

Telephone — Midway 79

HORNIKEL'S ENGRAVERS' TEXT-BOOK
This portfolio represents the standard of excellence in letter engraving,and is a mine of suggestion for the high-class Jeweler and all who wishto combine style with artistic execution. It consists of sixty-one pageplates of letters and monograms, pretty patterns, and all manner ofcombinations.

Sent fiostpaid to any art of the world on receOl
of firice, $6.o0 (z ,s.)

THE KEYSTONE PUBLISHING CO.
809-811-813 North 19th St., PHILADELPHIA, PA.

Room 1201 Hepworth Building, CHICAGO
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Biggest of All Jewel Shows

A Blaze of Gems to Mark the Durbar at Delhi

THE KEYSTONE

The keepers of the British crown jewels
are making preparations for their safe
transport from London to Delhi in readi-
ness for the great durbar at which King
George will crown himself Emperor of
India. Those who attend this durbar will
have a chance to see such a display of
precious stones as the eye of no living man
has ever gazed on.

The British crown jewels,
fine as they are, cannot,
with the exception of a few

individual gems, compare with some of the
great Indian collections. The princes,
rajahs and maharajahs of India have the
accumulated wealth of generations invested
in countless dazzling gems, whose value is
incalculable. But if every Indian rajah had
as great and as valuable a collection as the
aggregate of all their collections, even then,
in the eyes . of India, the British crown
jewels would surpass them all. And this,
for the sake of one stone, the Kohinoor.
Compared with .either of the Stars of

Africa, as the Cullinan diamonds are now
called, the Kohinoor is but a splendid pebble.
Its history is what appeals to the Indian
mind. Long years ago it was the chief
jewel of the Mogul emperors and remains
to this day the symbol of imperial authority
in India.

Crown Jewels

The history of the Kohinoor
History of is fairly well known, but
Kohinoor there are periods around

which a halo of mystery
still hangs. It was brought to England after
the Sikh wars, and at once met with a
strange, if somewhat unromantic, adventure.
The official who brought it over sent it to
the wash in his waistcoat pocket. At that time
its weight was 186 carats, which was sub-
sequently reduced to Io6 by the recutting
ordered by the Prince Consort.
When it belonged to the great Moguls

the Kohinoor was a far greater stone. The
French jeweler Tavernier, who saw it in the
seventeenth century, described it as 787
carats in weight, uncut, or merely "flatted"
on one side. He compared it to an egg cut
in half. Hortensio Borgio, a dishonest or
unskillful Italian diamond cutter, was then
called in and reduced it to 268 carats. He
nearly lost his head when the Emperor saw
what had been done to his favorite gem.

Many experts consider that
The Orloff the Orloff diamond of the

Russian regalia, 193 carats
in weight, and also a large fragment of 132
carats, may have both been cut from the
remains of the Mogul diamond. But the
Kohinoor, which Ranjit Singh used some-
times to wear in the socket of his blind eye,
continued to represent the original gem, and
when it is seen in the crown of George V
at Delhi next December for every native
present it will be the symbol of imperial
authority.

Historically the return of the Kohinoor
to India will in native eyes set the final seal
upon the great ceremony at Delhi.

But some of the other gems in the British
regalia will certainly produce their effect
Upon a people so accustomed to symbolism.
There is the great Agincourt ruby, won in
the battle from which it takes its name be-
fore the Moguls introduced splendor of life
into the imperial places they built so lavish-
ly. It will certainly be watched with keen
interest by Rajput eyes as it glows from
the central cross of the English crown.
Then there is the pale sapphire in the

topmost cross above the orb. That will
surely make its appeal, for it came from
the Confessor's tomb in Westminster Abbey
and has a 900-year-old record behind it.
And beyond all question the new, un-
historied Stars of Africa will have their
triumph. In a way they will bring home to
the native of India the majesty of the oc-
casion better than proclamations, proces-
sions, gaol deliveries or the sound of guns.
The two gigantic South African stones will
have begun their careers of symbolism
when they blaze out unrivalled and unchal-
lenged over what will probably be the most
stupendous assemblage of gems that Europe
or Asia has ever seen.

None can estimate the huge
wealth that lies hidden in

of India Indian treasuries in the
form of jewels. At the 1903

durbar the blaze of jewels surprised even
the Indian Princes themselves.

• The Nizam of Hyderabad wore the
Nizam of 277 carats and the Victoria of
18o carats. The Gaekwar of Baroda had
his Star of the South, a Brazilian crystal of
the first water, weighing 125 carats. In the
rough it weighed 254. He also had the
famous Akbar Shah and the Eugenie ; the
last, as its name implies, was once owned
by the ex-Empress of the French.
The Maharajah of Patiala had the fa-

mous Sancy diamond, which at various
times has been owned by Charles the Bold,
Duke of Normandy; Emanuel, King of
Portugal ; Nicholas de Marlay, Sieur de
Sancy, James II of England, who fled with
it and other crown jewels in 1688; Louis
XIV, Louis XV, Napoleon, Napoleon's
brother Joseph, King of Spain, and Prince
Demidoff.

Jewel Treasures

Fixing the Value of Pearls
A lawsuit over a pearl necklace in Paris

brought out the fact that the value placed
upon it by experts varied all the way from
$12,000 to $3o,000, says the New York
World. This variation caused some aston-
ishment, but it was due to the different
methods of valuation, some experts calcu-
lating the value of each pearl and adding
them up, others in their estimates taking
into consideration the difficulty and time in-
volved in matching and assembling so many
pearls.
The system upon which pearls are ap-

praised does not resemble that used in the
appraisal of other gems. The unit of weight
is the grain, which according to the re-
cently adopted international standard rep-
resents a quarter of a carat, or 200 milli-
grammes. The density of the pearl being

861

about 2.6 and that of a diamond 3.6, a pearl
is sensibly larger than a diamond of the
same weight.
To establish the value of a pearl, not

alone its weight, but its shape, its color and
especially its iridescence must be taken into
consideration. For this purpose a coefficient
is established. The actual weight in grains
is multiplied by this coefficient, and the re-
sult is multiplied by it again, which gives
its value in francs.

Suppose, for example, a pearl weighing
10 grains, and appraised at 20 times its
weight, its coefficient is 20, and its value
would be 10x20 equals 200x20 equals 4000
francs.

If a pearl were appraised at 40 times
its weight the coefficient would be 40 and
the pearl would be worth iox4o equals
400x40 equals io,000 francs.

In the last twenty years pearls have in-
creased in value ioo per cent. This is due
to their having become more fashionable
and to the large increase in importations to
this country. The increase in price is most
notable among the finest pearls.
In the inventory of the French crown

jewels, made in 1791, there was a round
pearl weighing io9 grains and appraised at
200,000 francs. This pearl would to-day
be worth sixty times its weight, so its price
would be io9x6o equals 6540 equals 6o
equals 392,400 francs.
For a necklace the number of pearls

needed varies with their size, being any-
where from 40 to 90. A 10-grain pearl that
is valued at twenty times its weight, which
means that it is a very good but not extra-
ordinary gem, is worth about $800. So the
central stone of a necklace costing from
$6000 to $1o,000 would not be larger than
10 grains, and the smallest pearls in it would
scarcely exceed 3 grains.
Four necklaces now shown at one of

the great jewelers in Paris will illustrate
how the value of pearls varies with their
quality as well as with their size. Here are
the weights and prices of these four neck-
laces:
Total weight. Price.
250 grains   $4,200
265 grains   10,000
272 grains   5,000
300 grains   5,200

When a woman has a pearl of rare qual-
ity her ambition is to match it and make a
pair of earrings of the pair. Then she has
to pay a fancy price for its mate. If she
desires to match it many times in order to
make a necklace, a collar or a sautoir, she
will have to pay far more than their in-
trinsic value for many of the gems.
Thus it becomes evident how the value

of a pearl necklace does not in any way
correspond to the total of values of the in-
dividual pearls, while even these are open
to discussion. One must take into account
not only the fancy prices the collector has
been obliged to pay, the research that has
been involved, the tying up of the capital
that has been invested in the gems, but one
must add to this a certain value that may be
called sentimental, based upon the perfec-
tion and beauty of the necklace as a whole.
And this estimate is necessarily very elastic.



862

For we Pay the Highest Prices for Old Cold, Silver,
Platinum, and all kinds of Scraps, Filings, Sweep-

ings, or anything containing any of these
metals.

All we ask is a trial to prove what g
we say. We guarantee satisfaction in
every way. Send us your next shipment,
large or small.

The Ideal Plating Machine

APIs'
i■Tt"

'11

eig- -411

The only ma-
chine furnishing
five different
strengths of cur-
rent; five shades
of color for each
solution.
SIMPLE,

PRACTICAL,
and INDIS-
PENSABLE,
always ready,
clean, compact,
sure in results,
the IDEAL
machine for thePATENTED MAY 19, 1908 jeweler.An electro-plating machine that anyone can use. Just the thing to putthe new finishes on your old goods. Plates ROMAN, RED, ROSE, GREEN,SILVER, COPPER and NICKEL.

FORMULAE for making solutions and full directions for plating all abovecolors come with each machine. These alone are worth the price charged forthe outfit.
BATTERIES are ordinary dry cell and give 1112, 3, 6, 9 and 12 voltscurrent (see cut), and should last a year or more with ordinary use and caneasily be replaced.
CONSTRUCTION is good ; material of Oak, wood work nicely finished.Lever and attachments nickel-plated. Jars for solutions hold 12 ounces andare self-sealing. Plating tank or bowl of best enamel ware. One each puregold, pure silver and carbon anode. Connecting wires complete, ready for use.Weight, 30 pounds crated. Size, 18 inches long, 9 inches high and 6inches wide. Guaranteed as represented or money refunded. Price, $15.00net cash, F. 0. B. Kansas City, Mo.

The Ideal Plating Solution
RICH WITH GOLD SURE IN RESULTS

FULL AND COMPLETE DIRECTIONS
FOR PLATING ON EACH BOTTLE

Rose Gold Plating Solution, 12 Oz. Bottle. Price $2.25
Red Gold Plating Solution, 12 Oz. Bottle. Price 2.25
Roman Gold Plating Solution, 12 Oz. Bottle Price 2.25
Green Gold Plating Solution, 12 Oz. Bottle Price 2.25
Silver Plating Solution, 12 Oz. Bottle Price .75

These solutions are not a new thing or an experi-
ment. We have been supplying them for some time to
jewelers who had difficulty in getting the pure chemicals
necessary for a perfect solution.

The success we have met with has induced us to
put them on the market.

Each Gold Solution of 12 ounces contains 45 grains
of chloride of gold, making an exceedingly rich and rapid
solution. All chemicals used are of uniform strength
and exactly suited to the amount of gold and solution.

To those who use the IDEAL PLATING MACHINE, for which these
solutions were first compounded, we guarantee absolute satisfaction in every
instance. Where used with any other plater you obtain better and quicker
results than with any other solution.

m IDEAL
PLATING SOLUTION

ROMAN
Prepared especiallt for put.
ting factory finish on hard
and milt solder repair jobs.
new finish on old or shop-
worn Jewelry
Will not injure the finest
Enamel. Imitation or Pre.

Stohes
',cry 12-ounce bottle Gold

,„4, Plating Solution, Guar-
, anteed to contain 45 grains

Chloride of Gold
Solutions furnnhed in the ,
following
Rom, Roman, Red and '
Groan Gold, Silver.
Copper and Nickel.

IMCOMMENDED
To Do Wood W.

THE IDEAL PLATING MACHINE

Also complete stock of DIAMONDS, JEWELRY, WATCHES, SILVERWARE,TOOLS, MATERIAL and OPTICAL GOODS, everything needed by the Retail Jeweler
If unable to obtain from your Jobber, order direct from the manufacturers

C. B. NORTON JEWELRY COMPANY 1013-15 GranicLANvattraTy; ma
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Show Window Trimmers Make
Successful Merchants

There are hundreds of prosperous mer-
chants to-day who a few years ago were
window trimmers, says the Merchants'
Record and Show Window. Almost daily
we heat from some trimmer who is about
to start out in business for himself and
wants information of one sort or another
regarding his equipment. Most window
trimmers who become merchants make
good. And there is a good reason for this.
The window dresser, providing he is the

right sort, is in a position to learn the ins
mid outs of merchandising more quickly
than almost anyone else in the store. This
is because he has a chance to look at it from
every angle. He is consulted by the man-
ager, the buyers, the advertising man and
everyone else in the store. Ile learns the
reasons for things. If he is quick and ob-
servant and has a knack for merchandising,
he can accumulate a remarkably large
amount of valuable information in a short
time. Then—when the opportunity offers,
he can make a start for himself. The
chances are that he will have to begin in a
small way, but that is the way all of the big
businesses were begun. If there is a future
ahead, there need be no worry about the
smallness of the beginning; the main thing
is to get started.
And regardless of all the pessimistic talk

about mail-order competition and other
drawbacks, there is just as good a chance
for the live merchant to-day as there ever
was. This is proved by the thousands of
big stores.that are to be found scattered all
over the country. These stores are making
more money than merchants in the same
locations dreamed could be made twenty
years ago.

It is true that the new order of things
has closed out some merchants, but in most
cases there has been something more than
competition that has contributed to the fail-
ures. Those who have been crowded out
of the race have in many cases lost because
they refused to adopt modern methods.
They have been too blind or too stubborn
to realize the changes that have come about
and their places have been taken by young
men who have learned the new rules of
the game and are not hampered by old tra-
ditions and old methods that have become
chronic habits.
There isn't a better chance anywhere in

the world for a young man of energy and
intelligence than in the retail merchandis-
ing field. And no one has a better chance
to get into this field than the window trim-
mer. Only recently we heard of a young
fellow who started with about $800 cash in
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a western town two years ago. lie now
owns two stores outright and has a half
interest in two others. All of them are
doing a big business and this man is .going
to open another store in a few weeks. Of
course, this is moving pretty fast, but it
shows what can be done. There are plenty
of good locations and a young man can
always get a reasonable amount of "back-
ing" providing he has a good record and
has demonstrated that he can do business.

Treatment of Customers

The proprietors of a Denver, Colo., de-
partment store recently issued the follow-
ing excellent instructions to their force:

There are many hundreds of people who
come downtown every day to look for this,
that or the other thing, a very large per-
centage of whom desire to look at mer-
chandise only with the view of making up
their minds later about what they would
buy for a certain purpose.

It is important that close attention should
be given to this subject by every salesperson
and everyone else who has to do with cus-
tomers.

The important thing for every one of us
is to have the attitude, mental and physical,
of willingness to serve.

Those who come into the store to look
around must be given every courtesy, every
attention that sincere politeness suggests.

It is not the the desire of the management
that those that come into the store should
be importuned to buy, but every person in
our employ must be on the alert to give at-
tention where there is any shadow of a
desire for attention and give it without
being called by a floor manager or some one
else.

It is almost invariably true that when
people go into a store simply to look and
some attendant has to be called by a floor
manager or some one else that the lookers
go away—it drives them away.

When you are called to give attention to
a person who is looking, never say, "0, she
is just looking," or "She doesn't want any-
thing." It is your duty to give your atten-
tion without being called, but when you are
called do give your attention without any
comment.

Oftentimes when people go into a store
to look at merchandise, they do not say that
they are simply looking, for fear that they
would not receive the courtesy that they
should and not be shown as many things as
they wish to see. Such people must be
shown merchandise in just the same man-
lier and with just as much desire to please,

863

just as much effort to get the right thing
as if they were going to buy.

If in answer to your question, "Is there
something I may show you ?" your cus-
tomer says, "No, I'm just looking," and if
there is no one else at hand right then to
wait upon, go to the utmost pains to show
that person the beautiful things, the stylish
things, the useful things that are in your
department and that should interest her,
finding out if possible what she is looking
for, and even if she is going to purchase at
a much later date get it fixed in her mind
that this is the best place for her to pur-
chase the article when the time comes.
Such visitors must be given the utmost

courtesy and every evidence of hospitality
at our command to make them feel that
they are welcome in the store, and that
simply looking at merchandise is a thing
which gives us great pleasure, and it really
does.
Never under any circumstances take it

for granted that people who come into the
store are simply looking, but approach them
as though you expected to sell them. In
many cases you will.
A not inconsiderable portion of our busi-

ness is done with people who live outside of
Denver. There are many who would ap-
preciate the services of one of our general
salespeople. When you have an out-of-
town customer either ask the next clerk to
you, who is not busy, or in some manner
send for one of our general salespeople and
manage somehow to tell them about the
out-of-town customer. The general sales-
people will do the rest, but do this every
time where there is a chance for you to.
Never allow nearness to closing time nor

your lunch hour to reduce your politeness
or to make your customer in any way realize
that she is being hurried or that she is not
perfectly welcome to look at every article
that we have within our walls.

It is not a good policy to tise our will-call
system, as a leverage to make sales to
people and get a small deposit when really
they do not wish to make a purchase at the
time and perhaps only assent to the will-call
simply to stop your insistence.
Many people come into the city of Denver

just to look around. The large stores are
considered sight-seeing places to those who
live in the smaller towns in the country.

People who come into the store to look
around must buy their things sometime,
somewhere, and why not here?
Use your business cards wherever it is

possible to fasten yourself and the store in
the looker's mind.

This whole question of attitude towards
those who come simply to look is one of
being on the alert, of being willing, of being
courteous, of being polite, of your doing
your part to present this store and yourself
in the most favorable manner to those who
come within our doors.
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Annual Convention Pennsylvania Re-
tail Jewelers' Association

(Continued from page 760)

high mark to aim for when we consider the
splendid meetings we have held, but let us all
pull together and make it a record-breaking con-
vention. Come and bring your neighbor jeweler
with you.
The programme arranged for the convention is

as follows:
Thursday, May 4, 1911

MORNING

9.00-Registration of Members.
9.30-Reception of Members.
moo-Call to Order.
'0.10-Address of Welcome, Hon. W. A. Magee,

Mayor of Pittsburg.
10.20-Response, Vice-President John M. Roberts.
10.30-Reading Minutes.
10.40-Address, President Ira D. Garman.
t.00--Secretary's Report.
5-Treasurer's Report.

11..30-Address, "Recipes for Business," J. L.
Roberts.

I1.50-Appointment of Committees.
12.00-Adjourn for Lunch.

AFTERNOON

2.00-Report of Auditing Committee.
2.10-Address, "Eternal Pleasures of a Retail

Jeweler," August Loch.
2.30-Address, "The National Association," Na-

tional President Steele F. Roberts.
2.50-Address, "Jewelers of the Old World,"

Col. J. Warner Hutchins.
3.I5-Address and Question Box, Ex-National

President J. P. Archibald.

EVENING

6.30-Dinner, Smoker and Entertainment at Fort
Pitt Hotel, Tendered by the Jewelers'
24-Kt. Club of Pittsburg.

Friday, May 5, 1911

MORNING

9.30-Call to Order.
9.40-Address, "The Jewelers' Place in the

World of Art," J. Harvey Wattles.
i0.00-"Trade Abuses," Discussion by Members.
I0.20-Address, "Organization," A. C. Gran!.
10.40-Unfinished Business.
ir.00-New Business.
11.45-Report of Delegates to the National Con-

vention.
12.00-Adjourn for lunch.

AFTERNOON

1.30-Call to Order.
1.40-Report of Resolutions Committee.
2.00-Nomination and Election of Officers.
2.30-Place of Meeting for 1912.
2.40-Election of Delegates to the American Na-

tional Retail Jewelers' Association at
Richmond, Va.

2.50-Adjournment.
3.00-Entertainment of Visitors: Trip to Carne-

gie Institute, Memorial Hall and Parks.

EVENING

7.20-Visit to Homestead Steel Mills, "A Glori-
ous Sight by Night." Train leaves
Union Station, P., V. & C. R. R., at
7.20 P. M.

Big Missouri Convention Assured

The following official announcement in regard
to the Missouri convention has been issued:

Our Secretary, Bert Raines, has just completed
a little scheme for increasing membership that
has proven very satisfactory. Each member was
sent a copy of a letter to be sent three other
jewelers in the State who are not members and
a blank for membership. The members readily
complied and the result is quite a number of
prominent jewelers enrolled whom we have been
unable to interest before. It has always been the
history of trade organizations that just previous
to the annual meeting there was little trouble to
enroll new members, but not so this year with
the Missouri jewelers. There have been more
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enrolled this spring than ever before in the same
period. The Executive Committee are preparing
one more canvass before the annual meeting,
and it is hoped the balance of the legitimate jew-
elers in our State can see the advisability of
joining.
The whole of the second floor of the Southern

Hotel has been reserved for the week of the con-
vention by the hotel management, and while the
association is not responsible for any prices made
exhibitors, they have secured a plan and prices
from the hotel company that no disagreement may
arise. Already several factories have reserved
space, and it looks as if another floor will have
to be asked for to accommodate all. Benjamin
C. Fitch, room clerk at the Hotel Southern, has
charge of the reservations.
The programme for the joint convention will

either alternate or combine in half days during
the meeting as follows: Monday morning, "So-
cial ;" afternoon, "Business ;" Tuesday morning,
"Optical ;" afternoon, "Jewelry ;" Wednesday
morning, "Manufacturers ; ' afternoon, "Execu-
tive." There are many addresses not yet assigned
and several to hear from, but the following sub-
jects will be ably handled by members of the or-
ganization : "Jewelry Reforms," "Advertising,"
"Watch Examination," "Store Arrangement,"
"Jewelry System," "Salesmanship," "Window
Trimming," and we are expecting some very good
talks on jewelers' discounts and restricted prices
which will probably be presented by some of the
wholesalers. It will pay every jeweler in Mis-
souri to fall in line before the forthcoming meet-
ing and make arrangements to attend.

Joint Convention of Kansas Jewelers
and Optometrists

Following is the programme of the joint con-
vention of jewelers and optometrists, to be held
in Hutchinson, Kans., June 5th and 6th, in the
new Y. M. C. A. building:

Monday

9.00 A. M. Registration.
10.00 A. M. Convention called to order by Presi-

dent J. C. Haupt, Peabody, and
C. H. Paxton, of Paola.

Invocation, Rev. 0. L. Cook, Pastor
of Christian Church.

Addresses of Welcome, Hon. Frank
Vincent, Mayor of Hutchinson;
L. A. Beebe, President Com-
mercial Club; Vern Wiley, Presi-
dent Retail Merchants' Associa-
tion.

Responses by President C. H. Pax-
ton and J. C. Haupt.

moo A. M. Reading minutes of previous meet-
ings.

Appointments of committees.
President's Addresses.

12.00 M. Lunch.
1.30 P. M. "Building up a Business," E. R.

Moses, Great Bend.
2.00 P. M. Talk by Hon. Y. Y. Morgan, Hutch-

inson, who helped us pass the op-
tometry bill.

2.00 P. M. Ladies will be entertained with an
automobile ride to State Reforma-
tory and salt plants.

2.30 P. M. "Optical Advertising for the Country
Town," Fred Melluish, Ottawa.

3.00 P. M. "The Application of Psychology to
the Practice of Optometry, Thos.
Gowenlock, President Kansas Op-
tometry Board.

3.30 P. M. "The Art of Making a Sale," Ben
Vardman, Des Moines, Iowa.

4.30 P. M. "Practical Pointers in Optometry,"
Dr. W. B. Needles, President
Needles Institute of Optometry,
Kansas City, Mo.

6.00 P. M. Dinner.
7.30 P. M. Special entertainment at the Amuse-

ment Park.

Tuesday

9.00 A. M. "Why I Use a Retinoscope," F. W.
Hunt, Burlingame, vice-president
Kansas Optometry Board.
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9.20 A. M. "The Successful Optometrist," H. S.
Zinn, Hutchinson, ex-president
Kansas Association of Opticians.

9.40A. M. "Practical Methods of the Fitting
Room," J. C. Haupt, Peabody.

10.00 A. M. "Taking in Repairing," Walter Sper-
ling, Seneca.

Discussion.
10.30 A. M. "Advertising for the Country Jewel-

er," H. A. Tibbals, Emporia.
Discussion.

moo A. M. "What Should Be the Retail Optom-
etrist's Relation With the Jobbers
and Manufacturers of Optical
Goods," Dr. S. W. Lane, President
Southwestern Optical College,
Kansas City, Mo.

12.00 M. Lunch.
1.30 P. M. Business session of both societies.

Retail Jewelers' Association District
of Columbia

The Retail Jewelers' Association of the Dis-
trict of Columbia held a very interesting and
instructive April meeting in the rooms of the
Washington Chamber of Commerce, A. 0. Hut-
terly presiding.
The name of Mr. M. Schumacher, 1904 Four-

teenth street, N. W., having been favorably re-
ported on by the Membership Committee, he was
duly elected to membership in the association.
The question of unprofitable advertising has

long been one of perplexity to merchants in all
lines, and at this meeting it received much dis-
cussion. The majority of the schools, private and
public, colleges and the various fraternal organi-
zations and societies, frequently issue pro-
grammes, year-books and similar publications in
which they expect to show advertisements of the
jewelers, at the latter's expense, but when it
comes to buying the goods of the local trade as
shown therein, or placing their orders for class
pins and jewelry, they place their orders with
firms of other cities. This same matter was
taken up some time ago by the local Chamber of
Commerce, upon the complaint of a jeweler mem-
ber, with the School Board, and the latter issued
circulars wherein they recommended the purchas-
ing of all articles of merchandise wherever pos-
sible from local merchants. However, from the
conversation on the matter it is not believed that
the jewelers will do much in the way of adver-
tising in the above-mentioned publications unless
more of a show of reciprocity is made. As Mr.
Kettler pointed out, they should look to the out-
of-town dealers for their advertising.
The various trades bodies of the District are

investigating to ascertain how much buying is
being done by Washington people in Baltimore,
Philadelphia, New York and other cities with a
view to efforts being made to secure this trade
to the local merchants. It seems that quite a
quantity of jewelry, other than class pins, is
being purchased out of town, and the outcome of
the investigation is being awaited with interest
by the jewelers, after which time they will prob-
ably become active. Mr. M. A. Leese, optome-
trist, is chairman of the Investigating Committee
of the Retail Merchants' Association.

President Hutterly urged the membership to
take advantage of the kind invitation of Presi-
dent Strasburger, of the Retail Merchants' Asso-
ciation, to attend the May meeting of that or-
ganization. Mr. Hutterly further reported on
the good work being done by them, he being a
member of both bodies, and added that he would
be pleased to submit the name of any jeweler for
membership therein. There are now about fifteen
or twenty jewelers on their roster, and their
membership therein in no way conflicts with their
standing in the Jewelers' Association.

Several complaints were entered regarding men
in the employ of the Government of the United
States and of private firms and corporations who
devote a porticn of their time each day to the
sale of jewelry to the detriment of the interests
of their employers. Several of the members were
instructed to obtain the names of such men and
any other data obtainable, same to be laid before
the association at its May meeting.
A vote of thanks was tendered G. D. Parsons

for the very interesting lecture he delivered
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earlier in the month. At that time Mr. Parsons
took up the subject of "Escapements," telling
those present of many short cuts which he had
learned during his many years of service in the
large watch factories. Upon completion of the
lecture an opportunity was given to question him
on any matters pertaining to escapement in which
difficulty had been found, which was taken ad-
vantage of.

Wisconsin's First Watchmakers' Ex-
amination to be Free

The Wisconsin Retail Jewelers' Association has
Issued a circular regarding the coming examina-
tion of watchmakers, which is to be held immedi-
ately preceding the convention in July. In order
to introduce the system to the trade the first
examination will be conducted free of charge to
all watchmakers residing in the State, even though
not members of the association. There will be
no charge for the certificate of proficiency which
the board will issue to those passing the examina-
tion. The association is very anxious to have a
successful opening of this new branch of its ac-
tivities and extends a cordial welcome to all
watchmakers in the State, proprietors or em-
ployees, to take this examination free of charge.
F. A. Thomas, proprietor of the Wisconsin

Horological School, in the Enterprise building,
has offered the use of his large, well-lighted and
fully equipped rooms. The examinations will be
conducted by the newly appointed board, of
which Mr. Theodore Schelle, 316 West Water
street, Milwaukee, is chairman.
Although the association advises applicants to

bring their own lathe and tools, this is not abso-
lutely necessary, as a 'full equipment of everything
will be at their service.

It is hoped that in view of the fact that the
association is bearing all of the expense, that all
who are desirous of advancing themselves in the
craft by securing a valuable diploma from the
Wisconsin board, will take advantage of this op-
portunity. Carfare to Milwaukee and a few
days' hotel bill will be absolutely nothing com-
pared with the gain to be derived. Applicants
should address all letters to Mr. Schelle, who
will answer every inquiry.
The second batch of "missionary" matter

mailed in March by the secretary brought in
several new members. Every jeweler in the State
also received a question blank with a request to
name the subjects he would like to have discussed
at the convention. The replies have been inter-
esting and show that a greater interest than ever
is being taken in association work. From the
great variety of pertinent questions proposed
for discussion a very busy and interesting three-
days' session is certain.
The list of Wisconsin jewelers has recently

been revised and brought up to date. It now
shows 665 jewelers in the State. If for any rea-
son any jeweler in the State has not received an
invitation to join the W. R. J. A., it is because
of error in this list. Any jeweler interested in
the movement who has not been getting letters
and circulars from the officers is asked to write
A. W. Anderson, secretary, Neenah, for any in-
formation desired.

Daring Daylight Robbery and Hold-up

Jewelry robberies in Chicago reached a thrilling
climax the morning of April 26th, when four
robbers in a touring car dashed up to the jewelry
store of Edward Alberti, 1246 Milwaukee avenue,
forced nine persons at revolver points to lie face
downward on the floor, bound them hand and
foot, ransacked the display cases and finally es-
caped with jewelry and money amounting to
nearly $2o,000. Milwaukee avenue, one of the
busiest thoroughfares in the city, was crowded
with pedestrians and vehicles while the daring
crime was enacted. The automobile which the
quartet of bandits used had been stolen from
in front of a south side apartment building in
the middle of the night after a "fake" summons
to a boulevard garage. The whole affair was
marked by unusual and melodramatic features.
The victims of the band of desperadoes who

were bound were: Edward Alberti, Sr., pro-
prietor ; Mrs. Martha Alberti, his wife ; Edward
Alberti, Jr., a son ; Samuel Schmidt, manager of
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the store; Frank Polewski, 17 years old, an
errand boy employed by Alberti; Norman Strauss,
a salesman for Strauss & Strauss, a Newark jew-
elry firm; a sample carrier employed by Strauss;
an errand boy employed by F. A. Hardy & Co.,
and a salesman employed by a chinaware concern.

Of the jewelry stolen $10,000 worth belonged
to Strauss & Strauss, jewelry manufacturers of
Newark, N. J. This jewelry was in two sample
cases, which Norman Strauss, the salesman for
the company, dropped on the floor when the rob-
bers covered him with revolvers. Edward Al-
berti, son of the owner of the store, and Samuel
Schmidt, the manager, were standing behind a
showcase in the front of the store when the four
men drove up to the place. One of them re-
mained in the machine while the other three
entered the store, drew revolvers and compelled
Alberti and Schmidt to walk into a rear stock-
room. Alberti and Schmidt were then compelled
to lie face downward on the floor. After tying
their hands and feet with a clothes line, which
had been left in the storeroom, two of the thugs
went into the front, leaving the third guarding
the victims. Polewski, the errand boy, entered
the store, and he was "covered" with four re-
volvers, each of the robbers holding two weapons,
and marched back into the storeroom, where he
was also bound, hand and foot, and stretched
upon the floor. Norman Strauss, the Newark
salesman, and his sample carrier entered the store
a few moments later tt find the two armed men
in possession. The robbers pointed revolvers at
the newcomers, and they were compelled to enter
the rear room and submit to being bound. An
errand boy for F. A. Hardy & Co., wholesale op-
ticians, walked into the place and asked: "Do
you need anything from Hardy's to-day?" The
answer came when the robbers shoved revolvers
into his face and told him to walk into the rear.
The boy, terror stricken, obeyed. He stretched
out on the floor and was bound. Meantime Ed-
ward Alberti, Sr., owner of the store, and his
wife, Mrs. Martha Alberti, were in their living
rooms above the store, in ignorance of what was
taking place. until after a half dozen had been
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bound. When they finally heard the commotion
they descended an inner stairway together, but
had taken only a few steps into the front of the
store when the two hold-up men covered them
with four revolvers. "Get into the back room
there," was the command. Alberti and his wife
were driven at a run into the rear room and
forced to do as the others had done-lie face
downward on the floor. They, too, were bound
with the clothes line.
When the last had been bound the robbers,

who had been working in the front of the store,
opened sliding blinds inside one of the front win-
dows and took out two trays, each containing
twenty-eight diamond rings. One of them then
called to the man who had been calmly sitting
in the automobile in front of the store, and he
stepped inside. The fourth man remained on
guard over the victim in the rear room. Two of
the robbers gathered up the jewels from the trays
and the other directed his attention to a safe
toward the rear of the store. The heavy door of
the safe was open and the robber pried open the
inner doors with a steel bar. This bar was used
to secure the door between the jewelry store and
the storeroom. From the safe the robber took
$5oo in cash, insurance papers and a number of
watches which patrons had left with the jeweler
to be repaired. While the robber was at work
at the safe Edward Alberti, Jr., the son, tried to
free himself, but the commotion he made at-
tracted the hold-up man who was standing guard
some feet away, and the robber struck him on
the head and told him he would be shot if he
made an outcry. The blow caused a severe scalp
wound. The three robbers in the front then
bundled up the jewelry and money and told the
man in the rear that everything was all right.
The four then made their way into the street,
climbed into the automobile and whizzed away.
The automobile in which the bandits made their

"get-away" was found the same afternoon, aban-
doned, near Wellington and Washtenaw avenues.
The wind shield on the auto was thrown into the
roadway a few blocks from the jewelry store,
apparently in anticipation of a reirolver battle.
The night before the robbery a garage on the
south side received a call for an auto, When the
chauffeur arrived at the address given he entered
the apartment building in search of the fictitious
party. While he was thus engaged one of the
bandits drove away with the machine.
In speaking of his loss Mr. Alberti stated that

he had not made more than a cursory inventory,
but estimated his loss between $8000 and $to,000.
The loss is not covered by burglary insurance.
The sample cases of Norman L. Strauss consisted
of solid gold rings and jewelry and some dia-
monds. Their value is given as $1o,000, partially
covered by insurance.
The night following the robbery the police

made a number of arrests of suspicious charac-
ters, and the next morning one of these was
positively identified by Mr. Strauss' sample car-
rier as one of the bandits. Up to the hour of
going to press no trace had been found of any
of the jewelry. The prisoner identified as one
of the bandits is an ex-convict.

Magnificent Lecturn for New Cathedral

In memory of Bishop Horatio Potter, the fifth
Episcopal Bishop of New York, what is probably
the largest lecturn in the world has been pre-
sented to the Cathedral of St. John the Divine.
It was made by the Gorham Company. It is a
large copy of the lecturn in the Chester Cathedral,
England. This is of brass and has already been
termed "the eagle lecturn." The lecturn is Gothic
in design and stands 8 feet 6 inches high. It has
massive brown stairs. Supporting the eagle is a
massive standard of bronze with intricate Gothic
tracery and a shaft of magnificent proportions.
Buttresses connect the four standards. These
support statuettes of the four evangelists-St.
Matthew, St. Mark, St. Luke, and St. John. The
whole lecturn is supported by four large lions.
The aift is anonymous. It has been accepted

with deep appreciation by Bishop Greer and the
cathedral trustees. Horatio Potter was bishop
for a generation. Bishop Henry C. Potter, who
succeeded him, was his nephew. The inscription
is as follows: "In memoriam Horatio Potter,
Bishop of New York, 1857-1887. M. G. E. A."
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JOHN F. TURNER

EXPERT JEWELRY AUCTIONEER
15 Maiden Lane, NEW YORK, N. Y.

41 It makes no difference how dull times are, or how scarce money is, an
auction sale conducted by me is an assured success and a positive
guarantee against losses or injury to future business. I conduct all sales
personally. Having conducted most all the large sales in the United
States and Canada, I am prepared to give the best of references.
Write for list of latest sales and terms.

TIME!
Lost—Found

You may lose lime—and you may find time ; but, the time
you find, cannot be that which you lost. TIME—Master of
opportunities -- is non-partial in bestowing privileges for
education, employment, and amusement. If you can find one
hour's worth of time daily for education, you should use it
to prepare yourself for more profitable employment —
LEARN ENGRAVING—it's clean interesting, and perma-
nent. Our Course is simple and practical. The cost, a
DOLLAR A WEEK. For details, write

THE COLLETT SCHOOL OF ENGRAVING
37-39 MAIDEN LANE :: :: NEW YORK
NOTE :—Due to the increased volume of trade engraving, and the great number of
students that are taking our Correspondence Course, we have moved to more commo-
dious quarters—From 41-43 Maiden Lane to above address.

Take Notice, Mr. Cash:
Fine Reconstructed White Sapphires,
sizes No. 31 and larger, per carat . . $1.00

Fine Reconstructed Rubies, sizes
No. 31 and larger, per carat . . • . 65c.

Imitation Round Doublets, sizes 5-30
Per gross . ......  75c.

Imitation Round Doublets, sizes 5-40,
per gross . ...... . . . $1.00

Imitation Pearls Asst., per gross . . . 50c.
Genuine Garnet Roller Jewels, as-
sorted sizes, per gross   $1.80

Genuine Siberian Amethysts, round
and oval, per earn   $1.00
regular price $2.50

Above Prices are Spot Cash. Address,

J. H. MEDNIKOW & CO.
212 W. First Street, Oklahoma City

Attention, Jewelers!
ANTI-TARNISH BALLS are
guaranteed to prevent Gold, Silver,
Nickel and Copper Ware from tarnishing.

Not an experi-
ment, hut an un-
qualified success.

Absolutely neces-
sary to the trade.

Per Dozen

$3.00

Express Charges

Prepaid.

LLOYD MFG. CO., Anderson, Indiana

NEW SAFETY
SPRING-HOOK
for WATCHES
and JEWELRY
Latest improvement, high-
grade and practical model.

Save time, trouble, and
money.

Sample and description on
request.

ALFRED NAPOLITANO
LAKE CHARLES, LA.

GOLD FILLED EARRINGS
CORAL PEARL OR BRIGHT JET

With pendants . . . . $6.50 per dozen pairs
Samples, 60c. pair

Without pendants . . $3.25 per dozen pairs
Sample pairs, 30c.
ASSORTED SIZES

Samples mailed on receipt of price

LW L& n s. . es YORK 

Watch Case Mann-
facturingand Repairing

Old English and Swiss cases
changed to take American stem-
wind movements. Hunting cases
changed to open face. OA cases
restored to look like new. New
backs and caps made when too thin
to remove engraving. Raised shields
to cover monograms on filled cases.
Name off and replate filled caps.
Roman and Satin finishing.

Art Watch Case Co.
CHAMPLAIN BUILDING

126 State Street, CHICAGO

WATCHMAKING
ENGRAVING
JEWELRY REPAIRING

can be learned in a few months
by our practical methods. Ex-
pert instruction under actual
working conditions. Enter at
any time—no age limit —day
and night classes.

Write for free catalogue containing
full particulars

Chicago School of Watchmaking
Dept. T, Bush Temple, CHICAGO

"THE 'E-Z' WAY"

1 .

Original Compound Copy

74.■ 4774,5il f:/e-4■•

-Engravers Transferoid"
cA plastic compound fc,r transferring de-
signs from one article to another. As
many as 20 copies can he made from one
impression. Will not injure any metal.
Will not harden.

50 Cts.—Two SIZES —$ 1.00
ALL JOBBERS

The Transferoid inneapolis'Co.•r Minn., U.S.A.

Makers of

TOWER an STREET CLOCKS
For particulars, write us, mentioning

Tim KEYSTONE

E. HOWARD CLOCK CO.
Eet'd 1842 BOSTON, MASS., U.S.A

SELLS LIKE HOT CAKES
(ORDER TO-DAY)

AN EXTRAORDINARY SELLER!
A SPECIAL PRICE!

GOLD PLATED SAFETY PINS
$1.5_0 PER 6ROSS
NETCASN

MTAVERBECK","„V.A.U"10.12MAIDEN LANE N.Y.
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72
E. MADISON
STREET

CHICAGO
ILLINOIS

• i

EXPERT
Watch Case Repairing

and

Watch Case Manufacturing

Gold and
Silver
Plating,
Satin
Finishing,
Engraving
and
Engine-
Turning

Old English
and
Swiss Cases
changed to fit
American
Stern-Wind
Movements

Special Cases made to order in Gold and Silver
for English, Swiss and American Movements

OLD CASES MADE NEW

F. H. JACOBSON CO.
209 State Street Chicago

Send for Our New Price-List

DIAMONDS Etrici PRECIOUS STONES

BOUGHT AND SOLD

FOR SPOT CASH
Appraisements made for estates or individuals

J. J. COI-IEN

loft Chestnut Street, PHILADELPHIA, PA.
Established 1891
Write for furthec ;oformation

FRED A. HASKELL Letter, Jewelry &
 Souvenir

ENGRAVER

206 Weybosset St., Providence, R. I.

ENGRAVED SOUVENIR SPOONS

Send us Spoons and we will Engrave
Buildings, $3.50 doz. Names, $1.20 doz. STONE SETTING

OUR SCHOOL IS THE SCHOOL FOR YOU
CANADIAN HOROLOGICAL INSTITUTE
S. W. Car. Church and Wellesley Sts., TORONTO, ONT.
 H. R. PLAYTNER, Director  

LOUIS ROBIN

tSb 
MONOGRAM, LETTER C? ORNAMENTAL

ENGRAVER
ENAMEL CUTTING

CHASING AND CARVING

FOR THE TRADE

ENGRAVING SCHOOL

301 GLOBE DEMOCRAT BUILDING

ST. LOUIS, MO.

NEWARK BRUSH 
COMPANY

BRUSHES

253 
MULBERRY 

STREET 
NEWARR., N• J.

..-------

Polishing Set 
Complete, $2.00, 

Prepaid

COTTON, BRISTLE 
AND FELT 

WATCH CASE 
BUFFS

FELT AND 
COTTON SING 

BUFFS

BRISTLE WASH 
AND END 

BRUSHES

FELT AND 
COTTON 

BUFFS

BRISTLE 
POLISHING 

BRUSHES

SATISFACTION GU A 
BANTEED OE 

MONEY 
REFUNDED

ONE PULL(THUMB ON) DOES 2 THINGS
1. Adjusts jaws instantly to any size work.

lei

2. Tightens jaws any hold desired—from a
delicate pressure to a bull-dog grip.

" A unique Vise ; very
useful in our Repair
I lent —i a st a ii tl y ad-
justed."

—Waltham Watch Co.

Only one hand needed to work it

" Have tested it thor-
oughly and it is I he
best pinvise I have ever
seen."

—W. W. Dudley, Supt.,
Hamilton Watch Co.

" Its favility and rigid-
it y make it hy all odds
the best."

—South Bend Watch Co.
By Chas. T. Higginbotham,

Con. Supt.

QUICKTIGHT PIN VISE
It will Pay you to throw away your old pinvise and buy one of these.

Price, $1.50 (because it's worth it). Sent postpaid anywhere.

BUY IT OF YOUR DEALER

EZRA F. BOWMAN'S SONS (Sole M'f'r's) Lancaster, Pa.

P5555550 0*!. loc•

SPECIAL NOTICE.— These " ?rashers" are
covered by United Slates Patent
No. 89/,51/, (111,1 all infringements
will be prosecuted.

Urich Patented Perfect Fitting

Case-Screw Washer
Fits perfectly under screw head, and almost invisi-

ble, and has a neat appearance.
Holds movement securely in case, even if case

shoulder is worn away or sprung.

MADE IN ALL SIZES, FROM GERMAN SILVER.

PRICES : Gross, $1.50 ; 4 doz. package, asst., 50c. ; single don., 15c.

FOR SALE AT ALL. MATERIAL HOUSES

S. URICH, 334 Columbus Ave., New York City

THE PLATh SCHOOL., OF ENGRAVING

A practical course of instructions—simple, thorough, and progressive. 
Our

system is excellent, no better to be had, the only school of its kind in the

South. We teach you in a short time. Write for Booklet.

H. J. PLATH, Instructor, 13143 Main Street, DALLAS, TEXAS

"COMFORT" Resilient Mainsprings
For all makes and sizes of American Watches

Price, $1.25 per Dozen

LINDNER & CO., Cincinnati, Ohio

r  
11

11

 II  II  II

A PERMANENT JEWEL NEEDLE
FOR DISC TALKING MACHINES

Requires no changing or sharpening. Ever ready and everlasting.

GUARANTEED FOR ONE YEAR.

Is handled by the jewelry trade, as fast as the jobbers can be 
supplied.

Can now be bought from A. C. BECKEN & CO., 156 Wabash Avenue, Chicago,

or direct from the manufacturer, at $2.00 each list, regular.

 Phonograph Discounts 

PERMANENT JEWEL NEEDLE CO., Highland Park, Ill.
Lti it I  II it I IA

11

II

WATCH REPAIRING Ordinary and complicated R. R. inspection work. Some customers send us ALL their work.

JEWELRY WORK - Repairing, stone setting, making special pieces of extra fine jewelry to 
order, gold plating and coloring.

ENGRAVING - - for jewelers and manufacturers, single jobs, small or large lots.

Send for our
Trade Price-List

EZRA F. BOWMAN'S SONS,
irtyoThirty-on. Lancaster, Pa. 

Established

Years 
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5 YEARS' EXPERIENCE GAINED IN  1
The young or middle-aged man who desires to learn Engraving, to grasp
the finer points of Watchmaking and Optics, finds it necessary to spend
at least five years In a store before he has attained a thorough knowledge of
the business. In less than a year's time this complete knowledge can be
gained at our college. We get telegrams and letters every day, offering
positions to our graduates, which shows what practical storekeepers think of
our course. Send for Prospectus NOW. A position awaits you.

THE PHILADELPHIA COLLEGE OF HOROLOGY
F. W. SCHULER, Principal Broad and Somerset Sts., PHILADELPHIA, PA.

See our large advertisement, page 840

INDISPENSABLE TO THE RETAIL JEWELER
An assortment of Wells' Perfect
Self-Conforming Ring Adjusters.
Ask your jobber for them, or!
will send prepaid at once (only
on receipt of price) sizes as
assorted in each unbroken
dozen at the following prices:
1 doz. 10 K. gold, $3.75; 1 doz. gold
filled, $2.00; 1 doz. metal, 85e.

Samples of one small and one mod i rn-large gold
filled and one metal adjuster will be sent for
50c., stamps or M. 0. Address

CHESTER WELLS, Meshoppen, Pa.

St

CATCHY
ENGRAVING
In SPOON BOWLS at
Popular Prices

ET S ""A"LU A SAMPLE

Artistic Monogram and Letter
Engraving. Gilding.

Send for price-list.

UL,L,STRO11 6k CO.
Ashland Nebraska

MINIATURE PORTRAITS
Enameled on
WATCH DIALS
CAPS and LIDS

Plain and
Colored

Can be made from
any photograph

or print

A beautiful Illustrated semple card and price.
list sent upon request

CARMAN ART CO.
127 North Dearborn Street, CHICA00, ILL,.

Successorsto G. F.WADSWORTH

Watch Case
Manufacturers
and Repairers

Everything in
the line of
Watch Case
Repairing

Gold and
Silver Plating
Salin Finish
Engraving
and Engine-

Turning
Changing Old

English and Swiss
Cases to take
American S. W.
Movements
My Specialty

Oid Vases
Made New

SlItierSMints'
Building
131-137
Wabash Ave.
CHICAGO

The Massachusetts School of Optometry
Klein School of Optics

The Former Incorporated and Registered with
the New York State Board of Education

Practical course in Theoretical and
Practical Optics and Optometry. Prac-
tical knowledge is an essential attribute
for success. You get it here.
Cataloguesand particularsonapplication.

The Massachusetts School of Optometry
185 Summer Street BOSTON, MASS.

Watchmakers for the Trade
ENGRAVING AND
JEWELRY REPAIRING

SUDHEIMER & McCOOLE
404-5-6 Holland Bldg., ST. LOUIS, MO.

Prompt and efficient service Write for shipping stickers
M. S. BOWER, Mgr.

Wheels, Pinions and Parts
For Complicated Watches, Clocks, Chro-
nometers, etc., of every size and (lever ip-
tion , made and finished to order.

FINE REPAIRING and ALTERATIONS
Winding and Setting Material

E. II. MATTHEY, 83 NASSAU STREETNEW YORK

DALLAS, TEXAS
Expert Watch Repairing for the Trade

Competent workmen under my
personal supervision

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty

Enamels for
Jewelry

We carry a complete line of the
highest grade of imported and domes-
tic enamels which are adapted to all
kinds of jewelry work.

We can furnish opaque and trans-
parent colors for gold, silver and cop-
per. We will gladly exchange at any
time goods which are not satisfactory.

The Chas. M. Robbins Co.
Manidadmiag hailers Attleboro, Mass.

HAVE YOU SEEN?
AVERBECK'S NEW CATALOG
IF YOU ARE A RETAIL JEWELER AND
WANT SELLERS SEND FOR IT-

GOODS OF THE UNCOMMON SORT

MJAYER8ECKIVAIM10.111finua1maNY

I BUY JEWELRY STOCKS
!raison pays liberal cash prices for Diamonds, Watches and Jewelry.
Send stocks no matter how large or small and get immediate returns. Goods will be
returned if offer is not satisfactory. National Bank references given if desired.

M. !RALSON, Masonic Temple, Chicago, Ill.

FOR SALE
ship's chronometers In perfect
order ; suitable for jeweler's show
window ; $50, $75 and $100 ; have
very close rate.

W. H. ENHAUS & SON
31 John Street : NEW YORK

ENAMEL
Opaque nerd Transparent Enamel of every

variety constantly on hand and made to order.
Also a full line of Enanielers' Supplies, Muffles,
Stones, etc. Any goods proving unsatisfactory
cheerfully exchanged.

CARPENTER Et WOOD. Manufacturers
14 Calender St., Providence, R. I.

Learn Watchmaking
Watchmaking pays and you
inn earn while you learn.
Write for FREE BOOKS  
"lion to he a Watokmaker. 
Postal brings it.

STONE'S SCHOOL OF WATCHBAKIMI
801 Globe &king, ST. PAUL, MINN.

A QUICK JOB,
A FACTORY
FINISH AND
A PLEASED
CUSTOMER

ARE ALL YOURS
IF YOU USE
SANGER'S
EMERY RING
BUFFS

We Light Your Store
Or lionte-fronmeilar to arra-
with 100 to 700 Candle-Power
brilliancy --at less than test of
kerosene( .11, ii ten times delight)
-giving you
Gas at 15c per 1,000 feet

(instead of St to 82, which Gas
Companies charge). With the
"Handy" Gasoline LightingSys-
tern or Triumph" Inverted In-
dividual Light you get the best
known substitute for daylight
(and almost as cheap), can read
or work in any part of room-
light ready at a finger touch -
don't have to move these Lights
-the light comes to you. Write
for Catalogue and Circulars
(sent FREE).

BRILLIANT GAS LAMP CO.
42 KS State Street CHICAGO 

CROUCH & FITZGERALD

Jewelry Sample Trunks and Cases
Extra Deep Trunks and Cases Always In Stock

:77 Broadway y54 Fifth Avenue
Bet, Cortiandt A Day Sim. Corner 20th Street

723 Sixth Avenue
Between 41st and 42d Straits

NEW YORK

When writing to advertisers, kindly mention
The Keystone

Small Advertisements
No advertisement Inserted for less

than 25 cents.
Under heading "Situations Wanted,"

ONE CENT per word for first twenty-
five words. Additional words and ad-
vertisements. THREE CENTS per word.
Under all headings except "Situations

Wanted," THREE CENTS per word.
Name, address, Initials and abbrevia-

tions count as words, and are charged
for as part of the advertisement.
To insure insertion, remittance must

accompany all orders for advertise-
ments and copy must reach us not later
than the 215th of each month, for inser-
tion in the following month's issue.
Send bank check or draft, or postai

or express money order for $1.00 and
over, or postage stamps for smaller
amounts.
If answers are to be forwarded

TEN CENTS in postage stamps must
be enclosed.
The real name and address of every

advertiser must accompany the copy of
the advertisement.
Advertisers who are not subscribers

must send 15 cents (special issues 25
cents) if they desire a copy of the paper
in which their advertisement appears.
Address.

THE KEYSTONE PUBLISHING CO.
809-011-813 N. 19th Street, Philadelphia, Pa.

SITUATIONS WANTED
Under this heading, ONE CENT Per word,

for first twenty-five words. Additional words
and advertisements, THREE CENTS per word.
No advertisement Inserted for less than 25
cents.

FIRST-CLASS watchmaker, Swedish na-
tionality, with to years' store exp. in

Sweden and 6 years' in different watch fac-
tories in this country; thoroughly compe-
tent on complicated watch work; expert on
high-grade position adjusting on railroad
watches; would like position with a first-
class house; prefer Pacific State; gentleman
of good appearance, age 2g; $35, best of
refs. "Z 330," care Keystone.

WATCH repairer, two or three months this
summer, on seacoast from Baltimore to

Charleston; 3o years' exp.; mend jewelry
also. P. 0. Box 84, Anderson, S. C.

FIRST-CLASS watchmaker, 8 years' exp.
at bench and three months at horological

school, on or after May 6th; state salary.
"D 393," care Keystone.

POSITION wanted as engraver and sales-
woman. Address "D 387," care Key-

stone.

YOUNG lady wishes permanent position as
engraver; especially good on monograms;

will wait on trade; can speak German.
Hilda Mask, Sturgis, Mich.

WATCHMAKER, several years exp. in re-
pair department; one year under general

instructions on practical work; no cigarette
smoker. H. C. Kamps, 3041 Sackett Ave.,
Cleveland, Ohio.

BY young man as watch, clock and jewelry
repairer; four years' exp.; neat, good

habits; ref. furnished. Address A. R.
Hesson, Box 94, Higbee, Mo.

YOUNG man, 20, wishes position to finish
trade; two years' exp. on watch work;

will begin very reasonable; good ref. C.
Marel, 5895 Theodosia Ave., St. Louis.

FIRST-CLASS saleslady and optometrist
wishes position with reliable firm that

is located in Washington, British Columbia
or Alaska. "B 394," care Keystone.

YOUNG man, three and one-half years'
exp., jewelry and clock work; some

watch work; have some tools; by June ist
or after. "S 395," care Keystone.

ASSISTANT watch repairer wants situa-
tion; do hard soldering; 2% years' exp.

H. C. Blanks, Bryan, Ohio.

FIRST.CLASS watchmaker, jeweler, en-
?raver and salesman wants permanent po-

sition; married, no boozer. Address G. J.
Dieterich, Bellevue, Iowa.

MAN capable taking charge; experienced
optician, watchmaker and salesman. "P

391," care Keystone.

WANTED-Position by young man of
good character; beat of refs.; engraver,

assist on watch, clock and jewelry repair-
ing; Northwest preferred. Address Box
206, Dundee, Ill.

POSITION by June oat in West, Kansas
preferred; young man, single, good all-

around workman; own tools, refs. fur-
nished. W. H. Carter, 1006 Calhoun
Street, Ft. Wayne, Ind.

SITUATIONS WANTED

STEADY position, watchmaker with to
years exp. at bench, by July ist; Middle

West preferred; salary $20.00 per week;
married man. "R 397," care Keystone. 

WATCHMAKER, jeweler, optician, en-
grave some; young man, single, speak

German; have tools, good salesman, fine
workman; refs. Carl Zeman, jeweler,
General Delivery, Ocean Park, Cal. 

WANTED-Permanent position as watch-
maker and engraver, 6 years' exp.; rail-

road and high-grade watches; wages $20.00
a week; East preferred. "W 400," care
Keystone. 
WATCHMAKER and engraver, X2 years'
exp.-railroad work 5, refractionist 4

(not registered); tools, trial case; teetotal-

ler, 35, married; position or acquire busi-
ness on easy terms; Ohio or vicinity; par-

ticulars. ix Columbia St., Jackson, Ohio.

YOUNG man with two years' exp. in re-
tail business, now employed as assistant

buyer of jewelry department, wishes posi-
tion with first-class concern. "M 412,"
care Keystone. 
FIRST-CLASS watchmaker wants position;
up to date on all high-grade or compli-

cated work. "D 405," care Keystone. 

WATCHMAKER, capable of repairing and
adjusting railroad watches; salary $18 to

$20, according to location; married and de-
sire only permanent position to right man.
"A 404," care Keystone. 

POSITION by watchmaker, engraver and
salesman, i i years' exp.; own tools; age

27, no bad habits; refs.; town of i0,000
or less in New York State preferred; $20.

"M 403," care Keystone.

FIRST-CLASS watchmaker and engraver
wants permanent position at once; have

own tools. Edw. J. Murray, 1323 Bluff
Street, Dubuque, Iowa. 

SITUATION wanted by a watchmaker,
clock and jewelry repairer; will wait on

trade; own tools, best of ref. George
Peck, Wellington, Kans. 

DANISH man, first.class watchmaker and
jeweler, is years' exp.; speaks fair Eng-

lish; own tools; steady situation only;

good ref. C. B. Hansen, Burwell, Nebr.,

care of F. R. Hallock. 

GOOD watchmaker, fair engraver, Jeweler;
knowledge of optics; 7 years' exp., best

school training; age 31, habits 0. K., ref.;

West preferred; come at once. R. Ralston,
Culver, Ind. 
WATCHMAKER wants position, 4%

years' exp.; can't engrave; West pre-
ferred. M. G. Johnson, care E. E. Brown,
Central City, Nebr. 
WATCHMAKER and engraver, is years'

exp.; can furnish ref.; Kansas or Ne-

braska preferred; married 35 years old.

Address "W 411," care keystone. 

• WANTED-A position as watchmaker, good
engraver; can do ordinary jewelry repair-

ing. "P 419," care Keystone.

WATCHMAKER wants situation; 7 years'
exp. as adjuster in two best factories;

mostly own tools; state salary in first let-

ter. "P 415," care Keystone. 

GOOD watchmaker and engraver desires
steady position; ref. from former em-

ployer as to ability and honesty; can wait

on trade if necessary. M. Chamelin, 136

West Market Street, Scranton, Pa. 

YOUNG man, 5 years' exp.; good watch-

maker, do all kinds jewelry and clock

work; strictly temperate; best ref.; wishes

position in western States. F. T. Fain,

!At. Hood, Oregon. 

YOUNG man, Ai watchmaker and graduate
optician, desires position; can furnish

ref. "W 416," care 'Keystone.

ENGRAVER, 25, 10 years' exp.; first-class
workman, doing high-grade work, desires

position out West with growing concern

where he can learn the jewelry repairing

trade under first-class workman; has un-

questionable ref. as to character and ability;

sample of engraving on request; open for

engagement June or July. Address par-

ticulars to "Engraver," 232 Vineyard Ave.,
Yonkers, N. Y. 
ASSISTANT watchmaker and engraver by

school graduate with some actual bench
experience; good habits and references;
Minnesota or North Dakota preferred. A.

S. Bjornson, Mountain, N. Dak.

IF YOU are looking for a position as
watchmaker, jeweler or optician, we have

a large list of positions and shall be glad
to send same to you. Henry Paulson &
Co., 37 South Wabash avenue, Chicago, Ill. 

WANTED-Position as traveling salesman
by a lady who has had ten years' ex-

perience as salesman and has had entire
charge of stock in an up-to-date jewelry
establishment; have good knowledge of
watches, jewelry, silverware, china, etc;
Western States preferred, but will take any
territory; want change; best of references.
Lock Box 817, Chinook, Montana.

A POSITION in Otegon as all-round man
in retail store; have own tools; can fur-

nish good references•, now employed. Ad-
dress "R 379," care Keystone.

SITUATIONS WANTED

AT ONCE by young man as watchmaker,
jeweler and engraver; two years' experi-

ence at bench besides a year of school
work; best of reference. V. E. Berg, 247
Fredonia avenue, Peoria, Ill. 

PERMANENT position by graduate
watch repairer, optician; 04 years' prac-

tical experience; don't use tobacco or
liquor; $18 per week to start; married,
middle age. "B 378," care Keystone. 

WATCHMAKER, engraver and jeweler, 20
years' experience; wages $2. Address

"Jeweler," care Dr. J. C. Heinrichs, Jef-
ferson Building, St. Louis, Mo.

A-YOUNG MAN wishes a position as
watchmaker and engraver; New York

State preferred; neat sober and industri-
ous. "L 425," care  keystone.

AS JEWELER, young man, 20 years old.
three years' experience, wishes to finish

trade; can furnish references. Address A.
D. 25, 1201 Heyworth Building, Chicago. 

SALESMAN, retail or wholesale, or man-
ager will come on trial; do not drink.

"T 192," care Keystone.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER WORD

CHASER, ornamental engraver and de-
signer. Kirchner & Renich, Mfg. Jewel-

ers, Minneapolis,  Minn. 
WATCHMAKER and engraver wanted,
must be first-class workman and have

at least $2000 to invest in old-established
jewelry business; permanent position, with
great opportunity to right man to work
Into good business; send refs. and state
salary wanted in first letter. "I 354," care
Keystone.
WANTED-Good watchmaker, engraver
and optician for Alaska; $200 a month;

none but first-class man need apply. "M
308," care Keystone. 

IF YOU are looking for a watchmaker,
jeweler or optician, write to us; we have

a large list of applications. Henry Paul-
son & Co., 37 South Wabash avenue, Chi-
cago, Ill. 
FIRST-CLASS permanent position offered

to a sober, competent and reliable watch-
maker, jeweler and engraver, an all-round
workman, at good wages. M. E. Buerk,
Paris, Mo.
AGENT wanted to carry cut glass as side

line; liberal commission. "N 375," care
Keystone. 
MAN wanted to handle as side line first-

class Jewelry novelty for the South; also
one for far West; big money for the right
man. "Y 372," care Keystone. 

WANTED-First-class watchmaker and en-
graver, also first-class watchmaker and

optician to go to Panama; must be sober;
wages $30 U. S. gold per week; free gov-
ernment bachelor quarters; board costs $27
per month; free hospital service in case of
sickness; will furnish 1$.113o rate from New
York City. Address J. L. Kerr, chief
watch inspector for U. S. Government,
Cristobal, Canal Zone.
IN TEXAS city of 8o,000 population, first-

class jeweler and engraver, one who can
do new work. "H 374, care Keystone. 

SALESMEN wanted in the United States
to carry as a side line the Lloyd Anti-

Tarnish Ball; absolutely guaranteed good
commission. Lloyd Manufacturing Co.,
Anderson, Ind. 
YOUNG man with some knowledge of
watch and jewelry repairing; first-class

ref. required; reply, stating age, exp. and
salary expected. A. E. Anderson, Broken
Bow, Nebr. 
WANTED-Optician, jeweler and watch-
maker; permanent position for energetic,

pleasing, competent man; must have State
Board certificate; send refs. and photo to
Wh. A. Manson, 310 East Street, San
Bernardino, Cal. 
WATCHMAKER and jeweler with tools;
one who is willing to wait on trade in

general store when no work to do at the
bench; will pay $60 per month; permanent
position to man that suits; state age, abil-
ity and particulars as to habits, with ref-
erence in first letter. John G. White,
Newberry, Florida. 
WANTED-Good watchmaker, engraver.
salesman; an all-around man, $20 per

week; town sopo, modern store, close at
6 o'clock; man must furnish names from
last two employers; a full set of tools;
state age, exp. and full particulars. Ed. J.
Niewohner, Columbus, Nebr.

WANTED-First-class watchmaker and en-
graver at once; position permanent; state

age, exp., salary; send sample of engrav-
ing and ref. with first letter. J. B. Swain,
Sidney, Ohio. 

GOOD watchmaker who is also graduate
optician, with some exp. in engraving, to

take charge of our jewelry and repair de-
partment; must be sober; position perma-
nent; location healthful, small town; send
refs. and state salary expected. The New
York Stores, Tracy City, Tenn.

HELP WANTED

YOUNG man, 20 to 35 years, as optom-
etrist, jeweler, engraver and watch-

maker; would prefer man who also under-
stands plain show-card writing and takes
interest in window-dressing; At position
for .right party; must be well recommended
and able to furnish bond if necessary;
wages $18 to $20 a week, according to
qualifications. H. H. Blase, Wilkes-Barre,
Pa. 
EXPERIENCED optician and advertising
man combined; one who can write a

good ad and keep mailing list up to date;
will pay good wages to right party. Hem),
A. Reinhard, Wichita, Kans. 

I HAVE a pleasant and permanent posi-
tion at a good salary for a first-class

manufacturing jeweler; prefer one who can
engrave. L. Lechenger, Houston, Texas. 

WANTED-High-class letter and mono-
gram engraver, capable of doing fine in-

scription work on gold and silver; perma-
nent position for a good man of steady
habits. Address Greenleaf & Crosby Com-
pany, Jacksonville, Fla. 

ENGRAVER as second watchmaker, jew-
eler, clock repairer; permanent position;

send samples script and monogram engrav-

ing; state age, exp., habits, capabilities and
wages wanted. Chas. F. Halbkat, Water-
town, S. Dak.  
EXPERIENCED watchmaker, jeweler and
engraver to take charge of established

jewelry business left vacant by death; op-
tion of later purchasing may be consid-
ered; give refs., salary expected and ex-
perience in letter. "P 384," care Keystone.

WANTED-Watchmaker at once, compe-
tent, with ref.; state wages. W. M. Reed,

Montpelier, Vt. 
WANTED-First-class watchmaker and en-
graver, or will sell part interest; well-es-

tablished business in Iowa town of 15,000.

"J 399," care Keystone.

WANTED, young man, good engraver,
jewelry jobber, salesman; chance for

advancement. L. W. Lewis, 69 South High
Street, Columbus, Ohio.

WANTED
UNDER THIS HEADING THIME CENTS PER WORD

WANTED-Jeweler agents for engraved
wedding invitations, announcements, vis-

iting and business cards, embossed business,
society, fraternity and sorority stationery;
complete sample outfit with full instructions
free to those who mean business; best qual-
ity of work, prompt service, reasonable

prices and liberal commission. Stafford
Engraving Co., Indianapolis, Ind. 

SALESMAN calling on the department
stores and jewelers in the central and

western States would like to hear from a
good line for June ist. "M 385," care
Keystone.

WANT to purchase old English clock
movement, strike, for hall clock; one

with moon preferred; with dial complete'
must be in good condition; weights and
pendulum not necessary; give price and
description to Enhaus & Son, 31 John
Street, New York City. 
SECOND-HAND engraving machine, for

cash.  Fred Koester, Brunswick,  Nebr.

LARGE National cash register and jewelers'
rolls. Lindsey, Jeweler, Astoria, Oregon.

WANTED-To buy a history of old clocks.
W. E. Rhoads, Argos, Ind. 

WANTED-Location in Southwest; give
full particulars when replying. P. J.

Tonjes, Westphalia, Kans.

MOTOR, alternating, 1/6 or % horse-
power; lens cutter and lens drill. Byron

Churchill, Oneida, N. Y. 

JEWELRY store, must stand closest in-
vestigation; Illinois or Iowa preferred;

give full particulars in first letter. A. J.
Munson, Edgewater Station, Chicago. 

WANTED-Engine-turning lathe. "S 417,"
care Keystone.

WILL pay cash for good jewelry stock in
Iowa or adjoining States. J. H. Lepper,

Mason City, Iowa.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

ONLY jewelry store in town of over 0200;
new stock; $r000 stock and fixtures, or

$350 for fixtures; good reasons. Address
Lock Box 462, Marysville, Wash. 

ONLY JEWELRY and optical store in
lively town of moo; a fine resort town;

rent $12 per month; all repairing one man
can handle; two railroads; stock and fix-

tures invoice $3200; will sell for $2500
cash. A chance to make money for hustler.
Don't write unless you mean business and

have the cash. Poor health and eyes fail-
ing reason for selling. A. P. Kniebes,
Coloma, Mich.

869
FOR SALE

Stores, Stocks and Businesses

CLEARED $i000 over all store and living
expenses in December, 19to; this store

40 miles west of Philadelphia, can be pur-
chased for $8000 to $1o,000; the proprietor
is willing to be qualified that the above
statement is correct; will reduce stock to
any desired amount. "C 220," care Key-
stone.
CONTROLLING interest in a well-estab-

lished material and jeweler's supply com-
pany; can be purchased at a bargain; owner
must retire on account of health. If in-
terestcd address "E 233," care Keystone.

AT a big -discount for cash, a good paying
and first-class jewelry store, including

stationery, Eastman kodaks and Columbia
phonographs; well selected and worth every
cent of the inventory, $7000; small compe-
tition; in a fine town of 0200 in the center
of the fruit and cattle district of Colorado;
reason for selling, I am in the wholesale
business and cannot continue this. Charles
E. Everett, 1725 Arapahoe Street, Denver,
Colo.
ONE of the oldest and best jewelry busi-

nesses located in fine town in the very
heart of the black land belt of central
Texas; will take $15,000 to handle it, or
might consider proposition from first-class
man with $3000 to $5cato who under-
stands the business and can take charge in
absence of owner, who has other business
to look after; don't write unless you have
the money and can fill the place. "I 355,"
care Keystone. 
ONLY Jewelry store in city of z 50o in-

habitants; county seat; invoice $2000;
fine location. Julian E. Zenier, Asotin,
Wash. 
GOOD Jewelry and optical business in

finest southern part of Illinois; only
stock; established 35 years; 35 miles of
Quincy, Ill.; no other closer than 6o miles;
about 2000 inhabitants; will rent fixtures.
Poor health reason for leaving. "P 313,"
care Keystone. 

FIXTURES and lease for sale'in one of the
most prosperous cities in South Dakota.

"B 35o," care Keystone. 

ALMOST two years ago I started in busi-
ness in this town of 3000 in eastern

Washington irrigated belt with $2000; at
end of first year I made part payment of
my location and invoiced $4000 on a $6600
business • at end of nine months of second
year I had done $6000 business; will in-
voice about $6000; this business is for sale
for cash. "S 373," care Keystone.
OLD-ESTABLISHED jewelry and optical

business in Michigan county seat, manu-
facturing town 2500, surrounded by rich
agricultural district; stock will invoice
$7000,• can reduce to $5000. This stock has
paid from 20 per cent to 33 1-3 per cent
over all expenses for years. III health.
Address "S 376," care Keystone.

GOOD jewelry business in eastern Colo-
rado, in the heart of a big irrigated dia-

trict; the only jewelry store in a town of
isoo population; good run of bench work;
invoices $2400; can reduce. A. H. Price,
Holly, Colo. 
$15,000 CASH will handle a jewelry busi-

ness paying $s000 per year net; clean
stock; new fixtures; fine climate, Colorado.
"B 377," care Keystone. 

SET of fine jewelry store fixtures, built of
solid mahogany, piano finish, plate glass

and marble; cost $9000 less titan four years
ago; if sold at once will accept $3800 cash
for them as they stand; can furnish pho-
tograph and dimensions. Absolutely up to
date and good as new. Address II. C.
Abbott 81 Bro., Birmingham, Ala.  

ON ACCOUNT of other business will sell
jewelry, stock and fixtures; no competi-

tion; good run optical work and watch re-
pairing. A. M. Morrow, Pellston, Mich. 

ESTABLISHED jewelry and fancy china
business in Illinois town of 800; low

rent, good, clean stock; invoice about
$3000; reason for selling, wish to retire.
Geo. S. Bauder, Elburn, Ill. 

JEWELRY stock and fixtures, all new
goods; fixtures right up to date; good

brick building, 24x8o feet, 2 story; will sell
for $12,000 or rent the building; rent very
reasonable; best location, only stock in
Oklahoma county seat; population 2500;
fine farming country; have other business
or would not sell at any price; invoice
about $7000; also have $3000 stock in an-
other good town to sell. Address James
Houseworth, 1453 South Wichita Street,
Wichita, Kans. 

AN old-established, fine profit-producing
jewelry store in Iowa; this store is just

on the market, as owner must leave all
work at once; stock will invoice over
$20,000; the profits amount to $4500 a year;
absolutely one of the nicest and cleanest

• stocks ever offered; a close personal in-
vestigation is earnestly solicited; if ne-
cessary will take land in trade. "M 388,"
care Keystone.

(Continued on page 870)
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ONLY exclusive jewelry store, best loca-
tion; Illinois town 2800; clean stock;

invoice $4000; cash discount 20 per cent.
"B 386," care Keystone.
BEST little jewelry store and repair busi-

ness; rent $10 month, living room in
back; can lease for five years if wanted;
will guarantee to purchaser a profit of $150
in the summer months and $300 in the fall
and winter; will invoice about $800; stock,
fixtures, etc., are up to date; will sell at
invoice; no competition, and the closest
watchmaker is 25 miles; good railroad
town, healthy climate; must be cash; have
other business to attend. G. H. Weber,
Rolling Fork, Miss.
A WELL-PAYING jewelry and repair

business located in county seat town of
western Indiana; established 17 years, com-
petition small; merchandise in good con-
dition and will invoice $4000 to $5000,
annual receipts $6500 to $7000; terms one-
half cash, balance optional; exceptional
opportunity for an industrious person;
owner being interest in other business de-
sires quick sale. "D 389," care Keystone.
MUST quit the confinement of the bench;
have the only jewelry and optical store

in fast growing town in Wisconsin; rich
surrounding country; nearest jewelry store
17 miles; all new, up-to-date stock; fine
location, cheap rent; investigate. "L 398,"
care Keystone.
ONE of the best located jewelry stores in
Denver, Colo.; stock about $14,000; in

excellent shape, only four years in business;
must look after other business; can reduce
stock if necessary. "L 38i," care Key-
stone.
STOCK, fixtures and good will of the best

paying jewelry and optical business in
city of z8,000 population, located io miles
from Denver; largest stock and best stand;
last year's sales over $22,000; stock in-
voices $15,000; will require $8000 cash,
balance terms to suit; finest climate for
pulmonary trouble in the world. "N 382,"
care Keystone.
ONLY Jewelry and music business in west-
ern Iowa town of 800 population to be

sold at once; is a good opportunity. "W
K423," care eystone.

JEWELRY and music store, only one in
town of 500; cleared $igoo last year

over running and living expenses; stock
clean and new, invoice $4000; would re-
duce; must sell account other business.
Asa Hammons, Plains, Mont. 
MY complete stock of jewelry, full line of
goods; tools and material, safe, regu-

lator, all in good order; reason, declining
health. J. H. Allison, Elkhart, Ind.
MODERN jewelry, optical and sporting
goods store, established 18 years; heart

of business section; most prosperous city
in coal region, population about 69,000, de-
pendent population 2oo,00o; city growing,
business increasing; exceptional opportunity
for young man with $15,000 to $20,000 to
invest in a successful and established busi-
ness; no dead stock, everything up to date.
Closest investigation solicited, satisfactory
reason for selling; further particulars upon
inquiry; can furnish photographs of in-
tenor and exterior of store; replies from
dealers and traders not wanted. This op-
portunity will not be open after July ist.
"B 396," care Keystone.
PROSPEROUS jewelry business, also zo-

foot oak wall cases, floor cases, type-
writer, bench screen, watch sign, etc.
Gaskill's Jewelry Store, Rochester, Minn. 
WILL sell one-quarter or one-half interest

in my store to an honest, energetic young
man who can and will take entire charge,
as I am ready to retire; capital required,
$10,000 to $50,000. L. Lechenger, Hous-
ton, Texas.
ONLY Jewelry and optical store in one of

the best towns in southern Minnesota;
clean, up-to-date stock, invoice Woo; for
quick sale will discount 2$ per cent. E. E.
DeGroff, LeRoy, Minn.
LIVE Jewelry store in eastern Kansas;

stock and fixtures invoice about $5000;
will exchange for central or eastern Kansas
land only; can reduce stock for cash propo-
sition. .Address 0. E. Lower, Herrington,
Kans.
BARGAIN, if sold by May 20th $3750

cash buys it; fixtures invoice Si's°, stock
over $3000; two years' lease; one other
store in town; college, county seat, s000,
in Boise Valley. F. A. Harmon, 713 Main,
Caldwell, Idaho.
ONLY jewelry store in county seat town
of z000 population, at wholesale cost,

$3500 cash, or would take a good 1910 or
1915 4-cylinder, 4-passenger 20 to 25 hp.
automobile in the trade if priced right;
good reasons for selling. Address Box
302, Lyndon, Kans.
THE best little jewelry store in Washing-
ton; good town, best location, good busi-

ness; $z000. "C 410," care Keystone.

FOR SALE

Stores, Stocks and Businesses

TWENTY-SIX years established jewelry
and optical business in good Iowa county

seat town; invoice about $7000; might con-
sider selling half interest to right party.
M. F. Barger, Heyworth Bldg., Chicago, Ill.
THE leading jewelry store doing the larg-

est business in the county; did $9645 in
isno and $2550 to April 22d, 19''; must
sell owing to my wife's health; will give a
discount for cash; will invoice now about
$5000, can reduce. "H 421," care Key-
stone.
ONLY Jewelry and optical store in mining
town of 4000 in Kentucky; stock and

fixtures $7000, will reduce to suit pur-
chaser; did over $12,000 business in 1910;
$1000 required. "T 422," care Keystone.
STOCK of $5000 for sale in south Texas
town of 7000 population; less than 150

miles to San Antonio or Houston; net
profits last year $2600. "G 413," care
Keystone.
JEWELRY business, established 13 years,

in one of the nicest towns of Vermont;
excellent location, competition slight;
death reason for selling; fine opening for
a good man with a little 'capital. "P 383,"
care Keystone.
WELL-PAYING jewelry and optical busi-

ness, established seven years; stock and
fixtures clean and up to date; invoice
89000, can reduce; beautiful growing
Oregon town of 7o0o; excellent climate;
best of reasons for selling. For particulars
write "F 409," care Keystone.
JEWELRY store in good location in

Philadelphia; stock and fixtures will in-
ventory about $2500; failing health corn-
pels selling. "B 408," care Keystone.
ONLY jewelry and optical store in a thriv-
ing town of 1700 in Bucks country, Pa.;

good farming community; sales during De-
cember, 1910, $2000, bench work and re-
pairing $1800 yearly; stock and fixtures
about $4500, can reduce; $2500 cash re-
quired; house and store can be rented;
owner going into other business. "W 401,"
care Keystone.
BARGAIN-Paying jewelry and optical

business in Iowa; good location; cause,
ill health; write at once. "E 406," care
Keystone.
WELL-ESTABLISHED Jewelry business
for sale; good location. A. A. Thebus,

4264 Manchester Avenue, St. Louis, Mu.
A GOOD-PAYING Jewelry business, lo-
cated in a town of 2000 in eastern Ken-

tucky, having two factories employing 700
men, running the year around, with a pay-
roll of $40,000 per month; also other good
industries; has two State banks; no com-
petition, splendid repair business; a clean,
new stock of about 2000; can reduce
stock and fixtures to 15oo; will sell at
invoice price, giving liberal terms to re-
sponsible party; an exceptional oppor-
tunity for a live man; good reasons for
selling. "F 407," care Keystone.
EXCEPTIONAL opportunity, jewelry and

optical business, established 16 years;
good location, on the north side of Chicago
cheap rent; business average $20,000 per
year; stock can be reduced to suit pur-
chaser. "A D 22," 1205 Heyworth Bldg.,
Chicago, HI.
WATCHMAKER to buy an established
watch and chronometer business in New

York City; reasonable; ill health. "M 414,"
care Keystone.
PAYING jewelry business, Pacific Coast,

near San Francisco; finest climate; with
or without stock; $1000 up. Address "S
424," care Keystone.
FOR SALE-Jewelry store and fixtures in
a town of 2000 population in central Illi-

nois; stock will inventory $2,500.00; pur-
chaser must have $1,000.00 cash; repair
bench has paid running expenses for past
five years. L. H. Schafer & Co., 3/ North
State Street, Chicago, Ill.
EXCELLENT opportunity for man who

will buy my fixtures and continue busi-
ness in manufacturing town of 3500 popu-
lation; business for February and March,
$m5o.00; fixture plate glass, quarter oak;
invoice $400.00. "W 338," care Keystone.
ONLY jewelry store in rapidly growing
town of 500; a trading center for a large

country; no opposition, nearest watchmaker
45 miles; country is rapidly settling up;
stock, fixtures and material will invoice
nearly $2000; bench work keeps one man
busy most of the time; object of selling,
have other business to attend to. E. E.
Crofut, Malta, Mont.
GOOD paying Jewelry and optical business

in city of Beverly, Mass. "T 420," care
Keystone.
IN the heart of the California oil fields,

jewelry and optical business, stock $4500;
fixtures $800; all machinery for manu-
facturing jewelry, including rolls, draw
plates, furnaces, etc.; $600 set of watch-
maker's tools; rent cheap; am going to en-
gage in auto business. "G 418," care Key-
stone.

FOR SALE

Stores, Stocks and Businesses

JEWELRY stock and fixtures in best
farming section of Iowa; invoices $3000;

will sell for $2000 to close estate. "E
312," care Keystone.  
JEWELRN.-store at West Mansfield, Ohio;

account of death; established 12 years.
W. R. Pfefferle, Dunkirk, Ohio.

AN OPPORTUNITY of a lifetime-Es-
tablished jewelry business, complete

stock fixtures, two safes, tools, material and
lease of store; the whole will inventory
about $7500.00; sales and watch work for
i9io amounted to over $i o,000.00. Store
is located in one of the best towns in
western North Carolina; best business done
during the summer, as town is a summer
resort and an ideal place for any jeweler
in search of health. Cash only, as we
wish to retire from business. "B
care Keystone.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

LATIIE at a bargain. Address "N 822,"
care Keystone.

FOR SALE-A genuine C. W. T. Co. out-
door electric flasher watch sign at bar-

gain. "C 259," care Keystone.
ENGRAVING machine, E. Francis; used
but little, good as new; four gravers,

four fonts type, all the different emblems,
ring holder, hollowware holder, etc.; $25
takes this machine, cost $80; don't need
it, do hand engraving. G. W. Kennan,
Springdale, Ark.
LARGE Hall safe, used four years, cost
$38o; will sell F. 0. B. Springdale, $200;

size 26x43x6o inches in ' the clear; double
inside and outside doors, suitable for vault,
and for abstracts; you need no vault with
this safe, holds it all. G. W. Kennan,
Springdale, Ark.
TYPEWRITER, Oliver, new latest No. 5,

all the latest improvements; cost $1 oo,
will sell for $65; brand new. G. W. Ken-
nan, Springdale, Ark.
FOR SALE cheap, Hardinge universal

wheel cutter with cutters and index
plates; Hardinge pivot polisher, with full
set of laps; Hardinge rounding up tool;
all in first-class condition and to fit No. 2
Rivett; two watchmakers' benches, good
as new. Address Lock Box 224, Crestline,
Ohio.
SEND twenty-five cents and we will mall
you piece of petrified wood from the

"Bad Lands" of South Dakota. Horr
Bros., Lemmon, S. Dak.
SOLID oak roll-top bench, complete set of

watchmaker's tools, Rivett lathe, chucks,
face plate, Rivett staking tool, foot wheel,
Stehman ball base engraving block with at-
tachments, etc; out of business and don't
need them. James J. Dalgliesh, Grundy
Center, Iowa.
JEWELRY store fixtures for sale. "P

390," care Keystone.
WATCHMAKERS' tools and fine watch-
making and optical library; tools in good

condition, many new; library, no finer in
State of Kansas. If you want either, write
C. H. Brassfield, Ness City, Kans.
ENTIRE jewelers outfit for beginner; al-
most new; will sell at a bargain. Thomas

H. Avery, Caro, Mich,
KEYSTONES, April 1894 to August /9 zo;
Ophthalmic Record, Vols. 26 and 27;

Profitable Advertising and Judicious Ad-
vertising, 1907 to 1911; 12 vols. Printers'
Ink; Advertisers' Magazine, 1909; The
American Jeweler, 1896 to 1909, except
1908, and a few missing numbers; National
Jeweler and Optician, vols. I, 2, 3, 4, 5 72
numbers Kansas City Jeweler and Optician,
1902 to isnr. A big lot of technical in.
formation; best offer takes them. C. H.
Brassfield, Ness City, Kans.
50 CENTS-6 by 12 electric cases; money

with order. Broadbent, 4 South Forty-
second Street, Philadelphia.
FULL set of jeweler's tools, new, for sale

at reasonable price; closing on account
of sickness. Chas. W. Bechtol, iss East
Main Street, Galion, Ohio.
AT great sacrifice, about September tat,
complete set mahogany jewelry store fix-

tures; seven to-foot wall cases and nine
8-foot show cases with piano legs; good as
new; will make fine store; will sell part or
all to one man; cost new Woo. If inter-
ested write for price and particulars; big
bargain; bear investigation. Sanders Bros.,
Parts. Texas.
COMPLETE second-hand jeweler's store

fixtures outfit; very good condition; same
was received in exchange for a new outfit.
Full particulars address The Cleveland
Store Fixture Co., 4059 St. Clair Avenue,
Cleveland, Ohio.

FOR SALE

Miscellaneous Merchandise and
Equipment

NEW lathes, chucks, cutters, attachments,
indexing engines, plates, pointers, idlers,

laps, fine jewels, gears and tools to order;
bargain prices. Ferd Freistadter, Waltham,
Mass.
RETIRING from business-A large 8-day
Seth Thomas street clock surrounded by

electric lights; a large Hall's jewelry safe
with extra large vault for diamonds; zoo
assorted jewelry trays, consisting of ring,
bracelet, chain, watch trays, etc.; sold
way below manufacturer's prices; no rea-
sonable offer refused. N. S. Brann, 231
Eighth Avenue, New York City.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

EXCHANGE-What have you to exchange
for a good piece of unimproved real es-

tate in suburb of large Eastern city? At
local prices worth (wholesale) close to $10,-
000; good investment, as town offers good
opening for jewelry and repair man; will
consider only good deals; wholesale agency,
specialty manufacturing or well located re-
tail or merchandise of value; no fakirs,
What have you? Box ioo, Moorestown,
N. J.
SIX LOTS in the "queen suburb" of El
Paso, Texas; climate in that part of

Texas is considered by eminent physicians
to be among the best in restoring health to
those afflicted with lung or throat trouble.
Two lots in the most promising beach re-
sort of beautiful California, 25 miles from
San Francisco; will exchange for anything
pertaining to jewelry business; concentra-
tion of business interests reason for selling.
W. Edw. Swim, Berkeley, Cal.
NEW Parker Hammerless z2; want a New
Century engraving machine, model No.

5; will buy if cheap. R. Morse, Phillips-
burg, Kans. 
TEN acres irrigated fruit land in Bitter
Root Valley, 31A miles from Hamilton,

Mont., $250 per acre; will exchange for
watches and Jewelry stock. W. G. Fred-
erick, Sioux Falls, S. Dak.
$3000 CASH, or $3250 jewelry stock takes
my Guthrie, Okla., rental property. For

full particulars address H. B. Lindsey, As-
toria, Oregon.
'CONN-QUEVER cornet, silver-plated,
made by C. G. Conn; will exchange for

good watchmaker's lathe and attachments.
J. W. Brewer, Haskell, Texas.
OLD-TIME clock, 7 feet tall, for sale, or

trade for watches or something I can
use in store. C. A. Peabody, Argos, Ind.
ONE No. 3 Kelton embossing press, good
as new; cost $75, sell for $5o, or trade

for watches. "B 402," care Keystone.
TWENTIETH Century engraving machine,

type and attachments, new; will trade
for wheel cutter, for Moseley No. 2, or
screw-cutting bench lathe. L. Ahlstrand,
98 Hill Street, Waterbury, Conn.
WILL trade Iowa farm lands for good
jewelry stock in Iowa or adjoining

States. B. A. Gale, Mason City, Iowa.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

COMPLETE finished escapement models in
running order, $15. The best window

attraction for jewelers. For particulars
write the St. Louis Watchmaking School,
St. Louis, Mo,
FOR SALE-Jewels, imported, specially

assorted; 3 dozen plate, 3 dozen balance,
4 dozen roller, 2 dozen in settings; separate
bottles, all sizes, American watches; mail
orders filled at once; $6.00 gross. Charles
Reiss, 15-19 Maiden Lane, New York.
HIGHEST cash prices paid for diamonds
and watches; immediate returns made;

bank refs. given. M. Iralson, Masonic
Temple, Chicago, Ill.

COLLECT your slow accounts without pay-
ing commissions; drop us a post-card and

we will tell you how. M. & M. Adjust-
ment Co., Waukegan, Ill.

MONEY loaned to jewelers in any amount;
strictly confidential; write for informa-

tion; bank refs. The Collateral Loan and
Banking Co., 647 Euclid Avenue, Cleve-
land, Ohio.

IMMENSE stock of Swiss, English,
American movements; scarce material.

Address Charles Reiss, I5-mg Maiden Lane,
New York,

BUSINESS NOTICES I Too Late for Classification  I HORACE J. SMITH
UNDER THIS HEADING THREE CENTS PER WORD 

HELP WANTED WATCH REPAIRING
I WILL buy your diamonds and watches
and pay you liberal spot cash; money by

return mail. M. Iralson, Masonic Temple,
Chicago.

WANTED-Everyone desirous of improv-
ing themselves in watch work, jewelry

work and engraving to address Bradley
Polytechnic Institute, Peoria, Ill., for one
of their latest catalogues. A postal card
will get it. See ad. on page 842.

WE make a specialty of changing old an-
tique watch cases to stem wind. Some-

thing that has been refused by others.
Have had 40 years' exp. and can guarantee
satisfaction. N. J. Felix & Sons, 45
Maiden Lane, New York.

ELGIN Horological School, the oldest and
most practical school for watchmakers.

Send for catalogue to Elgin Horological
School, Elgin, Ill.

NOTICE-I have removed from 727 San-
som Street to 807 Sansom Street, Phila-

delphia, where I will continue to buy all
kinds of gold and silver; also refine all
kinds of jewelers' waste containing gold or
silver. Send by mail or express and re-
ceive prompt attention. J. L. Clarke, es-
tablished 1870.

WANTED-Every jeweler to send 25 cents
for year's subscription to the Great Ex-

change Magagine; a market found for
every description of merchandise; hundreds
of bargains in each issue; advertising 5
cents line; sample for stamp. Exchanger
and Trader, Chicago.

NEW hairsprings, balance truing, watch
jeweling; work from all parts of United

States returned same day received; write
for special price list. Aune & Kleinlein,
Ellastone Building, Cleveland, Ohio.
SHIP chronometers for sale, in fine con-

dition; price $5o, $75, $100. W. H. En.
haus & Son, 31 John St., New York City.
ENGRAVERS' best filler for lettering cel-

luloid, ebony, ivory, etc; send for con-
vincing sample or six sticks different colors
will be sent postpaid for $1, three for so
cents; fills monograms in a minute without
any smear. R. Frantz, 579 S. Fitzhugh St.,
Rochester, N. Y.

REPAIRING for the trade of complicated
and ordinary watches at lowest prices;

satisfaction guaranteed; send a trial pack-
age and be convinced. G. W. VanPatten,
1632 Irving Park Blvd., Chicago, Ill. 
CHARLES REISS, i5 Maiden Lane, New

York. Just the place you are looking
for to have broken parts replaced from
the old verge to the modern minute re-
peater. I import scarce material and dupli-
cate parts which no material houses carry
in stock. The leading and only trade
watch repairing establishment in New York.
Quick service, low prices. Only experts
employed. Charles Reiss, 15 Maiden Lane,
New York.
WATCIIMAKERS, Jewelers, opticians and
salesmen can easily command better sal-

aries. See adv., page 866. The Collett
School of Engraving.
LUNETTES, watch glasses, all sizes, one

dollar per gross. Hugo Alb. Wolf, 343
Arcade, Cleveland, Ohio. 

METAL DIALS-All kinds of metal watch
and clock dials cleaned, replated and re-

painted. Also special metal dials made to
order. Promptness and satisfaction guar-
anteed. Ralph A. noe, 32 Howard Street,
Waltham, Mass.
THE Omaha Watch Repairing, Engraving
and Optical Institute is a school of in-

dividual instructions and we give each
student the advantage of practice on real
work under the careful training of expert
instructors. You will find this a practical
school with all the up-to-date methods of
doing watch repairing. The reason why
our graduates are so successful is because
they are taught correct methods of doing
all branches of the work. It pays to be
one of the best and those who wish to im-
prove their earning capacity should take
up this work during the summer months
and be able to increase their salaries at
the commencement of the busy season.
Write for information. Tarbox and Gordon.

Repairing
For the Trade
of Con:plieated and Ordinary

Watehes,W heel mid Pinion cut-
ting, Demagnetizing, etc., care-
fully sod promptly done by RR
expert. A. JETTE

Established 1899 Lancaster, Pa.

COOPER 01 SON
713 Sansom St. Philadelphia

WATCH REPAIRING FOR THE TRADE
SKILLFUL WORKMEN

ACCURATE AND PROMPT WORK
Send Trial Package

HELP WANTED-Wanted, truthful, first-
class watchmaker and plain engraver;

send references from last places worked;
steady position. A. 0. Elliott, Savanna, Ill.

FOR SALE

Stores, Stocks and Businesses

JEWELRY and loan business in best city
in Ohio, on best street; old-established

place, 25 miles from Cincinnati, 40,000
people; sickness in family; must get out;
can reduce stock to suit. "B 426," care
Keystone.

JEWELRY and optical business; elegant
location in central Colorado; $1500 cash;

a snap. For particulars address Hamilton
Jewelry Co., Denver, Colo.

IN ONE of the best parts of Montana,
jewelry, stationery, magazines, etc.;

farming community; invoice $2500; low
rent; good run of repair work; am going
to the coast. B. G. Hough, Belgrade, Mont.

FIRST-CLASS jewelry store for sale; new
stock and fixtures; best reputation; good

optical business; must retire on account of
rheumatism. This is a bargain, $3000.00.
Fred Larne, 517 Pike Street, Seattle,
Wash.

ONLY jewelry store in town of i000 in-
habitants; good paying business; located

in the best farming district of Indiana;
will invoice $2500.00, stock and fixturesi
bad health cause for selling. "E 427tt
care Keystone.

ONLY jewelry, store town 4000; railroad
inspector; $2500 cash. Wilder-Webb

Co., Corbin, Ky.

t WATCH REPAIRING
THE KIND YOU GAN CALL YOUR OWN ,

WINSLOW. KRAUSE & CO.
14.150NIC Te FIPLIL CHICAGO. ILL.

LEARN
'JEWELERS
ENGRAVING
"TheSchool that Graduates Experts"
A fascinating trade that pays big salaries,
easily learned, taught thoroughly and prac-
tically by correspondence. We will teach
the beginner better engraving than he can
gain in years of rigid apprenticeship. We
will improve the skill of any engraver and
make him master of the trade. The demand
for competent engravers far exceeds the
supply. Send for handsome illustrated
prospectus, mailed free.

PAGE-DAVIS SCHOOL
Suite 10, Page Bldg. CHICAGO

MR PETAIL JEWELER

DO YOU WANT
SELLERS

M.J.AVERBECK
Manufacturer Importer

P. 10-12. Maiden Lane. N Y. City

The Un-Common Sort
- at Manufacturers  Prices

IF SO CALL OR WRITE

FOR THE TRADE

416 Des Moines Life Building
DES MOINES, IOWA

PATENTS
write M one, for the most liberal or ever

made for securing patents, designs and trede-
marks. Send sketch for free opinion as tm
patentability and ask for the "Inventors'
Guide," the finest book published for inventors.

Best reference. Established 20 years.
WM. N. MOOR1Et

Loan and Trust Bldg., Washington, D. C,

REFINERS anz gignclemiivienr 
sal dy

shape-solids or

Sweep Smelters l a 14euids
ps,ea
joingusgohr

Slings. Prompt
Established 1889. returns.

THE W. L. ROBERTSON CO.
13 and 15 Franklin Street, Newark, N. J.
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Protect Yourself
Against Loss

We will positively make money for you
or no pay.

We have had over 20 years' experience.

Hundreds of references given by the largest
and most prominent firms, will positively
prove our way is the safest and surest way.

Write us to-day for full particulars
and let us show you the only way
to protect yourself against loss.

GOTTLIEB & O'NEIL
AUCTIONEERING CO.
811 Ashland Block :: CHICAGO, II. L.

Telephone, Randolph 882 Established 1885

How can a jeweler expect to make the profit that he should
when he does his Engraving by hand?

How can he afford to use his time doing this work, which is
seldom charged for, and leave money-producing work undone?

How can he afford to send it away to be done, pay the charges
both ways and the cost of the Engraving?

How can he take the risk of a delayed execution of the order
and the consequent delay in delivery of the customer's purchase,
with its attendant dissatisfaction?

How call you afford to be without the New Century
Engraving Machine which plugs up the free engraving
leak and does work both satisfactorily and at next to no cost?
And so quickly that there are no delays for the customer?

Send us a postal request for our catalogue and easy terms.
Write now.

L. H. DODD & CO.
FORMERLY OF BRIGGS & DODD

ALL

CORRESPONDENCE

STRICTLY CONFIDENTIAL

Main Office, 4607 Michigan Avenue, CHICAGO, ILLINOIS
LONG DISTANCE TELEPHONE, 2906 DREXEL 

We Want Your Business We know that you are too smart a business man to give it to us unless we give youinducements. We are prepared to give you better goods for the same money orthe same goods for less money. For proof of this, give us a trial.

Another Reduction IMPROVED "ILIKIT SHELL GUARDS
7, SANITARY OR

in Price 

It and Gold Filled Mountings and With Rim or Frames.
SPECIAL OFFL1L-One sample set of gold-filled 12 " Ilikit" mountings, etched onlenses, in neat, velvet-lined case for fitting, $8.00 net.

Gold Filled Rimless 1 10-12 K.  
Gold Filled 12 K. 1 10 ILIK IT Shell Guards
A LUM NO I LI K1'1' Sanitary Guards  
Gold Filled Rimless 1 30-12 K
Solid 10 K. Gold, Rimless  

When one dozen or more are purchased at
Reisner's Improved Lens Measure at  

Per. Doz. Per jr.
$ 6.60 $ .60
6.60 .60
4.00 .45
5.50

15.00 1.40
)ne time we allow 10 per cent. ow for cash.

Net. 83.00 each

Don't Buy a Trial Case Until You See the

.AUDEMAIR 10 Per fCorenehiscount

Send for Our Complete Catalogue of Other Styles
THE ACME OF PERFECTION, FROM $10 to $89
Over Twelve Thousand (12,000 ) Satisfied Owners of
the Audemair Prove our Claim for the World Renowned
Trial Case.
For office, in Oak and Leather, also Traveling, with
divisions for Stock and I.enses, we offer a Trial Case
known as the Special. See descriptions and contents.

LENSES

AUDEMAIR

Sall itary

$10.00 to
$89.00

Special discount of 10,1 unless otherwise stated
Send or our Complete Catalogue of ot her Styles.

They Say "NONE BETTER MADE."
Lenses in Alumno test rings, II.: inches in diameter.
Convex Polished. Concave Gold Plated.

■. 1032. Trial Case, oak or t raveling, $60,00
t'onteids: 35 pairs each i'.“1 vex and Con-

. aye Spheres ; 20 pairs each Convex and Con-
c.tve Cylinders; 10 Prisms; 12 Discs and Lenses.
No 1941. Three-Cell and No. 942 Trial Frames.

We make a Specialty of BIFOCALS, ctintri I, Pt.RFECTION, BISIGHT and APLANATIC.Ask to see THE NEW ONE-THE TWO SIGHT. Special Thin Round Segment in 1, 0, 00and 000 sued eye for frame and for rimless, from $6.00 to $7.50 in dozen lots.

INTERCHANGEABLE EXTRA WHITE
Per dozen.

lot (dual. 2d Qual.
Double Convex. 1 eye . . $ .01 8 • 7Periscopic t on ■ ex, 1 eye, .2 7 .91Periscopic convex, 0 eye, 1.3:1 1.00Periscopic Convex, 00 eye, 1.47 1.12

SKELETON OR RIMLESS
Periscopic Convex, 1st Quality.

0 Eye (2-hole. 3-hole. 4-holc,
00 Eve r $1.54 $1.61 $1.68 ner doz. 

Periscopic Convex, 21 quality.
0 Eye' 2-hole. 3-hole. 4-hole.
00 l'.yei $1.19 $1.26 $1.33 per dozen

Cemented Bifocals, 1st Quality,
" I nterchangeable."

1 Eye, 0 Eye, 03 Eye,
$3.00 $3.10 $3.2a per dozen

All prices quoted on lenses from 0.12 to 4.25.
l'stial advance on strong numbers.
\v here not otherwise stated, we will nllow

■•:Isli diseount 10 per cent.
Work. Kryptoks and Stevens Quality, 6 Cash Only : Agents for Stevens & Co., IncGold Filled Goodh at Factory Prices.

GOLD FILLED
SPECTACLES

No. 1, 0, 00 Eye

Made by the IMPROVED
METHOD

EXTRA FINISH

WELL TEMPERED

llIIillLY LUSTERED

V5525. 12 K., 1-10 Frames, Velvet Tip Cable Temples  
5524. 12 K., 1-10 Riding Bow .Frames
5625. 12 K., 1-10 Riding Bow Cable "
E664. 10 K., 1-10 Riding Bow
1,555. 10 K., 1-10 Biding Bow Cable "
5354. 10 K., 1-30 Riding Bow
5355. 10 K., 1-30 Riding Bow Cable "

QUALITY GUARANTEED, same as BILI.ED

l'er dozen, $7.50
" " 5.60
4 4 I

7.00
5.44)
6.60
4.25
5.40

Gold and Gold Filled Riding Bow Mountings Per doz.1194 10 K., Gold, Riding liow Mountings . . 621.'75I:5594 1-10 12 K., Riding Bow :%fountings   85.60 : Cable, 6.75E594 1-10 10 K., Riding How Mount ings   5.-to ; Cable, 6.605194 1-30 10 K., Riding Bow Mountinus 4.20: Cable, 5.20

SPENCER OPTICAL COMPANY, 5-7 1i,t,114„ line' NEW YORKNEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING MANUFACTURING AND IMPORTING OPTICIANS



1

1

872

4! Protect Yourself
Against Loss

We will positively make money for you

or no pay.

We have had over 20 years' experience.

Hundreds of references given by the largest

and most prominent firms, will positively

prove our way is the safest and surest way.

Write us to-day for full particulars

and let us show you the only way

to protect yourself against loss.

le"

GOTTLIEB & O'NEIL
AUCTIONEERING CO.
811 Ashland Block :: CHICAGO, ILL.

Telephone, Randolph 882 Established 1885

L. H. DODD & CO.
FORMERLY OF BRIGGS & DODD

ALL

CORRESPONDENCE

STRICTLY CONFIDENTIAL

Main Office, 4607 Michigan Avenue, CHICAGO, ILLINOIS
 LONG. DISTANCE TELEPHONE, 2906 DREXEL 

The :t©n

How can a jeweler expect to make the profit that he should

when he does his Engraving by hand?

How can he afford to use his time doing this work, which is

seldom charged for, and leave money-producing work undone?

How can he afford to send it away to be done, pay the charges

both ways and the cost of the Engraving?

How can he take the risk of a delayed execution of the order

and the consequent delay in delivery of the customer's purchase,

\ vith its attendant dissatisfaction?

How can you afford to be without the New Century
Engraving Machine which plugs up the free engraving
leak and does work both satisfactorily and at next to no cost?

And so quickly that there are no delays for the customer?

Send us a postal request for our catalogue and easy terms.

Write now.

Glover Company, Sayre, Pa.

We Want Your Business
We know that you are too smart a business man to give it to us unless we give you
inducements. We are prepared to give you better goods for the same money or
the same goods for less money. For proof of this, give us a trial.

in Price IMPROVED "ILIKIT SANITARY ORAnother Reduction
SHELL GUARDS

In Gold and Gold Filled Mountings and With Rim or Frames.

SPECIAL °Fri.:rt.-One sample set of gold-filled 12 " llikit" mountings, etched on
lenses, in neat velvet-litted case for fitting, $8.00 net.
Gold Filled Rimless 1 ,10-12 K.  
Gold Filled 12 K. 1'10 ILI K l'1' Shell Guard 
A LUNING ILIK IT Sanitary Guards  
Gold Filled Rimless L30-12 K
Solid 10 K. Gold, Rimless 1 5.00 1.40

'It hen one dozen or more aro purchased at one time we allow 10 Jr cent. oil' for rash.
Reisner's 'Improved 1.ens leasttre at   Net. 93.00 ettell

Per. Doz. l'er l'r.
$ 6.60 $ .60
6.60 .60
4.00 .45

 5.50

Don't Buy a Trial Case Until You See the

AUDEMAIR 10 PeriCoret3Dhiscount

Send for Our Complete Catalogue of Other Styles

THE ACME OF PERFECTION, FROM $10 to $89
Over Twelve Thousand 112,000) Satisfied Owners of
the Audemair Prove our Claim for the World Renowned
Trial Case.
For office, in Oak and Leather, also Traveling, with
divisions for Stock and Lenses, we offer a Trial Case
known as the Special. See descriptions and contents.

AUDEMAIR $10.00 to
$89.00

Special discount of 10,1 unless otherwise stated.
Send for our Complete Catalogue of DI her Styles.

They Say "NONE BETTER MADE."
Lenses in Alumna test rings, 131; inches in diameter.
Convex Polished. Concave Gold Plated.
No. 1052. Trial Case, oak or traveling, $60.00
List, Contents: 35 Ind rs each Convex and Con-
cave Spheres ; 20 pairs each Convex and Con-
cave Cylinders; 10 Pri81111A; 12 Discs and Lenses.
No. 1941. Three-Cell and No. 942 Trial Frames.

LENSES We make a Specially of BIFOCALS, CORAL PERFECTION, BISIGHT and APLANATIC.
Ask to see THE NEW ONE-THE TWO SIGHT. Special Thin Round Segment in 1, 0, 00
and 000 sized eye for frame and for rimless, from WOO to $7.50 in dozen lots.

INTERCHANGEABLE EXTRA WHITE
Per tilIZPII.

lot Qua'. 2d Qual.
Double Convex, 1 eye . . $ .91 8 .77
Periscopic Cott a ex, I eye, 1.27 .91
Periscopic Convex, 0 eye, 1.33 1.00
Periscopic Convex, 00 eye, 1.47 1.1 2

SKELETON OR RIMLESS
Periscopic Con vex, list Qual it y,

0 Eye I 2-hole. 3-hole. 4-hole,
00 I $1.54 $1.61 $1.68 Per doz.

Periscopic Convex, 2d Quality.

0 Eye f 2-lode. 3-hole. 4-hole.
00 Lye 1 $1.19 $1.26 $1.33 per dozen

Cemented Bifoeals, 1st Quality,
" Interchangeable."

1 Eye, 0 Eye, 01 Ey e,
$3.00 $3.10 $3.25 per dozen

All prices quoted on lenses from 0.12 to 4.25.
l'snal ad ValICC on strong numners.
W lic,• not otherwise stated, we will allow

ruusl il,o I tit 10 per cent.

Work. Kryptoks and Stevens Quality, 6 Cash Only : Agents for Stevens & Co., Inc.,
Gold Filled Good. at Factory Prices.

GOLD FILLED
SPECTACLES

No. 1, 0, 00 Eye

Made by the IM PkovED
3trriton

EXTRA. FINISH

WELL TEMPERED

HIGHLY 1,I7STERED

V5525. 12 IC., 1-10 Frames,Velvet Tip Cable Temples  
5524. 12 K., 1-10 Riding Bow . . Frames
5525. 12 K., 1-10 Ridi tig Bow Cable "
1564. 10 K., 1-10 Riding Bow
1505. 10 K., 1-10 Rid i tig Bow Cable "
5354. 10 K., 1-30 Riding Bow
5355. 10 K., 1-30 Riding Bow Cable "

QUALITY GUARANTEED, same as BILLED

l'er dozen, $7.50
5.60

11 11
7.00

11 11 5.40
......... 0 0 6.60

4-25
11 5.40

Gold and Gold Filled Riding Bow Mountings ler doz.
1194 10 K., Gold, Riding Bow Mountings   . 921.75

F5594 1-10 12 K., Riding Bow Mountings   65.60: Cable, 6.75
1,594 1-10 10 K., ltiding Bow Alttuntings   5.4 0: Cable, 6.60
5194 1-30 10 K., Rid in Bow Nlimutings   4.20: Cable, 5.20

SPENCER OPTICAL COMPANY, 5-7 ntricireound,Lane, NEW YORK
NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING MANUFACTURING AND IMPORTING OPTICIANS
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., he Dealer who carries
COMMUNITY SILVER_
ciQ RELIANCE PLATE

has a well-balanced line. Community Silver.
is the best plated ware. made. Reliance
Plate is the best at low cost.

Since both are 'sold only on a restricted
price basis, the dealer is certain of a gener-
ous profit. ONEIDA COMMUNITY, LTD.,
New York Office, 15 Maiden Lane. ONEIDA, N.Y.
Chicago Office, Silversmiths Building.

The above two color full page Community Silver Advertisement will appear in the Delineator, Designer,
and New Idea Magazines for May. JUNE, 1911 No. 6
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Our Service Bureau Bulletins

Helfi Your Watchmaker

WE want to call your attention to a
new departure in the well known service of

the Elgin National Watch Company to their good friends of the trade.
We make the best watches: You know that.
We now do more. We can help you to make your apprentices proficient. We

help them where they need help. We lift them over difficult places.
We will do this for you, Mr. Jeweler, as the latest and most successful feature

of our

Service Bureau
Organized for the express purpose of helping
watchmakers to solve individual, specific difficulties

11- F you have not already sent your name and
that of your watchmaker to this helpful
bureau, please do so at once. We say this

for a particular reason. Our appeal is timely
just now because:

—We are just about to extend this system
to embrace a series of regular bulletins on sub-
jects about which watchmakers in general desire
definite answers. The kind of problem your
apprentice is solving—or wrestling over—every
day, Mr. Jeweler, is the kind of problem we
will take up in this course.

WE are stating the simple, uncolored fact
when we say that careful perusal of these
bulletins, together with the timely help

our Service will give him in seasons of special
need, will make an exPert of your watchmaker.

If he's an expert now, they'll sharpen his
experience and verify it. If he is a young and
ambitious workman, here is the very thing he
needs: definite, practical suggestions in the details
of watchmaking, furnished by our factory ex-
perts, attested and guaranteed by years of suc-
cessful experience at that factory.

If Your Watchmaker Has a Peculiar Difficulty
With a Particular Watch—

SOME unusual and baffling ailment of the mechanism, perhaps, that your own experience does not quite

parallel—here is the sure and ever ready solution. Drop our service a postcard, and you will receive

the aid you need by return mail.
All you have to do to be sure of this service regularly is to enroll your name and that of your watch-

maker with the Bureau. That little act will mean dollars to you in the future, times without number. You will

reckon them month by month in the increasing efficiency of your apprentice, in his growing interest in the

expert features of his work, in his greater attention to detail. Our experience plus his study quill equal your

greater profit. We are glad to know that our invitation to the watchmakers of America to write and tell us

their troubles has met with a most enthusiastic and gratifying response.
Watchmakers throughout the country have forwarded to us the enrollment coupons which appeared in

the April and May trade papers. Hundreds of jewelers have honored us with their confidence in regard to

specific watch-repairing difficulties. We have given help and advice to these — and have the proof of their

satisfaction and gratitude in letters which they have written to us.
We hope you will get every bit of assistance possible from this plan, Mr. Jeweler. Because we know

it will he to your advantage to follow this latest development of our plan very closely, we have this suggestion

to make: The first of a series of bulletins published by the Service Bureau will be mailed to correspondents

in a very short time. Let us add your name to this list. If you send the coupon at once, your watchmaker

will have the benefit of the entire series. We offer it FREE, but it will mean many a good dollar to you.

ELGIN NATIONAL WATCH COMPANY

1911

ELGIN NATIONAL WATCH CO.
ELGIN, ILL.

Dear Sir:

Please register my name as entitled
to the privileges of consultation with
your Service Bureau.

Yours,

Name  

Address  

City.

If employed give name of firm

ELGIN, ILLINOIS

J. B. W. 00.

A A 
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A CLASSY PAIR

ifri,ibrAr

THE CLOCK WITH THE CONCEALED BELL

Height, 64 inches. Width, 4 inches. 3Y1 -inch Metal Dial.

Twelve minute alternating alarm with shut-off switch.

Cases in three finishes : Brass, Copper, and Nickel.

The Boys That Never Go Broke

MERRIMAC

1!11111.1.1.,,111...'441.1 111111);.- 111,,)1-11'141,1)1
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ADMIRAL

THE CLOCK WITH THE CONCEALED BELL

Height, 5 4 inches. Width, 5 inches. 3, -inch Metal Dial.

Twelve minute alternating alarm with shut-off switch.

Indestructible Enameled Iron Case.

Why not sell
up-to-date
ALARM
CLOCKS?

THE CLASSY
PAIR cost about

the same as the
old style round
case clocks.

DRYAD AND
TRITON are
ornamental as
well as useful and
appeal to the most
discriminating
tastes. Nothing
about them cheap
except the price.

For clocks to with-
stand all kinds of
abuse and hard
knocks we recom-
mend "The BOYS
THAT NEVER
GO BROKE."

MERRIMAC and
ADMIRAL are
neat and attrac-
tive and stay on
the job.

THE E. INGRAHAM CO., Bristol, Connecticut
-1
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About one-third
actual size.

We All Need Help Occasionally

THE best jeweler frequently needs
help in solving some knotty re-
pair problem. And to be of real

value—that help should be right at
hand, ready to clear up the problem
instantly as plain as ABC.

The Waltham Watch Company has pub-
lished the book reproduced above for the
instruction and reference of Jewelers and
Watch Repairers. It contains ninety-six pages
of helpful information and illustrations. It
makes clear such subjects as:

Lever Escapement
Pallet Action
Roller and Jewel Pin
Matching
Jewel Pin Action
Safety Action
Put Escapement in Beat

Time and Timing
Measuring and Gauging
How to Clean a Watch
How to Case a Watch
Removing Broken Screws
How to Set a Plate Jewel
The Size of a Watch Movement

WALTHAM WATCH COMPANY

OVER 5000 copies are already in
the hands of Jewelers. It is
pronounced a mine of useful

and practical information by all Jewel-
ers who possess it.

Every Jeweler and Watch Repairer can
obtain a copy by merely writing for one.
Simply write —"Send me your book, 'Helpful
Information," and sign your name and ad-
dress. A post card will do it.

For years we have been giving advice and
help in assisting Jewelers overcome puzzling
repair problems. This service is free to all.
All requests for information are handled
personally by our Master Watchmaker—who
is recognized as the highest authority on
watch making. All inquiries receive his
prompt attention.

Waltham, Mass.
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SIMMONS CHAINS
ACKNOWLEDGED TO BE THE BEST CHAIN

MADE AND WE ARE ACKNOWLEDGED TO BE

The Simmons Chain House
THIS may seem like putting it pretty strong, but we are

prepared to back it up by our line of these goods.
We have just received a large stock of the varied articles

they make, comprising all their new patterns in

VESTS, DICKENS, PONIES, GUARDS
FOBS (Both Silk and Filled), NECKS, BRACE-
LETS, EYEGLASS CHAINS and LOCKETS

The NON-RETAILING COMPANY
Jobbers in Watches and Chains LANCASTER, PA.

m
I
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Marathon Coat Chains
•

CC 101 Plain Locket

Sold Through

Jobbers Only
4.0101•

ivith

Lapel Buttons

Engraved

Chased

Pearl

Engine Turned

Enameled

Locket

and

Society Emblems

of all kinds

Main Office:
Attleboro, Mass.

New York Office:
9 Maiden Lane
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QUALITY and SERVICE are worth seeking, especially when you know
where to look for them.

THE E. & J. SWIGART CO. will always give you prompt and accurate service, and tools that are the latest in design
and exactly suited to your requirements. Simply specify for what kind of work the tool is desired and we will
furnish it. We make immediate shipments.

 TOOLS FOR REPAIR WORK 

HIGH
TENSION

SPRING-STEEL

23
B.& S. GAUGE

PEERLESS QUALITY high tension
spring steel suitable for jewelers' use.
It will bend double and hammer down
without breaking, is bent cold into all
manner oflittle springs, also yoke springs,
eyeglass spring and lifting springs from
the larger sizes.

It requires no tempering, will not break
or set in use, can he tapered in the pin
vice with a sharp file, then flattened with
hammer and anvil to make tapered flat
springs.
One coil makes a great many springs.

It is practically rust proof.
Assortment 23 to 28 Brown CS. Sharp

gauge, is the popular size for jewelers.
Any quantity or assortment.
Price per dozen coils, $a.00.

The E. Fe J. S. Special Lathe

Premier Lathe, Genuine Boley, $24.50

The best medium-price lathe ever put on the market.
Combination consists of 8 split chucks, 2 step chucks, 1 cement and 1

screw chuck, 8 brass cement chucks, belting and chuck stand.
This Is a most attractive lathe, full nickel-plated and absolutely true

and one that we can safely recommend as satisfactory and reliable.
Size of lathe Length, 12 inches ; bed to center, 2 inches. Extra

attachments can be added at any time as they interchange perfectly.

No. 2 REVOLVING CHUCK STAND, with Glass Cover, $2.00 ALL PRICES LESS 6Z FOR CASH
Give size of chuck or send sample when ordering.

I II III I W11111101111 111111111111111111111

BEADING TOOL SET No. 50
Set of 12 with handle as shown. Per set, $1.40

BEAUTY

The E. & J. S. Co. Guaranteed "PERFECT" and "ALRITE ' Finger-Piece Eye GI 

"PERFECT"-Cold
Finger-Piece Eye-glasses and
Mountings  

Fitted with
Sphere Leases.

Each.

Fitted with
Sphere Leases.
Per Dozen.

Mountings
Only.
Each.

Mountings
Only.

Per Dozen.

$2.00 $20.00 $1.60 $18.00

"PERFECT"-12 K. Cold-Filled
Finest Quality Finger-Piece
Bye-glasses and Mountings

1.20 11.00 .85 9.00

"ALRITE"-10 K. Gold-Filled
Fine Quality Finger-Piece
Eye-glasses and Mountings

.85 8.00 .60 6.00

STONE-SETTING PLIER No. 90. Each, $1.50
The hollow cups close evenly around the claws and the pressure is thus evenly
distributed, closing all claws at once.

BROMLEY SETTING HOLDER
Each, $2.50

VACUUM WATCH

GLASS HOLDER

Complete, $1.00

A handy device with

which watch glasses can

be ground to size in a few

minutes.

(ii will he found especially helpful for Watchmakers, Jewelers, Engravers and
Opticians when making up orders. Write for a copy. We send it free of
charge to the legitimate trade upon receipt of request with business card.

OUR GENERAL SUPPLY CATALOGUE

THE E. & J. SWIGART CO., Cincinnati, Ohio
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The Name GOLDSMITH
stands for one of the largest Gold, Silver and Platinum Refiners, Assayers and Sweep

Smelters in America, also distributers of Precious Metals to the Manufacturing Jewelers

since 1867. Your business is invited on the basis of this Record for Responsibility.

Alabama
EUFAULA, ALA.

Gentlemen :-Your check for $31.20
for old gold and silver is perfectly
satisfactory. I send you all of my
scrap and your checks are often larger
than I expect.

Yours truly,
J. B. SHELLY.

Colorado
DENVER, COLO.

Estimate on gold sent you is
more than I was offered for same here
and is what I call a "square deal"
and is very satisfactory. Thanking you,
I am,

Respectfully,
IIARRY HARMON.

Idaho
BOISE, IDAHO.

Dear Sirs :-Your check for $40.44
for sweeps received and is perfectly
satisfactory.

Yours truly,
CON W. HESS, Jeweler.

Kansas
HELENA, KANS.

Your check for $76.16 is entirely
satisfactory, being a little over our es-
timate.

Yours truly,
ARMEE. BROS.

Massachusetts
BOSTON, MASS.

Just received check and find it en-
tirely satisfactory.

Yours,
F. A. VOGEL.

Missouri
SPRINGFIELIT, MO.

Gentlemen:-We add to your testi-
monials in Keystone that I have al-
ways received more for old gold from
Goldsmith Bros. than from any other
house.

Yours very truly,
H. M. HECKART,

Oregon
PORTLAND, ORE.

Yours of recent date with enclosure
of $4o2.33 returns on sweepings has
been duly received, for which accept
our thanks. We wish to mention that
the results of the sweeps are very satis-
factory.

Yours truly,
A. & C. FELDENHEIMER,

Jewelers, Silversmiths,
and Opticians

Rhode Island
PROVIDENCE, R. I.

Check entirely satisfactory to me and
hope to do business with you in the
future.

Very truly,
F. L. SHEEHAN.

Pennsylvania
ERIE, PA.

Check in payment for old gold re-
ceived and more than expected. Many
thanks.

Yours trum
T. Z. F. SIEGES.

Ohio
CLEVELAND, OHIO.

The check for old gold is satisfactory.
ED. C. DWEYER & CO.

New York
BUFFALO, N. Y.

Have often sent you old gold and
silver and was satisfied with returns.

Yours truly,
GEORGE LAHNEMANN,

28 William St.

Delaware
NEW CASTLE, DEL.

I received check today. Everything
satisfactory. T. E. BRIDGWATER.

Illinois
SPRINGFIELD, ILL.

Dear Sir:-Your draft for $33.66 re-
ceived this morning and is entirely
satisfactory. Yours truly,

TOBIN & CANI1AM.

Kansas
PEABODY, KANS.

Check for $18.27. Old gold and
silver is entirely satisfactory. In fact,
is $3.00 above my estimation.

Yours truly,
J. C. Hover.

Maine
FARMINGTON, ME.

Check received perfectly satisfactory.
I think we come pretty near in our
estimation. I made it $112.50 and
your check was $1 2.55.

Yours respectfully,
J. A. BLAKE.

New York
NEW YORK CITY.

Your check for sweepings received.
Will continue to have you remove our
sweeps every month.

Respectfully yours,
Boulanotu BROS. & CO.

Tennessee
MEMPHIS, TENN.

Amount of check received today was
really more than I thought the old
gold was worth. Thank you for
promptness. Yours truly,

CHARLES WILMS.

North Dakota
HARVEY, N. D.

Gentlemen :-Your letter and check
for $86.15 received for old gold and
silver. Please accept our thanks. This
amount was much more than I 'expected.

Yours truly,
C. H. NESBIT.

Texas
SAN ANGELO, TEXAS.

Gentlemen :-Your check for old gold
scrap has been received and was very
satisfactory. Yours truly,

H. D. LEFFEL.

Iowa
EmMETSBURG, IOWA.

Gentlemen :-Your check for $7.80 re-
ceived. It was more than my estimate.
I usually can hit pretty close. A house
at one time estimated a bunch of frames
at $20.55 for which you gave MC $23.85.

Thanking you, I am,
D. II. GLENN, Optician.

Arkansas
FT. SMITH, ARK.

Gentlemen :-Remittance received and
am very highly pleased with same. I
was never disappointed in sending
sweepings to you. Again thanking you,
I am,

• Yours respectfully,
Dnvin jocoes.

California
SAN FRANCISCO, CAL.

We have just received the returns
on the jeweler's sweepings that reached
you on June ist. These returns are
quite satisfactory.

Very truly,
SHREVE & COMPANY.

Indiana
MISIIAWAKA, IND.

Gentlemen :-We were more than
pleased with your estimate on the gold
case we sent you. We did not think
it would come to that much. You will
get all our old gold and silver here-
after.
We also wish to thank you for your

promptness in sending the check.
Yours very truly,

A. S. Gnavin Co.

Louisiana
NEW ORLEANS, LA.

Check for floor sweeps satisfactory.
You will hear from me again.

Yours,
E. L. JONES.

Michigan
SOUTH HAVEN, MICH.

Gentlemen :-Yotir check for $11.98
for old gold scraps just received and
will say that settlement is very satis-
factory.

Yours very truly,
E. J. HILL & Sow.

Connecticut
WINSTED, CONN.

Entirely satisfied with check for my
shipment. Thanks for promptness.

Yours truly,
GILBERT E. TUTTLE.

0. K.

New York
Amnon, N. Y.

A. D. Bmss.

Oklahoma
OKMULGEE, OKLA.

Gentlemen :-Check for $25.58 for
old gold and silver received, will say
that I an well satisfied with the amount
you paid for the same. It is a pleasure
to do business with your house.

Yours truly,
FEED PEEL, SR., Jeweler.

Utah
SALT LAKE. CITY, UTAH.

Gentlemen :-Received yours of May
24th and find the way you treated me
very satisfactory.

Yours,
G. A. BROX.

Indiana
EVANSVILLE, IND,

No one else gets my sweeps but your
firm.

Louis GU MBERTS.

California
SAN DIEGO, CAL.

Check for sweeps received today. Ac-
cept my thanks for your fair and cour-
teous treatment. Will remember you
with future shipments.

Yours respectfully,
H. M. FUNK.

Georgia
ATLANTA, GA.

Gentlemen :-We beg to acknowledge
receipt of your favor of the 17th, en-
closing check for $177.00 in payment
of the old gold and the gold-filled that
we sent you several days ago.
Your returns are entirely satisfactory

and we wish to thank you for your
promptness in the matter.

Yours truly,
A. K. How xLs Co.

Iowa
MUSCATINE, IOWA.

Your check $79.92 satisfactory. You
could not have made returns any
quicker without telegraphing the amount
for old gold.

F. W. SWAN, Jeweler.

Maryland
ANNAPOLIS, MD.

I am in receipt of your check for
$13.54, which is very satisfactory. Will
send you any gold I may have in the
future.

Respectfully. yours,
A. W. TIIORPE.

Minnesota
ST. PAUL, MINN.

Am in receipt of cheek for old silver.
Satisfied and many thanks.

Yours,
GEO. W. WOOLEY, Mfg. Jeweler.

Nebraska
OMAHA, NEB.

Gentlemen :-Kindly send us two
ounces fine silver and the balance of
our credit in fine gold. We arc well
pleased with the returns we get from
you. Thanking you, we remain,

Yours truly,
E. R. Z1ELKA & Co.

North Carolina
STATESVILLE, N. C.

Your check for $28.62 received and
is very satisfactory. Thanks.

Yours,
R. H. RICKERT & SON.

New Hampshire
CONCORD, N. H.

Check received 0. K.
N. C. NELSON & Co.

Wisconsin
KENOSHA, WIS.

Gentlemen :-Well satisfied with my
returns of the past.

T. J. DALE,

Vermont
ENOSBURG FALLS, VT.

The check received and is quite satis-
factory for old gold and silver.

Hastily yours,
F. A. GLEED.

Check mailed same day your shipment arrives-package held intact till you approve.

If unsatisfactory, we return by prepaid express.

Goldsmith Bros. Smelting & Refining Co.
20 John Street Heyworth Bldg.

NEW YORK CHICAGO
Cor. Madison & Wabash Ave.

Arcade Bldg.
SEATTLE

• 



The New X Ray
Display Stand

WILL DRAW THE CROWDS

The upper part of this new display

device is made of black velvet to hold

a diamond ring, watch, brooch or any

kind of jewelry. In front of this is an

adjustable powerful magnifying lens

which enlarges the article displayed.

There is an adjustable electric light

above which throws its rays directly

upon the article. A beautiful effect is

produced. The lower part is a nickel

frame with glass front, used to insert a card advertising the article such

as "This fine quality flawless ;:f. Kt. Diamond Ring at $ . Examine

it closely." This display will attract many to your window.

Dimensions : Total height, 17,'". Tray holding article, 5" diameter.

Magnifying lens, ”/Z" diameter. Nickel frame, 9" x 11".

Electric attachment with socket furnished. No wiring necessary.

Merely attach to fixture.

No. 10042. Price $7  50 Net

Afford relief during the hot, swel-

tering summer.

Keep the air cool, clean, and in-

vigorating.

PRICES

No. 10053. 8-inch combination desk ar.d bracket, direct current
No. 10054. 8-inch
No. 10055. 12-inch
No. 10056. 12-inch
No. 10057. 8-inch " alternating "
No. 10058. 8-inch
No. 10059. 12-inch
No. 10060. 12-inch

$9 00

" oscillating, 14.00
13  50

oscillating, 17.00
10  00

oscillating, 14.00
14  50

oscillating, 18.25

When ordering, if for alternating current, mention voltage and cycles. If for

direct current, mention voltage.

Our fans are finished in black oxide ; blades and other trimmings finished in

dipped and lacquered brass.

Each fan is provided with regulating switch for three different speeds.

SWARTCHILD & COMPANY
tUPRLY 
THE LARGEST JAMINIArK.siErlisH'ZID \ ;v.1 E:AMArLIEF1 S

HEYWORTH BUILDING, MADISON ST. & WABASH AVE. CHICAGO, Ili.
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41loss 310 5. i/o 15d

No. Biggs

The highest attainment in The manufacture of Mainsprings & 
Oil.

Fully Guaranteed

SWARTCHILD & COMPANY HEYWORTH BIDG.,CHICAGOCOR. MADISON Sr. & WABASH AVE.

Write for our latest catalogue No. 8J4 the largest- publication eve
r issued. Sent- free upon application.

THE NEWALL ONE-PIECE PINSTEM CABINET 
WOOD CABINET COVERED

— WITH LEATHERETTE —

Let Us Make You a
Certified South Bend Watch Distributor.

It Means Your Business Independence.

Just consider what a glorious thing it
would be if you could double, treble,

and even quadruple your business.

It is possible to do so. It is being done
right now by Jewelers who are awake to their

best interests.

You are only fooling yourself when you make
yourself believe that trade is dead.

The business is there to be gotten—the Mail-
order man is getting it to the tune of hundreds of
millions of dollars annually. One mail-order house
increased its business $10,000,000.00 during 1910

over the preceding year.

This same mail-order house by its own state-
ment sells one-quarter of the families in the U. S.
every year.

Where will it end?

Will the mail-order house ultimately wipe the
retailer out of existence?

It is for zat to say. You hold your future wel-
fare in the palm of your hand. If you ignore ex-
isting conditions—if you are indifferent to the as-
sistance offered you—then you lose.

But be you alert, ready and willing to grasp
every opportunity for getting more business—then
you win.

We want to tell you how you can double,
treble and even quadruple your business—how you
can, in fact, gain Business Independence.

Cut out the Coupon and mail it today.

We are working nights to fill orders.

5141'11-:14": *-1 )%„ %1.11)1Sol

BRONZE. GOLD PLATED

N2 I 
FLAT JOINT

LIGHT WIRE SMALL HEAD

 54_ 54 14i1
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C)NE PIECE PIN STEMS

NYS 1-5-4 f3RONs

2?s GRO.N° 1-2 -4 ASST. N22. LARC,1 JOINT

44. I  13,_ a_ 2),i_ 25 aN

CONTENTS

2! Gro. Bronze Plated
Pinstems . . . (s1$1.35 $3.15

2 Doz. Heavy Belt
Pinstems . .

2 Doz. Medium Belt
Pinstems . . . a

34, Gro. Joints for Nos.
1-2-4 Pinstems .

16 Cm. Catches for Nos.
1-2-4 Pinstems .

34 Gro. Joints for Nes.
24-40 Pinstems . oti

34 Gro. Catches for Nos.
24-40 Pinstems (i

LENGTHS 2LCIT034"4 It I l-
4 nos. ASSORT ED

_ (,_
Ye. JoilLTs— CATCHt.5

ASST

SOUTH BEND WATCH COMPANY
Gentlemen:

I want to know how I can become a Certified
South Bend Watch Distributor and double, treble or
quadruple my business.

Makers of High Grade Watches

Highest Quality of Filled Cases

SOUTH BEND, INDIANA

CUT SIZE

THE ASSORTMENT FOR THE PROGRESSIVE JEWELER. This 
assortment is made up of staple goods only, and contains

the famous Newall Bronze Pinstems. The pin is made of a hard 
yellow metal with a gold color. Order from your jobber. If

your jobber does not handle our pins or assortment send us your 
order and we will ship to you and bill to them.

on your Findings as this Trade-Mark means qualityInsist on the Trade-Mark
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Watch Glasses
100% PERFECT

For Sale By All Jobbers in

United States and Canada

Hammel, Riglander & Co.
47-49 Maiden Lane - NEW YORK

The Spring That Ends Your Mainspring Troubles

PRICE, $1.25 Per Dozen

4a, A new Mainspring, accom-
plishing an old purpose.

Many mainsprings are resilient
in shape at the time they are
bought, but lose their shape and
efficiency when used.
The consumer is therefore

paying the difference in price for
appearance only.

"ECHARCO"
the trade-mark that stands for
highest quality, retains its shape
and efficiency.

If your jobber is unable to
supply you, send us his name
and we will see that your orders
are promptly filled.

For Sale by All Jobbers in the United States and Canada

47 MAIDEN LANEHAMMEL, RIGLANDER & CO. NEW YORK CITY
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RIVET EXTRACTING TOOL No.

A most powerful tool for removing rivets, adjustable
to take in longest and shortest rivets.

ce,Pri $2.65
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The Mazur
Clock spring
3 screwdrivers,
Price, $2.20.

• iMLifillialip

c 0 R F 0 II

Complete Clock Device,
releaser, 6 wrenches for clock plate
2 key pipes. A most complete tool.

Ask for descriptive

1

No.
and

4

10
case nuts,

circular.
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REFORM LATHE No. 50

Complete with combination of 10 chucks, etc., as
shown. Equal in quality to any lathe on the market.
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E. F. B. CALIPER No. 42
Has V-shaped sapphire Jewels, adjusting screw, per-.
mitting balance to be removed and replaced without
resetting same.
The removable supports prevent distortion of balance.

Price $3  25
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" FINIS" BRAND JEWELERS' SAWS

'Phis brand of saws is the most popular on the
market to-day. Special care is taken to obtain uni-
forrnity of temper and to produce clean-cut teeth.
The backs are reduced in thickness, permitting of
easy turning the saw while cutting.

Price, per gross, $1.00

REFLECTING LOUPES
For inspection between the plates of a watch movement or any
recess from which light is excluded, this loupe is an absolute
necessity. The mirrors are optically ground concave, throwing
powerfully reflected rays of light where required.

Single Lens Loupes . . each, $ .85
Double " " 
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"E. F. B." Eclipse Graver Drill and Tool Sharpeners
Adjusted by index to any angle. It is the best and most practical
device of its kind ever offered to the trade.

Price, each 62  25
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rim. DRILLS TI-IAT WILL DRILL.
, &THE MASCOT" Price 35 cts. per doz.
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tired of experimenting
with the many " New Oils,"

claimed to be
"The Best," try this oil. It

s
IS nOt an experiment, but has
td the most critical tests
si
oo
nce 20 years.

Price for Watch, Clock or
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NUMBERS DEAOTE THOUSANDTHS OF AN INCH.
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" MASCOT " PIVOT DRILLS
Are not an experiment, but have been in use for over
30 years. Imitations of the " Mascot" have come
and gone and others will come and go, but in the
"Mascot" you will always have a dependable drill.

PRICES—Nos. 4 to 26, per dozen   35c.
" 28 to 50, ' "   50c.
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Chronometer •oil,

1 Per bottle . . . $ .20
Per dozen . . . 2.00
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ROLLER REMOVER No. 60. (Patented)
Nickel-plated, each . . . $1.50

A thoroughly efficient and quick-acting Roller Remover. The work
is always plainly in sight. The roller is held in the grooved jaws of
the pliers. The adjustable head which holds the screw is quickly
brought into position over the staff, and the most obstinate roller will
instantly yield to the gradual pressure of the screw.

I <--.....-,014,•wi r
/.....imor

ROLLER REMOVER No. 18

A very simple and easily controlled Roller
R emover.

Price, each $1  25

co . ,r_ta,.ee waatbcrtnnakef°r,l'AT.APPOr and can be used with or without spec-
tacles or eyeglasses. If used in connection with spectacles, the frame
is hung over the lens, if used with eyeglasses, slide the frame behind
the lens of eyeglass. Made with single and double lenses.

No. 62. Single Lens, 1 in. focus . .each,
1% in. focus . " .60

PRICES 2, 234, 3, 5%, 4, 434, or 5 in. focus ' " .50
No. 63. Double Lens . . . . . " .75

Frames are of best material, nickel-plated, and lenses are of finely
polished stock.

GRINDING OUTFIT No. 105

Consists of
2 Steel discs,

■1 -,- 1 flexible
1-71ri Leather disc,, honow

._ Spindle to
. hold above,

For Sale by all Jobbers in the
United States and Canada

Hammel,
.

Riglander & Co.
47-49 Maiden Lane
NEW YORK CITY

46 41,

• GOLD PLATING SOLUTION
Made from pure 24 K. gold. Contains no copper,
nor arsenic, but is clear in color, showing purity.

Price
Roman color, 12 oz bottles, $1.50

ttRose it ft* Et 1.50
Green " " " " 1.50

Pays 100% profit to the jeweler who uses it.

--:,:....
. ' 16 Emery
th.,_ LEATHER Vine SMALL 055.

. META, 

discs,
assorted sizes,
8 Carbor 
dum discs, 

un-

assorted sizes,

0 
complete,

C.tasclassa.t.mai $1.50
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The immense advantage of

Perfect Construction
is obtained in the

Webster-Whitcomb
New Model

LATHES
Manufactured by the

American Watch Tool Co.
WALTHAM, MASS.

IN a Watchmaker's Lathe the vital point is the
SPINDLE AND ITS BUSHINGS. In this
lathe the bearing surfaces of the spindle and

its bushings TOUCH THROUGHOUT THEIR
ENTIRE AREA, insuring continued TRUTH,
easy running and greatest durability. This quality
in our lathes is maintained by workmen of long
experience in the operation of special machines
devised for this particular work.

Many lathes may be found in the market
on which the front end of headstock spindle bears
only on the 45° angle. They may look well on
superficial inspection, but they will run hard if
the spindle is closely adjusted, and are quite un-
reliable for perfect work.

In buying a new lathe be SURE the spindle and bushings are PERFECTLY
FITTED. Without this a lathe is dear at any price.

Our lathes are finely finished. The curves are true and the surfaces smooth.
All sharp corners are carefully and uniformly rounded; this makes a gleat differ-
ence in the durability of the nickel plate. HEAVILY NICKELED.

In comparing lathes, the size and variety of CHUCKS, as well as the scope
and general character of the ATTACHMENTS should be considered.

A chuck may look nice and shiny, yet be practically worthless. Examine
critically the thread on our chucks in comparison with others. We do not use dies
for threading our chucks. THEY ARE CUT IN A LATHE. The cone and
body of OUR chucks are GROUND to correct FORM and size ; the surfaces are
STRAIGHT and TRUE; compare them under your eyeglass with the shiny ones.

Webster-Whitcomb New Model Lathe
PAT. APPLIED FOR

IN COMPARING PRICES WITH OTHER LATHES,
LEARN THE DIFFERENCE IN SIZE, QUALITY
AND DETAILS OF CONSTRUCTION.

Actual
Size of gem*

Webster-
Whitcomb

The thread and outer surfaces of a chuck, as well as its form and proportions, are
important elements in its continued truth and durability. The holes in our chucks
are GROUND to size and truth. We caution you against imitations.

The GENUINE are stamped "WHITCOMB."

LATHE, with Taper Chuck, Screw Chuck, 6 !‘. in. Cement Chucks,
Tipover T Rest, 9 ft. Round Belting and Chuck Box  $31.00

LATHE, as above and 6 Wire and 2 Wheel Chucks (10 Chucks)  39.00
LATHE, as above and 10 Wire Chucks (12 Chucks)   41.00
LATHE, less Tailstock, deduct $6.50 from the above prices.
Wire Chucks, each $1  00 Wheel Chucks, each $1  00
Snyder Chuck ..... . 8.00 Universal Face Plate . . . . 9.00

SUSSFELD LORSCH & CO., 90-94 Maiden Lane, NEW YORK— WHOLESALE AGENTS

IT WILL PAY YOU TO DROP US A LINE

We Are

„Electro Platers and Colorers 
of 32 Years' Experience

We can give your line of jewelry a finishing
touch of individualism that will create sales.

Our strongest asset is our customers' recom-
mendations.

Our prices are the lowest—our work the finest
because of our equipment and experience.

We cater to the MANUFACTURERS and
JOBBERS.

No matter where you are located we can save
you money if you will do business with us.

CORRESPONDENCE SOLICITED

THE
A. S. INGRAHAM COMPANY
  OFFICE AND WORKS  
ATTLEBORO MASSACHUSETTS

THINK IT OVER

Hadn't you better make arrangements to enter our school
at once?
Learn to engrave, or improve yourself, during the summer
months—there is no better time. Get ready for the rush
this winter.
DO IT NOW I Postal brings new aft catalogue.

Kansas City Watchmaking and Engraving School
OSCAR W. DREYER, Principal

815 East 12th Street KANSAS CITY, MO.

11111111111111

LIGHTNING
DIAMOND HOLDER
A neat and attractive Holder
of superior workmanship for
displaying precious stones.

Easy and quick to operate.

Holds the gem securely while
showing it off to best advan-
tage.

Jewelers and diamond dealers
will find this highly finished
Holder convenient and help-
ful in effecting sales of dia-
monds, rubies, etc.

Price  75 cents

T][ ONLY PALLET JEWEL SETTER

The name explains it all

Price, $2.00

883

The ONLY SF.TTER
separates the two

jewels so that one
can be adjusted with-

out danger of the
other shifting. The

ONLY SETTER iS

fitted with practical

gauges to determine

the amount jewel is

to be shifted, elim-

inating guesswork.

Over 2000 in Use Every Day

NEW STYLE

CULMAN BALANCE CHUCK

LOOK FOR STAMP 451r

Made with three interchangeable
screw-on plates, drilled with No. 8,
10 and 12 holes.
Plates are made like the screw bezel
on a watch and can be changed
instantly,they increase the holding
capacity of the chuck ten-fold, mak-
ing it practical for many train
wheels now difficult to chuck.

Send for Circular and FREE
Sample Pair of Torpedoes

Price, $4.00

C. CULMAN, Maple and Hazel Avenues, MAPLEWOOD, MISSOURI

2-SPEEfiitE

Duplex Base Anti-Friction
Engraving Block

NICKEL PLATED

Designed by an Engraver for Engravers

THE GENUINE

are stamped

BEWARE OF IMITA-
TIONS. LOOK FOR
THE MAKER'S STAMP

A HIGH-CLASS BLOCK made of the best material, the mechanical work being first-class throughout.
They are manufactured by Mr. Ad. Muehlmatt, the well-known maker of high-grade Engraving Blocks.
Complete, including 26 attachments, leather pad, etc., $6.00.

No. 1 

CORRUGATED
EN DS

CORRUGATED END SAWS
Patented Feb. 1, 1910

TRADE rVIARIA

0- WARRANTED BEST

QUALITY } DO NOT SLIP
MINIMUM BREAKAGE

ECONOMY SAVE TIME

These saws have CORRUGATED ENDS which pre-
vent them from slipping in the sawframe and from
buckling, kinking and undue breakage.
They are made of a special high-grade steel by the
best saw maker in Europe. A trial will convince you
that in temper and quality they are superior in
every way.
The corrugated ends effect a great saving in time and
breakage, and make these saws the most economical
and satisfactory to use in the long run.
Of especial interest to Manufacturers.
Ask your jobber for them.

SUSSFELD, LORSCH & CO 90-94 Maiden Lane, NEW YORK
— WHOLESALE AGENTS —
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PUMP DRILL
No. 404. Dozen in box, sizes 1 to 12 . . $ .60
No. 405. envelope, sizes 1 to 12, .55

11 10

11 1

9 8 7 6 5 4 3 2 1

12 11 10

No. 400.
No. 401.

8 7 6 5 4 3 2 1
PEARL DRILL

Dozen in box, sizes 1 to 12 . . $1.0064 It
envelope, sizes 1 to 12, .95

ASKO FLAT DRILLS T0 EQ NOTHINGuAL 
THEM
MADE 

The FINEST and most COMPLETE line of drills on the market.
Get the ASKO DRILL LIST showing exact sizes, and every thing in drills required
by the watchmaker and manf. jeweler.

No. 321. Set of 4 dozen Drills, 28 to 122, $2.75

Asko Pump and Pearl Drills are just what you have wanted, an ACCURATE and
Fast Cutting Drill that will stand the hardest test without breaking.

Get them from your jobber. Send for drill list

A. S. KOCH & SONS, Mfrs., LANCASTER, PA.

Hardinge
Wheel Cutter

Price, with 2 spindles,
$45.00

Price, with I spindle,
$35.00

HARD1NGE BROS

Jumbo Chuck
Price, $2.00

Eclipse Lathe Fixture. Price, $5.00

Carborundum Wheel and
Mount. Fitted to any size
of watchmaker's Lathe.

Price, $3.50

Hardinge Balance Chuck. Price, each, $3.75

0011101111.10.
PAT. OCT. L7. 05,

Hyde Roller Pin Setter. Price, each, $1.25

Improved
Roller Remover
Price, each, $1.75

Sensitive Drill Press
Price, with Counter

Shaft, $50.00

Write for our No. 5 Catalogue

HARDINGE BROS Inc• 9 •

3135 Lincoln Avenue
CHICAGO ILLINOIS

Inilf4.401014rve0evv:.

Jewelers Repair Kit
CELLULOID COMBS • BARREM3

&W.; ',An
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Get Ready for the Hot Weather Now
Cooling Breezes Without Electricity

Our 1911 fan motor is a great improvement over anything we have put on the market before. Has
ball bearings, making it run easy, light and noiselessly. The burner is now located at the top, which
prevents the heated air from being thrown in the breeze.

This fan runs by the simple expansion and contraction of air, has no explosion, no exhaust nor
smell, but is quiet, simple and safe.

FUELS
The gas burner will use natural, manufactured or gasoline gas. The gasoline may be carried

from tank to burner, and there generated, or the hollow wire system may be used.
The ideal fan where electricity is not available. Very durably constructed. The shaft runs in

hardened bearings that will wear indefinitely with practically no attention.

SPECIFICATIONS
Net weight, 35 lbs. Weight boxed, 55 lbs. Gasoline used per hour  pint
Size of fan  16 inches Price with gas burner  $27.00
Gas used per hour  5 cu. feet Price with gasoline burner  30.00

Speed  500 to 600 R. P. M.

IN ORDERING BE SURE TO STATE WHICH FUEL YOU WISH TO USE

Best value, best assortment in

Comb Repair Outfits
Consists of 1 dozen joints
assorted, 1 dozen catches
assorted,' dozen pintongues
assorted, 1 bottle of cement,

90c net
No other value like it on the market.
Full assortment of joints, catches and
pintongues in separate sizes, always on
hand.

The Best Selling

FOB
of the Season

Take like wildfire.
Tortise shell shield
(celluloid), initial in-
laid with silver and
gold facing, set with
good quality bril-
liants; a very beauti-
ful effect, very attrac-
tive and handsome
fob. Price

$1.85 PER DOZENNET

Dry Battery
Fan Outfit

Complete,$15.00
Send for
description

UNIVERSAL 8-INCH
ELECTRIC FAN

THE IDEAL FAN

It is designed to run on either 110 volt
direct or 110-120 volt 60 cycle alternating
current. It is strictly high-grade through-
out, being carefully made in every par-
ticular.
The armature and fields are laminated

and the commutator is of copper in 12
sections. The brushes are of g inch
round special carbon. The steel shaft is
turned, and the bearings are of bronze,
fitted with compression grease cups.
This motor is equipped with an 8-inch

fan, arranged for 3 speeds and mounted
on a swivel base. It is handsomely fin-
ished in black enamel, and dipped and
lacquered brass. The weight is 7 pounds.

Price, less than 6, each, - $8.00
8-ft. Cord and Attachment Plug, .50

DESK and BRACKET FANS
12 and 16 inch Swivel and Trunnion Type

MADE FOR ALTERNATING and DIRECT CURRENT

They are all on swivel and trunnion base, and can be used as desk or bracket
fans. The finish is tine black enamel, and dipped and lacquered brass. They
have bronze bearings and compression grease cups. Each fan is perfectly bal-
anced before being placed on the motor, thus insuring quiet and smooth opera-
tion tinder all conditions and on all speeds. They are arranged to give four
speeds with a range from approx. 1200 It. P. M. on the slow speed to 2000 R. P.M.
on the high speed. The 12 inch fan running on the high speed will circulate
more air than most of the larger fans.

12 inch D. C. 110 volt, less than 6   each, $11.50 Net
16 inch D. C. 110 volt, less than 6   " 13.50 "
12 inch A. C. 110 volt, 60 cycle, less than 6 13.00 "
220 volt Motor, additional   1.00 "

8-ft. Cord and Attachment Plug   .50 "
These machines are designed for high efficiency having laminated fields and

armatures, and commutator of cotter

THE SAFE DIAMOND HOLDER
Enables you to handle and show diamonds and all stones to the best advantage. Each, 70c Net

HENRY PAULSON
37 South Wabash Avenue :: CHICAGO, ILLINOIS
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No.400

No. 400. PIVOT STRAIGHTENER

This is a New tool for straightening Iwo(
pivots; built on right principles, and will do the
work, where it is practicable to do it at all.
The points of support and pressure are adjust-

able and under perfect eontrol. The bending
lever also serves as an indicator, to show when
pivot is perfectly true; lever is moved by screw
and cam mechanism; delicate, POWERFUL.
This tool will straighten many pivots that

would loe broken by ordinary means; and all
pivots not bent to the elastic limit, it vill
straighten quickly and perfectly.

It is The Special and COMPLETE device for
the purpose.

Its range covers all train pivots likely to be
loent, and all 'inhume pivots.
So. 100. Beautifully finished and nickeled,

packed in neat box. Price, $5.00

No. 146. TURRET SLEEVE WRENCH
Ten Bits, New, Novel, Compact, Complete
Any of the bits automatically held rigidly in

line with the knurled handle.
To bring another bit into position: simply

'Press the button" and turn the turret.
You ean move the tightest sleeves with this

wrench and not cut your fingers; the fiat, smooth
case affords great grip for starting tight sleeves;
normally moving sleeves quickly turned in or
out by twirling the knurled handle.
For a long time we hnve made good bits; hut

we believe those in No. 140 are the best we have
ever made.
We have a new brand of steel partieularly

suited to this purpose; this, with our unequaled
facilities for hardening and tempering, produces
bits hard, tough and strong; they fit all standard
sleeves.
This tool Is a great time-saver: most sleeves

van be removed, a new one inserted and adjusted,
In about half the time required with other styles.
The best sleeve wrench. See it; Feel It; Try It;

BUY IT!

N. 14(i. Finely finished and nickeled. Price $1.50

FOLDER No. 2

N TOEOLS W
T RADL

Manufactured Ity.

A. Kendrick & Davis Co.
Lebanon, New Hampshire

N0.400
TO USE

No. 400. K. & D. Pivot Straighteners
The SPECIAL and COMPLETE device

The disks On the inner 011(1R of the spindles F
and Ft have boles graduated in size. A hole
should be selected which will support the pivot
by the cone as near the point where the bend
begins, as possible. Having selected the hole It
should be turned uppermost, opposite the end
of bending lever 0, and the screw B set up
enough to prevent the spindle F/ turning, while
permitting It to move lengthwise.
We now place the bent pivot in the hole op-

posite 0 and bring up a suitable hole in the
disk on the spindle to support the opposite
end of the staff without side shake; the walls
of the hole should come well up on the cone.
Screw A is now set up just as we previously
(11(1 B, while we press against the outer end of F
to hold the staff firmly between the disks. Now
by means of we adjust to bring the end of
bent pivot under the fiat end of G. This adjust-
ment made, we tighten B and A while pressing
on the end of F.
We now turn the balance, and using the end

of G as an indicator. Note when the high point
of the bent pivot comes uppermost and hold it
there; when by turning screw C, G is moved
downward upon the pivot with any degree of
force required.
Proceed carefully; better test two or three

times, until filially straight, than to snap the
pivot off by excessive bending the first time.
In straightening a long 4th pivot, it should rest

In the hole as nearly as possible where the bend
is. and not necessarily on the cone of the shoul-
der. In ease it does not rest on the shoulder,
we should hold the opposite shoulder of the
pinion back in a hole of the disk on spindle F,
which is easily done with a finger against the
wheel.
The holes in the disks and the end of 0 should

be slightly oiled.
The same general remarks apply to ordinary

(rain and balance pivots.
A straightened pivot may, or may not, need

refinishing; if it does, you perhaps have your
own method.
Should you wish to know the method we rec-

ommend, you will find it in our booklet on
"Perfect Poising"; also in an article under the
same title in the back port of our Book of Tools,
No. 6.

KENDRICK & DAVIS CO.
Lebanon, New Hampshire

SUSSFELD, LORSCH & CO.
Wholesale Agents

90-94 Maiden Lane New York

Have you seen our cloth-bound book, Staking Tools and
How to Use Them? A useful book by a practical num.

Price, 00.75

No. 408F. POISING TOOL
This is our Unique Jeweled Poising Caliper.

mounted on is non-magnetic base. The frame is
adjustable through about 200 degrees in the ver-
tied phone.
These frames will fit our standard rubber

10511(110, so the tool mny be used in the hand, or■ai the base. as each workman may prefer.
A practical book on poising with each tool.Ni, 40814'. Complete, beautifully finished

and niekeled. Price $2.50
No. 408G. Rubber handle only. Price 0.30
No. 4tH. Base only. Price 0.50

PAT'S JAN24.1911

—tifiSee that
opening

bean
jug?

No. 127. NEW MAINSPRING WINDER
UNIVERSAL IMPROVED FRAME. NEW FEATURES

This winder may be justly styled UNIVERSAL,
for with it springs may be safely and easily put
in any watch barrel. In many Swiss and other
watches, removing the barrel arbor requires a
lot of extra labor; not necessary when you have
this winder. The winder arbor Is Instantly re-
movable from the rear. Barrel arbor may pro-
ject to any distance and will not interfere with
safe and sure transference of the spring to the
laurel of the watch.
The steel barrel plan of winder is conceded by

practical men to be the "best ever." In this day
of small watches, thin watches and freak watches,
a greater variety in sizes of barrels and arbors
is necessary; in this New winder, barrel or arbor
may he instantly changed. The rear bearing in
the frame opens or closes by a half revolution of
the knurled nut; perfectly simple, perfectly safe;
more durable than ever. The arbors are removed
or laid in place, as simply and quickly OR laying
down a toothpick; the collars, once correctly set,
never need be moved.
Note the new arbor, one piece; stronger,

smoother, neater; more pleasant to handle.
Also the generous thumb nut .for fastening

barrels; easily and conveniently operated.
We can furnish special barrels or arbors

for any style or make of watch.
No. 12i'. With 1 arbor, (3 barrels. Price $2.25
No. 128. With 3 arbors, 9 barrels. Price 5.50

No. 36F. NEW K. & D. STUMP FOR ELGIN STAFFS
Tit is is a special stump, designed by the

ELGIN WATCH CO., for staking their staffs No.
2532, sizes 6 and 12. The stump supports the staff
by the shoulder A, thus preventing fracture of
the thin balance hub Avlien a balance is heavily
riveted. Saves time, RIVJes balance staffs.
To lit.K. & D. or RIVETT Staking TOO1R.

Price 0.35
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POINTER No. 40

REACH OUT AND GRASP MORE BUSINESS
Through "The Arnstine Catalog System"

IT PULLS
THE BUSINESS
FROM YOUR
COMPETITORS

AND THEMAIL ORDER
HOUSES

IT WILL
INCREASE
YOUR

HOLIDAY BUSINESS
FROM 25 YoT0100 %

We Illustrate Your Goods
AND CARRY THE STORY

TO THE PEOPLE

We Show You How
to increase your business.
What we have done for
others we can do for you.

Read the Testimonial

Business Increased 50%
Atchison, Kansas, Jan. 12, 1911.

The A rnstine Bros. Co.,
Cleveland, Ohio:

Gentlemen—In reply to your letter of recent date
wish to say, that ray holiday business was about 50
per cent. better this year than last, and I firmly be-
lieve that it was due principally through issuing the
Catalog received from you.

I had mail orders as well as out-of-town people,
who called in person, telling me of the handsome
Catalog they had received from me.

It has been entirely satisfactory to me.
Very truly,

HENRY J. LINN

We Show You How
to get your store before every
possible customer both in
and out of your city.

We Sell to But One
legitimate jeweler in a city,
thus giving you the exclusive
franchise in your territory—
We assist you in every pos-
sible way.

WRITE TO-DAY FOR SAMPLES AND FULL PARTICULARS

 illediatOriginators of The Exclusive Catalok Method for Retail Jewelers 

C I., EV E LA N. D CoPROSPECT AVE. & E. 9th ST.



888

Quality—without style will not sell.
Style—without quality will not give satisfaction.
The BRYANT RINGS have both Style and Quality, and will help your

reputation as a Jeweler.
We guarantee every ring we make.

M. B. BRYANT 0 CO.
7 Maiden Lane, New York

Trade-Mark
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There is a Reason Business is Slow
There is no reason why you should miss
the great profit in your repair department.
THE JEWELER'S HANDY SHOP is the live
wire to the retail jewelers.
We are creators of new designs in modern platinum
and gold jewelry. Designs and estimates sent
cheerfully.

Repairs for the retail jewelry trade.
Gold and silver plating.

Gold and silver mesh bags repaired, replated and
relined the same as new.

Write for Our Price List Pamphlet

JOSEPH LANDSMAN
51-53 Maiden Lane NEW YORK

Prentiss' Patent Jewelers' Vises
For more than 30 years the Best and Handsomest Vises made

PRENTISS VISE COMPANY 106-110
p Lafayette st., New York, U.S.A.

ASK YOUR JOBBER TO SHOW YOU THIS VISE
Large Illustrated Catalogue of all kinds of Vises mailed free

•

ONE DOZEN :

Az, TRADE MARK

LEBANON
-i REGISTERED .A.

Mainsprings

Wo. 18 s. Elgin

•

fl000limlimnimemo.soomillmonsgamommoimemnen......1.1.11.111nmmoon0A.P.4.

LEBANON " MAINSPRINGS
These springs have a idea bhpr finish, and are considered to be
the best on the market for the money. Price, $1.00 per doz.

SOLDERALL
The Best of All Solders

For the shop SOLDERALL is the best and
most economical Solder ; there is no waste
and it turns out the neatest work. No flux
needed. "It's always handy." Makes a per-

fect nutlock.

DIRECTIONS Clean the parts to be soldered
by scraping, apply a little SOLDERALL, then
heat with a match, hot iron or torch. No blow-
pipe necessary.

PUT UP IN 3 HANDY SIZES

25c., 50c. and $1.00
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Price, $1.00 per dozen
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" Superior"
Mainsprings
This well-known brand is

worthy of its name:
Superior in FINISH.
Superior in QUALITY.
Superior in TEMPER.

Price, $1.25 per doz.

Ask Your

Jobber For

These Goods

11r1111=1•11111/..••• 

A trial of the LAFAYETTE MAINSPRING will con-
vince you that you want no other.

HENRY ZIMMERN & CO., Inc Sole Agents, 118 William St., NEW YORK CITY

C. L. GUINAND'S PLAIN TIMERS
Split Horsetimers and Split Chronographs
For Horsemen, Automobilists and Scientific Purposes

Acknowledged in Europe and America as the most accurate
and reliable make on the market. Neat and up-to-date in
every way. Send for illustrated booklet of all kinds of
Complicated Watches and place your order early, as these
goods have been short every season for past five years.

Jules Racine & Co., Exclusive Importers
CHICAGO: 103 State Street NEW YORK: 37 Maiden Lane

E. H.

Manufacturers
of

H. Smith Silver Co.
Bridgeport, Conn.

Sterling Effects
in Plate

Bourgeois Bros. Co. Silversmiths' Building
131 Wabash Ave., Chicago, Ill. New York
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Attention, Watchmakers and Jewelers

Lj

$ .15 per Dozen
1.50 per Gross

Cannon Pinion
Tightening Tool

50 cents

I

$ .75 per Dozen
7.50 per Gross

New Model Webster-Whitcomb Lathe with New Model Tip-over Hand Rest and Tailstock.
Full Nickel-plate. Price, $31.00

Which inehilles Taper Chuck, Screw Chuck, Six 74'-inch CementChucks and 9 ft, Round lleiting.

Height 3.

Height 4.

aro

Height 5.

V
Height 6.

I.

Height 7.
V.

PRICE- {
LIST

Height 8.
Genevas
Thick Mi-Concaves
MI-Concaves, Extra
Parallels . .

BLANK

Steel Wire
Clock Cord
(Non Rust)

Made in 3 sizes
Put up in 11 It. Coils

Prices Small Size . . $1.50 per doz. Coils
Prices Medium Size . 2.50 per doz. Coils
Prices Large Size . . 3.00 per doz. Coils

` PAT'

Pendant Set Sleeve Wrench 10 Prong
Price. 50 cents

&SPRINGS

s,z.WAtTHAM
No.1203_

SVEN), mairiSPridicralinitiii

$ 1.00 per Dozen
10.80 per Gross

4111111.111111.0M
PARALLEL

do,0•■■■•■,,_
LENTI LLE.

PATENT GENEVA.

410!•N■
EXTRA THICK MI-CONCAVE.

AimmollIMINMIllogmft

THICK MI-CONCAVE.$4  00 per gross! $ .40 per doz. Patent Genevas . . $8.00 per gross; $ .75 per doz.
. 
. 4.00 •. .40 " Lentilles 12  00 " 1.25 "Thick 10.00 " .90 " Antiques 8  00 " .75 "... 8.00 " .75 " Lunettes 3  00 " .25 "ORDER SHEETS FOR WATCH GLASSES SENT UPON APPLICATION

$ .75 per Dozen
7.50 per Gross

O 0-
0- •

o-0-- o •-

O 0 
0 
O i 0 
0 0 0 
O  0 

0 
(" 

We are closing out One Hundred
dross. Swiss Steel, Fancy Assort-
ed Hands at $1.00 per Oross. First
Come, First Served.

Flat Poising Gutters

This Cabinet FREE with your FIRST order for One
Oross Regent Imported American Mainsprings Regent Foot Wheel,

Improved $6.00

Closing out a large stock of
ROUND SILK GUARDS
that were $3.00 and $4.00
per dozen at $1.00 per dozen
WRITE FOR OUR LATEST, UP-TO-
DATE, CLOTH BOUND, POCKET
PRICE LIST of TOOLS and MATERIAL

CROSS & BEGUELIN

No. 17, Price 50c

New Style Flat Poising
Cutters, made of the best

quality stubbs steel

Contains three upright flat
surface cut ters, same its used
by High Grade Swiss and
5,11110 American manufac-
turers.
%Val answer for .111 sizes of
balance screws. Cutters have
different diametth- holes, tit
stand on taper and num-
bered from 1 to :I.
Place screw on cutter and
turn with ordinary screw
driver. ,

Poising Undercutters

No. 18, Price 75c
Set of lice upright Poising

J nderculters, made of best
quality stu bin.; steel, fitted to
stand on taper and num-
bered from 4 I o 8. Will under-
cut all kinds of balance screws.
No. 4-Waltham, Elgin and
Swiss, 0 size.

Ni,. 5- floward, Waltham,
Elgin and Swiss, 12 size.

No. 6 - Old style 0 size
Walt ham and all kinds of
a size.

Ni. 7- All regular 18 and.
16 size.

No. 8-Elgin and Swiss, 18
size, emit small thread
anti large head.

Place screw on cotter and turn
with ordinary screw driver.

Importers, Exporters and Manufacturers
Watches, Diamonds, Jewelry, 23 Maiden Lane New YorkSilver-Plated Ware, Etc.

BATES & BACON
Attleboro, Mass. Chains, Lockets and Bracelets

Makers High Grade Gold-Filled
New York, 9 Maiden Lane
Chicago, 103 State Street

GENT:5 2 RING ATTACHMENT FOBS ILLUSTRATIONS z/3 SIZE.

CS!, p'110.0

F2309/.6Z3 FZ260/E633

Q465/E664

F2291/ E646 F2469/E533

NOTICE: - All

of our New Fobs

are attached to

the Safety Snap

by two rings,

making safety

doubly sure.

SOLID GOLD FRONT JEWELRY
STAMPED "S & C"

Through
Jobbers

Look for
Trade-Mark

"S C"

on Every
Article

Through
Jobbers

Look for
Trade-Mark

"S C"

on Every
Article

FIRST IN THE FIELD TO MAKE SOLID GOLD FRONT JEWELRY OF CHARACTER AND RELIABILITY.

ABSOLUTELY GUARANTEED; DESIGNS THE FINEST; VARIETY MOST EXTENSIVE.

IRA W. SMITH, PAC lArEg O, AST

Broadway Central Bldg., LOS ANGELES Smith & Crosby
FACTORY

ATTLEBORO
MASSACHUSETTS



_ra t■it 4 0-..otakaetti

302

Center Emblems, raised and enameled in appropriate
colors—Handsomely finished—and a ring that any
jeweler can size.

ORDER THROUGH YOUR JOBBER—IF HE WILL NOT FURNISH—ORDER DIRECT OF

THE A. P. CRAFT CO., Indianapolis, Ind.
Makers of Emblem Rings and Special Jewelry

Look for

PR-ST-CO
Stamped on Spring Rings
and Swivel of all Chains

Look for

PR-ST-CO
Stamped on Swivel of

Coat Chains, etc.

SOLD THROUGH 

STOCKJOBBERS ONLY nt4CE C0/1/

VOI
FACTORY AND MAIN OFFICE

100 STEWART STREET, PROVIDENCE, R. I. 47444/k.
CHAINS AND BRACELETS

All of our goods are made from a SPECIAL PROCESS—HARD FINISH –
WEAR RESISTANCE HIGH-GRADE GOLD-FILLED STOCK.
Our itinerary includes Fobs, Bracelets, Neck, Lorgnette and Vest Chains
in HIGH-GRADE GOLD-FILLED.
In SOLID GOLD we make Neck, Lorgnette and Vest Chains, Scarf Pins,
Pendants, and LaVallieres.
Ask your jobber to take you on a TRIP through our line.

11 Maiden Lane, NEW YORK
SAMPLE OFFICES 131 Wabash Avenue, CHICAGO

45 Kearney Street, SAN FRANCISCO, CAL.

The habit of always being busy throughout the

year.

Just now you need to liven up your summer

trade. It grows lax and stupid unless stimulated

and interested by some live proposition.

Dover's line of GOLD INLAID will make your

cash drawer effervesce. Don't you believe it?

Well, just get DOVER WISE. Just focus your

eyes on this reproduction. Doesn't it make you

long to see the rest of our line—the daintiest,

snappiest, prettiest line ever shown.

Hike to your nearest jobber and ask to see

DOVER'S IDEAS. Or have him hike to you.

Either way will suit us and you'll be pleased, we

know.

Gold Inlaid Combs, Barrettes,

Coronet Pins, Etc.

DOVER IDEAS SOLD ONLY THROUGH

YOUR JOBBER

That's what there are in the jewelry business;

because we have made it possible for you retailers to

buy your jewelry way below what you have been in the

habit of paying. We have put you in a position to buy

your jewelry at a price that will allow you a handsome

profit.
Opportunity is knocking at your door, open wide and

let the lady in. You can do it by putting in the Hussey

Guaranteed Line of gold-filled jewelry. The line that puts

an extra profit in your pocket, the profit that you have

been paying the jobbers all your lives.

You can order as often and in such quantities as

appeals to your good judgment. In connection with

this our goods are new, snappy and attractive.

If you buy from our factory you eliminate the most

unsatisfactory part of your business, that of repairing at

your own expense your come-back jewelry, because we
give you new goods for any that are returned to you
broken or in any way imperfect.

If you buy from our factory you can stand up behind

your counter and guarantee your goods. You won't have

to wonder how in the world you are going to get by on

the transaction. We stand behind you and our jewelry.

GEO. W. DOVER, Sole Proprietor

710 EDDY STREET :: PROVIDENCE, R. I.
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ONE OF OUR NEW PATTERNS.
No. 3012.
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THE BAGS YOU WILL
EVENTUALLY BUY

THE INMAN
"JOINTLESS" PATENT LINK

MESH BAGS
So constructed that they simply
cannot pull apart. A stronger,
smoother mesh than the sol-
dered ring, and at an interesting
price; much lower than soldered
ring mesh.
Not necessary to line this bag.
Chains come in any style.
A large variety of patterns in
Sterling and German Silver.

SAMPLES SENT TO ANY REPU-
TABLE JEWELER ON REQUEST.
ADDRESS DEPARTMENT K WHEN
WRITING IN.

J. T. Inman & Co. Inc.
ATTLEBORO MASSACHUSETTS
Manufacturers of Sterling Silver

Jewelry and Novelties

NEW YORK—Jewelers' Bldg., 9 Maiden Lane

•

THE BASSETT LINE
Extensive? Quite ! Ask Our Salesmen to Show It or Write Us for Further Information

r-

10 Karat
SOLID
GOLD

GOLD-
FILLED

THE BASSETT JEWELRY CO. 93 Sabin Street, PROVIDENCE, R. I.

More Than a Million People Last Year Bought
 the Fleur-de-lis Line of 

Bracelets, Lockets, Chains and Fobs

Every one of this million of satisfied customers is a booster for the

How was it done ? That's easy when you know.
We realize that to manufacture economically we must do a big

business—to do a big business we must offer inducements.

You can't make money by striking out in a haphazard, hit-or-miss

fashion. You've got to calculate and reason.
Here's the secret—a little more for the money. You must always

get that here, or we lose. We know it.



=4We Dll-T-Terrent Sizes llini CuTT
Makfin a Unfit of Comlileteness

CASTIGLIONI COMPANY
LOCKETS

THE LINE THAT MADE US FAMOUS
PRICE

Never before has it been possible for a JOBBER to secure FIVE DIFFERENT
SIZES of CUFF LINKS of the same design from one manufacturer. Rather
he has had to take two or three designs from various manufacturers and
make a poor job at matching them up.

Glance at the illustration showing but one design of TEN, each design
having FIVE different sizes. Made in all weights of 10 Karat Gold at prices
as low, if not lower, than now paid for poorly matched assortments.

All bother, all worry, all fussing at an end.

Also made in STERLING.

Every link has our double expansion brace shanks, thus insuring great
strength. A feature alone that recommends it to the progressive Jobber.

Our men are now out, prepared to show you. Ask about this proposition.

Samples Sent to Any Live Jobber that Can't Wait for Our Men

Now we are ready for you. We told 
you some time back we would

have some new designs to show, and 
here they are. Not all that

we have to show by any means, 
but a few of the choicest,

selected with care, that you might 
judge for yourself just

what an inspection of our LOCKET
 LINE holds forth

to you.

Every detail has been carried out 
with much thought

from the design selected to the 
final finishing

touches of skilled workmanship.

  Jewelry Specialists 
lainlY9 um Sall)Ira St., PROVIDENCE, R. II.

Western Representative, CHARLES 0. PETTEY

These stairs denote the care taken 
in pro-

ducing our Lockets. The Line that has

made us famous.

tiktO ci g.,

Price, the top stair, does not denote

excessive charges made for in-

ferior goods, but rather denotes

that our final thought is the

Price.FINISH
We first see that

the goods are made

right and then figure a

modest price, quality, work-

manship, design, considered.

Large variety new designs in all Shapes, Sizes
and Finishes. Sample lines now being shown

If your Jobber does not carry our line, 
write us

and we will put you in touch with one who 
does.

WIGHTMAN & HOUGH CO Main Office and Factory

. Providence, R. I.
New York Office, 15 Maiden Lane

Irr In either Aluminum, Coldoin, or White Metal. Coat Chains come only in the two
Itl...latter grades. Either engraved or plain as desired. Sell at a price that produces
business. -May we not send you a sample 

plain,
and descriptive photographs of this

line? We make Rings Brooches. Stick Pins Lockets Shirt Waist Sets, Baby and
Beauty Pins, Fobs, Neck Belt, Hat, and Dutch Collar Ana, etc., in Roman or Silver
Finish. These goods are furnished plain or engraved, as desired.

Write and ask us for Illustrations, Prices and Samples, FREE

ATTLEBORO Box 653 MASSACHUSETTS

Factory, 116 Chestnut Street, PROVIDENCE, R. I.

MANUFACTURING JEWELERS

NEW YORK OFFICE: 71 Nassau Street, Room 120
4

Representative, CHARLES ALTSCHUL

Pacific Coast Office:

SAN FRANCISCO, CAL., 710 Jewelers' Building

J. H. MERRILL

CHICAGO OFFICE: 505 Powers Building

M. NEUBURGER



Bracelets, Chains and Novelties
for the Gentle Sex

Made from a superior GOLD-FILLED stock, fashioned by superior work-
men into artistic designs. 1 The extensiveness of our designs admits of a
better comprehensive selection than is offered by any other manufacturer.
ci Every article stamped HL and absolutely guaranteed. J Our chain linefor men far exceeds any ever shown. J Some new patterns in GOLD-
FILLED and PLATINUM finish worth knowing about. J Coat andWaldemar Chains have an exceptionally snappy look, finished in either of
these qualities. J Our Resume

Waldemar Patent Bracelets
Vest Chains Coat Chains
Dickens Fobs
Ponies Bracelets

La Vallieres

Festoons
Guards
Operas
Scarf Pins

They Will Be All The Rage This Summer

WE HAVE SOMETHING NEW IN 
BRACELETS

As Good as Gold at lAth the Cost

M.S.& S. 14 K. GOLD SHELL 
BRACELETS

Polished and English Finish. Plain, Engraved and Chased

• PROVIDENCE, RHODE ISLAND
NEW YORK OFFICE, 6 MAIDEN LANE 

Makers of HIGH GRADE GOLD-FILLED and STERLING SILVER
CHAINS, BRACELETS and NOVELTIES

Send for our booklet on HL Jewelry. It's full of FACTS. GOODS stamped HL are live sellers.

Two Live Mid-Summer Sellers
MESH BAGS and BRACELETS

This design is the latest creation of the master die art,
embodying the hand engraving and etching

MADE IN THREE SIZES
No. 178. 5 1-2 inch Frame
No. 179. 6 1-2 inch Frame
No. 180. 8 inch Frame

All our Mesh Bags are made by
hand labor, thus assuring us that
each link is properly jointed.
We use 10 per cent. German

Silver stock in making of Frames and
Links. Heavily Silver Plated, Grey
Finished Top. Best White Kid
Lining with Coin Pocket.

Each Bag is carefully inspected
before leaving our factory.
We have a booklet showing many

more designs and quoting prices. It's
yours for the asking. Our Salesmen
are now starting out showing new
Fall designs of Sterling Toilet Ware
and Manicure Articles. The New
Fall Catalog containing a full descrip-
tion of these goods will be ready by
August 15th. Send us your name
that we may put you on our mailing
list for one of these.

No. 5000 S. Hand Engraved and Engine Turned

SELECTION PACKAGES SENT

TO RESPONSIBLE JEWELERS.

Made in sizes 6, ó4, 7, 7 Standard Bracelet Oauge

30 ..S-TYL,S

Hand Chased. Old English Finish
The above bracelets are made from high-grade, gold-filled, seamless
tubing with secret catch and spring joint. Each bracelet has our
guarantee to stand all tests and each is stamped with our trade-
mark, W. B. Co. Pamphlets or samples will be sent to any reliable
jeweler. Drop a postal today.

WM. BENS COMPANY
PROVIDENCE RHODE ISLAND

BRANCHES AT  
CHICAGO DETROIT SAN FRANCISCO

The Wellington The Cadillac Jewelers' Building Trade-Mark



JUST DROP US A LINE FOR A SAMPLE PAIR

THEY'RE

FREE

Double Post

Expansion Lever

Cuff Links

The Link You

Have Been

Looking For

Early Summer Sellers forWide-Awakes!

The most practical, mechanically-perfect Cuff Link on the market. For soft or stiff
cuffs. Operates with one hand. The Link that has taken the country by storm.

WINTHROP MFG. COMPANY, Mall: ift'aecLirsin g Attleboro, Mass.
NEW YORK OFFICE, 15 Maiden Lane, Room 1609

SOLD THROUGH JOBBERS ONLY
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507 I. COAT CHAIN. Attractive ! Neat ! Sells readily at $1.50 to $2.00 
each

. vole ••• 4. 0. 0.. Ar OOO -e / ,

1730 XX. STERLING FRONT TIE CLASPS. Quick Sellers.

Retail at 50c. and up, each

I
i /

\\ t?
i )

Ii .
tc.■ (,)

\\ '

) I 1)

t

■ ,508
508 T. GOLD-FILLED COAT CHAINS. A Big Seller. Retail at $1.00 to $1.50 each

The exercise of woman's prerogative—that of changing her mind
—is what fluctuates the market demand.
The summer trade will demand small, dainty, nobby designs in
HAT PINS. Just the delicate finish to the hat to properly hold
it in place and at the same time act as an adornment.
As usual, Heller has created some unusual designs, distinctly
individualistic of his workshop.
This reproduction but portrays a few — a very few—of a most
extensive variety. An inspection of the rest is yours for the asking.
The Whitestone effects are very touching and appealing, and will
surely create trade.
These new Hat Pins come entirely of best imported brilliant
Whitestones. We will likewise furnish designs interspersed with
either Olivine, Rose, or Sapphire. Just as your particular trade
dictates. Ask us to send you you a selection!

Send for Pamphlet, Descriptive of Heller's
White Stone Goods. It's a Business Builder.

1856 B.

GOLD-FILLED ASCOT TIE SAFETY PINS.

Retail 35c. to 50c. each

WHITE STONE JOSEPH W. HELLER ANUFACTURINGCO.• JEWELERS

129 EDDY STREET PROVIDENCE, RHODE ISLAND

4 R. STERLING SILVER SHIRT 
WAIST RINGS.

Assorted Stones. Retail at 75c. to $1.00 each.
Order this dozen.



Cl Designed to meet
'all that vast movement
now springing up. You
will have a demand for
these. Are you pre-
pared ? Either retails
for 25c. and up, and
makes a handsome
profit. On bar pin of
badge we will stamp
name of State in lots of
one gross or more.
Fobs can be sold where
Boy Scout has watch
and Badge where Boy
Scout wishes to wear
on waistcoat.

In placing advertising a first
consideration is : What medium

stands highest with the people you

wish to reach?

American National Retail Jewelers' Association

Annual Conventions and Their Work 

A Trade Opportunity in June 

Annual Conventions:

Arkansas . 
Indiana
Illinois
New York. 
Oklahoma  
Pennsylvania  

929
912

 921
 935
929
977

 975

1023

 991
Our Combination "Comfort Case"
which contains a Puff Box, Mirror,
Dime and Nickel Coin Holder, also a
place for Cards, is one of our latest
and best sellers.

gir Made in handsome etched pat-
"JJ terns, satin finish, with polished
edges or plain polished, they present
a most striking and alluring appear-
ance. Sure to please the progressive
women folk. Saves time, saves trou-
ble, saves space.

BRISTOL SILVER is a fine white metal resembling sterling silver and not
easily dented — the only real substitute for sterling.

SILVERSMITHS AND MAKERS OF STERLING PLATED WARE,
LEATHER FOBS, MESH BAGS, NOVELTIES, ETC.

ATTLEBORO .*. MASSACHUSETTS

Reason dictates that the best
medium to use is your prospective

patron's "favorite journal "— the

one paper he believes in and never

fails to read.

Your advertisement is thus
assured a friendly introduction

and a favorable first impression

which is especially valuable to a

new advertiser.

You any lot or single piece of mounted diamond jewelry—
large or small—do not turn 11101 down absolutely, send the
goods to me for a

When you advertise in

such a journal your good faith is

promptly taken for granted, and

your offer considered on its merit.

The quality medium of the
jewelry and kindred interests is

THE KEYSTONE.

and save all trouble and worry. I pay all express charges and insure the goods in transit. I have been
business right here for 19 years, and can give the very best references as to responsibility on application.
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TEA WARE OF QUALITY
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The Keystone as a Semi-mon
thly

With our next issue we inaug
urate the

semi-monthly publication of this 
journal.

Beginning with July 1st the trad
e will re-

ceive two issues each month, o
ne to be

mailed on the 1st and another on
 the 15th,

making twenty-four issues per year
 instead

of twelve as at present.

In making this departure we are 
happy

in the assurance that it will be rec
eived with

universal approval by all branches
 vf the

trade. The change was, in fact, fi
rst sug-

gested and urged by our readers,
 and its

adoption, after mature deliberatio
n, is in

response to such importunity as 
well as

to meet modern trade condition
s and re-

quirements. Our subscribers are n
aturally

pleased, as it will mean much grea
ter value

for their investment, and the few wh
o are

still non-subscribers are showing 
their ap-

preciation by promptly taking adv
antage of

this offer of twenty-four issues 
for $1.00

per year.

In view of the change above ann
ounced,

it is interesting to recall that the fir
st num-

ber of TIIE KEYSTONE was issued
 in No-

vember, 1882, and a comparison of 
the first

four-page issue with the present 
number

will convey a very accurate impr
ession of

the progress made in the jewelry trad
e dur-

ing the past thirty years. As this 
publica-

tion in its present form represents what

many consider the ideal in a trade jo
urnal,

its history embodies not only the st
ory of

the development of the jewelry trad
e and

industry, but also the evolution of
 trade

journalism, which is now so powerful
 and

essential a factor in the industrial de
velop-

ment of the country.

When TIIE KEYSTONE first saw the lig
ht

the so-called trade journal of the time 
was

a nondescript advertising publication, 
with

the literary matter devoted mainly 
to in-

sincere and indiscriminate puffery o
f the

business and goods of its advertising

patrons. Its value to the advertiser was

little and to the readers less. There are

even to-day trade papers of this primi
tive

character, but they are mere lingere
rs on

the modern industrial stage and subsist

largely on the charity and indulgenc
e of

liberal-minded advertisers.

TIIE KEYSTONE inaugurated the policy 
of

devoting the reading pages to the rea
ders

and the advertising pages to the advert
iser,

with increased benefit to both. It also

inaugurated the modern idea of edu
cating

the trade in all branches of up-to-dat
e mer-

chandising, thus enabling them to reap

maximum profits from their business 
and

safeguard their position in the mercan
tile

world. This publication has seen thou
sands

of jewelers develop from mere tr
adesmen

into progressive, capable and successful

merchants, and has thus been rewarde
d by

the fulfillment of one of its chief p
urposes.

It is to enable us to continue this 
work

more expeditiously and effectively th
at we

have changed our publication to a 
semi-

monthly,
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The Courts Sustain Stamping Laws

A notable development of the times is t
he

world-wide movement to place business 
of

every kind on a firmer basis and to re
duce

to a minimum the element of risk. An
 im-

portant result of this movement in the

jewelry trade is the stamping legislatio
n of

recent years, which has already foster
ed a

greater sense of security, both among
 the

retailers and public, and a better appre
cia-

tion of recognized quality. The succes
s of

the efforts in New York City to enforce
 the

provisions of the State stamping law w
as a

source of much gratification to the 
trade,

who will be equally pleased to learn th
at the

Canadian courts have put the stamp of
 ap-

proval and constitutionality on the 
some-

what rigid stamping law recently pas
sed in

that country.

A provision of the Canadian law 
not

found in the stamping enactments 
in the

United States, is as follows :

Every one is guilty of an indictable offense

who, being a dealer, makes use of
 any printed

or written matter or advertisement, or applie
s

any mark to any article of any kin
d referred to

in section 13 (gold and silver plat
ed ware), or

in section 14 (electroplated ware), 
guaranteeing

or purporting to guarantee such ma
tter that the

gold or silver on or in such article 
will wear or

last for any specified time."

Several prosecutions were lately insti-

tuted by the Government under this s
ection,

and in each case the court decided in 
favor

of the prosecutor. One of the most im-

portant of these had to do with the m
atter

of gold-filled watch cases which were
 guar-

anteed to wear for a certain numb
er of

years. In its decision the lower court sus-

tained the Government and the case 
was

appealed, the defendant claiming th
at the

act was unconstitutional in that the 
Gov-

ernment had no right to enact legi
slation

that would nullify a contract such as
 the

guarantee created between the buye
r and

the seller of the watch. The Court of

Appeals thought otherwise, sustaine
d the

Government contention, and established

definitely the constitutionality of the 
Cana-

dian stamping law.

The favorable decision in the several 
test
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cases has resulted in an announcement,
through the Government prosecutor, that
the law would, in the future, be rigidly en-
forced, and that he would hereafter insist
upon the enforcement of the subsection of
the act, which reads that all the articles of
jewelry stamped in violation of the law
shall be seized, broken in such a manner as
to become unmarketable and only good for
sale as old metal. "I make this statement,"
said counsel for the Government, "for the
benefit of the trade, and after due warning
they may take what precautions they may
see fit." As a matter of fact, in a later
case the guaranteed article was confiscated
in addition to a fine being imposed on the
vendor.

The above is interesting to our readers
as the latest triumph for the trade in the
enforcement of stamping legislation. The
universal movement in the direction of
quality and honesty in representation is
yearly gathering force, and much encour-
agement will be found in the Canadian de-
cision. It suggests, too, to the jewelers of
the United States, the possibility of widen-
ing our own stamping laws to cover the
same range of gold and silver wares as does
the Canadian legislation.

The Annual Conventions and Their
Work

If any member of the jewelry trade should
desire an encyclopedia of practical infor-
mation on his business and trade we
could recommend no more serviceable and
comprehensive compilation than this issue
of THE KEYSTONE. We can do this with-
out egotism, as its great wealth of conven-
tion reports, papers and addresses gives it
the character of a special issue, compiled by
the trade for the trade. In its pages will
be found reports of the following State
societies : Indiana, Pennsylvania, Illinois,
New Jersey, Oklahoma and New York, and
each of these, we are informed, was able
to boast of a larger attendance than ever
before and more successful meeting in
work accomplished, as well as in numbers.•
As this journal has labored earnestly to
foster the spirit of good fellowship,
fraternity and co-operation among the
trade, we are naturally gratified at the sub-
stantial measure of success achieved. There
are still a large number outside the fold,
however, and we would commend to their
special attention the contents of this issue,
which no jeweler can peruse without realiz-
ing not only the necessity of organization,
but also its vast advanced possibilities in
bringing about complete trade regeneration.
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Fortified in our argument by the conven-
tion reports in this issue, we would make
yet another appeal to those outside the or-
ganization who may still have the old-
fashioned idea that these bodies are asso-
ciations of malcontents with petsonal axes
to grind. A perusal of the reports will
convince the most incorrigible doubter that
the purpose of organization to-day is not
merely to give united expression to a spirit
of discontent, to exploit petty grievances or
to force special privileges by agitation and
threats. Rather is it animated by the spirit
of brotherhood and mutual toleration char-
acteristic of this new century, by a desire
to further the interests of all by the eleva-
tion of the individual, and by a laudable
ambition to make its membership worthy
of such consideration and privileges as they
justly claim to be their right.

As we have stated over and over again,
the modern organization meeting is not
a mere instrument of protest and recrim-
ination; it is a practical business school
wherein is imparted information which the
members can convert into dollars; a social
club which cultivates a spirit of mutual re-
gard; a clearing house of trade ideas, where
the best methods of business-doing are
made common property and where all are
placed on a more even plane in the com-
petitive struggle inseparable from modern
business-doing. No member of the trade
can become a member of a strong organiza-
tion of his fellow craftsmen without feel-
ing his position strengthened and his self-
reliance fortified, and none can attend a
modern convention without becoming, at
least in a small degree, a better business
man and a more tolerant as well as a more
resourceful competitor.

A glance through the convention pro-
grammes shows impressively that business
education and mutual improvement are the
chief purpose of these gatherings. Almost
every conceivable subject of trade interest
is covered and the various papers reflect
most favorably on the intelligence, business
capacity; public spirit and broadminded-
ness of the progressive jewelers of the
times. Our readers can await another feast
of valuable matter in our next issue, as
many conventions are scheduled for the
present month:

North Carolina Retail Jewelers' Associa-
tion, Greensboro, July 4th and 5th.
Kansas Retail Jewelers' Association,

Hutchinson, June 5th and 6th.
Oregon Retail Jewelers' Association,

Portland, June 5th and 6th.
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Iowa Retail Jewelers' Association, Des
Moines, June i3th to 15th.
North Dakota Retail Jewelers' Associa-

tion, Grand Forks, June i3th to 15th.
West Virginia Retail Jewelers Associa-

tion, June 19th and 20th.
Missouri Retail Jewelers' Association,

St. Louis, June 19th, 20th and 21st.
Ohio Retail Jewelers' Association, Cedar

Point, June 26th, 27th and 28th.
Colorado Retail Jewelers' Association,

Denver, June 27th.
Virginia Retail Jewelers' Association,

Norfolk, June 28th.
Wisconsin Retail Jewelers' Association,

Milwaukee, July nth, 12th and 13th.
American National Retail Jewelers' As-

sociation, Richmond, August 1st to 4th
inclusive.
Most interesting of the above, with the

exception of the national convention, will
be the meeting of the Iowa association,
which will be conducted on a new plan, as
explained elsewhere in this issue by the
president of the association.

The Iowa Idea
Increasing interest is being taken by the

trade in the new kind of convention planned
by the officers of the Iowa Association, and
the trade at large will await with eagerness
the outcome of the experiment. The latest
circular issued to the trade of the State by
the president of the association described
the convention planned as follows:

This convention is going to be a business con-
vention for the purpose of dispensing business
information and business knowledge, as near as
human ingenuity can come to it. But in addition
to this it is also going to be a buying convention
for the jewelers of the State who wish to take
advantage of an opportunity that no other con-
vention has ever offered. There are hundreds
of jewelers in this State who for various reasons
cannot go to the central markets to do their buy-
ing, so for this reason we have made it possible
to overcome all this by bringing the central mar-
ket to our very doors, so to speak, and under one
roof at that. This feature will enable us to select
our stock for immediate or fall use while attend-
ing the convention.
Every line usually carried in a jewelry store

will be represented. No one will be unduly urged
to buy, but the goods will be there if you want
them ; and remember that every dollar's worth
bought pays the association a small percentage,
without adding one penny to the price of the
goods. This new feature of conducting a con-
vention will save hundreds of us a great deal of
money, and time as well. On account of all the
various lines being under one roof we will be
able to select our fall stock in one-tenth the time
it would take should we go to the city, and the
expense will be eliminated.

Much has been written in recent years
with the purpose of impressing on the trade
the advantages of purchasing stock in the
large supply centers. A considerable pro-
portion of the trade have made it a custom,
in fact, to make periodical visits to the
large markets and they have been much en-
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couraged in this direction by the various

associations of manufacturers and whole-

salers organized in many of the large c
ities,

who secured advantageous railroad 
rates.

The convention plan originated by the 
Iowa

brethren would serve as an excellent sub-

stitute for these trips to the big cities, 
as

it would bring comprehensive stocks 
right

to the trade. The selection of stock in 
this

way must needs be more satisfactory 
than

buying from samples submitted for inspec-

tion by traveling salesmen or by catalogues.

The merchant who buys at home, if he

wishes to see all the patterns and novelties

of the season, must examine the contents

of hundreds of trunks or sample 
cases,

which will extend over the whole season,

and as only certain samples are before him

at one time, the opportunity for comparison

is practically lost. It would seem reason-

able, therefore, to expect satisfactory re-

sults from the Iowa plan, the extension or

discontinuance of which will doubtless be

decided by the outcome of this first ex-

periment.

Needful Legislation for the Jewelry

Trade

The end of the present convention sea-

son will find the jewelry organizations

sufficiently powerful in numbers and in-

fluence to take an active part in procur-

ing much-needed legislation. It is a some-

what remarkable fact that the optical or-

ganizations have been so notably successful

in securing such legislation as they desired,

while the jewelers, from whom the opti-

cians were largely recruited, have to their

credit only the stamping legislation, which

needs considerable amendment to make it

thoroughly effective.

Probably the most crying need of the

trade at this time is legislation which

would prevent fraudulent advertising in

the way of misrepresentation in illustra-

tion or statement. Such a measure was in-

troduced in several State legislatures, but

it is probably too early to expect material

results from this campaign. We would

commend to the jewelers, however, the ex-

ample of the opticians, who in addition to

having their measure introduced, conduct

personal campaigns in its favor, each one

endeavoring to influence his Senator or

Representative, a committee working in-

dustriously at the same time in the State

Capitals while the measure is under consid-

eration. • It was the boast of one of the

most brilliant and aggressive leaders in the

American Medical Association that no op-

tometry bill would be passed at the 1911
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sessions of the various legislatures, yet by

the earnest work and methodic campaign-

ing an eastern and a western State achieved

signal victories in face of the strong, or-

ganized opposition. Agitation of such sub-

jects at jeweler's conventions is, of course,

a necessary preliminary, but without such

individual, collective and intelligently

directed campaigning as has been done by

the opticians, results cannot be expected.

One would naturally suppose that a

measure so much in the interest of the pub-

lic as a law against fraudulent advertising

would be practically unopposed, but the

slight experience which the trade have al-

ready had has proved conclusively that this

is not so. Powerful influences to defeat a

measure of this character may always be

anticipated, and the task of securing this

legislation will be correspondingly difficult.

A measure permitting the trade to dis-

pose of unclaimed repairs is not likely to

meet with any such opposition, and the se-

curing of this legislation would seem to call

for comparatively little trouble or expense.

We notice that the local jewelers' as-

sociations and merchants' associations are

having much success in their efforts to sup-

press itinerant venders and fake auction

sales. A number of such instances have

been brought to our attention in recent

weeks, a sample of which is the following

from New Castle, Ind.:

A jeweler and two assistants were arrested

here on warrants sworn out by the 
merchants'

association, charging them with selling as t
ran-

sient merchants without taking out a county

license, as provided by law. The jeweler was

conducting an auction sale of jewelry. After the

arrest each of the three men furnished 
bond in

the sum of $75 each and were relea
sed. The

jeweler claimed he intended to locate in New

Castle permanently and the cases against 
him and

his assistants will be continued for an 
indefinite

time to see whether or not he does.

The trade have suffered much in the past

from these auction sales, and it is gratify-

ing to find that this particular form of trade

abuse is being effectively suppressed.

World's Production of Gold

The production of gold in 1910 by the

various countries of the world, according

to the London Economist, reached a 
value

of £93,355,863, or at the rate of $5
 per

pound sterling, a total of $466,779,315.

This total includes an estimated output 
of

Russia, whose figures are not available 
for

1910. Of this total the British Empire 
pro-

duced 56.7 per cent, valued at 1
32,927,842

($164,639,210). The United States pro-

duced 20.6 per cent, or more than one-
fifth.
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Marvelous Gem Display at the

Coronation

The passion for gems, which s
eems to

be an innate characteristic of 
humanity,

whether in savagery or civilization, will

be shown in an impressive manner 
at the

forthcoming coronation ceremonies in Eng
-

land and India. It is generally conceded

that no such marvelous display of 
priceless

gems and jewelry as that at the 
forthcom-

ing coronation was ever beheld by 
human

eyes. A foretaste of the real display,

through the influence of a member of 
the

royal family, was afforded to the Lo
ndon

public by a partial exhibit of the mag
nifi-

cent tiaras to be worn at the great fun
ction

by the princesses and peeresses.

The gem display, marvelous as it will 
be

at the coronation in London, will 
become

comparatively insignificant when compared

with that which will be seen later 
when

King George is crowned Emperor of 
India,

in that wonderful land of jewel 
treasures.

Many of the Indian prices have no
table

collections of enormous value, and prac-

tically all of these will appear on their per
-

son or on their caparisoned elephants 
on

this occasion. These extraordinary gem

exhibits have a personal interest for every

jeweler, inasmuch as they always give a

very material impetus to the gem trade
.

The amount of money expended in th
e

purchase of gems for the occasion will

reach a 'vast sum, and more important 
still

will be the effect on the public gene
rally

of these barbaric displays by the world 
of

fashion.

In connection with the above, it is quite

remarkable that in the general dullness in

lines handled by the jewelers the bus
iness

in gems has been remarkably sust
ained.

This is reflected in the continued large im-

ports. It is officially stated that the impor-

tation of diamonds to this country for 
the

first ten months of the fiscal year e
nding

June 30th indicates that the total receipt
s

for the year will nearly equal the figures 
of

1910. Thus far a total valuation of $7,-

582,736 is placed on the cut and uncut dia
-

monds and pearls brought into this country

through the port of New York, where 95

per cent of the gems are received. 
Last

year the total imports were valued at $44,
-

885,057.25. The figures for the fiscal year

ended June 30, 1910, broke all records in

the diamond trade, and while the 
figures

this year will probably not be quite as 
large,

the total for, the year will be well above 
the

average of the last ten years.
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Simmons Chains sell for
less; but you net
greater profits

You can make more money in the sale of a solid gold chain
than a Simmons chain.

But that isn't the idea—

Simmons chains do not compete with solid gold.

By teaching the public style and appropriateness we are
creating new buying wants—developing new customers--reselling
your present ones.

Our advertising is showing that the Simmons process
—saving the gold at the center--makes it easy to fill the
wants—easy for the public to buy—for you to sell.

Aggregate sales are greater and so
profits.

It would pay you to connect with this idea whether
we were advertising or not. Act now!

Distributed through Wholesale Watch and Jewelry
Houses.

are your net

R. F. SIMMONS CO., Attleboro, Massachusetts

Our Fall line is now being shown to the
Wholesale Watch and Jewelry Houses

SIM1ONS
Cilfil(15 F'0135

•

Simmons Lorgnette Chain
without slide

Simmons Waldemar Chain
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A Trade Opportunity in June

By JOHN TWEEZER

In the March number of this journal

I directed attention to the great 
possibili-

ties of profit to the jeweler in 
exploiting

the Birthday as an event to be mor
e gen-

erally commemorated by the giving of

gifts. I now point to another occasion,

never heretofore made the most of by the

jewelry trade as a whole, where the work-

ing out of a carefully-prepared scheme o
f

advertising should add much to the volume

of his business in the usually dull month o
f

June. My idea is to stimulate a wider and

more general observance of Graduation

Day, and to foster the fashion of giving

gifts to the one graduated.

The June "Commencement Day" is of

course recognized by the jeweler of these

times as an opportunity for profit, and he

makes more or less effort to coin this op-

portunity into money; but the trade in gen-

eral makes rather "less" than "more" effort

to give to the event the important place it

deserves in the calendar, to the loss of his

potential profits.

It is unquestionably true that the day

on which he, or she, graduates—whether

from college, high school or public school—

is, to the pupil, the most important day in

his or her life, up to that date; and, indeed,

no subsequent day, except the wedding day,

has quite as important a place in the young

person's history. It is a really great event

in life, from the student's viewpoint ; and it

is unique—it comes only once in a life.

Christmas and the birthday come around

every year and "custom dulls the edge of

joy"; but Graduation Day stands out as a

singular event, side by side with the wed-

ding day; a bigger fact than the first long

dress, the first dance, or the first going into

business. It is a day apart.

The reasonableness of commemorating

this important day is therefore apparent;

and the public is never deaf to a reason-

able proposition. The logic of the situation

is all with the jeweler in urging on relatives

and friends that they make gifts to the

young graduate in celebration of his, or

her, eventful day. And happy he, if he suc-

ceeds in starting the fashion in his com-

munity of generous giving on Commence-

ment Day—not only by relatives, but by

friends as well; for the fashion, once

started, will stay.
To start this fashion (if he is not him-

self the "most prominent citizen" or the

social leader whose dictum is the social law
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of his community) the jeweler must put to

work all the influences of suggestion,

through advertising in all its best forms—

in newspapers, window displays and sealed

circulars.
Some sample advertisements, with this

purpose in view, are shown on the other

side of this page. Following is a sugges-

tion for the Graduation Day window:

* * * * * *

Supply yourself with a plentiful stock

—several dozen—of school and college

flags. (If your local high school, or some

other school in your vicinity, is anticipating

commencement, the flag of that school

should predominate in your display; but

you must keep in mind that many boys and

girls of your town are in distant schools

and colleges and the parents and friends

of these, also, are prospective buyers of

graduation gifts, and these, too, must be

influenced by your display. You would do

well to ascertain, if possible, where thes
e

absent scholars are attending school, an
d

provide flags of these particular schools. It

will be a clever diplomatic stroke.)

Drape these flags across the back

and sides of the window and suspend them

from the top.
On the floor of the window lay two

or three of the black graduation "gowns"

and a half-dozen "mortar-board" caps. The

display of goods will be made on these caps

and gowns.
In a back corner of the window pile a

lot of old, worn books—not neatly, but in

confusion, as if they were thrown aside.

Any kind of old books will serve the pur-

pose if those whose titles can be seen are

arithmetics, readers, Latin grammars and

other school books. These will represent

the work that is past.

In the opposite back corner make an-

other confused pile, to represent the pleas-

ure that is past. The items could consist

of a mandolin and the score of the schoo
l

song, a baseball and bat, a racquet, a basket

ball, a nearly empty box of candy, some

much-used pipes and an empty "tin" of to-

bacco, a mask, a pair of worn dancing

slippers, some theater tickets, etc.

In the back center place some new

things, arranged in an orderly way, to in-

dicate the new life which will "Commence"

after the "Commencement Day" of gradua-

tion. Thus, for the girls, have books like

"Household Recipes," "Marion Harland's

Cook Book," "The Home Dressmaker,"

etc., a rolling pin, needles and thread, some

patches, and other weapons of feminine in-

dustry; and for the boys a hoe, a ledger, a

new law book, and a dozen other objects

suggesting the work of the world. From

the ceiling in the back center suspend a big
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red ? cut out of cardboard. On th
e two

side piles place placards inscribed, "The

Past"; on the neat center pile, a 
placard

inscribed, "The Present"; on the inte
rroga-

tion point, "The Future."
The goods put on display (on the ca

ps

and gowns) should be a great v
ariety of

the giveable things for boys and girls,

young men and young women. The 
least

in value should be $1, and from that up to
gold watches and small pearl necklac

es.

Coincident with this window display

should be the newspaper advertising
 here-

tofore referred to.

Overloading

"It is not the load, but the over
load,

that kills," says the proverb. The camel

moves along under its great burden 
and in

time will reach its destination, but the 
fool-

ish driver lays another package on the 
load

and the camel's back is broken.

The American habit is to attempt to

carry the extra lG,d. We are not 
content

with doing a great deal ; we would 
do a

great deal and a little more. The "little

more" is what hurts.
A machine will stand a certain lim

it

of strain, and then break ; but we use 
these

patient bodies of ours, we tax these 
long-

suffering brains of ours as if they posse
ssed

a vitality that constantly renewed itse
lf and

was eternally enduring. We forget t
hat we

are most intricate and delicate machines

ourselves and that our limitations of en
dur-

ance are fixed and dare not be overst
epped.

Few men are worked to death by

physical labor ; for by a blessed provi
sion

of Nature a protest is made by fatig
ue and

the worker stops from necessity. The

brain, unfortunately, does not exhibit

fatigue with the same urgent insistence 
as

the body, and can be driven under the 
whip.

And we do drive it unmercifully—to 
our

ultimate cost.
The French and the German peoples,

and indeed most Europeans, order t
heir

business lives more sanely. They work

fewer hours, do not work under such t
ense

strain, take longer hours for rest and 
rec-

reation, and leave the shop behind the
m

when they close its doors. The Ameri
can

too often does as Stephen Girard decl
ared

he did, "take his business to bed with hi
m."

It seems impossible for him to throw 
off

his business cares with his office coat.

The inevitable accompaniment of over-

work is worry. It is worry that sends our

business men to the grave by thousands te
n

or twenty years before their time. It is the

demon of Worry that sits beside the m
er-

chant at his desk, draws deep furrows

through the junior partner's forehead and

chalks out the pink from the cheek of th
e

young enthusiast.
If one would avoid the penalty of

worry, let him heed the limitations of

Nature and stop short of overwork. Life

is too short to shorten it further. The

money made by overtaxing one's vitality is

a suicidal profit. That money costs too

'much which is obtained through the ha
rd

terms of the devil of Overwork.
J. T.
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Some "Ready-Made" Advertisements for June
To be used in connection with the window display described on other side of this page

"Sh G de ra uates Next Week
Father, mother, brother, sister, "nice young man"— get busy thinking on
what you will give her on the occasion. She deserves as fine a gift as you
can afford. I know what others are buying for Graduation Gifts ; and
while I shall mention no names I can help you to a choice that will save
you the mortification of giving too mean, or too fine, a gift. Let us talk
it over—and come before the choice things are taken.

SMITH FORTY-FOUR
MAIN STREET

Ct 

Everybody in Smithville
seems to be buyi1,0,-

Gifts for
Commencement

Days at the various schools and
colleges. It would be a pity if
your boy or girl did not get a
share. Make her happy, make
him glad, with the other boys
and girls who will be made
happy on that glad day!

Get it at Smith's

"Standing with relaclant feet

Wherethelaymktmdricermeet,

Womanhood and childhood sweet."

HE great event of her youth
is coming to pass. You should
mark it with a gift that will

express your joy at her success, and your
appreciation of all the hard work which
that success stands for.

Ube %wed OM
Grabuate

appeals to your generosity only ONCE
in her as a graduate. Soomake
Commencement Day still happier for
her by surprising her with a Diamond
Ring, or a gem-set Bracelet, or a fine
Necklace, or an exquisite little Watch,
or a new Toilet Set, or a Silver Purse,
or some other fine feminine belonging in
which young girls delight . . I am
providing many parents with Gradua-
tion Gifts for their daughters, and you
will find the fit thing here.

Smith Forty-Four
Alain Street

•

411 I have just unpacked the cunningestlot of little things in Sterling Silver,
which you will say are "just right '' for

Graduation Gifts from friends to HER at
the High School Commencement next week.
They'll go quickly

$1 to $5 Smith G-, Sons
o. 5)

Don't forget that
Billy Marshall will be

graduated on the 17th

Smith JEWELER M3a1Weert
cAre you ready with a
gift for him? Hurry
up ! See Smith!

gli LYou'll have many more opportunities to give
him Christmas and birthday gifts, for those

anniversaries come around every year; but this is
your only chance
to give him a Graduation Gift
Don't let the chance go by, for Commencement
Day, in his eyes, is the greatest event in his life, up
to this date. Whatever the amount you wish to
expend, you'll find the right thing at the right price, at

SMITH'S, 44 Main Street

COMMENCEMENT GIFT LIST

(Put here two dozen or
more giveable things, with
prices, suited for boys and
girls from 16 to 22.)

SMITH, 44 MEN STREET

.4. NM 

Whatever else you give besides,
include a RING in

Her Graduation Gifts
There's nothing she will enjoy more

—nothing that will seem to express

quite so much to her.

We have provided a particularly

beautiful assortment of Rings for the

Commencement season.

Prices range from $5.00 to $50.00

SMITH
44 MAIN STREET

,,
L,'•,..,,.

The Greatest Day
in the Boy's Life
is Commencement Day at College. Not
even his first pair of suspenders, or his
first long trousers, marked so big a day;
and no day to come, except his wedding
day, will' seem to him so important.

It Comes Only Once
in his life. Christmas, and his birthday,
come around every year; they are com-
mon, in comparison with Graduation
Day. . . Then why not commem-
orate the day by giving him a gift that is
“really worth while"?

A Fine Gold Watch
would be a constant reminder, in after
years, that his-parents appreciated the sig-
nificance, to the son, of the son's greatest
day. • . Le:. me show you the latest fash-
ion in Gold Watches for Young Men.

SMITH, 44 Main St.

June, 1911 THE KEYSTONE

System in a Jewelry. Store

Address by E. C. BOUCHER, Utica, 
before New York

Retail Jewelers' Association

From careful observation and compari-

sons it appears that the average jewelry

merchant does not carry out any system

whereby he is able to determine to his sat
is-

faction whether any particular branch 
of

his business is a paying proposition, or
 in

fact whether his business as a whole
 is

giving him proper returns on the money in-

vested and the energy exerted to carry it

on. If he is able to meet his obligations

on settlement days and draws enough from

his business so that his family is living in

comfort, and occasionally enjoy a few lux-

uries, he apparently contents himself with

the thought that his business is going along

smoothly enough. He does not care to bur-

den himself with the small details of a sys-

tem whereby he could determine to a cer-

tainty just where he stood at all times, and

whether he was progressing as a whole,

standing still, or possibly going backward.

To a great many of you this may appear

extreme, but as a matter of fact, how many

of you can tell absolutely what percentage

your actual expense of doing business last

year bore to your total sales? Without

this knowledge how can a retailer deter-

mine what margin of profit above cost must

be added to merchandise in order to realize

a net profit? Lack of system in this matter

has led a great many jewelers to make sales

on a margin that appeared to them ample

enough, whereas as a matter of fact they

did not carry the burden of store expense,

to say nothing of a margin of profit.

In a business embodying so many differ-

ent branches or departments it would seem

to be of the utmost importance—in fact an

absolute necessity—for the merchant to

know at the end of each business year

whether it is paying him to carry on these

several departments or whether they are

an actual expense to maintain. When the

systematic merchant discovers a depart-

ment that is an expense to maintain he im-

mediately adopts methods to make it self-

supporting and ultimately a paying one.

The question of system, however, is one

which can be carried to extremes, and our

purpose here is merely to cover what

should be considered the essential points,

and eliminate anything which might appear

superfluous or burdensome.

Costs. The ideal store enters the costs

on their books as well as the selling price,

so that at the end of each month the gross

profit on sales for that month can be deter-

mined. A summary of these at the end of
the year determines the gross profit for the
year, and the expenses deducted therefrom

shows the net profit.

Expenses. How many jewelers take into

consideration all the different items which

enter into the actual expense of doing busi-

ness? The following list is comprehensive

and practically covers the average store:

Rent, heat, light, pay-roll, salary, advertis-

ing, insurance, boxes, phones, stationery,

express, postage, interest, window trim-

ming and general expense.
By being systematic in charging over to

the proper accounts all moneys paid out

'covering all items of expense, a definite

knowledge of the amount of each account

for each year can be determined. A sum-

mary or recapitulation of the several ac-

counts at the end of each year will enable

the jeweler to ascertain his total expense of

operation, and the amount that this bears to

his annual gross sales will determine the

percentage of cost of doing business.

Jobbing Departments. A good system to

adopt in these departments would be to

classify them, such as: Jewelry, jobbing,

watch jobbing, clock jobbing, engraving

jobbing and optical jobbing.

Enter accounts with each one where

proper credits and charges can be entered.

By crediting each day such amounts as are

taken in for each account and charging

over to each account all money paid out for

material, etc., each month, also the amount

paid for help in each department, in bal-

ancing at the end of the year the net pro-

ceeds of each department is ascertained.

To simplify the daily entries the first letter

of each department can be used instead of

the entire name, as each one begins with a

different letter.
Inventories. Be systematic in taking an-

nual inventories and closing up your books

for the year, as no business can be con-

tinuously successful which does not adopt

this plan; and the satisfaction of knowing

how successful the year has been is worth

all the effort put forth to accomplish this

end. But be honest with yourself in taking

your inventories, and list your goods at

what they are actually worth to-day, not

what they may have cost you many years

ago. Don't be like the jeweler who took

inventory and then went home and told his

wife they were worth $4o,000. The poor

fellow died and his wife realized about io

per cent. of what he thought he was worth.

Dishonest Advertising

The next great moral step that needs to

be taken in this country is a reform of ad-

vertising. When a plain American citizen

goes into a grocery store to-day he has rea-

son for rejoicing. He sees canned string

beans frankly confessing that they are

chemically colored, and he reads : "Camem-

bert style cheese, raspberry flavor jam."

All this because of the pure food and drugs

act of 1906! We may not yet have really

pure food, but at least we come much nearer

than we formerly did to knowing what we

buy. There is the same need for a "pure

food law" in advertising.

The dishonest advertiser relies upon the

credulity of the customer whom he reaches

through print. Placed side by side with

news that is supposed to be true, and with

reputable advertising, the fraudulent state-

ments enter the purchaser's home under
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cover of the excellent company in which

they appear.
At present there are only two checks

upon the dishonest advertiser. One is the

readiness of the postal authorities to pro-

ceed against those who make fraudulent use

of the mails. The other is the conscientious

publication which refuses to accept dubious

advertising. A wide field is left uncovered.

The great hope for the future lies with

the newspapers and periodicals, or rather

with their readers. When those readers wake

to a knowledge of their power and insist

upon their rights, the matter will take care

of itself. Every really high-mivded publi-

cation—every one that is fit to take into a

home—is conducted upon the same prin-

ciple toward its subscribers that a gentle-

man maintains toward his family and

friends. The gentleman will introduce no

one whom he does not believe to be clean

and honest. The publication will allow no

one whom it even suspects of being a

swindler or otherwise objectionable to hide

within its covers.

You can judge a periodical as surely by

the kind of advertising it prints as you can

judge a man by the company he keeps.

Radiometer as Window Attraction

J. R. Jarrell, of Durant, Okla., recently

exhibited in his show window a device that

attracted much attention. A local' paper

describing it says:

"It is something after the fashion of the

toy windmills placed upon the gateposts by

small boys, only it occupies an airtight glass

bulb and runs continuously. There are four

paddles extending from a pivot which rests

on a glass tube and is also supported by a

glass tube at the top, the paddles are cov-

ered with quicksilver on one side and some-

thing like lampblack on the other, and the

machine looks quite simple. But what

makes it run ? is the all-absorbing question.

Crowds of people have thronged about the

window all day and have watched the

critter perpetualize itself, and then walk

away with a shake of the head, unable to

solve the mystery."

Our readers will recognize in this de-

vice the radiometer, which is by no means

a novelty. Its purpose was to exhibit the

energy of the sun's rays. In Germany it

is known as a light mill and has been

adapted as a photometer. Either light or

heat will operate the mill, which will begin

revolving when the disks are exposed to the

influence of either agent. The speed is pro-

portioned to the intensity of the light or the

quantity of heat. Two candles produce

twice the effect of one and the flame of

magnesium wire makes disks turn around

with great rapidity. The theory of the mo-

tion of the vanes is that it is really a

thermal phenomenon. Under the action of

the radiant energy directed in upon them

the dark faces, absorbing more energy, be-

come warmer than the bright faces, hence

an inequality of temperature is produced in

the highly rarefied gas, and this brings into

existence a stress which propels the vanes.



Fourth Annual Convention of the Indiana
Retail Jewelers' Association

The Indiana_ Retail Jewelers' Association held
its fourth annual convention at Evansville, May
2d and 3d. The weather was a bit chilly on the
opening day, but the welcome from the Evansville
jewelers was so warm and hearty that it per-
meated the entire atmosphere. The weather man
decided to do his part and turned on the sun. The
visitors grew more and more enthusiastic over the
beauties of the Crescent City (in its development
Evansville has followed the perfect crescent which
the Ohio River makes at that point), the fine park
system, the beautiful river views, the splendid
jewelry stores and the delightful hospitality of the
following gentlemen who form the Evansville
Jewelers' Club : C. F. Artes, W. Artes, 0. M.
Artes, A. Bitterman, J. Bitterman, J. P. Bittroff,
P. E. Buecher, L. Gumberts, C. Hewig, A. C.
Kleinlein, Henry Paul, J. H. Rohlander and J. L.
Thuman. A card of "Welcome" was displayed in
every one of their store windows.
The badges presented to the delegates were in

the shape of an oval button decorated promi-
nently with a river scene on the Ohio at Evans-
ville. The delegates were presented with cards
that gave them the privilege of the Elks' Club, the
Crescent Club and the Country Club during their
stay.
The registration of members at the head-

quarters, St. George Hotel, was as follows:
j. H. Arnold, Columbus.
Carl Brimhell and wife, Summitville.
H. H. Bishop, Indianapolis.
R. H. Barnett, Owensville.
Wm. J. Bretz, Huntingburgh.
M. 0. Cockrum, Oakland City.
Frank S. Crebs, Frankfort.
Albert G. Craig, Bicknell.
Philip Horr, Aurora.
Frank Haseltine, Kokomo.
Walter Mellor and wife, Michigan City.
J. H. Noyes, Osgood.
Geo. M. Kern, Indianapolis.
J. A. Oswald, Crawfordsville.
Wm. E. Bloomer, Swope-Nefh Jewelry Co., TerreHaute.
H. L. Rost, Columbus.
0. P. M. Squires, Laporte.
Marion Tindolph, Vincennes.
Fred Troster, Peru.
Herman Vollmer, Princeton,
Jos. Vollmer, Princeton.
J. C. Wagner, Vincennes.
V. S. Staley, Indianapolis.
C. A. Beer, North Vernon.
A. A. Beer, Versailles.
Frank Wann, Oxford.
C. F. Artes, Evansville.
Wm. Artes, Evansville.
0. M. Artes, Evansville.
A. Bitterman, Evansville.
J. Bitterman, Evansville.
John Bitrolff, Evansville.
P. E. Buecher, Evansville.
Louis Gumberts, Evansville.
Chris. Hewig, Evansville.
A. G. Kleinlein, Evansville.
J. II. Rohlander, Evansville.
J. L. Thuman, Evansville.
J. H. Miller (Per Beer Bros.) Evansville.

The convention was called to order in the
Evansville Business Association rooms on Tues-
day at 10.30 A. M. by President H. H. Bishop.
Secretary Oswald read the minutes of the last
meeting, which were approved.
There were twenty-six applications for mem-

bership, which were referred to the membership
committee, to be reported upon later. Then fol-
lowed the reading of the president's address,
which was listened to with much interest and was

heartily cheered by the members. After referring
to previous conventions of the association he said:

President Bishop's Address

We had a bill before the last Legislature on
fraudulent advertising which met the same fate
it .received in the Legislature two years ago.
Why? You ask yourselves the question. Do we
need it when you pick up one of our local papers
and read an advertisement like this : "14 k. gold-
filled watches for men and women ; value up to
$18.00 and $20.00, choice $5.95 while they last,"
and advertise Elgin watches about $3.00 in gold-
filled cases ? When you go to look at them have
the clerk tell you they have them, and find the case
marked "Elgin", with a Swiss movement. Do
we need such a law? These are only a few of
the misleading advertisements. You cannot pick
up a newspaper without running across something
of this kind. I would suggest that this associa-
tion employ a lawyer to push the bill it wishes to
get through. Another law that should be pushed
until it is a law is to allow a jeweler or anybody
else to dispose of repairs when left an unreason-

President Walter H. Mellor

able length of time. Every jeweler here who has
been in business very many years knows how re-
pairs of all kinds will accumulate and I know it
would surprise you the amount of money you
have tied up in them. I had an article called for
a few weeks ago that had been left with me for
over three years and over $3.00 charges on it.
I wish you would make a memorandum of these
two bills and look at it once in a while to keep
them in mind. We forget such things so soon.
I was informed during the year that there

would be a bill up before our National Congress
to stop certain manufacturers putting a fixed sell-
ing price on their product or a certain part of it.
The necessity of putting a fixed selling price on
certain articles the jeweler handles was brought
about not only by the catalogue and mail-order
houses of the country, but we have a good many
jewelers who think they can do business on a
profit of 25 per cent. or less. Has the method of
these manufacturers been of benefit to you?
If it has—and I know it has—and if you are a
loyal member of the State and national associa-
tions you will not forget the men who stand by
the legitimate retail jeweler by protecting his
interests.
There are several things I would like to recom-

mend for our association to take up at this meeting.
The first is to provide for a school of instruction
for watchmakers. One week in the year either
just before our annual convention or some time
during the year, the place to be selected by execu-
tive committee. There is nothing that can be
done to bring the jewelry business up to a higher
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standard than to increase the skill of the watch
repairers.
The second is to hire some man that is a hustler

and a promoter to work the State and show the
jewelers what they are missing by not joining our
association. I believe several months' work ofthis kind before the next convention would be ofgreat benefit. What we need most now is mem-
bers and I believe if it was brought to the jewel-
ers in the right way they would be with us almost
to a man.
There was a time our organization was an ex-

periment but it has passed that period now and
has proven itself to be a great benefit to the retail
jeweler, not for selfish reasons, but it has beenan uplift and is placing the business on a higher
plane. May the good work go on and the time
come when every jeweler in this great nation
of ours will be a member of his State and our
national association.
I was proud of the way our members responded

when they were notified of their appointment as
delegates to the convention of our national asso-
ciation, held at Detroit last year. We had a good
delegation representing all parts of the State. Out'
association is now represented in the national as-
sociation by Oliver M. Artes as its treasurer.
We are proud of Mr. Artes.
I wish to urge every jeweler who can possibly

go to attend the national convention, to be held
at Richmond, Va., August 1st, 2d, 3d and 4th.
You will certainly be repaid for the time and ex-
pense you give to the trip.
I wish to compliment the Evansville association

on their success in working out the plans for this
meeting and its entertainment. No small partof it is due to the untiring energy and zeal of our
local secretary, Mr. Oliver Artes, and I wish to
thank all who are taking part in this convention,
the exhibitors and those taking part in the pro-
gramme for their effort to make it a success. I
also wish to thank the officers and members of
this association for their support in the year thathas just passed, and I hope you will be as loyal
and willing to lend a helping hand to the new
officers that will be elected at this meeting. I
pledge you my support and will do all I can to
advance the cause of the association.

The address was followed by an animated dis-
cussion of the subjects recommended and then
placed in the hands of a committee.
Most of the afternoon session was devoted to

interesting addresses. H. C. Carpenter, sales
manager Rockford Watch Company, spoke on
"The Power of Suggestion in Selling Goods."
Mr. Carpenter held the attention of the meeting
for about 45 minutes, and brought forth much
new thought and outlined the benefit and the
power of suggestion, covering all of the phases
of suggestion. He held that the jeweler should
give more attention to the commercial and adver-
tising part of his business, and outlined many
examples of what suggestion had done and what
suggestion would do in this direction. He also
dwelt upon the necessity of hiring good clerks,
and clerks with imagination, and those who had
given thought and study to human nature, and
stated that clerks should first know themselves,
and know by each glance and gesture what the
customer was thinking of, and dwelt for some
time upon the necessity of the up-to-date retail
salesman or saleslady sticking to positive state-
ments during the different stages of the sale. Mr.
Carpenter's remarks were of a kind that jewelers
would do well to remember and take home with
them. Col. John L. Shepherd, of New York, de-

(Continued on page 996)

t • ••rtNieg

-
Z.1

*re • r.1...• • .24

j 

‘.,

  '41#0,Wil

\
 molmoolimmillfr , 

.)
a

. 
zI 

b7,---N t,Ili,I.,,.•-_,-...,,,r::;,, tz:oitii,......4..

,iffv if ..A al: 31: ;:lis:::: '.-Fk;.- 
 

,-.,.--r:

•

.....

1/1”
1,1 ti 10 I

11,11

1'11" Mt WO

tl

,ittlIttit

I/i

till'

/11 11(1/111111111

IhttlitIll 1
.....

11,11."

'1)1"

II"' 4111"„
lymq

41, ivilt1111'

11 III Ili!

14141r

" 

III 1I 

1''1'1 I

11111111 f i"
hi (I '".

1111110, i"

1"1""

;woo'

11,011111'

I II

It. 111 l it

III II

01101,/,'

111.1 1

11111, •

III ISIS I,

....“.1.1-d1
1, 11111

''•••::.....
"• ■• • ..... • ."

ti I

HERE IS OUR

MONTICELLO
PATTERN

eA COMBINATION OF GRACE,
BEAUTY AND SIMPLICITY

The lines of the open work, the Colonial

festoon and rosette, the bright, clean

shank, bowl and tines, certainly are

unusually pleasing and attractive.

The design follows the true character-

istics of Jefferson and his beautiful

home, Monticello, in being strong and

simple, yet ornate and artistic.

Rogers, Lunt &Bowlen Co.
SILVERSMITHS

Main Office and Factory : Federal and Kenwood Sts.

Greenfield, Massachusetts
NEW YORK

15-17-19 Maiden Lane
SAN FRANCISCO
717 Market Street
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Fourth Annual Convention of the Indiana
Retail Jewelers' Association

The Indiana_ Retail Jewelers' Association held
its fourth annual convention at Evansville, May
2d and 3d. The weather was a bit chilly on the
opening day, but the welcome from the Evansville
jewelers was so warm and hearty that it per-
meated the entire atmosphere. The weather man
decided to do his part and turned on the sun. The
visitors grew more and more enthusiastic over the
beauties of the Crescent City (in its development
Evansville has followed the perfect crescent which
the Ohio River makes at that point), the fine park
system, the beautiful river views, the splendid
jewelry stores and the delightful hospitality of the
following gentlemen who form the Evansville
Jewelers' Club : C. F. Artes, W. Artes, 0. M.
Artes, A. Bitterman, J. Bitterman, J. P. Bittroff,
P. E. Buecher, L. Gumberts, C. Hewig, A. C.
Kleinlein, Henry Paul, J. H. Rohlander and J. L.
Thuman. A card of "Welcome" was displayed in
every one of their store windows.
The badges presented to the delegates were in

the shape of an oval button decorated promi-
nently with a river scene on the Ohio at Evans-
ville. The delegates were presented with cards
that gave them the privilege of the Elks' Club, the
Crescent Club and the Country Club during their
stay.
The registration of members at the head-

quarters, St. George Hotel, was as follows :
J. II. Arnold, Columbus.
Carl Brimhell and wife, Summitville.
II. H. Bishop, Indianapolis.
R. H. Barnett, Owensville.
Wm. J. Bretz, Huntingburgh.
M. 0. Cockrum, Oakland City.
Frank S. Crebs, Frankfort.
Albert G. Craig, Bicknell.
Philip Horr, Aurora.
Frank Haseltine, Kokomo.
Walter Mellor and wife, Michigan City.
J. H. Noyes, Osgood.
Geo. M. Kern, Indianapolis.
J. A. Oswald, Crawfordsville.
Wm. E. Bloomer, Swope-Nefh Jewelry Co., TerreHaute.
H. L. Rost, Columbus.
0. P. M. Squires, Laporte.
Marion Tindolph, Vincennes.
Fred Troster, Peru.
Herman Vollmer, Princeton.
Jos. Vollmer, Princeton.
J. C. Wagner, Vincennes.
V. S. Staley, Indianapolis.
C. A. Beer, North Vernon.
A. A. Beer, Versailles.
Frank Wann, Oxford.
C. F. Artes, Evansville.
Wm. Artes, Evansville.
0. M. Artes, Evansville.
A. Bitterman, Evansville.
J. Bitterman, Evansville.
John Bitrolff, Evansville.
P. E. Buecher, Evansville.
Louis Gumberts, Evansville.
Chris. Hewig, Evansville.
A. G. Kleinlein, Evansville.
J. H. Rohlander, Evansville.
J. L. Thuman, Evansville.
5. H. Miller (Per Beer Bros.) Evansville.

The convention was called to order in the
Evansville Business Association rooms on Tues-
day at 10.30 A. M. by President H. H. Bishop.
Secretary Oswald read the minutes of the last
meeting, which were approved.
There were twenty-six applications for mem-

bership, which were referred to the membership
committee, to be reported upon later. Then fol-
lowed the reading of the president's address,
which was listened to with much interest and was

heartily cheered by the members. After referring
to previous conventions of the association he said:

President Bishop's Address

We had a bill before the last Legislature on
fraudulent advertising which met the same fate
it. received in the Legislature two years ago.
Why ? You ask yourselves the question. Do we
need it when you pick up one of our local papers
and read an advertisement like this : "14 k. gold-
filled watches for men and women ; value up to
$18.00 and $2o.00, choice $5.95 while they last,"
and advertise Elgin watches about $3.00 in gold-
filled cases? When you go to look at them have
the clerk tell you they have them, and find the case
marked "Elgin", with a Swiss movement. Do
we need such a law? These are only a few of
the misleading advertisements. You cannot pick
up a newspaper without running across something
of this kind. I would suggest that this associa-
tion employ a lawyer to push the bill it wishes to
get through. Another law that should be pushed
until it is a law is to allow a jeweler or anybody
else to dispose of repairs when left an unreason-

President Walter H. Mellor

able length of time. Every jeweler here who has
been in business very many years knows how re-
pairs of all kinds will accumulate and I know it
would surprise you the amount of money you
have tied up in them. I had an article called for
a few weeks ago that had been left with me for
over three years and over $3.00 charges on it.
I wish you would make a memorandum of these
two bills and look at it once in a while to keep
them in mind. We forget such things so soon.
I was informed during the year that there

would be a bill up before our National Congress
to stop certain manufacturers putting a fixed sell-
ing price on their product or a certain part of it.
The necessity of putting a fixed selling price on
certain articles the jeweler handles was brought
about not only by the catalogue and mail-order
houses of the country, but we have a good many
jewelers who think they can do business on a
profit of 25 per cent. or less. Has the method of
these manufacturers been of benefit to you?
If it has—and I know it has—and if you are a
loyal member of the State and national associa-
tions you will not forget the men who stand by
the legitimate retail jeweler by protecting his
interests.
There are several things I would like to recom-

mend for our association to take up at this meeting.
The first is to provide for a school of instruction
for watchmakers. One week in the year either
just before our annual convention or some time
during the rear, the place to be selected by execu-
tive committee. There is nothing that can be
done to bring the jewelry business up to a higher
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standard than to increase the skill of the watch
repairers.
The second is to hire some man that is a hustler

and a promoter to work the State and show the
jewelers what they are missing by not joining our
association. I believe several months' work of
this kind before the next convention would be of
great benefit. What we need most now is mem-
bers and I believe if it was brought to the jewel-
ers in the right way they would be with us almost
to a man.
There was a time our organization was an ex-

periment but it has passed that period now and
has proven itself to be a great benefit to the retail
jeweler, not for selfish reasons, but it has been
an uplift and is placing the business on a higher
plane. May the good work go on and the time
come when every jeweler in this great nation
of ours will be a member of his State and our
national association.
I was proud of the way our members responded

when they were notified of their appointment as
delegates to the convention of our national asso-
ciation, held at Detroit last year. We had a good
delegation representing all parts of the State. Out.
association is now represented in the national as-
sociation by Oliver M. Artes as its treasurer.
We are proud of Mr. Artes.
I wish to urge every jeweler who can possibly

go to attend the national convention, to be held
at Richmond, Va., August 1st, 2d, 3d and 4th.
You will certainly be repaid for the time and ex-
pense you give to the trip.
I wish to compliment the Evansville association

on their success in working out the plans for this
meeting and its entertainment. No small part
of it is due to the untiring energy and zeal of our
local secretary, Mr. Oliver Artes, and I wish to
thank all who are taking part in this convention,
the exhibitors and those taking part in the pro-
gramme for their effort to make it a success. I
also wish to thank the officers and members of
this association for their support in the year that
has just passed, and I hope you will be as loyal
and willing to lend a helping hand to the new
officers that will be elected at this meeting. I
pledge you my support and will do all I can to
advance the cause of the association.

The address was followed by an animated dis-
cussion of the subjects recommended and then
placed in the hands of a committee.
Most of the afternoon session was devoted to

interesting addresses. H. C. Carpenter, sales
manager Rockford Watch Company, spoke on
"The Power of Suggestion in Selling Goods."
Mr. Carpenter held the attention of the meeting
for about 45 minutes, and brought forth much
new thought and outlined the benefit and the
power of suggestion, covering all of the phases
of suggestion. He held that the jeweler should
give more attention to the commercial and adver-
tising part of his business, and outlined many
examples of what suggestion had done and what
suggestion would do in this direction. He also
dwelt upon the necessity of hiring good clerks,
and clerks with imagination, and those who had
given thought and study to human nature, and
stated that clerks should first know themselves,
and know by each glance and gesture what the
customer was thinking of, and dwelt for some
time upon the necessity of the up-to-date retail
salesman or saleslady sticking to positive state-
ments during the different stages of the sale. Mr.
Carpenter's remarks were of a kind that jewelers
would do well to remember and take home with
them. Col. John L. Shepherd, of New York, de-

(Continued on page 996)
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HERE IS OUR

MONTICELLO
PATTERN

c_A COMBINATION OF GRACE,
BEAUTY AND SIMPLICITY

The lines of the open work, the Colonial

festoon and rosette, the bright, clean

shank, bowl and tines, certainly are

unusually pleasing and attractive.

The design follows the true character-

istics of Jefferson and his beautiful

home, Monticello, in being strong and

simple, yet ornate and artistic.

Rogers, Lunt C.? Bowlen Co.
SILVERSMITHS

Main Office and Factory: Federal and Kenwood Sts.

Greenfield, Massachusetts
NEW YORK SAN FRANCISCO

15-17-19 Maiden Lane 717 Market Street
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A comprehensive stock of

Blake's Sterling Novelties will

lure many dollars to your till

during the June wedding

season.

The variety of designs admits

of meeting all tastes and the

values offered will most surely

appeal.

Our prices will surprise you.

We invite comparison with

any similar line, both as to

design and price.

ZIkVZR ZVICZ

TRADE

c.:0AED4,

kV. BY
M8,PcS0.06iN-

ei HALL MIILEb.

es-

Atolv„,_

No.403 TETE-A-TETE SET
/LLUSTRAT/ON ABOVI 5/If

No/01 LUNCH CASTER
&Li/4r:NAT/0N ABOVT

SEND FOR
OUR LARGE
CATALOGUE

Showing a wide variety of

Table Ornaments for Den,

Living Room, Parlor and

Bedroom. Also Toilet and

Manicure Sets.

No. I 603 TEA 5ET –iirfri7—ztv:IrgAriow ~Lir /4 ZE

No.I205 COFFEE SET
///l/JTRAT/ON AO0t/T 3/ZE

No.700 LUNCH CASTER
ilLUJI■PA7/04, ABOUT 5 S/ZE

Chicago Office-42 Madison Street New York Office-37 Maiden Lane San Francisco Office-717 Market Street

Sent postpaid to any parl qf The world on
receipt of price, $6.00 (£.1 is.)

In these days of wealth, lavish expendi tire on objects of
art and critical purchasing, there is special demand for skilled
engravers. For this reason there is special timeliness in the
publication of the great work

HORNIKEL'S
ENGRAVERS' TEXT=BOOK

This portfolio represents the standard of excellence in
letter engraving, and is a mine of suggestion for the high-class
Jeweler and all who wish to combine style with artistic execu-
tion. It consists of sixty-one page plates of letters and mono-
grams, pretty patterns, and all manner of combinations.

The Keystone Publishinir 80
9Co., -811-813 North r9th Street, PHILADELPHIA, PA.

Room 120t Heyworth Building, CHICAGO6

Z I Iwialk PLAIT)) WARZ
.Beazapia C.oinhina.tiaz2s in Silver and Plaie alass--
Original-.Ex-chrsive and Unexcelled- .2‘1AZE;31Y

SIMPSON-NALL M I LAIR 
INTERNATIONAL SILVER SILVER CO- SUCCESSOR

NEW YORK CHICAGO SAN FRANCISCO
9-19 MAIDEN LANE .5 WABASH AVE- 150 POST STREET

ASK FOR PRICES

TORONTO
33-41 HAYTER ST.
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Blake's Sterling Novelties for June Weddings

A comprehensive stock of

Blake's Sterling Novelties will

lure many dollars to your till

during the June wedding

season.

The variety of designs admits

of meeting all tastes and the

values offered will most surely

appeal.

Our prices will surprise you.

We invite comparison with

any similar line, both as to

design and price.

SEND FOR
OUR LARGE
CATALOGUE

Showing a wide variety of

Table Ornaments for Den,

Living Room, Parlor and

Bedroom. Also Toilet and

Manicure Sets.

JAMES E. BLAKE CO., Attleboro, Mass.
Chicago Office-42 Madison Street NEIN, York Office-37 Maiden Lane San Francisco Office-717 Market Street

Artiotir 1;etter Enrwing

Sent postpaid to any part of the world on
receipt of price, $6.00 (Z-1 5s.)

In these days of wealth, lavish expenditure on objects of
art and critical purchasing, there is special demand for skilled
engravers. For this reason there is special timeliness in the
publication of the great work

HORNIKEL'S
ENGRAVERS' TEXT=BOOK

This portfolio represents the standard of excellence in
letter engraving, and is a mine of suggestion for the high-class
Jeweler and all who wish to combine style with artistic execu-
tion. It consists of sixty-one page plates of letters and mono-
grams, pretty patterns, and all manner of combinations.

The Keystone Publishinu , 809-811-813 North t9th Street, PHILADELPHIA, PA.Co. Room 1201 Heyworth Building, CHICAGO
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No.403 TETE-A-TETE SET ci
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No.701 LUNCH CASTER
,Lt/..1T/7.4770N .480tIr hia

No.I603 TEA SET

No.1205 COFFEE SET
ati/JrRATIoNAaourANLE

/140/3TRAT/ON A. 4101/i 5/2W

No.700 LUNCH CASTER
hitt/Jr/Mr/ON Amour YISIZ.

ZIWZR Mani) WA=
Beaulijia Conibinations in Silver and Phi le ala.se,—
Original-.Exausive and Unexcelled- .24-L1:735..

ASIMPASON-NALLMILalle
INTERNATIONAL SILVER CO- SUCCESSOR

CHICAGO ZAN FRANCISCO
5 WABASH AVE- ISO POST STREET

N EW 'COP K
9-19 MAIDEN LANE

ASK FOR PRICES

TORONTO
33-41 HAYTER ST.
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TYPICAL of the 
tinctiveness of the

silverware produced by
our artist-craftsmen, is the
new Laurel pattern.

Truly, these pieces of silver-plate

bear all the appearance of Sterling

Silver. They have the Sterling

character. In design and finish,

the Laurel rivals the most popular

Sterling patterns. The similarity

has been achieved even as to

weight, yet strength and dur-

ability have not been sacrificed to

effect. Very much the reverse.

The wear-resisting qualities of all

THE Laurel pattern embodies in
its graceful, conventional lines

the simple beauty and dignity of this
ancient, symbolic plant, the laurel.

All the subtle craftsmanship of our
designers, all the energy, skill and
care that have contributed towards
the success of our previous patterns,
have been lavished on the production
of the Laurel.
!Ichievement is
he proud of.

The Laurel is made in
't lustrous Butler finish,
he wreath at the top of
the handle being oxi-
dized to bring out more
prominently the delicate
modeling of the leaves
Ind the fine die work. The handle is a soft,
lustrous gray, the bowl being finished bright.

have been maintained in their highest

efficiency in this new pattern. The parts

most exposed to wear are re-inforced by

sectional plating.

The new Laurel pattern may be had in

extra sectional or triple sectional plate.

III South Wabash Avenue, CHICAGO, ILL.

West 32d Street, NEW YORK.

85 Post Street, SAN FRANCISCO, CAL.

63 Basinghall Street, LONDON, E. C.
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Pierceless
Drops

Gold-Filled and
Platinum Finish

4754—Large Button
Pearl
Brilliants
Pear Shape

Drops set as ordered

4756—Large Button
Pearl
Brilliants
Baroque
Pearl Drop

4753—Large Button
Pearl
Brilliants
Pear Shape

Drops set as ordered

4755--Large Button
Pearl
Brilliants

TSB, You ought to see this beautiful Vanity
1:°"4::: and Card Case. In fact, you really

must see it to appreciate it!

Say, it's a Dandy!

Vanity and Card Case — Full Size

5027—Sterling Polished
5028—Rolled Gold Plated, Old English

211ACIE 111 

REGISTERED

I
T sells at a price, too, that will enable
you to realize a good profit.
We make these cases in Rolled Gold

plate, Old English finish. They resemble
absolutely 24-Karat Gold and will wear
forever.
We make these cases also in Sterling Silver,
polished.

C.
 
This case is handsomely lined with
leather, contains a compartment for

calling cards, a program pencil, a swing
mirror, on the other side of which is a
memorandum tablet. On the left side of
the case is a separate compartment with
flap, which may be used for powder and
puff or for loose change and bills.

Showing 5027 and 5028 open

THEODORE W. FOSTER & BRO. CO.

NEW YORK
13 Maiden Lane

Manufacturing Jewelers and Silversmiths

100 Richmond Street : PROVIDENCE, R. I.
CHICAGO

Heyworth Building
CANADA

Kingston, Ontario

June, 1911 T E

The Crown and Other Jewels

By the DUKE OF ARGYLL, in The Youth's Companion

The men of western countries leave the wear-
ing of jewels to women, but it is not so in the
East, where, especially in India, the princes vie
with each other in the magnificence of the jewels
worn in turban, necklace, belt and sword hilt and
sword scabbard. Their fingers are often covered
with beautiful rings, and great gems flash from
their state dress.
Even in Europe the stars and crosses given

for service to kings are often "in diamonds,"
when the person so honored is not put off with a
snuff box or cigarette box having the donor's
initials on the top, set in "brilliants," which are
the mere leavings of the diamond-cutter.
No one knows how ancient may have been the

fondness for gems in Asia and India, but the
prehistoric man can have had but little use for
them, for he could not appreciate their beauty
where richness of color could only be got by
cutting with instruments of which he was ignor-
ant. There must always have been some stones
which without artificial preparation showed fine
coloring. Of these the chief seem to have been
the turquoise, the carnelian and lapis lazuli.
In the most ancient of the Egyptian sepulchers

we find the mummies of the dead kings and
queens, and of the great ones of the nation, wear-
ing these simple stones with the gold beads,
plates, chains and rings, which have their value
to-day as of old. One would imagine that with
a people so full of learning and of such wondrous
civilization other colored crystals to be found
not far from the Nile would have had their
place. But beyond the occasional discovery of
an emerald, the evidence tends to show that the
beauties of Pharaoh's court had little but gems
which in our eyes have comparatively small
v al tie.
Our ancestors in Europe had, in the bronze age,

at least, to be content with enamels. The knowl-
edge of the use of glass probably came to them
from lighting fires on sands and rocks that could
be melted with heat. Then the red colors always
visible where iron exists must have given the
first hint how to mix this red tint with the
vitreous glaze. From the employment of red
from iron ores and snrings they advanced to use
the green of copper in the same way, and boxes
and plaques of enamel of these colors took their
place on shield and casque, breastplate and
brooch. Then both for bronze and tin and gold,
and for colored glass, used in beads, and for
amber, the traffic grew with the East.
There were ships that brought eastern trade

round the headlands of Spain. There were
caravans that went up to the Adriatic and through
the Austrian passes, northward to the Baltic.
There were trails for travelers by the northern
shores of the Mediterranean to Marseilles and
thence to the Strait of Dover.
I have seen the mixed colored glass beads of

Carthage dug up on Highland moors. These
were often regarded as charms by the peasantry,
and kept as possessing properties that might cure
disease, for none knew whence they came, and
they were superstitiously regarded, as were also
any balls of white or red agate from old regalia
of church worship.

Pearls are so short-lived that we cannot know
when they were first used. That they were much
admired by our European and Asiatic fore-
fathers is certain from the ancient sculptures
which show them in use. They, with amber and
with crystal, are probably the oldest ornaments
worn.
The emeralds of China and of India are

emeralds in color, but have more of the com-
position of rubies, a fact known only to modern
students of chemistry.

All these wonders in colored stones were too
costly and rare for the western and northern
monarchs of old. The plain diadem or band
of gold they wore as a sign of their rank seems
to have been followed by the diadem with spikes
or rays of gold and gems and enamel on the gold
next appeared, copied from eastern art.
But in the East also the plain gold circlet was

long retained, and the change made to imply
Power is seen sometimes in a duplication or tripli-
cation of the diadem or circlet. Thus the papal
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tiara and the crown of Theodore of Abyssinia,
now at South Kensington, are examples of the
raising of the height by repetition of the lower
design. The early spikes or rays became changed
to flowers, the lily being the usual model. Then
came the arch over the open circlet, and the ex-
pression, "He has closed his crown," came to
mean that a king had assumed imperial or royal
power.
There was a new crown made for Queen Vic-

toria, and in this, which is a perfect constellation
of jewels, the four arches to close the dome of
the crown meet to support in the center the
jeweled orb, and above that again, an equal-
armed cross, each arm like a battle-ax, placed
back to back. The cap of violet velvet within is
copied from a crown of Henry VIII.
The great Kohinoor diamond, the chief orna-

ment of the crown, was part of the treasure
taken at Lahore, in India. When it still graced
the native sovereign's collection of gems it used
to be shown with other jewels at great assemblies,
or durbars. Lord Lawrence was British resident
at a time of disturbance, and thought the dia-
mond would be safest in his keeping. He took
it from the treasurer, went home with it, placed
it in an old stocking and hid it away for safety,
intending to restore it when the excitement had
passed.
But the troubled times made him forget his

hasty action. At a durbar held when matters
were again peaceful, the trays with the jewels
were again carried past the prince. The Kohi-
noor was missing. The prince asked the treas-
urer where it was. The treasurer turned, salaam-
ing to the prince and to Sir John Lawrence, and
said that Sahib Lawrence had taken it. Lawrence
had entirely forgotten, and said the man was
dreaming, and he had no recollection of it.
Lawrence used to declare that he had never

passed through more uncomfortable moments,
for he had no remembrance of the incident, and
yet the treasurer seemed to have no motive for
lying, and looked as if he were speaking the
truth. After the durbar he went home, searched,
and found that the treasurer's memory had been
more correct than had his own. There was the
old stocking safely reposing on a high shelf, with
the Kohinoor inside it!
Lawrence did not make the fourfold restitu-

tion Zaccheus declared he always made if he had
taken anything from any man; but he at once
praised the treasurer, and put all right by an
open explanation.
The Great Ruby of the Kingdom of Bohemia,

captured by the Black Prince at Agincourt, is a
wondrous stone. Men can now make rubies so
well by compressing the substance of little rubies
that it is very difficult to tell the natural from
the one made by pressure of machines.
Each has the same hardness, the same weight—

but the real Oriental ruby often has a shade of
blue or purple in it, which is not seen in the
artificially compressed stones.
The regalia or crown jewels of England, which

may be seen in the Tower of London, where
thousands of Americans have viewed them, are as
follows:

Saint Edward's crown, made after the pattern
of that crown broken up and sold during the civil
war, although far more richly embellished; the
new state crown made for the coronation of
Queen Victoria; the Prince of Wales's crown;
the queen consort's crown; the queen's diadem,
a circlet of gold made for the coronation of
Mary D'Este, consort of James II; Saint Ed-
ward's staff of beaten gold; the royal scepter, a
scepter with the cross; the rod of equity, or
scepter with the dove; the queen's scepter with
the cross; the queen's ivory scepter made for
Mary D'Este ; an ancient scepter made for Queen
Mary, consort of William of Orange (III of
Great Britain) ; the orb; the queen's orb; the
Kohinoor diamond ; the sword of mercy or cur-
tein ; the sword of justice; the armulee or cor-
onation bracelets; the royal spurs; the ampulla
for the holy oil ; the gold coronation spoon—
the only piece of the ancient regalia remaining;
the golden saltcellar ; the baptismal font, and the
silver fountain presented to Charles II by Ply-
mouth town.
The most gorgeous entombment of an early

Christian king was in the burial of Charlemagne
at Aix-la-Chapelle. He was placed in his im-
perial robes, seated within his sepulcher, with a

sword at his side, a Bible in his hand, a diadem
on his head. On the wall opposite him were sus-
pended his scepter of gold, and his golden shield
which had been consecrated by Pope Leo III.
In the reign of James II, the opening of Ed-

ward the Confessor's tomb revealed him with a
crucifix of pure gold, richly enameled, and sus-
pended by a golden chain twenty-four inches in
length, which, passing around the neck, was
fastened by a locket of massive gold, adorned
with four large red stones. The skull had a
diadem one inch in breadth around it.
In 1562 the Calvinists broke open the tomb of

Matilda, the wife of William the Conqueror, in
the abbey at Caen, and found she wore on her
finger a gold ring set with a fine sapphire. In
the days of Charles I King Rufus was found to
have worn a large gold ring. The orb, or mound,
surmounted by the figure of a cross, was used
by the eastern and western emperors as a symbol
of empire, but the ancient English books do not
mention it as among the regalia used in the
coronation ceremonies.
The sword, the crown and the scepter are the

three things mentioned by the Saxons as ensigns
of kingship. Thomas of Walsingham is the first
historian who in England mentions the orb as
part of the king's symbols. It is supposed that
the scepter with the cross on an orb was the sign
of the "mound," with the long staff added to it.
The orb was not dissociated from the scepter
till long after the reign of Edward I.

Britons never placed with their kings' bodies
anything like the wealth in gold given to the
dead by the heathen in Egypt or other African
and tropic countries. The hoards of the South
American Incas are still undiscovered. But most
of the Pharaohs and their consorts have been
found, and their monarchs were often laid to rest
in solid sheets of gold. Nor did European kings
reserve in the middle ages much of great value
for the crown, which would usually be worn only
at long intervals. They must have kept their
jewels as marketable securities.
"One would think that as the king's treasury

was so nobly furnished, some of the largest and
finest jewels would have graced the principal re-
galia." So wrote a gentleman after he had
counted up the great treasure in jewels and plate
which was sent over to Holland, "privately, by
the king's special warrant, to the Duke of Buck-
ingham." This was in the reign of Charles I,
and yet in 5649, when the trustees of Parliament
had got possession of the jewels from the upper
jewel house in the Tower, it was found that the
crown had no great value.
The imperial crown and other regalia of the

realm of the time of Charles I were valued at
only two thousand pounds.
In another account, written in 1625, the king's

jewel office was said to contain an immense quan-
tity of jewels, gold plate of divers forms, such
as feathers, flowers, collars composed of dia-
monds, rubies, sapphires, and so forth.
And now the old Tower of London, which has

seen so many tragedies and has known so much
bloodshed round its walls, not in battle, but in
murders and executions, still holds the regalia of
England. You may see there the stones which
have given cause for endless intrigues and strifes,
set in new crowns. So the fame and glory of
older civilizations, old before ours began, are re-
newed to lend luster to our empire of to-day.
These gems and grandeur are all symbols of the
ever-shifting aspects of all human power—gone
to-day, to be found to-morrow, and again to fade
and appear over and over again in ever-altered
form.
No man has ever seen the sard, the topaz, the

beryl and the emerald blaze as the great stones
of the Holy City blazed in the vision of the
Apocalypse. We have only known the little dust
of the vast treasures of the earth, hardly ever
bigger than the eggs of a sparrow or of a dove.
We in our littleness prize these tiny shreds and
splinters of the hidden wonders, esteeming them
the greatest of human possessions, for which
virtue and honor have often been bartered. Does
it not prove our insignificance? Does it not show
how much of what we call our history has been
made by ambition to acquire what no millionaire
can have, and that what we can have now is
nothing as compared with the unmeasured treas-
ure which the God who made the glittering dust
can grant to those to whom His honor is all in all?
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Annual Convention of the Illinois Retail
Jewelers' Association

Nearly two hundred retail jewelers from every
ction of the State of Illinois gathered in Rock-

ford May 9th, loth and nth for the third an-

nual convention of the Illinois Retail Jewelers'
.Association. It was the most successful gather-
ing of retailers ever held in Illinois, and by far

the best attended. The city of Rockford, to-

gether with the Rockford Watch Company and

the Rockford Silver Plate Company, lent their
assistance in every way possible to make the
convention a success and to afford the visiting

jewelers a pleasant as well as profitable visit.

That they succeeded in affording their visitors
such a visit is evidenced by the loud praises

heard on all sides for the broadminded, whole-
hearted and exceedingly cordial hospitality with

which the jewelers were entertained while in

Rockford.

Through the efforts of the Rockford Watch
Company and the Rockford Silver Plate Com-

pany the members of the Rockford Automobile
Club extended an invitation to the jewelers and

their ladies for an automobile drive through

Rockford and its surrounding country. This

was without doubt the most enjoyable entertain-
ment feature provided. Automobile drives are
not uncommon at retail jewelers' conventions.
In fact, they are customary, but the beautiful

drives in and about Rockford, the wonderful

manufacturing interests centered here and the
numerous points of scenic grandeur, transformed
this otherwise every-day method of entertaining
visitors to a strange city to one both novel and

unusual. The city of Rockford and the hospi-
tality displayed by her citizens and those of her

industries allied with the jewelry industry will
long be remembered by those jewelers who at-

tended this convention.

A Flourishing Organization

On the opening day of the convention Secre-
tary George Elbe and Treasurer Paul N. Lackritz,

both of Chicago, presented their annual reports,
which showed the organization to be in most

flourishing condition. Loud cheers and applause

greeted the statement that Illinois had the larg-
est State organization in point of members of
any in the country.

T. L. Combs, of Omaha, vice-president of the

national association, who was to have spoken
on "Retail Ransom" at the opening of the con-

vention, was unable to attend. Howard C. Car-
Palter, sales manager of the Rockford Watch

Company, addressed the convention on "Tact and

What It Means to Your Business." He pointed
out many new ideas along the lines of progres-

sive salesmanship. His remarks are always of
much interest to retail jewelers, and upon this

occasion were exceptionally so.

Col. John L. Shepherd, of The Keystone Watch

Case Company, spoke on "The Condition of

Trade." During the course of his remarks the

Colonel pointed out that success in the business

world to-day is largely a matter of strong per-

sonality and vigorous personal effort. "The
open sesame to success to-day is being everlast-
ingly on the job. Know your business; have a

clear understanding of why you are in business;

do not be over-worried by the small things, and
above all, keep everlastingly at it." The Colonel
alluded to present conditions in the jewelry trade
and gave as his opinion that present indications
throughout the entire country point to certain
national prosperity in the very near future.

The Annual Report

At the opening of the afternoon session of the
opening day Richard Weiting, of Peoria, the re-
tiring president, presented his annual report,
which was as follows:

Ladies, Brother Jewelers and Guests :—An-
other year has passed since our convention at
Springfield and our membership has increased
from seventeen members, three years ago, to
over three hundred. At our national convention,
at Detroit, the Illinois association had the honor
to stand first in regard to membership, and our
aim shall be to head the list again this year at
Richmond, Va., in August. Let every member
try to get another member before August. The

President T. H. Craig

national association wants a membership of 5000
by that time. Before the retail jewelry trade was
organized one could hardly find a jobber or manu-
facturer who did not retail or sell to mail-order
or scheme houses. Now it is just the opposite—
you can find but few prominent jobbers and
manufacturers who retail. Besides it is not what
we have accomplished, but what the condition
would have been to-day had not the retail jew-
elers throughout the United States organized.
I had a talk with a prominent jobber a few

weeks ago who formerly retailed a great deal,
who told me that you could not get him to go
back to retailing again. After making the change
he said he felt a depression for a while, but that
now business had improved about twenty per cent
over his previous business, and that he had a
great deal less trouble than formerly. He said
that it never came to his notice so much until
after the change. Some of the fake jewelers
would come in with three or four ladies, have
them look over the brooches or other jewelry for
half an hour at a time; then they would often
come back in a few days and say that they saw
a brooch that suited them better than this one,
and they would have the same job over again.
I have also heard some of the smaller jobbers

say that they could not get any more goods from
those jobbers who do not retail—that the latter
were getting very strict. My personal opinion
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is that the time is not far off when we shall see
the jobbers and manufacturers divided into two
classes—one class confining their trade to the
retail jewelers only, the other selling to the mail-
order and department stores and scheme houses.
Every jobber and manufacturer has the right to
sell his goods to whom he pleases, but we have
(in the near future) also the right to let our
members know which of the jobbers and manu-
facturers are loyal to the legitimate retail trade.
But it also behooves us to be loyal to the jobber,
watch and silverware manufacturer who have
sacrificed a great deal for our cause, especially
to see to it that the retail prices adopted by the
manufacturer be strictly adhered to, and to use
our influence to defeat the bill before the House
and Senate, knocking out fixed selling prices on
watches and other articles, and also to use our
influence against the parcels post as it is now
proposed, which would destroy a great many of
our jewelers as well as the small towns every-
where.
The American National Retail Jewelers' Asso-

ciation endorsed a parcels post confined to rural
routes instead of a general parcels post all over
the United States.

I also think we should expose any retail jeweler
who will buy price-protected goods and then
turn them over to mail-order houses and depart-
ment stores for the sake of a few dollars. The
movement to establish a fixed retail price on
sterling silverware at a price that will guarantee
a reasonable net return on all silver transactions
is a worthy one, and in subscribing to this move-
ment we should remember, whether we are mem-
bers of the association or not, that we are not
signing away our liberty, but are joining a move-
ment which will insure a greater liberty to every
merchant, his protected right, to a real profit.
This movement should be endorsed by every re-
tail jeweler.
We have received complaints, and quite often

from non-members. We have looked into them
and straightened out most of them. We have
also had complaints concerning houses that do
not retail for sending their catalogues to parties
not entitled to them. We went to the Jewelers'
Board of Trade and found that the fault was
not with the jobber—the parties were rated as
jewelers when they were not. The Chicago office
of the Jewelers' Board of Trade informed us
that if we would assist them in getting out a
list of legitimate jewelers they would be only too
glad to revise their list. Therefore, if the jewel-
ers in every town would go to the trouble of
sending to our secretary a list of every legitimate
jeweler in his town we could soon have the list
revised; and thus avoid a great deal of trouble
for our association and the jobbers.

The national, State and local retail jewelers'
associations have brought about an important
change. Before their organization it was very
often the case that a jeweler was afraid to speak
to his competitor on the street, let alone go into
his store. Now it is quite different. Through
the association the jeweler has found in his com-
petitor a "brother jeweler," and has discovered
that for many a grievance the competitor was
not to blame. I have never noticed this friendly
feeling so much as a few weeks ago, when I
wrote our former president, F. A. Marean, that
I would be in Belvidere to talk over convention
matters with him. When I arrived I found six or
seven Rockford brother jewelers, not competi-
tors, who had come to Belvidere in an automo-
bile. We had a very pleasant meeting, enjoyed
a good dinner, and then the six or seven jewelers
got into the automobile and returned to Rockford
a jolly bunch.
A stamping bill, the same as that passed by

the State of New York, has been introduced at
this session of the Legislature at Springfield by
one of our members, J. W. Strain, of Carroll-
ton, Ill. I hope all jewelers will use their in-
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national association wants a membership of 5000
by that time. Before the retail jewelry trade was
organized one could hardly find a jobber or manu-
facturer who did not retail or sell to mail-order
or scheme houses. Now it is just the opposite—
you can find but few prominent jobbers and
manufacturers who retail. Besides it is not what
we have accomplished, but what the condition
would have been to-day had not the retail jew-
elers throughout the United States organized.
I had a talk with a prominent jobber a few

weeks ago who formerly retailed a great deal,
who told me that you could not get him to go
back to retailing again. After making the change
he said he felt a depression for a while, but that
now business had improved about twenty per cent
over his previous business, and that he had a
great deal less trouble than formerly. He said
that it never came to his notice so much until
after the change. Some of the fake jewelers
would come in with three or four ladies, have
them look over the brooches or other jewelry for
half an hour at a time; then they would often
come back in a few days and say that they saw
a brooch that suited them better than this one,
and they would have the same job over again.
I have also heard some of the smaller jobbers

say that they could not get any more goods from
those jobbers who do not retail—that the latter
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I would be in Belvidere to talk over convention
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seven Rockford brother jewelers, not competi-
tors, who had come to Belvidere in an automo-
bile. We had a very pleasant meeting, enjoyed
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this session of the Legislature at Springfield by
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ton, Ill. I hope all jewelers will use their in-



922 THE KEYSTONE

fluence to have the bill passed, as it will not only
benefit the jewelers, but the general public as well.
Another thing that we should all be working

for that would benefit almost every one, and that
is a law to stop fraudulent advertising.

Creating Business and Making Sales

Wm. H. Ingersoll, of Robt. H. Ingersoll &
Bros. and president of the Advertising Men's
League of New York, spoke on "Creating Busi-
ness and Making Sales." A brief synopsis of
this address follows:

A strong personality is one of the most valu-
able assets a jeweler can possess. A jeweler, in.
order to be the most successful, must be a mov-
ing factor in his community. Let your person-
ality be strong and let it stand for something
live and tangible. Let your personality and your
business be associated with every movement
which stands for progress in your city. Let your
personality permeate your business, and, above
all things, have a definite policy in business. Don't
make the mistake of trying to conduct a sucuss-
ful business without fixed plans. I f you do you
will be like a ship without a rudder, which will
be buffetted by every billow that blows.
There are three things which I consider of

vital importance in the conduct of a successful
jewelry business. They are: first, location; sec-
ond, window display; third, the arrangement of
the store and the training of the clerks. My
study and experience has taught me that while
a good location is not only desirable but neces-
sary, a good window display is very often the
more important. Just remember that fifty people
see the inside of your store where hundreds, if
not thousands, see your window display. You
cannot give too much time or study to your
window display, because it is your starting point
for advertising. All newspaper, street car, cir-
cular letter advertising, or any other kind, is
killed by a poor window display. Your display
throws out impressions of you and your busi-
ness, and thousands of people form their opinions
of the inside of your store by the display they
see in your front window. The most successful
window display must center thought instead of
diverting it. It is not enough that a window dis-
play simply attract attention, but in addition it
must hold the attention and create an impression
in favor of the goods in the window.

I think it is a just criticism to state that there
is too much disorder in many retail jewelry
stores. The jewelry business, by reason of its
close relation to art and beauty, is one of order
and system, and the jeweler whose store is dis-

arranged, cumbersome to get around in and full
of dark corners, where dust and dirt accumulate,
is out of harmony with his business. Nine times
out of ten the successful jewelry store is an
example of order find system.

Another very important problem is your adver-
tising. I am a firm believer in advertising, and
I believe all of you are. Many merchants think
that advertising is a complicated science, but I
do not agree with them. Of course, there are
advertising experts who have made this subject
their business, but even they work along well-
.defined lines which are founded on the simplest
kind of common sense. Possibly the best sug-
g:stion I can give you is to urge you to establish
a personality of your own in your advertising,
but let it be in harmony with your own person-
ality and that of your business. Don't use big,
bold, awkward type to fill your entire space, but
select a dignified, genteel type, and don't be afraid
of having too much white space in your adver-
tisement. Once you have found the style of type
which best expresses the personality of your
store, don't use any other, but have all your
advertisements set in this one style. If you do
this you will soon establish a personality in your
advertising.

W. D. Turner, of Chicago, read a paper on
"Foes Within and Without" which proved of
much interest. He urged a closer union of re-
tailers in order to eliminate the price-cutter and
raise the jewelry business to its rightful plane.

Looking Forward and Back

One of the most interesting addresses at the
convention was delivered by A. W. Anderson, of
Neenah, Wisconsin, secretary of the Wisconsin
Retail Jewelers' Association. After expatiating
at some length on the history and nobility of the
jeweler's calling, Mr. Anderson spoke of the situ-
ation to-clay as follows:

Our business and trade is divided into three
principal branches: manufacturing, jobbing and
retailing. These divisions are all necessary and
vital to the best interests of the business. There
are manufacturers who can get along without the
jobbers, and retailers who say the jobbers are
unnecessary, but with these I beg to differ. I
am satisfied that the average jeweler will agree
that the jobber can better serve the trade with
a representation from a dozen to perhaps a hun-
dred manufacturers' lines than could individually
all of the makers represented by the jobber. Sup-
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posing every maker in the business started out
to call on the retail trade; how much business
would he get and what would his expenses be?
We would have a dozen travelers where we now
have one. It simply could not be done. Think
of every manufacturer trying to carry several
thousand accounts where he has now perhaps a
hundred.

There are manufacturers who, because of the
nature of their output and the magnitude of their
business, can sell direct, but they are but few
among a host to whom such a course would be
impossible.
The jobber we shall have always with us, and

good luck to him. Many a man has he aided
on the pathway to success; many a faint-hearted
jeweler has he cheered up in the hour of gloom.
and many a shaky account has he carried until
the goal of better business has been reached.
And the jobber has his troubles with the manu-

facturer, that is, some jobbers have troubles with
some manufacturers; exdeptions to all rules in
this business as well as in others. And retailers
have troubles with some jobbers, and all have
grievances against many manufacturers. For
years we have been hearing of .troubles on all
sides, and they do exist. It is one of the angles
of the business that must be straightened out for
the good of all concerned. We should have a
triple alliance in the trade of manufacturer, job-
ber and retailer, all working in harmony for the
common good. However, before we find fault
with our neighbors let us consider the troubles
in our own house.

All of us can remember the time when jewelers
disclaimed being related to each other, when rec-
ognition of a competitor as an honorable person
was rare indeed. We have a trite saying to the
effect that every knock is a boost. If this were
literally true at least 95 per cent of the jewelers
of this country would have been boosted into
prosperity by the knocks of their competitors.
Almost all of us were guilty. I am ashamed of
those years spent in the jewelry trade in which
I did not meet socially with the other fellows.
I am ashamed to confess that for nearly twenty
years I did business in the neighborhood of and
in competition with some of the finest fellows
that ever walked this good green earth, and
never knew them in person. But things are
different now, I am happy to say. For only three
years have I been in this association work, but in
that time I have learned more good things about
our business than I could have learned in a life-
time under the old, unsociable way. I feel a par-
ticular pride in the Fox River Valley Jewelers'
Club of Wisconsin, and this pride is shared by
every member in it. We have thirty-three firms
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in our rolls, comprising forty-three individuals
from eleven cities and towns. We meet three
times yearly. What have we done? We have
transformed ourselves in relation to each other.
We have learned that life, even in the jewelry
business, is worth living if we inject into it a
little of the gospel of love-one-another. We have
become so thoroughly imbued with the spirit of
getting together that in some instances compe-
titors in the same town are comrades now. A
traveling salesman going up and down the valley
from Fond du Lac to Green Bay hears no knock-
ing among the trade. He learns instead that the
boys will meet next week at Appleton, or met
last week at Oshkosh and had the time of their
lives. We have actually grown younger. We
anticipate the next meeting weeks in advance, and
the stores are deserted by the proprietors early
on the day of the meeting, for the boys would
not miss the fun—the social session, the supper
or the more serious work if they can help it.
Out they come—twenty, twenty-five, thirty—and
at Oshkosh, in March, we had forty, including
our jeweler guests from Milwaukee. Have we
clone anything practical? Yes. Without any red
fire and with little noise we have obliterated the
troubles that existed over engraving, cut prices
on repairs and optical work; but best of all have
banished, I hope for all time, the spectre of ani-
mosity and ill will that once stalked rampant
among the trade in our beautiful valley.

Would we go back to the old ways? We
couldn't be bribed to. Every member feels bet-
ter, acts better, looks better, and is a better busi-
ness man for his love of the club. Not one man
who has joined us has dropped his membership
unless because of removal or retirement from
business. And every one of our members is a
member of the State and national associations
and earnest in his work for the benefit of the
trade.

In these local clubs primarily is the hope of
a better day for our business. With the enthu-
siasm of the locals transfused into the State asso-
ciations and all of these welded into one splendid
national body, we shall have an organization that
may speak and be intently listened to.

This new spirit I believe exists in all local
bodies. I claim no special virtue for ours of the
Fox River Valley of Wisconsin, but I know this
one so well and love it so much that I must sing
its praises. I understand that right here in Rock-
ford recently, when one of our brothers was
called to his final home, all of the jewelers
closed their doors as a mark of respect. This is
brotherhood. This is in keeping with the new
spirit that must animate us before we can fully
come into our own.
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There is just one remedy for our troubles. It
is thorough organization, cemented with constant
loyalty. We are still 'way to the rear of the
coal miners, the bricklayers, the iron workers or
the railroad men when it comes to organization
and sticking together. The old belief of every
man for himself and the devil take the hindmost
has seen its best days. If we should attempt to
run our business that way now it would not be
only the hindmost that the Old Nick would get,
but many of the fellows in the van would be his
victims as well.
Let us know what we want and not be afraid

to say what we want when we want it. But we
must not expect the associations to have on tap
a corrective for all the evils from which we
suffer. It's a long, hard road that we must
travel before we can come to easy street. Join-
ing an association is an enlistment for the fight,
and if ever there was a game that was worth
the candle this is one.

Let us say that Bill Smith runs a little jewelry
store in one of the good rural towns of Wiscon-
sin. He is badly harrassed by the mail-order
houses, the hardware man who sells silverware
and clocks, and the soap company which gives
away with ten dollars' worth of soap anything
from a carat diamond to a Grand piano. Bill is
not located near where there is a local jewelers'
club; he doesn't belong to the State association,
but, worst of all, he is not on speaking terms
with his one little competitor. Neither does he
take much interest in our excellent trade papers.
He gets a sample copy once in a while, but does
not act as though he were glad to see that. But
Bill knows there is something wrong with the
jewelry business, and he feels that something
should be done to right that wrong. About this
time he gets a letter from the State association
setting forth in an abbreviated form the many
evils that beset him, inviting him to join the
association, to help with all the power he could
muster in its fight against its enemies. Does
Bill fall in line? Only one in four of him does.
That's the sad part of it. Bill is wise to this or-
ganization stunt. He knows that what all these
fellows want is his money. Sometimes he tak;:s
his pen in hand and gives the State association
something to think about after this fashion :

"Dear Sirs :—I have received several letters
from you asking me to join the State association.
Now, if you will show me that you can stop the
mail-order houses from selling to my customers,
or if you can fix things up so I can compete with
the big stores of Chicago, I will gladly join you.
You will have to make the manufacturers and
jobbers sell only to the legitimate trade before
you can get any of my money. I f you can't stop
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outside parties from canvassing from house to
house in my town, selling clocks and silverware,
why should I throw away three dollars a year
on membership? Show me that you can accom-
plish something in these matters and I will come
in."

Bill, you see, is, unfortunately, narrow-visioned.
He does not realize that the things he wants he
must aid in obtaining. He doesn't realize that
our army must first be recruited and after that
the campaign carefully planned before we can
begin a successful onslaught. He doesn't realize
that his time, his endeavors, his never-failing en-
thusiasm and his constant loyalty must be given
the association in addition to his little clues. He
regards it as an organization that without his
aid must secure all the good things for the trade,
banish all the evils from it and then come and
offer him the hard-earned fruits of its labors at
a cut price.
I am talking to the wrong men to-day. I

don't think there are any Bill Smiths in this
audience. His kind do not come to the conven-
tions until they are converted, and after that
they are Bill Smiths no longer. Here is where
the great preliminary task before us lies: to con-
vert into association men the 75 per cent of the
craft who are still outside our ranks. To do this
every one of us must be a missionary. If our
neighbor is not with us then there is our first
duty—to bring him into the fold.

Not until we retailers are joined together in
a common bond can we hope to say that we are
strong enough to undertake the mighty tasks that
will be ours before we can rest and take our ease.

We cannot stand alone and progress in this
fight. One of us alone is but a voice crying in
the wilderness, but the united voices of the many
will be heard and heeded.

Judging from past and present conditions we
might regard harmony among retailers, jobbers
and manufacturers as being in the class with the
phenomenon the colored preacher told about. He
had been exhorting his congregation to better liv-
ing and telling them of the wonderful sights that
would come to warn them of the last day. He
loved big words and continually referred to the
"phenomena" that would appear to them. One
of his flock met him on the street and said :
"Pahson, whad youall mean by dat phenomena
dat we'alls gwine see befo' de jedgement clay?"
"Well," said the parson, "Ah'll splain dat ter
you, Brtulder Jackson. It's jes like dis: you
goes walkin' clown dis yere road an' you sees er
robin sittin' singin' on de fence. Well, dat am'
no phenomena ; dat's only er robin, sittin' singin'
on de fence. Den you goes a little ways furder
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fluence to have the bill passed, as it will not only
benefit the jewelers, but the general public as well.
Another thing that we should all be working

for that would benefit almost every one, and that
is a law to stop fraudulent advertising.

Creating Business and Making Sales

Wm. II. Ingersoll, of Robt. Ingersoll &
Bros. and president of the Advertising Men's
League of New York, spoke on "Creating Busi-
ness and Making Sales." A brief synopsis of
this address follows:

A strong personality is one of the roost valu-
able assets a jeweler can possess. A jeweler, in
order to be the most successful, must be a mov-
ing factor in his community. Let your person-
ality be strong and let it stand for something
live and tangible. Let your personality and your
business be associated with every movement
which stands for progress in your city. Let your
personality permeate your business, and, above
all things, have a definite policy in business. Don't
make the mistake of trying to conduct a succ2ss-
ful business without fixed plans. I f you do you
will be like a ship without a rudder, which will
be buffetted by every billow that blows.
There are three things which I consider of

vital importance in the conduct of a successful
jewelry business. They are: first, location ; sec-
ond, window display; third, the arrangement of
the store and the training of the clerks. My
study and experience has taught me that while
a good location is not only desirable but neces-
sary, a good window display is very often the
more important. Just remember that fifty people
see the inside of your store where hundreds, if
not thousands, see your window display. You
cannot give too much time or study to your
window display, because it is your starting point
for advertising. All newspaper, street car, cir-
cular letter advertising, or any other kind, is
killed by a poor window display. Your display
throws out impressions of you and your busi-
ness, and thousands of people form their opinions
of the inside of your store by the display they
see in your front window. The most successful
window display must center thought instead of
diverting it. It is not enough that a window dis-
play simply attract attention, but in addition it
must hold the attention and create an impression
in favor of the goods in the window.

I think it is a just criticism to state that there
is too much disorder in many retail jewelry
stores. The jewelry business, by reason of its
close relation to art and beauty, is one of order
and system, and the jeweler whose store is dis-

arranged, cumbersome to get around in and full
of dark corners, where dust and dirt accumulate,
is out of harmony with his business. Nine times
out of ten the successful jewelry store is an
example of order and system.

Another very important problem is your adver-
tising. I am a firm believer in advertising, and
T believe all of you are. Many merchants think
that advertising is a complicated science, but I
do not agree with them. Of course, there are
advertising experts who have made this subject
their business, but even they work along well-
defined lines which are founded on the simplest
kind of common sense. Possibly the best sug-
gstion I can give you is to urge you to establish
a personality of your own in your advertising,
but let it he in harmony with your own person-
ality and that of your business. Don't use big,
bold, awkward type to fill your entire space, but
select a dignified, genteel type, and don't be afraid
of having too much white space in your adver-
tisement. Once you have found the style of type
which best expresses the personality of your
store, don't use any other, but have all your
advertisements set in this one style. If you do
this you will soon establish a personality in your
ad vertising.

W. D. Turner, of Chicago, read a paper on
"Foes Within and Without" which proved of
much interest. He urged a closer union of re-
tailers in order to eliminate the price-cutter and
raise the jewelry business to its rightful plane.

Looking Forward and Back

One of the most interesting addresses at the
convention was delivered by A. W. Anderson, of
Neenah, Wisconsin, secretary of the Wisconsin
Retail Jewelers' Association. After expatiating
at some length on the history and nobility of the
jeweler's calling, Mr. Anderson spoke of the situ-
ation to-day as follows:

Our business and trade is divided into three
principal branches: manufacturing, jobbing and
retailing. These divisions are all necessary and
vital to the best interests of the business. There
are manufacturers who can get along without the
jobbers, and retailers who say the jobbers are
unnecessary, but with these I beg to differ. I
am satisfied that the average jeweler will agree
that the jobber can better serve the trade with
a representation from a dozen to perhaps a hun-
dred manufacturers' lines than could individually
all of the makers represented by the jobber. Sup-

posing every maker in the business started out
to call on the retail trade; how much business-
would he get and what would his expenses be
We would have a dozen travelers where we now
have one. It simply could not be done. Thin]:
of every manufacturer trying to carry several
thousand accounts where he has now perhaps a
hundred.

There are manufacturers who, because of the
nature of their output and the magnitude of their
business, can sell direct, but they are but few
among a host to whom such a course would be
hnpossible.
The jobber we shall have always with us, and

good luck to him. Many a man has he aided
on the pathway to success; many a faint-hearted
jeweler has he cheered up in the hour of gloom,
and many a shaky account has he carried until
the goal of better business has been reached.

And the jobber has his troubles with the manu-
facturer, that is, some jobbers have troubles with
some manufacturers; exceptions to all rules in
this business as well as in others. And retailers
have troubles with some jobbers, and all have
grievances against many manufacturers. For
years we have been hearing of troubles on all
sides, and they do exist. it is one of the angles
of the business that must be straightened out for
the good of all concerned. We should have a
triple alliance in the trade of manufacturer, job-
ber and retailer, all working in harmony for the
common good. However, before we find fault
with our neighbors let us consider the troubles
in our own house.

All of us can remember the time when jewelers
disclaimed being related to each other, when rec-
ognition of a competitor as an honorable person
was rare indeed. We have a trite saying to the
effect that every knock is a boost. If this were
literally true at least 95 per cent of the jewelers
of this country would have been boosted into
prosperity by the knocks of their competitors.
Almost all of us were guilty. I am ashamed of
those years spent in the jewelry trade in which
I did not meet socially with the other fellows.
I am ashamed to confess that for nearly twenty
years I did business in the neighborhood of and
in competition with some of the finest fellows
that ever walked this good green earth, and
never knew them in person. But things are
different now, I am happy to say. For only three
years have I been in this association work, but in
that time I have learned more good things about
our business than I could have learned in a life-
time tinder the old, unsociable way. I feel a par-
ticular pride in the Fox River Valley Jewelers'
Club of Wisconsin, and this pride is shared by
every member in it. We have thirty-three firms
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in our rolls, comprising forty-three individuals
from eleven cities and towns. We meet three
times yearly. What have we done? We have
transformed ourselves in relation to each other.
We have learned that life, even in the jewelry
business, is worth living if we inject into it a
little of the gospel of love-one-another. We have
become so thoroughly imbued with the spirit of
getting together that in some instances compe-
titors in the same town are comrades now. A
traveling salesman going up and down the valley
from Fond du Lac to Green Bay hears no knock-
ing among the trade. He learns instead that the
boys will meet next week at Appleton, or met
last week at Oshkosh and had the time of their
lives. We have actually grown younger. We
anticipate the next meeting weeks in advance, and
the stores are deserted by the proprietors early
on the day of the meeting, for the boys would
not miss the fun—the social session, the supper
or the more serious work if they can help it.
Out they come—twenty, twmty-five, thirty—and
at Oshkosh, in March, we had forty, including
our jeweler guests from Milwaukee. Have we
done anything practical? Yes. Without any red
fire and with little noise we have obliterated the
troubles that existed over engraving, cut prices
on repairs and optical work; but best of all have
banished, I hope for all time, the spectre of ani-
mosity and ill will that once stalked rampant
among the trade in our beautiful valley.

Would we go back to the old ways? We
couldn't be bribed to. Every member feels bet-
ter, acts better, looks better, and is a better busi-
ness man for his love of the club. Not one man
who has joined us has dropped his membership
unless because of removal or retirement from
business. And every one of our members is a
tnr-itietnie.ber of the State and national associations
and earnest in his work for the benefit of the

In these local clubs primarily is the hope of
a better day for our business. With the enthu-
siasm of the locals transfused into the State asso-
ciations and all of these welded into one splendid
national body, we shall have an organization that
may speak and be intently listened to.

This new spirit I believe exists in all local
bodies. I claim no special virtue for ours of the
Fox River Valley of Wisconsin, but I know this
one so well and love it so much that I must sing
its praises. I understand that right here in Rock-
ford recently, when one of our brothers was
called to his final home, all of the jewelers
closed their doors as a mark of respect. This is
brotherhood. This is in keeping with the new
spirit that must animate us before we can fully
come into our own.
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There is just one remedy for our troubles. It
is thorough organization, cemented with constant
loyalty. We are still 'way to the rear of the
coal miners, the bricklayers, the iron workers or
the railroad men when it comes to organization
and sticking together. The old belief of every
man for himself and the devil take the hindmost
has seen its best days. If we should attempt to
run our business that way now it would not be
only the hindmost that the Old Nick would get,
but many of the fellows in the van would be his
victims as well.
Let us know what we want and not be afraid

to say what we want when we want it. But we
must not expect the associations to have on tap
a corrective for all the evils from which we
suffer. It's a long, hard road that we must
travel before we can come to easy street. Join-
ing an association is an enlistment for the fight,
and if ever there was a game that was worth
the candle this is one.

Let us say that Bill Smith runs a little jewelry
store in one of the good rural towns of Wiscon-
sin. He is badly harrassed by the mail-order
houses, the hardware man who sells silverware
and clocks, and the soap company which gives
away with ten dollars' worth of soap anything
from a carat diamond to a Grand piano. Bill is
not located near where there is a local jewelers'
club; he doesn't belong to the State association,
but, worst of all, he is not on speaking terms
with his one little competitor. Neither does Ile
take much interest in our excellent trade papers.
He gets a sample copy once in a while, but does
not act as though lie were glad to see that. But
Bill knows there is something wrong with the
jewelry business, and he feels that something
should be done to right that wrong. About this
time he gets a letter from the State association
setting forth in an abbreviated form the many
evils that beset him, inviting him to join the
association, to help with all the power he could
muster in its fight against its enemies. Does
Bill fall in line? Only one in four of him does.
That's the sad part of it. Bill is wise to this or-
ganization stunt. He knows that what all these
fellows want is his money. Sometimes he talc:s
his pen in hand and gives the State association
something to think about after this fashion:

"Dear Sirs —I have received several letters
from you asking me to join the State association.
Now, if you will show me that you can stop the
mail-order houses from selling to my customers,
or if you can fix things up so I can compete with
the big stores of Chicago, I will gladly join you.
You will have to make the manufacturers and
jobbers sell only to the legitimate trade before
you can get any of my money. 1 f you can't stop

outside parties from canvassing from house to
house in my town, selling clocks and silverware,
why should I throw away three dollars a year
on membership? Show me that you can accom-
plish something in these matters and I will come
in.,,

Bill, you see, is, unfortunately, narrow-visioned.
He does not realize that the things he wants he
must aid in obtaining. He doesn't realize that
our army must first be recruited and after that
the campaign carefully planned before we can
begin a successful onslaught. He doesn't realize
that his time, his endeavors, his never-failing en-
thusiasm and his constant loyalty must be given
the association in addition to his little clues. He
regards it as an organization that without his
aid must secure all the good things for the trade,
banish all the evils from it and then come and
offer him the hard-earned fruits of its labors at
a cut price.

am talking to the wrong men to-day. I
don't think there are any Bill Smiths in this
audience. His kind do not come to the conven-
tions until they are converted, and after that
they are Bill Smiths no longer. Here is where
the great preliminary task before us lies: to con-
vert into association tnen the 75 per cent of the
craft who are still outside our ranks. To do this
every one of us must be a missionary. If our
neighbor is not with us then there is our first
duty—to bring him into the fold.

Not until we retailers are joined together in
a common bond can we hope to say that we are
strong enough to undertake the mighty tasks that
will be ours before we can rest and take our ease.

We cannot stand alone and progress in this
fight. One of us alone is but a voice crying in
the wilderness, but the united voices of the many
will be heard and heeded. •
Judging from past and present conditions we

might regard harmony among retailers, jobbers
and manufacturers as being in the class with the
phenomenon the colored preacher told about. He
had been exhorting his congregation to better liv-
ing and telling them of the wonderful sights that
would come to warn them of the last day. He
loved big words and continually referred to the
"phenomena" that would appear to them. One
of his flock met him on the street and said:
"Pahson, whad youall mean by dat phenomena
dat we'alls gwine see befo' de jedgement day?"
"Well," said the parson, "Alf11 splain dat ter
you, Brudder Jackson. It's jes like chis : you
goes walkin' down dis yere road an' you sees er
robin sittin' singin' on de fence. Well, dat am'
no phenomena ; clat's only er robin, sittin' singin'
on de fence. Den you goes a little ways furder
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an' you comes ter where you sees er cow out in
de pastur' eatin' grass. Dell, dat am' no phe-
nomena ; dat's only er cow out in de pastur'
eatin' grass. En you goes still furder an' you
sees er thistle growin by de side ob de road.
Well, dat am' no phenomena; dat's jess er thistle
growin' by de side ob de road. But if you goes
still furder an' comes to whar' you sees er cow
sittin' on er thistle, singin' like er robin, dat's
er phenomena."
And so, fellow jewelers, if we walked to-day

down the main street of one of your busy and
pretty Illinois towns and looking through the
window of a jeweler's shop should see Mr.
Jeweler sitting at his bench, all humped up,
his eyeglass screw to his face and his mind
intent on the repair job in his hands, that
would be no phenomenon; that would only be
Mr. Hardworked Jeweler trying to make 50
cents by putting four dollar's worth of work on
one of the mail-order $3.19 imported 57-jeweled
watches.
And if we went a little further and should hap-

pen to meet Mr. Chicago Jobber
coming down the street, his face
alternately wreathed in smiles and
drawn into a frown, that would
be no phenomenon. That would
only be Mr. Chicago Jobber on
his way to see Mr. Hardworked
Jeweler, and practicing a few
smiles in order to give him the
glad hand, and frowning a little
as he wonders how business has
been and whether he's going to
get frosted or sell a bill of goods.
Then, if we went still further and
should happen to bump into Mr.
Big Manufacturer from the East,
who is sojourning in your salu-
brious climate for the benefit of
his health, that would be no phe-
nomenon; that would be merely
Mr. Big Manufacturer, with his
nose tilted at such an angle that
he could hardly see Mr. Jobber,
while of the existence of Mr.
Hardworked Jeweler he is not at
all aware. But if we should then
wander back into the shop of Mr.
Hardworked Jeweler and there
find him with one arm around the
neck of Mr. Jobber and the other around the
neck of Mr. Manufacturer, and each of them
embracing each other and Mr. Retail Jeweler as
well; and all weeping for joy at the glad re-
union, that would be a phenomenon.
But the time is coming. We grow stronger

year by year. Sometimes we may falter, but the
knowledge of the good that has been accom-
plished and the vision of the good things almost
within our grasp will spur us on.

Charles F. Manahan, of Chicago, gave expres-
sions to a number of new thoughts in an address
on "Little Comedies That Were Once Tragedies."
His address, which was very well received, will
be found on another page of this issue.
John S. Townsend, of Chicago, delivered an

address on "The Jeweler's Problem," which he
summarized in the following ten paragraphs:

I. Honor your business, beware of outside
speculations and alluring gold bricks.

2. Do not criticise your calling or your corn-
petitor's actions, uphold the dignity of the craft.
3. Work well the six days, but take a quiet

rest the seventh.
4. Honor and smile on the poor drummer who

comes within your store. It will pay you in the
end.
5. Don't kill your trade by unbusinesslike

transactions.
6. Be honest with others and see that no one

is stealing from you.
7. Don't speak falsely of some one else's goods

—act on the square at all times.
8. If your competitor is doing well make up
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your mind to go him one better. Honesty with
pluck always wins.
9. Protect your family's interests as well as

your business by carrying ample life, fire, bur-
glary and hold-up insurance.

So. Be an active member in the Illinois Retail
Jewelers' Association—not forgetting that in
unity is strength. Lastly, be a good fellow and
do unto every one as you would be done unto.
Have faith in your business and self. Hope for
mutual success of the retailers, jobbers and whole-
salers with a kindly word and smile for all.

J. Augustine Smith, sales manager of the South
Bend Watch Company, spoke on "How the
Jeweler Can Best Help Himself." His address,
which contained many salient points worthy of
careful consideration, will be found in part on
another page.

F. G. Thearle, of C. H. Knights-Thearle Corn-
pany, of Chicago, represented the jobbing interest
at the convention and delivered an address on
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as we read the answer given by a certain judge to
John Stephenson, who asked the judge as a friend
what he thought of his (Stephenson's) invention
of the steam locomotive, and its probable use in
transportation and whether he should push for-
ward its development. The judge took the mat-
ter under consideration and finally told Stephen-
son he had come to the conclusion that although
it might increase the speed somewhat of trans-
portation, still he thought that benefit would be
more than offset by the damage that would be
done to existing stage coach lines which were
doing very well for the public; and the great
danger to the lives of man and beast getting on
the track. He therefore advised Stephenson to
abandon his work.
The idealist who first thought out the every-

day convenience of the umbrella was hooted and
scoffed at when he first appeared on the streets
of London, but it didn't take long for his fellow
men to see his bettered condition, after a rain,
and they soon decided to follow him.
George Washington was called an idealist when

he saw the promise of a new republic in a sepa-
ration from England. Abraham Lincoln was

called an idealist when he first
spoke in our own State of Illinois
for the freedom of the slaves.
Franklin was called an idealist
(or crank) when he started out
with his kite to draw from the
clouds electricity, that ever-ready
and everyday servant of mankind.
The world has realized the ideals
of these men and accords them
their rightful places in the Tem-
ple of Fame.
There are business men, how-

ever, who dispute the right of
idealists to enter the sacred pre-
cincts • of the business world.
They say the man who has vis-
ions of better conditions is a
dreamer, an idealist ! There are
jewelers — manufacturers, whole-
salers and retailers—who admit
that conditions in and about our
trade are vitally wrong, and yet,
when we ask them to come to-
gether and talk matters over and
find a way out of our difficulties,
they say : "It would be a fine
thing, but it can't be done."
You, gentlemen of the Illinois

Retail Jewelers' Association, are idealists. Those
men who first saw the light and had an idea that
conditions might be bettered by an association
were called idealists a few years ago, but now
their dreams are realized. This is an age of or-
ganization. "Get together and stick together" is
the motto of many business interests. Unfair
competition from without and within has brought
loss and disaster to many lines of business.
You, gentlemen of the Retail Jewelers' Associ-

ation of Illinois, have done a great work in bring-
ing your association to its present stage. Let
every member be loyal to the organization idea,
and not let his mind be led astray by any inci-
dental legislation. The path you tread is new
and you will make some mistakes, but let no
member despair. All these things will work out
right in the end. You have suddenly acquired
a great power which, like suddenly acquired
wealth, is a great menace unless used with dis-
cretion and wisdom. Above all things give your-
selves to the cultivation of good fellowship among
your members. That will bind you together more
closely than any measures you may adopt.
If every man is loyal to the organization, if

every member brings in one or two new mem-
bers throughout the year, and if you will organ-
ize in every town where there are two or more
jewelers in business, and get together, since your
interests are identical, then the dream of the
idealist will soon come true regarding your or-
ganization and the jeweler will occupy the posi-
tion in the mercantile. world that rightfully be-
longs to him; and his business will be lifted
from disrepute to a high level—from being a side-
line for every other line of merchandising to
dabble in to a business of confidence and respect
on the part of the public, in which the highest
ideals of modern merchandising shall prevail.

"Us Girls" at the Rockford Convention

"Idealism in Business," which was very well re-
ceived by the jewelers. In part Mr. Thearle said:

Idealism in Business
A century ago an idealist was called a skeptic,

or one who did not believe in the existence of
any real thing, but that only those things existed
that were realized by the senses—that matter was
unreal and was only the action of the mentality
of man. Gradually. however, the word has taken
on a different meaning. An idealist twenty years
ago was a dreamer—a man who saw things as
they should be and not as they really are. A
more recent meaning given to an idealist is a
person with ideas, not of existing conditions, but
of things as they should be—new ideas untried,
unproven; but, nevertheless, advanced and full of
promise for great things in the future.
There are men in the business world who are

willing to admit the idealist into many spheres
of activity. In art the idealist paints pictures
of things as they should be and is accorded
recognition in the most exclusive galleries. In
sculpture, in music, in medicine, in religion and
in politics the idealist has a place of honor. A
recent notable illustration, the Anglo-American
Peace Pact so near consummation and so full of
promise for peace and prosperity, was referred
to in the daily papers as having been called in
its inception the work of an idealist. The insur-
ance of the sick and poor and aged, an idea of
Lloyd George's, is being received by the English
people in the most respectful and considerate
manner, while the plan is generally admitted as
being the work of an idealist.
So it goes; history abounds with illustrations

of my point—that in all ages the idealist has
been but the prophet of better conditions, better
things for the world at large. We are all amused
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Rock Island was chosen as the next convention

city. The date will be determined by the Execu-

tive Committee. A resolution was passed request-

ing the jewelers of Iowa to hold the 1912 con-

vention at Davenport, Iowa, directly across the

river from Rock Island, and meet one day in

joint session with the Illinois jewelers.

The following officers were elected: President,

T. H. Craig, of Champaign; first vice-president,

George H. Tucker, of Chicago; second vice-

president, A. H. Bollander, of Rockford; secre-

tary, George H. Elbe, of Chicago; treasurer, Paul

N. Lackritz, of Chicago. Directors—F. A.

Marean, Belvidere; E. J. Peck, Joliet, and J.

Ramser, of Rock Island.
The following resolutions were adopted:

Resolved, That the Senators and Representa-
tives from Illinois be requested not to favor any
legislation against restricted prices, such as the
bill H. R. 26501, also Senate bill 8503.
Resolved, That each member of this be re-

quested to write his members of the State Legis-
lature, requesting him to favor the proposed bill
to protect the public against loss, caused by un-
true and misleading advertising.
Resolved, That the president be empowered to

appoint a grievance committee of three members
of this association, to whom the members of this
association may report all cases requiring adjust-
ment or redress.
Resolved, That the retailers of this State be

strongly urged to confine their purchases as much
as possible to those manufacturers and jobbers
who are protecting the interests of the retail jew-
elers by refusing to supply those not in the
jewelry trade and by maintaining proper and
reasonable retail prices.
Resolved, That we condemn the practice of

those jobbers who still persist in the practice of
selling goods at retail.
Resolved, That we approve of the Big Ben

policy of the Western Clock Manufacturing Corn-
pany as inaugurated during the last year in sell-
ing Big Ben to jewelers only and maintaining a
fixed selling price, and we extend the thanks of
this association to the company for said act.
Resolved, That the special thanks of the asso-

ciation be tendered to the Rockford Watch Com-
pany, and the Rockford Silver Plate Company
for the many courtesies extended to the associ-
ation during the present and many previous con-
ventions.
Resolved, That the thanks of the association

be tendered the Mayor of Rockford, the Cham-
ber of Commerce, the Automobile Club, and the
local jewelers of the city, and all others who
have contributed to the enjoyment of the visiting
members of the association.
Resolved, That the thanks of the association

be tendered to the trade press for the advertis-
ing and encouragement extended the organization
movement during the past year, and to speakers
who addressed the convention.

A rising vote of thanks was extended to Alfred

J. Holts, manager and superintendent of the

Rockford Watch Company for his earnest work
in looking after the success of the convention
and the pleasure and comfort of the delegates.

A Ladies' Auxiliary Formed

Many of the jewelers brought their wives with

them and an unusually large number of ladies
were present, all of which contributed much to
the success of the convention. The ladies banded
together and formed an organization which will
be known as the Ladies' Auxiliary of the Illinois
Retail Jewelers' Association. The following offi-

cers were elected: President, Mrs. Richard Weit-
ing, of Peoria ; vice-president, Mrs. H. C. Car-
penter, of Rockford; secretary, Mrs. Herman

Stern, of Chicago, and treasurer, Mrs. A. W.
Johanson, of Chicago. A resolution was passed
assessing each member one dollar a year for dues.
The resolution provides that the dues shall. con-
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stitute a "Bummel Kasten," the lock of which

shall be broken at the next convention at Rock
Island. The organization starts out with a mem-

bership of twenty-two.

Entertainment Features

In addition to the automobile ride heretofore

mentioned a number of entertainment features

were arranged, including a theater party given

by the Rockford Watch Company, the Rockford

Silver Plate Company and the Rockford Retail

Jewelers' Association. The banquet was an

elaborate affair and very successful. The Rock-

ford Silver Plate Company gave away a neat

paper cutter of its new Fair Oaks pattern as

souvenirs of the occasion. The speakers at the

banquet were Robert Rew, of Rockford; Col.
John L. Shepherd, of New York, and Secretary

Brown, of the Rockford Chamber of Commerce.

Joe Mazer, of McAlister, Okla., who was to

speak at the banquet, was unable to attend.

Joint Convention of Kansas Jewelers
and Optometrists

Following is the programme of the joint con-
vention of jewelers and optometrists, to be held

in Hutchinson, Kans., June 5th and 6th, in the

new Y. M. C. A. building:

MONDAY

9 A. m.—Registration.
10 A. M.—Convention called to order by Presi-

dent J. C. Haupt, Peabody, and C. H. Paxton, of
Paola. Invocation, Rev. 0. L. Cook, pastor of
Christian Church. Addresses of welcome, Hon.
Frank Vincent, Mayor of Hutchinson; L. A.
Beebe, president Commercial Club; Vern Wiley,
president Retail Merchants' Association. Re-
sponses by President C. H. Paxton and J. C.
Haupt,

II A. m.—Reading minutes of previous meet-
ings. Appointment of committees. President's
addresses.
12 m.—Lunch.
1.30 P. m.—"Building up a Business," E. R.

Moses, Great Bend.
2 P. m.—Talk by Hon. Y. Y. Morgan, Hutch-

inson, who helped us pass the optometry bill.
Ladies will be entertained with an automobile
ride to State Reformatory and salt plants.

2.30 P. m.--"Optical Advertising for the Coun-
try Town," Fred Melluish, Ottawa.
3 P. m.—"The Application of Psychology to the

Practice of Optometry, Thos. Gowenlock, presi-
dent Kansas Optometry Board.

3.30 P. m.—"The Art of Making a Sale," Ben
Vardman, Des Moines, Iowa.

4.30 P. m.—"Practical Pointers in Optometry,"
Dr. W. B. Needles, president Needles Institute of
Optometry, Kansas City, Mo.
6 P. m.—Dinner.
7.30 P. m.—Special entertainment at the Amuse-

ment Park.
TUESDAY

9 A. M.—"Why I Use a Retinoscope," F. W.
Hunt, Burlingame, vice-president Kansas Optom-
etry Board.

9.20 A. m.—"The Successful Optometrist," H.
S. Zinn, Hutchinson, ex-president Kansas Asso-
ciation of Opticians.
9.40 A. m.—"Practical Methods of the Fitting

Room," J. C. Haupt, Peabody.
TO A. m.—"Taking in Repairing," Walter Sper-

ling, Seneca. Discussion.
10.30 A. m.—"Advertising for the Country Jew-

eler," H. A. Tibbals, Emporia. Discussion.

'II A. m.—,"What Should Be the Retail Optom-
etrist's Relation with the Jobbers and Manufac-
turers of Optical Goods," Dr. S. W. Lane, presi-
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dent Southwestern Optical College, Kansas City,
Missouri.
12 m.—Lunch.
5.30 P. m.—Business session of both societies.

The officers of both organizations have issued
an urgent appeal to all the jewelers and opticians
in the State to make the journey to Hutchinson
on this occasion. The programme as outlined
above is certainly well worth the expense and
time entailed by the trip and a great wealth of
entertainment is promised. As all contemplate
taking more or less vacation the few days of re-
laxation might well be timed to include the two-
day convention at Hutchinson.

How Can the Jeweler Best Help
Himself?

Extracts from Address by J. AUGUSTINE SMITH, Sales
Manager South Bend Watch Company, before

Rockford (Ill.) Convention

It is always easy to take notice of and point
out abuses with which any business is encum-
bered, and to call attention to difficulties which
must be overcome, but it is not so easy to find
the solution of these difficulties—to find a prac-
tical means by which they may be overcome. In
other words, it is easy to criticise, but much
harder to suggest the remedy.
I believe you have taken the first step neces-

sary for your relief in organizing your forces
into local and national divisions, for in union
there is strength.
Unity is the great keystone of the arch.of suc-

cess. By joining forces you overcome the petty
jealousies which frequently creep in among corn-
petitors in local fields, and you are able to get
together on a basis of mutual co-operation.
The second step necessary, in my judgment, is

to use the means employed by your great rivals,
the mail-order houses, viz.: to advertise your
goods and your wares to your trade, making use
of the fascination jewelry has for the individual,
to develop and maintain your hold on the trade.
In your advertisements, however, you should

steadily maintain the advantage you possess over
your greatest competitors—the catalogue people—
that of being able to show the buyer what he is
getting.
Americans will accept a loss in a great ma-

jority of cases rather than go to the trouble and
annoyance of making the seller fulfill his prom-
ised obligations. Ask your customers if they
have ever had occasion to ask a mail-order
house to refund them their money! Ask them
how long it took to get it back ! Call attention
to the fact that when they buy goods by mail they
pay for them before they see them.
Then you should create new standards, set new

gauges by which you can be independent in your
trade. What do I mean by creating new stand-
ards? I mean you must create standards on
goods which will prevent the mail-order house
from adopting them for their own benefit. If
this standard be in silverware, have it plainly
marked with the weight and fineness of the gold
or silver it contains or is plated with, also the
maker's name, so that the manufacturer cannot
play fast and loose with you. If he wants the
trade of the mail-order house, let him have it,
but you should make him choose between that
trade and yours. Be independent of the fellows
who "play both ends against the middle."
Then you should use the advantage you have

in the "personal adjustment" of watches. This
is something the mail-order house cannot do; it
is a service that brings the buyer to the jeweler,
and nowhere else; it brings the buyer into the
store to compare his watch with your regulator
to see how close to correct time his watch is run-
ning. This means additional opportunities to sell
him something else, if you are a good salesman
and know your business.
Another suggestion I would make to you is to

be true to yourselves and your interests by taking
care of those who take care of you. It is the first
law of nature. Don't be misled by protestations
of friendship that are not lived up to in actual
practice.
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Our stock includes Diamonds of every grade. It is con-
stantly replenished by importations which enable us
to submit fine selections from which you can make sales.

Our prices are right and our service prompt and intelli-
gent. Write us whenever you want diamonds, loose or
in mountings. We can satisfy you.

HAYDEN W. WHEELER & CO.
Importers

2 Maiden Lane,
AMSTERDAM

New York
LONDON

The Synthetic Emerald
is no more a reality than the Synthetic Diamond. Science
has not as yet produced either of them for the market.

What is generally offered as a reproduction of the real Emerald is in some cases ordinary glass of asomewhat greater than usual hardness and brilliancy. In other cases, it is a doublet consisting of twoparts of genuine stones, such as aquamarine, the emerald effect being obtained by a coloring chemicalintroduced between the two parts.
The only stones that have been so far faithfully reproduced in the laboratory are the Ruby and Sap-.phire, the latter in its varieties of the Hope (blue) Sapphire, the Golden, the Pink, and the White. Ofthese, the Hope Sapphire and the Golden Sapphire are produced exclusively at our own labora-tories, and together with all other of our Synthetic Stones represent the best of their class in the world.If your customer wants a real Ruby or Sapphire, but cannot afford a natural stone, nothing will suitbetter than the Synthetic Ruby or the Hope Sapphire, provided you have the right goods to show. Thebest test of their genuineness is that they are Heller's.
You can get them by asking for them by this name. Our goods need cost you no more.
Ask your jobbers to show you a specimen or two of our newly cut large Hope Sapphires. They are the firstlarge stones of their kind we have so far succeeded in making, and are of the most beautiful natural color. You couldnot tell them from the real Oriental that you would price at $250 a carat.
With the Sapphire in Me lead now in all classes of jewelry you will find no more valuableaddition to your stock than our

Hope Sapphire

PARIS
PROVIDENCE
IDAR

Reg. U. S. Pat. Off.

AA& IW r 0 /1/
68 Nassau Street
NEW YORK

Li
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Simon Frankel, president of Joseph Frankel

Sons, and of the Joseph Frankel Sons Co., 578

Fifth Avenue, died May 17th. The deceased was

one of the most prominent members of the gem

trade and enjoyed an intimate, personal acquain-

tanceship with a large proportion of the trade of

the country. A native of New York, he spent

practically his entire life in active business in

this city and built up a firm of not only national,

hut international reputation. He was a man of

singularly fine character , conscientious and

straightforward in all his dealings, and enjoyed,

to an unusual extent, the confidence of all with

whom he had business relations. It became neces-

sary to amputate his leg one year ago, from which

time his health gradually deelined. Nevertheless

he continued to visit his office and his sudden

demise was quite unexpected.
Solomon Belais, one of the oldest men in the

diamond trade in this country, died last month

at the home of his daughter, Mrs. J. G. Ascher,

102 West Fifty-fourth Street. He was born in

Nice in 1826 and went to England at the age of

12. In 1849 he came to the United States and

entered the diamond business, in which he re-

mained until a year ago. He was regarded as one

of the most reliable experts in this country. Mr.

Belais was a member of the Spanish and Portu-

guese Synagogue, and an uncle of its minister,

the Rev. Dr. H. P. Mendes, and of the Rev. F.

De Sola Mendes, of the West End Synagogue.

He leaves three sons and a daughter.

A despatch from London states that Americati

thieves have stolen jewels valued at $7500, in-

cluding a diamond tiara, from Halford Sons,
jewelers, of Pall Mall, that city. Three Ameri-
cans took rooms at a West End hotel at which an
American steel man was stopping. The two went
to the jewelry shop. There one posed as the
secretary of the steel man and represented that he
had been deputed to select jewelry for his em-
ployer's wife. An assistant was sent to the hotel
with the jewelry. The alleged secretary took him
to a room where sat the alleged steel man. The
assistant was then seized and locked in a dark
room. The thieves escaped.
F. Kroeber, who for many years was well

known to the trade through his connection with
the clock industry, died on May r6th at his apart-
ments in this city. The deceased was German by
birth but came to the United States when still a
young man and immediately upon his arrival en-
tered the jewelry business. Later he started on
his own account as a jobber in clocks and his
connection with the clock industry lasted through-

out his entire life. In his later years Mr. Kroeber
was connected with the clock departments of such
firms as Harris & Harrington, Sussfeld, Lorsch
& Co., and Bawo & Dotter. He enjoyed an ex-
tensive acquaintanceship and high reputation
among the trade.

Francisco Peraza Martinez, owner of a gold
mine at San Jose de Gracia, in the State of
Sinaloa, Mexico, arrived here last month on the
Mauretania. Just as he was leaving the pier
Customs Inspector Donahue stopped him because
he noticed the miner's pockets bulging out. Upon
examination it was found that Martinez had in
his possession jewelry valued at over $2000 which
he did not declare. The property consisted of the
following:
A gold vanity case set with rubies, a flat pearl

necklace with a diamond pendant, a long three-
strand pearl and diamond necklace, a ring set
with two diamonds and a large pearl and an
amethyst ring mounted in diamonds.
When taken before Surveyor Henry and

Special Deputy Surveyor Smyth, the Mexican
said he was ignorant of our customs laws. He
stated that he intended to present the jewelry as
a gift to a friend of his. The Surveyor ordered
the goods seized and sent Mr. Martinez to the
office of United States Attorney Wise.
Mr. Martinez visited this country in SiTtember,

1909, and the Custom House records show that
he did not make a proper declaration then.

The Jewelers' Security Alliance reports the fol-
lowing robberies :

It has been reported to us that on Saturday,
May 20th, about 12.30 P. M., two young men en-
tered the jewelry store of the H. M. Hill Com-
pany, of Lynn, Mass., while Mr. Andrews, the
manager of the store, was in a rear workroom
and his wife was in the store to wait on custom-
ers.
One of the men is described as being from 28

to 30 years old, 5 feet 6 or 7 inches, 130 lbs., slim
build, dark brown hair, pale complexion, thin face
and no beard ; wore straw hat and blue serge suit,
while his companion was from 23 to 25 years,
5 feet 5 inches, 125 to 130 lbs., dark brown hair,
medium complexion, smooth face, wore straw hat
and brown suit of clothes.

They asked Mrs. Andrews to show them some
cut glass finger bowls. After looking over the
bowls they finally ordered one dozen and said
they were in a hurry and asked if she had any-
one there who could help her do the bundle up.
She said that her husband was in a rear room
and she then walked to the workroom door to
summon her husband to aid her in tying up the
bundle, this taking her away from the main
store and out of sight of the show case where
rings were kept and where the young men were
standing. One of the men was standing at one
end of the show case where he could push back
the sliding door and take out a tray of rings and
push the door back again, as the door works
very easily and noiselessly.
Mrs. Andrews and her husband then came right
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back into the store proper and began to wrap
up the finger bowls when the taller of the young
men, who was the spokesman, and the one who
stood at the end of the show case and carried
a heavy piece of wrapping paper under his arm,
said that they were in a hurry and had another
purchase to make and would return in a few min-
ut.s for the linger bowls.
About 4.30 P. AL Mr. Andrews was looking

through the stock of rings when he missed a
blue plush 64-ring tray, which contained 63 rings,
from the end of the show case where the young
men were standing and being unable to hind it
concluded that one of the young men had taken it
out and inserted it between the wrapping paper
Mr. Andrews places the loss at about $2oo. Among
the rings stolen there were a quantity of Red
Men, Masonic, Knights of Pythias, Odd Fellows,
signet and plain gold rings. The Lynn detective
force are now working upon the case.

It has been reported to us that some time during
tbe afternoon of Wednesday, May 24th, a thief
entered the store of Millard F. Davis, Ford Build-
ing, Wilmington, Del., and stole a solitaire dia-
mond ring valued at $485, substituting a com-
mon brass ring in its place. He was waited on by
a son of Mr. Davis, who said that the thief wore
no hat, giving the impression that he had just
run in from some one of the stores or offices in
the immediate vicinity.
Nathan Rosenberg has removed his jewelry

business from 23 East Broadway to 115 East
Broadway.
William Fogel, of the International Silver Co.,

who spent his vacation this year in the Bermu-
das, returned early in May in the best of health
and spirits.

Gus Rodcnberg sailed on May 3d on the
Mauretania for a five-months' trip through' Eu-
rope. He will combine business with pleasure.
The appraised value of the imports at New

York of precious stones and pearls for the
month of April was $3,413,378.06, as compared
with $2,811,132.79 in April, 1910, and $2,418,242.14
in April, 1909, a very remarkable showing, which
speaks well for prospects in the gem market.

Geo. H. Rosenblatt has moved from 220 Broad-
way to 18o Broadway.
Leo Goldsmith, representing Stern Bros. & Co.,

returned the latter part of May from an extended
trip through the South. He reports good busi-
ness at all points visited.
Charles Reiss, 15 Maiden Lane, will leave early

this month for a two months' business and pleas-
ure trip through Europe.
Meyer Goodfriend, 9 Maiden Lane, left early in

May for Europe. He expects to be gone about
three months.
Geo. B. Owen, Jr., manager for the Wm. L. Gil-

bert Clock Co., spent a couple of weeks in the
Bermudas early in May.
Wm. Fogel, of the International Silver Co.,

spent his vacation in the Bermudas last month.

Dr. B. L. Dunn, advertising manager of the
Oneida Community, Ltd., made a little journey
to the home of Fra Elbertus Hubbard and "The
Philistine," at East Aurora, N. Y., on the 24th
of last tnonth.
C. H. Webb, New York representative of The

F. H. Sadler Company, of Attleboro, was an in-
terested attendant at the New York State Retail-
ers' convention at Buffalo the latter part of last
month.
Most of the large jewelry houses along Maiden

Lane closed their doors from Saturday noon,
May 27th, until the morning of May 31st on
account of Decoration Day.
Miss Josephine Ryan is acting as buyer for

R. H. Macy & Co. during the absence of Mr.
Johnson on his European buying trip.

Messrs. Hawley and Manchester, representing
Robt. H. Ingersoll & Bro., were "among those
present" at the Buffalo convention last month.

At the last monthly meeting of the Board of
Directors of the Jewelers' Board of Trade the
following were admitted to membership: L. 8z
S. Loeb, New York City; Herzfclder & Kohn,
N,'w York City; Hirson & Silverman. New York
City ; Jones & Mounts. New York City ; Meyer
Jewelry Co., Kansas City, Mo.; L. Seligman Jew-
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elry Co., Chicago, Ill.; C. & F. Mazza, New York
City; Sischo & Beard, St. Paul, Minn.; H. P.
Sinclaire & Co., Corning, N. Y.

How Samuel Yampolsky, a
Old Trick jeweler of No. 84o Eighth ave-
Still Works nue, was swindled out of three

rings and a diamond stud val-
ued at $903 was related in detail to the police
last month, when he caused the arrest of a well-
dressed man with just a tinge of gray in his hair
on the charge of being a swindler. The jeweler
said he was the victim of a clever trick. Paste
diamonds were substituted for the real ones in
such a manner that Yampolsky admits he was
completely fooled. Several months ago a man
drove up to his store in an automobile. He was
in evening dress. He said he liked some work
the jeweler had done for his sister. He wanted
to buy three rings and a stud. The jeweler
brought out a tray of them. The caller selected
three rings and one stud as being just what he
had been in search for. He had the jeweler place
them in a red envelope that he himself had pro-
duced. Then the caller produced a one thousand
dollar bill and tendered it for payment. The
jeweler was to take $903 from it. Yampolsky
didn't have the change. The caller remarked that
that was provoking. At the same time he asked
to see a watch directly back of him. It is pre-
sumed that when he turned the caller substituted
an envelope identical with the red one for that
containing the three rings and the stud. He de-
cided not to take the watch. He said he would
go to the branch post office nearby for change and
return. He left the red envelope on the counter.
When he failed to return after some hours the
jeweler opened the envelope, finding that it con-
tained paste diamonds.
Sigmund Sternau, of Sternau & Co., manufac-

turers of Sternauware, 195 Plymouth street,
Brooklyn, in a communication to the New York
Times says that the Sternau who, according to
press dispatches was hanged by Mexican rebels
after the capture of Torreon, was one of his
cousins. Two brothers, Julius and Carlos Ster-
nau, were hotel proprietors in Torreon. Mr.
Sternau received last February 8th the following
letter from one of his cousins: "My Dear Sieg
I have not heard from you lately, but as I
promised to send you some news once in a while,
I am writing. The town directly across the river
from where Sieg and Helene live is in danger
of being attacked. From what we can learn the
forces on both sides are more or less equal. it
is a good thing that the forces are a good dis-
tance from us. So far they are not near enough
to affect us personally, and business has been
better than usual, as people from the country, not
feeling any too safe, have come in to trade with
us. Then, considering that this year's crop will
be good, we have no kick coming. We are in
good health. Though ranches get robbed quite
often, our town has been quiet as usual. Foreign-
ers, and Americans especially, are never molested.
The rebels have come with money to the stores
belonging to foreigners, and have paid cash for
what they needed. The constitutional government
is the same as usual, so we do not complain.
Those mountaineers are great sharpshooters, and
the number of their victims is said to be horrible.
That is all for to-day. With my
kindest regards for all of the
folks, and yourself in particular,
I am, yours, Julius." Mr. Sternau
asked the New York Times to
obtain, if possible, further par-
ticulars regarding the reported
murder.
'William Elias, for forty years

connected with the firm of Cross
& Beguelin and at present head
of its material department, was
married on June 1st to Mrs. Jose-
phine Russell, of New York. The
happy couple will sail on June 3d
on the Tagus for Europe. Their
honeymoon will be spent visiting
the European capitals. They ex-
pect to return about July 1st.
Recent efforts to pass bogus

checks have quite aroused the
trade, who are • requested to be on
the alert lest they become victims
L- H. Carpenter, vice-president
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and New York manager of the C. E. Hancock
Company, Providence, attended the two-day an-
nual meeting of the Pennsylvania Retail Jewelers'
Association held in Pittsburg on May 4th and 5th.
The following travelers will represent Jos. H.

Meyer Bros.: Ludwig B. Frey, Denver and the
Pacific Coast cities; James B. Boyle, Chicago and
vicinity; Herman Hessberg, the South; B. J.
Meyer, New York, Pennsylvania and the Middle
West.

Joseph Sherman, who was for
Death of many years in charge of the
Joseph Sherman hotel supply department of the

Gorham Co., died Monday, May
1st, after a brief illness, at his residence, 162
Eighth Avenue, Brooklyn. He was one of the
best known men in the trade among hotel people
and his years of experience gained for him many
friends, who learned with regret of his death.
Mr. Sherman was the son of Captain Joseph
Sherman, one of the old-time sea captains of

Joseph Sherman

Newport, R. I. He was born about sixty-five
years ago and was educated in the public schools
of Newport, where he spent his boyhood. He
had been in the silverware and jewelry business
practically all his life.
As a young man his first position was with

Bailey & Co., of Philadelphia, now the Bailey,
Banks & Biddle Co., where he occupied a re-
sponsible position for several years until his re-
moval to New York, about thirty-five years ago,
when he entered the employ of the Gorham Co.,
where he remained, except for a short interval,
until his death. For the past twenty-five years
Mr. Sherman was in full charge of the hotel
supply department of the Gorham Co., materially
assisting in its development. He was prominent
in his line and possessed the respect and confi-
dence of all. His personality was peculiarly at-
tractive, which enabled him to make and retain
as personal friends all the prominent hotel men
with whom he had relations. He will not only
be greatly missed by the Gorham Co., whom he
faithfully served for so many years, but by all
his business associates and friends. His widow,
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Mary Westervelt Sherman, and two childrer,
Joseph Sherman, Jr., and Mrs. Virginia Sherman
Johnston, survive him. The funeral services wer
held Thursday at Westfield, N. J.
Theodore Schisgall left New York for Chicagi

on May 25th. He will meet his Western repre
sentative, J. Neuberger, and together they wil
make a tour of the Western territory with ;
complete and entirely new line of clocks, oper.
glasses, novelties and bags.
George Semple, representing W. & S. Black

inton Co., the chain manufacturers, of North At
tleboro, Mass., made a trip the middle of last
month to Philadelphia, Baltimore, Cleveland any
through upper New York State. He reported
business as very good "in spots."
Alexander C. Chase has taken the Philadelphia.

Baltimore and Boston agency for the Richlien
pearl, manufactured by Jos. H. Meyer Bros.

St. John Wood left New York on May xoth
for a three months' trip to Europe.
Among the well-known jewelers who recently

visited New York last month were: J. T. El-
lingbo and Mr. Chambers, of Chambers, Stewart
Co., Mt. Clemens, Mich.; R. G. Graves, Corning,
N. Y.; F. A. Robbins, of F. A. Robbins Co.,
Springfield, Mass.; J. Furhman, Albany, N. Y.,
and J. Coleman, Deer Lodge, Mont.

The Benedict Mfg. Co. Salesmen in
Convention

The salesmen of The Benedict ManufacturingCompany held their annual spring convention atthe company's plant, at East Syracuse, N. Y.,during the week of May 8th. One of the main
purposes of the gathering was to prepare for thecoming holiday business on the new line of elec-tric portable lamps recently placed on the marketby The Benedict Manufacturing Company. Theselamps are in brass with unique and original artshades which have been patented. So well havethese already taken with the buying public thatthe company is preparing to erect an additionto their factory, which will be devoted exclusivelyto the manufacture of these lamps. This willmaterially increase the floor space of the plant,as well as necessitate more employees. Steps alsoare being taken to protect the valuable patent onthese lamps and shades.
In addition to many interesting and instructiveconferences at the offices of The Benedict Manu-facturing Company during the week an outingwas held at South Bay, on Oneida Lake, whichwas attended by the members of the selling forceand H. L. Benedict, president; R. B. Roantree,treasurer; C. C. Graham, sales manager, and A.F. Saunders, designer. The trip to the lake wasmade in automobiles, which left the factory atnoon, and the afternoon was spent in fishing.Honors in the fishing contest were equally di-vided between 0. D. Irwin and F. A. Weatherley,H. L. Benedict finishing third. C. C. Graham andR. B. Roantree each caught a fine, large basswhich was returned to its native element with re-gret. Before the return trip to Syracuse was madethe party enjoyed an excellent dinner at Crown-hart's Hotel, South Bay, which concluded with

speeches by H. L. Benedict, C. C.
Graham, L. C. Proctor and others.
The traveling men will leave

for their respective territories in
a few days and will not return
until January, 1912. Those at the
convention were: C. C. Graham,
New York City ; John Bailey,
I'ittsburg, Pa.; F. A. Weatherley,
Chicago, Ill.; J. F. Kane, Syra-
cuse, N. Y.; M. H. Jackson,
Syracuse, N. Y.; Edward Dorner,
New York City; W. A. Van Pat-
ten, Columbus, Ohio; Newton
Owen, St. Louis, Mo.; J. P. Deal,
Atlanta, Ga.; L. G. Proctor, To-
ronto Ont.; E. E. Fuller, New
Orleans, La.; F. 0. Vermilyea,
Milwaukee, Wis.; J. H. R. Proc-
tor, Toronto, Ont.; A. C. Barrie,
San Francisco, Cal.; 0. D. Irwin,
Boston, Mass.; L. K. Phreaner,
Los Angeles, Cal., and R. N.
Pembroke, Portland, Oregon.

Benedict Salesmen Going a-Fishing

I. I
mportant
Announce-
ment by the
. ONEIDA

COMMUNITY I

fe'e• oikkoin:35-Paser



T HAS ALWAYS BEEN the special
ambition of the Oneida Community to
make the very best in any line of man-
ufacture they were engaged in. That was
the basic idea of Community Silver ten

years ago ; that is the real secret of its present success.
But, just as the modern battleship is constantly

improving its armor plate, no matter how perfect it may
have seemed, Community Silver  the most modern plated
ware is constantly seeking to better the armoring of its
own silver plate. The latest wear-resisting improvement in

is so striking that it can be easily detected by any Dealer.
It consists of a circular disc of pure silver overlaid at the
wearing points of every Community Silver spoon. This
special wearing-point protection is an addition to Corn-
munity Silver's superbly heavy general plate, and makes
Community Silver practically wear impregnable so
impregnable in fact, that we now guarantee it for
fifty years.
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The same quality improvement has also been applied

to Reliance Plate, so that this now has practically as great

wearing value as any other line of Plated Ware in the

market, except Community Silver. We have given it the

the same heavy wearing point overlay as Community

Silver, and have also thickened the general plate over the

entire spoon. In this way we have increased the wearing

quality of Reliance Plate to such an extent that we now

guarantee it for twenty-five years.
It is one thing to make changes necessary to perfect

one's goods, but it is quite another to make these changes

in such a way as to give no inconvenience to the trade.

To make the transition easy we have been manufacturing

our Silverware in this improved way since the first of the

year, so that most of the stock now on your shelves is of

this new quality.
Now as to prices : It has always been the policy of

the Oneida Community, regardless of trade traditions, to

sell its Silverware at just as low prices as was consistent

with quality. Ten years ago we brought out Community

Silver in a plate heavier than triple at the same price at

which single plate was being sold by the leading man-
ufacturers. In making the present change we have con-



tinued the same policy of giving great value to the trade.
We are now offering Community Silver to the trade in a
plate so de luxe as to rival for practical service Sterling
silver itself, at a very slight advance over former prices.

This small advance on both Community Silver and
Reliance Plate is no disadvantage to their dealer, since his
percentage of profit remains the Saint, as before. By car-
rying Community Silver and Reliance Plate he now has
a complete line of Silver Plated Ware incomparably better
than anything on the market. Moreover, we are now
preparing to bring these facts home to every user of
Silverware in the country.

In August begins a Community Silver advertising
campaign in the magazines of the country unparalietea in
the history of the Silverware industry. In this advertising
campaign we will not only use a tremendous amount of
space, but will present such strong arguments in such an
effective way as to convince every Silverware user that
Community Silver, if not actually the equal for practical
service of Sterling silver, is at least incomparably better
than any other plated ware in the market.

ONEIDA COMMUNITY, Ltd.
ONEIDA, N. Y.
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Annual Convention Arkansas Retail
Jewelers' Association

The fourth annual convention of the Arkansas
Retail Jewelers' Association met at the New Capi-
tal Hotel, Little Rock, Ark., on May 23d and 24th.
The attendance was not as large as was expected,
but those who were present were treated with
one of the best programmes ever offered. Many
of the traveling men who were in attendance
contributed to the interest by some clever busi-
ness talks, making suggestions which will, no
doubt, be of value to the retailer.
Vice-President S. D. Spratt, of Montecello,

Ark., presided at all meetings, owing to the ab-
sence of President T. J. Ellis, who had worked
so enthusiastically to bring about this successful
convention, and at the last moment was prevented
from attending on account of sickness.
The morning of the first day was taken up by

routine business. During the afternoon session
Chas. L. Higginbotham, of the South Bend
Watch Company, delivered one of the best lec-
tures on the "Escapement" ever heard in this
State.
Although no definite programme had been ar-

ranged for speakers at the closing session, it was
nevertheless a "live one." C. S. Stifft, one 9f
the successful jewelers of Little Rock, spoke at
length on various points of the jewelry business,
and his suggestions had much weight with all
present.
Col. John L. Shepherd, representing The Key-

stone Watch Case Company, took up the ques-
tion of "Guarantees."
A. L. Sackett gave some valuable hints on or-

ganization.
S. G. Parker, of Poplar Bluff, Mo., and W. H.

Galloupe, of The Crescent Watch Case Works,
also made short talks.
The election of officers resulted as follows:

President, S. D. Spratt, Montecello; vice-presi-
dent, C. S. Stifft, Little Rock; secretary, Curt
H. Carmichael, Booneville.
The following gentlemen were present, caring

for the interests of their respective firms : H. B.
McKinley, Elgin National Watch Company; J. T.
Kirtland, Leonard Krower, New Orleans; J. L.
Coleman, C. A. Kiger, Kansas City, Mo.; M. G.
Cook, South Bend Watch Company.
The delegates to the national convention are:

S. D. Spratt, Montecello; C. S. Stifft, Little Rock;
C. H. Carmichael, Booneville.

Annual Meeting Oklahoma Retail
Jewelers' Association

A two days' annual session of the Oklahoma
Retail Jewelers' Association opened on May 15th
at the Brady Hotel, Tulsa, the attendance corn-
prising representative jewelers from all parts of
the State.
When the session was called to order by Presi-

dent Frank H. Robertson, of Blackwell, at 9
o'clock sharp, almost 200 members came to order
at the rap of the gavel. Besides this number
many representatives of the leading jewelry firms
of the country were present, not only in person,
but with imposing exhibits. In rooms adjoining
the convention hall were shown the latest samples
of jewelry designs. Manufacturers took advan-
tage of the occasion to get their goods before the
retailers, and many sample trunks were unpacked
to show the jewelers what and what not to buy
in replenishing their stock.
In a flight of oratory, Mayor L. J. Martin de-

livered the address of welcome and surrendered
the keys of the city with the good will and hos-
pitality of its citizenship. A fitting response to
the flattering introductory was given by A. C.
Campbell, a jeweler of Muskogee.
In rapt attention the assemblage listened to an

excellent address by A. Y. Boswell, of Tulsa
The subject was "Shall We Elevate Our Busi-
ness?" in which the speaker pointed out the weak-
nesses and .the strong points of a legitimate busi-
ness. He placed special emphasis on the relia-
bility of a firm, one that is not here to-day and
gone to-morrow. Quality, not quantity, was an-
other of the speaker's axioms. In the trend of
Mr. Boswell's address it could be readily judged
that he was full of his subject. He told a simple

story and involuntarily revealed the secret of all
success in the profession.

It was the good fortune of the convention to
have present a watch expert recognized through-
out the United States as one of the leading men
in his profession. This was C. T. Higginbotham,
consulting superintendent of the South Bend
Watch Company. A little embarrassed with his
flattering introduction, Mr. Higginbotham delved
into his subject like a young duckling making his
first dash for his natural element, the water. Be-
lieving that some members of an audience learn
and can understand more thoroughly by seeing
with the eyes, the speaker unrolled a number of
charts. He began his subject from the creation,
pictured the garden of Eden, lingered at the
tower of Babel, stopped at the building of the
pyramids of Egypt, snatched a part of the teach-
ing of Confucius, gradually taking his hearers
step by step up to the modern method of building
a watch. Mr. Higginbotham carried with him
one of the most valued collections of reckoners
of time that is in the hands of any connoisseur

Secretary M. W. J. Holt

in the country. He demonstrated how the ancient
Egyptians reckoned time with the use of a sun
dial; also pointed out that in the Oriental country
of the same date people were using instruments
of time not unlike a crude model of a modern
watch. From the sun dial he stepped to the hour
glass, and then to the old-fashioned clock of our
grandfathers; then in his step forward exhibited
the model of a modern watch. The address was
interesting from the first word uttered and held
the audience spellbound with interest, when all
too suddenly he wound up his talk.
Speaking on the subject, "What Should We

Do?" Col. John L. Shepherd, of The Keystone
Watch Case Co., paid many complimentary re-
marks that were flattering to the State in general,
and Tulsa in particular. He wandered from his
subject to delineate the opinion held by Eastern-
ers of the prevailing conditions in Oklahoma.
Their imagination, according to the Colonel, was
somewhat exaggerated, and when they chanced
to tour this section of the country without meet-
ing the wild and woolly settlers as they antici-
pated, the trip homeward was devoted to ex-
clamations of surprise.
The day's session ended in the evening with a

smoker at the hotel with every delegate in attend-
ance. Random discussions and business topics
occupied the evening's conversation. The big
convention wound up with a Dutch lunch at the
Elk's Club.
By unanimous vote Oklahoma City was chosen

as the next meeting place. The time of calling
the State delegates into State convention next
year was left to the executive committee, which
is to meet on the call of the president.
The officers elected were : Charles Jahn, Enid,

president ; C. W. Winkler, Holdenville, vice-presi-
dent, and M. W. J. Holt, Stillwater, secretary-
treasurer. The executive committee chosen was
W. C. Plaine, Enid ; Frank Boasen, Oklahoma
City, and Charles Jahn, the new president, who
will act as chairman of the committee.
The convention was in every respect an un-

qualified success. The jewelers of this young
State are especially enthusiastic in the matter of
organization and have built up one of the largest
associations in the country. The young State
may well be proud of this young, but very robust
organization.
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Ohio Retail Jewelers' Association
The Ohio Retail Jewelers' Association will hold

its fifth annual convention at Cedar Point, on
Lake Erie, June 26th, 27th and 28th. It promises
to eclipse all former conventions for the follow-
ing reasons : Great increase in membership, which
has doubled since last year ; greater activity shown
by the officers made possible by large increase in
boosting funds, remarkable interest shown by
manufacturers and jobbers, evidenced by their
eagerness to make a creditable exhibit at the con-
vention. At this writing thirty spaces, size to x 5
feet, have been reserved, insuring an exhibit
worthy of any national convention.
The programme will be of exceptional magni-

tude, the speakers being men of national and
State-wide reputation, such as Col. Higginbotham,
subject, "A Glimpse Through the Corridor of
Time"; Col. Shepherd, "Timely Topics"; H. E.
Duncan, "The Watch of To-day"; J. E. Rogers,
"Modern System of Storekeeping"; Arthur L.
Fuller, "Silver Threads"; H. C. Carpenter, "Jew-
elers' Advertising"; A. J. Thoma, "Retailer and
Jobber"; J. G. Henninger, "Modern Store Il-
lumination"; J. B. Osthoff, "Pearls"; J. R. Steb-
bins, "Cost of Doing Business"; J. W. Puetz,
"Benefits of a Local Club."
The banquet will be very elaborate, the menu

being a work of art. It will be highly prized as
a souvenir, being original and novel. The first
day of the convention will be called "Getting Ac-
quainted Day," the morning being devoted to reg-
istering and greeting old and new friends. Regu-
lar sessions open in the afternoon, the features
being the president's annual address and the sec-
retary's annual report. In the evening a social
session will be given under the auspices-of the
jewelers of Sandusky and Erie counties.
Tuesday will be "Business Day" and promises

to be of particular interest and benefit to all in
attendance, and it will be visited by large delega-
tions from Toledo, Columbus and Cleveland, as-
suring a record-breaking attendance. In the
evening the annual banquet will be the feature, to
be followed by a private ball. The last day will
be "Manufacturers' and Jobbers' Day," and every-
one fortunate enough to be present will be well
repaid.
There will be many entertainments for the

ladies present, and the indications are that many
will be on hand to enjoy the outing. Many hand-
some and novel souvenirs will be in evidence and
most interesting displays will be made. The Na-
tional Association will be represented by several
officers, and many jewelers of other nearby States
have signified their intention of attending. The
officers of the Ohio Association are : F. D. Aus-
man, president ; H. R. Boving, first vice-president;
J. W. Puetz, second vice-president ; A. L. Thoma,
secretary, and G. J. Daum, treasurer.

West Virginia Retail Jewelers'
Association

The West Virginia Retail Jewelers' Associa-
tion will hold their sixth annual convention at
Huntington, West Virginia, on June 19th and
20th. A pretentious programme has been planned
for the occasion and a large attendance is ex-
pected. The jewelers of the State are earnestly
urged to become members of the organization.
The West Virginia State Optical Society will

hold its convention at Huntington beginning at
2 o'clock June 20th, and adjourning in the even-
ing on June 21st.

A Bold Robbery
On May 13th, in the evening, two young men

entered the jewelry store of J. H. Rohlander, of
Evansville, Ind., one described as being 5 feet
8 or 9 inches, wearing a dark suit and hat, while
the other was about 5 feet 2 or 3 inches, wearing
a gray suit and cap. After looking over the
stock of lockets they decided on one with a cross.
While one of the men held this locket up to at-
tract Mr. Rohlander's attention, the other took
the remaining lockets, telling him to put it (the
one with the cross) on a chain and that they
would go next store and get their sister. When
they had gone Mr. Rohlander discovered his loss
and immediately set detectives on the case.
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DIAMONDS
Our close personal contact with the
great diamond market of the world and
our years of experience as direct im-
porters place us in an extraordinarily
advantageous position to supply the
retail jewelry trade with diamonds of
an unusually high average of quality at
the most reasonable prices.
A large stock of both mounted and
unmounted diamonds always on hand,
makes it possible for us to handle all
orders promptly.
We cannot overemphasize the advan-
tages of our diamond department or
our facilities to supply all your needs.

Benj. Allen & Co.
Chicago
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The business developments
The Trade during the past month have
Situation been, as a whole, satisfactory.

In most instances jobbers report
greater activity than during the previous month,
and it would appear that, generally speaking, con-
ditions during May were fully up to those of May
year ago. In most instances jobbers' travelers

have come in from off the road and are now busy
with new lines. The majority of the travelers
assert they had a shade better than fair business,
hut without exception they report the prospects
for future business excellent. Those who have
taken the pains to carefully diagnose conditions
assert that the retail trade throughout the entire
\Vest is in excellent shape. Some of them go so
Far as to assert that the retail trade as a whole
was never in any better shape financially than it
is at present. Judging from reports from these
travelers, jeweler's stocks are low and business
is being conducted on a more conservative basis.
Jobbers report collections more active this spring
than last, all of which is possibly the best indica-
tion of the financial condition of the retailer.

month

agricultural prospects of this western

country were never any better. Crops this year
III the Middle West and the Southwest bid fair
to rival those of any previous year. Early in the

a severe drought was feared, but a heavy
rain the latter part of the month broke it, and

rnless all signs fail the farmers of this great
western country will contribute more than their
full measure to our national prosperity. The an-

nouncement by the United States Supreme Court
of its decision in the oil trust has had a mot
salutary effect on western business interests, and
especially on those whose influences are more or
less national. Western business interests were in
about the same frame of mind before the decision
was announced as they were ten or twenty years
hack, just previous to a national election where
the contest was close and the parties' issues at
great variance. In Chicago the effect of the an-
nouncement of the decision was the complete
abandonment of the lethargy which, with little
interruption, had manifested itself in banking and
commercial circles here. Western business circles
rejoiced not because of the judgment rendered in
the decision, but rather because the highest court
III the land had had its say and the uncertainty
was .removed. Almost simultaneous with the de-
cision came the announcement by the daily press

that Chicago was now in the midst of one of the
greatest building periods in its history. At the
present time there are under course of construc-
tion in the business center no less than twenty-two
modern buildings, most of them skyscrapers, ag-
gregating in cost at least $34,925,000. No more
promising indication could be hoped for than this.
In discussing the present business outlook one

of Chicago's prominent jobbers made the state-
ment that he thought the wholesale jewelry trade
was on the eve of a very prosperous period. "I
cannot help but believe that the general business
conditions point to a most prosperous season.
Business has been a shade off color of late, but
no one seems to be able to give a tangible solu-
tion of the reason why it has been so; There has
been some unrest and more uncertainty, but I
think this is gradually disappearing. The excel-
lent state of crops, the showing made by the rail-
roads and the way they are investing millions in
improvements and extensions lead me to believe
that conditions are shaping themselves for a most
prosperous season."

News From the Trade

United States Secret Service men are at present
at work to prevent the manipulators of card lot-
tery schemes from using the mails to further this
lottery scheme. During the past month officers of
the Aro Mfg. Co., of South Jefferson Street, and
the Caulfield Mfg. Co., of West Madison Street,
were arrested on this charge. These companies
manufacture cheap jewelry. They mount the
jewelry on cards, concealing a number under each
article. The numbers are arranged from I to Too
and the price of a "chance" corresponds with thci,
number concealed below the article selected.
Hundreds of these cards have been distributed
throughout Chicago and surrounding territory,
and it is the intention of the Government to curb
the activities of. these companies as far as pos-
.6ible by maintaining a strict vigilance on their
mail.
Two arrests have been made in connection with

the recent daring hold-up of the Alberti Jewelry
Store, in Milwaukee avenue. The police, how-
ever, have not been successful in discovering any
of the stolen property. The two persons arrested
have been positively identified by Mr. Alberti and
his clerks, who were in the store at the time.
The prisoners, however, maintain their inno-
cence and refuse to give the police any informa-
tion as to the other members of the gang or as
to the whereabouts of the stolen property. One
arrest has been made in connection with the
robbery of the trunk of sample watch cases be-
longing to the Joseph Fahys Watch Case Com-
pany, but in this instance also no trace has been
found of the stolen cases.
At the recent session at the Illinois Legislaure

a bill was passed abolishing what has come to be
known as the "death cup." The bill prohibits the
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use of common drinking cups in public places and
on trains. As the result of the passage of this
bill many of the Chicago jobbers have already
secured a supply of collapsible drinking cups and
retailers should stock up with these cups, as the
bill will create an unusual demand for them.
Oscar Lenz, of Clintonville, Wis., was in Chi-

cago late in the month buying stock and calling
on his friends.

Gustave Wohlgemuth, one of the oldest active
watchmakers in Chicago, died at his home the past
month. He was employed for many years in the
Chicago office of the Waterbury Clock Company.
He was 68 years of age and is survived by a
widow, two daughters and a son.
Harry Farquharson has purchased an interest

in the Geo. L. Vose Mfg. Co. and will represent
this company in addition to his other lines in the
West. •
Charles E. Hancock, of Providence, was in

Chicago during the past month talking over ant-
ters of business with his western representative,
A. M. Tanhauser.
D. W. Smalley has been engaged as Chicago

and western representative of the Holbrook Mfg.
Co. He is the son of Ralph W. Smalley, who rep-
resents James E: Blake and the S. L. & Geo. H.
Rogers companies.
"Rube" Cohen, Chicago and western representa-

tive of the Geo. Cahoone Co., spent the early
part of the month in Providence.
T. H. Craig, of Champaign, Ill., president of the

Illinois Retail Jewelers' Association; E. J. Peck,
of Joliet, a member of the executive committee,
and John Schmelzer, of Centralia, were among
the out-of-town jewelers who attended the
funeral of the late Geo. B. Elbe, former secretary
of the association.

J. B. Hudson, Jr., of the J. B. Hudson & Son,
of Minneapolis, stopped off on the local market
late in the month on his return home from a busi-
ness trip East.

Max Ellbogen, of Stein & Ellbogen Co., Col-
umbus Memorial Bldg.

' 
was in Europe in the in-

terests of the diamond department.

B. T. Hoffman, a well-known retail jeweler at
1527 Fullerton Avenue, graduated during the past
month from the medical department of the Val-
paraiso University.

Henry Paulson & Co., material jobbers, Powers
Building, exhibited their model air motor rotary
fan at the Rockford convention. Many of the re-
tail jewelers .at the convention were greatly in-
terested in the fan, inasmuch as it performs the
same as any electric fan but is operated by hot air.
Frank Jansky is making extensive alterations

to his store at 3704 West Twenty-sixth Street.
J. J. Pfordresher, one of the best known retail-

ers on the South Side, has moved from his
former location, 2556 Wentworth Avenue, to a
new building which lie has erected at 5844 Went-
worth Avenue. He has installed entire new fix-
tures and has carried out the most excellent plan
in the arrangement of his store. He has greatly
enlarged his optical department and now has one
of the best equipped stores on the South Side.
At the May meeting of the Chicago Jewelers'

Association the Nominating Committee presented
the names of the following for officers and di-
rectors of the association for the coming year :
Benj. C. Allen, president; Albert W. Sprochnle,
vice-president; Joseph Milhening, secretary and
treasurer. Membership Committee—George G.
Gubbins, chairman; Cornelius P. Dungan and
James W. Clark. Finance Committee—Ernest
M. Lunt, chairman; Henry G. Rettig and Emile
M. Despres. These will be voted on at the regu-
lar June meeting.

B. C. Allen, of the firm of Benj. Allen & Co.,
and Will Robyn, of the diamond department, left
early in the month for Europe on their annual
trip to foreign diamond markets. They will visit
Paris. Amsterdam and London before returning
to this country.
E. E. Swadener, secretary of F. A. Hardy &

Co., spent a week at the New York office of the
company during the past month.

H. R. Evans, of the firm of Angus SE` Coote,
of Sidney, Australia, was in Chicago several days

• (continued on page 933)
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DIAMOND DEPARTMENT

Norris,Alister & Co.

Chicago, Ill.

THE SAVING IN COST Accrues to the
Benefit of Our Customers, Who Always Profit
to the Fullest Extent by OUR SPECIAL PUR-
CHASES.

Little doubt can remain in the mind
of the Dealer who takes the trouble to
investigate. We are quite Confident we
can suit YOU both in QUALITY and PRICE.

This month we quote price on one-
half carat sizes

GRADE 1 DIAMONDS

beautiful, white, brilliant, and perfect.
071.50, less 6 per cent. for one-half
carat stone, 0143.00 per carat or 067.21
net cash for the stone.

"Naco" Crown, 14 carat, Ready to Set
Ring Mounting to fit above, $1.75 less 6
per cent. or 01.65 net cash. Larger
diamonds at correspondingly low prices.

Sincerely yours,

NORRIS, ALISTER & CO.
Heyworth Bldg.
Chicago, Ill.

Exceptional Value in
Sterling Silver

Souvenir Spoons

No. 2108. Six Assorted Spoons on Card, Gray Handles,
Satin Bowls. Per Card, $2.75, Less 6 Per Cent.

No. 2109. Six Assorted Spoons on Card, Gray Handles,
Gilt Bowls. Per Card, $3.50, Less 6 Per Cent.

ENGRAVING EXTRA
Per Dozen, $1.50, Less 6 Per Cent.
Any Town or City. Asstd. Styles.

ENGRAVING EXTRA
Per Dozen, $4.50, Less 6 Per Cent.

Any Building or Church

ORDERS HAVE PROMPT
ATTENTION

Norris, Alister & Co.
HEYWORTH
BUILDING Chicago, Illinois

j' 1911 THEE

Chicago
(Continued from page 931)

past month on his way to the Eastern fac-

t I ies on his buying trip for the firm. He spent
veral days in Chicago calling on the jobbers,

(..d also spent a day at the Elgin National Watch
,inpany's factory at Elgin.

F. B. Tinker, well-known manufacturers' agent

In the Heyworth building, is planning on making
extensive exhibit at the annual convention

(.1 the Iowa Retail Jewelers' Association, which
mkes place this month at Des Moines. Mr. Tinker

an automobile enthusiast and is planning to
(ke the trip from Chicago to Des Moines in

Ins auto. He attended the Illinois convention,
I), Id at Rockford.

Fred G. Thearle, secretary of the National
Wholesale Jewelers' Association, represented his

a,sociation at the annual convention of the Eh-
iwis Retail Jewelers' Association at Rockford last

month. He addressed .the convention on "Ideal-
Nil in Business," during the course of which he

,poke in favor of closer and more harmonious

relations between the retailer and the jobber,

and said that one way to bring this about would

In. through the organization movement.

Wm. G. Beek, vice-president of the Geo. S.
)linston Company, is at present enjoying a so-
jurn in Europe. He expects to return to Chi-
cago the early part of the next month.

\. J. Youngdahl, a well-known retail jeweler

m Madison street and Ogden avenue, is making

(.. tensive alterations in his store and has greatly

enlarged his optical department. He has also

installed a modern electric sign.

ingIl ugo Gruschow, representing the jewelers' 
14:catalogue department of the Peninsular ngrav.-

Company, of Detroit, was in Chicago on busi-

ness the latter part of last month.

A. C. Becken, of the A. C. Becken Company,

made a hurried trip to New 'York late in the 
11th. lilt

,iristk. . A. McCabe has been added to the traveling
1.)t-ce. of Benj. Allen & Co. He will travel

Ilirough the middle south territory.

At the recent annual convention of the Illinois
Petail Jewelers' Association, at Rockford, George

Tucker, the well-known jeweler, was elected
vice-president, and Paul Lackritz, also of

hicago, was elected treasurer.

Theo. R. Thelander, well-known retailer at
138 North Clark street, has installed a modern
lectric flashing sign in front of his store.

J. H. Nicholas was in charge of the exhibit
.tt. the Rockford convention for the R. Wallace
Sons Mfg. Co., introducing the company's new

pattern known as the "Washington." He had a
lillilar exhibit at the Evansville, Ind., conven-
tion, and was assisted at this convention by L. A.
!tuft, of the factory.
huFsirneedssWtreibpe.r, of Weber & Turnell, of Danville,
Il., was in Chicago during the past month on a

H. 

mar-
kets.

Knights- f hearle Co. have been rearrang-
ing. their stocks and installing new fixtures in
their sales rooms of the Columbus Memorial
building. They have taken a portion of the
space formerly occupied by J. W. Forsinger &Co.

Harry Hahn, of H. F. Hahn & Co., returned
eirly in the month from an extended trip to
I..urope, during which he visited diamond mar-

, The Chicago jobbing fraternity has been noti-

:
edthoef futhtueret.ransfer of the stock of Starke &
Jones, at Bethany, Mo., to D. L. Brown, formerly

°v. 

efntSipoanr.ta, Mich., who will conduct the business

.13. H. Berson, representing Lazarus & Weil,
ring manufacturers, of Chicago, represented his
company at the Evansville, Ind., convention last
month and sang a number of his original songs
at the banquet at the closing evening of the con-

Emil Braude made a business trip to Eastern
factories during the past month.
. Geo. E. Elbe, the well-known retailer of this
City, and formerly secretary of the Illinois Re-
tail Jewelers' Association, died very suddenly at
his home May 22d after a very brief illness. He
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was very well known to both the retail and job-
bing trade of this city and had been in the jewelry
business on the West Side in Chicago for the past
ten years. He served as secretary of the Illinois
Retail Jewelers' Association three years ago, and
devoted much of his time and attention to the
work of the association. At the recent Rockford
convention he was unanimously re-elected. pre-
vious to his connection with the jewelry business
he served for several terms as deputy sheriff of
Cook County. He was born in Chicago and
was 44 years of age. He is survived by a
widow. Four years ago he suffered a stroke of
paralysis which, though not of a very serious
nature, undermined his health. Mr. Elbe had
many friends in the jewelry trade to whom the
announcement of his death came as a great shock.
He was a member of Arcana Lodge, A. F. &
A. M., and of Columbia Commandery. The fun-
eral was held from the West Side Masonic Tem-
ple on May 25th.

The annual convention of the Illinois State
Society of Optometrists will be held at the Palm-
er House, in Chicago, on June 6th and 7th. An
interesting and instructive programme has been
arranged, and plans are being laid for a most
rousing convention. The optometrists of the so-
ciety are not disheartened through their failure
to secure the passage of an optometry bill during
the last session of the State Legislature, but are
gratified at the excellent showing they made when
the measure came up for final disposition. The
fight for an optometry bill will be immediately
resumed, and plans will be laid at this convention
for a special wide campaign which is to be started
in the very near future.

Among the Chicago retailers who attended the
annual convention of the Illinois Retail Jewelers'
Association at Rockford last month were George
A. Tucker, A. W. Johanson, W. D. Turner, Her-
man Stern, J. M. Procter, Paul Lackritz, Charles
Manahan, J. S. Townsend and Mr. Young, of
Cole & Young. Many of the Chicago retailers
brought their wives with them, which added
greatly to the social features of the convention.
At the close of the convention the ladies present
organized what will be known as the Ladies'
Auxiliary of the Chicago Retail Jewelers' Asso-
ciation. Mrs. Richard Wieting, of Peoria, was
elected president; Mrs. H. C. Carpenter, of Rock-
ford, vice-president; Mrs. Herman Stern, of
Chicago, secretary; and Mrs. A. W. Johanson,
of Chicago, treasurer. The auxiliary is formed
to assist in carrying out the social features of
future conventions.
Claude Seymour, manager of Otto Young &

Co., is enjoying a European trip with his family.

E. M. Davis has been appointed Chicago and
western representative of the E. C. Bliss Manu-
facturing Company, of Providence, and A. H.
Bliss & Co., of North Attleboro.
A. B. Paulson, who has been representing

Waite-Thresher Company in Chicago for several
years, has been placed in charge of additional
territory and will hereafter have charge of the
company's business in Milwaukee, Des Moines
and the Twin Cities and other neighboring cities.
Thomas Singleton, who was formerly connected

with the Chicago office of J. D. Bergen Company,
has been engaged as salesman by E. J. Koch &
Co., cut glass manufacturers of Chicago.

Will F. Juergens, of the Juergens-Anderson
Company, enjoyed a week's vacation at French
Lick during the past month.
Welte & Wieting, of Peoria, have purchased

the stock and fixtures of John C. Woelfle, of
Peoria, and will close out this stock at public
auction.

J. A. Limbach, Chicago representative of Theo.
Foster & Co., made a trip to the factory during
the

the Jeffrey Jewelry Company, at
easstto 
stock 
month. of 

No. 4 South State street, has been purchased by
George F. Rider, formerly connected with the
Jackson Jewelry Company of this city.
Chicago jobbing trade has been notified that

Lynn C. Willey, of Palestine, Ill., has sold his
stock to P. B. Sturgell, who will continue the
business.
A number of Chicago jobbers are planning to

place their lines on exhibition at the annual con-
vention of the Iowa Retail Jewelers' Association,

which takes place June 13th, 14th and isth. The
Iowa association is working out a new idea in
the matter of exhibitions by manufacturers and
jobbers, and is endeavoring to make this year's
exhibition more of a market at which the visiting
jewelers can purchase their stocks than merely a
display of jewelry stocks.
L. D. Cole, president of the Towle Manufac-

turing Company, and George D. Lunt, in charge
of the New York office of the company, were at
the Chicago office a week during the past month.

Semi-precious Gems in Vogue

The vogue of semi-precious stones, which has
made the art nouveau and handicraft ornaments
more popular than the real gems, has brought out
considerable interest in these lovely and vari-
colored jewels that are used in such clever ways
that milady may have rings and pins and chains
to match the color scheme of every one of her
new and lovely gowns.
One of the newest of these stones is called the

apricotine, and is a beautiful, water-worn, trans-
lucent pebble, the best examples being found on
the shores of the Delaware Bay in New Jersey.
TQ match the unique shades seen this year in

silk: and cloths, the gem dealer's ingenuity is
taxed to its limit, and one way he has of meeting
the demand for stones to match fabrics is by
dyeing.
One of the prettiest of the new dyed stones is

the Swiss lapis, which is really only a slightly
porous jasper, treated with Prussian blue.

We have always associated the amethyst with
various shades of lavender, but now there comes
from North Carolina a pink amethyst, while an-
other stone from the same State is a pellucid
quartz, penetrated at various angles with thin
red or black needle-like crystals of rutile.

This is given the poetic name of love's arrow,
and when set the stone is generally cut into the
form of a heart.

Show Cards
Attractive, hand painted,
illustrated Window Cards,
Water Colors or Black and
White for Commencement
time, June weddings, and
the Summer months.

They attract attention.

They sell goods.

A special line, 5 x6 inch
cards, assorted subjects, $3 a
dozen. Write for prices on
larger cards made to order.

My ads are increasing business for
jewelers and opticians in all parts
of the country. They will for you,
too. Send to-day for a trial cam-
paign-24 newspaper ads and three
letters—for $10.

Norman R. Williams
Specialist in Jewelry
Store Advertising

902 Marshall Field Building
Chicago
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Buy Direct by Mail
You will want something—quick—this month, no matter how carefully you've

selected your stock. A customer will ask for a piece, not on hand, or a special order
will come in you wish to fill. In this emergency our modern marketing methods prove

their worth.

You can easily make your selections, or
sell from our catalogue, and place the order
by the shortest route—direct to headquarters
by mail—or wire. Our trained organization
and large stock insures prompt delivery. In
most cases the goods will be on the road a
few hours after the order is received. And

You Make More Profit
Our plan of selling direct by mail from

New York decidedly reduces marketing costs
by relieving us of the expenses of travelers.
It permits basing prices on the actual manu-
facturing cost, and we share the benefits of

listing our entire line 15 to 20% below usual

2364
One quarter actual size
Set of 3 Pieces $72
(Subject to Keystone Key)

this economical selling with you by
quotations for silverware of this class.

Our Quality Assures Satisfaction
As an example of the excellence of Woodside silverware, note the coffee set illustrated.

Its pure Colonial design combined with good weight and excellent workmanship make
it a popular number. We list it at a price ordinarily asked for a light die-made set.

A trial order for this set will convince you of the favorable values offered by our
direct-by-mail selling plan. We will ship agreeing that you can return it—at our expense
—if after examination it doesn't completely please you.

Send for Our Catalogue
If you haven't yet received our book—be on the safe side—and write for your copy

to-day. We will send it to you by return mail. And include our Spring supplement
full of seasonable specialties at prices that show you splendid profits.

CHOOSE oregoodsforesrthe
saegoocstreseMONEY

Woodside Sterling Company
170 Broadway New York City

Trade-Mark

Second Annual Convention of the New York
State Retail Jewelers' Association

The New York State Retail Jewelers' Associ-
ation held its second annual convention in Buf-
falo, at the Hotel Statler, on May 23d, 24th
and 25th.
Though only two years old, this association

shows an unusual strength in the way of mem-
bership, having almost 250 members in active
good standing. A fine showing in the attendance
of both delegates and members was made, more
interest being manifested than is customary at
annual State meetings of this sort.
The most important matter considered and

acted upon during the whole three days' meeting
was the question of affiliation with the National
Association. This matter was taken up during
the executive session on the morning of the first
day, and it was decided, almost unanimously, that
the best and proper thing for the New York State
Jewelers' Association to do was to affiliate itself
with the national body, delegates to the national
convention at Richmond the 'first week in August
to be appointed on the last day of the convention.
The Buffalo retailers' association, with the co-

operation of the numerous jewelry manufacturers
of that city, more ,than exerted themselves to
entertain the visiting jewelers, a very fine and
elaborate entertainment programme having been
arranged and carefully carried out in every detail.
William F. Ehmann, as chairman of the Enter-
tainment Committee, saw to it personally that
every one had a good time.

Tuesday
The convention was called to order at to A. M.

by President Charles T. Evans, of Utica, and the
visiting jewelers were cordially welcomed to the
city of Buffalo by its chief executive, Mayor
Ftihrmann, who made a short address of welcome,
in which he said that he was glad to welcome the
jewelers to his city and that he numbered among
them many personal friends and associates.
Second Vice-President Emil J. Sheer, of Rod?-

.ester, responded briefly to the Mayor's words of
welcome and assured him that the keys to the
City would be returned on Thursday night in the
same condition as received, "ordinary wear and
tear excepted." He commented particularly on
the extraordinary growth that the State associa-
tion has shown in its short existence and gave the
Buffalo members credit for having done more
than their share in accomplishing that fact.
Referring to the fact that Buffalo had been well

chosen as a convention city, lie told of one for-
lorn member whom he met earlier in the morn-
ing who had come to the convention with a $To
hill and a clean shirt, bent on having a good time,
lint who had quickly discovered that he would
not be allowed an opportunity to change either
the bill or the shirt.
The president then announced that the conven-

tion as a body would go into executive session
and all non-members retired while the reports of
the executive officers and a number of committees
were submitted and favorably passed upon.
President Evans then delivered his annual ad-

dress, as follows:
It is a hard matter to put into written form

what our association has accomplished, and as a
matter of fact many of its greatest victories are
unwritten, and must of necessity remain so. Jew-
Flers in different localities have been brought
into a closer relationship and to a mutual under-
standing and helpfulness through association
work. It's in the air, and even though one
does not realize it, he is unconsciously absorbing
the energy and enthusiasm of his neighboring
jewelers, and as a natural consequence is a hap-
pier, healthier and more prosperous man.
One might, with justice, ask wherein a jew-

elers' association is competent to make a man
either happier, heathier or more prosperous. And
yet the answer is not so difficult to find, after all.
If one is at peace with the world; if he has no
personal grudge against his fellow man ; if lie
can look forward to each succeeding day with
anticipation of pursuing his vocation with no

unpleasant competition, then indeed will he be
happier and more contented. Contentment is
said to be better than riches. But we will usu-
ally find that the man who is happier at his work
will, through the influence of the optimistic
thought, be healthier, and through the health and
happiness radiating from every nerve and mus-
cle, will so attract and hold those with whom Ile
comes in contact, that he will of a natural conse-
quence be more prosperous.
Can the jewelers' association claim credit for

doing such work? I think they can. The num-
ber of localities where a mutual understanding
exists, or where an unwritten code of ethics has
been established is rapidly increasing. Jewelers,
through association work, have become ac-
quainted with their fellows in other cities, and
learning from them some of the methods they
practice to systematize their work, have returned
reinvigorated for their work. They have also
learned that the jewelers in the city visited are
friendly one with another, and while each strives
by all fair means to get business, he will not
stoop to unworthy methods to get it. The feel-
ing is rapidly vanishing that it is good business
to make a sale even at a loss of profit. Jewelers
are being educated to know the cost of doing
business, and to realize that any sum above the
cost price does not represent a profit. They are
learning that there are certain fixed or "over-
head" expenses which must be taken into consid-
eration before one can begin to count profits.
These thoughts have all been suggested at meet-
ings of associations, and through discussions
many helpful ideas have been brought out.
Previous to the establishment of retail jewel-

ers' associations our customers were inclined to
use one. jeweler as a lever against another to
obtain a concession as to price. And it may,
with truth, be said that it was effectual. Jones
would be showing watches to a prospective cus-
tomer and would be quoting his usual prices.
The customer would either make the statement
that he was going to look around before purchas-
ing, or else that he had already been quoted a
much better price at Smith's. Jones would im-
mediately weaken and would make a deep cut in
his price, so as to keep Smith from making the
sale. Customers would smile inwardly and tell
their friends how to do it. As a natural conse-
quence, although jewelers as a rule kept open
fourteen hours a day, they did not make anything
more than a bare living. Of course there were
exceptions to the rule.
Jewelers did not stop to consider that it is 

almost an impossibility for one. trained in the
business to differentiate between qualities of
goods. They gave the possible customer credit
for knowing more about their business than they
knew themselves. They believed that the cus-
tomer knew to a tent the difference between cost
and selling price, and as a natural consequence
they quickly reduced their price. To-day all this
is changed. They know their competitor ; they
confer with him about profits. They ask him if
statements made by customers are true, and they
accept as final his word in the matter.
There is another feature about this friendship

of competitors which should commend itself to
those whose only desire for friendship is be-
cause of the dollars and cents value there is to it.
And that is about the desirability of placing cer-
tain goods in stock and the salability of other
goods already carried. Through friendship in
business competitors get together, and by com-
parison of experiences with certain lines of
goods would obtain knowledge which would be
worth dollars to them. Traveling men are all
good fellows, but they are out to sell goods.
Sometimes they tell you how much of their line
so and so handles, and how well he is doing
with it. In the good old days you would feel
as though you could sell it just as well as the
other fellow, and thus add to your line another
unproductive department. To-day it is so easy to
ask your competitor what his opinion is about
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the line, and as a usual thing he'll tell you truly.
Of course, we do not claim that human nature

has been entirely transformed or remodeled by
association work. We do claim, however, that
where friendships are established people who
have hitherto worked against each other have
learned that their interests are mutual. We have
learned that our competitors are valuable to us.
We have learned that they help our business in
that they display to the passing public the new
and up-to-date goods which as a natural conse-
quence stimulates the sales of every other jew-
eler in town. We have all learned the lesson
that if we were to be the whole thing in our
town we would do much less business than
we do at present.
The jewelry business, perhaps more than any

other, depends upon people seeing things dis-
played attractively in order to promote the sale.
Through attractively arranged show windows,
whether they be yours or your competitor's, peo-
ple have thrust upon them the suggestion that
some new article of personal jewelry would
prove desirable. If they see that article in your
competitor's window it does not necessarily mean
that you will not make the sale. Your customers
will come to you for the article, but your com-
petitor has really done the missionary wQrk for
you.
Jewelers' associations should also be credited

with the good they have done to the individuals
by showing them their needs about their store.
For instance, one jeweler who keeps entirely to
himself, and who does not feel that he can afford
to associate with his fellows, is very likely to get
into a rut from which it will be difficult to extri-
cate himself. In short, lie becomes set in his
ways, and cannot easily adapt himself to changed
ideas and changed conditions. If the way which
Ile has laid out for himself originally was suc-
cessful, and he has built up a considerable fol-
lowing in his town, perhaps he may be able to
go it alone. But there is no question but that
in time he must give way to his more enterpris-
ing competitor who gets around with the other
jewelers and learns from personal contact and
personal observation what is doing in the world
of business.
Another thing, a man who gets around and

sees other stores will obtain new ideas of arrange-
ment of goods, of handling repairing and many
other little pointers which are worth money to
him. Then again he will resolve that he will
make his store just as attractive as the one he
is visiting, or else he will resolve that he will
never allow his store to present the appearance
of neglect which the other store does. Any way
you look at it he is a better man for associating
with his fellows. The line which divides the
land of success from the land of failure is not
a wide one. In fact it might well be termed an
imaginary line. It is so easy to cross the line in
either direction without hardly knowing it. Lit-
tle duties neglected or postponed from (lay to day
really are steps across the line toward failure
and oblivion. It is just as easy to formulate the
habit of industry and strict application to busi-
ness and by forming and following in the paths
so laid out to make every day count in our on-
ward march toward success.
During the year we have issued our list of non-

retailing jobbers and asked our membership to
give firms listed thereon their business wherever
possible, as we believe that we should stand by
those who stand by us. From statements made
to me by wholesalers and their representatives it
is apparent that some of our members are loyal
to their association and are following out its
policies. Several jobbers who did not answer
our letter requesting information as to whether
they retailed or not have since written, asking
that their name be placed on any future lists
senteowutN

York  State, at its organizatioti meeting,
adopted as its policy the holding of executive

(Continued on page 936a)
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REPRODUCTION OF
FINEST NATURAL GEM.
SECURELY MOUNTED
BY NEW PROCESS.

GUARANTEED
for perpetual luster, color, hardness.

THE RICHELIEU PEARL
DESIGNED IN

NECKLACES BRACELETS
SCARF PINS STUDS
BAR PINS BROOCHES
LA VALLIERES BARRETTES
RINGS EARRINGS

ASSURANCE.
Unaffected by boiling water at 212° Fahrenheit, assuring perpetual wear.

A TRUTHFUL EXPOSURE. The coating of other pearls is affected by a cold bath.
A NECESSITY. Prohibitive prices of pearls in their present great demand tells you quickly the necessity of
a scientific pearl that is not unlike the real in perpetual luster and durability, giving the wearer the pleasure
that is enjoyed by the display of a genuine pearl.

NECKLACES QUALITY: Experts who have seen them say they are surpassed only by the real.
LENGTH: Stock sizes, 15 inches in pearl sizes illustrated.
COLORS: White, rose, light cream, salmon and greyish black.
SNAPS : Beautifully designed, made in platinum, mounted with precious stones.

HORSESHOES and CIRCLES

ALEX C. CHASE, 6 Maiden Lane, N. Y.
Agent for PHILADELPHIA

BOSTON : BALTIMORE

Securely mounted in 14 K. by a new method, avoiding
the annoyance of continual complaints.

B. J. MEYER
New York State and Middle West

TRAVELERS

H. M. HESSBERG L. B. FREY
The South Pacific Coast States

J. D. BOYLE
Chicago and Vicinity

JOS. H. MEYER BROS. NEW YORK CITY The Sketch Book House
59 NASSAU STREET  

one,  1911 THE

iecond Annual Convention of the New
York State Retail Jewelers' As-

sociation
(Continued from page 135)

sessions to which none should be admitted except
members of the association. This policy was in
direct opposition to that adopted by all the other
associations, who not only admitted outsiders to
their meetings, but in some cases accorded them
the privilege of conducting the affairs of their
association. To some our position is almost be-
yond understanding. They argue that you can
do more by inviting manufacturers, jobbers and
retailers to the meetings, and to there thrash out
the different trade abuses and arrive at a solu-
tion.
To my mind our policy is a better one. Our

members meet together as one big family, where
they are free to speak without fear regarding
trade matters, and through general discussion the
sentiment of the organization can be obtained
and a course of action laid out. We have pro-
ceeded on the theory that the greatest reforms
are to come in our own ranks; that it is not the
retailing jobber, the department store or the mail-
order house which is the great enemy of the
retail jeweler. It is himself. He has learned that
instead of bewailing the existence of so much
outside competition he must make himself a
better business man in every sense of the word;
that he must give more attention to his show
windows and advertisements; that he must em-
ploy enough help to get his work out on time;
that he must know the cost of doing business, and
must figure to make a profit over and above that
fixed expense on every piece of goods which he
handles.
Conducting his business on proper lines he

need not fear the mail-order. house, the retailing
jobber or the department store. Every one of
them makes a profit, and with the exception of
the retailing jobber cannot well undersell the
jeweler. The retailing jobber, protected as he is
by the manufacturers, has a double profit which
enables him in the face of keen competition to
undersell the retailer who has but the one profit.
The day will come, and let us hope soon, when
manufacturers will require more than a man's
statement or printed business card to entitle him
to jobbers' prices. To my mind the only proper
discount system is on the basis of quantity or
amount of purchases. Then all stand on an
equality.
The system which prevails to-day is contrary

to the dictates of fairness and good judgment.
A jobber handling five hundred dollars' worth of
goods buys for a big discount from what the big
retailer can buy who is using perhaps ten times
as much of the same class of goods. The argu-
ment is made by some manufacturers that the
cost of doing business direct would materially
raise the prices to such an extent that the re-
tailer's cost would be the same. Well, anyway,
the line would be only in the hands of people who
were all buying on the same footing. Jobbers
whose retail business is greater than their whole-
sale should be stricken from the manufacturers'
selling list immediately.
But to get back to association matters. The

membership of the association will remember that
when we organized at Utica on March 25, 1909,
there was a division of opinion as to the advis-
ability of affiliation with the American National
Retail Jewelers' Association, and the matter was
finally left with the Executive Committee to de-
cide. After thorough deliberation it was decided
by a vote of eight to two to defer action until
the next annual convention. At that time the
matter was submitted to the convention and was
thoroughly discussed. Although some of those
who had previously opposed affiliation had de-
cided to favor it, it was evident to those who
were really most desirous of affiliation that it
would be likely to promote discord to force affili-
ation at that time, and they voted against it.
Thus was afforded the unusual spectacle of those
favoring a project voting against it, while those
who had previously opposed it voted for it.
Right here it might be said that at no time

has the association been really opposed to affili-
ation. It was only a question as to the advisabil-
ity of doing so at the time. This matter was
thoroughly discussed at the meeting of our Exec-
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utive Committee in Buffalo on April 25, 1911,
and it was unanimously decided that we recom-
mend to our association that we affiliate with the
American National Retail Jewelers Association,
and lend them the influence and assistance which
250 picked men from the Empire State could
give to the association movement. This subject
will be submitted for your consideration immedi-
ately following the close of this address.
In closing this annual address I would be lack-

ing in appreciation if I failed to express to every
member of our association my sincere thanks for
their many acts of kindness to me during the
term of my office. There has been a united
effort to better things, and if there has been
criticism of the officers and committeemen I
have never heard of it. All seemed to realize
that the officers and members of committees were
doing their best, and whether they failed to meet
with the expectations of the membership, all have
seemed willing to concede to each of the others
credit for good intentions. The two years past
have been very happy ones for me, and the
friendships made during that time will be lasting
ones. I retire from the office of president of this
association with a pride in my calling which I
did not have before, with a respect for its votaries
which I did not feel before. We who are mem-
bers of this association realize that our friends,
who have not as yet identified themselves with us,
do not appreciate just what they are losing by
holding themselves aloof. We have the satisfac-
tion of knowing that our New York State Asso-
ciation, from its small beginning, has advanced
far enough on the ladder so that associations in
other States are beginning to feel that the Em-
pire State is about to assume the position it
should have occupied from the beginning among
the leaders in the association movement. To the
members of the Executive Committee each and
every one, with an especial thought for our faith-
ful secretary, C. E. Sunderlin, I wish to return
thanks for their co-operation and kindly help.
To each and every member of our association I
extend my best wishes for health and happiness.
To the trade papers I return my thanks for their
uniform courtesy. Gentlemen, the business of the
convention is in your hands.

Shortly after noon the convention adjourned
for lunch.
The following committees were appointed:
On resolutions—Benj. Ash, Binghamton; Ed-

ward Mix, Albany; H. D. Fisher, Oswego; Mr.
Frisch, Buffalo, and G. H. Churchill, Amsterdam.
Audit Committee—F. D. Dorn, Buffalo; Mr.

Oppel, Little Falls; R. E. Brigham, Oneonta.
Nomination Committee—Chas. H. Howe, Chas.

Bickelman and J. J. Ernisse.
At 2.15 in the afternoon forty automobiles,

bearing more than 200 jewelers and their ladies,
started on a 25-mile trip over the city. It was a
delightful ride for all who participated and at 4
o'clock a stop of an hour was made at Schwabl's
garden, at Pine Hill, where a typical Dutch
lunch was served. Then the autos were again
boarded and the return trip to the city made.
At a few minutes after 6 a very dusty lot of
people disembarked in front of the Statler ready
for a hearty dinner.
In the evening the jewelers, ladies and friends,

attended Shea's vaudeville theater in a body.

Wednesday

The morning session having been duly called
to order by President Evans at io o'clock, the
convention was addressed by Charles H. Howe,
of Syracuse, on the subject of "The Social Side
of a Retail Jewelers' Association." He spoke in
part as follows:
In the first place I would remind you that

throughout all history the silversmith and the
worker in precious stones has held a most pecu-
liar vantage ground among the tradesmen of his
day. He has had the esteem of his fellow men
as no other tradesman ; he has ever stood for the
true expression of the artistic and beautiful in
life, even as the product of his hand has ever
expressed much of real sentiment. Without great
opportunities of accumulating wealth his place
has been rather the place of the professional man,
the artist who works for art's sake that his work
may express all the true sentiment and feeling
which his patron seeks to express in the giving
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of the gift. We find him working that his
product shall represent the very best, with none
of the commercialism which we find so prevalent
to-day. There was no thought of malice toward
his fellow workers, no jealous feelings at an-
other's success, but rather the content in the
accomplishment of some beautiful production. I
can easily picture him at work at his bench or
in his shop, toiling day after day, rich because
he is contented and contented because he is rich,
not necessarily in material goods and wealth, as
we express it, but rich in the esteem of his fellow
man and in his endeavor to make his life stand
for the best and noblest feelings of men.
However, we find conditions changing, and in

place of the simple contented life of the true
artisan we find new conditions arising, a new
commercialism is developing, and we find men in
their unsatisfied ambitions and strivings for
wealth and pecuniary success to be sacrificing
their nobler feelings and lowering themselves to
a plane where one man is willing to rise because
he makes another to fall. He seeks success re-
gardless of his fellow tradesmen's rights and at-
tains to a plane where his one idea is truly ex-
pressed by David Harum : "To do the other fel-
low as he would do you, but do it first." When
such standards as these are dominant we are
lowering the standard of our craft, we are re-
ducing it to a level of pure commercialism whose
only end in life is the attainment of wealth, even
though it may be through the loss and esteem
of men and by unworthy methods.
Ours is a peculiar craft, demanding as none

other the full and complete confidence of the peo-
ple. Men come in their ignorance seeking our
judgment and advice in the selection of some
precious gift. It is in our power to conceal the
true values, to make inferences of higher values
and qualities than actually exist; to make prom-
ises that we do not care to fulfill; to profit at the
attempted tearing down of the fellow tradesman's
character and reputation; to endeavor to destroy
men's confidence in him.
I am not sure that we have passed as yet from

the influence of these conditions which seek the
belittlement of our profession. To a lesser de-
gree you will all bear me witness that we are
yet in the days when we, too, often look with
suspicion and jealousy at our fellow tradesman
in accordance with that competitor's success.
There has been and probably will continue to be
that spirit which seeks to tear down and destroy
men's character and integrity, which seeks to
overthrow that confidence which we ask men to
place in our craft, overthrowing, fellow jewelers,
the very confidence we are seeking to establish
and yet merely that we may profit at the unjust
expense of our fellow tradesman, who possibly
is standing for the new and true spirit of trade
fraternalism, which is proving his worth to pub-
lic confidence.
Trade jealousies, and, to use the modern word,

"knocking," are only pernicious in their influ-
ences, boomerangs reacting to the harm of the
thrower.
We, in our several business places, are free

units—free to adopt our own methods so long as
they do not affect the moral life of our fellows,
free to buy from whom we will, and free to sell
at any price in conformance to ethical standards;
in short, free to succeed to the fullest measure
of confidence and success we are able to establish
by right merchandise, considerate and uniform
courtesy, legitimate and honorable treatment to-
ward our patrons in the trade. Let us seek, then,
those conditions which will build up rather than
those that tear down and destroy. Let us rise
above the petty and imagined grievances, stand
shoulder to shoulder before our people with all
the dignity that our trade commands.
To this end we find here and there throughout

the entire country that local jewelers' clubs are
being established, associations of men united in
one body as a great industry for the overcoming
of trade jealousies and to establish a friendly
and brotherly feeling among the trade. This
means a united and concerted action against
trade abuses and the right establishment of trade
ethics which dignifies the merchandizing of pre-
cious metals and jewels to the highest ,plane of
commercial life.
The broad-minded and progressive jeweler is

entitled to the first place in the business world,

(Continued on page 9360
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sessions to which none should be admitted except
members of the association. This policy was in
direct opposition to that adopted by all the other
associations, who not only admitted outsiders to
their meetings, but in some cases accorded them
the privilege of conducting the affairs of their
association. To some our position is almost be-
yond understanding. They argue that you can
do more by inviting manufacturers, jobbers and
retailers to the meetings, and to there thrash out
the different trade abuses and arrive at a solu-
tiono.T

my mind our policy is a better one. Our
members meet together as one big family, where
they are free to speak without fear regarding
trade matters, and through general discussion the
sentiment of the organization can be obtained
and a course of action laid out. We have pro-
ceeded on the theory that the greatest reforms
are to come in our own ranks; that it is not the
retailing jobber, the department store or the mail-
order house which is the great enemy of the
retail jeweler. It is himself. He has learned that
instead of bewailing the existence of so much
outside competition he must make himself a
better business man in every sense of the word;
that he must give more attention to his show
windows and advertisements; that he must em-
ploy enough help to get his work out on time;
that he must know the cost of doing business, and
must figure to make a profit over and above that
fixed expense on every piece of goods which he
handles.
Conducting his business on proper lines he

need not fear • the mail-order house, the retailing
jobber or the department store. Every one of
them makes a profit, and with the exception of
the retailing jobber cannot well undersell the
jeweler. The retailing jobber, protected as he is
by the manufacturers, has a double profit which
enables him in the face of keen competition to
undersell the retailer who has but the one profit.
The day will come, and let us hope soon, when
manufacturers will require more than a man's
statement or printed business card to entitle him

equality.
The 

prices. To my mind the only proper

amount of purchases. Then all stand on an

qu
discount system is on the basis of quantity or

The system which prevails to-day is contrary
to the dictates of fairness and good judgment.
A jobber handling five hundred dollars' worth of
goods buys for a big discount from what the big
retailer can buy who is using perhaps ten times
as much of the same class of goods. The argu-
ment is made by some manufacturers that the
cost of doing business direct would materially
raise the prices to such an extent that the re-
tailer's cost would be the same. Well, anyway,
the line would be only in the hands of people who
were all buying on the same footing. Jobbers
whose retail business is greater than their whole-
sale should be stricken from the manufacturers'
selling list immediately.
But to get back to association matters. The

membership of the association will remember that
when we organized at Utica on March 25, woo,
there was a division of opinion as to the advis-
ability of affiliation with the American National
Retail Jewelers' Association, and the matter was
finally left with the Executive Committee to de-
cide. After thorough deliberation it was decided
by a vote of eight to two to defer action until
the next annual convention. At that time the
matter was submitted to the convention and was
thoroughly discussed. Although some of those
who had previously opposed affiliation had de-
cided to favor it, it was evident to those who
were really most desirous of affiliation that it
would be likely to promote discord to force affili-
ation at that time, and they voted against it.
Thus was afforded the unusual spectacle of those
favoring a project voting against it, while those
who had previously opposed it voted for it.
Right here it might be said that at no time

has the association been really opposed to affili-
ation. It was only a question as to the advisabil-
ity of doing so at the time. This matter was
thoroughly discussed at the meeting of our Exec-
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utive Committee in Buffalo on April 25, 1911,
and it was unanimously decided that we recom-
mend to our association that we affiliate with .the
American National Retail Jewelers Association,
and lend them the influence and assistance which
250 picked men from the Empire State could
give to the association movement. This subject
will be submitted for your consideration immedi-
ately following the close of this address.
In closing this annual address I would be lack-

ing in appreciation if I failed to express to every
member of our association my sincere.thanks for
their many acts of kindness to me during the
term of my office. There has been a united
effort to better things, and if there has been
criticism of the officers and committeemen I
have never heard of it. All seemed to realize
that the officers and members of committees were
doing their best, and whether they failed to meet
with the expectations of the membership, all have
seemed willing to concede to each of the others
credit for good intentions. The two years past
have been very happy ones for me, and the
friendships made during that time will be lasting
ones. I retire from the office of president of this
association with a pride in my calling which I
did not have before, with a respect for its votaries
which I did not feel before. We who are mem-
bers of this association realize that our friends,
who have not as yet identified themselves with us,
do not appreciate just what they are losing by
holding themselves aloof. We have the satisfac-
tion of knowing that our New York State Asso-
ciation, from its small beginning, has advanced
far enough on the ladder so that associations in
other States are beginning to feel that the Em-
pire State is about to assume the position it
should have occupied from the beginning among
the leaders in the association movement. To the
members of the Executive Committee each and
every one, with an especial thought for our faith-
ful secretary, C. E. Sunderlin, I wish to return
thanks for their co-operation and kindly help.
To each and every member of our association I
extend my best wishes for health and happiness.
To the trade papers I return my thanks for their
uniform courtesy. Gentlemen, the business of the
convention is in your hands.

Shortly after noon the convention adjourned
for lunch.
The following committees were appointed:
On resolutions—Benj. Ash, Binghamton; Ed-

ward Mix, Albany; H. D. Fisher, Oswego; Mr.
Frisch, Buffalo, and G. H. Churchill, Amsterdam.
Audit Committee—F. D. Dorn, Buffalo; Mr.

Oppel, Little Falls; R. E. Brigham, Oneonta.
Nomination Committee—Chas. H. Howe, Chas.

Bickelman and J. J. Ernisse.
At 2.05 in the afternoon forty automobiles,

bearing more than 200 jewelers and their ladies,
started on a 25-mile trip over the city. It was a
delightful ride for all who participated and at 4
o'clock a stop of an hour was made at Schwabl's
garden, at Pine Hill, where a typical Dutch
lunch was served. Then the autos were again
boarded and the return trip to the city made.
At a few minutes after 6 a very dusty lot of
people disembarked in front of the Statler ready
for a hearty dinner.
In the evening the jewelers, ladies and friends,

attended Shea's vaudeville theater in a body.

Wednesday

The morning session having been duly called
to order by President Evans at so o'clock, the
convention was addressed by Charles H. Howe,
of Syracuse, on the subject of "The Social Side
of a Retail Jewelers' Association." He spoke in
part as follows:
In the first place I would remind you that

throughout all history the s.ilversmith and the
worker in precious stones has held a most pecu-
liar vantage ground among the tradesmen of his
day. He has had the esteem of his fellow men
as no other tradesman ; he has ever stood for the
true expression of the artistic and beautiful in
life, even as the product of his hand has ever
expressed much of real sentiment. Without great
opportunities of accumulating wealth his place
has been rather the place of the professional man,
the artist who works for art's sake that his work
may express all the true sentiment and feeling
which his patron seeks to express in the giving

936a

of the gift. We find him working that his
product shall represent the very best, with none
of the commercialism which we find so prevalent
to-day. There was no thought of malice toward
his fellow workers, no jealous feelings at an-
other's success, but rather the content in the
accomplishment of some beautiful production. I
can easily picture him at work at his bench or
in his shop, toiling day after day, rich because
he is contented and contented because he is rich,
not necessarily in material goods and wealth, as
we express it, but rich in the esteem of his fellow
man and in his endeavor to make his life stand
for the best and noblest feelings of men.
However, we find conditions changing, and in

place of the simple contented life of the true
artisan we find new conditions arising, a new
commercialism is developing, and we find men in
their unsatisfied ambitions and strivings for
wealth and pecuniary success to be sacrificing
their nobler feelings and lowering themselves to
a plane where one man is willing to rise because
he makes another to fall. He seeks success re-
gardless of his fellow tradesmen's rights and at-
tains to a plane where his one idea is truly ex-
pressed by David Harum: "To do the other fel-
low as he would do you, but do it first." When
such standards as these are dominant we are
lowering the standard of our craft, we are re-
ducing it to a level of pure commercialism whose
only end in life is the attainment of wealth, even
though it may be through the loss and esteem
of men and by unworthy methods.
Ours is a peculiar craft, demanding as none

other the full and complete confidence of the peo-
ple. Men come in their ignorance seeking our
judgment and advice in the selection of some
precious gift. It is in our power to conceal the
true values, to make inferences of higher values
and qualities than actually exist ; to make prom-
ises that we do not care to fulfill; to profit at the
attempted tearing down of the fellow tradesman's
character and reputation; to endeavor to destroy
men's confidence in him.
I am not sure that we have passed as yet from

the influence of these conditions which seek the
belittlement of our profession. To a lesser de-
gree you will all bear me witness that we are
yet in the days when we, too, often look with
suspicion and jealousy at our fellow tradesman
in accordance with that competitor's success.
There has been and probably will continue to be
that spirit which seeks to tear down and destroy
men's character and integrity, which seeks to
overthrow that confidence which we ask men to
place in our craft, overthrowing, fellow jewelers,
the very confidence we are seeking to establish
and yet merely that we may profit at the unjust
expense of our fellow tradesman, who possibly
is standing for the new and true spirit of trade
fraternalism, which is proving his worth to pub-
lic confidence.
Trade jealousies, and, to use the modern word,

"knocking," are only pernicious in their influ-
ences, boomerangs reacting to the harm of the
thrower.
We, in our several business places, are free

units—free to adopt our own methods so long as
they do not affect the moral life of our fellows,
free to buy from whom we will, and free to sell
at any price in conformance to ethical standards;
in short, free to succeed to the fullest measure
of confidence and success we are able to establish
by right merchandise, considerate and uniform
courtesy, legitimate and honorable treatment to-
ward our patrons in the trade. Let us seek, then,
those conditions which will build up rather than
those that tear down and destroy. Let us rise
above the petty and imagined grievances, stand
shoulder to shoulder before our people with all
the dignity that our trade commands.
To this end we find here and there throughout

the entire country that local jewelers' clubs are
being established, associations of men united in
one body as a great industry for the overcoming
of trade jealousies and to establish a friendly
and brotherly feeling among the trade. This
means a united and concerted action against
trade abuses and the right establishment of trade
ethics which dignifies the merchandizing of pre-
cious metals and jewels to the highest plane of
commercial life.
The broad-minded and progressive jeweler is

entitled to the first place in the business world,

(Continued on page 036c)
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a citizen commanding absolute confidence, an
honor to the community and broad-minded in
realizing his neighbor's worth. With the estab-
lishment of these local associations there also
comes the discovery that that competitor is "a
pretty good sort of a fellow after all," and that
we are all striving to the same end, namely, to
make an honorable living for ourselves and

those depending upon us. We find that many of

the grievances we hold concerning the methods
and practices of our competitors are nothing more
or less than the imaginations of our minds.
The great need is to get together, to become

acquainted with our fellow jeweler. Show the
world that there exists a warm feeling in the
heart of every retail jeweler for his fellow
jeweler. Do not be afraid to be his friend,
to associate with him in public. Possibly it is
not natural for some of us to have this feeling,
hut nevertheless we must cultivate it and show
that it is there. Trade fraternalism is a new
word in the jeweler's vocabulary, and yet it
spells one of the most hopeful conditions of
the trade to-day.
The next speaker on the programme was Emil

W. Kohn, of New York City. Being in Europe,
Mr. Kohn was not able to attend the meeting,
but prepared a paper on the subject allotted to
him, "Personality and Competition."

National President Steele F. Roberts then ad-
dressed the jewelers for a few moments in his
usual forceful and interesting manner on the
subject of: "Jeweler, the Hall-Mark of Integ-
rity."

Invitations were then read from Utica and Al-
bany to the association that the 1912 convention
be held in either of those cities. It was moved
that this question be held open till Thursday
morning in order to give the delegates from
these two cities an opportunity to do a little
lobbying in favor of their cities.
The meeting adjourned at noon, and at r.3o

in the afternoon a special train of six coaches
took the jewelers and the ladies up to Niagara
Falls, where the afternoon was spent trolleying
around the Niagara Gorge and viewing the Falls.

Thursday

The morning session was called to order by
President Evans at 10.15, and the first business
taken up was the question of where the conven-
tion should meet in 1912. After several speeches
by delegates from Utica and Albany a vote was
taken with the result that Utica was chosen as
the convention city for next year.
Edgar C. Boucher then spoke on the subject

of "System in a Jewelry Store." His address
will be found in full elsewhere in this issue.
At the conclusion of Mr. Boucher's address

Benjamin T. Ash, of Binghamton, spoke on "The
Use and Abuse of Hired Help," and his excellent
exposition of the subject will also be found else-
where in this issue.
E. D. Mix, of the Albany association, proved

himself an apostle of optimism and good nature
in addressing the convention on the subject of
"Smiles," in which he advised the jewelers to
smile even when things seemed going the worst
possible way.
Eugene Tanke, of Buffalo, was the next speak-

er, and his subject was "Technical Training and
the Retail Jeweler." His address is printed on
another page.
Benjamin T. Ash, chairman of the Resolutions

Committee, then offered the following resolutions,
which were favorably passed upon and adopted:

Whereas, We extend our esteemed thanks to
the jewelers of Buffalo for their magnificent
hospitality and untiring efforts in making our
stay most pleasant and profitable.
Resolved, That this association, at this time,

commend the stand taken in response to our in-
vitation to jobbers to enroll on our non-retailing
list, and urge upon our members to patronize
those jobbers who appear on said list.

Resolved, That inasmuch as our president, C.
T. Evans, has reached the determination to re-
linquish his position as our presiding officer,
which he has so ably and fittingly filled, that we
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heartily commend his entire administration and
efforts that have tended in so great a measure
to the success of our organization.
Resolved, That we also wish to record our

appreciation of the untiring labors and enthusiasm
of our secretary, C. E. Sunderlin; treasurer, C.
A. Crouse, and the Executive Committee.
Resolved, That a sub-committee of three of the

Executive Committee be known as a Grievance
Committee, to whom the members of this associ-
ation may report all cases requiring adjustment
or redress.
Resolved, That this association unanimously en-

dorse and commend the efforts taken by the Jew-
elers' Circular Publishing Company in connec-
tion with the enforcement of the Gold Stamping
law, thereby gaining the first conviction under
this act.
Resolved, That we unqualifiedly and earnestly

extend our thanks to Mr. Steele F. Roberts,
president National Retail Jewelers' Association,
for his masterful address and his relentless ef-
forts for greater organization.
Resolved, That this association extend a vote

of thanks to the members who prepared addresses
for this convention.
Resolved, That this association is averse to the

advertising methods employed by manufacturers,

in which they place a blanket guarantee on their
wares, which ultimately falls upon the retailer.

F. Ehrenfried, of Buffalo, speaking on the sub-
ject of "The Fixed Selling Price," took a very
gloomy and pessimistic view of the fixed selling
price as viewed from the retailer's standpoint,
and also proved himself radically opposed to the
big national advertising campaigns now being in-
dulged in by a number of the watch and jewelry
manufacturers, though he admitted that the fixed
selling price yields a satisfactory profit to the
retailer and prevents price-cutting. He seemed
to fear that the distant future of the fixed selling
price idea held some dire disadvantage in store
for the retailer, and that perhaps it might bring
about the complete subjugation of the retailer by
the manufacturer. He expressed himself as sus-
picious of the manufacturers' motives and does
not believe in "boosting the manufacturers' trade-
marks." He also believes that the expense of
the extensive advertising campaigns are finally

paid out of the ultimate consumer's pocket, and
that the manufacturers are using the retailer as
a sort of cat's paw to pull this particular vari-
ety of chestnut out of the fire.

Upon the conclusion of Mr. Ehrenfried's re-
marks the convention went into executive ses-
sion for the purpose of discussing the subjects.

A committee of three was appointed to select
and purchase a gift for retiring President Evans,
who has been chief executive of the association
ever since its first inception.

An amendment to the constitution was offered
by Emil J. Scheer, of Rochester, to make the
number of members of the Executive Committee
not less than ten nor more than fifteen. The
four elective offices to be on the committee to-
gether with six other members elected at the
annual meeting. In addition to this each retiring
president to become ex-officio a member of the
committee until five past presidents are on the
committee, and at that time the senior past presi-

dent to automatically retire. This amendment
was adopted.
The next matter of business was the election

of officers for the ensuing year, with the follow-
ing result: President, Chas. E. Sunderlin, Roch-
ester ; vice-president, Chas. H. Howe, Syracuse;
secretary, Emile J. Scheer, Rochester; treasurer,
Albert Zilliox, Buffalo. Executive Committee—
Benj. T. Ash, Binghamton, chairman; Chas. T.
Evan, Utica ; Chas. Bickelman, Schenectady; Emil
W. Kohn, New York City; W. A. O'Donnell,
Utica; E. D. Mix, Albany; Louis Schult, Buffalo,
together with the four executive officers.
Upon adjournment an invitation to visit the

ring factory of Heintz Bros. was extended and
taken advantage of by a large number of the
jewelers.
In the evening at 7 o'clock the convention

wound up with a banquet at the Hotel Statler,
followed by a grand ball in the hotel ballroom.
In point of number of attendants and enthu-

siasm shown this convention was a huge success,
and perhaps the most noteworthy feature was the
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magnificent programme offered by the Buffalo

Jewelers' Association for the entertainment of

the guests. Buffalo affords much in the way of

such advantages and nothing apparently was
overlooked nor forgotten that would make the
visit of the out-of-town jewelers and other

guests a very pleasant one.

Suits for Infringement of Trade-Mark

The Kennedy-McLeod-McArthur Company,

known as "The Emporium," was made defendant

in a suit for alleged infringement of trade-mark,

says the St. Paul Pioneer Press, The Western

Clock Manufacturing Company, of La Salle, Ill.,

is the plaintiff. It asks damages in excess of
$5000.
The Western Clock Company alleges in the bill

filed in the United States Circuit Court that sev-
eral years ago it put upon the market a certain
alarm clock called 'Big Ben," and marked by an
annular ring around the dial. The name was pat-
ented in January, rgo9.
The complaint further alleges that as soon as

it had advertised the "Big Ben" clock the "E-
porium" entered into a contract with another
clock company, the latter agreeing to make a
clock similar to "Big Ben,' with a somewhat
similar name. The Western Clock Company al-
leges the "Emporium" sold this clock for 'Big
Ben," and that its business consequently was in.
j ured.
The complaint asks for an accounting, an as-

signment of the profits and gains of the "Em-
porium" on such sales since the date of the West-
ern Clock Company's patent. It also asks that
the "Emporium' be enjoined from selling these
clocks or from putting on the market any clock
similar to the "Big Ben."
The defendants have until the first Monday in

June to appear or answer the original bill of
complaint.
The Western Clock Company has started suit

against the "Emporium," a San Francisco depart-
ment store, for offering and advertising for sale
"Big Ben" alarm clocks at a cut price. In this
complaint the company alleges that the "Em-
porium" induced jewelers to break their contract
and resell clocks to them. By advertising them at
a cut price they are infringing the patents under
which the clock is manufactured.
The Western Clock Company has filed suit

against Theo. Frey, of Pittsburg, Pa., for in-
fringing their trademark rights by selling as
"Big Ben" alarm clocks imitations made by East-
ern companies.

The Visiting-card
Visiting-cards are held to have originated with

the Chinese, who, from the earliest times, have
observed the greatest ceremony in their use.
Cards play an important role in Chinese court-

ships. When a Chinese young man desires to
marry, his parents communicate the fact to a pro-
fessional matchmaker, who at once runs over in
his mind the eligible young women of his ac-
quaintance and selects the one he thinks will
make the most fitting bride. He, or, as some-
times is the case, she, will then call upon the
young woman's parents, armed with the pro-
spective bridegroom's card, whereon are written
his ancestral history, name, and the date of his
birth. If the suit prove acceptable, the bride's
card is sent in return ; and if the prophecies for
the wedding are good, the particulars of the
engagement are written on two large red cards
and sent to the friends of each family.
.The royal personages of to-day have their vis-

iting-cards just as have their subjects, but in
some cases they differ widely in the matter of
size. The German Emperor, for instance, be-
lieves in being sufficiently represented, even on
his card. No ordinary sized piece of pasteboard
will suffice for Wilhelm. His cards are the
largest in Europe, and almost vie with those
used by the mandarins of China. They measure
no less than six inches in length and four in
width. On the upper line is the single word
"Wilhelm," and below are the words "Deutscher
Kaiser" and "Konig von Preussen." The words
are printed in large, fat letters in German script.
The Emperor does not, of course, carry these
imposing sheets of pasteboard himself.
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No. 12 14 GMM
Plain Gold Band
$2.50 $5.00 No. 412 12 VS

Sterling Silver Plain
$500 $3.00

The General Credit for an Article of Superior
Quality Reflects upon the Dealer who Sells It

A leading jeweler of the East recently advertised his store as "The local sales department
for every manufacturer in the United States who produced standard advertised lines." The
inception of that idea was a knowledge of modern merchandising, a policy which insuresthe buying of lines that are in demand, those for which the introduction has been made,
and which survive by reason of superiority.
Waterman's Ideals are the standard fountain pens. They are kept constantly before your
customers by advertising. There is a substantial business to be secured all the time. The
profits are large, the space required small — the real, logical line for dealers to supply and
with the greatest credit and profit.

Complete catalogues and selling suggestions mailed on request.
L. E. Waterman Co.., 173 Broadway, New York

The Use and Abuse of Our Hired
Help

dress by BENJ. T. Asti, Binghamton, before New York
Retail Jewelers' Association

It was one of our great business men who said

" hat it was not the use of a machine that wore

it out, but the abuse that brought it to the scrap

I 
I dare say that every jeweler, or at least a
rge per cent of us, have at some time or other

ben the "boy" or "hired man." If you were
i(,Ch asked to give your own personal experience,

am sure it would make a very interesting story,
and I firmly believe that our first "boss," to some
c.tent, shapes our destiny in a business way.

I had the good fortune to secure my first "job"
(and I might add, my only one) with a jeweler
\du), in my way of thinking, was one of the best
I have ever known in what we might term the
running of a retail jewelry store. Some might
call this man a "crank"—in some ways he was.
I used to think that a speck of dust looked like
a mountain to him, and I honestly believe he
could smell a finger-print on the show cases
upon entering the store, and a clean stock, tidy
trays, looked as good to him as a full cash
drawer; yet this map was kind and considerate,
and I know this training has been worth thou-
sands to me in later years.

Hired Help Our Greatest Asset
If you should ask the president of the National

Cash Register Company to explain to you the
success of this company, I am sure that he would
tell you that the majority of improvements and
Ideas come from their famous "Suggestion Box"
located at the entrance of their great factory at
anton, Ohio, and I understand that some of

their highest rewards for such suggestions have
been paid to the humblest and least-paid em-
ployee. This, you will find, is true throughout
the business world, and, can you not say—you
who have practiced this in your own business—
that the results have been equally as good. If
any of you have been "icebergs" and treat your
help like "cattle," try this out and watch results.
Place a responsibility on each one; consult

them on the selection of goods, window dressing,
advertising, and any matters that are of interest
I,) the store—make them your partners and see
hat a lot it takes off your hands. The continu-

ance of patronage, the satisfaction of transients
ind shoppers, must depend on the employees.
.Iheir untiring efforts to please, properly explain-
ing and displaying your stock (which oftimes
results in a late lunch) when accompanied with
a smile, even though they do not spend any
ioney at the time, is sure to result in business
in- the store at some later time, and in payment

this let your help have a little personal lib-
,ty—a day or afternoon off—and do not always
ait for them to ask. Be honest and straight
ith them and you will get the same in return.

, A few years ago I was called to a small city
!it a neighboring State on business with the best
Jeweler in town, and was there nearly all day, and
Il) my great surprise was not introduced to the
■,vatchmaker, or to the young lady clerk (this I
,elt the worst about). The watchmaker in this
lore was obliged to work in a dark back room
vith artificial light, when in front he had a large,
light window. I asked the reason of this, and

answer was "that he did not believe in having
his help get too well acquainted with his trade,
.ind that he had too many friends coming in to
ee him." I asked him if he did not have

!rouble in keeping help, and he admitted he did.
ars is a good town for a live jeweler to start.
hope there are no jewelers in York State like

this.
Basements and Back Rooms

Place your benches in the lightest and most
pleasant location in your store ; have plenty of
good air and sunshine; avoid damp basements
and dark back rooms. If you do this the ques-
tion of help will be the least of your business

troubles, and your trade will see the same faces
day after day, and year after year, and your
help will honor you and would almost part with
their right arms to make your business a success.
To get best results there must be a mutual

friendship. Be "boss," but in such a way that
your help has respect and esteem for you and is
continually "boosting" instead of "knocking"
your business. Truly, what right has an em-
ployer to snarl or ignore his paid assistants and
appear an unapproachable dignitary? Such as-
sumed dignity is a mask. What right has a man
to assassinate joy and murder happiness even in
the bosom of his own help? When I see a man
of that sort I am always sorry that physicians
know the art of preserving life as long as they do.
Let every man treat his help with infinite kind-

ness and grant them every advantage in his
povi, er. In the atmosphere of kindness they will
grow about you like flowers and till your shop
with sunshine, and your passing years with a
charm. It is paid help that takes the thunder-
bolts of Jupiter and sends the electric spark
freighted with human thought and flashes it
under the waves and over snow-clad mountains
and tearing along the narrow rail of steel. It is
paid help that does this for us for our own
betterment, as well as their own, and that causes
us to be glad that we live in this grand world
of ours.
Good nature and politeness are winners from

all points of view. Customs and languages
change in different countries, but good humor
and politeness remain the same all the world
over, and it is the only thing that will pay loo
per cent to borrower and lender alike and doesn't
cost a cent. Thank goodness most of us appre-
ciate and use wisely and kindly our help, and are
glad to boost them up and on in the world as far
as is consistent and right. You will find the suc-
cessful firms the world over numbered in this list.

Notes of Convention of the Iowa As-
sociation to be Held at Des Moines,

Iowa, June 13th to 15th

By PRESIDENT N. NIELSON, ilailan, Iowa

Practically all details are planned and settled
and the programme will soon be in press. The
following is a partial list of speakers for the oc-
casion:
T. L. Combs, of Omaha, vice-president of Na-

tional Association; Howard Carpenter, sales man-
ager of Rockford Watch Co.; A. L. Sackett, mis-
sionary for South Bend Watch Co.; Charles T.
Higginbotham, consulting superintendent with
South Bend Watch Company.
These men are too well known to need an in-

troduction. I shall only state that their addresses
will be along new lines and will aid in carrying
out the idea of a business convention for business
people.
We have secured F. W. Herron, of Omaha, to

address us on "Salesmanship." Mr. Herron is
instructor in salesmanship of the largest class of
its kind in the country at the Y. M. C. A. in
Omaha. His reputation is State-wide.
W. J. Pilkington, of Des Moines, is known to

nearly every merchant in the United States on
account of his heroic battle against dishonest
business methods often resorted to by mail-order
houses in order to get business. He will have
something new to say to us this time in regard
to the tendency in so many lines to 'go direct
from factory to consumer. It is time that we go
into this feature more deeply for our own good.
Mr. F. Blackledge, of Des Moines, expert sign,

display, and window-card writer, will give a full
demonstration of. how this is done, beginning
with the first stroke and including use of the air-
brush. This instruction is costly through any
other channel than conventions, and is alone
worth the expense of attendance.
E. A. Lewis, of the firm of Lewis & Van Sickle,

of Des Moines, will speak on "Modern Advertis-
ing." This firm attributes its unusual success to
its advertising more than to any other one thing.
Mr. Lewis will give us the benefit of his ex-
perience.
This list covers only a part of the speakers

on account of the necessity of sending this article

to the trade press far in advance of publication.
However, I can promise you that there will be
others equally as good appearing on the pro-
gramme.

Practically one-third of the time will be de-
voted to debating and discussing real business
problems—things that confront us every day and
things that must be solved right. These discus-
sions will bring out almost every known method
and show us the best way of handling many prob-
lems that may now seem perplexing. This
feature appeals to every one of us. Mack Hurl-
but, ex-president of the National Association,
will lead the discussion one session; other promi-
nent jewelers of the State will also assist.
The entertainment for the first evening will be

a theater party and a trip to Ingersoll Park. The
play will be specially featured for the occasion.
The crowning event will be the banquet. We

have secured as after-dinner speakers, Hon. Lafe
Young, ex-United States Senator, editor of the
Des Moines Capital, and a man of national prom-
inence. He will speak on the topic, "The Real
Jewel." Hon. John MacVicar, who will speak
on "Jewels for the Crown of the Municipal Of-
ficials." Mr. MacVicar is the father of the Des
Moines plan of government and has lectured in
nearly all the leading cities from East to West.
Hon. W. W. Byers will also be with IA. Mr.
Byers was formerly Attorney General of our
State and needs no introduction, as he has been
one of the leading men in the State for years.
He is now City Attorney of Des Moines.
T. W. LeQuott, president of the Des Moines

Admen's Club, also editor of Successful Farming,
will speak on "The Value of a Reputation." His
reputation as a speaker is unrivalled.
The Frederick Vance Evans Octette has con-

sented to entertain us while at the banquet. The
Evans Octette has a State-wide reputation.

J. D. Barbourka, of Denison, Iowa, has been
secured for the entire convention. Mr. Bar-
bourka is a jeweler, yet a master on the harp.
His earlier years were devoted entirely to that
instrument. He has, many times, had the honor
to play for governors and presidents on various
occasions.
As explained in former articles, the exhibit

feature of our convention is going to be far more
extensive this year than this or any other State
has even seen. This has been brought about by
our new way of conducting the exhibit feature.
This year we will be able to select our stock for
immediate or fall use while attending the conven-
tion. Every line usually carried in a jewelry
store is represented. No one will be unduly
urged to buy, but the goods will be there should
you want them, and remember, that every dollar's
worth bought pays the association a small per-
centage, without adding one penny to the price
of the goods. Help us out on all you can con-
sistently use in the near future. Our new plan
brings the big central markets right to our door,
so to speak. This will save hundreds of us a
great deal of time and money on account of all
the various lines we use being under one roof.
We will be able to select our fall stock in one-
tenth of the time it would take us should we
go to the city, and the expense will be eliminated
and, in addition to this, the educational feature
of an exhibit as immense as ours cannot be esti-
mated. Meet with us, without fail. We want
every jeweler in the State to participate in all
the good things we have in store for them.

New House of the Merry Optical Com-
pany at Oklahoma City

Realizing the great and promising developments
that are rapidly taking place in this section of the
southwest country, and desiring to give their
many patrons the best and quickest service pos-
sible, the Merry Optical Company, of Kansas
City, Mo., having branch houses at Memphis,
Tenn., and Dallas, Texas, has completed arrange-
ments for the opening of another branch house
at the above point, the new plant to be fully
equipped with the latest and most improved ma-
chinery and facilities for turning out the same
high-class work that has earned for them a
world-wide and enviable reputation.
The new plant will be completed and ready for

business about June Isth, and will be located on
the second floor, over the Security National Bank,
at the corner of Main and Broadway.
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Plot a Merely "Guaranteed," "Advertised" Ring
W. W. W. Rings were first made well and then guaranteed and advertised

T is worth your while to learn the facts
about a perfect ring. We brought to
our "Light of Heaven- factory experi-
enced and skilled workmen who could
make and set rings that were worthy of
a guarantee. We searched patiently
for these men in all parts of this country
until we succeeded in assembling an
army of men who are capable of
making a ring that is worthy of a
guarantee.

Thousands for Inspection

E have inspectors who do noth-
ing else but inspect W.W.W.
Rings. No ring is permitted
to leave our factory until one
of our inspectors critically and
painstakingly inspects it. No
W. W. W. Ring ever goes to
the retail jeweler until it has
received the mark of approval
from our chief inspector, which
means that it is then a perfect
ring—perfect in making, per-

fect in stone setting, perfect in general finish and worthy of our guarantee.

This money spent for inspection insures the jeweler a perfect ring—a ring
that will allow him a good margin and, at the same time, a ring that will
give his customer everlasting satisfaction and pleasure. The only ring
worthy of a guarantee is the ring that is first made well and guaranteed
afterward.

A Birthstone Mechanical Window Display

HIS display is absolutely free—it is not
sold, but given away. This display not
only attracts, but it educates. It is so
unusual, so individual that it cannot help
but attract to your window the men,
women and children of your community.
And not only will it attract the popula-
tion of your city to your store, but it
will create a desire in the minds of these
people for a birthstone ring.

This display is given to the jewelers
who sell W. W. W. GUARANTEED
RINGS.

Advertising to 40 Million People

T
HE W. W. W. GUARAN-
TEED RING was the first ring
to be advertised to the men,
women and children who wear
rings. We were the first ring
manufacturers who had sufficient
confidence in their product to

advertise it. W. W. W. Rings are being
advertised simply because they are worthy
of being advertised. People are being told
about W. W. W. GUARANTEED
RINGS with the hope of familiarizing them
with a set ring made so well that it can be
guaranteed and advertised; with the hope
of sending them to you, the retail jeweler, for rings—since W. W. W. GUAR-
ANTEED RINGS can be bought from legitimate retail jewelers only.

A Complete Advertising Department

N
O other manufacturer offers so
much to the progressive jeweler.
We have at your disposal a com-
plete Advertising Department.
This department works for you
and with you without charge. It
supplies advertisements not only

for rings, but for everything that is sold in a
first-class jewelry store. It doesn't matter
whether you wish us to prepare special copy
for certain occasions, or whether you wish special
copy for cut glass, watches, clocks, etc.; it
doesn't matter what you want to advertise—
this department is here for the purpose of assisting you in increasing not only your
ring business but your business as a whole.

The head of this department is an experienced advertiser who consults and couns:Is
with you, without charge, at any time, regarding any advertising whatsoever. This
service alone is worth hundreds of dollars, but is given absolutely free to jewelers
who sell W. W. W. GUARANTEED RINGS. Do you appreciate what this
one feature means to the jeweler who wants to improve his condition?

Increased Profits—Increased Business

I
OU who are ambitious ; you who
wish to improve your business and
increase your profits—owe it to
yourself to investigate this proposi-
tion of ours. You do yourself a
grave injustice if you permit your
competitor to gain any advantages

over you. To write us obligates you in no
way ; it merely involves the sending of a
postal asking for our book. Yet this infor-
mation may be the means of enlarging your
business—increasing your profits. Simply say,
"Send me your book."

WHITE, WILE & WARNER
Makers of Rings "In Which the Stones Do Stay"

BUFFALO, N. Y.
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Technical Training and the Retail
Jeweler

• \ 1 ,1ress by EUGENE TANKE, of Buffalo, before New York

Retail Jewelers' Association

\\Then I attended the executive committee meet-
ing of your State association, held at Bingham-
tn. I there suggested that the committee consider
thc advisability of sending a letter to the various
public technical schools through our State, citing
that there was an opportunity for apprentices in

■Ille branches of our business who had received
a preliminary education along such lines. This
suggestion received serious consideration.

An Age of Specialism

Social progress is vitally and intimately con-
nected with modification in the methods of doing
the world's work, and as we raise the standards
of our work we require more skilled workmen,
which in turn necessitates enlarged opportuni-
ties for study and training. Institutions, customs
and social activities undergo radical changes. In
our own calling the youngest delegate here can
remember the applicant for a position in a store
of even one of the larger cities was required to
reach some degree of perfection in at least two,
and perhaps in four or five different branches of
the business. A gradual, but steady change has
been taking place, and we have separated from
the salesroom the engraving department, the
watch repair department, the jewelry repair de-
partment, the optical department, the engraving
department, the clock repair department, and
in many cases these general divisions have again
been subdivided in order to secure a higher de-
gree of mechanical perfection.
As lawyers have divided their practices into

various groups, and as most physicians are now
specialists, and have divided the practice of their
profession into many classes, so the highly trained
technical man can undoubtedly secure much
better results and develop the highest degree of
proficiency by being a specialist along certain
definite lines. So that to-day, where the proprietor
of a jewelry store is not justified in employing a
separate man for each branch of his business,
he. finds he is securing the best results by con-
fining the efforts of each man of his force to only
one particular line and sending out work for the
other branches of the trade to be done by men
‘vlio are proficient in the work required.
Recognizing that the changes which we have

here considered have been, and are still continu-
ing to take place, the question is how can we ac-
complish most under these conditions? As re-
tail jewelers, we are only in a general way inter-
ested in the problems of the factory because in
many branches of factory work the unskilled ap-
Prentice is welcome, as the work required is
largely mechanical. Perhaps but a simple opera-
tion is required from him and no special skill or
training is demanded, except in the case of the
foreman or manager, no general system of tech-
nical training is neded.

A Word for the Repair Man

There has been a wrong attitude upon the part
.,f the public in considering the skilled repair man
ferior to the man at the factory. While it is

1rue that it requires a high type of genius to
onceive new designs and advanced methods of
,,pistruction, or to direct the manufacture to a
,,,anplicated machine, it requires an equally high
I vne of mechanical skill to replace any part from
!his machine and have it work as well as when

was first constructed. As I have said, most
actory positions require but a single operation,
while it is necessary for the competent repair man
In understand every operation from handling the
ilaw material to the method of treatment for the
Imished product, and even to get a glimpse of the
thought of the inventor which he has expressed
in mechanical terms.
I think every jeweler at this convention has a

Peculiar interest in his work and a higher satis-
faction from his craft than can be measured by
dollars and cents, for I believe that otherwise he
‘yould have deserted it for some other means of
livelihood. Therefore, he will get a peculiar satis-
faction from any movement which promises to
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better fit persons in the arts and sciences that
underlie the practices of his trade.
In ours, like most other trades, the jeweler

formerly employed a few apprentices who as-
sisted him in his work and who learned from
hiin to understand the details of his craft, so
that when the term of apprenticeship was over
they were competent to practice as journeymen.
On account of the rapidly changing conditions in
this country the jeweler found it necessary to
add many lines to his business if he wished to
become a successful merchant, and he no longer
had time or opportunity to instruct the recruit.
During recent years but few of the technically
trained watchmakers or jewelers have come to
our cities on account of the prosperous conditions
of most of the countries of Europe and the com-
mercial development of Canada and many other
countries of the western hemisphere. At home
the trades have been looked down upon and our
youth who were not considered bright enough
to become lawyers or physicians have been put
through electrical or mechanical engineering
courses. At last public interest seems to be
directed towards the crafts, thinking men and wo-
men realize that when you give the boy a prac-
tical education you "put the whole boy to school"
and that technical training not only lays the
groundwork for the earning of a livelihood, but
it develops the ability to accomplish, and such
schools make pupils better citizens and open up
to their graduates opportunities that would not
be possible without the training they get.

Training Versus Experience

Technical training does not, in any sense, take
the place of practical experience; neither is it
possible for any person to become proficient in
any trade or profession without the actual ex-
perience which that trade or profesion alone can
give. On that account I believe that only the fun-
damental principles of the various technical lines
in which we are interested should be taught the
student For instance, courses such as would teach
the fundamental principles underlying the manu-
facture and construction of watches, clocks and
other similar mechanical contrivances, of free-
hand drawing, of letter copperplate, and
ornamental engraving, chasing, metal shaping,
hammering and casting. The taste of the student
would soon cause him to choose some particular
line of work in which he would become an ap-
prentice, and if he then wished to become es-
pecially proficient along that line he could take
a supplemental or post-graduate course on the
work in which he was engaged. Hours would be
arranged so that he could take such instruction
in the evening if so desired.
I believe that clock work should be kept sep-

arate and distinct from watch work. That the
instructions of the clock repair student cover so
wide a field that he would become proficient in
handling not only the ordinary French and Ameri-
can clocks, with which we are all so familiar, but
also of time clocks, watchman's clocks, employee's
clocks, electric clocks, tower clocks and various
other complicated timepieces and mechanical con-
trivances. The public should be acquainted with
the fact that such men have unusual technical
skill and their services should be paid for ac-
cordingly.

Trade Schools

You will say there are already many schools
and colleges in this country and Canada which
have excellent courses in watchmaking, engraving
and optics, but naturally very few of our young
people could take a course in any of them, be-
cause their family could not afford to pay their
tuition and support in a distant city, and because
few boys of a suitable age would ever be likely to
hear of them. Such courses as now exist are only
for the few. The plan which I suggest would
offer a large number of our people the oppor-
tunity to be skilled along one of many different
lines as their tastes and judgment would dictate.
In Rhode Island the technical courses are meet-

ing with extraordinary success and in many
European cities and provinces technical schools
have reached a very high standard. The course
of study and work in each school, are designed
to best meet the needs of students in training
them to fill positions caused by the natural de-
mands of the principality. For instance, in a
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certain part of Switzerland technical training
would be in watches; in one part of France the
tending of vineyards and wine making; in Shef-
field the tempering of steel and the manufacture
of cutlery; and in parts of Italy it is sculpture
and working with bronze. Just as the training
of young people in our western States to raise
better grain, and in the southern States to raise
more and better cotton to the acre has been uni-
versally commended, so I believe that the oppor-
tunity is open to us as jewelers and to the people
of New York as citizens to have this State con-
tinue to be the greatest industrial division of the
union and one from which the products of its
applied arts will be favorably known throughout
the world.

American National Retail Jewelers'
Association

STEELE F. ROBERTS, President

Final arrangements have been made for the
sixth annual convention of the American National
Retail Jewelers' Association, to be held at Rich-
mond, Va., in the Hotel Jefferson, August 1, 2,
3, 4, 1911.
The Richmond jewelers, Chamber of Corn-

merce, State and city officials, with proverbial
Southern hospitality, promise lavish entertain-
ment to all members of the jewelry fraternity
in attendance.
The Committee on Speakers have secured some

of the foremost thinkers and speakers in the
jewelry world. The programme as outlined is:

TUESDAY, AUGUST IST 
•

to A. m.—Opening exercises and President's ad-
dress.
2 P. M.—Addresses.

8 P. m.—Concert in auditorium.

WEDNESDAY, AUGUST 20

IO A. m.—Addresses.
2 P. m.—Executive session—retail jewelers only.
8 P. m.—Reception and ball tendered by Cham-

ber of Commerce, city and State officials.

THURSDAY, AUGUST 3D

TO A. m.—Addresses. Election of officers.
2 P. 111.—Boat ride down the James River to

Dutch Gap Canal, viewing typical Southern
homes and plantations, tendered by the Richmond
jewelers.
8 r. m.—Entertainment at Luna Park.

VRIDAY, AUGUST 4TH

to P. m.—Report of committees, selection of
next convention city, adjournment.
2 P. m.—Automobile and trolley rides to public

buildings, parks and battlefields.

During sessions of the convention visiting
ladies in attendance will be entertained by the
ladies of Richmond with automobile and trolley
trips to the numerous parks, battlefields and
points of interest about the city.
Richmond, the capital of Virginia, is the fore-

most industrial and commercial city of the South
—its magnificent buildings, monuments, Colonial
homes, beautiful parks, great historical interest,
location—cooled by the breezes from the James
River, combined with the typical Southern hos-
pitality of its people, make it an ideal conven-
tion city.
Hotel Jefferson, headquarters of the conven-

tion, is one of the largest and most elegantly ap-
pointed hotels in the United States—has accom-
modation for one thousand guests—is conducted
on the European plan and has made special low
rates for all jewelers attending the convention.

All railroads will give special summer excur-
sion rates to Richmond during July and August
with privilege to stop off in Washington and re-
turning East or West by rail or boat to Phila-
delphia, Atlantic City or New York.
This convention is held to instruct, edify and

promote good fellowship among the members of
the American National Retail Jewelers' Associ-
ation, and an invitation is extended to every
retail jeweler, manufacturer and jobber to attend.
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Pottery
Casserole
with
,Nickel-plated,
Copper, or
Silver-plated
Frame

Fit for a Coronation Banquet
is even a plain meat pie or a simple rice pudding if cooked in a

STERNAU CASSEROLE
Your customer may not be going to the Coronation, but she will be
interested in this casserole, because with it she can make delicious
dishes with the least expenditure of time and work, and that is
important now that Summer is coming on and kitchen labor must
be cut down to a minimum.

STERNAU CASSEROLES are round or oval, made of reddish
brown pottery, white glazed inside, and set in handsome frames of
copper, nickel-plate, or silver-plate.

Pork and Beans, cooked in a STERNAU BEAN-POT and served directly
from it piping hot, is a dish to make an epicure's mouth water. Like its cousin,
the STERNAU CASSEROLE, the STERNAU BEAN-POT is an orna-
ment to any dining-table.

Catalogue K illustrates the entire line
Don't fail to send for a copy

S. STERNAU es' COMPANY
NEW SHOWROOMS 

305 Broadway,
N. W. Cor. Duane Street
NEW YORK CITY

1
 'MARERS,00F

DIVAt W.

COMPRISING

Fancy Teakettles, Chafing-disl es,
and their Accessories, Coffec-

machines, Trays, etc.

OFFICE and FACTORY

195 Plymouth Street
BROOKLYN, N. Y.

Popery
Bean-Pot

with
Nickel-plated,

Copper, or
Silver-plated

Frame

The Judgment of the Majority
Hundreds of retail jewelers throughout the country have passed judgment on the

Great American Jewelers' Catalogue
For them there is no substitute because its name is synonymous with best quality,
greatest selection, and lowest price.

Sooner or later those who do not rely upon it will agree with the overwhelming
majority of their fellow jewelers in their verdict that it is the A/pm and Omega—
the beginning and the end—of jewelry buying guides.

If you have never investigated the merits of this catalogue, send for a copy to-day.

THE OSKAMP=NOLTING COMPANY
Cincinnati, Ohio
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No. 68
CUCKOO CLOCK

No. 6102
WESTMINSTER CHIME CLOCK

No. 622
EIGHT-DAY CLOCK

HOW YOUR STOCK SPEAKS TO YOUR CUSTOMERS
Why do you invest in nice fixtures, a nice store front ? Because you realize the importance of a favorable
impression. Nothing will give this impression more vividly and effectively than a display of

The Schisgall Line of Clocks and Art Goods
You can get them from up-to-date jobbers. Write me and
only line gathered from all the leading centers of Europe
fear dry goods competition when you carry the " Schisgall
pretty things that well-nigh sell themselves ; that customers
ing ; that add prestige and profit to your store.

let me give you their names. This is the
for the Jeweler exclusively. No need to
Line.- It contains many attractive and
find a pleasure in looking at while wait-

THEODORE SCHISGALL
CHIME CLOCKS
CUCKOO CLOCKS
ALARM CLOCKS
NOVELTY CLOCKS
400-DAY CLOCKS

IMPORTER OF CLOCKS

116-118 Chambers Street, New York

No. 105
MARBLE BUST

SOLE DISTRIBUTERS FOR

"Perier" Opera Glasses
" AS GOOD AS THE BEST—COST LESS"

No. 2547
PER1ER OPERA GLASS

MARBLE STATUARY
ELECTROLIERS
BRONZES
OPERA GLASSES
NOVELTIES

No. 820
ELECTROLIER
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System is a Powerful Factor
in the Business Life of To-day

Without system the average business
man is lost. Without the BELSCRIPT
SYSTEM the retail jeweler is losing
valuable time, customers, and profits.

THE BELSCRIPT SYSTEM
enables you to supply your
customer with a monogram
fob AT ONCE.

BELSCRIPT MONOGRAMS
are attractive and have met
with a ready sale.

If you want to know more about " The
Belscript System" write us to-day.

Sample
AND PRICE-LIST ON REQUEST

THE DIAMOND HEADQUARTERS OF THE WEST

Columbus Memorial Building . CHICAGO

JOSEPH L. HERZOG & CO., Makers of,E.L.K.,F,Zings
Aracceed, c4e-e-;-afffeax,14

45-51 ROSE ST., Cor.Duane
NEW YORK

j-A UR snappy line of new goods
, is now in the hands of the
 - wholesale trade. Our line of
Bracelets, Link Buttons, Tie Holders,
Hat Pins, Brooch Pins, Stick Pins,
Collar Pins, Sash Pins, Waist Sets,
and Pendant Necks is positively most
beautiful. When quality and finish
is considered it is the best priced line
on the market.

OUR BRACELETS ARE SELLERS

Allison Mfg. Co.
Attleboro Massachusetts
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Some Early Suggestions for the Coming Season
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CI 0. & 13. Card Jewelry reflects a certain charm and dignity distinctly characteristic of 0. & B."11 product. Its extensiveness of designs, and safety catch, which we supply, make exceptionaltalking points, and assure ready sales. This safety catch is portrayed above. Made with thesame reliability as 0. & B. Rings.

THROUGH PROGRESSIVE JOBBERS

OSTBY a BARTON CO., Providence, Rhode Island
9 Maiden Lane, NEW YORK 342 South Broadway, LOS ANGELES, CAL. 31 North State Street, CHICAGO

D.q11.21(0_< 

0

U

0

MAY 1st OUR SALESMEN started out to visit the JOBBING TRADE in your behalf. Their trunks
filled to the brim with some new CREATIONS direct from The D. F. B. Co. arts and crafts department.

Our 1911 line is a winner of distinction and merit. 44 The prices are popular and the profits sure to prove
pleasing. The D. F. B. Co. jewelry affords the RETAILER a larger profit, assures a pleasing patronage
as well as a pleased patronage. Can be ABSOLUTELY relied upon, and is fully GUARANTEED.

ASK YOUR JOBBER

THE D. F. BRIGGS COMPANY
NEW YORK OFFICE, 180 Broadway

ATTLEBORO
MASSACHUSETTS

CHICAGO OFFICE, Heyworth Building LONDON OFFICE, 62 Hatton Garden

LOOK FOR—THE D. F. B. CO.—TRADE-MARK

3.q.•



TO THE RETAIL TRADE:

If you want up-to-date goods first hand,
ask for Bigney's "MIRROR FINISH"
Fobs, Chains, Lockets, and Charms.
We are producing new goods every day.
Get the cream. Don't wait until the
other fellow comes along three or four
months later with an inferior imitation.
Our goods will be money-makers for you.
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THE BALL
Commercial-Paragon" Watch

Bigney's "MIRROR
FINISH" chains have
become the standard

1=11=7=10 =I 1=1= LI

WHEN WE STAMP
AN ARTICLE IT
WILL ASSAY UP TO
THE GUARANTEE.

Making Sales for You
Heretofore you have sold Handel Lamps because they sell easily and the profit
in them is good.

We are giving you an additional reason for selling Handel Lamps. We are
advertising them. By this advertising, we are inducing people to come right
into your store and ask for Handel Lamps.

We shall use generous size copy in the most powerful home magazines of the country. Papers with great big
circulations ill your town like Good Housekeeping, Outlook, Literary Digest, Country Life in America. Think how
many people in your town read these papers and will be influenced to come to your store for Handel Lamps.

'I'he following magazines vvill carry to your
message in July :

Keith's
Craftsman
Good Housekeeping
Country Life in America
Suburban Life
Vogue
American Homes and Gardens

customers the Handel Lamp

Outlook
House Beautiful
Literary Digest
House and Garden
World's Work
Fra

We shall arouse a great demand for Handel Lamps. Draw this demand to
your store. Hitch up to our national advertising. Display the lamps. You
will be getting the greatest good for yourself and will be co-operating with
us to get the maximum results for both of us.

The lamp, No. 5351, shown here in the illustration, will be advertised in the
July Magazines. Be sure and have it in stock.

If you are not now selling Handel Lamps, invesvigate this wonderful, profit-
able line at once. Write us.

THE HANDEL COMPANY ••
MERIDEN, CONNECTICUT
381 EAST MAIN STREET

THE RIGHT WAY TO
OPEN A PARAGON CASE
To lift the movement holding ring from the
main body of the case—Hold the case in the
left hand, bezel open. Brace the right thumb
nail against the edge of the back—hook the in-
dex finger under the pendant—press up with
the index finger, holding the thumb nail firm.

Don't pry the movement holding ring up
with a case opener or knife, or twist on the
pendant. Both these methods are likely to
damage the case—and they make hard work
of a very easy matter.

16 SIZE
PARAGON
CASE
EDGE
VIEW

16 SIZE
REGULAR
CASE
EDGE
VI EW

The Ball " Commercial-Paragon" watch is a
distinct creation. The best ideas in both the
manufacture of movements and cases have
been combined to produce this watch. It
marks the point of greatest development in the
watch industry and is a watch that will meet
the widespread and rapidly increasing de-
mand for neater and thinner timepieces.

It fills the gap in the jeweler's
stock between the regular 1 6-
and 12-size models.
The movement is our regular

Ball " Commercial Standard 17
jewel" movement fitted in "Para-
gon " cases in Keystone 1 4 K.
Solid Gold and Jas. Boss Gold-
filled.
The " Paragon case has a

single joint—the bezel snapping
down on a solid back.
The greater part of the space

taken up by the center and the
back cap is saved —yet the
movement is absolutely pro-
tected from damp and dust.

With " Commercial-Paragon"

watches in your display cases
you have unlimited sales oppor-
tunities during the graduating
season. Everything about them,
including the price, is attractive.
In order to show our confidence
in " Commercial - Paragons " we
will send to retailers of approved
credit samples of this watch
for graduation sales. This is a
special concession to help you
during the graduation season.
The time is short, so do not
delay sending in the attached
coupon.

The sale of "Commercial-Paragon" watches  is
restricted to one retail jeweler in each community. If
you are to be the one, fill out the attached coupon and
send it to us at once.

Vie Webb C. Ball
Watch Co.
CLEVELAND

Name

31?
OT4

00
•

Gentlemen:—
Please submit samples of the

Bell ''Commercial-Paragon Watch,
and complete information regarding its

restricted selling policy, and your exclusive
agency plan. I am a legitimate retail jeweler.

Webb C.
Ball Watch Co.

Cleveland, Ohio

City   State  

Date   Street Address  
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E L KAY Cuff Button
is strongest at the points where
other cuff buttons are weak

TELL YOUR CUSTOMERS,

MR. RETAILER:

That the EL KAY Cuff Button is absolutely
one piece—absolutely solderless.

That the post of the EL KAY Cuff Button is
solid, with the metal so distributed as to make it
strongest at points of greatest strain.

That the shape, proportion and angles of the
EL KAY Cuff Button are exactly correct.

That every EL KAY Cuff Button is guaran-
teed and in case of accident, is replaced without
charge or question.

A pair of EL, KAY Cuff Buttons, means
button comfort and security for life

Samples sent on memorandum at

our expense

JOSEPH L. HERZOG & CO., Makers of L K Rings 45-51 ROSE ST., Cor. DuaneNEW YORK
(REG U SPAT.OFF.)

AraCCer-eZ:Sy

It is safe to uarantee
4c.9ns ox

a t-cf:""
An ABSOLUTE GUARANTEE in back of all

Tavannes Watches (TA-VAN) 

RIGHT WITH THE SUN

Interchangeable finished materials, made by American
machinery. always ready to use. Escapement and Train

possess the freedom of a modern 12 or 16 size movement. It has long staff and pinions, and no centre wheel,
which permits full freedom of balance. ci Made in 19 and 21 jewels only. Fitted in 14 and 18 karat, and

Ask your. Jobber or write us25 year gold-filled

Office
CHICAGO

10 So. Wabash Ave.

cases.

TAVANNES WATCH CO.
ADOLPHE SCHWOB, Sole Agent

2 & 4 Maiden Lane NEW YORK CITY

Office
SAN FRANCISCO
704 Market St.

June, 1911

San Francisco
King Glindemann, William I, is the new title

of one of our leading San Francisco retail jew-
elers. The royal crown, etc., was conferred on
Billy at a banquet tendered to him by the Scheut-
zen Verein, as he was the king of the Eagle
shoot of the societies' competition last fall.
H. R. Evans, representing Angus & Coote, of

Sydney, Australia, passed through San Francisco
CII route for New York and England. This gen-
tleman spent some time visiting the local whole-
.„le jewelers, and will likewise spend some time
ill Chicago and New York picking up some of
our business methods, and will return home in
about eight months by the way of the Suez Canal.
Ralph B. Brahe, who was formerly connected

with the F. H. Cutler Company, of North Attle-
boro, Mass., has accepted a position with Fred
L. Lezinsky, the popular Pacific Coast manufac-
turers' agent.
Edwin Thompson, who is associated with Max

Kuner, at 94 Columbia street, Seattle, spent a
week last month calling upon some of the local
wholesale jewelers.
A. W. Huggins, president of A. I. Hall & Son,

Inc., wholesale jewelry jobbers of San Francisco,
is expected to reach home about June 1st, after
having spent a four-weeks' visit among the manu-
facturing jewelers in the East.
Joseph A. Catanich, who has been in the em-

ploy of Hammersmith & Co., retail jewelers of
San Francisco, has gone into business for him-
self on the second floor of the Jewelers' building,
150 Post street.
E. W. Reynolds, the wholesale jeweler of Los

Angeles, is expected home from his annual East-
ern trip early in June. He has been making
his home office some very large shipments of
novelties from the manufacturing center at At-
tleboro.
Carl Landecker, who formerly conducted a re-

tail jewelry store at St. Helena, Cal., has opened
a very attractive new retail establishment on Cle-
ment street, San Francisco.
W. Webb has succeeded to the establishment

of E. Kleinof, Santa Cruz, Cal. The new store
with its new show fixtures presents a very at-
tractive appearance.
M. Hyams, of Hyams Bros., the retail jewelers

of Reno, Nevada, spent some time in this city
and while here purchased an entire new stock
for their second store in the above city, which
they are about to open.
Harry Jacobi, our genial retail jewelry friend

from Oroville, Cal., was among the out-of-town
buyers in this market during the convention of
the I. 0. 0. F.

J. J. Wilson, the leading retail jeweler of Duns-
muir, Cal., attended the convention of the I. 0.
O. F. While here Jerry bought jewelry mer-
chandise to fill up the holes in his stock.

J. W. Schueler was another one of the out-of-
town retail jewelers who attended the convention
9f the I. 0. 0. F. This retailer's store is located
in Fortuna, Cal., in Humboldt County. This
strenuous dealer walked from his home town to
his nearest railroad connections, at Willits, Cal.,
a distance of ninety-six miles. He accomplished
this in three days and returned home after lay-
ing in a very fair jewelry stock.
Al Bernard, who for a number of years repre-

sented A. I. Hall & Son on the road, has returned
to San Francisco, taking up his old lines with
the above jobbing house, and will handle their
silver line exclusively up and down the Coast.
Nat Solomon, of the American Jewelry Corn-

pa.ny, of Bakersfield, Cal., was appointed a com-
mittee of one by the Chamber of Commerce of
his city to call upon the head officials of the
Southern Pacific Railroad in this city on the
question of freight rates between San Francisco
and Bakersfield.
We take pleasure in announcing the marriage

of R. F. Allen and Miss E. E. Baker, of Santa
Rosa, Cal. The ceremony was performed on
Saturday the 27th, at Sacramento, Cal. THE
KEYSTONE joins their many friends in wishing
them best wishes.

Albert Haber, who for a long number of years
was in the employ of M. Schussler & Co., whole-
sale jewelers of • San Francisco, is paying his
friends in San Francisco a month's visit. Al
arrived in San Francisco on the Chiyo Maru,
direct from Japan, where he has spent two years.
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He will return to his importing interests in that
country shortly.

Charles Pruesser, the president of the Hea-
cock Company of Manila, was also a passenger
on the Chiyo Maru, the Japanese steamship that
arrived in this port in the middle of May. He
expects to spend quite some time in the States
and contemplates buying some large bills for his
store in the far-off islands.
R. F. Allen, president of the wholesale jewelry

firm of Nordman Bros. Co., of San Francisco,
is now in the East paying his annual visit to the
different manufacturing centers. Mrs. Allen ac-
companied him, and they expect to be away about
six weeks.
We beg to correct an error that occurred in

our April issue. A. Huegenin does not contem-
plate making the change as noted. He is now
connected with the establishment of Hammer-
smith & Co., wholesale jewelers of San Francisco,
and will be so until further notice.
W. H. B. Schmied, who conducts a retail jew-

eler's establishment in Napa, Cal., was among
the out-of-town tradesmen seen buying in the
local market last month.
The Oregon Retail Jewelers' Association will

hold their annual convention in Portland, Oregon,
on June 5th and 6th. This is one of the youngest
State organizations of the Pacific Coast, and we
feel that their convention this year will be the
most important in its history. We are given to
understand that there are a number of the San
Francisco tradesmen who contemplate attending
the banquet that will be given on either of the
above dates.
Alphonse Judis, the diamond importer of San

Francisco, returned from Europe with his family
about ten days ago, after having been abroad
about three months. It is needless to say that
Mr. Judis picked up some very valuable diamond
papers while visiting the gem centers of the
old world.
W. H. Mitchell, our retail jewelry friend of

King City, Cal, paid a hurried visit to the whole-
sale diamond houses in San Francisco recently
in search of brilliants.
The California Jewelry Company, who form-

erly occupied quarters on the seventh floor of
the Jewelers' building, have moved their diamond
cutting plant to the corner of Market and Main
streets. Their diamond cutting has grown so
large in the last few years that they were forced
to move to their new location. The executive
office of this concern is still on the fifth floor
of the Mutual Bank building, 704 Market street.

Detroit
Joseph Budnitzski, who recently went into busi-

ness for himself at the corner of Hastings and
Division streets, had a trying experience with two
hold-up men on May i8th, who entered his store
as he was preparing to close for the night. The
men asked to be shown some goods, and when
Mr. Budnitzski picked up the tray indicated he
found himself covered with a revolver and was
ordered to keep quiet. Then while one of the
men held the revolver dangerously near Mr.
Budnitzski's head the other poured tray after tray
of jewelry into a large bag, and after taking
nearly everything in sight they hurried away,
after warning the proprietor to make no outcry.
Mr. Budnitzski did raise an alarm, however, and
a policeman who happened to be near gave chase,
and the men were captured and the goods re-
covered. The same pair entered a store just a
block or two from Mr. Budnitzski's early the
same evening, but the proprietor was suspicious
of their actions and ordered them out. They
left after threatening to blow his head off.
Noack & Gorenflo will remove in a few days

into their new store at 188 Jefferson avenue. They
will occupy only 40 feet of the building, which
is ready for them, while the contractors are at
work on the east 20 feet. When this is completed
the firm will have a store of 6o feet in width and
too feet in length, and fitted up with all the
newest appliance of modern storekeeping. The
firm will occupy two floors of the building and
the balance will be leased.
E. A. Cress, of Minden City, having sold his

drug and jewelry business, has bought a home
in Detroit, and will retire to a well-earned rest.

Frank Presswell, who several months ago sold
out his business in Holly and went to Ngw Mexico
with the view of locating there, has gone into
business in Cuyahoga Falls, Ohio.
After a holiday of several months spent in the

South, Fred Pauli has returned to his home in
Pontiac, and has again taken charge of his busi-
ness.
L. D. Huber & Co. is the name of a new firm

which has taken over the business of Hamilton
Bros., in St. Joseph, Mich., Walter Hamilton re-
tiring. Mr. Huber has associated with him James
Forbes and Mrs. Isaac Gorsuch. Mr. Huber, who
was formerly of Charlotte, Mich., had been con-
nected with the old firm for several years. .
E. R. Grant, of Copemish, has embarked into

business for himself.
After forty-three years of work at the bench

and behind the counter, Elias Culver, the oldest
business man in Mason, Mich., has decided to
retire and is closing out his stock.
The American Credit Company has opened a

store in South Bend., Ind. It is under the man-
agement of Jacob Weguson, of Grand Rapids.
Edward Karp, salesman with R. S. & J. D. Pat-

terson, of Port Huron, spent a few days recently
at his home in Detroit.
A. Bruncke & Co., who have been in business

for a few months on Jefferson avenue, are pre-
paring to remove to Rose City. The firm came
to Detroit from Blissfield, Mich.

William A. King, Jr., of Adrian, one of the
most enthusiastic baseball fans in the State, has
been elected secretary of the Adrian Club, in the
southern Michigan league.

Charles Keller, traveler for Noack & Gorenflo,
has recovered from his illness and has resumed
his duties on the road. He was laid up for sev-
eral weeks at his home in Berlin, Ontario.
Henry Kohn will manage a new business which

will open soon in the building at 104 WoodWard
avenue. It will be known as Goram's Jewelry
Shop. Friedberg & Son announced last month
that they would open a store in this building, but
later made other plans.

Contractors have almost completed the woik
of putting a new front in the building occupied
by L. Black & Co. When the work is finished
they will have one of the most attractive stores
in the city.
Born, on May 3d, to Mr. and Mrs. L. A. Gau-

therat, a son. Mr. Gautherat is city salesman for
the E. H. Pudrith Company.
G. E. Miller is the first Detroit jeweler to be-

come bitten by the flying bug, and he now has
almost completed an aeroplane built after the
latest Curtis model. It will be a sixty-horsepower
machine capable of carrying three passengers.
C. A. Berkey visited the Eastern markets last

month, stocking up for the summer and fall trade.
E. G. Seitz, of Bellefontaine, Ohio, has pur-

chased a new auto.
J. P. Walton, of Durand, visited in Detroit

recently, making the trip in his auto.
E. C. Avery, traveler for a Toledo firm, has

purchased the business of Alfred Wirz, in Mont-
pelier, Ohio.
Mrs. Moyer, who for several years has con-

ducted successfully a jewelry store and pawn
shop on Monroe avenue, has been compelled to
retire from business, the store she occupied hav-
ing been torn down to make room for a theater.
Joseph H. Jose, of 2489 Jefferson avenue, has

reported to the police the theft of a diamond ring
valued at $75. The ring was taken by a young
man who spent an hour or two looking at it, and
then suddenly dashed from the shop, and made
good his escape before Mr. Jose could get from
behind the counter and reach the door.
At the annual meeting of the Detroit Jewelers'

Board of Trade, held May 12th, the following
officers were elected: President, Robert Weyh-
ing; vice-president, E. H. Pudrith; treasurer,
Henry Luths; secretary, R. E. Rogers. The meet-
ing was largely attended and great interest was
taken in the proceedings. Speeches were deliv-
ered by the retiring president, Charles A. Berkey,
and by a number of the leaders in the trade. The
meeting closed with a dinner at the Hotel Richter.
Henry Staats .& Co., dealers in supplies and

tools, and J. Genner & Co., manufacturing jew-
elers, have removed from the corner of Wood-
ward avenue and Congress street to the Hall
building, at the corner of Griswold and State
streets.



Cincinnati
Tile latter part of the month showed an im-

pro' ement in the jewelry business. While noth-
ing startling has taken place in this line the land-
ing of several large orders did much to stimulate
the trade. Reports from salesmen coming
&old all sections of the country are favorable,
the jobbers of the Queen City feeling that the
fall trade will be good. Just at the present time
the city is crowded with salesmen from the East
who are displaying their wares daily. The big-
gest rush came just prior to the 1st of May,
whin every one was trying to make dates for the
coming week. This was due to the agreement
enttred into by the manufacturers and whole-
sak rs at the Chicago convention not to display
fall lines until the 1st of May. This agreement
was upheld as far as Cincinnati was concerned,
the universal opinion among the jobbing trade
being very much in favor of the above ruling.

ith June approaching the wedding month
lends a pleasing sound to the retailer. Cincin-
nati usually has its quota of "Cupid's captives,"
and this year promises to be no exception. The
stores are beautifully decorated and are ready
for the occasion.
Reports from returning visitors to the Indiana

Retail Jewelers' Association are very favorable.
Cincinnatians were very much pleased with the
treatment accorded them there. The Phillips -&
Richter Company was the only jewelry house to
have a display at the convention. This was in
charge of Sam Young. The Geneva Optical Com-
pany, Cincinnati branch, had an exhibit of its
new 1911 model Geneva improved ophthalmo-
scope and retinoscope. Mr. Oswald, Chas. Swi-
gart & Co., the retiring secretary, was very busy
straightening up the records for the incoming
man. Mr. Oswald left several days before the
association convened and did not return until
several days after it had adjourned.
Sol Fox, of the Fox Bros. & Co., is in Amster-

dam on his buying trip. He is accompanied by
his wife.
Carl Langhorst, of Lindenberg, Strauss & Co.,

left on his maiden trip' through Ohio. He was
promoted from the stock department of the firm.
Sig Strauss returned from his Eastern trip.
V. E. Jacobs, Jacksonville, Fla., spent some

time in Cincinnati during the month as the guest
of Mr. and Mrs. Jacobsen, of the A. & J. Plaut
Company. Both pleasure and business were the
object of Mr. Jacob's stay.

;at Levendorf, of Hahn & Oppenheimer, had
a ',ale piece of hard luck a short while ago that
caused him to be laid up nearly three weeks. As
he was walking down Walnut street one rainy
day he slipped and fell, wrenching the ligaments
of his shoulder so badly that he had to be taken
home in a carriage. He was confined to his bed
on, week and had to carry his arm in a sling
Sc' eral more. Although somewhat stiff he is

k in the store again.
E. Richter and wife were visiting in Evans-

\ I 
, Ind., in the latter part of April. From

th re Mr. Richter went on a short business trip
th, ough southern Intliana.

>tto Mehmert, of Joseph Mehmert Co., is back
on the job once more. While in Evansville, Ind.,
lu contracted a heavy cold which afterwards
(I, eloped into the grippe. Added to this he suf-
ft ed an attack of tonsilitis. Altogether he was
a\ ay from his place of business four weeks. On

Y 14th he started on his northern Ohio trip,
■ecting to be gone several weeks. His father,
eph Mehmert, has been covering Ohio, mdi-

ai Illinois for the past two weeks.
Herschede and Chas. W. Lucius, of Frank

rschede Company, have returned from a two-
eks' purchasing trip through the East. New
,rk was their main stopping point.
Fred Somes, salesman for the Bates & Bacon

Company, Attleboro, was suddenly called home
owing to the death of his father. He resumed
his trip from Cincinnati on the 8th of May.
Henry Ostendorf, Vincennes, Ind., has returned

to his store after an illness of several weeks'
duration. He had a slight attack of pneumonia.
Chas. Swigart, of the Chas. Swigart & C0.,

Provident Bank Building, has been traveling
through Ohio and Indiana for the firm. On the
7th he was called to Chicago because of the seri-
ous illness of his sister.
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Wallace Miller, of Miller Jewelry Company,
brings good reports from the northwest. He has
just returned from a four-weeks' trip through
this territory, and says that the prospects for a
nice fall business are excellent.
Leonard J. Fox, of The Gustave Fox Company,

takes great delight in automobiling, having owned
quite a few machines. He has had a new auto-
mobile every year for the past seven years, this
time his choice falling on a Pope-Hartford.

Nicholas 011inger, 1704 Vine street, was visited
by the stork during the month. This is his first
child, and he takes great delight in telling his
friends about his "baby girl."
When not in his establishment E. J. Fox, of

Lindenberg & Fox, takes most pleasure in his
baseball team. He is the field captain and pitcher
of the Regents, a semi-professional team of re-
nown in Cincinnati. They have played four
games, winning three and tying one. This good
showing is largely due to E. J. 's superb pitching.
F. H. Hauer & Bro., Chattanooga, Tenn., have

enlarged their quarters and are planning to make
a proportionate increase in their stock.
Mayo Hermann, of Hermann & Loeb, re-

turned from his northern Ohio trip.
George Fox, wife and daughter, returned this

month from an extended Pacific Coast pleasure
trip. They were away several months.
Loring Andrews, president of the Loring An-

drews Company, went to New York for several
weeks in behalf of the interests of the newly-
organized company.
Mrs. Mary Albert, the mother of Edward and

Louis H. Albert, members of the Albert Bros.'
wholesale house, died at her home at 2806 Euclid
avenue, on April t8th. She was 87 years old.
For The Gustave Fox Company, Leonard J. Fox

went to St. Louis, Milford Fox to Omaha and
William Courtney to the East. The company
makes the medals to be used in the interscholastic
meet held here in June under the auspices of the
Harvard Club, of Cincinnati. New machinery
for the manufacture of the special to-karat line
which was put on the market this spring has
been ordered. A new department is to be created.
Miss Adele Oskamp, daughter of W. S. P.

Oskamp, spent her Easter vacation in New York.
C. W. Schnoeig, of Joseph D. Voss & Sons,

has returned from West Virginia, and J. S. Voss
from Ohio.
The store at 42t Vine street, made vacant by

the moving of the Dow Drug Company, has been
fitted up and remodeled by the Raphael Jewelry
Company, who have established another branch
of their business at this location. The Raphael
Jewelry Company has a store at 324 Fifth ave-
nue West, besides being located in Kansas City
and Chicago. Saturday, April 22d, was their
opening day, the store being beautifully decor-
ated. They carry a popular line of goods.
Henry Mehmert, brother of Joseph Mehmert.

was visiting here a short while ago. Mr. Meh-
mert is the head of the Henry Mehmert Sons &
Co., Olney, Ill.
H. J. Neher, Charles Davidson and John S.

Francis, of h. & J. Swigart Co., have returned
from their respective territories. H. J. Neher
covered Michigan, Chas. Davidson the South
and John S. Francis the southwest. Mr. Francis
says that if the cotton crop comes up to expec-
tations fall trade will be flourishing.

J. Hahn and I. Oppenheimer, of Hahn & Op-
penheimer, have returned from their two-weeks'
buying trip through the East. Eddie Ellsbach
is still in Martinsville, where he is taking treat-
ment for rheumatic troubles. He expected to be
gone only two weeks, but his doctor advised him
that he would have to stay until the latter part
of May.

Julian Schwab has returned from his Georgia
and Florida trip. Louis Lange, from West Vir-
ginia and eastern Ohio. Both represent the A.
J. Schwab & Sons Co.
Bingamen & Co., Sixth and Vine streets, did

not complete their remodeling by the 1st of May,
as was contemplated. Most of the work is now
finished and a sale of clocks is going on. The
grand opening will not be held until some time
later, Mr. Bingamen prefering to wait until the
whole store is spick and span. Several new fea-
tures have been added to the plans at first thought
of, the principal one being the separation of a
room for diamonds exclusively. Directly behind
the case there will be an immense mirror, the

purpose of which is to help make the diamond
case look attractive.

Clifford B. Poage, of Poage & Co., made Indi-
ana this month, reporting a general improvement.
E. M. Poage returned from his southern Ohio
trip, leaving a few days later on a three-weeks'
trip through Kentucky and Indiana.

J. M. Greenwald, who has conducted a jewelry
auction sale at 24 Fifth avenue East, for some
time past, put through a shrewd deal when he
exchanged leases with a party wanting his pres-
ent quarters. By this transaction Greenwald
moves next door, gets O000 for making the ex-
change besides giving him an inexpensive way of
closing shop during the dull summer months.
While his new quarters are being remodeled he
is going to open an office downtown.
A man said to be M. C. Smith, 307 West Sixth

street, was instantly killed by a train at St. Ber-
nard some time ago while he was walking along
the track. He carried a satchel which contained
jewelry of various descriptions, leading the cor-
oner to believe him a peddler of cheap jewelry.
The accident was caused by the dense smoke
of one engine which hid the approach of the
other.
Charles They, a large stockholder in the re-

cently incorporated firm of Chas. Neuhause &
Co., is dissatisfied with his present name. He
has filed application in the Probate Court re-
questing that it be changed to "Theye." They
pronounce his name as if it were spelled "tie,"
but other people cannot get on to this. This
has caused him no end of trouble and embar-
rassment both in social and in business life.
J. W. Haslem, of Clemens Oskamp Company,

is back from his Indiana and Ohio trip.
C. K. Fried, Springfield, Ohio, stopped in Cin-

cinnati a few days on his return from Oklahoma,
visiting friends.
Carl Thema, of Thoma Bros., who was taken

sick while on the road for the firm, is back in
the store once more. He expects to leave on his
Ohio and Kentucky trip shortly.
The Klein Bros. were visited by their brother,

Geo. A. Klein, of Muncie, Ind., during the month.
W. H. Sneider, of the firm, is back from his trip
to the northwest. The company has purchased a
nice line of fall goods, the salesmen going out
on the road some time in June.
The Thoma Bros. moved into their new quar-

ters in the Schmidtlapp building, 128 Fifth ave-
nue West, about the 17th of May. They origi-
nally planned to make the change about the loth,
but the delay caused by the men who installed
the fixtures and tinted the place forced a post-
ponement. The firm is to occupy the fourth
floor of the building. There is about twice the
floor space, besides two elevators and a fire-proof
vault built right in the walls. This is a dis-
tinctive feature. The A. & J. Plant Co. occupy
the third floor.
The H. & S. Gilsey Company moved into their

new quarters in the Robertson building, Seventh
and Race streets, in the early part of May. They
are not yet fully straightened up, but by the 1st
of June everything will be in running order. The
policy of the firm will be strictly wholesale, the
retail end coming to a close with the auction
sale. New men will be taken on later to facili-
tate the fall business.
A. Abrams, a Fifth street pawnbroker, was the

butt of a clever trick put up by two colored men.
One of the men came in the store and pawned
his revtzlver, pocketing the money and was about
to leave when another man came in with a suit
of clothes which he offered to pawn to help the
first man out. Abrams agreed to the exchange,
handing the revolver back to the original owner,
who took a cartridge from his pocket and loaded
the gun, forcing Abrams to give back the suit;
then both men walked out the store and down
an adjacent alley. The police were notified, but
the men have not as yet been apprehended.
The printers have notified the jewelry houses

in Cincinnati that hereafter their letterheads and
stationery should be printed in accordance with the
new ordinance passed by Council, which changes
the names of the streets below the Canal running
east and west from East — street to — ave-
nue East. Vine street remains the dividing line
between the east and west. This change has
affected quite a number of the jewelry concerns.

(Continued on page 949)
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nf teensIII If either
gentlemen

not call on you, send
for our new Catalog
and you will find

$ what you want at
the right prices.

Richter &
P h i 1 1 i p s

. •
The Leaders,

JOS. NOTERMAN & CO.

DIAMONDS

cYKanufacturing Jewelers
Makers of Fine Jewelry

Diamonds Recut

CINCINNATI • •••  OHIO

N. W. Cor. 5th
and Vine Sts.

CINCINNATI, OHIO
DAD AND THE BOYS

L. GUTMANN & SONS
DIAMONDS, WATCHES

and JEWELRY

WHOLESALE

THE DORST COMPANY
Special Manufacturing Jewelers

for the Retail Trade
OUR

ONLY

We carry the very latest and best of everything in Gold
and Gold Filled Jewelry. Our Stocks are always complete
and we guarantee Quick Service.

WHOLESALE

SPECIALTIES

Diamond Mountings, Jewelry, Case-Repairing,

Emblem Goods, Jewels, Medals, Badges, Class

Pins, Engraving and Enameling

Lion Building L°' Vlissinan2c516Ph"e Cincinnati, 0.

ONLY

Traction Building • •.. Cincinnati, Ohio

The Oskamp - Nolting Co.
A. J, THOMA, President JEROME THOMA, Secretary
FRED THOMA, Vice-President CARL A. THOMA, Ass't Sec'y

THE THOMA BROS. CO.
ESTABLISHED 1868 :: INCORPORATED 1909

IMPORTERS AND JOBBERS OFMammoth Wholesale

Jewelers Jewelers' Tools and Supplies

Watches, Chains, Fobs, Lockets,

Bracelets, Mesh Bags, Etc.

14-16 E. Fourth Street Cincinnati, Ohio411-413415-417 Elm Street : Cincinnati, 0.

ALBERT BROTHERS
COMPLETE OUTFITTERS

FOR JEWELERS

WHEN IN TOWN VISIT OUR SALESROOM

George A. Klein Eugene A. Frommeyer Edward M. Klein

Hrf KLEIN BROS. CO. w
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GET THE HABIT OF USING OUR CATALOGUE

It is the standard of all buying guides. We'll send

you one for the asking.

Merchants Building . • Cincinnati, Ohio
West 6th, between Vine and Race
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Pittsburg

1fter-Easter business among the Pittsburg re-

tail jewelers, especially in Pittsburg, has been

; ,,factory in spite of the general complaint

(.1 dullness throughout the district. In this

ni isure of the actual business conditions the

a k rage governs. Here and there are found corn-

)lints, but we find the reverse in other quarters.

In the wholesale field there is no question but

tlha the general situation is unsatisfactory; or,

ill other words, below what it was at the same

time last year. In view of the quiet conditions

in most industrial lines throughout western Penn-

51 lvania and the effect on the people as a whole,

the jewelers' complaint is not to be wondered at.
The past month has been one of peculiar in-

terest to the Pittsburg retailers. The holding of

the annual convention of the Pennsylvania Re-
tail Jewelers' Association here brought a good
many visitors, and there was not a little fratern-
iiing among them. One of them remarked that
"the jewelers are commencing to find out that
there are a whole lot of good fellows in the
r( tail trade, and they are decidedly worth while
as friends and associates." But there is also
interest in the wholesale division of the business.
Road men are hustling and some are going out in
a few weeks with the next Chamber of Com-
merce trade extension excursion to meet the out-
side dealers personally. Plans for this trip indi-
cate that it will be a fine one, covering four days'
travel on a special Pullman train, permitting
isitation of business men in scores of towns
and cities in the Pittsburg territory.

1nnouncement was made this past month of
the organization of the E. W. Hill Company and
it, incorporation to take over the business of the
(.ld wholesale firm of Goddard, Hill & Co., made
necessary through the death in the latter part of
Iwo of Mr. Goddard. E. W. Hill is president
of the new company. The same location is re-
tained by the new house and improvements in
the shape of a new entrance and a slight enlarge-
ment of the store rooms is being made at pres-
ent in Fifth avenue.
R. Seidle & Sons have become finally settled

ill their handsome new store in Wood street be-
Neen Fifth avenue and Oliver avenue. This
sI re has a white tile front, and is three stories
hieh. The entire building is used by the house
for display, workshop and store rooms. The in-
terior was entirely fitted out new, and even the
famous street clock of the firth which marked
ilitofv locoryeaatiromsin Fifth avenue, has been moved to
the new store and is a conspicuous sign of the

Another move made this spring was that of the
old firm of Joseph DeRoy & Sons, who left their
store at p7 Smithfield street, where they had
1,•,,,esncn f her 

own
onotintuouislyfor sixty years and took pos-io 

building two doors above
the old stand. The new store includes a hand-
s,mte jewelry store with a mezzanine floor, and
also a bank and loan department. The store is
One of the most modern of its kind in the State.
I lie site of the old store is to be cleared for
an addition to a department store.

Aside from these changes the annual "flitting
d iy" of the Pittsburg jewelry people passed
■%ithout much ado. The trade as a whole is not
heavily stocked, and the attitude of the dealers
is one of optimism but awaiting the safe time
for. filling their shelves with new goods. The
spring season with its various forms of amuse-
ments, prizes, cups and the like is still a little
ahead of the time, and the interim is mainly a
c.iirsory run of business. It is perhaps surpris-
lug see some of the leading retail stores well
tilled of an afternoon with busy clerks and cus-
t,)mers and smiling proprietors. Weddings have
been numerous and more are scheduled for the
i!ext two months that promise to have a bene-
heial influence on the trade. There are also some
great conventions for May and June that will
bring thousands of visitors to the city. Notable
;itiong them will be the American Founders and
l.nundrymen's Association. the American Brass
hounders' Association and the Associated Foun-
dry Foremen. Following this will be the annual
meeting of the American Society of Mechanical
ngineers, and before either of these is the con-

vention of the Natural Gas Association, composed
of natural gas companies of the country. Badges

and souvenirs will be in demand, as upwards of
7000 visitors will be brought to the city for all
these gatherings.
A shortage of hotel accommodation in Pitts-

burg which has been proverbial for years, has
induced two new hotel enterprises, one to be the
Hotel Oliver, with 7oo rooms and built at a cost
of $6,5oo,000 in the heart of the business district,
while a second is a hotel to cost $2,000,000, and
also located in the downtown section. These im-
provements, with some $to,000,000 in municipal
improvements and a very extensive building pro-
gramme for the Carnegie Technical Schools and
the University of Pittsburg, amounting to over
$2,000,000, and in addition many private build-
ing operations, will make considerable new busi-
ness for the community in all lines. These facts,
together with a very hopeful outlook for the steel
trade after the middle of the year, are making
most of the business interests of the community
feel encouraged as to the future. Practically all
of the jewelry trade is convinced that the de-
cision in the Standard Oil case just handed down
by the United States Supreme Court will have
a wholesome effect on general business.

Thier, Cross & Beam report a fairly active
business and improvement in demand with the
larger portion of the trading coming from out
of town. Mr. Thier, of this company, is in
Europe and is expected back in a short time.
The G. 13. Barrett Company reports a fair

demand for stocks with a strong run on coral
and coral cameos, while the turn from cut glass
to silver for weddings for the June events has
become quite general, according to the inquiries
and demands made.
The splendid show made in the windows of

W. W. Wattles, in Wood street, of silver wed-
ding gifts, arranged with great detail and care, is
indicative of the attitude of the retailer on the
newer lines. There is also a fine showing of
coral stock. The artistic arrangement of the
various articles has caused a crowding about
these windows during the past few days.
Sam F. Sipe says business conditions generally

have greatly improved and the June wedding sea-
son has become the leading feature of the trade
for the jewelers. Mr. Sipe is chairman of the
committee of the Trade Extension excursion of
the Chamber of Commerce, and will be with that
event the closing week of May. Circulars and
letters and an immense amount of presswork
has been done in advance of this excursion which
heralds the coming of the hustling Pittsburg
business men to localities within the Pittsburg
territory. The advertising plans of Mr. Sipe are
always foremost and unique. He has brought
many of these really clever notions into play for
the excursion.

Gillespie Brothers are noting a slight decline
temporarily in the retail buying, but this is be-
lieved to be near an end, as the June wedding
season approaches. P. C. Gillespie, of this corn-
pany, has arranged to go to Europe on a hurried
business trip, and will sail on the Lusitania on
May 20th, and will return in ten days.
Marsh, Brown & Mather reported this month

good business conditions in outlying territory
but a dullness in the city generally. The de-
mand for the wedding season of June has been
surprisingly strong, especially in silverware. M.
E. Means and W. W. Mather, of this company,
start on the road this month for the summer
tour.

FIereen Brothers' Company reports feeling a
depression in local trade but better feeling with
regard to the outlook for the future. This hope-
fulness is based on a general optimism in all lines
about Pittsburg. The season for the wholesaler,
however, is not abnormal at this time of the
year, and there is no criticism expressed over
the present lethargy displayed among the re-
tailers.
With J. M. Roberts the situation appears to

be more satisfactory. This extensive retail house
reports conditions much improved during the
latter part of May, and is feeling the impetus
of the June season. The trade has been par-
ticularly active in the bronze and silver lines, with
which the house is well supplied and making an
admirable showing.
E. P. Roberts & Sons also note a fair retail

demand. Steele F. Roberts, head of this house,
is much encouraged over the outlook for new
business.
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Cincinnati
(Continued from page 547)

Not letting his brother know anything of his
intended visit, William Lindenberg, of Hamburg,
Germany, landed in New York, wiring his broth-
er, Hugo Lindenberg, of Lindenberg & Fox Co.,
that he would be in Cincinnati as soon as the
train would bring him. This he did, and is now
staying at the Lindenberg home. He does not
yet know definitely whether he will make Cincin-
nati his permanent residence, but the probabilities
are that he will find employment in the jewelry
business.
H. W. Reeder, Albany, Ohio, suffered a $1000

loss by fire on May 2d. About 3 A. M. fire broke
out in the business section of the town, burning
ten buildings, among which was the store of Mr.
Reeder. He carried no insurance. Reeder was
in Cincinnati recently buying fixtures and sup-
plies. He intends to rebuild and start anew. It
has just been two years since he established
himself in the jewelry business in Albany.
The salesmen for the D. Jacobs Sons & Co.

are in from their spring trips, Julius D. Jacobs
coming in from his Ohio and West Virginia trip
the last week in April. They will start out again
about the 20th of June. J. Hirschfield is back
in the store after an illness of several weeks.
The police department of Cincinnati has

launched the theory that the plans for the big
Chicago robbery, which took place in that city
on the 21st of April were laid in Cincinnati and
carried out by Cincinnati thieves. The theory is
that the trunk was followed from Cincinnati to
Chicago, the movements of George Weidig being
also closely watched. When the crucial moment
arrived the thieves were on the job, using the
automobile to carry the trunk from the express
wagon.
The body of Dietrich Gruen, who passed aw. ay

last month while on the steamer nearing Naples,
Italy, has arrived in Cincinnati. The funeral was
to have taken place a few days later, but owing
to a cablegram from Fred Gruen, stating that he
would not be able to be in Cincinnati before the
latter part of May, the funeral has been post-
poned until he arrives. He went to Madretsch,
Switzerland, where the Gruen Watch Manufac-
turing Company is situated directly after the
death of his father to supervise the improve-
ments being made there. The Cincinnati Whole-
sale and Manufacturing jewelers' Association,
expecting the funeral to take place shortly after
the arrival of the body, appointed the following
honorary pallbearers from among the trade:
Simon Lindenberg, of Lindenberg & Strauss;
Arno Dorst, of the Dorst Company; Aaron Her-
mann, of Hermann & Loeb, and A. J. Thoma,
of the Thoma Bros. The members of the associ-
ation are planning to attend in a body.
At the monthly meeting of the Wholesale and

Manufacturing Jewelers' Association, held at the
Sinton Hotel on April 20th, resolutions were
passed extending to the bereaved family and rel-
atives of the late Dietrich Gruen the associa-
tion's deepest sympathies. Action was also taken
by the association regarding the closing of the
stores on Saturday afternoons during the months
of June, July and August. This has been the
custom of the manufacturers and wholesalers for
the past few years, but no formal action had
been taken.
The following retail trade were visitors in

Cincinati during the month : C. W. Jellif and
wife, Mansfield, Ohio; J. D. Ward, Rising Sun,
Ind.; Edward Israel, Harrison, Ohio; Albert J.
Schlegel, Chillicothe, Ohio; L. P. Brockman, Au-
gusta, Ky.; George Clark, Dayton, Ohio; Mr.
Kamp, Lola, Ky.; V. E. Jacobs, Jacksonville, Fla.;
J. H. Hicks, Amelia, Ohio; Miss Allen, Peters-
berg, Ohio; H. E. Harmon, Danville, Ky.; Cross
Bros., Waynesville, Ohio; Virgil P. Smith, Som-
erset, Ky.; C. H. McNutt, Williamsberg, Ohio;
H. Anderson, Marathon, Ohio; G. Daugherty,
Latonia, Ky.; C. S. Gossard, Washington Court
House, Ohio; J. P. Stebbins, Ashtabula, Ohio; C.
K. Fried, Springfield, Ohio; E. Mueller, Hamil-
ton, Ohio; C. Seederberg, Milford, Ohio; J.
Janet, Lexington, Ky.; D. Adler, Lexington, Ky.;
Charles Leive, Aurora, Ind.; D. S. Mann, Cleve-
land, Ohio; C. H. Creighton, Franklin, Ohio;
C. A. Miller, Bellefontaine, Ohio; Mrs. W. T.
Harrison, Williamstown, Ky., and R. C. Stein,
Birmingham, Ala.
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PERFECT SHAPE
IDEN BALTIMORE"

UMBRELLAS
FOR THE HOLIDAYS

IN selling this line, you not only are safe in recommend-ing the quality, but the shape of our umbrella is a far

advanced idea over all other makes. The Perfect Detachable

Feature is the simplest to operate; attaches or detaches in

an instant. One of our salesmen is in your territory. Write

now, and we will have him show the line, without any

obligations for you to buy.

New York: 396-398 Broadway

Philadelphia: 1011 Chestnut St.

San Francisco: 717 Market St. EGEL, ROTHS CHILD Co. Baltimore, Md.

High Grade Masonic Rings
Superior Quality of Enameling and Engraving

Prices Low

Quality the

Best

Goods sent
on approval
to reliable
jewelers

Our Specialties:

Fine Gold Plati-
num Mountings,
Emblem Goods,
Rings, Jewelry
Case Repairing,
Jewels, Medals,
Badges, Class
Pins.

MAX C. LANG MANUFACTURINGJEWELER

Claypool Bldg., Indianapolis
S'erui us a trial package of repairs Fine Platinum special order work

Artistic Hand-Made Banquet Rings
SILVER, WITH (/OLD ORNAMENTATION

REAL STONES Or ALL KINDS

IKKO MATSUMOTO, Manufacturing Jewekr
Room 316 American Central Life Building, INDIANAPOLIS, IND.

Try Our BLUE RIBBON CREAM

Metal Polish on your Automo-

bile Lamps, Brass Signs and

Fixtures.

Use our BLUE RIBBON CREAM

Silver Polish on your Fine Gold,

Silverware, Cut Glass, etc.

Remember, the name "BLUE

RIBBON" means the BEST.

A sample of either or both for

the asking.

International Metal Polish Co.
INDIANAPOLIS, IND.

WE ARE HEADQUARTERS
FOR PHOTO
MINIATURES
copied from any photo onWatch
Cases and Dials or on Ivory,
Pearl, Porcelain and Celluloid.

HAND-PAINTED
MINIATURES
ON IVORY

All work ,guaranteed in every respect-16 years'

experience. We also do ETCHING ON SILVER
from any design, portrait, sketch, etc., etc.

Send for Illustrated Price-List—Deal Direct and Save Delays

STUDIO OF CHAS. A. JOHNSTON 106-108 Fulton St., New York
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Indianapolis

,pring trade has been a little t
oo quiet to satisfy

retail jewelers, but with the
 opening of the

dding and graduating season 
there has been a

rked improvement.

W. Lauer & Co. took the 
annual inventory

stock the last week in Apri
l, one week earlier

m usual, so that Mr. Lauer
 and several of his

torce could attend the 
retail jewelers' meeting

at Evansville May 2d.

The Sterling Jewelry Compan
y, with a capital

stock of $5000, has been 
incorporated to do an

installment business in this c
ity. The directors

are C. C. Everts, P. B
. Durszewikz and B. E.

Jahnke. The business will be 
managed by Messrs.

Durszewikz and Jahnke. Both men were for-

merly in the employ of M. F.
 Smith, deceased.

Emil Mantel, jeweler and lo
an agent, on West

Washington Street, was elected second 
deputy

grand master of the Brith 
Abraham at the na-

tional convention, held in t
his city in May.

J. W. Culbertson, trade 
watchmaker in the

I. 0. 0. F. Building, has a
dded G. M. Taylor to

his force of workmen.
Williams & Co. have remo

ved from West

Washington Street to 23 North
 Capitol Avenue.

The firm does a retail jewel
ry and optical busi-

ness.
Twenty pawnbrokers in Ind

ianapolis have paid

$100 each for their 1911 ci
ty license.

John P. Mullally, on Monum
ent Place, is the

latest retail jeweler of this 
city to purchase an

automobile.
Don A. Hickman has remo

ved his jewelry and

manufacturing business from 2
32 Massachusetts

Avenue to 2108 East Tenth 
Street.

A. P. Craft Company will s
oon have ready for

distribution a new and comple
te catalogue of their

popular emblem ring line. 
A number of large

deals have just been closed 
for the line.

The late Julius C. Walk had 
a large and inter-

esting collection of books o
n fish and fishing.

This library has been prese
nted by his son, Carl

F. Walk, to the Marion Co
unty Fish and Game

Protective Association and pl
aced in its clubhouse

at Riverside Park.
Fred P. Herron, for many

 years associated

with his father, F. M. Herron, 
in the jewelry

business in this city, has remo
ved to Washington.

He has gone to farming 
near Seattle. Failing

health was the cause of Mr. H
erron's seeking out-

door employment.
Something new in prizes will 

be awarded at the

500-mile automobile sweeps
takes at the Indian-

apolis Motor Speedway Ma
y 30th. The prizes,

which will aggregate $25,00
0 (the first prize being

$10,000), will be in the form
 of solid gold lumps

of the value of the prize. 
Each lump will be

tied in a leather bag and ta
gged with a gold

inscription plate.
Baldwin-Miller Company will furnish their

annual inventory of stock in t
he watch, jewelry

and material departments by Ju
ne 1st. After that

comes early closing hours a
nd vacations.

James Mitchell, manufacturing jeweler with

Fletcher M. Noe, on North Illi
nois Street, will be

married June 14th to Miss Fl
orence McClure, of

this city. Mr. Mitchell has many frien
ds in the

trade who wish him all Kinds 
of happiness.

Mr. and Mrs. Henry Anders
en have returned

from their wedding trip and go
ne to housekeeping

In this city. Mr. Andersen is a member of
 the

manufacturing jewelry firm of Bu
rns & Andersen.

A double fire wall was all that preve
nted a

serious loss to F. L. Keifer
 8z Son, 227 Massa-

chusetts Avenue, last mont
h when the factory of

the Indiana Molding Co. burn
ed. It is located

Just in the rear of the Keifer s
tore.

C. W. Wallace, of Baldw
in-Miller Co., has

moved into his summer cotta
ge at Terrace Beach,

Broad Ripple. Fritz Fromm, of the materia
l de-

partment, will spend the sum
mer at the Wallace

cottage.
C. W. Kelly, of H. P. Sin

claire & Co., Corn-

ing, N. Y., has moved his fami
ly to Indianapolis,

where he will make his hea
dquarters. Mr. Kelly

showed his beautiful line of cut glass at the

Evansville convention and la
ter at the Claypool

Hotel, in this city.
William Vollmer, a nephew 

of Herman Voll-

mer, jeweler at Princeton, 
Ind., has recently lo-

cated in Indianapolis and is 
with the manufactur-

ing firm of Burns & Andersen.
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Joe Rosenbaum, of Rosenbaum 
Bros., Ander-

son, Ind., was a welcome buyer o
n the Indian-

apolis market last month.
On account of declining health 

J. H. Allison,

Elkhart, Ind., long connected wit
h the jewelry

business in this State, has decided to sell out

and take up some outdoor employm
ent.

A. E. Beer, the Versailles, Ind., 
jeweler who

delivered an address on "Advertising" a
t the

Evansville convention, reported trade as very

good. "You know I believe in c
onstant advertis-

ing. I keep my business before the 
people all

the time so I don't have any dul
l times."

A fine old grandfather's clock was 
recently left

with C. A. Peabody, Argos, In
d., for sale. It is

an unusually fine timepiece of 
the old-time make

so much sought after in these da
ys.

Fred Troster, Peru, Ind., has
 recently taken

the entire store room, which he
 formerly occupied

with a shoe dealer, and refitted 
it with new cases

and fixtures. Since the change Mr. Troste
r says

he has been so busy that he wi
shes he had made

the change long ago.
H. L. Rost, the widely known 

jeweler of Col-

umbus, Ind., is gradually thro
wing the responsi-

bilities of his jewelry business 
upon his son Carl

and snending much time on his 
splendid farm just

outside of Columbus.
Elton Campbell, watchmaker with Frank S.

Crebs & Co., at Frankfort, In
d., has recently been

awarded a patent by the Unit
ed States Govern-

ment on a screw back and b
ezel remover, which

will soon be placed upon t
he market. Watch-

makers who have seen this 
remover pronounce

it a mighty good thing.
Philip Horr, Aurora, Ind., 

was one of the

most interested attendants at 
the Evansville con-

vention. He says: "It is a ver
y helpful thing to

meet with your fellow trad
esmen." Mr. Horr

is official watch inspector fo
r the Big Four and

B. & 0. S. W. railroads.

F. C. Sheldon, of he firm of 
Major & Sheldon,

Shelbyville, Ind., was a recent 
buyer on this mar-

ket. Mr. Sheldon is not as frequent a visitor

here as formerly, as he has
 turned the buying

over to his partner, Harry 
Major. Mr. Sheldon

is not only a very successful jeweler, but a

banker and farmer.
The death of Esther M. Hoove

r, wife of J. H.

Hoover, at Ossian, Ind., has 
been reported to the

local jobbers. Mrs. Hoover died at a sani
tarium

in Tampa, Fla., where she ha
d been taken for her

health. She is survived by h
er husband and one

daughter, to whom the trade 
extend sympathy.

Herman Vollmer's store at 
Princeton, Ind., has

lately been remodeled. A ste
el ceiling, new cases

and fixtures have greatly add
ed to the attractive-

ness of the store. Mr. Vollmer is one of the

jewelers of southern Indiana w
ho report business

as very fair for this season.

M. L. Heaton, jeweler, of M
anilla, Ind., is a

widely known breeder of Shetlan
d ponies. He is

advertising a sale of his entire 
herd in August.

The Northern Indiana Jewelers' Association

held their last meeting at South
 Bend, Ind., April

25th. An enjoyable banquet was give
n at the

Oliver Hotel and much enthu
siasm shown. It

was decided to make a strong 
bid for the 1912

State convention (this invitati
on was accepted at

the Evansville convention). T
he officers of the

association are : President, C. 
M. Schuell, South

Bend; vice-president, W. H. Davis, 
Elkhart;

secretary, W. H. Mellor, Mich
igan City; treas-

urer, George Beach, Valparaiso
. Executive com-

mittee—Miss C. Becks, Michi
gan City; C. G.

Adams, Goshen; H. Oberre
ich, La Porte; M.

Baldwin, Gary, and F. A. Vogt
, Misawaka. The

next meeting will be held at 
Michigan City early

in July, when the twenty-five 
enthusiastic, wide-

awake members will begin to
 make plans for the

next State convention.

W. H. Mellor, Michigan City, 
will soon be lo-

cated in his fine new store r
oom at 517 Franklin

Street, where he will have 
a fine location and

much larger floor space. New 
furniture and fix-

tures and over TOO electric 
lights will make the

Mellor store one of the mo
st attractive in the

State. Two special features 
of the store will be

a cut glass room and a 
thoroughly up-to-date

optical department. Mr. Mellor is the recently

elected president of the In
diana Retail Jewelers'

Association.
The retail jewelers of Terre

 Haute, Ind., hope

to soon be in line with a 
good local organization

that will work for the 
advancement of the State

organization as well as to promo
te their own

business interests.
W. J. Hoffman, of Hoffman &

 Lauer, Indian-

apolis, stopped at Terre Haute in
 the interests of

his firm, en route home from the Evansville

meeting.
The old Ohio looked so good to

 C. W. Lauer

and his son Charlie that they 
took a river trip

to Louisville before returning to Indianapolis

after leaving Evansville.
George S. Kern, who was electe

d second vice-

president of the Indiana State Association,

stopped in Terre Haute to visi
t his brother, J. A.

Kern, jeweler on Wabash Aven
ue.

0. P. M. Squires, of Squires & 
Lay, La Porte,

Ind., is one of the most promin
ent young mer-

chants in his city. He is preside
nt of the Young

Men's Business Club and active 
in every move-

ment for the betterment of trad
e. His election as

secretary of the Indiana Retail 
Jewelers' Associa-

tion has met with general appro
val.

A life sentence in the Indiana
 State Prison at

Michigan City was given Rufus Warr
en and

James Walker. On the 4th of
 last March these

two men attempted to rob the
 jewelry store of

W. W. Miller at Alexandria, 
Ind. They shot

and killed two policemen who c
aught them in the

act. Both men pleaded guilty.

Delegates to the Indiana Retail 
Jewelers' Con-

vention returned home with a 
high opinion of

Evansville jewelry stores. They 
were hardly pre-

pared to find such beautiful m
odern city stores,

in fine buildings, with splendid
 stocks, admirably

displayed and cared for. Not infrequently the

remark, "Indianapolis can't beat 
this," was heard.

Of these stores at least two are
 worthy of special

mention, Bitterman Bros. and C.
 F. Artes. Bit-

terman Bros. occupy the entire 
three floors of a

handsome building on Main 
Street. The two

large windows are always at
tractive with a rich

display of gems and rare arti
cles. On the first

floor is the sales department an
d private diamond

room; on the second floor, the 
stock and shipping

department, and on the third is 
a modern manu-

facturing department. Mr. Bitterman is assisted

by his two sons, Jack and T
heodore, but all the

clerks are young women. One 
feels like asking if

to the employment of women i
s due the unusually

well cared for and attractivel
y displayed stock.

Bitterman Bros. are the owners 
of a remarkable

pearl, found in the Wabash 
River, not 50 miles

from Evansville. It is a gem of wonderful lust
er,

without the shadow of a 
blemish. It weighs

33 5/16 grains, is egg-shaped
, about one-half the

size of a bird's egg. It is do
ubtful if a more beau-

tiful fresh water pearl is to be found in this

country. The pearl was brought to 
Bitterman

Bros. by a Wabash River mus
sel digger, who was

overwhelmed at the price he received for it.

While in no hurry to part w
ith this remarkable

pearl the senior Mr. Bitterma
n may take it to

Paris in the near future, wh
ere he is sure of a

ready market ; it is consider
ed too rare for the

American market.

The other Evansville jewelry 
store that is a

credit to the entire State is that of Charles F.

Artes. The business was est
ablished forty-seven

years ago and in point of the
 number of years

he has been located in the s
ame city Mr. Artes

is the oldest retail jeweler in 
Indiana. He now

. has associated with him his 
three sons, William,

C. F., Jr., and Oliver M. Th
ere is a general air

of "tone" about the store th
at proclaims a long

association with the rare and
 beautiful produc-

tions of the silversmith's art. 
The stock is of the

highest grade, well selected 
and admirably dis-

played. A pleasing touch of 
refinement in the

midst of commercial surroun
dings is the vase of

beautiful flowers that always 
adorns one of the

cases. The walls of the dia
mond room are hung

with group pictures of the 
several State and na-

tional jewelers' conventions. 
In the rear is a

large and perfectly equipped
 optical department

in charge of William Artes, registered optom-

etrist. The senior Mr. Artes is a 
lover of the

beautiful in all things—in natur
e and the creations

of his own trade. In his safe there reposes a

small tin box that contains ma
ny thousand dollars'

worth of carefully selected 
Wabash and Ohio

River pearls. The collection is remarkable for

the number of pearls of 
wonderful .luster, rare

tints and perfect shapes. 
The collecting of these

gems has become an int
eresting pursuit to Mr.

Artes. In the Artes home is one
 of the finest

private archeological co
llections in this country.
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Baltimore
When Andrew Doenges, 1938 Edmondson ave-

nue, was arrested for loitering on the property
of the Western Maryland, he was recognized as
the man formerly employed by Herbert Hof-
heimer, a jewelry salesman located at Room 337
of the Equitable building, and who was wanted
for the theft of six gold rings valued at about
$50 from the latter. When arrested he refused
to make any statement, but when arraigned be-
fore Justice Hebb, Doenges admitted his guilt
and was held for court.
Leon Levi has purchased from Isaac Oppen-

heimer the latter's beautiful residence at 1906
Eutaw Place. The house is of brownstone and
marble, has a frontage of 20 feet and a depth
of 150 feet, and considered to be one of the best
in the neighborhood. The amount of money in-
volved in the transaction is said to be about
$20,000.

Pinto Bros., who recently opened a jewelry
store at 309 North Eutaw street, have added an
optical department to that store, operating it
under the name of the Cut-Rate Optical Co.
Samuel Kirk & Son Co., 106 East Lexington

street, furnished the handsome diamond-studded
badge which was presented to Marshal Farnan
at the Maryland Theater in recognition of his
forty-four years' service as a member of the local
police force.
Quite a number of the large plate glass win-

dows on West Washington street, Hagerstown,
were badly damaged by some unknown party
who used a diamond or a glass cutter to cover
the windows with all kinds of designs. Carson
& Smith and Milton Koehler were among those
who suffered the heaviest damage. Rewards ag-
gregating over WO have been offered for the
apprehension of this vandal. The seven hundred
block of this city (Baltimore) was also visited
by a glass-scratching fiend last month, but in this
case the man was caught.
The sympathy of the entire trade is with Frank

Piersohn, who formerly conducted the jewelry
store now operated under the name of Geschider
Brothers, he having recently lost his son How-
ard, a popular young man of 21 years. Mr.
Piersohn had just completed the installation of a
store for this young man, who was a druggist,
and it was reported that he was proving very suc-
cessful in business.
D. A. Richards, buyer for Stewart & Co., wasin New York City last month in the interest of

his firm.
The Electric Clock Company has leased the two

large four-story warehouse buildings at 113 and115 Mercer street.
Charles C. Stieff, 17 North Liberty street, has

been drawn as a member of the May term Grand
Jury.
Funk & Dukehart, ig North street, donated asilver loving cup as a first prize and a goldmedallion (or a cuckoo clock) as a second prizefor the prettiest decorated building on Broadwayduring the Broadway celebration.
The Handicraft Club, on Charles street, isholding a special exhibition of arts and craftsjewelry. One of the most interesting of thepieces shown is perhaps the silver jewel box hav-ing a large, flat lapis set in the cover.
Thieves paid a visit to Lauer's DepartmentStore, 449 North Gay street, last month. Thedesks in the office as well as the cash registerwere ransacked, but as far as can be ascertainedthey only secured a quantity of gold-filled brace-lets and ladies' side combs set with imitationdiamonds. It is believed that the robbery wasthe work of boys. Entrance was gained througha trapdoor in the roof which had been left open.
August Pinto and Louis Berman, conducting ajewelry and optical business at 309 North Eutawstreet, were brought before Justice Loden, ofthe Western Police Station, on complaint of aMiss Laura • Stollemeyer. Miss Stollemeyer

claimed that she brought a chain to these men
to have several of the links, which were broken,
repaired, and that when she called for the same
at the time of completion of this work, she was
offered another chain which she says was not the
one originally taken by her to their store, and
that the chain offered her was of a cheaper
quality. Pinto and Berman denied the charge
and were released by the justice upon their own
recognizance to appear in court for a trial of the
case.
Edward Hartung, 19 years of age, residing at

1749 North Gay street, was last month arrested
and held for trial in court on the charge of
'stealing twenty-five signet rings valued in all at
about $roo, from the workshop conducted in
conjunction with the jewelry business of Leon
Levi, at 307 West Lexington street. Hartung
had been working for Mr. Levi but a few days.
When the rings were found to be missing the
police were notified and a detective assigned on
the case. The latter located the missing goods
in various of the local pawnshops, and they wereidentified by Mr. Levi as his property. When
questioned young Hartung admitted his guilt. .

Washington, D. C.
A young man giving the name of Warren

Hallhan, and to whom the police have addedthe alias "Robert Crawford," was picked up, ac-
cused of having attempted to swindle local pawn-
brokers. Hallhan, or Crawford, entered a Penn-
sylvania avenue pawnshop and requested a loan
of $50 on a ring which he had in his possession,
which was refused. Two local detectives hap-pened to be in the store at that time, and when
the man left, he having acted suspiciously, asked
whether or not he was endeavoring to work a
swindle. The proprietor told them that while the
ring was of gold the stone was a white sapphire
and worth possibly $8. They followed him fromone place to another, finally arresting him on thecharge of vagrancy, the only technical charge
under which he could be held for a hearing.When searched he was found to have about fiftyof these rings in his possession. The prisonerhas been identified as Warren Hallahan, or Hol-leran, who was arrested in Indianapolis in 1904.
A. 0. Hutterly is in Stuebenville, Ohio, to whichplace he was summoned by telegraph, his motherbeing very seriously ill.
Charles T. Higginbotham, of the South BendWatch Company, was a visitor in this city re-cently, coming here to personally deliver to theNavy Department the six chronometer watchesmade especially by the South Bend Watch Com-pany for use by the members of the Carnegieexpedition which starts in July for an explora-tion of the magnetic currents of the world.
A man giving the name of Morris Kahn was

successful in defrauding Alpher & Kur, engaged
in the jewelry and jewelers' material business at
439 Ninth street, N. W., giving them a bogus
check in payment for jewelry. Kahn was at the
Center Market branch of the International Bank-ing Corporation endeavoring to deposit a draft
on the Riverside Bank of New York in the
amount of $400 when a member of the jewelry
firm came in. The two men were introduced to
one another, and after some conversation Kahn
obtained the address of Alpher & Kur, saying he
would drop in later and try to get some "bar-
gains." It is said he posed as a pawnbroker (no
city mentioned). He got the goods and saying,
"You know, I always pay by check," gave one in
payment drawn against the draft which he hadbut shortly before deposited. The bank refused
to honor the check until New York had O.K.'dthe man's account. It was later stated that it is
believed the Riverside Bank is not now in ex-
istence. The man the jewelers would again liketo see is described as follows: White ; 35 to 40years of age ; 5 feet 5 or 6 inches in height;
weight 150 pounds; dark complexion, hair and
eyes; smooth face ; front teeth decayed; largescar on forehead; limp in right leg and walkson his toes. While in this city he wore a mixedbrown coat and pants, light colored vest withdots, brown derby and black lace shoes.
The jeweler members were quite prominent atthe reception tendered jointly by the Chamber of
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Commerce and the Board of Trade to the mem-
bers of both of the branches of Congress, thejudiciary, the District Commissioners and othersin public life. The reception was an informalone, an extensive buffet supper was served during
the evening and a large orchestra aided in the
general feeling of good fellowship which pre-
vailed. The attendance approximated 700, the
large ball-room of the Hotel Willard being tad-
ized for the occasion.
The International Conciliation Society has pre-

sented a medal to President Taft in token of the
esteem in which he is held by all nations for his
efforts in striving for universal peace. The medal
bears the inscription, "Pro Patna, per orbis con-
cordiam. To President W. H. Taft, Ica 1."
R. Harris & Co. furnished the large cup offered

by the Automobile Club of Washington as a
sweepstake prize in "The Four-Leaf Clover En-
durance Run," and also the cup offered by the2
National Electric Company in the same event.
Berry & Whitmore furnished the Chamber of

Commerce cup offered during the aviation meet
for which the Chamber appropriated the sum o6
$1oo.

Secretary MacVeagh, of the Treasury Depart-ment, will ask Congress for authority to stop th(coinage of the $2.50 gold pieces, so popular as
watch charms and Christmas gifts, because the
demand for them, except at Christmas time, doe,,
not warrant their continuance. They are piling
up in the vaults of the Treasury because no one
wants the old ones and because of the fact that
they are so easily mistaken for a dime or a penny
by reason of their size.
In the case of the recent customs frauds in(

which Duveen Bros., of New York figured, the.
Government has accepted $1,180,000 in cornpro
mise of the suits against that firm. Their books(and papers, however, will be retained by the:United States for use in a criminal action in the
event of the return of the brothers, who are nowunder indictment. It is said that the TreasuryDepartment will prosecute them should they comewithin the jurisdiction of the Federal Courts, andthat the same action will be taken in other caseswhich may come up along the same lines.
Galt & Bro., 1107 Pennsylvania avenue, N. W.,

furnished the cup offered as a prize at the recent
Horse Show by the Retail Merchants' Association,

prizes.
d sothers of the local trade furnished similar

George Blackwell, conducting Blackwell's Ba-zaar, with space in Major's drug store, 716 Sev-enth street, N. W., has given up his business at
that place, and has gone to Revere Beach, Mass.,where he will engage in the same line of businesson the Boulevard during the summer months, re-
turning here in the late fall. Mr. Blackwell dealsin European novelties, souvenirs and carryingalso a small line of staple goods.
The latest addition to the trade in this city is

the store opened at 720 Eleventh street, N. W.,by a Mr. M. C. Raffel. Mr. Raffel recently camehere from New York City. He is not now carry-ing a large stock of goods, but will, no doubt,
add to it as his business warrants.

J. F. Jarvis has opened a novelty and souvenir
store at 1429 Pennsylvania avenue, N. W. This
store has been remodeled and fitted with mahog-any fixtures throughout, and it is one of the most
attractive stores in the city. A line of high-gradenovelty and souvenir jewelry will be carried inconnection with the other lines.

It is with regret that we have to announce the
death of the father of Mr. Charles Zanner, ofthe firm of Edwards & Zanner, which occurredApril 24th.
Castelberg's National Jewelry Company, 935Pennsylvania avenue, N. W., last month cele-brated their sixteenth anniversary.
The store occpoied by Burnstine's Loan Office,at 361 Pennsylvania avenue, N. W., has been re-modeled and a new display window installedwhich enables that firm to show up the line ofjewelry they carry in connection with their other

business. Many alterations were also made inthe interior of the store.
The Saks Optical Company, doing a combined

optical and jewelry business at 708 Seventh street,
N. W., have partitioned off the rear of their store
for use as an office, and have hired the services ofa competent bookkeeper. They have systematized

KEYSTONE
Solid Gold Watch Cases

N
r0 jeweler means to trifle
with the good will of his
customer.
Yet many a short-sighted
jeweler will sell ordinary

solid gold Nvatch cases—when he might.
just as well profit by the reputation
and integrity of the Keystone line.
Keystone Solid Gold Watch Cases have served
the public for three generations. They are
known and trusted from one end of the country
to the other. They are the handsomest and
most diversified line of Solid Gold Watch Cases
known to the trade.
A strong window display of Keystone goods
makes a forceful bid for the custom best worth
having.
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Baltimore
When Andrew Doenges, 1938 Edmondson ave-

nue, was arrested for loitering on the property
of the Western Maryland, he was recognized as
the man formerly employed by Herbert Hof-
heimer, a jewelry salesman located at Room 337
of the Equitable building, and who was wanted
for the theft of six gold rings valued at about
$50 from the latter. When arrested he refused
to make any statement, but when arraigned be-
fore Justice Hebb, Doenges admitted his guilt
and was held for court.
Leon Levi has purchased from Isaac Oppen-

heimer the latter's beautiful residence at 1906
Eutaw Place. The house is of brownstone and
marble, has a frontage of 20 feet and a depth
of 15o feet, and considered to be one of the best
in the neighborhood. The amount of money in-
volved in the transaction is said to be about
$20,000.

Pinto Bros., who recently opened a jewelry
store at 309 North Eutaw street, have added an
optical department to that store, operating it
under the name of the Cut-Rate Optical Co.
Samuel Kirk & Son Co., to6 East Lexington

street, furnished the handsome diamond-studded
badge which was presented to Marshal Farnan
at the Maryland Theater in recognition of his
forty-four years' service as a member of the local
police force.
Quite a number of the large plate glass win-

dows on West Washington street, Hagerstown,
were badly damaged by some unknown party
who used a diamond or a glass cutter to cover
the windows with all kinds of designs. Carson& Smith and Milton Koehler were among those
who suffered the heaviest damage. Rewards ag-
gregating over $too have been offered for the
apprehension of this vandal. The seven hundred
block of this city (Baltimore) was also visitedby a glass-scratching fiend last month, but in this
case the man was caught.
The sympathy of the entire trade is with FrankPiersohn, who formerly conducted the jewelrystore now operated under the name of GeschiderBrothers, he having recently lost his son How-ard, a popular young man of 21 years. Mr.Piersohn had just completed the installation of astore for this young man, who was a druggist,and it was reported that he was proving very suc-cessful in business.
D. A. Richards, buyer for Stewart & Co., wasin New York City last month in the interest ofhis firm.
The Electric Clock Company has leased the twolarge four-story warehouse buildings at 113 and115 Mercer street.
Charles C. Stieff, 17 North Liberty street, hasbeen drawn as a member of the May term GrandJury.
Funk & Dukehart, rg North street, donated asilver loving cup as a first prize and a goldmedallion (or a cuckoo clock) as a second prizefor the prettiest decorated building on Broadwayduring the Broadway celebration.
The Handicraft Club, on Charles street, isholding a special exhibition of arts and craftsjewelry. One of the most interesting of thepieces shown is perhaps the silver jewel box hav-ing a large, flat lapis set in the cover.
Thieves paid a visit to Lauer's DepartmentStore, 449 North Gay street, last month. Thedesks in the office as well as the cash registerwere ransacked, but as far as can be ascertainedthey only secured a quantity of gold-filled brace-lets and ladies' side combs set with imitationdiamonds. It is believed that the robbery wasthe work of boys. Entrance was gained througha trapdoor in the roof which had been left open.
August Pinto and Louis Berman, conducting ajewelry and optical business at 309 North Eutawstreet, were brought before Justice Loden, ofthe Western Police Station, on complaint of aMiss Laura Stollemeyer. Miss Stollemeyer

claimed that she brought a chain to these mento have several of the links, which were broken,
repaired, and that when she called for the same
at the time of completion of this work, she was
offered another chain which she says was not theone originally taken by her to their store, andthat the chain offered her was of a cheaper
quality. Pinto and Berman denied the charge
and were released by the justice upon their own
recognizance to appear in court for a trial of thecase.
Edward Hartung, 19 years of age, residing at1749 North Gay street, was last month arrested

and held for trial in court on the charge of
stealing twenty-five signet rings valued in all atabout $1oo, from the workshop conducted inconjunction with the jewelry business of Leon
Levi, at 307 West Lexington street. Hartung
had been working for Mr. Levi but a few days.When the rings were found to be missing thepolice were notified and a detective assigned onthe case. The latter located the missing goodsin various of the local pawnshops, and they were
identified by Mr. Levi as his property. Whenquestioned young Hartung admitted his guilt. .

Washington, D. C.
A young man giving the name of WarrenHallhan, and to whom the police have addedthe alias "Robert Crawford," was picked up, ac-

cused of having attempted to swindle local pawn-brokers. Hallhan, or Crawford, entered a Penn-sylvania avenue pawnshop and requested a loanof $5o on a ring which he had in his possession,which was refused. Two local detectives hap-pened to be in the store at that time, and whenthe man left, he having acted suspiciously, askedwhether or not he was endeavoring to work aswindle. The proprietor told them that while thering was of gold the stone was a white sapphireand worth possibly $8. They followed him fromone place to another, finally arresting him on thecharge of vagrancy, the only technical chargeunder which he could be held for a hearing.When searched he was found to have about fiftyof these rings in his possession. The prisonerhas been identified as Warren Hallahan, or Hol-leran, who was arrested in Indianapolis in 1904.
A. 0. Hutterly is in Stuebenville, Ohio, to whichplace he was summoned by telegraph, his motherbeing very seriously ill.
Charles T. Higginbotham, of the South BendWatch Company, was a visitor in this city re-cently, coming here to personally deliver to theNavy Department the six chronometer watchesmade especially by the South Bend Watch Com-pany for use by the members of the Carnegieexpedition which starts in July for an explora-tion of the magnetic currents of the world.
A man giving the name of Morri.s Kahn was

successful in defrauding Alpher & Kur, engagedin the jewelry and jewelers' material business at
439 Ninth street, N. W., giving them a bogus
check in payment for jewelry. Kahn was at the
Center Market branch of the International Bank-
ing Corporation endeavoring to deposit a draft
on the Riverside Bank of New York in the
amount of $400 when a member of the jewelry
firm came in. The two men were introduced toone another, and after some conversation Kahn
obtained the address of Alpher & Kur, saying he
would drop in later and try to get some "bar-gains." It is said he posed as a pawnbroker (nocity mentioned). He got the goods and saying,
"You know, I always pay by check," gave one in
payment drawn against the draft which he had
but shortly before deposited. The bank refusedto honor the check until New York had O.K.'dthe man's account. It was later stated that it is
believed the Riverside Bank is not now in ex-istence. The man the jewelers would again liketo see is described as follows: White; 35 to 40
years of age; 5 feet 5 or 6 inches in height;weight 150 pounds; dark complexion, hair andeyes; smooth, face; front teeth decayed; largescar on forehead; limp in right leg and walkson his toes. While in this city he wore a mixedbrown coat and pants, light colored vest withdots, brown derby and black lace shoes.
The jeweler members were quite prominent atthe reception tendered jointly by the Chamber of
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Commerce and the Board of Trade to the mein-
bers of both of the branches of Congress, thejudiciary, the District Commissioners and othi rsin public life. The reception was an inforpial
one, an extensive buffet supper was served during
the evening and a large orchestra aided in thegeneral feeling of good fellowship which pre-
vailed. The attendance approximated 700, thelarge ball-room of the Hotel Willard being util-
ized for the occasion.
The International Conciliation Society has pre-

sented a medal to President Taft in token of theesteem in which he is held by all nations for hisefforts in striving for universal peace. The medalbears the inscription, "Pro Patna, per orbis con-
cordiam. To President W. H. Taft, 1911."
R. Harris & Co. furnished the large cup offeredby the Automobile Club of Washington as asweepstake prize in "The Four-Leaf Clover En-durance Run," and also the cup offered by the

National Electric Company in the same event.
Berry & Whitmore furnished the Chamber of

Commerce cup offered during the aviation meet,for which the Chamber appropriated the sum of
$100.

Secretary MacVeagh, of the Treasury Depart-ment, will ask Congress for authority to stop thecoinage of the $2.50 gold pieces, so popular aswatch charms and Christmas gifts, because thedemand for them, except at Christmas time, doesnot warrant their continuance. They are pilingup in the vaults of the Treasury because no onewants the old ones and because of the fact thatthey are so easily mistaken for a dime or a pennyby reason of their size.
In the case of the recent customs frauds millwhich Duveen Bros., of New York figured, theGovernment has accepted $1,18o,000 in compro-mise of the suits against that firm. Their books;and papers, however, will be retained by theUnited States for use in a criminal action in theevent of the return of the brothers, who are nowunder indictment. It is said that the TreasuryDepartment will prosecute them should they comewithin the jurisdiction of the Federal Courts, andthat the same action will be taken in other caseswhich may come up along the same lines.
Galt & Bro., 1107 Pennsylvania avenue, N. W.,furnished the cup offered as a prize at the recent

prizes.

oizrsse. Show by the Retail Merchants' Association,and others of the local trade furnished sinviIar:

George Blackwell, conducting Blackwell's Ba-zaar, with space in Major's drug store, 716 Sev-enth street, N. W., has given up his business atthat place, and has gone to Revere Beach, Mass.,where he will engage in the same line of businesson the Boulevard during the summer months, re-turning here in the late fall. Mr. Blackwell dealsin European novelties, souvenirs and carryingalso a small line of staple goods.
The latest addition to the trade in this city isthe store opened at 720 Eleventh street, N. W.,by a Mr. M. C. Raffel. Mr. Raffel recently came

here from New York City. He is not now carry-ing a large stock of goods, but will, no doubt,add to it as his business warrants.
J. F. Jarvis has opened a novelty and souvenirstore at 1429 Pennsylvania avenue, N. W. This

store has been remodeled and fitted with mahog-any fixtures throughout, and it is one of the most
attractive stores in the city. A line of high-gradenovelty and souvenir jewelry will be carried inconnection with the other lines.

It is with regret that we have to announce thedeath of the father of Mr. Charles Zanner, ofthe firm of Edwards & Zanner, which occurredApril 24th.
Castelberg's National Jewelry Company, 935Pennsylvania avenue, N. W., last month cele-brated their sixteenth anniversary.
The store occppied by Burnstine's Loan Office,at 361 Pennsylvania avenue, N. W., has been re-modeled and a new display window installedwhich enables that firm to show up the line ofjewelry they carry in connection with their otherbusiness. Many alterations were also made inthe interior of the store.
The Saks Optical Company, doing a combinedoptical and jewelry business at 708 Seventh street,N. W., have partitioned off the rear of their storefor use as an office, and have hired the services ofa competent bookkeeper. They have systematized
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Solid Gold Watch Cases
IINsi0 jeweler means to trifle

with the good will of his
customer.
Yet many a short-sighted
jeweler will sell ordinary

solid gold watch cases—when he might.
just as well profit by the reputation
and integrity of the Keystone line.
Keystone Solid Gold Watch Cases have served
the public for three generations. They are
known and trusted from one end of the country
to the other. They are the handsomest and
most diversified line of Solid Gold Watch Cases
known to the trade.
A strong window display of Keystone goods
makes a forceful bid for the custom best worth
having.
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WO Hundred and Fifty
Thousand Dollars a year
are being invested by the
Keystone Company

to make it easier for the jeweler
to sell Keystone Solid Gold and
"Crescent" and "Jas. Boss" Gold-
Filled Watch Cases.
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Good Jewelers Everywhere
Endorse Our Campaign for
Reliable Watch Cases
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f all merchants the for "legitimate gold-filled" watch

cases and our fight on spurious
jeweler is most de— guarantees."
pendent on a rep— Our Crescent and Jas. Boss gold-

utation for integrity. He filled cases are standard with the fine

sells upon honor. He is 
jewelry trade and have been for fifty

held responsible for the 
years.

Look for our trade marks when you

quality of his goods. buy. They insure the quality you pay

That is why good jewelers every- for, the thickness of the gold, the

where are writing us and pledging depth and richness of the design, and

their hearty support in our campaign the service you have a right to expect.

The Keystone Watch Case Co.
Established 1853
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This is a reproduction of the Keystone Announcement to the consumer, which appears in all the
leading magazines for July, 1911, and reaches Thirty Million readers—your customers among them.
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"CRESCENT"
and "JAS. BOSS
Gold-Filled Watch Cases

T
HE oftener you show
"Crescent" and "Jas. Boss''
Gold-Filled Watch Cases
and explain their stand-

ards—the more firmly you estab-
lish your whole trade on a basis
of service and integrity.
Feature the "Crescent'' and "Jas. Boss''
lines. Add the public confidence in
these goods to your capital.
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their methods of doing business, 
compelled the

use of sales books by the clerks an
d made other

similar improvemerns.

R. B. Smith, of Baltimore, was a 
visitor in

this city last month. He was 
accompanied by

his wife and several friends who des
ired to see

the sights of the capital city.

Edwards & Zanner, 432 Seventh stree
t, N. W.,

furnished the thirty-eight medals and
 the trophy

offered by the Washington Times an
d the Balti-

more News to the winning conte
stants in the

larathon race held by them. The tro
phy was a

piece of bronze statuary depicting 
two runners,

and the medals were of gold, silve
r and copper.

One of the gold medals, a first prize, was set

with a diamond. The above were 
on exhibition

in the jewelers' display window an
d created fa-

vorable comment.

The Berry & Whitmore Company, 
Eleventh and

F streets, N. W., supplied the two 
beautiful lov-

ing cups, one of which was purcha
sed by Presi-

dent Taft and on which is engrave
d the follow-

ing inscription : "Golf Trophy P
resented to the

Chevy Chase Club May, 1911, by
 William H.

Taft, President of the United States
." The other,

the Vice-President's cup, bears a 
similar inscrip-

tion, except that it bears his name, "James S.

Sherman, Vice-President of the Un
ited States."

The gift of the President is the 
principal prize

in the golf tournament held under
 the auspices

of the Chevy Chase Club, of which
 the President

is a member, and it will be very 
highly prized by

the winner.
On complaint of Barney Shapiro, 6

o1 D street,

N. W., Detectives Baur and Co
rnwell arrested

Harold Webber, of Philadelphia, an
d Frank Jef-

ferson, of D. D. Ranch, Colorado, 
on the charge

of stealing two watches from 
Shapiro's store.

The Baltimore police are looking 
for these men,

but as there are other charges aga
inst them in the

District, they will be forced to st
and trial here

first.
Schmedtie Bros., 704 Seventh street, 

N. W., re-

ceived a visit from a pair of shoplifters early

in May which resulted in a loss to the f
irm of a

pair of cuff buttons valued at $1
5. These shop-

lifters are women, one of them is sa
id to be about

so years of age, of Jewish type, 
stout and with

a mole or wart on one cheek; 
the other is a

young woman of about 20 years 
of age, who

poses as the daughter of the older 
woman. They

entered the store and approachin
g Mr. Duehring,

one of the members of the firm, 
requested that

they be shown some cuff buttons. 
After looking

over the stock from the show cases
 and not find-

ing anything to suit them, 'Mr. Dueh
ring asked

a young lady clerk to get some more
 from a re-

serve stock. Among this latter wa
s a pair con-

taming chip diamonds, which were off
ered to them

at a reduction, but even these did 
not suit, and

they left the store without making a 
purchase.

When Mr. Duehring was putting awa
y the goods

which had been brought out for 
inspection, he

could not locate the diamond-studded 
pair, and it

was these that the women had stolen. The

young lady clerk then stated that 
she was quite

positive that these women had calle
d at the store

during the Christmas holidays upon
 a similar

errand, causing them to send to New
 York for a

special pair of buttons. Upon arrival of the

goods a letter was sent to the name 
and address

given, which was returned to the st
ore "not at

address given." It is not known whether the

women stole anything at the time of 
this visit,

but it is known that they were caught in 
the act

of walking away with more than a 
half-dozen

of the choicest hat pins from a jewe
ler further

up on Seventh street, and which they 
were forced

to return, and that they were order
ed out of

another store adjacent to Schmedtie Bro
s. before

they had time to take anything.

Mrs. Charles A. Goldsmith has been 
appointed

to• the committee which will represent the 
Dis-

trict of Columbia at the National Con
ference on

Charities and Corrections and othe
r conventions

to be held at Boston, Mass., in June. Both Mr.

and Mrs. Goldsmith are very prominent 
in charity

work.
The Retail Jewelers' Association of th

e District

of Columbia have established what might be

termed a "Robbery Notification Bur
eau." Should

a member have the misfortune to b
e visited by a

shoplifter or "penny-weight" thief
, immediately

upon the discovery of a loss he is
 to telephone

KEYSTONE 
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to Secretary Duehring, giving him as 
complete a

description of the crook or crooks as 
possible,

material stolen and a description of sa
me. Mr.

Duehring will then communicate this 
informa-

tion to Messrs. A. 0. Hutterly, preside
nt; W. J.

Kettler and Joseph Baum, each of 
whom will

telephone the information to members whose

stores are in the districts allotted to 
them; this

not only with a view to the prompt 
apprehension

of the thief or thieves, but to warn the
 members

against a possible loss.
While the jewelers are working to

ward the

protection of one another from the
 inroads of

thieves, the Retail Merchants' Association is

working out a plan looking toward the 
immediate

notification of a member in the event 
of a con-

flagration either in his store, adjacent to
 or oppo-

site, as well as in the immediate rear 
of his store,.

that the merchant may be enabled t
o personalty

look after his property, this regardless
 of whether

or not a watchman is employed on t
he premises.

This matter was brought up at the M
ay meeting,

at which time the Credit Bureau Com
mittee sub-

mitted its report and recommendation
s. A sup-

plementary report will be submitted in June.

Harris N. Brown, jeweler, of 1208 F
 street, N.

W., was one of those reported by t
he Member-

ship Committee as having been elected
 to mem-

bership.
"Tiffany," of New York, furnished th

e medal

designed by S. J. Franham, of the 
same city,

which was presented to Andrew Carneg
ie by the

twenty-one Latin-American republics as
 a tribute

to the world's greatest philanthropist
. The pre-

sentation took place in the beautiful Pa
n-Ameri-

can building, and was witnessed by diplo
matic

representatives of the countries interested—by

President Taft, Secretary of State Kno
x a large

number of others prominent in public
 life and

those fortunate to have received invit
ations. The

medal is 31/2 inches in diameter, 
inch thick,

and contains about 270 pennywe
ights of 22 karat

gold.

Proceedings of May Meeting of the 
Re-

tail Jewelers' Association of the

District of Columbia

Probably the most successful bus
iness meeting

of the year held by the Retail Jew
elers' Associ-

ation of the District of Columbia, 
was that of

the month of May in the rooms of 
the Chamber

of Commerce, 1202 F street, N. 
W., A. 0. Hut-

terly presiding.
Among the communications received by the

secretary was a letter from Secre
tary Wheeler,

of the National Association, relati
ve to an item

which appeared in a local newspape
r to the effect

that the Washington jewelers we
re preparing to

make an extensive and rather elabo
rate exhibit in

connection with the Richmond conv
ention in Au-

gust. This item was in error, the 
reporter having

slightly twisted the information giv
en him. What

the item really intended to convey
 was that the

American National Retail Jewelers
' Association

were to have on display in connect
ion with their

convention, jewelry, precious stones 
and silver-

ware to the value of over a half m
illion dollars,

and that a good delegation of members from

Washington would be present.
President Hutterly then took the op

portunity of

again urging the members to consider
 themselves

engaged for the time of the convent
ion, August

1st, 2d, 3d, 4th and 5th, stating tha
t they would

be well repaid for every cent of
 expense they

would incur, and telling them of the
 benefits to

be derived from attendance at a 
convention of

this size, of the very enjoyable time
 he had in

Detroit in 1910, and of the plans ma
de for the

entertainment of the ladies who wo
uld accom-

pany the members.
A. D. Prince moved that the secreta

ry be in-

structed to notify all members of the District

association of the movement on hand 
to have a

large representation of Washington 
jewelers to

attend, and that he request them to n
otify the

association of their intentions to atte
nd at the

next meeting. Mr. Goldsmith further proposed

that a committee be appointed to in
quire as to

the most advantageous mode of transp
ortation, as

regards time required, commutation, e
tc. A large

number of the members favor going v
ia the Nor-

folk and lArashington Steamboat Line to
 Norfolk,

being an all-night's sail, thence to Rich
mond either

by rail or night boat. The latter w
ould allow of

a day's outing in Norfolk. Messrs. Charles A.

Goldsmith, A. D. Prince and Will
iam J. Kettler

were appointed a Committee on 
Transportation

to handle this matter, they to obt
ain all available

information and to report at the 
June meeting.

R. Harris & Co. reiported that th
ey were hold-

ing their semi-annual watch sale, th
e communi-

cation having been forwarded by 
them in com-

pliance with the agreement entered 
into by the

membership that but two watch s
ales would .be

held annually by the membership 
for a period

of two weeks, several weeks to
 elapse between

each sale, the secretary of the a
ssociation to be

notified in writing of the event of 
such sales.

A number of important matters 
for the better

protection of the members were b
rought up. The

secretary reported that he had recei
ved a num-

ber of names of "chronic dead-bea
ts" from vari-

ous members, and when all had sen
t in their lists

they would be catalogued on one
 sheet and a

copy sent to each jeweler. These 
lists are being

sent in on a blank sheet of pap
er with no firm

name or signature or any information
 as to what

the list means, but every jeweler kn
ows what

kind of a reception should be acco
rded the own-

ers of these names should they req
uest credit.

J. Baum suggested that in the event 
of a jew-

eler receiving a visit from pennywei
ght thieves

or shoplifters, immediately upon d
iscovering his

loss he notify the secretary, he in 
turn to notify

the members of a committee to be ap
pointed for

the purpose of sending a description 
of the thief

or thieves and the method of pi
lfering to all .

the members of the association. This
 was agreed

upon and the committee in question w
ill be com-

posed of Messrs. Joseph Baum, A.
 0. Hutterly,

William J. Kettler and Secretary Due
hring.

In line with the above it was decide
d that the

prosecution of all thieves caught was
 a matter

for the association to handle throu
gh their at-

torney, and that it should not be 
necessary for

the individual members to do so. 
Information

will, however, have to be obtained as t
o whether

in the District of Columbia this metho
d of pro-

cedure is legal.
At previous meetings complaints had

 been en-

tered against an employee of the Navy 
Yard who

was selling jewelry during business hours.

Prompt action was taken in the matter, the

young man's attention having been b
rought to it

with the request that he cease without 
making it

necessary to notify the Secretary of t
he Navy.

It was reported at this meeting that h
e had com-

plied with the request. However, several addi-

tional names were reported, and the same m
ethods

will be applied to them.
F. J. Steele, who was present as a g

uest of

the association, through Mr. M. H. Fe
arnow,

offered to address the members at the next

monthly meeting on the subject of balance-
wheel

truing and kindred matters, which offer was

gladly accepted by Mr. Hutterly.
Among those present were A. 0. Hutterly,

 A.

D. Prince, Charles A. Goldsmith, J. Selinger
, Ben

Greenberg, Julius H. Duehring, Charles A.
Schwartz, Carl A. Doubet, Joseph Baum, Wi

lliam

J. Kettler, S. Mitchell, Milton Baer, M. H. 
Fear-

now and F. J. Steel.

Thoroughness

Thoroughness is not only commendable, but

most essential, to permanent success. The hu-

man mind at its best is a limited faculty an
d by

its very essence is designed to comprehend 
fully

and thoroughly only one thing at a time. Hence

the advisability and desirability of specializ
ation.

A man vain enough to attempt a complete

knowledge and mastery of many different
 sub-

jects, foreign to his profession or busi
ness, is

generally superficially informed in all, and s
uper-

ficial knowledge is often harmful to the pos-

sessor, because it is opposed to thoroug
hness.

Therefore, let us choose one business, or 
trade,

or profession, in accord with our aptit
ude and

our mental endowments. Whether that subject

be salesmanship, or some other, let us
 put into

it all the energy and will that is ours
. Let us

study it, analyze it, and bring to bear u
pon it all

our efforts.
The resultant of these concentrated effo

rts and

of this fixity of purpose will be genu
ine success.

—Robert Francis Nattan.
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HE oftener you show
"Crescent" and "Jas. Boss''
Gold-Filled Watch Cases

ards—the more firmly you estab-
lish your whole trade on a basis
of service and integrity.
Feature the "Crescent'' and "Jas. Boss''
lines. Add the public confidence in
these goods to your capital.

*
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"CRESCENT" GOLD-FILLED
Reg. U. S. Pat. 0 ff.

TRADE MARR

"JAS. BOSS" GOLD-FILLED
Reg.U.S.Pat.Off.

The KEYSTONE WATCH CASE COMPANY
ESTABLISHED 1853
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their methods of doing business, 
compelled the

use of sales books by the clerks 
and made other

similar improvements.

R. B. Smith, of Baltimore, was 
a visitor in

this city last month. He was 
accompanied by

his wife and several friends 
who desired to see

the sights of the capital city.

Edwards & Zanner, 432 Seventh stre
et, N. W.,

furnished the thirty-eight medals a
nd the trophy

offered by the Washington Times and 
the Balti-

more News to the winning conte
stants in the

Marathon race held by them. The 
trophy was a

piece of bronze statuary depicti
ng two runners,

and the medals were of gold
, silver and copper.

One of the gold medals, a first p
rize, was set

with a diamond. The above wer
e on exhibition

in the jewelers' display window an
d created fa-

vorable comment.

The Berry & Whitmore Company, E
leventh and

F streets, N. W., supplied the two 
beautiful lov-

ing cups, one of which was purcha
sed by Presi-

dent Taft and on which is engrave
d the follow-

ing inscription : "Golf Trophy P
resented to the

Chevy Chase Club May, 191 1, by
 William H.

Taft, President of the United States
." The other,

the Vice-President's cup, bears a 
similar inscrip-

tion, except that it bears his name, "James S.

Sherman, Vice-President of the Un
ited States."

The gift of the President is the 
principal prize

in the golf tournament held und
er the auspices

of the Chevy Chase Club, of whic
h the President

is a member, and it will be very 
highly prized by

the winner.
On complaint of Barney Shapiro,

 6o1 D street,

N. W., Detectives Baur and Co
rnwell arrested

Harold Webber, of Philadelphia, 
and Frank Jef-

ferson, of D. D. Ranch, Colorado, 
on the charge

of stealing two watches from 
Shapiro's store.

The Baltimore police are looking f
or these men,

but as there are other charges again
st them in the

District, they will be forced to st
and trial here

fit. 

Schmedtie Bros., 704 Seventh street
, N. W., re-

ceived a visit from a pair of shoplifters
 early

in May which resulted in a loss 
to the firm of a

pair of cuff buttons valued at $15.
 These shop-

lifters are women, one of them is sa
id to be about

50 years of age, of Jewish type,
 stout and with

a mole or wart on one cheek;
 the other is a

young woman of about 20 years 
of age, who

poses as the daughter of the olde
r woman. They

entered the store and approachin
g Mr. Duehring,

one of the members of the firm, 
requested that

they be shown some cuff buttons. 
After looking

over the stock from the show cases
 and not find-

ing anything to suit them, Mr. 
Duehring asked

a young lady clerk to get some mo
re from a re-

serve stock. Among this latter wa
s a pair con-

taming chip diamonds, which were offer
ed to them

at a reduction, but even these did not
 suit, and

they left the store without making 
a purchase.

When Mr. Duehring was putting a
way the goods

which had been brought out for 
inspection, he

could not locate the diamond-studded 
pair, and it

was these that the women had stolen. The

young lady clerk then stated that sh
e was quite

positive that these women had called 
at the store

during the Christmas holidays upo
n a similar

errand, causing them to send to Ne
w York for a

special pair of buttons. Upon arrival of the

goods a letter was sent to the name 
and address

given, which was returned to the stor
e "not at

address given." It is not known whether the

women stole anything at the time o
f this visit,

but it is known that they were caught in
 the act

of walking away with more than a ha
lf-dozen

of the choicest hat pins from a jew
eler further

up on Seventh street, and which they were
 forced

to return, and that they were order
ed out of

another store adjacent to Schmedt
ie Bros. before

they had time to take anything.

Mrs. Charles A. Goldsmith has been 
appointed

to the committee which will represent the
Dis-

trict of Columbia at the National Confer
ence on

wChoarkri.ties and Corrections and other con
ventions

to be held at Boston, Mass., in June.
 Both Mr.

and Mrs. Goldsmith are very promine
nt in charity

The Retail Jewelers' Association of the
 District

of Columbia have established what might be

termed a "Robbery Notification B
ureau." Should

a member have the misfortune to b
e visited by a

shoplifter or "penny-weight" th
ief, immediately

Upon the discovery of a loss he is t
o telephone
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to Secretary Duehring, giving him as 
complete a

description of the crook or crooks as 
possible,

material stolen and a description of 
same. Mr.

Duehring will then communicate this 
informa-

tion to Messrs. A. 0. Hutterly, presid
ent; W. J.

Kettler and Joseph Baum, each of w
hom will

telephone the information to members whose

stores are in the districts allotted to 
them ; this

not only with a view to the prompt 
apprehension

of the thief or thieves, but to warn the
 members

against a possible loss.
While the jewelers are working to

ward the

protection of one another from the
 inroads of

thieves, the Retail Merchants' Association is

working out a plan looking toward th
e immediate

notification of a member in the event 
of a con-

flagration either in his store, adjacent
 to or oppo-

site, as well as in the immediate rear 
of his store„

that the merchant may be enabled to 
personally

look after his property, this regardles
s of whether

or not a watchman is employed on t
he premises.

This matter was brought up at the M
ay meeting,

at which time the Credit Bureau Com
mittee sub-

mitted its report and recommendatio
ns. A sup-

plementary report will be submitted in June.

Harris N. Brown, jeweler, of 1208 F 
street, N.

W., was one of those reported by t
he Member-

ship Committee as having been elected
 to mem-

bership.
"Tiffany," of New York, furnished th

e medal

designed by S. J. Franham, of the 
same city,

which was presented to Andrew Carneg
ie by the

twenty-one Latin-American republics a
s a tribute

to the world's greatest philanthropist
. The pre-

sentation took place in the beautiful
 Pan-Ameri-

can building, and was witnessed by diplo
matic

representatives of the countries interested—by

President Taft, Secretary of State K
nox
' 

a large

number of others prominent in pub
lic life and

those fortunate to have received invit
ations. The

medal is 31/2 inches in diameter, 
1,4 inch thick,

and contains about 270 pennyweigh
ts of 22 karat

gold.

Proceedings of May Meeting of the
 Re-

tail Jewelers' Association of the

District of Columbia

Probably the most successful busin
ess meeting

of the year held by the Retail J
ewelers' Associ-

ation of the District of Columbia
, was that of

the month of May in the rooms of 
the Chamber

of Commerce, 1202 F street, N.
 W., A. 0. Hut-

terly presiding.
Among the communications received by the

secretary was a letter from Secre
tary Wheeler,

of the National Association, rel
ative to an item

which appeared in a local newspape
r to the effect

that the Washington jewelers we
re preparing to

make an extensive and rather ela
borate exhibit in

connection with the Richmond conv
ention in Au-

gust. This item was in error, the
 reporter having

slightly twisted the information giv
en him. What

the item really intended to convey
 was that the

American National Retail Jeweler
s' Association

were to have on display in connect
ion with their

convention, jewelry, precious stones
 and silver-

ware to the value of over a half m
illion dollars,

and that a good delegation of m
embers from

Washington would be present.

President Hutterly then took the op
portunity of

again urging the members to conside
r themselves

engaged for the time of the conve
ntion, August

1st, 2d, 3d, 4th and 5th, stating that
 they would

be well repaid for every cent of e
xpense they

would incur, and telling them of th
e benefits to

be derived from attendance at a co
nvention of

this size, of the very enjoyable tim
e he had in

Detroit in 1910, and of the plans m
ade for the

entertainment of the ladies who wo
uld accom-

pany the members.
A. D. Prince moved that the secretar

y be in-

structed to notify all members of 
the District

association of the movement on hand 
to have a

large representation of Washington
 jewelers to

attend, and that he request them t
o notify the

association of their intentions to at
tend at the

next meeting. Mr. Goldsmith further proposed

that a committee be appointed to i
nquire as to

the most advantageous mode of trans
portation, as

regards time required, commutation, et
c. A large

number of the members favor going 
via the Nor-

folk and Washington Steamboat Line
 to Norfolk,

being an all-night's sail, thence to Richm
ond either

by rail or night boat. The latter w
ould allow of

a day's outing in Norfolk. Messrs. Charles A.

Goldsmith, A. D. Prince and Wi
lliam J. Kettler

were appointed a Committee on 
Transportation

to handle this matter, they to 
obtain all available

information and to report at the 
June meeting.

R. Harris & Co. reported that th
ey were hold-

ing their semi-annual watch sale, 
the communi-

cation having been forwarded by 
them in com-

pliance with the agreement entered 
into by the

membership that but two watch 
sales would .be

held annually by the membership
 for a period

of two weeks, several weeks to
 elapse between

each sale, the secretary of the 
association to be

notified in writing of the event of 
such sales.

A number of important matters 
for the better

protection of the members were b
rought up. The

secretary reported that he had re
ceived a num-

ber of names of "chronic dead-bea
ts" from vari-

ous members, and when all had sent 
in their lists

they would be catalogued on o
ne sheet and a

copy sent to each jeweler. These lists are being

sent in on a blank sheet of paper 
with no firm

name or signature or any informatio
n as to what

the list means, but every jeweler kn
ows what

kind of a reception should be acco
rded the own-

ers of these names should they req
uest credit.

J. Baum suggested that in the event
 of a jew-

eler receiving a visit from penny
weight thieves

or shoplifters, immediately upon d
iscovering his

loss he notify the secretary, he in 
turn to notify

the members of a committee to be
 appointed for

the purpose of sending a description
 of the thief

or thieves and the method of pilfering to all

the members of the association. This
 was agreed

upon and the committee in question 
will be com-

posed of Messrs. Joseph Baum, A
. 0. Hutterly,

William J. Kettler and Secretary Due
hring.

In line with the above it was decide
d that the

prosecution of all thieves caught w
as a matter

for the association to handle throu
gh their at-

torney, and that it should not be n
ecessary for

the individual members to do so. 
Information

will, however, have to be obtained as
 to whether

in the District of Columbia this met
hod of pro-

cedure is legal.
At previous meetings complaints had

 been en-

tered against an employee of the Navy
 Yard who

was selling jewelry during business hours.

Prompt action was taken in the matter, the

young man's attention having been b
rought to it

with the request that he cease without
 making it

necessary to notify the Secretary of 
the Navy.

It was reported at this meeting that 
he had com-

plied with the request. However, several addi-

tional names were reported, and the sam
e methods

will be applied to them.
F. J. Steele, who was present as a g

uest of

the association, through Mr. M. H. Fea
rnow,

offered to address the members at the next

monthly meeting on the subject of balan
ce-wheel

truing and kindred matters, which offer was

gladly accepted by Mr. Hutterly.
Among those present were A. 0. Hutterly

, A.

D. Prince, Charles A. Goldsmith, J. Selinge
r, Ben

Greenberg, Julius H. Duehring, Charles A.

Schwartz, Carl A. Doubet, Joseph Baum
, William

J. Kettler, S. Mitchell, Milton Baer, M. H.
 Fear-

now and F. J. Steel.

Thoroughness

Thoroughness is not only commendable, but

most essential, to permanent success. The hu-

man mind at its best is a limited faculty and
 by

its very essence is designed to comprehend
 fully

and thoroughly only one thing at a time. 
Hence

the advisability and desirability of speciali
zation.

A man vain enough to attempt a complete

knowledge and mastery of many differ
ent sub-

jects, foreign to his profession or busin
ess, is

generally superficially informed in all, an
d super-

ficial knowledge is often harmful to the pos-

sessor, because it is opposed to thorough
ness.

Therefore, let us choose one business, or
 trade,

or profession, in accord with our apt
itude and

our mental endowments. Whether that subject

be salesmanship, or some other, let 
us put into

it all the energy and will that is ours. 
Let us

study it, analyze it, and bring to bear 
upon it all

our efforts.
The resultant of these concentrated eff

orts and

of this fixity of purpose will be genu
ine success.

—Robert Francis Nattan.
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No Spiral Springs No Solder Joints
No Hinges No Bother

IN THE

Krementz Bodkin-Clutch
Studs and Vest Buttons

They go in like a
needle without
marring the stiff-
est shirt front

and

Hold like an anchor

So far superior to all other
studs for stiff bosom shirts,
that there is absolutely no
comparison. j Made in all
qualities from Krementz
Quality Rolled Gold Plate for
ordinary wear, to the most
expensive mother-of-pearl set
with precious stones and
mounted in gold or platinum.

GUARANTEE
A new button or stud free in
exchange for every bodkin back
that is broken from any cause

Write for our booklet— "Solid Facts"

Krementz & Co.
Newark, N. J. rs' 17F Yr aonrcici,s c208, 

Shreve
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PARKS BROS. & ROGERS - Providence, R. I.
Selling Agents to Jobbing Trade for United States and Canada

 ..
Just What You Have

Always Wanted!
A BOON TO THE RETAILER

It costs you practically nothing

Because It pays you an enormous profit
It enables you to make repairs at once
It will bring you increased patronage

The Jeweler's Companion.. ........... ............
Containing 30 dozen imitation Jewels in
the most desirable kinds and sizes,
consisting of brilliants, oval and round
turquoise, whole and half pearls, rubies,
sapphires, emeralds, topaz, amethyst,
opals, etc., for immediate repairing.

The sketch below shows a two-
third size of the outfit.
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Price, $1.25 Net

FOR SALE BY ALL JOBBERS
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Minneapolis and St. Paul
Business prospects in the Northwest are

brighter at this time than they have been for
veral months, owing to the heavy rains that

have fallen, and many are already getting in
readiness for the fall business. Some of the
leading business men are of the opinion that the
summer trade will be light, but are looking for-
ward to the fall trade as being the best for sev-
( ral years. Building is somewhat slack in the
Twin Cities, owing to the carpenter strike, but it
is believed that matters will be adjusted in a short
time and that all will be back at work soon.
Mrs. George T. Hartman, the wife of George

T. Hartman, of the Haman Watch House, St.
Paul, died recently after an extended illness of

,veral months. Previous to her death Mr. and
Irs. Hartman had spent about six weeks in the

H)tith for the benefit of Mrs. Hartman's health,
kit to no avail; shortly after their return to St.
Paul death followed.
Charles Zin, former proprietor of the St. Paul

,fanufacturing Jewelry Company, of St. Paul,
xcently sold out his business to George Heinz
and has gone to California, where he will engage
in the real estate business. Mr. Heinz, his suc-
cessor, was formerly in the employ of Mr. Zin,
and having a thorough knowledge of the business,
will be able to conduct the same in a successful
manner.

JwCole and wife were seen in the Twin
Cities during the past month. Mr. Cole, who
was formerly with his father, D. K. Cole, of
Woonsocket, S. Dak., has accepted a position with
A. G. Tellner, of Jamestown, N. Dak.
Ludwig & Collins, formerly located in the

Alaska Block, on Elk Street, Bellingham, Wash.,
recently moved to Holly Street, of that city,

quarters.
they will have larger and more adequateit 

R. C. Spink, of Klamath Falls, Oregon, who re-
cently bought out Frank A. Heitkemper's jewelry
store, has purchased property on Main Street, be-
tween Third and Fourth Streets, of that city,
and will erect a modern two-story business build-
ing.
William Chapman, of Minneapolis, has ac-

cepted a position with T. A. Shirley, manufac-
turing jeweler, of St. Paul.
Lewis Griffith, formerly with T. A. Shirley,

manufacturing jeweler, has accepted a position
with George Heinz.
The store of the Crown Jewelry Company, 327

Washington Street, Portland, Oregon, was re-
cently robbed of stock valued at Woo. The
robbery was committed by some hold-up men
during the evening shopping hours. The thieves
were careful to attract no undue attention and
giniavdene.good their escape before an alarm could be

A new store was recently opened by M. J.
Abbott, at Forest Grove, Oregon.
Richard Geary, of Hibbing, Minnesota, recently

while out on a motorcycle trip was set upon
by five men, who attempted to throw him from
his wheel, but Mr. Geary put on extra speed and
succeeded in getting away, after the men had
hurled a number of stones at him.
C. F. Day, Portland, Oregon, recently pur-

chased the business of H. F. Jenkins, at Newport,
Oregon, and has given the establishment a thor-
ough renovating.
The Kennedy-MacArthur-McLeod Co., St. Paul,

proprietors of the Emporium department store,
are defendants in a suit brought by the Western
Clock Manufacturing Company, La Salle, Ill.,
for an alleged infringement of trade-mark. The
plaintiff comnany alleges that its Big Ben alarm
clock is infringed upon by a clock which the de-
fendant company had contracted to be made by
another clock concern, similar to the Big Ben,
but under the name of the Big Bell. The com-
plaint asks an accounting of sales and an injunc-
tion against marketing a clock similar to its Big
BennnTe ltin we defendants have until the first Mondayin T 

The sixteenth annual convention of the Na-
tional Association of Credit Men will be held
in Minneapolis June 13th to t6th inclusive. This
association represents all the largest manufactur-
Prs, jobbers. and hanks in seventy-one cities.
They will come from every city in the country.
The present officers of the Minneanolis As-
sociation of Credit Men are: President,
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Frank E. Holton, cashier of the Northwestern
National Bank; vice-president, R. W. Kimball,
Deere, Webber Company ; secretary-treasurer,
Miron C. Badger, T. W. Stevenson Company.
The membership includes all the important manu-
facturing concerns, wholesalers, banks, etc. There
are 450 members in the Twin Cities, representing
$15o,000,000 invested capital and millions of dol-
lars of annual sales.
The Doering Jewelry Company, Waterloo, Wis-

consin, is improving and making alterations in
its store.
E. A. Feinberg, who was formerly in business

in Minneapolis, but for several months past in
business at Adams, Minn., has returned to Min-
neapolis and bought a business at 708 Sixth Ave-
nue North. Mr. Feinberg will close out his busi-
ness at Adams, Minn.
Mrs. Nachsheim, of Nachsheim & Son, Shako-

pee, Minn., who has been conhned in the hospital
for some time, is now out and able to be at
home.
A very attractive window display was shown

by White & MacNaught, 5o6 Nicollet Avenue,
Minn. The display consisted of a model vacant
lot garden, being a replica of the plan to be used
by the city's vacant lots for the summer enter-
tainment. The firm also designed the loving cup
which will be awarded under the auspices of the
Garden Club of Minneapolis for the best plan
for lawn improvement.
Paul Kugler, who was employed by the H. E.

Murdock Jewelry Company, Minneapolis, has re-
signed his position with this company and is now
with the South Bend Watch Company.
F. A. Dafeil, St. Paul, is having a new front

put in his store, which will be a great addition to
the attractiveness of his store.

Albert Meyer, of Meyer Bros., Seattle, Wash.,
recently visited in the Twin Cities on his way
home from a trip to the East.
Mr. Schroeder, of Sioux City, Iowa, was seen

recently in the Twin Cities. Mr. Schroeder was
on his way to Polson, Mont., where he contem-
plates engaging in business.
Max Kohen is getting his new store on Fifth

Street, near Nicollet Avenue, Minneapolis, ready
for opening. Mr. Kohen is having a complete
new front installed, which will be very handsome
and attractive.
Balsham & Muier, of Faith, S. Dak., were re-

cently seen in the Twin Cities buying their open-
ing stock for a new enterprise there.
John J. Esslinger, of Kansas City, and Miss

Hazel Florence Glennon, of Minneapolis, were
united in marriage April 27th in the St. Patrick's
Church, Kansas City. Mr. Esslinger was as-
sociated with the Birkenbauer-Thomsen Com-
pany, of Minneapolis, and of late with Sischo &
Beard, St. Paul. He left the firm of Sischo &
Beard last December to go with a firm in Kansas
City.
A. R. Sather, of Spooner, Wis., was seen in the

Twin Cities during the past month buying goods.
Mr. Sather attended the ball game while here.
F. Stewart, of Carver, Minn., was seen in the

Twin Cities buying goods and atending to other
business matters.
H. L. Crane, of Fairchild, Wis., will move

to Friendship, Wis., the 1st of May, where he
will open up a first-class store.

Eliot G. Bjorneby, formerly in the jewelry busi-
ness at Grafton, N. Dak., and who has been out
of the business for the past three years, has again
opened up a store at Kalispell, Mont.

J. W. Mills, of Marshall, Minn., was seen in
the Twin Cities during the past month buying
goods and attending to other business matters.
W. H. Fritz, of Mitchell, S. Dak., was seen

among the trade during the past month buying
goods in the Twin Cities.
L. P. Mahler, of Olivia, Minn., was seen among

the trade during the past month buying goods.
C. A. Kohout, of Cass Lake, Minn., who was

formerly at Waucoma, Iowa, was seen in the
Twin Cities during the past month buying goods
and also attending to other business matters.

J. A. Light & Company, of Minneapolis, have
just moved from 1134-1135 Lumber Exchange to
larger space at 519-520 Lumber Exchange, where
they have fitted up very attractive quarters.
Bert Parker, traveler for Sischo & Beard, St.

Paul, has been shifted to the far western terri-
tory formerly covered by Carl Sischo. Mr.
Parker has started on his trip to the Pacific

Coast. W. M. Weed will take Mr. Parker's old
ptelarrciet.ory. Mr. Weed has been on a brief visit
to his home in Lake Mills, Iowa.
Fred Hammersmith, of Spokane, Wash., has re-

cently erected a jewelry and repair shop at that

Thomas Nevin, a jeweler in Spokane, Wash.,
was recently refused a permit to hold an auction
sale on Riverside Avenue, in that place. There
is an ordinance that calls for a license to hold
auction sales and under the Ccommissioner's
construction it is not only necessary to have a
license, but also a permit from the Police Depart-
ment. Mr. Nevin stated that he did not think the
Commissioner had the authority to designate any
particular street where auctions could be held.
Mr. Thompson, of Mayville, N. Dak., was seen

in the Twin Cities during the past month calling
on trade, buying goods and atending to other
business matters.
L. W. Ross, of Wasco, Oregon, is selling out

his stock and preparing to leave this section of
the State.
John Michelson, jeweler, of White Hill, Wis.,

stopped in the Twin Cities on his return home
from a visit to his brother in Lead, S. Dak.
The G. Heitkemper Co., of Portland, Oregon,

is settled in its new store. The store is one of
the finest in the entire Northwest.
S. Burnett, of Burnett Bros., who operate stores

at Seattle, Chepolis and Aberdeen, Wash., has
gone East on a business trip.
Trustee H. S. Tuthill, of Portland, Oregon,

has disposed of the bankrupt stock of E. S. Booth,
Forest Grove, Oregon. The stock was disposed
of May 1st.

Gust. Engst, formerly of E. A. Brown & Co., of
St. Paul, has accepted a position with the Ameri-
can Jewelry Company of Minneapolis.
H. P. .i.autenkranz has accepted a position as

watchmaker for the Grange Jewelry Company,
Evansville, Wis.
F. A. Carlberg, jeweler, of St. Croix Falls,

Wis., was in the Twin Cities on business during
the past month and expressed hopes of a good
year in the jewelry business, as there has been
much rain this spring to encourage the consumer.
J. L. Frank, of New Prague, Minn., was in the

Twin Cities for two'or three weeks taking treat-
ment for nervous trouble. Mr. Frank reported
business as being all that could be expected at
this time of the year.
C. E. Healy, of the F. L. Bosworth Company,

Minneapolis, who has been spending the past
several months in Florida, recently returned.
Mr. Healy is greatly improved in health.
A meeting for the benefit of the jobbers of St.

Paul and Minneapolis, was held Thursday, April
27th, at the Commercial Club in St. Paul.
Mr. Wood, of the Jewelers' Board of Trade,

outlined the work of the Board of Trade and
spoke of its value.

J. D. Hudson & Son, of Minneapolis, who were
burned out in the Syndicate Block fire recently,
opened their store and sold at reductions of to to
75 per cent. Crowds thronged the store to such
an extent that police assistance was required.
Ed. J. Haas, Stanley, N. Dak., died very sud-

denly last month of pneumonia. The interment
was at Racine, Wis.

Fire which broke out in an adjoining store
caused considerable damage to the Barker Jewelry
Co., 1311 Washington Avenue, North Minne-
apolis. The store had just been completely re-
fitted a couple of months ago in furniture and
fittings. The damage amounted to about $800,
with an insurance of $200o.
An attempt was made to rob the whole=ale

house of J. A. Light & Co., 1134-1135 Lumber
Exchange, Minneapolis, about 3.10 A. M. April
14th. The burglar alarm sounded and summoned
officers, who immediately arrived on the scene,
only to find a transom partly open but no sign of
the burglars. The night watchman reported hav-
ing ordered two suspicious-looking characters
out of the building about 3 A. M. It is believed
that the burglars fled down the fire escape and
so made their get-away. Nothing was taken.

Wallace Loring, who was employed in sto-e
of Benjamin F. Simpson Company, Minneapolis.
has now gone on the road for this same company.
Nels S. Nelson has recently returned home

from a trip extending over several months to his
old home in Scandinavia.
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Contain EVERYTHING in
Jewelry, Watches, Diamonds, Clocks,
Silverware, Cut Glass,Tools, and Material.

Edwards & Sloane Jewelry Company
KANSAS CITY MISSOURI

I.

Wood stock-Hoefer
Watch &Jewelry Co.
"If you don't trade with us,

we both lose."

Orders filled from any
Catalogue

Memorandum packages sent to
dealers of approved credit.

Let us help you get some of the
Graduation business.

Kansas City : Missouri

THE FACT IS

Goods Well Displayed
Are Half Sold

Neat, well-made Cases and Fixtures are absolutely
necessary. You will be interested in Our Line.

WRITE US TO-DAY

A. R. JACKSON, KANSAS CITY
SHOW CASE WORKS CO.

KANSAS CITY DEPT.  MISSOURI

vo4 MAY
$2.58 Net, Per Gross

PRINTED

A
Nice,
Fancy
Paper

Ring Box

Not less
than

1 Gross
to an
order

PAPER RING BOXES

Printed, $2.58 Per Gross

Meyer Jewelry Co.
Kansas City, Mo.

TOOLS, MATERIAL and OPTICAL GOODS

••
 •

June, 1911 THE

Kansas City
.ansas City and the southwest has felt the

cral slump in business that has been reported

Ii rii all over the country. The effect, however,

Ir, not been discouraging and jewelry dealers

,,ress confidence in a better market later on.

Small stuff has moved well, the falling off having

( n confined for the most part to more expen-

sl.,‘ articles of the jewelry trade. Diamonds are

tb,. exception to this tendency, as the business in

tkse gems has held up exceptionally well. It

is believed that trade in wedding and commence-

ment gifts will be brisk early in June, and then

conditions will settle down to the usual dull

market of summer.
As Kansas City and the southwest depends

directly upon agricultural production, all eyes are

now turned upon the growing crops. Until a

month ago the outlook for good corn and wheat

crops was exceptionally bright, but a drought

now threatens which, if not broken within a few

weeks, will be disastrous. If adequate rains come

It) the relief of the farmers there will be record-
breaking yields. Many of the cities of the south-

west, including Kansas City, Hutchinson, Kans.;

Muskogee, Okla.; Dallas, Texas, and Tulsa, Okla.,

have sent out recently trade extension excursions

of business men. The Kansas City party com-

posed of 200 representative merchants and manu-

facturers made a tour covering approximately Goo

miles, starting May 7th and continuing a week.
The territory covered by this party contains about

tour million people.
E. B. Wiser, of Porter & Wiser, will go to

N 
pleasure.

. June, and will combine business‘ 

A charter was recently granted to the Miesch-
,Iones Jewelry Company, of Muskogee, Okla.

I he capital stock was $24,000. The directors are:
\ 

Muskogee.
C. 

F. Jones and L. A. Hoffman, all

a
C. F. Nilson, of the C. B. Norton Jewelry

month.
ti Dennison, Texas, for a fort-

night last 
,

J. R. Hendricks, a jeweler at Twelfth street
;Ind Broadway, was struck by a Central avenue
tar on May 7th while crossing the tracks. He

,
■■ as thrown to the curb and suffered a severely
'rinsed back. He was taken to the Emergency

I I ospital, and later to his home, 911 East Eight
F reet.

h

The manufacturing jewelers of Kansas City
Ilave decided to close at 5.30 o'clock every day

1.1(1 at 12 o'clock on Saturdays during the months
(‘t June, July and August. The firms in the
..greement are: Meyer Jewelry Company, Green
Jewelry Company, Porter & Wiser Jewelry Com-
pany and the Green Jewelry Company.
,_Ben Lederer, of S. & B. Lederer Co., was in
!■ansas City last month visiting the wholesale
men.
, R. A. Fletcher, of the C. B. Norton Jewelry
I.ompany, traveled through Nebraska last month.
Leo H. Ludwig, of the Edwards & Sloane Jew-

dry Company, returned May t6th from a trip
With the Commercial Club through Arkansas,
i(i)eked lahoof 

rain.
Walter 

Kansas. Mr. Ludwig says that
die country, with the exception of western Kan-
sas, was in good condition. Kansas is much in

Company, 
Walter M. Jaccard, of the Jaccard Jewelr

Company,osfainleodveflotiresE.urope last month. He went
In 

The Cady & Olmstead Jewelry Company had
an interesting display of flat ware last month.
he display included all of the new patterns, and

was for the benefit of June brides.
.C. B. Libby, 72 years old, a retired jeweler of

Pittsburg, Kans., was found dead last month at
the Hotel McCormack. It is believed death was
due to heart failure.
George Rugg and E. B. Wiser, of Porter &

Wiser, did jury duty the week of May 15th.
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Amos Plank, formerly of Hutchinson, Kans.,
was i fn Kansaso

rnindefinite 
a  Cityltanststmayo.nth en route to Cali-

fornia
G. H. Church, of Oak Grove, Mo., has sold out

to the Perry Jewelry Company.
K. H. Clark, recently with W. F. Kirkpatrick,

at St. Joseph, Mo., has opened in business for
himself at Hi South Eighth street, St. Joseph.
yMear.rs 

ago.
was in business for himself fifteen

The Masonic Temple Jewelry Company, at
Hastings, Nebr., recently sold to Leach & Trim-
ble.
G. H. Avery, of Glen Elder, Kans., has sold

out to W. A. Cavender.
G. B. Graves is a new watchmaker with Fuhr-

man Bros., Kansas City, Kans.
Herbert Kappel, manager of the material de-

partment of the Meyer Jewelry Company, has
moved into his new home, 3419 Kenwood avenue.
A. C. Stuhl has moved into Room 200 in the

Aragon building, and has installed a manufac-
turing jewelry department and an optical de-
partment. Samuel Simons is in charge of the
former and E. M. Bary of the latter.
Edgar Seaman, president of the Edgar Seaman

Ring Company, made his initial trip for the new
company last month.
Edgar J. Clark, formerly located at Cedarvale,

Kans., has moved to Archie, Mo.
D. L. Brown, formerly of Sparta, Mich., has

succeeded to the business of Stark & Jones,
Bethany, Mo.
George H. Catlin, of St. Joseph, has filed a

voluntary petition in bankruptcy, showing liabili-
ties of $2500 and assets of $3500.
The Umbaugh Jewelry Company, of Bristow,

Okla. has sold out to the Dwight C. Sprague
Jewelry Company. Mr. Sprague was formerly
in the jewelry business at Medford, Okla.
E. 0. Alexander, who sold out his business at

Enid, Okla., some weeks ago, will leave this
month for a trip through Canada. He will be
accompanied by his wife and son and will be
gone until September 1st.

Russell Stone, formerly with the Kelly-Vawter
Jewelry Company, at Marshall, Mo., recently
opened in business for himself at Excelsior
Springs.
H. Chambers, who has been in the jewelry

and optical business at Bonne Terre, Mo., has
sold out to the Tetley Bros., of Farmington, Mo.,
who will operate both stores. Mr. Chambers has
gone to California.
The jewelry stock of the McIntyre-Shortess

Company, at McAlister, Okla., has been bought
by Ray De La Mater & Co.
Chas. Dugan is a new jeweler at Guymon, Okla.
M. H. Myers, of Dexter, Kans., has been ap-

pointed watch inspector at that place for the
Missouri Pacific.
D. F. Vickers and H. B. Siebe are new jew-

elers at Hillsboro, Texas.
E. W. Agnew, formerly of Kansas City, has

purchased the jewelry stock and fixtures of W.
N. Harris, of Arkansas City, Kans.
W. A. Draper, of Sylvia, Kans., has sold his

store building at that place to G. E. Thompson.
He will continue to use one of the store rooms.

J. L. Davis, of Cimarron, Kans., has sold out
to Bascom Sturgell, formerly in business at Rob-
ins

J. 
Ill.Es 

J. linger, with the Edwards & Sloane Jew-
elry Company, was married April 27th to Miss
Hazel F. Glennon, of Minneapolis, Minn.
The following called at the wholesale houses

last month: Otto Burklund, Moberly, Mo.; J.
A. Mosher, Burlington, Kans.; J. A. Armstrong,
Ottawa, Kans.; George Spangle, Chetopah, Kans.;
J. W. Brassfield, Smithville, Mo.; H. C. Schultz,
Hays, Kans.; Leslie Burklund and wife, Moberly,
Mo.; W. H. Meyers, Lawson, Mo.; R. B. Stone,
Excelsior Springs, Mo.; G. H. Church, Oak
Grove, Mo.; H. P. Hall, Carthage, Mo.•

' 
Simpson,

of Simpson Bros. Thomas, Okla.; J. L. Poteet,
Walnut Grove, do.; Samuel Gordon, Oklahoma
City. Okla.; L. Rosenfield, Leavenworth, Kans.;
J. H. Whiteside. Liberty, Mo.; L. E. DeLanty,
Parkville, Mo.; Albert Zurcher, Marceline, Mo.;
J. A. Lukens, Hiawatha, Kans.; J. 0. Stott, Pa-
ola, Kans.

Jewelers' Security Alliance
The regular monthly meeting of the Executive

Committee of the Jewelers' Security Alliance was
held on Friday, May 12th, the following mem-
bers being present : President Sloan, Vice-Presi-
dent Champenois, Treasurer Karsch, Secretary
Noyes and Messrs. Abbott, Alford, Brown and
Wormser. The following new members were
admitted:

Maurice Barnett, Philadelphia, Pa.
L. Block Jewelry Co., Milwaukee, Wis.
B. S. Harding, Glenwood, Iowa.
Levitan Brothers, New York City.
M. L. Meshek, Perry, Okla.
S. B. Stein, Toledo, Ohio.
F. A. Toce, Lake Charles, La.
C. J. Warren & Co., Ada, Okla.
G. W. Bacon, Gooding, Idaho.
J. S. Chilton, Montpelier, Idaho.
Feldman Loan Co., Boise, Idaho.
Clarence C. Payne, Ontario, Oregon.
Capt. H. H. Phillips, Shoshone, Idaho.
Fred J. Pilliner, Mountain Home, Idaho.
J. W. Rowett, Mountain Home, Idaho.
Siegrist & Co., La Grande, Oregon.
Wm. F. Strother, Payette, Idaho.
I. Alberts, Boston, Mass.
L. H. Aubert, New Orleans, La.
Jos. M. Goldberg, Alexandria, La.
Adolph J. Orkin, Jackson, Miss.
Peoples' Collateral Pledge Society, New York City.
James B. Galin, Philadelphia, Pa.
S. J. Rivoire, Monroe, La.
F. IT. Bowen, Caldwell, Idaho.
John B. lull & Son, Beverly Mass.
Geo. C. Hofmann, Paterson, N. J.
Jacob Luxenberg, Houtzdale, Pa.
C. F. Wendell, Longview, Texas.
Mrs. E. A. Fano, Bakersfield, Cal.
W. C. Ball Watch Co. (a memberships) Cleve.

land, Ohio.
Max Mayer, Wildwood, N. J.
M. L. Bowen, Ft. Madison, Iowa.
Kallmann Brothers, San Francisco, Cal.
Finkelberg Jewelry and Optical Co., Seattle, Wash.
Geo. G. Hinman, Oneida, N. Y.
Ludwig Bondy, Davenport, Iowa.
George Kapp Co., Toledo, Ohio.
C. Scheingold, Cleveland, Ohio.
Chase-Hofman Co. Springfield, Ohio.
Hoyt Brothers, Ct;ba, N. Y.
Insull & Crabb, New Haven, Conn.
P. M. Kohl, Minneapolis, Minn.
G. F. Allison & Co., Chester, W. Va,
Chas. H. Wyman, Glenwood Springs, Colo.
C. E. Hurd, Rockford, Ill.

The following rewards were ordered paid:
No. 140.—To Henry H. Bryant for the arrest

and conviction of Raymond Nelson, who broke
into the jewelry store of F. E. Reeder on two
occasions: on October 21st and 31st, respectively.
The arrest and conviction of this burglar was
entirely due to the offer of the reward, and he
was sentenced to serve a term of two years at
hard labor in the State's orison.
No. I41.—To Sheriff T. D. Taylor for the ar-

rest and conviction of Ivan Ringdahl, who
smashed the window in the store of A. L.
Schaefer, of Pendleton, Ore., on the morning of
March 29th. Owing to the activity of the police,
which was probably due to the offer of the re-
ward, the thief was captured while leaving town
and was sentenced to a term of two years in the
penitentiary at Salem, Oregon.

Jade and Amber
How behind the times we are, just rubbing our

eyes open to the loveliness of jade, while our
slant-eyed brother of the East has loved it for
thousands of years! Intertwined with his great
love for it is the unshakable belief in its potency
to bring uninterrupted good health and good
luck to its wearer—nay, more than this, that it
is a talisman against which the shafts of ill will
are splintered to bits. Jade is indeed to him the
most precious of all stones, and for ages has he
wrought it into most exquisite and delicate shapes
both in ornamental jewelry and lovely pieces of
bric-a-brac.
A home test for jade may be made by placing

upon one cheek the stone in question and upon
the other something in glass. If the doubtful
stone is the sacred stone of the East, its touch
will sting like ice and even for quite a time after
removal, but if it is merely glass the two cheeks
will have the same mild shock of cold, warming
up very quickly. The results of the amber test,
however, are the reverse, amber being warm upon
the cheek and the glass imitation cold. Amber,
too, when under friction, will act like a magnet,
gathering up bits of tissue paper, and even to the
teeth it has a different feel from glass, more like
a very hard wax.
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Your ring business can be
made to grow like magic if
you sell Q. C. guaranteed rings

What sells a ring? What appeals
to the purchaser and leads to the
exchange of dollars over your
counter for this trinket of gold
and setting? Beauty, and the love
of beauty. Beauty of line, beauty
of design, beauty of stone, added
to the universal fondness for
golden and jeweled ornaments.

That is why Q. C. Rings are the most
rapid sellers on the market to-day. Our
more than two thousand designs include
all that is newest and most popular in the
designer's art. Our settings are selected
stones, carefully chosen for their hand-
some coloring. Our rings are all 10-karat
solid gold and splendidly made, with extra
heavy shanks to prevent breaking. The
new Queen City factory in Buffalo contains
an unequaled force of skilled craftsmen,
who can be depended upon for honest and
finished workmanship on every ring
turned out.

Sell Q. C. Guaranteed Rings and your
store will quickly become known as "the
place in town to buy rings."

The profit is right on Q. C. Guaranteed
Rings. We do not attempt to fix retail
prices, of course, although we shall
advertise two styles of rings as leaders at
prices that will give you a handsome
margin.

Our prices are such that you need not
fear price competition, aside from the
paramount fact that Q. C. Rings sell on
beauty and quality and not on price. The
rings themselves are so much more attrac-
tive that they command higher retail prices
than others which cost you the same. This
gives the Q. C. Ring dealer a twofold
advantage — both arms and armor against
competition.

Q. C. Rings were the first rings with
guaranteed settings ever sold. We origi-
nated this strong selling feature. You
give to each purchaser a written guarantee
to replace any setting (except diamonds)
that may be lost from a ring, no
matter how many years hence it may
be. You have the advantage of this
selling argument. We assume all re-
sponsibility.

QUEEN CITY RING
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Dealers everywhere say our
Exchange Plan is the most liberal
offer ever made to the trade.

We protect you absolutely against slow-
selling stock. We don't know any slow
sellers in our assortment of two thousand
designs, but it may be that in your com-
munity certain designs may not appeal to
the popular taste. In that case we give
YOU the privilege of returning any rings
that you choose and receiving in return
any others that you may select to same
value.

You will acknowledge this to be an
exceptionally liberal offer. You can use
your judgment in selecting stock with
the knowledge that we will protect you
against mistakes. You can thus afford to
take the chance of making a big hit along
certain lines by stocking novelties. You
do not have to play safe.

We help you sell Q. C. Guaranteed
kings after they are in your store. We
, re now planning an advertising campaign
n The Saturday Evening Post, Woman's
Vorld, and other publications, beginning
ieptember 1st, to reach millions of pur-
( hasers, telling them of the great value in
Q. C. Guaranteed Rings. Many of these
vill be in your community, and through

this means they may be made regular
customers at your store.

A ring catalog with your imprint on
the front cover will be furnished you in
quantities for distribution—free. Likewise,
a book on birthstones. We also furnish a
handsome brass sign, a velvet covered
platform for window display, and other
valuable selling helps.

Write to-day for our full proposition
on Q. C. Guaranteed Rings. Nearly 3000
dealers are to-day handling these rings with
great profit and satisfaction, but the com-
pletion of our new and well-equipped
factory has enabled us to supply new
business. In many cases we are able to
offer exclusive agencies, and it ma.y be
that your territory is still open. In that
case, if you fill out and mail the following
coupon at once, we will hold it open until
we can discuss the matter fully with you.
Do it to-day.

CUT OUT HERE

rQUEEN CITY RING MFG. CO., Dept. A

I BUFFALO, NEW YORK
Please send me full details of your proposition on Q. C. Guaranteed
Rings and hold open the exclusive agency in this territory until you
hear from me further.

Name

Address  

MFG. CO., Buffalo, N.Y.



MADE IN GOLD, SILVER AND PLATE

STLWW)S,g, CO.
33-43 GOLD ST. NW YORK
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Rings

Scarf Pins

Hat Pins

Studs

Screw Earrings

Bead Neck Chains

Charms

Neck Chains

Vest Buttons

Collar Buttons

Fob Seals

Silver and Gold
Thimbles

Cameo Goods

Brooches

Fobs

Crosses

Baby Pins

Ring Mountings

Festoons

Emblem Goods

rolp

Pocket Knives

Silver and Gold
Match Boxes

Alberts

Vanity Sets in

Gold and Silver

Gold and Silver
Cigarette Cases

I LBocketlsts

Link Buttons

Veil Pins

Tie Clasps

Locket Rings

Cigar Cutters

Lapel Buttons

Rope Chains

Class Rings

Lorgnette Chains

*.■
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POPULAR PRICES
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N. 590

No. 556

No. 435

No. 427

No. 597

No. 502

No. 552

No. 704

No. 587

No. 591

No, 505

No. 414

No. 598

No. 542

No. 570

N 412

No. 585

No. 566

N. 404

See our catalog for the only complete line of

Bronze, Silver, Gold-Filled and Solid Gold Medals

45, 47 & 49 John St.
New York

(Struck for fine steel dies)

WENDELL & COMPANY
Two Factories

No, 555

No. 407

256, 258 & 260 Madison St.
Chicago
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The <NM> Guaranteed Scientific White Sapphires
In these stones we offer to the trade the nearest approach to genuine diamonds ever pro-

duced. They are very brilliant, perfectly cut and extremely hard; they retain their high polish

indefinitely and will not scratch, chip or break with the most severe wear.
They satisfy the demand made by a class of buyers who cannot afford genuine diamonds

but who desire and are willing to pay for something better than ordinary white stones.
Every stone is carefully inspected and only the perfect ones are supplied to the retail trade in individual papers

with guarantee engraved thereon, which eliminates the possibility of a jeweler unwittingly purchasing or selling a

white topaz, crystalline or imitation stone as a scientific sapphire.
An Engraved Certificate is sent with each mounted white sapphire.
They will help you sell the stones at a generous profit.

Asm 
all investment in a few loose stones will result in many very satisfactory sales together with the mountings

for them. 
Selections sent on request.
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Faollmile of certificate accompanying each mounted stone. The article and name of Jeweler are written on blank lines.

SIZES OF qr. GUARANTEED

SCIENTIFIC WHITE SAPPHIRES
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Wendell & Company
IMPORTERS

47 John St.
NEW YORK

256 Madison St.
CHICAGO
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EACH PIECE POSSESSING THE /ESTHETIC CHARM OF NATURE'S GARDEN

4i?

Pflkff
0 Fleur.de.l.a, bloom on, end la the

Met
Linger to kla thy Mal

flowa of song, bloom on, end
make forever

The world more fair ad sweet.
,—Longfellow.

Indulgent Cats knew my worth,
And to thorn the teeming earth,

She bade the poppy rise.
—Cowley.

yes, rich as moth, a many • hue,
When the flushing clouds

through darkness Elikt,
The Wises petals shine in dew
All beautiful, but no alike.

—Montgomery.

Lo! In the corner yonder.
There's a gleem of white end gold—
The gold of summer sunshine,
The white of win er cold.
AM laden with spicy odors
The Autumn brenes come
From the nooks and corners brightened
By the brave chrysonthemum.

—Rexford.

No. 968

No. 966

SNAP STYLE ORIGINALITY
ITS POPULARITY IS ESTABLISHED

SIXTY attractive and useful articles decorated in
GENUINE HAND ENGRAVING.

SIXTY distinctive and original designs embodying
five of NATURE'S daintiest creations.

SIXTY numbers of popular-priced novelties, artistic
in conception, excellent in quality and finish.

SIXTY PAYING PROPOSITIONS.

N. 916

No. 908

Send for two-color folder from any
Boston, Mass. . • . Nelson H. Brown
Buffalo, N. Y. . • . King & Eisele
Chicago, III. . . • Norris, Alister 8:Co.
Chicago, III. . . • . C. H. Knights-Thearle Co.
Cincinnati, Ohio . . The Oskamp Nolting Co.
Cleveland, Ohio . . The Bowler & Burdick Co.
Detroit, Mich. . • • The Chas. A. Berkey Co.
Indianapolis, Ind. . The Baldwin-Miller Co.
Kansas City, Mo. • Woodstock-Hoefer Watch &Jewelry Co.

No. 886

one of the following distributers:
Minneapolis, Minn. . . F. L. Bosworth Co.
Minneapolis, Minn. . . Reed-Bennett Co.
Omaha Nebr. . . . Seaber Bruce & Bedford, Inc.
Philadelphia, Pa. . . . F. H. dhapman
Pittsburgh Pa. . . . S. Davis 8t Co.
Salt Lake ity, Utah . Weil Jewelry Co.
San Francisco, Cal. . Edward H. Forestier
Toronto, Ont The Goldsmiths Stock Co Ltd
Utica, N. Y.  Abelson & Liberman

No. 88%

No. 912 No. 422 No. P9:3
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Figuring Profits on Sales

THE KEYSTONE

Many Failures Due to Inability of Me
rchants

to Estimate Properly the Relation

of Expense to Income

There is a right and a wrong way to

figure profits on sales, and the difference

between them explains the reason for failure

of many merchants whose affairs have gone

from bad to worse until they have become

hopelessly tangled where they were ap-

parently doing a good and profitable busi-

ness, says The General Store.

It is an old and trite saying that two and

two equal four, and this can readily be

proved correct, but there are times when

the opposite would seem to be the case

when applied to the matter of percentage.

However, it still holds good that figures do

not lie, and apparent untruths in their re-

sults are traceable to some underlying error.

One of the most important things for a

merchant to consider is whether he has, in

the first place, added more to the expense

account anything that belongs there. He

will not forget his rent, or the salaries of

his employees, nor will he fail to add light,

heat and the cost of maintaining his horse.

But has he figured in something for wear

and tear on his equipment, for things will

not last forever when in daily use, and,

more important, for more often neglected,

has he taken account of his own salary?

He must have his living and it should be

reckoned the same as the wages of any one

one in his employ.

Suppose, for example, he does business

for one year, and finds at the end of that

time he has sold goods to the amount of

$20,000. Then if he has faithfully kept his

books he can cast up his expense account

something like this:

Rent  $600.00

Salary for self 1,200.00

Employees' wages t,too.00

Advertising . 230.00

Heat and light 200.00

Wear and tear on fixtures 50.00

Horse  300.00

Miscellaneous expenses 300.00

Total $4,000.00

If you sold in the year goods to the

amount of $20,000, and it cost you $4000

to do so, it is clear at once that your ex-

penses were 20 per cent. of the gross

amount of your sales. Bear this particu-

larly in mind—this percentage is figured on

the gross amount of the sales, and not on

the cost price of the goods.

Faulty profit figuring consists, in the first

place, in taking the cost price of the goods

to be sold, adding to it the percentage of

expense figured on sales plus the amount

of profit wanted and expecting to realize

the desired percentage.

For example, suppose your cost of doing

business is 20 per cent. and you purchase a

hundred dollars' worth of some line you

wish to use as a leader, and are willing to

sell at cost. You add to the hundred dol-

lars twenty dollars, selling for $120, and

think you break even. But you do not.

You lose 5 per cent. Why? Because that

20 per cent. must be figured on selling and

not on cost price. You should have added

$25, selling for $125, and the $25 you re-

ceived above the $100 of cost would equal

just 20 per cent. of the $125 for which you

sold the goods.

Now then, suppose you desire to start the

year right, having determined to make

your store pay a gross profit of io per cent.

You have found that you must add 25 per

cent. to cost price to come out without loss,

so with the first hundred dollars' worth of

goods you have to price you add $25 for

cost of doing business, and then add io per

cent. of this, or $12.50, and sell the lot for

$137.50. Do you make your io per cent.?

Surely not. Deducting 20 per cent. of

$237.50, the gross selling amount, which is

$27.50, you have left $110, or $10 more

than the first cost of the goods, and this is

but little more than 7 per cent. of the

$137.50, the amount for which you sold the

stock.
From this you find that you must add

more than 3772 per cent. to the original

cost, so you try a little more, and make it

40 per cent., thinking this is surely enough,

and again you fall short, for forty per cent.

added to the first cost yields a trifle under

9 per cent. of profit. So you go a little

farther, and discover finally that where cost

of doing business is 20 per cent. and de-

sired profit is io per cent. there must be

added to the lay-down cost of goods sold

43 per cent. This is easily figured. Cost

of goods, Sioo; add 43 per cent. and you

sell for $243 ; deduct 20 per cent. of selling

amount, or $28.6o, and you have left

$114.00, or $14.40 more than first cost, and

this is a trifle more than io per cent. of

selling figures.

Bear this in mind thus: Cost of doing

business, 20 per cent.; desired gross profit,

10 per cent.; add 43 per cent. to cost of

goods laid down at your store. Fifty per

cent. added to cost price will yield a gross

profit of 13 per cent.

If cost of doing business is only 15 per

cent. then 33 1/3 per cent. added to cost

price will yield io per cent. gross profit,
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and 43 per cent. added will yield 15 per

cent. gross profit.
If cost of doing business is 18 per cent.

40 per cent. added to cost price will yield

10 per cent., and 43 per cent. added will

yield 12 per cent. gross profit.
The explanation given here will explain

the principle, however, and any merchant

can go ahead and figure out for himself

what he will have to add to make the profit

he desires. The whole thing lies in figuring

from the selling amount and not from the

cost. It is on the business you do, or the

sales you make, in other words, that your

profit is to be made, and not on the price

you pay for goods which are yet to be sold.

Practical Window Display

Window displays must be opportune to

draw their best. So must any advertising.

Proper attention must be paid to making

the display fit the time and the events of the

day or week. Catch the spirit of the public

in regard to any passing fancy or occasion.
As one of the very best methods of ad-

vertising, window display cannot be ex-

pected to be absolutely 'free from expense

of any kind. Many storekeepers, especially

smaller ones, think that, any money spent

in getting up a window exhibit is just that

much thrown away. Unless the sum spent

is out of all proportion it is the best kind of

advertising investment. It brings results

right away, real, tangible results. You can

stand inside and see the possible customer

halted by the sight of the attractive window

and then watch the turning of her steps to-

ward the door.

Window advertising should be as sys-

tematic and thorough as any other kind.

There must be no slip-shod work. You are

putting yourself and your store on record

when you get a window exhibit. You are

placing your work and your goods right out

in the limelight where every defect, if there

is one, will show at its full value. See that

you are at your best as seen in the window

display.
Window advertising ought to follow the

printed advertising of the store and gener-

ally should supplement it. If you show in

the windows the goods advertised in the

newspapers you add a great deal of the

value of the paper advertising and detract

nothing from the window advertising.

Showing the goods is what sells them and

when you have made people think of certain

goods by talking about them in the papers,

you have the chance to make them look at

them in the window and show how the

goods themselves compare with the stories

you have told about them.—Brains.
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Unique Advertising Scheme of an
Indiana Jeweler

One of the most interesting and not the least
instructive papers read before the convention of
the Indiana Retail Jewelers' Association last
month was devoted to a description of an adver-
tising scheme which has been used for a number
of years by Al. H. Beer, of Versailles, Ind. The
original scheme has been developed year by year
until its fame has spread far beyond Versailles.
Mr. Beer's paper was in part as follows:

It stands to reason that the same kind of adver-
tising all over our country would not be the
proper idea. I find that in my locality it is well
to interest the farmer, therefore I had to get at
something that would interest the farmer and at
the same time to interest the citizens in general.
.■t first I thought that it would be well to give
a good gold-filled watch for something that was
raised on the farm. I thought that apples would
be a good fruit to give the prize for, and after
revolving the idea through my mind for a long
time I came to the conclusion that apples were too
small. Next I thought of the watermelon, but
unfortunately, there are not many raised in our
county. I gave up that idea; then I thought the
only thing that would be the most unusual and
most appropriate product was the time-honored
and poetically spoken of "pumpkin." That article
was just what I wanted. The more I thought of
it the better I was satisfied that the pumpkin
would be the main issue. In the early spring of
1899 I wrote my copy for an ad. and took it to
the printer and run it four weeks, stating that I
would give prizes on pumpkins as follows : A
gent's gold-filled watch for the heaviest pumpkin;
a fine parlor clock for the second heaviest ; a set
of triple plated tablespoons for the third, and a
set of teaspoons for the fourth prize.
The farmers all took a deep interest at once,

and they sent to the seed houses and obtained
seed. After the pumpkins were growing they
would come in and report the progress. I saw at
once that it was to be a success. In the mean-
time I would mention the fact through the paper
that October 74, 1899, would be Beer's Big Pump-
kin Show. Six or seven weeks before the day set

put in a half page ad. in our papers, telling
about the prizes and a few of our specialties we
had for sale and invited the farmers to be sure
and bring the little ones. My idea is to interest
the children, for I find that they are the best ad-
vertising medium we have, for when they see
anything they are not accustomed to they are
always talking about it.
The morning of the first pumpkin show is at

hand. The weather is beautiful. I took my
decorations, flags, bunting, etc., and decorated the
front of my store. I was not encouraged very
much by a few of my folks, but I stuck to it.
I said, "I will do my part, and if the people do
not do theirs it will be no fault of mine." After
the decorations were up the pumpkins began corn-
ing in very lively. At 2 o'clock we had a grapho-
phone on the sidewalk, my son operating it (the
graphophone was something very novel then).
I he. crowd that gathered in front of my place of
business was so dense that it was impossible for
Tile to get back into my store after getting out in
the crowd, excepting by the way of the back door.
I- always have a picture of the crowd taken on
these days when the weather permits. The one
idea is to get the people to talking. In the after-
noon, when the crowd was the densest, an old
gentleman in the crowd said, "I don't see how
Beer will ever make anything out of them 'ere
pumpkins. A good, big wagon load can be bought
for fifty cents. I guess he will sell the seed."
That put an idea in my mind, so between the tunes
of the graphophone music I mounted a box and
told them that next year we would have another
Pumpkin show, and that all those wanting seed
should call at my store after I had cut the pump-
kins and get their seed gratis. There was a great
noise at that time, some saying, "All right, old
man," and others whistling and clapping hands.
When the crowd was gone and everything set-

tled down we took all the pumpkins into my store
and they filled it nearly full. When my friends
were all congratulating me on my success one of
our business men whispered in my ear and said,
Next year I'll give you $50 for my share of your

expenses." Before the next pumpkin show took
place we had buried my friend. I do not want
you to understand that the offer of the $50 killed
him—the poor fellow died of inflammatory rheu-
matism.
The next pumpkin show was quite a success,

and the crowd was much larger than at the first
show. I want to say that the crowds are always
in good humor and well behaved. The youngsters
always mingle together and have the time of their
lives. They always say, "Yes, that was what I
learned or saw at Beer's Big Pumpkin Show."
At the third pumpkin show there was an old

gentleman who had been visiting out in Kansas
and hacl react of my pumpkin show of that year.
He came home in time to attend the big pumpkin
show and brought with him a very large pump-
kin, which carried away the gold-filled watch.
Of course there was a loud kick put up by the
fellow that had the next heaviest pumpkin. He
said, "I thought that your prizes were offered for
the pumpkins raised in our own county." It flit-
ted through my mind that he was correct, but I
said, "My good friend, you do not know what is
good for you ; the seeds of this pumpkin are worth
$too to me, and the good Lord only knows how
much more to the county; for you see I am giving
all the seed out to all you farmers, and don't you
see the point? We have a good starter for the
big fellows that will take two men to load into
your wagon." And the next year proved that
what I said was true. So the pumpkin shows pro-
gressed from year to year until now Beer's Big
Annual Pumpkin Show is looked forward to with
as much glee, if not more, than is the county fair.
We, in our city, will not permit any fakirs at all.
One little thing happened worth mentioning. I

always have the city council to grant me the use
of the whole public square in front of my store.
The street was packed with people on this occa-
sion. When a man wanted to drive through the
crowd the city marshal told him that he would
have to go around the other way, which was not
out of his way at all. He kicked very strenuously,
but all to no avail. He had to go around the
other way. The next day I saw his son and told
him that everything was a success with the pump-
kin show, but I much regretted the way his father
had acted. The son was also present at the pump-
kin show day. He said, "Well, Alf, I would not
mind that, the durned fool has no more sense
than that."
I do not have the same attractions every year.

The year of r9o5 I had an oratorical contest. It
rained a little just about the time for the contest,
and I saw our county sheriff and he kindly hande,d
me the court-room keys and told me to go ahead
with the show. I told the crowd through a mega-
phone that the contest would take place at once in
the court-room. The room was crowded to over-
flowing. There were three girls and three boys
that took part in the contest. The first prize was
$5, second prize $3, and the third prize $2. I never
gave any cash prizes after that for this reason :
If you give cash prizes the money is soon spent
and your advertising stops as soon as the money
is gone. On the other hand, if you give a watch,
clock, silverware, cut-glass or something of that
kind, even if you have to buy. a fine lamp from
one .of your dealers, it advertises while in your
show window before it is given, and after that,
as long as it is used.
On the eighth year the other merchants of the

town came to my assistance. They hired the band
that year. The next year each merchant gave
prizes on a product of his own selection. Beer
held on to the pumpkins. One of the finest dis-
plays can be made with corn. Several of our
neighboring towns now give pumpkin shows, pro-
duct carnivals, street fairs and other shows—ill
copied from my pumpkin show. I always attend
all the carnivals I can and get pointers.
The pumpkin show business is getting to be one

of the main features of our county. The mer-
chants all join together and we allow no rigs on
the public square. The last three years we have
had special police hired by the city to look out
for the safety of the crowds and to maintain
order, etc.
There have been many happy marriages con-

stimmated between couples that met at one of our
pumpkin shows. I have sold many wedding rings
as a result. The winner of the first prize in the
1905 oratorical contest also won the love of my
oldest son, who is now a partner in my business.
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Retailing as a Retailer Sees It
Some excellent advice for the trade generally

was given by Walter H. Mellor, of Michigan City,
Indiana, in an address before the annual conven-
tion of the Indiana Retail Jewelers' Association.
In the course of his speech Mr. Mellor said:

Retail jewelers are getting wise. We are join-
ing the local, State and national associations.
Manufacturers are commencing to take notice and
we will soon be getting what you and I have so
long looked forward to, the solution of the great
problems that now confront us : the parcels post,
mail-order houses, installment houses, department
stores, fake auctions, fraudulent advertising, ped-
dlers, etc. Why? Because of the strength of our
organizations we will be able to assist in framing
a parcels post law satisfactory to you and me,
compel manufacturers to make honest goods and
sell them only through legitimate channels.

I believe in the "money back guarantee"; it will
aid you in making larger sales because your cus-
tomers feel that you are protecting them. By
"money back guarantee" I mean money back if
the customer is dissatisfied, or gives no reason
at all. But do not return the money in a way
that defeats the whole purpose of the scheme, by
making your customer more dissatisfied than if
you had refused to return the money. Remember
some people are impressed by the appearance of
liberality, and many are won over by its practice.
Don't pretend. Be liberal, and the results will
take care of themselves.

Display your goods to the best advantage your
store room will permit. Do not keep your ster-
ling spoons in the safe, because you instill a fear
in every customer who comes in to purchase that
articles kept in that way are too valuable to have
about for regular use.
You go into your neighbor's home; you had ele-

gant rugs upon his floors for you to walk upon
and grind the dirt of the street into; the rooms
are furnished with elegant mahogany furniture.
In the dining-room the table is set with the finest
of linen and elegant imported china, but his
knives, forks, spoons, etc., are of the cheapest
manufacture. Do you think this was made pos-
sible by any other means than education?

All lines of trade are now telling the people
through all possible channels of publicity the good
points of their wares, and the average American
home shows the results. The day of quality will
soon be with us, and will you meet the demand?

I am of the opinion that buying is one of the
principal reasons of success, that is the buying of
your goods at the best possible price, but never
to the detriment of quality. Always maintain the
best quality possible and encourage the manufac-
ture of the very best at all times.

Concentrate your buying to the least number of
firms possible. Some day the money market might
take a flurry, and if you owe Tom Dick and
Harry you are liable to be caught in the squall.
In my experience the best prices are to be had

from those with whom you are the most liberal
in your buying.
In the marking of stock I have found a most

satisfactory method. I use a figure in place of
the dollar sign. The figure represents the year the
article was purchased. I place a period between
the first two figures if bought during the first
three months of the year ; a period between the
second and third figures if bought during the sec-
ond quarter, and so on. When one of my em-
ployees offers an article for sale he knows at once
how long it has been in stock. This you will find
to be a most excellent system to keep your stock
fresh and up to date. And if you have occasion
to refer to an invoice of price of goods marked
in this manner it will prove to be a great help
in finding the desired information.
Have your stock clean. See that the cards are

not soiled and that your prices are marked in
plain figures. It makes your customer feel at
home and that you have one price to all. That
is the only way you can ever succeed. Sliding
scale prices will do you more harm than you can
imagine, for some day you will charge your
friend and best customer a greater price than
some one who has made but one purchase. They
will get together, compare prices, and you lose in
friendship and trade and will get a lot of unde-
sirable advertising, not cheap.
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New England

Miss Carmelita Shreve, daughter of 
Major and

I rs. P. Shreve, Brookline, was
 married April

qh to George Gifford Symes, of 
Denver. The

ride's father, Major Shreve, is a m
ember of the

rm of Shreve, Crump & Low, 
jewelers, West

treet. The ceremony, attended by a large 
and

ishionable gathering from Brookline
 and Bos-

Ln, including members of the tr
ade, took place

II All Saints' Episcopal Church,
 Beacon Street,

trookline. The rector, Rev. Daniel 
Delaney Ad-

lison, officiated, assisted by the Rev. 
Louis Shreve

Osborne, of Holy Trinity Church, 
Newark, N. J.,

L cousin of the bride. The bride's 
only attendant

was her twin sister, Miss Wilhelmina Shreve.

l'he best man was J. Foster Symes,
 of Denver, a

brother of the bridegroom. After the ceremony

;L reception was held at flie home of Major

Shreve, 1755 Beacon Street. Mr. a
nd Mrs. Syms

left for a tour of the South and l
ater will go to

Denver, where they will make their 
home.

J. J. Kingsley, of City Hall A
venue, Boston,

expects to open a summer store 
this season, as

usual, at Bar Harbor, Maine.

Dana Redmond, son of James R
edmond, of

Springfield, Mass., is now with McKenni
e Jewelry

Co., of Portland, Maine, as a general
 salesman.

L. S. Smith, Beverly, at 142 Cabot 
Street, has

acquired the store next door, which is 
being al-

tered to suit his requirements, as wel
l as a suite

of rooms upstairs, which he will use
 as a work-

shop.
Ira Linnell, connected with the Smith

-Patter-

son Co.'s factory, is now convalescen
t after suf-

fering from the injuries he received a f
ew weeks

ago when he was knocked down by 
a train at a

Dorchester station. Mr. Linnell received a frac-

tured skull and such severe injuries to
 his right

hand that it had to be amputated. He is 
still an

inmate of the Boston City Hospital.

Several changes have been made in the 
jewelry

department of the Jordan Marsh Co. 
L. F.

LaPointe, formerly with the Stowell Co.,
 Winter

Street, Boston, has been put in charge 
of the

jewelry; Walter J. Brooks has been ma
de buyer

of silverware, and W. E. Titus has tak
en charge

of the optical department.

A. S. Hirschberg, of the Jewelers' Buil
ding,

left New York on the Lapland recently for
 an ex-

tended business trip to Europe, where he
 will

make considerable purchases of diamonds and

jewelry in Paris, London, Vienna, Berlin, 
Ant-

werp and Amsterdam. He will be away for 
some

iss

time. During his absence William E. Knight,

Mr. Hirschberg's New England representative,

will take charge of the Boston end of the 
busi-

ness.
George Markham, for many years an employ

ee

of the Seth Thomas Clock Co., died in Water
-

bury, Conn., recently.

Lothar A. Vongrave, well known in Walli
ng-

ford, Conn., and for many years a jewelry d
e-

signer, died at that place recently.

Some of the buyers that were recently in
 Bos-

ton were: L. R. Hapgood, Orange; A. E. Pe
ro,

Worcester; Capt. C. W. Wilcox, Milford; E
. F.

Welsh, Westboro ; J. H. Connor, E. A. Doyle, N.
 C.

Squire and W. F. Newhall, Lynn ; C. B. Du
cks-

worth, Providence; A. P. Lundborg, Worcester;

George A. Antonas, Lowell; G. E. Seavy, Have
r-

hill ; P. F. Eneally, Lawrence; A. F. Loyen,

North Abington ; H. S. Hewitt, Brockton; W. W.

Cook, Natick; C. F. Pettingill, Quincy; G. H.
Wood, Lowell; Thomas Addison, Chelsea ; W. 

H.

Barker, Fall River; John A. Williams, Can
ton;

F. E. Scales, Winchester; H. E. Bellows, Stone-

ham; E. S. Brooks, Palmer; F. L. Bossett, Ware,

Mass.; W. C. Carpenter, Plaistow, A. Saltmars
h,
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Concord; W. I. Hatch, Lancaster; C. W. 
Hatch,

Claremont, N. H.

The Holmes & Edwards Silver Co., Bri
dgeport,

Conn. local factory of the International Silv
er

Co., has been awarded the contract for 
supplying

the silverware for the new Hotel Taft 
at that

place. The local factory will make the 
flatware

and the hollowware will be made at the
 Meriden

factory.
E. F. Fuson, of Manchester, N. H., was a 

recent

visitor in Boston, Mass.

S. H. Green & Co. have opened a new 
store at

231 Bowdoin Street, Dorchester, Mass., where

they will do expert watch work and je
welry re-

pairing; also carry a complete line of jew
elry.

Cards reached Boston friends in the trad
e re-

cently announcing the wedding of J. H. 
Gammon,

Ft. Kemp, Maine.

C. S. Ramsdell, Lynn, is having his st
ore re-

modeled, the changes making much imp
rovement

in the appearance of the place.

Fred R. Thurber, salesman for the Smith,
 Pat-

terson Co., who has been away from his ac-

customed place for five weeks, is able to
 return

to business, much improved in health.

Frank W. B. Pratt will soon have his 
yacht

Idyl in commission for the 1911 seaso
n. It has

been overhauled recently and he is p
lanning a

North Shore cruise to his summer home in

Maine.
Henry L. Reynolds, of the Smith, Patt

erson

Co., who has as his department the ret
ail watch

and clock section, returned to busines
s recently

after being out with an attack of quinsy.

Geo. E. Tebbets, who had been with C. A
. W.

Crosby & Son for thirty years, retired 
from the

jewelry line with the closing of the old 
Crosby

store. He goes to Philadelphia to open for

Page & Shaw, of Boston, a new branch 
confec-

tionery store in that city.

Clockmakers and watchmakers in the Bost
on

trade are organizing for the baseball seas
on and

some close games between the opposing te
ams are

in prospect. M. Goddard, of Nelson H. B
rown's

clock house, is promoting the arrangements
 for

the coming contests.
John H. Addison, of Addison Bros., Che

lsea,

who has been laid up since the middle of 
March,

was able to be about recently and made h
is first

visit to Boston since his illness. Thomas A
ddison

has gone on his annual spring vacation tri
p to his

camp at Small Point, Maine.

P. Hanley, representing Walter B. Snow
 with

the Poole Silver Co.'s line, who recently was

laid up with a broken wrist, is able to resum
e his

trips in New England territory. Foster Blakely,

who also carries the Poole samples fro
m Mr.

Snow's headquarters, has been on a northern 
New

England trip.
Charles H. Crump, of the Shreve, Crum

p &

Low Co., and Mrs. Crump, with R. Stanl
ey San-

derson, head of the retail departments sa
iled re-

cently on the Mediterranean trip of the Rom
anic

from this port. Mr. Crump and Mr. Sanderson

will make a buying tour of the principa
l cities

of the Continent, the latter being away ab
out two

months, while Mr. and Mrs. Crump are to
 remain

abroad a somewhat longer period.

The Boston Jewelers' Association, at its meet-

ing recently, made plans for the annual o
uting

of the members, to take place in June. Pres
ident

S. W. Sharmatz and four other members o
f the

association are the committee of arrangements

and will report at the May meeting, sugge
sting

time and place for the trip. It is probable that

the popular Ferncroft Inn, now nearly 
rebuilt

and preparing to open for the 1911 season,
 is to

be the Mecca of their pilgrimage.

S. A. W. Crosby & Son closed their cleara
nce

sale April 29th and have vacated their store, 
re-

moving for the present to Rooms 603, 604 and 6
o5

in the Blake Building, directly opposite the o
ld

structure, which has stood at the corner of

Washington and Avon Streets for a long peri
od.

The Crosby building will be razed and Mr.

Crosby has plans for a handsome new structu
re

to replace it. He takes with him to his new

quarters Messrs. Wyman and McCrea, of
 the

watchmaking department; Edward H. Faxon,

salesman; Misses Crosby, Robinson and

McCarthy, of the bookkeeping department;
 Ed-

ward Regan and Kenneth Ringer.
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William I. Main has been making renovati
ons

and improvements, including the installati
on of

a large safe, in his retail jewelry store at W
ake-

field, R. I.
The contract for the plated ware for the n

ew

Vanderbilt Hotel, at Park Avenue and Th
irty-

fourth Street, New York, has been awarde
d to

the Gorham Mfg. Co., of Providence, R. 
I.

In an attempt to enter the jewelry store of 
W.

Brown, in Lynn, Mass., burglars opened a
 part

of the flooring of the second floor of the buil
ding,

only to discover that the aperture led i
nto the

furnishing store of Morris Roberts. It is prob-

able that the burglars were frightened a
way be-

fore they could make another attempt to ente
r the

jewelry store. Nothing was taken from the

Roberts establishment.

The New England Watchmakers' Club recen
tly

heard a special lecture at the Franklin Un
ion,

Berkley Street, Boston. H. E. Duncan, on
e of

the representatives of the Waltham Watch
 Co.,

gave the lecture, which was enjoyed imm
ensely

by all who attended. The lecture was to sho
w the

construction of a watch and the interesting

processes of manufacture in a large watch
 fac-

tory.
Morris A. Cohen, the salesman for Frank B.

Phinney who was beaten during an attempt 
to

rob him, over a week ago, has recovered 
suffi-

ciently to leave the hospital. The police have

made an arrest in connection with the case t
aking

into custody a suspect who appeared on the 
scene

after the occurrence and was about to re
move

a suit case from the apartment.

Mayor Fitzgerald has under consideration plans

for extending Hamilton Place, Boston, which

abuts on Tremont Street, through to Washin
gton

Street. The carrying out of this plan wo
uld in-

volve cutting away part of the Marlboro B
uild-

ing, fronting on Washington Street, in which a
re

located the stores of Harwood Bros., wh
olesale

jewelers and opticians; Charles May & Son
, and

The Globe Optical Co.

Alanson Bigelow, Jr., Bigelow, Kennard & Co.
,

who has just returned from abroad, made so
me

particularly noteworthy selections of English

silverware while he was away and some o
f the

articles in other lines, together with some of t
he

fine silyer, arrived before his return. These im-

portations are shown chiefly at the New 
Back

Bay store of the firm on Boylston Street.

C. W. Sweetland & Son furnished the sil
ver

trophies awarded as prizes at the Charity H
orse

Show in the Arena Building in Boston last

Thursday and Friday, nearly too in number.

Among the cups was one presented as a sp
ecial

by the twin daughters of Governor Foss. 
The

concern also provided the cups for the Met
ropoli-

tan Horse Show that took place on the Ch
arles

River Speedway. Herbert A. Miller, formerly

with C. A. Crosby & Son, is now with the
 Jordan

Marsh Co., in the jewelry department.

Charles W. Fuller has returned to his ho
me

in Pawtucket after a serious illness of 
typhoid

fever in Chicago. He has been recupera
ting in

the South with his father during the last few

weeks.
Miss Grace C. McLeish, for several years 

em-

ployed as a saleswoman at Herrman's, a
t New-

port, has severed her connection with th
at firm

and is to open a retail jewelry store in th
e New-

ton Building, Newport.

The Boyce Jewelry Co. has recently o
pened

quarters in the Paddock Building, Ro
om so&

I. Alberts, of the Jewelers' Building, wil
l sail

for Europe June 21st, being booked for 
passage

on the Lusitania.
Bernard Pol, a Bangor jeweler, did not get

burned out at his place of business, but his

residence was in the path of the fire a
nd was

destroyed.
One of the finest collections of rowing

 prizes,

silver cups and trophies in New Eng
land was

destroyed in the Riverside Boat Club fire at

Cambridge May 1st.

Henry Cowan, of Boston, who recently re-

turned from a trip South and West, s
topped in

Chicago to be present at the marriage of 
his

daughter, which took place April 30, 19
11.

The E. Howard Clock Co. has just 
installed

a new timepiece tower clock on the 
Dartmouth

College gymnasium at Hanover, N. H.
 It is of
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the skeleton dial type, with a 6-foot outer and
3-foot inner diameter. It was presented to the
college by the class of 19o7.
N. G. Wood & Sons, of 127 Tremont Street,

will be obliged to remove this month to new
quarters. The building in which they are located
has changed ownership and is to be remodeled
for the purchaser's occupancy. Notice to vacate
by June 1st has been given and the firm is ne-
gotiating for a lease elsewhere.
The question of charging private interests a

license fee for a permit to place a sign, lamp or
clock on a public thoroughfare having arisen, by
inquiry of the Mayor of Boston, the Finance
Commission states in reply that under the new
charter there is no warrant for such a fee. In
other words, the Mayor and City Council may
grant a permit to persons or firms to locate a
sign or post clock in front of their premises, but
have no right to charge anything for the privi-
lege.
The May meeting of the New England Watch-

makers' Club was held recently at the Franklin
Union.
Edmund H. Hurst, formerly vice-president of

the Nathan & Hurst Co., of the Jewelers' Build-
ing, has resigned that position and severed his
connection with the concern to form the Edmund
H. Hurst Co. The new company has taken Room
56 in the Jewelers' Building and will carry a gen-
eral line of diamonds and jewelry. The Nathan
Hurst Co., for the present at least, will retain its
corporation name.
E. P. Perry, formerly with John P. Farrington,

of Kingston, Mass., has taken a position in the
retail watch department of the Smith-Patterson
Co.
In the show window of A. G. Mansur's jewelry

store, in Burlington, Vt., there is on exhibition
a handsome silver platter which will be presented
to Commodore Joseph C. Sibley by the Lake
Champlain Yacht Club. The platter is of plain
design and is engraved "i9o9—Commodore Sib-
ley-191o," the numerals being above and below
the name. Mr. Sibley is reported at the present
time to be seriously ill at his home in Pennsyl-
vania.
David J. Dannahy & Co., of 418 Washington

Street, who are in the list of those forced to
vacate on the easterly side of the thoroughfare,
where the Filene structure is going up next fall,
have lost no time in selecting new quarters. They
will remove to Room 36 in the Jewelers' Build-
ing, recently vacated by the Hub Comb Co., which
has gone to 835 Washington Street, Boston.
Miss Harriett Teele, an employee of the Smith-

Patterson Co., sustained a painful sprain recently
by the catching of the heel of her shoe in an
obstruction at the store. She has been away about
three weeks but expects to return shortly. John
Blaisdell, formerly with the same house, has
taken the position with George E. Homer as
head watchmaker, relinquished by Mr. Clark,
who has gone West.
Boylston Street merchants, including several

jewelers and opticians, a number of china and
glass concerns and dealers in art novelties,
domestic and imported, are much elated over the
recent report of the railroad and transit boards
favoring a subway in that thoroughfare. A
large majority of the storekeepers some months
ago organized an association for the purpose of
advocating this move and made an energetic cam-
paign at hearings given on the subject.
The Boston Jewelers' Club has decided to have

its mid-year outing June 6th and will go by auto-
mobile to the rebuilt Ferncroft Inn at Middleton,
Mass., one of the most popular hostelries for out-
ing parties in eastern Massachusetts. Vice-presi-
dent Frank S. Sherry, who heads the committee
of arrangements, is assured of a big gathering of
the members, the date having been set early in the
summer before many of the jewelers get away
on their annual vacations.
The May dancing party held recently by the

Maximus Club, composed of employees of the
Smith-Patterson Co., was a decided success, up-
ward of fifty couples being present. Edwin
Lyons, president of the club, was floor director,
and William R. Tuttle, secretary, was assistant
director.
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Foster Tabb, a salesman in the gold goods de-
partment of the Smith-Patterson Co., who was
operated upon for appendicitis and has been out
from business for about ten weeks, returned May
1st, much improved in health.
Joseph Emanuels, watchmaker in the Washing-

ton Building, recently returned from his journey
to Paramaribo, Dutch Guiana, whither he went
in midwinter to visit his parents and renew old
acquaintances in his native city, having had a
most enjoyable outing.
Walter Camp, president of the New Haven

Clock Co., New Haven, Conn., was elected presi-
dent of the council of moo of the Civic Feder-
ation, succeeding Dean Henry Wade Rogers, who
refused to accept the election.
John Tredennick, purchasing agent with the

Parker Co., Meriden, Conn., recently purchased
building lots in Bradley Park, Meriden.
The store of Harry Goldstein, Waterbury,

Conn., was robbed recently when a thief reached
in his show window and stole a diamond ring
valued at $200. The loss was not discovered until
some time later.

Nearly $300 worth of watches and jewelry were
stolen recently from the Guarantee Watch Co.,
405 State Street, New Haven Conn. Entrance
was gained by forcing the rear door. The ar-
ticles taken include twenty-seven watches, a num-
ber of watch chains, two dozen gold bracelets
and a quantity of other miscellaneous articles of
jewelry. The robbery was discovered when the
store was opened by one of the clerks. A quan-
tity of valuable jewelry was in the safe, but this
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his business on account of poor health. Mr,
Vickery will endeavor to regain his health by
spending much time out of doors.
Mr. Kelly, of Yarmouth, Nova Scotia, was a

recent visitor in Boston calling on the trade.

A Burglars' Congress
When the Russian secret police arrested two

famous burglars of Odessa some years ago, and
seized their papers, there was nipped in the bud
what would have been the most unique interna-
tional congress ever projected; nothing less than
a representative gathering, to be held in Vienna,
of the burglars of the world. Among the docu-
ments captured were lists of proposed delegates,
draft letters of invitation, and a complete pro.
gramme of the congress. Among the interesting
subjects on which papers were to be read and
discussion had were: "The Use of Explosives as
Compared with Electrical Appliances in the Open-
ing of Safes," "Methods of Concealment in In-
habited Houses," "The New Skeleton Key,"
"New Forms of Locks," "A Noiseless File," etc.

This was unquestionably the most elaborate
attempt ever made to raise burglary to the status
of a profession. Nor was there involved in the
plan so much danger as might at first appear;
had the congress been convened it is doubtful if
the police could have done more than disperse
it as a "disorderly gathering;" in every civilized
country prosecution must be for a specific viola-
tion of the law, and the mere assembling of the
burglars would have constituted no crime. A

was not tampered with. The articles taken had congress of mechanics or police officers might
been left on display in the windows and show discuss the matters mentioned in the burglars'
cases. programme. Policy and not necessity requires
C. 0. Holt, of Lewiston, Maine, has moved that the gentlemanly burglar keep his identity

into new and larger offices a few doors above his from the police and the public.
former location. The new store is newly fur- The professional criminals of Berlin publish a
nished throughout. monthly paper, which, despite some scores of

confiscations by the police, appears regularly,C. W. Clough, of 13 High Street, Pawtucket, though the editorial and printing offices areR. I., has moved to a new location at 492 Central
Avenue, Puwtucket. changed every few weeks. This periodical usu-

ally consists of four closely printed pages dealingA. J. Potter, of Lebanon, N. H. has installed a with police measures, brief accounts of excep-new plate glass show case, ophthalmometer and tional trials, notices of public concerts and other
table, also making improvements throughout his gatherings at which pickpockets might expect to
store in general. do a thriving trade, and other similar notes. This
Fred C. Sanborn, of Wilton, N. H., recently unique publication sells for about twenty-five

visited Manchester, N. H., where he attended the cents per copy, and is not especially difficult to
recent meeting and banquet given by the Granite come at, as, in itself, it contains nothing illegal.
State Optical Society in the Manchester House, In Austria at least one edition was circulated of
of that
The E. B. Horn Co., Washington Street, Bos-

ton, Mass., have renovated the front part of their
store and put a new plate glass show window,
which gives them much larger display space than
formerly. This window reaches almost to the
sidewalk and there are three distinct displays in
the window at different levels.

J. Frank Telfer, formerly with Smith-Patter-
son Co., Boston, Mass., has purchased the busi-
ness of Emery, the optician, on Massachusetts
Avenue, Cambridge, Mass.
H. A. Lupein, of Pawtucket, R. I., has had

such an increase in his business that he has found
it necessary to have an assistant. Mr. Charles
Baxter is now helping him.
Chester A. Fuller, of Hallowell, Maine, has

bought out the business and stock of Guy A.
Vickery, Augusta, Maine.
H. Fellman, of Woonsocket, R. I., recently

held a successful twenty-fifth anniversary sale.
C. W. Clough, of Pawtucket, R. I., has sold

out his store and will eventually retire from busi-
ness, but for a while will do a little optical and
watch work in an office which he has opened in
his home.
Harry F. Stone is back again with the firm of

Perry & Stone, New London, Conn. Mr. Stone
recently went to a school in Philadelphia, Pa.
W. H. Safford, of Newburyport, Mass., has ad-

ded a new plate glass show case to his store.
W. W. Newcomb, of Fitchburg, Mass., recently

had some of his stock damaged by water coming
from a fire that was being put out in some of
the rooms over his store.
S. M. Nathan, of Fitchburg, Mass., is quite ill,

the result of being run down.
Guy H. Vickery, of Augusta, Maine, has sold

a handsomely bound and well-arran ed ref re ence-
book dealing with the criminals of that country.
The principal value of this book was that a
criminal, obliged to flee from his own city, could
by its aid find congenial friends in a strange
town. 

iIt s well known to the police that the skilled
cracksmen of Paris are in the habit of meeting
from time to time to exchange information and
views on new designs in locks, safes, and tools
of their trade, and to discuss the best methods
of countering new police regulations. In Lon-
don, when a criminal is, for a period, retired to
"the country," his family is usually looked after
by his associates, though, so far as is known, no
regular societies or organizations of criminals
exist. When need arises "humane" and "benevo-
lent" funds are very liberally subscribed, and, in
accordance with the ancient adage, honestly ad-
ministered. The professional criminals of Rome
each year publish a Manual for the Outlawed
Classes, which contains three hundred pages or
more, and deals with famous crimes of the year.
The burglars and forgers of St. Petersburg, re-
garded as the best educated criminals in the
world, have a society which meets regularly.
There are fixed dues and a paid secretary, and,
while there is no official publication, an "infor-
mation office" is maintained, which supplies to
members facts as to new mechanical devices, the
actions of the police, and the whereabouts of fel-
low-members.
American cracksmen appear to be too individ-

ualistic or cautious to form societies or indulge
in publications, but it is from time to time as-
serted that those of New York have a benevolent
society which will lend money on burglars' tools,
and which supplies a new outfit, on a plan of
monthly instalments, to members who have re-
cently returned, impoverished, from "up the
river?'
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Providence

As a result of a thorough

Closing Week canvass of the Providence and

for Vacation   Attleboro jewelry manufac-

turers by a committee ap-

pointed ythe New England Manufacturing

b   

Jewelers and Silversmiths' Association for the

purpose of ascertaining the sentim
ent relative to

summer closing, it has been found that while

the Providence manufacturers are practically

unanimous for closing on the last week
 of July

or the first week of August,
 the Attleboro jew-

elers are united in a desire for 
the closing period

on the first week of August. 
As a result of the

difference of opinions the committee has 
sent to

all the manufacturers postal 
cards requesting that

one or both of the dates be 
selected for the

summer closing.

This action in ascertaining the sen
timent among

the manufacturing jewelers was 
taken by the

association to secure a uniform time 
for the

closing for the summer vacation 
period. For

several years there has been an effort 
to secure

such uniformity. The response to the canvass

has been such as to make probable 
a practical

closing down on both weeks.

The annual summer outing of the 
New Eng-

land Manufacturing Jewelers and 
Silversmiths

Association will be held at Rocky Point 
on Sat-

urday, June 17th. The Committee 
of Arrange-

inents, which includes Harry Mays, Ralph C.

Thompson and Edward B. Hough, is 
busy with

the plans for the outing. The tentative pro-

gramme outlined so far includes a 
ball game on

the grounds by professional teams, 
a series of

athletic events in which the members 
of the asso-

ciation will compete and enterta
inment features

which will be announced later. A 
large attend-

ance is being prepared for by the 
committee, the

chief preparation being for the big 
Rhode Island

clam-bake, without which a day's 
outing on the

beautiful shores of Narragansett Bay 
would be

incomplete.
Harry Cutler, head of the Cutler 

Jewelry Com-

pany of Providence and a membe
r of the Gen-

eral Assembly from Providence, is on
 his way

to Europe as the personal re
presentative of Gov-

ernor Aram J. Pothier, of Rhode 
Island, to the

Congress of the Boards of Trade and 
Chambers

of Commerce of different European 
cities to be

held next month. Mr. Cutler went 
as the special

guest of the Boston Chamber of 
Commerce, the

representatives of which are carrying an inv
ita-

tion from the Boston organization to
 the Eu-

ropean associations to meet in 
international con-

ference at Boston next year. Mr. 
Cutler expects

to be abroad for several weeks, 
and during his

trip Cop will llcnaellat the principal jewelry 
centers of

d 

Manual Training
in Jewelry Work

The subject of the co-oper-

ative system of education, by

which it is hoped to educate

and equip boys with both shop

and theoretical training, has been the 
object of

a conference between a co
mmittee representing

the Providence manufacturing jeweler
s and the

superintendent of schools of Providence
, Randall

J. Condon. The chairman of the
 committee, E.

L. Spencer, following the conference, 
stated that

no definite plans had as yet been 
formulated.

The plan which is being developed in 
other lines

of manufacture provides for a ce
rtain period of

apprentice work in the shop on the pa
rt of the

students enrolled in the course, and a certain

period in the class-room, thus wo
rking the prac-

tice and the theory of the trade 
together. It is

expected that the manufacturing 
jewelry firms of

Attleboro will enter into the plan 
with the Provi-

dence manufacturers when the 
project has been
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worked to a complete and 
comprehensive pro-

gramme.
The Jewelers' Finding Company, 

of Attleboro,

has been purchased by John C. 
Bell and Louis

Busiere, and the business will be 
conducted by

them under that name for the fu
ture. The new

owners will incorporate within a s
hort time.

Shipments 
In a circular sent out to t

he

to Canada 
members of the New England
Manufacturing Jewelers and
Silversmiths' Association by

the association, the members are
 warned in re-

gard to jewelry shipments to 
Canada. The agent

of the Adams Express Com
pany in Providence

has received orders from the 
Canadian agent

of that company relative to 
the matter, and in

which the following notice is 
included:

"The shipments of jewelry are 
frequently mani-

fested as 'jewelry,' or 'assorted 
jewelry. That

is not sufficient. Shipments so manifested will

be refused in transfer by 
connecting companies,

and will be held at the transfer 
point unless

proper manifest is made out and 
sent forward.

You will readily see how 
important it is that a

proper manifest accompany the 
shipment. You

will, therefore, refuse to allow 
any goods to go

forward when they are not 
accompanied by a

proper manifest. If the manifest presented is

not correct, hold the goods and 
send to the ship-

per for a correct manifest. 
The proper manifest

for shipment of jewelry must 
show whether the

material is gold, silver, alloy, cop
per, brass, etc.,

and the kind of articles such as 
links, cuff but-

tons, watch chains, finger rings, 
etc."

Imports at 
Importations at the Port of

Providence 
Providence for the week of

May i3th included fourteen

packages of imitation precious

stones, one of gold leaf; one

of manufactures of metal 
from Bremen; one

package of precious stones and 
two of manu-

factures of metal from Havre; seven pack-

ages of manufactures of metal 
from Liverpool.

For the week ending May 6th the imports

included two packages of bristles, 
fourteen of

imitation precious stones and one 
of manufac-

tures of metal from Bremen; o
ne package of

brushes from Havre; two packa
ges of enamel

from Liverpool, one package of 
manufactures of

metal from Manchester, two packages of an-

tiquities from Piraeus, and from 
Southampton

one package of manufactures of 
metal. For the

week ending April 29th the imp
orts included:

From Bremen, thirteen packages of imitation

precious stones and two packages 
of enamel;

from Havre, one package of 
manufactures of

metal and two packages of imi
tation precious

stones; from Hamburg, three packages
 of glass-

ware and eight of manufactures of 
metal; from

Liverpool, one package of manufactures 
of metal

and one of silver ; from Southamp
ton, one pack-

age of manufactures of metal and 
three pack-

ages of enamels. For the week ending
 April 22d

the imports included three packages of
 manufac-

tures of metal from Antwerp; twelve 
packages

of imitation precious stones and one 
of manu-

factures of metals from Bremen, six 
packages of

glassware from Hamburg, one package 
of mesh

bags from Havre, five packages of 
manufactures

of metal and one of church effec
ts from Liver-

pool, and one package of manufac
tures of metal

from Southampton.

The K Manufacturing Company 
will install a

new boiler at its plant, 165 Somerset 
street. The

company has opened a New York 
office at 31

Union Square.
The partnership which has existed 

between Al-

fred Marshall and John Hyde, 
manufacturing

jewelers, at 107 Friendship street, this 
city, under

the firm name of Marshall & Co., 
has been dis-

solved by mutual consent, Mr. Hyde 
withdrawing

from the firm. The business will be continued

by Mr. Marshall at the same 
location and under

the same name.
For the past two weeks this

Rush of Buyers city has been the center of a

notable activity in the jewelry

trade, and has been the Mecca of 
many jewelry

buyers and representatives of the 
leading manu-

facturing and retail jewelers of the 
East. The

occasion was the showing, inaugurate
d a year

ago, of the new lines by the 
manufacturing con-

cerns, and the display drew a large 
attendance

of buyers from far and near. 
The goods were

•
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shown in show rooms at the Crown 
Hotel, and

it is expected that the plan whic
h was put into

effect last year for the first time will 
be followed

with increasing benefit to both the 
manufacturer

and the buyer in succeeding 
years. The buyers

registered at the various hotels in 
this city dur-

ing the term of the exhibition 
Included Rudolph

Eisenman, of M. A. Eisenman & Bro.,
 Chicago;

Harry Morris, of Morris, Mann & 
Reilly, Chi-

cago; Julius D. Felsenthal and F. 
B. Felsenthal,

of Felsenthal Bros. & Co., Chicag
o; Felix Sattler

and J. J. Graf, of Sattler, Ritcht
er & Co., Chi-

cago; D. Waxman and A. Kauf
man, of the R.

W. K. Company, Chicago; M. 
Levin and M.

Screiber, of M. Levin & Co., 
Philadelphia; J. C.

Murphy and S. L. Cole, of Marshall 
Field & Co.,

Chicago; L. Kabacher,. of K. Landau & 
Co., Chi-

cago; S. Schweizer, of Schweizer 
& Co., Phila-

delphia; Charles A. Berkey, of C. 
A. Berkey

Company, Detroit; H. T. and Clarence Gold-

smith, of Goldsmith Bros., Cleveland; John

Barker, of the Philadelphia Pearl 
Novelty Com-

pany, Philadelphia; A. E. Doelling and
 H. Rin-

berg, of the S. A. Rider Jewelry 
Company, St.

Louis; J. M. Herman and R. J. 
Goldsmith, of M.

Herman & Goldsmith, Chicago; 
William Hen-

gerer, of the William Hengerer 
Company, Buf-

falo; G. F. Williams, of The Fair, 
Chicago; H.

Seligman, of the Seligman Novelty Com
pany, St.

Louis; Harry Weinreich, of Weinreich Bros.

Company, Philadelphia; A. L. Stone, 
of Stone

Bros., Chicago; Max L. Kahn, of 
Ritter, Kahn

& Co., Philadelphia; Frederick 
Peixote, of New

York City; H. D. Stevens and Miss 
Martin, of

Strawbridge & Clothier, Philadelphia; M. 
M. L.

Schwab, of the M. Schwab Jewelry 
Company,

Cincinnati; Leon Altbach, of Altbach & 
Rosen-

son, Chicago; C. P. Davies and A. T. 
Evans, of

Butler Bros., New York; R. Blankenslip, o
f

Shuttles Bros. & Lewis, Dallas, Texa
s; Joseph

Kohl and S. H. Block, of Kohl & Bloc
k, Colum-

bus, Ohio; G. F. Newhart, of Eli 
Walker, St.

Louis; C. A. Moore and C. H. McMille
n, bf the

Moore-De Grazier Company, Dallas; Mi
ss Darm-

steadter, of N. Snellenburg & Co., Phi
ladelphia;

Isaac M. Oppenheimer, of M. J. 
Oppenheimer &

Sons, Baltimore; A. Kunstadter, of 
Kunstadter

Bros., Chicago.
The manufacturers who made display

s at the

Crown Hotel during the period of 
exhibition in-

cluded Art Rhinestone Company, Attleboro

Manufacturing Company, Accurate Rhinestone

Novelty Company, Acme Comb and 
Novelty

Company, A. Burke & Co., M. Banner 
Company,

Baer-Wilde Company, Cambridge Nove
lty Corn-

pany, Colonial Comb and Novelty Company,

Crown Art Metal Company, M. W. Carr 
& Co.,

Columbian Jewelry Company, F. M. and 
J. L.

Cobb, Max G. Cohn & Co., Craft & 
Newton,

George W. Dover Company, Essex Pea
rl Button

Company, Mason Bros., Josef Friedman 
Com-

an C H Gilchrist & Co., G. W. Newhard,

Hellman-Miller Company, Inlaid Company, 
Josias

Manufacturing Company, K. Manufacturing

Company, C. D. Lyons Company, M
cKay &

Elias, Inc., McRae & Keeler, Majestic 
Manufac-

turing Company, O'Neill & Block, Pac
ific Nov-

elty Company, Pickering-Metcalf Company,

Rhinestone Product Company, J. R. Rosen
baum

& Co., Royal Comb Company, Steine
r Manufac-

turing Company, Standard Button Company,

Standard Jewelry Company, C. 0. Sweet 
& Son

Company, T. I. Smith Company, J. 
Solinger &

Co., Sadler Bros., M. S. Novelty 
Company, M. F.

Williams Company, Whitten & Davis 
Company,

A. F. Xavier & Co., Yale Novelty 
Company.

The new agreement between the 
National As-

sociation of Manufacturing Jewelers and 
the Na-

tional Wholesale Jewelers' Association 
in regard

to the acceptance of May 1st as the 
date for the

showing of the new lines of the year, 
is causing

wide-spread attention to be focussed 
upon that

date. The plan, it is believed, will be
 found to

work out satisfactorily to every one 
when it has

been established on a practical wor
king basis.

Garvin Bros. & Murphy Company, of 
this city,

has been granted a charter by th
e Secretary of

State to manufacture jewelry at 12 Beverly

street. The capital stock is $25,000, 
and the in-

corporators are James C. Garvin, Robert 
P. Mur-

phy and John L. Garvin, all of 
Providence.

The George L. Brown Company, 
incorporated

by George L. Brown, of Attle
boro ; Herbert I.

Humphreys and Thomas F. Sexton, of 
Provi-

dence, has been granted a charter by
 the Secre-
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tary of State for the business of manufacturing
jewelry. The new corporation is capitalized at
$60,000.
The interests of Edgar A. Mowry, treasurer

and general manager, and Edmund A. White,
salesman of the George L. Vose Manufacturing
Company, 59 Clifford street, Providence, have
been purchased by Frank W. Gilbert, whose posi-
tion was that of bookkeeper of the corporation,
John W. Fletcher, of the Fletcher, Burrows Com-
pany, and his son, Alfred W. Fletcher, and Harry
E. Farquharson, Messrs. Mowry and White
withdrawing from the business. Mr. Farquhar-
son will succeed Mr. White on the road for the
company.
Ralph S. Hamilton, of Hamilton & Hamilton,

Jr., who has been spending the winter on the
Pacific Coast accompanied by his wife, returned
to this city a few days ago.
Rudolph G. Schutz, European representative

of the Uniform Seamless Wire Company, of
Providence, sailed recently from New York for
Europe.
A bronze statue of Abraham Lincoln which is

to be erected at Newark, N. J., has been shipped
by the Gorham Manufacturing Company from
its bronze foundry at Elmwood. The statue is
of very unique design, representing the martyr
president seated at ease on a bench. It was de-
signed by Gutzon Borghum, and has a total
height of 6 feet io inches. The plinth is 9 feet
long and 5 wide, and the bench is 8 feet long,
2 feet 3 inches wide and i foot IVA inches high.
The total weight is 3500 pounds.
William Linker, who was formerly associated

with Davis & Galt, Philadelphia, has been elected
president of the Roger Williams Silver Company,
recently taken over by the Silversmiths' Com-
pany. Associated with Mr. Linker in the man-
agement of the company will be Theodore Ben-
der, who was, under the former regime, the vice-
president and manager.
Henry G. Thresher, of the Waite, Thresher

Company, has been named on the Committee of
Historical, Patriotic and Business Men's Asso-
ciations which has in hand the arrangement of
plans for the celebration in June of the 275t11
anniversary of the founding of Providence.
Many improvements have been made by the

William Bens Company in its plant at 95 
i 
Chest-

nut street, Providence. By a changing n loca-
tion of partitions the shop has been materially
enlarged, and at the same time the office has
been improved and much better appointed.
The S. K. Merrill Company, of Providence,

has installed several new machines in its shop.
Several new power presses have been put into
operation and a large automatic drop giving a
blow of one ton effect to the cubic inch has been
added to the mechanical equipment of the new
plant, which is located in the A. T. Wall build-
ing at 162 Clifford street.
A copartnership has been formed between Sid-

ney H. Israels, who has been the Middle West
representative of the S. & B. Lederer Company,
of Providence, and Oscar A. Lessing, who has
represented the same company from Chicago to
the Pacific Coast. The new company will act as
the selling agent for the Lederer Company
through the territory from Rochester west to the
Pacific. The new firm will have headquarters at
Room 410 Silversmiths' building, Chicago.
Booklets descriptive of New England have

been ordered by the Watson & Newell Company,
Attleboro, for distribution to the firm's customers
throughout the world.
The firm name of the George N. Steere Com-

pany, of Pawtucket, R. I., has, since the with-
drawal of Mr. Steere, been changed to that of
the Barton-Catlow Company. The company will
be represented in New York by Louis Abels, 35
Maiden Lane.
Jacob Kotler, Sadie G. Kotler and Benjamin

Billingheimer, all of Providence, have incorp-
orated as the K. Manufacturing Company, the
charter being recently granted by Secretary of
State J. Fred Parker. The company is empow-
ered to buy, sell and manufacture jewelry and
novelties. It has a capital stock of $10,000.
E. L. Logee & Co., Providence, has opened a

New York office at 65 Nassau street.
John J. Sullivan will represent Capron & Co.,

of Providence, throughout the West.
A trio of Japanese jewelry buyers from a
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house in Tokyo visited North Attleboro recently
and placed some large orders.
The Bates & Bacon and the D. F. Briggs Corn-

pany, both in Attleboro, have formed a co-part-
nership as the Union Plate and Wire Company.
The firm will, it is reported, supply its own fac-
tories with plated stock in place of buying from
manufacturers, and has fitted up its shop on
the first floor of the Tappan building in Attle-
boro and has commenced to make plate wire and
flat stock.

It is expected by the Watson & Newell Com-
pany, Attleboro, that the firm's new addition will
be ready for occupancy in the early part of July.
The floor space of the N. C. Wallenthin Com-

pany, Attleboro, has been doubled to meet the
needs of its increased business.
The Gorham Manufacturing Company, of

Providence, has been awarded the contract for
furnishing the plated ware for the new Vander-
bilt Hotel in New York City.
John A. Malcolm, formerly engaged by the

Dominick & Haff Company, silversmiths, has
been engaged by the R. F. Simmons Company,
of Attleboro, to represent that firm in New
York.
The refinery plant of the late Charles Barber,

of Attleboro, has been purchased by Clarence G.
Remington, formerly associated with the Horace
Remington & Son Company.
The new rolled plate department of the Attle-

boro Manufacturing Company has been put under
the charge of Gustave H. Uhlig, of Providence,
for several years foreman of the Cook-Dunbar-
Smith Company, Providence.
The Providence Finding Company has opened

business at 283 Thurber's avenue, Providence,
in the manufacture of jewelers' findings and set-
tings:
The N. Barstow Company, of Providence, has

purchased a good sized tract of property on
Eddy street and will erect a large factory plant
in the near future.
George K. Webster, manufacturing jeweler,

Attleboro, has bought a large tract on Francis
street, Providence, the property boundaries being
Francis and Park streets • and Willings alley.
The Metal Products Corporation, Providence,

has bought a tract of land on Blundell street,
Providence, to which a tenement house now at
the rear of its plant is to be moved, thus making
room for a large addition to the factory build-
ing to be constructed.
Michael Crossey, a pioneer jeweler of North

Attleboro, died recently at Warren, R. I., his
home. For a long term of years he was in the
employ of F. G. Whitney & Co., North Attleboro.
The New York office of Harry C. Lindol &

Co., Providence, has been removed from 49
Maiden Lane to No. 9 the same street.
William A. Schofield, of Schofield, Battey &

Co., Providence, a member of the Common Coun-
cil from the Second Ward, has been appointed
on the Providence City Council Committee on
Summer Playgrounds. A few days ago Mr.
Schofield underwent a surgical operation for a
growth on the neck and is recovering nicely from
the operation.
Harry Arabian, of the Empire Jewelry Corn-

pany, Providence, accompanied by his family,
will make a four-months' trip in Europe, Asia
and Africa.
The Gorham Manufacturing Company has

poured a large bronze statue of William Cullen
Bryant for the New York Public Library.
The Cory & Reynolds Company, at 25 Con-

gress avenue, Providence, is going to occupy the
plant of the Hunt Hairpin Company, at 92 Niag-
ara street, adjacent to its own building. The
Hunt Hairpin Company has used the quarters
for the manufacture of the machinery needed in
the manufacture of its product, its shop being
located in Chicago, and having completed its
mechanical plant will give up the quarters here.
The addition will give the Cory & Reynolds
Company about 8000 square feet more room, and
occupancy will be taken on July 1st. The work-
ing force of the Cory & Reynolds Company will
be largely augmented, but as yet, according to
Mr. Reynolds, of the firm, the number of extra
hands to be taken on is not decided.
Mr. and Mrs. Walter Hidden have opened

their summer home at Bristol, R. I., for the
season.
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F. C. Lawton and family have gone to Conimi-
cut for the summer, their summer home being
opened last month.
Hiram Eugene Tanner, brother of Gen. Her-

bert S. Tanner, jeweler, died at his home at
Riverview, R. I., May 05th. He was in his 51st
year.
The Peacock Company, Providence, has re-

ceived an order for 50,000 medallions for the
Cotton Centenary at Fall River to be used as
a municipal souvenir at the coming centennial.
The same firm has also received a contract for
10,000 miniature sabers from the Knights of
Pythias to be used for distribution at the annual
convention of the order to be held in Wheeling,
W. Va., this summer. An order for to,000 brooch
pins has also been received by the same com-
pany for the American Women's League of St.
Louis.
N. Barstow Company, of Providence, has been

granted a permit to build a two-story manufac-
turing plant of brick at Temple and Public
streets, Providence. The building is to be of
256 feet frontage and 60 feet in depth. It will
be 32 feet high. Dwight Seabury is the architect
and the J. W. Bishop Company the builders. The
plant will be used by the N. Barstow Company
for its own accommodation.
The A. & Z. Chain Company, 116 Chestnut

street, has made a change in its traveling force.
F. L. Anchen will cover Ohio, Indiana and Mich-
igan, and C. L. Godden will look after the trade
in Illinois, Chicago and Wisconsin, with head-
quarters at Chicago.
The F. T. Pearce Company, 85 Sprague street,

Providence, has made several notable changes in
its office fittings. A new sales office has been
fitted out and many material improvements for
the convenience of the trade established.
The Cook-Dunbar-Smith Company, seamless

wire manufacturers, at 85 Sprague street, Provi-
dence, has made extensive alterations in its office.
Clarence M. Dunbar's private office has been
thoroughly renovated and is now resplendent in
new furnishings and rugs.
Max Deutz, a manufacturing jeweler of Provi-

dence, whose office is located at 14 Blount street,
died Monday, May 15th, at his home, 8 Mawney
street. The funeral was held on Wednesday.
Mr. Deutz was born in Riga, Russia, on March
4, 1873. He came to the United States while a
boy and made his home for a time in Boston,
where he became engaged in the manufacture of
jewelry, acting as a jobber. Later he removed
to New York City, and his success in the jobbing
field there caused him to take up the manufac-
ture of jewelry. He located in Providence, es-
tablishing his factory here about eleven years
ago, and was interested in the manufacture of
novelties and women's combs. He is survived
by a widow and a son about 9 years old.
Lawrence C. Martin, of the Martin-Copeland

Company, tot Sabin Street, is making a three
months' trip through Europe. Mr. Martin is ac-
companied by Mr. Copeland, of the same com-
pany.
The many friends of James A. Doran, of James

C. Doran & Sons, are extending felicitations to
him upon the arrival in his home of a baby boy.
Henry Fletcher, Mayor of Providence, and a

member of the firm of Fletcher, Burrows Com-
nany, manufacturing jewelers, and George H.
Holmes were among the special guests on board
the Fabre Line steamship Madonna on the oc-
casion of her initial trip to Providence, May 13th,
in the opening of the transatlantic line from this
port. They were entertained by the officers of
the ship, together with other city and State
officers.
Howard D. Wilcox will be executive officer of

the range indoor rifle match, to be participated
in by all the organizations of the Rhode Island
National Guard, on May 25th, at the State
Armory.
E. Merle Bixby, head of the Shepard Corn-

pany jewelry department, will leave for Fort
Riley within a few days, being one of six officers
detailed from the Rhode Island National Guard
for a fifteen days' tour of duty at the Govern-
ment post.
Ralph S. Hamilton, president of Hamilton &

Hamilton, Jr., of this city, was elected one of the
board of directors of the National Association
of Manufacturers at the annual meeting of the
body, held in New York Wednesday.
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Some dissatisfaction has been

Jobbers' New expressed in Attleboro over
Buying Rule the recent ruling of the job-
in Operation bers not to buy goods until

May 1st. At the present time
the manufacturers are getting good orders, but
they follow a period of dull business, which is
attributed to the new ruling.
Some manufacturers held back their salesmen

until May 1st, but they did so under a serious
handicap, as they were obliged to keep large
working forces employed at great expense.
Three and four days a week was the schedule
for nearly two months, and several firms felt it
quite seriously.

Ordinarily in February, March and April the
manufacturers have been fairly busy, but this
year there was depression, and it was apparent to
all that the jobber's rule was having its effect.
A few firms, not members of the association, had
salesmen on the road and reported good business.
When the salesmen went out orders com-

menced to pour in, and many firms were soon
loaded beyond their capacity. They will be put
to greater expense to execute orders, because all
goods are wanted quickly, and in many cases it
will mean overtime and working nights. Had
the orders come along in the usual course of
business there would have been a saving.
A gold concern claims there is little in the new

rule which should apply to its business, although
it has been observed. A large force of employees
has been kept at work principally to keep them,
but operations have been at a loss. With the
rush of orders that will come the concern will
find it almost impossible to handle them.
Other concerns have the same complaint, and it

seems the new rule is not popular. The manu-
facturers regard it as an attempt to bring the
jewelry business into seasons, but they claim it
is almost impossible because of so many different
lines, and the fact that the business is divided up
to such a great extent. They also point out that
they are injured by concerns that are not mem-
bers of the association and consequently are not
obliged to observe the rule.

Since the first of May there has been the ex-
pected rush of business, and while the concerns
are not working nights, they have plenty Of
work on hand. Silver shops report the usual
spring trade, and many have good orders. There
is a belief that the coming summer will open up
good business since jobbers greatly reduced their
stocks previous to May 1st.

The railroad has decided that
Bettering Rail- it cannot grant the request of
road Service several Attleboro citizens to

stop express trains at Attle-
boro to take on passengers for New York.
There are seasons when this would be a great
accommodation, but the railroad points out that
it will mean the loss of several minutes in the
schedule of the fast trains and is impractical.
Figures have been submitted showing that the
number of New York passengers from Attleboro
is comparatively small, but Attleboro residents
claim this is due to the fact that most Attleboro
salesmen claim Providence as their headquarters,
buy their tickets there and take trains there. In
consequence Attleboro does not get the benefit.
It is also claimed that salesmen and business men
on the road do not register at hotels as coming
from Attleboro, but name Providence, Boston or
New York. If everyone from the jewelry town
would acknowledge the fact it is claimed the town
would be better advertised and be in a better
position to secure its demands.

The recent census report shows
Growth of that Attleboro and the jewelry
Jewelry Industry industry had a phenomenal

growth in the past five years.
There was an increase of 51 per cent. in the
manufactured product, 46 per cent. in the cost
of material used, 37 per cent. in the capital in-
vested, 27 per cent. in the average number of
wage earners employed and 19 per cent. in the
number of firms.
There were i28 establishments in 1909 against

to8 in 1904, and the value of the town's product
last year was $15,16o,000. The average product
per establishment was $118,0oo, while in 1904 it
was about $93,000. The value of products repre-
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sents their selling value, or price at the factories
as goods were turned out.
The sum of $4,548,000 was paid in wages last

year, and statistics show that Attleboro stands
the highest town in the State so far as the earn-
ing capacity of the working people is concerned.
The average yearly earnings of a wage earner in
the State is $510.71, and in Attleboro in 1909 it

operative.a 
t$i7v0e7..64, or over $2 per day for each

In 1908 there were three cities: Beverley,
Brockton and Quincy, which were ahead of At-
tleboro in the average earnings, but last year
Attleboro exceeded them. The Newark jewelry
factories in 1910 turned out products worth
$10,853,360. The reports state. that over two-
thirds of the product of Attleboro is jewelry, and
if that is true Attleboro ranks ahead of Newark
in jewelry supremacy.

Considerable interest has been
Manual Training taken by the manufacturing
in Public Schools jewelers in the announcement

that manual training is to be
made a part of the studies offered at the high
school. The advisory council of the New Eng-
land Manufacturing Jewelers and Silversmiths'
Association has taken the matter in hand with
the idea of interesting the Providence school
authorities in the same subject.
Jewelers claim that high school graduates are

of little benefit when they start work in shops
because of their lack of knowledge of practical
things, and another course of instruction is neces-
sary for every boy. His mind has been devel-
oped, but he has not been trained to do things
of a practical nature. They believe manual train-
ing will obviate this difficulty to a great extent.
They plan on having installed at the Attleboro

school a course of instruction that will be of
benefit to any boy or girl who desires to enter
a jewelry factory, and they believe it will equip
a scholar so he will make much greater headway
than at present. Several jewelers have made
the new plan possible in Attleboro, and they hope
to see it promulgated in Providence.
A jewelry trade school has long been the desire

of Attleboro manufacturers, and at one time
there was an attempt to have the State erect one,
but it failed. The idea has been kept in mind,
however, and the jewelers feel they have taken
the first step by introducing manual training in
the high school courses. Several students have
already expressed their desire to take up the new
course next year.

J. S. Rowe, of Somerville, Me., died recently
after a lingering illness. He was formerly a
salesman and traveled for several Attleboro con-
cerns: He leaves a brother, Mark E. Rowe, of
Attleboro.
The top floor of the Bushee building has been

turned into an aeronautical school, and Sidney
Borman is building an airship which he soon
expects to complete and send in the air. The
machine has been inspected by several experts
and pronounced to be scientific in every par-
ticular.
Mrs. Rebecca C. Blackinton died May 3d at her

home, 205 North Main street, in her 87th year.
She was the widow of William Blackinton,
founder of the W. & S. Blackinton Company.
There were five children, of whom the oldest,
W. Sumner Blackinton, of New York, died re-
cently. The two children living are Louis A.,
of the W. & S. Blackinton Company, and Ada
R., wife of A. W. Stephens, of Waltham.
A big addition is being made to the Watson

& Newell Company plant, and the firm will have
a great amount of added floor space. The addi-
tion is of brick, four stories high, and will
accommodate several departments that have over-
run their present quarters. The building will be
ready for occupancy about the first of August.
Harry P. Kent, of F. W. Weaver & Co., has

been elected the new member of the Board of
Water Commissioners, succeeding David E.
Makepeace, who resigned. Mr. Kent is not a
stranger to town affairs, and was elected princi-
pally because of his knowledge of the water
situat:on.
A committee composed of S. 0. Bigney, of

S. 0. Big-ney & Co., Edward A. Sweeney, of the
W. H. Wilmarth Company, and Joseph L. Sweet,
of the R. F. Simmons Company, has been ap-
pointed by the Board of Trade to arrange a
jewelry exhibit in connection with the exposition
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to be held next year by the Boston Chamber of
Commerce It is planned to have a large space
occupied by various kinds of jewelry machinery,
and an attempt will be made to show the manu-
facture of the product from start to finish. In
addition to this display it is planned to allow
manufacturers to exhibit samples, and the whole
will be shown under the heatling: "Made in
Attleboro."
Louis Busiere, of Taunton, formerly part owner

in the Fontneau & Cook Company has purchased
the interest of Wm. Loeb, in the Bell Finding
Company. The company has been reorganized
and incorporated, and will be known as the Jew-
elers' Finding Company. It is located at 30
Railroad Avenue, and John C. Bell will be asso-
ciated with Mr. Busiere.
Mr. and Mrs. James E. Blake have returned

from an extended cruise on the yacht Thetis as
guests of Mr. and Mrs. Charles Fuller, of Paw-
tucket. They visited North Carolina and several
other places in the South.
George J. Kelley is the new sales manager of

the N. C. Wallenthin Company. He was form-
erly connected with the W. H. Saart Company,
and has recently been in the real estate business.
The Attleboro Gun Club has been organized

with the following officers: Charles P. Keeler,
president; Fred C. Wilmarth, vice-president;
Clarence Holbrook, secretary; Frank Tappan,
assistant; Benjamin Tooker, field captain. The
club is in flourishing condition and is composed
mostly of jewelers.
Ernest D. Gilmore and William L. King have

offered the Board of Trade a site for a manu-
facturing plant near Holden street. The tract
comprises 100,500 square feet, and has a water
privilege which makes it a valuable location.
Messrs. Gilmore and King say they will turn the
land over as soon as a factory is erected. Jew-
elers are interested in the proposition because
they believe new industries will add considerably
to the valuation of the town and incidentally
have a tendency to reduce the taxes.
George F. Sawyer, Jr., recently purchased an

interest in the Hansen-Bennett Company, and
the name of the concern has been changed to
Bennett & Sawyer Company. Alfred S. Rees is
president, George F. Sawyer vice-president and
secretary, and Thomas S. Bennett is treasurer.
These officers constitute the board of directors.
Thomas E. McCaffrey has disposed of his in-
terest.

Clarence R. Remington, of Providence, has
purchased the Barber Smelting and Refining Com-
pany and will conduct the business in the future.
Mr. Remington is from Providence, and has taken
up his residence at the former Daughaday House,
on South Main street.

New Book on the Diamond
The latest treatise on the king of gems is en-

titled "The Diamond," and comes from the pen
of W. R. Cattelle, a recognized authority in this
field. The work contains over 400 pages, with
many interesting half-tone illustrations. Despite
the many works already available on this sub-
ject, the new treatise merits a welcome from the
trade by reason of its accuracy and comprehen-
siveness. It is noteworthy that sufficient material
on a single gem should be found to fill a four-
hundred-page book, yet there is no uninteresting
chapter in Mr. Cattelle's compilation. The story
of the diamond is told from the earliest times
down to the present: where it has been found,
the part it has played in history, its importance
in commerce, etc. In the preface the author
states, "As nearly as a commercial acquaintance
of some years and much patient investigation
would enable, misinformation founded on ancient
errors and misstatement of facts, have been dis-
regarded or labeled, and in the realms of science,
the conclusions in which persons of undoubted
reputation agree, are given as authoritative." A
careful perusal of the work convinces us that
this is a correct statement, and the fact com-
mends the treatise to our readers. The book is
published by John Lane Company, of New York,
and can be procured from this office on receipt
of publisher's price, $2.00 net, and an additional
15 cents for postage.
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J. W. CARY J. H. STEIDF,MANN EDW. LANG

J. W. CARY & CO.
Exclusive Jewelers' Supplies
Watch Materials, Tools and Jewelers' Findings

Silk Guards, Spectacles, Etc. American Watch Material a Specialty

TELEPHONES
(Kinloch, Central 3040
Bell Olive 265

302 and 303 Globe-Democrat Building

NO FALLING OUT

Diamonds and

Precious Stones

Fine

Diamond Work

and

Jewelry Repairing

Give Us a Trial

IN OUR SETTING

MARITZ
Jewelry Mfg, Co.

217 North 6th Street

s.w.Cot. 6th & Olive Sts.

St. Louis, Missouri

Engraving and

Designing

Medals and

Enameling

Long Distance
Telephones:

Olive 247
Central 2607

by using the new Elgin Jewel Pin(71/lake Money Assortment and Jewel Pin Gauge.
Being suitable for all makes and sizes of watches, it will decrease the ex-
pense of your material department. Price of one gross assorted, com-
plete with Gauge, put up in handsome wood cabinet, - - $8.00

Gutfreund-Kemper Supply Co.
WATCH MATERIAL, JEWELERS' FINDINGS, TOOLS

and OPTICAL GOODS

305-6 Equitable Building St. Louis, Missouri

CATALOG SENT UPON REQUEST TO ALL RESPONSIBLE JEWELERS

LET'S HEAR FROM YOU

W
E want to hear from live, wide-awake jewelers
and opticians who are looking for Bargains. We
know every detail of our business, buy only sure

sellers and pay practically cash for everything. "Quick
sales and short profits" is our motto. 411We are ready to
show you. Write us. Everything in the jewelry and opti-
cal line. Send for our catalogue. It's out of the ordinary.

JAMES J. BURKE, President
BROOKS JEWELRY & OPTICAL CO,

Third Floor, Globe-Democrat Bldg. St. Louis, Missouri

"WHY NOT DO IT NOW?"
If you are one of the few jewelers who have not
Yet sent us a trial package of jewelry repairing,

WHY NOT DO IT NOW?

Repairing and remodeling jewelry and special
order work is our Specialty.

Address the next package to the

ERBER JEWELRY MFG. CO.
610-12-14-16 Pine St. :: ST. LOUIS, MO.

Aller-Wilmes Jewelry Co.

DIAMONDS, WATCHES
JEWELRY

FOR THE RETAIL JEWELRY

TRADE ONLY

601-602-603-604 Globe Democrat Building
ST. LOUIS •.• '.' MISSOURI
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St. Louis

Trade conditions are only seasonable, with no

special activity, though prospects for future busi-

ness are very favorable. Crops are in superb

condition throughout this entire territory and

the trade feel very confident of a
 good year's

The Bauman-Massa Jewelry Co. have taken a

ten-year lease on their present quarters in the

Commercial Building. It has occupied this loca-
S. H. Bauman,tion for the past fifteen years.

bputtssiiiideesil of this concern, accompanied by his

wife and daughter, sailed on May 9th for a 
two

months' business and pleasure trip to Europe.

Leo Bauman, of this firm, and son of S. H.
 Bau-

nem, recently won the golf championship of the

Westwood Country Club, one of our prominent

and popular organizations.
The event here in retail circles during the pas

t

month was the opening of the new store of t
he

E. H. Kortkamp Jewelry Co., at 805 Wa,sh
ington

Avenue, on Saturday, May 6th. The store is

27 feet wide, 18 feet high and to5 feet deep, a
nd

THE NEW LINE FOR THE JEWELER
Manufactured by

We Weidlich Bros. Mfg. Co.
FINE ART METAL GOODS

A Large Variety of Dresser Clocks, Jewel Cases, Glove and Handkerchief
Boxes, Candlesticks, Ash Trays, Desk Sets, Etc.

Silver, Gold and Old Brass.

Prices Low — Quality the Best

WEIDLICH JEWELRY CO.
Write for Illustration., and Prices 623 Washington Ave., ST. LOUIS

Diamonds Watches Jewelry

BAUMAN -MASSA
JEWELRY COMPANY

COMMERCIAL

BUILDING

At 6th and Olive Sts

ST. LOUIS, MG.

Tool Material Optical Goods
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Opening of new store of Kortkamp Jewelry 
Co.

it is the personification of a high-class modern

jewelry store in every detail. On the opening

slay a fine orchestra dispensed music all day a
nd

there was a ladies' reception committee of 
ten,

headed by the wives of the officers of the fi
rm,

which proved a very popular innovation. The

company advertised that 10,000 "little wonder

hells," patterned after the Swiss cowbell, 
would

be given away as souvenirs. At II o'clock, one

hour after the opening of the doors, the 
supply

'if bells was exhausted. The company secured

15,000 more, and this new supply proved to be t
oo

small for their crowds of visitors. Between

35,000 and 40,000 people blocked the store dur
ing

the day and it was necessary to have six police-

men to keep them in line. The firm received ov
er

fifty magnificent floral offerings from their

friends in the trade, some of them coming 
from

New York, Chicago and other points, and also

103 telegrams of congratulations. The company

has been established in St. Louis sixty-two yea
rs.

A. L. Bauman, president of the L. Bauman

Jewelry Co., returned May 15th from a week's

business trip to New York.
H. M. Hubbard, formerly with the L. Bauman

Jewelry Co., has accepted a position as salesman

with the Aller-Wilmes Jewelry Co., and will rep-

resent them in Texas, with headquarters at Fort

Worth.
Max Weiss, of Weiss & Fassett, returned May

13th from a week's trip through Illinois. He re-

turned recently from a week's trip to Texas.

L. A. Fassett, of the same firm, returned recently

from a week's business trip to Chicago, and later

made a few days' trip to Omaha.
M. Stiffelman & Co. moved May 1st from the

sixth floor of the Holland Building to 208 and

209 Globe-Democrat Building. M. Stiffelman re-

turned on May 22d from a ten days' western trip.

On Thursday, May jith, the Business Men'
s

League gave an excursion around the city on a

special train to about Boo members of their 
or-

ganization. The object • was to show the ad-

vantages of the city. The trip was a great suc-

cess The following jewelers were in the party •

E. C. Zerweck, Zerweck Jewelry Co.; J. Reed

Elliott, president of the Elliott Jewelry Co.;

F. W. Drosten, president of the F. W. Drosten

Jewelry Co.; Wm. Weidlich, Weidlich Jewelry

Co., and J. M. Ebeling, president of the local

retail jewelers' association.
Mrs. A. L. Robbins, of the Robbins Jewelry

Co., returned May 6th from a week's business t
rip

to Chicago.
The F. W. Drosten Jewelry Co. received an

order for the six diamond, five silver and fifteen

bronze medals which were awarded to the win-

ners in the annual Marathon race of the Missouri

Athletic Club, held here on May 13th.
W. B. Lauman and E. L. Dorn, of the Mermod,

Jaccard and King Jewelry Co. returned from Hot

Springs, Ark., on May 4th, where they had been

for the past three months at that branch of the

company.
F. W. Hoyt, president of the F. W. Hoyt

Jewelry Co., left on May 12th for a two weeks'

trip through Oklahoma and Arkansas. I. T.

Fuller, of the same company, left May 8th on a

month's trip through Missouri and Kansas. C. M.

Fairley, same company, is on a two weeks' trip

through Texas.
In the suit of Mrs. Nella Rice against the J.

Bolland Jewelry Co., in which she seeks to re-

cover $2100 paid for a diamond ring, a motion

to require her to make her petition more definite

and certain has been sustained by Judge Allen in

all points.
The Clark-Rogers Jewerry Co., which recently

consolidated with the Zerweck Jewelry Co., have

moved from 511 Chestnut Street to the store of

the latter company at 314 North Sixth Street.

W. K. Urbani, of Vandalia, Ill., was a recent

visitor here. He has just been elected mayor of

his home town.
W. C. Coerver, of the Krug-White Jewelry Co.,

Staunton, Ill., was a recent visitor here. He has

just been elected city treasurer of his home town.

R. G. Rutherford, formerly connected with the

jewelry department of the F. H. Ingalls Mercan-

tile Co., has opened a jewelry store at 4910 Del-

mar Avenue, this city.
Walter Bonn, secretary of the M. Bonn Jewelry

Co., was a visitor here recently from Pittsbu
rg.

He came here in connection with the adjustment

of the firm's losses by water damage in a fire next

door to the Bonn Building. This firm have added

the following three travelers to their staff : A.

McQuoid, Arkansas and, Oklahoma; Frank Platz,

Kansas, and Vincent Mackel, Missouri and south-

ern Illinois.
August Kurtzeborn, Jr., of the J. Bolland

Jewelry Co., moved his home on May Toth to

Horine, Mo., one of our suburban towns.

The National Clock and Electric Manufactur-

ing Co., at its annual meeting held recently, voted

to change the name of the company to National

Thermo Company. August E. Lindau was elected

director to succeed Charles E. Hannauer, who

still retains his stock. The other directors were

re-elected, as follows: Charles D. Bolin, Richard

B. Bullock, Joseph G. Beckmann, Theodore H.

Wurmb, Frank L. Bartlett and Lon Sanders.

The company's office is at 2207 Pine Street.

Mrs. Lucy Cary Waples, daughter of T. W.

Cary & Co., was married on May 6th to Wm.
 B.

Robinson, a well known resident of this city.

Mrs. Marie Louise Sylvester, 8o years old,
widow of Jehu Sylvester, a former well-known

jeweler here, died on April 30th.

The Royal Jewelry Co., of St. Louis, has bee
n

incorporated with a capital stock of $-t000. The

incorporators are : Aaron Rothschild, Samuel

Smith and Moe Harris, ten shares each. The

firm will do a wholesale and retail jewelry 
busi-

ness at the northwest corner of Sixth an
d Pine

Streets.
The S. A. Rider Jewelry Co. have leased 

for

six years, beginning June 1st, the premises at

I124 and 1126 Washington Avenue. This con-

cern has been in the wholesale jewelry b
usiness

for thirty-two years and are now at 1 120 
Wash-

ington Avenue. The new premises contain a

ground floor space of 9000 square feet. Extens
ive

alterations of the front and interior will be ma
de.

Arthur J. Thornton, a jeweler of Alton, 
Ill.,

was married on May 3d to Miss Laura 
Cange,

a popular young lady of Belleville, Ill.

S. Ruby, the well-known jeweler, will move

into his new store in the Equitable Building

about July ist. L. W. Brown, of this concern,

returned Saturday, May 13th, from a two weeks'

buying trip in the New York market.
Spies & Grob, now on the second floor at 511

North Sixth Street, will move about July 1st to

Equitable Building. They are manufacturing

jewelers.
Herman Mauch, member of the Board of Edu-

cation, has been made a member of the Com-

mittee on Finance.
The Al Gerne Jewelry Co., of St. Louis, has

been incorporated with a capital stock of $14,000.

Incorporators : Al. Gerne, 136 shares; Louis J.

Frenler and Emma Hammond, two shares each.

They will do a general jewelry business.

On April 22c1 Frank White, a dealer in dia-

monds, was married to Miss Celeste Johns, of

Kenwood Springs, Mo.
Glenn L. Donaldson, a clerk for the John S.

Bunting Jewelry Co., 2625 North Vandeventer

Avenue, was recently arrested, charged with

stealing jewelry from the firm. When arrested

his room was searched and several pieces of

jewelry were found.
Paul Winters, a salesman, 32 years old, was

arrested in Cincinnati April 24th, charged with

embezzling $200 from A. Lazarus, a silverware

dealer of this city.
0. F. Uhl, of the Furstenwerth-Uhl Jewelry

Co., returned recently from a buying trip to New

York.
0. C. Stegmaier, formerly located at Washing-

ton, Mo., has opened a store at Jefferson Ci
ty,

Mo.
Mrs. Blanche Opperistein was granted a divorce

from Michael Oppenstein, a jeweler, of Kans
as

City, here on April 21st.
Wm. C. Loeffel & Sons, formerly at 1234 South

Broadway, have moved into their new store at

612 North Broadway.
J. Riley, traveler for the Gutfreund-Kemper

Supply Co., returned May 17th from a week's trip

through Illinois.
Theo. Eagle, now at 305 North Seventh Street,

moved into his new store at 3170 South Gra
nd

Avenue on June 1st.
J. A. Huston has opened up a jewelry r

epair

shop at Cuba, Mo., and was recently in this

market buying stock.
The friends of G. W. Thompson, the newly

-

appointed Chief of Police of East St. Louis,

presented him with a very magnificent shield

recently through W. A. Edwards, the well-kno
wn

jeweler of that city. The shield was made by the

Presentation Jeweled Shield—the work of a

St. Louis house

Erber Jewelry Mfg. Co., of this city. It was a

very artistic piece of workmanship, 3 inc
hes by

2Y2 inches, of solid gold, handsomely 
enameled,

with a three-karat diamond in the center. Its

value was $500.
F. Demongat, formerly with the Hess & 

Cul-

bertson Jewelry Co., and B. Gerauch, fo
rmerly

with Doriot & Henken here, have formed 
the St.

Louis Watch Case Repairing Co. and op
ened a

place of business at 312 Globe-Democrat 
Build-

ing.
(Continued on page 961)
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HIGH GRADE GOLD-FILLED

A
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This gives you but a glimpse of our line. Your Jobber will show you more, if interested, and if you are anxious to make a better showing this year than informer years you will be interested. C. A. M. & Co.'s Gold-Filled Jewelry has set a standard of its own. We do not attempt to compete with cheap jewelry,but rather offer a high grade line at a very moderate price. If you value your reputation for reliable goods you will insist on your Jobber supplying C. A. M.& Co.'s Gold-filled Jewelry. Look for Trade Mark as shown here. At any rate ask to see our entire line. Any live Jobber carries it.

IRAIM MARK

•11111T111111

C. A. MARSH & CO. rtTASTSII.CEHITE'T°
Ask to see the C. A. M. & Co.'s
Line and look for Trade Mark
Order by Number of your Jobber

THE LINE THAT RESISTS WEAR

June, 191i

St. Louis

TI-IE

(Continued from page 967)

The Mermod-Jaccard & King Jewelry Co. are
mducting their eighty-second anniversary sale.
On May 8th Gustav Scholl, a jeweler at 1320

,outh Broadway, was robbed in his store for the
econd time in two years. Mr. Scholl was alone
.1 the store at the time when a stranger entered
little before noon and asked to see some cheap

rings. Mr. Scholl turned and got a tray con-
aining a dozen gold rings from his show win-
dow and then turned back to show them to his
.upposed customer. He found himself looking
into the muzzle of a revolver. The robber forced
hirn to go to the rear of his store and picked up
die rings and left, after threatening Mr. Scholl
if he made any trouble. Two thousand dollars'
worth of diamonds were overlooked. The value
of the rings was about $6.00. On the day follow-
nig Charles Hahn was arrested and confessed
that he and another man had planned the rob-
bery. Some two years agr Mr. Scholl was
robbed and badly beaten. The thieves were
captured, convicted and are now serving five
years each in the penitentiary.
On April 22d fire at the establishment of the

National Clock and Electric Manufacturing Co.
(now the National Thermo Co.) did about $25,-
000 damage. The plant was fully insured. This
concern has now moved to the corner of Nine-
teenth and Pine Streets.
A. Maschtneyer, president of the Maschmeyer-

Richards Silverware Co., is expected home about
June rst from a three weeks business trip to
New York and other eastern points. J. K.
Venable, traveler for this concern, returned May
4th from a three months' trip through the West.
Lawrence Oberting, traveler for the last seven

years with Blankenmeister, Oberting & Co. has
accepted a similar position with the Weidlich
Jewelry Co. and will enter their service on June
15th. He will represent them through part of
Missouri, southern Iowa and part of Kansas.
W. E. Garcia has accepted a position as trav-

eler with the Weidlich Jewelry Co. and will rep-
resent them through the South.
On Saturday evening, April 29th, the entire

sales force of the Hess & Culbertson Jewelry Co.
were guests of the firm at a get-together banquet
at the Mercantile Club, where questions of mutual
interests were discussed at length and lines were
laid for a progressive spring campaign. S. E.
Bamber, secretary of this firm, will attend the
anual convention of the Travelers' Protective As-
sociation, which convenes at Philadelphia on June
12th. He goes as a delegate from the St. Louis
Post, of this association. Miss Lucy Sweet, Miss
Verne Eckerle and Miss Emma Weber, sales-
ladies for the Hess & Culbertson Jewelry Co., are
all on their vacations.
Martin Thorsen, one of the men arrested in

connection with the big robbery of the jewelry
store of Edward Alberti & Son, in Chicago, when
about $2o,000 worth of diamonds and other jewels
were taken, is wanted here by the authorities for
robbing, one of our suburban postoffice stations.

Ralph Loewenstein, of the R. Loewenstein
Jewelry Co., accompanied by his wife, returned
May 29th from a ten days' sojourn at French
Lick Springs, Ind. Milton B. Loewenstein, of
this firm, returned May 2d from a three weeks'
trio through the South and Southwest.

J. F. Peterson, formerly a jeweler at Cuba,
Mo., has moved his store to Cuba, Mo.
Henry Sherrill, son of Mr. Sherrill, of Sinnock

& Sherrill, New York, with his bride, were recent
visitors here on their bridal trip.

Miss Emma Fluhrer left here recently to spend
her vacation at Dayton, Ohio. and vicinity. Her
brother was to meet her. While driving to the
station his buggy was struck by a train and he
%vas injured so badly that he died three days

F. Dienstbier, of the F. Dienstbier Jewelry Co.,
is out with a new automobile.

Davis Schwab, of Davidson & Schwab, was a
recent visitor here.
A. J. Adank, traveler for the Brooks Jewelry

and Optical Co., is home from a ten days' trip
through Arkansas. A. V. Umbrecht, also trav-
eler for this firm, is confined at home on account
of illness. He is expected to be out about June
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1st. I. K. Hydar, also traveler for this firm, is
home from a two weeks' trip through Michigan.
The firm of Blankenmeister, Oberting & Co.,

located on the second floor of the Wright Build-
ing, are closing out their stock and will retire
from business as soon as they can close up their
affairs. George Oberting, one of the members of
the firm, has been in bad health for some time
and the firm decided to retire. This firm has
been in business eleven years and has been having

a prosperous trade. The future intentions of its
members have not yet been announced.
Raymond Burkhart Vane, charged with the

theft of two rings, one from the Eisenstadt Mfg.
Co. and one from the J. F. Bailey Jewelry Co.,
pleaded guilty recently in the criminal division
of the Circuit Court. He was given six months
in the workhouse on each charge.
Harry W. Sippel, who has been with the J.

Bolland Jewelry Co. for the last three years and
a half, and well known in the trade, has opened a
place of business at 203 and 204 Victoria Build-
ing. He will handle diamonds, watches and
jewelry. He will also have a watch repairing
department.
The following jewelers were visitors here dur-

ing the past month: Robert Tetley, Farmington,
Mo.; John Koetting, St. Genevieve, Mo.; Fred
Courvoiser, Freeburg, Mo.; J. F. Stewart, Albion,
Ill.; Mr. Barnes, J. L. Duke Jewelry Co., Fay-
etteville, Ark.; Fred Noterman, Hillsboro, Ill.;
Edw. Buder, Cairo, Ill.; Wm. Tetley, Bonne
Terre, Mo.; W. G. Davis, Kansas City, Mo.;
H. J. White, Litchfield, Ill.; John L. Settle,
Caruthersville, Mo.; H. W. Foerste, Okawville,
Ill.; L. Perigo, Granite City, Ill.; M. J. Bieber,
Indianapolis, Ind.; M. J. Motsinger, Rector, Ark.;
L. J. Wick, Highland, Ill.; F. Martell, Murphys-
boro, Ill.; Mrs. M. Orenstein, Marion, Ill.; Aug.
Winkler, Poplar Bluff, Mo.; L. Beckman, Ken-
dallsville, Ind.; F. L. Ellis, Ensley, Ala.; F. 0.
Leidel, Troy, Ill.; F. J. Pratte, Festus, Mo.; C. N.
Thompson, with Sanders Bros., Paris, Texas;
Chas. Grieb, Jonesboro, Ill.; H. Adolph, Ironton,
Mo.; R. R. Greene, Salem, Mo.; H. L. Miller,
Kimmswick, Mo.; Enno Dick, New Baden, Ill.;
C. C. White, New Madrid, Mo., accompanied by
his wife; George H. Geer, Jackson, Tenn.; El-
more Collins, Mt. Vernon, Ill.; J. F. Murphy,
Durant, Okla.; E. Stern, Cincinnati.

Oregon Retail Jewelers' Association

The fourth annual convention of the Oregon
Retail Jewelers' Association will be held in Port-
land on June 5th and 6th. The jewelers of the
State will find an extra inducement to attend this
meeting in the fact that the annual rose festival
will be held on the same dates. The programme
for the convention is as follows:

MONDAY, JUNE 5TH —MOR NI NG SESSION

TO A. m.—Reception to members and visitors.
Members and visitors register at this time.

II A. m.—Meeting of Executive Committee.

A PTERNOON SESSION

130 P. m.—Convention called to order. Com-
mittee appointments. Address of welcome, H. S.
Tuthill, representing Portland jobbers. Presi-
dent's address, F. M. French, Albany. Secretary's
report, C. H. Williams, Condon. Treasurer's re-
port, E. J. Jaeger, Portland. Address, C. C.
Chapman, of Portland Commercial Club. Ad-
dress, C. H. Williams, Condon.

EVENING SESSION

7.30 to 8 P. m.—Reception to ladies.
8 P. M.—Address, Charles T. Higginbotham, of

the South Bend Watch Company, South Bend,
Ind. Address, E. C. McKeen, of the Waltham
Watch Company, Waltham, Mass. Address, 13.
E. Chapman, of the Elgin Watch Company, El-
gin, Illinois.

TUESDAY, JUNE 6TH—MORNING SESSION

9 A. m.—Members and their families are re-
quested to meet at the convention hall.

9.30 A. m.—Seeing Portland and its beautiful
suburbs from observation car.

AFTERNOON SESSION

5.30 P. m.—Special announcements. Reports of
committees. Address, H. S. McCutchan, of Port-
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land, representing the Jewelers' Board of Trade

of the Pacific Coast. Response by Louis Bruns,

of Portland. Five-minute talks—Albert Felden-

heimer, Portland; J. W. Watts, Eugene; I. E.

Staples, Portland ; W. F. Delschneider, McMinn-

ville. Election of officers. Unfinished business.

New business. Adjournment.

In the evening a banquet will be given to the

members of the Oregon Retail Jewelers' Asso-

ciation and their invited guests at the banquet

hall of the Commercial Club.

Governor of Missouri Tenders Recep-

tion to Lieutenant-Governor and
Jeweler Gmelich

An event of unusual trade interest 
was the

recent celebration of the fiftieth anni
versary of

their marriage by Lieutenant-Governor 
Gmelich,

of Missouri, and Mrs. Gmelich, of 
Boonville, on

which occasion Governor and Mrs. H
adley ten-

dered them a reception at the executive
 man-

sion, Jefferson City, to which a large 
number of

prominent people were invited. We rep
roduce

herewith the invitation to the function re
ceived

from Governor Hadley by Henry Freund &
 Bro.,
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the well-known jewelry firm of New York City.

Mr. Gmelich, the worthy recipient of this

honor, is well known in jewelry circles through-

out the country, having been in the jewelry busi-

ness for over fifty years. His first business ven-

ture was in 186o. In 1882 he gave an interest

in his business to E. J. Huber, a young man to

whom he had taught the trade of watchmaker.

Mr. Gmelich's reputation for sterling honesty

was soon recognized by his fellow townsmen,

and for nine years he served them as Mayor,
acting as police justice at the same time. But
Boonville was too small a city to monopolize
Mr. Gmelich's services, for the people of the
State elected him their treasurer, the first man

to be elected on a Republican ticket in forty
years. The office of Lieutenant-Governor was
not sought by Mr. Gmelich. It is the opinion of
many that he might have been Governor had he
so desired, while many more of his fellow citi-

zens in Missouri declare that th.e highest office
in the State will yet be his.

Mr. Gmelich was born in Germany sixty-six
years ago. His wife was Miss Doris Mueller
before marriage. The couple, on the occasion
of their wedding anniversary, were the recipients
of thousands of letters and telegrams not only
from the citizens of Missouri, but from men
high up in the jewelry trade all over the country.

•
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LADIES' AND GENTS' JEWELRY
A line that can't
he BEAT. At a
price SURE to
interest you.

Coat Chains
Chain Fobs
Neck Chains
Tie Clasps

Cuff Links

Hat Pins
Sash Pins

Stick Pins
Brooches

Bracelets

THROUGH JOBBERS

A. E. ANDREWS CO.

P. 0. Box 131

Manufacturing Jewelers

ATTLEBORO, MASS.

Leather Fobs
Lapel and Regular
London Tan, Black

Patent Calf
WINE BROWN

GREEN

AFT Leather is of finest im-
ported stock with finished

edges done by special process
machinery. We own the only
machine of its kind in the
country able to do this work.
Buttons of all lodges in country
furnished with lapel strap, also
imitation stone and plain
chased buttons. Regular fobs
are of varied assortment—all
good, live sellers. 41, Profit
makers to retail for 25 and 50
cents. 41, Interested Dealers
send for a sample dozen as-
sorted Fobs by mail. The cost
is small. You can then judge
our line.
(I. Ask your jobber to see
our line or write us and we will
put you in touch with one that
carries our complete fob line.

Trade supplied with unmounted
Fobs. Straps and Buckles

H. J. Collis Mfg. Co.
FOB S P F C IALIS I S

TAUNTON, MASS.
.7.1.7•111. 

THE GREAT POPULARITY
OF CIRCASSIAN WALNUT

in furniture, and thedemand
for clocks to match has re-

sulted in our new models

of CABINET CLOCKS.

Our best selling shapes are

now being made in four

different woods:

Bird's Eye Maple

Circassian Walnut

Early English Oak

Dull Rubbed Mahogany

This is " the distinctive

line" in this style of clocks,

combining a very high order

of both case and movement

with a medium price.

Descriptive literature on request

American Cuckoo Clock Company
Manufacturers

Station S PHILADELPHIA

THE BEST THE CHEAPEST

SOLID GOLD CHAINS
They stand, the test of time and
have done so for 6o years. Su-
preme in Quality, Design, Finish,
Workmanship.

We sell direct. We have no sales-
men. Eliminating all unnecessary
expenses in making and selling
enables us to sell at the lowest
possible price. Send for catalogue.

Alois Kohn & Co. MARK

16-18 Maiden Lane, NEW YORK
Makers of GOLD CHAINS or every kiwi

FRATERNITY and CLASS PINS
10 and 14 KARAT
made to special order

41, We have specialized for

years on creating exclusive

designs for Colleges and

Fraternities.

Q. Let us estimate and create
designs for your college trade.

Located right in a college city.

WILLIAM L. PANIKOFF MANUFACTURING
.11?,WELEIt

828 CHAPEL STREET NEW HAVEN, CONNECTICUT
_

june,1911
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Toledo

There is some diversity of opinion as 
to the

exact status of the jewelry busine
ss here at pres-

ent, but all agree that there
 has been a marked

improvement during the past week or two. 
Some

say that April trade fell somewha
t below expec-

tations while others report a satisf
actory run of

business for some time past. One thing that is

moving very satisfactor
ily is diamonds. There

has been an unusual demand
 for stones of good

quality and color, many large gems 
having been

sold here recently. Diamonds of all sizes and

qualities have been in fair demand, bu
t the trade

has run heavily to the better g
rades. This leads

to the conclusion that p
eople of more than ordi-

nary means are again investing in
 precious stones

rather than in automobiles and other
 fads that

for a long time have wrought hav
oc with the dia-

mond trade here. There is also a live demand

for high-class silverware, much 
of which is due

to coming weddings. Just a fai
r business is being

done in other lines, and considerab
le demand is

reported for good watches. Repair benches, as

usual, are very busy.
Opticians and dealers in optical goods

 are find-

ing some trade all the time, but 
it has been just

a little dull for the most part. Some of the

larger concerns, however, have all the orders

they can well attend to, and on th
e whole a

normal condition prevails. In view of the fact

that there has been more or less 
depression in

all lines of business jewelers and 
opticians ex-

press themselves as perfectly satisfied
 with pres-

ent trade and with the future out
look. Collec-

tions are fair, and while money is a
 little close

among the laboring classes, this is more than

offset by the demand for the more cost
ly goods.

One Toledo concern that has been do
ing a sur-

prisingly large business is the Conklin 
Fountain

Pen Company. The concern now ha
s large im-

provements under way at its local fac
tory, and is

adding materially to its equipment in 
an effort to

take care of its increasing trade. W. N
. Bayliss,

Jr., of the concern, said: "Our business for

April and May has shown unusual g
ains. Our

sales have been more than satisfactory. Our

salesmen report a large increase of 
business for

fall. We are now putting on a new line
 of long,

nonleakable pens. We feel a double
 victory in

not only going backwards during these days 9
f

weeks.

depression, but in actually going forward.
"

now making his usual spring business trip
 on the

Pacific Coast, and will not return for several

v
F. C. Hull, of the Hull Umbrella 

Company, is

L. Comlossy, the Madison avenue j
eweler, with

his wife and two daughters, the Misses 
Alice and

Jessie, are making preparations for a 
month's

vacation to be spent in the Catski
ll Mountains,

at Woodstock. They will make the trip 
early in

June, as soon as the summer school 
vacation

William Kuhlemeyer and family, wh
o for two

months have been visiting at the home of A.

bristiancy, the jeweler, will soon re
turn to their

home at Seattle, Washington. While here they

have made a number of side trips to New
 York,

Philadelphia and other points. While the trip

here b weabsy al.mradie by motor car, the homeward
 ride

will 
S. S. Jordan, of the Judd-Gross Co

mpany, is

Preparing to remove his family to his 
summer

cottage at Toledo Beach. He will be
 installed

in his summer home about June 1st.

The Hull Umbrella Company announces 
that

it will open an office and sales room at 
Nos. 1055

and io57, in the Fifth avenue building, Ne
w York

' ily, in the very near future. F. E. Norton,

,rmerly traveling in Pennsylvania and West

Virginia territory, will be in charge 
of the new

quarters. The concern reports splen
did business

with a nice line of orders for fall delivery.

The regular monthly meeting of the 
Toledo

Optometric Society will be held on May i6th.

Aside from routine business a pro
gramme his

been prepared for the occasion which pr
omises

unusual interest. Among other numb
ers on the

programme will be a paper by 0. L
. Altenberg

on the subject of "Mathematical Optics.
"

E. Gross, of the Judd-Gross Co., reports a

Splendid business for his firm recently. April

was a quiet month with but little doing,
 but May

opened up in splendid shape, and each d
ay has

brought a better business. Wedding and gradu-
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ating presents are helping in no small 
degree to

swell the receipts.
J. D. Rowland, the Madison avenue 

jeweler,

has erected a handsome brown street
 clock in

front of his place of business in the Oh
io build-

ing. As this is the only street clock 
on Madison

avenue, it is greatly appreciated.

More than a year ago three clever 
swindlers

"sold" Samuel Rubens, a Main stre
et (Toledo)

tailor, diamonds supposed to be valu
ed at $15oo

for $600 in cash and two watches.
 When the

swindle was discovered the men, of 
course, had

disappeared. The scheme had been 
worked suc-

cessfully elsewhere, it seems, for 
Samuel Al-

brecht, who came to Toledo from N
ew York a

few months ago, had taken a dose 
of the same

bitter medicine. Albrecht kept his eyes open and

last week "spotted" the trio in 
a State street

saloon. Detectives were notified and in a f
ew

minutes had the men in custody. 
Rubens posi-

tively identified the three men as th
e ones who

had swindled him and swore out w
arrants charg-

ing the three with having obtained 
money under

false pretenses. The men gave their names as

Sam Turner and Joseph Stein, of 
Chicago, and

Abraham Isenberger, of New York. 
Their ages

range from 24 to 35 years. The poli
ce have been

searching for the fellows ever since
 January of

last year.
S. S. Jordan has returned from a

 ten-days'

trip to Pittsburg and other Eastern 
points, where

he combined business with pleasur
e.

A. J. Heeson spent a day last mont
h visiting

the jewelry men of Detroit, Mich.

The jewelry store of McHenry & 
Stevens, at

Zanesville, Ohio, was burglarized rece
ntly by bold

robbers who threw a stone through a
 plate glass

window and got away with thirty go
ld watches,

a number of charms and several rin
gs valued at

about $700. A Pinkerton detective 
was sent from

Pittsburg by the National Jewelers'
 Association

to assist in running down the thie
ves. The firm

is well known in Toledo.
W. H. Broer, with his daughters, Anna and

Hazel, are planning a European trip
 this spring.

They expect to start early in June, an
d will spend

at least a couple of months abroad. 
They expect

to visit Germany, Italy, Switzerland, 
Holland and

Paris.
Irving Frank, of Basch & Co., with

 his wife,

expects to go to New York next mo
nth. They

will spend a couple of weeks at the
 metropolis,

where business and pleasure alike will engage

the time.
H. T. Heimelhoch, a member of th

e firm of

Isenberg Bros. Co., has returned from
 an East-

ern trip, where he was engaged in pur
chasing

stock.
About fifty local jewelers, including 

employees

of the various firms, met in the 
parlors of the

Business Men's Club recently and or
ganized the

24-Karat Club. The object of the club is the

betterment of conditions generally and 
the uplif t-

ment of conditions locally as well as
 throughout

the country, as the club will be aff
iliated with the

State and national associations. F. D
. Asman, of

St. Mary's, Ohio, president of the Ohio 
State asso-

ciation; J. R. Stebbins, of Ashtabul
a, ex-presi-

dent of the State association, and A. 
L. Thoma,

secretary of the same organization, w
ere present

and gave entertaining and instructive 
talks, as did

also Col. J. C. Bonner, of Toledo, w
ho spoke in

behalf of the Civic Federation. Officers of the

club were elected as follows: President, A. J.

Beeson; vice-president, Jacob Frame; 
secretary,

W. F. Broer ; treasurer, Elias Gross.
 J. J. Free-

man was appointed delegate to the C
ivic Feder-

ation. A committee of three, consist
ing of Chas.

Kapp, Bruce Stone and J. D. Rowla
nd, was ap-

pointed to draw up the constitution and 
by-laws

for the club. A meeting will be held 
Friday of

this week, when the work of the co
mmittee will

be presented to the club for approval, 
at which

time it is also expected to arrange fo
r regular

monthly meetings and other business ma
tters per-

taining to the club. The jewelers all seem to

take an active interest in the club an
d are enthu-

siastic over the work it is hoped to acco
mplish.

The Gould Optical Company report a 
rushing

business, which it is claimed, has been enjoyed

for several weeks by this firm.

Mr. and Mrs. E. D. Libbey have returne
d from

their winter home near Pasadena, Cal.
, and ex-

pect to leave the latter part of this m
onth for

Europe, where they expect to spend s
ome time

this summer.
Business has been very satisfactory 

with the

Merrill & Broer Co., according to the 
statement

of Mr. Merrill. "Our lines are all o
ut," said he,

"and we have been especially pleas
ed with the

call for diamonds, which has been unusually

strong, good stones with good colo
r being de-

manded. In the general jewelry lines orders

have not been large, as dealers, for 
some unex-

plainable reason, have been experiencin
g a siege

of 'cold feet,' and are buying for immediate

needs only. Within the past fifteen days, how-

ever, the mail-order business has pi
cked up re-

markably, which presages a season of 
remarkably

good business. Collections have been none too

good. While we have been taking in plenty 
of

money, yet it has cost considerable labor to

get it."
M. N. Isenberg, member of the firm 

of Isen-

berg Bros. Co., expects to leave ea
rly in June

for an extended trip to New York a
nd other

Eastern points to purchase fall goods.

Basch & Co. are improving the appear
ance of

their store with a handsome new pres
sed brick

front. The company will have splendi
d display

facilities when the work is completed.

J. J. Vernier, of Adams street, reports a
 fair

business in general lines. "Conditions have been

a trifle off color," said Mr. Vernier, "bu
t trade

has been picking up in nice shape recentl
y, The

demand seems to be for a general class of 
goods."

L. Leavitt, proprietor of the Leavitt Opti
cal

Company, is absent on an out-of-town bus
iness

trip.
J. Frame, of Superior street, says that bu

si-

ness, which has been a trifle slow, is comm
encing

to pick up somewhat. The repair business
 has

shared the general dullness, and there has 
been

but little business in this line for several w
eeks

past.
The Isenberg Bros. Co., Superior street jew

el-

ers, have extended their business recently .by

adding a ladies' tailoring department, whic
h is

located in the rear of the jewelry store.

N. E. Hascall, of the J. J. Freeman Co., who

has been making an extended trip through
 Eu-

rope in the interest of the firm is now in P
aris,

and expects to sail for the United States the

25th of May. Mr. Hascall, who is accompani
ed

by his wife, has visited points in Germany, 
Aus-

tria and Switzerland, and expects to go to Lo
n-

don prior to sailing for home.

Charles Kapp, of the firm of Wolcott & Kapp,

was quite optimistic when seen by a KEYS
TONE

representative. "Our business has been holdi
ng

up well," said he. "Of course the reorganiz
ed

firm has been in business only about a year,
 and

a better business was naturally expected 
when

the change was made. Our expectations have

been fully justified, and our books this year 
show

an increase over the corresponding time last
 year

of fully 15 per cent. Silverware has been in 
good

demand recently, and we have been selling a 
good

many diamonds of good grade but medium s
ize."

Business is booming just now with the Tei
pel

Umbrella Company, and the new India 
shapes

seem to be taking quite a hold on the fanc
y of

Toledo ladies and are selling unusually 
well.

W. F. Broer, of the firm of Merrill & B
roer

Co., is enjoying a week's cruise in Canadian

waters with a party of friends. Fishing was the

object of the party, and friends are pre
paring to

accept with tolerance and seeming belief 
all the

latest big fish stories of the season.
"We expected to be doing business in 

our new

location before this," said George W. 
Kapp, the

Summit street jeweler, "but owing to the
 build-

ing trades strike which has been on in 
Toledo

we have been greatly delayed, and do not
 expect

to get into our new store much before t
he first

of June."
As a happy denouement to an unfortunat

e cir-

cumstance came the arrest in Chicago last
 month

of Frank Wright and James Morgan, 
who were

caught with the loot in their possessi
on which

had been stolen a few days before from 
the

jewelry store of William H. Broer, 427 
Summit

street, this city. The burglary was a very bold

one, as the robbers who entered the stor
e early

in the morning, were compelled to wo
rk under

the glare of two electric arc lights whic
h give an

unobstructed view to all parts of the es
tablish-

ment.
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G. L. P. CO.
G. L. P. Co., the Manufacturer Whose Goods Have Created
Absolute Confidence with the Entire Jewelry Industry

To Further Protect the Trade, so there is no chance of
purchasing other makes of jewelry, because they
are on the G. L. P. Co.'s cards, we stamp every
piece of goods made by us--G. L. P. Co.

This is the Strongest Guarantee Possible, in safeguarding
the interest of all the jewelry trade.

Thoroughly Appreciating the Immense Demand there is for
goods made by G. L. P. Co. has decided us in
putting onto the market for the fall trade a line
of Solid Gold Front, and Gold-Filled Jewelry
that will surely be to the interest of every retail
jeweler, insisting on their jobber showing them
these new goods.

It is a Conceded Fact, the retail jewelers who buy the G. L. P.
Co.'s goods from their jobbers make for themselves satisfied
customers.

GEO. L. PAINE CO.
New York Office, 9 Maiden Lane ahinac 111 nW)ofrfi1::: North Attleboro, Mass.

une, 1911 THIS

Cleveland

There has been a lull in business this 
month.

l'he previous thirty days had develop
ed such a

spurt that now it seems rather quiet b
y compari-

,on. The next few weeks though will be 
busy

ones. Graduation and wedding gift buying 
will

stimulate the trade. In spite of the lull in gen-

eral trade there has been one branch o
f the busi-

ness that has been fairly active, and tha
t is the

diamond end. There has been a satisf
actory vol-

ume of sales made.

In other lines of commerce that make 
for busi-

ness activity there has been a steady decline.

This is especially noticeable in the stee
l trade,

and before the season is over this 
condition will

be reflected in the iron ore business and i
ts allied

interests.
Shipping interests have not been going at 

full

speed. In fact many of the boats have only re-

cently been put in commission, although the
 sea-

son opened two months ago.

Chas. F. Groth, secretary and treasurer 
of the

Cowell & Hubbard Company, has gone to Ka
nsas

on a visit to his father, who is one of the pio
neers

in the wheat producing belt of that State.

The Scribner & Loehr Company were the s
uc-

cessful bidders to supply the table silverware 
for

the new Cleveland Athletic Club. The line
 was

that shown by Reed & Barton.

J. H. Heiman, jeweler in the old Arcade, was

mysteriously robbed recently of a diamond pen
d-

ant valued at $1200. The piece was stolen from

the show case during business hours and wi
thout

any evidence of the job. It must have been the

work of professionals. Jeweler Heiman has

offered a reward of $200 for its return and 
no

questions asked, but without success. Later his

store was again entered by burglars. They

smashed a window in the rear, but must ha
ve

been disturbed in their work, as little of value

had been taken.
Elmer E. Trayer, who has just recovered from

a serious illness, has left the Webb C. Ball

Watch Company to take up watchmaking for t
he

trade in general. He has fitted out a shop of

his own in the East End.

George Eroe, who recently sold out his inter-

ests in the Diamond Shop, has leased the Euclid

avenue store room of the New Euclid Arcade,

and will open as soon as it is possible to get into

the store. It is expected that the rooms will be
ready by July 1st.
Jeweler Asher, of Woodland avenue, will open

a store in the Euclid Arcade. It is reported that

eight jewelers will occupy rooms in this new

thoroughfare.
J. W. Juengling, manufacturing jeweler, will

remove to the new Swetland building on upper

Euclid avenue, about July 1st.
C. Radde, optician, Woodland avenue, will

open a branch store for optical goods in the

Swetland building.
G. F. Smith and Fred Foley have purchased

the jewelry manufacturing plant of Wm. Tatzke,

151 Lennox building, who disappeared from this

city about six months ago and has not been

heard from since. Mr. Smith was formerly with

Sigler Bros. Co.
Chas. Ramp, of the Scribner & Loehr Co., was

on the list of newly-elected Elks last month. L.

J. Binder, of Cowell & Hubbard Co., was also a

victim.
C. E. Whittaker, Clyde, Ohio, was in town last

month. He has decided to sell out his store and
retire owing to failing health.
M. Ginsburg, jeweler, 3739 Woodland avenue,

has gone to Atlantic City on a pleasure trip.
Gus Rose has recently opened a new store at

12407 St. Clair avenue.
George Reichard, East Iosth street and Su-

perior avenue, has just accepted the position of

superintendent of the Park View Cemetery, a
new cemetery corporation southeast of the city,

near Bedford. As soon as possible Mr. Reichard
will arrange to put a competent manager in his
store, and then assume his ntw duties.
W. C. Fisher, Lorain, was here a few days

on business and reported conditions in his town
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as fair. Lorain is trying to interest new manu
-

facturing interests to settle there.

F. H. Pitkin, Andover, was in town last 
month.

C. E. Lonsway, Lorain, who was burned 
out a

month ago, will resume business in a few 
days.

His loss from fire was practically a total one
, but

he was protected in part by insurance.

The Haserodt Bros., of the Critz-Haserodt C
o.,

Elyria, lost their father by death last month. 
The

senior Haserodt had lived many years in Elyr
ia

and was a highly respected citizen.

The following Ohio jewelers were in town 
last

month : J. B. Avery, Amhurst; D. Leonheiser,

Huron ; Hall Bros., Cuyahoga Falls; I. Shiff,

Lorain; J. H. Wight, Wellington; Sam Brai
nerd,

Medina; R. I. Hill, Elyria; 0. G. Carter, Ne
w

London; B. Mosely, Willoughby; E. D. D
avis,

Kent; J. W. Helfrich, Carrollton; G. A. Clar
k,

Lorain; C. H. Dexheimer, Bedford.

Denver

By an order of the Interstate Commerce Com-

mission a rebate has been granted by the rail-

roads to all Colorado and western dealers on

freight originating in Chicago and east of the

Mississippi River between July 1, 19o9, and Oc-

tober 26, 1910. It is said a 123/ per cent. reduc-

tion was made and that the railroads owe t
he

Colorado dealers about $3,000,000.

The Crown Manufacturing Company, manu-

facturing and wholesale jewelers, whose western

office has been at 310 Apple building, this city,

has moved to larger and more commodious quar-

ters in the Foster building, where the concern

will occupy Rooms 319 and 320.

The Denver Association of Wholesale Jewelers

held their regular monthly meeting Thursday,

May 4th. The most important business of the

meeting was the annual election of officers, the

following being elected: Ed Lehman, president;

C. E. Lewis, vice-president ; Chas. Wathen, trea
s-

urer, and T. B. King, secretary. It was also

unanimously voted to begin closing Saturday af-

ternoons this year in May instead of June. This

gives the Denver jobbers Saturday afternoo
ns

off through May, June, July, August and Se
p-

tonber.
C. B. Lewis, of the Lewis Jewelers' Supply Co.,

spent several days in Colorado Springs last month

looking after the business interests of the firm.

E. C. Veyrey and Miss Lillian Larson, of

Boulder. Colo., were married in Denver April

i8th, and are now spending their honeymoon in

California.
J. E. Clemings has given up his position in

the jewelry department of the Denver Dry Goods

Company and has gone to Telluride, Colo., to

manage the Mountain Flower gold mine, in which

he is interested.
The Hamilton Jewelry Company, successors to

the Ashby Jewelry Company, of Colorado Springs,

Colo., has incorporated under State laws. This

company is in no way connected with the W. W.

Hamilton Jewelry Company of Denver, as is sup-

posed by some.
Baldwin Gwynne, arrested in San Francisco re-

cently and held there awaiting extradition to New

York on the charge of swindling jewelers, is be-

lieved to be the same man under the name 
of

Arthur Burden, who attempted to secure 
$4000

worth of jewelry from Jos. I. Schwartz, of 
moo

Sixteenth street, of this city, on March 27th. 
At

that time the jeweler received a telephone me
s-

sage ostensibly from Mr. Rogers, of the Santa 
Fe

Railroad identifying Burden, saying that he w
as

all right and that Rogers would guarantee 
the

transaction. The jeweler did not let the man

have the goods, however, and he disappeared

after a few hours' residence in the Brown Palace

Hotel. On his way to San Francisco to 
bring

back Gwynne, who was held there, Detective

Oswald, of New York, stopped at Mr. Schwartz
's

store to see him about "Burden's" operations
. Mr.

Schwartz and his salesman, Mr. Cook, recogniz
ed

the picture of Gwynne as that of the man "
Bur-

den," who tried to obtain the jewels.

The Hamilton Watch Company have offe
red

to the Colorado Horological Society a move
ment

in a filled case to be used as a prize in a co
ntest

to be decided upon by the society. After a great

deal of discussion the contest has f
inally been

decided. A number of low-grade moveme
nts, all

exactly the same, are to be distributed
 among

the members, and each one, in his own
 way, is

to alter and adjust the movement in
to a high-

grade. This will consist of truing and 
bregueting

the hairspring, truing and joining the 
balance,

setting up the escapement, changing fro
m single

to double roller, and adjusting to fiv
e positions,

each different piece of work having so ma
ny

points in proportion, the total aggregating too

points, the highest one, of course, winn
ing the

watch. These movements to be worked 
on were

also furnished very generously by the 
FIamilton

Watch Company, and they will also act a
s the

judges for the contest.
William Fulton, secretary of the Lewis 

Jewel-

ers' Supply Company, has been appointed 
chair-

man of the Committee on Souvenirs (suit
able for

Sir Knights and ladies) for Cominandery No
. 25,

Knight Templars, to be used at the triennial co
n-

clave in Denver in August, 1913.
F. C. Corley has opened up a fine new 

retail

jewelry store in Room 201 Foster building. 
Mr.

Corley is one of the oldest jewelers in De
nver,

and will, no doubt, build up a nice trade.

Mr. Ben. Frumese and Miss Clara Charsky

were married here on May iflth and left at 
once

for an extended trip through the West. A
 very

large and beautiful wedding was given them, 
as

both have a great many friends in the city. 
Mr.

Frumese is one of the leading jewelers, and
 Miss

Charsky comes from one of Denver's promine
nt

families.
Jas. E. Lewis, of the Lewis Jewelers' Sup

ply

Company, has just returned from a twelve-week
s'

trip through the northwest, and reports a very

iporable business ;11roughout the trip.
C. M. Johnson, well known in the manufact

ur-

ing jewelers' circle and formerly with the Denv
er

Jewelry Company, has opened up a manufa
ctur-

ing and repair shop of his own with the R
ocky

Mountain Gem Company, and is equipped to

handle any kind of work in the jewelry line.

H. G. Petty, of Fort Collins. has just retur
ned

from Curtis, Nebr., where he has been visiting

his brother, who has been very ill, but is now

much improved. Mr. Petty reports crops are

looking fine in that part of the country and every-

body is looking forward to a good fall business.

H. Spivak, formerly of Birmingham, Ala., has

accepted a position as watchmaker with The Crip-

ple Creek Loan Office of Cripple Creek, Colo.

E. A. Williams, formerly with Michael Bros.
,

has accepted a position with H. H. Frumese, 
of

Denver.
T. B. King, of the W. W. Hamilton Jewelry

Company, has left for an extended trip through

the State. H. L. McLaughlin, with the same firm,

has left on his regular trip to the northwest.

I. L. Morgan, of Fort Morgan, Colo., has moved

into one of the drug stores of that city, occupy-

ing half of the store. He has bought all new

fixtures to match up with the ones in the drug

store. He now has a very fine and up-to-date

jewelry store.
C. A. Ball, of Durango, Colo., spent a few

days in the city this month. He is en route to

the East, where he expects to remain some time.

The following out-of-town jewelers from the

State were in the city this month : C. P. Petten-

gill, of Boulder; T. M. Howells, of Florence;

Mrs. E. A. Eves, of Idaho Springs; J. S. Bentley,

of Boulder; Fred Cole, of Yuma; E. L. Dun-
ham, of Greeley; W. E. Mount, of Pueblo; H.

G. Petty, of Fort Collins; S. Salamon, Platte-

ville; Chas. McCormac, Crestone; Henry Curtis,

Littleton ; Leon Harrison, New Windsor; Alvin

Herman, Brighton ; W. R. James, Arvada; John

Blair, Pueblo; I. L. Morgan, Fort Morgan; C. A.

Ball, Durango.

Watch Your Competitors

There is such a thing in business as attending

too strictly to one's own business; that is all very

well if one has the best system, the most progres-

sive ideas, the qualities that spell success. Other-

wise, sometimes "the other fellow" who has

different ideals, different methods, and different

views from us can furnish some mighty useful

pointers. Mind your own business conscien-

tiously—but keep an eye on your competitor at

the same time.
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THE LINE LOCKETS BRACELETS OF QUALITY

LOCKET

CO

TRADE-
MARK

No. 4354

Ask your Jobber for the Colonial Dame Bracelet
No 4423 No. 4443

It's NEW. SWELL. A WORK OF ART. Made in four widths-3-8", 1-2", 5-8", 3-411.

FOBS

SCARF PINS

BLISS BROTHERS COMPANY
ATTLEBORO, MASSACHUSETTS

HEYWORTH BUILDING
CHICAGO, ILL.

SILVERSMITHS' BUILDING
NEW YORK CITY

CHRONICLE BUILDING
SAN FRANCISCO, CAL.

CHARMS

BUTTONS

EMBLEMS 'Nuff Said
Our Catalog shows nearly 10,000 different designs. Ask for it.
Any fraternal order or organization in the country.

JOBBERS ONLY

E. L. LOGEE & COMPANY, i=r7:f c _cturers
235 Eddy Street, PROVIDENCE, R. I.

New York Office 65 Nassau St. Chicago Office 1203 Heyworth Bldg.

Allen's Twin Links
A BOON TO SOFT CUFF SHIRTS

Put them on either way and they're right. Saves time, saves bother,
saves temper. Has "Short Posts" attached at each end by lever.
"Short Posts" means a post just long enough to hold the sides of
the cuffs closely together, giving a much neater effect than can be
obtained from the old-fashioned long post.
Made in gold plate, either plain, Roman, polished, or English, or in
a variety of engraved designs.

Ladies' Four-in-Hand Pin
With 1911 Safety Guard Patent

Comes set with Helen Pink and Coral, also brilliant
whitestones.
Makes a most beautiful adornment to woman's
attire, and there will be a positive demand during
the summer season for these. Sell at sight. Write
and let us tell you more about this novelty and our
entire line of novelties. Th,..t liveliest live wire line
of novelties ever shown.

C. H. ALLEN & CO.
ATTLEBORO, MASSACHUSETTS
THOSE 4-IN-1 COAT CHAINS ARE WINNERS.

ASK US TO SHOW YOU.

June, 1911 TH E

Items of Interest
The show window of the Mathewson-Pelz Jew-

elry Company, Marshall, Texas, was recently
smashed, and they suffered a loss of about $1000.
The work was apparently that of an expert.

Carl J. Von Seutter, of Jackson, Miss., one of
the oldest and most progressive jewelers in the
South, recently had a successful auction sale
which was conducted by Herman G. Briggs, the
well-known jewelers' auctioneer.

The Charles C. Crooks Company, jewelers and
diamond merchants, 114 West Baltimore street,
Baltimore, Md., had an auction sale recently
which was conducted with customary success by
Herman G. Briggs, the well-known jewelers' auc-
tioneer.
W. J. Heflin, of Birmingham, Ala., has ac-

cepted a position as salesman with B. F. Harless,
one of the leading retail jewelry firms in Hous-
ton, Texas. Mr. Heflin comes well recommended,
having spent the past ten years with H. C.
Abbott & Bro., of Birmingham, Ala.
The large ring factory of White, Wile &

Warner, which is just across the street from the
Hotel Statler, where the New York Retail Jew-
elers held their annual convention last month,
was profusely decorated with American flags
during the three days' session complimentary to
the visiting jewelers.
At the New York Retail Jewelers' annual con-

vention, held in Buffalo last month, Heintz Bros.
distributed among the lady guests souvenirs in
the form of hat pins with the Heinz buffalo
trade-mark for heads. Some of the men in the
party on the way to Niagara Falls found them
useful in keeping their own straws from blow-
ing off.
Edison A. Monroe, former jeweler of 158

Meadow street, New Haven, Conn., has returned
after three years' absence on account of his
health, and his many friends are glad to wel-
come him back. Mr. Monroe has developed a
literary talent, and in a short time hopes to issue
his first volume of poems and stories entitled
"Jewelry Stories and Poems," by Edison A.
Monroe, jeweler.
The Kansas City Watchmaking and Engraving

School, Kansas City, Mo., has issued a very
handsome prospectus which will convey to in-
tending pupils a good idea of the work done by
this institution. The prospectus furnishes a very
strong argument in favor of watchmaking and
engraving as a trade for young men, and also
shows very clearly the necessity of a complete
mastery of these crafts if the workman would
make most of his opportunities. The paper and
printing in this booklet are excellent and the
illustrations appropriate and instructive.

Irons & Russell Company, 95 Chestnut street,
Providence, R. I., issue a neatly gotten up little
monthly bulletin entitled The Emblem, which is
intended not only to advertise their own product,
but also to instruct the trade to take maximum
advantage of the many opportunities in the em-
blem line. Any member of the trade who fur-
nishes his address will be mailed regularly a
copy of this publication, which will keep him
posted on developments in emblemdom. The
Irons & Russell Company now produce a line
which comprises emblems for every degree of
every order, and for every purpose for which
the emblems may be used. While their product
is marketed through the jobbing trade the retail-
ers highly appreciate this effort to assist them
in making the emblem line more profitable.

Ademar Vuilleumier, who has been in the jew-
elry business in Portland, Oregon, since 1889,
passed away Wednesday, May loth, at the Port-
land Sanitarium, following a second stroke of
paralysis. The first stroke occurred May 17,
1910, and Mr. Vuilleutnier recovered most re-
markably and was able to be in his place of
business during a part of each day. The second
stroke occurred May 9th, and in a few hours he
became unconscious and remained so until death.
The services were conducted by the Portland
Lodge, No. 142, B. P. 0. E., of which Mr.
Vuilleumier was a member, and the interment
was made at Riverview Cemetery. Mr. Vuilleu-
mier was also a member of the Knights of Pyth-
ias, Woodmen of the World, and the Greutli
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Verein. He was born in Switzerland sixty years
ago, and he is survived by a wife and daughter
and hosts of friends to mourn his loss.
P. P. Leuck, formerly of Van Horne, Iowa,

is now located in Neola, same State, where he
has erected a new cement building to accom-
modate his business.
Fred C. D. Bonner, with F. & F. Felger, New-

ark, attended the New York State Retail Jew-
elers' convention at Buffalo the latter part of
May and enjoyed every minute of the time.
The Carman Art Company, 79 Dearborn street,

Chicago, Ill., reports a widespread extension of
the fad of having portraits enameled on watch
dials, caps or lids. This company makes a spe-
cialty of this branch, which they have brought
to notable perfection. The portraits can be made
from any photographs or prints, and plain or
colored as desired.

The rumor that C. A. Cole had closed out his
business interests at Winterset, Iowa, is without
foundation. Mr. Cole is still a member of the
firm of Cole & Hull, of Winterset, as heretofore,
but has also a store at Kissimmee, Fla., which is
managed by his brother. The firm of Cole & Hull
have also recently established in business at Lake-
land, lila., G. N. Funk, who had been employed
in the Wniterset store for a number of years, the
title of the business being G. N. Funk & Company.
Both Florida stores are excellent types of modern
jewelry stores, both in stock and fixtures, and
reflect much credit on the enterprise of the parent
firm of Cole & Hull.

The annual meeting of the stockholders of the
Paul-Gale-Greenwood Company, Inc., of Norfolk,
Va., was held on May i6th, at which time a
substantial and most satisfactory report was made
concerning the unusual business of this big jew-
elry concern during the past year. The exposi-
tion year's business in Norfolk was good every-
where, but the company's report showed that
even that had been eclipsed. Great credit is due
D. P. Paul, general manager of the company,
who has so successfully managed its affairs since
the reorganization in 1906. The stockholders
realized this also, and a rising vote of thanks
was tendered him at the close of his report for
the manner in which its affairs had been directed.
The meeting was held in the great building of
the company, on Granby street, corner of City
Hall avenue. The following directors were
elected to serve during the coming year : Fred
Greenwood, John L. Roper, C. L. Young, H. H.
Trice, G. H. Lewis, Dr. A. Week, D. P. Paul,
J. E. Cole and F. B. Paul, and the regular divi-
dend was declared. The annual election of offi-
cers by the directors will take place shortly, and
it is anticipated, in view of the successful work
accomplished, that the present ones will be re-
elected.

New Orleans

The wedding season has greatly benefited the
retail trade, and there has been an enormous
amount of solid silver sold here lately. April
was an exceedingly good month, better than it
has been for years, and business was well sus-
tained in May. Thanks to Cupid, who has been
shooting his darts to excellent purpose lately.
The department stores, notwithstanding the

statement of a number of manufacturers that
they would not sell them, are making an unusual
bid for the jewelry business, and most of them
are plentifully supplied with a stock of gold and
plated jewelry. Some of them have even gone
heavily into the silver business.
T. Hausmann & Sons show their usual activity.

Gabe Hausmann has recently returned from a
pleasure trip, and is again at work.
Leonard Krower will shortly leave for a trip

to Waukeshaw, Wis., for a rest of which he
is very much in need on account of his close
application to business for the past year.
The necessity of increased facilities for manu-

facturing since the removal of Leonard Krower
to his new building has induced the firm to ex-
tend its manufacturing plant. While North Mr.
Krower intends to buy the latest machinery, and
likewise will engage some expert designers and
workmen. It is his intention to fully double the
present output of his factory.

Philadelphia
William J. O'Donnell, for many years located

at 1004 Chestnut street, has much more desirable
quarters in his new store, 13 South Tenth street.

John B. Roth, Jr., of Lancaster, Pa., was among
the visiting jewelers in the city last month. Mr.
Roth is now filling a contract for fraternity pins
and buttons for the Pennsylvania State College.

Abe Sickles, of M. Sickles & Sons, sailed for
Europe on May Toth on the steamship Lusitania.
While abroad he will visit the European diamond
markets and make extensive purchases for fall
trade.

Extensive improvements have recently been
made in the quarters of Combes & Van Roden,
the well-known Walnut street jewelers. A new
display window has been put in and many alter-
ations made that greatly add to the attractiveness
of the store.

George Mayer & Co., manufacturing opticians,
728 Sansom street. have moved to the ground
floor of the building, where they have much more
desirable quarters and greater facilities for tend-
ing to their growing trade. Handsome office fix-
tures and much new machinery have been in-
stalled.

The Philadelphia Jewelers' Club gave their
annual shad dinner on the afternoon of May
16th, which proved, as usual, a most enjoyable
occasion. Quite a large number of members and
guests partook of the feast, and the dinner and
entertainment was universally conceded to be the
best yet.

Isaac Press & Sons opened, last month, their
new store at the northwest corner of Eighth and
Chestnut streets. Many were the compliments
and congratulations presented to the members of
the firm on the occasion, which was made me-
morable by the presentation of a souvenir to
each purchaser.

Mr. Van Dusen, of the firm of Van Dusen &
Stokes Co., has been on his annual trip to the
Old World in search of art goods, of which his
firm makes a specialty. He visited all the leading
markets and will return about the middle of this
month with large consignments of interesting
goods for fall trade.

The Bailey, Banks & Biddle Company furnished
the prizes for the Camden Motor Boat Club race
and also the prizes for the West Jersey Horse
Show. All these prizes were specially designed
for the purpose intended and were magnificent
samples of the high-grade art craftsmanship for
which this firm is noted.

Fred B. Hurlburt, accompanied by his wife
and two friends, started on May 13th on an ex-
tensive tour in his new locomobile. The itinerary
covered the greater portion of three States and
included the beautiful Hudson River scenery,
with stops at Albany, Syracuse, Buffalo, Erie,
Cleveland, etc., the return trip being made via
Binghamton and Scranton.

Business in this city during the past month
was seasonably quiet, the inactivity being relieved
somewhat by the demand for commencement and
wedding gifts. The retail trade reports business
somewhat behind that at the same time last year,
and the wholesalers seem to be enjoying a good
trade. An optimistic spirit prevails, however,
and it is confidently expected that an active fall
will succeed the summer lull.

The latest of a number of street organizations
in this city is known as "Sansom Street Business
Men's Association," the membership of which is
composed of those whose establishments are lo-
cated on that street, and the purpose of the
organization is to agitate and bring about cer-
tain street improvements. As Sansom street is
a well-known center of the jewelry and optical
industries of this city, the members are recruited
largely from these industries. The officers elected
were the following : D. V. Brown, president;
Jerry Neill, vice-oresident ; Joseph K. Davidson,
secretary. The first meeting was held on May
8th at the store of D. V. Brown, 740 Sansom
street, and meetings will be held regularly once
a month.

•
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FREE
FOR YOU

Write us for our Special Display Card
of Emblematic Coat Chains

PRINTED AND EMBOSSED IN COLOR

IRONCO.S & RUSSELL CO 
MAIN OFFICE AND FACTORY

95 Chestnut St., Providence, R. I.
Manufacturers of Emblems

Chicago Office
131 Wabash Avenue Three Complete Stocks

New York Office
11 Maiden Lane

Sterling Silver Rings
A few of the many designs we make

To retail 25 cents and up

8120 8104 8129 8131

8132 8190 8116

We also make Gold Shell Rings
Samples on Application

8127

Rhode Island Ring Company

Providence
MAKERS OF RINGS

• • Rhode Island

0

The Debutante
Made in four widths—any size—with secret catch and
joint. TWO QUALITIES —STERLING SILVER —
HIGH-GRADE GOLD-FILLED seamless stock.
THE CUT TF1 I S ALL—upper numbers, sterling;
lower, gold-filled. Very striking. sure to sell.

5840
5340

5531
5031

5240

WRITE AND LET F T PEARCE CO. 0
ESTABLISHED 1879

INCORPORATED 19 7US SHOW YOU F. T.
Manufacturers of Gold Pens, Gold and Silver Pencils, Penholders, Fountain and
Stylographic Pens, the Debutante Bracelet, and tie Debutante Hat Pin.

NEW YORK SALES OFFICE

180 BROADWAY

HEAD OFFICE and WORKS

8;,: SPRAGUE STREET
PROVIDENCE, R. I.

Sixth Annual Convention of the Pennsylvania
Retail Jewelers' Association

The sixth annual convention of the Pennsyl-

vania Retail Jewelers' Association was held at

the Fort Pitt Hotel, Pittsburg, on Thursday and

Friday, May 4th and sth. There was quite a

large attendance of delegates and members, and

the programme, which had been decided upon in

advance, was carried out with exactness with the

exception of one item on the entertainment pro-

gramme. It was the intention to visit the steel

mills at Homestead on Friday evening, and Car-

negie Institute Friday afternoon. Owing to the

fact that visitors are not allowed in the Home-

stead mills at night this trip was taken in the

afternoon and the institute was visited in the

evening.
The hour from 9 until io o'clock Thursday

morning was devoted to the registration and re-

ception of members. At to o'clock the conven-

tion was called to order by President Ira D.

Garman. Following this music was furnished by

a small stringed orchestra, whose services were

constantly in demand during the whole of the

two days' session.
On account of more pressing business Hon.

W. A. Magee, Mayor of Pittsburg, was not able

to offer the address of welcome, for which he

was down on the programme, but he was very

ably represented by Hon. H. M. Irons, who as-

sured the jewelers that Pittsburg's hospitality was

"solid gold and 24 karat." He cordially invited

them to hang tip their hats and make themselves

at home, and even offered to "lift the lid" for

them.
In response to Mr. Irons' address of welcome

John M. Roberts remarked that among gecre-

tary Wiley's numerous other duties besides wining

and dining the jewelers was that of keeping them

out of jail. He advised them to keep in touch

with Mr. Wiley and make a note of his 'phone

number. During the course of his remarks Mr.

Roberts rapped the "railroad trusts" 'and dwelt

on the fact that much unjust discrimination is

practiced by the railroads against Pittsburg job-

bers.
After the reading of the minutes of the last

annual meeting by the secretary, President Gar-

man made his annual address, which was enthu-

siastically received, as follows:

President Garman's Address

FELLOW JEWELERS :—Again We meet for the pur-
pose of strengthening the ties of friendship and
business taken up by us in the past six years. That
organization has been beneficial to all trades there
is now no longer any doubt, and meeting and
getting acquainted as we are doing from time to
time broadens and makes us better merchants.

After considerable thought on organization
and studying trade conditions I am led to believe
that the jeweler can no longer live and succeed
by clinging to old fogy ideas and poor business
principles. He must be up and doing—advertis-
ing, meeting with his fellowmen in trade and mak-
ing his store as good or better than any depart-
ment store. We must educate the general public
to understand that the jewelers can sell to them
as good or even better than any department store
or mail-order house, and more thought and time
must be given to our own condition.'

So much talk has taken place at conventions
about the guaranteeing of watches and jewelry
that in part we have lost the true conditions of
our own business. There are many manufacturers

of watches, jewelry and silverware that are doing
everything for the retailer that is reasonable, and
it is now time for us as retailers to co-operate
with them and create a demand by advertising
and doing everything which lies in our power to
make ourselves a benefit one to another.

No legitimate retail jeweler should buy any
movements, cases or jewelry where there is any
doubt about their quality. So many well-known
manufacturers in different lines are willing at all
times to stand by any reputable jeweler that qual-
ity should at all times be the first thing to con-
sider. The number of years of guarantee of
movements and cases should not enter into the
sale of our goods, any more than in any other
line. The past few years has taught every jeweler
that we have not been making the profit we
should. There is little danger of being undersold
by others, as every merchant to succeed must
make a fair and legitimate profit. What was con-
sidered a good profit some few years ago to-day
would not nearly pay expenses. We must not be
discouraged—others have evils same as we—but
work together as brother jewelers, being fair one
with another. If you cannot suit your customer
send him to your neighboring jeweler so that all
trade possible can be kept within our lines.

One subject I would like to call to the par-
ticular consideration of this and all other associa-
tions, and especially the National Association, is
the retailing jobbers. This is undoubtedly one of
the greatest evils of the entire jewelry business.
Personally I believe the jobber is a necessity to
the greater number of jewelers and we are willing
to work with them, but they being recognized as
jobbers by the different manufacturers, are given
an extra discount by them. This being the case,
they can readily undersell the regular jeweler and
still make a fair profit. Coming in direct corn-
petition with the retailer, which they frequently
do, there is no doubt as to who will make the
sale, and again, many sales are lost by the legiti-
mate retailer through the salespeople employed in
the different factories and by the jobbers. This
could be prevented by the employer making more
strict rules and having them lived up to by their
numerous employees.
I would suggest that this association, here as-

sembled in convention, appoint a committee to
meet with a similar committee from the Jobbers'
Association of Pennsylvania in Philadelphia at as
early a date as possible and take up this question
and I believe conditions could be so adjusted as
to be beneficial to the jobber' as well as to the re-
tailer, a report of such meeting to be made to
the executive committee of this association.
This convention is for jewelers and a trade dis-

cussion by all members is requested on any trade
subject. We believed it was best not to have too
much of the time of this convention taken up by
speeches of others than members or retail jewel-
ers, so that each and every member should have
the liberty to speak on any subject of interest to
our trade. Since organization this association
has been continually working for the betterment
of the entire jewelry trade, manufacturer and job-
ber and retailer. Our aim has always been to
build up, and we believe to-day the entire trade
has been improved through the several organiza-
tions. Since becoming president of this associa-
tion it has been my desire that our association
have the respect of the manufacturers, jobbers
and retailers and that nothing be done by our of-
ficers but for the interest of the association and
every member.
Our lives have been devoted to the jewelry busi-

ness, of which we should be proud as an honor-
able and respectable calling for any man. My re-
lations with the jewelers as president of this as-
sociation has been most cordial. When years ago
we were considered competitors, to-day we are
the warmest of friends; and at all times the of-
ficers of this association have done everything to
make my years successful and for the good of

the trade.
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Secretary Wiley read his annual report, which

showed a very satisfactory increase in the -num-

ber of members in comparison with former years.

It read as follows:

Secretary's Report

This, the sixth annual report of the secretary
of the Pennsylvania Retail Jewelers' Association,
is presented for your consideration; believing the
work accomplished during the year to be the most
satisfactory since our organization.

Over forty firms have promised to discontinue
sending out net prices in the open mail during the
year as a result of your asking them last year
to discontinue the practice. It is also a note-
worthy fact that very little advertising of net
prices has been done in our trade journals.

More and more firms are falling into line on
the fixed selling price policy on standard goods
in our line, and our members report they are
pushing such and find them easy to sell.

One of the worst evils in the trade continues
to be the man without a store or business license
who procures goods on memorandum from some
of the same jobbers the legitimate dealer does, at
the same price. He is found everywhere with his
pockets filled with watches and diamonds and
willing to sell at any price so that he can take a
dollar or two out of the deal.

The jeweler who knocked his competitors and
was willing to price any article of jewelry shown
him is now ready to speak a good word .for his
neighbor's goods. If nothing else had ever been
accomplished by our association work this would
be worth all the cost of time and money.
Our membership reported at the convention of

1909 was 252; at that of 1910, 326. We have in
good standing to-day 380, being a net gain over
last year of 54, and over 1909 of 128.

Six of our former members have notified us
of their quitting business during the year.

Many complaints have reached us of auction
sales which are being conducted by regular jewel-
ers and others. Many complain of jewelers in
their communities who overbuy heavily and are
forced to unload, and do so at prices which are
detrimental to the whole trade. Also jewelers
who conduct auction sales during the month of
December, thus killing the business of whole
communities who otherwise could do lucrative
businesses. It has been suggested that a State law
could be passed forbidding auctions being held
during the month of December.

I cannot close this report without referring to
the many letters received from every section of
the State commending your officers and commit-
tees for their faithfulness and loyalty to the cause.
It is indeed gratifying to us all to feel that the
work dime is appreciated by both members and
non-members alike, and that the retail jewelers
of this whole State are alive to the possibilities
of association work as never before. Those trav-
eling over our State report the interest among
jewelers intense wherever the matter of organiza-
tion is brought up. We feel this is very greatly
due to the educational work our trade journals
have been doing for us and too much credit can-
not be given them for the wonderful help they
have been to us.

The report of the treasurer, P. G. Diener,

showed a very healthy financial condition, not-

withstanding the fact that the financial officers

of the association found more or less difficulty

in obtaining yearly dues from quite a percentage

of the members. Later on during the meeting

this question of paying dues promptly was quite

freely discussed by the delegates present.

Both the secretary's and treasurer's reports

(Continued on page 979)
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CLARENCE F. BAYER BYRON L. STRASBURGER ALBERT PRETZFELDER

THE HOUSE OF NEWNESS
BAYER & PRETZFELDER CO.

IMPORTERS MANUFACTURERS

5 East 17th Street, Between Broadway and Fifth Avenue NEW YORK
ANNOUNCEMENT

We beg to inform the trade that our lines for 1911 are now complete and on the road and will be exhibited in all the large cities.
It certainly will be to all "Live'. Jewelers' interest to see this exhibition. If you are not acquainted it will be to your best interest to COM.

municate with our New York Headquarters and get into communication with our representative in your respective territory.

We wish to announce our lines are more extensive, more original, more saleable, newer and far beyond any ever produced or shown in the history of 
business. We would urgently suggest

that you refrain from placing any orders before seeing our lines.

Sterling Silver Bags Fancy Chains (of every description) Cigarette Cases (of every description) English Sheffield Plate Dinner Gongs

Gun Metal Bags Vanity Novelties Eye Glass Cases t of every description) Brass Goods Marble Statuary
Beaded Bags
Fine Leather Bags

Corals
Garnet Jewelry Chime Clocks, Novelty Clocks, etc., etc. Desk Sets, etc. Lamps and Electroliers

Gun Metal Novelties Lorgnettes ( of every description) Opera and Field Cl Smokers' Articles ( of every description) Art Goods, etc., etc.

ss SOLE AGENTS—La Vogue Bi-noculars, La Vogue Opera Glasses, La Vogue Lorgnettes—SOLE AGENTS

DULL?
Not when you have the I. & W.
line to keep things going.

Have you seen our line of Belt
Pins and Hat Pins? Just the goods
to start things at this season.

A line from any responsible
jeweler will bring a package for
inspection. Send the word and
keep busy.

ILGEN & WAKEFIELD CO. Successors to AIKIN-LAMBERT JEWELRY CO. 

15-19 Maiden Lane :: NEW YORK CITY
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1 RADE MARC

Colmont Opera and Field Glasses
On under side

of Middle liar have been recognized by

Opticians who really wanted

a good article without pay-

ing too high a price.

With Colmont Glasses you have

a Guarantee.

The name STANDS for
honesty and uniformity of
construction, fairness of price.
For your own advantage, investigate

the "COLMONT" line at your

jobber's.

SUSSFELD3 LORSCH & CO.
Catalogue upon application to any Jobber Importers 90-94 Maiden Lane, NEW YORK

June, 1911 THE

Annual Convention Pennsylvania Re-

tail Jewelers' Association

(Continued from page 977)

were accepted and referred to the Auditing Com-
mittee.
At this point August Loch announced the

changes in Friday's entertainment programme

mentioned at the beginning of this report, and

President Garman also read an invitation from

the Heinz Company to visit the home of the

"57 varieties" and see how they are made.
Responding to the address, "Recipes for Busi-

ness," J. Loughry Roberts likened salesmanship

to a clock. He said that "salesmanship, like a
pendulum, should catch customers coming and

going," and here followed an elaborate play on
words comparing the various features of a clock
to the different characteristics and necessary es-

sentials of good salesmanship. He advocated
courtesy and affability above all things, saying

that many sales are often lost through a diffident

or don't care manner on the part of a salesman,
and that square dealing was necessary in the
building up and holding of trade. Among other
things Mr. Roberts said: "Never say to a cus-
tomer : 'It's a pretty thing,' but explain how it

is made, what it is good for, etc. Tact is neces-
sary, and it is not so much what is said or done,
but how. Make no promises that you cannot ful-
fill. Be prompt in delivery of goods. It is a
mistake to attempt to wait on more than one cus-
tomer at one time. It is unsatisfactory to the
customer, and affords an opportunity for theft.
Do not rush your customer. When you see that
a particular piece of goods has struck his fancy
concentrate all your attention and effort on the
sale of that particular article." Mr. Roberts gave
a sensible and interesting talk, showing that he
certainly knows something about salesmanship
himself.

Afternoon Session

At noon the meeting adjourned for lunch, and
convened again shortly after 2 o'clock. After the
report of the Auditing Committee was read and
accepted August Loch gave a little talk on
"Eternal Pleasures of a Retail Jeweler." He
opened by saying that the jewelry business, like
every other line of work, has its drawbacks, but
that he had been a jeweler for fifty years and had
no regrets for the long period in which he had
been a jeweler. He said that he would not be
in any other business if he could, and that if he
had another fifty years to live he would enjoy
nothing better than passing them in the jewelry
business. He said there is as much pleasure to
be gotten out of the jewelry business as any
other line, and that, after all, the main thing
necessary in getting pleasure out of anything was
that of giving pleasure to others. Mr. Loch has
a unique plan of rewarding his employees for
long and faithful service. Men who have been
in his employ for fifteen years are presented with
a $f000 life insurance policy made out in the
name of his wife, and for every additional five
years which he remains in Mr. Loch's employ
this policy is increased $500.

Steele F. Roberts, president of the American
National Retail Jewelers' Association, addressed
the convention as follows:

Address of Steele F. Roberts

At a small gathering of jewelers a few years
ago—on the shores of Lake Ontario in the State
of New York—a child was born whose birth
was heralded among the retail jewelers in every
City and town as one who should lead them out
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of the wilderness of chaotic trade conditions into
the promised land of safe, sane and profitable
business methods.
The child was named the American National

Retail Jewelers' Association, and to-day nearly
four thousand retail jewelers in this country are
followers and loyal adherents of the methods
and policy of this association, whose highest
ideal is to promote and uplift the intellectual,
moral and financial condition of the jewelry trade
in the United States.
The association was organized for protective

and educational purposes; to combine the intelli-
gence and influence of the retail jewelers of the
United States for mutual protection against im-
position and fraud; to further the enactment of
national and State laws in the interest of the
craft; to correct trade abuses; to foster mutual
improvement in the customs and usages of the
trade and to establish closer business association.
As the honored president of the A. N. R. J. A.,

I take pleasure in giving you a synopsis or out-
line of the aims and objects of this association,
which is founded on clean-cut business princi-
ples and has been conducted by its past and
present officers on most progressive lines.

Its present membership of nearly four thou-
sand are located in thirty-five different States
and represent an invested capital of over thirty
million dollars.
A remarkable change has taken place in the

attitude of the retail jewelers during the past
three years, and, instead of holding aloof, they
have met as competitors face to face, and with
a spirit of congeniality and unanimity have united
for the betterment of trade conditions and or-
ganized city, State and national associations.
Merchants in other lines are rapidly encroach-

ing on the legitimate trade of the retail jeweler,
and it is imperative that the jewelers of the
United States shall take immediate action to co-
operate and organize for mutual protection and
conservation of their business.
I do not believe there ever was a time in the

history of the jewelry trade where there was
such great need and urgent demand for organi-
zation as now. From the small jeweler in the
country town to the millionaire jewelers in the
great cities there is a call for help to save from
unscrupulous apd fraudulent competition.
In my observation I believe the retail jeweler

has advanced and made greater progress in the
past five years than in the preceding thirty years.
Much of the success and progress I believe we

owe to the work of the A. N. R. J. A., which
has stood for every good word, act and deed
that would uplift the intellectual, moral and
financial standing of the retail jeweer.

Some Trade Problems

I will not occupy your time with an address
of any great length, but there are several ques-
tions of vital import to the retail jeweler I wish
to present, and I shall endeavor to do so in as
clean-cut, brief manner as possible.
Instead of theorizing over the prevention and

cure of the many grievances that confront us in
the jewelry trade, let us come down to cold, hard
facts, and look the issues square in the face and
ascertain just where we are at.
Complaint is made that the high standing and

character of the business of the jeweler is rapidly
deteriorating and gradually being absorbed by
dealers in inferior and promiscuous lines of busi-
ness.
That the public who formerly patronized and

looked upon the jeweler as the rightful and ex-
clusive dealer in diamonds, watches and jewelry
is now being directed to the department stores,
mail-order and inferior stores, where their artistic
sense is being perverted, and the goods bought of
doubtful value and quality.

Fighting Competition

The competition of the mail-ordei and depart-
ment stores has come to stay, and the question
is now how shall we stop the inroads of these
giant monopolies.

I believe there is only one real way to reduce
the competition of the mail-order and depart-
ment stores to a minimum, and that is to make
the reputation of your store, the superiority of
your goods, your advertising and personality of

such dominant power that the public will. be
drawn irresistibly to your store to make their
purchases in preference.
I have never yet met a man, woman or child

who was proud of the fact that they had bought
their watch or jewelry from a mail-order house
or department store—they are always reluctant in
telling you so, and act as though they had com-
mitted or were guilty of some crime in so doing.
We cannot stop this competition. Then the

question is, how can we circumvent or reduce
this competition to a minimum?
A watch or article of jewelry bought outside

of a legitimate jewelry store is tainted—tainted
because it has reached the consumer through a
perverted channel and the purchaser regardless
of the price paid, always has a feeling of distrust
as to its quality and value, and this element of
doubt lasts as long as the goods. -
We must first educate the public to the fact

that there is only one reliable, trustworthy place
to buy a diamond, watch or other article of jew-
elry, and that place is the store of the legitimate
retail jeweler.

Modern Merchandising

Gentlemen, if we wish this association to suc-
ceed and accomplish its aims, we will have to
educate the average jeweler to a higher plane of
merchandising.
Some of we jewelers must be born again into

the jewelry business. Many of us have drifted
into the paths of common, everyday storekeep-
ing, and adopted the grosser methods of the hard-
ware and department store competition and for-
gotten the high calling and profession of a
jeweler.
You cannot turn a junk shop and call yourself

a jeweler and expect to have the confidence, re-
spect and esteem of the people ii'. your corn-
munity. Is it not true that many of us have lost
our "first love" or fascination for the jewelry
business—our ambition to be a dealer in jewels,
gold and silver has waned, and we have fallen
into the trough of commercialism and a common
everyday business occupation as a means to an
end—and accepted a bare bread-and-butter living.
As jewelers we should take a more advanced

position as merchants before the public. When
a purchaser looks upon the imprint of your name
on one of your boxes or packages he should feel
that that name insures the value and quality of
the article just as much as a government stamp
on a coin.
As far as the east is from the west. as far

removed above and beyond is the calling and
vocation of a jeweler compared to any other trade
or profession. Gentlemen, let us educate the
public mind to the fact that the name "jeweler"
is the hall-mark of integrity and honesty. The
goods sold in a jewelry store should be signifi-
cant of the beauty of the place.

Magazine Advertising

Another aggravating annoyance and burden to
the retail dealer is the present fad i.mong certain
manufacturers of advertising some specialty
direct to the consumer, stating price at which
article can be bought from the dealer and giving
practically an unlimited guarantee.
Many manufacturers have gone daffy on the

magazine advertising scheme, and endeavor by
holding their advertising as a club over the dealer
to compel the dealer to buy their goods whether
they have any merit or not and promise guaran-
tees that are impossible to fulfill and name a very
small profit for the dealer.
In many instances the dealer buys the goods

and places them in his stock, and when the
advertising ceases there is no call for the goods
and they become dead or undesirable stock.

I believe it is a great benefit to the retail dealer
to have the manufacturers advertise when the
article has merit and value and pays the dealer
a good profit. The worst feature of the adver-
tising scheme is the great burden of guarantee
and constant free-of-charge repair they place on
the dealer.
For a small profit the manufacturer would

place this burden on the retail dealer and tell
him that if the goods needed repairs to return
them -and new goods would be given in exchange

(Continued on page 981)
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OF LIGHTING

windows, banks,

It is a veritable

VALUABLE BOOK ON LIGHTING FREE
This valuable, interest-compelling book, written by a world-renowned illuminating engineer

and richly illustrated, will be sent absolutely without charge or obligation on your part.

It tells, by scientific reasoning and photographic reproductions, why one electric lamp has

longer life than another tells how to run wiring to do away with danger of fire from

defective wiring—explains how to light show-cases and windows so the source of light will

be practically hidden from view—tells how to materially reduce the cost of lighting—

explains how to get more even distribution of light, etc.

This book also shows various types of fixtures used with the

J-M Linolite System of Lighting
It shows illustrations of the different types of J-M Linolite Show-Case and Window

Reflectors, Desk and Table Lamps, Picture Reflectors, etc. And illustrates show-cases,

libraries, restaurants, etc., lighted with this system.

encyclopedia on the subject of illumination. It matters not whether you are an illuminating engineer,

contractor, dealer, architect or user of light, you will find this book as instructive as a text-book.

Write Our Nearest House To-day for Copy of Book No. 407.

Baltimore
Boston

Chicago
Cleveland

H. W. JOHNS-MANVILLE CO
Manufacturers of Asbestos
and Magnesia Products

Dallas Kansas City
Detroit London

Toronto, Ont.

SBOEIST:ORSI
Asbestos Roofings, Packings,

Electrical Supplies, Etc.
Los Angeles Minneapolis New York Pittsburg Seattle
Milwaukee New Orleans Philadelphia San Francisco St. Louis

For Canada :—THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITED
Montreal, Que. Winnipeg, Man. Vancouver. B. C. 1383

Real Show Case Economy

Into every Quincy Special Show Case is incorporated the maximum
quality. You may pay more for a show case than the price we ask, but
you will never get more I Quincy Special Cases are built the best we
know how—the best it is possible to build a show case.

^Quincy Special Cases
are not an over-night product. For many years they have been in daily
use in hundreds of retail stores, and in every instance have given
supreme satisfaction.

Quincy Special Cases are built to lost. Strength is one of their chief attributes. The
finish and general appearance of these cases are simply unequalled. Made in styles
and sold at prices that appeal to all. Don't spend good money for show cases until you
investigate the Quincy Special.

Write for Catalog No. 20.

QUINCY SHOW CASE WORKS
QUINCY nr"#': ILLINOIS

akt,
1++,Chicago. 235 W. Jackson Blvd.

Wichita, Kans., 301 Beacon Bldg.
San Francisco, 134 Sansome St.

Dallas, Tex., 219 Commerce St.
Jacksonville. Fla., 20-28 Julia St.

Get Your
Customer's Eye

then his attention, and the sale
comes easy. The modern way

adopted by the most progres-

sive houses is to draw the
customer's eye to the goods
through the

74?1e tedimcri All-Glass Show Case

Literally all glass. There's no frame work, because a frame would not make

it even a little bit stronger. No screws or metal clasps—these weaken an

all-glass case, not strengthen it.

An all-glass case, built as we build them, is the most beautiful case made.

It displays the goods perfectly, letting a flood of light into every corner.

We make all sizes and shapes of cases, both indoor and outdoor, for mer-

chants who want only the best. Address Dept. C.

DETROIT SHOW CASE CO.
476-490 West Fort Street
DETROIT :: MICH.

Gel our Book on Modem

Store Front Construction

New York Salesroom, 43 E. Eighth Si.
LEO A. FELDMAN, Selling Agent

Show Case Makers to
Progressive Merchants
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if necessary. Does the manufacturer expect you
and I to keep store, pay rent and employ help
and pay expense of express or mailing to per-
petually keep in order his advertised goods? Is
our time or the time of employees of no value?
The business or profession of a legitimate jew-

eler is unique, distinct, separate and apart from
that of any other trade or calling from the fact
that there is an implied or tacit understanding in
the mind of every purchaser of an article in a
jewelry store that such article has a perpetual or
life-long guarantee, whether the value be one dol-
lar or a thousand dollars.
The ambiguous guarantees, or even direct mis-

representations, of other merchants are forgotten
or passed by in a few days or months, but, with
a jeweler, years seem to add zest and renewed
vigor to a purchaser's claim for repairs, adjust-
ment or loss of an article of jewelry or silver.
More work is done and attentiun given the

customers of a jewelry store gratis than any
other business, and, for this reason, I would stay
the avalanche of promises and guarantees made
by magazine advertisers.
Considering the capital invested and limited

amount of business transacted the iverage profit
of a retail jeweler is smaller than that of mer-
chants in any other line, and consequently there
is no so-called "velvet of profit" on which to
maintain a perpetual guarantee on breakage, wear
and tear, etc.

I am heartily in accord with the advertising
campaign of the manufacturing jewelers and sil-
versmiths who advertise their wares direct to the
consumer to be nurchased through the retail deal-
ers, providing the goods have merit and value
and are sold under a guarantee that can be rea-
sonably fulfilled. I believe such advertising will
result in a largely increased business and profit
both for manufacturer and dealer.
The continuous-performance advertiser will be

hailed with delight as a life-long friend of the
retail jeweler. Let the good work of the jewelry
magazine advertiser with a legitimate guarantee
go on.

The Question of Profit

If the manufacturers of watches, gold and sil-
ver wares were to inaugurate a campaign of
profit education among the dealers it would in a
year's time change the whole aspect of the profit
question and add thousands of dollars to the
jeweler's bank account.
Were the manufacturers to instruct their trav-

eling representatives to inform the retail dealer
that they desired to have their goods sold at a
specified legitimate profit and insisted that cer-
tain prices must be maintained by the retailer
in every city, it would create a revolution in the
jewelry world that would be hailed with delight
by every jeweler in the land.

If the manufacturer would make this move and
insist on prices being maintained it would, in a
short time, entirely eliminate the price-cutting
policy now so prevalent in the large cities and
among the large jewelers.
The jewelry merchant with capital, collateral,

character, capacity and especially competition, will
gladly hail the day when manufacturers and job-
bers will develop sufficient backbone and business
stamina to enforce the retail dealer to sell his
merchandise at a living legitimate profit that they,
for their own protection, may be secured against
slow payment or bankruptcy of the dealer.

It is manifestly unfair to the merchant who
pays his bills to have in his vicinity competition
of the slow-pay order.
Why do the manufacturers and jobbers enable

a poor merchant to compete with good paying
customers? The second-rater competes with a
good, prompt customer on the jobber's capital,
or, in other words, the good-paying customer.
through easy credits, indirectly supports his un-
worthy competitor.

Correcting Abuses

The jeweler is in a different position from
most other merchants, for he is more than a mer-
chant in the eyes of the public, being a man with

EYS'TONIE

special technical skill and special knowledge upon
subjects of which the average purchaser knows
little or nothing. For this knowledge and this
skill he obtains compensation and consideration
commensurate with his reputation. When this
reputation is attacked, when the skill of one is
belittled and the honesty of another is impeached
public confidence in all jewelers is shaken to an
extent that is harmful.
Let the jewelers of every community get to-

gether and they will soon see that most of their
grievances against one another are based on an
exaggerated idea of actual facts and assumed
conditions which do not exist at all. Above at,,
let them combine to advance the reputation of the
jewelry. business in their community, and do
everything in their power to mai dain and in-
crease that confidence in which they are held by
the public.
What shall I say of the habitual price-cutter?

The chronic price-cutter, who cats prices not to
increase his sales but out of pure cussedness, just
to be a little lower in price than his competitor—
who cuts his price on some staple line or article
that has a fixed selling price just to show the
manufacturer how independent and how big an
ass he is.
The want of mutual understanding has been

the cause of price-cutting in every city and town
resultant in a loss not only in a monetary way
but in the standing of all the jewelers in the
community.
The remedy for this deplorable condition

among the retail jewelers can only be brought
about by frank and friendly intercourse, full dis-
closures of the business of eaeh other, recog-
nition by all of the rights of each—mutual dis-
position to assist and benefit founded on the
belief that healthy competition is wiser and better
than destructive competition. But few of your
customers are bargain hunters, and service and
quality will win against cut-prices ninety times
in a hundred.
The jeweler engrossed in fighting the other fel-

low down the street and the department stores up-
town is likely to depend wholly upon cut prices.
Jewelers no longer sell goods at a loss to attract
the bargain hunter, because they have found there
is nothing really desirable in their patronage.

Uses of a Jewelers' Club

In the natural trend of business what a great
aid it would be to the retail jeweler if in each
large city there was a jewelers' club and in-
corporated in that organization was a so-called
exchange bureau or clearing house. This bureau
to meet once a week where jewelers who had a
surplus or overstock of any plrtieular line of
goods could have them posted on a bulletin offer-
ing them for sale at cost or exchange for other
lines of goods.
As an illustration of my meaning, say one mer-

chant had a large surplus of half-carat diamonds
and needed a lot of quarters or eighths carat
stones, he would simply hand a memorandum of
the same to the secretary who would post this
on a bulletin, omitting the name of the dealer.

Or, say you had .fifty movements of a certain
make and wanted to exchange twenty for an-
other make, or wanted to exchange a lot of
15-jeweled movements for 21-jeweled movements.
Or were overstocked with a certain fancy pattern
of sterling silver spoons and wanted to exchange
a portion for a plain pattern, and so on in every
line of goods carried in stock the exchange could
be made.
Goods unsaleable in your store are often the

most saleable line in your neighbor's store, and
such goods could be sold or exchanged at a dis-
count. Often the goods you are long on your
next-door competitor may be short on, and an
exchange would be mutually agreeable.

If your neighbor is financially embarrassed and
needs ready money, it would be better to have
his goods offered for sale through a bankers'
exchange bureau at a small discount on cost than
have him sell them to a disreputable broker at a
discount of 40 or 50 per cent—yes, better for the
local trade, and infinitely better for the importer
and manufacturer.
A jewelers' clearing house in the large cities

would prove a great convenience to the average
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jeweler—a blessing to the jeweler burdened with
an overstock in time of financial stress, and a
great safeguard to the manufacturer, importer
and jobber.

Spread of Organization

There has never been in the history of the craft
such an enthusiastic demand for organization and
the promotion of good fellowship among the re-
tail jewelers as now prevails in every city and
State in the Union.
The year of 1911 will be an epoch in the work

of organization and membership campaigns, every
State showing a gain in membership with a large
enrollment from several States recently organized.

The hope of the national association is that one
hundred valiant recruits may this year be added
to the ranks of the Pennsylvania regiment of
jewelers, that they may augment that grand army
of delegates who, representing 5000 staunch jew-
elers under the banner of the A. N. R. J. A., will
go marching on to Richmond in the early days
of August.
I congratulate you, members of the Pennsyl-

vania Retail Jewelers' Association, on your loyalty
and allegiance to your most honorable craft and
welcome your coming to Pittsburg to renew your
bonds of fraternal fellowship, and want you to
feel that the city is yours to command—that our
store is yours, and that there is nothing we have
that is too good for you.

The next talk was a few extemporaneous re-

marks by Col. J. W. Hutchins, of Philadelphia,

on the subject of "Jewelers of the Old World."

Colonel Hutchins is an extremely hypnotic and

interesting speaker. He indulges in no fancy

oratory, no strenuous nor spasmodic gestures, and

rarely does his voice reach above an ordinary

conversational tone. Notwithstanding this fact

his talk was extremely interesting and was lis-

tened to very attentively by the men present.

He confined his remarks mainly to an account of

a trip which he recently made to Egypt, describ-

ing the odd little jewelry shops which he visited

there, and the peculiar methods of salesmanship

adopted by the Egyptian jewelers. He talked the

better part of an hour, and probably every man

present had a feeling of regret when he had

finished.

J. P. Archibald, ex-president of the National

Association, gave an interesting talk on organiza-

tion and building up of the association. He spoke

briefly on this subject, and also on the subject of

salesmanship. He accused the jewelers as a class

as not being good salesmen. He told them there

was a big difference in selling coffee and meats

and in selling jewelry, and told them why. His

talk was along the line of the psychology of sales-

manship, and proved very interesting.

On Thursday evening the members were ten-

dered a beefsteak dinner at the Fort Pitt Hotel

by the Jewelers' 24-Karat Club of Pittsburg.

There were about one hundred and twenty men

present, and the affair was extremely informal.

An abundant and satisfying dinner was served,

with fuel in the form of genuine Pittsburg stogies

Of the sort that are sometimes used to prop up

the clothes line.

On Friday morning the jewelers were a little

slow in getting together, and it was after to

o'clock when the meeting convened. J. Harvey

Wattles opened the ball with a talk on "The His-

tory of Art." He covered the subject very thor-

oughly, from the days of the ancient Chaldeans to

the present time. His talk was well illustrated by

means of a number of large engravings, showing

a part of the collection of antique jewelry owned

by the Rothschilds. He also displayed a Phceni-

cian glass bead necklace over 2000 years old,

(Continued on page 988)



Many Jewelers Make More Money Selling Pianos Than They Do With Their Regular Stock-in-Trade

Manufactured by Separate Organizations

terrifIN mono

11111111

Est'd 1885 Est'd 1873 Est'd 1868

"MERRILL"
Grand Pianos

Upright Pianos
Player-Pianos

"Norris & Hyde"
Upright and Player-Pianos

Grand Pianos
Upright Pianos

Player-Pianos

WRITE FOR CATALOGUES

NATIONAL PIANO CO. BOSTON

THE CLOCK THAT RUNS ITSELF.

The Imperial Electric Clock,
Is a Modern Time Piece.

The Imperial Clock requires no wind-

ing. It is operated by Dry Cell

Batteries which last from 12 to 30
months and can be replaced at an
expense of 50 cents.

The Imperial Clock is made in a
simple, substantial manner, without
springs or complicated mechanism to
get out of order ; A clock that the
Jeweler can recommend and on which
he can make a handsome profit.

The Design and Finish of the Cases
make them pleasing to look upon,
while the workmanship and material
are a guarantee of satisfactory service.

-

No. 18. List, $36.00

Length, 91 inches
Width, 17 "
Dial, 12 "

Golden Oak or Birch-Mahogany Finish

AT PRICES
Ranging from

$15.00 to $75.00 List
GET OUR CATALOGUE AND PRICES

Money Saved
This Must Interest You

CEvery man wants to save

money, and we can show

you where you are throwing it

away. If you will adopt our

method of sending packages

through the mail we can show

you a saving of from 50% to 75%.

WRITE FOR PARTICULARS

INSURANCE COMPANY
OF NORTH AMERICA
228 Walnut Street :: PHILADELPHIA, PA.

Capital   $4,000,000

Surplus to Policyholders over $7,000,000
  FOUNDED 1792  

Numerous inquiries have been made, Who makes THE ALLIANCE RING?
Let us solve this question for you

WE DO!!!
The graceful style of the Alliance Ring is rapidly supplanting the use of the old-style wedding ring.
Its mysterious construction is another reason for its increased, demand.
We have thus far supplied the entire demand, and we take these means to inform you that should

you need them, we can supply you.
These rings are most carefully adjusted ; the joints are barely perceptible, except by a magnifying glass.
Whenever engraving is desired, it is done in the inside flat surface. They are easily opened as shown

on illustration by inserting a sharp instrument, for instance a pin, in the inside pin hole.
They should not be pried open, as this would destroy their adjustment.

14 karat, 3 dwts., $1.25 per dwt. net ; in dozen lots, $1.15 per dwt. net
18 karat, 3 dwts., $1.40 per dwt. net ; in dozen lots, $x.30 per dwt. net

LEONARD KROWER, Manufacturing Jeweler, 536-538 Canal St., NEW ORLEANS, LA.
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which was taken from a tomb in Phcenicia. Mr.

Wattles said frankly that he really disliked the

commercial end of the jewelry business when

there is so much artistic to be considered. He

also said that the jeweler's place in the world

of art is to elevate it and the tastes of his cus-

tomers.

The next number on the programme was that

of "Trade Abuses." Considerable time was de-

voted to it, and the principal thing discussed was

a question introduced by national President Rob-

erts. He called attention to the fact that a popu-

lar skeleton diamond mounting and a narrow

wedding ring are universally called by the name

of a prominent large retail jewelry house in New

York. This house does a very extensive mail-

order business, amounting to several million dol-

lars per year throughout the United States, and

Mr. Roberts' contention was that every time a

retail jeweler showed one of these rings and

called it by the name which custom has given it,

he was merely adding to the advertising of this

retail firm. Col. J. Warner Hutchins made the

statement that for the past four years voluntary

mention of this firm's name in his retail store in

Philadelphia has been forbidden, and that when

one of his clerks is called upon to give the

mounting a name he has been instructed to call

it a "plain, artistic American design."
The question was thoroughly discussed pro and

con, with the result that a motion was made to

appoint a committee of three to discuss this mat-

ter during the lunch hour, and if possible to sub-

stitute a name for both rings. This committee

was composed of Messrs. John M. Roberts, J.

H. Wattles and Col. J. Warner Hutchins. Later

in the afternoon they reported that after having

gone through the catalogue of names of flowers,

names of ladies, etc., etc., they had decided that

no more appropriate name could be given the

skeleton mounting than that of "The Boston."

They gave as their reason for suggesting this

name the fact that the first ring of this kind was

made in Boston by an old jeweler, who was well

known to the trade as "Happy" Brooks. Accord-

ing to tradition it seems that Brooks originated

this particular style of mounting and submitted

it to the New York firm a good many years ago.

It struck their fancy, and they purchased the

first lot that was ever made and gave it their

name, which has clung very tenaciously to it

ever since. For the narrow wedding ring it was

decided that no more appropriate name could

be found than that of "The Bridal Ring."

At this period in the proceedings the delegates

to the national convention were instructed to cast

their vote for Steele F. Roberts for re-election

to the office of national president at the national

convention in Richmond the first week in

August.

Ex-President A. C. Graul then spoke on the

subject of "Organization." He read a very care-

fully prepared paper, which greatly partook of

the nature of an essay ; the first portion of it

being devoted to a clean-cut and exhaustive defi-

nition of the term "organization" in all its forms

as applied to the field of human endeavor. The

latter portion of it was devoted to the necessity

of united effort and organization on the part of

the members of the association in order to ac-

complish the most good for the trade. He also

KEYSTONE

made comments on the mail-order and depart-

ment store evils.
In the afternoon the Resolutions Committee re-

ported on the following resolutions, which were

unanimously adopted:

Resolutions

Whereas the citizens of Pittsburg, through his
Honor, the Mayor, have welcomed the Pennsyl-
vania Retail Jewelers' Association and have ex-
tended to them the courtesies of the city; and,
whereas the jewelers of Pittsburg, through their
untiring efforts, have made our stay most pleas-
ant and profitable, we, the members of the Penn-
sylvania Retail Jewelers' Association, put our-
selves on record in the following resolutions:

Resolved, That we extend our sincere thanks to
the citizens and particularly the jewelers of Pitts-
burg for their magnanimous hospitality.

Resolved, That the thanks of this association
be and is hereby tendered to the 24-Karat Club
for the many courtesies extended to our associ-
ation during this convention.
Resolved, That we most heartily commend the

administration of President Ira D. Garman, and
trust that he will continue to be of even greater
benefit to the association in the future and that

President John M. Roberts

we appreciate the untiring efforts of our secretary
and treasurer and Executive Committee for their
work in the interest of our association.

Resolved, That this association favors and ur-
gently requests that manufacturers establish a
fixed selling price for watches, cases, movements
and all standard goods handled by the legitimate
retail jeweler.
Resolved, That we emphatically condemn the

practice of certain railroads in controlling the sale
of watches to their employees through other chan-
nels than the legitimate retail jeweler, and we re-
quest that this will be corrected by the watch
companies.
Resolved, That we again condemn the practice

of manufacturers and jobbers sending net prices
in open mail, and we request that the trade jour-
nals discontinue the practice of advertising net
prices in their journals.
Resolved, That we approve of the passing of

the Pennsylvania Optometry Bill now before the
State Legislature.
Resolved, That we indorse the Garnishee and

Fraudulent Advertising Bills.

Whereas the legitimate retail jewelers' business
is seriously injured by the "vest pocket" man who
is doing business without the expenses of mer-
cantile tax or rent and other expenses and rob-
bing the jeweler of the business that rightly be-
longs to him, who pays the taxes and legitimate
expenses of doing an honorable jewelry business,
and whereas the method of doing business is not
only detrimental to the jeweler, but it is also in
violation of the laws of our State, which provides
for a tax from all merchants; therefore, be it

Resolved, That it is the voice of this association
that this harmful practice be stopped, and that to
this end we would suggest that our Executive
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Committee be again authorized to take up this
matter with the State authorities.

Resolved, That we deplore the practice of the
retail jewelers placing the values on goods, as we
consider this a detrimental practice to the busi-
ness; therefore, be it resolved that all legitimate
jewelers refrain from this practice.

Resolved, That the thanks of this association
be and is hereby tendered to the several members
of our craft for their able addresses and dis-
courses of matters of interest to our association
during the present year.

C. H. litim aLv, Chairman,
I. A. DIESHER,
J. L. ROBERTS,
H. A. CAINE,
0. C. SIEDEL,
C. C. MUSSINO,
F. A. KEATING.

Next came the election of officers for the fol-

lowing year. Colonel Hutchins nominated Ira

D. Garman, of Philadelphia, for re-election for

the office of president, and August Loch placed

the name of John L. Roberts, of Pittsburg, in

nomination for the same office. After a few

speeches had been made relative to the merits

of both of the gentlemen for the office a ballot

was taken, and Mr. Roberts was elected as presi-

dent for the forthcoming year, and a vote of

thanks was extended to Mr. Garman for the able

manner in which he held the position for several

years.

The following gentlemen were elected as vice-

presidents : First, Col. J. Warner Hutchins ; sec-

ond, Charles H. Hambly, third, August Loch ;

fourth, W. F. Steinmacher, fifth, I. A. Diesher.

Secretary Wiley and Treasurer Diener were re

elected for another year. There being two va-

cancies on the Executive Committee Ira D. Gar-

man, of Philadelphia, and George A. Disque, of

Erie, were elected thereto. As delegates to the

national convention at Richmond in the fall, the

following gentlemen were appointed: Messrs.

Garman, Hambly, Katz, Loch, Steinman, J. M.

Roberts, Heineman, Sieger, Davis, Wiley, Diener

and Sutton.
President John M. Roberts then made a short

address, thanking the members for his election

to the presidency and promising to do his best.

At 4 o'clock in the afternoon the convention

adjourned to meet again during the second week

in July, 1912, at Erie.

About thirty of the men then adjourned to

the Union Station, where a Pennsylvania train

was taken to Homestead. Here a guide was se-

cured and the next two hours were passed very

pleasantly in going through the mammoth steel

mills, where the visitors were given an oppor-

tunity to watch the process of manufacturing

rails, armor plates, billets and other forms of

steel products. On their return to Pittsburg in

the evening the jewelers, by special invitation,

visited the Carnegie Institute, where they were

accorded the privilege of viewing the large col-

lection of valuable antique watches owned by H.

J. Heinz, the pickle king. By special dispensa-

tion they were permitted to take the watches

from their cases and examine them carefully, a

privilege which was greatly appreciated.

A number of manufacturers were represented

at the Fort Pitt Hotel by personal representa-

tives and exhibits of their goods, among them

being the Oneida Community, Waltham Watch

Company, The South Bend Watch Company, The

New England Watch Company, the C. E. Han-

cock Company, the Rockford Watch Company,

A. J. Scheff & Co., R. H. Ingersoll & Bro., and

R. Blackinton & Co.
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ALEXANDER H. REVELL & CO.
Rees, Dayton, Eastman and Hawthorn Streets, CHICAGO, ILL.

STORE OF W. W. APPEL & SONS, LANCASTER, PA.

"Mutually Gratifying
Results"

A store equipped with fixtures
taken from our Stock Room,
using the "Revell" No. 400 Wall
Cases, No. 11 "Special" Show
Cases and Tables.

Messrs. Appel & Sons had the
misfortune to burn out completely,
and came to " Revells."

Result:

"Cases perfectly satisfactory,
highly pleased with prompt
delivery."

•■■•

sit

The Phenomenal Sale of this
Case Proves its Usefulness

Jewelers with a keen eye in every case relating t() their business, saw at once
the beauty, utility and cheapness of our IDEAL" CASE.

It is made of solid oak, or other wood desired, highly polished, beveled plate-
glass top, double strength glass front, ends and doors, has two highly polished
shelves of same wood as case, supported by Tom's adjustable brackets, metal
legs six inches high, and doors run on steel tracks.

DIMENSIONS :—Length as ordered, 28 inches wide, 43 inches high, upper
shelf 12 inches wide, lower shelf 16 inches.

The construction of this case is first class. It has a nicely molded top,
ornamented with egg and dart.

A BEAUTIFUL CASE

Made and sold by

Wall Cases. Solid Oak. 8 feet long, 8 feet 4 inches high, 1 foot 4 inches deep
Inside. Doors slide up, fastened to Morton's steel chains and weights. Inside of case and
shelves lined with black felt. Made to ship in the knock down.

Net price, $58.00. Worth $70.00

Salesroom, Office and Factory

56-66 Frank Street, CHICAGO
•Union Show Case Co Take the Blue Island Avenue Car

June, IQ I I T H E

Receipts for Salesmanship

By J. LOUGHREY ROBERTS before Pennsylvania Retail
Jewelers' Association

Salesmanship may be compared to a clock, and
like the pendulum we catch our customer both
ways, coming and going. No one has the chance
of escapement, as their hands are caught. If
you have a good face, plain figures, a good tone,
at the proper time you make a ten-strike. You
have your competitor on the run, "off beat," and
no chance of readjustment. Your customer
listens to your oily train of talk, purchases your
stock and departs. That's salesmanship.
Salesmanship is an art and science. It is more

than placing your merchandise before your pros-
pective customer and saying there it is. There
is to-day a universal desire for men of ability
in all lines, and what are these men but sales-
men ? • No matter what our particular sphere in
life, we are all salespeople to a greater or less
degree. The lawyer sells his service, the doctor
presents his case, the preacher advocates your
religion, all in a business-like manner and all
dependent on the public's good will. This is
apparent in the immense amount yearly expended
by some of the largest corporations for institu-
tions and schools to instruct their employees to
a higher degree of efficiency. Now, what is this
but preparing, collecting and massing together in
one mighty unit their entire force to make a
more striking and presentable showing of the
merchandising? No matter whether it be service
in railway transportation, telephone or ordinary
retail business, it is nothing more than salesman-
ship.

Attention to business and the exclusion of per-
sonal matters is one of the most important fea-
tures and the first to be grasped. Be of sunny
disposition and a man easily approached. A
Pleasant and satisfying answer to a legitimate
request for information costs no more than an
insufficient and a curt reply. Courtesy in business
calls for a pleasant, agreeable and sincere manner
of speech and conduct toward all with whom we
come in contact, whether a customer at our
counter with whom we deal directly, a visitor to
our store who simply inspects our goods and
asks questions or a companion and fellow-worker
whose aims are allied with our own to make the
business we represent a success.
Many sales are lost by diffidence and a don't

care manner often seen in a business house.
The ordinary salesman often approaches his cus-
tomer in absolute silence and a cheerless spirit
that suggests physical lassitude or mental in-
difference and makes a bad impression from the
start. A salesman's manner and words must
inspire confidence. Good form demands that a
stranger be addressed as Madam, Miss, or Sir.
To address a customer by name is of great ad-
vantage in securing confidence and respectful
attention. With a beaming face and expression
full of life approach your customer with "May
I be of service to you, Madam ;" "May I assist
you in your selection, Sir;" "Here is something
entirely new ;" "I would like to call your attention
to the beautiful shade of this amethyst." "There's
a gentleman's watch, thin and not cumbersome;
why carry a pocketful of time around with
you? This is convenient and takes up no room.
Now, if you want a watch for harder service,
let me advise the larger size. Why, certainly, by
all means buy a diamond; it is ever increasing in
value, better than life insurance or real estate,
and then look at the pleasure you have in wear-
ing and ever admiring it." Let a salesman think
(nit a dozen or two such phrases to suit his line,
and with such a vocabulary he should have no
difficulty in impressing upon the mind of the
interested observer the needs of looking into that
which already occupies his attention. A sales-
man's motive may be misconstrued and his ap-
proach may be greeted by the customer with
silence and indifference, but nevertheless we have
lost nothing by being pleasant and maintaining
a bearing of dignity and self-trust.
Two essential traits of character as applied to

salesmanship are earnestness and honesty. And
above all things honesty. At one time in years
gone by salesmanship stood for "get the money"

KEYSTONE

if the customer was suited, well and good ; if
not, well the firm had the cash. Then a "bar-
gain was a bargain" irrespective of its equity.
The thought of making a good impression, or
gaining the good will of the customer seldom
entered the dealer's mind. He would likely never
see the customer again. This would have been
good for the customer, but if he did his motto
was: "Do him again." At the present time the
customer is not harrassed into buying, but has
a feeling of security in making his purchases.
knowing that he will be treated squarely and will
have the right of excharr if not altogether
suited.

It is a science to be perfectly familiar with and
know your stock thoroughly, and a salesman
must train himself to understand differences and
resemblances in merchandise. The greater his
power of discernment of sizes, shapes, colors,
textures and qualities and the more extensive his
knowledge of purpose, history, effects and prices
the greater factor he is as a salesman. He must
learn to know the mental and physical charac-
teristics of his customer and aim to satisfy them.
The man who might know what he ought to
know, but does not, is unworthy of being called
a salesman. Don't tell a customer "it's a pretty
thing." Explain how it is made, its construc-
tion for strength, its suitability to be worn for
many different functions, the numerous uses it
can be put to. The customer soon learns the
difference between the salesman that knows and
the one that does not.
Tact should be applied in selling. Never say

to a customer, "Is that all?" The tactful seller
will say, "Is there anything else?" Tact is to
do and say the right thing at the right time. The
thoughtful suggestion of the use of a chair, a
word, a nod or a glance of interest toward an
unserved customer at your counter has softened
many a pang of impatience and won personal
approval for the tactful salesperson.

It is not so much what, but how a thing is
said, and done; not always the words but the
tone and inflection of the voice; not the act but
the manner which indicates the quality of tact
used. One of the worst features in business is
to make a rash promise to a customer. It would
be better to miss a sale altogether than to prom-
ise something that you cannot fulfill. If you
have promised a customer who has purchased a
handsome chest of silver to have it engraved and
delivered by a certain date, and it develops
through unforeseen circumstances that it is sim-
ply impossible to do so, don't delay; call up your
customer, get his permission to have the chest
returned later for engraving, giving him the rea-
son for the delay. Be courteous and patronizing,
and by all means satisfy him. One mistake often
indulged in, especially in smaller stores, is an
attempt to wait on more than one customer at a
time. This practice not only gives your customer
an opportunity to confiscate your merchandise,
but it is impossible to give to either party your
undivided attention, and this is essential if you
expect to make a sale. Most customers like to
make their selections unhampered by people
watching them. I have seen many a good sale
lost by the inopportune meeting of your customer
with a friend just at the critical moment when
you have about closed the deal.
Never rush your prospective purchaser, but

give him every attention possible. When you find
out by close observation that some particular arti-
cle is especially admired by him, and that the
price is within the bounds of what he intends
to pay, concentrate all your ability on that spe-
cific price. Do not waste time on other similar
goods; admire them to be sure, but come back
gracefully to the one article that has appealed to
him. After he has decided, make no mistake by
offering something else and thus divert his at-
tention. Close the sale while he is satisfied and
you make no mistake. A customer is often dis-
satisfied with the amount he wishes to pay if
shown goods away above the price that he is able
to pay. Learn in as tactful a manner as possible
the amount intended to be spent, and do not ex-
ceed this unless you are perfectly sure that the
purchaser will stand the raise. Remember at all
times that your best service is due each customer,
During a rush and at other times, too, there may
be a tendency to slight a customer because pre-
vious customers have had our best attention.
We feel tired and relax our service and thus lose
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(lie reputation of earnestness which we so much
desire to retain. Treat the last customer at night
with the same consideration as your first morn-
ing prospective.
A salesman's action should be prompt, direct

and businesslike. Let us suppose two salespeople
of average understanding and experience, the one
recognizing the "fine art" of selling, the other
inappreciative of this principle, the first will be
easy, self-possessed, business-like, neat and
pleasant in voice and action ; the other we find
restless, gaudy in dress, with an indistinct weari-
some drawl and a harsh voice. Which would be
the "artist" to which a customer would natur-
ally be drawn? To maintain the prestige of a
house founded on right principles the salesman
must be in harmony with it. Stupidity and in-
difference must give way to enlightenment and
01)-to-date business principles.

The Cash Discount Problem
EDITOR KEYSTONE :—I frequently see articles in

your valuable paper in which is emphasized the
importance of securing the cash discount and
reflecting severely on the man who fails to do so,
and this without saying "if possible ;" in other
words, no recognition seems to be made of the
fact that it frequently happens that a man
cramped for capital, with no moneyed friends or
special pull, is absolutely compelled to forego the
cash discount. It would surely be no remedy to
refrain from buying needed stock. It reads very
well to say "go to the bank and borrow," but the
fact is the man I have just described is the very
man whom the banks are the least anxious to aid;
or, if he has a loan with them already which he
is struggling to repay in small amounts, they
are quite likely to refuse further loans on ac-
count of his "small average balance" in his de-
posit account. And for everything that the bank
ever does for him he must have an endorser:
in other words, he must humiliate himself, ex-
pose all his business affairs to a friend, and ask
that friend to share his business risks without
hope of compensating gain (and on general prin-
ciples it will be looked at in that light regardless
of the fact that the "risk" may be practically
nothing), knowing that if this "cheeky" propo-
sition is rejected, as it might reasonably and
naturally be, their future friendship will be
marred thereby; perhaps compelled to go from
friend to friend, thus parading and spreading his
business affairs anti leaving shattered friendships
in his wake. It is quite liable to mean all that
to get an endorser.
Of course, when a man has no assets and no

actual business, when everything is an experi-
ment and a "pipe dream," then, of course, there
can lie no other way, but I cannot understand
why a man with a long-established business and
abundant assets in merchandise should not be
able to go to a bank or some other avowedly
money-lending institution and borrow money at
reasonable rates on an exclusively business basis.
But by my own experience, and all I am able to
learn of banking business in general, I am so far
unable to find that the above can be done.
I have been in business six and one-half years,

and during that time I have built up from a
capital of $500 a business which inventories about
$8000, of which I still owe about $i800. I have
lived all my life in this town, so am well known,
and my record is clean and reputation for hon-
esty unquestioned. I am still in the "pinch" of
short capital, but I have succeeded in cashing my
bills most of the time, but not always.
I have spoken of my .experience with banks,

hut I have sometimes given notes to creditors,
but even when interest-bearing notes were given
at a time when the bills were entitled to cash
discount, none whatever would be allowed.

I am convinced that my experience is not at
all unique, but is, on the contrary, a very com-
mon one, hence my protest against the inference
that a man is necessarily ignorant, thoughtless or
careless because he does not cash his bills.
My purpose, however, was not so much to find

fault as to ask if you or any reader can suggest
any way out of the difficulties that I have re-
ferred to. Very truly yours,

SMALL CAPITAL,
May 8, 1911. New England.
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For we Pay the Highest Prices for Old Gold, Silver,
Platinum, and all kinds of Scraps, Filings, Sweep-

ings, or anything containing any of these
metals.

All we ask is a trial to prove what

we say. We guarantee satisfaction in

every way. Send us your next shipment,

large or small.
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F. C. JORGESON & CO.
159 to 167 Ann Street CHICAGO, ILLINOIS

MAKERS OF HIGH-GRADE

JEWELERS' FIXTURES

SPECIAL NO. 107B

COUNTER CASE AND TABLE

MADE IN ALL KINDS OF WOOD
OAK AND BIRCH IN STOCK

Write for our new catalogue

“THE BEST OF EVERYTHING"

New M. P. Safety Catch

Is Ready in 10 and 14K Gold

A trial order for one dozen will be accepted with return
privilege if not satisfactory.

IN COMPARING THE COST, NOTE THE FOLLOWING:

lat.—The absence of the cost of assembling.

2nd.—The elimination of waste in handling one piece in place of two.

3rd.—The expedition of filling orders by reason of time saved in
production.

The first has a definite value, the second depends upon the
care of your operatives, and the third, the value you place
upon reputation for quick deliveries.

Orders from the retail trade will be forwarded to the nearest jobber

The Metal Products Corporation
Manufacturers of Jewel Settings, Metal

Ornaments and Jewelry Components
—New York Office-
611 Broadway, Room 605
Address Department K Thurbers Ave., Providence, R. I.
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Annual Meeting New Jersey Retail

Jewelers' Association

The second annual meeting of the New Jersey

Retail Jewelers' Association was held at the Con-

tinental Hotel, Newark, N. J., on May II, 1911.

While young in years and small in membership,

this organization has already demonstrated that

it is one of the most enthusiastic and active asso-

ciations of its kind in the country.

The morning session was opened about 10.30

o'clock by Acting President C. J. Brotherly, who

in his address of welcome paid a warm tribute

to the character, ability and work accomplished

for the association by the late President F. W.

Rowe, of Trenton, who died in December while

still in office.

Mr. Brotherly reminded those present that the

association was still in the organizing stage and

appealed to them to make a strong and deter-

mined effort to arouse the jewelers of the State

to join the association by urging upon them the

great possibilities for the betterment of condi-

tions in the retail jewelry trade. Throughout the

past year, he said, numerous letters had been sent

out by the association to all of the retail jewelers

of the State, calling attention to the futility and

impossibility of fighting the present deplorable

conditions in the trade single-handed. He re-

called the fact that 3500 jewelers throughout the

country realized that by combining their efforts

they can become a power. He asked all to follow

the news in the trade journals and inform them-

selves of the progress of the movement and the

many benefits that they individually will derive

from taking an active nart in it. The trouble in
the past, he said, was that jewelers spent so much

time lamenting conditions that they had no time

left for improving them.

Following the address of Acting President

Brotherly the reports of the various committees

and that of the secretary were read. The report

of the Committee on Membership showed an in-

crease over last year of twenty-seven. The Com-

mittee on Legislation reported the efforts of the

association in the matter of the bill providing

that any non-resident auctioneer must obtain a

license before conducting an auction, with a reg-
istration fee of $100.

After reading the minutes of the last annual

meeting the secretary, in his report, dwelt on the

growth of the association, while the report of

the treasurer showed it to be in good financial

standing.
The following officers were then elected for

the ensuing year: C. J. Brotherly, Newark,

president; S. T. Holt, Newark, first vice-presi-

dent; J. Harris, Trenton, second vice-president;

A. Roggenkemp, third vice-president ; J. J. Hague,

Orange, fourth vice-president ; 0. 0. Stillman,

New Brunswick, fifth vice-president ; J. R. Tack,

Newark, secretary; I. D. Lyon, Morristown,

treasurer; 0. T. Fenton, Hightstown, and H.

Aurnhammer, Newark, members Executive Com-

mittee. J. Harris, A. Roggenkemp and J. R.

Tack were elected delegates to the national con-

vention.
The afternoon session was devoted to speakers

on various interesting topics.

S. F. Roberts, of Pittsburg, president of the

American National Jewelers' Association, gave

an inspiring talk on "What Retail Jewelers' Asso-

ciations Can Do for the Individual Members."

After quoting some startling figures to show

the importance of the jewelry trade, he narrated

K EYST ONE

briefly the history of the craft from the days of

the Assyrians, the Egyptians, the Greeks and the

Romans down to our present day to prove that

it has in all times been conceded a most honor-

able one. Dwelling on the aesthetic side of the

craft he made the assertion that it is not a trade,

but a profession, when embodied with the thought

that it has to do with the most precious of God's

creations.
There are now, he said, almost four thousand

jewelers joined together for the uplift of the

intellectual, moral and financial condition of the

jeweler for mutual protection, for the conserva-

tion of business, the correction of trade abuses

and the establishment of closer business relations

between the retailer and the wholesaler. Much

good has been accomplished by the national or-

ganization, but there was never greater need of

organization and co-operation.

Complaint is made that the business of the re-

tailer is rapidly being deteriorated by the inroads

of goods of inferior and doubtful value and the

increasing volume of business done by. the mail-

order houses and department stores, but, in the

opinion of the speaker, as the tide of prosperity

rises the public will once again recognize the

value of a jeweler's reputation and the retail

jewelry trade will once again be restored to its

normal condition. The competition of the mail-

order houses and department stores has come to

stay. The only way for the retail jeweler to

combat it is to make the reputation of his store,

the sincerity of his advertising and the quality

of his goods such that the publk will be drawn

to his store. The confidence. of the public is

absolutely essential. Let the retail jeweler elimi-

nate from his stock goods that are not allied to
the jewelry trade, especially side lines that do

not pay; let him educate the people in his city

or town to the fact that the only reliable place

to buy a diamond or article of jewelry is in a

retail jewelry store, and he need not fear the

competition of either the mail-order business or

the price-cutting department stores.

Jealousy was the vampire Of the retail jewelry

trade, Mr. Roberts declared. He urged a spirit

of co-operation. He suggested local clubs, which

would bring retail jewelers in the same city to-

gether, where they might discuss local problems.

Such clubs, he said, might act as clearing houses

through which a jeweler, overstocked with

watches or any article of jewelry, might succeed

in getting in exchange some other article of

jewelry. "Stop knocking," he said in ,closing.

"Get together. Fight out your differences among

yourselves, not through your customers or the

advertising columns of the newspapers."

Charles T. Higginbotham, consulting superin-

tendent of the South Bend Watch Company,

South Bend, Indiana, and one of the best known

horological experts in the country, delivered an

eloquent address entitled "A Glimpse Through

the Corridor of Time."

"Time," the speaker remarked, "is a profound

subject. It embraces Gcd's entire creation. It

carries us into that beautiful realm, the science

of astronomy, the wonderful disclosures of which

beggar our wildest imagination. In contemplat-

ing time we see that we are mere atoms in God's

magnificent creation. Time never had a begin-

ning; it will never have an ending. The word

itself is unique; it cannot be defined. Briefly and

very interestingly he told the history of the

world's attempts to measure time from the days

of the early Chaldeans down to our present day.

He related the story of the calendar and pointed
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out that the present-day clock is not an inven-

tion, but an evolution from the crude instruments

by which the ancients measured time. In closing

Mr. Higginbotham urged the importance of this

country's adopting one standard railroad time to

prevent the present appalling confusion which

every one experiences who travels very far or

very often.
Wm. H. Hollweg, manager of the jewelry de-

partment of the Dennison Manufacturing Com-

pany, was the last speaker of the afternoon. He

had for a subject "How to Make Presents Pre-

sentable and the Selling Power of Good Display."

Selecting the last part of his subject to speak

on first, he said that the discussion of attractive

displays brings up the subject of the show win-

dow. The importance of the jeweler's show win-

dow, he said, was evident from the fact that it

first attracts the attention of the passer-by. It is

here that the manufacturer comes to the aid of

the jeweler and provides him with many and

practical fixtures that enable him to properly dis-

play his goods. In the matter of colors much

care should be taken in their selection, as poor

taste here would rather detract from than assist

an otherwise good display. The best window dis-

play is had when only a few articles are ex-

hibited. The interior store displays were also

important, because the jeweler, after creating a

good impression on a prospective customer by

an attractive window display, should be careful to

see that the good impression is maintained ofter

the buyer has entered his store. Taking for

granted, Mr. Hollweg said, that the jeweler's

window display has brought in a customer, and

that the latter has purchased some article of jew-
elry intended for a gift, it now becomes the

jeweler's duty to impress the customer with the

way that articles are sent from the store. If the

gift is in a nice, pretty box, the recipient, instead

of throwing it away, will keep it, and the jeweler's

name on the box will be a constant reminder that

his store is a good place to patronize.

Before closing the afternoon session it was

voted to hold the next meeting in Trenton in

January, 1912, when members of the Legislature

will be invited to attend and listen to the subjects

in which the New Jersey retail jewelers are in-

terested and what legislation they would like to

have enacted.
The banquet was held at 6.30 P. M. It proved a

most enjoyable affair. After a splendid repast

President Brotherly called upon S. F. Roberts,

of Pittsburg, Pa., for the address of the evening.

Mr. Roberts selected for his subject "The

Goldsmith's Craft," and his discourse was both
learned and interesting.

Charles T. Higginbotham, when called upon

for a few remarks, paid a glowing tribute to the

State of New Jersey and her people and prophe-

sied a successful future for the New Jersey Re-

tail Jewelers' Association. He was not permitted

to sit down until he had told some very laugh-

able anecdotes in an inimitable style.
Others to make a few remarks were S. T.

Holt, first vice-president of the association, who

told of the work of organizing the Newark Re-

tail Jewelers' Club ; C. Hartdegen, president of

the Newark Retail Jewelers' Club; A. M. Clark,

who told of the work of other organizations;

E. S. Fishback, of the Hamilton Watch Corn-

pany ; F. P. Carter, of the Rockford Watch Com-

pany; Frederick Boger, J. J. Hogue, J. Tack, I.

D. Lyon, J. Harris and Mr. Busch.
The convention formally adjourned at about

It P. M., with many expressions on the part of

those who attended that it was an entirely satis-

factory meeting and the most successful gather-

ing yet held by the New Jersey retail jewelers.



Mr. Jeweler:—
Try dealing DIRECT with the factory. This method insures a fresh
stock of the latest models, and most accurately timed.
Give ROCKFORD WATCHES a trial. They will make you satisfied
customers, and many big round dollars.

Rockford Watch Company
Rockford, IllinoisManufacturers of High Grade Watches
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GORDON 4
MORRISON
WHOLESALE

JEWELERS AND
OPTICIANS

EfITA 0. 1002

Chicago,

THE JEWELERS, WATCHMAKERS
and OPTICIANS will do well by

writing for our 1911 CATALOG,
MAILED FREE. It contains a full line
of WATCHES, DIAMONDS,
JEWELRY, OPTICAL GOODS,
WATCHMAKERS' and OPTICIANS'
TOOLS, MATERIALS and MA-
CHINERY of the best makes the
American and Foreign markets afford.
It will pay you to have our catalog.

Gordon & Morri Wholesale Jewelers and Opticiansson, 199-201 E. Madison St., CHICAGO, ILL.
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Just Ask Us
for our pamphlet of FACTS
about WATCH KEYS. It
will reveal to you this
FACT: That unless you
carry WATCH KEYS you
are not furthering your
opportunities for the largest
possible amount of business.

Of course there's one brand that excels all others. We mean
CLARK'S LOOP WATCH KEYS. Through Jobbers.

Better Quality Better Workmanship Better Price
A. N. CLARK & SON Plainville, Conn.
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COLGAN'S

"Monograms"
Designed and executed by
ARTISTS who have made
monogram construction a
life's study.
Satisfaction guaranteed by
thirty years' experience.

SEND FOR CATALOGUE

The J.W. Colgan Co.
Sudbury Building
BOSTON, MASS.

WHEELING METAL CEINGS
Any Size, Kind or Shape of Room you may have may be artistically fitted with
Wheeling Metal Ceilings and Side Walls.

Every touch of artistic taste or beauty with which you adorn your store adds to
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Price Maintenance Best for Manu-
facturer, Retailer and Consumer

Does the restriction of retail prices bene-
fit or injure the public?
The right of the manufacturer to main-

tain a restricted price policy must, in the
last analysis, depend upon the answer to
that question. If such price restriction ac-
tually throttles competition, it is a bad
thing—if, on the other hand, it encourages
competition in quality and in service, it is
a good thing.
There is more than one kind of commer-

cial competition. There is competition in
price, with its ever attendant danger of
loss in quality. There is, where established,
maintained and published prices prevail, a
healthy competition in quality. The former
is sometimes and the latter almost univer-
sally to the benefit of the ultimate con-

In Relation to Competition

The manufacturer who restricts the
,prices at which his goods are to be retailed
to a certain figure, is just as much in com-
petition with other manufacturers of simi-
lar goods as are those who do not restrict
prices—but in a more'healthful way. Bear
in mind, however, that this discussion re-
fers only to an individual concern or corp-
oration—not to a combination between
natural competitors to create an artificial
price. That's another and quite foreign
subject, though, unfortunately, likely to be
confused by some people with the real ques-
tion at issue.
The manufacturer who publishes a price-

list on his goods allows a certain discount
to the dealer in those goods and then insists
on that dealer selling his goods at the list
price, is by no means free from competition.
If he sells wisely, he has familiarized him-
self with the average percentage that it
costs the dealer to handle his goods, and
he makes his discount large enough to pay
the dealer a normal profit—a profit that
will be satisfactory to him, but not big
enough to prove a constant temptation to
cut prices. In making his list price, this
wise manufacturer will put it at a figure
that will pay him a normal profit, after
giving a discount to the dealer that will
likewise pay him his normal profit. Such
manufacturer is as much in competition
with other makers of goods as though he
had no established price—but his consumer
customers get a square deal ; they all buy
his goods at the same price.

The Matter of Profit

The retailer must make a certain per-
centage of profit over and above the cost
of doing business or go into bankruptcy.
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Isn't it manifestly fairer to the consumer

if the .dealer nets five per cent on what he
sells to Smith and five per cent on what he
sells to Brown than it is for him to lose
five per cent on what he sells Brown and
make it up by netting ten per cent on what
he sells Smith? And that's just what hap-
pens every day where retail prices are not
restricted. Every retailer knows this,
though the buying public does not. The
restricted price plan is, in fact, particularly
favorable to the small consumer, the man
whom the courts are ostensibly trying to
protect. It has been decreed that the rail-
roads shall not discriminate against the
small shipper by giving a lower rate, wheth-
er directly or by rebate, to the big shipper
than the small shipper enjoys. Carried to
its logical conclusion, the price restriction
policy means the same thing. All retail
purchasers are treated alike. It means the
square deal.
And how is the manufacturer affected?

He has a widely advertised article at say
ten dollars. It is generally known that his
goods are sold at list price only. The dealer
is already receiving a normal discount. This
manufacturer usually keeps ahead in im-
provements in his line, but, for the sake of
argument, we will admit that a competitor
announces an important and genuine im-
provement. What happens ? One of three
things : An improvement in the article in
Question to meet the competition, a cut in
price in order to pick up the cheaper trade
in this line, or, if the margin of profit will
not admit this, an entire abandonment of
the manufacture of such article. In cutting
the price, if that method be followed, the
price at which the goods are to be retailed
may still be restricted at whatever lower
level may be decided upon as a normal price
at the new level forced by the competing
improved product. Price restriction has in
no way prevented a general lowering of
price; it has simply maintained a uniform
price.

Meaning of Restricted Price

A restricted price means that the goods
are to be sold at a certain price, that the
retailer is not to go either above or below
that price ; but if the established price is
abnormally high for the quality of the
goods, it cannot live. No mere restricting
of price can annul the laws of supply and
demand or of commercial competition. In-
deed, goods that are sold at known prices
offer themselves to the keenest competition
because it is so easy for the manufacturers
of competing articles to figure just what
can and must be done.
The result is that the manufacturer of

restricted price goods is alive to the fact
that he must constantly back up his prices
with quality. He is averse to changing his
methods or permitting the retailers to
change their methods of handling his goods,
because he takes an honest pride in his one-
price-to-all policy. The result is a constant
effort to better his products, a constant

effort to give his customers more for their
money. It is a competition just as keen
and far-reaching, as bitter if you like, as
a competition in price-cutting. Because one
manufacturer of automobiles restricts the
retail price of his car to $4000, another to
$3000, another to $z000, and another to
$1000, does any one maintain that there is
no competition in automobiles ? And simi-
larly, there is competition between dealers
even though they maintain prices—a com-
petition in service to their customers that
makes or ruins their business, and, locally,
the business of the concerns whose cars
they handle.

A Case in Point

Take hats. Dunlap and Knox derbies
are restricted at five dollars. You can't buy
one for less, yet you can buy a pretty good
looking derby for a dollar and a better one
for two dollars, and something really good
for three. But Dunlap and Knox are by
no means free from competition. It's a
competition of quality. They just put style
and goodness into their hats, else men would
buy the cheaper ones. They compete with
each other and with the imported hats and
with, perhaps, some other five-dollar hats.
They compete with the cheaper hats by
offering better style and quality. But it
would be absurd to say that hats cost more
because Knox and Dunlap don't permit the
retailer to cut prices on their goods until
the season is over.
To the careful observer there can be but

one conclusion as to the merits of the policy
of price restriction. That policy means a
square deal to the ultimate consumer. It
means that one man's money is as good as
another's. It means that those manufac-
turers who adopt the policy must make
good goods in order to maintain their pres-
tige, must be ever on their mettle to antici-
pate competition, must forestall it by mak-
ing improvements and making them before
the other man does. The market is still
open for those who do business on the other
basis, but if their goods do not equal or
better the restricted price goods, the public
will buy the restricted price goods.

Competition

Competition began with commerce. Com-
petition must continue to exist so long as
there are two or more separate concerns
manufacturing similar goods for the same
market. If one of these concerns makes
highly superior goods and is equally alert
in its selling methods, it will, by reason of
the law of the survival of the fittest, get
the big share of the trade. Whether prices
are restricted or not has nothing to do with
the case further than the fact that the con-
cern that makes the goods of known quality
is in a position to make its prices known
and stick to them. Having quality, it can
afford to compete on a quality basis. No
underhanded methods by which one cus-
tomer is gained at the expense of another
need be resorted to.
The price restriction policy means a

square deal for the consumer, a reasonable
profit to the dealer and a constant effort
toward betterment of the product on the
part of the manufacturer.—L. B. Jones in
Printers' Ink.
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TN our twenty years of splendid progress Dee & Co. have, by reason of their consistent
dependability, won the absolute confidence of the large army of live, wide-awake,

progressive jewelers all over this broad land, who, when they are anxious to realize " top
notch " prices for their

Old Gold
Old Silver
Gold Plate

Filled Cases Floor Sweepings
Filled Frames Bench Sweepings
Platinum Polishings

are sure to send their shipments to us.

There are plenty of reasons why our satisfactory methods of doing business have
influenced so many jewelers to come our way. You don't have to take our word for it,
thousands of satisfactory replies to our remittances tell the storythem. —perhaps you are one of

WE DON'T PRETEND
to pay you more than your goods are worth, but we do pay you more than anyone else
can possibly allow for them. Send us a trial shipment, and it's a safe guess that our
liberal methods of valuation and promptness of remittance will convince you that we are
in a class by ourselves.

Check for old gold and silver by return mail. If our offer is not up to
Yours we will return shipment intact, charges prepaid.

THOMAS J. DEE & COMPANY
Gold, Silver and Platinum Refiners

OFFICE, 26 W. Washington St. WORKS, 317 E. Ontario St.
(Old Number 67 and 69)

CHICAGO, ILLINOIS
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Law for the Retail Jeweler
[Copyright by ELTON J. BUCKLE

Y]

[A series of articles specially
 compiled by a

\ ell-known lawyer for the 
better education of

I le retail dealer in the 
law and its relation to the

ilferent phases of his business
.—En.]

XIV. The Rights of La
ndlord and Tenant in

the Seizure of Goods for U
npaid Rent

The purpose of this article is 
to throw

me light upon the legal righ
ts both of

;iiidlord and tenant as to the 
seizing of

giiods upon the premises for u
npaid rent ;

he right of distraint, to use t
he legal de-

cription. Thousands of business men of

classes are either landlord or t
enant, and

.;ince the question of distraint 
may arise for

them or against them at any
 time a little

knowledge on the subject may
 not be the

dangerous thing that "a little 
knowledge"

is supposed to be.
The practice of seizing the

Distraining goods of a tenant for un-

for Rent paid rent is exceedingly

ancient, and dates back so

far that it can be said to be fix
ed even where

there is no statute authorizin
g it. A land-

lord who distrains for rent ca
n do it under

either of two legal powers : 
First, under

the common law, that is, unde
r the old cus-

tom which has hardened into 
common law.

Unless some law has been p
assed setting

the common law aside, so to s
peak, a land-

lord can seize his tenant's goods
 by warrant

of the common law, even when
 there is no

State law authorizing him to do 
so, and also

where his lease contains nothing
 which gives

him the right. The only requirement is

that a lease must exist between 
the landlord

and tenant, and that that lease m
ust include

the payment of some certain s
um as rent.

Second—A landlord can distrai
n for un-

paid rent under the contract 
between him-

self and his tenant, expressed 
through the

lease, if it gives him that right.
 He can do

this even though his State has 
passed a law

that there shall be no common 
law right of

distraint. And even though the common

law right still exists in his 
State, he can

go further in his seizure of g
oods under

his lease contract than he can 
under the

common law right, for the latter 
is more or

less limited, while there is almo
st no limit

to the extent to which landlord
 and tenant

can contract between themsel
ves.

Every tenant who signs any

Terms of the

Lease 
of the ordinary forms of

lease signs a provision giv-

ing his landlord the right to

seize his goods for unpaid rent
, so that in

almost every case the landlord
 is not de-

pendent upon the common la
w—he has his

contract.
In the District of Columbia, U

tah, Ala-

bama, Missouri, North Carolina, 
Oklahoma,

Georgia, Massachusetts, Minneso
ta, Mis-

sissippi, Montana, New York an
d Wiscon-

sin, laws have been passed ab
olishing the.

common law right of distraint. 
In these
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States, if a landlord wants the rig
ht to seize

his tenant's goods he must get it 
through

his lease. The abolition of the co
mmon law

right of distraint of course has
 no effect

upon the right of a landlord to get it

through a contract with his tena
nt—in other

words, by his lease.

The meaning of distraint is pro
bably well

understood. it is the right, where rent is

overdue, to seize the tenants' go
ods and sell

them in order to collect the sum
 owing. In

most States this cannot be done
 unless rent

is actually overdue and unpaid 
at the time.

In Georgia and Texas, however
, a landlord

can go after goods that are r
emoved from

the premises before any rent i
s due. If a

landlord seizes a tenant's goods
 when he

has no right to, he is a trespass
er and both

civil and criminal action will lie 
against him.

i'hSeizable Goods O we hl aa tw is  goods 
quite

an 
lbibeesreailzeads

t 
for unpaid rent. Not only

can the tenant's own goods be
 seized, but

also the property of third per
sons on the

premises, provided this is not ex
empted by

law. Even if the landlord is told, a
t the

time of the seizure, that certai
n goods be-

long to some one else, he is not 
obliged to

regard that if such goods are
 apparently

in the tenant's possession.

The above is the rule in most Sta
tes. In

Illinois, Kentucky, New Jersey, So
uth Caro-

lina, Virginia and Mississippi, h
owever, thc

landlord cannot seize the propert
y of third

persons under any circumstances.

Second, the goods of the tenant
's wife

can also be seized if on the pre
mises.

Third—So—in most States—can the

property of sub-tenants, that is, tenants

renting a part of the building 
from the

tenant who rents it all. In Illinois and

Texas, however, this cannot be 
done.

Fourth—Where the original tena
nt as-

signs the lease to another, and 
the latter

moves in, the landlord may seize
 his goods

if rent is unpaid, but only for the 
rent which

the assignee owes for his own o
ccupancy.

His goods cannot be seized for ov
erdue rent

owed by his predecessor.

To warrant the seizure of the go
ods of

third persons, of the tenant's wife
 and of

sub-tenants, they must be on the 
premises

when seized. Under the general r
ule, they

cannot be seized under any cir
cumstances

after they have been removed.

In most States there is a

Fraudulent law giving a landlord a

Removal right to follow and seize

within thirty days a tenant's

goods removed fraudulently or 
clandestinely

from the premises. That is an extraordi-

nary right, and in order to use it 
rent must

have been due when the goods
 were re-

moved, and there must also have been

something secret about the meth
od of re-

moval. Goods taken openly out, in
 the day-

time, whether the landlord kno
ws it or not,

are not removed clandestinely o
r fraudu-

lently and cannot be seized whe
n once off

the premises, even though they are 
the

tenant's own and rent is overdue. But

goods removed in the night are 
practically

always regarded as clandestinely
 removed.

Whether fraud is present depend
s on the
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facts of the particular case ; ther
e must be

an obvious intent to escape distr
aint.

There are a few exceptions to th
e rule

that rent must be due to allow g
oods to be

followed after clandestine removal
. In New

Jersey, New York and in Pennsylvania

(outside of Philadelphia, Allegheny and

Pittsburg), however, it makes no 
difference

whether rent is due at the time o
f removal

or conies due within thirty days
 ; in either

case the goods can be followed a
nd seized.

This being the rule, tenants in all 
States

except the above can defeat the 
landlord's

right of distraint, by removing th
eir effects

openly at a time when no rent is d
ue. They

can then not be seized, though th
e landlord

still has his civil action against
 them for

violation of the lease.
Certain classes of goods are

Goods That • exempt from seizure for

Are Exempt unpaid rent. Implements of

the tenant's trade or pro-

fession in actual use, such as—as 
happened

in a case only recently—a pneuma
tic clean-

ing tool in use by a cleaning compa
ny at the

time of the seizure. Had the tool been

idle it could have been seized. 
Perishable

goods on the premises are also ex
empt, as

is property of other people in 
possession

of the tenant in the course of hi
s business,

as for example hats left at a hat 
store to be

retrimmed ; or a horse left with 
a black-

smith to be shod, or a carriage in 
the wheel-

wright shop for repairs, or horses and

wagons stored in a boarding stabl
e. Goods

of others on the premises of a 
commission

merchant for sale are also exempt
, though

it has been decided that this d
oes not in-

clude goods sent to a retail deal
er which he

is to pay for after he sells the
m. These

can be seized. Goods held for storage and

those sent to the tenant to be ma
de up, as

for example, cloth sent to a 
tailor to be

made into suits, are also exempt.

Goods which have been merely l
eased to

the tenant, such as pianos, org
ans, sewing

machines, talking machines, cash 
registers,

and fixtures generally, are liabl
e to seizure

unless there is a State law forbi
dding it. In

most States there is such a law a
s to pianos,

organs and sewing machines, but
 it has not .

yet been extended to leased f
ixtures. In

order to be exempt, however, th
e concern

leasing such things to the tenant
 must give

the landlord notice in the beg
inning that

they are leased and not sold.
The 

for
eprac 

unpaid 
as to seizingg •

Differing Laws paid rent dif-

fers somewhat in the differ-

ent States, but in its essence it 
is the same

in all—the landlord simply gives h
is author-

ity to a constable or other law 
officer, who

seizes and—if no bond is fil
ed—sells the

goods to pay the claim. The owner may,

however, file a bond for twice t
he amount

at issue and the goods are then 
redelivered

to him. If goods of a third person are

wrongfully seized, or goods of the
 tenant's

own, the remedy in the first cas
e is to file

a sworn claim of property, and i
n the sec-

ond to replevin them. Suit for damages

can then be brought.

I should say, in conclusion, that th
e action

of distraint can only be used as
 a remedy

against unpaid rent ; it cannot be
 employed

against any other violation of the 
lease.
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"Little Comedies That Were Once
Tragedies"

Address by Cliss. F. MANAIIAN, Chicago, before Illinois
Retail Jewelers' Association

take it that these gatherings are in a measure
for relaxation of mind, but that we all expect
to gain a few helpful ideas along the way and,
therefore, while I do not want my paper to be
taken too seriously, there is still in some of the
tragedies which I shall mention, and which have
now become jokes, a really serious thought, and
though we may laugh at it now, at the time that
it happened we didn't, and when it shall happen
again we will not be in a laughing mood, for it
is a serious thing to lose a customer.
I once heard Bob Burdette say in a lecture that

tragedies and comedies are very near of kin, and
he illustrated by saying that if a man rolled down
stairs and was injured it was a tragedy, but that
if he was unhurt it was a comedy. A very large
per cent of the jokes in the funny papers re-
late to the use of the telephone, and each one of
these jokes, at the time of origin, very likely
induced profanity as fluent as the ability of the
individual permitted. So then some of the pro-
fanity-exciting incidents of our own profession
have become the excuse for what I shall say. The
race for success and independence is so keen and
so difficult for most of us that sometimes the
smallest obstacle becomes the event from which
we cannot recover and is the influence which
makes triumph or failure the probability.
As I look over the index of one of our trade

journals which has recorded some of the meet-
ings of past years I find that many of the papers
have similar headings: "How to Make the Re-
pair Department Pay Better," "How to Size up
a Customer," "How to be an Employer," "The
Merchant Who Thinks That He Is Advertising,"
etc. I simply use these titles to illustrate, and
have no recollection as to the subject-matter of
any one of them. All of these have done much
good; we have greedily assimilated all the wise
men have said to us, and our grateful thanks
have often been extended. But in looking over
the titles of articles which have been written for
our benefit by our jobber and manufacturer
friends I fail to find any headed like these: "The
Advantage to the Retailer in the Custom of
Sending Him Merchandise To-day and the In-
voice To-morrow or Next Day," "How to De-
velop Patience; or, Let the Errand Boy Wait,"
"How to Locate an Article Through the Index
of a Jewelry Catalogue." Personally I know
jobbers who are eminently qualified to write at
length on each of these subjects.
Some time since we had a letter from a con-

cern of "business fixers." They had worked out
a scheme for cutting down the overhead expense
and building up the producing end and properly
aligning all the tag ends of business. Their espe-
cial object of attack, however, was the "over-
head." The letter came without any postage, and
I had to pay two cents to find out what was in it.
I have never made up my mind whether this lack
of postage was an insidious method of getting
their literature surely to the prospect, or if it
was one of their methods of cutting down their
own "overhead."
Why is it that business houses are so careless

with their mail ? I have here a large bunch of
envelopes received with insufficient address and
subject to consequent delay. The postal clerks
do wonderful things in the way of finding people,
but as a rule we prefer our mail not to be the
subject of any Sherlock Holmes stunts. It isn't
enough to send a letter to your friend. If he
lives in Chicago or Rockford, it is advisable to
put the street and number on the envelope. The
New York houses are especially careless in this
matter. There is a certain large concern of ster-
ling silver manufacturers in the East with whom
we, unfortunately, have to do some business.
Our orders and letters to them are all type-
written, and the house address is a part of the
die imprint on each sheet of paper. In the last
six orders we have given these people, covering
a period of about six months, one shipment has
had the proper address, and one telegraph order
stuck in a downtown express office for days
without street address and with misspelled firm

name. Complaint brought a letter written in long
hand and the firm name also misspelled. I con-
sider that they might have saved money by hav-
ing these regrets printed in 5oo lots. This firm
has some of the most exquisitely designed silver
flatware patterns ever made, and we surely would
do more business with them if they did not make
it so difficult.
A while ago a certain manufacturer sent out

booklets describing a check protector, a sort of
by-product of the company. It was just what we
needed, and I sent in an order by return mail.
In the course of a week came a letter saying
that the company had none of the protectors on
hand and did not expect to make any more. I
never did figure out why they sent out the cir-
cular telling of the great advantage of that check
protector. We formerly bought direct of the
regular output of this same company an article
which retails at $1. I estimated that it cost the
profit on two of these articles every time I went
to buy. An office boy took the order and gave
it to the credit man, who gave it to an order
clerk. The order clerk made out a form order
and gave it to a messenger, who took it to the
stock room. The stock man turned the goods
over to the billing department, and then they
went to the shipping room, where I waited at a
window. Finally a boy brought them to me and
I signed a receipt. Each of these people did the
clerical work necessary to carry out the perfect
system. If a retailer, other than a big depart-
ment store, made his customers wait as some of
the wholesalers do theirs, it wouldn't be long
before he had some very healthy competition and,
after all, maybe it always works out that way.
I don't know of a much more finished insult

to a man than to ignore him, to just let him
wait. One of our Chicago wholesale houses has
its billing department about a hundred and fifty
feet from where the goods may be bought, and
the billing is all done by typewriter ; another bills
its city charges in front of you and by the same
clerk that made the sale. The ratio of time is
about ten to one, and by a curious coincidence
our business with these two houses bears about
the same proportion. Time is a tangible com-
modity to most business men, and if fifty cents'
worth of time is consumed in buying an article
ten cents cheaper it has cost forty cents too much.
The last item I bought from a certain silver

house in Chicago consisted of five silver tea-
spoons which were picked out and handed to the
clerk to bill and wrap. I had had previous ex-
perience and so, just for curiosity, I looked at
my watch. That was about all I had to do for
the next twenty-one minutes. I suppose I might
have looked the stock over and so improved my
mind, but my mind had already decided never to
buy there again if I could help it. In this con-
nection I might say that when an errand boy
goes as a messenger for merchandise I consider
that he is to all intents and purposes the house
itself, and entitled to whatever consideration the
house itself would have. His tardiness may lose
a sale, and also a customer.
A lady brings in a sample teaspoon and asks

you to get her five to match, saying she will
call that evening. The errand boy brings the
spoons all right and says "they will mail you
the bill to-night." This to me is one of the
most aggravating incidents in all the relations
between wholesaler and retailer. I can sense
no excuse other than laziness for such a policy,
and yet it comes up every time we order from
the Chicago office of a certain sterling silver
house unless we state specifically that the bill
shall be sent with the goods. Then the boy
takes his seat on a bench with more boys, and
they all wait.
Teaspoons are made in several weights, and

recently the selling prices of a certain line were
changed in Chicago twice in one week. What
shall we charge the customer? You have all had
this experience, and you know what an unsatis-
factory condition it is. There are also several
concerns in Chicago who deliver the goods with
a selling price memo. and the invoice is mailed
from Boston or New York. We also have had
the invoice days before the date that a freight
receipt finally showed shipment was made.
I suppose that if a list of desired purchases

of standard articles amounting to about $i000
was submitted to four different jobbers for esti-
mate the totals of all four would not vary one
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per cent. It is then on service that they nearlyall ask our business. An account is opened, butdo we get the service? In a general way I cer-
tainly think not. Straightway we are as all therest, and the house looks for more prospect, towhom they may promise service. And service
isn't the sending of a salesman to see you evcrtweek and to visit with the watchmakers if
are busy.
We had to change optical houses awhile ago

because the grinder developed too big a retail
business. The clerks were busy adjusting glasses
for oculists' patients. So we tried one of the
other "service promisers." Nearly all of our
prescriptions are 'phoned in, as are those of a
great many others. First you get the house
switchboard operator, and her "wait a minute"
is to be expected. Then you get a clerk and he
says "wait a minute." I have hinted to them
that they might tie a lead pencil and a bunch of
blanks to the 'phone, but they don't know what
I mean. I have been in the house when sonic
other unlucky was on the line and have seen the
clerk search himself for a pencil, and finally
borrow one and then pick up a blank and get
back to the 'phone. I also have been at the
other end and had a customer walk out while I
"waited a minute."
I thoroughly believe that nearly all merchants,

both wholesale and retail, pay too much atten-
tion to the opening of new accounts as compared
to carefully nursing the ones they already have.

Watched Watches
Railroad watch inspection is an evolution, like

most other institutions that aim at the goal of
perfection, says a writer in The Saturday Evening
Post. To establish an inspection service is not
the work of a day. Experience has shown that
it takes a number of years and earnest work to
bring the service up to the highest standard of
efficiency. But the expenditure of time and effort
is ultimately rewarded by the interest and pride
taken by the men in the time records of their
watches. It has been noticed that there develops
a personal rivalry in the matter of accuracy ;
much so, indeed, that the men frequently buy
timepieces of a grade higher than the regulations
call for. This is the spirit cultivated by watch
inspection, and it is most gratifying to the railroad
companies and their patrons, as well as of im-
measurable material service to them.
Some idea of the number and value of the

watches used on the railroads may be had from
the reports furnished by the chief inspector. For
instance, on the New York Central lines alone a
total of about five thousand watches are regularly
inspected; and if we calculate the value of these
watches at an average of twenty-five dollars—
which is somewhat low—it will be seen that on
this railroad alone the system calls for an invest-
ment of one hundred and twenty-five thousand
dollars.
An interesting feature of the time system is

the loaning of watches to the men while their
own are being repaired. The watch thus loaned
must, of course, be similar to the one left for
repair, as the companies can take no chances on
any imperfect timekeeper. Under the system of
watch inspection that is generally regarded as the
most perfect now in use, the inspectors are fur-
nished with standard railroad watches in nickel
cases, which they are free to loan to the railroad
men while theirs are being repaired. The loaned
watch must be strictly up to the requirements laid
down in the rules. Any jeweler may lend a watch
to the railroad man, provided the same is of such
a standard as will meet the time-service require-
ments.
So solicitous for accuracy are the railroad com-

panies that the time-inspection service is always
ready to indorse any new feature introduced by
watch manufacturers and shown to be beneficial
to the timepiece in some essential particular. No
wonder, therefore, that it has become the custom
of railroad patrons, no matter how high-priced
their watches may be, to refer to the railroad men
for the exact time, recognizing in the railroad
watch the standard of accuracy. Such, indeed, is
the fame of the inspection service that it would
be a great shock to many of those who travel on
our railroads were they to discover that any of
the lines that they patronize were still without
this service.
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THIN MODEL STYLES IN MEN'S WATCHES

New stocks of the thin model
styles now so fashionable—
including the beautiful

"LORD ELGIN"

the recognized extreme of worth
and prettiness in men's watches

Double

NEW DESIGNSi 
the

"ALD EN"
16 Size Series B. B.

Roller Lever Movement, 7 Jewels, Breguet Hairspring, Cut Expansion Balance, Tempered Steel Safety Barrel, etc., in

TWENTY-YEAR GOLD-FILLED, NICKEL, GUN METAL CASES

Jointed or Screw Back and Bezel. Open Face or Hunting

NEW PRICES
Dealer Consumer

Open Face Hunting Open Face Hunting

Gold-Filled . . $12.00 $14.50 $10.00 $11.00

Nickel   6.00 5.00  

Gun Metal   8.00 6.00

Dealers' Prices Subject to Keystone Key and 61 Casts Discount

. 14 South 10th StreetH. 0. Hurlburt & Sons • • PHILADELPHIA, PA.

New Prices show Increased Profit
for the

Retail Jeweler

New Nickel Case
Screw Back and Bezel

Beaded Centerband. Open Face Only

New Hand Engraved Case
20-year Gold-Filled •

Jointed or Screw Back and Bezel
Beaded Centerband. Open Face Only

KETCHAM&McDOUGALL
AUTOMATIC

EYEGLASS HOLDERS
LOOK FOR OUR NAME ON EVERY HOLDER

N OTHING "speculative" about our holders. They
" appeal quickly to every user of eyeglasses —
eliminating the dangling chain or cord annoyance
when glasses are not in use. Saves cost of lenses
many times.
A tray of these holders in your shop window or

on your showcase with display card will catch
many an eye and make sales, please the buyer and
bring a profit to you.

Edge View
Nickel

Screw Case

20-yr. Gold-Filled
Screw Case
Full Bascine

11. 11. Double Roller Lever Movement

We Furnish Gratis Attractive News
paper Cuts and Advertising Copy for
Use in Your Local Papers. Send for
Them.

Gold and Silver
Thimbles

ALL PRICES

20-year Gold-Filled jointed Case
Open Face or Hunting

Beaded Centerhand

If you appreciate the commercial value and
reliability resulting from

78 Years' Experience
which goes into every Thimble which we
make, you will see to it that your stock of
goods of our manufacture is complete and
well displayed.

Cuts show two pages from our new
catalogue, which is yours

for the asking

ESTABLISHED 11332

KETCHAM&McDOUGALL

"CAVOUR"
15 Ligne

The New Lever
A Perfect Ladies' Watch

Thoroughly Dependable as a
Timekeeper

Many Beautiful Case Designs

All Standard Case Metals

Open Face or Hunting

To Dealers, $6.80 to $14.50
Subject to Keystone Key and 6;i

To Consumers, $5.00 to $10.25

On

"NEW ENGLANDS"

TO DEALER and TO CONSUMER
are

FIXED
and Will be

VIGOROUSLY MAINTAINED
by

The New England Wandtch Co., waterbury, Conn.a 

The Leading Jobbers
l'acific Coast Agents—B. W. FREER CO., San Francisco, Cal.

Gun Metal Case
Jointed Back. Open Face Only

"HALEff

12 Sim.: The 16 Sizy

Low Priced Lever
Ideal Outing Watch

Genuine Lever Movement
Jeweled

Especially Strong and Durable
Accurate Timekeeper
Open Face Snap Cases

Nickel, Black Nickel, 10 yr.
Gold-Filled

To Dealers, $2.90 to $6.00
Subject to Keystone Key and Vi

To Consumers, $2.50 to $5.00
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Fourth Annual Convention of the In-
diana Retail Jewelers' Association

(Continued trona page 975)

lighted his hearers with an address on "Any Old

Thing," and C. T. Higginbotham, of the South

Bend Watch Company, gave the jewelers "A

Glimpse Through the Corridors of Time."

Morning Session—Second Day

The meeting was called to order by the presi-
dent and then followed an address on "Advertis-

ing," by the man of pumpkin contest fame, Al. H.

Beer, of Versailles, Ind. This address will be

found on another page of this issue. •

The next address was by Walter H. Mellor, of
Michigan City, Ind., on "Retailing as the Retailer
Sees It," part of which is published elsewhere in
this issue.
W. W. Galloupe, of The Crescent Watch Case

Works, New York, then addressed the meeting
and an executive session followed.
The report of the committee on resolutions was

then received and adopted as follows:

Resolved, That a vote of thanks be extended
the following: The Evansville Business Associa-
tion, The Crescent Club, The Country Club, The
Elks' Home of Lodge No. 116, all advertisers in
our programme, John H. Keller, Secretary of The
Evansville Business Men's Association, all ex-
hibitors, the local press, Oliver M. Artes and all
of those who so kindly assisted in making this
convention such a grand success.
Resolved, That we endorse those manufactur-

ers who sell their products through the legitimate
channels only.
Resolved, That all applications for membership

in the Indiana Jewelers' Association should be
made through their local or district association
if there be one.
Resolved, That any retailer surrendering his

membership by resignation or being expelled from
his local association thereby surrenders his mem-
bership from the State association.
Resolved, That all manufacturers place their

name or trade-mark upon all articles manufac-
tured by them.
Resolved, That we endorse the bill that was pre-

sented to our Legislature pertaining to the dis-
position of repairs and recommend that it again
be presented to the next session of our Legis-
lature.
Resolved, That members of Indiana State As-

sociation make a charge for estimating value of
articles not purchased in their place of business.
That card be issued to all members regarding
same.
Resolved, That we endorse and recommend that

KEYSTONE

the bill be again presented to the next session of
the Legislature pertaining to fraudulent advertis-
ing and endeavor to interest other organizations
to help secure the passage of this bill.
Resolved, That we, the Indiana Retail Jewelers'

Association, are unalterably opposed to retail job-
bers and advertising to retailers at wholesale
prices. We also hereby agree to lend our moral
and financial support to correct and stamp out
this evil, which has proven so injurious to the
retail jewelry trade. We also request that the
State Secretary ascertain and furnish to every
member of the association a list of such manu-
facturers and wholesalers as indulge in the above
practices.

Secretary 0. P. M. Squires

Resolved, That we, the Indiana Retail Jewelers'
Association, extend a vote of thanks to the of-
ficers for their untiring efforts toward making
our association such a grand success.
Resolved, That the State be divided into dis-

tricts, the head of each district to receive all ap-
plications for membership and they in turn to
forward same to State secretary.

Respectfuly submitted,
0. P. M. SQUIRES,
W. H. MELLOR,
H. L. ROST,

Committee.

The report of the committee on the president's
address was favorable to his several recommenda-
tions.

Jutte, 1911

Afternoon Session

At 2.30 P. M. the meeting was called to order
and report of committee on new members was re-
ceived. The following were elected members:

Claud R. Stoops, Napanee.
D. Bixler, Berne.
Ernest Newlin, Indianapolis.
F. L. Bryant, Indianapolis.
Horace A. Comstock, Indianapolis.
I. C. Crane, Indianapolis.
Peter Hebner & Son, Boonville.
J. H. Newcomer, Napanee.
J. A. Carson, Ft. Branch.
John Goldsworthy, Elkhart.
H. L. Fields, Laporte.
Geo. F. Long, New Richmond.
Wm. J. Bretz, Huntingburg.
J. A. Pickett, New Castle.
G. W. Stoehr, Indianapolis.
Edw. J. Kappeler, Indianapolis.
Geo. M. Overstreet, Indianapolis.
C. R. Kluger, Indianapolis.
R. H. Barnett, Owensville.
Carl Brimball, Summittville.
A. J. Irion, New Albany.
Geo. F. Beech, Valparaiso.
Reitinour Jewelry Co., Union City.
Major & Sheldon, Shelbyville.
Aug. Bruder, Fort Wayne.
Fisher & Marshall, Columbus.

The next thing in order was the selection of a
meeting place for the meeting of 1912. On motion
by Walter H. Mellor the invitation of the jewelers
of northern Indiana to meet at South Bend on the
first Tuesday after the first Monday in May was
accepted.

On motion of Oliver M. Artes a unanimous vote
of thanks was extended to Miss McKinney, of In-

dianapolis, the Indiana representative of THE

KEYSTONE, for her untiring efforts in giving ac-
curate reports of the Indiana convention and the

general news reports of interest to the trade

throughout the State and to the other trade papers

for courtesies extended the association.

The chairman of the auditing committee re-

ported the books of the secretary correct in so

far as the report had been made, but recom-
mended that owing to the fact that all checks had

not been returned a further report should be made

by the incoming secretary and auditing committee

as soon as the books were completed.

A vote of thanks was also extended to H. C.

Carpenter for his assistance in behalf of the suc-

cess of the convention.

June, 1911
KEYSTONE 
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Election of Officers

The following were unanimously elected 
as of-

ficers for the ensuing year : Walter M
. Mellor,

president; 0. M. Artes, first vice-president;
 Geo.

S. Kern, second vice-president ; 0. P.
 M. Squires,

secretary; J. H. Noyes, treasurer. Execut
ive com-

mittee—H. H. Bishop, Chris. Hewig, C. Z. 
Rowe,

H. L. Rost, J. H. Arnold.

Mr. Mellor was then escorted to the chair
 by

the retiring president and made a short 
address.

Following this there were a number of sh
ort

talks by the various retiring officers and 
members

of the association, after which the conven
tion was

declared adjourned.

Convention Notes

The Evansville Jewelers' Club were 
compli-

mented by everybody for the delightful 
and gen-

erous manner in which they extended true 
South-

ern hospitality. Oliver M. Artes was called the

"Busy Man" and he certainly was busy, 
but never

without a happy smile.
Chris. Hewig, treasurer of the club, ha

d many

good things to say at the meetings. 
A. G. Klein-

leM, secretary, gave all his time to 
looking out

for the comfort of the delegates.
The Evansville convention was such 

a great

success that the South Bend jewelers 
will have

to "go some" to beat it.
More jewelers in Indiana know their 

brothers

in the trade to-day than ever before. 
Know and

like them better too. The brotherly 
feeling was

one of the gratifying results of the 
convention.

Those who stayed away missed a whole
 lot.

It was a jolly crowd that went to Eva
nsville on

the special Indianapolis coach. Mr. and Mrs.

W. H. Mellor, of Michigan City, joined t
he crowd

at Indianapolis.
C. K. McCain came all the way from 

Kokomo

to attend the convention for one day. 
Important

business called him home, but he said "it 
was well

worth my time to get even one day at such a
 gath-

ering."
Carl Brimhall and wife, of Summittvill

e, Ind.,

attended the meetings and then started f
or a river

trip to Louisville and on down the 
Mississippi

River.
C. S. Hartwell, of the Johnston Optical 

Co., of

Detroit, was very generous with his sweet
 tenor

voice. He sang many beautiful songs in 
the hotel

parlor and in the same sweet tones expla
ined that

"Stic-tite" frames had a number of dis
tinctively

new features, among which is the ability to

tighten the lens without removing it.

B. C. Brown, of the Brown Street Clo
ck Co.,

displayed his movement in the convention 
hall and

had "personally conducted tours" to the
 store of

J. M. Boner, Main Street, where one of 
his clocks

has been running for a long time.

One of the beautiful baskets of fl
owers that

decorated the banquet tables was 
presented to

Mrs. Mellor, of Michigan City, the 
wife of the

new president of the Indiana Associ
ation.

President W. H. Mellor, of Michigan 
City, has

announced that he intends to double the 
member-

ship during the next year. Mr. Mel
lor is a hard

worker, thoroughly interested in organization

He will no doubt accomplish his 
desire.

Removal from Indiana made J. A. Osw
ald, of

Charles Swigart & Co., Cincinnati, 
ineligible to

office in the Indiana Association, but in the

unanimous vote to make him an honorar
y member

the members sought to express their 
warm per-

sonal feeling and their appreciation of hi
s services.

Mr. Oswald says lie will never lose his 
interest in

the Indiana Association and will ne
ver miss an

opportunity to lend his aid to its adv
ancement.

H. H. Bishop, of Indianapolis, has been 
warmly

complimented upon the growth of the a
ssociation

during his term of office as president. 
As a mem-

ber of the executive committee he 
will have an

Treasurer J. H. Noyes

opportunity to continue his good work of 
advanc-

ing and improving the association.

Souvenirs were carried home by the de
legates.

The Rockford Silver Plate Co. presente
d hand-

some paper knives of their beautiful 
"Fairoaks"

pattern.
The Rockford and New England Watch 

repre-

sentatives saw their respective case openers

dropped into the pockets of the delegates.

The South Bend people decorated the 
visitors

with watch fobs and stick pins.
Many a man and woman carried ho

me the

Waltham watch puzzle. One man remarke
d: "I

bet I have twice as much trouble and 
fun in

getting this in shape as I do with the rea
l watch."

Rulers, with the name C. W. Lauer & C
o., In-

dianapolis, were very popular.

Baldwin-Miller Co. presented attractive metal

display easels for both watches and 
jewelry.

James W. Neil, of L. Strauss & 
Sons, New

York, was one of the funmakers at 
the conven-

tion.
H. C. Carpenter, of the Rock-ford 

Watch Co.,

in speaking of the growth of the 
Indiana Associa-

tion, which he saw started, said it 
reminded him

of a Hoosier story he had heard. 
"When the

first railroad was built in Brown 
County, Ind.,

an old farmer went to see the first 
train started

up the hillside. As he watched the b
ig engine get

UP steam and then look up the steep
 hill he said :

'By Gol, they will never start her.' 
Then as the

train started he exclaimed : 'By Gol I 
they got her

started, but By Gol, they'll never stop 
her.' The

Indiana Association has forged ahead 
at such a

pace that there is no telling where it
 will end."

The Exhibits

This was the first time the State association

ever had an exhibit room in connec
tion with its

convention. It proved a big success. The room

was conveniently connected with th
e convention

hall, well lighted and a great atraction to
 the dele-

gates. While not so many, the exhibits 
were

pronounced equal to those made at nati
onal con-

ventions.
Oliver M. Artes was presented with a 

handsome

silver loving cup by the exhibitors in 
acknowledg-

ment of the splendid way in which he ha
d planned

the convention and made possible the bi
g exhibit

of manufacturers and jobbers. It was such a

success that the delegates decided that 
the same

plan would be followed at other conve
ntions. One

evening the exhibit hall was thrown open 
to the

general public. Hundreds of Evansville people

visited the exhibit and expressed deligh
t and no

little astonishment when they viewed su
ch an ar-

ray of watches, clocks, sparkling cut 
glass and

silver. Not a few orders were given the nex
t

day to the Evansville jewelers by their 
customers

who had seen something new and 
specially at-

tractive in the exhibits.
The exhibitors were : Rockford Watch 

Com-

pany, South Bend Watch Company, R. W
allace &

Sons Mfg. Co., Western Clock Co., 
Rockford

Silver Plate Co., Wright Rich Cut Glass 
Co., The

Electrolytic Art Metal Co., Ingersoll-Trenton

Watch Co., L. Straus & Son, Lazarus & Wei
l Co.,

H. P. Sinclaire & Co., Brown Street Cloc
k Co.

At the St. George Hotel were exhibits 
of The

Dennison Mfg. Co., Freedman Bros., Alvin
 Mfg.

Co. and Wm. A. Rogers.
Among the timepieces exhibited was a ne

wly

patented clock, the invention of Eyvind C.
 Syr-

stadt, of Evansville. Mr. Syrstadt spent four

years on his interesting clock and claims 
that it

is impossible for it to either lose or gain 
a second.

All present conceded that the conventi
on was

the greatest success thus far in the histo
ry of the

association, and that its future was bright b
eyond

the most sanguine hopes of its founders.

Group Picture (.,f Annual Convention of the Indiaoa Retail Jewelers' Association
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lighted his hearers with an address on "Any Old
Thing," and C. T. Higginbotham, of the South
Bend Watch Company, gave the jewelers "A

Glimpse Through the Corridors of Time."

Morning Session—Second Day

The meeting was called to order by the presi-

dent and then followed an address on "Advertis-

ing," by the man of pumpkin contest fame, Al. H.

Beer, of Versailles, Ind. This address will be

found on another page of this issue. •
The next address was by Walter H. Mellor, of

Michigan City, Ind., on "Retailing as the Retailer
Sees It," part of which is published elsewhere in
this issue.
W. W. Galloupe, of The Crescent Watch Case

Works, New York, then addressed the meeting
and an executive session followed.
The report of the committee on resolutions was

then received and adopted as follows:

Resolved, That a vote of thanks be extended
the following: The Evansville Business Associa-
tion, The Crescent Club, The Country Club, The
Elks' Home of Lodge No. 116, all advertisers in
our programme, John H. Keller, Secretary of The
Evansville Business Men's Association, all ex-
hibitors, the local press, Oliver M. Artes and all
of those who so kindly assisted in making this
convention such a grand success.
Resolved, That we endorse those manufactur-

ers who sell their products through the legitimate
channels only.
Resolved, That all applications for membership

in the Indiana Jewelers' Association should be
made through their local or district association
if there be one.
Resolved, That any retailer surrendering his

membership by resignation or being expelled from
his local association thereby surrenders his mem-
bership from the State association.
Resolved, That all manufacturers place their

name or trade-mark upon all articles manufac-
tured by them.
Resolved, That we endorse the bill that was pre-

sented to our Legislature pertaining to the dis-
position of repairs and recommend that it again
be presented to the next session of our Legis-
lature.
Resolved, That members of Indiana State As-

sociation make a charge for estimating value of
articles not purchased in their place of business.
That card be issued to all members regarding
same.
Resolved, That we endorse and recommend that

KEYSTONE

the bill be again presented to the next session of
the Legislature pertaining to fraudulent advertis-
ing and endeavor to interest other organizations
to help secure the passage of this bill.
Resolved, That we, the Indiana Retail Jewelers'

Association, are unalterably opposed to retail job-
bers and advertising to retailers at wholesale
prices. We also hereby agree to lend our moral
and financial support to correct and stamp out
this evil, which has proven so injurious to the
retail jewelry trade. We also request that the
State Secretary ascertain and furnish to every
member of the association a list of such manu-
facturers and wholesalers as indulge in the above
practices.

Secretary 0. P. M. Squires

Resolved, That we, the Indiana Retail Jewelers'
Association, extend a vote of thanks to the of-
ficers for their untiring efforts toward making
our association such a grand success.
Resolved, That the State be divided into dis-

tricts, the head of each district to receive all ap-
plications for membership and they in turn to
forward same to State secretary.

Respectfuly submitted,
0. P. M. SQUIRES,
W. H. MELLoa,
H. L. ROST,

Committee.

The report of the committee on the president's
address was favorable to his several recommenda-
tions.

J 111W, 1911

Afternoon Session

At 2.30 P. M. the meeting was called to order
and report of committee on new members was re-
ceived. The following were elected member,:

Claud R. Stoops, Napanee.
D. Bixler, Berne.
Ernest Newlin, Indianapolis.
F. L. Bryant, Indianapolis.
Horace A. Comstock, Indianapolis.
I. C. Crane, Indianapolis.
Peter Hebner & Son, Boonville.
J. H. Newcomer, Napanee.
J. A. Carson, Ft. Branch.
John Goldsworthy, Elkhart.
H. L. Fields, Laporte.
Geo. F. Long, New Richmond.
Wm. J. Bretz, Huntingburg.
J. A. Pickett, New Castle,
G. W. Stoehr, Indianapolis.
Edw, J. Kappeler, Indianapolis.
Geo. M. Overstreet, Indianapolis.
C. R. Kluger, Indianapolis.
R. H. Barnett, Owensville.
Carl Brimball, Summittville.
A. J. Trion, New Albany.
Geo. F. Beech, Valparaiso.
Reitinour Jewelry Co., Union City.
Major & Sheldon, Shelbyville.
Aug. Bruder, Fort Wayne.
Fisher & Marshall, Columbus.

The next thing in order was the selection of a
meeting place for the meeting. of 1912. On motion
by Walter H. Mellor the invitation of the jewelers
of northern Indiana to meet at South Bend on the
first Tuesday after the first Monday in May was
accepted.

On motion of Oliver M. Artes a unanimous vote
of thanks was extended to Miss McKinney, of In-

dianapolis, the Indiana representative of Tits

KEYSTONE, for her untiring efforts in giving ac-
curate reports of the Indiana convention and the

general news reports of interest to the trade

throughout the State and to the other trade papers
for courtesies extended the association.

The chairman of the auditing committee re-
ported the books of the secretary correct in so
far as the report had been made, but recom-
mended that owing to the fact that all checks had

not been returned a further report should be made
by the incoming secretary and auditing committee

as soon as the books were completed.

A vote of thanks was also extended to H. C.

Carpenter for his assistance in behalf of the suc-

cess of the convention.

June, 1911 T I—IE

Election of Officers

The following were unanimously elected a
s of-

ficers for the ensuing year : Walter M. 
Mellor,

president ; 0. M. Artes, first vice-president ; G
eo.

S. Kern, second vice-president ; 0. P. M. 
Squires,

secretary; J. H. Noyes, treasurer. Executive co
m-

mittee—H. H. Bishop, Chris. Hewig, C. Z. Row
e,

H. L. Rost, J. H. Arnold.

Mr. Mellor was then escorted to the chair 
by

the retiring president and made a short 
address.

Following this there were a number of short

talks by the various retiring officers and 
members

of the association, after which the conventi
on was

declared adjourned.

Convention Notes

The Evansville Jewelers' Club were 
compli-

mented by everybody for the delightful an
d gen-

erous manner in which they extended true 
South-

ern hospitality. Oliver M. Artes was called the

"Busy Man" and he certait.ly was busy, bu
t never

without a happy smile.
Chris. Hewig, treasurer of the club, had 

many

good things to say at the meetings. A
. G. Klein-

lein, secretary, gave all his time to l
ooking out

for the comfort of the delegates.
The Evansville convention was such a 

great

success that the South Bend jewelers wil
l have

to "go some" to beat it.
More jewelers in Indiana know their 

brothers

in the trade to-day than ever before. 
Know and

like them better too. The brotherly f
eeling was

one of the gratifying results of the 
convention.

Those who stayed away missed a whole lo
t.

It was a jolly crowd that went to Evansvil
le on

the special Indianapolis coach. Mr. and Mrs.

W. H. Mellor, of Michigan City, joined the
 crowd

at Indianapolis.
C. K. McCain came all the way from 

Kokomo

to attend the convention for one day. 
Important

business called him home, but he said "it w
as well

worth my time to get even one day at such a 
gath-

ering."
Carl Brimhall and wife, of Summittville, 

Ind.,

attended the meetings and then started for a 
river

trip to Louisville and on down the 
Mississippi

River.
C. S. Hartwell, of the Johnston Optical Co

., of

Detroit, was very generous with his sweet 
tenor

voice. He sang many beautiful songs in th
e hotel

parlor and in the same sweet tones explain
ed that

"Stic-tite" frames had a number of disti
nctively

new features, among which is the ability to

tighten the lens without removing it.

B. C. Brown, of the Brown Street Clock
 Co.,

displayed his movement in the convention h
all and

had "personally conducted tours" to the s
tore of

J. M. Boner, Main Street, where one of 
his clocks

has been running for a long time.

One of the beautiful baskets of flowers
 that

KEYSTONE 
997

decorated the banquet tables was presen
ted to

Mrs. Mellor, of Michigan City, the w
ife of the

new president of the Indiana Associat
ion.

President W. H. Mellor, of Michigan City
, has

announced that he intends to double the 
member-

ship during the next year. Mr. Mellor is 
a hard

worker, thoroughly interested in organization.

He will no doubt accomplish his desi
re.

Removal from Indiana made J. A. Oswald
, of

Charles Swigart & Co., Cincinnati, 
ineligible to

office in the Indiana Association, but in the

unanimous vote to make him an honorary 
member

the members sought to express their 
warm per-

sonal feeling and their appreciation of h
is services.

Mr. Oswald says he will never lose his 
interest in

the Indiana Association and will never miss an

opportunity to lend his aid to its advanceme
nt.

H. H. Bishop, of Indianapolis, has been 
warmly

complimented upon the growth of the asso
ciation

during his term of office as president. As a
 mem-

ber of the executive committee he wi
ll have an

Treasurer J. II. Noyes

opportunity to continue his good work of a
dvanc-

ing and improving the association.

Souvenirs were carried home by the deleg
ates.

The Rockford Silver Plate Co. presented h
and-

some paper knives of their beautiful "Fairoa
ks"

pattern.
The Rockford and New England Watch r

epre-

sentatives saw their respective case openers

dropped into the pockets of the delegates.

The South Bend people decorated the vis
itors

with watch fobs and stick pins.
Many a man and woman carried home th

e

Waltham watch puzzle. One man remarked :
 "I

bet I have twice as much trouble and 
fun in

getting this in shape as I do with the real 
watch."

Rulers, with the name C. W. Lauer & Co., In
-

dianapolis, were very popular.

Bahlwin-Miller Co. presented attractive metal

display easels for both watches and 
jewelry.

James W. Neil, of L. Strauss & So
ns, New

York, was one of the funmakers at t
he conven-

tion.
H. C. Carpenter, of the Rock ford 

Watch Co.,

in speaking of the growth of the Indian
a Associa-

tion, which he saw started, said it reminded him

of a Hoosier story he had heard. -Mien the

first railroad was built in Brown Co
unty, Ind.,

an old farmer went to see the first tr
ain started

up the hillside. As he watched the big
 engine get

up steam and then look up the steep hi
ll he said :

'By Gol, they will never start her.' 
Then as the

train started he exclaimed : 'By Gol! th
ey got her

started, but By Gol, they'll never stop 
her.' The

Indiana Association has forged ahead at 
such a

pace that there is no telling where it w
ill end."

The Exhibits

This was the first time the State association

ever had an exhibit room in connection 
with its

convention. It proved a big success. The room

was conveniently connected with the 
convention

hall, well lighted and a great atraction to th
e dele-

gates. While not so many, the exhibits were

pronounced equal to those made at national 
con-

ventions.
Oliver M. Artes was presented with a h

andsome

silver loving cup by the exhibitors in ac
knowledg-

ment of the splendid way in which he had 
planned

the convention and made possible the big 
exhibit

of manufacturers and jobbers. It was such a

success that the delegates decided that the 
same

plan would be followed at other conventions
. One

evening the exhibit hall was thrown open to 
the

general public. Hundreds of Evansville people

visited the exhibit and expressed delight a
nd no

little astonishment when they viewed such 
an ar-

ray of watches, clocks, sparkling cut gla
ss and

silver. Not a few orders were given the next

day to the Evansville jewelers by their 
customers

who had seen something new and specially 
at-

tractive in the exhibits.
The exhibitors were: Rockford Watch C

om-

pany, South Bend Watch Company, R. Wallace
 &

Sons Mfg. Co., Western Clock Co., Rockford

Silver Plate Co., Wright Rich Cut Glass Co., T
he

Electrolytic Art Metal Co., Ingersoll-Trenton

Watch Co., L. Straus & Son, Lazarus & Weil C
o.,

H. P. Sinclaire & Co., Brown Street Clock 
Co.

At the St. George Hotel were exhibits o
f The

Dennison Mfg. Co., Freedman Bros., Alvin Mf
g.

Co. and Wm. A. Rogers.
Among the timepieces exhibited was a newly

patented clock, the invention of Eyvind C. Syr-

stadt, of Evansville. Mr. Syrstadt spent four

years on his interesting clock and claims 
that it

is impossible for it to either lose or gain a 
second.

All present conceded that the convention 
was

the greatest success thus far in the history 
of the

association, and that its future was bright 
beyond

the most sanguine hopes of its founder
s.

Group Picture C.1 Annual Convention of the India', Roan Jewelers' Association



998

The Howard Watch

THE biggest trait of the American man

stands back of the demand for the

HOWARD Watch his eagerness to pay for

value received.
It goes with his earning capacity and

his scale of living with his big way of

doing things and seeing things.
The HOWARD demand is a force for all

time in the store of the progressive jeweler in

every locality of the United States.

It is bound to grow, because it is funda-

mental with the American and his needs not

imposed on him from the outside.

No man can foresee how far it will grow. But one

thing is certain—that the jeweler who makes himself

HOWARD headquarters now will get the lion's share of the

future trade in HOWARD Watches.
Keep up your assortment of HOWARDS. Order from your jobber.

E HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS
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THE HOWARD WATCH

have an accurate watch. 

creases with culture and civilization.

There are not so many men who think it

Respect for a fine watch mechanism in-VERYONE concedes that

j the Railroad man must-F
smart to carry a poor watch and bang it

His business requires it. around.

But how about the man in any other More men every day are willing to put

calling? money in a fine watch even if it is carried

Why should he be content with less in the pocket where it cannot always be

than the best in a timepiece ? seen.

Is not a cheap or unreliable watch an A H OWARD Watch is always worth what you

evidence of slackness in character and habit pay for it. The price of each watch—from the

—a confession as to the slight value he places i7-jewel (double roller) in a Boss or Crescent

on his own time ? gold-filled case at $4c) to the 23-jewel in a

There is a big change taking place in this 14 K. solid gold case at $iso —is fixed at

country on the watch question. the factory and a printed ticket attached.

Not every jeweler can sell you a HOWARD
 Watch. Find the HOWARD jeweler in yo

ur

town and talk to him. He is a good man to kn
ow. Drop us a postal card, Dept. H, and we

will send you " The Story of Edward Howard a
nd the First American Watch "—an inspiring

chapter of history that every man and boy should
 read.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS

The above announcement appears in the leadi
ng magazines and periodicals for June. It reaches 7,500,000 subscribers (abo

ut 30.000,000

readers). It will be seen by every man in your com
munity who can afford to buy a watch. Some of them will be interested. Are you a

HOWARD dealer ? Do the people of your locality 
know that they can find the HOWARD at yo

ur store



Height Seven Inches. Dial 434 Inches.
Rings steadily for 5 minutes, intermittently fir 10.

H
OW would you like to make
a dollar on each alarm clock
that you sell — how would
you like not to worry over

what the others get for them—how
would you like folks to walk in and
pay your price without asking?
Big Ben's advertising has made this

all come true—people walk in and ask
for him and pay the price without
asking—and every sale that he brings

in, means one more dollar bill in the
jeweler's profit till.

Big Ben is sold to jewelers only and then
only to certain jewelers—those who agree to
retail him for not less than $2.50. We pay
his railroad fare in lots of 12 or more. We
print names on dials in lots of 24.
He's the biggest clock success that's been

known in years—he's the first alarm clock
that's &big called hy name. It'll be worth
your while to send in an order—there's a
dollar profit on every one you sell.

The Western Clock Mfg. Co.
La Salle, Illinois

o 

Lessons in Horology

E'y JULES GROSSMANN, Director of the Horological School, of Lode, 
Switzerland, and

UHERMANN ROSSMANN, Director of the Horological and Electro-
Mechanical School, of Neuchatel, Switzerland.

Authorized translation by JAMES ALLAN, Charleston, S. C. former pupil of the
Lode Horological School.

[Continued from the May Keystone]

THE CYLINDER ESCAPEMENT

530. While the escape wheel is at rest, the tooth being

pressed against one or the other surfaces of the cylinder, the bal-

ance is animated with a movement in two directions. On con-

sidering, in the first place, the case of the rest on the exterior sur-

face (Fig. 146), we find that the force which acts on the wheel

shows its action by a pressure N, directed on the center 0' of
the cylinder. Its intensity keeps the same value during the

going and returning of the balance. The force of friction conse-

quently preserves the same value f N during these two periods
of motion. But the effect produced by this last force will be

different according as the balance is animated with a movement in

the direction of arrow ( i ) or in that of arrow (2) ; this is under-

stood when we consider that the force which animates the balance

changes direction immediately at the end of the oscillation (since

the friction always tends to destroy the movement). If we give

to F the positive sign in both cases, the friction should, of itself
then, change signs in the equation of the equilibrium of the wheel,

and be alternately negative and positive.* To this fact alone

should be attributed the difference which we will find in the values

of F, and of F, (Fig. 146). We see, consequently, that the classi-
fications of "entering" friction and "disappearing" friction should

only be considered, here particularly, while admitting that the

force of the friction remaining the same during the period con-

sidered, its effect alone varies.

To avoid ambiguity we prefer to abstain from these classifi-

cations which are so often used.

531. 1st Rest on the Outer Shell.—This case presents

the two reciprocating motions .of the balance in the directions of

the arrows ( i ) and (2). We will examine the two cases sep-

arately.
(a) First motion (arrow 1).
Suppose 0 the center of the wheel and 0' that of the cylinder

(Fig. 146), B the point at which the tooth rests on the cylinder.
On account of equilibrium the algebraic sum of the forces acting

on the two mobiles equals zero. We will therefore have with re-

lation to the center of the wheel

P— N. 0 b' — f N 0 b = 0,

and with relation to the center of the cylinder

F, —fN8 = 0,

designating by 8 the exterior radius of the cylinder which is at

the same time the lever arm of the force of friction, and bearing

•Vtle must not lose sight of the fact that the moment of force F represents
 the

weight which should be suspended at the unit of distance from the axis of the cyl-

inder in order to put this in the state of instable equilibrium. F does not, the
refore,

represent the moment of the force which animates the balance, but the moment of

that which the balance should display in order to put the cylinder in motion.

in mind that the moment of the normal pressure with relation to

the center 0' is annulled, the lever arm being zero. On repre-
senting by P the angle formed by the normal and the line of

centers and by D the distance between the centers, the above

equation will become

P — N'. 1) sin p -f N' (D cos p — 8) = 0
— f N 6 = 0.

Dividing one of these equations by the other, transposing

the terms and remembering that N = N', we obtain

P D sin 13 + f (1) cos p -
F,- - 6

from whence we have
P f 8

(I) = I) sin p f (I) cos P — 8).

(b) Second motion (arrow 2). In this direction we will have
with relation to the center of the wheel

P— N' D sin p f N (D cos p — 6) = 0
F, — f = 0,

from whence, transposing and simplifying as above,
JD 1) sin p N (/) cos p — 6)

[6
and

P f
(2) F2 — D sin p —f (I) cos P

In order to calculate the angle P in the triangle 0 B 0' we
know the sides 0 0' = D, 0 B = E and 0' B = 6, and we will
have according to the general formula

sin p = .\/(p — b)(p —i),b r

in which

in this case

and

a b
= 2

sin l p = NI■ —DD) s(P — 6)

I) E+
2

we will have, in consequence,

sin p = \IC)  E 4-' 2

D + E2 + & 8)

D 6

Suppose D = r, E = 0.98, 5 = 0. 1 2, the calculation will give

= 380 34' 55"
and p = 77° 9' 50".

532. Bearing in mind that if the angle P became equal to

90°—that is to say, if the point of rest of the tooth should be

found on a perpendicular erected through the point 0 on the line

of centers, the formulas ( x ) and (2) would become

P f Pf
and F., =

D — 6 . D 8.

We can thus prove that the two forces, F, and F, could not
have the same value unless the radius 6 became zero, or if the

distance between the centers became equal to infinity, which would

(Continued on page 1003)

•
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Alarm.

Height Seven Inches. Dial 44 Inches.
Rings steadily for 5 minutes, intermittently for 10.

H
OW would you like to make
a dollar on each alarm clock
that you sell— how would
you like not to worry over

what the others get for them—how
would you like folks to walk in and
pay your price without asking?
Big Ben's advertising has made this

all come true—people walk in and ask
for him and pay the price without
asking—and every sale that he brings

in, means one more dollar bill in the
jeweler's profit till.

Big Ben is sold to jewelers only and then
only to certain jewelers—those who agree to
retail him for not less than $2.50. We pay
his railroad fare in lots of 12 or more. We
print names on dials in lots of 24.
He's the biggest clock success that's been

known in years—he's the first alarm clock
that's being called hy name. It'll be worth
your while to send in an order—there's a
dollar profit on every one you sell.

The Western Clock Mfg. Co.
La Salle, Illinois

Lessons in Horology

Ey JULES GROSSMANN, Director of the Horological School, of Lode
, Switzerland, and

GHERMANN ROSSMANN, Director of the Horological and Electro-
Mechanical School, of Neuchatel, Switzerland.

Authorized translation by JAMES ALLAN, Charleston, S. C., former pupil of the

Lock Horological School.

[Continued from the May Keystone]

THE CYLINDER ESCAPEMENT

530. While the escape wheel is at rest, the tooth being

pressed against one or the other surfaces of the cylinder, the bal-

ance is animated with a movement in two directions. On con-

sidering, in the first place, the case of the rest on the exterior sur-

face (Fig. 146), we find that the force which acts on the wheel

shows its action by a pressure N, directed on the center 0' of

the cylinder. Its intensity keeps the same value during the

going and returning of the balance. The force of friction conse-

quently preserves the same value fN during these two periods

of motion. But the effect produced by this last force will be

different according as the balance is animated with a movement in

the direction of arrow ( i ) or in that of arrow (2) ; this is under-

stood when we consider that the force which animates the balance

changes direction immediately at the end of the oscillation (since

the friction always tends to destroy the movement). If we give

to F the positive sign in both cases, the friction should, of itself

then, change signs in the equation of the equilibrium of the wheel,

and be alternately negative and positive.* To this fact alone

should be attributed the difference which we will find in the values

of F, and of F, (Fig. 146). We see, consequently, that the classi-

fications of "entering" friction and "disappearing" friction should

only be considered, here particularly, while admitting that the

force of the friction remaining the same during the period con-

sidered, its effect alone varies.

To avoid ambiguity we prefer to abstain from these classifi-

cations which are so often used.

531. 1st Rest on the Outer Shell.---This case presents

the two reciprocating motions of the balance in the directions of

the arrows (i) and (2). We will examine the two cases sep-

arately.
(a) First motion (arrow 1).

Suppose 0 the center of the wheel and 0' that of the cylinder

(Fig. 146), B the point at which the tooth rests on the cylinder.

On account of equilibrium the algebraic sum of the forces acting

on the two mobiles equals zero. We will therefore have with re-

lation to the center of the wheel

F— N 0 b' — f N. 0 6 = 0,

and with relation to the center of the cylinder

Fi —JNS = 0,

designating by 8 the exterior radius of the cylinder which is at

the same time the lever arm of the force of friction, and bearing

*We must not lose sight of the fact that the moment of force F repr
esents the

weight which should be suspended at the unit of distance from the axis
 of the cyl-

inder in order to put this in the state of instable equilibrium. F does n
ot, therefore,

represent the moment of the force which animates the balance, but the moment of

that which the balance should display in order to put the cylinder in mo
tion.
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in mind that the moment of the normal pressure with relation to

the center 0' is annulled, the lever arm being zero. On repre-

senting by P the angle formed by the normal and the line of

centers and by D the distance between the centers, the above

equation will become

P N'. D sin 13 — f N' (D cos 13 — 5) -,---- 0

— f N 8 = 0.

Dividing one of these equations by the other, transposing

the terms and remembering that N = N', we obtain

D p f (D cos p — 8) 
Fi 18

from whence we have

(I)
P/ 8

D sin p + f (D cos fi — 5).
(b) Second motion (arrow 2). In this direction we will have

with relation to the center of the wheel

P— N' D sin 13 + f N (D cos p — 8) — 0

F, —IN' S = 0,

from whence, transposing and simplifying as above,

P D sill p —JN (D cos  13 —6)

F2 — 16
and

P f 8 

(2) F2 D sin p—f (D cos — 8).
In order to calculate the angle P in the triangle 0 B 0' we

know the sides 00' = D, OB = E and 0' B = 6, and we will

have according to the general formula

sin I p = N/(ft b) c)
c

in which

in this case

and

p
2

a b c

sill p \I(P—D) (.0-8)
D

ft= 2

D  E 

we will have, in consequence,

sin 13 ,----
D + E + D) (D + E + 6)

2 2

D 5

Suppose D E = 0.98, s = 0.12, the calculation will give

= 38° 34' 55"

and p = 77° 9' 50".

532. Bearing ill mind that if the angle P became equal to

90°—that is to say, if the point of rest of the tooth should be

found on a perpendicular erected through the point 0 on the line

of centers, the formulas ( i ) and (2) would become

P f P f 8
/7, D s and /72 = D 8.

We can thus prove that the two forces, F, and F, could not

have the same value unless the radius 8 became zero, or if the

distance between the centers became equal to infinity, which would

(Continued on page 1008)
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Lessons in Horology

Protection
Ingersoll-Trenton Protection is a tan-
gible, actual asset. This protection really
protects every one of our nine thousand
jewelers from the competition of the de-
partment stores, the mail-order house and
like institutions.

This policy also protects you from the
competition of your neighbor who under-
sells you and reduces your profits by
selling ordinary movements in unreliable
cases.

How?

A postal will bring you the story of
Ingersoll-Trenton Protection.

Robt. H. Ingersoll & Bro.
New York Chicago San Francisco

(Continued from page MOO

take place in the last case if the escape wheel became a straight

rack. These conditions are evidently practically illusions.

533. Numerical Calculation of Equations (1) and

(2 ).—Suppose
P = 1, D = 1, f -= 0.15, 8 = 0.12, p = 77° 9' 50".

Formula ( 1) then gives us

0.97501 + 015 (0.22216 — 0.12)'

and making the calculation
= 0.018175 for P = i gr.

Formula (2) will afterward give
0.15 

F 
x 0.12

2 =
• 0 9705 1 — 0.15 (0.22216 — 0.12)'

from whence, after calculating

0.15 X 0.12

Friction in the Graham Escapement

536. The Graham escapement presents a certain analogy to

the cylinder escapement ;. it, as well as the latter, conies in the

category of escapements with frictioning rests, and we do not

F2 = 0.018677 for P = i gr.

534. 2nd Rest in the Interior of the Cylinder—

Designating by 8 the interior radius of the cylinder, we will have

in a similar manner to the preceding calculation the two cases of

the movement of the cylinder, following the arrows (I) and (2)

(Fig. 147).
(a) First nzoventent (arrow i).—We have the two formulae

of equilibrium.
P— N I) sin p — f N ' (D. cos p — 8') = 0

— f N 8' = 0.

After dividing one of these equations by the other and simpli-

fying, we obtain
P I) sill f3 f (/) cos p — 8')
F, 16'

from whence
F 6' 

(3) F1 = D. sin 13 f (D cos 13 a')•

(b) Second movement (arrow 2).—Similar reasoning to the

preceding finds the value of F,
P f 8'

(4) 
1
2 = D sin —f (I) cos P — 8')*

FIG. 148

leave our subject while studying this special case from the point

of view of the force absorbed by the friction of the teeth at rest

against the pallets of the anchor. This system has been repre-

sented on plate 8.

Let us here take the case of equidistant rests, the anchor em-

bracing 73/a teeth (Fig. 148) of a wheel with 30 teeth.
 The angle

is will here be 45°, as also the angle 0 0' B.
Jw The radius S is equal to R and the distance between the

centers

FIG. 147

535. Numerical Results From Formulae (3) and (4).

—We have here the same data as in the preceding case except that

8' = 0.095.

The calculation of the angle 0 will give us here the value

13 = 75° 23' 4".

The values of F, and F2 deduced from equations (3) and (4)

will consequently be
F, = 0.014376 and F2 = 0.015094 gr.

A comparison of the four values of F is interesting and it is

easy to draw the conclusions.

= RI/ 2.

The algebraic sum of the moment of the forces acting on the

wheel are (arrows i and 2)

P — N A' = O.

and on the pallet
F — f N' F = 0.

Upon dividing the first equation by the second and simpli-

fying, one obtains

= Whence F = f P.

Value of the force absorbed by the friction of the teeth against

the entrance and exit pallets, in both directions.

[THE END]
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The Ideal Platin Machine
The only ma-

chine furnishing
five different
strengths of cur-
rent; five shades
of color for each
solution.
SIMPLE,

PRACTICAL,
and INDIS-
PENSABLE,
always ready,
clean, compact,
Sure in results,
the IDEAL
machine for the

PATENTED MAY 19, 1908 jeweler.
An electro-plating machine that anyone can use. Just the thing to put

the new finishes on your old goods. Plates ROMAN, RED, ROSE, GREEN,
SILVER, COPPER and NICKEL.

FORMULAE for making solutions and full directions for plating all above
colors come with each machine. These alone are worth the price charged for
the outfit.

BATTERIES are ordinary dry cell and give 1312, 3, 6, 9 and 12 volts
current (see cut), and should last a year or more with ordinary use and can
easily be replaced.

CONSTRUCTION is good; material of Oak, wood work nicely finished.
Lever and attachments nickel-plated. Jars for solutions hold 12 ounces and
are self-sealing. Plating tank or bowl of best enamel ware. One each pure
gold, pure silver and carbon anode. Connecting wires complete, ready for use.

Weight, 30 pounds crated. Size, 18 inches long, 9 inches high and 63 
inches wide. Guaranteed as represented or money refunded. Price, $15.00
net cash, F. 0. B. Kansas City, Mo.

The Ideal Plating Solution
RICH WITH GOLD SURE IN RESULTS

FULL AND COMPLETE DIRECTIONS
FOR PLATING ON EACH BOTTLE

Rose Gold Plating Solution, 12 Oz. Battle. Price $2.25
Red Gold Plating Solution, 12 Oz. Bottle, Price 2.25
Roman Gold Plating Solution, 12 Oz. Bottle Price 2.25

Green Gold Plating Solution, 12 Oz. Bottle Price 2.25

Silver Plating Solution, 12 Oz. Bottle Price .75

These solutions are not a new thing or an experi-

ment. We have been supplying them for some time to

jewelers who had difficulty in getting the pure chemicals

necessary for a perfect solution.
The success we have met with has induced us to

put them on the market.

Each Gold Solution of 12 ounces contains 45 grains

of chloride of gold, making an exceedingly rich and rapid M44VAC
solution. All chemicals used are of uniform strength

and exactly suited to the amount of gold and solution.

To those who use the IDEAL PLATING MACHINE, for which these

solutions were first compounded, we guarantee absolute satisfaction in every

instance. Where used with any other plater you obtain better and quicker

results than with any other solution.

TH E IDEAL
PLATING SOLUTION

ROMAN
Prepared coped.% for put.
ung factory fini.h on hard
and soft bolder repair
.w fint.h on old or ahoy.
worn Jewelry
501 not injure the finevt
Enamel. Imitation or Pre.
ciou. Slone.
Every 12.ounce bottle Gold
Plailnst Solution, Guar-
antee

d 
io conlain 45 grain.

Chloride of Gold
Solution. furni.hed In the
following
Ron. Roman. Red and
Green Gold. Silver.
CDR..' and Nickel.

RECOMMENDED

To Da 1/•••

THE IDEAL PLATING MACHINE

Also complete stock of DIAMONDS, JEWELRY, WATCHES, SILVERWARE,
TOOLS, MATERIAL and OPTICAL GOODS, everything needed by the Retail Jeweler

If unable to obtain from your Jobber, order direct from the manufacturers

C. B. NORTON JEWELRY COMPANY 1013-15 Grand AvenueKANSAS CITY, MO.

YOUR workpeople can give you better results with
"Omega" Guinea Gold—a scientific alloy, uniform in
working qualities. Not in the smelter room alone—

but all over the shop.

" Omega// Guinea Gold Alloy
Guinea Gold combines readily with the Gold in

any proportions. Makes a homogeneous alloy
with one melt.

Gold alloyed with Guinea Gold is a full rich
color. It works freely under the rolls and in the
press — will not crack in the working or the fire.

Its long, compact grain cuts bright and clear
under the graver. And it polishes to a brilliant
surface without waste.

Guinea Gold comes granulated—put up in duck
bags of 5 pounds or 10 pounds—or boxed in bulk.

" Omega runt-led Shot Copper•o•
Omega Purified Shot Copper is prepared to give

the manufacturing jeweler a brand of Copper of
assured standards and purity. It is made of
copper selected from the finest brands that come
into the market. Melted, purified and shotted.
Sieved into uniform sizes and packed in duck bags
of 10 pounds each. Omega Purified Shot Copper is
convenient to use. It is kept free of dust, dirt and
oxidation.

The granules melt quickly and yield an alloy of
known composition and working qualities.

Write for generous working samples of Omega Guinea Gold Alloy and Omega Purified Shot Copper—and a
copy of our "Formulae for Alloying Gold," a series of working formulae prepared by our chief metallurgist.
No charge.

THE RIVERSIDE METAL COMPANY
MAKERS OF JEWELERS' METALS

RIVERSIDE, N. J.
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Stripping Silver-plated German Sil-

ver Flatware

Practically all flatware manufactured is made
of German silver and then silver-plated. Very
little brass is now used and only for the cheapest
class of work, says The Brass World. It is fre-
quently necessary to strip such plated flatware,
either in the process of manufacture, on account
of imperfect work, or when old articles are to be
replated, or to ascertain how much silver is on
the ware. Although this method can be used for
determining how much silver is on flatware, as
will be subsequently explained, it is only approxi-
mately correct and gives too high results. When
used, therefore, the amount of silver found on the
flatware is always more than is actually on the
goods.

To remove the silver from
Process of German silver flatware, unless
Stripping one is familiar with the right

method to follow, is not as

easy as would at first seem. If an attempt is
made to dissolve it off with nitric acid, either

strong or dilute, the German silver will always be
found badly pitted after the silver has been re-

moved. Varying the strength of the acid will not
change its action and if the flatware is to be pre-

served (and it always is) its use is out of the
question: The same is true of removing the

silver by making the flatware an anode in a
cyanide solution. While the silver is removed,

the German silver is attacked and pitted. This

method, too, is of no value. What is necessary

in the removal of the silver from the German

silver flatware is a method that will remove it

completely and yet not have any appreciable

action on the German silver itself. As far as

known, there is only .one method by which this

can be done and this is by the use of a strong

sulphuric acid strip containing a small quantity of

nitric acid.
Before going into the matter

History of further, let some history of the

Stripping matter be cited. One of the
first articles on the subject was

that of Roseleur who, in 1872, gave directions for

stripping the silver from brass, copper, German

silver, etc. His method consisted in taking to

parts of strong sulphuric acid and i part of nitric

acid and using cold. While this strip works all

right as far as the removal of the silver is con-

cerned, it contains too much nitric acid and the

German silver, brass or copper are pitted. If,

however, less nitric acid is used, the base metal

is attacked so little that the German silver spoon,

fork or other piece of flatware will come out of

the strip, when the silver has been removed, prac-

tically as smooth as it went in and without any

indication of pitting whatever. The following

has been found a safe and excellent strip and is

extensively used:

Silver strip for German silver, copper, bron.5e
and Brass

66° Sulphuric Acid • I gallon

38° Nitric Acid  2 OZ.

The acids should be pure and free from

chlorides. The use of the chemically pure acids

is recommended. The nitric acid is first poured

into a stone crock and then the sulphuric acid

poured into it. The amount of nitric acid used

is so small that there is no heat developed. The

strip is used cold unless more rapid work is de-

sired, and in this case it is warmed up. The cold

solution, however, works well and requires no at-

tention. When used, the bother of heating is

avoided and the results are apt to be better. The

use of the cold solution is advocated as the st
rip-

ping is then greatly simplified. The strippin
g of

a teaspoon containing the average amount of

silver will usually take from three to five ho
urs,

but as no attention is required and as the sp
oon

will not become pitted if left in over night or

even longer, the advantage of the cold solution

is readily understood.
To strip the silver-plated flat-

To Strip ware it should be first cleaned

Plated Ware from oil or grease to allow the
action to take place evenly, and

is then hung in the stripping solution by mean
s of

copper wire. The action commences at once 
and

the surface of the silver immediately becomes

dull. The action then goes on without interrup-
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tion. A singular phenomenon will now take

place. Just before the silver is completely re-

moved and the German silver left bare, the sur-

face will turn purple. As there are some portions

of flatware that have more silver on than others,

the thinnest portion is removed first and it is here

that the purple color is first seen. In a short time,

however, this purple color disappears and the

dark, gray color of the German silver underneath

is revealed.
When all the silver has been removed from the

flatware, the surface takes on a dark, gray ap-

pearance which is quite conspicuous. It is easy

to ascertain when all the silver has been removed

by the change in color. In the illustration is

shown a German silver spoon that has been silver-

plated and after stripping. The silver remains

quite white in the stripping solution until the very

last and even the last speck can readily be dis-

tinguished. It is easy to determine, therefore,

when all the silver has been removed.
When removed from the strip-

Completing the ping solution the German silver

Process has a dark gray and rough ap-
pearance. It should be rinsed

well and then dried when it will be readily noticed

that the surface is covered with a slight deposit.

This deposit readily brushes off or even may be

wiped off so that when it is thus removed the

metal is bright and smooth without any indica-

tion of pitting. If the flatware is to be replated

it should be first scratch-brushed in order to re-

move the deposit in the background of any fancy

design, and then buffed or scoured in the usual

manner.
Brass, copper, bronze and German silver may

all be stripped in the solution with equally good

results, but steel or iron is best stripped by back-

ing off (i. e., using as the anode) in a silver-plat-

ing solution. Cyanide does not attack iron or steel

so that the silver is removed easily.
One of the old methods of

An Old Method stripping silver from German
silver, copper or brass was to

add a small quantity of saltpeter to sulphuric a
cid.

The saltpeter (potassium nitrate) is decomposed

by the sulphuric acid and nitric acid is set 
free

so that the result is the same as though ni
tric

acid were employed in the beginning. As the 
use

of the nitric acid is attended with accuracy, 
it is

to be preferred to the saltpeter. The results
 are

the same, of course, but for uniformity and 
cer-

tainty the mixture of sulphuric and nitric acids

leaves little to be desired.
One thing should be borne in mind, and that

is that the flatware or other articles to be stri
pped

must be dry, and water must be kept out of 
the

stripping solution. It works well when strong,

but if water is introduced into it the German

silver will be pitted.
As it was desired to know

Interesting whether the stripping solution

Experiments acts upon the German silver
sufficiently to prevent the use

of the method for estimating the amount of 
silver

on flatware, some experiments were carr
ied out.

In the first place, it was considered advi
sable to

ascertain whether strong sulphuric acid alone,

when used in the cold, would act on the 
silver

enough to remove it. To this end, a silv
er-plated

German silver teaspoon was carefully weighed

and then immersed in 66° strong sulphuric 
acid

(chemically pure). The spoon was allowed to re-

main in the acid for five hours. It was then

rinsed, dried and weighed again. The polish 
of

the silver was scarcely altered, indicating that

there was little action. The results obtained w
ere

as follows:

Spoon before immersion 32.1843 grams

Spoon after immersion 32.1818 grams

Loss   .0025 grams=o.008%

It can be understood, therefore, that the action

of strong sulphuric acid, when cold, is exceed-

ingly small.
To ascertain the amount of

Another the action of the acid strip on

Experiment the German silver, two 18%
German silver spoons were

taken. One was a teaspoon and the other a table-

spoon. They had no silver on them. They were

then buffed and thoroughly cleaned, after which

they were weighed. They were then plated 
with

a silver deposit in the regular manner and w
ere
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then burnished down and buffed. The spoons

were again weighed in order to ascertain the

amount of silv'er on them. They were then

stripped in the usual manner with the cold strip

composed of I gallon of strong sulphuric acid

and 2 oz. of nitric acid. The stripping took

about four hours in the cold. The spoons were

then rinsed, dried and weighed. It was found

that the action of the stripping acid is such that

the spoons were attacked to quite an extent; so

much so, in fact, that it would hardly be called a

safe method for the estimation of the silver on

the goods. The results obtained were as follows:

Teaspoon

Weight before stripping....30.1476 grams
Weight after stripping 30.0941 grams

Loss   .0535 grams

The amount of silver on the spoon was 0.7363
grams so that were it to be estimated in this man-
ner, it would be about 7% too high.

Tablespoon
Weight before stripping 53.03oo grams
Weight after stripping 52.9631 grams

Loss   .0669 grams

The amount of silver on the
Results table spoon was 1.268o grams
Approximated so that were it to be estimated

in this manner it would be
about 5% too high. It will be appreciated, there-
fore, that while this method will answer for esti-
mating the amount of silver on German silver
flatware provided only approximate results are
desired, it cannot be called an accurate process,
and should be employed only when ordinary re-
sults are desired. It answers well, however, for
removing the silver from the base metals, and
while it attacks the German silver, copper or
brass to a slight extent, it does not pit it and
leaves the surface in nearly as good condition as
it originally was before plating.
In order to find out how a prolonged immer-

sion in the stripping solution would act, a tea-
spoon from which all the silver had been pre-
viously stripped was immersed in the stripping
acid previously mentioned. The results were as
follows :

After Two Hours Immersion

Weight before immersion 30.2662 grams
Weight after immersion  30.2190 grams

Loss   .0472 grams

After Twenty-four Hours' Immersion

Weight before immersion 30.2662 grams
Weight after immersion  30.1298 grams

Loss   .1364 grams

The loss, therefore, after twenty-four hours'
immersion, was about 0.45%. Although the Ger-
man silver spoon was immersed in the stripping
acid for twenty-four hours (in the cold), the
surface was not pitted and by scratch-brushing
and buffing was again fit for plating. The action
of the stripping acid seems to be very even. It is
a singular fact that even though the sulphuric

acid has practically no action on the silver, the
addition of a very small quantity of nitric acid

causes the strip to act. The action seems to be

more than that of the actual nitric acid used, for

it may be used for a long time without the need

of adding any more nitric acid.

Exhausted the Pack

An archdeacon engaged as a new footman a

well-recommended youth who had served as a

stable boy. The first duty which the youth was

called upon to perform was to accompany the

archdeacon on a series of formal calls.
"Bring the cards, Thomas, and leave one at

each house," ordered his master.
After two hours of visiting from house to

house the archdeacon's list was exhausted. "This

is the last house, Thomas," he said; "leave two

cards here."
"Beggin' you pardon, sir," was the deferential

reply, "I can't ; I've only the ace of spades left."—

Ideas.
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Melting of Metals
Tempering
Agitating Liquids
Sand Blasting
Tailoring Shops
Glass Blowing and Bending
Organ Blowing, Atomizing
Removing Paint
Heating and Ventilating
Burning Brands
Testing Gas Fixtures
Pneumatic Service
Gas Producers

VACUUM CLEANING

Hardening
Forging
Soldering
Fuel Oil Plants
Carpet Cleaning
Annealing

Laundries
Brazing
Cleaning

Low Priced.
No springs or delicate parts to
break or get out of order.

Little powei required.
Few working parts. Great air space.
No tips of foreign material on the wings.
Slow speeds. High pressure. Unequaled for vacuum.
Machines are fully equipped. Noiseless in operation. Take up their own wear.
Anyone can take them apart and reassemble.

Interior View

Agents for England—THOS. ASHTON, Ltd., Sheffield.

Get Catalogue No. 2 for Blowers, No. 31 for Vacuum Pumps, from

LEIMAN BROS., Leiman Building, 62 C John Street, NEW YORK

SAND BLASTS
LEIMAN
BROS. POLISHING DUST

COLLECTING
  OUTFIT

For SATIN or MAT
FINISHING on Gold
or Silver and all Metals
and Frosting Glass—
a fine surface created
for plating—Designs
on Metal or Glass—
Cleaning Castings and
Patterns.

Continuous
Feed

(---- 
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LEIMAN BROS,N.Y.

Can't Clog Up—Dust Proof
—Uses same sand over and
over again—Very Rapid.

Send for Catalogue No. 3

LEIMAN BROS., 62 C John St., New York

Where A number of pol-
ishers are employed with
the old system the large
blower takes a great deal of
power to run and it must
be kept in constant oper-
ation even though but one
polisher may be at work
which means a waste of
power. In many cases these
large blowers make con-
siderable noise while these
new outfits are practically
noiseless in operation and
will give far better results,
as the exhauster creates
a perfect suction at each
opening. The old system,
on the other hand, with the
long stretch of piping neces-
sary, the suction in most
cases will vary at the dif-
ferent openings a few get-
ting good results, while with
others on the same line, the
suction is hardly noticeable.
With our new system each
polisher is completely equip-
ped and has a strong current
of air at all times and when
not in use the operation of
the outfit is stopped. This
not only results in a cleaner
shop, but in an economy of
operating expense.

Shipped Complete, Set Up and
Ready for operation

Send for Catalogue No. 1

LEIMAN BROS., 62 C John Street, NEW YORK
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The Mineralogy of Precious Stones

At the British Central School of Arts and
Crafts, Bristow J. Tully, F.G.S., recently de-
livered an extremely interesting and practical lec-
ture dealing with the Mineralogy of Precious
Stones, says the London Watchmaker, Jeweler,
Silversmith and Optician. Mr. Tully at the out-
set explained that it was impossible to do any-
thing like justice to the subject in a single lec-
ture, but he would endeavor to present it in
tabloid form. This he was particularly success-
ful in doing, and it was generally conceded by
his hearers that they had listened to a very in-
structive lecture. After having explained that the
earth was divided into three great divisions
termed the animal, vegetable and mineral king-
doms, and that all preciouF stones (to the ex-
clusion, of course, of pearls) were of mineral
origin, he defined the meaning of the term min-
eral, he said that for ages it was the highest
aim of the old alchemists to try and discover
how the various minerals, and precious stones in
particular, were formed, and many and interest-
ing were their writings on the subject.

One of the earliest beliefs was
An Early Idea that they "were an admixture

of earth and water congealed
by excessive cold." This idea was probably
originated by the extremely cold feeling when
a precious stone is touched with the tongue,
owing to its high conductivity for heat. Later
it was thought that they were formed by the
fusion of various earthy matters. This con-
clusion shows that those who thought in this
way were on the right road to what has actually
happened in the production of precious stones.
Mr. Tully then proceeded to explain the forms
of growth, pointing out that the masses were
either of irregular and indefinite outline or hav-
ing more or less perfect geometrical shapes, the
first termed nodules or amorphous masses, and
the latter crystals. Crystals are solid geometri-
cal figures which mineral matter, and sometimes
organic, under favorable conditions, has assumed.
They are bounded by planes or faces; and, al-
though these planes vary considerably in size at
times, the angles between corresponding faces in
different crystals of the same species are always
constant; hence mineralogists are able to recog-
nize, measure, and classify them.

Crystals occur in hundreds of
Crystals different shapes and sizes,

nevertheless all may be grouped
in comparatively simple types in the same way
that all the inhabitants of the world can be re-
ferred to as the five great color races. These six
types are known as the cubicle, the hexagonal,
the tetragonal, the rhombic, the monoclinic, and
the triclinic systems, each type possessing certain
crystallographic axes or directions of growth
along which the molecules forming the stones
arrange themselves. All crystals, if conditions
allow, follow a definite law in their method of
growth, i.e., the accumulation of the mineral
matter always occurs in regular lines, starting
from the center or point of origin and traveling
in definite directions indicated by the said axes.
The many shapes assumed by mineral matter,

due, to a very great extent, to the conditions pre-
vailing during growth, were far too numerous
to enumerate when dealing with the question in
such a short time, but two or three of the
growths might be mentioned. The first, and by
far the most important as regards precious stones,
is the crystallized form comprising the Pris-
matic, Pyramidal and the Drusy "habits," the
common example of the form being quartz. Com-
mon examples of the concretionary and nodular
form are malachite, pyrites or chalcedony, the
opal being a common example of the amorphous
or vitreous.

The lecturer then went on to
Origin of explain the origin of most
Precious Stones precious stones which he said

could be classified under the
heads of epigene and hypogene, the first being
minerals whose material constituents have been
dissolved at or near the surface of the earth,
and subsequently re-deposited at lower levels,
such as the agate, opal and turquoise families
and many varieties of quartz. Hypogene min-
erals owed their origin mostly to thermo-meta-
phorism aided by weak alkaline solutions under
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great heat and pressure, the necessary constitu-
ents being present in the parent rock, but, owing
to the above mentioned causes, the various mole-
cules were liberated and rearranged themselves,
and in this way most of the garnets and spinels,
etc., have been formed. Again upon the intro-
duction of fresh elements brought by the infil-
trating solutions, other stones such as the tour-
maline, topaz, beryl, and crysoberyl were formed,
the topaz, beryl, and tourmaline being frequently
found in pocket druses, having been formed by
the liberation of aqueous vapors of the granite
consolidation. These geological phenomena ex-
plained the wide occurrences of precious stones.
They may be discovered where they had their
genesis, or, owing to the weathering and fre-
quently the breaking-up of the parent rocks, anu
the action of various transporting agencies, moun-
tain torrents, rivers, etc., may be found in sec-
ondary deposits far from their original birthplace.
When precious stones have undergone the rough
treatment of being rolled along the beds of
streams, etc., despite their great hardness, they
lose the sharp crystal edges and angles and be-
come what is called "water-worn," and if the
treatment is long continued present the appear-
ance of rounded grains.

Precious stones are those va-
Quality of rieties of minerals whose
Precious Stones beauty and rarity warrant their

use as personal ornaments,
providing they possess sufficient durability to
render them suitable for the purpose. The beauty
is not manifest until the stones have undergone
the process of cutting, owing to external mark-
ings, etc., when the particular color and luster
then become 'apparent. The beauty of the dia-
mond depends upon its total absence of color.
On the other hand the beauty of the ruby de-
pends upon its depth and quality of color; it is
the fine color of the turquoise which appeals to
the eye, while the even play of fire in the opal
makes it a coveted mineral. Durability depends
upon the degrees of hardness and the ability to
withstand wear, and this property forms one of
the means of determining the various kinds.
Having explained this with the aid of Moh's
scale, the lecturer pointed out that there were
many beautiful minerals which, if they possessed
the essential property of resisting wear, would
rival many of our choicest gems.

Mr. Tully then demonstrated
Testing how to test stones with the

file, demonstrating that ac-
cording to the degree of hardness so the tone of
the grating or rasping had a definite sound.

All pastes, he stated, on account of the large
amount of lead in their composition, are usually
very low in the scale of hardness, and, conse-
quently, in a great majority of cases can be
readily identified; but scientific stones, those pro-
duced by the methods recently discovered, have
to be tested by quite other means.

Rarity, as the word implied, is a property gov-
erned by the scarcity of a particular stone, whilst
the caprice of fashion must also be taken into
account, because to-day one stone might be in
fashion and to-morrow another.

Mr. Tully next explained how
Commercial the specific gravity of stones
Tests might be obtained, and then

went on to demonstrate the
,ptical proofs which determine their identifica-
tion, pointing out incidentally that, although color
was of the greatest importance from a commer-
cial aspect, it was little or no evidence of a
stone's identity, although certain colors or shades
were typical of certain stones. But, he suggested,
it was inadvisable to consider color until after
testing, when, if it coincided with the results ob-
tained, then, and not till then, could color be con-
sidered as evidence of any value.

All precious stones in their ideally pure state
are colorless, and color, in the great majority of
cases, is due to traces of mineral pigment, often
in so infinitesimal a quantity as makes it practi-
cally impossible to say definitely what it is. It is
known that certain colors may be obtained by
various mineral pigments, and corresponding
shades in gems are presumed to be due to similar
causes.
Having explained the tip of the tongue test and

the "breathing upon" test, the lecturer dealt with
the degrees of transparency and degrees of luster.
He pointed out that the common expression
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"looking hard" applies only to the degree of
luster exhibited by certain specimens and is quite
independent of their particular degree of hard-
ness. Lusters are termed:—

Metallic—gold.
Adamantine—diamoncl.
Resinous—garnet.
Vitreous—emerald.
Waxy—turquoise.
Pearly—moonstone.
Silky—crocidolite.

Having illustrated by means of slides, single
and double refraction, dispersion, emphasizing
the importance of good cutting in the diamond,
dichroism, and explained by means of the re-
fractometer, the refractive index, Mr. Tully pro-
ceeded to describe the cleavage of precious stones
and the importance of the cleavage planes being
taken into account in cutting stones, because not
only costly mishaps were likely to happen on
the part of the cutter, but also to lead to troubje
with the setter. He pointed out how beat, if
unskillfully applied, will damage nearly every
stone, and almost certainly develop or start cleav-
age or fracture, cracks, or impair the color, and,
in some instances, totally destroy it. The lecturer
then proceeded to exhibit, by a series of fine
slides, showing photographic sections of various
stones, explaining how the peculiar phenomena
of the star sapphire or ruby is caused, "silk,"
"cat's eye," and other phenomena, also sections
of pearls, giving a very graphic demonstration of
how the pearl grows, and then, by means of a
fine selection of precious stones, emphasized the
points he had introduced in the lecture.
The lecture and demonstration was an illustra-

tion of the value of combining theory and prac-
tice, and as the subject lends itself particularly
to the lecture form of instruction, providing it is
dealt with by one thoroughly conversant with the
two aspects of the subject, it should be more
widely, and at greater length, placed Hfore the
inquiring and interested members of the trade.

"Loop" Jewelry

The new idea in jewelry for the arm and hand,
called the "Loop," has started another smart fad.
The "Loop" is the creation of an obscure Lon-

don jeweler, but already it has discounted all the
season's efforts of the jewelers and goldsmiths
of Unter den Linden, Berlin ; the Paris Rue de la
Paix, and the artists in gold and silver of Bond
street.
A special reason for the prediction that "loop"

jewelry will become very popular lies in the
effective disguise it furnishes for lack of sym-
metry of arm, wrist and hand. It is discovered
that two or three "loops," each carrying some
sort of trinket, will cause angularities and dis-
proportions to disappear as by magic.
Thus, with festooned gold chains to connect

bracelet with finger rings, here is a charming and
dainty way of enhancing the natural graces of
the arm and hand, while affording a support for
all sorts of personal trinkets.
The little, squatty hand, if the wearer takes the

trouble to make a proper choice of "loops" can he
made to look tapering and graceful, while, on the
other hand, the overlong member may be artfully
foreshortened.
The long, slender chain bearing a dainty little

dangling trinket gives a dignity to the hand
which it otherwise lacks.
Another design was recently executed for a

well-known member of the Four Hundred, whose
predilection for smoking is more than suspected.
Suspended from the 'loop" is a dainty little
cigarette case in solid gold, which, carried in this
manner, is always at hand when wanted.
Equally useful is the "loop" as a handkerchief

carrier, and in these days when lovely woman
boasts no pockets in her harem skirt she will find
the device useful as well as attractive.
Watch. powder puff, fan and other requisites

are easily carried by the "loop"—some being
made with as many as three or four separate
chains.
To most men the "loop" jewelry fashion will

add another bewilderment, making the eternal
feminine still more complicated and difficult to
handle without breaking or tangling up something.
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Practical Suggestions in Wiring of
and Disposition of Work—

Plating Operations

Considering the numerous volumes that are
continually being published for the enlightenment
of electroplaters, enabling them to produce more
satisfactory work, economize in its manipulation
and obtain the minimum of cost, little if anything
has been written regarding many minor details,
so far as I am cognizant of the fact, writes G.

W. Gilchrist, in The Metal Industry. Would not
an interchange of ideas on the various methods
of preparing articles for plating be more bene-
ficial to the majority of platers than many sub-

jects that have been given far greater publicity?

Among these, and one which seems to me of

paramount interest, is the most practical way of

wiring or racking work, which, if my experience

is any criterion, varies greqly on the same class

of work in almost every plating plant. Another

subject bearing indirectly on this is the most

efficacious manner of loading a tank to obtain
the maximum capacity most expeditiously and
xvith the least expenditure of energy.

This subject has been deemed
Rack vs. Wire worthy of consideration by

but one authority whose works
I have read, and at the risk of being considered
egotistical, I intend to show in this article what
I consider a better plan than that advocated by
him. Trusting that some iconoclast will use the
"big stick" on my method and propose a better
solution for these questions, I will first discuss
the best way of wiring or racking up small arti-
cles for cleaning and plating. It was but a few
years ago, when racks were seldom seen in shops
doing anything but a few regular lines of work,
and there are still many among us who consider
a wire preferable to a rack, notwithstanding the
expense and extra labor it necessitates, not only
in putting on and removing but in straightening
the crispisulcant wire after having used it but
once. But with the almost universal adoption of
the electro-cleaner the rack has become more
generally used, though not nearly to the extent
it could be profitably done.
The chief causes of complaint against it are

due to improper construction, which often re-
tards the current, makes it inconvenient to han-
dle, necessitates the soldering on of hooks which
have become damaged or broken in handling, and
also that the deposit at the point or points of
contact is found thin. These defects can be
avoided in almost every instance, and while no
inflexible rule can be laid down that would be
best in each individual instance, it is necessary
to avoid a construction which will not overcome
these troubles.

The rack which I consider
A Model Rack best consists of a skeleton

having a 3/16 inch brass rod
17 inches long and cross bars of 3/32 inch rods
of 4-inch lengths, securely soldered at convenient
distances. The top is bent to conform to the size
of the tank rods, and by nicking the cross pieces
in the center a much stronger and neater joint
can be made. This can be quickly done on a
narrow-faced solid wheel. In making up a quan-
tity of these frames—a block of wood grooved in
which the parts can be laid while being soldered
secures uniformity without the inconvenience of
marking and holding the pieces. To the cross bars
is wrapped the wire which carries the articles, and
by turning one end to the right and the other left
from the upright a rigid and good connection is
obtained, and in case of breakage it can be almost
instantly removed and replaced by a new wire.
Upon the selection of these wires depends the
secret of good results.
A good rule to follow is to have them of the

same gauge as would be best if the work were
strung up. Thus there will be no greater sur-
face bearing on the points of contact, and this
will overcome the faulty deposit at these points.
The almost infinite variety of work that can be
racked by this arrangement and the facility with
which it can be placed on and removed ought to
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make those who still use wire begin to get
wise and cut out not only this expense for labor
but. the enormous bills for wire charged up
against the running expenses of their depart-
ment.

The inconvenience of cleaning
Dipping Around (dipping around) may be ad-

vanced as another argument
against the rack, and before the electro-cleaner
came into general use, with some reason. But
the plater of to-day can in many instances carry
his work through—potash, cyanide, rinse waters,
plating solution—and dry it out without ever
removing the racks from the rod on which they
are hung when the rack is filled. This method
would of course require a special arrangement
of not only the cleaners but of the placing of
the anodes in the tank, and this brings me to
the subject already referred to, the production
of the maximum work from a plating tank.
One authority on this subject (Hawkins) sug-

gests keeping the plater's time fully occupied by
removing one corner of the tank while the other
three are plating and replacing it with new work,
consequently one-fourth of his tank remains idle
while he is so engaged, and it is reasonable to
suppose that while his one hand is busy in sling-
ing his wires into place the other holds a bunch
of work in the solution having no contact, which
if not harmful is certainly of no benefit to the
deposit and should be avoided. The bath should
be arranged so that a whole rod can be lifted
and replaced instantly by another filled with clean
work, when the plating begins on all pieces at
once and the time thus saved be devoted to other
necessary duties.

To manipulate work in this
Mode of manner the plating tank should
Procedure have the conductors placed along

the top of the sides of the tank,
with the anode rod below and the negative above.
On the anode rod bars are laid across the tank,
from which the anodes are suspended. These rods,
being about 12 inches apart, allow room for the
rods containing the articles to be readily placed
between them and rest on the minus conductor.
Now, by this arrangement in a tank 6 feet long
by 30 inches wide there is room for six rods of
work 30 inches or 18o inches of capacity, while
with the same tank having the anodes length-
wise only 12 feet or 144 inches are available for
plating, which is certainly worth considering in
a day's work. The electro-cleaner and electro-
cyanide should also be arranged so that the
work rods can be lowered and raised and rest
on the positive connection, and thus the work
is quickly carried until hung in the hot box or
dumped in the sawdust, as the case may be.

A New Process for Producing Art Metal
Wares by Electro-deposition

A new process for the production of metal
ware by electro-deposition has recently been pat-
ented by Frank Iorns Gibbs, of Birmingham,
England, says The Brass World. The method
employed is quite different from anything yet
done in this line.
The principle of the process is as follows : An

article of glass, porcelain, pottery or other vitre-
ous material is made of the design wanted but
in the reverse. In other words, it acts as a die.
The surface is coated with a metallic glaze so as
to become an electric conductor. A platinum
glaze is preferred although, the inventor says,
any other glaze, such as that produced by gold
or silver, may be employed. The metal is then
deposited upon this surface to the desired thick-
ness. While the electro-deposition takes place,
the metal does not adhere, but may be stripped
off. At the same time it is smooth and polished.
The model may be used over and over again.
The inventor describes the process as follows:
"In carrying out this invention the surface, or

the parts of the surface, of the article of glass
or potteryware or the brick or burnt clay slab
or tile or the like on to which the metal is to be
electro-deposited, is or are coated by the potter
with a glazed metallic luster, preferably a plati-
num luster, or it may be silver luster, or gold
luster, or copper luster, or a glazed luster surface
prepared with any other suitable metal in the
same way that well-known glazed luster pottery
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ware is now coated or made. The copper or
other metal is now electro-deposited on to the
glazed luster surface of the model to the re-
quired thickness, and when this required thick-
ness has been obtained the deposit can be re-
moved from the model and it will be found that
the deposit has not adhered to the glazed luster
surface and therefore the deposit can be very
readily removed and the surface of the deposit
which was next to the model will, by having been
in contact with the glazed metallic luster surface,
be beautifully polished and free from all tar-
nish, and practically chemically clean. Thus the
expense of polishing and the polishing materials
and the liquid cleaning and cleaning materials
and the like are saved. This polished surface of
the deposited metal article is also, if desired,
ready for a thin coat of a noble metal or other
metal or metal coloring or, being free from all
dust and blemishes, can be lacquered in the ordi-
nary way. When the glazed luster surface model
from which the deposit has been removed has
been carefully cleaned and swilled and free from
finger-marks and other impurities, it is in the
same condition as when it first entered the bath
for the previous deposit and is now ready for
another deposit. Thus the model can be used
over and over again, as it and its luster surface
are practically indestructible and the luster sur-
face always remains untarnished ready for
another deposit. For obtaining good results it
is important that the glazed metallic luster sur-
face has been properly and carefully put on the
model by the potter so that there are no pin
holes or breaks in the glazed luster surface.

Suppose, for example, a tea-pot is to be made.
A mold of the vitreous material is made in the
proper shape. The metal is deposited upon it to
the required thickness and then stripped, leaving
the surface of the exact design and polished. It
may be reinforced by soft metal on the inside
or by depositing the metal to the required thick-
ness.

Reduction of Chloride of Silver by Zinc

The reduction of chloride of silver by zinc is
the simplest method of obtaining metallic silver
from it as it is rapid and certain. It is superior
to the method employing iron instead of zinc,
as this is slow. It is also better than melting
the chloride with soda ash.
The chloride of silver which should not be

dried after precipitation (although it will work
if it is dry but slower), is placed in a porcelain
or glass vessel and a mixture of equal parts of
muriatic acid and water is poured on it. Pieces
of zinc sheet or other form of the metal are
placed in the vessel in contact with the chloride
of silver. The acid immediately begins to act
upon the zinc and hydrogen gas is liberated. The
nascent hydrogen thus formed reduces the chlo-
ride of silver to metallic silver and chloride of
zinc is produced.
The acid and chloride of silver in the dish

should be stirred from time to time to expose
fresh surface to the zinc. As the silver is re-
duced it is noticeable by the dark gray color.
When the action ceases, either by the dissolving
of all the zinc or by reason of all the acid having
been used up, add more zinc or more acid as the
case may be and allow the action to go on until
all the mass is dark gray and settles readily.
When this has taken place it is well to allow
the action to continue for a time longer in order
to make certain that all the chloride of silver
has been reduced.
The solution now contains chloride of zinc, and

if the action is allowed to go on until there is
no more gas given off when there is still zinc in
the vessel, the chloride of zinc will be neutral.
It is readily poured off and may be employed as
a soldering flux. The metallic silver is washed
by pouring water on it and stirring, afterwards
pouring off the water after the silver has settled.
The washing is repeated five or six times or more
until all the chloride of zinc is washed out. The
silver is then dried and melted in a graphite
crucible under a layer of borax. If well washed
from the zinc the silver will be pure.

Sulphuric acid may be used instead of the
muriatic acid, but does not work as rapidly. If
used it should be diluted with about ten parts of
water.—The Brass World.
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Making a Hand-forged Spoon

By ELIZABETH B. STONE, in Handicraft

Probably in no other branch of the silver-
smith's trade does such a difference in price re-
sult as comes legitimately between the hand-made
and the machine-made spoon. Briefly stated, for
our modern factory-made spoon, the stock is first
rolled and cross-rolled, to get the graded thick-
ness that is needed. The spoon outline is then
obtained by means of cutting-out dies. The
blanks thus formed are struck up by another set
of dies, which ornament the front and back, and
even bend the spoon into its proper shape, at the
same time stamping the required "sterling" and
the maker's mark. If a spoon is made by this
latest of processes, the sterling mark can be
found raised on the surface instead of incised,
as was the case when the marking was done
separately.

From first to last, the work-
Machine Product man's part is to feed the silver

to the machines, and the time
required in the making is again reduced by work-
ing the men in groups, so that each man knows
only his own little part of a net result.
The extreme perfection of these mechanical de-

vices, the lowered price of bullion (for unlike
most other commodities the price of silver has
steadily declined), and with these the sharp com-
petition, which fixes the retail price of this line
of table-ware at a dollar an ounce, should all be
credited on the list of man's blessings, because
of the so much wider distribution of the beauti-
ful, cleanly and durable metal in this indispen-
sable little utensil of daily use. An open-minded
consideration of human needs can only result

iin satisfaction that the world in general s using
and enjoying the sterling spoon in so much great-
er quantities than was possible under earlier con-
ditions. No distinction results in these days
from being born with a "silver spoon in one's
mouth."
With the development of the machine product

the hand-forger of thirty years ago has found
himself altogether displaced; no one among the
younger silversmiths is training for the work and
in another quarter century he will be as much a
lost species as is the carrier pigeon, for which
naturalists have been scouring the country. To
find reputable workmanship along hand-made
lines is no longer an easy matter, and to find
both skill and a proper artistic sense combined
is rare indeed.

Even in this most mechanical
Hand-forged of ages the world still holds
Wares the few who love the human

feeling in their surroundings ;
who get enjoyment from studied restraint in form
and ornament, and from intelligent attention to
the minor details which go to make up the sum
totaalff e. all that is beautiful in life, as well asin rt 

To such may be attributed the limited demand
for hand-forged workmanship, with the elusive
gradations and variations which will creep into
it, because man is a creature of moods which
cannot be geared and belted and speeded with the
precision of the machine. These cultured intel-
lects seek in the furnishings of a home, those
things upon which the eye may dwell in restful
comfort and enjoyment, thereby converting the
high tension of the business day into a lower
voltage which shall ensure repose.

One who contemplates trying
Spoon Making his hand at the making of
by Hand spoons should not forget that

in his day and generation the
old-time spoon-maker in this country was made to
serve an apprenticeship of four years, which may
well serve as a reminder that he is likely to find
in it more than at first appears.
He should know enough of his metal to accept

the fact established by the experience of more
than three hundred years, that only sterling silver
will serve him satisfactorily. More than 925 parts
pure metal will be too soft for service; less than
that will be crabbed in the working and will not
take a desirable finish.
He should know also that repeated blows will

harden the metal till it requires annealing over
and over again, and that this process covers the
outside with a fire skin which must be removed

before the silver can be properly finished. He
should feel that it is not playing fair with a
would-be customer to put a surface on the silver
which temporarily conceals this "fire," leaving it
to be revealed later in distressing black blotches
when put into use, for fire on the surface only
shows the more in any attempt to polish it off
by ordinary cleaning.

He will have to meet the prob-
Old Method lem of putting some sort of a
of Finishing finished surface on his work,

and it is hardly likely that one
of the old-time processes described by a veteran
spoon-maker now over fourscore, will find .any
adherents even among the most exacting disciples
of modern craft work. This spoon maker was
apprenticed to Farrington & Hunnewell, of Bos-
ton, and in his early days as a silversmith the
power was provided either by hand or foot.
When the spoons had been brushed to remove
the rough marks of hammer and file, they were
polished by hand, on a wooden pin covered with
leather, which was fastened to the bench. The
finisher dipped his fingers into a pan of wet
rouge, rubbing the inside of the bowl with his
finger tips, and the rest with the palm of his
hand, which often become so calloused that it
had to be shaved.

To-day the machine seems in-
The Modern evitable in this process, or Se-
Lathe ries of processes, for the fin-

ishing of silver is both compli-
cated and exacting, and the processes do not
differ materially however the work is made; bob-
bing and buffing and scratch brushing and polish-
ing are all necessary to a right finish.
The departure lies in the speeding of the lathe

and in the attitude of the finisher himself. The
hand worker speeds low, and works carefully,
respecting the workmanship and bringing out its
beauty. The trade worker's lathe is speeded
much higher, necessitating fast work if the fin-
isher is not to grind through his metal. He has
no interest in the workmanship preceding, except
it may be to disguise defects, but he prides him-
self in the even brightness of the black polished
surface. His effort chiefly centers in speed, that
being the thing that brings him recognition and
advancement. Handwork would lose all its dis-
tinctive beauty under such treatment.
Presupposing that the would-be worker has

prepared himself to take care of these processes
which are common to all forms of silver working
we are now ready for the consideration of meth-
ods and the required tools in the making of a
hand-forged spoon.

The anvil requires first atten-
The Anvil tion. Its face ought not to be

less than 6 by 8 inches, and it
should weigh from fifty pounds upward. The
top surface should be highly polished and de-
cidedly convex, to facilitate the spreading of the
metal under the hammer. The shank on the under
side is made to be fitted into the anvil block,
which must be firmly set to resist the repeated
blows of the heavy hammers. An upright timber
8 inches square, of a height to allow the worker
to stand while forging, or to sit by using a high
stool, and bedded on a cement foundation, can be
relied upon to withstand the impact.
Three hammers are counted a set. They are

short and stubby handled, as different as they
can well be from the great variety of slender, in-
teresting shapes that the hammerer of hollow
ware accumulates to meet his needs. The heaviest
one, weighing nearly five pounds, used in the first
processes, is called the peening hammer, a term
common to other trades. Not much attention is
paid to the round end of this hammer, it being
used almost wholly at the peen end. The second
hammer is similar to the first, only lighter, and
has both ends carefully polished. The third is a
planishing hammer, its rounded end being convex,
with a highly polished surface. One looks well
at these heavy slugging implements, and draws
his own conclusions as to the arm that can wield
them for successive hours.

For making the bowls a punch
of steel is required, varying in

the eBinowla dimensions with the size of the
spoon. Its length should be

about six inches, which will allow it to be held
comfortably while the bowl is being struck up.
On one end it presents a flat face to the hammer.
The opposite end is ground and faced to the

shape of the spoon bowl. This latter end must
have a corresponding matrix, which is made by
pouring melted lead into a mould and pressing
the punch into the hot fluid, leaving it there long
enough for the lead to set.
A bowl punch is useful only for the smaller

spoons. The larger ones, like salad and berry
spoons, have a matrix hollowed out in a hard
wood block into which the silver is driven with
punches by a process called half-hollowing, and
the final outline obtained by hammering over
stakes.

The size of a spoon blank is
The Spoon Blank relative to the size of the piece

to be made. Ordinarily it
should weigh before starting from one-fifth to
one-fourth more than the finished piece. It must
have a thickness that will provide sufficient stock
for the width of the bowl, and while at the start
it is much too short allowance must be made for
the desired length. A knowledge of gauges, while
puzzling enough to the untrained, is no more than
second nature to the man who works with them.

A teaspoon blank requires a
A Teaspoon rectangular strip, 7/16 by 4I/2
Blank inches, gauge ii, B. & S., and

weighs at the start a little
more than .an ounce. The forger's first move is
to strike the blank on its side edges with the big
hammer, roughly marking the division of the
bowl and handle. Then with a few additional
blows the stem is narrowed, and at the same time
thickened. The division for bowl and spoon is,
as the cook said, a matter of "judgment," hut it
is not far from 2/5 allowed for bowl and 3/5 for
handle.
The blows next fall on the broader surface,

and are again delivered with the peen end of the
big hammer, struck horizontally along the sur-
face. This lengthens and spreads the stock, and
it becomes ridgy and shovel-like in appearance.
The metal soon resents such severe treatment,

and as often as it hardens must be taken to the
blow pipe.

In each course described the
Art of forger must have continually
Hammering in mind the necessary grading

for thickness. A good ham-
merer provides a liberal toe to the spoon (the toe
being the point farthest removed from the tip),
so that the wear of many years which comes
hardest at this point will not cut into the bowl
outline. If a tip at the back is to be struck up,
enough stock for it must be left at this point.
A tip calls for a corresponding die, for except it
is needed for a single spoon only, the filing on
of a tip is too lengthy and costly. The stem must
be left thick and rigid, and the bowl even and
strong, so that there will be no tendency for it
to buckle and break after it is shaped; a fault
that we find often enough in the old coin spoons,
and one that patchwork can never make good.

The temptation of the trade
Forged and (which as we said before sells
Die-struck by weight) is to recommend

the extremely heavy grades
and need not hold witli the forged spoon, for
forging leaves the metal harder than does the
die-struck method. One may better give attention
to balance, choosing a weight that seems in keep-
ing with the more refined quality of the dinner
service, which latter, when it is sold by weight,
as we find in its boarding house form, certainly
gives us the creeps.
The blank being sufficiently spread to take the

pattern outline, and that having been marked in,
the outer edges must be trimmed off and filed to
the outline. These edges can be worried off by
filing, but strong cutting shears greatly facilitate
the work. The pattern outline may be made of
paper, or if it is much used zinc is a good
medhim.

The next step is the shaping
Shaping the Bowl of the bowl, by striking it with

the bowl punch into the ma-
trix, outlines of which are shown among the
tools. A queer distorted object results from this,
for the handle, which as yet has no proper con-
tour, is brought by it into an angle which seems
more that of a ladle than a spoon. The handle
must now be shaped by bending it into the regu-
lation form. When the shaping is finished there
still remains the smooth filing, and it is here that
the maker's sense of the artistic has its final
opportunity.
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take care of the work during the holidays and thereby
increase your salary.

DROP A POST CARD TO

"Horological," Department K, PEORIA, ILL.,
FOR LATEST CATALOG

ntle,t1Sne•Mnsasecsnewo

Sheff Patent Ring Forging Machine
THIS ring stretching machine is for jewelers or any one who repairs

or sells rings. It is the only tool on the market for the purpose that
will do perfect work. It stretches all kinds of rings—wide, narrow,

oval, flat, plain or set. A light ring can be sized three sizes and a heavy
one six sizes and do it perfectly. Anyone can easily work it and you
cannot spoil a ring under any circumstances. The ring comes out of the
machine perfectly round and straight and requires no refinishing. You
can size a ring while the customer waits and he cannot tell by appearances
that it has been stretched and will not know how you did it unless you
tell him. This machine is not built on the roll principle but the ring is
pressed into the die and you can put as much or as little pressure as you
wish and you can see exactly what you are doing. It is thoroughly
guaranteed, will never wear out. The mcst successful jewelry houses in
the country are using this machine. We have had a wonderful sale of it
and do not know an one who has one who would do without it. Give it
a trial for ten days. Any jobber will furnish one.

Order from your Jobber or Send to us Direct. Price $16 00 Includes Machine,• f Mandrel and Six Dies

A J SHEFF & CO •
• 

6109 PENN AVENUE. . • PITTSBURG, PA.
DISTRIBUTERS : SUSSFELD, LORSCH 8c CO., Maiden Lane, New York.

AMERICAN OIL 8c SUPPLY CO., Newark, N. J.
EDWARDS & SLOANE JEWELRY CO., Kansas City, Mo.
BUTTERFIELD BROS., Portland. Oregon.

SWARTCHILD & CO.. Chicago, Ill.

Always Up to Standard
L. T. CHRISTOPHERSON,

Pomeroy, Wash., Jan. 11, 1911

FULCRUM OIL CO., Franklin, Pa.

Gentlemen :—

I think that your oil is the best there is on
the market, and as long as you will keep it up to
the standard that you have been making you will
always find me on your list.

(Signed) L. T. CHRISTOPHERSON.

FULCRUM OIL
is always " up to standard "—cannot be anything else.
Every batch of Fulcrum Oil made is put through the most
careful and critical tests by the most competent oil specialists
in the world, and unless it is " up to the standard " they
will not pass it to the sales department. Wouldn't it pay
you to at least investigate an oil which is given such
attention ? Write your jobber to-day.

35c. a Bottle For Sale by All Jobber., $3.75 per Doz.

FULCRUM OIL COMPANY FRAIsulIC. IDA', PA.

HENRI PICARD & FRERES, London, England, Sok Export Agents

June, 1911 T1-IE

Miscellaneous Queries of General
Interest

E. S.—(a) What kind of motive power is best
suited for a watchmaker in case he cannot use a
foot wheel and there is no day electric service?
I do not find a gasoline engine smaller than one-
half horsepower.
(b) What is the best position for a watch-

maker's bench? Is it not best to have the light
come front the right, so it will shine on the work
in the lathe?

(a) We think you will find adapted to
your needs a hot air or hot water engine
which you can procure from Arthur H.
Thomas Co., Twelfth and Walnut Streets,
Philadelphia, Pa. A catalogue from this
firm will give you much information as to
the different makes of these engines.
(b) As to the best position for a watch-

maker's bench, the rule is that the light
should fall over the left shoulder, but en-
gravers generally prefer to face the north-
ern exposure if they can conveniently do
so, this seeming to be more satisfactory to
them.

G. K. M.—Give me the names of non-corrosive
metals that mercury will not attack.

Iron is the only one of the common metals
which mercury will not attack. Of the more
expensive metals the platinum group will
not be attacked by mercury.

S. T. J.—Please inform me what the best gen-
uine turquoise is worth per carat?

There are grades and qualities in tur-
quoise as in most other things. What are
known as matrix stones are worth about 20
cents per carat, while good clear stones
average about 50 cents for fine quality.
Then again, there is a turquoise found in
Mexico that does not fade into a dull green
color and this brings sometimes as high as
$35 per carat.

C. H. B.—I sometimes have trouble in engrav-
ing on the back of solid gold watch cases, as they
are so thin that they bend and I cannot take a
good stroke. I have tried filling the inside with
shellac, but find when I boil it out that it spoils
the high polish.

We would advise you to procure from
your material house a substance known as
engravers' cement, of which shellac is one
of the constituents. After melting out dis-
solve the remnant with lye water and any
stain which is left may be removed by
cyanide dip.

J. P. H.—How much heat will a sapphire, ruby
and emerald safely stand?

It would be a difficult matter to tell
exactly how much heat either a sapphire,
ruby or emerald would stand. Neither one
of these gems is fusible with a blowpipe and
the amount of heat that they can stand
seems to be affected in some way by the
character of the stone. For instance, the
ruby's color remains unchanged when ex-
posed to a strong, red heat, while that of
the sapphire under similar conditions dis-
appears, the stone, in other respects, re-
maining unchanged. When exposed to a
very high temperature the sapphire, like the
ruby, becomes gray and cloudy, but the de-
colorization of the sapphire is different in
different stones. Indian sapphires lose
their color most readily, while there are
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other varieties the color of which it seems
impossible to destroy. It would be de-
cidedly unsafe for the jeweler to risk great
heat when working with a setting of either
of these gems, there being various means
of protecting the stones from extreme heat
in such cases.

F. W. N.—What is the difference between gold
filled and rolled gold plate and how are they
made?

In the matter of watch cases, rolled gold
plate means that the case has a plate of gold
soldered and rolled on the outside of the
case, the inside being gold electro-plated.
While gold filled means that the case is
made from a plate of composition metal
having a plate of gold soldered and rolled
on each side, although the plate on the
outside where the wear comes is usually
heavier than that on the inside.

H. J. M.—Please advise me if you know of any-
thing that will remove a name from an enamel
watch dial?

To remove the name from an enamel dial
you should cut a pegvvood flat oblique to
rub the letters with putty powder (oxide of
tin) and water. A little persistent rubbing
will soon remove the letters and leave the
dial highly polished. Or, you might try the
diamantine method, which is done by apply-
ing a little fine diatnantine to the end of
the forefinger and gently rubbing the name
till it disappears. To restore the polish,
use a small quantity of diamantine mixed
with oil ; this may be applied with a small
piece of cork. An agate burnisher may also
be used for this purpose.

C. P. N.—What are the commercial ruby
doublets made of ; that is, the cap and base?

The top of a ruby doublet is supposedly

glass.

N. 

or shell of genuine ruby, but is
generally garnet. The bottom is colored

N. W. P.—Please tell me what catgut, used in
grandfathers' clocks, is made of and whether it
is what the name signifies or not?

Catgut is prepared usually from the in-
testines of the sheep—rarely from those of
the horse, ass, or mule, and not from the
cat, as the name would indicate. It is used
for strings of violins, harps, guitars, and
other musical instruments; also in the cords
used by clockmakers, in the bows of
archers, and in whipcord.

D. S.—Would you give me an easy method to
prepare chloride of copper?

If you require only a small quantity it
would be much more satisfactory for you
to purchase same from any chemical house.
If you wish to make it, however, you simply
dissolve the copper in nitric acid, then
evaporate until it crystallizes. Next add
a portion of hydrochloric acid and again
evaporate, repeating the process several
times; finally evaporate with water. As a
suggestion, we might inform you that the
best copper scrap for this purpose would be
a piece of electrical wire.

J. R. J.—Tell me the best method of cleaning
the kid lining in mesh bags.

There is no satisfactory way in which you
can do this without removing the lining,
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which is the customary thing to do. The
jeweler generally discards the old and in-
serts new lining, which can be had at small
cost and is sure to show up satisfactorily to
the customer.

C. W. H.—What composition of metals in the
form of wire will stand the most heat without
drawing the temper? And what composition of
metal in the form of wire, except gold, will re-
tain the most temper through the operation of
soft-soldering?

The nickel-chromium-iron alloys are best
for this purpose, these being the composi-
tions which are used in resistance. The
same composition of metals in the form
of wire will retain the most temper through-
out the operation of soft-soldering. I f you
wish to procure wire of this character we
would recommend you to write to Driver,
Harris Wire Co., Newark, N. J., for one of
their catalogues, which will give you a good
deal of practical information that may be of
service to you.

G. W. T.—I have a gold dollar that has had
something soldered on to it, leaving a portion of
the solder still on the coin. Can it be removed?

This will depend on what kind the solder
is. If it be high-grade it will be impossible
to remove it satisfactorily for anything
which will affect the solder will affect the
coin also. It is quite likely, however, that
the solder is not high-grade and we would
advise you to try a solution of nitric acid
and water in the proportion of half and
half.
E. V.—(a) I have a chart in a dark room

which I would like to illuminate, and as we have
no day service here I thought I would use min-
iature electric lamps. Do you think dry cell bat-
teries would do the work and what battery do
you think best for the purpose?
(b) If I would connect five Edison batteries in

series to give a voltage of 3Y2, and each cell gave
too amperes current, could I figure on too hours
of light if I used three 3V2 volt Osram lamps,
consuming 30 amperes each?
(c) When a number of lamps are used should

they be connected in series or in parallel?
Storage batteries have been recommended to me
but I do not know how I could charge them, as
we have an alternating current here for our main
line. .

(a) Dry cell batteries would do the work
but would be expensive. The best battery
by all means for your purpose is the Edison
Lalande.
(b) Yes.
(c) When a number of lamps are used

they should always be connected in parallel,
not in series. Storage batteries would, of
course, be unavailable, as you would be un-
able to recharge them.

P. C. K.—I have trouble with cutting the bezel
deeper or larger in nickel or German silver screw
cases. The metal seems sticky and tough and
dulls the cutters. Drilling holes in the same metal
seems a tough job. Do you know any method or
tools which will overcome said objectionable
feature?

The trouble which you have in cutting
the bezel arises from the fact, which you
have observed, that the metals are of a
sticky nature and clog or dull the cutters.
The cutters for work of this character
should be made from Muschet or ttly self-
hardening steel, which will do the work
satisfactorily. This can be doubtless pro-
cured from your material house.
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The

Roy Watch Case Company
MANUFACTURERS OF

FINE SOLID GOLD CASES

TRADEMARK REGISTERED

IL Special attention given to the
execution of special orders for
hand made cases. Prompt
delivery.

21 and 23 MAIDEN LANE :: NEW YORK
SAN FRANCISCO OFFICE: 704 MARKET STREET

Are You Interested in Becoming a Thorough,
Practical Watchmaker, Engraver and Optician?

If so, I want you to read this advertisement.

I WANT EVERY AMBITIOUS YOUNG MAN WHO DESIRES TO LEARN
THE JEWELRY BUSINESS TO SEND FOR OUR PROSPECTUS

I will prove to him that we can teach him Watchmaking, Engraving and Optics in
a shorter time than by any other method.
I will prove to him that we can save him many dollars by taking our course.

I will prove to him that there is not another institution in the country that pro-
vides the kind of instructions that we give.
If you are ambitious and want to become a thorough workman, we want you to
attend our college.
We will give you such a thorough, practical knowledge of Watchmaking, Engrav-
ing and Optics so that you can accept a high-salaried position.
We have been making high-salaried workmen for over seventeen years and know
how to do it, in a short time and with little
expense. Send to-day for our prospectus;
it will give you full information. It is free.
A postal will bring it.

Our Fall term begins September 5, 1911.
That is the time you want to be with us.

The Philadelphia College of Horology
F. W. SCHULER, Principal Broad and Somerset Sts., PHILADELPHIA, PA.

June, 1911

Workshop Notes

T H E

Subscribers wishing inquiries answered in this depart-
ment must send name and address—not for publication,
but as an evidence of good faith. No attention will be
paid to anonymous communications. Questions will be
answered in the order in which they are received.

"Balance Wheel."—While attending the Minne-
sota State Association of Retail Jewelers I saw
a South Bend watch, the balance wheel of which
would only rotate in one direction. It had the
hairspring removed. I wish you would explain
In your next month's KEYSTONE how to change
escapement so it will run the one way only.—Put
the discharging pallet-stone in the engaging slot
and the engaging stone in the discharging slot in
such a way that the escape wheel teeth will drop
on the impulse face of the stone in the engaging
side, but on the locking-face of the stone in the
discharging side; cut off the guard-pin and file off
the left-hand horn of the fork as far as to the
point where it meets the slot of the fork—that is,
do not shorten the length of the left side of the
fork-slot, but leave the latter long enough to
allow the roller-jewel to unlock the escapement,
moving toward the left. The absence of the
guard-pin and left horn will then, since the
escape-tooth cannot lock on the engaging side,
permit the fork to be 'thrown back to the right-
hand banking, where it will be in readiness to
give an impulse when the roller-jewel comes
around and unlocks the escapement again, and so
on continually. The balance (without, of course,
the hairspring) will then rotate in one direction
continuously.

"Roller Jewel."—Will you please advise me the
correct position of a roller jewel? I find many
cases where the roller jewel tips out from the
balance staff, which is supposed to have been
done by good workmen. Is this correctf—The
roller jewel should not slant outward or inward
nor to either side. It should be at a right angle
to the plane of the roller table as you look at
it from all sides; that is, it must stand perfectly
perpendicular. In setting a roller jewq inward
or outward, i.e., more or less deeply into the
fork, care must be taken to preserve its pel-
pendicularity.

"Watch Wheels."—Can you let me know where
to procure blank wheels; that is, wheels crossed
out but with teeth uncial' Also blank steel wind-
ing wheels, assorted sizesP—Blank wheels are not
a regular article of commerce, but you might
write to one or more of the watch factories, who
may favor you by selling some of their punch-
ings in assorted sizes. The factories first punch
out the spaces forming the arms, leaving the rim
blank; their entire line of sizes would make an
assortment covering pretty nearly every possible
requirement. We doubt if you could get a satis-
factory line of blanks for winding wheels, be-
cause these vary so greatly in design as well as
in size.

"Escapement."—About the escapement of a
watch, I consider them perfect when you can
take the tweezers, pull back on them and slide
either way without receiving any "kick." Is this
correct?—What you say is correct so far as It
goes, but doesn't cover nearly all the points that
go to make up a correct escapement-action.
What you doubtless mean is that when you move
one of the pallet stones out of the escape wheel
until the wheel is unlocked, the other stone
catches the tooth next dropping, safely on its
locking face, not on its impulse face, therefore
the escapement has sufficient lock, provided this
is true of both pallets. The test, however, might
show that the escapement locks securely and at
the same time it might have too much lock. It
also might have too much or too little draw, or
unequal drops, or the fork-action might be out
of line, etc., all of which your test would fail to
show. There is no "short-cut" way of telling
when an escapement is correctly adjusted. You
must understand the entire subject and know
how to tell when each and every part of the
action is wrong, and how to correct the faults
you may find, before you can undertake to prop-
erly adjust escapements. If you will glance over
the "Workshop Notes" department in back num-
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bers of THE KEYSTONE you will find many replies
to questions on various parts of escapement
work, and you can learn a great deal by studying
books on the subject. We recommend "Watch
and Clock Escapements," which will be sent post-
paid from this office for $1.50.

"Puzzled."—(1) I have an 0 size Waltham,
16 jewel, of which I had to replace the pallet
complete as the original was lost. The watch
runs all right with new pallet, but runs about to
seconds and then a knocking sound is heard;
three or four of these knocking sounds are heard
in succession. The balance does not strike any
Part whatever. I rebanked watch (banked to
drop) and gave apparently correct slide on pallet.
End shake and side shake on pivots are all seem-
ingly correct, only cannot find what causes. knock-
ing. Could you tell me what causes this? Roller
jewel is upright and perfectly polished free from
chips; same with all jewels; watch has good mo-
tion. (2) Is there any remedy for a Waltham
12 size steel barrel (safety barrel) of which the
lower projection of which arbor fits is entirely
worn out P—(1) Examine the escape wheel, care-
fully and see whether it is out of true, of teeth
of uneven length, or whether the impulse-faces
of the teeth are unequal in length. See whether
the vibrations of the balance are of excessive
extent, allowing the roller jewel to get around
far enough to strike the side of the fork.
Amongst these possible causes you may find
what causes the knocking sound, and the remedy
in each case is obvious. (2) The only satisfac-
tory thing to do in this case is to put in a new
barrel; that is, the "cup" which contains the
mainspring. These cost but little, while to put in
a bushing, make a square hole centrally true, etc.,
will consume considerable time of even a very
skillful workman.

"Verge."—We have in our possession a watch
belonging to a customer of ours which is a verge
escapement, and it carries the time hands on a
small dial located at the bottom of the watch
where the seconds dial would ordinarily be, and
carries a long sweep second hand on the center.
The key-hole in the dial winds from the front.
It is cased in an 18 karat gold case, bearing the
initials F. C. P. Can you give us any idea as
to whom it was made by and approximately
whent—We cannot tell the date or maker of
your watch from the marks given. The age of
a watch can sometimes be approximately told
from its general workmanship and design, or if
the maker's name in full is on it and he was in
his time a prominent maker, the date of the mak-
ing of the watch can be more closely fixed. The
most exact dating can be learned, however, when
the original case of the watch has been "hall-
marked." A hall-mark is a letter or other mark,
or a combination of several marks, stamped in
a case by an assay office as a guarantee of the
quality of the metal. Most assay office marks
are in lists showing the marks for each year, and
these lists in some cases are complete for several
centuries back. The marks you have sketched,
however, are not in any of the lists we have, and
as the maker's name is not on the watch it will
not be possible for us to tell, with any approach
to reliability, what the age of your watch is. It
may be of interest to you to read the answer to
"Antique Watches" on page 1963 of THE KEY-
STONE for November, two.

"Riefler Clock."—After reading the description
of the Riefler clock at the U. S. Naval Observ-
atory at Washington on pages 1288c and rz88 e
of THE KEYSTONE in which the claim is made
that it runs correctly or within a few hundreds of
a second per day and from which the time is
supposed to be transmitted by the Western Union
Telegraph Conipany all over the United States,
I would like for one who knows to explain why
it is that we watchmakers find that first-class
regulators and first-class watches running to
within a few seconds per month at a time cor-
rectly with the time given by W. U. electrical
clocks will sometimes, within a day or two, gain
or lose as much as one minute and sontetitnes two.
If my watches did not keep even with my regu-
lator I would assume that the regulator was at
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fault, but such is not the case.—We understand
the case you mention to be as follows: You have
in your shop one of the Western Union synchron-
izing clocks, controlled by time signals sent from
Washington through a master-clock in your local
telegraph office. You also have a good regulator.
You regulate a number of watches and for a few
weeks the watches, the regulator, and the electric
clock run closely together. Then suddenly the
electric clock runs differently from the watches
and the regulator, while watches and regulator
continue running together. The electric clock is
undoubtedly at fault in this case. Like every
other mechanical contrivance, these clocks can
get out of order, and in the electrical part 9f
them there is even more chance of trouble; there
may be trouble in either the master-clock or in
the sub-clock, or electrical trouble in the line of
wiring between the two clocks. The only thing
to do is to report the trouble to the manager of
the telegraph office; the company keeps their
systems in order, and for the most part they run
with great accuracy, but are no exception to the
rule that everything mechanical occasionally gets
out of order.

"Fork."—I enclose fork from a 17-jewel, 18 size
railroad movement. The watch came to me with
the complaint that several other repairers had
failed to make it keep time. I find one side of the
fork so short that the roller jewel strikes outside
the slot when the escapement is otherwise prop-
erly adjusted. Please examine the fork and pub-
lish your opinion of the condition.—We fitted a
piece of brass with a true V-center into the arbor
hole of the fork you sent us and with an ex-
tremely fine-pointed dividers found that the left
side of the slot is a little shorter than the right
side. So much for the fork itself. It really
seems hardly possible, however, that the fault you
mention could be caused by the slight defect we
see in the fork, and we think there must be some
other fault in the escapement which at least
partly causes the trouble. This we will be glad
to look into if you desire it, in which case please
send us the entire movement.

"Pendulum."—I have a seconds pendulum which
I made some years ago and I find in testing it that
it is under compensation about two seconds in
twenty-four hours. I cannot get room to lengthen
the zinc rods any more and so conclude to put in
two small bottles of mercury in the bob to com-
pensate it. Where should bottles be placed to
do the work I.—Our suggestion is that you put in
mercury tubes or bottles to reach from the bot-
tom cross bar of your pendulum to as close as
possible to the top cross bar. Try tubes of rather
small diameter at first, filled about three-fourths
their height with mercury. Your pendulum is
very complicated in its compensating action and
we cannot give you any method of calculation for
diameter of mercury columns, etc.; you can find
the correct proportions by experiment only. You
may find it necessary to put in larger tubes or
smaller ones (that is, of larger or smaller di-
ameter) depending on whether the addition to
the pendulum results in more or less compen-
sating action than is proper.

"Mysterious Clock."—I see in your KEYSTONE
for the month of March, on page 497, a small
description of a mysterious clock that is run by
Swiss movements. Could you give me a better
description how to make one. How many move-
ments does it take and does this dial lie flat
dowtif—This clock requires in the making two
movements, one mounted on the "tail" of the
hour hand and one on that of the minute hand.
The movements are fastened each on a pin fixed
solidly to its hand. The pin of the mlnute hand
is fastened to the center pinion, and that of the
hour hand to the hour wheel pipe of the respect-
ive movements. The dial is not horizontal, but
vertical. The entire hand, including its move-
ment, is poised so that its total weight is di-
vided equally on both sides of the pin at the
center of the dial, on which the hands turn.
The changing poise of the movements is what
turns the hands, the movements turning respect-
ively once in an hour and once in twelve hours
on the pins to which they are fastened on the
tails of the minute and hour hands.
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No. C. DIAMOND liALANCE

HERMAN KOHLBUSCH, SR.
MANUFACTURER OF

Fine Balances and Weights

FOR EVERY PURPOSE

WHERE ACCURACY IS REQUIRED

170 Broadway (Corner Maiden Lane)

New York, N. Y.
SEND FOR CATALOGUE

UPRIGHT POCKET DIAMOND

SCALE

OLD PLATED WARE, BRONZE FIGURES, STERLING SILVER, ETC.,
REPAIRED AND REPLATED TO LOOK EQUAL TO NEW

GOLD PLATING, SILVER PLATING, OXIDIZING,
POLISHING, LACQUERING

Before Repairing

We furnish any size new BRISTLE
BRUSHES, CELLULOID COMBS,
CUTICLE KNIVES, BUTTON
HOOKS, NAIL POLISHERS, ETC.,
and fit same to any shape mountings.
CHATELAINE BAGS repaired

and relined with Silk, Chamois, Suede
or Kid.

DESIGNS AND ESTIMATES for
special Sterling Silver pieces furnished.

Work called for and delivered.
After Repairing

LOUIS J. MEYER r AHA
4 WI LA L NDUET LSPT R EIE T

ESTABLISHED 1892

PATENTED MAY 19, 05)0

No. 5 !.; BURNER

PRICE $2.50

TWO IN ONE
c_j1 bunsen burner and a blowpipe.

A fine bunsen flame is had by simply

using the gas tap and opening the air

slide. A blowpipe flame is had by

attaching a piece of rubber tubing to

the air tap, closing the bunsen air

slide, and applying a blast of air with

either the mouth or a foot blower.

Can be tilted in any direction, and for

free hand soldering it is unexcelled.

Write for catalog B. k" containing all our apparatus for Jewelers and Opticians

Buffalo Dental Manufacturing Co., Buffalo, N.Y., U. S. A.

Alternating or Direct Current Polishing Motors

<—!=
The kind you cannot afford to be

without. Made in all sizes.

If you want a motor for any
kind of work we have it and at
a price that will surprise you.
We are selling thousands and it
is because we have the right
motor at the right price.

The special net price below will be of
interest. Write a card to us and let us
tell you what we have to offer.

1-8 H. P. Alternating, with Speed
Control and 2 Attachments . . $14

FIDELITY ELECTRIC CO., Lancaster, Pa., U. S. A.

Poplar Watch 04

--.v4.13. will 
no1_

114104 afe. Illlll .01 C°:

Made only by

THE OIL
" POSITIVELY WILL NOT GUM"
We say it once again, R. & L. Watch Oil positively
will not gum. It has demonstrated its superiority
in the severest tests given any watch oil made. If
you have not tried it yet, do not be surprised that
you have more watch and clock troubles than your
neighbor who uses it. He knows what it will do.

R. & L Oil will not gum, cut or blacken pivots.
It is a lasting lubricant, and the only one which
does not deteriorate. The quickest and best way
for you to prove all we say is to send 25 cents to
your jobber for a bottle.

CARRIED BY ALL THE LEADING JOBBERS

RANLETT & LOWELL CO*, BOSTON, MASS.
JEWELERS' BUILDING

L. LELONG & BROTHER
Gold an Silver REFINERS, ASSAYERS unD

SWEEP SMELTERS
BULLION SOLICITED

SMELTING FOR
THE TRADE

SWEEPINGS
OUR SPECIALTY

Prompt attention given to
Old Gold and Silver forwarded to us

by mail or express

Southivve.st Corner

Haal.sey an Nictrz41-aall Sta.

Newark, IN. J.

June, 191 THE

Items of Interest
A. L. Lister is opening a jewelry store at Mays-

ville, Okla.
Fred Goss, of Abbyville, La., will start in busi-

ness for himself July 1st.

The J. Gmeiner Company, Detroit, Mich., have
removed to the Hall Building, 161 Griswold Street.

A. Green, Salisbury, N. C., has sold out his
jewelry business in Spencer, N. C., to C. G. Theil-
ing.
Don Powell, formerly of Medford, Okla., has

removed to 248 North Main Street, Wichita,
Kans.
F. Maier, of Bowling Green, Ky., has been suc-

ceeded by R. L. Morris, who is continuing the
business.
W. A. O'Donnell, of Utica, N. Y., accompanied

by Mrs. O'Donnell, spent convention week in
Buffalo.
T. H. Brown, formerly of Galveston, Texas,

has moved his jewelry business to Texas City,
same State.
L. 0. Beard is a new comer to Lancaster, Pa.,

and has opened an attractive store at 326 East
King Street.
Dr. E. A. Weiss is a recent corner to Allen-

town, Pa., and has his optical parlors at 815
Hamilton Street.
P. B. Christianson, Limon, Colo., has removed

to Lebanon, Kans., and has purchased the stock
of R. A. Nichols.
The Allentown Jewelry Store, L. Cursole,

proprietor, is a new retail shop at 417 Hamilton
Street, Allentown, Pa.
The Lancaster Clock Repairing Co. has recently

taken larger quarters at Mulberry and West King
Streets, Lancaster, Pa.

J. E. Cruess, an accomplished representative of
the New England Watch Co., was a recent visitor
in western New York.
The firm of Graves & McPhail, Hawarden,

Iowa, has been succeeded by R. Mirfield, who is
now owner of the business.

Christian Vollmer, Jr., has formed a partner-
ship with E. B. Shertzer, under the firm name of
Shertzer & Vollmer, Lancaster, Pa.
Bernard R. Klune, Sacramento, Cal., of the firm

of Klune & Floberg, jewelers, died at his home,
1322 Seventh Street, after a short illness.

0. C. Stegmaier, formerly of Washington, Mo.,
has removed to Jefferson City, same State, where
he has opened a store at 234 High Street.

Dr. G. R. Harren is directing the fortunes of
the Philadelphia Optical Co., which recently
opened at 921 Hamilton Street, Allentown, Pa.

The firm of Bauer & Moore, Trinidad, Colo.,
dissolved partnership, Mr. Bauer having pur-
chased the interest from Mr. Moore, is now sole
owner.
Henry M. Holderness, formerly with C. E.

Hurd, of Sycamore, Ill., has removed to Churn-
busco, Ind., where he has engaged in the jewelry
business.
Charles Tucker & Son, Del Norte, Colo., have

sold out their entire stock and have gone to San
Diego, Cal., where they will locate if things look
favorable.
W. C. Vandervort, of Marmarth, N. Dak., has

not moved his business from that State, as re-
ported, but has opened a branch store at Mo-
bridge, S. Dak.
Arthur F. Nash, formerly employed by W. J.

Hissman, at Oneida, N. Y., has opened a store in
Highland, N. Y., where he will carry on the
jewelry business.
T. J. Routledge, Elmira, N. Y., recently fur-

nished the local lodge of Elks with a Past Ex-
alted diamond-studded jewel. He also furnished
moo dedication badges for the ceremony at their
new home, which will take place June 1st.

J. Jules Hovey, formerly a Philaedphia jeweler,
lately with Norman McLeod, a well-known
broker of that city, was taken suddenly ill and
died in Bryn Mawr Hospital last month. The
deceased had many warm friends among the city
trade who heard of his death with regret.
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Luther E. Higley, of North Adams, Mass., is
convalescing from an operation for appendicitis.
Mr. Higley's comment on the matter is that he
is "glad it's out."
Roger & Son, manufacturing jewelers, diamond

setters, engravers, etc., have opened a store at
605-606 Observatory Building, 214-216 South
Adams Street, Peoria, Ill.
Arthur D. Doyle, of Forest City, Ark., has re-

cently opened one of the handsomest jewelry
stores in eastern Arkansas, with excellent pros-
pects for a prosperous business.
A. Ginsburg, who recently opened a store in

Fitchburg, Mass., is much pleased with his patron-
age and future prospects. His location is one of
the most desirable in the city.
C. Kallmann & Son and H. Kallmann Jewelry

Co., San Francisco, Cal., have consolidated and
are working under the firm name of Kallinan
Bros., at Market Street, same State.
A. S. Flint, representing the Waltham Watch

Co., who possesses an enviable popularity among
the retail trade in the eastern States, was a recent
visitor at the York State convention.
E. W. Frost, 207 E. Fayette Street, Syracuse,

N. Y., has just installed complete new fixtures in
his store. The fixtures are of an expensive de-
sign and display excellent taste on Mr. Frost's
part.
The branch store of C. C. Crooks, Batimore,

Md., at 1131 Light Street, has been sold to E. V.
Wright. It will still be under the management of
L. G. Mohler, who has been with the store since
its opening.
James Mix and G. P. V. Jennings, of Albany,

N. Y., attended the State convention at Buffalo
and made the journey in an automobile. Both
gentlemen reported an enjoyable trip, free from
all mishap.
H. D. Fisher, of Oswego, N. Y., who was a

victim of fire lately, has equipped his store with
complete new fixtures and stock and now has a
store that is entitled to a seat down near the
orchestra.
The Haverford Jewelry Co., which recently

moved its stock and fixtures from Fiftieth and
Market Streets, Philadelphia, Pa., to 936 Hamil-
ton Street, Allentown, Pa., claims to be more than
satisfied with the change.
Hansel, Sloan & Co., of Hartford, Conn., have

lately moved into their new quarters on Pratt
Street, which seems to be the Maiden Lane of
Hartford. They will be better fitted than ever
to take care of all corners.

Phillip Schwarz, who has a small but strictly
up-to-date store at 28 Fenn Street, Pittsfield,
Mass., reports a steadily growing business lately,
which is due more to Mr. Schwarz's ability and
live ideas than to the present trade conditions.

W. H. Stieff, 425 Bingaman Street, Reading,
Pa., is increasing his stock to a point where he
has a very up-to-date store. Mr. Stieff has been
located downtown but for a comparatively short
time but already has a good business established.

Stephen V. Burritt, of Rochester, N. Y., one
of the most popular jewelers in western New
York, was a visitor to the New York State Re-
tail Jewelers' convention at Buffalo last month
and, as usual, overlooked nothing in the enjoy-
ment line.
Conrad Becker, one of the old guard in the

jewelry business, who has conducted a store for
years at 649 Main Street, Bridgeport, Conn., has
been compelled to relinquish active work on ac-
count of being crippled up with muscular rheu-
matism in the hands and arms.
Eb. N. Zell, Reading, Pa., who started in busi-

ness in a small way at 316 North Ninth Street
ten years ago, is erecting a three-story store on
the site of his former business place and it is
being erected with a view to the many require-
ments of a particularly large repair trade. Dur-
ing the erection of the building Mr. Zell is oc-
cupying the premises 224 North Ninth Street.
A. C. Thompson, formerly of Childress, Tex.,

has removed to Wichita Falls, same State, where
he has combined his stock with that formerly
owned by Harrington & Heath. Harrington &
Thompson will continue the business at the same
stand under the firm name of A. C. Thompson
Co. The stock is double that carried by the old
firm. Mr. Heath has retired from the business.
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V. E. Leary, the oldest jeweler in Springfield,
Mass., is slowly recovering from an attack of
bronchitis and is back at his bench, where he has
been for the past thirty-one years. Mr. Leary
learned watchmaking fifty-five years ago at
Waltham when the capacity of that factory was
but eight watches per day, and he was one of the
sixty-three employes.

Henry Alberti & Son, of Hartford, Conn., have
been installed in their branch place of business
in the Connecticut Mutual Life Building for al-
most two months and report a fair increase in
business. Alberti & Son carry a complete line
of all that is new in ornamental jewelry, and the
junior member of the business is a designer of
considerable ability in the unusual and unique
diamond jewelry.

William G. Beek, vice-president of George S.
Johnston Co., of Chicago, who has been traveling
in Europe, will arrive home during the present
month in time to drive his car in the contest be-
tween the Chicago Athletic Association and the
Chicago Automobile Club, which takes place on
June 15th and f6th. He sailed for home on the
Mauretania and a warm welcome awaited him
among his many friends.

Mathey & Hiller, Reading, Pa., opened a new
retail store at 52 North Fifth Street, May 8th.
The members of the new firm and all its em-
ployees were lately connected with the Evans
store and perhaps are as well known to the pur-
chasers of Reading as any store force in the city.
The present store will be only occupied temporar-
ily, a permanent location in Penn Street being
wanted. The firm will only carry high-grade
cut glass, sterling and jewelry.

Max Zeisel, a Pittsburg, Pa., jeweler, who was
recently prosecuted by the Government on a
charge of fraudulently concealing his assets, was
acquitted on May 18th. Zeisel filed a voluntary
petition in bankruptcy some time ago in the Fed-
eral Courts in Pittsburg and A. C. Ellis, of the
Pittsburg Association of Credit Men was ap-
pointed receiver. The latter claimed that he had
recovered goods stored away and left at other
places by Zeisel. The Government also charged
suspicious shrinkage in the value of the assets.
The jeweler explained the matter so satisfactorily
that in charging the jury the judge suggested that
he be .given the benefit of the doubt, and his ac-
quittal followed. Freed from this charge, Zeisel
is proceeding as rapidly as possible with the settle-
ment of his affairs.

August Lemmert, of Cocoa, Fla., has repur-
chased the store at Fremont Avenue and George
Street, Baltimore, Md., formerly operated by him
and the late Wm. F. Schmelz. The business will
be hereafter conducted under the name of August
Lemmert & Co. The partner in the concern is
Mrs. E. McIlhanney, who has been connected with
the store for the past seven years. Mr. Lemmert
established the business some twenty-five years
ago. Several years since Mr. Schmelz was ad-
mitted to a partnership and later became sole
owner, Mr. Lemmert opening a store at Cocoa,
Fla. The store at Cocoa will be retained, Mr.
Lemmert spending at least half of the year, while
Mrs. McIlhanney will be constantly on duty in
the Baltimore store.

J. H. Hepp, of 280 River Street, Troy, N. Y.,
was a victim of crooks last month and lost a ig
carat diamond. While Mr. Hepp was at dinner
and his son was in charge of the store a sup-
posed customer who was without a hat came
in and asked to be shown a tray of stones which
was in the window. The man spent some time
admiring them and started to leave, saying that
he was going across the street to Gibbs' paper
warehouse to bring back a young lady stenog-
rapher for whom he intended the stone and if
she could make a selection he would purchase
on the spot. About ninety seconds after his de-
parture young Mr. Hepp discovered that the
largest diamond in the tray had departed also. A
prompt and diligent inquiry at Gibbs Co. failed
to show any young lady who was expecting a
present of this kind, though some confessed to
having hopes, and Mr. Hem has arrived at the
conclusion that perhaps the hatless stranger does
not intend to call again. The man's description
is, smooth face, dark clothing, weight about 18o
pounds, black hair and height about 5 feet 7 inches.
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Would You Invest One Hour per Day of Your Leisure to

LEARN ENGRAVING
without leaving your store, shop, or home, and without going
through the unnecessary drudgery of an apprenticeship? If so,
we will help you, as we have helped over 1900 others to master,
by simple, correct methods, this profitable trade.
Our Home Course in Engraving (written by a practical engraver
of 25 years' experience) teaches:
How to make engraver's tools, and how to sharpen them quickly and accurately without
practice; how to hold and use the tools to engrave all kinds of lines without slipping or
cutting the fingers; how to mark out and engrave quickly, script, block Roman, Old
English, and ornamental letters; how to design and engrave script, block, and ornamental
monograms; how to do "bright cut" and "wriggled" cut lines and ornaments; how to
engrave seals and pierced out monograms; how to make cheap and good devices for hold-
ing, while engraving, spoons, watches, medals, seal rings, etc.; how to prepare and use
cement for thin articles; how to engrave and color celluloid, ivory, and pearl articles;
and a hundred other valuable "tricks of the trade" that make the work easy, failure im-
possible, and that save money and time.
The lessons are illustrated by many drawings that make everything so perfectly clear that,
to quote a pupil, "It is like having an expert engraver looking over your shoulder and
telling you what to do." No "talent" is required to learn engraving. Instruction in
right method, followed by one hour each day of careful practice, will enable you to
do simple lettering within one month. We know this to be true because subscribers to
our Home Course in Engraving have accomplished it. No hand-work pays better than
engraving.
Our Book of Alphabets and Monograms should be in the hands of every engraver and
jeweler. It is the only complete and practical work of the kind that has been printed.
This book contains every monogram, in both script and block letters, that can be made of
the letters of the alphabet. The monograms are arranged alphabetically, and any com-
bination of letters can be found quickly. The alphabet charts show script, block, Old
English, Roman, German Text, and ornamental letters as engravers draw them.

The price of the " Home Course in Engraving " is $1.00
The Book of Alphabets and Monograms is - - $1.00

We send these by mail, postpaid. Our references: The Keystone
and every Jewelry Jobbing House in New York.

THE AMERICAN SCHOOL OF ENGRAVING
45 Maiden Lane, New York, N. Y., U. S. A.
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New Goods and Inventions

KEYSTONE

[The illustration and description of new goods and inventions as hereunder is a
permanent feature of THE KEYSTONE, our twofold object being to keep the jeweler
and optician thoroughly posted on the very latest and most salable goods, and the
workman at the bench equally well posted on the newest inventions and improvements
in tools and appliances.]

A Novelty in Neck-pieces

The persistence of the Dutch neck fashion in waists and gowns during
the coming season affords the trade a profitable opportunity for the sale
of attractive neck jewelry. A sample of the novelties just placed on the
market for this purpose is shown in the accompanying illustration, which

represents one of a number of chased and stone-set designs in heavy
plate stock made by the Attleboro Chain Company, Attleboro, Mass.
This neck-piece is known as the "Marathon," and a notable feature in
its construction permits an adjustment of it to any neck by a simple
arrangement. As the season is now here for the sale of goods of this
character, the trade will naturally be interested.

New Tools for Jewelers and Opticians

A number of improved tools of unusual
efficiency have been placed at the service of
the jewelers and opticians by Worthington &
Raymond, 102 Fulton Street, New York City.
One of these, shown in the illustration, is
known as the Chappel Lens-holder or Setting-
up Pad, and consists of a metal holder and
rubber pad used for setting up rimless eye-
glasses and spectacles. With this device the
straps can be drawn up to place and the screw
put in without trouble. All danger of break-
age is avoided, as the lens resting on the
rubber cushion will adjust itself automati-
cally, whether it be concave or convex.

Another serviceable tool is the Chappel Screw-holding
Screw-driver, which consists of a screw-driver with one extra
blade and a special clamp attachment for holding screws while
putting in place or extracting same. The illustration gives a
good idea of what the screw-driver does. It is used the same
as an ordinary driver until the screw has been drawn out about
two full turns. Then press the clamp-holder down until it slips
over the head of the screw. Then extract in the usual way.
The clamp is so made that it will hold the screw firmly until
it is put back in place, and the clamp automatically releases
itself and the driver will tighten as desired.

A third improved tool placed on
the market by this firm is the Chappel
Cutting Flier, which was designed for
the purpose of cutting off the points
of rimless eyeglass and spectacle screws
without any danger of breaking the lenses. In
order to do this it has been found absolutely
necessary to keep the cutting edges sharp and
the face of the pliers perfectly flat, so there
will be no backward jar when the screw is cut,
and in order to cut the screw smooth and
even the edges must fit together perfectly. The

Chappel plier, with lugs at each corner of the cutting edges, has solved

the problem of keeping the sharp edge protected.

A New Pattern in Plated Flatware

One of the latest patterns in plated flatware to be placed on the

market is styled "The Commonwealth" and is a product of Reed & Barton,
Taunton, Mass. This new design simulates to practical identity the sterling
patterns, having only sufficient decoration to relieve and emphasize the
artistic simplicity. This design is made in the same grades as the Alden,
Belmont, Modern Art and other prominent Reed & Barton patterns. The
list prices are also the same, with the same discounts to the trade. A
descriptive circular has been prepared by the manufacturers, printed on
a light supercalendered stock that will fold nicely to envelope size. The
jeweler's name and address will be printed for distribution to customers,
and the retail prices listed if desired.

New Silver-plated Flatware Pattern

The "Laurel" is the latest addition to the
"1835" line of silver-plated flatware, manufac-
tured by the R. Wallace and Sons Mfg. Co., Wal-
lingford, Conn. The motif of the design is the
historic plant which has for centuries furnished
inspiration to designers and artists in other
branches of craftsmanship. The treatment gives
an impression of graceful elegance, simplicity
and daintiness seldom found outside of sterling.
In fact, this latter characteristic is so pronounced
as to deceive, at first glance, even an experienced
dealer. The "Laurel" will undoubtedly take its
place among the permanent flatware patterns, as
there is not the slightest suggestion of freakish-
ness about it and the pleasing lines and perfect
workmanship will continue a source of pleasure
to the purchaser until the pieces are worn out.
This new pattern is made in a lustrous Butler
finish and may be had in both extra sectional and
triple sectional plate. It will be ready for delivery
July 1st.

A New Stone Tweezer
Many ingenious inventions to facilitate the

work of the jeweler have been devised by Monroe
Engelsman, president and manager of the World

Novelty Display Co., Inc., New
York City, manufacturers and
exporters of jewelers' display
and supply specialties. One of
the latest of these inventions
is the "Safety" locking stone
tweezer here illustrated. By
sliding the button forward to
its fullest extent it will lock
securely any size stone without
injury to it, and to release the
stone it is only necessary to
slide the button backward to
its original position. Those
who have used the tool speak
very highly of its efficiency.
Mr. Engelsman is also inventor
of the "Gem" display ring and
automatic stone holder, the
"Peerless" automatic ring sizer
and the "Bayonet" automatic
locking stone tweezer.
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New Idea in Display Stands

An ingenious device in display contrivances is known as an X-ray
stand, which is being furnished to the trade by Swartchild & Company,
Chicago, Ill. The upper part of this new display device is made of black
velvet to hold a diamond ring, watch, brooch, or any kind of jewelry.
In front of this is an adjustable powerful magnifying lens which enlarges
the article displayed. There is an adjustable electric light above which
throws its rays directly upon the article. A beautiful effect is produced.
The lower part is a nickel frame with glass front, used to insert a card
advertising the article.

A New Book on Store Lighting

The proper illumination of the store is one of the important factors
in modern merchandising, and an authoritative little treatise on the subject
cannot fail to prove interesting to our readers. The book to which we
refer will be mailed free by the H. W. Johns-Manville Co., from any of
the firm's numerous offices. It is known as book 407, and has been
written by a world-renowned illuminating engineer and richly illustrated.
It tells, by scientific reasoning and photographic reproductions, why one
electric lamp has longer life than another ; tells how to run wiring to do
away with danger of fire from defective wiring; explains how to light
show cases and windows so the source of light will be practically hidden
from view; tells how to materially reduce the cost of lighting, and explains
how to get more even distribution of light, etc.

The illustrations show reflectors, lamps, etc., in many new forms;
also show cases, windows and stores lighted with the new system of this
firm.

An Incombustible Jewel Case

A case for the protection of jewels, bank notes, deeds, etc., from in-
jury by fire must be made of incombustible material and so constructed
as to prevent the access of corrosive gases, as well as of excessive heat,
to the interior. A new French device for this purpose, called the Se-
curitas case, consists of two boxes made of asbestos, one of which is much
smaller than the other and is placed inside it, being prevented from
touching the bottom, sides or top of the outer box by a number of
blocks of asbestos. The wide air space thus left forms an excellent
thermal insulator and the asbestos is a very poor conductor of heat.
Hence the temperature inside the inner box remains comparatively low
even when the outer box is strongly heated.—La Nature.



I 020

41-

,

Pl
an
t 
of
 t
he
 

S
h
o
w
i
n
g
 t
he
 1
9
1
0
 A
dd
it
io
n 

June, 1911 TI-IS KEYSTONE

New Jewelry for Summer

Beaded Chains Are Shown in Many Gorgeous

Combinations of Color and Material.

Imitation Amber Is Used

Distinctive summer jewelry includes some re-

markable designs in chains, bracelets, girdles,

hair ornaments and other things, and it is clear to

be in the fashion one must lay aside prejudices

against bright colors and gay effects, says the

Boston Herald. Bright red, vivid green, coral

and yellow—the latter in clear and opaque amber

of lighter and darker tints, are seen in chains,

bracelets, girdles and other things.
The smartest of the bracelets

Bangle Bracelets are of the bangle variety, per-

haps a quarter of an inch wide,

with rounding edges and made of a composition

which has a dull finish. Some are purple, others

pale lilac, but they include white and black and

also all the bright colors mentioned. The per-

fectly plain varieties, perhaps because they cost

the least, are the most popular. Next are the

varieties which have a fine gold or silver wire

defining the edges. The most expensive examples

are pretty well covered with a gold or a silver

lattice or other fancy open work pattern and they

cost from $2 to $25 each. The colors in the lead

are bright red, green and coral pink.

Even more ornate are long chains and shorter

necklace chains of round and of oblong beads,

both clear and opaque, which are real stones in

some cases, but oftener imitations of jade, coral

and amber. The beads represent a wonderful

variety of sizes. For example, amber necklaces,

drooping to about the middle of the corsage and

quite Oriental in effect, show a double row of

real amber, flat, oblong beads graduating from

one inch long to a quarter of that size at the

back of the neck and connected with gold links.

From the lower row droop a few stones in

pendant effect at the middle. This is of bright

amber.
Similar designs are made of round dull amber

beads of graded sizes, the largest perhaps three-

quarters of an inch across. A most beautiful

variety is of very pale yellow and in one of the

most stylish the beads shade to an orange brown.
Among the most gorgeous of

Red Amber the new style chains and neck-

Necklaces laces are those of red amber
designed very much like those

described and in which the beads are of bright

finish only and a rich, dark crimson in color.

Purple necklaces and chains are of bright beads

—those of green and of coral pink are imitations

of jade and of coral—that is when they are not

the real thing.

Girdles designed much like the necklaces de-
scribed and made of imitation jade, of coral and
of purple stones cut flat and oblong are consid-
ered as smart as the bead chains. These are
about one inch and a quarter wide and they
encircle the waist loosely, drooping a few inches
at one side.
A variation from the long chains of solid color

is made of Venetian round beads of two colors
overlapping on the one bead, a stylish combination
being green and white and black and white.
Nearly all the long chains, also the girdles, are
finished with a fan clasp, and the fan, which for
the time being is preferred for this purpose, is
of medium size, Japanese design and shows a
combination of embroidery and hand painting
on a shaded gray or green silk ground. The
novelty consists in the combination of raised silk
stitches and water colors in a single daisy or rose-
bud, the one beginning where the other stops.

Because the fan is strong, serviceable and not
expensive—one of the prettiest costing less than
$2—it is a leader among the new fans for or-
dinary wear.

A necklace almost as popular
The Rhinestone as those made of beads con-
Fringe sists of inch-wide black velvet

ribbon, the two ends where
they meet at the middle of the corsage caught
into an ornament made of fine rhinestones fin-
ished with a rhinestone fringe.
Two inches above this the velvet ribbon is

caught together with a plainer rhinestone square
clasp, and there is a rhinestone fastening at the
back of the neck.
A variety of these velvet necklaces is trimmed

with several rhinestone ornaments placed a few
inches apart, the lower fringed ornament reach-
ing to nearly the waist line.
The very latest things in coiffure ornaments

are bandeaux, coronets, combs and barrettes made
of black and white ivory—white ivory that is
trimmed with black. These are not intended, as
might be supposed, for second mourning. The
fashion has come over from Europe, where black
and white has been perforce worn much of late,
and like the black and white ribbon garniture on
hats it is being taken up enthusiastically by even
young girls.

There are many shapes and
Jeweled sizes in the finer grade ivory
Bandeaux ornaments. Of the bandeaux,

perhaps the most sylish en-
circles the coiffure completely and is about r/t
inches wide and finished back and front with a
jet medallion. The remainder of the band is
white, in an open pattern faced and trimmed
with black. Similarly, the half-bandeaux, cut in
some cases in quite elaborate patterns, show black
facings and trimmings, and the combs have a
front line of black down the teeth, which are far
enough apart to show the white sides. There are
huge braid hairpins to match these.

Another new coiffure decoration suitable more
particularly for evening wear includes high bows
and bows shaped like butterflies made entirely
of scales sewed to a net foundation like beads,
each showing some one color scheme—pink,
green, red, lilac and so on. These cost less than
the ivories and are worn with fancy shell pins.

Sparkle and gay colors are the keynote of the
newest belts designed for summer wear. Any
color of the rainbow, and more, too, may be had
in the plain leather belts finished with a plain or
with an elaborate buckle and which are especially
stylish for cotton gowns. Pale blue, pearl gray,
turquoise, scarlet, Nile green, emerald green are
among the shades offered in the shiny leather
varieties.

Equally stylish are the tinsel-
Tinsel-Trimmed trimmed belts with buckle of
Belts silver, of gold or of jet, and

which are about one and one-
half inches wide. Like the leathers these are in-
tended for general wear, and they may be had
in almost any color.
Most of them are in fancy designs—flowers or

a conventional pattern worked out with touches
of contrasting color and with gold or silver tinsel
threads. A gray belt will have a silver shimmer,
a green belt a frosting of gold or a combination
of silver and gold. Strange to say, these belts
are far from high-priced and they may be worn
with cotton frocks.
A bit higher in the scale are belts made of gold

and of silver galloon four and five inches wide
patterned with gorgeous flowers and finished with
even more gorgeous buckles, which include many
rhinestones in some cases.
A popular neck fixing is a tulle or a chiffon

bow finishing a straight or a square cut collar,
the center of the tulle or chiffon crossed with
strands of fine beads arranged also in many loops
and ends which droop two or three inches below
the middle of the bow. The beads may be any
color, and they are not much larger than an or-
dinary pin's head.
To match summer gowns are small wrist bags

of cream white silk, covered with Irish crocheted
lace in a heavy, raised rose pattern, a gold, silver
or colored bead in the heart of each flower. These
are mounted in gold or silver, also in colored
enamel.

1021

Platinum and 'Diamonds in British
Columbia

In searching for platinum in the Similkameen,
Charles Camsell, of the Dominion Geological
Survey, has attracted a lot of attention to Olivine
Mountain by discovering diamonds there. For
two years he has worked on the platinum occur-
rence in that district. He says there is gold as
well. The diamonds are very small, not larger
than a pin's head, but are said to be fine. So
far the find is of no commercial importance.
That platinum has been found in places is of the
utmost importance, as Olivine Mountain is the
first place in America where this mineral has
been found in the rock. This location of it will
lead to activity during the coming season. The
falling off of the Russian supply of platinum and
the increase in price will aid to make this a great
mining venture.
Twenty-five years ago there was a gold excite-

ment on Tulameen River, Champion Creek and
Granite Creek, all of which are fed by streams
that flow from Olivine Mountain. At that time
platinum was found also, but the miners of those
days threw away the "white gold," as it was
called. Since that time platinum has been mined
in the Similkameen with varying success. The
old channel that holds the deposits is very deep
and no outfits have yet made a success in reach-
ing bedrock, which is about 200 feet down. Sev-
eral concerns in which coast people and others
are interested hold leases to work on the creeks.
The Nickel Plate Mine at Hedley has found

platinum on its plates from time to time, but the
company was never able to locate the rock from
which it came.
Olivine Mountain is twenty-five miles west of

Princeton as the crow flies. It is about 7500 feet
above sea level, and the highest peak in a part
that has undergone the most violent and dis-
ruptive volcanic action of this portion of the
Hope Mountains. The peak is an old crater of
considerable extent and the fissuring and action
have made it literally a mountain of ore. It is
well covered with locations of prospectors who
have been waiting for railroad facilities to per-
mit successful development. The finest looking
ores of the Similkameen in the different lines
have come from this locality, but none of the
claims have been explored below the oxide ores.
The geological 'facts are: In contact with a belt
of light colored granite is a series of metamor-
phosed sediments, limestones and schists cut with
masses of periodotite, pyroxenite, olivine and
chromite twisted and contorted in a manner to
puzzle the most expert geologist.

Jade Jewelry in Fashion

For untold centuries jade has been the joy of
the Chinese lady, just as diamonds and pearls
have been the ornaments par excellence of the
European beauty. It is truly an exquisite stone,
ranging in tint from pure white to the darkest
green, with every conceivable shade between the
two.
Real jade is so difficult to carve that quite

small pieces take years to fashion elaborately,
and the stolid Chinaman, who is a master in the
craft, has been known to pass down large but
minutely carved jade cups and vases to his son,
and even to his grandson, to complete, since his
own life, though devoted to jade carving, was
not long enough for the task.
The ancients attributed marvelous properties

to jade. They called it the divine stone, and
wore it shaped into amulets and charms. It was
said to be an unfailing cure for pains in the side.
Jade of the most exquisite and delicate bright
green is to be a leading jewel of the season, very
costly, but very becoming.

Necklaces of rounded beads, carefully matched,
drops for earrings and cabochons mounted in
various ways, alone, or with pearls or diamonds,
are all to be popular.
But jade mounted a la Chinoise is perhaps the

most interesting, certainly the most curious, form
such ornaments take. They are oblong pendants,
cunningly carved with lotus flowers and leaves,
or dragons, or lizards, or some twisted arabesque.
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THE ONLY

EIGHT DAY ALARMS
IN THE MARKET

The Globe 8 Day Victory
illustrated here, and others. Ask
us for illustrations and prices.

ACCURATE TIMEKEEPERS
SURE ALARMS

Need Winding Only Once a Week
We are the sole manufacturers

THE NEW HAVEN rLOCK CO.
IIEW HAVEN UONN.

110FTYIAN

tt'

The G. M. McKelvey Co.
YOUNGSTOWN OHIO

have their new store equipped throughout with

HOFMAN FIXTURES
After a two years' trial, this is what they write--

' 
We can truthfully saY that for the first time in the historY of our business in

buYing fixtures we feel that we received more than the contract called for."

Hofman Fixtures may cost more than others to install, but when you consider the

superior quality of the material and workmanship, the remarkable beauty of design

and finish, and the kind and length of service, you will find them by far the most

economical in the long run.

Catalogues free upon request.

JOHN HOFMAN CO. 113 LEIGHTON AVE.

ROCHESTER, N. Y.

NEW YORK OFFICE Rooms 806-807, 1 West 34th Street

June, 1011 T H E

Jewelry in Australia

From Consul HENRY D. BAKER, Hobart, Tasmania

Observations of the jewelry trade in Australia
lead to the conclusion that the field does not
offer great inducement to American manufac-
turers of jewelry unless they compete with cheap
goods produced in England, Germany, Austria-
Hungary, France, and other European countries,
and with local goods which are protected by
tariff duties ranging from 20 to 40 per cent ad
valorem.
The sale of cheap jewelry is quite extensive in

Australia, but the designs are rather stiff and
not such as would evidently be in harmony with
patterns satisfying the popular taste in the United
States. American jewelers who might feel able
to meet the prices of European competitors would
still have to comply with the styles in vogue
here. Probably a study of English cheap jewelry
designs, through advertisements in English pa-
pers and magazines and English catalogues would
enable them to understand the desires of the
Australian jewelry trade. England sells far more
jewelry goods to Australia than all other coun-
tries combined.

Best Qualities Are Made to Order

As most Australian jewelers do not possess
large capital and as it is not profitable for them
to keep in stock the more expensive classes of
jewelry, it has become a common practice for
persons desiring expensive kinds of jewelry to
have what they want made to order from sub-
mitted designs. In Australian jewelry shops it
is possible to see many beautiful gems unset,
most of which, except diamonds, are locally pro-
duced. For any particular jewelry pieces desired
the gems are selected and the designs chosen for
setting them. As a rule the shops carry ready-
made only the cheaper classes of jewelry, which
meet with quick sale.
There is an important trade in local souvenir

jewelry, showing designs of kangaroos, emus,
laughing jackasses, snakes, etc., representative of
the fauna of the country, and the waratah, wattle,
and eucalyptus blossoms, representative of the
flora of the country. An extremely popular de-
sign in jewelry pieces is the Southern Cross, each
star of the cross being represented by a gem.
These local jewelry pieces are bought extensively
for holiday presents, and many of them are sent
away.

Abundance of Native Gems

One important advantage favoring Australia's
own jewelry trade is that the country is a prolific
producer of gems. Most precious stones, except
diamonds, are found in Australia, and it is there-
fore useless to export to Australia jewelry con-
taining such gems. Mining for gems is not car-
ried on systematically, nor does any large amount

of capital appear to be invested therein; never-

theless a great number of valuable gems are con-

stantly being brought by individual prospectors

to Melbourne and Sydney and sold to jewelry

KEYSTONE

establishments at prices which, to those engaged
in the jewelry trade in America, would seem as-
tonishingly low. In fact, the favorable prices at
which high-class gems may be secured have at-
tracted attention in the United States, and sev-
eral leading American jewelry houses are now
represented by their own buyers in Australia.

The Australian Opals

The gem most sought after is the Australian
black opal, which is found nowhere else in the
world. It appears in limited quantities in the
matrix of ironstone and sandstone in the Light-
ning Ridge district of New South Wales. It is
estimated that since 1890 opals valued at over
$5,500,000 have been found in the State of New
South Wales. The State of Queensland also pro-
duces many opals, the production up to the pres-
ent time amounting to nearly $1,000,000. Sap-
phires rank next among Australian gems in value
of production. They are found in New South
Wales and in Queensland, chiefly in the latter
State, in the gravel or creek beds. The gems
show excellent fire and luster, but the color is
darker blue than the oriental sapphire. In
Queensland the present production amounts to
about $75,000 per year, the total output to date
being about $700,000. Other precious gems found
in different parts of Australia include emeralds,
turquoises, topazes, zircons, garnets, rubies, ame-
thysts, tourmalines, and beryls. Diamonds are
found to a limited extent in New South Wales
and in South Australia. In the latter State the
total production up to date has been somewhat
over $5oo,000. The diamonds found locally are
used mostly for glass cutting, while South Afri-
can diamonds are mostly used in the jewelry
trade. Pearls found in pearl-shell fishing along
the northern coast of Australia are usually small,
but their aggregate value is probably consider-
able. The quest for pearl shells is perhaps the
most important industry of the northern part of
Australia. Occasionally, at Thursday Island, in
Queensland, Port Darwin in the Northern Ter-
ritory, and at Broome, in Western Australia,
some beautiful pearls are found.

Silver Hand Bags, Timepieces and Silverware

An important article sold in Australian jewelry
shops is the silver chain hand bag, used to a
great extent while shopping by Australian ladies.
I am told that most of these hand bags are made
in Spain.
Only in watches and clocks do American goods

seem to be in important evidence in Australian
jewelry shops. In watches the United States
seems to be competing closely with Switzerland.
In 1909 the United States sold watches to Aus-
tralia valued at $80,428, and Switzerland sold
$84,686 worth, but England sold watches here
to the value of $439,907. I am told that the
better grades of American watches might find a
larger market here if better advertised and good
trade connections were obtained. In the sale of
clocks in Australia the United States ranks next

to England, the aggregates being $93,631 and

$138,374, respectively, while German clocks, chiefly

a very cheap sort, worth $43,521 were sold here.
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American silverware to a limited extent is sold
in Australia and is much appreciated by experts
who perceive its excellent quality, but there
seems to be a local prejudice against any silver-
ware which does not bear the English hall-mark.
American manufacturers of jewelry, silver-

ware, etc., 'desiring to participate in the trade of
this country should pay close attention to the
requirements of the Australian trade descriptions
act.

Getting Behind "Paid in Full"

"The other side of the counter," says a mer-
chant who has spent his life in a country store,
"is supposed to give a peculiar prejudice, par-
ticularly in regard to getting pay for goods
'trusted out.' One thing is certain, only a sus-
picious man—one who has an inherent suspicion
that he may get cheated—makes a good collector
for a retail store.
"Indeed, since an experience I had early in my

mercantile life, I have always instructed my col-
lectors to scrutinize every claim made by the
debtor and even to go behind a receipt in full if
necessary. The policy was brought about in this
way:
"I was head clerk and virtual manager of a

large general store having a heavy country trade.
I sent out a collector in the country late in the
fall to collect some big overdue accounts. One
of these was against a substantial farmer, shrewd,
but always considered honest. The account was
for $9o.25. When the collector called the farmer
appeared much surprised and produced his receipt
for that amount.
"Being young and having many other matters

on hand, I let the affair drag until the claim was
nearly outlawed. Then I found that the patron
had, the year previous to the date of the account,
bought merchandise, paid cash for it and secured
a receipt. The next year he was careful to get
trusted for exactly the same sum, and, by altering
the year date, he was able to prodtice a receipt
for the sum lie had never paid."

Wedding Gifts Run to Jewelry

The expensive wedding present is a thing of
the past in England. An invitation to a wedding
no longer means that the friend invited must
contribute to the household effects of the young
couple by sending something very heavy and
handsome, the New York Sun observes. Gone
are the days when the solid silver teapot, the oak
bookcase, the onyx table and the massive dining-
room clock made the homes of all newly wedded
people have a sort of family resemblance.
Nowadays the English bride's friends give her

personal presents, while the bridegroom's friend
do the same by him. Of course, the young
couple receive many cigarette cases—one bride
of last week had seven and her husband had ten
—while cardcases and pocketbooks also arrive
in their half dozens, but many relatives and
friends give quaint bits of jewelry or antique
bonbon boxes and other dainty trifles.

Watchmaking — Engraving — Jewelry Repairing
Scores of young men owe their success to the thorough and

practical training received at the W. I. of H., the

Official School of the Wis. Retail Jewelers Association

WHAT WE DID FOR OTHERS WE CAN DO FOR YOU

Our Home Study Course in Watchmaking
There are thousands of young men working in stores who are 

surrounded by all the oppor-

tunities for learning watchma ing except the proper system of 
instruction. Aware of this fact,

the W. I. of H. has established a Home Study DePariment, 
with a view of teaching watch

repairing by correspondence. This system of instruction is as
 thorough as it possibly can

be, embracing Mechanical, Practical and Theoretical Horology. 
The course consists of 43

printed lessons, containing nearly 400 illustrations and other 
special features, making it an

excellent substitute for an attendance course to those unable to 
leave home or their position

and is incomparably less expensive.

Send for Prospectus and state if Attendance or Home 
Study Course is desired

Wisconsin Institute of Horology
Enterprise Building MILWAUKEE, WISCONSIN
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Five Instructors
for an average of 50 students—making it easy to give
the closest individual attention to the progress of each
student ; three of our instructors have had 20 years',
one 15 years', and one 10 years' experience not only in
the finest work in their respective lines, but also in
teaching. Each is a specialist—teaches his one branch
only.

Our Mechanical Equipment
(which is next in importance to having the • best in-
structors,) has mostly been made from our own
designs — the result of over 20 years' effort to find the
best. This includes an adjustable lever escapement
model, lately built on a new principle, which an emi-
nent authority says is the best he has ever seen. This
model will make clear to you what would otherwise
be very difficult to understand in the complicated
work of escapement adjusting.

Visit several schools and ours; we are
confident you will stay here.

Write for Catalogue

Ezra F. Bowman Technical School
OF WATCHMAKING AND ENGRAVING
Lancaster Pennsylvania

Ct. itt:;110

ELK TEETH
JUST AS THEY COME FROM
THE INDIAN AND HUNTER

ALL SIZES, white and colored tips.
Any number wanted. On selection to
manufacturers. Come to the right
source for supplies.

Mt. Lion, Lynx and Eagle Claws
for Emblem Work

DIMENSION, CABOCHON GEMS FOR RINGS, SCARF PINS, ETC.
Every sort of fine Gem Minerals in the rough for Gem Cutters.

ALL STRICTLY WHOLESALE PRICES

Largest Dealer in Elk Teeth in the World. Importer of Gem Goods
Price-list free L. W. STILWELL, Deadwood, So. Dak.

INSURE
A GOOD FUTURE INCOME FOR YOURSELF
BY BECOMING AN EXPERT OPTICIAN

No other profession to-day is more sure of affording the
practitioner a steady income. Everyone sooner or later is
obliged to wear glasses There are so few in this profession
that there is plenty of room. Our correspondence course
will enable you to become an expert in testing and
fitting glasses. Whatever your occupation, our course is so
easy that it will in no wise interfere with your regular duties,
while it is so thorough as to win the admiration of the most
experienced and proficient. We avoid technical terms, and
everything is explained in the simplest language. We enable
anyone to take it by the liberal offer of $2 down and the
balance $1 per week until the full amount ($8 in the U. S.
or $10 in Canada and foreign countries) is paid. From
time to time we go over the ground with you by our 'QUIZ'
system until you are able to graduate and receive our
DIPLOMA. Do not take inexperienced courses remember
we are the oldest incorporated and chartered Correspond-
ence School of OPTICS in the world. Address Dept.—

AMERICAN OPTICAL COLLEGE, DETROIT, MICH.

• For Many Years

ESTABLISHED 1892

we have specialized
in making pierced

MONOGRAMS
correct in every detail. Our

Catalogue No 10, tells all about these. Write for it.

Chicago Art Metal Works
302 West Lake Street .. CHICAGO, ILLINOIS

THE BUSINESS BUILDERS

M. L. JALONACK & SON, Jewelers' Auctioneers
Every Jeweler needs money, we can get it for you without
loss. We have sold over a quarter of a million dollars'
worth of merchandise without a loss since Feb. 1st, 1911.

Your best assurance—any reliable wholesale house in Chicago. Now is the time to turnyour dead stock into ready cash (without a loss). No sale too large or small for us tohandle. Write or wire us at once. All business strictly confidential. (Special termsaccording to size of stock.) We have found hot weather sales very successful.

M. L. JALONACK & SON - 5339 Prairie Ave., CHICAGO, ILL.
ESTABLISHED 1885 Long Distance Phone, Drexel 7935 ESTABLISHED 1885

WINTER FIXTURES
THE STANDARD OF QUALITY, STYLE and PRICE

ANYTHING FROM A STORE STOOL TO A COMPLETE OUTFIT

ANNOUNCEMENT

We have discontinued all exclusive Sales-Agencies, except for Massachu-

setts and Connecticut, which will be handled from New Haven, and

Washington and Oregon, which will be handled from Portland. These we

maintain for the convenience of our far Eastern and far Western trade

all the rest of the United States will be handled direct from the MAIN

OFFICE at Sheboygan, Wisconsin. Address all communications direct to

THE M. WINTER LUMBER CO.
SHEBOYGAN, WISCONSIN

"WINTER FIXTURES" direct from " WINTER'S FACTORY"

If you buy Winter Fixtures from Winter's Catalogues, insist on getting the

GENUINE. made only in the "WINTER FACTORY" at Sheboygan, Wis.

NOT HOW CHEAP but HOW GOOD at the right prices is the WINTER

IDEA. If you are looking for QUALITY FIXTURES at prices that are right

we want to figure with yow If you need fixtures it will pay you to visit

SHEBOYGAN, WISCONSIN.

WINTER CATALOGUES—The Books That Show You

Books That You Need and Will Keep Sent on Receipt of 25c.

The most complete works of their kind ever published. Works of Art. Books ot

Valuable Information. Complete in all details. Cost years of experience and thou-

sands of dollars. Size 9 x 12, three volumes, 600 pages complete.

WRITE FOR CATALOGUE "10A"

The M. Winter Lumber Co.
HIGH-GRADE FIXTURE MAKERS

ESTABLISHED 1865

SHEBOYGAN, WISCONSIN, U.S. A.

EXTRA
Short
Season
Course

WINTER'S BOOSTER

Don't Waste Your Years
Remember, Non) is the time,

while you are young

LEARN SOMETHING
A practical course in all

its branches

Write to-day for Catalogue

Winter School of Engraving
POWERS BUILDING

Cor. Wabash Ave. and Monroe St. - CHICAGO

II Sent postpaid to

Profits in the Repair Department
System is the first essential of a profitable repair

department and the basis of system is a complete
record of repairs.

If you would begin the year to best purpose, you
should procure first of all The Keystone Record
Book of Watch Repairs.
This book has space for x600 entries of repairs

with printed headings and it takes only a few
moments to make each record.
Such information is necessary both for the jeweler

and his customer but particularly for the jeweler.

any part of the world on receipt of price, $1.00.

Published by THE KEYSTONE PUBLISHING CO.
809, 811, 813 North 19th Street, Philadelphia, Pa.

1201 HEYWORTH BLDG., CHICAGO
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It is a good Business
Proposition

to buy a Perfect Ring Stretcher, a

tool that will enable you to decrease

your investment in rings by fifty per

cent. Large or small, heavy or light

rings can be easily stretched with-

out damaging them or altering their

shape. It is built in the Oliver Quality

way. Let us send you a catalog of

this and other tools.

co& w.w.OLIVER
MANUFACTURING CO.

1490 Niagara Street - Buffalo. N. Y.
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DIAMONDS arid PRECIOUS .s`rONS

BOUGHT AND SOLD
FOR SPOT CAI-1

Appraisements made for estates or individuals

J. J. COHEN
101 1 Chestnut Street, PHILADELPHIA,

Established 1891
Write for further Mformation PA.

FRED A. HASKELL Letter, Jewelry & Souvenir
ENGRAVER

206 Weybosset St., Providence, R. I.

ENGRAVED SOUVENIR SPOONS
Send us Spoons and we will Engrave

Buildings, $3.50 doz. Names, $1.20 doz. STONE SETTING

OUR SCHOOL IS THE SCHOOL FOR YOU
CANADIAN HOROLOGICAL INSTITUTE
S. W. Cor. Church and Wellesley Sts., TORONTO, ONT.
 H. R. PLAYTNER, Director  

BUY THE BEST GRAVER
MADE. It's worth double the price.
We make them especially for our students. They are made of
German Razor Steel. Forged entirely by hand.

Send 69 cents for one, or $1.09 for two.

satisfied 
Money b than satisfied. if not more tha .The Kees School,Ask for Catalogue of tools. Rochester 

Granite Building
, N. Y.

• 1 • ri • ma • a • mi • s 1

L To Increase Yourearn Engraving Earning Power
cJ Our method of teaching this pleasant and remunerative profession
by correspondence is original, concise, and successful. IT Consists
of thirty individual lessons—more, if necessary, without extra charge
—and requires only four months to complete, practicing in spare
time. tjj Costs but $20.00 (including tools, plates, designs, etc.) and
we allow you to pay on our easy payment plan.

Prepare Nourself now for next season's business
Full particulars forwarded on request

The Collett School of Engraving 37_1eMwait Lane

NEWARK BRUSH 
COMPANY

BRUSHES
253 

MULBERRY STREET 
NEWARK, N. J.

Polishing Set Complete, 
$2.00, Prepaid

COTTON, BRISTLE 
AND FELT 

WATCH CASE 
BUFFS

FELT AND 
COTTON RING 

BUFFS

BRISTLE WASH 
AND END 

BRUSHES

FELT AND 
COTTON BUFFS

BRISTLE 
POLISHING 

BRUSHES

SATISFACTION 
GUARANTEED OR 

MONEY 
F.ultUNDku

How Do Manufacturers Make Fortunes ? By True Economy.
When better tools are invented, they buy them and throw the time-wasters onthe junk-heap without waiting for them to wear out.
The Quicktight Pinvise saves time (money) every time you use it. It will payyou to throw away your other pinvises and buy a Quicktight.

One Pull /THUMB ON)HERE Does 2 Thingsk
1. Adjusts jaws instantly to any size work.
2. Tightens jaws any hold desired—from a

delicate pressure to a bull-dog grip.

piNvisE 

BUY IT OF YOUR DEALER

Co., and whousejt lothUpe,

(Because its worth it.)

EZRA F. BOWMAN'S SONS (S°Ie rViTr's) Lancaster, Pa.

Only ONE HAND needed to work it.

Recommended as the best by Waltham Watch  Mr. C. T. Higginbotham,Supt. South Bend Watch Co.; Mr. W. W. Dudley, Supt. Hamilton Watch

Sent postpaid anywhere

,i;•• t '4
cOt‘

Ai l
e.':44L

4

'il,ilic\ _■,:i

,11

For all makes and sizes of American Watches

Price, $1.25 per Dozenc..-
LINDNER & CO., Cincinnati, Ohio'froAlute

"COMFORT" Resilient Mainsprings

THE PIL,ATI-I SCI-1001L, OP ENGRAVING
A practical course of instructions—simple, thorough, and progressive. Oursystem is excellent, no better to be had, the only school of its kind in theSouth. We teach you in a short time. Write for Booklet.
H. J. PLATH, Instructor, 13143 Main Street, DALLAS, TEXAS

SPECIAL NOTICE—These "washers" are
covered by United Mates Patent
No. 894,814, and all infringements
will be prosecuted.

Urich Patented Perfect Fitting

Case-Screw Washer
Fits perfectly under screw head, and almost invisi-ble, and has a neat appearance.
Holds movement securely in case, even if case

shoulder is worn away or sprung.
MADE IN ALL SIZES, FROM GERMAN SILVER.
PRICES: Gross, $1.50 4 doz. package, asst., 50s. single doz., 15s.

FOR SALE AT ALL MATERIAL HOUSES

S. URICH, 334 Columbus Ave., New York City

Watch Case Man-
facturingand Repairing

Old. English and Swiss cases
changed to take American stem-
wind movements. Hunting cases
changed to open face. ad cases
restored to look like new. New
backs and caps made when too thin
to remove engraving. Raised shields
to cover monograms on filled cases.
Name off and replate filled caps.
Roman and Satin finishing.

Art Watch Case Co.
CHAMPLAIN BUILDING

126 State Street, CHICAGO

Makers of

TOWER an STREET CLOCKS
For particulars, write us, mentioning

THE KEYSTONE

E. HOWARD CLOCK CO.
rani 1842 BOsTON. MASS.. U.S.A.
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JOHN F. TURNER

EXPERT JEWELRY AUCTIONEER
1 5 Maiden Lane, NEW YORK, N. Y.

CIt makes no difference how dull times are, or how scarce money is, an
auction sale conducted by me is an assured success and a positive

guarantee against losses or injury to future business. I conduct all sales

personally. Having conducted most all the large sales in the United

States and Canada, I am prepared to give the best of references.

Write for list of latest sales and terms.
No stock too large, none too small

A MECITANIC OR There is big money in expert
watch repairing. The demand

for good workmen is larger than the supply. (-.,`
Don't be a mere mechanic, a drudge at r /--•

your work. Be an expert watch ( k. CO
repairer. We have helped more than
600 young men to get an expert know-

0 ledge and training as watch repairers—

many years. We will put you in a position to select
vancement. We will give you more knowledge and training in a few

months than you can possibly get in a store apprenticushlp la as itgmei.\30")

Charts, text books, special methods and equipment give
our students unusual advantages, quick a n d sure ad-

method. Our experience,DeSehnsPatented
we can help you. It is easy by our ir,"... ,<7.6a, 111

now to be an expert watch repairer. Come to our $20 00%your own job and 110.1110 your own salary. Decide right ,..o ' .}P
school at your earliest convenience or if you cannot
come to us we will come to you by mail in your own It5 001°
htioni:elei.ealr'nottiliega,1,11tell‘1,1,PuttOgyivyitiTgruevvyeonulinrgpsno„ronatny spare ̀ 11

..mployment A little time and money spent
now will get you a larger salary later. AILITEEK 

*Olt

Write for our booklet telling you how we will make

a trained expert watch repairer of you. It Is MEE.

The DeSelms Watch School —
XPERT 1Attica, Indiana, 2V Perry Street

The REES SCHOOL
FOR WATCHMAKERS and ENGRAVERS

Established 22 Years ROCHESTER, N.Y.

FRED HOLMES REES, President

Watchmakers for the Trade
ENGRAVING AND
JEWELRY REPAIRING

SUDHEIMER & McCOOLE
404-5-6 Holland Bldg., ST. LOUIS, MO.

Prompt and efficient service Write for shipping sticker.
M. S. BOWER, Mgr.

KLEIN0BROS
LAPIDARY 0 CO

C
U
T
T
E
R
S
 ‘
 [

I
M
P
O
R
T
E
R
S
  , 

72
E. MADISON
STREET

CHICAGO
ILLINOIS

i

W hen writing to advertisers kindly mention
The Keystone

REFINERS
anz ViatIndu,Smi 1 vier andy

shape—s olids or

Sweep Smelters Isiwge;Is;lcst;jio,zgo',1,
Prompt

Established 1889. returns.

THE W. L. ROBERTSON CO.

13 and 15 Franklin Street, Newark, N. J

PATENTS
Write at once for the most liberal offer ever

made for securing patents, designs and trade-
marks. Send sketch for free opinion as to

patentability and ask for the " Inventors'

Guide," the finest book published for inventors.

Best references. Established 20 years.

VV.N4. N. NII0ORE
Loan and Trust Bldg., Washington, D. C.

Learn Watchmaking
Watchmaking pays and you
can earn while you learn.
Write for FREE 130 0 K,
"How to be a Watchmaker."
Postal brings it.

STONE'S SCHOOL OF WATCHMAKING
901 Globe Building, ST. PAUL, MINN.

New
Safety
Pen
Attachment
The latest
improvement
in Fountain
Pens andPen-
cil Holder
Absolute Safety

Address:

Alfredo
Napolitano

Manufacturer
General Delivery

New York City

WE DO THE BEST
PORTRAITSMINIATURE

on
Watches
DiEtI
Brooches
Lockets
We copy any portrait,

group or scene.
We also snake high-

grade Hand-painted
Miniatures, in colors,
for brooches or lockets
on ivory.

PRICE-LIST SENT ON REQUEST

BECAUSE

Our Photo- minia-
ture work is the
only kind that gives
perfect copy of
original mid that
will not fade or peel
off.
Photos returned

in good condition.

GOLDSTEIN ENGRAVING CO.
45 Malden Lane, NEW YORK, N.Y.

DALLAS TEXAS
Expert Watch Repairing for theTrade

Competent workmen under my
personal supervision

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty

SELLS LIKE HOT CAKES
(ORDER To-DAY)

AN EXTRAORDINARY SELLER!
A SPECIAL PRICE!

PGOLD0pERp os D SAFETY e....61 N5_

NETCASH

MTAVERBECK"="10.12MAIDENLANENY

Established

CROUCH & FITZGERALD

Jewelru Sample Trunks and Gases
Extra Deep Trunks and Cases Always In Stock

077 Broadway 154 Fifth Avenue
13et. Cortland( t I tey Sts. Corner 20th Street

723 Sixth Avenue
Between list anti 42,1 St reefs

NEW YORK

■.M.

The Massachusetts School of Optometry
Klein School of Optics

The Former Incorporated and Registered with
the New York Slide Board of Education

PrEsctical course in Theoretical and
Practical Optics and Optometry. Prac-
tical knowledge is an essential attribute
for success. You get it here.
Cataloguesand particularson application.

The Massachusetts School of Optometry
185 Summer Street BOSTON, MASS.

EXPERT
Watch Case Repairing

and

Watch Case Manufacturing

Gold and
Silver
Plating,
Satin
Finishing,
Engraving
and
Engine-
Turning

Old English
and
Swiss Cases
changed to fit
American
Stem-Wind
Movements

Special Cases made to order in Cold and Silver
for English, Swiss and American Movements

OLD CASES MADE NEW

F. H. JACOBSON CO.
209 State Street Chicago

Send for Our Nov Price-List
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You Are Wasting Time When You Serve an Apprenticeship
We have had many jewelers tell us that they consider over two-thirds of
their apprenticeship's time to have been wasted. Are you doing the same-
Better stop it. We can teach you more about practical WATCHMAKING,
ENGRAVING and OPTICS in one year than you can learn in the average
jewelry store in five years. To you this may hardly seem possible, but it is
a fact. We have been doing it for over seventeen years. Let us make a prac-
tical workman of you, and after you have finished your course we have a
good position waiting for you. Send to-day for our prtspectirs which will
give you full information. Asir-See ad. on page 101I this issue.

THE PHILADELPHIA COLLEGE OF HOROLOGY
F. W. SCHULER, Principal Broad and Somerset Sts., PHILADELPHIA, PA.

INDISPENSABLE TO THE RETAIL JEWELER
An assortment of Wells' Parfaot
Sell-Conforsind Rind Adjusters.
Ask your jobber for them, or!
will send prepaid at once (only
on receipt of price) sizes as
assorted in each unbroken
dozen at the following prices:
1 doz. 10 K. gold, $3.75; 1 doz. gold
tilled, $2.00; 1 doz. metal, Sic.

Samples of one small and one medium-large gold
filled and one metal adjuater will be sent for
60c., stamps or M. 0. Address

CHESTER WELLS, Mashoppen, Pa.

z St

CATCHY
ENGRAVING
in SPOON BOWLS at
Popular Prices

LET US ENGRAVEA SAMPLE

° Artistic Monogram and Letter
Engraving. Gliding.

Send for price-list.

UL.L.,STRONI

Ashland Nebraska

MINIATURE PORTRAITS
Enameled on

WATCH DIALS
CAPS and LIDS

Plain and
Colored

Can be made from
any photograph

or print

A beautiful illustrated sample card and ;Ace-
list sent upon request

CARMAN ART CO.
127 North Dearborn Street, CHICAGO, ILL.

Successors to G. F.WADSWORTH

Watch Case
Manufacturers
and Repairers

Everything in
the line of
Watch Case
Repairing

Gold and
Silver Plating
Satin Finish
Engraving
and Engine-

Turning
Changing Old

English and Swiss
Cases to take
American S. W.
Movements
My Specialty

Old ('aocs
Made New

Silversmiths'
Building
10 South
Wabash Ave.
CHICAGO

Learn Engraving 'IA'.
Modern Letter Engraving

$1.50 -) By :nail
The Art of Engraving Postage paid

$1.50
)

The REES School, Rochester, N.Y.

SHIP CHRONOMETERS
Ship's chronometers in perfect
order ; suitable for jeweler's show
window ; $50, $75 and $100 ; have
very close rate.

W. H. ENHAUS C? SON
31 John Street : NEW YORK

--ENAMEL
Opaque and Transparent Enamel of every

variety constantly on hand and made to order.
Also a full line of Enamelers' Supplies, Muffles,
Stones, etc. Any goods proving unsatisfactory
cheerfully exchanged.

CARPENTER & WOOD, Manufacturers
14 Calender St., Providence, R. I.

HAVE YOU SEEN?
AVERBECK'S NEW CATALOG
IF YOU ARE A RETAIL JEWELER*"
WANT SELLERS SEND FOR IT-

GOODS OF THE UNCOMMON SORT

MJAYERBECKWAPE710.11KuonitAnNY

A QUICK JOB,
A FACTORY
FINISH AND
A PLEASED
CUSTOMER

ARE ALL YOURS
IF YOU USE
SANGER'S
EMERY RING
BUFFS

WATCHMAKING
ENGRAVING
JEWELRY REPAIRING

can be learned in a few months
by our practical methods. Ex-
pert instruction under actual
working conditions. Enter at
any time- no age limit -day
and night classes.

Write for free catalogue containing
full particulars

Chicago School of Watchmaking
Dept. T, Bush Temple, CHICAGO

I BUY JEWELRY STOCKS
Dalson pays liberal cash prices for Diamonds Watches andJewelry.

hSend stocks no matter ow large or small anti get immediate returns. Goods will be
returned if offer is not satisfactory. National I3ank references given if desired.

M. IRALSON, Masonic Temple, Chicago, III.

Wheels, Pinions and Parts
For Complicated Watches, Clocks, Chro-
nometers, etc., of every size and descrip-
tion , made and finished to order.
FINE REPAIRING and ALTERATIONS

Winding and Setting Material

E. H. MATTHEY 83 NASSAU STREET
NEW YORK

We Light Your Store
or Hoine-tront cellar to garret-
with 100 to 700 Candle-Power
brilliancy-at less than 'a cost of
kerosene(and ten times the light)
-giving yon
Gas at 15c per 1,000 feet

(instead of $1 to $2, which Gas
Companies charge). With the
"Handy," Gasoline Lighting Sys-
tem or 'Triumph" Inverted In-
dividual Light you get the best
known substitute for daylight
(and almost as cheap), can read
or work in any part of room-
light ready at a finger touch -

:1;4 don't have to move these Lights
-the light comes to you. Write

 .■.• for Catalogue and Circulars
(sent FREE).

BRILLIANT GAS LAMP CO.
42 KS State Street :: CHICAGO 

Attention, Jewelers!
ANTI-TARNISH BALLS are
guaranteed to prevent Gold, Silver,
Nickel and Copper Ware from tarnishing.

Not an experi-
ment, but an un-
qualified success.

Absolutely neces-
sary to the trade.

Sent on 60 days'
trial.

Per Dozen

$3.00
Express Charges

Prepaid.

LLOYD MFG. CO., Anderson, Indiana

60 YEARS'
EXPERIENCE

.PATENTS
TRADE MARKS

DESIGNS
COPYRIGHTS &C.

Anyone sending a sketch and description may
quickly ascertain our opinion free whether an
invention is probably patentable. Communion.ttons strictly confidential. HANDBOOK on Patentssent free. Oldest agency for securing patent,.
Patents taken through Munn & co. receive'pedal notice, without. charge, In the

Scientific Rtnerion•
A handsomely illustrated weekly. Largest dr.
ciliation of any scientific Journal. Terms, $3 a
year ; four months, $1 Clold by all newsderders.

MUNN &Co 3131Broadway, New York
Branch Office, '825 W St.. Washington, D. C.

A Holtzer-Cabot Lathe Motor
IS A UNIVERSAL TOOL

It may be used for grinding, buffing, dril-

ling, sawing, sandpapering, etc., or belted
to any light machine or used with a flexi-
ble shaft. Constant or adjustable speed.

Send for Circular of Jewelers'
Electrical Specialties.

The Holtzer-Cabot Electric Co.
Boston Chicago

Small Advertisements
No advertisement inserted for less

than 25 cents.
Under heading "Situations Wanted,"

ONE CENT per word for first twenty-
five words. Additional words and ad-
vertisements, THREE CENTS per word.
Under all headings except "Situations

ittlinted," THREE CENTS per word.
Name, address, initials and abbrevia-

tions count as words, and are charged
for as part of the advertisement.
To insure insertion, remittance must

accompany all orders for advertise-
ments and copy must reach us not later
than the 25th of each month, for inser-
tion In the following month's issue.
Send bank check or draft, or postal

or express money order for $1.00 and
over, or postage stamps for smaller
amounts.
If answers are to be forwarded

TEN CENTS in postage stamps must
be enclosed.
The real name and address of every

advertiser must accompany the copy of
the advertisement.
Advertisers who are not subscribers

must send 15 cents (special issues 25
cents) if they desire a copy of the paper
In which their advertisement appears.
Address,

THE KEYSTONE PUBLISHING CO.
809.811-813 N. 18th Strut. Philadelphia, Pa.

SITUATIONS WANTED
Under this heading, ONE CENT per word,

for first twenty-five words. Additional words
and advertisements t THREE CENTS per word.
No advertisement Inserted for less titan 25
cents.

STEADY position, watchmaker with so
years' exp. at bench, by July 1st; Middle

West preferred; salary $20.00 per week;
married man. "R 397," care Keystone.

SALESMAN, retail or wholesale, or man-
ager will come on trial; do not drink.

"T 192," care Keystone.

GOOD engraver, can repair clocks and
help with watch work; best of ref.; good

salesman; neat, nice appearance; 19 years
old. "M 429," care Keystone.

WATCHMAKER, thoroughly competent
and reliable, desires position by August

or September 1st; the Dakotas, Iowa, Wis-
consin or Illinois preferred; can do jewelry
repairing. "M 430," care Keystone.

FIRST-CLASS watchmaker and fine, up-
to-date engraver of 22 years' exp. desires

position in Illinois or Indiana; good ap-
pearance, strictly temperate, first-class
refs.; $2o per week. Address A. Hinkel,
407 East Emerson Street, Bloomington, Ill.

WANTED-Situation by lady watchmaker,
about two years' exp. Box 209, Dunlap,

Iowa.

WANTED-Position by young man to do
all kinds of engraving and designing

and keeping up stock, as well as waiting
on trade; can furnish best of ref. Hubert
F. Hoefle, P. 0. Box 262, Highland, Ill.

FIRST-CLASS, all-around jeweler, en-
graver and clock repairer, nine years'

exp.; prefer west of Missouri; state salary;
can furnish best of ref. L. A. Gardner,
Garden City, Kans.

MANAGER or general clerk in retail
jewelry store; 20 years' exp.; highest

refs.; city or country proposition in any
State. J. J. Downey, 2712 Michigan Ave.,
Chicago.

SITUATION wanted; 20 years' exp.;
graduate optician; all soldering, stone-

setting and jewelry repairing; experienced,
but don't care to do much watch work; As
salesman, capable of taking charge if
wanted; understand the making of lenses;
age 46, ref. Address "Jeweler," 1518
Tyler Street, Topeka, Kans.

SITUATION wanted by good, practical
watchmaker, fair engraver; good set of

modern tools, good refs. Address
"Jeweler," 847 Market St., Wheeling,
W. Va.

POSITION by July roth as assistant
watchmaker and engraver; one year at

Bradley; also three years' store exp. ; best
of ref. Leo J. Fosselmann, 208 S. Elm-
wood, Peoria, Ill.

WANTED-Position or proposition wills
jeweler, oculist or optician ; have optical

equipment and lens-grinding machinery ;
am graduate refractionist and shop man.
Hilborn, 2o5 N. Kentucky, Roswell, N. M.

POSITION wanted as engraver and sales-
woman. Address Miss Margaret Dresser,

Sturgeon Bay, Wis.

SITUATIONS WANTED

AN UNUSUAL MAN, having reached the
highest promotion possible in England;

very successful manager and salesman,
handling highest class trade; now holding
responsible position; is fine watchmaker
and jeweler; desires wider field for his
energy and business ability; has asked me
to investigate opening in America; wants
either partnership or position, with event-
ual partnership in jewelry business in good
city, where there would be fine trade to
be had by going after it; wants an op-
portunity to get into an established business
and make it grow; refs. "B 422," care
Keystone.

FIRST-CLASS watchmaker, engraver and
optometrist, 9 years' exp.; 30 years old,

married, absolutely no bad habits; capable
of taking entire charge of business; am
now employed as manager of a leading
jewelry and optical business and also un-
derstand edge grinding; have established
a reputation in optometry where now lo-
cated; am a hustler and can deliver the
goods; gilt-edge refs. as to ability and
character furnished; propositions from first-
class houses only considered. "G 480,"
care Keystone.

POSITION wanted at once by young man,
single, of good character; good watch-

maker and fair engraver; good refs.; cen-
tral States preferred. "G 479," care Key-
stone.

WATCHMAKER and engraver, age 23;
complete set of tools; 3 years' exp. at

bench and counter; good all-around work-
man; best of refs. given; salary expected,
$55 with prospects of advancement. Ad-
dress Walter Kerr, 504 Enterprise Bldg.,
Milwaukee, Wis.

YOUNG man of 20, with general experi-
ence at watch work, clock work and some

jewelry repairing, desires position; willing
to start at moderate salary if prospects for
advancement. Address Leo Stoneman, 538
Jefferson Street, Milwaukee, Wis.

YOUNG man, married, age 23, no bad
habits, wishes position as watch, clock

and jewelry repairer and plain engraver;
can wait on trade. George L. Avery, P. 0.
Box x53, Enterprise, Ala.

A COMPETENT material man, now in
charge of a department, is open for a

responsible position with a good concern
in this or similar line. "S 458," care Key-
stone.

WATCHMAKER wishes steady position;
good workman, best of habits; can do

clock and jewelry repairing; refs. H. B.
Welch, Paw Paw, Mich.

FIRST-CLASS optometrist who can grind
over prescriptions, do all kinds of solder-

ing; good watchmaker and engraver and
experienced in handling best class of trade;
will soon be open for position. "B 474,"
care Keystone.

ABOUT July 25th by watchmaker, en-
graver and optician, registered in

Nebraska; have all necessary watchmaking
and engraving tools; also optical trial case
and mediaometer ; married, age 32; prefer
Nebraska. Address "S 473," care Keystone.

FIRST-CLASS watchmaker, jeweler and
engraver after July 1st; Missouri or

Kansas preferred; wages $25 per week.
"E 476," care Keystone.

AT ONCE, by young man as watchmaker,
jeweler and engraver; 7 years' exp. ; can

furnish best of refs. as to ability and char-
acter. I. P. Owen, Urbana, Ohio.

WANTED-A position as saleslady in a
jewelry store; good ref.; New York pre-

ferred. Miss N. Flynn, 249 Franklin St.,
Buffalo, N. Y.

FIRST-CLASS watchmaker desires perma-
nent position at once ; long exp. on rail-

road and complicated work; central States
preferred; have all tools and best refs.
H. F. Eckenbrecht, Box 635, Cheyenne,
Wyo.

WANTED-Permanent position as watch-
maker, graduate optician; can do plain

engraving; good refs.; salary $ is per week;
Kansas or Missouri preferred. Wm. Bickel,
Lockwood, Mo.

YOUNG man wishes permanent position by
August sat; 8 years' exp. in jobbing

jewelry; stone-setter, good engraver; also
can assist in clock repairing; $20 per week.
"A 470," care Keystone.

YOUNG man, with 7 years' exp. in retail
jewelry and optical business, wants to

get on road with good line. "R 462," care
Keystone.

SITUATIONS WANTED

YOUNG man wants permanent position;
school and some practical exp. in watch

work, jewelry and engraving; wish to
finish trade; $8.00 to start. "C 463," care
Keystone.

POSITION wanted by young man, grad-
uate of Bradley Polytechnic Institute;

prefer Michigan ; will furnish good ref.
and have all tools. Clyde Hunsberger,
East Jordan, Mich.

WANTED-Position as watchmaker and
jeweler, about June 25th ; northern part

of Michigan preferred; best of refs. Ad-
dress E. M. Bennett, Box 450, East Lan-
sing, Mich.

SITUATION wanted, watchmaker, grad-
uate, two years' exp., to finish trade;

own tools; Ar refs. furnished. Clem
Munsterman, Morrisonville, Ill.

YOUNG man, 21, four years' exp. at
bench; very good second watchmaker,

clock and jewelry repairer; best of refs.
and habits; wish position the rst of July or
after. "S 461," care Keystone.

GRADUATE optician, s 5 years' practice;
registered in Washington; good watch-

maker, common engraver ; ref. satisfactory;
salary $30 a week. Fred Rowe, 201 North
Edith Street, Albuquerque, N. M.

BY young man, July 1st, as assistant
watchmaker, clock and jewelry repairer,

engraver, salesman; two years' exp.; grad-
uate watchmaking school; refs. "Moore,"
5473 Rowan, St. Louis.

BEFORE August rot, second watchmaker,
plain engraver; three years exp. as all-

around man in store; 25 years old, single,
sober, reliable ; best of refs.; $ to to start.
Address Lock Box 21, Bloomington, Wis.

WANTED-Position by young man, 30
years old and single; VA years' exp. as

watchmaker and engraver; do all kinds of
work; have had full charge of jewelry
store eighteen months; salary $18 per
week; after July 5th ; West" preferred;
sample of engraving and ref.; own tools.
Address Box 4, Pinkstaff, Ill.

FIRST-CLASS watchmaker, engraver and
jeweler, 18 years' exp.; good refs.; wages

$25. C. E. Oeth, Mt. Vernon, Ind.

FAIR engraver and jewelry repairer, fa-
miliar with stock; good appearance and

reliable; can wait on trade; age 17, good
ref.; salary no object; only good house
wanted. Bennie Astracan, Amarillo, Texas.

MANAGER, experienced in every branch
of the retail jewelry business, desires

position with a first-class retail jewelry
stare; Ar salesman, buyer and systematizer;
can furnish best of refs. as to character
and ability as a business builder; salary
$2500. "W 460," care Keystone.

YOUNG man, 19, desires position to work
in store and finish trade; one year's store

exp. and learning; taking course; no bad
habits, best ref. ".R 442," care Keystone.

PERMANENT position under skilled work-
man; do any ordinary watch work and

jewelry repairing; also engraver; 20 years
old; good ref.; willing to work. Charles
Foley, Elsberry, Mo.

AT ONCE by young man as watchmaker
and engraver; also knowledge of optics;

good habits and agreeable; best of refs.
Edwin MeTeer, 224 Fredonia Avenue,
Peoria, 111.

POSITION wanted by first-class watch-
maker and clock repairer; store and fac-

tory exp.; own tools, best of refs. R. D.
Johnston, 20/5 West Madison Street,
Phoenix, Ariz.

YOUNG lady watchmaker, jeweler and en-
graver desires position in jewelry store

by September net. "B 453," care Keystone.

HIGHEST grade watchmaker; also play
first-class cornet; A. F. of M. C. R.

Shanar, Knox, Pa.

PERMANENT position by watchmaker
and optician, now in business, by July

tst to 30th; married, middle-aged; 15
years' store exp. "B 447," care Keystone.

BY watchmaker, 30 years of age, seven
years' exp.; own tools, good ref.; can

manage store. Address "Jeweler," 405
Broadway, Little Rock, Ark.

POSITION wanted-First-class watch-
maker and plain engraver; own tools;

New York State preferred; state salary.
Chas. Doolittle, 68 Catherine Street,
Hornell, N. Y.

POSITION wanted by watchmaker, en-
graver and jewelry repairer. "G 488,"

care Keystone.

SITUATIONS WANTED

SITUATION wanted as watchmaker and
engraver; four years' exp.; good work-

man. "P 441," care Keystone.

YOUNG man, watchmaker, plain engraver;
steady, reliable; five years' exp.; wishes

position in Ohio or Indiana about July ist.
R. W. Essig, Kent, Ohio.

BY young watchmaker, plain engraver, op-
tician, 2% years' exp.; refs. L. D.

Douglas, De Witt, Iowa.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER WORD

WANTED-Good watchmaker, engraver
and optician for Alaska; $200 a month;

none but first-class man need apply. "M
308," care Keystone.

WANTED-Watch, clock and jewelry re-
pairer; not necessary to engrave; young

man preferred. DuFeu & Co., Demopolis,
Ala.

YOUNG man, watchmaker, engraver;
must be pleasant, sober and reliable; a

permanent position for the right man.
A. C. Baker, Marathon, N. Y.

WANTED-Sober, capable watchmaker;
permanent position, good salary to right

man. Hess & Culbertson Jewelry Co.,
Seventh and St. Charles, St. Louis, Mo.

itiRST-CLASS watchmaker, jeweler and
engraver; state salary, etc., first letter.

M. H. Wilson, Monticello, Fla.

WATCHMAKER and engraver; state
wages and send sample of engraving.

C. W. Keeler, Binghamton, N. y. 

WANTED-Bright young man with some
experience at watch work and general

store work; plain engraver preferred;
steady position; good chance to finish trade.
Clark & Conklin, Cazenovia, N. Y.

WANTED-Watchmaker, jeweler and en-
graver; single man with refs.; state sal-

ary expected. F. L. Lampman, Mackinac
Island, Mich.

WANTED-One agent in every State of
the Union to sell to jewelers an adver-

tising novelty. State in your first letter
your refs., exp., how many jewelers you
visit in your territory, and if you could
see them all within three months. "L
456," care Keystone.

FOREMAN in silverplated-ware factory-
a man who thoroughly understands his

business; one that has held the position as
foreman before; state age, where previously
employed; give full particulars. Address
"Manufacturer," Room r 102, 9 Maiden
Lane, New York.

WATCHMAKER, engraver and optician.
"S 468," care Keystone.

YOUNG man desirous of learning the
jewelry trade; first-class ref. required;

state age, exp., if any, and salary expected.
A. E. Anderson, Broken Bow, Nebr.

RELIABLE watchmaker, jeweler and en-
graver; one willing to start at a fair

salary and increase with a new store in
good center. V. E. Willis, Lorain, Ohio.

A GOOD and well-recommended watch-
maker, who knows all about the retail

trade; married man preferred; must have
some money saved to take an interest in a
good store; owner wishes to retire in a
few years; located within twenty miles of
New York. "R 487," care Keystone.

WANTED-First-class manufacturing jew-
eler and jobber to work in one of the

largest and best equipped trade shops in
the South. Address George Gemming &
Son, 3045/2 Main Street, Houston, Texas.

WANTED - Young man to finish trade,
$9.00 a week to start with ; chance to

advance to permanent position. Give age,
reference and experience. Joseph Cher°,
Iron River, Mich.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

WANTED-Jeweler agents for engraved
wedding invitations, announcements, vis-

iting and business cards, embossed business,
society, fraternity and sorority stationery;
complete sample outfit with full instructions
free to those who mean business; best qual-
ity of work, prompt service, reasonable
prices and liberal commission. Stafford
Engraving Co., Indianapolis, Ind.

ELECTRIC polishing motor, mo volt, 6o
cycle, alternating. Lindsey, Jeweler, As-

toria, Oregon.

WANTED-Second-hand ship's chronom-
eter; must be in good condition and

cheap. Julius H. Crane & Co., Chariton,
Iowa.
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WANTED

WANTED-To buy established jewelry
business or a new location in some good

thriving town. Frank W. Phillips, Cone-
wango Valley, N. Y. 

SAFE, regulator, bench, flat and ring rolls,
Sam's blowpipe, watch sign, show and

wall cases, etc.; must be in first-class con.
dition, subject to examination. Fred Goss,
Abbeville, La.
WANTED to buy good jewelry store in a
good, live country town; if store is big

may buy half interest now and buy the
rest later. F. Feraud, Madison, Ill.

WANTED-A good money-making store in
Illinois or the Southwest. Frank T.

McKee, Arthur, Ill.

WILL pay cash for complete set of watch-
maker's tools; must be in good shape and

a bargain. L. P. Ross, Pittsburg, Texas.

MOTOR for direct current, 220 volts,
about one-eighth horsepower. Farley

Jewelry Co., Lake City, Iowa.

FOR SALE
UNDER TII/S II EADI NG THREE CENTS PER WORD

Stores, Stocks and Businesses

ONLY JEWELRY and optical store in
lively town of r000 ; a fine resort town;

rent $12 per month all repairing one man
can handle; two railroads; stock and fix-
tures invoice $3200; will sell for $2500
cash. A chance to make money for hustler.
Don't write unless you mean business and
have the cash. Poor health and eyes fail-
ing reason for selling. A. P. Kniebes,
Coloma, Mich.

OLD-ESTABLISHED jewelry and optical
business in Michigan county seat, manu-

facturing town 2500, surrounded by rich
agricultural district ; stock will invoice
$7000; can reduce to $5000. This stock has
paid from 20 per cent to 33 1/3 per cent
over all expenses for years. Ill health.
Address "S 376," care Keystone.

STOCK, fixtures and good will of the best
paying jewelry and optical business in

city of 18,000 population, located no miles
from Denver; largest stock and best stand;
last year's sales over $22,000; stock in-
voices $15,000 ; will reQuire $8000 cash,
balance terms to suit; finest climate for
pulmonary trouble in the world. "N 382,"
care Keystone.

PAYING jewelry business. Pacific Coast,
near San Francisco; finest climate; with

or without stock; $ 000 up. Address "S
424," care Keystone.

ONE-HALF interest in jewelry and op-
tical business; manufacturing city in oil

belt of Ohio; all two good workmen can
do; stock small. "T 432," care Keystone.

GOOD opportunity, southwestern Oregon,
jeweler and optician; fixtures and part

of stock about $3000 ; cash deal; good
climate and rich farming country; good
reasons for selling. "S 443," care Key-
stone.

ONLY jewelry store in manufacturing
village of 3500; established 29 years;

reason for selling, ill health. S. A. Sim-
mons, Wappingers Falls, Dutchess County,
N. Y.

GOOD-PAYING jewelry business in best
town in Illinois; population 20,000; in-

voice about $2300; very poor health reason
for saing; fine opportunity for good
watchmaker; particulars on request. E.
Haeni, Freeport, Ill.

OPTOMETRIST and watchmaker-optical
and jewelry business for sale; good

Maine town 2500; stock and fixtures in-
voice $285o, will reduce to suit buyer;
small expenses; good location; sickness.
"P 437," care Keystone.

JEWELRY stock and fixtures, all new and
up to date; in Nebraska, county seat

town of 2500 population; best location and
leading jeweler in town; only optician, one
other jeweler; stock invoices about Usoo;
good discount for cash; must sell at once,
so do not write unless you mean business
and have cash. "S 436, care Keystone.

GOOD-PAYING jewelry and optical busi-
ness, located in a good Illinois town of

$1000; three other small towns to draw
from; invoice $2500, can reduce to suit;
best of reasons for selling; it will pay you
to look this up. "C 435," care Keystone.

JEWELRY-Plenty money here; so years
established, no opposition; $25oo re-

quired; terms to suit; population isoo, two
railroads. C. C. Bowers, Okeene, Okla.

JEWELRY STORE, old established, with
good reputation; good run bench work;

needs new and younger blood. County-
seat town, one of the prettiest in Ohio.
About one thousand dollars will do the
trick. No post-card correspondence. Low
rent, good location, good stock, material,
tools, etc. "C 489," care Keystone.

(Continued on page 1030)
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(Continued from page 1029)

JEWELRY business in a town of 32,0o0
population in eastern Pennsylvania; es-

tablished 14 years; on main street; stock
not very large at present; fine opportunity
for quick buyer; rent $5o; best reasons
for selling. "J 433," care Keystone.

WE have a customer in a good western
mining town who has to change his loca-

tion on account of sickness; business mak-
ing money and prosperous; will require
$1300o to handle it. For further informa-
tion address "W 444," care Keystone.

RETIRING from business; an entire
jewelry stock for sale, consisting of

$5o,000 worth of diamonds, watches, jew-
elry, etc.; no reasonable offer refused;
large Seth Thomas street clock, surrounded
by electric lights, jeweler's Hall's safe,
with an extra large vault for diamonds;
a hundred jeweler's trays to be sold less
than the cost of material. N. S. Brann,
231 Eighth Ave., New York.

RARE opportunity to buy rapidly increas-
ing jewelry business at 85 cents on dol-

lar; fine opening for good optician; healthy
climate; don't write unless you have Woo
and mean business. Box 296, Rocky Ford,
Colo.

FORTY-FIVE years established jewelry
business in southern Minnesota; popu-

lation 6000; stock and fixtures $4000;
death of proprietor reason for selling; rent
reasonable; good field for first-class watch-
maker. "F 482," care Keystone 2 

ACCOUNT of partner retiring,- partner's
interest or all of first-class, clean, up-to-

date jewelry store; large Ohio city; invoice
about $20,000; railroad inspection; fine lo-
cation; excellent opening for high-grade
watchmaker with cash. "L 484," care
Keystone.

WELL-ESTABLISHED jewelry business
in central New England, for about

$15,000. "T 483," care Keystone. 

JEWELRY and optical business in hustling
town of 4000 in northern Pennsylvania;

about $500o will buy it; best of reasons
for selling; if you mean business write
"D 446," care Keystone.

ESTABLISHED jewelry store for sale;
population 15,30; no other workman here;

$800 to $950. Box 143, Kewanna, Ind.

WELL-PAYING jewelry and optical busi-
ness in Colorado railroad town 1200

population; have watch inspection for rail-
road twenty miles from big city; cheap
rent; cause of selling, ill health; will sell
for invoice; invoice about $1250. Address
A. Herman, Brighton, Colo.

ESTABLISHED jewelry and optical busi-
ness, town about 2500; invoices $2250; 

isplendid climate for delicate lungs; n
formation on request. "S 454," care Key-
stone.

SEATTLE-Established twelve years and
paying a net profit of $6000 to $8000 a

year! no dead stock-we carry no goods
more than four or five months; we turn
our stock three times a year; this is one
of the best big things every offered; $12,000
will buy it and I will guarantee that busi-
ness will continue the same, or even better,
as we are among the skyscrapers and the
city is growing fast; climate, summer all
year; this city is the New York of the
Pacific Coast; I am retiring from business;
if you want a really paying business, with
no possible chance of losing, but paying
every day, look into this. Mr. Harry,
Lincoln Hotel, Seattle.
JEWELRY and optical store in coal-mining

town, population 2300, pay-roll $40,000
every two weeks; town three years old; no
competition to speak of; $5500 will handle
proposition; two railroads. "P 459," care
Keystone.
JEWELRY and optical store in Dixon, Ill.;

invoice about $i000; only two other stores;
good reason for selling; if sold at once;
have other business. Address H. C. Dixon,
221 First Street, Dixon, Ill.

WANTED-Partner with Pam or $2000
to put into a $5000 jewelry business,

taking active charge and half ownership;
a great opportunity. Address Box 364,
.Atlanta, Ga.
A RARE opportunity-Well established

jewelry and optical business, located in
northwestern Ohio, in a rich agricultural
and oil district; the leading store, located
next to Postoffice; last year's business
$6000-Woo in month of December; re-
pair work averages $125 per month; other
business reason for selling; invoice $5600,
can reduce to suit purchaser; rent very
reasonable. "B 477, care Keystone.

ONLY jeweler, town 4000, railroad inspec-
tors; invoice $2500. Box 405, Corbin,

FOR SALE

Stores, Stocks and Businesses

ONLY jewelry and optical store in one
of the best towns in Wyoming; county

seat; invoice about $5000; for quick sale
for cash will give liberal discount. Ad-
dress Lock Box 504, Gillette, Wyoming.

JEWELRY and music business located in
town of 1500 to z000 inhabitants in best

farming country in Colorado; altitude 4000
feet; nearest competition i8 miles; only
jewelry or music store in town; will give
reasons for selling; price $3000; don't
write unless you have it or its equivalent.
"M 431," care Keystone.

JEWELRY and optical business in Ne-
braska; about $2000 required. For fur-

ther particulars, 'L 438,' care Keystone.

ONLY jewelry store In town of 1200, that
has increased over 300 per cent since

xgoo; new stock and fixtures. R. E. Bor-
oughs, Boaz, Ala.

WELL-ESTABLISHED jewelry and op-
tical business, prosperous Iowa county

seat town, with rich farming country sur-
rounding; established since 1880; will in-
voice about $7000; clean stock, will bear
close investigation. "C 478, care Keystone.

GOOD, clean stock, county seat town
eastern Iowa, at invoice value. E. S.

Stone, Anamosa, Iowa.

ONLY jewelry store in western manufac-
turing town of 8000; will sell on account

leaving; price $isoo. "R 475,". care Key-
stone.

STOCK '•,,f silverware and cases, not over
$1000; purchaser can rent half of my

fine art store; exceptiohal opportunity for
jewelry and optical business; will bear in-
vestigation. R. S. Kauffman, Wilkes-Barre,
Pa.
JEWELRY store and fixtures, will invoice
about $12,000; in the heart of business

district; can reduce stock; also a good
location to have a pawnshop in connection;
lease runs two years and a half; rent $15o
a month, which is cheap for the location;
reason, retiring from business. A good
opportunity; don't miss this. A. J. Wild,
205 North Seventh Street, St. Louis, Mo.
OLD-ESTABLISHED jewelry store, town
of moo population in northeast Missouri;

no opposition closer than zo miles; doing
a business that will bear the closest investi-
gation; fixtures invoice $800, stock invoices
about $2000, can reduce; have other busi-
ness, reason for selling. This is a real,
live proposition for someone wanting a
paying business; no old stock of any kind;
want invoice price, only cash considered.
"H 471," care Keystone._ _
ONLY jewelry store in live growing manu-

facturing village of 14o0; county seat;
several cutlery factories, all running full
force and full time; high altitude, good
churches and school; on railroad and
trolley line; stock and fixtures invoice
about $2500; all clean and up to date; store
well located, rent reasonable; will sell at
invoice; good reasons for selling. This
proposition will stand closest investigation.
Write M. W. Hill, Little Valley, N. Y. 

PROSPEROUS modern jewelry and mil-
linery stock, fixtures, store and residence

in Iowa, about $8o0o; $3000 cash or se-
curity, balance easy terms. "M 464," care
Keystone.
$800 SECURES beautifully furnished

store, Main street, city half million; two
burglar safes, nine mahogany floor cases,
bog oak and cherry wall fixtures; estab-
lished twenty-four years, in finest residence
section; stock of jewelry, cut glass, silver,
fine stationery, leather goods and pictures.
"W 457," care Keystone.
BARGAIN-Paying jewelry-optical busi-

ness in Iowa; good location; death of
owner. Write at once, "E 469," care Key-
stone.
JEWELRY store in good location in Phila-

delphia; stock and fixtures invoice $2500;
failing health compels selling. "B 466,"
care Keystone.

DESIRE to retire from a thirty-year es-
tablished diamond, jewelry, watch, clock

and optical business, located in the heart
of the business center in the city of Newark,
N. J.; sales during past ten years averaged
$5o,000 per annum; repairs cover all run-
ning expenses; invoice of up-to-date, clean
stock about $20,000; so per cent cash, bal-
ance in annual payments; ten-year lease;
a rare opportunity for an energetic and
live man. "B 467," care Keystone.

IN ONE of the best parts of Montana,
jewelry, stationery, magazines, etc.;

farming community; invoice $2500; low
rent; good run of repair work; am going
to  the coast. B. G. Hough, Belgrade, Mont.

GOOD location for jeweler and druggist
In Iowa; about $3000 cash required.

"M 465," care Keystone.

FOR SALE
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JEWELRY business. For particulars ad-
dress G. S. Butterfield, Sault Ste. Marie,

Ont.
FIRST-CLASS jewelry store in one of the

best manufacturing towns in northern
Ohio, population 3500; stock and fixtures
clean and new, will invoice between $4500
and $5000; store is a money maker, as the
business done will show; on account of
the owner's health we are offering this
store for sale. The Bowler & Burdick Co.,
Cleveland, Ohio.
ONE of the neatest up-to-date jewelry, op-

tical and novelty stores in Mississippi;
stock and fixtures real new, invoice about
$3000; best location, county seat, 4000
population; large store with two plate show
windows and four rooms; new building,
reasonable rent; give long lease or can buy
the building; established eighteen years in
this town; healthy place; summer and
winter resort; in summer for four months,
4000-6000 strangers steady; reason for sell-
ing, sickness and old age. Address Box 3,
Bay St. Louis, Miss.
NEW, up-to-date, six-room house, large
corner lot, 75 feet front, 157 feet deep,

good well; jewelry repair business good,
runs from $zoo to $15o per month; county
seat, nice little town of 150o; no othei
first-class workman; failing health reason
for selling. C. A. Sloan, Ozark, Ark. 
ONLY jewelry store in southern town of
s000; stock and fixtures about $3000;

watch repair over $100 per month; splendid
chance. "C 445," care Keystone.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

SEND twenty-five cents and we will mail
you piece of petrified wood from the

"Bad Lands" of South Dakota. Horr
Bros., Lemmon, S. Dak. 
FULL set of jeweler's tools, new, for sale

at reasonable price; closing on account
of sickness. Chas. W. Bechtel, 115 East
Main Street, Galion, Ohio.
COMPLETE second-hand jeweler's store

fixtures outfit; very good condition; same
was received in exchange for a new outfit.
Full particulars address The Cleveland
Store Fixture Co., 4059 St. Clair Avenue,
Cleveland, Ohio. 
EIGHT-DAY chronometer, $too; two 2-day

chronometers, $6o, $75; zoo pairs spec-
tacle and eyeglass frames, tempered steel,
$5; two II x 14, nine compartment spec-
tacle cases, leather-covered, plush-lined, $2;
trial frame, all adjustments, $2.50; oph-
thalmoscope, 29 plus and minus lenses,
leather case, $2; ophthalmoscope in case,
$1; microscope, four objectives, similar to
1407 Hardy & Co., $4. Want good pocket
chronometer with or without gold case.
Strickler, 1311 East Fifty-seventh Street,
Chicago. 
ONE umbrella case, • 8% feet long, 18

inches wide; 234 compartments for um-
brellas, three oval bent glass raising doors,
golden oak; cost $36.00 F. 0. B. Cincin-
nati; good as new; first check for $15.00
gets it. W. A. Wright, Shawnee, Okla. 
OPPORTUNITY-I will sell outright for

lack of capital my U. S. Patent No. 989,-
571 on automatic ring tray; this is a win-
ner for live party. W. B. Dahl, 2409
Central, Minneapolis, Minn.
NEW watchmaker's roll-top bench and

lathe complete, with full set of tools;
will sell business and all for $100. Orville
Collins, Fort Ann, N. Y.
BARNES screw-cutting lathe, Francis en-
graving machine; a bargain. L. C.

Louther, Burnsville, W. Va. 
GENEVA LATHE and 19 chucks; Cul-
man balance chuck, face plate and jewel

seat cutter complete, $25.00. Address
Ditter, care Henry Paulson & Co., 37 S.
Wabash Ave., Chicago.
NEW lathes, chucks, cutters, attachments,
indexing. engines, plates, pointers, idlers,

laps, fine jewels, gears and tools to order;
bargain prices. Ferd Freistadter, Waltham,
Mass.
CHEAP-Two wall cases, one with mirror
back and adjustable glass shelves, suit-

able for cut glass. F. Sauter, 2713 Girard
Avenue, Phila.
FOR SALE-Box chronometer. "L 452,"

care Keystone.

TRAVELING trial case for sale cheap;
also fifty-two jewelry cuts with ads; good

opening for jeweler and optician. Write
for particulars. Geo. Knebel, Platteville,
Wis.

JEWELER'S safe, used eight months; also
watch sign. C. A. Crane, Ludington,

Mich.

FOR SALE

Miscellaneous Merchandise and
Equipment

MOSELEY No. a lathe, twenty-four
chucks; also full set watchmaker's tools,

nearly new; will sell altogether or sep-
arately; write for list and prices. Oscar
Erickson, Burlington, Iowa.
GENEVA retinoscope and leather case for
$30, cost $8o; Covelle test cabinet for

$6.00, cost $12. C. Barnes, Gowanda,
N. Y.
so CENTS-6 by /2 electric cases; money

with order. Broadbent? 4 South Forty-
second Street, Philadelphia.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

EXCHANGE-What have you to exchange
for a good piece of unimproved real es-

tate in suburb of large Eastern city? At
local prices worth (wholesale) close to $10,-
000; good investment, as town offers good
opening for jewelry and repair man; will
consider only good deals; wholesale agency,
specialty manufacturing or well located re-
tail or merchandise of value ,• no fakirs.
What have you? Box zoo, Moorestown,
N. J.
STARK No. 2 lathe, ten chucks, for

Francis engraving machine. Wm. Merrill,
Washington, N. J. 
WANTED-A jewelry store in good loca-

tion in exchange for unimproved New
York City property valued at $6500; also
have for sale Bohemian garnet jewelry.
Address "Jeweler," 1843 Center Avenue,
Chicago.
FOR SALE-$400o worth of real estate,

three houses, to trade for jewelry or
loan business; two houses furnished; al-
ways rented; must have some cash. For
particulars address Fred Pell, Sr., Douglas,
Arizona.
SIXTY-FIVE dollar traveling trial case

for ship chronometer. W. Baird, Yuma,
Arizona.
FIFTY white river pearls, from x 341 gr.
down, to exchange for diamond. G. W.

Kennan, jeweler and optician, Springdale,
Ark.
WILL exchange good two-story stone busi-

ness house and two cottages in coming
Texas town for stock of jewelry, diamonds
and watches. "J 485," care Keystone.

HAVE complete stock jewelry, about $1200,
about twenty good watches; sell cheap or

take automobile part payment or anything
can turn into money. Address 440 St.
Clair Street, Toledo, Ohio., Arcade Bldg. 

NEW stock goods in optical goods, silver-
plated hollowware, sterling novelties,

band and orchestra stringed musical instru-
ments; two fine regulators, watch bench
and foot wheel, umbrella glass case, ring
stretchers, etc.; for cash or will exchange
for new watches, diamonds and rings.
"P 449," care Keystone.
FOUR desirable Seattle view lots, $1000
each; want jewelry and watches or

small business. Fred Winter, Hoquiam,
Wash.
FOR SALE or trade for a good, well-lo-

cated farm, jewelry and optical business
in one of the best towns in north central
Kansas; stock and fixtures will invoice
about $5000; no competition, good busi-
ness; will pay to investigate. C. G.
Thomas, Waterville, Kans.
fttR SALE or trade for farm land,

jewelry and optical business in growing
town of moo in famous Yakima Valley,
Washington; good reasons for selling;
stock and fixtures $3000; must sell at
once; give description of property for
trade in first letter. "B 448," care Key-
stone.
TWENTIETH Century engraving machine,
new, to exchange for a high-grade trial

case. Box 128, Burlington, Colo.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

COMPLETE finished escapement models in
running order, $15. The best window

attraction for jewelers. For particulars
write the St. Louis Watchmaking School,
St. Louis, Mo.
MYSTERIOUS clock, very effective win-
dow attraction, for rent, $1.50 per

month; one way prepaid. Hugo Alb. Wolff,
343 Arcade, Cleveland, Ohio. 
$10.00 REWARD for the return of 18 size

Boss case, No. 344006, 25 year, hunting,
box joint, Rockford movement No. 23686,
17 jewelc, gilt. S. J. Brawley, Lander,
Wyo.

HAVE yol any grandfather's clocks, Old
English tracket or mantel clocks, or Wil-

lard or Banjo wall clocks for sale? Write
to the Old Clock Shop, Albert Karg, 469
Fourth Avenue, New York City.

SPECIAL NOTICES

FOR RENT in Borough of Kennett
Square, Chester Co., Pa., a store room

suitable for a jeweler; one of the best
openings in the State; population 2000.

For particulars apply to H. T. Hurford,
Kennett Square, Pa.

MONEY loaned to jewelers in any amount;
strictly confidential; write for informa-

tion; bank refs. The Collateral Loan and
Banking Co., 647 Euclid Avenue, Cleve-
land, Ohio.

HIGHEST cash prices paid for diamonds
and watches; immediate returns made;

bank refs. given. M. Iralson, Masonic
Temple, Chicago, Ill.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

WANTED-Everyone desirous of improv-
ing themselves in watch work, jewelry

work and engraving to add: ess Bradley
Polytechnic Institute, Peoria, Ill., for one
of their latest catalogues. A postal card
will get it. See ad on page 1012.

WE make a specialty of changing old an-
tique watch cases to stem wind. Some-

thing that has been refused by others.
Have had 40 years' exp. and can guarantee
satisfaction. N. J. Felix & Sons, 45
Maiden Lane, New York. 

ELGIN Horological School, the oldest and
most practical school for watchmakers.

Send for catalogue to Elgin Horological
School, Elgin, Ill. 

NOTICE-I have removed from 727 San-
som Street to 807 Sansom Street, Phila-

delphia, where I will continue to buy all
kinds of gold and silver; also refine all
kinds of jewelers' waste containing gold or
silver. Send by mail or express and re-
ceive prompt attention. J. L. Clarke, es-
tablished 187o.
NEW hairsprings, balance truing, watch
jeweling; work from all parts of United

States returned same day received; write
for special price list. Anne & Kleinlein,
Ellastone Building, Cleveland, Ohio.

WATCHMAKERS, jewelers, opticians and
salesmen can easily command better sal-

aries. See adv., page 1026. The Collett
School of Engraving.

WATCH repairing for the trade. Mr.
Jeweler, don't get the bench habit; better

get the custolber habit; send us your extra
work. J. E. Frantz, Leader Building,
Room 7, Davenport, Iowa. 

METAL DIALS-All kinds of metal watch
and small clock dials cleaned, replated

and repainted. Also special metal dials
made to order. Promptness and satisfac-
tion guaranteed. Ralph A. Doe, 32 Howard
Street, Waltham, Mass. 

NEWWASH makes your old jewelry look
like new; you can make this yourself;

send 5o cents for formula. Herbst,
Jeweler, Sparta, Wis.

FOR-SALE-Greeting cards, engraved
steel die stamped birthdays, congratula-

tions, Hallow'en, Thanksgiving, Holly and
Poinsettia; Christmas cards, each with an
envelope; jewelers will be pleased with the
demand for them; display frame free with
$x8 assortment; samples on request. South-
worth's, Bridgeport, Conn.

I WILL buy your diamonds and watches
and pay you liberal spot cash; money by

return mail. M. 'raison, Masonic Temple,
Chicago. 
'CASH paid for all kinds of boxes in which

watch movements are sold; all sizes of
new or second-hand watches (including
$1.00 watches) watch glasses, watch cases,
movements, materials, Chronographs, clocks
(including alarm clocks) plush ring and
nested boxes, etc. Send list of what you
have. Yours for Business, John Remillard,
Carrier 40, Springfield, Mass. 

THE -Omaha Watch Repairing, Engraving
and Optical Institute offers dependable,

up-to-date instructions. It means success
to you to graduate from our college-a col-
lege with a reputation. Come and investi-
gate. We court investigation. We give
every student who takes up a course with
us all necessary instructions to conduct a
business for themselves if so minded. All
work conducted under the supervision of
high-grade instructors. Learn the right
way; investigate now and get into a profit-
able profession. There are other schools
of this kind, but you can get no better in-
structions anywhere than in this one.
Students now attending this school have
been in three others before coming here to
finish. Our students' success is our great-
est recommendation. Write for informa-
tion. Tarbox and Gordon.

Repairing
For the Trade
of Complicated and Ordinary

Watches, W heel and Pinion Cut-
ting, Demagnetizing, etc., care-
fully and promptly done by an

expert. A. JETTE
Established 1899 Lancaster, Pa.

HORACE J. SMITH
WATCH REPAIRING

FOR THE TRADE

416 Des Moines Life Building
DES MOINES, IOWA

Our new CATALOGUE is a work

of art. Have you asked for one?

IT'S FREE. Interesting
and valuable to you

The REES School, Rochester, N.Y.

COOPER CEL, SON
713 Sansom St. Philadelphia

WATCH REPAIRING FOR THE TRADE
SKILLFUL WORKMEN

ACCURATE AND PROMPT WORK

Send Trial Package

, WATCH R E PAI R IN G-
TH E KIND YOU CAN CALL YOUR OWN

WINSLOW,KRAUSE & CO.
1.1/.,EJN1. f INPLIK

LEARN
'JEWELERS
ENGRAVING
"The School that Graduates Experts"
A fascinating trade that pays big salaries,
easily learned, taught thoroughly and prac-
tically by correspondence. We will teach
the beginner better engraving than he can
gain in years of rigid apprenticeship. We
will improve the skill of any engraver and
make him master of the trade. The demand
for competent engravers far exceeds the
supply. Send for handsome illustrated
prospectus, mailed free.

PAGE-DAVIS SCHOOL
Suite 10, Page Bldg. CHICAGO

Fine Repairs
for the Trade

f) MR RETAIL JEWELER

DO YOU WANT
SELLERS

The Un-Common Sort
at Manufacturers Prices

IF SO CALL OR WRITE

M.J. AV ER BECK
Manufacturer Importer

r. 10-12 Maiden Lane_ N . City e

Importer of
Split Second and
Scarce Material

Charles Reiss, Maiden-  New York
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My method sells stocks at profit, raises money
quick, and builds future business

WALLACE JEWELRY CO.

St. Catharines, Ont.

JOHN A. STAPF & SON
Dunkirk, N. Y.

JOHN C. PIER1K
Springfield, Ill.

HENRY WELF CO.
Cleveland, 0.

"BILLY" NOONEY
Diamond an Jewelry Auctioneer

TWENTY YEARS' EXPERIENCE

GEO. F. BLAKESLEE
Los Angeles, Cal.

UHRIG JEWELRY CO.
Gallipolis, 0.

Last sale, $150,000.00
F. M. REICHE
Los Angeles, Cal.

Terms Reasonable
Cash for Stocks

HAND ME YOUR SALES AND

I WILL GET YOU THE MONEY

A FEW OF MY LATEST
SALES

John H. Schwegler
Detroit, Mich.

T. S. Westmyer
Wheeling, W. Va.

J. Postley
Toledo, Ohio

J. C. Irving
Indiana, Pa.

Bonfield Jewelry Co.
Detroit, Mich.

Roy P. Churchill
Elizabethtown, Ky.

W. A. Watt
Barnesville, Ohio

Now Selling Out Mr.
C. W. Byerly
Greensburg, Pa.

Telegrams and Long Distance

Union 136, Ithaca, Mich. 39 Cherry St., Detroit, Mich.

The Em.thorrh

How can a jeweler expect to make the profit that he should

when he does his Engraving by hand?

How can he afford to use his time doing this work, which is

seldom charged for, and leave money-producing work undone?

How can he afford to send it away to be done, pay the charges

both ways and the cost of the Engraving?

How can he take the risk of a delayed execution of the order

and the consequent delay in delivery of the customer's purchase,

with its attendant dissatisfaction?

How can you afford to be without the New Century
Engraving Machine which plugs up the free engraving
leak and does work both satisfactorily and at next to no cost?

And so quickly that there are no delays for the customer?

Send us a postal request for our catalogue and easy terms.

Write now.

(LA Glover ompany, Sayre, Pa.

YOWSIMMIe 

We Want Your Business
We know that you are too smart a business man to give it to us unless we give you
inducements. We are prepared to give you better goods for the same money or
the same goods for less money. For proof of this, give us a trial.

in Price IMPROVED "ILIKIT 7/ SANITARY ORSHELL GUARDS
Another Reduction

In ( ;old and Gold Filled Mountings and With Rim or Frames.

SPECIAL oFFEIL-One sample so of gold-filled 12 " Ilikit" mountings, etched on
lenses, in neat velvet-lined case for lilting, tr,,50 net. Per. Doz. Per Ir.
Gold 1. died Rimless 1 10-12 h. . . . . . .  $ 0.60 $ .60
Gold Filled 12 K. 1 10 ILIK IT Shell Guards   6.60 .00
A LENIN() ILIKIT Sanitary Guards   4.00 .45
Gold Filled Rimless 1,30-12 K.  
Solid 10 K. Gold, Rimless   1 5.00 1.40

When one dozen or more are purchased at one time we allow 10 per cent. oft for cash.
Reisner's Inuit...v.4i Lens Measure at   N,t, S3.00 each

Don't Buy a Trial Case Until You See the

AUDEMAIR 10 PeriCoretliscount

Send for Our Complete Catalogue of Other Styles

THE ACME OF PERFECTION, FROM $10 to $89

Over Twelve Thousand (12,000) Satisfied Owners of
the Audemair Prove our Claim for the World Renowned
Trial Case.
For office, in Oak and Leather, also Traveling, with
divisions for Stock and Lenses, we offer a Trial Case
known as the Special. See descriptions and contents.

AUDEMAIR $10.00 to
$89.00

Special discount of 10% unless otherwise stated.
Send for our Complete Catalogue of Other Styles.

They Say "NONE BETTER MADE."

Lenses in Alumna test rings, 1% inches in diameter.
Convex Polished. Concave Gold Plated.
No. 1052. Trial Case, oak or traveling, $60.00
List. Contents; 35 pairs each Convex and Con-
cave Spheres ; 20 pairs each Convex and Con-
cave Cylinders; 10 Prisms; 12 Discs and Lenses.
No. 1941. Three-Cell and No. 942 Trial Frames.

SPECIAL If you order soon we will furnish you a fine Zylonite Shell Large bound bye Spectacle,
straight or half-riding bow, for $7.50 a dozen Net, and the same in Eyeglass, from $8 to

$12, according to the style. SPECIAL REDUCTION in Polished Aluminum Spectacle and Eyeglass Cases.

INTERCHANGEABLE EXTRA WHITE
Per dozen.

lot Qual. 2d Quid.
Double Convex, 1 eye . . $ .91 $ .77
Periscopic Convex, 1 eye, 1.2 7 .91
Periscopic Convex, 0 eye, 1.3:1 1.00
Periscopic Convex, 00 eye, 1.47 1.12

SKELETON OR RIMLESS

Periscopic Convex, 21 Quality.

0 Eye f 2-hole. 3-hole. 4-hole.
00 Eye I $1.1 9 $ 1.20 $1.33 per dozen

Cemented Bifocals, lot Quality,
" Interchangeable."

1 Eye, 0 Eye, 0'1 Eye,
$3.00 $3.10 $3.25 per dozen

All prices quoted on lenses front 0.12 to 4.25.
Periscopic Convex, lot Quality. Usual advance on strong numbers.

0 Eye (2-hole. 3-hole. 4-hole. Where not otherwise stated, we will allow

00 Eve 1 $1.54 $1.61 $1.85 per doz. cosh liketIIIII i 10 per cent.

.1 Gold 
Work. Kryptoks and Stevens Quality, 6 % Cash Only : Agents for Stevens & Co., Inc.,

Gold Filled Goods at Factory Prices.

GOLD FILLED
SPECTACLES

No. 1, 0, 00 Eye

Made by the IMPROVED

METHOD

EXTRA FINISH

WELL l'EMPERED

HIGH LV LESTERED

V5525. 12 K., 1-10 Frames, Velvet 'rip Cable Temples
5524. 12 K., 1-10 Riding Bow . . Frames  
5525. 12 K., 1-10 Riding Bow Cable "
1564. 10 K., 1-10 Riding Bow
1565. 10 K., 1-10 Riding Bow Cable "
5354. 10 K., 1-30 Riding Bow
5355. 10 K., 1-30 Riding Bow Cable "

QUALITY GUARANTEED, same as BILLED 

Gold and Gold Filled Riding Bow Mountings l'er doz.
1194 10 K., Gold, Riding Bow Mountings   . . S21.75

F5594 1-10 12 K., Riding Bow Mountings   95.60; Cable, 6.75
1,594 1-10 10 K., Riding Bow Mountings   5.40; cable, 0.60
5194 1-30 10 K.. Riding Bow Mountings  4.20; Calde, 5.20

  ler dozen, $7.50
5.60

it It 7.00
It II 5.40
II it 6.60
It II 4.25

Ig 5.40

SPENCER OPTICAL COMPANY 5-7 Maiden Lane,
(Near liroatl ay 1 NEW YORK

NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING MANUFACTURING AND IMPORTING OPTICIANS
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John H. Schwegler
Detroit, Mich.

T. S. Westmyer
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J. Postley
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J. C. Irving
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The

How can a jeweler expect to make the profit that he should

when he does his Engraving by hand?

How can he afford to use his time doing this work, which is

seldom charged for, and leave money-producing work undone?

How can he afford to send it away to be done, pay the charges

both ways and the cost of the Engraving?

How can he take the risk of a delayed execution of the order

and the consequent delay in delivery of the customer's purchase,

with its attendant dissatisfaction?

How can you afford to be without the New Century
Engraving Machine which plugs up the free engraving
leak and does work both satisfactorily and at next to no cost?

And so quickly that there are no delays for the customer?

Send us a postal request for our catalogue and easy terms.

Write now.

econ Glover Company, Sayre, Pa.

We Want Your Business
We know that you are too smart a business man to give it to us unless we give you
inducements. We are prepared to give you better goods for the same money or
the same goods for less money. For proof of this, give us a trial.

Another Reduction 
in Price IMPROVED "ILIKIT” SANITARY ORSHELL GUARDS

In Gold and Gold Filled Mountings and With Rim or Frames.

SPECIAL OFFE1t.-One sample set of gold-filled 12 " Ilikit" mountings, etched on
lenses, in neat velvet-lined case for fitting, $7.50 net. Per. Doz. l'er Pr.
Gold Filled !tintless 1'10-12 K.   $ 6.60 $ .60
Gold Filled 12 K. 1 10 1LI K IT Shell Guards   6.60 .60
ALUNINO mum Sanitary Guards   4.00 .45
Gold Filled Rimless 1 ,30-12 K.   5.00
Solid 10 K. Gold Rimless   15.00 1.40

When one dozen or more are purchased at one time we allow 10 per emit. ow for cash.
Reistier's Improved Lens Measure at   Net, 83.00 each

Don't Buy a Trial Case Until You See the

AUDEMAIR 10 Per iCorenehiscount

Send for Our Complete Catalogue of Other Styles
THE ACME OF PERFECTION, FROM $10 to $89
Over Twelve Thousand (12,000) Satisfied Owners of
the Audernair Prove our Claim for the World Renowned
Trial Case.
For office, in Oak and Leather, also Traveling, with
divisions for Stock and Lenses, we offer a Trial Case
known as the Special. See descriptions and contents.

AUDEMAIR $10.00 to
$89.00

Special discount of 10,,,6 unless otherwise stated.
S■•iid for our Complete Catalogue of Other Styles.

They Say "NONE BETTER MADE."
Lenses in Alumno test rings, 1 1 ,'," inches in diameter.
Convex Polished. Concave Gold Plated.
No. 1052. Trial Case, oak or traveling, $60.00
1.ist. Contents: 35 pairs each Convex and Con-
cave Spheres ; 20 pairs each Convex and Con-
cave Cylinders; 10 Prisms; 12 Discs and Lenses.
No. 1941. Three-Cell and No. 942 Trial Frames.

SPECIAL If you order soon we will furnish you a fine Zylonite Shell Large Round Lye Spectacle,
straight or half-riding bow, for $7.50 a dozen Net, and the same in Eyeglass, from $8 to

$12, according to the style. SPECIAL REDUCTION in Polished Aluminum Spectacle and Eyeglass Cases.

INTERCHANGEABLE EXTRA WHITE
Per dozen.

lot Qua'. 2d (dual.
Double Convex, I eye . . $ .91 $ .77
Periscopic Convex, 1 eye, 9.27 .91
Periscopic Convex, 0 eye, 1.33 1.00
Periscopic Convex, 00 eye, 1.17 1.12

SKELETON OR RIMLESS
Periscopic Convex, 1st (duality.

0 Eye 52-hole. 3-hole. 4-hole.
00 Eye $1.54 $1.61 *1,08 per doz.

Periscopic Convex, 2d Quality.

0 Eye f 2-hole. 8-hole. 9-hole.
00 Eye .1 $1.19 $1.26 $1.33 per dozen

Cemented Bifocals, 1st Quality,
" Interchangeable."

1 Eye, 0 Eye, 03 Eye,
$3.00 $3.10 $3.25 per dozen

All prices quoted on lenses from 0.12 to 4.25.
Usual advance on strong MI ushers.
Where not otherwise stated, we will allow

cash iliseount 10 per cent.

it Work. Kryptoks and Stevens Quality, 6 Cash Only : Agents for Stevens & Co., Inc
Gold Filled Goods at Factory Prices.

GOLD FILLED
SPECTACLES

No. 1, 0, 00 Eye

Made by the IMPROVED

METHOD

EXTRA FINISH

WELL TEMPERED

HIGHLY LUSTERED

.
V5525. 12 K., 1-10 Frames,Velvet Tip Cable Temples   Per dozen, $7.50
5524. 12 K., 1-10 Riding Bow . . . Frames   64 

'• 5.60
5525. 12 K., 1-10 Riding Bow Cable "  ,, 44 7.00
1564. 10 K., 1-10 Riding Bow  64 64 5.40
F565. 10 K., 1-10 Riding Bow Cable "
5354. 10 K., 1-30 Riding Bow
5355, 10 K., 1-30 Riding Bow Cable "

QUALITY GUARANTEED, same as BILLED

Gold and Gold Filled Riding Bow Mountings Per doz.
1194 10 h., Gold, Riding Bow Mountings   . . 821.75

E5594 I-10 12 K., Riding Bow Mountings   85.60: Cable, 6.75
1594 1-10 10 K., Riding Bow Mountings   5,40 : Cable, 6.60
5194 1-30 10 K., Riding how Mountings  4.0 : cable. 5.20

44

64 .4‘4

14

6.60
4.25
5.40

SPENCER OPTICAL COMPANY, tNeaar
iideolinth, Lire, NEW YORK

NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING MANUFACTURING AND IMPORTING OPTICIANS
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he carries Community Silver or not,

will find information on pages follow-
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ONEIDA COMMUNITY, LTD.,
ONEIDA, N. Y.
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sk the Service Bureau
About Your Individual Sfiecific Watch. Refiairing Difficulties

THIS letter, which is one of many thousands,
clearly demonstrates what we mean by Personal Service rendered

by our Service Bureau.

DEAR SIR:—Replying to your several inquiries of the 27th ult.
— What is the proper test to discover magnetism in a ,watch?

The small toy compass, about one-third inch in diameter Is the handiest instrument
for the repairer's use for the purpose of detecting magnetism in watches. Place the
compass directly over the balance. allow it to rest on the cock dome. When the
b dance is in motion, the needle of the compass will oscillate in unison with the
balance, if the watch is magnetized. If not magnetized. the needle will not be disturbed
by the oscil'ations of the balance. A compass with long needle can be used to test
single pieces; if any piece of steel is polarized. the needle will repel one end and
attract the other: like repels like ; opposites attract. Any unmagnetized piece of
steel will attract either or both poles of compass.

Are Elgin balance a.vbeels poised with or without collect on ?
Elgin balances are poised without collect.

— I, it practical to poise hair spring, and how is it done?
There is a the.dy that hairsprings have a poising error in motion, which may be
overcome by attaching little V-shaped weights to the coils, but it is rather a fine
spun theory and of doubtful utility, also the errors are very difficult to determine,
What will seemingly cure the apparent evil in one hairspring, has no effect on another,

— Is a slkht pitting of balance or other endstones very detrimental to
a good rate in an adjusted watch P
A safe rule is to change all endstones which are pitted, but we have seen watches
with good rates where both endstones were pitted slightly. Better refinish or
change them.

5 — In -what particular way (except increase of friction) do badly pitted
endstones affect the watch ?
A badly pitted endstone usually charges the balance pivot, causing the pivot to cut,
in turn, the whole jewel, destroying the fork and roller adjustment and consequently
the conditions necessary to timekeeping.

6 — In what order do you adjust ?—i. e. which is the first and follow-
ing and last adjustments to be applied?
Adjusting includes temperature adjusting, also position adjusting. We first adjust
them to temperature, after which they are adjusted to position, If any radical
changes are made in process of position adjusting, they are re-tested in temperature.

.7 — Is there any practical difference in the performance of a balance
which is petfectly true and perfectly poised ; and one which is
slightly untrue and perfectly poised? In other words, can
slight errors in truth be corrected by poising ?
A balance slighily imperfect in truth. may perform well if perfectly poised. A
balance perfectly true but out of poise, is very liable to make trouble. A balance
Is seldom true except at the temperature at which it was trued.

Yours very truly,

ELGIN NATIONAL WATCH CO.
Service Bureau

THE Service Bureau in preparing the above
reply called in for consultation our master-
watchmaker—thirty-five years in factory ser-

vice, two finishers with twenty and thirty years'
service, one balance truer—twenty-five years
experience—in all one hundred and ten years of
experience and skill were brought to bear on this
watchmaker's questions.

This is the kind of personal attention your
questions will receive, Mr. Watchmaker, when
you write to the Service Bureau. Exact know-
ledge, ripe experience, years of personal study
will be focussed on the solution of your problems.

THE replies of the Service Bureau are not
dug from the dry-as-dust volumes of a for-
gotten age of watchmaking—the answers to

your questions will come from men whose minds
and hands have dealt for years with the things
you ask about.

Personal Service is what the Service Bureau
offers at no cost whatsoever to the jeweler.

In addition to this personal rendered service,
we are about to issue a series of bulletins, on
subjects about which the watchmakers in general
desire definite questions answered.

BulletinsWill Be Ready in a Short Time

WE are sure that with careful perusal of these bulletins together with the timely help
our Service Bureau will render, your watchmaker will soon be an expert.
If he is an expert now, this kind of service will sharpen his experience and verify it.

If he is a young and ambitious workman, here is the very thing he needs, definite, practical
suggestions in the details of watchmaking, furnished by our factory experts, attested and
guaranteed by many years of successful experience.

If you have not already sent in your name to the Service Bureau, please do so at once.
Our appeal is timely because we do not want you to miss the first Bulletins which

will be ready in a very short time.

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS

ELGIN NATIONAL WATCH CO.
ELGIN, ILLINOIS

Dear Sir:
Please register my name as entitled to

the privileges of consultation with your Ser-
vice Bureau.

It is understood that no charge is to be
made for this service.

Name 

Address 

City 

If employed give name of firm.

J. II. W. 12

.41

4

1033

AUTOCRAT
Fifty-five Hour Time. Alarm
rings alternately every fifteen
seconds for twelve minutes.
Shut off switch. Large bell
inside case.

Height, 7 1-4 inches. Thin
model case, scratched brass
or nickel finish. 4 3-4 inch
iveroid dial with convex
glass.

New and unique features which give this alarm clock the appearance of

A HUGE WATCH
THIN MODEL CASE

ABSENCE OF VISIBLE BELL
ABSENCE OF PROJECTING FRONT LEGS

IMITATION PORCELAIN DIAL
TORIC CRYSTAL

Constructed like a watch—looks like a watch—runs like a watch

The E. Ingraham Company co=9,LcUT

•



sk tile Service Bureau•
About Your Individual Sbecific Watclz Refiairing Diffculties

THIS letter, which is one of many thousands,
clearly demonstrates what we mean by Personal Service rendered

by our Service Bureau.

DEAR SIR:—Replying to your several inquiries of the 27th ult.

▪ 

— IVhat is the proper test to discover magnetism in a watch?
The small toy compass, about one-third inch in diameter is the handiest instrument
for the repairer's use for the purpose of detecting magnetism in watches. Place the
compass directly over the balance. allow it to rest on the cock dome. When the

• b dance is in motion, the needle of the compass will oscillate in unison with the
balance, if the watch is magnetized. If not magnetized, the needle will not be disturbed
by the osciPations of the balance. A compass with long needle can be used to test
single pieces; if any piece of steel is polarized. the needle will repel one end and
attract the other: like repels like ; opposites attract. Any unmagnetized piece of
steel will attract either or both poles of compass.

— Are Elgin balance wheels poised with or without collect on?
F.Igin balances are poised without collect.

— Is it practical to poise hair spring, and Itortu is it done?
There is a ihe,ry that hairsprings have a poising error in motion, which may be
overcome by ;fftaching little V-shaped weights to the coils, but it is rather a fine
spun theory and of doubtful utility, also the errors are very difficult to determine.
What will seemingly cure the apparent evil in one hairspring, has no effect on another.

.,z — IS a slight pitting. of balance or other endstones very detrimental to
a good rate in an adjusted watch ?
A safe rule is to change all endstones which are pitted. but we have seen watches
with gtaal rates where both endstones were pitted slightly. Better refinish or
change them.

2

3

5 — In what particular quay (except increase of friction) do badly pitted
endstones affect the watch ?
A badly pitted endstone usually charges the balance pivot. causing the pivot to cut,
in turn, the whole jewel, destroying the fork and roller adjustment and consequently
the conditions necessary to timekeeping.

6 — In what order do you adjust?—i. e. which is the first and follow-
ing and last adjustments to be applied?
Adjusting ittcludes temperature adjusting, also position adjusting. We first adjust
them to temperature, after which they are adjusted to position, If any radical
changes are made in process of position adjusting, they are re-tested in temperature.

— Is there any practical difference in the performance of a balance
which is pet:fatly true and perfectly poised; and one rwhich is
slightly untrue and perfectly poised? In other words, can
slight errors in truth be corrected by poising ?
A balance slightly imperfect in truth, may perform well if perfectly poised. A
balance perfectly true but out of poise, is very liable to snake trouble. A balance
is seldom true except at the temperature at which it was trued.

Yours very truly,

ELGIN NATIONAL WATCH CO.

Service Bureau

THE Service Bureau in preparing the above
reply called in for consultation our master-
watchmaker—thirty-five years in factory ser-

vice, two finishers with twenty and thirty years'
service, one balance truer—,twenty-five years
experience—in all one hundred and ten years of
experience and skill were brought to bear on this
watchmaker's questions.

This is the kind of personal attention your
questions will receive, Mr. Watchmaker, when
vou write to the Service Bureau. Exact know-
ledge, ripe experience, years of personal study
will be focussed on the solution of your problems.

THE replies of the Service Bureau are not
dug from the dry-as-dust volumes of a for-
gotten age of watchmaking—the answers to

your questions will come from men whose minds
and hands have dealt for years with the things
you ask about.

Personal Service is what the Service Bureau
offers at no cost whatsoever to the jeweler.

In addition to this personal rendered service,
we are about to issue a series of bulletins, on
subjects about which the watchmakers in general
desire definite questions answered.

Bulletins Will Be Ready in a Short Time

WE are sure that with careful perusal of these bulletins together with the timely help
our Service Bureau will render, your watchmaker will soon be an expert.
If he is an expert now, this kind of service will sharpen his experience and verify it.

If he is a young and ambitious workman, here is the very thing he needs, definite, practical
suggestions in the details of watchmaking, furnished by our factory experts, attested and
guaranteed by many years of successful experience.

If you have not already sent in your name to the Service Bureau, please do so at once.
Our appeal is timely because we do not want you to miss the first Bulletins which

will be ready in a very short time.

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS
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ELGIN NATIONAL WATCH CO.
ELGIN, ILLINOIS

Dear Sir:

Please register my name as entitled to
the privileges of consultation with your Ser-
vice Bureau.

It is understood that no charge is to be
made for this service.

Name 

Address 

City..... ............... ...........

If employed give name of firm.

V.%

0

1
1,

1033

•

•

AUTOCRAT
Fifty-five Hour Time. Alarm
rings alternately every fifteen
seconds for twelve minutes.
Shut off switch. Large bell
inside case.

Height, 7 1-4 inches. Thin
model case, scratched brass
or nickel finish. 4 3-4 inch
iveroid dial with convex
glass.

New and unique features which give this alarm clock the appearance of

A HUGE WATCH
THIN MODEL CASE

ABSENCE OF VISIBLE BELL
ABSENCE OF PROJECTING FRONT LEGS

IMITATION PORCELAIN DIAL

TORIC CRYSTAL

Constructed like a watch—looks like a watch—runs like a watch

The E. Ingraham Company co=UT

•

•
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REPRESENTING

A 10-KARAT LINE THAT IS 10-KARAT

4;\

J. S. 'MAUDE

F. C. SHINN P. I). LUCAS

J. J. DOLL

WM. H. TORRANCE

HIGH-GRADE MEN AND A HIGH-GRADE LINE
In the near future one of our salesmen will call on
you and show our

Holiday and 1912 AdvanceStyles in

Brooches Cuff Pins Waist Sets Lorgnette Chains
Link Buttons Bar Pins Fobs Neck Chains
Lockets Crosses Tie Clasps Pendants
Scarf Pins Belt Pins Hat Pins

We stand behind these men, behind what they have to say, and
behind the line they represent

the 'Reiter jewetrr 111*. Co.
Salesroom : 64 Nassau Street • • • • NEW YORK CITY
Factory : 251 N. J. R. R. Avenue NEWARK, NEW JERSEY

1035

HOWARD WATCHES
NOTICE:— We have secured another lot of the dis-
continued 17 Jewel, 16 Size, Hunting Howards, in
Filled Cases, the kind that you sell for $37.50.
41Remember, the cheapest Hunting Case Howard
made to-day sells for $42.50.
C.You will certainly want a few of these desirable
watches for your fall stock. We have them in plain
polished, engine turned, and a few engraved.
A FULL LINE OF HOWARDS ALWAYS ON HAND

THE NON-RETAILING COMPANY
Jobbers in Watches and Chains • LANCASTER, PENNSYLVANIA

Twenty-Five New Designs in Floral Pins

Most delicate and exquisitely finished. Will surely create sales among the ladies. The colorings are dainty, touching and
refined. Write and ask us more about these. Made in two qualities, sterling silver plated with 24 karat gold and solid gold.

TRADE

EMBLEMs,

MARK THE WILLIAMS & ANDERSON CO.
PROVIDENCE .*. RHODE ISLAND



REPRESENTING
A 10-KARAT LINE THAT IS 10-KARAT

J. S. BRAUDE

F. C. SHINN p. D. LUCAS

J. J. DOI].

WM. LI. TORRANCE

HIGH-GRADE MEN AND A HIGH-GRADE LINE
In the near future one of our salesmen will call on
you and show our

Holiday and 1912 Advance
Styles in

Brooches Cuff Pins Waist Sets Lorgnette Chains
Link Buttons Bar Pins Fobs Neck Chains
Lockets Crosses Tie Clasps Pendants
Scarf Pins Belt Pins Hat Pins

We stand behind these men, behind what they have to say, and
behind the line they represent.

the ̀Reiter jeweirp II1Sfq. Co.
Salesroom : 64 Nassau Street • •• • NEW YORK CITY
Factory : 251 N. J. R. R. Avenue •••• NEWARK, NEW JERSEY

1035

HOWARD WATCHES
NOTICE:— We have secured another lot of the dis-
continued 17 Jewel, 16 Size, Hunting Howards, in
Filled Cases, the kind that you sell for $37.50.
4L Remember, the cheapest Hunting Case Howard
made to-day sells for $42.50.
CYou will certainly want a few of these desirable
watches for your fall stock. We have them in plain
polished, engine turned, and a few engraved.
A FULL LINE OF HOWARDS ALWAYS ON HAND

THE NON-RETAILING COMPANY
Jobbers in Watches and Chains LANCASTER, PENNSYLVANIA

Twenty-Five New Designs in Floral Pins

Most delicate and exquisitely finished. Will surely create sales among the ladies. The colorings are dainty, touching and
refined. Write and ask us more about these. Made in two qualities, sterling silver plated with 24 karat gold and solid gold.

THE WILLIAMS & ANDERSON CO.
PROVIDENCE .'. RHODE ISLAND
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COAT  CU

(
1\ TO house can offer you a more complete line.
N Nor a better line ; possibly not as good.
We make them in all the best and latest style of finishes,

Gold-filled, Platinum, Sterling Silver, and Gold Effects.
The button designs are swell and attractive, Engine-Turned,

Beaded Edge, Plain, Plain Pearl, and Pearl Button Effects.
The links in Curb, Rope, and all the newest French effects

will surely make them sell.
Every chain is hand-soldered and made with exacting care.

Waldemar
Vest Chains
Dickens
Ponies

OUR RESUME:
Patent Bracele's
Coat Chains
Fobs
Bracelets
La Vallieres

Festoons
Guards
Operas
Scarf Pins

Write us for our FREE special offer.
We will give you absolutely FREE an easel-back silent salesman DISPLAY PAD.This can be had either with one dozen assorted Best Sellers or with one-halfdozen high-grade, artistic designs.
This DISPLAY PAD makes a strong silent appeal if placed in window or oncounter.
KEEP YOUR EYES ON THIS SPACE. IT WILL PAY YOU. 

HENRY LEDERER & BRO.,  150 CHESTNUT STREET 

INC., PROVIDENCE, RHODE ISLAND
NEW YORK OFFICE, 6 MAIDEN LANE

MAKERS OF HIGH - GRADE GOLD - FILLED AND STERLING SILVER CHAINS, BRACELETS, AND NOVELTIES
Send for our booklet on HL Jewelry. It's full of FACTS. Goods stamped HL are live sellers

Coat Chains and Fobs

/IT In either Aluminum, Goldoin, or White Metal. Coat Chains come only in the two
ILL latter grades. Either engraved or plain, as desired. Sell at a price that produces
business. May we not send you a sample FREE, and descriptive photographs of this
line? We make Rings, Brooches, Stick Pins, Lockets, Shirt Waist Sets, Baby and
Beauty Pins, Fobs, Neck, Belt, Hat, and Dutch Collar F'ins, etc., in Roman or -Silver
Finish. These goods are furnished plain or engraved, as desired.

Write and ask us forIllustrations, Prices and Samples, FREE

ENTERPRISE JEWELRY CO.
ATTLEBORO Box 653 MASSACHUSETTS

si1•11 

Castiglioni
Company

LOCKETS an
BRACELETS
THAT'S A L L

  FACTORY  
116 Chestnut Street '.* PROVIDENCE, R. I.

Manufacturing Jewelers
NEW YORK OFFICE:
71 Nassau Street, Room 1204
Representative, CHARLES ALTSCHUL

CHICAGO OFFICE:
505 Powers Building
M. NEUBURGER

Pacific Coast Office:
SAN FRANCISCO, CAL., 710 Jewelers' Building

J. H. MERRILL

1037

Toilet Ware
AND

Manicure Sets

THE AURORA
certainly created a furore last
year as one of the best sellers
ever designed. It proved we
had the right idea in anticipating
the popular wants for this class
of goods. Made of finest Sterling
Silver, 925-1000 fine, and right
up to the minute in finish. Our
new 1911 Fall Catalog will soon
be ready with some new designs
made especially for this year's
trade. Have we your name that
we may send you one?

1253 Eleven Piece Toilet Set, 17 x 13 inches

WILLIAM BENS CO.
PROVIDENCE

NEW YORK
396 Broadway

RHODE ISLAND
BRANCHES AT

CHICAGO DETROIT
The Wellington The Cadillac

SAN FRANCISCO
Jewelers' Building

STERLING

Trade-Mark

fr

JUST DROP US A LINE FOR A SAMPLE PAIR

Double Post

Expansion Lever

Cuff Links

SHOWING OPERATION

THEY'RE

FREE
SHOWING CONSTRUCTION

The Link You

Have Been

Looking For

The most practical, mechanically-perfect Cuff Link on the market. For soft or stiff
cuffs. Operates with one hand. The Link that has taken the country by storm.

WINTHROP MFG. COMPANY, M arJi jtf:ec Iteurrin g Attleboro, Mass.
NEW YORK OFFICE, 15 Maiden Lane, Room 1609

SOLD THROUGH JOBBERS ONLY
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Combination Cigarette Case and Match Box
TRADE MARK

SiEGISTILMO

A decidedly original and dis-
tinctive novelty in Bristol
Silver. A cigarette case on
the back of which is a Match
Box to carry the popular
paper match. Occupies no
more space than a regulation
case. Is convenient and corn-
pact. Will surely appeal to
fastidious smokers. But one
of a large line of novelties
made up to sell in Bristol
Silver. Write for further
details.

Pat. Pending
SHOWING FRONT OF CIGARETTE CASE

BRISTOL SILVER
is a fine white metal resembling
sterling silver and not easily
dented—the only real substitute
for sterling.

BRISTOL JEWELRY CO
ATTLEBORO

Pat. Pending
SHOWING MATCH BOX

Silversmiths and Makers of Sterling Plated
• Ware, Leather Fobs, Mesh Bags, Novelties, Etc.

MASSACHUSETTS

A

0

Goldine Allen's
Twin Links

THE ONLY BUTTON THAT WILL FITANY CUFF

OUR PRODUCTION REPRESENTS THE
BEST IN ECCLESIASTICAL WORK.
30 YEARS DEVOTED TO ECCLESIASTI-
CAL GOODS.

PATENTED 1911

Put them on either way and they're right. Saves time, saves bother, saves
temper. Has " Short Posts " attached at each end by lever. " Short Posts"
means a post just long enough to hold the sides of the cuffs closely together, giv-
ing a much neater effect than can be obtained from the old-fashioned long post.
Made in gold plate, either plain, Roman, polished, or English, or in a variety of
engraved designs.

4 in 1 Coat Chains
Nobby, nifty, snappy. Made in four different colors of silk
braid to match any suit. A howling, raging success.

THE LIVELIEST LIVE WIRE LINE OF

NOVELTIES EVER SHOWN

WRITE US ABOUT OUR LINE OF WINNERS

*STAPLE the year 'round,
can be used to produce

sales even in dull seasons. Most
appropriate for WEDDING
GIFTS, BIRTHDAY GIFTS,
HOLIDAY GIFTS, ETC.
Our illustrated PAMPHLET
for the FALL containing a most
complete line of our goods is
yours for the asking.

WRITE FOR ONE

D1357

July offers the opportunity to thoroughly overhaul your stock for the coming fall season. You ought to 
weed out all the dead, unsalable jewelry, and make a place

for good, live-selling, profitable jewelry. The C. A. M. & Co. line is worthy of your consideration, for 
it is a quality line selling at a price lower than solid gold

and yet has the appearance and wearing qualities of solid gold. It is a live selling line diversified and makes resales in every case. The illustration tells 
but part

of the story. Any live, progressive jobber can tell the entire story. It will pay you to look at our line. Order by number if any of the designs strike the eye.

The W. J. FEELEY COMPANY
Jewelers and Silversmiths :: Ecclesiastical Art Metal Workers
182-203 Eddy Street : PROVIDENCE, RHODE ISLAND

Ask to see the C. A. M. & Co.'s

Line and look for Trade Mark

Order by Number of your JobberC. A. MARSH & CO. MTASI IACEHBUEITIT°S

THE LINE THAT RESISTS WEAR TRADE 14555
51101 
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RIGHT mas THE BASSETT LINE WRITE USPRICES

10 Karat
SOLID

GOLD

GOLD-

FILLED

 A QUALITY LINE FOR QUALITY PEOPLE

THE BASSETT JEWELRY CO.

OUR LINE THE LINE OF QUALITY

LOCKET

C 0

TRADE-
MARK

No. 4354
No. 4319

To the Jewelry Trade in General

Gentlemen:—I want your
support in crushing out one
of the most detestable evils
which exist to-day in the
.jewelry industry. Namely, the
false stamping of goods by
unscrupulous manufacturers,
or in other words, pirating the truth for the sole pur-
pose of personal gain which not only deceives but robs
the innocent purchaser. These men properly come
under the Rooseveltian ban of being "undesirable
citizens." State and Federal Laws are sufficient to
protect dealers from such dishonest methods. This is
just the beginning of a campaign which will be an eye-
opener to many dealers who believe they have been
buying one-tenth chains. Fair-minded manufacturers
do not object to honest competition. These men are
going to quit this robber's scheme and it will be the
business of the Federal authorities to look after them.
Anyone who has knowingly violated the law which went into effect on the 13th

day of June, 1907, forbidding the false stamping of gold, silver or plated goods,

is a self-convicted criminal. [I wonder what St. Peter will have to say to some

of these high-grade imbeciles.]

PEND)G

No. 4423 Ask your Jobber for the Colonial Dame Bracelet No. 4443

It's NEW—BEAUTIFUL—A WORK OF ART. Made in four widths-3-8", 1-2", 5-8, 3-411.

LOCKETS
BRACELETS
FOBS

BLISS BROTHERS COMPANY
ATTLEBORO, MASSACHUSETTS

HEYWORTH BUILDING
CHICAGO, ILL.

SILVERSMITHS' BUILDING
NEW YORK CITY_

CHRONICLE BUILDING
SAN FRANCISCO, CAL.

riBuy Bigney's reliable" MIRROR FINISH "1
 " '

II Chains and you will get your money's worth II
1_....._  II B I, , I      Ii II !Iuul

SEND FOR ONE OF OUR VELVET GOLD EMBOSSED BANNERS

CHARMS
SCARF PINS
BUTTONS
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LOCKETS ONLY

There's a
heart in every

Locket

Plat-Gold Plate 9581

Established
55

Years

Ask your JOBBER for our new "PLAT"
GOLD LOCKETS. The latest thing in

Platinum effects

Wightman & Hough Co.
Main Office and Factory .•. PROVIDENCE, R. I.

New York Office, 15 Maiden Lane

TIE CLIPS AND FOBS

WE CATER FOR
NEW ENGLAND BUSINESS

We are specialists in Jewelry
and Miscellaneous Repairing.
Can handle anything, large or
small, in this line of work.

Matching of stones, repolishing,
recutting from the rough, etc.,
all done on the premises.

The largest stock of precious,
semi-precious and imitation
stones in New England. Special
order work our hobby. If you
are not satisfied, WHY not try us?

Promptness and uality our motto.

1043

Early Summer Sellers forWide-Awakes! 

H. E. ALSTERLUND & CO.
Special Jewelers and Lapidaries to the Trade

387 Washington Street :: BOSTON, MASS.

Coat
Chains

Chain Fobs

Neck
Chains

Tie Clasps

Cuff Links

Hat Pins

Sash Pins

Stick Pins

Brooches

Bracelets

These fobs represent a very high grade of enamel work. All letters of the
alphabet supplied. ç Tie clips in all designs, surely good sellers.

Write for information about our entire fine.

A. E. ANDREWS CO MANUFACTURING
• JEWELERS

P. 0. Box 131 Attleboro, Mass.

.1111•11■••••......""'"- SEND FOR FREE SAMPLE

CANDO
SILVER POLISH

We want every jeweler no matter where
located to try a liberal working sample.
To test out on their own store goods just
how well and thoroughly this Silver Polish
does the work. So send at once for
FREE SAMPLE. Prices on application.

PAUL MANUFACTURING CO.
36-40 FULTON ST. :! BOSTON, MASS.

507 I. COAT CHAIN. Attractive ! Neat ! Sells readily at $1.50 to $2.00 each

  o -or .0'v''," ne'ir er•   tree,
.0 Jr #-# 0 0'., . 0- 0 .0. .0 I. .0

508 I. GOLD-FILLED COAT CHAINS. A Big Seller. Retail at $1.00 to $1.50 each

4R. STERLING SILVER SHIRT WAIST RINGS.
Assorted Stones. Retail at 75c. to $1.00 each.

Order Olio dozen.

1730 XX. STERLING FRONT TIE CLASPS. Quick Sellers.

Retail at 50c. and up, each

4/1/11111

jpg011111111111111111111

I1IMMINININIIMIN■11 111?

81011111

185GB AT

1856 B.

GOLD-FILLED ASCOT TIE SAFETY PINS.

Retail 35c. to 50c. each

Have You Seen Our

NEW CATALOG

of SUMMER SELLERS?

SEND in YOUR

ORDER to-day

Don't Forget

Commencement Day and

June Weddings

M. J. AVERBECK 
M

10

an

a

u

n

f

d

ac

l

t

2
ure

M

r

a

—

ide
m
n

p

L

or

a

t

n

e

e

r New York



1044

Marathon Coat Chains
CC 101 Plain Locket

ivith

Engraved
Chased

Pearl

Engine Turned
Enameled

Locket

and

Emblem Buttons
of all kinds

Each Swivel Stamped
A. C. Co.

Sold Through

Jobbers Only

Main Office:
Attleboro, Mass.

New York Office:
9 Maiden Lane

Bates & Bacon
NEW YORK, 9 Maiden Lane

ATTLEBORO

MASSACHUSETTS

CHICAGO, 103 State Street

Man ti fat: t tirers of‘-a

r High Grade Gold-Filled
Chains, Lockets and

Bracelets

E2266

NOTICE
All of our New Fobs are attached

to the Safety Snap by two Rings,

making Safety doubly sure.

F.2193 0 ALL CHARM SEALS ARE GOLD BOTTOM

ir-
1

Cumulative Profits
Come from sales made to
satisfied customers, who
come again and again and
who tell their friends to _
come.

KREMENTZ
COLLAR BUTTONS

always lead to Cumulative Profits, and
bring customers for other goods be-

cause they invariably give permanent
satisfaction.

Made from ONE-PIECE they cannot
break.

They are made in every shape the
fastidious man can ask for.

They give more real value than any
other collar button.

Their quality is exactly indicated by
the stamp on the back.

They Are Guaranteed
For Life

Every dealer is authorized to

give a new Krementz Collar

Button in exchange for a

genuine Krementz Button that

is broken or damaged from any

cause. We will make it good.

Look for the name " KREMENTZ"
on the back of every genuine

Krementz One-Piece Collar Button

KREMENTZ & CO.
NEW YORK NEW • •

SAN 
S
F
hev
R
r
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e
CIS

l
C
dg
O
.286-288 Fifth Ave. ARK, N J B

PARKS BROS. & ROGERS, Providence, R. I.
Selling Agents to Jobbing Trade for

U. S. and Canada

I-
AL_

WITHOUT EVEN A STRUGGLE.
You wouldn't let a man come up and take your

money away from you without a fight, would you ? If
anyone asked you this question you would, of course, say
no, but still that is just what you are doing right along,
having your money taken out of your pocket without
even a struggle. Perhaps you hadn't thought of it in
this way before, but it is true, nevertheless.

If you could buy sugar of White the grocer for 4c. a
pound, you would kick pretty hard if Smith charged you
5c., and the chances are you would go over to White's to
do your trading.

Now, then, the same thing applies to your own bus-
iness. Buying through the jobber is like going a mile
beyond the meeting house to get a horse to go to meet-
ing with. It means delay in getting your goods ; it means
a loss to you of 20c. to 50c. on every article that you
sell; it means an extra item of expense.

The Hussey Company make the finest line of gold
filled and gold plated jewelry that has ever been sold.
We guarantee each article for five years, and we sell our
goods direct to the retailer, eliminating entirely the
jobber's profit.

This profit belongs to you, and we know that you
can use it in your business, or for added pleasures for
yourself and family, in fact, in a dozen different ways.
Why not begin now sending your orders to the Hussey
Company, and avail yourself of this extra profit?



WHEN
A

CUSTOMER

WISHES
TO
SELL

You any lot or single piece of mounted diamond
jewelry—large or small—do not turn him down
absolutely, send the goods to me for a

OUR 1912
CATALOG

SPOT CASH OFFER

and save all trouble and worry. I pay all express
charges and insure the goods in transit. I have

been in the business right here for 19 years,

and can give the very best references as to
responsibility on application. Offers and valua-

tions furnished promptly. See ad. on page 1171
of this issue.

Write for further information.

T
HERE are no mis-statements and no
mistakes in prices in

a Catalog sent out to the
trade by a responsible
house. A Catalog, in order
to be of any service must
be both accurate as to de-
scriptions and truthful as to
illustrations. Ours is.

You will find it indeed a
great book—a thing of
beauty — a joy forever.

It will keep you posted on
the trend of styles in every-
thing that the leading
Jewelers carry in stock. It
will enable you to buy right
the goods you want, when
you want them. And se-
lections made in this way
are sure to please. You will
not over-buy from a Cata-
log, and you cannot be
overcharged. Our goods
are guaranteed to be as
represented.

J. J. CONEN
1011 Chestnut St.,PHILADELPHIA, PA.

Established 1891
Amsterdam, Tulpstraat 10 London, Audrey House, Ely Place

Sterling Silver Rings
A few of the many designs we make

To retail 25 cents and up

8120 8104 8125 8131

8132 8190 8116

We

Rhode

8127

also make Gold Shell Rings
Samples on Application

Island Ring Company

Providence
MAKERS OF RINGS 

I Rhode Island

It is the Modern Method, recognized as the greatest of all selling mediums

.B oavst,N

:an. L. 1911.
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THE Allison line
this trip out will

be the most up-to-date
thing ever shown to
the wholesale trade.

Allison Mfg. Co.
Makers of Durable Jewelry

Attleboro Massachusetts

TRADE-MARK

"
1

Everything in One-Tenth and Quarter Gold
MADE THE "A & Z" WAY

111111111111W

;
ii

4:46.0010

TRADE-MARK

A

*

We make a most complete line in

Chains - Fobs
Bracelets
OF THE BEST QUALITY

Finish and style right up to date.

All FOBS have our new patent safe-
ty catch. Does not pull apart or

come to pieces.

TRADE-MARK

2593

2523

2518,

Write us for further infor-
mation or ask our salesmen
to show you.

A & Z CHAIN CO
Makers of One-Tenth and
One-Quarter Gold-Filled

• Chains and Bracelets 

116 Chestnut Street
PROVIDENCE, R. I.

NEW YORK CHICAGO KANSAS CITY SAN FRANCISCO
TRADE-MARK

TO ADVERTISERS

This is the first number of
THE KEYSTONE issued as a
semi-monthly jewelry trade
journal.

For thirty years it has been published as a
monthly, and during that period of time has

grown in size, strength, influence and prestige,

until now it has not a successful rival in its

particular field.

.24
Realizing that only once a month is not
often enough for the publication of a modern

trade journal, the publishers, in obedience to

trade demands, have decided to place their

publication in the hands of the trade twenty-

four times a year instead of twelve times as

heretofore, in order to properly serve its sub-

scribers and advertisers. The former do not

wish to wait as long as thirty days for the

appearance of their favorite trade paper, and

the manufacturers, jobbers, and supply men,

who firmly believe in advertising, want their

announcements to reach the trade oftener

than once a month.

,t
The announcement of this change of
policy in THE KEYSTONE has met with

approval from a large number of the trade

and almost unanimously so from its thou-

sands of subscribers from one end of the

countrY to the other.

Since the announcement of this change
was made ninety days ago, a very large num-

ber of subscribers have been added to our

mailing list, and our advertisers will reap the

full benefit of this increase in circulation, as

there has been no increase made in advertis-

ing rates.

The subscription price will remain the

same as heretofore, $1.00 per year, and

before long we confidently expect to have the

name of every worth-while jeweler in the

United States on the paid subscription list of

THE KEYSTONE.
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SILVER PLATED PRIZE CUPS
We have just issued a supplement to our Prize Cup Catalogue
that should be in the hands of every dealer who has an oppor-
tunity to supply such ware. We make a wide variety, artistic
and original in design and of best workmanship.

WRITE FOR CATALOGUE "K"

WILCOX SILVER PLATE CO.
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Jewel Smuggling on a Gigantic Scale

New York, June 26.—The sensation of the past
month in the jewelry world was the revelation of
gigantic jewel smuggling frauds at the port of
New York, in which millionaires and customs
officials are alleged to be implicated. Richard
Parr, Deputy Surveyor of the Port, promises to
be the hero of these revelations, as he was in the
case of the sugar trust frauds. He alleges that
one of the wealthiest and most prominent New
York bankers—a millionaire many times over—
was engineering a gigantic smuggling conspiracy
by which millions of dollars' worth of jewelry
had been brought into this country without the
payment of a cent of duty.
In a single instance, according to the deputy

surveyor, jewelry valued at $1,000,000 was
brought in free of duty through the influence of
this party who, Parr declared, was powerful
enough to have certain Government officers on
duty at the piers when the ships docked.
Although powerful influences are said to be at

work, Collector William Loeb promises to turn
the light on the entire transaction, irrespective
of wealth or influence. It is the plan of the
authority to call the millionaire referred to be-
fore the next Grand Jury, which will investigate
the alleged offer of a bribe of $300,000 to
Deputy Surveyor Parr. Sensational revelations
are promised which, it is expected, will result in
the prevention of such wholesale smuggling in the
future and redound greatly to the benefit of the
trade.

Collector Loeb stated that unless private pay-
ment of duty on the jewels is made to the Gov-
ernment the evidence will be placed before the
Grand Jury and efforts will be made to have the
millionaire indicted.
"I do not feel authorized to give publicity to

the man's name while the case is in the hands
of the District Attorney," said Mr. Loeb. "The
man is extremely wealthy, perhaps worth $20,-
000,000 or $3o,000,000. His name will not be
revealed by this office, however, until the Grand
Jury has acted."
Many believe that the case never will get into

the courts, for although the old millionaire has
been fighting the customs officials at every step
of the investigation, it is thought he will make
payment of the Government claim rather than
let his name become public.

Eisenstadt Mfg. Co. Increases Capital

Stock to $1,000,000

St. Louis, June 21.—The Eisenstadt Manufac-
turing Company, wholesale and manufacturing
jewelers of St. Louis, Mo., have increased the
capital stock of the firm from $400,000 to $1,000,-
000, a material expansion which conveys an im-
pressive idea of the prosperity and growth of
the business in recent years. The increased cap-
italization was especially necessitated by the rapid
development of the manufacturing department,
and a goodly portion of the increased capital will,
it is understood, be devoted to the further de-
velopment and expansion of this department,
which the firm expects to make one of the most
important manufacturing plants in the West.
The original business of the present corporation

was founded by Michael Gabriel Eisenstadt in
1853 in an unpretentious two-story structure which
formed a combined store and dwelling house in
which were born the well-known Eisenstadt twins,
Samuel and Morris, the former of whom died
some years ago. The busines thus started seems
to have been exceptionally fortunate in that it
had no set-backs, continual expansion calling
for additions and removals to meet the demands
of the business which was conducted with excep-

tional ability and enterprise through the medium
of an efficient and faithful staff.
In 1895 the name of the corporation was

changed to its present title, The Eisenstadt Manu-
facturing Company, the manufacturing interest
having then increased to such an extent as to
become a leading feature. In 1903 the charter,
which had been obtained at the first incorpora-
tion, expired and the business was incorporated
for an additional fifty years. In 1905 occurred
the death of Samuel Eisenstadt, which was deeply
regretted by the warm-hearted staff of employees
with whom he labored so earnestly for the con-
tinued prosperity of the business.

Morris Eisenstadt was then chosen president
of the company, which position he continues to
hold. The dimensions of the business are already
very large, calling for an army of employees, and
a large up-to-date manufacturing plant. Doubt-
less the near future will see still further enlarge-
ment as a result of the increased capital.

Death of Major Everett S. Horton
Providence, June 4.—Major Everett South-

worth Horton, a member of the firm of Horton,
Angell & Company, a prominent Civil War vet-
eran and one of Attleboro's most progressive

Major Everett S. Horton

citizens, died June 3d after a brief illness. Had
he lived until June J5th he would have been 75
years of age.
Major Horton was familiarly known as "The

Grand Old Man of Attleboro." His naturally
genial disposition, his view of the bright side of
life, his willingness to aid a worthy person, and
other characteristics made him beloved by all
with whom he came in contact, and it was with
deep regret that the community heard the news
of his death.
He had been ill but a few days. Physicians

pronounced his death due to heart failure. Im-
mense will power and grit—characteristics ever
predominant in his career—undoubtedly prolonged
the end but they could not prevail over the
physicial infirmities with which he was afflicted.
For the first time in more than forty years Major
Horton was compelled to miss the memorial ex-
ercises of the Grand Army on Decoration Day.
Major Horton was the eldest son of Gideon

Martin Horton and was born in Attleboro. He
attended the public schools and at the age of 16
entered his father's grocery store. After his
father's death he took charge of the business and
continued it until the outbreak of the Civil War,
when he enlisted on a nine-months' term of ser-
vice. He was elected second lieutenant of Com-
pany C, 47th Regiment, and served about eleven
months.
During this term of service Lieutenant Horton

was advanced to the position of captain. At the
close of his term of enlistment Captain Horton
responded to a second call for troops. He was
made recruiting officer and commissioned second
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lieutenant of the 58th Regiment, Massachusetts
Volunteers.
For some time the ranks of the regiment were

recruited in Attleboro and when it went into
active service Lieutenant Horton was again made
captain of Company C of the 58th. He partici-
pated in several memorable battles of the war,
aid during the battle of the Wilderness took en-
tire charge of the regiment. He was recom-
mended for promotion and was commissioned and
mustered in as major.
On September 30, 1864, Major Horton was taken

prisoner and was sent to Libby Prison, He
spent several months in the Confederate prisons
and never forgot his experiences. He was lib-
erated on February 22, 1865, and after a furlough
of thirty days rejoined his regiment. He was
mustered out* of service in July, 1865. During
the war he received seven commissions and had
served his country well.
Returning home Major Horton was made man-

ager for Daniels & Cornell, a wholesale grocery
concern in Providence. He continued in that
capacity until the death of his brother, Edwin J.
Horton, when he succeeded to the latter's in-
terests in the jewelry firm of Horton, Angell &
Company.
Mr. Angell and Gideon M. Horton died in 1887

and Major Horton was senior partner from that
time until his death.
He had been chairman of the Board of Select-

men, Sinking Fund Commissioner, Trustee and
President of the Public Library for more than
twenty-five years, Secretary and President of the
Richardson School Fund, one of the organiz-
ers of the Attleboro Savings and Loan Associa-
tion, and president, at the time of his death, of
the Jewelers' Board of Trade of Providence,
the Pemham Club of Providence, the West Side
Club of Attleboro, the Congregational Church
and all Masonic lodges.
He had given liberally to the support of the

Congregational Church, his most recent gift being
a check for $10,000. He was a member of the
Massachusetts Legislature in 1891 and 1892 and
in 1893 served as the first representative Attleboro
had in the State Senate for more than half a
century.

Western Clock Mfg. Company Secures
Perpetual Injunction Against

Department Store

Sr. PAUL, June 13.—In the United States Dis-
trict Court of Minnesota a perpetual injunction
was yesterday granted to the Western Clock
Manufacturing Company, restraining the Ken-
nedy-McLeod-McArthur Co., a department store
of St. Paul, Minn., from advertising or offering
for sale clocks not made by the complainant com-
pany and sold under the name of "Big Ben," "Big
Bell" or any like title. It would appear that the
department store placed on sale alarm clocks
named "Big Bell" in imitation of "Big Ben"
clocks of The Western Clock Manufacturing
Company, and the injunction prevents the sale or
advertising of clocks of style, shape or appear-
ance identical or similar to the "Big Ben" clock
of the complainant. The text of the perpetual
injunction, which was signed by Judge Willard,
is as follows :
This cause coming on for final hearing upon

the verified bill of complaint and the exhibits
thereto, and the parties hereto having stipulated
that this decree may be entered,

It is thereupon ordered, adjudged and decreed
that said defendant, its agents, servants, officers,
employees, successors and assigns and each and
all of them be, and the same hereby are per-
petually enjoined and restrained from using in
connection with the manufacture, advertisement,
offering for sale or sale of any clocks not being
the genuine clocks of complainant, the words
"Big Ben," "Big Bell," or any like word or words;
from selling, offering for sale or advertising
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clocks of a style, shape and appearance identical
with or like the clocks of complainant, shown in
and by "Exhibit A" to the bill of complaint, or
identical with or like the clocks of said defend-
ant shown in and by "Exhibit B" to the bill of
complaint herein, and further, from doing any
act or thing or using any name or names, con-
trivance, artifice or device which may be calcu-
lated to induce the belief that any clock not com-
plainant's is the genuine "Big Ben" clock of
complainant, and that a writ of injunction issue
accordingly.

It is further ordered, adjudged and decreed
that complainant is entitled to have and recover
of and from the said defendant the profits real-
ized by said defendant by reason of its violation
of complainant's rights as aforesaid, and the dam-
age sustained by complainant by reason thereof
and is entitled to a reference to a Master in
Chancery- of this Court, to take and state and
report an accounting of such profits and damages,
but complainant having elected to waive such ac-
counting, the Court finds the sum of one dollar in
lieu thereof, and it is further ordered, adjudged
and decreed that complainant to have and recover
of and from the said defendant tbe sum of one
dollar, together with the costs of this suit to be
taxed, and have execution therefor.
The Western Clock Manufacturing Company

also secured a temporary injunction against Theo-
dore Frey, of Pittsburg, Pa., restraining the latter
from such infringement of the trade-marks and
patent rights of the complainant company as men-
tioned in the perpetual injunction above granted.
The text of the preliminary injunction granted
before the United States Circuit Court for the
Western District of Pennsylvania, was as follows:

Complainant's motion for a preliminary injunc-
tion herein coming on to be heard upon the veH-
fied bill of complaint and exhibits thereto and
the affidavits of G. A. LeRoy, and exhibits thereto,
Mrs. David E. Bown, J. N. Cooke, Olive L.
Thompson, T. B. Humphries, John Hester and
exhibits thereto and Norman Rolston and exhibits
thereto, and having been duly argued by counsel
and considered by the Court, the Court grants
the said motion, and it is thereupon ordered,
adjudged and decreed that the said defendant,
Theodore Frey, his agents, associates, servants,
clerks and salesmen be, and the same hereby each
and all are during the pendency of this suit en-
joined and restrained from using in connection
with the manufacture, advertisement, offering for
sale or sale of any clocks, not being the genuine
clocks of complainant the words "Big Ben," or
any like words, and from advertising, selling,
offering for sale or passing off any clocks other
than the genuine clocks of complainant as and
for or under the name "Big Ben," and further
from using any name or names or representations
which may be calculated to induce the belief that
any clock not complainant's is the genuine "Big
Ben" clock of complainant, and that a writ of in-
junction issue accordingly.

Summer Closing Dates of Jewelry
Manufacturers

PROVIDENCE, R. L, June t8.-One of the most
important matters which come before the Advis-
ory Council of the New England Manufacturing
Jewelers' and Silversmiths' Association is the
question of summer closing for the dual purpose
of giving the employees a brief vacation and for
the annual repairs to the plants. At a meeting
of the Council last month, presided over by
Everett L. Spencer, the committee on uniform
closing presented its report of the closing dates
fixed on by members of the association which are
as follows:
July tst to loth. Providence-J. Briggs & Sons

Co., J. Solinger & Co.,•The R. L. Griffith & Son
Co., Nussbaum & Hunold, T. Quayle & Co., The
Kinney Co., Fessenden & Co.; North Attleboro-
Paye & Baker Mfg. Co.; Southbridge-American
Optical Co.; Attleboro-Standard Button Co.
July 1st to isth. Providence-The Bassett

Jewelry Co.
July 3d to loth. Providence-Streeter & Co.
July 22d to 31st. Providence-Geo. H. Holmes

Co., The Metal Products Corp., The Payton &
Kelley Co.; Warren & Williams, N. Barstow Co.,
Calvin Dean, Schofield, Battey & Co., B. A. Bal-

KEYSTONE

lou & Co., Inc., Joseph W. Heller Co., Oscar E.
Place & Sons Co„ Wolcott Mfg. Co., Cory &
Reynolds Co., Louis Stern & Co., Warwick Ster-
ling Co., Goldsmith & Harzberg, Fletcher-Bur-
rows Co., E. A. Potter Co.; Attleboro-C. 0.
Sweet & Son Co., C. M. Robbins Co.
July 22d to August 7th. Providence-Albin N.

Herrick, Edwin Lowe & Co., Inc.; Attleboro-
Bliss Bros. Co., Fontneau & Cook Co.; North
Attleboro-Frank M. Whiting & Co.; Plainville-
Plainville Stock Co.
July 27th to August 7th. Pawtucket-Geo. H.

Fuller & Son Co.
July 29th to August 7th. Providence-William

Bens-Co., Sulzberger Bros., Parks Bros. & Rogers,
P. S. Eddy & Son, Potter & Buffinton Co., Charles
E. Hancock Co., F. T. Pearce Co., Thornton Bros.
Co., Tuttle & Stark, Fulford & Hobart Co., W. I.
Macomber & Co., The Jewelers' Supply Co., F. H.
Adams; Attleboro-J. T. Inman Co., Inc.; R. F.
Simmons Co.; E. D. Gilmore & Co. 

' 
• Electric

Chain Co., Attleboro Mfg. Co., McRae & Keeler,
W. E. Richards Co., Sykes & Strandberg, A.
Bushee & Co., F. H. Sadler Co., Smith & Rich-
ardson, R. B. Macdonald & Co.; North Attle-
boro-H. D. Merritt Co., Johnson Bros., Estate
of 0. M. Draper, Cheever, Tweedy & Co., John
P. Bonnett & Son W. G. Clark & Co., F. H.
Cutler & Co., E. I. 14ranklin & Co., Codding &
Heilborn Co., Sturtevant & Whiting, A. H. Bliss
Co. 
' 
• Plainville-Whiting & Davis Co.; Attleboro

Falls-J. F. Sturdy's Sons Co.
July 29th to August 14th. North Attleboro-

T. G. Frothingham & Co.
August 5th to 21st. Providence, R. I.-Wight-

man & Hough Co.

Death of Charles 0. Mason

Attleboro, June 9.-Charles 0. Mason, of the
Mason Box Company, one of the progressive
firms of the Attleboros, died Thursday night,
June 8th, after a brief illness. His death was a

Charles 0. Mason

shock to his many friends and acquaintances, as
few knew of his illness, which was due to ery-
sipelas. Four days before his death Mr. Mason
extracted a hair from his nostril and in a few
hours erysipelas developed. Despite the efforts
of the best physicians the disease developed and
resulted in death.
Mr. Mason has been a zealous and active

worker in his business and has seen it developed
from a small industry, started in a barn, to i s
present pretentious proportions. To-day it oc-
cupies large factories at Attleboro Falls and is
widely known, not only in the Attleboros but
throughout the country and in the jewelry trade.
Mr. Mason was born in Attleboro Falls August

7, 1867, and was the son of T. Frank and Harriet
J. Mason. After passing through the public
schools, including the high school, he entered the
Bryant and Stratton Business College in Provi
dence. He entered the employ of the Gold Medal
Braid Company and in 1891 became associated
with his brother in the organization of the Mason
Box Company.
The concern prospered and at the present time

employs over 200 hands. He was also interested
in the Mason, Lenzen Company, makers of
jewelry supplies and leather goods. Mr. Mason
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was interested in town affairs and was a member
of the Finance Committee and the Electric Light
Commissioners. He was also a member of the
Board of Trade, a director of the Manufacturers'
National Bank and incorporator of the Attleboro
Savings Bank, and a member of the various
Masonic lodges. He married Miss Nellie Blanch-
ard, who, with his mother and brother Frank,
survives him.

Newark, N. J., Manufacturers Per-
turbed by Employers' Liability Law

Newark, N. J., jewelry manufacturers regard
with much anxiety the new Employers' Liability
Law, which will go into effect in that State on
July 4th. This legislation is regarded as the most
drastic of its kind ever passed ostensibly for
the protection of the wage-earners. So radical
in fact are its provisions that the lawyers claim
that it is flagrantly unconstitutional and will fail
to stand the test of the courts.
The act was framed with the evident inten-

tion of lawfully accomplishing that which has
hitherto been regarded as impossible of accom-
plishment, namely, the awarding of compensation
to employees for injuries arising in the course
of their employment which are not caused by the
negligence of their employers and which may
have been occasioned even by the fault of the
workman himself.
An act providing for such compensation to be

made without the consent of the employers is
manifestly unconstitutional, since it results in the
taking of property from one man and giving it
to another, contrary to the Federal and State
constitutions.
Under the new statute every manufacturer is

compelled to pay damages to the employee in-
jured in his shop. The liabilities are unlimited
under Section I of the act.
The manufacturer has recourse only to Section

2 of the law as a hope of reducing the expense
to be incurred in case of injuries to his employees.
This section dictates elective compensation. It
prescribes a long list or schedule of amounts to
be paid for various hurts from the loss of a little
toe to complete disability and death. To take ad-
vantage of the elective compensation clause an
agreement must be made, either expressed or im-
plied, between employer and employee. Such an
agreement is the surrender of rights to the un-
limited charge method of Section 1.
The schedule awards so yer cent of the wages

received at the time of injury, subject to a maxi-
mum compensation of $10 a week and a mini-
mum of $5.00 a week. If the worker receives less
than $5.00 a week then he shall receive the full
amount of wages each week. The payments can
be demanded for three hundred weeks for tern-
porary disability; four hundred weeks for total
disability, and from twenty weeks to a hundred
weeks for the loss of fingers, hands, etc.
While a large number of manufacturers are

aware of the importance of the law a great many
have yet to learn of the sweeping change which
it will work on existing economic conditions.
Recently employers- of thousands of help were
heard to express amazement at the statute. Manu-
facturers, assembled to discuss the law at Newark
two weeks ago, declared it unfair, unjust and
inequitable to employers of labor. On the other
hand there are big manufacturers who maintain
that the law will bring worker and master closer
together and that the assurance of compensation
in case of accident will be an incentive to do more
and better work. This view is shared by bosses
who already have adopted a method of taking
care of their employees when hurt in their plants.
They claim that money will be saved them by the
elective schedule. Still others point to Governor
Wilson's support of the bill, now a law, as reason
for confidence.
But the sociological aspects are one thing; the

soundness of the law is another. While the con-
stitutionality of a law that takes property from a
holder without giving the holder due process of
law may be rightly questioned what can be said
for a law that abolishes trial by jury and places
the fixing of damages in the hands of a judge?

July 1, 1911 THE KEYSTONE

Programme Sixth Annual Ccinvention
of the American National Retail

Jewelers' Association to be
Held in Richmond, Va.,

August 1, 2, 3, 4

Monday Evening, July 31st

8.00 to 9.00 P. M.-President's and officers' in-
formal reception, Hotel Jefferson.

Tuesday, August 1st

9.00 A. M.-Registration of Delegates.
10.00 A. m.-Call to order. Invocation by Rev.

James Y. Fair, D.D.
10.10 A. m.-Address of Welcome by D. C. Rich-

ardson, Mayor of City of
Richmond.
10.30 A. M.-Greetings, W. T.

Dabney, representing Chamber
of Commerce.

10.45 A. M.-Response, T. L.
Combs, first vice-president,
Omaha, Nebr.
ILI° A. m.-Report of Na-

tional Secretary Claud Wheel-
er, Columbia, Mo.

11.20 A. m.-President's Ad-
dress, Steele F. Roberts, Pitts-
burg, Pa.
12.00 m.-Announcement of

committees.
12.10 P. M.-Adjournment for

lunch.

Tuesday Afternoon

1.30 P. m.-Report of Cre-
dentials Committee, C. S.
Wiley, chairman, Pittsburg, Pa.

1.40 P. m.-Address, "Pub-
licity and Personality," Claud
Range, Missouri, president Mis-
souri Retail Jewelers' Asso-
ciation.

2.00 P. m.-Address, " T h e
Jeweler as a Citizen," Charles
T. Evans, Utica, N. Y., ex-
president New York State Re-
tail Jewelers' Association.

2.30 P. M.-Address, " T h e
Yellow Streak," Ernest M.
Lunt, Chicago, Ill., vice-presi-
dent Towle Manufacturing
Company.
3.00 P. m.-Address " T h e

Jewelers' Board of Trade,"
M. D. Rothschild, New York,
president the Jewelers' Board
of Trade, of New York.
3.20 P. m.-Address, " T h e

Obligation of Opportunity,"
J. P. Archibald, Pennsylvania,
ex-president American Na-
tional Retail Jewelers' Association.

3.50 P. m.-Address, "too Point Salesmanship,"
F. W. Heron, Nebraska, Omaha College of Sales-
manship.
4-30 P. M.-Address, "Diamond Fields of South

Africa," J. R. Wood & Sons.
Discovery and opening of diamond mines.

Lantern slides and moving pictures.
Lecture, by Leon De Machy, assistant manager

Dutoitspan Mines, South Africa.

Tuesday Evening
8.00 to ..to.00 P. M.-Public exhibition of dia-

monds, jewelry, silver and all displays in Hotel
Jefferson exhibition rooms, to which the people
of Richmond, delegates, ladies and visitors are
invited.
9.00 to I1.00P. M.-Musicale in foyer of hotel.

Wednesday, August 2d
9.30 A. m.-Call to order and announcements.
9.40 A. m.-Address, "Ideas and Ideals," Frank

H. Robertson, president Oklahoma Retail Jewel-
ers' Association.

to.00 A. m.-Address, "The Silver Age," C. H.
Tibbetts, Meriden, Conn., vice-president Inter-
national Silver Company.

10.30 A. M.-Address, "The Jobber's Viewpoint,"
George H. Edwards, Kansas City, president Na-
tional Wholesale Jewelers' Association.

10.50 A. m.-Address, "The Goldsmith and
Jeweler," J. H. Milhening, Chicago, Ill., president
J. Milhening Company.

11.20 A. M.-Address, "The Retailer From the
Manufacturers' Standpoint," George H. Holmes,
Providence, president New England Jewelers' and
Silversmiths' Association.

11.45 A. m.-Address, "The Jewelers' Security
Alliance," James H. Noyce, secretary, New York.

12.10P. M.-The Pacific Coast Gold and Silver-
smiths' Association ; fraternal greeting by dele-
gates.

12.20 P. m.-Announcements; adjournment for
lunch.
Note-During the executive session in the after-

noon ladies and. visitors are invited to participate
in automobile and trolley trips to the parks and
points of interest about the city, leaving at 2
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9.20 A. M.-Address, "Selling Power of Good
Display," William Hollweg, New York, Dennison
Manufacturing Company.
9.50 A. m.-Address, "An Efficient Watch Re-

pairing Department," George D. Parsons, presi-
dent Washington Watchmakers' Institute.

10.20 A. m.-Address, "The Retail Jewelers' Ad-
vertising," Robert T. Natten, New York, Jewel-
ers' Circular Publishing Company.

10.50 A. m.-Address, "Store Service," T. H.
Craig, president Illinois Retail Jewelers' Associa-
tion.

1.20 A. m.-Address, "My Acquaintance with
the Retail Jeweler," Ira D. Garman, Philadelphia,
ex-president Pennsylvania Retail Jewelers' As-
sociation.

11.40 A. m.-Address, "Store Organization ; Sell-
ing Expense and Profit," B. F.
Coffin, New York, organiza-
tion engineer.

12.10 P. M. - Address, "Rec-
iprocity Among Jewelers,"
Colonel John L. Shepherd,
New York.
12.30 P. M.-Adjournment for

lunch.

HOTEL JEFFERSON, RICHMOND, VA., CONVENTION HEADQUARTERS

The Hotel Jefferson is one of the largest and most elegantly appointed hotels

in the United States. Located on high elevation overlooking the city, it occupies one

entire square and contains 600 rooms.
A special rate of $1.30 to $3.00 for rooms (European plan) has been secured for

convention week, and lavish entertainment will be accorded, visitors by the Richmond

jewelers and municipality.
The convention hall connected with the hotel has a seating capacity of 1200, is

well ventilated and adapted for the purpose.
Retail jewelers, manufacturers, importers, jobbers and kindred trades people are

invited to attend.
Summer excursion rates may be obtained from all railroads.

o'clock, guests of the Jewelers' 24-Karat Club of
Richmond.

Wednesday Afternoon

1.30 P. M.-Call to order and announcements.
1.40 P. m.-Executive session for retail jewelers

only, T. L. Combs, Omaha, vice-president, pre-
siding. Ten vital subjects for discussion. Every
member invited to participate.
3.00 P. M.-Question box, conducted by N. Niel-

son, Harlan, Iowa, president Iowa Retail Jewel-
ers' Association.
4.00 P. m.-Open sessions of convention re-

sumed.
4.10 P. AL-Address, "Eternal Pleasures of

Jeweler," August Loch, Pittsburg, Pa.
4.30 P. M.-Address, "Diamond Mines in Opera-

tion." J. R. Wood & Sons. Drilling, blasting,
crushing; lantern slides and moving pictures.

Lecture, by Leon De Machy on Barney Barnato,
-Cape Town, etc.

Wednesday Evening
8.00 P. m.-Reception and ball in auditorium,

tendered by the Municipality of Richmond, under
the auspices of the Chamber of Commerce.

Thursday, August 3d

9.00 A. m.-Call to order and announcements.
9.10 A. m.-Invitations for the next annual con-

vention.

Thursday Afternoon

1.30 P. M.-Call to order.
1.35 P. M.-Report of execu-

tive committee.
1.45 P. M.-Report Of COM-

mittees :
(a) Auditing committee.
(b) Deceased members.
(c) Committee on president's

address.
(d) National auxiliary fi-

nance committee.
3.00 P. M.-Election of offi-

cers.
4.00 P. M.-Presentation o f

president's banner to State
showing largest gain in mem-
bership during the year.
4.15 P. M.-Selection of place

for convention, 19r2.
4.25 P. M.-Announcements.

4.30 P. m.-Address, "Wash-
ing, Sorting, Safeguarding
Diamonds," J. R. Wood &
Sons. Kafir workers, Zulu
guards, mining camp, etc.;
slides and moving pictures.
Lecture, by Leon De Machy;

"Views of Celebrated Dia-
monds."

Thursday Evening

8.00 to 11.00 p. m.-Musicale
in foyer of hotel. Inspection
of special displays in exhibi-
tion rooms.

Friday, August 4th

9.15 A. M.-Call to order.
9.25 A. al.-Reading of resolutions.
9.40 A. M.-Adoption of resolutions.
10.30 A. M.-Unfinished business.
10.45 A. M.-New business.
Loo A. M.-Adjournment.

11.30 A. m.-Boat excursion down the James
River to Dutch Gap Canal, viewing historical
points, old colonial homes, etc.; luncheon, music
and entertainment; returning to hotel at 6 P. M.
Tendered by the Jewelers' 24-Karat Club of

a Richmond, who invite all members and visitors to
enjoy this most delightful trip.

During sessions of the convention visiting ladies
in attendance will be entertained by the ladies of
Richmond with automobile and trolley trips to
the numerous parks, battlefields and points of
interest about the city.

Richmond, the capital of Virginia, is the fore-
most industrial and commercial city of the South
-its magnificent buildings, monuments, Colonial
homes, beautiful parks, great historical interest,
location-cooled by the breezes from the James
River, combined with the typical Southern hos-
pitality of its people, make it an ideal conven-
tion city.



1054

OTHER WOODSIDE NEWS PAGE IN THE JEWELERS' CIRCULAR

Let's Get Acquainted
You may be one of the jewelers who haven't traded with us who say " Yes,

selling by mail is a good plan, but it can't help me."
Scores of our customers thought the same thing, till they placed trial orders.

To-day they are saving from I 5 to 20 % on the bulk of their silverware stock.
Don't let mere suspicion keep you from saving this profitable percentage. Let

us show you how to increase your income in four vital ways.

You Reduce Stock Costs
By sharing in the benefits of modern marketing

methods you get your goods at rock-bottom figures.
Selling direct by mail relieves us of heavy " expense
accounts" of travellers. This permits basing prices
on actual manufacturing costs. You pay for real value
only. And save the amount usually added to cover
the cost of a salesman's call.

You Make More Sales
If you buy economically you are fortified against

competition. You can afford to sell at lower average
prices. Put your goods within reach of larger num-
ber of possible customers, still making a splendid profit.
Or you can sell at your regular prices and earn an
extra profit. You either broaden the scope of your
trade or make more money on individual sales.

You Get Better Goods
For fifteen years Woodside silverware has been a

recognized leader in metropolitan centers. Now,
we supply jewelers in smaller towns with a line vastly
superior in design, workmanship and finish to anything
that is offered through the old channels of trade.
Because we sell direct from New York by mail.
Naturally, selling higher grade goods will increase your
prestige and bring the best people to your store.

You Take No Risk
Every Woodside production is sold under an iron-

bound guarantee of satisfaction. We realize that only as
we please you can we hope for the greatest success.
We will thank you to return at our expense any article
ordered that doesn't completely satisfy you in quality,
salability or price. Could we more forcibly prove con-
fidence in our line?

Come and See Us This Summer
Of course, you will be under no obligations to buy—but we would like to shake

hands. To show you how we do business here. To explain any doubts you may
have about our selling plan. And to demonstrate just how interesting our values are.
So make a note to call. We are confident that you'll find the time well spent.

Or Write For a Catalogue
if you are not coming to New York this year. It explains our selling plan in detail.
And is full of quick-selling silverware at decidedly advantageous prices.

Just say, " Send us your book," on a postal. Your copy will go forward by
return mail.

The sooner you investigate the more you save—so mail a postal now.

CHOOSE VaesfuledgO:rdsthfeorsalten.e. MONEY

Woodside Sterling Company
170 Broadway New York

Annual Convention of the Iowa Retail
Jewelers' Association

The sixth annual convention of the Iowa Re-

tail Jewelers' Association, which for several

months has attracted the attention of jobbers and

manufacturers of jewelry and kindred lines, was

held in Des Moines on June 13th, 14th and 15th.

As announced by President Nielson and widely
published in the trade press, this convention was
conducted along somewhat different lines from
previous conventions. The difference lay solely
in the management of the exhibits. Ever since
the organization movement had its inception job-
bers and manufacturers whose products are han-
dled by retail jewelers have, with varying enthu-
siasm, co-operated with State and national bodies
by installing exhibits at conventions. The ex-
pense incident to this has been considerable, and
whether or not the results, either from an adver-
tising or a sales standpoint, justified the expendi-
ture at former gatherings, it was the intention of
the officers of the Iowa association to devise ways
and means to instill more activity into buying
features at the Des Moines meeting. In other
words, it was the intention of President Nielson
and the officers of his association to create a
market-place, as it were, in the exhibit hall where
retailers could replenish their stocks instead of
holding out to exhibitors the advertising advant-
ages only of such a display. A nominal rental of
$15 for space and an additional fee amounting
to 3 per cent. of the total sales in excess of $300
was assessed each visitor.

Sales Plan a Success
This was the first endeavor on the part of any

retail jewelers' organization to lay special em-
phasis on this feature of its convention by such
a concerted effort. Generally speaking, the plan
was a success, especially when it is considered
that this was the initial step in an endeavor to
work out a new idea. Over forty exhibitors were
attracted to the convention hall, and the ma-
jority of them were satisfied with the results from
a sales as well as advertising standpoint. The
Des Moines Coliseum, one of the largest amphi-
theaters in the central west, outside of Chicago,
was used to excellent advantage and formed the
setting of jewelry and kindred lines exhibited
which excelled that of all other State conventions
and closely rivaled those of national gatherings.

The few exhibitors who criticized the Iowa plan
gave as their main reason the fact that the ses-
sions of the convention were too long, and con-
sequently took up too much of the visiting jew-
elers' time. Also that the provisions made on
the programme for several hours each day to be
turned over to the exhibitors were not carried
out. his criticism was in part well taken. The
exhibitors should have had this time. They went
to Des Moines with that understanding, and the
agreement should have been carried out.

President Nielson did all in his power to stimu-
late the buying, and at each session of the con-
vention explained the "Iowa plan" and urged all
jewelers to make their purchases at the conven-
tion. He, as well as the other officers of the
association, deserve praises for launching the
new idea, and for having the courage to rely
solely upon its success and making it the sole
supporter of the expenses of this gathering with-
out relying upon donations, revenue from pro-
grammes and excessive charges for booths.
Other associations will no doubt follow the ex-

ample of the Iowa association at future conven-
tions. They will derive much profit from the
varying degrees of success and failures in the
working out of this new plan at the Des Moines
convention, but to President Nielson and the Iowa
association belong the credit of having conceived
it. The plan in itself is, or rather ought to be
a success. To ask 3 per cent. of their total sales
as rental fee is an equitable arrangement, and,

[BY OUR SPECIAL REPRESENTATIVE]

for that matter, few exhibitors would hesitate
to pay the additional $15 entrance fee, but under
such an arrangement the exhibitors are entitled
to the undivided attention of the visiting jewelers
for at least a portion of their time. Without
such provisions neither the "Iowa Plan" nor any
other will make exhibits at either national or
State conventions successful from the standpoint
of the exhibitors. It must be remembered that
without such provisions the exhibitors derive but
little benefit in an advertising way, to say noth-
ing about making enough sales to warrant the
expenditure incident to making the display. There
is no difference between dollars made through
advertising and dollars made through sales. In
one of these two ways, however, the exhibitors
expect to be given an opportunity to get a return
on their investment. These two opportunities
they not only must have, but are rightfully en-
titled to, and retail jewelers' organizations that
expect a continuation of the favor of exhibitors

President G. B. Ludy

must make the necessary provisions whereby ex-
hibitors will be given every opportunity to work
out their investment.

It was impossible to learn the amount of sales
of the individual exhibitors, President Nielson,
considering the giving of this information in the
light of a violation of the association agreement
with the exhibitors. President Nielson made the
following statement, however, when requested for
his opinion on the success or failure of the "Iowa
Plan": "I cannot give you the amounts sold by
the exhibitors separately for the reason that such
would be violation of our agreement with our
exhibitors. I can, however, inform you that the
total sales were thousands of dollars above the
limit we had set, on which there should be no
percentage paid, so from the standpoint of the
association it was a great success. It brought in
a good revenue, which will be available for push-
ing the work laid out for the year. From the
standpoint of the exhibitors there ought be no
question about the success. They only paid for
actual orders, or for goods delivered. I cannot
see how this could be improved upon, because
making the sales is what it is all for.
"Under the old method of conducting conven-

tions but few goods were sold as a rule, the
advertising feature was supposed to make up for
the flat charges ranging from $35 to $75 per
booth. Now, compare this with our convention,
where the same chance for advertising existed
in addition to getting the orders.
"As far as Iowa is concerned, I know the

method is approved, and I do not say this be-
cause it is my idea, but because every jeweler
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present at the convention approved it practically
to a man, and among the exhibitors I only found
three whose orders were low enough to cause
dissatisfaction."

A Great Convention.
The convention proper was a success, as all

Iowa conventions are. Over one hundred and
fifty jewelers from all sections of the State at-
tended. Excellent addresses were made on live
topics of the day, and a number of new ideas,
chief among which was the establishment of a
bureau for the interchange of window displays
and advertising novelties, were brought out at
the convention. Des Moines is centrally located
and has excellent advantages as a convention
State, so much so in fact that it was chosen
unanimously as the meeting place in 1912.
E. T. Meridith, president of the Des Moines

Commercial Exchange, welcomed the jewelers to
the convention, and Mack Hurlbut, of Fort
Dodge, an organization "war-horse," responded.
In his annual address President Nielson re-

viewed the work of the association during the
past five years and outlined the work that was
still before the retail jewelers of his State. In
part he spoke as follows:

In behalf of the officers of this association I
bid you welcome to this, our sixth annual conven-
tion, and it is my sincere hope that you may
benefit by and enjoy some of the things. that will
be on the programme for the three days of our
convention. I pray you will be charitable over
our short-comings wherever you may find them,
and that you will give us credit for our inten-
tions and desires to make this, the greatest and
best of all State conventions, up to the limit of
our ability, and the resources at our disposal.
We are here for a good many reasons. First

of all, we are here because the history of the rise
and fall of nations and the ebb and flow of
civilization has taught us that no nation ever
became truly great unless it had intercourse with
other countries of the world. No city can aspire
to become a center of learning and progress
unless it reaches out and exchanges ideas with
other cities, even though they are competitors in
the world market, or in a territory.
The past year has placed the association on a

higher plane and firmer basis than ever. The
influence of our organization has had its effect
in causing a number of new lines to be marketed
through the legitimate jewelry channels. Some
of the sterling silver manufacturers have ad-
vanced the retail price enough to enable the re-
tailer to make a profit over and above the cost
of doing business, and I understand one of the
makers of low-priced watches has done likewise
right recently. Rest assured that if we had not
had the association some of these things would
not have come to pass, and you may also rest
assured that should the association, for some un-
foreseen reason, be permitted to die down, it
would only be a question of a short time until
things would go back to where they were when
we made our start a few years ago.
The Iowa Association was the only one this

year, to the best of my knowledge, to have a
gold and silver stamping law passed to cor-
respond with the national law. I was fortunate
in getting both the State senator and representa-
tive of our county interested in the bill, and they
did their work well. Some of you may have
had experience in getting legislation through, and
if so you will know that it is not an easy matter.
I spent considerable time myself at the State
House, explaining what we wanted, and why we
wanted it, at a number of different times, and
between us we finally succeeded in having it be-
come a law just before the dose of the session.
This act has the distinction of having become a

(Continued on page 1057)
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REPLICA OF FINEST

NATURAL GEMS. COLOR,

HARDNESS, PERPETUAL

LUSTER, GUARANTEED

THE RICHELIEU PEARL
Unaffected by boiling water at a temperature of 212° Fahrenheit, thereby

assuring perpetual luster and immunity from the ill effects of perspiration

and wearing abuse.

NECKLACES That they aresurpassed only
by the real is the consensus of opinion.

LENGTH—stock sizes in pearl sizes
illustrated.

COLORS—white, rose, light cream,
salmon and greyish black.

SNAPS—beautifully designed in
platinum, mounted with precious
stones.
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Designed in NECKLACES, SCARF PINS, BAR PINS, LA

VALLIERES, RINGS, BRACELETS, STUDS, BROOCHES.

BARRETTES, EARRINGS.

We fill a long-felt want in presenting to the trade pearl

jewelry on which every pearl is so securely mounted that
we guarantee them not to come off.

IT WON'T COME OFF!

ALEX. C. CHASE, 6 Maiden Lane, N. Y.
Agent for PHILADELPHIA

BOSTON : BALTIMORE
B. J. MEYER

New York State and Middle West

TRAVELERS
A. FRIEDMANN
New York City

IN FACT, WE GUARANTEE IT!

L. B. FREY
Pacific Coast States

J. D. BOYLE
Chicago and Vicinity

JOS. H. MEYER BROS. YORK!U%1VirU ali; The Sketch Book House
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Annual Convention of the Iowa Retail

Jewelers' Association

(Continued from page los)

law without one cent of expense to the asso-
ciation.Fion.

ebruary of this year we had our annual

one week's short course in watchmaking. Our

two years' experience has taught us many things
we did not know before, and I shall touch on
some of them a little later.
The Iowa Association has always been a pi-

oneer in association work. It was Iowa that
started the first real agitation with telling effect
against unfair competition, retail jobbers and
other ills. It was Iowa that conducted the first
watchmakers' short course, with examination for
certificate, and there are numerous other occa-
sions where Iowa showed the way. It is now
Iowa again who is the pioneer; this time we are
trying out an entirely new method of handling
the exhibits in connection with the convention.

As our plan has been so thoroughly explained
in our convention literature, I shall not go into
details except to state that our plan is on the
percentage basis, which is the only fair way ever
devised.
Without doubt other associations, not alone in

the jewelry field, but in other lines as well, will
take up our method. This is judging from the
large number of inquiries I have had from quite
a number of commercial organizations all over
the central States, asking for our literature ex-
plaining our plan. Our method of handling ex-
hibits is not only fair to the association and its
exhibitors, but it is also of great value to the
jeweler who attends the convention in an educa-
tional way, especially where the exhibits are as
extensive as we have them at this convention.

We have now covered the past and present,
and we are getting down to the future; I have
a number of recommendations for the guidance
of our future conduct, and I hope we will be
able to get our heads together for the due de-
liberation of same, but in a different way than
the German suggested in a little story.

So far non-members have shared equally with
our members in everything, but from now on
this will have to be changed in all cases where it
causes extra expense to the association. In so
doing we are creating an incentive to become a
member in order to share in whatever benefits
may in that manner be obtained. This associ-
ation has made a beginning by establishing a
higher rate for attending our short course for a
non-member than for a member of the associ-
ation, and we are now going still further by
limiting the entertainments at this convention to
members and their wives. I recommend that the
association take formal action on this for the
guidance of our future officers as the work of
our association becomes more and more extended.
I further recommend that the association or-

ganize a mutual fire insurance company among
its members, along the line of the hardware as-
sociations' organization, this insurance to be avail-
able for members of our association only. The
hardware people are making a great success of
it, and I have .their statement to show that their
assessments have never run over $5.5o per $1000
for any one year, which is about half of the
usual rate. This is where the actual direct benefit
of the association can be brought home as an
aid in saving the real dollars, and I know I am
safe in saying that the adoption of this recom-
mendation will solve our membership question to
an unusual extent.
As before stated, our two years' experience in

the watchmaker's short course has taught us
many things. Among other things it has taught
us that the great majority of workmen have a
holy horror of attending the short course on ac-
count of the name for fear that competitors, or
even the public, should use it against them to
show that they were not sufficiently skilled should
they attend. This may sound absurd to some
of us, but as long as such is really the case I
recommend that we change the name and call it
post-graduate course, or some other equally or
perhaps even more appropriate name. I would
also advise that we add a course in salesmanship,
which can be done at but slight extra expense.

This would give us an ideal combination, and
would make our course far more attractive and
of far more value than at present, with but slight
extra cost.
Another matter we must see to is that a bill

against fraudulent advertising is introduced and
passed in the next Legislature. Time will not
permit going into details of the recommendation,
but I will see that it is fully discussed later on.
Even though the Legislature does not meet for
some time, we must lay our plans now, so we will
be ready when the time comes.
T. L. Coombs, of Omaha, vice-president of the

American National Retail Jewelers' Association,
delivered a very interesting address on "Head-
way." Mr. Coombs is a most enthusiastic worker
in the association, and has given up much of his
time and effort to the furtherance of the cause.
In his address he made a vivid comparison be-
tween the conditions in the jewelry trade as they
existed prior to the establishment of the organi-
zation idea and as they exist now. He pointed
out many reforms that have been brought about
through the united retail jewelers, and expressed
the opinion that the organization movements were
destined to work out the many problems still
confronting them. In drawing comparison be-
tween the successful merchant in other lines and
the more or less successful jeweler, he said :

"A comparison has been made between general
merchants and retail jewelers to our discredit.
Our thrift and success are measured by that of
the department store and mail-order house to our
discouragement, and yet we stand by and listen
and loiter. It is not that the retail jeweler of
to-day is less intelligent or less honorable, nor
do we uphold the unscrupulous jeweler who in-
timidates in advertising, and yet we say why is
it? I will tell you. They belong to the class
of which Emerson says, The laws of the world
are written out for them on every piece of money
in their hand,' while we are ancestrally linked
to the ethical class which puts dignity and honor
before the dollar and hypocrisy. They courage-
ously travel by the dangerous aeroplane of re-
sults while we still employ the faithful horse of
honor and the comforting courage of skilled re-
sults. That difference is almost a chasm, but
should we covet their warfare or copy their for-
tifications? Does the world's favor demand pros-
titution of truthfulness in order to reap the re-
ward of wealth, or would it sanction the gas-
pipe invasion of the demoralizer's stronghold?
My faith is strong enough to believe that through
the nation-wide organization movement we are
on the right road. We are making headway. I
advocate the kind of headway expressed by Car-
lyle when he said, 'The goal of yesterday will be
the starting-point of to-morrow.' I always
thought that the yesterday events of an upright
business life will foretell its business sunset of
to-morrow if with our minds and manners we
calmly measure the maddening march of mer-
chandising."

Howard C. Carpenter, sales manager of the
Rockford Watch Company, delivered an address
on "Tact, Its Importance in the Business World."
Perhaps no speaker at the retail jewelers' con-
ventions has maintained closer relations to the
retail trade than has Mr. Carpenter. His address
was listened to with a great deal of attention.
"Tact," said Mr. Carpenter, "is one of the most
valuable factors in the conduct of a successful
business. There are a thousand and one things
that enter into it. You must use tact in ap-
proaching a customer ; tact in talking to him;
tact in displaying the goods; tact in discussing
matters connected with the sale ; tact in stating
the price ; tact in closing the bargain; in short,
tact in everything that you do. Not only must
you use tact in your store. but you must be care-
ful to use the highest degree in your personal re-
lations with the people of your town. A tactful
man is, as a rule. a successful man, because tact
implies success. You must also use tact in your
advertising. Remember that your advertisement
is, or ought to be, your spoken word. Do not
say an untactful thing in your advertising. If
you do not use tact in your advertising it is my
opinion that you are doing yourself more injury
than if you fail to use tact in your conversation
with a customer. In your advertisement you
talk to thousands, a great majority of whom you
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do not know. These thousands form their opin-
ion of you from your untactful advertisement,
whereas if you fail to use tact in your store you
injure yourself for the time being only with your
customer. Much is to be gained from advertising.
Instill as big a supply of tact as you are able to
command into your advertising and your business,
and you cannot help but succeed, everything else
being equal."

W. J. Pilkington, who was to have spoken on
"The Time and Its Tendencies," was not able
to be present. George B. Irving served as his
proxy and delivered a stirring address on "The
Battle of the Cities." Mr. Irving is a forceful
speaker and somewhat of an orator, and suc-
ceeded in holding the attention of the convention
throughout his address. The trend of his address
was to the effect that the concentration of capital
and industry in the large cities, the establishment
of great banking institutions and mail-order con-
cerns doing a business of millions was working
a great detriment of the smaller cities. He de-
plored the tendencies of the commercial organi-
zations of large cities to reach out for additional
territory and widen their sphere of financial and
commercial influence. While Mr. Irving brought
out many interesting facts regarding the influence
of large commercial institutions in the large cities
upon the business interests of small country
towns, he failed to give the larger city any credit
for their growth, and his address was ultra pes-
simistic as far as conditions were concerned. He
pictured the class of big commercial institutions,
banks and mail-order houses as avaricious, selfish
and unfeeling as far as the business men of the
smaller towns were concerned. The only hope
he held out for the business men in these small
towns was organization and commercial form of
municipal and State government and the patron-
age of home industry.

Joe Goldstone, of Bennett, Iowa, discussed pre-
vailing business conditions in the jewelry trade
from the standpoint of the country jeweler. In
his address he took up many of the phases of the
country jeweler's business life. His main con-
tention was that the country jeweler is as much
responsible for the condition he finds his business
in as is the jeweler in the larger cities. In part
his address is as follows:

We find that there are still a great many of
the country jewelers ruining themselves in mind
and health trying to eke out an existence over
their benches repairing watches that are bought
from every other channel than the legitimate one
—the country retail jewelers. I contend these
conditions are what they are made by the jeweler
himself. For any one can overcome the oppo-
sition of mail-order houses. You have first your
show window, which, instead of being a means of
light for your workbench, should be an insignia
of the main store. The columns of your local
newspapers offer you that publicity which will
enable you to offset that of the mail-order people,
who cannot secure ads. in most of the country
papers. Then, too, your personal letters, which
should go out to your patrons at least once a
month ; and, finally, your own personality and
acquaintance with your trade, which, if you are
on the level, would alone be sufficient.
As we take tip the shoals of opposition to the

fixed selling price, fellow jewelers, I would im-
press upon you the fact that our ultimate success
and salvation depends upon the hearty support of
this measure, and also to the firms who operate
upon this policy. To my mind, gentlemen, the
restricted selling price with a fair margin of
profit is the one and only thing to eradicate the
great evil of mail-order competition. It puts you
on a level with all and gives you a chance for
a fair battle in this great field of competition.

The most interesting and instructive address
made at the convention was delivered by F. W.
Heron, president of the Royal Indemnity Com-
pany and an instructor in salesmanship before
one of the largest classes of its kind in the
world, at the Y. M. C. A., in Omaha, Nebr. No
speaker ever came before a convention of retail
jewelers better qualified to handle this subject
than did Mr. Heron. He was brought tip in the
jewelry business in Iowa City, and although he
has not been actively connected with it for a

(Continued on page 1145)
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Annual Meeting of the Missouri Retail
Jewelers' Association

A new record for work done by State associa-

tions was established at the annual convention of

the Missouri Society of Retail Jewelers, which

was held June 19th, 20th and 21st at the South-

ern Hotel, St. Louis. It was the most successful

gathering of retail jewelers ever held in the State
of Missouri. The jewelers' association met in
conjunction with the annual meeting of the

Missouri Association of Optometrists. The at-

tendance exceeded that of any previous Missouri

gathering and the addresses and talks delivered

were of an unusually high standard. The jobbing

fraternity of St. Louis exerted every effort for

the comfort and entertainment of the visiting

jewelers and provided many an enjoyable hour

while the convention was in session.
Mayor F. H. Kriesman, of St. Louis, wel-

comed the visiting jewelers to St. Louis with a

very warm-hearted greeting. Adam Haffner, of
De Sota, responded.
The morning session of the opening day was

devoted largely to social matters and to registra-
tion. During this session R. D. Worrell, of
Mexico, Mo., delivered an address on "Jewelry

Reforms." His address was replete with many
impressions regarding the reforms that had to be
brought about in general trade conditions. "Bob"
has always taken a very great interest in the
work of the association and has given much of
his time to the study of general conditions. His
address in part was as follows :

Jewelry Reforms

Jewelry reforms include so many things that I
shall not attempt to speak of them individually,
but will consider them as a whole. All of us
know what jewelry is, but for fear that some of
You jewelers do not know what it means to re-
form, I'll define it for you. Webster says reform
means "to change, from worse to better, to amend,
to correct, to restore to a former good state, to
bring from a bad to a good condition." So we
will consider this subject in its abstract sense as
"reforms in the jewelry business."

First of all, it is not such a bad business, al-
though some of us acquire the habit of saying
business is bad, but we must admit there are cer-
tain conditions existing in the business that should
be brought from their present state to a better,
that should be corrected, that should be made
good, and the question naturally arises: how shall
these reforms be carried out?
Permit me to say, gentlemen, and I wish I could

say it so firmly and strongly that every jeweler
in this country would appreciate its importance
and act accordingly, the only reforms that can
come to the jewelry business must come through
the jewelers' associations.
To perpetuate these associations, to keep them

active and alive, to keep them continually doing
good, to keep them always on the job, there must
be meetings and conventions at which matters of
importance may be discussed, ideas and views pre-
sented and the best thoughts put in a concrete
form in the shape of acts and resolutions for
future guidance.
Only a few years ago the conditions were so

bad and the evils so many in the jewelry business
that the average jeweler felt like he was a per-
secuted individual.
When two or more jewelers happened to meet,

all the talking they did was about their competi-
tors and the wrongs that were being done unto
them under the name of competition. "Woe is me,
woe is me, woe is me, and then some more woe,"
they wailed. But at last the spirit of man began
to assert itself, and the jeweler whispered to him-
self, "I won't stand it;" then he said out lod,

[BY OUR SPECIAL REPRESENTATIVE]

"I won't stand it ;" then he said to his clerks, "I
won't stand it ;" then he said to his friends, "I
won't stand it ;" and finally he said to his brother
jeweler, "I won't stand it, will you?" and when
the other jeweler replied, "No,' right then and
there a jewelers' association was formed.
We will unite, we will organize, we will form

an association and demand our rights; we will
eliminate the evils of the catalogue octopus and
the price-cutting demon from our beloved busi-
ness of two-ounce plated teas and one-eighty-
seventh gold-filled stock.
We will reform; we will reform; we will re-

form—the jobber.
By the same token, say the jobbers, we will

organize, and lo, there was a gathering of the
twelve tribes, and jobber spake unto jobber that
had not so much as looked in the same direction
since he was done out of that good customer in
high grass town.
And there was a great talk-feast by these men

that have so much of the poor retailer's money

President Charles Mauch, Marshall, Mo.

that they have to hire men to go out on the road
and spend it for them.
The evils that beset us, said these jobbers, are

many and varied, running all the way from goods
kept on memo. for ninety-nine years up to the
sight drafts that are never paid.
These wrongs cannot be endured longer than

four months net.
We will reform; we will reform; we will re-

form—the manufacturers.
And likewise the men that own all the gold on

earth, judging by the way they spread it on low
quality brass, gathered in Providence, R. I., which
is just about as near as they will ever get to that
good place, and gravely discussed their unpleas-
ant predicament.
There was no one left for them to reform, so

they just let it go at that. At this meeting you
will hear some very able papers upon the different
evils and wrong conditions that exist in our
business.
You must remember that these writings are but

the ideas and views of the author upon the sub-
ject assigned him, and you should give them your
attention and consideration, for the purpose of
forming an unprejudiced opinion as to the right
or wrong, as to the good or bad that is in them.
We must go at this matter of reforms in our
business, in a business way and in a spirit of
fairness and unselfishness.
I have observed that the man whose claim is

just and asks only what is fair and right, usually
gets all that he is entitled to.
When I had the honor of acting as president

of the Missouri Society of Retail Jewelers I
found that the jewelers who complained the most
and had the most radical ideas of reform were
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the ones that did not belong to the society and
never paid a cent into its treasury.
A traveling man once referred to this associ-

ation as a jewelers' wailing society, and while I
do not believe he had a real or just cause for
referring to it in such terms, but did it in merely
a joking way, it is up to us to see that no reason
be given for applying such a name to us even in
a spirit of fun.
Our trade journals are unceasing in their efforts

to help the retail jeweler better his condition;
they publish numerous articles that are contri-
buted and fill their editorial pages with ideas and
suggestions that must surely prove of great assist-
ance to him in a personal way; but they have not
strongly advocated all of the matters that are
classed as reforms by the retail jeweler, and as
the breakfast food advertisement says, "There's
a reason."
The changing of trade conditions is not going

to prove beneficial to all parties concerned, even
though these conditions are changed from bad
to good, until matters shall have adjusted them-
selves to the change and taken up the new order
of things.

Joseph Ebeling, president of the St. Louis
Jewelers' Association, called to order the business
session of the convention and in a few brief

words welcomed the visiting jewelers on behalf of
the retail jewelers of St. Louis. Claud E, Range,
president of the Missouri Retail Jewelers' Asso-
ciation, then presented his annual report, which
was as follows:

President's Address

Fellow Jewelers of Missouri :—This is the time
allotted me as your privileged president to unload
the griefs of the past year at your door, collect
the praise due the officers for their year's work
and pass on re;oicing. Another notch has been
cut in the mile-stick of jewelry history, another
year's work is to be compiled in the annals of our
association. We are not here merely as his-
torians for recording that which we may have
done; but to discuss matters of mutual import-
ance to the retail jeweler and devise methods of
accomplishing greater things for our association.

Have you jewelers ever thought of the origin
of the wares you carry and how remote in history
the first jewelry was made? Jewelry-making is
one of the oldest and most ancient crafts, dating
back to the temples of ancient history with its
vague records and limited description, leaving
only modern research to show that some form of
personal adornment has been worn by man since
the creation of the human race—be it a bone, a
stone, or a piece of hammered metal. The evo-
lution in jewelry-making has been marked by
different eras of development since the ancient
peoples of the Old World, the Egyptians, Per-
sians, Greeks and Romans, all proficient in the
cutting of precious stones, and the Teutonic and
Celtic races, who left behind them evidences of
skill in working gold.
We view with interest the superstition so ig-

norantly applied to the wearing of certain emble-
matic designs during the middle ages and the
gorgeousness of the jewelry worn during the
Renaissance period, with its signet and heraldic
patterns—now matters of history. We marvel at
the energy of the artistic Etruscan with his quaint
and clever moulding of metal and extol the sil-
versmithing of our own Paul Revere, who has left
designs in beautifully wrought silver that one
hundred years has not excelled. All of these
are epochs in jewelry history which have had
their influence in building the great foundation
for our chosen calling and making it what it is
to-day—an honorable profession. I say profes-
sion because the jeweler of the present day is not
merely a tradesman or mechanic, but a man pro-
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ficient in many of the arts and sciences peculiar
to his business.
I often wonder if we take enough time in this

busy, active life to reflect upon the reputation the
jeweler has in the business world, and the envi-
able position he occupies in society. It is said
that "reflection is the clearance house for failures
and successes," a time to estimate our worth.
We should all take time to reflect over the duties
that befall us day by day, and try to improve
conditions that are mutually felt by those who are
allied with the jewelry craft. It was such reflec-
tion that made the incentive for jewelers' organi-
zations. The jeweler found out his true worth
and saw the probability of his future downfall
from pirates and vandals of the trade, who would
destroy him if he did not seek the co-operation
of his fellows.
Five years ago, in Kansas City, when thirteen

optimistic jewelers formed this excellent organi-
zation—The Missouri Society of Retail Jewelers—
it was with but little misgiving that the much-
quoted unlucky thirteen would detract from the
interest which was so heartily manifested among
its members. On the contrary, we remember the
struggles of the thirteen original States of this
great nation, and linking our destiny with theirs,
only hope for a like success.
Since this organization was started a great many

existing trade conditions have been changed for
the betterment of the jeweler. As a unit of
the national association we feel equally responsi-
ble for many benefits it has wrought. The officers
of this association have worked hand in hand
with those of other States in eradicating many
evils of trade. Right here in our own State we
have accomplished results which you as an indi-
vidual could never expect. Then why do you
jewelers who are not members of this society
hesitate in joining? Following the precepts of
our parent body we stand for the "correcting of
trade abuses, fostering mutual improvement and
establishing closer ties of business association"—
three of the grandest principles ever exemplified
by any trade organization, and we would like to
see every jeweler present at this meeting a mem-
ber of the Missouri Society of Retail Jewelers.
There was a time when the jeweler looked

upon any one in the same business as a com-
petitor, and his store and method of merchandis-
ing was open to criticism. One jeweler barely
spoke to another on the street, and their antago-
nism was so bitter that they preferred not to at-
tend the same social function. But a great change
has been wrought ; no longer do jewelers regard
each other with such bitterness in most localities,
but have become reconciled to more modern busi-
ness methods and find it is possible for compet-
itors to work together hand-in-hand, creating and
increasing the demand for the wares they carry,
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and educating the public to buy better goods. The
matter of price-cutting and under-valuing of arti-
cles has been deprecated by friendly jewelers, and
in many small towns the jewelers have organized
round tables or instituted clubs where employers
and clerks attend and discuss alike the trend of
their local affairs. Jewelers work in their State
and national association with their comnetitors,
and in many instances attend together, share their
rooms together and discuss the things which are
best for their mutual protection.
Jewelers of Missouri have not all awakened to

the benefits to be derived from affiliating with this
society. There are still 487 jewelers in the State
whom the officers have circularized and written
letters of appeal for the past five years. We gain
some new members each year by this method, but
it seems to me the number is not satisfactory and
no doubt will take personal solicitation and a
heart-to-heart talk to satisfactorily explain the
real objects of organization to those jewelers who
disregard our literature and these yearly meetings.
It is my opinion that the State should be districted
and active members living in each district be offi-
cially delegated to make a circuit of towns and
"line up" non-members. The expense of this
canvass to be borne by the society. By carefully
routing each delegate the railroau fare could be
reduced to a minimum. J believe in most locali-
ties the first year's dues would sufficiently cover
the solicitors' expense ; at least the plan could be
tried in a few localities to test its efficiency and
abandoned should it prove unsatisfactory in any
way, and continued if successful in getting new
members.
In the last report of the national secretary the

Missouri Society of Retail Jewelers stood fourth
in rank of membership; since this report we have
added to our membershin roll 28 members, making
a total of 238 members, which we consider an
excellent gain. Let us all, as members, make a
concerted effort to increase our membership next
year and have Missouri stand in the lead. We
only have to climb three rounds on the ladder to
accomplish it, and if every one gives a boost and
takes one stride upward we can make the Missouri
Society of Retail Jewelers stand first in member-
ship. I hope to see the time when our entire
State will be regularly organized with jewelers'
round tables in the smaller towns and jewelers'
clubs in the cities workint, together as harmoni-
ously as this splendid organization we have here—
the St. Louis Jewelers' Association—of which our
society, as well as our State, should justly feel
proud.
The work of the last State Legislature was so

seriously hampered by the burning of the Capitol
building that many important bills were unduly
killed. Among them was the Gold Stamping law
introduced by Senator Lane, which had reached
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its third reading. When the next General As-
sembly convenes it should be the duty of this
society to take necessary steps to interest our
legislators in passing this bill to coincide with the
National Gold Stamping law.
It is befitting at this time to recommend that

our society take some steps toward aiding our
sister society, the Optometrists, in obtaining their
much-coveted law for a State Board of Examin-
ers, for which they have worked so faithfully
during several Assemblies. While it will be some
time before the matter is again brought before the
Legislature, it is opportune to prepare early for
action and be willing to help the optometrists,
should they find it necessary to call upon our
society for assistance.
In the enthusiasm of our own convention we

are apt to forget that we are part of another
large meeting to be held in Richmond, Va., the
first of next August. I refer to the National
Retail Jewelers' Convention. While delegates will
be selected from our members to attend this meet-
ing, it should in no way deter others from going.
Every retail jeweler is invited to attend and ex-
pected to enter into the spirit of the meeting. It
will be a courtesy and a compliment to our own
member, Mr. Claud Wheeler, the national secre-
tary, that we go "on to Richmond" with a large
delegation from Missouri. Mr. Wheeler has
worked ardently for the interests of the national
association and for the success of this convention.
The Missouri association has always been well
represented at these national conventions, and we
should endeavor to keep our prestige as one of
the live associations of the West by giving en-
couragement to our national officers and attending
this splendid meeting.
Before closing I wish to thank the members of

the Executive Committee for their loyal support
during my term, for their encouragement in the
administration of the acts of this office, and for
their many suggestions which have been embodied
in the affairs of this society.
In retiring from the office which you have hon-

ored me with during the past year I feel you
have given me your support and encouragement,
for which I thank you and trust you will lend the
same assistance to our new officers to be elected
at this meeting. A little encouragement or a
timely suggestion given in a kindly way always
"makes the pathway brighter."

One of the most interesting addresses at the
convention was delivered by Al Bruckner, of the
Packard Studios, of Chicago, whose subject was
"Advertising for the Jeweler and Optometrist."
Although not at present engaged in either the
jewelry or optical business Mr. Bruckner received
his early training in a jewelry store and has kept
in close touch with general conditions in the trade.
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Edward S. Daniels, of the St. Louis office of
the Dennison Mfg. Co., gave a very practical
talk and demonstration on "Window Decorating."
He had built a stand to represent the window dis-
play in one corner of the convention hall and
used a great many models of display stands to
illustrate his talk. He considered window dis-
plays as the most powerful kind of advertising
and ventured the opinion that no retail jeweler
could ever hope to succeed through advertising
if he was careless regarding his window displays
and the general arrangement of his store and his
stock. He discouraged retailers in their attempt
to place too many articles in their window dis-
plays and advocated the use of only a few very
attractive articles, which would harmonize with
one another and which would not deflect the
attention of the general public from the jewelry
lines. His address will be found on page I ID)
of this issue.
The Missouri retailers were particularly for-

tunate in having the opportunity to listen to an
address by Morris Eisenstadt, president of the
Eisenstadt Mfg. Co., of St. Louis. The subject
of his address was "Salesmanship from the Job-
ber's View." During the course of his address
Mr. Eisenstadt spoke for higher degrees of sales-
manship among retail jewelers. His address was
possibly the best of its kind ever delivered at a
retail jewelers' convention by a jobber and will be
found in full on pages iixi and 1112 in this issue.
"The Value of Cash Discounts" was a very in-

teresting address by Joe McKenna, vice-president
of the Bauman-Massa Jewelry Co., of St. Louis.
This is an all-important subject to all sections
of the general jewelry trade and one which is of
special importance to retail jewelers. Mr. Mc-
Kenna delivered the address very interestingly
and received the congratulations of the many
jewelers in a very forceful way. It is printed
on page 1112 of this issue.
One of the most interesting papers of the con-

vention was presented by H. C. Goodwin, adver-
tising manager of E. Kirstein Sons Co. The
subject of his address was "Business Getting."
Special attention is called to that part of Mr.
Goodwin's address in which he refers to the
jewelers who must insist on cutting prices and to
the policy of restricted selling prices as carried
out by many manufacturers at the present time.
While Mr. Goodwin's presence at all gatherings
of jewelers or opticians is always welcome, his
remarks at the Missouri convention this year were
of more than the customary interest. His address
is printed in full in the July issue of THE KEY-
STONE MAGAZINE OF OPTOMETRY.

Col. John L. Shepherd, who has always taken a
lively interest in the organization movement, was
present at this convention and made a number
of short talks. No one in the jewelry trade has
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such a wide and extensive acquaintance with re-
tail jewelers as has the Colonel, and his genial
presence at jewelers' meetings is not only very
welcome, but greatly appreciated.
The question box proved of unusual interest at

this convention. The entire convention took an
active part in various questions submitted and it
was remarked by one of the visiting jewelers that
the question box was one of the most helpful
and instructive features of the convention. One
of the questions submitted which created quite a
discussion was the following: "What is the best
side line for a retail jeweler in a small town to
carry?" Some one suggested phonographs. Be-
fore the discussion had closed on this question it
seemed to be the opinion of the majority of the
jewelers present that phonographs were none too
desirable as a side line. C. M. Harrington, of
Kirksville, Mo., gave it as his opinion that a re-
tail jeweler might possibly succeed in building up
a good business on phonographs provided that the
phonographs were at least a block from his
jewelry store. Mr. Harrington stated that he
had tried phonographs as a side line and had
been convinced that they were not a profitable
side line. "I have given up phonographs as a side
line and have gone into high class steel engraved
stationery. I think that the phonograph business
and jewelry business do not mix. If one of my
clerks is selling a phonograph or a record and a
customer comes in and wants to look at jewelry
I have found it next to impossible to hold the
attention of the customer on jewelry while the
phonograph is playing. I think the same is true
of the general music department unless the music
department can be shut off from the rest of the
store so that the playing does not attract the
jewelry customers and divert their attention."
When the subject of the retail jobber came up

for discussion one of the jewelers present stated
that in some degree at least many retail jewelers
were in a measure responsible for the fact that
jobbers had customers call upon them and wanted
to buy goods at retail. This speaker referred to
the practice on the part of some retailers who
send certain of their customers to jobbers with a
note that they are not carrying the article in
stock which the customer asks for and requests
the jobber to allow the customer to look over
their stocks and make their selections. It was the
contention of the meeting that this was wrong
and should be discouraged as much as possible
Herman Mauch, ex-president of the St. Louis

Jewelers' Association, stated that he was -.ery
glad to report that few, if any, of the large job-
bers in his State were continuing to sell at retail.
The question of whether or not it would be bet-
ter for the retail jewelers to carry one line of
watch movements exclusively rather than several,
also came up. There was no jeweler who seemed

to be of the opinion that it would be better to
handle one line exclusively, but that they were
compelled to handle a number of lines, although
they ought by all means to concentrate their ef-
forts on the movement they thought would give
the best satisfaction. Theodore Ebeling, of St.
Louis, was a firm believer in this method. He
stated that he had built up a big watch business
in one particular line of movements because of
the fact that while he carried all the standard
movements he concentrated his efforts on the
one which he felt sure gave his customer the
most satisfaction.
Jos. Ebeling, a well-known retailer of St. Louis,

delivered an unusually interesting address before
the convention. Although Mr. Ebeling was as-
signed the subject of "Jewelry System—A Corn-
parison of European and American Methods," he
made no references whatever to conditions in
Europe, but confined his remarks solely to the
conditions in the American jewelry field. His
remarks showed a very clear and concise under-
standing of the present conditions in the trade
and the tendencies of the time towards mail-
order houses and department stores. Mr. Ebeling
was outspoken and while some portions of his
address may not be in entire accord with the ideas
of all retail jewelers, nevertheless his address was
none the less interesting and instructive. He
spoke in a prophetic strain of the ultimate ab-
sorption by wealthy corporations of the retail
jewelry business and predicted that within the
near future a chain of retail jewelry stores, simi-
lar in their operation to the United Cigar Stores,
would be established.
Charles A. Mauch, of Marshall, Mo., the

newly-elected president of the association, read
a very interesting paper on the history of the
jewelry business in Missouri. Mr. Mauch is one
of the oldest and best known retail jewelers in the
West and he gave up a great deal of his time
in compiling this brief history of the jewelry
business of Missouri, which will prove a valuable
addition to the records of the association.
R. A. Walker, of Skidmore, who has taken a

deep interest in the matter of examinations for
watchmakers, read a paper before the convention
on watchmakers' examinations and repairing.
The address will be found on another page of this
issue.
Chas. Mauch, of Marshall, Mo., was unani-

mously elected president of the association for
the coming year. The other officers are as fol-
lows : First vice-president, H. L. Rains, Maryville,
Mo.; second vice-president, Fred W. Pilcher,
Mexico, Mo.; secretary and treasurer, Anderson
Blanton, Paris, Mo. Executive committee—W.
W. Whiteside, Liberty, Mo.; F. W. Meyer, Kan-

(Continued on page 1149)
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ficient in many of the arts and sciences peculiar
to his business.
I often wonder if we take enough time in this

busy, active life to reflect upon the reputation the
jeweler has in the business world, and the envi-
able position he occupies in society. It is said
that "reflection is the clearance house for failures
and successes," a time to estimate our worth.
We should all take time to reflect over the duties
that befall us day by day, and try to improve
conditions that are mutually felt by those who are
allied with the jewelry craft. It was such reflec-
tion that made the incentive for jewelers' organi-
zations. The jeweler found out his true worth
and saw the probability of his future downfall
from pirates and vandals of the trade, who would
destroy him if he did not seek the co-operation
of his fellows.
Five years ago, in Kansas City, when thirteen

optimistic jewelers formed this excellent organi-
zation—The Missouri Society of Retail Jewelers—
it was with but little misgiving that the much-
quoted unlucky thirteen would detract from the
interest which was so heartily manifested among
its members. On the contrary, we remember the
struggles of the thirteen original States of this
great nation, and linking our destiny with theirs,
only hope for a like success.
Since this organization was started a great many

existing trade conditions have been changed for
the betterment of the jeweler. As a unit of
the national association we feel equally responsi-
ble for many benefits it has wrought. The officers
of this association have worked hand in hand
with those of other States in eradicating many
evils of trade. Right here in our own State we
have accomplished results which you as an indi-
vidual could never expect. Then why do you
jewelers who are not members of this society
hesitate in joining? Following the precepts of
our parent body we stand for the "correcting of
trade abuses, fostering mutual improvement and
establishing closer ties of business association"—
three of the grandest principles ever exemplified
by any trade organization, and we would like to
see every jeweler present at this meeting a mem-
ber of the Missouri Society of Retail Jewelers.
There was a time when the jeweler looked

upon any one in the same business as a com-
petitor, and his store and method of merchandis-
ing was open to criticism. One jeweler barely
spoke to another on the street, and their antago-
nism was so bitter that they preferred not to at-
tend the same social function. But a great change
has been wrought ; no longer do jewelers regard
each other with such bitterness in most localities,
but have become reconciled to more modern busi-
ness methods and find it is possible for compet-
itors to work together hand-in-hand, creating and
increasing the demand for the wares they carry,
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and educating the public to buy better goods. The
matter of price-cutting and under-valuing of arti-
cles has been deprecated by friendly jewelers, and
in many small towns the jewelers have organized
round tables or instituted clubs where employers
and clerks attend and discuss alike the trend of
their local affairs. Jewelers work in their State
and national association with their comnetitors,
and in many instances attend together, share their
rooms together and discuss the things which are
best for their mutual protection.
Jewelers of Missouri have not all awakened to

the benefits to be derived from affiliating with this
society. There are still 487 jewelers in the State
whom the officers have circularized and written
letters of appeal for the past five years. We gain
some new members each year by this method, but
it seems to me the number is not satisfactory and
no doubt will take personal solicitation and a
heart-to-heart talk to satisfactorily explain the
real objects of organization to those jewelers who
disregard our literature and these yearly meetings.
It is my opinion that the State should be districted
and active members living in each district be offi-
cially delegated to make a circuit of towns and
"line up" non-members. The expense of this
canvass to be borne by the society. By carefully
routing each delegate the railroau fare could be
reduced to a minimum. I believe in most locali-
ties the first year's dues would sufficiently cover
the solicitors' expense ; at least the plan could be
tried in a few localities to test its efficiency and
abandoned should it prove unsatisfactory in any
way, and continued if successful in getting new
members.
In the last report of the national secretary the

Missouri Society of Retail Jewelers stood fourth
in rank of membership; since this report we have
added to our membershin roll 28 members, making
a total of 238 members, which we consider an
excellent gain. Let us all, as members, make a
concerted effort to increase our membership next
year and have Missouri stand in the lead. We
only have to climb three rounds on the ladder to
accomplish it, and if every one gives a boost and
takes one stride upward we can make the Missouri
Society of Retail Jewelers stand first in member-
ship. I hope to see the time when our entire
State will be regularly organized with jewelers'
round tables in the smaller towns and jewelers'
clubs in the cities working together as harmoni-
ously as this splendid organization we have here—
the St. Louis Jewelers' Association—of which our
society, as well as our State, should justly feel
proud.
The work of the last State Legislature was so

seriously hampered by the burning of the Capitol
building that many important bills were unduly
killed. Among them was the Gold Stamping law
introduced by Senator Lane, which had reached
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its third reading. When the next General As-
sembly convenes it should be the duty of this
society to take necessary steps to interest our
legislators in passing this bill to coincide with the
National Gold Stamping law.
It is befitting at this time to recommend that

our society take some steps toward aiding our
sister society, the Optometrists, in obtaining their
much-coveted law for a State Board of Examin-
ers, for which they have worked so faithfully
during several Assemblies. While it will be some
time before the matter is again brought before the
Legislature, it is opportune to prepare early for
action and be willing to help the optometrists,
should they find it necessary to call upon our
society for assistance.
In the enthusiasm of our own convention we

are apt to forget that we are part of another
large meeting to be held in Richmond, Va., the
first of next August. I refer to the National
Retail Jewelers' Convention. While delegates will
be selected from our members to attend this meet-
ing, it should in no way deter others from going.
Every retail jeweler is invited to attend and ex-
pected to enter into the spirit of the meeting. It
will be a courtesy and a compliment to our own
member, Mr. Claud Wheeler, the national secre-
tary, that we go "on to Richmond" with a large
delegation from Missouri. Mr. Wheeler has
worked ardently for the interests of the national
association and for the success of this convention.
The Missouri association has always been well
represented at these national conventions, and we
should endeavor to keep our prestige as one of
the live associations of the West by giving en-
couragement to our national officers and attending
this splendid meeting.
Before closing I wish to thank the members of

the Executive Committee for their loyal support
during my term, for their encouragement in the
administration of the acts of this office, and for
their many suggestions which have been embodied
in the affairs of this society.
In retiring from the office which you have hon-

ored me with during the past year I feel you
have given me your support and encouragement,
for which I thank you and trust you will lend the
same assistance to our new officers to be elected
at this meeting. A little encouragement or a
timely suggestion given in a kindly way always
"makes the pathway brighter."

One of the most interesting addresses at the
convention was delivered by Al Bruckner, of the
Packard Studios, of Chicago, whose subject was
"Advertising for the Jeweler and Optometrist."
Although not at present engaged in either the
jewelry or optical business Mr. Bruckner received
his early training in a jewelry store and has kept
in close touch with general conditions in the trade.
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Edward S. Daniels, of the St. Louis office of
the .Dennison Mfg. Co., gave a very practical
talk and demonstration on "Window Decorating."
He had built a stand to represent the window dis-
play in one corner of the convention hall and
used a great many models of display stands to
illustrate his talk. He considered window dis-
plays as the most powerful kind of advertising
and ventured the opinion that no retail jeweler
could ever hope to succeed through advertising
if he was careless regarding his window displays
and the general arrangement of his store and his
stock. He discouraged retailers in their attempt
to place too many articles in their window dis-
plays and advocated the use of only a few very
attractive articles, which would harmonize with
one another and which would not deflect the
attention of the general public from the jewelry
lines. His address will be found on page 1109
of this issue.
The Missouri retailers were particularly for-

tunate in having the opportunity to listen to an
address by Morris Eisenstadt, president of the
Eisenstadt Mfg. Co., of St. Louis. The subject
of his address was "Salesmanship from the Job-
ber's View." During the course of his address
Mr. Eisenstadt spoke for higher degrees of sales-
manship among retail jewelers. His address was
possibly the best of its kind ever delivered at a
retail jewelers' convention by a jobber and will be
found in full on pages HIT and 1112 in this issue.
"The Value of Cash Discounts" was a very in-

teresting address by Joe McKenna, vice-president
of the Bauman-Massa Jewelry Co., of St. Louis.
This is an all-important subject to all sections
of the general jewelry trade and one which is of
special importance to retail jewelers. Mr. Mc-
Kenna delivered the address very interestingly
and received the congratulations of the many
jewelers in a very forceful way. It is printed
on page 1112 of this issue.
One of the most interesting papers of the con-

vention was presented by H. C. Goodwin, adver-
tising manager of E. Kirstein Sons Co. The
subject of his address was "Business Getting."
Special attention is called to that part of Mr.
Goodwin's address in which he refers to the
jewelers who must insist on cutting prices and to
the policy of restricted selling prices as carried
out by many manufacturers at the present time.
While Mr. Goodwin's presence at all gatherings
of jewelers or opticians is always welcome, his
remarks at the Missouri convention this year were
of more than the customary interest. His address
is printed in full in the July issue of THE KEY-
STONE MAGAZINE OF OPTOMETRY.

Col. John L. Shepherd, who has always taken a
lively interest in the organization movement, was
present at this convention and made a number
of short talks. No one in the jewelry trade has

such a wide and extensive acquaintance with re-
tail jewelers as has the Colonel, and his genial
presence at jewelers' meetings is not only very
welcome, but greatly appreciated.
The question box proved of unusual interest at

this convention. The entire convention took an
active part in various questions submitted and it
was remarked by one of the visiting jewelers that
the question box was one of the most helpful
and instructive features of the convention. One
of the questions submitted which created quite a
discussion was the following: "What is the best
side line for a retail jeweler in a small town to
carry?" Some one suggested phonographs. Be-
fore the discussion had closed on this question it
seemed to be the opinion of the majority of the
jewelers present that phonographs were none too
desirable as a side line. C. M. Harrington, of
Kirksville, Mo., gave it as his opinion that a re-
tail jeweler might possibly succeed in building up
a good business on phonographs provided that the
phonographs were at least a block from his
jewelry store. Mr. Harrington stated that he
had tried phonographs as a side line and had
been convinced that they were not a profitable
side line. "I have given up phonographs as a side
line and have gone into high class steel engraved
stationery. I think that the phonograph business
and jewelry business do not mix. If one of my
clerks is selling a phonograph or a record and a
customer comes in and wants to look at jewelry
I have found it next to impossible to hold the
attention of the customer on jewelry while the
phonograph is playing. I think the same is true
of the general music department unless the music
department can be shut off from the rest of the
store so that the playing does not attract the
jewelry customers and divert their attention."
When the subject of the retail jobber came up

for discussion one of the jewelers present stated
that in some degree at least many retail jewelers
were in a measure responsible for the fact that
jobbers had customers call upon them and wanted
to buy goods at retail. This speaker referred to
the practice on the part of some retailers who
send certain of their customers to jobbers with a
note that they are not carrying the article in
stock which the customer asks for and requests
the jobber to allow the customer to look over
their stocks and make their selections. It was the
contention of the meeting that this was wrong
and should be discouraged as much as possible
Herman Mauch, ex-president of the St. Louis

Jewelers' Association, stated that he was ery
glad to report that few, if any, of the large job-
bers in his State were continuing to sell at retail.
The question of whether or not it would be bet-
ter for the retail jewelers to carry one line of
watch movements exclusively rather than several,
also came up. There was no jeweler who seemed

to be of the opinion that it would be better to
handle one line exclusively, but that they were
compelled to handle a number of lines, although
they ought by all means to concentrate their ef-
forts on the movement they thought would give
the best satisfaction. Theodore Ebeling, of St.
Louis, was a firm believer in this method. He
stated that he had built up a big watch business
in one particular line of movements because of
the fact that while he carried all the standard
movements he concentrated his efforts on the
one which he felt sure gave his customer the

most satisfaction.
Jos. Ebeling, a well-known retailer of St. Louis,

delivered an unusually interesting address before
the convention. Although Mr. Ebeling was as-
signed the subject of "Jewelry System—A Com-
parison of European and American Methods," he
made no references whatever to conditions in
Europe, but confined his remarks solely to the
conditions in the American jewelry field. His
remarks showed a very clear and concise under-
standing of the present conditions in the trade
and the tendencies of the time towards mail-
order houses and department stores. Mr. Ebeling
was outspoken and while some portions of his
address may not be in entire accord with the ideas
of all retail jewelers, nevertheless his address was
none the less interesting and instructive. He
spoke in a prophetic strain of the ultimate ab-
sorption by wealthy corporations of the retail
jewelry business and predicted that within the
near future a chain of retail jewelry stores, simi-
lar in their operation to the United Cigar Stores,
would be established.

Charles A. Mauch, of Marshall, Mo., the
newly-elected president of the association, read
a very interesting paper on the history of the
jewelry business in Missouri. Mr. Mauch is one
of the oldest and best known retail jewelers in the
West and he gave up a great deal of his time
in compiling this brief history of the jewelry
business of Missouri, which will prove a valuable
addition to the records of the association.
R. A. Walker, of Skidmore, who has taken a

deep interest in the matter of examinations for
watchmakers, read a paper before the convention
on watchmakers' examinations and repairing.
The address will be found on another page of this
issue.
Chas. Mauch, of Marshall, Mo., was unani-

mously elected president of the association for
the coming year. The other officers are as fol-
lows: First vice-president, H. L. Rains, Maryville,
Mo.; second vice-president, Fred W. Pilcher,
Mexico, Mo.; secretary and treasurer, Anderson
Blanton, Paris, Mo. Executive committee—W.
W. Whiteside, Liberty, Mo.; F. W. Meyer, Kan-

(Continued on page 1149)
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A Ten-Thousand-Dollar Advertising Man
At the Service 

Of All W.W.W. Jewelers Absolutely Free
Jewelers who buy W. W. W. Rings get not only "Guaranteed-Advertised"
rings but a personal advertising service worth hundreds of dollars—
all without charge.

11,1111111114 Tht! brains of America's most competent,
most experienced advertising man are at your
service the year 'round—without cost. This
personal advertising service which we refer to
is not the ordinary ready-made advertising
that is offered the retailer. This advertising

department that works for you is constructed on entirely differ-

ent lines. We write advertising for you to fit your particular

requirements. We prepare advertising on any subject, for any

occasion, all without charge. This department is conducted

entirely for the benefit of the jewelers who sell W. W. W.
RINGS ; and its object is to assist the retailer in increasing his
business.

Works For You
You, as a retailer, cannot afford to have in your em-
ploy a man whose ability demands $10,000 a year.
Therefore, we have employed this man for you. He
works for all W. W. W. jewelers; and in giving you the
benefit of his ability, of his experience, we are offering
the best that the advertising world affords. Just think
what this means to the retailer who wants to advertise
his business in an original manner. Just think what
this means to the retailer who wants to increase his
business and his profits.

Personal Advertising Service
This service that we offer cannot be bought at any

price—it is given to W. W. W. jewelers. Many a

jeweler pays one to two hundred dollars a year for

an advertising service that cannot be compared to

what we are giving absolutely free. Many a jeweler

neglects his advertising merely for the reason that he

hasn't the time to write advertisements, but he has

the inclination to advertise. No merchant
nowadays denies that advertising is essential
to a successful and profitable business. In
offering our rings to the retailer we offer the
best in rings in addition to offering this service.
If you are selling W.W.W. RINGS take advan-
tage of this Advertising Department. Counsel
with us—tell us what you would like to accomplish—tell us on

what subjects you would like to advertise and you will find us

ever ready to respond to your wishes. If you are not selling

W. W. W. RINGS this department offers one of several good

reasons why you should sell the only guaranteed, advertised

ring—the W. W. W. RING.
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Perfect Workmanship—Careful Inspection
The foundation of the W.W.W. Ring guarantee
is perfect workmanship and careful inspection.
The W.W.W. Ring is not merely a "guaranteed"
ring. It is a ring that was first made well and
guaranteed afterward. It is a ring guaranteed
because its workmanship entitles it to a
guarantee.

Advertising to the People You Live Among
The W. W. W. GUARANTEED RING was the first ring to be

advertised to the men, women and children who wear rings.

We were the first ring manufacturers who had sufficient con-

fidence in their product to advertise it. W. W. W. RINGS
are being advertised because they are worthy
of being advertised. The people whom you live
among are being told about W. W. W. GUAR-
ANTEED RINGS for the purpose of sending them
to you, the retail jeweler, for rings—since W. W. W.

GUARANTEED RINGS can be bought from legiti-

mate retail jewelers only.

WHITE, WILE & WARNER
Makers of Rings "In Which the Stones Do Stay"

BUFFALO, N. Y.
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With this issue we begin the semi-month-

ly publication of this journal, which has

been published regularly as a monthly for

almost thirty years. The dates of publica-

tion will be the 1st and 13th, making twenty-

four issues per year instead of twelve.

As the change to a semi-monthly was

made to meet modern trade conditions and

requirements, we invite candid criticism and

suggestions with a view to giving the new

KEYSTONE maximum practical value for

every member of the trade. The material

increase in our already comprehensive sub-

scription list, since announcing the semi-

monthly plan of publication, is very en-

couraging, and we feel certain that THE

KEYSTONE of the future, even more than in

the past, will justify its claim to the title

of "the organ of the entire jewelry trade."

As there will be no change in the subscrip-

tion price, we invite the few who are not

yet on our subscription list to send in their

$1.00 at once and begin their subscription

with this issue, which embodies the experi-

ences of the more progressive members of

the trade.

During the past mouth a number of un-

usually well-attended annual conventions of

State associations were held in various sec-

tions of the 'country, and as these meetings

were the most important of current trade

happenings, we deemed it advisable to de-
vote to them a large proportion of the

reading space available.

As we go to press with this issue the

Colorado, Ohio, South Dakota and Virginia

Retail Jewelers' Associations are holding

their amival conventions at Denver, Cob.;

Cedar Point, Ohio; Mitchell, S. Dak., and

Norfolk, Va., respectively. Full reports of

the proceedings will appear in our issue of

July 15th.

We wish to congratulate the organized

trade on the success attending the numerous

State conventions, on the dignified character

of the proceedings and the exceedingly val-

uable papers and addresses which formed

so important a feature of the programmes.

We wish the authors of these addresses and

papers to consider the limitations of our

space, and the consequent impossibility to

print all of them in one issue. The good

judgment used in the selection of subjects

and the practical and instructive character

of the treatment made discrimination al-

most impossible, and we would have been

very pleased to have published all the ad-

dresses in their entirety did space permit.

As we feel that it would be a sin of omis-

sion to deprive the trade of any of the ex-

cellent ideas exploited at the conventions,

we are holding some of the most valuable

papers in reserve for publication in future

issues.

We are reliably informed that the so-

called "business convention" conceived and

conducted by the Iowa organization has

been quite successful, considering it as an

initial effort. It is the proud boast of the

Iowa brethren that they are the originators

of many reforms which are now proving so

beneficial to the trade. A creditable

achievement of the State association was the

passing of the gold and silver stamping law

to conform with the national stampirig act,

and sister States may well emulate this

good example. The Iowa brethren also

claim credit for perfecting the watch-

makers' examination plan, though the Wis-

consin Association would doubtless take

issue with them on this point. There is

glory enough to go around, however, and

there is no more effective stimulus to pro-
gress than a healthy rivalry where each

association is working disinterestedly for
the good of the entire trade.

We direct the attention of our readers to
the programme of the annual convention of

the American National Retail Jewelers'

Association, published on page 1053 of this
issue. Never before in the history of the

jewelry trade organizations has quite so

elaborate a programme been prepared for

1063

any meeting. The speakers include repre-

sentative members of the retail, wholesale

and manufacturing trade, and the subjects

of their various discourses are such as

deeply interest every member of the trade

at this time. A perusal of the programme

will reveal several new features which will

give pleasing variety to the proceedings.

Attendance at this convention will be in

truth a liberal education, and .no jeweler,

especially in the eastern and middle western

sections of the country, can afford to miss

the unique treat prepared by the officers of

the association.

As the guarantee system in gold-filled

watch cases was the subject of some vigor-

ous criticism n at the conventions, we direct

the attention of our readers to the letter

on page I I Jo of this issue, in which is

lucidly explained the new Canadian stamp-

ing law, in relation more particularly to

gold-filled and electro-plated goods. This

law has withstood the test of the courts

thus far, and the successful enforcement

of its provisions has already worked much

good for the Canadian trade. Our cor-

respondent suggests and hopes that the

United States will soon have a stamping

law as comprehensive as the Canadian

measure, and the friendly suggestion is well

worthy of the consideration of the Ameri-

can trade.

At several of the conventions appeals

were made to the jewelers to leave home

occasionally and visit the large jewelry

markets. The trade are making such visi-

tations in greater numbers each year, and

much has been done by the Merchants and

Manufacturers' Associations in the large

cities to encourage these periodical pilgrim-

ages. Elsewhere in this issue we announce

reduced railroad rates on many of the great

systems for what has come to be known as

"buyers' excursions," and it is expected that

a larger number than ever before will take

advantage of the reduced rates this year.

Traveling is the most broadening of edu-

cators, change of scenery and new associ-

ations are always refreshing and generally

beneficial, and this is quite as true in busi-
ness as in social life. Every mile that the

out-of-town merchant gets away from his

store and the monotony thereof extends his

horizon, broadens his views, lessens by so
much the force that holds him in the rut

and makes him a better man and a better

merchant. Such visits afford the merchants

great advantages in the inspection and se-

lection of stock, while they are also an edu-
cation on market conditions and advanced

merchandising as practiced in the larger

centers of population.
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One Million United States Patents

The interesting announcement has been

made by Assistant Commissioner of Pat-

ents Billings that by July 1st one million

patents will have been issued by the United

States Patent Office. What this remark-

able total means in gray matter, in disap-

pointments and successes and in industrial

results, it would be impossible to conjecture.

The industrial growth of the country and

the proportionate growth of inventive gen-

ius are well evidenced in the fact that in

1790 only three patents were issued, while

in 1909 there were issued a total of 37,000.

It is a pathetic fact that the fortunes made

from many of these inventions did not al-

ways go to the inventor, but the country and

its industries benefited nevertheless. Many

important patents are to be credited to the

jewelers and opticians, the number of opti-

cal patents in the past quarter of a century

being quite remarkable.

Large Gem Imports for Fiscal Year.

The demand for diamonds and other

precious stones throughout the United

States during the fiscal year, which ended

June 3oth, will increase the total imports

through the port of New York to more than

$42,500,000, according to an estimate made

by Ludwig Nissen, who said that these fig-

ures have never been exceeded in the his-

tory of the trade for any fiscal year, with

the single exception of last year, when a

record-breaking total of $44,885,057 was

reached. The imports in 1907 were more

than $41,000,000 and in 1906 more than

$40,000,000, which are the only fiscal years

which have reached the $40,000,000 mark.

The sum of $40,246,565 is the value placed

on the gems received during the last eleven

months, according to the figures at the Ap-

praiser's Stores.

Mr. Nissen stated that there has been a

marked decrease in the quantity of cut gems

smuggled into this country because of the

increased vigilance of the customs author-

ities and because of the work of agents em-

ployed in the foreign centers by the Precious

Stone Importers' Protective Association.

This association, which is composed of

practically all of the big gem importers of

New York and other cities, is working in

conjunction with the Government agents to

cut down the smuggling of gems for com-

mercial purposes. The association is also

concerning itself with smuggling by private

purchasers. After a conference with Col-

lector Loeb Ludwig Nissen, the president

of the importers' association, sailed to the

diamond centers of Europe. While abroad

he will strengthen the force of private de-

tectives and take other steps decided upon

during the conference with the Collector by

which it is planned to increase theefficiency

of the organization.
Reports from Paris state that American

tourists bought a large number of pearl

necklaces in anticipation of the recent cor-

onation in London. Collector Loeb and the

importers are determined that when the

homecoming begins none of these necklaces

shall come in without paying duty.

Special Line City Dealers and Their

Advertising

Newspaper advertising by special line

dealers such as jewelers, hardware men,

etc., in the large cities has at all times been

somewhat of a problem, inasmuch as an-

nouncements in the large dailies meant

much wasted circulation. We have read

with much interest, therefore, a copy of a

publication entitled The Oaklander, which

circulates in one section or district of Pitts-

burg. We are informed by C. S. Wiley, of

that city, who is secretary of the Pennsyl-

vania Retail Jewelers' Association, that

about 15o merchants do business in the Oak-

land district, and that it was their experi-

ence that in paying for space in the large

city dailies they paid for about 90 per cent.

that they did not get any return from. "We

have contracted," he writes, "one year

ahead for enough space to cover the ex-

pense of getting out of 5000 copies weekly,

a circulation which covers fully the par-

ticular district referred to." The paper

reaches nearly all of the customers of these

houses each week, and the expense of ad-

vertising averages about 30 cents an inch,

single column, a very moderate figure. The

cost of getting out the paper is said to be

under $mo per week, which seems a very

moderate amount for such a lively and read-

able district paper as The Oaklander. The

experiment will be watched with much in-

terest and may help furnish the solution of

a heretofore difficult problem.

Exports Total $2,000,000,000

Domestic exports from the United States

to foreign countries for the fiscal year end-

ing June 30, 1911, will amount to more

than two billion dollars, which exceeds all

previous records. Nearest to it is the rec-

ord for 1907, when the exports amounted

to $1,853,700,000. In 1910 there were ex-

ported goods to the amount of $1,710,000,-

000 ; in 1909 the total was $1,638,000,000.

Figures collected by the Bureau of Sta-

tistics of the Department of Commerce and
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Labor show that for the ten months ending

April 30, 1911, the United States sold

abroad goods to the value of $1,753,781,000,

as against $1,486,000,000 for the same

period in 1910. These facts indicate be-

yond doubt that the total export trade for

the current fiscal year will exceed $2,000,-

000,000.

Post Office Department Now Self-
Supporting

For the first time in the history of the

service it is said the deficit in the Post Office

Department has been entirely wiped out,

and $1,000,000 surplus for the current fiscal

year, ending June 3oth, is in the Treasury

to the department's credit.

Postmaster-General Hitchcock, on May

27th, signed a warrant returning to the

Secretary of the Treasury $3,000,000, the

last of the amount set apart from the public

funds to assist in defraying the expenses

of the postal service for the present fiscal

year.
In making the refund Mr. Hitchcock said

he was satisfied the postal revenues would

be more than enough to defray postal ex-

penses for the remainder of the fiscal year,

and July 1st would show a surplus of more

than $1,000,000.

School and Jewelry Shop

An educational innovation worthy of the

highest praise is the recently announced co-

operation of manufacturing jewelers to es-

tablish industrial courses in the schools in

Providence, R. I. The feasibility of the

plan has already been proved, and the re-

sults must necessarily be highly beneficial to

the jewelry-making industry as well as to

the individual operator. It is well known

that the supply of skilled artisans in the

best mechanical pursuits in this country is

deficient without recourse to sources of sup-

ply in the old world.
Convenient to Providence is the notable

example of Fitchburg, Mass., where a suc-

cessful co-operation of machine shops and
the public high school has been studied by

educators and manufacturers from all over
the country. Fitchburg's paramount indus-

trial interest is the manufacture of ma-
chinery, and the educational co-operation

took that direction. Following that ex-
ample, and because that interest is also a
leading one in Providence, the co-operative

courses in the latter city started with ma-
chine-shop apprenticeships in view. Inas-
much as Providence is also a center of jew-
elry manufacture, the co-operation of that
trade with the gchool system is a natural

sequence.

A STORY TOLD IN FOUR CHAPTERS i.e.
THE BEAUTIES OF FOUR TOILET SETS EXPRESSED

IN THESE FOUR MIRRORS

MADE IN

THE OLD SIMPSON, HALL, MILLER & CO. QUALITY OF SILVER PLATE

THE ONLY RECOMMENDATION NECESSARY

1

10.

1,

4

No. 631
Embossed

Put up in neat boxes contain-
ing Mirror, Hair Brush and

Comb ; Hair Brush and Comb;
Two Military Brushes and
Comb, and any other com-

binations or sets desired.

Also a line of Manicure Pieces

to match each set.

NEW YORK
9-19 MAIDEN LANE

Illustrations about 1/a size

No. 630

No. 629

No. 632
Hand-engraved

6impon, & Co.
INTERNATIONAL SILVER CO., Successor

WALLINGFORD, CONN., U. S. A.

MAKERS OF

Quality Silver Plate

CHICAGO SAN FRANCISCO
5 No. WABASH AVENUE 150 POST STREET

TORONTO
33-41 HAYTER STREET

Prices quoted upon request

.1065
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HAWKES
Cut Glass

OVAL TRAY
Muskmelon

Why Hawkes Cut Glass Now Means
More than Ever to Reliable Jewelers

HE cut glass market is to be further debased and demoralized by cuttings
on ordinary pressed lime glass. The manufacturers of this glass are now soliciting orders
from cut glass manufacturers as the following letter shows:

MESSRS. T. G. HAWKES & CO.,
CORNING, N. Y.

Gentlemen :—Lime glass is being successfully acid-polished in half a dozen cutting shops in this country.

Do you realize that instead of starting with an eight-inch figured howl at ten dollars, more or less imperfect, you can now start
with a handsome fidl finished lime glass bowl at $1.75 per dozen, and even less, and that you can begin with a finished figured
tumbler at 30c. per dozen?
We have full lines of pressed glass ware in which many of the designs are perfectly adapted to the smoothing wheel. It corn-
prises bowls, nappies, celeries, sugars and creams, jugs, etc. Also full lines of blown tumblers and stemware and all now
adapted for your purpose.

jewelers who sell figured blanks will now have to meet the competition
not only of department stores but of 5- and 10-cent stores as well. As
the Crockery and Glass Journal says:
"The use of figured blanks has led to a prostitution of the art by slighting
the cutting for the sake of cheapness. Now the trade is to be further debased.
The stuff (cut lime glass) will sell. The 5- and 10-cent stores will soon be
offering nappies, berries and other small articles. One good may come of it,
however. It will emphasize the difference between real cut glass and its
substitutes. There is the same distinction as between diamonds and rhine-
stones. People still buy diamonds and they will buy cut glass."

Jewelers who sell Hawkes Cut Glass will be benefited because people who want
real cut glass will be more careful than ever to buy glass with a known trade-mark.
Most of them will look for the Hawkes trade-mark because our largely increased
advertising is reaching all these people and impressing upon them repeatedly the
Hawkes name and what it stands for.
Have Hawkes Cut Glass for them to see and they will buy because its superiority
is evident. Its clear, brilliant luster shows that it is cut from the solid blank,
made of finest lead glass—never pressed. Its uniform color is proof that we
manufacture our own blanks and do not depend upon promiscuous sources of
supply. Its continuous sale by the most exclusive jewelers shows that we protect
our dealers from all price-cutting competition.

Ill the face of the developments noted above you can't be too particular when buying your faii stock of cut glass.
The safest way is to select ihe kind that is helping others to a bigger, better cut glass business—Hawkes Cut Glass.

WRITE FOR FURTHER INFORMATION

Van Bergh Toilet Ware
"THE QUALITY LINE"

Quality in plated ware

is a matter of prime importance, but when you can buy

quality combined with artistic merit at the right price, you

can't make a mistake.

This
trade-
mark
on
every
piece

CORNING, N. Y.

Grand Prize Paris Exposition

This
trade-
mark
on
every
piece

2

1

THEY SPEAK FOR THEMSELVES

Four New Decorated Sets and Two Plain Ones
Send for our Folder No. 10 showing the entire line of new toilet ware

New Hollowware Catalog ready July 15th
cYVIAILED ON REQUEST. OVIay we send you one?

VAN BERGH " QUALITY " SILVER PLATED WARE

MADE IN ROCHESTER SINCE 1890

BY

The VAN BERGH SILVER PLATE CO.
VAN BERGH "ROCHESTER MADE MEANS QUALITY"

DORRANCE-BATTIN CO., Chronicle Building, San Francisco, Cal., Pacific Coast Agents
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The Washington Pattern—the newest pro-
duction in R. WALLACE Sterling, is now
offered in a complete service—hollowware
and flatware.

The simplicity of design and unusual
strength of this pattern are bound to make a
strong impression on the silver-buying public,
and it will be brought to their attention this
Fall in a very thorough advertising campaign.
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R. WALLACE e.?
BOX 140, WALLINGFORD,

10 SouthWabash Ave., CHICAGO, 11,1..
1k West 32d Street, NEW YORK

Owing to the present popularity of

Colonial designs, the Washington- is par-
ticularly seasonable. Aside from that, it is
a pattern that will endure—forever retaining
its original charm and evidences of careful,
expert workmanship.

Write for information and
outline of dealers' helps.

prices, also

SONS MFG. CO.
CONNECTICUT

85 Post Street, SAN FRANCISCO,C AL.
1.41 Basinghall Street, LONDON, E. C.
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MOUNT VERNON

TRADE MARK STERLING

STRENGTH, BEAUTY AND

SIMPLICITY

THE EMBODIMENT OF ALL
THAT IS RE, 1(: .1 S I T E, AND
DESIRABLE IN TABLEWARE

ROGERS, LUNT &2, BOWLEN CQ
-SI LVERSMI THS -

GREENFIELD MASSACHUSETTS
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EACH PIECE POSSESSING THE AESTHETIC

If you want BRASS GOODS that will add distinction to
your store as well as bring you ample returns for your
investment, buy

There is nothing that can be successfully substituted for
this new line finished in dull brass with hand engraved
lines filled in with black.

FLORENTINE BRASS has established for itself a popu-
larity which the up-to-date jeweler cannot afford to ignore.

Remember you have SIXTY novel
and attractive numbers from which
to select your stock.

An illustrated two-color folder will be furnished by any one of the following distributers:

Boston, Mass.   Nelson H. Brown Minneapolis, Minn F L Bosworth Co.

Buffalo, N. Y.   King & Eisele Minneapolis, Minn  Reed-Bennett Co.

Chicago, Ill.   Norris, Alister & Co. Omaha, Nebr. .   Seaber, Bruce & Bedford, Inc.

Chicago, Ill.   C. H. Knights-Thearle Co. Philadelphia, Pa  F. H. Chapman

Cincinnati, Ohio . The Oskamp Nolting Co. Pittsburgh, Pa  S. Davis & Co.

Cleveland, Ohio . . The Bowler & Burdick Co. Salt Lake City, Utah   Weil Jewelry Co.

Detroit, Mich.   The Chas. A. Berkey Co. San Francisco, Cal  Edward H. Forestier

Indianapolis, Ind. . The Baldwin-Miller Co. Toronto, Ont.   The Goldsmiths' Stock Co., Ltd.

Kansas City, Mo  Woodstock-Hoefer Watch & Jewelry Co. Utica, N. Y.   Abelson & Liberman



1072
Mae.-

COMING YOUR WAY
Our salesmen will shortly depart for the road with lines of Jewelry, Watches and Diamonds,
such as are seldom shown. Mr. Henry Freund has returned from Europe after making exten-
sive purchases, and we have been busy in his absence assembling our complete stocks. He,
as well as the other members of our traveling force, will show such an assortment of "Sellers'
that it will be well worth your while to wait with your purchasing until one of them calls on
you. You will be as much pleased with the lines as we will be to receive the reports of
your orders and purchases.

Our goods move quickly and our Trade-Mark " THE ROSE"
insures satisfaction to you and your customers.

HENRY FREUND C/ BRO "Sellers Qf Sellers"

ELK, EAGLE an MOOSE GOODS A SPECIALTY 71 Nassau Street, NEW YORK

he j. D.
NEW YORK SALESROOM

38 Murray Street

Our
increased
capacity
for turning
out work
and the
large stock
we carry
enable us
to make
prompt
shipment
of orders

Look for

"Bergen"
Trade-Mark

ERGEN COMP
OVIANUFACTURERS OF

RICH CUT GLASS

y
OVIAIN OFFICE AND FACTORIES

ME II WEN, CONN.

CHICAGO SALESROOM

10 S. Wabash Avenue

One of our
salesmen will
soon call on
you and we
respectfully
ask you to
look our line
over before
placing your
fall order.
We have

this fall the
best values
for the money
that we have
ever placed
on the
market.

July I, 1911 T H E

Your Watch Department

Of course, every retail jeweler realizes

that one of the most profitable departments

of his business is the watch department,

says Allen's Monthly. How many of them

fully realize, however, that it requires spe-

cial energy to get the most out of this de-

partment ? Many retailers are too prone to
allow their energies to be distracted from
the sale of watches and centered upon other
less profitable lines. No other department
adds the tone and dignity to a jewelry store
that a successful watch department does,

nor any which tells the same story of

profits.
To the jeweler who will bend his efforts

toward the upbuilding of the watch de-
partment, there will be a real, live, invig-
orating fascination in the sale of his watches
and once his attention is directed into these
channels a hundred and one avenues for
successful watch sales will unfold them-
selves. Birthdays, graduations, confirma-
tions, promotions in the business world and
a hundred and one every-day occurrences
offer opportunities for the sale of watches
if you, as a retail jeweler, will only have
your eyes and your ears on the alert for
them. .
These opportunities mean nothing to you,

however, unless you are prepared for them,
both in the matter of salesmanship and in
assortment. You cannot sell watches un-
less you have a good assortment on hand
and unless you are able to talk watches.
Just remember that you are the logical man
in your community to sell watches and re-
member also that your judgment on the
value of a watch is one of the biggest as-
sets you possess and the one great advant-
age you have over the mail-order and
scheme house, which you nor nobody else
can deny, is making inroads on your watch
sales.
Another thought—you cannot sell watches

by placing a half dozen or a dozen move-
ments in your show cases and possibly half
again as many cases and expect to sell
them. You must have a representative line
on display, and above all things you must
thoroughly understand the good points of
each movement and be able to explain them
interestingly to your customers. Don't sim-
ply say, "This is a i6-size, 17-jewel move-
ment with a double roller escapement."
Remember that 90 per cent of the people
who come into your store don't know any
more about jewels and double-roller es-
capements than a frog does about riding a
saddle horse. You have one grand oppor-
tunity to interest your customer in a high-
grade movement, by explaining to him the
mechanism of a watch and the points of
superiority of this and that movement.

It is a poor watch salesman who cannot
interest a prospective buyer in the mechan-
ism of a watch because a good watch is a
wonderful piece of machinery. The person
on the other side of the counter wants to
buy one, and he or she will be interested
in knowing all about a watch. What you
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tell them may be soon forgotten, but while
they are in your store their mind is in a
receptive mood and they are easily inter-
ested.
You as a retail jeweler don't know very

much about a clothes pin. But suppose
some one who knew all about this most
insignificant, uninteresting little piece of
almost nothing, started to tell you how they
are manufactured ; what kind of wood they
are made of; how the wood is prepared;
how the fork is cut and what sort of ma-
chinery is used in their manufacture,
wouldn't you become interested, and the
next time you had occasion to buy clothes
pins wouldn't you use the information this
party gave you in selecting the best.clothes
pins? Of course you would. Now, it is
the same with your prospective watch
buyer. This is what we mean when we say
there is a fascination in the sale of a watch
to the jeweler who gets down to brass
tacks and studies the game.
When a customer comes in and wants to

buy a watch, show him the best movement
in your stock and begin your story. Even
if there is some doubt in your mind whether
he can afford such a movement, show it to
him anyway and get him in a frame of
mind where he realizes that he may as well
get a good movement and have it last him
a lifetime instead of a cheap one and have
it give out in two or three years. If you
start in by showing him a cheap movement
you are up against the proposition of ex-
hausting all your argument and the story
about watches, which just at the present
moment he is vitally interested in, on a
cheap watch, and you have no argument or
talking points left for the better grades.
The same argument will hold true when

it comes to selling cases. Try first to sell
a gold case or the very best you feel he can
afford.

• If your watch sales have been falling off,
examine yourself and your methods. Look
over your stock and see if you have the
assortment of movements and cases you
would select a watch from if you were the
customer. Find out if you aren't in some-
what of a rut on the watch end of your
business, and if you find you are, get out of
it before this rut widens and deepens into
a commercial grave.

Seventy-five Thousand Dollars for an
Idea!

At a recent banquet Elbert Hubbard, the
paragon of advertising men, disclosed the
following very interesting piece of personal
history:

I can remember an idea that came to me
and the day that that idea came to me ; I
know the spot on which I stood, I know the
time of day that that idea came to me; I
know the idea. I endeavored to formulate
that idea. I did formulate that idea. It
became the working policy of the firm for
which I worked (the Larkin Company of
Buffalo). This firm has made millions—I
will not say how many, out of that idea.
They paid me seventy-five thousand dollars
for that idea—in this hand. It is a peculiar
thing about that hand—it has never been on
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other people's property. But in that hand
I held seventy-five thousand dollars, when
I was thirty-five years of age, for an idea.
They did not pay me enough for it. The
seventy-five thousand dollars ? Ah, you can
search me; I have not got it with me. I
never before had had so much money as that,
and I had not got used to it, and it did not
last long. I thought I had the world by
the tail and I was going to snap its head
off. And so the seventy-five thousand dol-
lars did not last me long; but I had the fun
of having the idea ; it was mine. They did
not pay me enough for it. They have made
millions out of the idea. It was a "gift
proposition" and I can remember that then
there were men who argued that the gift
proposition was immoral. I did not think
it so.
Any little success that has come to me ha.

come through the study of psychology.
Now, let us define a few words so we may
understand each other.
What is science ? Science is the common

knowledge of the common people classified.
The things about us, the plain, everyday
simple things—these organized are science.
Every business man is a scientist, and every
business man is a psychologist.

Incidentally, I am a philosopher, and a
philosopher is a man with an ideal based on
science. In order to be philosophic, you
have to understand science. You have to
know the common things of the common
people, and philosophy is your highest ideal
of life, its duties and its destinies.

I am a working man ; I have always
worked, and somebody has said that I am
a friend of the working man, and I would
rather be his friend than be one. But I be-
lieve in the gospel of work, but not too
much.
I believe in the gospel of play, because

play is a preparation for work. I believe
in the gospel of study, and I believe in the
gospel of laughter. I believe in the gospel
of sleep and I believe in the gospel of en-
joying every beautiful thing in the world in
moderation.
Now, I don't want to make it appear that

I have an undue amount of ego in my cos-
mos, but I make no apology for being on
earth, and I don't hesitate to use the per-
sonal pronoun because modesty is only
egotism turned wrong side out.

This idea for which I received seventy-
five thousand dollars was tangible and valu-
able and beautiful and effective, because
it was good psychology based on science.
It was philosophic; it was in line with the
eternal tides that surge through the human
heart, and so is the gift idea.
We gave the individual something. And

it was this : charging a customer the retail
price only and encouraging her to pay ten
dollars down for a commodity, and then
giving her as a reward for this payment a
valuable premium. We encouraged her and
paid her for doing this one thing, of making
a decision, and of paying cash on the spot
for this thing. She paid us for this thing,
and this thing we gave cost us what?
Simply the profit that the retailer made;
and all we asked in return was what this
thing cost us.
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Your Watch Department

Of course, every retail jeweler realizes

that one of the most profitable departments

of his business is the watch department,

says Allen's Monthly. How many of them
fully realize, however, that it requires spe-

cial energy to get the most out of this de-

partment ? Many retailers are too prone to

allow their energies to be distracted from

the sale of watches and centered upon other

less profitable lines. No other department
adds the tone and dignity to a jewelry store

that a successful watch department does,
nor any which tells the same story of

profits.
To the jeweler who will bend his efforts

toward the upbuilding of the watch de-
partment, there will be a real, live, invig-
orating fascination in the sale of his watches
and once his attention is directed into these
channels a hundred and one avenues for
successful watch sales will unfold them-
selves. Birthdays, graduations, confirma-
tions, promotions in the business world and
a hundred and one every-day occurrences
offer opportunities for the sale of watches
if you, as a retail jeweler, will only have
your eyes and your ears on the alert for
them. .
These opportunities mean nothing to you,

however, unless you are prepared for them,
both in the matter of salesmanship and in
assortment. You cannot sell watches un-
less you have a good assortment on hand
and unless you are able to talk watches.
Just remember that you are the logical man
in your community to sell watches and re-
member also that your judgment on the
value of a watch is one of the biggest as-
sets you possess and the one great advant-
age you have over the mail-order and
scheme house, which you nor nobody else
can deny, is making inroads on your watch
sales.
Another thought—you cannot sell watches

by placing a half dozen or a dozen move-
ments in your show cases and possibly half
again as many cases and expect to sell
them. You must have a representative line
on display, and above all things you must
thoroughly understand the good points of
each movement and be able to explain them
interestingly to your customers. Don't sim-
ply say, "This is a i6-size, 17-jewel move-
ment with a double roller escapement."
Remember that go per cent of the people
who come into your store don't know any
more about jewels and double-roller es-
capements than a frog does about riding a
saddle horse. You have one grand oppor-
tunity to interest your customer in a high-
grade movement, by explaining to him the
mechanism of a watch and the points of
superiority of this and that movement.

It is a poor watch salesman who cannot
interest a prospective buyer in the mechan-
ism of a watch because a good watch is a
wonderful piece of machinery. The person
on the other side of the counter wants to
buy one, and he or she will be interested
in knowing all about a watch. What you
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tell them may be soon forgotten, but while
they are in your store their mind is in a
receptive mood and they are easily inter-
ested.
You as a retail jeweler don't know very

much about a clothes pin. But suppose
some one who knew all about this most
insignificant, uninteresting little piece of
almost nothing, started to tell you how they
are manufactured ; what kind of wood they
are made of; how the wood is prepared;
how the fork is cut and what sort of ma-
chinery is used in their manufacture,
wouldn't you become interested, and the
next time you had occasion to buy clothes
pins wouldn't you use the information this
party gave you in selecting the best.clothes
pins? Of course you would. Now, it is
the same with your prospective watch
buyer. This is what we mean when we say
there is a fascination in the sale of a watch
to the jeweler who gets down to brass
tacks and studies the game.
When a customer comes in and wants to

buy a watch, show him the best movement
ill your stock and begin your story. Even
if there is some doubt in your mind whether
he can afford such a movement, show it to
him anyway and get him in a frame of
mind where he realizes that he may as well
get a good movement and have it last him
a lifetime instead of a cheap one and have
it give out in two or three years. If you
start in by showing him a cheap movement
you are up against the proposition of ex-
hausting all your argument and the story
about watches, which just at the present
moment he is vitally interested in, on a
cheap watch, and you have no argument or
talking points left for the better grades.
The same argument will hold true when

it comes to selling cases. Try first to sell
a gold case or the very best you feel he can
afford.

• If your watch sales have been falling off,
examine yourself and your methods. Look
over your stock and see if you have the
assortment of movements and cases you
would select a watch from if you were the
customer. Find out if you aren't in some-
what of a rut on the watch end of your
business, and if you find you are, get out of
it before this rut widens and deepens into
a commercial grave.

Seventy-five Thousand Dollars for an
Idea!

At a recent banquet Elbert Hubbard, the
paragon of advertising men, disclosed the
following very interesting piece of personal
history:

I can remember an idea that came to me
and the day that that idea came to me ; I
know the spot on which I stood, I know the
time of day that that idea came to me; I
know the idea. I endeavored to formulate
that idea. I did formulate that idea. It
became the working policy of the firm for
which I worked (the Larkin Company of
Buffalo). This firm has made millions—I
will not say how many, out of that idea.
They paid me seventy-five thousand dollars
for that idea—in this hand. It is a peculiar
thing about that hand—it has never been on
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other people's property. But in that hand
I held seventy-five thousand dollars, when
I was thirty-five years of age, for an idea.
They did not pay me enough for it. The
seventy-five thousand dollars ? Ah, you can
search me ; I have not got it with me. I
never before had had so much money as that,
and I had not got used to it, and it did not
last long. I thought I had the world by
the tail and I was going to snap its head
off. And so the seventy-five thousand dol-
lars did not last me long; but I had the fun
of having the idea ; it was mine. They did
not pay me enough for it. They have made
millions out of the idea. It was a "gift
proposition" and I can remember that then
there were men who argued that the gift
proposition was immoral. I did not think
it so.
Any little success that has come to me ha.

come through the study of psychology.
Now, let us define a few words so we may
understand each other.
What is science? Science is the common

knowledge of the common people classified.
The things about us, the plain, everyday
simple things—these organized are science.
Every business man is a scientist, and every
business man is a psychologist.

Incidentally, I am a philosopher, and a
philosopher is a man with an ideal based on
science. In order to be philosophic, you
have to understand science. You have to
know the common things of the common
people, and philosophy is your highest ideal
of life, its duties and its destinies.

I am a working man; I have always
worked, and somebody has said that I am
a friend of the working man, and I would
rather be his friend than be one. But I be-
lieve in the gospel of work, but not too
much.

I believe in the gospel of play, because
play is a preparation for work. I believe
in the gospel of study, and I believe in the
gospel of laughter. I believe in the gospel
of sleep and I believe in the gospel of en-
joying every beautiful thing in the world in
moderation.
Now, I don't want to make it appear that

I have an undue amount of ego in my cos-
mos, but I make no apology for being on
earth, and I don't hesitate to use the per-
sonal pronoun because modesty is only
egotism turned wrong side out.

This idea for which I received seventy-
five thousand dollars was tangible and valu-
able and beautiful and effective, because
it was good psychology based on science.
It was philosophic; it was in line with the
eternal tides that surge through the human
heart, and so is the gift idea.
We gave the individual something. And

it was this : charging a customer the retail
price only and encouraging her to pay ten
dollars down for a commodity, and then
giving her as a reward for this payment a
valuable premium. We encouraged her and
paid her for doing this one thing, of making
a decision, and of paying cash on the spot
for this thing. She paid us for this thing,
and this thing we gave cost us what?
Simply the profit that the retailer made;
and all we asked in return was what this
thing cost us.
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WHEELER RINGS invariably

satisfy the user. They are

superior rings in every way, per-

fect in shape and finish, warranted

plump assay and absolutely

reliable—the best that the art of

ring making can produce, yet no

higher in price than inferior rings.
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Hope Synthetic Sapphire
KEG. U S PAT.OFF

and

The Japanese Cultured Pearl
will never fail to compel the admiration of the true gem lover. Both 

compare in beauty with

their costly rivals of Nature's unassisted work; they differ but little from
 them in all other

points, save origin—and yet, their cost is not prohibitive to the buyer even
 of modest means.

Either separately or in combination, they will delight the taste for the refined a
nd beautiful.

Do you realize what it means to you to be able to offer to your customer 
an article that

he is sure to want and that he can afford to buy?

Just tell the buyer exactly what these two gems are. Our guarantee is here to back

your statement.
Only make sure that what you offer is the true article—make sure that it 

is Heller' s.

Write for literature on our Synthetic Stones and Japanese Pearls.

PARIS

MANUFACTURERS, CUTTERS AND IMPORTERS

Sole Agents for the Japanese Producers of the
Japanese Cultured Pearls
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The Merchants' Association of
Reduced New York announces that the
Railroad Rates customary merchants' rates

from trunk line and central
passenger territories to New York City have been
authorized by the railroads for the coming fall
buying season. As usual, the special rate will be
a fare and one-half for the round trip, being
granted on the certificate plan. The rate will be
effective from each territory on sixteen selling
dates, arranged in four series of four each, as
follows:
TRUNK LINE TERRITORY —July 15 to 18, inclu-

sive; August 12 to 15, inclusive ; August 26 to
29, inclusive; September 9 to 12, inclusive. Fif-
teen-day (including date of sale) return limit.
CENTRAL PASSENGER TERRITORY.—July 8 to It,

inclusive; July 22 to 25, inclusive; August 5 to
8, inclusive; August 19 to 22, inclusive. Thirty-
day (including date of sale) return limit.
The States of New York, Pennsylvania, New

jersey, Delaware, Maryland, a large part of West
Virginia, Virginia, north of and on the line of
the Chesapeake and Ohio Railway, and the Dis-
trict of Columbia, is a rough geographical de-
scription of trunk line territory. The rate does
not apply from points less than too miles from
New York City.
The Central Passenger Association has juris-

diction over points west of (but not including)
Buffalo, Niagara Falls, Suspension Bridge and
Salamanca, N. Y.; Pittsburg and Allegheny, Pa.;
Bellaire and Marietta, Ohio; Wheeling, Charles-
ton and Huntington, W. Va., and points on and
north of the Ohio River and east of the Missis-
sippi River, and south of an imaginary line from
Keokuk, Iowa, to Chicago, Ill., including Cincin-
nati, Louisville, all towns in Kentucky on the
Chesapeake and Ohio Railway, St. Louis, Keokuk,
Chicago, Southern Peninsular of Michigan and
Canadian towns on the Michigan Central Railroad
and the Wabash Railroad.
In addition to the merchants' rate on the above

dates a summer tourist fare, practically the same
in amount. will be in effect to New York City up
to and including September 30th, from the west-
ern part of central passenger territory, certain
points in the Far West and the Southwest. The
return limit is thirty and sixty days, dependent
1.1p011 the section. Local ticket agents can give
full information concerning the tourist fare.
The Merchants' Association reduced fare an-

nouncement, which will be issued the latter part
of this week, will also call attention to the sum-
mer tourist fare.
A. A. Buck, manager of the ecclesiastical de-

partment of the Gorham Co., sailed for Europe
on June 13th for a six weeks' business trip.
At the June meeting of the directors of the

Jewelers' Board of Trade the following were ad-
mitted to membership; H. Boasberg & Sons Co.,
Buffalo, N. Y.; Donnelly, Caligher & McLaugh-
lin, Des Moines, Iowa; The Dorst Company, Cin-

cinnati, Ohio; Freedman Brothers, Buffalo, N. Y.;
Reich & Rottenberg, New York, N. Y.; M. J.
Schwarzstein, New York, N. Y.
Trustees of Pratt Institute have awarded

yearly scholarships to apprentices in the jewelry
trade, each scholarship to extend over a period of
two years. They cover tuition in the jewelry and
silversmithing course at the institute, and were
won by Philip Benjamin, Robert Clark, Charles
Williams and Rene Wursten. Their work was
shown last week during the school exhibition.

Medals in the School of Fine Arts were
awarded by the institute to these students, who
did meritorious work in jewelry: Silver medal,
Miss Isabel Crosby ; bronze medal, Mrs. Rose
Kerr, and gold medal to Frank M. Sears. Ed-
ward T. Taliaferro won the gold medal offered
by Ludwig Nissen for the best design for a piece
of jewelry to contain precious stones, pearls or
diamonds.
William Hayes, who enjoyed an international

reputaticin as a marksman, head of the jewelry
manufacturing firm of Hayes Brothers and one
of the best known residents of Newark, died last
month. Death was due to shock from an opera-
tion for internal trouble, with which he was at-
tacked a week ago. Up to that time he was ap-
parently in perfect health. Mr. Hayes was 63
years old and a native of Newark. He began his
business career with his father, the late Jabez W.
Hayes, and his three brothers. After the elder
Hayes had died and two. of the sons also died
and the third retired, Mr. Hayes continued the
business alone. He attracted attention as a marks-
man in 1875, and later was looked upon as the
leading rifle shot of America, being best known
as "King of the Schfitzenfest," a title which he
won year after year. As a member of the Ger-
man-American Schfitzenbund when it went abroad
he astonished the marksmen on the other side
of the Atlantic by his sensational shooting. For
years he was champion with the rifle at any dis-
tance from 200 to Goo yards. He leaves a wife,
one son and two daughters.
A. R. Harmon, manager of the London, Eng-

land, office of the Waltham Watch Co., has been
visiting in this country and made an extended
inspection of the factory at Waltham before re-
turning to England on June 27th. Mrs. Harmon
visited friends in Maine while her husband was
occupied with his business duties. Mr. Harmon,
because of his trip to America, missed the cor-
onation ceremonies, but he did not seem to be
worrying much on this score, rather appearing
that his absence from "01' Lunnun" during the
royal season was a relief which he appreciated.
Speaking of the condition of the trade in Eng-
land at this time Mr. Harmon said that the same
general depression now felt in America was pres-
ent also ill Europe, and that the business men
there seemed at a loss to account for conditions.
He said he felt the tariff discussion in that coun-
try had little to do with it, as the free trade
standpatters of England were rather now being
overshadowed by the protectionists. "In spite
of the talk heard in America relative to the high
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cost of living I was surprised to notice several
instances in which the average people were living
pretty well," said Mr. Harmon. Mr. Harmon
made his last trip to America a year ago.

James L. Hand, the auctioneer, will spend the
summer on the great lakes after having finished
conducting sales in Toledo and in Minnesota.

B. Abelson, of the jobbing firm of Abelson &
Liberman, Utica, N. Y., was in New York on
business last month. T. E. Darrow, of the
Lowell-Darrow Co., Binghamton, was also a New
York visitor during the past two weeks on busi-
ness for his firm.
A story-telling contest will be one of the par-

ticularly interesting and arousing features of the
annual stiminer outing of the 24-Karat Club of
New York, which will be held at Port-au-Peck,
Long Branch,. on July 22d. In addition to this
feature "Charlie" Brinck and Harry Larter, of
the entertainment committee, have arranged sev-
eral decidedly unique events, all entirely different
from anything of previous years. The "Presi-
dent's Cup," to be presented by President Gough,
will be given as the prize in one of these events;
which one it has not been decided as yet. This
cup and the guests' souvenir cups are now being
made by John Frick, 8 Liberty Place.

I. N. Levinson, president of the S. Cottle Co.,
returned last week from his regular European
trip loaded down with new ideas and creations
for the fall trade.
Hugo P. Keller, of L. H. Keller & Co., and

the Keller Jewelry Co., made a western trip dur-
ing June. He says that while business generally
seemed quiet there was a general air of relief
and optimism, with much hope expressed for a
good fall trade. To his notion the .southern
trade showed the biggest improvement. While in
Chicago Mr. Keller visited an old-time Triend in
the person of Howard C. Carpenter, with the
Rockford Watch Co., and formerly with the
South Bend Watch Co.
On account of the unusual growth in their dia-

mond department, Cross & Beguelin have put in
an unusually large and varied line of goods this
season. This department of the firm's business
has shown such an increase from year to year
that it is now one of the most important.
Mr. A. B. Stralser, the jewelry and material

jobber, .of 201 Whitney Block, Detroit, Mich.,
made his annual purchasing trip to New York
the latter part of June, spending about a week
looking over new goods. From New York he
went to Providence and Attleboro, where he spent
a short time at the numerous jewelry factories
in that locality.

Julius Kaufman, of the firm of Goodfriend
Bros., 911-13 Maiden Lane, sailed for Europe on
June 8th.
P. Halstead, of Milwaukee, spent a few days

in New York upon his return from Europe on
the Adriatic on June 8th. Mr. Halstead had been
in Europe about six months.
B. R. Greenblatt, of the Greenblatt Jewelry

Company, Omaha, Nebraska, spent a week in
New York the early part of July.
Theodore Schisgall, the well-known importer

of clocks, will open a branch in Chicago on or
about August 1st at a location which he will
announce later. At his Chicago branch Mr.
Schisgall says lie will carry a line as varied and
complete as in his New York show rooms, deliv-
ering goods from stock and not soliciting any so-
called "import" orders. In charge of the branch
he will have a staff of competent men, including
clockmakers, all of whom have been associated
with him for several years. In going to Chi-
cago Mr. Schisgall asserts he has no intention of
competing with any one, but wishes to enable the
Chicago and western jobbers to obtain immediate
delivery of goods. Mr. Schisgall is a practical
clock man of long experience and is at present
sole agent in the United States for the output of
the Schlenker and Kienzle (Germany) factories.
Mr. M. Wolfe, 9-11-13 Maiden Lane, will leave

about the middle of July for a trip through the
Middle West with the complete and new line of
to-karat jewelry made by L. Fritzsche & Co., of
Newark, with which firm Ile is directly connected.
TIarry and Joseph Aicher will call on the south-
ern and far western trade with the same line.

(Continued on page 1077)
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Look for Our Name

On Every Holder

NOTHING "speculative" about our holders. They

"appeal quickly to every user of eyeglasses —

eliminating the dangling chain or cord annoyanc
e

when glasses are not in use. Saves cost of lenses

.many times.
A tray of these holders in your shop window or

on your showcase with display card will catch

many an eye and make sales, please the buyer an
d

bring a profit to you.

We Furnish Gratis Attractive News

paper Cuts and Advertising Copy for

Use in Your Local Papers. Send for

Them.

Gold and Silver
Thimbles

If you appreciate the commercial value and

reliability resulting from

78 Years' Experience

which goes into every Thimble which we

make, you will see to it that your stoc
k of

goods of our manufacture is complete and

well displayed.

Cuts show two pages from our new
catalogue, which is yours

for the asking

ESTABLISHED Ian

KETCHAM&McDOUGALL
MANUFACTURERS

15-17-19 MAIDEN LANE, N y

OSMERS DOUGHERTY CO.
MANUFACTURING JEWELERS
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Seed Pearl
Brooches
Pendants
Necklaces
Collars
Ropes
Bracelets
Bayaderes
Sautoirs

also loose in all sizes
and qualities

Order and repair work

of all kinds executed

by skilled workmen

Send for Our Circular

291-293 SEVENTH AVENUE
Between 26th and 27th Streets

(Phone 913 Madison) NEW YORK

DULL?
Not when you have the I. & W.

line to keep things going.

Have you seen our line of Belt

Pins and Hat Pins? Just the goods

to start things at this season.

A line from any responsible

jeweler will bring a package for

inspection. Send the word and

keep busy.

ILGEN & WAKEFIELD CO.
Successors to AIKIN-LAMBERT JEWELRY 

CO.

15-19 Maiden Lane :: NEW YORK CITY

I Jewelry
Wholesale Watches

Diamonds
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New York
(Continued from page 1075)

Edward Wolfstein, secretary of the American

Thermo-Ware Company, and wife left for Eu-

rope June 14th on the steamship Mauretania on

his annual trip. He will visit all the optical cen-

ters in France, England and Germany and be gone

until September. The optical trade is indebted

to the American Thermo-Ware Company for a

great many specialties they have put on the mar-

ket, and Mr. Wolfstein's intentions are to add

new items this summer to their already large

line.
J. Warren Alford, of C. G. Alford & Co.,

jobbers, 192 Broadway, and William H. Kinna,

manager of the New York office of the Elgin

National Watch Company, spent a very delight-

ful vacation together in the wilds of Maine. They

returned to New York on June igth. Usually

Mr. Kinna, who is known as quite a sportsman

with the rod and gun, spends his summers at the

private hunting preserve of a friend in North

Carolina, but this summer he sought new hunt-

ing grounds.
Leo Wormser, of the Julius King Optical Co.,

10 Maiden Lane, New York, spent a week last

month visiting the Chicago office of the company.

William Allison, manager of the watch de-

partment of Hayden W. Wheeler & Co., Broad-

way and Maiden Lane, with Fred Thorn, of the

same company, spent their vacation last month

in Denver and in Yellowstone Park.

Mager & Gougelmann, probably the oldest and

best known concern in the United States, engaged

in the manufacture of artificial eyes and one of

the very few people in that line, have just moved

from 108 East Twelfth street, where they have

been established for a great many years in an

old brick building, to 104 East Twelfth street.

just a few doors away. At their new address

they will occupy the building exclusively, and it

has been entirely remodeled to suit the special

needs of their line of business. This firm ex-

tends a cordial invitation to opticians visiting

New York City to call and inspect their new

establishment, and also to see the various pro-

cesses of the manufacture of artificial eyes. They

have in their employ several of the most skilled
mechanics in this line of work, and a large pro-
portion of their business is the manufacture of
eyes to special order.
The Spencer Optical Company, for many years

located at 31 Maiden Lane, are now in their new

home at 5 and 7 Maiden Lane, just a few steps
from the corner of Broadway, where they occupy
the entire ground floor and the basement. It re-
quired two weeks for this firm to move its large
stock, and during this time there may have been

more or less delay and disappointment experi-
enced by some of their customers on account of
their not being able to fill orders with their usual
promptness. They now have things running
smoothly, however, and there will be no further
delay of this sort, as there may possibly have been
in a few instances while they were engaged in
moving. Their new location is much more attrac-
tive and modern than the old, besides being more
conveniently situated. Mr. Spencer reports that
business is still good with them, notwithstanding
the somewhat discouraging reports in other lines
of trade.

Milton H. Nordlinger, for many years con-
nected with H. Nordlinger's Sons, of Providence
and New York, died at Upper Montclair, N. J.,
during the early part of June. For more than
two years Mr. Nordlinger had been in poor health,
and in January, 1910, withdrew from II. Nord-
linger's Sons on this account. The deceased was
36 years old, and was born in New York City
January 6, 1875. During his early business career
he was employed by A. J. Grinberg & Co., dia-
mond dealers and mounting manufacturers. From
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there he went with Alphonse Kahn & Co., where

he remained for two years. He then engaged in

the tobacco business in Jefsey City, and at the

death of one of his brothers acquired interests in

H. Nordlinger's Sons until ill health forced him

to retire. His death was ue to tuberculosis.

H. R. Conklin, traveling in the Eastern States
for Cross & Beguelin, 23 Maiden Lane, has found
business n'ood enough to remain on the road a
little later than usual. W. H. Warrington, of
the same concern, has ;ust returned from a suc-
cessful trip to the West, and is already preparing

for an early start after fall business.

Mr. Allan, of the Allan Jewelry Company,
wholesalers, of Charleston, S. C., was in New

York last month on business for his concern.

Julius W. Armbruster, traveling for the Illinois

Watch Co., was in New York in June visiting the

wholesale houses. He bore the usual Armbruster

smile and said business was on the uplift in the

West, and in fact every place he had visited so

far on his way East.
W. H. Brokaw, the auctioneer, has just returned

to New York City from Lockport, N. Y., where

he reports he has completed a very successful

auction sale for a retail jeweler of that place.

Deals involving a mercantile building in the

jewelry district, an apartment hotel in the Har-
lem, a hotel near Long Acre Square and a plot

on a side street in the new shopping district were

reported last month. The transaction affecting
the jewelry district was the largest of the day.
The Myers Building, at 47 and 49 Maiden Lane,

was purchased by Frederick B. Ayres, of Boston,

for investment. The building was owned by the

S. F. Myers Realty Company, which is controlled

by Jerome A. Myers. It is twelve stories high

and has a frontage of 45 feet on Maiden Lane and

a depth of 139 feet on its easterly line and 34.10

feet on its westerly line. It adjoins on the east
the Jewelers' court Building, which is also a
twelve-story structure. The property is between

Nassau and Williams Streets and is tenanted
chiefly by jewelers and diamond dealers, who pay
more for office space than any other class of

business men except bankers and brokers south
of Fulton Street. It was built about six years

ago and now rents for about $65,000 a year. It

was valued by the sellers at $75o,000.

William S. Ginnel, of the well-known firm of
Henry Ginnel & Company, 15 Maiden Lane, and
president of the Ginnel Mfg. Co., died last moth
at his home, Garden City, L. I. His death was
quite sudden, due to an attack of angina pectoris,
following an attack of acute indigestion.

The deceased was born in Brooklyn in 1862 and
was a son of the late Henry Ginnel, who was
prominent in the watch trade of this country for
many years. William S. Ginnel was partly edu-
cated in Switzerland and on his return from
that country entered the employ of his fath-r.
In 1883 he became a member of the firm, the title
of which was changed to Henry Ginnel & Com-
pany. The Ginnel Mfg. Co. was his own creation,
the business being started some three years ago.
He was a member of many organizations, among
them being The Assurance League of America
and The Jewelers' 24-karat Club of New York.

Abe Harris and Morris J. Schuster, of the firm
of Harris & Schuster, of 9-13 Maiden Lane, N. Y.,
diamond importers, sailed on June tsth on the
st-amship Grosser-Kurfurst for the diamond mar-
kets of London, Antwerp and Amsterdam. Thy
will return on the Kaiser Wilhelm der Grosse,
arriving on July 26th.
Day, Clark & Company announce the removal

on July Toth of their general office from this city
to their new factory and office building now
under construction at 449 Washington Strzet,
Newark, N. J.
Redlich & Co., manufacturing silversmiths, have

secured a long lease of the seventh floor in the
twelve-story building to be constructed for Wil-
liam De Forest Manice, on a plot 98.8 x TOO at
the northeast corner of Madison Avenue and
Thirty-second Street. The proposed building.
which is to be ready for occupancy in January,
has been leased by Manice for twenty years at a
net rental of $50,000 to the Herald Square Hold-
ing Company. Redlich & Co. are now located in
the Parish Estate property, Broadway and Seven-
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teenth Street, which was leased a few months
ago to A. Steinhardt & Son, notion and fancy
goods dealers, who are to remove from lower
Broadway.

Detectives watching a pawnshop in Third Ave-
nue, near Fifty-ninth Street, one evening last
month, became suspicious of a man who tried to
pledge six silver forks of fine workmanship.
They took him to the police station, where he
said he was Henry Steupfer, an employee of
Tiffany & Co., in the factory at Forest Hills, N. J.
Silver forks and spoons valued at $130 were
found in his possession, and he was locked up,
charged with having brought stolen property into
this State. The police report the man said he had
been employed by the concern twenty-four years.
He first insisted he did not steal the property,
but at last broke down, it is asserted, and con-
fessed, saying it was his first theft.

John S. Holbrook, vice-president of the Gor-
ham Mfg. Co., who had been on a six weeks'
vacation trip in southern France, arrived home
on the Adriatic on June 8th and reported a very
pleasant time. He was accompanied by Mrs.
Holbrook.
The prices of diamonds continue to advance ac-

cording to United States Consul Frank W. Mal-
vin at Amsterdam, Holland, who reports that
polished diamonds are io to 12 per cent higher
than a year ago, excepting very small stones.
Dealers, say, he adds, that prices will continue
to advance. Consul Malvin says that the syndi-
cate controlling the rough diamond market is
limiting the production and that the yield of the
diamond mines as a whole is decreasing.
Henry Freund, of Henry Freund & Bro., 71

Nassau Street, returned on June 27th from
Europe on the Kron Prinz Wilhelm after a six
weeks' stay on the Continent visiting the diamond
markets. The firm's salesmen are just starting
.on the road with new and attractive lines for
trade inspection. - This enterprising corps of
salesmen expect to make their coming visit more
interesting to the patrons than ever before.

The trade have been warned against two
ne.w forms of swindle. One of these is the fol-
lowing:
The swindler visits jewelry stores and asks for

the proprietor in person. When the owner of
the store appears the swindler explains that he
has been told to visit that particular store by a
prominent citizen, whose name and address he
gives, and who is known to the jeweler by repu-
tation. While the man is in the store a confed-
erate who claims to be the "prominent citizen"
who advised the customer to call on the jeweler
gets the jeweler on the telephone and tells him
that the customer is good for any check he pre-
sents. The jeweler is told that he can, if he de-
sires, charge the jewelry to the "prominent citi-
zen" or send it around to his residence with the
bill. In a number of cases checks have been ac-
cepted in payment for jewelry and have proved
to be worthless.
What has come to be known as the "bare-

headed" swindle is employed in the following
case:
A pair of "pennyweighters," or men who sub-

stitute worthless diamonds or other alleged pre-
cious gems, called on a jeweler in New Bruns-
wick, N. J. The principal operator of the two
called at the store first and asked to see some
diamond rings. He came into the store without a
hat, evidently with the intention of giving the
impression that he was in business nearby. While
examining the rings an accomplice appeared and
asked to have a watch fixed "at once." The clerk
who was waiting upon the man who wanted a
diamond ring had heard of the substitution trick
worked by men who employed just such methods,
and she at once placed the jewel case beyond the
reach of the customer. When she called for as-
sistance both the men dashed out of the store.
Although they were pursued, they got away. The
second man did not enter the store until after
the first one had taken two rings from the tray
and had been told to replace them. In the con-
fusion due to the altercation when the first man
tried to assure the clerk of his honesty it was
the evident intention of the second man to divert
the attention of the others in the store until after
his partner had worked the substitution trick and
had left the store.



1078

II 11

111111! I 1"1
IIi

111111111111111111011 11 

Our 1911 importation is in stock and ready for your
inspection. We are fortunate in that we have secured
goods of unusual quality at a time when clean goods are
scarce. The fact that our purchases are for cash enables
us to offer diamonds at attractive prices.

Benj. Allen & Co.
CHICAGO
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WESTERN BUREAU OF THE KEYSTONE
Room 1201 HEYWORTH BUILDING

CHICAGO, June 30, 1911.

The past month has shown a
June Develop- marked improvement in gen-
ments and Trade eral business conditions. This
Conditions is conceded by all Western

jobbers. A number of un-
toward factors are still exerting more or less
of a sluggish influence on the business situa-
tion, but none is of a very serious nature.
Jobbers are making every preparation for a
good fall business. Travelers have been in most
of the month arranging their fall lines, and
most all of them will be out in their respective
territories the early part of this month. A
canvass among retailers at the various Western
State conventions reveal's the fact that with a
very few exceptions they are having and have had
a satisfactory business. Of course, just at the
present time the future business outlook is meas-
ured largely by a study of crop conditions. There
seems to be a division of opinion regarding this
one point, but it seems to be the opinion of those
who ought to be in the best position to know that
the agricultural sections in general will enjoy
good crops. Rain is sorely needed in the far
southwest, and it is here that the greatest fear
is felt. 

Jobbers report a noticeable increase in mail
orders, and so far as collections are concerned
they are satisfactory in every particular. Chicago
retailers have had a normal June business. Gradu-
ations and weddings have afforded the usual
stimulus to sales. Large dealers in other lines
report a healthy improvement, and banking con-
ditions throughout the West are credited with
being excellent.

A postal savings bank is to be
BCahnickago to Have established in Chicago some
Postal Savings time this month. This an-

nouncement was made by Post-
master-General Hitchcock dur-

ing the past month. Chicago will be the first
large city to have a postal bank. There are many
people who may be expected to make use of such
an institution here. Many men and women of
foreign birth will be encouraged to use this bank.
The only objectors to the postal banks should be
men who desire to get the use of a large amount
of money merely by putting the word 'bank" on
their office window. Irresponsible "bankers" of
this sort have found their victims largely among
the poor, to whom the security of the postal
bank ought to be a blessing.

News of the Trade

G. Heitkemper, a well-known retailer of Port-
land, Oregon, died suddenly early the past month
from apoplexy. He was well known to the Chi-
cago jobbing fraternity, having at various times
been in business in Springfield, Columbus and
Cincinnati, and later in Hastings, Nebr.

After making an attempt to settle with its
creditors on the basis of fifty cents on the dollar,
the Jackson Jewelry Company, of 104 South State
street, was forced into involuntary bankruptcy.

The liabilities of the company are set at about
$70,000, and the nominal value of the assets are
estimated at about $8o,000, but the actual value
is said to be nearly 50 per cent. below this figure.
Announcement has been made by Theodore

Schisgall, the well-known New York importer of
clocks, to the effect that he will open a Chicago
branch office in the very near future.
The annual convention -f the Wisconsin Re-

tail Jewelers' Association takes place in Milwau-
kee July nth, uth and 13th. Many of the Chi-
cago jobbers are planning to send representatives.
Emil Noel, well-known diamond broker of this

city, returned July 1st after an extended tour of
Europe with his family.
B. C. Allen, of Benj. Allen & Co., returned early

the past month from a European diamond pur-
chasing trip. Will Robeyn, of the firm's diamond
department, accompanied him.
Chas. S. Shepard, at one time prominently

known in jewelry circles, died in this city recently.
He was formerly traveler for Wm. Smith & Co.
He also represented Martin Copeland & Co. in
Chicago. At the time of his death he was clerk
of the Transit House, of this city. His remains
were taken East for burial.
Hyman Holsman, of the well-known jobbing

firm of Holsman & Alter, has just closed another
real estate deal which involves the northwest
corner of West Twenty-sixth street and Ridge-
way avenue, Chicago. The property is mo by 125
feet with flat improvement, and the amount in-
volved is $4o,000.

J. W. Heckman, who was connected for sev-
eral years with G. F. Wadsworth, the well-known
case repairer, is now associated with J. M. Becker
under the firm name of Becker & Heckman. This
firm is the successor to G. F. Wadsworth, who
has retired from active business. The new firm
will occupy the same quarters in the Silversmiths'
building. Mr. Heckman represented his firm at
the Des Moines convention.
Art Droeger, head of the watch department of

Despres, Bridges & Noel, enjoyed his annual va-
cation in Indiana during the past month. There
is somewhat of a mystery in connection with Art's
absence from Chicago, but he insists that he was
in Indiana all the time. Numerous letters and
telegrams addressed to him according to his route
list, •never brought a reply. Friends were think-
ing of sending out a tracer for him when he
showed up suddenly one morning with a broad
smile and plenty of sunburn, but minus an ex-
planation regarding his whereabouts for three
weeks.
Howard J Kleckner, who has been represent-

ing the Fred D. Jones Co. in Chicago and the
West, has severed his connections with that com-
pany.
The Elgin National Watch Copany has just

established a new rule governing
m
 the exits of its

employees at its Elgin factory during the noon
hour and at the close of the day's work. The
factory has been running full force for some
months past, and the increasing number of em-
ployees has tested the exits beyond their capacity.
In order to prevent jamming and possible injury
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to some of the employees an order has been
issued to the effect that the lady employees will
be dismissed five minutes before the regular quit-
ting time at noon and also at the close of day.
The order has been in effect for several weeks
and has worked out excellently.
Among the Chicago jobbers and manufacturers

who had exhibits at the Des Moines convention
were Betty, Alden & Co., Rettig, Hess & Madsen,
Frank B. Tinker, The Pickard Studios, Swart-
child & Co., Juergens & Anderson Co. Joe Block
represented Despres; Bridges & Noel.
A meeting of the Executive Committee of the

Illinois Retail Jewelers' Association was held in
this city during the past month. The meeting
was very well attended and much enthusiasm was
manifested in the laying out of the work for the
coming year. The slogan of "Five hundred in
1912" was adopted and a rousing campaign to
secure new members was mapped out. This in-
cludes automobile tours by members of the Exec-
utive Committee through the various centers in
Illinois and in Chicago. By this method it is
expected to make a person call on nearly every
jeweler in the State who is not a member of the
organization. Resolutions of condolence were
adopted on the death of George B. Elbe, late
secretary of the organization, and presented to
the. widow. Chas. Manahan, 361 West Sixty-third
street, Chicago, was unanimously elected to the
position made vacant by Mr. Elbe's death. The
following committees were appointed: Trade In-
terests—J. S. Townsend, Chicago; W. J. Young,
South Chicago; Oliver Rystrom, Elgin ; E. J.
Peck, Joliet; Fred A. Marean, Belvidere. Legis-
lative—F. Lorenz, Chicago; 0. J. Armbruster,
Springfield, and A. E. Wuesterman, Champaign.
Assay—Theo. Thealander, Chicago; Edw. Jensen,
Chicago. Delegates to national convention—T.
H. Craig, Champaign ; Geo. H. Tucker, Chicago;
A. H. Bolander, Rockford; Chas. Manahan, Chi-
cago; Paul Lackritz, Chicago; Jake Ramser, Rock
Island ; E. J. Peck, Joliet; Fred Marean, Belvi-
dere; Richard Weiting, Peoria, and W. J. Young,
South Chicago.
John T. Montgomery, Chicago manager for M.

A. Mead & Co., had an experience early the past
month with a Chicago pickpocket. It may be
high treason to record his experience in black
and white, but "Monte" really ought to have
known better than to have been the "easy mark"
for a couple of ingenious crooks. He doesn't
know himself just how it happened, but he has a
distinct recollection of having been "shuffled" in
a crowd on State street and the positive assur-
ance that his watch was gone after he emerged
from the mix-up. Cheer up, "Monte." If all the
watch-owners were as easy as you were the watch
business would be booming.
A. K. Potter, of the E. A. Potter Co., of Provi-

dence, was in Chicago the early part of the month
accompanied by Mrs. Potter, who was Miss Alice.
Marjorie Ray, of Fairlawn, Franklin, Mass. They
were on their return home after an extended
wedding trip through the West.
Henry Pfordresher, the Chicago and Western

representative of the Eastern Jewelry Company,
recently purchased a handsome home in Morgan
Park, a southwest suburb of Chicago, and will
move his family out the middle of this month.
L. H. Dodd & Co., well-known auctioneers of

this city. recently made a very successful sale of
the stock of Joseph H. Cartwright, of Dodgeville,
Wis. Mr. Cartwright has been in business at this
location for over fifty years, and retires per-
manently from active business. They also made
a successful sale for T. K. Smith, of Oskaloosa,
Iowa, and at present are engaged in maxing a sale
for George S. Davis, at Newton, Iowa, and for
William Warren, at Paducah, Ky.
Chicago jobbers have received notice of the

sale of the store of A. C. Wortley, at Kalamazoo,
Mich., to F. W. Hinrichs. Mr. Wortley retires from
business after forty-eight years. Mr. Hinrichs
has been in business in this city for ten years, and
will move his stock into the Wortley location.
Donnelly, Caliger & McLaughlin, the new job-

bing firm at Des Moines, Iowa, has been incorp-
orated with a capital of $12,000. The officers of
the corporation are: J. H. Donnelly, president;
C. L. Caliger, vice-president, and S. F. McLaugh-
lin, secretary and treasurer.

(Continued on page 1081)
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IS IT GOOD FOR THE BUSINESS?
This is the test by which every problem in your 

business must be tried. What

about your method of buying - Is it good for your business?

How many flaws can you pick in your buying? 
Would you give yourself a job

as buyer if the tables were turned? You are answering these questions every

day in increased cost and overstocks. Perhaps you won't admit this to-day, but

you will some day.

Business isn't a matter of sentiment—it's a matte
r of turning the dollar. Get

down to "brass tacks " and use the

Great American Jewelers' Catalogue
Because SOME HOW and SOME WAY you mus

t perfect a new buying system.

SOONER or LATER you will know that this ne
w system means the GREAT

AMERICAN JEWELERS' CATALOGUE. It's the silent salesman that

produces but does not consume. It is good for your business.

THE OSKAMP-NOLTING COMPANY
411-417 Elm Street, Cincinnati, Ohio

The

New Century
Engraving
Machine

No Jeweler can afford
to be without one of

these labor-saving

machines,which plugs

up the free engraving

leak, and does work

both satisfactorily and

at next to no cost.

Send us a postal re-

quest for our Cata-

logue, which fully

illustrates and de-

Fcribes the NEW
CENTURY ENGRAV-
ING MACHINE.

Sold on easy terms.

Write now.

THE EATON & GLOVER CO.
SAYRE, PENNA.

On September 1 st next
Will have ready for delivery

a handsome 32-page

Jewelry Catalogue
illustrating a general line of

Diamonds, Watches, Jewelry,
Clocks, Silverware, etc.

List Prices quoted same as in our regular Jewelry Catalogue

The book is printed on fine, highly finished paper,

with colored cover

Your name and address imprinted on front cover

An inexpensive and progressive mode of advertising

Price per 1000 - $22.00 Cash

Price per 500 - $12.00 Cash

Norris, Alister & Co.
Heyworth Building
29 East Madison Street Chicago, Ill.
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Edmund Hahn and J. Joseph, of H. F. Hahn &

Co., made a business trip to New York early the

past month.
The many friends in the Chicago trade of B. R.

Greenblatt, of Omaha, will extend their con-

gratulations on his recent marriage to Miss Hen-

rietta Morris, of that city.
George S. Strawn, of E. A. Dayton & Co., en-

joyed his annual vacation in Nebraska during the

past month.
Chas. Barrows, of the Bay State Optical Com-

pany, was in Chicago early the past month on a

business visit to Ed Nearney, the Chicago and

Western representative of the company.

A new store will be opened in Fort Morgan,

Colo., by P. H. McBride, who was in Chicago

the early part of the month purchasing his open-

ing bill.
While taking a trip on his motorcycle J. A.

Brown, a well-known watchmaker to the trade,

suffered a very painful accident near Crown Point,

Ind., early in the month. The weather was in-

tensely hot, and while going at a high speed Mr.

Brown was overcome by the heat and fell from

the machine, striking his head on a rock that lay

in the roadway. He was taken unconscious to

Crown Point and from there to his home in Chi-

cago. At first it was believed that he had sus-

tained fatal injuries, but an examination showed

that a severe scalp wound was the extent of the

damage. He returned to his office in the Hey-

worth building a few days after the accident

somewhat battered in appearance but none the

less able to attend to his regular duties. His

escape from instant death was a miracle.

W. T. Irvine, a well-known retail jeweler of

La Crosse, Wis., spent several days in Chicago

early in the month. After an extended Eastern

trip Mr. Irvine spoke very encouragingly of the

business outlook in his town and stated that his

business at present was very satisfactory.
George W. Pattee, Western representative of

T. G. Hawkes & Co., cut glass manufacturers of

Corning, N. Y., has been receiving the congratu-

lations of his many friends in the trade upon the

arrival of a bouncing boy in his home. He bears

the honor well, but he has almost come to the

conclusion that it is as important a question now

how much this bouncing offspring sleeps at nights

as how much business his father does during the

daytime.
The many friends of Fred G. Thearle, of the

C H. Knights-Thearle Company, of this city, in

Chicago and throughout the West will extend to

him their profoundest sympathies upon the death

of his wife, Mrs. Nettie Baker Thearle, which

occurred at the Hinsdale Sanitarium on June 22d,

after a long illness. Mrs. fhearle had been a

resident of Englewood since 1872, and was uni-

versally loved and esteemed by all who knew her.

Funeral services were held on June 23d from the

family residence, 428 West Sixty-eighth street.

A real live old-fashioned Chicago jewelers'

field day was pulled off on June 24th at Thiele's

Park, at La Grange. Those of the Chicago trade

who were not out there missed the time of their

lives. A heavy rain fell most of the day, but did

not interfere at all with the success of the affair.

Fifty members of the trade went out on a special

car. The famous Gridiron Club hasn't got a

thing on the jewelry boys that were at this field

meet. Nothing like it was ever attempted before,

but it is safe to say this will be at least an annual

event. The diamond was too wet for the ball

game, so the Fat Men and the Lean Men played
an indoor game in the pavilion. The Lean Men

simply walloped the Fat Men to the tune of 9
to 6. The line-up was as follows:
Fat Men—Lake Bluff Rettig, third base; Slick

Slemmons, second base; Henpecko Rettig, short-
stop; Jaky Atz Stern, first base; 5-Year Tom

Kennedy, catcher ; Abraham Genzl Gubbins,

pitcher; 0. Diamond Lieberman, left field; Bro.

Sylvest Cohen, center field; Big Chief Shogren,
right field. Jaky Atz Stem, captain.
Lean Men—Signor Jocklets Thein, third base;

Petey Schlitz Niess, second base; Frank Tinkered

Rasmussen, short-stop; Stubby Princess Malone,

first base; Mike Slivers Bork, catcher; 0. Des-

Moines May, pitcher; Evelyn Arthur Freeland,

left field ; Midgie Jake Wilkinson, center field;
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Beau Gustavus de Weinfeld, right field. 0. Des

Moines May, captain.
Venerable Fernando Pa Jones, Sol Harmless

Hector Hess, Wild Bill Donovan Schlossman and

Nitsize Cohen umpired the contest, and what they

didn't know about the fine ooints of the national

game would take Charlie Comiskey about forty

years to teach them. It was impossible for the

crowd in the bleachers to tell whether these

"phony" diamond experts and watch tinkers were

playing indoor baseball, football or "drop-the-

handkerchief." But, anyway we'll call it a ball

game for their sake. Sol Harmless Hector Hess,

arrayed like the Queen of Sheba, and poor, wee,

timid little Oh Des Moines May ran a foot race

for blood and a hundred bucks, and would you

believe it, bashful little 0. Des Moines put it all

over his handsome Marathon rival, and then—

Harmless Hector welched on the bet. Charlie

Slick Slemmons and Lake Bluff Rettig displayed

their girlish lines in a heavy catch-as-catch-can't

rough and tumble imitation of a wrestling match.

The local papers in La Grange had a two-column

story the next Sunday morning, roasting the life

out of the La Grange police for allowing such a

bloody, or rather greasy contest, within the con-

fines of this peaceful little burg. Abraham Ganz!

Gubbins, the great and only survivor of a long-

lost-and-nearly-forgotten tribe of Indians, was

there radiant in his prestine grandeur, but alack

and alas, the dictates of modern civilization, as

practiced even by this bunch of jewelers, put the

soft pedal on his war whoops. But did that stop

Abraham Ganzl? No! If there had been a roar-

ing lion in the neighborhood he would have

roared only once, and then made application to

the great Creator for instructions on how to make

a noise. But Abraham Ganzl, beware! A long-

haired constable with a tin star has got a warrant

in his boots for you, and this bogeyman will

catch you sure as shot if you don't make your

peace with the boys for breaking tip that game

with a selzer bottle. What happened to Nitsize

Cohen will never be printed—at least we hope not.

The feature of the day was an old-time chicken

dinner. This dinner goes begging for words to

describe it. Everybody in the trade here at some

time or another has been at a Camels' dinner,

when Mother Galli handed it out. Here's a

mathematical way to find out how much fun the

gang had at this chicken dinner. Just figure out

how much fun you had at a Camels' dinner,

multiply it by six and divide that by two. The

answer equals one-fourth of the fun at this

chicken dinner. Best of all was an eating con-

test between Lake Bluff Rettig, the champion all-

round eoicure, and Abraham Ganzl Gubbins, the

classy speghetti kid.
All ye who enjoy after-dinner speaking take

careful note of the following toasts and after-

dinner speakers. If you want to know what these

speeches sounded like just run off a Wagnerian

selection backwards on a phonograph and then

multiply that by two:
"Columbus as I Knew Him," Fernando Pa

Jones; "What Caused an Enormous Increase in

My Sales," Col. Corn Cobb; "How I Like the

West," Mr. Grassy Woods; selections, "Girls I

Have Kissed," Denman Osculating Thompson;

"A Sucker Born Every Minute," George Bun-

combe Moore; "The Latest Daffodils," Sol. Harm-

less Hector Hess; "The Texas Steers I Have

Roped," Wild Bill Donovon Schlossman ; selec-

tion, "Auf Wiedersehen," Stubby Princess Malone;

"What I Did Not Catch," E. Fish Hook Tuerk;

"What Fish Hook Tuerk Forgot," Roberto Me-

zuma Procknow; recitation, "Fair Ladies," Max

Cupid Meyer.
Before the special car arrived at La Grange it

was switched onto a coal scale, and it was figured

out that the aggregate weight of the bunch, in-

chiding the Nitsize dwarf, was 864oTA pounds.

Just before the train left the same bunch was

weighed again, and it was found that the aggre-

gate had jumped to to,00tTA, without Nitsize.

With him the gang tipped the scales at to,oto.

Yes, it was a great event, and cheap, too, when

you figure that the bunch got 1370 for $t.98 a

throw without paying for excess baggage.

W. E. Tower, formerly of the firm of Tower &

Long, St. Louis, Mo., and well known throughout

the Southwest, will henceforth represent Henry

Paulson & Co. in the States of Kansas and Ne-

braska.
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Annual Convention West Virginia Re-

tail Jewelers' Association

The sixth annual convention of the West Vir-

ginia State Retail Jewelers' Association opened

in the assembly room of the Frederick Hotel,

Huntington, with the largest attendance ever had

in the history of the association on June 19th.

At promptly 9.30 o'clock President W. L. Jones,

of Martinsburg, called the meeting to order and

delivered his annual address, in which he briefly

recited the gratifying work of the association

during the past year. Mr. Jones then discussed

the subject of legislation and urged the associa-

tion to do all in its power to have suitable laws

passed in the next session of the Legislature of

West Virginia against fraudulent advertising and

auction sales, and to secure laws that will enable

the retail jewelers to dispose of goods left for

repairs after a given period of time. He then

gave an optimistic outline of the great good that

can be accomplished by bringing every retail

jeweler in the State into the association, and

urged the members present to make an active

campaign for new members.
After the reading of the minutes of previous

conventions the committee on membership re-

ported favorably on a list of twenty-three new

members who were promptly elected, after which

H. J. Homrich, of Huntington, made a report on

behalf of the legislative committee, in which he

said nothing could be done on account of the

hopeless division in the last Legislature.

Afternoon Session

At 1.30 the meeting was again called to order

and A. C. Thomas, of Sistersville, secretary-

treasurer, made his report, showing the associa-

tion to be in a prosperous condition, having a net
balance of $327.50 after paying all bills. This

was followed by a report of the representatives
of the American National Retail Jewelers' con-

vention held last year in Detroit, Mich.
Major T. H. Purple, traveling representative of

the Rockford Watch .Company, then addressed

the meeting on organization and urged the asso-

ciation to organize district associations so as to

bring the retail jewelers in closer touch with each

other during the intervals of the State and na-

tional conventions. He was followed by C. S.

Fishback, of Columbus, Ohio, representative of

the Hamilton Watch Company, who promised the

co-operation of the manufacturers in bringing

about better trade relations between the manu-

facturers, jobbers and retailers, after which

W. H. Galloupe, of The Crescent Watch Case

Works, Newark, N. J., spoke on salesmanship.

C. M. Wallace, of Huntington, then spoke on

"Trade Evils and Their Remedies." His address

was of much interest and at the conclusion of his

remarks invited the delegates and visiting jewel-

ers to his place of business to show thcm the

workings of a card record system of his own in-

vention, which he claims will be of great benefit

to the watchmakers.
After a general discussion of questions sub-

mitted, H. J. Homrich, on behalf of himself and

Mr. Wallace, invited the delegates and visitors

to meet at the door of the hotel at 6.45 o'clock

for an automobile ride over the city.

Second Day

On the second day of the convention several

interesting addresses were delivered by promi-

nent members of the Cincinnati trade and others,

the forenoon session proving very interesting and

profitable. In the afternoon began the fourth

annual convention of the West Virginia State Op-

tical Society, a large portion of the members of

which are jewelers also, so that the attendance

at both conventions was practically alike.
The annual banquct of both organizations was

held in the Elks' club rooms. Grafton was chosen

by the jewelers as the place for holding the 1912

meeting and the following officers were elected:

W. L. Jones, Martinsburg, president; Ralph

Ebhart, Davis, secretary-treasurer; Henry Zilli-

ken, Wellsburg, first vice-president ; C. A. Keefer,

Grafton, second vice-president; W. T. Eisensmith,

Charleston, third vice-president; H. J. Homrich,

Huntington, fourth vice-president; J. H. Brubb,

Thurmond, fifth vice-president; Chas. M. Wal-

lace, Huntington, chairman of the district com-

mittee.
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Some "Ready-Made" Advertisements for July
(See John Tweezer's argument on page 1083)

Going Away?
Don't  wear your old jewelry
with your new gowns.
What will the other girls
think?

AN■ir
No fear of "looking queer"
if you wear some of this
very-latest-fashion Jewelry
which I have provided for
going-away girls who want
to be "in it." And the
prices will not scare father.

F.' SMITH, 44 Main Street"

Dear Sir:
You will be
wise if you

fashionable place; but

SAVE the fine one if

fishing or hunting, or if

or knock about much in

ounce of prevention,"

etc. Let me show you

Watches from $3.50

to $8 that will make

you glad to buy one of

them so as to SAVE

your fine one.

buy a CHEAP

Watch to take

with you on

your vacation.

Take your fine

one, too, if you

are going to a

the cheap one will

you go sailing or

you play tennis,

any way. "An

Smith
44
Main
Street

BANG!
Fourth of July will last an-
other week at my store, for I
have put the "Special Price"
match to an overstock of
Men's Vest Chains, and they
are "going off" lively. (I only
hope that the manufacturers
will not hear the price-ex-
plosions!) Come to my Fourth
of July—no seats reserved.

SMITH, 44 Main St.

Before You Go
Let me send for all your plated things
that show wear—knives, forks, spoons,
dishes, coffee-pot, etc. On the day of
your return I'll send them back to you
replated and looking like new ; and
your satisfaction will be out of all pro-
portion to the little cost. The things
will gain a new lease on life.
It is a good time, too, to have the
Clocks cleaned, oiled and repaired,
when the family is absent and the
clocks are idle.
A postal will bring me.

SMITH, 44 Main St.

Th

For Pleasure-
or For Pain!

If your wife gets car-sick, she'll

want a Silver Flask (and its con-

tents) when you start on your

vacation—and you'll want it when
you meet a friend on the train.

I have a good variety of Silver

Flasks from which to make your

selection. There's a good deal of

joy can be got out of a Silver Flask

in vacation time!

SMITH
44 Main

To the "Going-Away" Man:
A vacation is always more enjoyed when one
has the comfortable sense of being PROPERLY
provided for it.
It is the LITTLE things that count for im-
pressions, in going among strangers.
You couldn't pull out this jeweled (or that
IMITATION-jeweled) Gun Metal Cigarette Case,
with your monogram on it in gold letters,
without establishing your good taste AT ONCE
with observers.
Same with this cunning Match Box, or this
Silver Pocket-Knife, or this new pattern of
Watch Chain—they advertise your social quality.
Let me help fix you up RIGHT for your vacation.

SMITH, 44 Main St.

Now it is ho ! to the
mountains or the shore !

Start properly provided with the needful
things. You'll want a Silver or Cut Glass

bottle of smelling salts, and a Collapsible

Cup, on the train ; and the handy little

"beauty fixers" in the form of Vinaigrettes;
and some of the latest Toilet accessories;

and some new (not necessarily expensive)

Jewelry, of the kind the " best " people are

now wearing—for you will not want to be

out of the fashion . . . I can help to make
your vacation more satisfactory.

SMITH, 44 Main St.

Free Storage
I hereby invite my regular customers

to store their Solid Silver with me during
the time their houses will be closed in
their absence at the summer resorts.

This will relieve them of all anxiety
as to housebreakers—for burglars do
not usually take plated goods ; and the
jewelry will likely go with the owners.

My customers' silver will be given
the same protection, in their absence,
that my own Silver stock receives, and
will be returned to their houses when
directed.

Pack in as small a box as will con-
tain it, label with your name, and let me
know when to send for it.

SMITH, 44 Main St.

( you, out of the beautiful assort-
ment now shown by

You'll find that
women who "know
what's what" are
wearing La Vallieres this summer
at the shore and the mountains.
A piece of jewelry of this distinc-
tive sort marks the woman of
fashion and taste. Take one with

SMITH, 44 Main St.
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Outfitting the "Going-away" Public

By JOHN TWEEZER

A considerable number of your cus-

tomers and the general public of your com-
munity will be going away in July on their
vacations. Make the most of your sales
opportunities while these people still re-
main with you, for yott cannot do business
with them in their absence; therefore, the
()bvious thing to do is to supply them with

the articles they will need when away—or
that you can influence them to think they
will need.

You will be helped by the feminine anx-
iety to be "in it" at the summer resorts.
Three out of five women want to be
"dressed properly" in the Boardwalk pa-
rade at the seashore, or at the evening din-
ner in the mountain hotel, or "where two
or three are gathered together ;" and the
same unwillingness to "look queer" in a
last year's gown or hat can be utilized to
your profit if you can convince them that
the current fashion in jewelry should be
as carefully noted and followed by those
who will come in contact with other women
who "know what's what." Therefore your
advertising early in July should press this
point, somewhat on the lines suggested in
the sample advertisements shown on page
1082.

But woman does not monopolize the in-
stinct to "be in the fashion." Man, too,
is susceptible to the influence of the fickle
dame—though he may weakly dispute the
fact in his wife's hearing—and he, too, will
respond to an advertisement that touches
the nerve of his vanities.

You will do well to call attention to the
advantage of having certain repairs made
in the absence of the family, so that the
use of the things can go on without a break
after the family returns—clocks cleaned,
oiled and repaired, dents removed from
table silverware and worn pieces replated,
etc..

Vacation-time presents an opportunity to
the jeweler to make himself "solid" with
customers who appreciate thoughtful at-
tentions. Every housekeeper who closes
her house and goes away with the family
for a short or long period experiences the
same anxiety concerning the safety of the
silver she leaves behind in the house—the
burglar is an ever-present menace. She
hides the silver in the winter clothing chest,
or thinks she has concealed it elsewhere
so that the ingenious house-breaker cannot
discover it ; but in the back of her mind is
a haunting fear that she will not find the
Silver on her return. Sometimes her hus-
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band logs a basketful to the bank for safe
keeping; but it is embarrassing to ask the

bank to do it as a favor, if his account at

the bank does not average a four-figure
balance—and he doesn't like to pay the
price if the bank charges for the storage.

Here is the opportunity for the jeweler to

bring great peace of mind to the house-

keeper.
He should send a circular letter (to his

regular customers only) worded something

like this :

Dear Madam: If you intend going away
this summer for a short or a longer period,
I shall be pleased to store your solid silver
for you—of course without charge. (I as-
sume that you will take your jewelry with
you.) You may thus be relieved of any
anxiety as to housebreaking burglars (as
far as the safety of your silver is con-
cerned), and will be saved the expense of
storing it in a storage warehouse or with
a trust company.
You can safely leave your plated ware in

the house, for burglars rarely carry off
plated articles. If you will pack your solid
silver in as small a box as will contain it,
and will label it with your name, it will
be given the same protection in your ab-
sence as my own silver stock receives, and
will be returned to your house when you
direct.

An advertisement in the newspaper of

similar kind will make those who are not

customers wish they were—and resolve

to be.

A July Window

The July window should exemplify the

going-away idea and make appeal to the

eye and the mind of the prospective va-

cationer.
At the railroad ticket-office you can get

the pamphlet time-tables of a dozen or

more railroads—or the ticket agent can

get them for you. Get two or three of

each, or enough to make an exact circle,

three feet in diameter, in the center of the

window floor—the bottoms of the pamph-

lets pointing to the circle on its upper half,

the tops so pointing on its lower half. The

display of goods will be made in the center

of this circle.

At the back of the circle put a small
hand-bag, mouth open, facing the observer,

showing a silver toilet set within. In a

portion of the space in front put a silver

smelling-salts, vinaigrettes and "beauty"

boxes, a collapsible drinking cup, a flask,

cigarette, cigar and match boxes—and such

other items as will suggest themselves as

of use in actual traveling. In the remain-

ing center space put a variety of the very

latest jewelry of all kinds for women.

In the four corners outside put, severally,

a toy train of cars, a toy sailboat, a racket

and a gun. Additional "going-away"

goods will be grouped around these ex-

pressive objects, appropriate to the setting;
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thus, around the gun make a group of
nickel and low-priced watches, to indicate
that the hunter should carry this kind, in-
stead of the fine watch which goes with
less knockabout occasions, etc.
Window cards, prettily worded, will

help this display—and explain it to those
dull ones with do not grasp its significance.
A large one, in the back of the window,
should say:

Are you going away on a vacation?
Here are some of the right things to take
with you.

Behind a group of new jewelry, this card:

Don't wear your old jewelry with your
new gowns. What will the other women
think?

On a silver flask:

It will come handy in the Pullman
smoker—and will show that you know the
right pattern for this season.

On a cigarette case:

You needn't blush when you offer a
cigarette. This case is right.

When you show this window make use
at the same time in the newspapers of the
appropriate advertisement shown on jiage
082.

Laugh

Don't make a funeral procession of the
journey through life. Sorrows will come,
and aggravations will abound, and a thou-
sand disappointments will befall you; but
don't anticipate them with fear nor recall
them with sorrow. Look hopefully toward
the future. Let the world see you cheery.
Honest laughter is the odor of the flower
of life—the sparkle in life's cup, the juice
of the fruit of its tree. A laugh is the key
wherewith we unlock the nature of the

man ; as he laughs, so is he. Avoid the

barren man who everlastingly simpers; and
him whose smile is as the cold glitter of
ice; and the sniggerer and titterer ; and one
with a husky laugh, as though he were
laughing through wool; for none of such
has in him the elements of good-fellow-
ship, sympathetic feeling or true manliness.
"The man who cannot laugh," said gruff

Thomas Carlyle, "is not only 'fit for trea-

sons, stratagems and spoils,' but his whole

life is already a treason and a stratagem."
The world loves a laugher, as it loves a

lover. "Laugh, and the world laughs with
you; weep, and you weep alone." Joy is
contagious ; sorrow is isolating. We meet
a smile halfway ; we turn our backs to the
man who frowns and sulks. A hearty
laugh is a good introduction ; a winning
smile is a big asset in the world of trade.
Acquire a habit of looking on the bright
side of things; keep your cares out of your
face; forget the shadows when you can
see the and laugh whenever you
can.
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Keeping a Record of Stock
Some systems are introduced into a busi-

ness as time-savers and others to guard
against error or loss. The time-saving sys-
tem usually reduces the expenses in some
way, and as all system improves efficiency
it should also lessen mistakes..
Numerous stock systems have been de-

vised for retail jewelry houses, but those
simple enough to be used without much
extra cost are inadequate and those which
fully take care of the stock, as a rule, are
expensive to operate.
Too many retail jewelers plan their or-

ganization for normal business conditions
and depend on inexperienced extra help for
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Mo. 1. Showing subdivision of cards; number &sig-
naling maker; gold jewelry, department; brooches,

article. The special card is quickly found.

the busier seasons. As a matter of fact, the
jeweler's real money-making time is during
the few weeks before Christmas, and he
should have his business so organized that
when this season approaches he will have
adequate facilities for taking care of his in-
creased trade.
When a store becomes so large that it is

impossible to keep track of a stock by per-
sonal supervision a system should be intro-
duced that will mechanically replace staples,
keep the whole stock up to a given amount
and guard against theft or loss.
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Fin. 2. Record card of article. Shows sales and
quantity on hand.

This system must do this not only during
the dull times, but in a rush season as well.
Such a system must record every single pur-
chase and sale, no matter how small, and to
conduct it successfully it must be in charge

of one head and such assistants as may be
required according to the size of the busi-
ness.
A record of this kind can best be kept

on a card system. Every article in your
stock, large and small, must be given a
stock number and a separate card kept for
each. The files of cards would be divided,
first, into numerical divisions designating
all the different manufacturers from whom
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being also, if possible, their number for the
article.
A card for this brooch would be filed

under No. 20. Then index the subdivision
solid gold jewelry (i. e., if Blank & Co. also
make other lines) and then under the sub-
division brooches. Numbers should follow
in order to simplify finding a particular
card—for instance, brooch No. 2892 would
follow brooch No. 1698.

FIG. 3. Showing numerical and alphabetical index. Also plan of giving prominence
to the card of firms with whom you have many dealings.

you buy, then subdivided into department
classifications, and these in turn into in-
dividual articles (Fig. I).

To apply this system the first thing of
course would be to make out a card for
every article in your present stock, giving
each article a number as this is done (Fig.
2). Also prepare two card indexes, one
numerical and one alphabetical, indexing all
manufacturers under each (Fig. 3). In
your driginal entries give the manufactur-
er's number to all articles possible, and on
subsequent purchases always use the same
number as the manufacturer uses. Then
divide your store into departments, making
a key list designating different departments,
and then different articles in each depart-
ment. Now for example:

Blank & Co. are given number zo, desig-
nating that firm. A solid gold brooch of their
make would .be marked S.G.B./2o/8729.
S. G. indicating solid gold, B. brooch, 20 the
manufacturer and . 8729 the number—this

After marking every article in your stock
and making out a card for each your system
is ready to start. Small sales slips should
be provided for this purpose and should be
filled out independent of any other sales
system you might have. If a separate slip
is filled out for every article sold there is
not much chance for errors (Fig. 5).

D eA r1777 enf- 
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FIG. 4. Sales Leaf. One filled out for every sale.

In bulky lines the danger of theft or loss
is not great. In small lines like jewelry,
novelties, etc., every single piece should be
kept in a separate compartment or subdi-

(Continued on page :085)
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Getting Most Out of Your Help

A man employed for a specific duty is
easily valued. A watchmaker is worth so
much a week according to his mechanical

ability and his speed in getting out work.
Everyone in a store or factory force has
some special duties, and performing these
duties in a satisfactory manner qualifies
them to hold the position assigned.

Great success, however, is usually the

result of developing along some line that
increases a man's value about a place of
business aside from the regular duties as-
signed him. No one ever attained a high
position in business without initiative. A
watchmaker who gets out so much work in
a week doing his work in a satisfactory
manner is one thing, and the one who
forms plans for increasing the repair work
is another.

This is a day for specializing and in the
average smaller store, where the proprietor
looks after all details, you will always find
some departments succeeding better than
others. Take four stores in a town. One
will do the largest business in diamonds,
another in watches, another in silverware,
another in optical work. The total business
of one may exceed the others, but you will
seldom find any one store doing the most
business in every line. This is due to an
extra amount of attention on the part of the
proprietor to some special departments.

If a similar amount of energy were spent
on each department the general increase
would be noticeable. Try it on some de-
partment that is not prospering as you think
it ought to. Take this line and give special
attention to the way the stock is kept up;
give it prominence in your show window
and in your advertising. Know the line
thoroughly so that you can show the goods
intelligently and see if the demand don't
increase.

Sit down and go over your entire line;
divide it up into departments and then call
in your entire force and assign certain de-
partments to the different ones. Explain
the value of initiative and originality in
their success. Under your supervision let
them make up selling plans, do some buy-
ing and learn all about their particular line,
so that they will be able to see with more
intelligence. Create a rivalry between em-
ployees. Reward those who take advantage
of the opportunity and replace those who
do not. Don't burden your force with just
a lot of 'routine. Give them a chance and
see if they don't develop some hidden abil-
ity that you didn't know was there. They
will relieve you of a lot of work and worry
and help build up your business.
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Limit your lines to a small enough num-
ber that they can all receive enough atten-
tion to make each one a success. The
easiest way to accumulate old stock is to get
into too many lines.

Don't take all the responsibility on your-
self. Share it with your employees and you
will not only have less worry, but you will
develop a much more efficient force and
they will take a greater interest in their
work and success.
A firm employing 200 young .men and

women divided into five departments re-
quires experience in all five departments
before a position on the general force is
secured. This theory is that a very able
young man will lose his initiative if kept too
long on one class of work. It is their policy
therefore to keep him learning something
new, thus keeping his mind keen and alert
and preparing him for a higher position.
Of course there are many who lack initia-
tive. They have no ideas of their own or
have not the confidence to express them,
but responsibility is the only thing that will
develop any ability that they may have.
Give them a chance—you may find that
your force are only worth one-half to you
what they will be if they are given an op-
portunity to show their true worth.

Advertising Special Sales

The method employed in advertising spe-
cial sales is to use a somewhat larger space
in the daily paper than is customary. This
is a matter which should be carefully con-
sidered, as too much space and too little
space are both wasteful from an advertiser's
point of view. Other methods used are cir-
culars or folders distributed to a mailing
list or from house to house. Special win-
dow trims and interior decorations are also
a necessity. The public naturally expect
both the window and the interior prepara-
tions to carry out the promises made in the
store's advertising.

Sales are frequently advertised some days
ill advance. In such cases the first ads.
need not be large, but can be used to call
attention to the sale and to stimulate curi-
osity and interest. The largest space should
be used the day before the sale. As full in-
formation as possible regarding the goods
should be given in this. Prices should be
given and the goods well described. If it is
impossible to mention all the lines individu-
ally, give descriptions of leading lines, al-
though the special sale has usually to deal
with one or two lines only. During the
sale the space may be reduced somewhat on
alternate days. The day of the sale it is
well to insert an ad. stating that there are

lots of bargains remaining. If the sales
begin to show signs of languishing, try the
effect of a somewhat larger and, if possible,
stronger ad.

Keeping a Record of Stock
(Continued from page 1080

vision of a tray and when sold the article
should be taken off of the card and the card
left in place, or in the case of a ring, a tag
put in the space until another article can be
supplied from the surplus stock.

All surplus stock carried in the store
should be handled in a similar manner and
stock in excess of regular stock and surplus
should be carried in a stock room, where
one person in charge of this stock only has
access.
There are some complications in this, as

in all systems. For instance, in the case of
silver flatware where sets and single pieces
ar7 sold at different prices. In this case
t-e'f.ail prices of single pieces and sets should
both be entered.
Take teaspoons as an example—a par-

ticular pattern is sold by the set at $4.00,
single spoons at 75 cents. All spoons in
stock, whether single or in sets would be
entered on a card and sales recorded on the
same card, the difference in price appearing
on the daily sales record.

This daily sales record should be kept as
a temporary record of every purchase and
sale in each department, giving cost and
selling price and then totaled and entered in
a permanent record book at the end of the
day.
The question of recording exchanges and

return of goods sold is rather confusing.
When an article is returned or exchanged
a new card must be made out for it, giving
as nearly as possible the original description,
cost, selling price, etc. The new article
taken in exchange must be entered as a sale
without profit or showing a profit or loss
equal to the difference in cost of the two
articles.

Losses and gains of this kind, where no
actual cash is involved, can only be recorded
as a separate record without a great deal of
extra work and will about balance them-
selves during the year. Other confusing
little occurrences must be worked out as
they come up and if this system is carefully
conducted it will be found satisfactory in
every way.
An office or room of ample size and con-

veniently located should be provided for
keeping up this record. One person with an
assistant would be necessary to do the work
in a fairly good-sized store during a busy
season, and during the dull times would be
assigned the work of cleaning, recarding
and remarking stock.
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Advertising for the Jeweler

[W. S. Ashby, Colorado Spring
s, Colo., author

of this article, is an accomplished advertising

man who for years devoted spe
cial attention to

advertising the successful jewelry business of

which he was the head. His views, which are

founded on experience and sound advertising

logic, are well worthy of perusal 
and digestion by

our readers.—En.]

Why should I advertise?

Have you ever asked yourself that 
ques-

tion and then proceeded to demon
strate to

yourself that it was needless?

I am going to ask you a few 
questions

and you can help with the answers. 
I want

to put advertising before you in 
a new

light. Who are your competitors?
 The

other jewelers? Yes, but don't .fail to in-

clude the stationer, the drygoods m
erchant,

the furniture dealer, the crockery st
ore and

the dealer in art goods.
Do you think that every sale you 

miss

goes to your fellow jeweler? Not by
 a long

shot. Very frequently the choice of a 
wed-

ding gift rests between a set of book
s, table

linen, a chair or table, a set of dishes
 or a

picture. You may be the only jewel! r

called upon. Now where is your co„c,-

petition ?
Now let's look over your stock. How

many things in it are really necessities?

Practically everything you handle is a l
ux-

ury. You have mighty few things in 
stock

that people can't do without.

When a man's shoes wear out he 
buys

new ones, when the flour is gone the 
wife

orders more. Did you ever have a man

come in to buy a new watch to replace 
his

old one? Has any woman ever come to

you for a new ring because her old one w
as

worn out ? I know you've often sold a n
ew

watch to replace an old one, but you h
ad

to start things, didn't you? You very

seldom sold the new watch on your firs
t

trial. You had to give your man time to

let it sink in. You planted a desire in his

mind. It had to grow till he thought he had

to have that watch. You were advertising
;

it was done over the counter, but it was

advertising pure and simple.
You can fit the same case to yourself.

Isn't there some one thing you'd like 
to

have? An automobile, a boat, a farm 
or

something that is uppermost in your mi
nd

right now ? What started you wanting it
?

What first aroused your interest in it? 
Be

honest, now. Wasn't it an advertisement

in one of the magazines ?. You read abou
t

it and thought you would like to have 
it.

You may have sent for a catalogue and

found out more about it. The first thing

you knew you had a full-fledged desire f
or

the article and one of these days you wil
l

be a customer.
Let me tell you of a trip my family and

I took last year. It started with a maga-

zine advertisement of a world-tour lastin
g

four months, costing front $650 upward

per person. In the first place I had no

idea of the cost of a round-the-world trip.

If you had asked me previous to reading

the advertising I would have said it would

cost several thousand dollars and take at

least a year or so. In a joking way we said

we might be able to take the trip. Before

many days we were thinking more seriously
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about it. We sent for literature and 
read

the itinerary and about some of the c
oun-

tries. We wanted more and went to 
the

library and got book after book of tr
avel.

We got quite familiar with Japan, 
China

and India. We wanted to see it for
 our-

selves and in less than a year from our fi
rst

thought we had started on a six mon
ths'

trip costing each of us nearly $15oo. 
That

trip was directly traceable to advertisi
ng.

Every one of us is susceptible to sugges-

tion, whether it comes across the count
er

or on a newspaper or magazine page.

There are lots of people in your town

who buy more expensive things than y
ou

carry; more expensive things than you

think they can afford. People who are onl
y

fair customers with you buy sufficient goods

elsewhere to put them at the top of your

customer list, if you were getting all thei
r

business. Why do they buy elsewhere?

Because they are offered suggestions, are

shown the goods, are encouraged to buy.

How many automobiles would be sold if .the

makers didn't advertise? Aren't there a

number of people in your town who have

bought finer cars than you would ever

have thought they could afford?

We were boosted from a four months'

trip costing $65o to a six months' trip cost-

ing $1500. You can do the same thing

with dozens of people in your town. Let

me tell you of an incident in my experience.

A woman who had never been much of a

buyer came in one day to make a small

purchase. After she had made her selec-

tion she told me that some day she was

going to buy an imitation pearl necklace

and from time to time replace the beads

with genuine pearls till the strand was all

real. She wanted to know what I thought

of the plan. I sent her some pearls and got

the idea of what she wanted, then I sent for

some pearls of the right size and a complete

string of the same size pearls. When these

came in I asked her if I might come 
up

and show them to her. When we were

nicely interested in single pearls I explained

that pearls bought singly were much hig
her

priced and would be very difficult to match
,

whereas if she bought the entire strand now

she would save money and have the pleas
-

ure of a real strand from the first. Instead

of a single pearl at a hundred dollars I sold

her a strand at two thousand.
You want to know what this has to do

with advertising, don't you? All right ; get

hold of your local paper and see what your

competitors are doing. I don't mean the

other jewelers—though maybe they are at

it—but the fellows in other lines who have

gifts to sell. You'll find a number of them

represented and talking about the things

they have to sell every clay. They are mak-

ing suggestions to your customers. Sug-

gesting this or that for your customers'

use.
Your show windows are your best ad-

vertisement, you say? One of the best, I

say. In them you can only show goods.

You can't talk about them. How large a

circulation has your show window ? How

many people read your local papers every

day? Don't slight your window, work it

for all it is worth, but back it up with good

newspaper advertising.
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Every magazine that enters the home
 of

your townsman is presenting advertise-

ments of articles designed for his use.
 Big

mail-order houses in your own line
 are

soliciting his business. They are talking

high quality, high-priced goods with the

best skill in this country. You've one

tremendous advantage over them. You 
are

on the ground. You know your cu
stomer

personally. He knows he can rely on 
you.

He knows that if you sell him a thing
 that

isn't right you won't be able to meet hi
s eye

day after day. Go after him in the n
ews-

paper, tell him what you can offer hi
m.

These magazines enter your neighbor's

house once a month—some of them onc
e a

week. How often does your advertis
ement

enter his home ? What efforts are you

making for his business?
Your local paper gets into his house every

day. It has a daily engagement with him.

It comes to him when his mind is ready 
to

receive impressions. Why not give him a

little stright talk every day at this time? If

he came into your store you would be rea
dy

ith suggestions and selling arguments.

Why wait for him to come in? Take them

to him. No solicitor, no booklet or circula
r

will ever find him so receptive as he is

right now. Make your advertisement newsy.

It is your store news, and as such must be

made interesting. You'd stop your paper

to-day if it had the same front page that it

had yesterday. You'll let them rehash a

story and you'll read it for a week. Do th
e

same with your news. Tell the same story

for a month if you want to, but put it in

a different way each day. An advertise-

ment that runs a week gets tiresome.

People are disgusted after the second day.

It's working against you then. Some

people will say that people will read your

advertisement to-day who didn't see it yes-

terday or day before. Are you after the

dead ones ? Change copy daily and the

people you want will read it.

Let's go back to those magazines for a

minute. Look one of them through and se
e

if there aren't a number of lines that y
ou

carry advertised in it. The manufacturers

are spending a good many thousand dollar
s

for your benefit. People are reading about

different lines of silver that can be secured

"From your local jeweler." Why don't

you in your newspaper space identify your

store with this national advertising? You

need spend only cents where the makers

are spending dollars. You can get all th
e

benefit of their advertising.
You have the finest stock of gift articles

in any line of merchandise. No one can

offer such handsome, lasting, durable gifts

as you can. Then tell people about them
.

Why let these other fellows cut in on you?

In a town of 25,000 people two live jewel-

ers, by constant advertising, have made

jewelry and silverware uppermost thoughts

when gifts are considered. Four-fifths of

the wedding gifts in that town come from

those two stores.

Now for a big "Don't." Don't expect

your sales to double the first month you

advertise, nor the second, nor the first year.

People won't rush in and buy as soon as

they read your advertisement. Give it time

to work.
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Business Reliability

By HERBERT G. STOCKWELL, ill
 The Outlook.

TI-IE

As,he was about to leave the court-ho
use

message was handed to a young attor
ney

requesting his presence in the office 
of a

well-known financier, whither he imm
edi-

ately proceeded.
"Mr. A. ," said the financier, "how

would you like to become vice-preside
nt and

attorney for the B  Manufacturing

Company?"
"Any association with you, sir, would b

e

a pleasure," replied the young lawyer 
with-

out hesitation.
The financier explained: "My associates

tell me that you have a good knowledge 
of

business and accounts, as well as ability 
as

a lawyer ; and, more important still, you 
are

thoroughly reliable. We want you to ta
ke

charge of the office affairs of the compan
y,

consulting, of course, with the company's

general counsel in any legal matters of i
m-

portance. The salary is $5000 per year.

Will you take it?"
"When do I begin work ?" laconically re-

plied the young man.
A few other details were arranged and he

went home, hardly daring to believe in his

"good luck" until he had actually begun his

duties in the office of the B Company.

Does this story sound like romance? Let

me assure you that it is based upon a real

occurrence which happened only recently.

Do not think this an isolated case. There

are to-day many financial institutions and

industrial plants whose elderly presidents

desire to be relieved from their responsi-

bilities so soon as suitable young men can

be found for their offices. Thus, emerging

from the rank and file of business and pro-

fessional struggles, many candidates for

higher honors are, without their own knowl-

edge, closely scrutinized for evidences of

Presidential timber.
Look at the history of any one of a num-

ber of the young men who have recently

been "brought out" as presidents of large

corporations. Does not our curiosity be-

come stimulated into hopeful endeavor?

Few of these men have been required to

mount round after round of the ladder they

began to climb. Many of them, through

exhibition of extra ability, have been sud-

denly transplanted from the occupations in

which their training was acquired to the

heads of the corporations which they have

been called upon to lead.
Another capitalist said to a friend the

other day : "Do you know that the hardest

part of my work consists in securing brainy

assistants? I tell you that I have enough

undeveloped matters in my office to employ

twenty bright men, but I can't find them.

If the younger men engaged in business

or professions could only realize the extent
to which they are needed and are being

watched by the prominent men in the com-

munity, with what care would they attend
to their daily business transactions !

Every Business Engagement Should Be Faith
-

fully Kept

No one habit is harder to form than the

Prompt keeping .of business engagements.
if a business man has an appointment with
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another nothing should be allowed to pre
-

vent a punctual appearance at the time a
nd

placed fixed for the meeting. When un-

avoidable accidents prevent, nothing sh
ort

of immediate and full explanation and

apology will remove the unsatisfactory im
-

pression created by the broken engagement
.

This habit of "being there on time" is es-

pecially important when the engagement i
s

between a young business man and a man of

affairs; for this meeting, unknowingly t
o

the young man, may have been arranged by

the elder man as a test of character. He

may consider the failure to arrive as an evi-

dence of deficiency in reliability. Once dis
-

appointed, it is hard to overcome the distrust,

unduly magnified by so slight an occurrence

perhaps, but still firm enough to resist dis-

lodgment.
Failure to Deliver Goods When Prom

ised

Another form of broken engagements

frequently retards the career of a business

man. How exasperating to have a manu-

facturer or merchant fail in his promise t
o

deliver merchandise at the specified time,

thus upsetting our entire calculations in

planned events! How hardly do we in fu-

ture give him our entire confidence!

Many young men do not fully compre-

hend the slow process of character-building
.

One dishonored promise may, unless clearly

excusable, knock down at a blow the struc-

ture which has taken years to erect. If they

could but see how much easier it is to

destroy than to create reputations for re-

liability, every man would give as constant

heed to the exact performance of each and

every verbal contract or engagement as

most men do to those which can be en-

forced against them in law.
With what admiration we all contemplate

the man whose "word is as good as his

bond"! When such a man speaks our

pencils fly quickly back into our pockets.

We have no need for a signed memoran-

dum of the transaction. If he says, "I will

take it," or "You may count on me," you

know that when the time arrives for him

to "make good" Ile will be ready for you.

Did this enviable reputation attach itself to

him in one notorious occurrence? Not so

easily do men yield up their business con-

fidence. Reputations for the possession of

many other traits of character may be

quickly earned by the willing or foisted

upon the unwilling man, but the reputation

for reliability is of slow growth. You may

be sure that he who possesses this valuable

treasure has nurtured and guarded it care-

fully from youth up. Its possession in-

spires the confidence of all those who have

experienced business contact with its

possessor. They do not have to watch him !

Dependable Merchandise

Goods manufactured or sold by the man

of reliability may be depended upon to turn

out in the exact quality, size, or weight as

marked on the outside of the package.

Advertisements of such men are read in the

belief that the goods may be purchased in

faith that what is said about them is the

truth. If we go into the store of a reliable

merchant and meet with some seeming trick-

ery on the part of his clerks, we know that

we have but to get the ear of the proprietor
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to have the wrong set right; and he w
ill

thank us for calling attention to the err
or.

Sometimes our unfortunate experiences in

dealing with the very large stores lead 
us

to believe that the proprietors are indiffer
-

ent to this quality. If we remember that

the growth of a business may become so

rapid as to outstride its organization, we

know that the fault lies in the limit of hu
-

man capacity for personal supervision of all

details by the proprietor. In but few of

such cases does the owner himself strive to

win your confidence, and he may not have

been successful in training his clerks.

Representative of Reliable Business Men

With what assurance does the attorney,

clerk, salesman, or agent of a man whose

reputation for reliability is established go

forth to represent his principal ! What a

difference between his view of business

transactions and that of the representative

of a man upon whom dependence cannot be

placed ! Far away from the proprietor of

the business as he may go, the representa-

tive of the reliable man knows what to do

in any question involving right or wrong.

By these unwritten, but none the less bind-

ing instructions he knows that his chief

would have him decide the matter in ac-

cordance with right principles. His path is

much smoother than that of the representa-

tive who never knows what his principal

will do in any given question. How much

easier to learn and be guided by simple

rules establishing reliability than to attempt

to follow the intricate paths of chicanery

Reputation at Bank

Methods of business to-day are such that

it is difficult for any business man to avoid

borrowing money, either directly from a

bank or by means of "merchandise" notes.

Most men attend to such obligations when

due, even though extensions of time must

be asked, but too many business men are

careless in this respect. In numerous banks

on any given day, if you could look over

the bank examiner's shoulder, you would

find several overdue notes classified as

"dishonored paper," which have been ne-

glected through mere carelessness. In many

cases the makers of the notes will go to the

bank in a clay or two and either pay the

full amount thereof or effect renewals. In

cases of pure neglect the bank sustains no

loss, but the business man who does not

attend promptly to such matters suffers a

severe loss—a loss of reputation for re-

liability. When any man finds that he will

not be able to pay his note in full, he should

go to the bank several days before the note

becomes due and explain his position

frankly. If believed, and entitled to a re-

newal with or without a payment on ac-

count, he will obtain the accommodation.

In any event, by giving the matter his

prompt attention his reputation as a man

Iished.
who will do his best will remain untar-i

Mercantile Credit Based Largely Upon

Reliable Habits

Besides the mere statements of a man's

net worth, important consideration is often

given by mercantile agencies to his business

(Continued on page 1088)
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The Jeweler as an Advertiser

"Jewelry is a luxury—not a necessity.
The advertiser should never lose sight of
that fact."
So wrote J. Angus MacDonald, one of

the keenest observers in this land of adver-
tising. Mr. MacDonald is right in a sense
—and yet how much are luxuries necessi-
ties in this age ! •

One thing I have always tried to impress
on jewelers is just this: Every one within
a reasonable distance (in this age "a
reasonable distance" may mean many
thousands of miles away), who deals in
anything outside the bare necessaries of
life, is a competitor of the jeweler—even
though he is the only jeweler in town.
Henry J. Garrison helped to make the

phenomenal success of Jeweler George E.
Feagans, of Joliet, Ill., by his astute adver-
tising management, though he gives to Mr.
Feagans the credit. Mr. Garrison, who
carried many a campaign of Mr. Feagans
to a "Garrison finish, told me a few
things about the advertising of the firm in
a very interesting conversation I had with
him nine years ago. He told me how,
twenty years before, his employer started
in the jewelry business with a capital of
"only a lot of push and a wonderful
capacity for hard work," in Joliet, within an
hour's ride of Chicago, one of the greatest
jewelry markets in the world. Mr.
Feagans made good in spite of the compe-
tion, having at the time I met Mr. Garrison
what he described as "the handsomest
jewelry stores in the country." How did
he do it ? By brains and advertising!
One great point upon which he broke

away from the old-school jewelry adver-
tisers was that he advertised his prices.
"The fact that we are not afraid to tell the
price," said Mr. Garrison, "inspired the
prospective customer with a certain degree
of confidence that the price is about right.
For the same reason, we mark goods in
plain figures."
Mr. MacDonald is right to a considerable

extent in saying that because jewelry is a
luxury it takes more brains, more skillful
salesmanship, more clever advertising to
sell it than to sell necessities. That is prob-
ably the explanation of what Mr. Garrison
meant when he told me of his own business:
"The men of the jewelry trade are notorious
as poor advertisers, as they are as poor
merchants."
As to the cuts Mr. Garrison recom-

mends, advertisers such as the Meriden
Britannia Co. have shown retail jewelers
how to have cuts that will print well in
newspapers—the best medium for retail
jewelry advertising.
Mr. Garrison believes in sending booklets

to the lady of the house, and thinks a mail-
ing list, which a jeweler is prone to neglect,
is worth all the time he can put on it.
He believes that there is no better aid to

advertising than a picture of what is being
talked about.
Perhaps no manufacturers are so ready

to supply electros of their wares to local
retailers as the jewelry manufacturers, and
Mr. Feagans at that time took full ad-
vantage of this.
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Mr. Garrison likes white space in a
jewelry ad. White space costs money, but
if it makes the jewelry cuts look more in-
viting, and helps to draw attention to the
ad, the expense is justified. Mr. Feagans'
space was seven and one-half inches double
column every .day.
Mr. Garrison is a great believer in win-

dow dressing for jewelers, supplemented by
neat, catchy cards written in a plain,
legible hand.
He believes in calling for clocks to repair

and delivering them after repairing them.
He likes the period before Christmas best

of all times of the year for jewelry adver-
tising, and advertises many suggestions for
gifts at that festive season. As to Lenten
advertising, Mr. Garrison said he talked
"articles for the personal adornment of the
fair sex at Eastertide," and he found it a
particularly good time of year to do so.—
H. A. Woodworth, in Brains.

Business Reliability
(Continued front page 1087)

reputation for reliability. Three extracts
from reports of men each conducting a
business of moderate dimensions may be in-
teresting as examples illustrating this
thought. In each of these three cases the
financial strength or net worth taken by it-
self would not entitle him to the good rating
given:
A—The opinion is expressed by those knowing

him that he would not be liable to contract
any personal indebtedness which he did not
see his way clear to meet at maturity.

B—Our relations with him have been such that
we are not familiar with his affairs in detail,
but we believe him to be a reliable man.

C—Among the trade he stands well, and his bank
speaks well of him. He can be relied on to
do what he promises.

Who would think that the hard-headed
sleuths of a mercantile agency would deem
these things worthy of report ! Yet those
familiar with "credits" know the intrinsic
value of business reliability, and gladly wel-
come reports including observations of this
nature.

Contractors' Peculiar Temptations

When a customer can see and handle a
definite article, he can protect himself in a
measure from deceit, but in any form of
business involving construction to be per-
formed after the contract is made the buyer
must rely more or less upon the contractors'
reliability. Special opportunities for tak-
ing advantage of the buyer's ignorance lead
many contractors to indulge in "tricks of
the trade," which may often be carried
through without the practice of "legal"
fraud. Many things arise in the course
of a building operation easily interpretable
and chargeable as extras by a sharp con-
tractor to which a reliable man would at-
tend without question as coming within the
spirit, if not the letter, of the terms of the
contract.
To a decorating contractor came an ap-

plicant for the position of foreman. "I will
guarantee that you will get 'extras' amount-
ing to at least 20 per cent. more than your
contracts on any job I have charge of,"
said he. The contractor, without hesitation,

■•■

July 1, 1911

said : "You are just the man I am not look-
ing for. This is a reliable firm."
Go back to the man who taught you that,

foreman, and compare his business, from
all angles, with that of the firm who re-
jected you.

Allowing Use of His Name by Others

Business men who jealously guard their
reputations in their own affairs too often
slacken their watchfulness when their names
are used in connection with promotions.
One of the most flagrant corporation
swindles practiced in recent years was
made possible by prominent business men
who allowed their names to be used as
directors of the company. They were
known to be reliable, therefore the com-
pany with which they were connected must
be reliable. Not one of these directors
made a dollar in the swindle, but their repu-
tations for reliability rightly suffered among
the thousands of those who lost their sav-
ings.

Another picture comes to mind in which
I see an entirely different type of director.
He sits on the boards of half a dozen large
financial institutions, in not one of which
does any other director assume that this
man will "go along" without having the
matter fully explained, nor unless it meets
with his approval. He is "no man's man."
In all of his affairs, private or public, he can
be trusted to do all that he says, or leads
people to"believe, he will do.

Good Will

What a capital building power is reliabil-
ity ! The reliable business man is secretly
accumulating property other than the dol-
lars shown on his books, which can some
day be turned into money. This hidden
capital is called good will, and it is well
worth working for.
Good will in a successful business has

a much more tangible value than is com-
monly realized. When a man sells his busi-
ness he expects to be paid well for this asset,
although it is not shown in the inventory,
yet many scarcely think of the means by
which it is created. Good will is acquired
only by those who patiently, day by day, ad-
here to simple business principles, one of
which was so well expressed by a successful
manufacturer who was asked for a defini-
tion of reliability : "When a man does what
he agrees to—that's reliability !"

Studying Reliable Men

A manufacturer who has risen rapidly
into a position of national importance was
once asked, "How did you acquire a knowl-
edge of the business so quickly?" His
answer was short and to the point : "I didn't
study the business, I studied its president."
This answer, intended to be partly humor-
ous, contained a germ of serious instruction.
Knowledge of the business itself must be
carefully acquired by any one who would
advance, but that is not all. To the men at
the head of the business we must go to
learn of basic business qualities. As we
study them we can scarcely fail to observe
that of the many priceless possessions of
our great business men none is regarded
more highly than. the unpurchasable repu-
tation for reliability.
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TRIPLEERBWIFRINGS
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REG. U. S. PAT. OFF.

CFor more than thirty years we have manu-
factured Triple Crown half-round band rings

and have built up an enviable reputation. Recently
we increased our sphere of action to take in all other
styles of rings, as Stone Set, Baby, Signet, Gentlemen's,
etc., and are still increasing the extensiveness of
designs in this direction. We are paying especial
attention to the Quality and Finishing of the Triple
Crown line, and are endeavoring to so make this
product as to possess the usual reliability of 0. 0--' B.
reputation.
To that class who desire a ring at a low price
that will reflect the character of a solid gold ring we
recommend our Triple Crown line.

We have a booklet on the making of Gold
Filled Rings. A postal will bring it.

WRITE FOR ONE TO-DAY

Our Triple Crown line is absolutely protected by Registered
Trade - Mark, and no other manufacturer is entitled to use it.

MARK

THROUGH -PROGRESSIVE -JOBBERS

OSTBY• 63 • BARTON*

•

PROVIDENCE e  RHODE • ISLAND
9 ITAIDEN° 424 SOUTH
LANE BROADWAY"
NEW YORK, L05 ANGELES
N CAL. .
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TATE .571
CHICAGO
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No. 5354

AN ATTRACTION

411:L
Every jeweler has customers who have a preference for the old oil
lamps. We ourselves believe that oil lamps have commanding
qualities. We are making them just as attractive today as our
electric and gas lamps, and believe our line most superior, due to
our patented shade support making the shades easily removable.
Patrons who believe the oil lamps essential for the complete-
ness of the home, and who still have electricity convenient, can
use these with our easily adjustable electric attachment, patented.
Not only have we aimed to make our lamps decorative but also
most practical. Whether burning the oil or electricity you are
getting fifty to sixty candle power.
We are talking the Handel Lamps this month to several million
people, as combined circulation of the magazines is 1,112,000.
A list of the magazines will be gladly forwarded you upon request.

Let us send you this sample oil lamp, price is $18.25, including
electric attachment. The base is made of cast metal hand-mod-
elled, with teroma glass shade. We are giving the jewelers the
preference on this lamp for we want them to have it first.
Probably enough can be used by this trade to control it.

The HANDEL COMPANY
381 E. Main Street Meriden, Connecticut

New York Salesroom, 64 Murray Street

•

•

,Lici40././nuyiffmdz
Made while customer waits

PATENTED 
That any monogram
can be "made while
you wait," commends

THE RELSCREPT

SYSTEM

to every jeweler with
an eye for a profitable
proposition. (lit sim-
plifies your work and
satisfies your customer

Samples Yours for

the Asking

JOSEPH L. HERZOG & CO., Makers of L K Rim).(nro.u. S. PAT. OFF.)
J'acceeils;y, c4ce..rs-/dzeirzax/4.

(.)" 45-51 ROSE ST., Cor. Duane
NEW YORK
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Annual Outing Manufacturing Jew-
elers' and Silversmiths' As-

sociation
The thirty-second annual outing of the New

England Manufacturing Jewelers' and Silver-
smiths' Association was held on Saturday, June
17th, at Rocky Point, on the Narragansett Bay.
The party went to the Point in four special elec-
tric cars and more than ninety automobiles, and
from the time of arrival owned the Point from
one end to the other. The automobiles were
tastefully decorated with American flags and the
long column made a brilliant and inspiring spec-
tacle as it swept across country from Providence
to the destination. The programme for the out-
ing this year was radically different from that
of previous years. It has been the custom of the
New England Manufacturing Jewelers' and Sil-
versmtihs' Association in the past to make an
excursion trip down the bay on a special steamer
to Newport or other points on the shores of
the bay, stopping for dinner, and with a luncheon
served on the boat on the trip. The excursion
trip was generally preceded by a street parade
in the city, the long line turning out with Jap-
anese umbrellas and headed by a band, marching
through the principal streets of Providence. This
year, however, the sailing feature of the past was
abandoned for the overland trip to Rocky Point,
although the committee so arranged its plans as
to preserve partially the picturesque feature of
a street parade, in this instance the parade being
made by the long line of special electric cars and
automobiles, and the innovation turned out to be
eminently satisfactory to all the members of the
association by its novel aspect.

The headquarters of the New England Manu-
facturing Jewelers' and Silversmiths' Association
in getting ready for the start of the trip were at
the Narragansett Hotel, and there shortly before
II o'clock in the morning the jewelers of Provi-
dence, the Attleboros and from the nearby towns,
with a host of guests of members from far and
near, assembled. The automobiles were lined in
a double row up and down Dorrance Street and
on Pine Street, each being handsomely decorated
with the Nation's colors, the flags snapping mer-
rily in the lively breeze which swept the city
throughout the day. Each member of the asso-
ciation and the guests, too, carried a small Ameri-
can flag, and the spectacle as they massed in
the lobby of the hotel and on the street in front
of the hotel was one of indescribable beauty and
animation, the effect being that of a huge kaleido-
scope with the flashing of the red, white and blue
in the sun's rays and the continually shifting pat-
tern of the mass.

During the half hour from 11.30 to 12, there
was a band concert by the First District Band,
which was stationed in the reception parlor of
the hotel overlooking the main lobby. During
this concert the members and guests met and the
exchange of greetings was general and hearty.
At the stroke of the noon hour the Chief Marshal
of the street pageant, Frederick J. Mills, gave
the word to assemble in line for the march to the
waiting conveyances. Immediately after the cars
and automobiles were filled the parade started.
The parade was headed by a special car carrying
the First District Band, Coast Artillery Corps,
Joseph Mathewson, director. Then came an auto-
mobile in which were seated George H. Holmes,
president of the New England Manufacturing

KEYSTONE

Jewelers' and Silversmiths' Association; Mayor
Henry Fletcher, of Providence, and Lieutenant
Governor Zenas W. Bliss. Following came a run-
about with Everett L. Spencer, president of the
advisory council of the association, and former
president John M. Buffington. This car was
decorated with dark blue guidons bearing the
initials of the association and was the guide car
on the trip. The parade was through Dorrance,
Weybosset and Westminster Streets to Turk's
Head, up Westminster Street to Winter Street,
thence to Broad Street and to Trinity Square.
From that point the automobiles went at will to
Rocky Point, passing at Trinity Square the auto-
mobile of President Holmes who, with his guests,
reviewed the line.
At Rock Point immediately after the arrival of

all the members and guests a genuine Rhode Is-
land shore dinner was served and for an hour
or thereabouts the delectable menu provided was
discussed with gusto. There was much amuse-
ment at the dinner in watching the efforts of the
guests from other States attempting to solve
the mystery of the clam. The Rhode Island
method of eating the clam was after all found
to be the most effective, and after many a laugh
at the awkward attempts the visitors adopted the
native custom and went at the clams with punish-
ing vigor.
At the conclusion of the dinner the party

formed in columns of fours and marched to the
Forest Casino where a vaudeville programme of
ten numbers secured through the courtesy of
Fred Mansfield, of the Crown Hotel, was en-
joyed. George W. Dover gave a remarkable
demonstration of his versatility in imitations of a
piccolo, which drew rounds of tumultuous applause
from the audience and in which the members of
the operatic troupe themselves joined. Archi-
bald Silverman showed rare ability as a musical
director, using his miniature American flag as a
baton. He received a cheer, too. As the curtain
fell upon the last act on the programme President
Holmes ascended the stage and called for three
rousing cheers for Fred Mansfield, "and make
them loud enough," he said, "to reach Fred in
Europe." The cheers were so enthusiastic that
it was only due to distance that Mr. Mansfield
did not catch their echo.
Then the line was re-formed and the party

marched to the ball field, where the party watched
the T. H. Earley's swamp the Hopkins's in the
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Providence Amateur League series by a score
of io to 7.
This concluded the day's programme and the

members and guests returned to the city at will.
Lieutenant-Governor Zenas W. Bliss invited
President Holmes, several of the officers of the
association and the entertainment committee to
return to Providence on board his yacht. The
invitation was accepted and the party set sail
from Rocky Point at 6 o'clock.
Many inquiries were made at Rocky Point for

Frank T. Pearce, who was president of the
New England Manufacturing Jewelers' and Sil-
versmiths' Association for several years, and who
has always been in the fore rank in arranging for
entertainments of the association. Mr. Pearce
was unable to be present at the outing, being con-
fined to his house by a severe cold. His absence
was sincerely regretted by the entire party and
numerous messages of sympathy were sent to him
by those assembled.
One of the guests of the association was H. H.

Utley, a mining expert, who recently came to
Providence from Chihuahua, Mexico. Mr. Utley
was the guest of Howard D. Wilcox, of D. Wil-
cox & Company, and he held the close attention
of many groups during the day by his very in-
teresting recital of thrilling episodes in his life
in the southern republic.

Gorham Mfg. Co.'s Clerical Depart-
ments Enjoy Outing

The clerical departments of the Gorham Mfg.
Co., Providence, R. I., enjoyed their annual out-
ing at the Warwick Club; Warwick, R. 4., on
Saturday afternoon, June 3d.
About eighty employees left the factory in a

special car, going direct to the grounds, where
lunch was served immediately upon arrival. After
the keen appetites had been satisfied the base ball
game between the married and the single men
was played, which was won by the bachelors after
an exciting contest by a score of 4 to 3. The list
of games and winners was as follows : Guessing
contest, Mr. Troumpbour ; bowling, Mr. Kenyon;
ioo-yard dash, Mr. Stoker; spoon and egg race,
Mr. Groostock; 4-legged race, Messrs. Crawford,
Millard and Siegur ; broad jump, Mr. Blaine, and
blindfold race, Mr. Blaine.
At 4 o'clock at the signal that the "bake" was

ready the party proceeded to the spacious dining
hall of the club, where an old-fashioned "bake"
with all the fixings was served.
For finals the cominittee reserved the diameter

race, which was won by Master Tanner, and the
football kick, which was won by Mr. Blaine.
The management was represented by the

superintendent, F. C. Lawton, who was an inter-
ested spectator throughout the entire programme,
and the committee in charge, consisting of Messrs.
Dur fee and Greene, received many congratula-
tions for the success of the outing.

Group photo of Gorham Clerks at Outing
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No. 5354

AN ATTRACTION
11.. Every jeweler has customers who have a preference for

 the old oil
4: 

lamps. We ourselves believe that oil lamps have comm
anding

qualities. We are making them just as attractive to
day as our

electric and gas lamps, and believe our line most superior,
 due to

our patented shade support making the shades easily rem
ovable.

Patrons who believe the oil lamps essential for the co
mplete-

ness of the home, and who still have electricity convenien
t, can

use these with our easily adjustable electric attachment, paten
ted.

Not only have we aimed to make our lamps decorativ
e but also

most practical. Whether burning the oil or electricity you are

getting fifty to sixty candle power.

We are talking the Handel Lamps this month to several mi
llion

people, as combined circulation of the magazines is 1,112
,000.

A list of the magazines will be gladly forwarded you upon re
quest.

Let us send you this sample oil lamp, price is $18
.25, including

electric attachment. The base is made of cast
 metal hand-mod-

elled, with teroma glass shade. We are giving 
the jewelers the

preference on this lamp for we want them
 to have it first.

Probably enough can be used by this trade to co
ntrol it.

The HANDEL COMPANY
381 E. Main Street

• •

• • Meriden, Connecticut

New York Salesroom, 64 Murray Street

•

•
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Made while customer waits

THE FACT
That any monogram

can be "made while

you wait," commends

July I, 1911

Annual Outing Manufacturing Jew-

elers' and Silversmiths' As-

THE BELSORIPT

SYSTEM 

to every jeweler with

an eye for a profitable

proposition. (Jit sim-
plifies your work and

satisfies your customer

Samples Yours for

the Asking

JOSEPH L. HERZOG & CO., Makers of
 L K Rings 45-51 ROSE ST., Cor.

 Duane

NEW YORK
(ALG. U. S. PAT. OFF.)

sociation

The thirty-second annual outing of 
the New

England Manufacturing Jewelers' and Silver-

smiths' Association was held on S
aturday, June

17th, at Rocky Point, on the Narr
agansett Bay.

The party went to the Point in four sp
ecial elec-

tric cars and more than ninety au
tomobiles, and

from the time of arrival owned the
 Point from

one end to the other. The automobiles were

tastefully decorated with American f
lags and the

long column made a brilliant and in
spiring spec-

tacle as it swept across country from
 Providence

to the destination. The programme 
for the out-

ing this year was radically different 
from that

of previous years. It has been the custom of the

New England Manufacturing Jewelers
' and Sil-

versmtihs' Association in the past to
 make an

excursion trip down the bay on a speci
al steamer

to Newport or other points on the 
shores of

the bay, stopping for dinner, and with a
 luncheon

served on the boat on the trip. The excursion

trip was generally preceded by a s
treet parade

in the city, the long line turning ou
t with Jap-

anese umbrellas and headed by a band,
 marching

through the principal streets of Provide
nce. This

year, however, the sailing feature of 
the past was

abandoned for the overland trip to Ro
cky Point,

although the committee so arranged it
s plans as

to preserve partially the picturesqu
e feature of

a street parade, in this instance the 
parade being

made by the long line of special electri
c cars and

automobiles, and the innovation turned
 out to be

eminently satisfactory to all the membe
rs of the

association by its novel aspect.

The headquarters of the New Engla
nd Manu-

facturing Jewelers' and Silversmiths' 
Association

in getting ready for the start of the tr
ip were at

the Narragansett Hotel, and there shor
tly before

II o'clock in the morning the jewelers
 of Provi-

dence, the Attleboros and from the n
earby towns,

with a host of guests of members from 
far and

near, assembled. The automobiles w
ere lined in

a double row up and down Dorranc
e Street and

on Pine Street, each being handsomely 
decorated

with the Nation's colors, the flags snap
ping mer-

rily in the lively breeze which swept t
he city

throughout the day. Each member of
 the asso-

ciation and the guests, too, carried a sma
ll Ameri-

can flag, and the spectacle as they 
massed in

the lobby of the hotel and on the stree
t in front

of the hotel was one of indescribable bea
uty and

animation, the effect being that of a h
uge kaleido-

scope with the flashing of the red, whit
e and blue

in the sun's rays and the continually shi
fting pat-

tern of the mass.

During the half hour from 11.30 to 
12, there

was a band concert by the First District 
Band,

which was stationed in the recepti
on parlor of

the hotel overlooking the main lobby
. During

this concert the members and guests
 met and the

exchange of greetings was general
 and hearty.

At the stroke of the noon hour the Chief 
Marshal

of the street pageant, Frederick J. 
Mills, gave

the word to assemble in line for the
 march to the

waiting conveyances. Immediately after the cars

and automobiles were filled the para
de started.

The parade was headed by a special 
car carrying

the First District Band, Coast Arti
llery Corps,

Joseph Mathewson, director. Then c
ame an auto-

mobile in which were seated George
 H. Holmes,

president of the New England Manufacturing

Jewelers' and Silversmiths' Associa
tion; Mayor

Henry Fletcher, of Providence, and
 Lieutenant

Governor Zenas W. Bliss. Following
 came a run-

about with Everett L. Spencer, pr
esident of the

advisory council of the association, 
and former

president John M. Buffington. This car was

decorated with dark blue guidons bearing the

initials of the association and was t
he guide car

on the trip. The parade was thr
ough Dorrance,

Weybosset and Westminster Street
s to Turk's

Head, up Westminster Street to 
Winter Street,

thence to Broad Street and to Tri
nity Square.

From that point the automobiles we
nt at will to

Rocky Point, passing at Trinity Squa
re the auto-

mobile of President Holmes who, with 
his guests,

reviewed the line.

At Rock Point immediately after the 
arrival of

all the members and guests a genuin
e Rhode Is-

land shore dinner was served and 
for an hour

or thereabouts the delectable menu p
rovided was

discussed with gusto. There was much amuse-

ment at the dinner in watching the eff
orts of the

guests from other States attempting to solve

the mystery of the clam. The Rhode Island

method of eating the clam was aft
er all found

to be the most effective, and after 
many a laugh

at the awkward attempts the visitors
 adopted the

native custom and went at the clams 
with punish-

ing vigor.
At the conclusion of the dinner the party

formed in columns of fours and ma
rched to the

Forest Casino where a vaudeville 
programme of

ten numbers secured through the 
courtesy of

Fred Mansfield, of the Crown Hotel, was
 en-

joyed. George W. Dover gave a remarka
ble

demonstration of his versatility in imita
tions of a

piccolo, which drew rounds of tumultuou
s applause

from the audience and in which the
 members of

the operatic troupe themselves joined. 
Archi-

bald Silverman showed rare ability as
 a musical

director, using his miniature American
 flag as a

baton. He received a cheer, too. A
s the curtain

fell upon the last act on the program
me President

Holmes ascended the stage and called
 for three

rousing cheers for Fred Mansfield, 
"and make

them loud enough," he said, "to re
ach Fred in

Europe." The cheers were so enthusiastic th
at

it was only due to distance that Mr
. Mansfield

did not catch their echo.

Then the line was re-formed and the party

marched to the ball field, where the part
y watched

the T. H. Earley's swamp the Hopk
ins's in the

Providence Amateur League series
 by a score

of io to 7.
This concluded the day's programme 

and the

members and guests returned to the
 city at will.

Lieutenant-Governor Zenas W. Bliss invited

President Holmes, several of the 
officers of the

association and the entertainment 
committee to

return to Providence on board h
is yacht. The

invitation was accepted and the p
arty set sail

from Rocky Point at 6 o'clock.

Many inquiries were made at Rocky
 Point for

Frank T. Pearce, who was president of the

New England Manufacturing Jew
elers' and Sil-

versmiths' Association for several 
years, and who

has always been in the fore rank i
n arranging for

entertainments of the association. 
Mr. Pearce

was unable to be present at the o
uting, being con-

fined to his house by a severe cold. 
His absence

was sincerely regretted by the en
tire party and

numerous messages of sympathy wer
e sent to him

by those assembled.
One of the guests of the associati

on was H. H.

Utley, a mining expert, who rec
ently came to

Providence from Chihuahua, Mexico
. Mr. Utley

was the guest of Howard D. Wilc
ox, of D. Wil-

cox & Company, and he held the
 close attention

of many groups during the day b
y his very in-

teresting recital of thrilling episo
des in his life

in the southern republic.

Gorham Mfg. Co.'s Clerical 
Depart-

ments Enjoy Outing

The clerical departments of the. Gor
ham M fg.

Co., Providence, R. I., enjoyed their
 annual out-

ing at the Warwick Club; Warw
ick, R. 4., on

Saturday afternoon, June 3d.

About eighty employees left the fa
ctory in a

special car, going direct to the gro
unds, where

lunch was served immediately upon a
rrival. After

the keen appetites had been satisfied 
the base ball

game between the married and the
 single men

was played, which was won by the 
bachelors after

an exciting contest by a score of 4 
to 3. The list

of games and winners was as fol
lows : Guessing

contest, Mr. Troumpbour ; bowling, 
Mr. Kenyon;

mo-yard dash, Mr. Stoker; spoon 
and egg race,

Mr. Groostock; 4-legged race, Mes
srs. Crawford,

Millard and Siegur ; broad jump, Mr. Bla
ine, and

blindfold race, Mr. Blaine.
At 4 o'clock at the signal that the 

"bake" was

ready the party proceeded to the 
spacious dining

hall of the club, where an old-fashio
ned "bake"

with all the fixings was served.

For finals the committee reserved th
e diameter

race, which was won by Master Tan
ner, and the

football kick, which was won by Mr.
 Blaine.

The management was represented by the

superintendent, F. C. Lawton, who wa
s an inter-

ested spectator throughout the ent
ire programme,

and the committee in charge, consis
ting of Messrs.

Durfee and Greene, received many
 congratula-

tions for the success of the outing.

Group photo of Gorham Clerks at Outing
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ORDER BY NUMBER

Any of the above goods can be ordered by 
number from your JOBBER. Every article

bears our stamp The D. F. B. Co. This trade-mark guarantees the style and 
finish

to be the finest possible to produce. We 
invite your earnest inspection of our mos

t

extensive line.
SOLD THROUGH THE JOBBING

 TRADE ONLY

The D. F. Briggs Company, Attleboro, Mass.
NEW YORK OFFICE, 180 Broadway :

 CHICAGO OFFICE, Heyworth Bldg.
 : LONDON OFFICE, 62 Hatton Garde

n
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New Goods and Inventions

KEYSTONE 
1093

[The illustration and description of new go
ods and inventions as hereunder

 is a

perntanent feature of THE KEYSTONE, our 
twofold object being to keep th

e jeweler

and optician thoroughly posted on 
the very latest and most salable g

oods, and the

workman at the bench equally well posted on
 the newest inventions and impro

vements

in tools and appliances.]

A New Alarm Clock

The trade will be interested in a new alarm
 clock with concealed bell

which has just been placed on the mark
et by E. Ingraham Company,

Bristol, Conn. This clock, which

is named the "Autocrat," is 71/4

inches high with a 434-inch dial.

It is a thin model. case and runs

fifty-five hours with one winding,

which means that it needs to be

wound only every other day. The

alarm rings alternately every 15

seconds for 12 minutes. The

case is of seamless drawn brass,

either nickel or scratched brass

finish. The dial is iveroid, an

imitation of porcelain, and is

fitted with a toric crystal, which,

in combination with the con-

cealed bell, thin model and gen-

eral style of case, gives it the

appearance of a huge watch.

The alarm rings about a quarter

of a minute and is silent a simi-

lar period, alternating thus for

about twelve minutes, and pro-

vided with a manual stop by

means of which the alarm may

be discontinued at will. The bell

is contained entirely within the

case, being located between the dial and m
ovement. The case is encircled

with perforations to allow the sound to e
scape. To prevent dust getting

into the movement through these 
perforations a dust cap is 'located

between the bell and movement, dividin
g the case into two compartments

absolutely separated. The forward one is perforated and
 contains the

bell, and the other is perfectly tigh
t and dust-proof, and contains the

movement.

A New Form of Solder

There has recently been placed on th
e market a new form of solder

which is finding exceptional favor in the 
jewelry and kindred lines as

the most effective and convenient m
aterial for soldering. This new solder

is put up in handy collapsible tube
s. The material is in paste form, 

and

is entirely complete, consisting

of the metal and flux combined.

This new solder is known under

the trade name of Solderall.

The work resulting from the

use of Solderall recommends its

universal use. This solder re-

quires less heat than the bar or

wire solder, as it consists of very finely pulverized

tin and solder, and the fact that the meta
l is of such

a very fine mesh, it will absorb the 
heat more rapidly

than the larger bodies of the metal. 
It can readily

be seen that having the material in 
paste form good

soldering can be accomplished in difficult places and

the material can be more uniformly appl
ied to the parts. The

flux, combined with the Solderall, is n
on-corrosive, and no

danger need be feared from its effect. For the manufac-

turing trade, where large quantities of 
solder is used, Solder-

all is also furnished in bulk, and can be
 purchased in one

and five-pound cans. All jobbers are carrying Solderall in

stock through Henry Zimmern & Co., o
f New York, who are

the sole distributors to the watchmak
ers and jewelers' trade.

A New Stick Pin

One of the latest novelties being sh
own the retail jewelers

by Henry Lederer & Brother, 15o Chestn
ut street, Providence,

R. I., is a "Dove" stick pin, which has be
en duplicated from

a very high-priced pearl. When this dove-shaped stick pin

was first seen by Mr. Lederer it appealed to him as so

attractive a novelty that he decided to 
reproduce it in a fish-

scale pearl, and market it at a price within reach of the

average buyer. The stem is of the b
est grade of gold-filled,

and, complete, has the appearance of a v
ery precious article

and lacks the usual look of cheapness. It is stated that the

pin will wear fully as satisfactorily as a 
solid gold pin, and

is positively guaranteed. These will be 
put on display pads of one dozen

each, making a very effective and att
ractive window or counter display.

The fad of the stick pin has proved a
 most profitable one to the trade

and it is to their interest to prolong it 
by the timely display of such

attractive novelties as the pin here 
illustrated, for which a ready sale

would seem to be assured.

A Timely Window Display

The event of the coronation in London last mo
nth had an advertising

value, especially in association and title, for le
ading manufacturers not

only of Europe, but this country also. The L. R. Wa
terman Company, for

instance, provided for the occasion very attracti
ve velvet window display

sets of a correct outline designed from the coro
nation crown. These

%N., ter tit ,t t
I d .t I

I wilt tat it I',.,

were made up of the royal colors—red and wh
ite—trimmed with gold

braid. These display sets were used principally by the
 leading dealers

of England, although some were displayed in various cities of this

country, where interest or loyalty existed. Attractive signs were prepared

for use in connection with this display, reading as follo
ws: "The King of

Fountain Pens, with Unlimited Loyal Subjects in Ever
y Land."

This idea naturally proved very attractive and never 
failed to catch

the attention of the passing crowds. It is another manifestation of the

practical character and timeliness of the advertising idea
s emanating from

the Waterman publicity department.

A New Bracelet •
One of the new creations recently brought out in the 

jewelry field

is a bracelet of exceptional merit manufactured by the 
Bliss Bros. Com-

pany, of Attleboro, Mass. This bracelet is drawn

up on old Colonial lines, and in view of the grea
t

demand to-day for articles of this character, 
there

can be little doubt of its meeting the approval
 of

that class of trade seeking such things. Its peculiar

characteristic is a step-like effect of Colonial st
raight

lines within the center of which are chasing effe
cts

on the light Colonial and Grecian order. These

chasing effects are artistic, delicate and exquisite
 in

finish, and will surely appeal to the aesthetic ta
ste.

There are twelve distinctive designs being made
 at

present. The English finish allover and the Eng-

lish center with Roman edges, and the Roman cen
ter

with bright edges are especially notable. These

goods are made of high-grade gold-filled seaml
ess

tubing in h, TA, and 34 inch widths. The repro-

duction herewith gives but a faint idea of just

what these bracelets are. One can more appre-

ciate the Colonial Dame Bracelet by asking
 any

responsible jobber for an inspection of this new
 line.

A New Idea in Desk Lamps

Proper illumination of desks is a problem which has never been

satisfactorily solved. Most of the lamps used for this purpose to
-day

consist of an ordinary incandescent bulb lamp 
placed in a small reflector,

which throws nearly all of the light on one sec
tion of the desk and leaves

the balance of the desk insufficiently lighte
d. The nearest thing to perfec-

tion in this line is a new line of desk lamps 
recently placed on the market

by the H. W. Johns-Manville Company, N
ew York, known as "Linolite"

Desk Lamps. One of
these is shown by the
illustration herewith.
While the design of

these these desk lamps
is somewhat different
from others now on the
market, their novel fea-
ture is in the lamp. In-
stead of the ordinary
bulb lamp generally
used, the tubular Lino-
lite lamp, here shown, is employed.

This tubular Linolite lamp is 12 inches lo
ng between centers and,

therefore, distributes the light more evenly 
and over a larger area of

the desk than bulb lamps. Its filament is stretched out straight from en
d

to end and lies throughout within the focus of the re
flector. As the

filament of a lamp throws its greatest 
light at right angles to its axis,

this Linolite lamp naturally gives more u
seful light than bulb lamps, whose

filament cannot lie in the focus of a re
flector on account of being coiled.

These lamps are made in burnished b
rass finish, oxidized copper finish

and gun-metal finish, and present a 
very handsome appearance. ,
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Whether your sales are sat-
isfactory depends largely
on whether you carry in
stock " SELLERS."

Our sales on our lines of
Mission

Hall Clocks

We make everything
in Mission Hall Clocks
from an inexpensive
clock to fine Arts and
Crafts Clocks with
Westminster Chimes.

as well as on our

New Style

CABINET
CLOCKS

in

Circassian Walnut
and

Bird's Eye Maple
besides the Usual Woods
(Mahogany and Oak)

have been most gratifying.

It has simply been a

case of supplying a

demand. It will be

the same with you if

you stock and push

them.

NOW'S THE

BEST TIME

TO GET OUR

LITERATURE

The newest and most attractive
line of Cabinet Clocks on the
market.

Reasonably priced.
The style that sell.

Station S
INCORPORATLD

PHILADELPHIA, PA.

SYSTEM IN STORE
AND REPAIR
DEPARTMENT

is the new slogan of the jewelers as exploited at the
conventions last month. No business can prosper
nowadays without system. If you wish to systema-
tize your repair department begin by procuring the
first essential —

The Keystone Record
Book of Watch Repairs

This book has space for sixteen hundred entries
of repairs with printed headings. It takes only
a minute to make each record, and the informa-
tion is invaluable. Price, $1.00.

The Keystone Book of
Repair Guarantees
is a companion book now used by every
progressive repair department. The guar-
antee gives your customer confidence in your
work and assures his permanent patronage.

Price, $1.06.

PUBLISHED BY

The Keystone Publishing Co.
809-811-813 North igth Street

Philadelphia, Pa.

1201 HEYWORTH BUILDING CH1CAGO, ILLINOIS
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Qualifications of a Hundred-Point
Salesman

Address by L. H. WALTER, Hillsboro, Tex., before Texas
Retail Jewelers' Association

Perhaps in our line of trade there are more
really fine salesmen than in any other branch of
business, for in the very nature of its require-
ments it demands of its followers a higher order
of intelligence than in most lines. A jewelry
salesman meets and mingles with the best, weal-
thiest and most cultured class of people, as well
as with those in the lower walks of life, and
this develops in him a keener perception of the
better elements of human nature and qualifies
him for a better understanding of the different
phases of character; at the same time "hundred-
point salesmen" are very hard to find, even in
our line of business, and I will simply endeavor
to give you my idea of 'what constitutes a clever
salesman.

In the first place he should
Neatness keep himself neatly and taste-
in Dress fully dressed and approach his

customers with an air of pros-
perity, impressing them with a feeling that he is
making a success of his particular line of busi-
ness, and must display to a high degree his con-
fidence in the merits of the goods he is trying
to sell. He must be polite and courteous, at-
tentive to the wants of his customers and at all
times show that he is anxious to please.
He must be a good student of human nature,

and be able to judge quickly the temperament
of the customer, and must know when a cus-
tomer really means what Ile says when he calls
to see, with a view to purchasing, a "real perfect
blue-white diamond," as it will very often be the
case in the event Ile starts out to show or sell
him such a stone he will find he has made a
great mistake, as it will develop that the cus-
tomer did not really know what he was asking
for, and when he learns the price of such a gem
it is entirely too high for him, and it is then too
late or very hard to get him in line on something
cheaper.

Another point is when he has
A Blunder made a sale or rather when a
to Avoid customer has made a selection

and is pleased with same,
though the deal has not reached the point where
the sale has been confirmed and the money paid,
it is well not to show him something of a very
rare quality simply for the purpose possibly of
entertaining him while the article Ile has just
selected is being mounted up, as it will very
often cause him to become discouraged with the
selection he has made. Of course, this applies to
other lines as well as diamonds.
Now there are two kinds of salesmen ; one is

the kind that can sell an article at the marked
price, and the other is the kind that, although he
is considered a good salesman, almost invariably
sells the article at the customer's price. It is
easy to judge which will make the best showing
at the end of the year. The idea is this: you
Elitist be firm and impress the customer with the
fact that it is an article of value and worth the
price. Don't think for a moment that the cus-
tomer's mind is not working. He is consider-
ing all the time whether the article is worth the
price, and watching for some intimation from
You that you will take less. There is where the
lesser salesman falls down and either misses the
sale or cuts the price.

Never misrepresent an article
Avoid Misrep- to make a sale. There are
resentation many ways of evading in a

legitimate manner what seem
to you unimportant points or questions from the
customer instead of telling little falsehoods or
making promises which you do not expect to
fulfill, or be called upon to fulfill, as the cus-
tomer will remember them all and will very
likely hold you to account for them, and it is
bad business, even if circumstances in some par-
ticular case made you feel justified in disregard-
log the old proverb of "Honesty being the best
Policy."
Another point: when you make a sale, clean

!t LIP; have it understood with the customer that
it is a sale. Frequently when a so-called sale is
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made on time by a lax salesman, he has got to
make it over again every time he comes in con-
tact with the customer, and in some cases it will
eventually prove "no sale," all because of a care-
less handling of the deal at the start. Talk up
your own goods, but never run clown your com-
petitor's goods or criticise his methods of doing
business (it does not usually set well with the
customer) unless, of course, you are sure he is
dealing unfairly with you or attempting to break
up sales you have already closed. In this case
you must protect yourself, but deal only in facts
that you can prove or substantiate if called upon.

Study out the points of ad-
Force of Reason vantage, if you have any over

the other fellows, such as ad-
vantages in buying, handling, experience, volume
of business, expense account, etc.; frame it all
up nicely and present it to your customer in a
convincing and plausible manner, thus showing
him the position you occupy in your particular
line without necessarily referring to your com-
petitor's position. This will go a long way in
convincing a customer of your ability, at least
to give him good value for his money.
You must be persistent, yet careful not to

reach the point where you annoy your customer.
With some you must plead, others you must
bluster, while with some you must be quiet, pa-
tient and long-suffering, wearing at all times the
"smile that won't come off," bearing in mind that
while the contemplated purchase of the customer
is of little significance to you, it is of great
importance to him, and do not lose sight of the
everlasting truth, "A satisfied customer makes the
best advertisement."
A Hundred-Point Salesman—I have seen but

few, and they were busy. If there are any such
here I'd like to engage a couple on the spot, and
I would endeavor not only to keep them busy,
but learn all the pointers about salesmanship I
could before they left my employ to go in busi-
ness for themselves.

Advertising for the Country Jeweler

By H. A. TIBBALS, Emporia, Kans., before Kansas
Retail Jewelers' Association

The question of advertising is an important
one. It has grown more and more important
with each succeeding year, and if I read the
signs of the times correctly it will continue to
grow in importance. In fact it has become a
profession, a science, if you please. To-day men
devote their entire attention to the vocation of
ad. writing. Schools are maintained for the ex-
press purpose of preparing men for this voca-
tion in life. The best means of presenting a
proposition, the best ways of reaching the people,
the avenues by which you can secure attention
and hold it, and how a desire for an article can
be created.
What is advertising? Advertising is that sub-

tle. indefinable but powerful force whereby the
advertiser creates a demand for a given article.
The first principle involved is attention; you must
secure the attention of the reader or nothing can
be accomplished. The second is the interest or
desire to own or purchase the article mentioned,
and third and most important the closing or con-
summation of the sale.

Acting, then, upon the first principle involved
in advertising, attention, I shall put as the first
and foremost medium which all of us possess
for advertising—the show window. Are your
show windows clean? Are they neatly trimmed?
Does the color of the cloth harmonize with the
goods you are displaying? Do not try to get too
many goods in your window at one time, but
arrange them neatly and in an attractive manner
so that those who pass are compelled to stop and
have a look. Take advantage of the numerous
special days, such as Washington's birthday,
Fourth of July, Christmas, and all such special
days and dress your window appropriate for the
occasion.
Next in importance comes the newspaper.

Most of us cannot afford to use a half page dis-
play, but all of us can spend a reasonable amount.
Do not use the same advertisement twice, unless
it be for some special occasion, like advertising
a special sale to be held several days in ad-
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vance, for your ad., like a book, becomes stale
with too much reading and loses interest, and
unless you can create enough interest so that the
public will read what you have to say, you waste
not only your time, but also your money.
I find a small space with frequent change of

copy brings me better results than a large one
spasmodically. Locals or readers are considered
good when you wish to call special attention to
some particular line, such as your repair or opti-
cal department. Black type on a white back-
ground attracts the most attention. I like a small
border, thinking the advertisement shows plainer
and is more catchy.
Do not try to tell all about your entire stock

in a small space. I get the best results by taking
one thing and making it the theme of my ad.
In watches, for example, tell why the public
should buy of you, that you have the best made
and that the prices are as reasonable as any one
can sell the same grade for. Point out the ad-
vantage of buying of the home man, that all new
watches must have some regulation and how you
can do it so much better than a man in Chicago.
In silverware describe one pattern at a time, and
so on throughout your entire stock which will
give you material for a goodly number of adver-
tisements.
And now comes your novelty advertising. I

have used to advantage for the last four years
the drop-curtain of the opera house, where I can
get my name and business advertised a great
many times at a nominal cost, and here, as before,
be brief. One of the best little novelties I have
ever used is in the shape of a tin match box
which will receive a whole box of matches at one
time, my name and business printed thereon.
People come to the store and ask for them. I
even had one of my competitor's brothers .call
and ask for one. This did not get me much busi-
ness but speaks well for the match box. One of
my competitors used the moving picture slides
with what success he can tell you, as he is here
to-day.
Some consider personal letters good. For my-

self I do not think much of them, as they in-
volve an immense lot of work and much money,
and unless followed up at stated intervals are of
no value. Calendars, programmes, hotel direc-
tories and advertisements of like nature I con-
sider a waste of time and money. In conclusion,
do not advertise anything which you cannot
faithfully perform, for any promise given in
your advertisement has your honor behind it, and
your business will prosper in so far as you deal
fairly and honorably with your customers, and
the keeping of your promise, without doubt, is
the best advertisement you can have.

Alarm Box for Jewelry
A useful invention in the way of a cash and

jewel box with an electric alarm attachment has
just been placed upon the market in Paris and
has every prospect of finding a ready sale both
here and in the United States, though so far as
known there has been only one sample box sent
to the latter country as yet. This alarm box, ac-
cording to Daily Consular and Trade Reports.
is covered by patents in several countries of
Europe as well as in the United States.
In the bottom of the jewel box is placed a

small mechanism consisting of a dry battery, a
magnet and a system of levers, the whole form-
ing a device not unlike a telegraph instrument,
which may be electrically charged by moving a
small lever fixed and concealed in the side of
the box.
The sound is made by means of a bell and

clapper similar to those on a telephone instru-
ment. In the center of the bottom of the box is
a small orifice, through which hangs suspended
a small pendulum. As long as the box is station-
ary this pendulum hangs perpendicularly and does
not close the electric circuit.
But if moved only in the slightest degree one

way or the other, or if the box is raised off the
table, the pendulum drops down, thus closing the
circuit of the electrically charged mechanism and
causing the alarm to sound. It makes a noise as
loud as an alarm clock and does not cease ring-
ing until it is shut off. This can only be done
by opening the lid of the box and shifting a' lever.
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what your goods say

results in the most  

sales for you

You can sometimes talk a
 person into buying an

article that is not really wa
nted. You seldom sell

that person again.

But if your goods are right
, their quality right and

their prices right, you don't h
ave to say much.

You not only make sales, b
ut permanent customers.
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No. 1479. Quarter Hour Strike. 
Mahogany

Marqueterie Inlaid Case.
 Bevelled Edge Mirror

Background. 16 in. High, 412 in. Silver Dial.

will not only sell themselves
, but help sell your other

goods.

If your jobber is up-to-date, h
e will supply our goods.

If he is not, send to us for 
information.

.a
.... No.

Desk Clock, in Nickel,

Metal and Copper

2 in. Silver Dial.
Finishes.
Bevelled

1114
Gilt, Silver,

414, in.
Edge

. 
Gun
High,
Class.

Chime Clocks 

Marble Statuary

Cuckoo Clocks rr 1-1E0DORE SCIIISGALL 
Electroliers

Alarm Clocks 

Bronzes

IMPORTER OF CL
OCKS

Clocks 

Opera Glasses.

Novelty
400-Day Clocks 116-118 Chambers St

reet 
. .. NEW YORK Imp. Mesh Bags

GRAND PRIX 9Xe0 1)7e

Brussels Universal Exposition
was received by

Tavmn e sW
atche s.

hest war 

"RIGHT WITH TH
E SUN"

Their Initial Exhibition 
Brought 

A RECOGNITION OF Q
UALITY

AN ACKNOWLEDGMEN
T OF SUPERIORIT

Y

A DECREE OF PERFECTI
ON

The only practical thin mod
el watches backed by an 

ABSOLUTE GUARANT
EE,

and with interchangeable fi
nished parts, made by Amer

ican machinery ready to
 use.

ASK YOUR JOBBER O
R WRITE US FOR CAT

ALOG

CFFICE

CHICAGO

10 S. W ABAS:-1 AV
E.

TAVANNES WATCH C
OMPANY

ADOLPHE SCHWOB, So
le Agent

2 and 4 Maiden Lane
NEW YORK CITY

CFFICE

SAN FRANCISCO

704 MARKET ST.

Annual Meeting of Texa
s Retail Jewelers'

Association

The Retail Jewelers' Assoc
iation of Texas con-

vened in third annual sess
ion in Dallas in May

with some Too members 
present, a majority of

whom were from points o
utside of the city. A

busy day was devoted to a
 discussion of mat-

ters pertaining to the trade.

After President Everts had 
called the conven-

tion to order J. R. Babco
ck, secretary of the

Chamber of Commerce, del
ivered an address of

welcome in behalf of his 
organization. He told

of Dallas being a great wh
olesale market and a

logical market for jewelry
 and allied lines, that

in quality and promptness of
 delivery it com-

petes with any market in th
e United States. He

pleaded for the spending of Tex
as money in

Texas and urged that the 
traveling men from

Dallas always be given an e
arnest hearing.

C. B. Pittman, of Ennis, r
esponded in behalf

of the association to the
 address of welcome.

He said that the hospitality
 of Dallas is already

well known and that "as a
 jewel of the great

southwest, Dallas stands al
most alone."

"I'm Glad You Came, Too
," was the subject

assigned to J. L. De Grazie
r. He said the jew-

elers of Dallas were glad 
to entertain the re-

tailers of Texas.

L. H. Waller, of Hillsboro,
 was introduced to

respond to the address of 
welcome. The speaker

created a laugh by observing
 that Mr. De Grazier,

like Dallas, is always becoming broader and

bigger, and that the trade is 
coming Dallas' way.

A letter from National President Steele F.

Roberts, of Pittsburg, was 
read, in which he ex-

pressed regret at not being
 able to be present.

He said that during the las
t three years great

things have been accomplish
ed in that instead of

holding aloof, they are meet
ing together face to

face, and have united for t
he betterment of trade

conditions. He told of th
e value of winning the

confidence of the public.

President's Annual Addr
ess

Arthur A. Everts, president
 of the association,

read his annual address. He told of the an-

tiquity of the jeweler's trade
 and admonished the

delegates that one of the 
objects of the associ-

ation is to safeguard the public from fraud.

''Keep your name ever abov
e reproach and your

store a synonym for fair 
dealing." He declared

that competition is a bene
fit. "Wear your best

clothes and your sweet 
smiles. Take time from

your work for a few words 
to your customers.

Take time to enjoy yourse
lves with your family

and friends. Keep away fro
m the saloons. Don't

overbuy. Find out what it 
costs you to do busi-

ness and govern your profits accordingly. Get

away from home as much 
as possible and visit

the markets as often as p
ossible. Nowhere in

the world, not even in the 
capitals of Europe,

do the people demand finer d
iamonds and other

jewelry than in Texas."

R. B. Stocking, of Belton
, treasurer, read his

annual report.
In the absence of Secreta

ry Jones, W. W.

Mitchell was elected secr
etary pro tem.

President Everts appoint
ed the following com-

mittees:
Resolutions—L. H. Walter, 

Hillsboro; C. B.

Pittman, Ennis; A. S. Fo
nville, Wichita Falls.

Time and Place for Holdi
ng Next Meeting—

W. W. Mitchell, Dallas; Fr
ed Studer, Waco; R.

D. Sanders, Paris.

To Suppress Untrue Ads.

Col. John L. Shepherd, of Th
e Keystone Watch

Case Company, explained the
 proposed law seek-

ing to forbid the publication 
of untrue and mis-

leading advertisements. He asked that this be

referred to the Resolutions
 Committee. It was

so referred. Colonel Shepherd also suggested

that action be taken upon bi
lls before the United

States Senate, one forbiddin
g a fixed selling price

and the other permitting a f
ixed selling price.

Mr. Walter said he had b
een impressed that

where there had been a fi
xed selling price the

manufacturer is disposed to make all of the

President Arthur A. Eve
rts

profit. He told of retail j
ewelers being required,

in many instances, to keep 
their money tied up

for a long period. He 
also spoke of the ex-

pense of doing business.

Simon Linz expressed himse
lf as being favor-

able to a fixed selling price
, as it was easier to

do business under such a sy
stem, but he did not

think this is permissible un
der the Texas laws.

He contended that the prof
its in the jewelry busi-

ness are not as large as th
ey should be, and in

many cases are found to be
 tied up in "hard

stock."
Benefits of Association

"Benefits of the Association
" was the first topic

of the afternoon, which was
 discussed by Col.

John L. Shepherd.

He congratulated the meeting upon its au-

spicious beginning and representative member-

ship. He said the benefits 
of an association are

so numerous that he could 
not detail them. "Or-

ganization is necessary for 
protection against the

innovation of the new wa
y of doing business.

A man cannot come to su
ch a meeting and fail

to learn something that wi
ll be of value to him.

There is none too large an
d none too small but

who will receive a benefit.

"These new methods of 
doing business have

come to stay, and you hav
e got to meet them.

'The time has passed when
 the watchmaker sits

with a glass glued to one 
eye and the other eye

on his competitor, afraid t
o go to dinner. When

1097

I was a lad no one thought
 of buying jewelry

except in a jewelry store. 
When you see the

advertising the large depart
ment stores are doing

and the splendid display t
hey make with their

courteous clerks, you cannot
 be surprised that

they are taking the trade from
 the jeweler. The

jeweler sits with a grouch a
gainst the manufac-

turer and the wholesaler fo
r selling to the de-

partment stores. Why, this 
year our people are

spending $250,000 in advertisin
g our trade-mark,

and we won't get one cent bac
k until our goods

are sold through you.. Do 
you know that the

jewelers are not selling so per cent. of the

watches of the country? If you buy a cigar or

chew gum you get a watch.

"In Germany if some one adv
ertises they will

sell $5o,000 worth of goods
 at a discount, the

government officials will call an
d want to see the

bills. 'We haven't the bills,' they reply. 'All

right,' is the reply; 'we will collect taxes on

$5o,000 anyway.' And then they
 make arrests for

false advertising."

The speaker urged that a deleg
ate be sent to

the national association meetin
g. He told of the

benefits that may be secured t
hrough legislation

if it is known that 5o,000 jewel
ers are behind

any demands.

He deprecated guarantees, say
ing that such a

System opens the doors to fakirs
, schemers and

auctioneers. A good, legitimate manufacturer,

he insisted, does not need a gua
rantee.

"If you have confidence in the
 manufacturer

and the customer has confidenc
e in you, where

is a guarantee necessary?" he as
ked. "All that

ought to be necessary is for th
e maker's name to

be put in the watch cases. Your personality

and individuality should be suf
ficient and your

guarantee all that is necessary
.

"Don't you worry about the ch
eap fake store.

There will be a market for suc
h things just so

long as people exist.

"Some people say jewelry is 
a luxury. It is

not. It is a necessity. It is the strongest passion

of the human race to decorat
e themselves, and

railroads compel their employee
s to have watches.

You have the opportunity to
 make the greatest

profits of any dealers. No one
 knows the quality

or the value of your goods 
except yourselves.

It has just the value and th
e quality you say it

has. And yet you haven't ma
de the profit. But

they say there are no rich je
welers. That is not

true, as I know there are som
e rich jewelers.

"Display your goods well and cater to the

ladies. They will make your store.
 Let your

ladies do your buying to a 
large extent. You

don't know as well as you
r wife what the ladies

will wear."
Colonel Shepherd urged that

 zompetitors have

confidence in each other. He
 suggested that the

dealers in each place have round-table discus-

sions once per week.

"Just get the ladies coming 
to your store and

you will be all right. If they come the old man

will have to come, if only to
 come and kick at the

bills."
The speaker denominated a

 pessimist as a man

who, given the choice of t
wo evils, takes both.

He argued against pessi
mism.

"Appreciate the merits of 
your business and

rt1
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of your competitor. Don't run away with the

idea that all of the honor 
is bound up in yourself.

Your competitor often has
 as much if not more

than you."
Instructive Discussion

"Qualification of a Ioo-Po
int Salesman" was

discussed by L. H. Walt
er, of Hillsboro. He

emphasized the necessity of
 neat dress, an air of

prosperity and the quality 
of courtesy, also con-

fidence in his goods. He 
deprecated a salesman's

showing an article of highe
r value to a customer

while the latter's purchases 
are being wrapped up.

He emphasized the desirability of "talking up

your own goods, but not ru
nning down the other

fellow."

In this connection the spea
ker urged that the

dealer should make a stu
dy of his points of

superiority over his compet
itor, such as expense

account, experience, large s
ales and better meth-

ods of purchasing. The jeweler can use such

information in impressing 
his customer.

"Profitable Side Lines" was
 the subject of a

paper by Mr. Noble, of Ga
lveston. His paper

was read by the secretary. 
Mr. Noble said that

the business largely is that 
of luxury, so it be-

hooves the jewelers to eng
age in suitable side

lines, such as photographic c
ameras and supplies,

stationery and copper plate engraving, musical

instruments, sheet music, 
talking machines and

records.
It should not be lost sight 

of that side lines

are side lines, and must no
t interfere with the

principal business.

"How to Move Antique Sto
cks," was the sub-

ject of a round-table discuss
ion conducted by W.

F. Dietrich, of Cleburne. It was participated in

by Simon Linz, of Dallas, wh
o suggested offering

a commission to clerks to m
ove it. A. S. Fon-

ville, of Wichita Falls, sugges
ted that about the

holidays was the best time
 to get it out by en-

couraging the salesmen to
 make it a point to

move it.
"Social Intercourse and Co-o

peration," was dis-

cussed by W. H. Galloupe, 
of New York. The

KEYSTONE

power of co-operation is 
a strong influence, he

declared. He urged that 
competitors be friends

and declared that enmity 
between competitors is

mossgrown. An intercha
nge of ideas is neces-

sary for the best success.
 Enthusiasm and mod-

ern methods were commen
ded.

"To be the leading jewel
er of your community

you must command resp
ect and confidence," ex-

horted the speaker. A firs
t start in that direction

is honesty and integrity. 
Energy is the fuel of

success. It is impossible to sell e
very one. Do

not overlook the necessit
y of keeping your stock

nice and clean."

A telegram was read f
rom the Fort Worth

Board of Trade, and al
so from the jewelers of

Fort Worth, inviting the 
jewelers to meet in that

city in 1912.

Profits Are Too Small

"The Cost of Doing Bus
iness" was discussed

by Simon Linz, of Dallas
. "Business is a science,

with the fundamental pri
nciples well established,"

he said.
Comparing the jewelry b

usiness to other lines,

he said they can be cont
ent with smaller aver-

age profit because of th
e volume. Ordinarily a

man buys a watch but on
ce in a lifetime. The

clothing man figures so to
 moo per cent., and it

may be seen, he declared, that they are 
in a

position to offer discount 
sales. He urged, how-

ever, that the profit on j
ewelry sales should be

only a just and legitimate 
profit.

A. S. Fonville, of Wichita 
Falls, spoke on "A

Profitable Repair Departme
nt." "You can cheap-

en your work but it will b
e very poor work. I

certainly do not approve us
ing imitation material.

I believe, too, in charging 
a good price. If you

have cheap prices you will get to doing cheap

work."
A dealer should not take in

 a watch carelessly,

he declared. When a watch
 is taken in upon the

supposition that the mainspring is broken, it

should be examined to s
ee that a jewel is not

also broken. If this is done the watch 
may be
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brought back, the customer
 claiming that it had

never given satisfaction since it had been re-

paired. In such cases the dealer sh
ould never

"squabble" with the custom
er. He encouraged

the charging of a good pric
e to protect against

the work being brought bac
k.

The following committees w
ere appointed:

On Membership—W. F. 
Dietrich, Cleburne;

Simon Linz, Dallas; W. W.
 Mitchell, Dallas.

On Nominations—R. D. Sa
nders, Paris; R. B.

Stockins, Belton; Fletcher A
llen, Kosse; H. Ry-

man, Colvert.

Upon the adjourning of the
 afternoon session

of the convention a group
 photograph of the

membership was taken. The
 members then went

to the top of the Praetorian 
building, where they

viewed the city. Afterwards they repaired to

Oak Cliff and enjoyed an a
l fresco dinner, which

was followed by a theater pa
rty at the Casino.

The Second Day

The morning session of th
e second day was

begun by a discussion of 
a "Minimum Selling

Price," by E. W. Cyrus, of
 Dallas. He told of

several industries having fixed retail selling

prices, such concerns as phon
ographs and camera

manufactories being menti
oned. He cited the

piano business as being dem
oralized because of

the lack of fixed prices. H
e named certain arti-

cles in the jewelry trade 
and said more satis-

faction is derived from handling 
such articles.

Another source of satisfacti
on he mentioned was

that these concerns annually
 spend hundreds of

thousands of dollars in adver
tising.

"Mail-order Houses and Parc
els Post" was dis-

cussed by A. L. Sackett, o
f South Bend, Ind.

He encouraged the members
 in their organization

work and the social feature. He denied any

belief that the members are 
engaged in building

for themselves alone, but a
re interested in better

commercialism and are build
ing for the future.

"If there is any evil in the mail-ord
er busi-

ness," he said, "it is your
 duty to occupy just

as large a territory as you
 can yourselves. As

Group photo of Annual 
Convention
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'olonel Shepherd has sa
id, I believe this new

,rder of business has c
ome to stay. I believe

t hat we have developed
 this country of ours 

by

ittle communities. These merchants not o
nly

.ay their taxes, but have
 built the churches and

.chools and now you hav
e a new form of corn-

nercialism which, if you wis
h to reap the benefits

tf the development, you 
are responsible for. I

believe this is analogous to
 the Boston Tea Party

—taxation without repre
sentation. I do not be-

lieve a parcels post shoul
d be established withou

t

the Government simultan
eously establishing a tax

on the business done in 
the respective States to

be devoted to home im
provements.

"It seems to me it woul
d be right to tax the

concerns when they cros
s the State lines to ac-

count to those States f
or the amount of busi-

ness done in those Stat
es. I think at each of

your meetings you should 
do something concrete.

"I would suggest that 
this organization place

itself on record as being
 against the parcels post

and that the Governmen
t should place a tax upo

n

interstate business."

The speaker emphasized 
the value of individu-

ality in the jeweler and
 of building good citi-

zenship. If a man who carries g
ood goods and

in which he has confidenc
e cannot sell them, he

had better move.

"You can make yoursel
f the leading jeweler

by making yourself a leadi
ng citizen.

"Why So Many Jeweler
s Become Prominent

in Their Cities" was discussed by President

Everts, who told of start
ing with a small store,

but having absolutely one 
price and that in plain

figures.

W. F. Dietrich, of Clebu
rne, emphasized the

social side of life as mu
ch as the commercial,

taking part in civic enterpr
ises, church work and

Board of Trade work. He
 told of the benefits

derived by the Board of 
Trade of his city and

said that every place sho
uld have a Board of

Trade. He predicted tha
t a man who fails to

take part in such enterpris
es will never become a
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business leader. Mr. Dietrich deplored 
having

more than one price.

C. B. Pittman spoke on t
he same subject.

Mr. Upchurch, of Mart,
 spoke on the "Value

of Friendship and of Abs
olute Integrity."

A. S. Fonville, of Wichi
ta Falls, recommended

"traveling with the best 
bunch." He said there

is a way of getting big
ger sales that way. He

said he used to think, i
f he had landed a $100

diamond deal he had done
 a good thing, whereas

now he has his sights on 
$moo sales.

"It is pretty hard somet
imes to get in on the

ground floor, but if you 
keep knocking you will

get there," he declared.

J. D. Cave recommend
ed taking stock and

using your personality in
 every good enterprise

that is offered. He told 
of having taken a per-

sonal interest in a good 
roads movement. He

also emphasized the value
 of an attractive store,

of always going with the
 crowd and helping in

worthy enterprises.

H. H. Hawley, of Dallas
, urged the value of

personal appearances, affa
bility and an attractive

store.
R. B. Stocking, of Belto

n, deprecated having

two prices and urged the value of one price,

marked in plain figures.

The Question Box

"Opening the Question 
Box and Answering

Members' Questions" was 
next upon the pro-

gramme.
Among the questions aske

d were:

"Should a jeweler take i
n and repair the very

cheap Swiss and American watches? If so,

should he charge as muc
h as for the medium-

price watches?"

"Will the ordinary fireproof safe protect

watches and jewelry in ca
se of fire?"

"Should the secretary ke
ep a roster of unem-

ployed workmen?"

"How should a customer 
be handled who tries

to make you cut the pri
ces on work?"

"Would you tell the owner of a diamond

bought elsewhere the valu
e of the stone?"

"Is a jeweler justified in selling up-to-date

goods at cost to make a 
sale?

"Would you make a defin
ite price on all watch

work at the time of taki
ng it in?"

Price-cutting vs. One P
rice

"Price-cutting vs. the O
ne-price System" was

discussed by Captain Harr
y W. Kinnard, of Dal-

las. He urged that the confli
ct must continue

until victory is complete. 
The price cutters now

are rapidly falling by t
he wayside. The selling

price should be fixed whe
re a certain per cent.

of profit is assured, obl
iterating guesswork and

haggling over prices. Whe
re prices are cut clerks

are importuned to cut, an
d then it is demanded

that the boss be seen, res
ulting in the boss having

to make every sale. Whe
n the customer is con-

vinced that he must be
 shrewd or he will be

cheated, or he will not o
btain the maximum price

concession, a most undes
irable condition must

prevail.
Afternoon Session

"Relations Between the 
Jobber and the Re-

tailer" was the first subject on the prog
ramme

for the afternoon session
, which was discussed

by R. H. Shuttles, of 
Dallas. He pointed out

that the one is dependent 
upon the other; that as

the retailers succeed so d
o the jobbers, and that

it is to the advantage of t
he retailer to buy from

the jobber. He • said that
 this latter is especially

emphasized by the fact th
at in order to success-

fully manufacture an artic
le it must be manufac-

tured in much larger qu
antity than any dealer

or set of dealers can a
fford to purchase. The

manufacturer pays practical
ly cash for everything

and in return must have
 cash. The jobber sends

New York exchange to 
the manufacturer on the

loth of each month, w
hile much more liberal

terms are given the deale
rs by the jobber.

Touching upon mail-orde
r houses he declared

that the dealer is on t
he ground, which is an

immense advantage. He 
said he would meet de-

partment store methods 
with department store

(Continued on page 11
01)
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of your competitor. Don't run away with the
idea that all of the honor is bound up in yourself.
Your competitor often has as much if not more
than you."

Instructive Discussion

"Qualification of a Too-Point Salesman" was
discussed by L. H. Walter, of Hillsboro. He
emphasized the necessity of neat dress, an air of
prosperity and the quality of courtesy, also con-
fidence in his goods. He deprecated a salesman's
showing an article of higher value to a customer
while the latter's purchases are being wrapped up.
He emphasized the desirability of "talking up
your own goods, but not running down the other
fellow."
In this connection the speaker urged that the

dealer should make a study of his points of
superiority over his competitor, such as expense
account, experience, large sales and better meth-
ods of purchasing. The jeweler can use such
information in impressing his customer.

"Profitable Side Lines" was the subject of a
paper by Mr. Noble, of Galveston. His paper
was read by the secretary. Mr. Noble said that
the business largely is that of luxury, so it be-
hooves the jewelers to engage in suitable side
lines, such as photographic cameras and supplies,
stationery and copper plate engraving, musical
instruments, sheet music, talking machines and
records.

It should not be lost sight of that side lines
are side lines, and must not interfere with the
principal business.
"How to Move Antique Stocks," was the sub-

ject of a round-table discussion conducted by W.
F. Dietrich, of Cleburne. It was participated in
by Simon Linz, of Dallas, who suggested offering
a commission to clerks to move it. A. S. Fon-
ville, of Wichita Falls, suggested that about the
holidays was the best time to get it out by en-
couraging the salesmen to make it a point to
move it.
"Social Intercourse and Co-operation," was dis-

cussed by W. H. Galloupe, of New York. The

power of co-operation is a strong influence, he
declared. He urged that competitors be friends
and declared that enmity between competitors is
mossgrown. An interchange of ideas is neces-
sary for the best success. Enthusiasm and mod-
ern methods were commended.

"To be the leading jeweler of your community
you must command respect and confidence," ex-
horted the speaker. A first start in that direction
is honesty and integrity. Energy is the fuel of
success. It is impossible to sell every one. Do
not overlook the necessity of keeping your stock
nice and clean."
A telegram was read from the Fort Worth

Board of Trade, and also from the jewelers of
Fort Worth, inviting the jewelers to meet in that
city in 1912.

Profits Are Too Small

"The Cost of Doing Business" was discussed
by Simon Linz, of Dallas. "Business is a science,
with the fundamental principles well established,"
he said.
Comparing the jewelry business to other lines,

he said they can be content with smaller aver-
age profit because of the volume. Ordinarily a
man buys a watch but once in a lifetime. The
clothing man figures 50 to Too per cent., and it
may be seen, he declared, that they are in a
position to offer discount sales. He urged, how-
ever, that the profit on jewelry sales should be
only a just and legitimate profit.

A. S. Fonville, of Wichita Falls, spoke on "A
Profitable Repair Department." "You can cheap-
en your work but it will be very poor work. I
certainly do not approve using imitation material.
I believe, too, in charging a good price. If you
have cheap prices you will get to doing cheap
work."
A dealer should not take in a watch carelessly,

he declared. When a watch is taken in upon the
supposition that the mainspring is broken, it
should be examined to see that a jewel is not
also broken. If this is done the watch may be
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brought back, the customer claiming that it had
never given satisfaction since it had been re-
paired. In such cases the dealer should never
"squabble" with the customer. He encouraged
the charging of a good price to protect against
the work being brought back.
The following committees were appointed:
On Membership—W. F. Dietrich, Cleburne;

Simon Linz, Dallas; W. W. Mitchell, Dallas.
On Nominations—R. D. Sanders, Paris; R. B.

Stockins, Belton; Fletcher Allen, Kosse; H. Ry-
man, Colvert.

Upon the adjourning of the afternoon session
of the convention a group photograph of the
membership was taken. The members then went
to the top of the Praetorian building, where they
viewed the city. Afterwards they repaired to
Oak Cliff and enjoyed an al fresco dinner, which
was followed by a theater party at the Casino.

The Second Day

The morning session of the second day was
begun by a discussion of a "Minimum Selling
Price," by E. W. Cyrus, of Dallas. He told of
several industries having fixed retail selling
prices, such concerns as phonographs and camera
manufactories being mentioned. He cited the
piano business as being demoralized because of
the lack of fixed prices. He named certain arti-
cles in the jewelry trade and said more satis-
faction is derived from handling such articles.
Another source of satisfaction he mentioned was
that these concerns annually spend hundreds of
thousands of dollars in advertising.

"Mail-order Houses and Parcels Post" was dis-
cussed by A. L. Sackett, of South Bend, Ind.
He encouraged the members in their organization
work and the social feature. He denied any
belief that the members are engaged in building
for themselves alone, but are interested in better
commercialism and are building for the future.
"If there is any evil in the mail-order busi-

ness," he said, "it is your duty to occupy just
as large a territory as you can yourselves. As
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.'olonel Shepherd has said, I believe this new

,rder of business has come to stay. I believe

hat we have developed this country of ours by

ittle communities. These merchants not only
.ay their taxes, but have built the churches and
hools and now you have a new form of corn-
rcialism which, if you wish to reap the benefits

I the development, you are responsible for. I
■elieve this is analogous to the Boston Tea Party
—taxation without representation. I do not be-
lieve a parcels post should be established without

the Government simultaneously establishing a tax

on the business done in the respective States to
be devoted to home improvements.

"It seems to me it would be right to tax the
concerns when they cross the State lines to ac-
count to those States for the amount of busi-

ness done in those States. I think at each of
your meetings you should do something concrete.

"I would suggest that this organization place
itself on record as being against the parcels post
and that the Government should place a tax upon
interstate business."

The speaker emphasized the value of individu-
ality in the jeweler and of building good citi-
zenship. If a man who carries good goods and
in which he has confidence cannot sell them, he
had better move.

"You can make yourself the leading jeweler
by making yourself a leading citign.

"Why So Many Jewelers Become Prominent
in Their Cities" was discussed by President
Everts, who told of starting with a small store,
but having absolutely one price and that in plain
figures.

'W. F. Dietrich, of Cleburne, emphasized the
social side of life as much as the commercial,
taking part in civic enterprises, church work and
Board of Trade work. He told of the benefits
derived by the Board of Trade of his city and
said that every place should have a Board of
Trade. He predicted that a man who fails to
take part in such enterprises will never become a
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business leader. Mr. Dietrich deplored having

more than one price.
C. B. Pittman spoke on the same subject.
Mr. Upchurch, of Mart, spoke on the "Value

of Friendship and of Absolute Integrity."
A. S. Fonville, of Wichita Falls, recommended

"traveling with the best bunch." He said there
is a way of getting bigger sales that way. He
said he used to think, if he had landed a $100

diamond deal he had done a good thing, whereas
now he has his sights on $T000 sales.
"It is pretty hard sometimes to get in on the

ground floor, but if you keep knocking you will
get there," he declared.

J. D. Cave recommended taking stock and
using your personality in every good enterprise
that is offered. He told of having taken a per-
sonal interest in a good roads movement. He
also emphasized the value of an attractive store,
of always going with the crowd and helping in
worthy enterprises.
H. H. Hawley, of Dallas, urged the value of

personal appearances, affability and an attractive
store.
R. B. Stocking, of Belton, deprecated having

two prices and urged the value of one price,
marked in plain figures.

The Question Box

"Opening the Question Box and Answering
Members' Questions" was next upon the pro-
gramme.
Among the questions asked were:

"Should a jeweler take in and repair the very
cheap Swiss and American watches? If so,
should he charge as much as for the medium-
price watches?"
"Will the ordinary fireproof safe protect

watches and jewelry in case of fire?"
"Should the secretary keep a roster of unem-

ployed workmen?"
"How should a customer be handled who tries

to make you cut the prices on work?"
"Would you tell the owner of a diamond

bought elsewhere the value of the stone?"
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"Is a jeweler justified in selling up-to-date
goods at cost to make a sale?
"Would you make a definite price on all watch

work at the time of taking it in?"

Price-cutting vs. One Price

"Price-cutting vs. the One-price System" was
discussed by Captain Harry W. Kinnard, of Dal-
las. He urged that the conflict must continue
until victory is complete. The price cutters now
are rapidly falling by the wayside. The selling
price should be fixed where a certain per cent.
of profit is assured, obliterating guesswork and
haggling over prices. Where prices are cut clerks
are importuned to cut, and then it is demanded
that the boss be seen, resulting in the boss having
to make every sale. When the customer is con-
vinced that he must be shrewd or he will be
cheated, or he will not obtain the maximum price
concession, a most undesirable condition must
prevail.

Afternoon Session

"Relations Between the Jobber and the Re-
tailer" was the first subject on the programme
for the afternoon session, which was discussed
by R. H. Shuttles, of Dallas. He pointed out
that the one is dependent upon the other; that as
the retailers succeed so do the jobbers, and that
it is to the advantage of the retailer to buy from
the jobber. He • said that this latter is especially
emphasized by the fact that in order to success-
fully manufacture an article it must be manufac-
tured in much larger quantity than any dealer
or set of dealers can afford to purchase. The
manufacturer pays practically cash for everything
and in return must have cash. The jobber sends
New York exchange to the manufacturer on the
Toth of each month, while much more liberal
terms are given the dealers by the jobber.
Touching upon mail-order houses he declared

that the dealer is on the ground, which is an
immense advantage. He said he would meet de-
partment store methods with department store

(Continued on page 1101)

Group paoto of Annual Convention Texas Retail Jewelers' Association



tl!

"

1100 0213
THE ORIGINAL
NON-LEAKABLE

FOUNTAIN
PEN

7111fiL BRING COTONZTO YOUR STORE

% (3.

TAO

IF YOU CARRY A GOOD
 THING, LET THE PUBLIC KNO

W IT—

place it where people can see it and k
eep it in front of them all the time, for as Ar

thur Brisbane, the

famous newspaper editor, says, "There 
is great power in Repetition,"—"Repetition

 is Reputation."

Practically every man and woman is a poss
ible fountain pen customer. Every man or woman who

ever looks through the advertisi
ng pages of a popular magazine is familiar with the name "Moore's Non-

Leakable," and most of them are 
well acquainted with its merits. You

 can make capital out of the Moore's

reputation by displaying them in 
your show window where passers-by

 can continually see them and where

the power of repetition will have 
its 'effect. Moore's will not only make your store known for

 carrying the

kind of goods that people want, b
ut it will actually bring customers to

 your store.

ADAMS, CUSHING & FOSTER
, 168 Devonshire Street, Boston, Mass.

Selling Agents for AMERICA
N FOUNTAIN PEN CO.
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Show Windows Better Ill
uminated

Cost Reduced 50 to 75 Per Cent.
We can tell you of store after store—

from small " specialty " shops to mam
moth Department Stores—where

the J-M Linolite System of Lighting 
for show cases and windows has cut

 the cost of lighting by one-half to

three-quarters.

And at the same time resulted in far
 more attractive and effective windo

w and show case displays.

For instance, the Model Clothing Hous
e, Minneapolis, Minn., whose windo

w is shown here, replaced 214 bulb

lamps, 10 candle power, with 60 J-M
 Linolite Lamps, 28 candle power. T

he result was a saving—in electric

current consumed—of $539.00 per th
ousand hours of illumination. A red

uction of about 72 per cent —due

to the use of J-M Linolite.

The explanation of the big saving eff
ected by these lamps—also of the great

er effectiveness—is this:

J-M Linolite Lamps have straight-line Tu
ngsten filaments, each about a foot lon

g, in tubes instead of bulbs. These lamps consume only one-thi
rd as much

current as ordinary carbon electric bu
lb lamps, and fewer J-M Linolite tha

n bulb lamps are required to give the same amount of light.

J-M Linolite System of Lighti
ng

q The lamps being joined end to end, give a continuous stream 
or LINE of light. No mere spots of lig

ht—no dark spots, as with bulb lamps.
 41 And the

powerful J-M Linolite Reflectors, which c
an be turned to reflect at any angle, thro

w all the light in any desired direction—con
centrate it ALL on the GOODS—

no light wasted on sides or ceiling of th
e window as with bulb lamps, no light 

thrown on sidewalk to blind spectators
. I1[ Again, J-M Linolite Lamps and

fixtures can be almost entirely concealed
. They occupy but one-tenth the space

 of bulb lamps and can be hidden back
 of the framework around window,

or behind the vertical fillets—wherever
 nearest the goods. So they do not spoi

l the appearance of the window. q And there are many other advanta
ges—

all told in our booklet.

Baltimore
Boston

Write our nearest branch bef
ore you forget It, for handsom

ely Illustrated Catalog No.
 407.

H. W. JOHNS-MANVILLE CO
.

Chicago Dallas
aeveland Detroit

Toronto, Ont.

Kansas City Los Angeles Minneapolis New York

London Milwaukee New Orleans Philadelphia
• Pittsburg Seattle
San Francisco St. Louis

For Canada :—THE CANADIAN H. 
W. JOHNS-MANVILLE CO., LIMITED

Montreal, Que. Winnipeg, Man. Vancouver, B. C.
1351
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methods. He extended a cor
dial invitation for

the convention to meet i
n Dallas in 1912.

"Jewelry and the Jewelers" 
was discussed by

C. B. Pittman, of Enni
s. He dwelt upon the

popular conception of the 
jeweler held by the

public.
"The average public knows

 absolutely nothing

:ibout jewelry," he said. 
"It is largely a game

of confidence."

To illustrate this point he 
said that if a beggar

wore a priceless gem he wo
uld be credited only

by the public with wearing
 a piece of glass. On

the other hand, a wealthy
 man wearing a piece

of glass would be credited 
with possessing a gem.

Mr. Pittman emphasized the
 necessity of build-

ing a reputation.

"In building a character f
or your jewelry and

a reputation for your sto
re, you are building a

character and reputation fo
r yourself," he de-

clared.
"Advertising a Jewelry Stor

e" was discussed

by Paul C. Gerhart, of 
Dallas. He suggested

that the time to advertise is 
all of the time. This

is as true as to retail jewelry a
dvertising as other

matters. The best mediums ar
e the daily papers.

One of the largest jewelry
 firms of St. Louis

has a system such as advertising watches 4,

diamonds 3, solid silverware 
and plated ware I

out of To.

"Psychology plays a large pa
rt in advertising.

You must show your prosp
ect how, when and

where you can provide for 
your prospect pleas-

ure and profit, or both. You m
ust strive to catch

both the glancer and reader, striving to elicit

sufficient interest from the g
lancer to read the

details. Women read advertisements in more

detail than men. When advertising for men,

therefore, be brief. Use only those mediums

which have character, stand
ing and worth, and

are justly recognized as havi
ng a good circula-

tion."

He suggested that the test for 
an advertisement

is whether it will make folks l
ook, think and act.

"Window Decorating" was discussed by S.

Stark, of Dallas. He emphasized the necessity

of an effect that will tend to d
raw people from

a distance and produce a pleasing impression

upon a close inspection.

He urged that the windows be
 changed at least

once per week, and, if possib
le, three times per

week.
"Round Table Talks on Our

 Funny Experi-

ences," led by T. V. Murray, o
f Dallas, was next

on the programme. These were ric
h and varied.

President Everts announced th
at he had re-

ceived a telephone message fr
om Secretary Bab-

cock, of the Dallas Chamber of 
Commerce, invit-

ing the association to again mee
t in Dallas in

1912.
The Committee on Time and 

Place reported,

recommending that the 1912 
convention to meet

in Dallas about June 15th or 16
th. The report

was adopted.

Col. J. L. Shepherd, of N
ew York, stated that

other State associations confer 
with the national

president before deciding up
on a day for the

convention in order that a conflict with
 other

conventions may be avoided,
 and he suggested

that perhaps this would be co
nsidered by the

Texas association so that th
e greatest number

of exhibitors might be present.

K EYST ONE

It was suggested that Arkansas ha
d decided

upon the first week in May and Okla
homa the

second week in May. In view of this Simon

Linz suggested that the third we
ek be decided

upon.
After considerable discussion it was

 determined

that Dallas be selected as the next p
lace of meet-

ing, the time to be decided by the Executive

Committee.

Elections of Officers and Resol
utions

The election was held on the second
 day of the

convention, and resulted as follow
s:

President, Arthur A. Everts, Dallas
, re-elected.

Vice-president, L. H. Walters, Hill
sboro.

Secretary, W. W. Mitchell, Dallas.

Treasurer, Fred Studer, Waco.

Delegate to national convention, Arthur A.

Everts, of Dallas.

Executive Committee—H. Ryman, Calvert;

Will F. Dietrichs, Cleburne; R. D. Sander
s,

Paris; A. S. Fonville, Wichita Falls. 
This com-

mittee consists of eight members, four being

chosen each year.

A number of important resolutions were

adopted, prominent among them be
ing opposition

to the parcels post bill. The full text of the

resolutions adopted is as follows:

"Resolved, That it is the sense and p
urpose of

this association to promote, elevate
 and encour-

age the legitimate retail jewelry b
usiness in all

of its branches; to set such a high ethical 
stand-

ard that our example may be followe
d by others.

Be it further
"Resolved, That we would impress

 upon each

member of this association that the
 very name

we bear should stand for the highes
t type of a

square deal, honest goods and legiti
mate profits.

"Resolved, That we, the members of 
the Texas

Retail Jewelers' Association, feel th
at it has been

beneficial to us in our business an
d social rela-

tions to be organized into an association, and

therefore urge all of the jewelers
 of the State

to become members of our associ
ation and the

national association.

"Resolved, That this association indorse the

proposed advertising law to forbid
 the issuance

of untrue and misleading advertiseme
nts.

"Resolved, That we do not favor th
e passage

of the parcels post bill.

"Resolved, That we condemn the p
ractice of

certain jobbers and manufacturers o
f selling at

retail to dealers in other lines who a
re not in a

legitimate jewelry business, and we wo
uld recom-

mend that this association adopt s
ome system

by which its members may be kept p
osted as to

which manufacturers and jobbers ar
e not loyal

to the legitimate jewelry trade.

"Resolved, That the members of th
is associ-

ation be strongly urged to buy onl
y such goods

as are stamped by trade mark and q
uality.

"In view of the fact that some of t
he already

existing fixed prices do not allow suf
ficient profit

to the jeweler, therefore be it

"Resolved, That we indorse the min
imum fixed

selling price only on such a basis as
 is fair and

reasonable to the retailer.

"In view of the fact that all ster
ling silver-

ware must be shipped by express, the
refore be it

"Resolved, That we will look with 
favor upon

any factory who may invite such com
petition in

rates as will secure for the retailer a l
ower trans-

portation charge.

"Resolved, That we would impres
s upon all

members of our association to refra
in from over-

guaranteeing any article, regardless o
f the fabu-

lous or unreasonable guarantee sugge
sted by its

manufacturers.

"Resolved, That we extend our sin
cere thanks

to our able president, Arthur A. Ever
ts, of Dal-

las, for his untiring efforts in behalf of this

association.
"Resolved, That we tender our than

ks to the

city of Dallas, her Chamber of Com
merce, the
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management of this hotel and loca
l and visiting

jobbers and the public press for th
e many cour-

tesies extended to us during this me
eting.

"L. H. WALTER,
"A. S. FONVILLE,
"C. B. PITTMAN."

A Great Year for Organization

By SECRETARY CLAUD WHEELER, Of th
e American National

Retail Jewelers' Association

Those interested in organization wo
rk should

certainly be encouraged this year. 
Already there

has been nearly 700 new certificates iss
ued by the

national association to new membe
rs since our

report of 3462 at the convention of 
Detroit last

year. Not many States have reported for
 this

year, and none of them in full. It seems difficult

to get State secretaries to see the 
necessity of

reporting old and new members just
 as soon as

the dues are received. If this was done it would

facilitate matters in this office very much, and

enable us to bring our report up in 
better shape

at the time of meeting.

The national association invites jewe
lers in un-

organized States to send one dollar t
o this office

and become members of the natio
nal. When a

sufficient number from any one Stat
e have joined

the national association will assist 
in the organi-

zation of a State association. Our replies from

the Southern States have been qui
te numerous,

and from indications now I belie
ve many. new

States will be affiliated next year
. The limited

resources of the national prevent the
 officers from

doing as effective work as might 
otherwise be

done. It is for this reason that jewelers th
rough-

out the land should not wait to be 
urged in this

matter. If in an organized State, join the 
State

association; if not, send one dollar 
to the national

secretary and become a member at 
large.

Arrangements are about completed 
for the an-

nual meeting at Richmond the first
 week in Au-

gust. Notwithstanding the predictions of 
a year

ago, the attendance at Richmond
 is going to be

large. It means a vacation opportunity
 for jew-

elers. To visit the historical poi
nts about Rich-

mond and enjoy the hospitality
 of the Virginia

people will repay the time and e
xpense of com-

ing many miles. In addition I believe we will

have one of the strongest and m
ost interesting

programmes ever presented. Amo
ng the exhibits

this year will be diamond cutters in ope
ration.

There will also be an illustrated
 lecture by a man

who spent years in the diamond
 fields of Africa.

There will be many exhibits of in
terest and profit

to retailers. VVhat is perhaps the largest dis
play

of silver ever shown at a conv
ention will be at

this meeting. The exhibits will b
e extensive and

worth while. All but five spaces have been s
old

at this time, and two of these a
re practically ar-

ranged for now.
We expect to mail the official souvenir pro-

gramme about July loth. This will give the de-

tails of the meeting and show m
any of the inter-

esting points about Richmond. 
When you have

seen the programme you will a
gree that our presi-

dent has arranged a feast of 
reason for retail

jewelers, and Richmond will cer
tainly arrange the

social part. In all, this meeting will be one 
of

the most interesting and profi
table ever held.

Now is the time to plan your 
trip. Low rates

are offered by all railroads fo
r Eastern trips this

summer. You can arrange to 
go and return a

different route, including Wa
shington, New York

and other interesting places o
n your ticket. De-

cide now and join the host 
of jewelers at Rich-

mond the first week in Augu
st.
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Something New for the

Retail Jewelry Windows

ONKEN
INTERCHANGEABLE

'YOUN
ITS 

WOOD WINDOW FI
XTURE 

TriAIDC PIAMK,

Pat. Pend.
Copyright, 1911

ABOVE SHOWS THE ENTIRE SET

I honestly believe my new pa
tented set of Wood Window

 Fixtures for the RETAIL JEWEL
RY STORE WINDOWS FOR

$26.00 is without doubt the b
est thing that has ever been crea

ted. q I can now give you a
 complete set of Window

Fixtures with which you ca
n, without experience and WITHO

UT A TOOL, make HUNDRED
S AND HUNDREDS of

beautiful Window Trims. 11 I, personally, made with this one se
t 18 exceptional Window Trims

, trims that have created

UNUSUAL talk in the tr
ade. q You can not only duplicate in your wind

ows those trims that I have mad
e, but you can

actually make HUNDREDS a
nd HUNDREDS of others as goo

d or better.

I make this JEWELRY STO
RE SET of wood, of the bes

t kind of Oak, Mission Design with
 the usual mellow wax finish th

at rightfully belong-,

with Mission construction. Ili This JEWELRY STORE
 SET for your particular kind of trad

e has 100 YOUNITS, WEIGHS
 55 lbs., and cost:,

$26.00, F. 0. B. Cincinnati. 
11 If you happen to want GOOD 

Wood Window Fixtures, I will pos
itively give you without any que

stion MORE

REAL VALUE for $26.00 t
han you can buy for $300.00 in

 metal.

I will also include with each se
t a BOOK OF DESIGNS (copy

right) showing the 18 JEWELRY
 WINDOW TRIM photograph

s, that I have made,

taken direct from the origin
al Trims. q Besides, I illustrate how,

 with this particular set of YOUNITS, YOU
 CAN MAKE PEDESTALS

,

EASELS, TREES, TABLES
 and HUNDREDS and HUND

REDS of odd fixtures ; and don't
 forget not a tool required, just a

 LITTLE horse sense

and two hands does the work
. q The Trim below is only one of the 18 I s

how in my book of Designs which 
I send you FREE with the set.

 C

I show in this Design Book 
a variety of remarkable Tri

ms in JEWELRY, SILVERWARE,
 AND FANCY GOODS.

I have HUNDREDS of testim
onials from purchasers, proc

laiming in extravagant language the
ir satisfaction in using my YOUNI

T SYSTEM original

with me. (1 I have been making Fixt
ures since 1880, and come very

 near knowing WHAT'S WANTE
D and WHAT to make. ff/ I GUAR-

ANTEE this set of Wood 
Window Fixtures to do WONDER

S with your windows a HUNDR
ED TIMES more than I demonstra

te, and What I DO

demonstrate is by no means
 a little. The Fixtures are pur

ely Mission design, STRONG, SIM
PLE, and PRACTICAL.

Yours truly, OSCAR ONKEN.

This JEWELRY SET of WINDO
W FIXTURES consists of 100 inter

changeable YOUNITS, includin
g 18 DISPLAY SLABS, made of 3-

PLY WOOD.

Each covered with Royal Purple
 SILK VELVET and equipped w

ith our IMPROVED METAL SW
IVEL DEVICE, so that slabs ca

n be adjusted to

ANY ANGLE desired. All put up in a HARDWOOD HI
NGED LID STORAGE BOX (oi

led finish). A place to keep the un
used YOUNITS. (You

never use all the YOUNITS in m
aking any one trim.)

PRICE, $26.00 NET, F. 0. B. CINCI
NNATI.

A Beautiful Book

of Designs included

with each set (free)

showing trims I

have made with

the YOUNITS.

LAW BROS. CO.
General Merchant

Atlanta, Ga., Oct. 21, 1910.

The Oscar Onken Co., RECEIVE
D

Cincinnati, 0. OCT. 23, 1010

Gentlemen :— Ans. . . .

After buying a set of your

ONKEN Wood Window Fixture

YOUNITS for our Whitehall

St. store and used same for two

weeks, we sent In an order for

our Decatur St. store at quite an

advanced price of what we paid

for the first set. To-day we

would not be without them at

TWICE THE PRICE THEY

ARE SELLING FOR.
Very truly yours,

LAW BROS. CO.

Order through your JOBBER o
r DIRECT. Shipments made AT

 ONCE.

Send for

"A

MESSAGE

FROM

HELL,"

it has a moral

and tells all

about my

Fixtures.

Pat. Pend,
Copyright, 1911

To make this Window Trim only 47
 YOUNITS

were used of the 100 in the set.

Set
No. 11

$26.00Net

Per Set

F. O. B.
Cincinnati
Factory

Order

Through

Your JOBBER

or DIRECT.

Shipments made at once

THE OSCAR ON
KEN CO., 758 Fourth Ave., Cincinnati, Ohio

ESTABLISHED 31 YEARS

Joint Annual Convention of Kansas Re
tail Jewelers' Association

and Kansas Association of Optometrists

The eleventh annual conventio
n of the Kansas

\ ssociation of Retail Jewelers 
held jointly with

die sixth annual convention o
f the Optometrists'

\ ssociation, was opened in Hut
chinson on June

5111. The morning, up until t
o o'clock, was given

;Ip to the registering of the 
members and giving

Ihe badges.

The meeting was called at io
 o'clock and the

delegates in both associations 
assembled in the

large Odd Fellows' hall and l
istened to the open-

lig prayer delivered by Rev. 
L. 0. Cook, pastor

the First Christian Church. 
After this Ray

"Cinder, who was representin
g Mayor Vincent in

delivering the address of welco
me, gave the men

the glad hand and expressed 
his sorrow over the

inability of the Mayor to be
 present, but ex-

plained that he was in final 
consultation with the

architects over the new audit
orium and that this

probably would be beneficial 
because Hutchinson

would have a better place for the convention

next year.

Colonel Beebe was the nex
t speaker on the

programme, and, as he said, 
was there on behalf

of the Commercial Club.

V. Wiley, who was on the p
rogramme as presi-

dent of the Retail Merchant
s' Association, also

addressed the meeting.

The convention was officiall
y opened by J. C.

Haupt, of Peabody, preside
nt of the Optome-

trists, who replied to the sev
eral addresses of

welcome. He was followed by C. H
. Paxton,

president of the jewelers' aso
ciation, who said

It is a difficult task for me to ge
t up before

a body of such representativ
e business men and

make a report or talk to you.
 But as this seems

to be required of your president
 I will do my

best to put before you some 
of the problems and

labors that have come before
 us.

My first thour-hts on acce
pting this office as

president was that I would 
try, with the help of

the other officers, to make this
 association grow,

and to that end, when we had 
our executive

meeting in January, we laid 
plans to accomplish

this.
The secretary has printed and mailed some

2500 personal letters to the je
welers of Kansas,

urging on them the advisabi
lity and need of their

Joining the association. His task was a large

one, but if you will look at our secretar
y you

will see he is cut out for a
 large job. Through

this means we have added 
to our association

a good many members.
It has been a problem with the

 officers of this

issociation to understand the
 way some of our

fellow jewelers have of turn
ing down our invi-

tations to join us. In quite a few personal 
invi-

tations I have given the jeweler has asked,

"What is the object, etc., o
f your work?" Now

I might answer them, in the fi
rst place, by quot-

ing from our constitution an
d say, "That our

object is for the purpose
 of affording the retail

jewelers the opportunity 
of entering into ad-

vantageous and friendly r
elations to each other,

uniting for the mutual pr
otection of the craft

against the many trade abuses that .exist, to

quicken the interest and e
nlarge the views of the

Jeweler to the end that he 
will aid and encourage

those who are honest in trade protection; to

keep watchful eyes on the ill
egal enterprises that

are conducted to the detrime
nt of the legitimate

trade, and to take a firm 
stand against them; to

carefully scrutinize the 
quality of goods offered

by the manufacturer to the retailer, and by

assays and other means to commend honest

makers and condemn dis
honest ones, to take part

in any public movement of 
business men for the

purpose of elevating the craft and materially

assisting the general pro
sperity of the country.

And then in answer to all this I 
might say that

It is only in having a good, strong
 association

that such things can be accomplishe
d.

To that end Kansas jewelers must 
fall into line

and make this association a good,
 big factor in

the unit that goes to make up ou
r great national

organization.
To enable the national association to bring

about the trade reforms that 
are necessary to

perpetuate our business, each 
State must back

them up by a live membership
 of jewelers who

will say to them, "Go ahead an
d do this, or do

that, and we will stand by you I"

I wrote a letter a short time
 ago to President

Roberts, of the national associa
tion, and invited

him to be present at this con
vention and tell us

some of the things that the association was

doing and hoped to do in th
e future. He an-

swered me at length and exp
ressed his wish that

he would greatly like to be wit
h us, but important

engagements in the East woul
d prevent him from

so doing.
He says the American National Retail Jew-

elers' Association is growing 
rapidly in member-

ship, interest and enthusiasm
, and is doing a

grand work to uplift the ret
ail jeweler and make

the business safe, sane and
 profitable, and that

so far where we have been a
ble to get the dealers

to organize jewelers' clubs w
e have accomplished

these results:

Raised the price of watch r
epairing to a good

profit basis.
Stopped cutting of prices an

d made thousands

of dollars in profits for the 
jewelers.

Have prevailed on many j
obbers to stop re-

tailing.
Have gotten jewelers togeth

er and made them

friends and fair competitors.

Have had gold and silver st
amping laws passed

in many States.
Also enacted laws to prevent

 fraudulent adver-

tising and fake auctions.

Have secured agreement f
rom many manufac-

turers to insist on their goo
ds being sold by

the dealer for not less than 5
0 per cent. profit.

And, as a matter of fact, 
this association has

done more for the retail jewelers than I ever

thought possible, and if we c
an secure a member-

ship of eight or ten thousa
nd we can place the

business on a basis to mak
e good money for

every man engaged in it
—and we are going to

do it.
He further says: "If such 

a thing were pos-

sible he would like to meet 
every retail jeweler

in Kansas and extend the 
hand of good fellow-

ship and tell him of the 
possibilities of the jew-

elry business if conducted 
along up-to-date, pro-

gressive lines."
Now you will see from thi

s letter some of the

things that organization is doing for you.

Now, personally, brother 
jewelers, I often stop

and wonder what is goin
g to become of the re-

tail jewelry business unle
ss something is quickl

y

done to bring back to us
, and hold it, the busi-

ness that has been taken a
way from us by illegiti-

mate dealers in jewelry. such as department

stores, mail-order houses
 and kindred concerns.

The jeweler in the avera
ge country town has

found that his profits are
 being reduced year by

years as he tries to meet 
this illegitimate compe-

tition.
No doubt when the fixe

d selling price and a

rigid stamping law is firmly
 and finally put into

effect that most of these ab
uses will be eliminated

in certain lines at least.

When we can bring all 
manufacturers to the

point of insisting that 
their products shall not

be sold at less than 50 p
er cent. profit we have

gained a point that will 
tell greatly on making

the jeweler a successful 
one. One factory already

has come out strong for 
this—The Towle Manu-

facturing Company—and 
they are to be com-

mended as leaders in this movement. When

firms of this character t
ake such a stand it means

that organized effort is h
aving its effect, and the

more we can push this 
matter along the sooner
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will we be satisfied that the jeweler
 has a future

before him.
I have arranged to have a Grievance

 Committee

in session at this convention, and i
f any member

or Kansas jeweler has a grievance 
or a difficulty

that he cannot adjust to his sati
sfaction, I wish

he would bring a written copy of
 his grievance

to the secretary, and he will turn
 it over to this

committee, and they in turn will
 make either a

public or private recommendatio
n on how best to

adjust the difficulty.
I believe it the office of this association to

help and assist all Kansas jewele
rs to adjust and

advise them in their troubles w
hen assistance is

asked, and in that way make
 the association a

helpful influence to advance mo
re friendly rela-

tions between jobbers and manu
facturers.

Now, I do not want you to
 think that this

committee is to settle disputes
 about accounts or

credits, but rather it is their o
ffice to take things

up relative to trade abuses—f
or instance, some

jobber that you don't patronize who will sell

goods to a merchant, not 
a jeweler, in your

town, or in some near town ;
 or some concern

who will sell you and will sell
 also to who they

can by mail, are not jobbers w
ho should be con-

sidered legitimate and worth
y of your trade.

Every few days some jewel
er sees a fancied 

wrong that some other jew
eler has done him,

and which serves to hold apa
rt local jewelers and

keep them on an unfriendly
 basis. These little

things could be brought b
efore a committee of

this kind, and no doubt their
 help on these things

would do worlds to bring 
about that friendly

feeling that should exist be
tween all local jew-

elers.
A great many jewelers ha

ve said to me that

they are tired of trying to es
tablish a State asso-

ciation. It is possible they put in 
their efforts

before the time was ripe 
for such work, and

that their labor was vain.

But I cannot help but thi
nk that now, as the

jeweler is alive to his best 
interests, that he can-

not help but see that it is h
igh time that all jew-

elers get together and put f
orth their best efforts

to put the jewelry business 
on a business plane

that will endure, and ass
ure himself that he is

protected in a way that no illegi
timate dealer

can take undue advantage 
of him and rob him

of business that he is righ
tfully entitled to.

To this end let it be the 
first aim of this asso-

ciation to get all Kansas
 jewelers lined up with

us, and then we can sa
y to this manufacturer

and that, "You protect u
s and we will protect

you."
After this the minutes of the

 last meeting were

read by the respective secretaries of the two

associations.

Walter Starcke then address
ed the meeting on

the amendment to the medi
cal bill. The com-

mittees were then appointed
 for the two days'

session. The Press Committee was m
ade up of

local jewelers: F. E. Fear!
, H. H. Zinn and

George B. Emery.

Resolutions Committee—F. 
W. Hunt, Burlin-

game ; John Reese, Sr., of Ne
wton; E. R. Moses,

of Great Bend.

Auditing Committee—M. H
. Hill, of Smith

Center; Thos. Gowenlock, of
 Clay Center, and

Ruben Goodholmes.

Nomination Committee—A. D.
 Harry, of Nor-

wich; G. W. Graybeal, of Gre
at Bend, and Vivian

Hoffman, of Herington.

The meeting adjourned at n
oon for lunch.

The Afternoon Session

In the afternoon the meeting did not com-

mence as soon as had be
en expected, as they

were giving most of the
ir attention to the ex-

(Continued on page 1106)



Your Sales Records Will Soon Prove That
Q. C. Rings Are Big Sellers

If you have not yet added
Q. C. Rings to your line you are

doing yourself a decided injustice.
All we ask is your co-operation to the extent of buying an

assortment of Q. C. Rings from our representative in your state, and
placing them in your show case. That is the only step necessary to make
you a permanent Q. C. dealer, because Q. C. Rings SELL and sell rapidly.

Q. C. Rings will get the attention of the people who visit your store by
reason of their unusual attractiveness. They will hold the interest of those
people because they are made as good rings should be made—with infinite
care, by skilled hands.

There are more than 2000 designs, which include all that is newest and
most popular in the designer's art. The settings are selected stones, chosen
because of their handsome coloring. Each ring is of 10 karat solid gold with
extra heavy shanks to prevent breaking.

Q. C. Rings will yield you a splendid profit. We make no
attempt to fix retail prices, although we shall advertise two
styles of rings as leaders, at prices which will give you a
handsome margin.

In handling Q. C. Rings you need not fear com-
petitors, because they are much more attractive than

other rings which cost you the same price.
That is why Q. C. Rings bring higher

retail prices.

QUEEN CITY RING

I 105

And Comparison Will Show That Q. C. Rings
Sell Faster Than Any Other Rings You Handle

It is the rare beauty of Q. C. Rings
which makes them sell so quickly, yet back of

that inducement is a guarantee that is as strong as a
government bond. That guarantee, by the way, means no

risk to you whatever, as we assume all responsibility. It enables
you to give to each purchaser a written guarantee to replace any set-

ting (except diamonds) that may be lost from a ring. This is the tremen-
dous selling argument--a sure sales-clincher.

Furthermore, we protect you against slow-selling stock. If there should be
any designs which do not happen to appeal to the people of your community,

you may return the rings, and we will give in their stead other rings of equal value—
you, of course, to make the selection.

We will help you in many ways to dispose of Q. C. Rings. We are about to start
an advertising campaign in the interest of Q. C. Rings. Our advertisements will appear

in The Saturday Evening Post, Woman's World, and other magazines of national circula-
tion. Hundreds of people within easy buying distances of your store will read about
Q. C. Rings, and will want them.

We will supply you free of charge with ring catalogue bearing your name and
address to distribute among possible customers in your neighborhood. Also a slide
for moving picture shows, a handsome brass sign and velvet-coveted platform for
window display and other valuable selling helps.

Send to-day for our full proposition on Q. C. Guaranteed Rings.

We now have nearly 3000 dealers and the number is rapidly increas-
ing. Possibly we may be able to offer you the exclusive right to sell
Q. C. Rings in your territory. Applications will come in rapidly,
so it will be necessary for you to apply before some one

else gets ahead of you.

Fill out coupon below and we will let
you hear from us by return mail.

MFG. CO. liltj'iLIOLR?(

QUEEN
CITY RING
MFG. CO.
DEPT. A

BUFFALO, N. Y.

Please send me full details
of your proposition on Q. C.

Guaranteed Rings and hold open
the exclusive agency in this territory

until you hear from me further.

Name 

liddress  
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hibits which were in other rooms. If it had not
been that two of the numbers of the afternoon
programme had to be postponed, there would
not have been time to run the entire programme
through.
W. Y. Morgan was the first speaker in the

afternoon. He had been asked to elucidate the
details of the passing of the optometry bill in
which he was interested. Thanks were extended
to W. L. Brown, of Kingman, and W. Y. Mor-
gan, of Hutchinson, for the work they did in
passing the bill.
Probably one of the most appreciated speeches

of the day IA as delivered by E. R. Moses, of
Great Bend. Mr. Moses is very enthusiastic over
the way merchants in these days are organizing
and thinks that a modern business man who
believes he can go it alone is a pessimist and a
ground hog, who will come out of his hole of a
sunny day but stay in on a bad day.
"It is these men who are always complaining

of their business and eventually run it into the
ground," he said. Mr. Moses was especially em-
phatic in urging the merchants to do honest ad-
vertising. "Hovesty in these days counts for
-everything, for the man who is cheated will never
come back, while if you are courteous and keep
pegging away at business, success will eventually
crown your efforts," he said.

Urges Post-graduate Course

Dr. S. W. Lane, of the Southwestern Optical
College at Kansas City, was the next speaker,
his subject being the necessity of taking a post-
graduate course. Although he is interested in a
school himself he thinks that if a man is unable
to return and take a post-graduate course at the
optical school, he should buy the necessary books
and study up on the subject.
The next talk was given by Thomas Gowen-

lock. He is strong for the advertising and dis-
cussed the different practical methods used by
the business men of to-day Of all ways he says,
for the jewelers and opticians, newspaper adver-
tising brings the most results. A plan that he
has always followed in advertising his business
is to insert a small attractive ad. in each of his
home papers and all of the weekly papers within
a radius of sixty miles. He thinks that a man
ought to know how much he can afford for ad-
vertising, but that he has always found that it
paid him to set aside It) per cent. of his gross
receipts. The subject on which he was to have
spoken was "The Application of Psychology to
the Practice of Optometry." However, he post-
poned this talk and read an open communication
sent by Fred Melluish, of Ottawa, who was un-
able to be present on account of the severe illness
of his wife.

And Opticians Were Plentiful

Dr. W. B. Needles, who was going to give
some practical points in optometry, was unable
to do so on account of a severe headache, caused
by the breaking of the lens in his glasses.
Mr. Gowenlock laughingly remarked when it

was announced that Dr. Needles' talk would be
postponed that he had his opinion of the large
bunch of opticians present if they could not
supply the necessary lens for the doctor.
There were 120 delegates at the convention the

first day, sixty-five of whom were new members.
The ladies were all taken out in the afternoon
for an auto ride, which they enjoyed immensely.
They visited the reformatory and the salt plant.
The entire number of delegates were given a

royal entertainment at night by the local jewelers
and opticians. They met at the Chalmers at 7.30
o'clock and boarded special cars which bore them

KEYSTONE

to Riverside Park, where they spent the evening
seeing everything in sight. They especially en-
joyed the vaudeville which was given in the open-
air theater.

Second Day

The morning session was opened with a talk
by F. AV. Hunt, of Burlingame, who is vice-
president of the Kansas State Optometry Board,
on "Why I Use a Retinoscope."
The talk on the successful optometrist by H.

S. Zinn, of Hutchinson, was thoroughly enjoyed
by all present.
The next talk was given by Retiring Presi-

dent J. C. Haupt, of Peabody, on the practical
methods of a fitting room.
The hit of the day was a speech by Walter

Sterling, of Seneca. Mr. Sterling especially em-
phasized the necessity of looking over work
brought in for repair and naming a price before
the work is finished. Many times a man will
bring in a watch for repairs and go out, expect-
ing the charges to be light. But when he returns
for the watch he finds it was in a worse condi-
tion than he realized, and the repair charges are
out of his reach.
The talk on "Advertising for a Country Jew-

eler," by H. A. Tibbals, of Emporia, was well re-
ceived.
The final discussion of the morning was given

by Dr. W. B. Needles, of Kansas City. Dr.
Needles answered satisfactorily the questions
that were showered on him.
A. S. Sackett, of South Bend, Ind., gave a

talk on practical ways of drawing the jewelers
and opticians to the State conventions. He sug-
gested that if seventy-five fnen were put on the
programme for five-minute talks each year that
it would arouse the interest to a keen pitch, be-
cause so many men would be a part of the con-
vention that they would have to attend.

It does not pay to hate your rival, because if 
ia customer finds it out he s sure to quit visiting

your store. There should be the strongest friend-
ship between rivals, because each man has a right
to earn his living, and if he is a better man you
should not grumble, because it is your fault.
An interesting address was delivered by Col.

Shepherd, of New York. He said that in Ger-
many all jewelers are compelled to belong to an
association, and that he does not see why, if
Kansas can regulate what you eat and drink that
it cannot compel each jeweler to belong to the
State association.
"The idea that a jeweler's business is a luxury

is erroneous," said Col. Shepherd. "Jewelry is
absolutely necessary to the person. No one,
however poor, is absolutely without some orna-
ment or other. Ever since the days of cannibals,
when they fastened rings in their ears and noses,
it has been an asset to the person."
A great honor was conferred on C. J. Ricker,

outgoing secretary of the jewelers. He will be
sent by the State association to the national con-
vention, which will be held in Richmond, Va.

Resolutions

The following joint resolutions were passed by
the convention:

Whereas, it has come to the attention of the
Kansas Association of Optometrists that some
of its members are using the prefix "Doctor" to
their names, and also in their advertising matter.
be it therefore
Resolved, That we, as a body, strongly dis-

approve of the use of the title 'Doctor" by any
other than one who has had a regular medical
education and possesses a certificate from a rec-
ognized medical school.
Whereas, it is a recognized fact that in num-

bers there is strength, be it
Resolved, That every member of this associ-

ation be constituted a committee of one to en-
deavor to induce at least one member of the
trade to become a member of this association
and bring him to our next annual meeting.

Whereas, the jewelers and optometrists of
Hutchinson, the Hutchinson press and the trade
journals of the United States have shown these
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associations many and marked courtesies, be it
Resolved, That we extend to them a hearty

vote of thanks for the same.
Whereas, the jewelers and optometrists of our

State are being brought into disrepute by mis-
representing qualities and prices, be it further
Resolved, That we fully endorse the jewelers'

circular bill as proposed and approved by the
American National Retail Jewelers' Association,
entitled "A Bill to Forbid the Issuance of Un-
true and Misleading Advertising."
Resolved, That we heartily commend the ac-

tion of the Hamilton Watch Company, Howard
Watch Works, South Bend Watch Company
and all other manufacturers of watches and
other goods sold by the retail jewelers, and who
confine the distribution of their products to the
legitimate jewelers only and maintain fixed sell-
ing prices.
Resolved, That the Kansas Retail Jewelers'

Association are opposed to the passage of the
Parcels Post bill, and that a copy of this reso-
lution be sent to all Kansas Representatives and
Senators.
Resolved, That the Kansas Association of Op-

tometrists now assembled in convention appre-
ciating the services of the Hon. W. Y. Morgan
in having placed upon our statute books the pres-
ent optometry law, thereby bringing to a suc-
cessful conclusion the desire nearest the hearts
of all good optometrists, we hereby, as a body,
instruct our secretary to cast the unanimous vote
of this convention expressing our heartfelt
thanks for his efforts in our behalf. (Moved by
Go w enlock.)
Resolved, That inasmuch as the Committee on

Nominations have in their wisdom foregone the
time-honored custom of giving a nomination for
the second time to such of their officers who
have proved faithful to the trust imposed upon
them during their initial term; therefore be it
Resolved, That the secretary be instructed to

cast the unanimous vote of the Kansas Associ-
ation of Optometrists commending our late presi-
dent, Mr. J. C. Haupt, of Peabody, for his faith-
ful services during the past year.
Whereas, the Waltham Watch Company is

making every possible effort to restrict the sale
of their product to the legitimate retail jewelry
trade and this policy has resulted in great finan-
cial loss, not only in depriving them of many
sources for the distribution of their products,
but in inaugurating and maintaining expensive
legal proceedings necessitated for the defense
of their policy of maintaining established retail
prices on watches manufactured by the Waltham.
Resolved, That the Kansas Retail Jewelers'

Association commend the attitude of the Wal-
tham Company for recognizing the retail jew-
elers as the only legitimate distributers of their
product, and recommend that the retail jewelers
of Kansas show their appreciation by contribut-
ing their efforts toward distributing the Waltham
products, especially in the medium and higher
grades.

The place for next year's convention has not
yet been decided upon, but will be located by the
executive boards at their first meeting.
The convention closed with the election of the

officers for the ensuing year. The results of
the elections are as follows:

Jewelers—President, Jules A. Bourquin, Hor-
ton ; first vice-president, G. W. Graybeal, Lamed;
secretary and treasurer, Ruben Goodholmes,
Lindsborg. The Executive Committee consists
of the following men: C. J. Ricker, of Emporia;
C. H. Paxton, of Paola, and Vivian Hoffman, of
Herington.
Optometrists—President, A. A. Marvin, of Blue

Rapids; first vice-president, F. Melluish, of Otta-
wa ; second vice-president, M. H. Hill, Smith
Center. For the twelfth time Walter Statcke
was elected secretary and treasurer of the asso-
ciation.
Those appointed on the Executive Committee

are: C. A. Whitney, of Wichita; W. L. Moran,
of Bucklin, and J. C. Paxton, of Paola.
A resolution of thanks was tendered to the

retiring officers for their services of the past
year. They were highly satisfactory to all of
the members, and they expressed their deep
gratitude freely.
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Annual Meeting Oregon Retail

Jewelers' Association

The Oregon Retail Jewelers' Association held

iis fourth annual convention on June 5th and 6th.

This progressive body met in the convention hall

the Commercial Club building, located at Fifth

,nd Oak Streets, Portland. Among the exhibitors

\rere the Butterfield Bros., wholesale jewelers of

Portland; Sinclair & Boss, The Waltham Watch

Company and the South Bend Watch Company.

The opening address of welcome by H. S. Tut-

hill, representing the Portland jobbers, was well

received. F. M. French, the president of the asso-

ciation, responded ably and delivered a very

healthy discourse on trade conditions in the State

of Oregon, as follows:

President French's Address

Fellow Jewelers :—Another year has passed into
history since we last assembled in convention,
and it gives us much pleasure to again be with
you, and to feel that here we can meet on a
common level to strengthen the ties of friendship
and exchange ideas with one another for the up-
building of the organization and mutual benefit
to each individual member.
This is the fourth annual convention, and we

ought to feel proud to note the increased attend-
ance and interest that has been shown during the
past year. No jeweler can attend these meetings
without being greatly benefited by having a feel-
ing of safety and protection thrown around about
him that is worth ten times the cost of attend-
ance.

When one stops to consider that the State of
Oregon is larger than the entire New England
States, with half of the State of New York
thrown in, you have an idea of the distance that
some of our members have to travel in order to
attend these annual meetings. The interest that
is being manifested in the work of the organi-
zation in our own State as well as in our eastern
States is ample proof that we are on the road to
success, and that we will soon be in a position
to • do some effective work. The principle of
"getting together" is one of the modern ideas of
"boosting" or more recently called "educating."
I have felt for a long time that if there was

any class of merchants that needed "educating"
it was the retail jeweler. Now that we have
started a campaign of education and advancement,
let us put our shoulders to the wheel and with
a personal resolve pledge ourselves to stand by
each other, and with a mighty effort raise our
nrofession to a higher plane ; at the same time
endeavor to make it a more enjoyable and profit-
able pursuit to follow.
This matter of "profit" is a vital question, and

one that needs our best thoughts and most care-
ful consideration. From a business standpoint
the whole object of this organization is to pro-
tect and foster our profits, and unless we stand
together and co-operate with those who are try-
ing to help us we can never accomplish this end.
Neither can we regulate the evils that have beset
us in the past.

How to get a fair profit on our investment and
protect ourselves front misleading advertising of
mail-order houses and department stores is the
great problem before us at the present time. The
first thing to consider is, are we buying our goods
at the right prices? Admitting that we are, what
is a legitimate profit on the different lines of
stock? This association should go into secret
session and discuss this question with a feeling
that they want to be just to themselves and
honest to their customers. I hope to soon see
the day when fixed prices will prevail on all the
standard lines of goods. This price cutting is
not necessary in order to do a successful busi-
ness. For example, Mr. A comes in and prices
an article that is marked $5. He looks it over
and says, "What price will you make me?" And
you say, without much hesitation, 14.50." This
customer expects a reduction the next time he
makes a purchase simply because you educated
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him to expect it. This matter of educating your
customer is one of the secrets of a successful
business.
We should get a greater per cent. of profit on

our line of merchandise for the reason that we
do not turn our stock as often as those in other
lines of trade. As a rule we pay more rent, for
we want the finest store and the best location to
be had, which increases our expenses very ma-
terially. If the business won't pay a good living
profit, then we are wasting our time remaining
in business. Here in convention is the place to
"get together" and formulate plans that will en-
able us to make our business profitable. We need
to protect ourselves, and at the same time do all

President F. M. French

in our power to protect the public from unscru-
pulous dealers in imitation jewelry and dishonest
advertising. Let us weed out the 'undesirable."
We need a State and national law against fraudu-
lent advertising. These "parasites" are doing
more to lower the standard of our profession
than any one thing.
I am pleased to note that on January I the

national secretary reported organizations in twen-
ty-seven States, with a total membership of 3584,

with good prospects that the number will be in-
creased to 5000 during the present year. The
organization has already achieved results of far-
reaching importance, and in a great measure the

direct benefits are shared alike by members and
non-members. Thus the non-member gets the

Secretary C. H. Williams

benefit of the organization's work without any
exertion or cost on his part.
In order to get the same attention accorded

the mail-order houses and department stores, we
must co-operate and work for a greater member-
ship until we have grown to a size that we can
command attention from the manufacturers and
jobbers. If we retail jewelers would try as hard
to help ourselves as some of the manufacturers
and jobbers are trying to help us, we would soon
see results that would surprise us.
The watch manufacturers are to be commended

for the stand they have taken in the interest of
the retail jeweler. They are spending thousands
of dollars trying to put their product in the
hands of the legitimate jeweler, and in order that
this end may be accomplished should have the
support and co-operation of the retailer. If we
do not support them in their efforts, why should
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we expect them to undertake to protect us? Let
Lis "get together" on all these important questions
now before our State and national organization,
and lend our influence and financial support to
the upbuilding of the jewelry trade. We must not
overlook the jobber who is willing to sacrifice
much business in order to protect the retailer.
Let this matter of protection be mutual. Do not
forget the trade journals, who are putting up
such a gallant fight in the interests of the jewelry
trade. They are doing a noble work and should
have the encouragement and support of every
jeweler.

I would recommend that in the future this
association hold a three-..vs. session instead of
two.
I would recommend that the annual dues of

this association be raised to $3, and that after
June 6th there be a membership fee of $2.
I would recommend that the Executive Board

meet quarterly, that they may be able to keep in
closer touch with the association work.
I would recommend that this association pro-

vide ways and means to send a delegate to the
national convention.
I would recommend that a committee of three

be appointed to solicit membership, and to pro-
cure a list of all jewelers in the State who are
entitled to join the association and receive liter-
ature that may be sent out by the association.

I would recommend that a suitable person be
appointed as correspondent for the trade jour-
nals, that news pertaining to the trade may be
promptly and correctly reported.

I would recommend that a committee consist-
ing of the president, secretary and treasurer be
appointed to do all in their power to assist in
establishing associations in all the Pacific Coast
States that have no organizations.

As to trade conditions during the past year in
Oregon, they show a marked increase over. any
previous year, and I believe the jewelry trade has
received its share of the increased business. Our
State was never in a more prosperous condition
than it is to-day. Our population is increasing
very rapidly and the amount of outside capital
that is pouring into the State is a wonder. The
prospects for the coming year are very. bright.
Crops of every variety look well. Prices are at

the "top notch," building and improving is seen
everywhere, giving employment to the laboring
class and putting money in circulation to such an

extent that business conditions cannot help but
improve more and more. Now is the time we
should wake up and take advantage of the oppor-
tunities that surround us.

C. C. Chapman, of the Portland Commercial

Club, made a very lengthy address of one hour's

duration on the ever interesting topic of co-

operation.
The evening session of Monday, June 5th, was

attended by about seventy-five members. The

total membership of this infant organization now

numbers one hundred and ten. While the wives

and the sweethearts of the visiting members were

enjoying a 'theater party the assemblage was ad-

dressed in the convention hall by B. E. Chapman,

of the Elgin Watch Company; E. C. McKean, of

the Waltham Watch Company, and Chas. T.

Higginbotham, of the South Bend Watch Com-

pany. After these addresses were over the audi-

ence was loth to leave, and they visited with

each other in the lounging room of the club until

the wee sma' hours.
Tuesday forenoon the entire organization as-

sembled and was treated to a very interesting

sightseeing trip in and around Portland. The

afternoon session was opened by an address by

H. S. McCutcheon, of Portland, who is the legal

representative of the Jewelers' Board of Trade

of the Pacific Coast. "Credits" was his topic, and

notwithstanding the fact that he was there as the

jobbers representative, his argument was well re-

ceived, and some of the members of the associ-

ation are now in a position to appreciate the

(Continued on page 1108)
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Annual Convention of the North
Dakota Retail Jewelers'

Association
With a fair number of delegates present, the

annual convention of the North Dakota Retail
Jewelers' Association began a three-day session
at the Commercial Club rooms on June 13th.
From the standpoint of numbers the attendance
for the opening session was rather disappointing,
but what was lacking in this line was made up
in enthusiasm, and the morning's programme was
a very profitable one.
The meeting was scheduled to begin early, but

owing to the examination being conducted by the
State Board of Optometry it was 10.35 before
President Hansen called the meeting to order.
The reading of the minutes and presentation of
reports was dispensed with, and Dean Brannon,
of the College of Liberal Arts, was called on for
his address.
Dean M. A. Brannon was down for an address

on "The Relation of the Jeweler to the Com-
munity." In beginning his address the speaker
took up the meaning of the word "community,"
stating that it meant "ready to serve." By illus-
tration he then showed how "community" did
mean "to serve," and along this line he showed
the development of the first stages of civiliza-
tion. He dwelt for some little time on our fore-
fathers, back in the very beginnings of civiliza-
tion, showing how their first advancement was
in development of their articulation, and thus
raising mankind above the other animals. Next
to articulation came the development along other
lines, such as the providing of clothing and
homes to live in. This was followed by the in-
vention or the discovery of fire. Dean Brannon
stated, however, that the development of civili-
zation did not stop here, for, although with lan-
guage, clothing 'and fire the individual was cap-
able of doing big things, there had to be de-
velopment along other lines, such as the providing
of weapons for the conquest of animals and the
development of the great agricultural industry,
all of which came in due time. With the de-
velopment of agriculture came the development
of the great governmental system, and with all
this came the desire for ornamentation and the
development of pottery, trinkets, jewelry and art.

Continuing the speaker said in part : "If 'com-
munity' means 'ready to serve,' I am going to
ask you, 'what does jeweler mean?' If you look
it up the word literally means ̀ joy.' A jeweler
is a man who makes or deals in joy. I want to
consider this from the viewpOint of joy dealers,
.and then your chief mission is giving joy to the
community."
Dean Brannon followed this with a short dis-

course on the financial side of the jewelers' pro-
fession, after which he touched upon the mission
of the jeweler in the community, and what con-
stituted real success. In this connection he said
in part: "What is real success? One of the
richest men of Chicago, the president of the First
National Bank of that place, said, in addressing
a large number of business men, 'I believe no
man makes success unless he keeps his soul above
his business.' We must not endeavor to put the
dollar above helping others; we must be ready
to serve; to help everybody to remember the debt
to the ancestry of the past ; to remember that
we, too, must pass it on. We must keep before
us two great truths : the great debts we owe the
past, and to pay debts of the past with the debts
of the future."
The speaker stated that unless the members

of the organization, represented in the conven-
tion, did not keep their souls above their busi-
ness; unless they kept before them the fact that
they had not only their business in their stores,
but that they had their duty to perform to the
community, at the polls, the school or the church,
true success would not crown their efforts. He
stated that every man was obliged to give his
allegiance, directly or indirectly, to every agency
of the community.
In the specific work of the business, Dean

Brannon stated that it was the pride of the first-
class jeweler to have goods that were absolutely
what he advertised; to furnish the very best in
his line and let the "other fellow" furnish the
cheap and the imitation goods. He stated that

another duty the jewelers had was in developing
the artistic, the love of the beautiful and the real,
in the community in which they resided.

Following Dean Brannon's address Charles T.
Higginbotham, of the South Bend Watch Com-
pany, was called on, and he delivered a very in-
teresting and profitable address on the "spring-
ing" of a watch.

Aside from the announcements Mr. Higgin-
botham's address was the last thing on the morn-
ing programme. Early in the afternoon a num-
ber of the jewelers and opticians enjoyed an auto
ride around town, after which they took in the
Keio University-North Dakota baseball game. In
the evening a theater party at the Grand formed
the chief entertainment.
The second session met at the Commercial Club

rooms on the morning of June 14th, President
Hanson in the chair. Secretary Munroe gave his
annual report, showing the membership of the
State association now at 81 out of the zoo jewelers
in the State.
The report of the treasurer, Max Rabinovich,

was read and referred to the Auditing Committee.
President Hanson, shortly after the session

opened, appointed the following committees:
Auditing—G. A. Foogman, W. H. Reighart and

J. I. Johnson.
Resolutions—W. R. Blakely, Frank V. Kent

and H. Thornberg.
The first address of the day was delivered by

A. R. Clugston, of the Waltham Watch Com-
pany. Mr. Clugston spoke of the relations be-
tween the retailer and the manufacturer. The
manufacturers, he said, have for years been con-
ducting a campaign of education by means of
illustrated lectures to instruct the jewelers and
the public.
The manufacturer has greater problems to face

than has the retailer, and the retailer should deal
with him candidly and with patience. The condi-
tions of trade are far from perfect and co-
operation is needed to correct them. The speaker
hoped that the convention would do much to im-
press upon retailer and manufacturer their mu-
tual obligations.
F. M. Younglove, of the South Bend Watch

Company, was called upon for an address, al-
though he was not on the regular programme.
He stated that he was present at the second
annual convention at Devils Lake, and was glad
to note the development of the association.
The association does a great deal of good, for

in any line more can be accomplished by an or-
ganization than by individuals. The objects of the
association are mutual protection and education.
It will foster better relations between the jew-
elers and will eliminate bitterness and ruinous
price cutting.
The third speaker of the session was Col. J. L.

Shepherd, of The Keystone Watch Case Corn-
pany. He dwelt on the advantages of organiza-
tion. In Germany all jewelers are required to
belong to an association and to have a license
from it. As a result many beneficial laws against
fraudulent and unfair methods have been passed.
There no one can advertise that he has more
stock in his store than is true. No one can em-
ploy an apprentice unless he is a competent
teacher.

Officers were elected as follows:
President—A. G. Tellner, Jamestown.
First Vice-President—W, R. Blakely, Grafton.
Second Vice-President—Paul Girard, Grand

Forks.
Secretary—Geo. K. Munro, Grand Forks.
Treasurer—W. H. Keighart, Minot.
Delegate to the national convention—Geo, K.

Munro. Alternate—W. R. Blakely.
Fargo was selected as the place for the next

annual convention. The advantages of Fargo,
Minot and Valley City were ably placed before
the convention by representatives, and F. V. Kent
offered the use of Grand Forks, but without urg-
ing the preposition.
The reports of Geo. K. Munro as delegate to

the last national convention, the Auditing Com-
mittee and the Resolutions Committee were read.

The Resolutions

The resolutions adopted were as follows:
"Resolved, That we extend our esteemed thanks

to the Commercial Club and citizens of Grand
Forks, especially to Dr. J. D. Taylor. toastmaster;
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Hon. J. B. Wineman, city attorney representing
the mayor; E. J. Lander, president of the Com
mercial Club; Dean A. Bruce, of the Universit■
Law School; H. A. Bronson, of the Commercial
Club, and Norman B. Black, for their magnificent
hospitality and untiring efforts to make our stay
most pleasant, entertaining and profitable.
"Resolved, That we unqualifiedly and earnestly

extend a vote of thinks to Dean M. A. Brannon
and Prof. Henry Le Daum, of the State Univer-
sity for their able addresses; to Col. J. L. Shep-
herd, of The Keystone Watch Case Company,
for his eloquent and kindly address; to Chas.
T. Higginbotham for his practical lecture and his
technical demonstrations in horology; to R. R.
Clugston, of the Waltham Watch Company; F.
M. Younglove, of the Rockford Watch Company,
and G. R. Calkins, of Pitkins Brooks, for their
pleasing, entertaining and instructive addresses.
"In order to show our appreciation of the meth-

ods adopted by the Waltham Watch Company to
protect the interest of the retail jewelers of the
United States, we most heartily commend their
efforts in this direction, and we earnestly request
that the jewelry trade use their best efforts to
sustain them in their policy, which is one of vital
interest to all retail jewelers.
"Resolved, That we commend the bill for the

prohibition of fraudulent advertising.
"Resolved, That we recommend the present bill

before Congress legalizing fixed selling prices.
"Resolved, That we also wish to record our

appreciation of the efforts of our president, Louis
Hanson, and especially of our secretary, Geo. K.
Munro, for their untiring labor and enthusiasm,
realizing that the success of the association is
due to them."
The address of the day was delivered by Prof.

Henry Le Daum, of the University, who had him-
self learned watchmaking in Switzerland.

Annual Meeting Oregon Retail Jewel-
ers' Association

(Continued from page no)
other fellow's side of this all-important question.
During this session there was also some very
witty and instructive addresses given by Albert
Feldenheimer, the Portland retail jeweler; J. W.
Watts, Eugene, Oregon; I. E. Staples, Portland;
W. F. Delschneider, McMinnville.
The election of officers resulted as follows:

F. M. French, Albany, president ; L. W. Bruns,
vice-president; C. H. Williams, secretary; E. J.
Jaeger, treasurer.
The annual banquet which was held on Tuesday

evening, the 6th, in one of the banquet rooms
of the Commercial Club building, with about
ninety covers, was the crowning event of the con-
vention. The banquet was given to the retail
association by the following Portland jobbers.
manufacturing jewelers, wholesale opticians and
Coast representatives : Sinclair & Boss, Butter-
field Bros., W. F. Ross & Co., B. E. Fiske & Co.,
William Anderson & Co., S. Mendelsohn & Co.,
J. S. Tuthill & Co., G. A. Bristorious, represent-
ing Dennison Manufacturing Company, South
Framingham, Mass.
The assembled body sat down at 6.30 and the

dinner lasted until 9 P. M. Between each of the
courses there were several addresses, among which
stand out those of I. E. Staples, the Portland re-
tail jeweler ; A. Eisenberg, the San Francisco
jobber, and Burr W. Freer, of San Francisco.

Side-Lights

Among the out-of-town friends of the associ-
ation that were seen in and around the conven-
tion hall were the following: Alphonse Judis,
wholesale jeweler, San Francisco; Leon Nordman,
who was formerly in the wholesale jewelry busi-
ness in San Francisco; H. S. and A. E. Butter-
field, wholesale jewelers of Portland; A. Eisen-
berg, of San Francisco; Burr W. Freer, whole-
sale jeweler of San Francisco; J. Feige, of A.
Eisenberg & Co., of San Francisco; Gus Aben-
droth, of M. Schursler & Co., of San Francisco;
The Nordman Bros. Co. was represented by Ro
Kearns, Jesse King and Sam Braunstein; Joe
Brennan, with B. W Freer; E C. McKean, The
American Waltham Watch Company; B. E. Chap-
man, the Elgin Watch Company; Chas. T. Hig-
ginbotham, the South Bend Watch Company.
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Window Decorating

T E

Facilities Now Available to the Jeweler for
Making Attractive Displays in Window

and Show Cases

One of the most practical and interesting ad-
dresses made at the annual convention of the
.1issouri Retail Jewelers' Association, held in St.
Louis, was that of Edward S. Daniels, manager
o r the St. Louis branch of the Dennison Manu-
facturing Company. Mr. Daniels exhibited and
explained in detail the various devices made by
his company especially for the jewelers. In the
course of his address he said:
Although personally I am not a window deco-

rator, I am glad of this opportunity to demon-
strate some of the articles our company is manu-
facturing for the jeweler which makes it pos-
sible for him to have his windows neat, rich
looking and very attractive, even though he
knows nothing about window dressing, which we
all know is an art in itself.
Before going into the various devices for

dressing your show window, I want to say a few
words about the window
itself, for there is no
doubt many of you do
not realize the great
value of your windows.
A large proportion of
your rent is represented
by the display space thus
afforded, yet the percent-
age of jewelers who take
proper advantage of the
show window is very
small. Remember the old
slogan
' 

"Goods attrac-
tively displayed are half
sold,' and this is espec-
ially true of the jeweler.
I [is merchandise consists
largely of luxuries or
goods that people can
get along without, and
in order • to create a
demand for his mer-
chandise he must display
it—and display it well.
I dare say the average

jeweler would do very
little business if his windows were closed up,
and the passerby could not see the goods he had
for sale. The progressive merchant to-day is the
one who takes advantage of all his opportunities
(.r creates new ones, as the case may be, and
lv here can a jeweler do this in a more effective
Way than in his show windows. This is the place
that tells the public the class of goods he has
for sale, and the kind of store he keeps. If his
goods are attractively displayed, and his win-
dows are always neat and clean, the public soon
learns that he has an up-to-date store and are
attracted accordingly, but if his windows are
neglected and allowed to accumulate dust, and
.,re kept in an untidy condition, their inclination
IS to pass them by unnoticed.
The Dennison Manufacturing Company have

given this subject years of study and consider-
ation with the result that they now offer you
the advantage of their fifty years' experience
in the most up-to-date and attractive display
forms for windows or show cases. They are
made to fit any window or case, no matter what
the measurements may be, and being made of
light weight but strong materials, and in sections,
are easy to remove, and afford you a means of
Changing your display often with very little labor
or expense. The sections are made so that they
can be used in many ways by adding or taking
away one or more sections when you desire. We
also manufacture individual display blocks for
anY article of jewelry, which when used in con-
junction with our window banks make the show
Window complete in every detail and furnish the
most up-to-date means of display now offered to
the trade.
Let us now take up the various fixtures which

will enable any jeweler to so make up his show
windows as to attract attention, and be what it
should be, "a fitting index to the store." (The
Speaker here explained in detail the Dennison
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window banks and blocks and window display
fixtures.)

Great care should be exercised in the selection
of colors for these fixtures, as a conglomeration
of different colors would kill the whole effect
and consequently make the expense incurred a
mere waste.
To make an effective display the base of the

window and the window bank should be in a
neutral color, thereby allowing the dealer to
make displays in different colors at different
times, always with the same ground color, and
experience has taught us that black is the most
serviceable color for this purpose, as you will
readily see that any other shade will contrast
well with same. Having decided this point, great
care must be taken not to over-do the quantity
of ware displayed. The time has gone by when
the retail dealer thinks it necessary to throw most
of his stock into his show window, he having
learned by experience that a few well-displayed
pieces are much more likely to attract a passerby
than a window full of miscellaneous stock.

Far-seeing dealers have of late called to their
aid in decorating their windows other materials
than those I have heretofore mentioned—notably
crepe paper and its accessories; this being one
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we will take it for granted that through your
good salesmanship you have consummated a sale.

It is a fact, gentlemen, that never in the his-
tory of the jewelry trade has the dealer had at
his command at a small cost the necessaries with
which to make a tasty and beautiful window and
show case display as at the present time, thus
giving him the opportunity to plant himself at
the head of all trades in this respect.

Profit-making in the Jewelry Business

Before the recent annual convention of the
Texas Retail Jewelers' Association, Simon Linz,
the well-known jeweler of Dallas, gave an inter-
esting talk on profits, from which we make the
following extracts:
Let me, at the outset, impress upon you the

absolute necessity of getting not less than 35 to
40 per cent. average on the goods sold. It is a
well-known saying that "any fool can give goods
away, but it requires a smart n an to make a
legitimate profit."
-In speaking of the average profit it may be well

to state that on various lines the profit would
average one-fourth, and in some cases as low as

20 per cent. This should
be taken into considera-
tion when figuring the
profit on other lines, so
as to make a gross av-
erage of 40 per cent.
The man who sells goods
and does not get a fair,
legitimate profit, but en-
deavors to cut prices just
for the sake of a sale,
must) in due time, come
to grief. As business is
a science with ftmda-
mental principles well es-
tablished, these facts are
ably exemplified in the
successful career of Tif-
fany in New York, who
receives the highest per
cent of average profit of
any jeweler in the United
States.
Our line of business

differs in almost every
essential from any other
line, and for this reason

we must apply individual methods that would
hardly be justifiable by the ordinary merchant.
I have spoken to you of the necessity of getting
a good margin of profit throughout the business,
and let me emphasize this and show you why:
In any other average line of merchandise, such
as dry goods, clothing, or any other line that
contains household and personal necessities, the
customer once made continues to come and to
buy because his and her needs require them to
do so; for if it is not clothing for themselves
that they need, it is for some one else in the
family, or an article for the household use, or
some other needed thing for their pleasure and
comfort. This rule, applying to each individual,
helps to enormously swell the volume of this line
of business, and they therefore can be content
with a smaller average of profit on each sale
because it makes up in the volume.

In jewelry it is different. A man buys a watch,
a diamond or an article of jewelry seldom more
than once. At least that is speaking of the aver-
age, and his patronage is not continuous nor
his purchases daily or weekly, as is true of the
other lines of merchandise; hence we in the jew-
elry business are deprived of that one great
essential that goes towards making the volume,
so in consequence we must make a larger and
better profit on the individual sale.

Now do not think for one instant that I advo-
cate exorbitant prices. I am merely a strong
and warm advocate of legitimate profit-making.
Jewelry is a line of merchandise of which the
standard must be upheld, and in no way can you
do more toward this end than in demanding a
just and fair profit. Do not forget the element
of loss attached to a business like ours, and
also the element of risk. This, too, is a reason
for asking and obtaining a fair and legitimate
profit.

Crepe-Paper Window Trio,

of the cheapest decorative articles in the market,
and one which lends itself to all manner of
decorating, and leaving it entirely to the good
taste of the decorator some wonderful results
have been achieved in this line.
Having attracted the attention of the passerby

enough to induce him to enter your store, the
favorable impression created must not be spoiled
by a poor display on the inside. The same care
should be devoted to the attractiveness of your
show cases as you have displayed in your window.
Trays full of carded jewelry all jumbled to-
gether, several trays on top of each other, trays
of different colors in the same show case, will
soon wipe out the good impression produced by
a well-ordered show window. Here again the
manufacturer offers you the means of having a
well-arranged, neat-looking show case, no matter
what its size, in which each individual article
stands out prominently.
The necessity of stacking several trays upon

each other filled with goods, a necessity forced
upon the dealer sometimes by lack of space, is
overcome by the use of show case racks, which
not alone increase the capacity of your show case
nearly threefold, but also display to view the
large stock you are carrying, being in effect what
we claim for it—"a silent salesman."
The window bank to which I have referred

previously also comes in very handy in decorat-
ing your show case, being in several layers, and
each layer in several sections, the top layers and
smaller sections not being too large for use in
your show case. These sections being placed in
the center of the case with individual pieces of
jewelry displayed thereon, flanked on either side
by your trays filled with individual blocks, makes
about as tasty a display as one can conceive.
Now, having attracted the passerby enough to

bring him into your store and through your dis-
play within having kept and held his attention,
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The Canadian Stamping Law and
Its Benefit to the Trade of

the Dominion
The reference in our last issue to the success-

ful prosecutions under the Canadian Stamping
Law created widespread interest among the trade

of this country as indicated in the large number

of queries and communications received in re-
gard to the law and its provisions. We are
pleased, therefore, to give space to the following
lucid explanation of the act and its benefit to
the jewelry trade from the pen of E. M. Trow-

ern, secretary of the Jewelers' Section of the

Retail Merchants' Association of Canada, which

organization has to its credit the passage of this

excellent piece of legislation:

Toronto, Canada, June 12, 1911.
ED. KEYSTONE :—If you have not already ex-

plained to your readers the form of legislation
that has been secured in Canada through the
efforts of the Jewelers' Section of the Retail
Merchants' Association of Canada, assisted by
the wholesale and manufacturers and known as
"The Gold and Silver Marking Act," it may be
of interest to them.
In Canada for years the better element of the

retail trade have suffered because we have had no
legal standard specifying what constituted the ac-
tual quality of gold or of silver, and what was
meant when gold-filled cases were sold and guar-
anteed to wear all the way up from one year to
fifty years.
The retail jeweler who desires to buld up his

business upon a sound foundation and sell good
goods according to their merit, found himself
in competition with those who were more anxious
to secure immediate profit than they were to
secure for themselves a good reputation. As time
passed on the evil became worse, and as the
catalogue houses developed the competition grew
more keen. To overcome this the retail jewelers
of Canada decided that they must have a law
that would determine exactly what the quality of
gold and silver meant, and compel every one to
live up to it.
The clause in the act which refers to the qual-

ity of the gold standard reads as follows:
"Marks indicating the quality of gold or alloy

of gold used in the construction of the article
shall state the fineness of the gold in karats.
"The number of karats so stated shall bear the

same proportion to twenty-four karats as the
weight of the gold in the metal or alloy bears
to the gross weight thereof : that is to say, 18k
shall b.e deemed to mean that in the composition
there are eighteen parts of pure gold and six
parts of other ingredients, and
"The actual fineness of the gold, or alloy of

gold, of which the article is composed, shall not
be less than the said proportion (I) by more than
one-half of a karat if solder is used, or (2) by
more than one-quarter of a karat if solder is
not used.
. The clause in the act which refers to the qual-
ity and standard of silver reads as follows:
(r) As respects articles composed in whole or

in part of any alloy of silver of a lower quality
than sterling silver.
(2) Any marks indicating the quality of silver

or alloy of silver used in such articles shall state
the fineness of the silver in decimals thus: 800.
900, or as the case may be.
(3) The decimal quality mark so stated shall

bear the same proportion to unity as the weight
of the silver in the metal or alloy bears to the
gross weight thereof : that is to say, goo shall be
deemed to mean that in the composition there are
goo parts of pure silver and too parts of other
ingredients, and
(c) The actual fineness of the silver or alloy

of silver of which the article is composed shall
not be less than the said proportion (i) by more
than 25 parts in moo when solder is used, or (2)
by more than so parts in moo when solder is not
used.
With regard to such articles as are known to

the trade as rolled gold plate, gold filled, gold
plate, gold electro-plate or by any similar desig-
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nation the clauses in the act which refer to
the marks on them read as follows:
"If such an article has applied to it any mark,

other than the trade mark, it must have applied
to it any or all of the following marks:
(I) A mark indicating truly and correctly that

the article or part thereof is made of rolled gold
plate, gold filled, gold plate, silver plate, silver
filled, or gold or silver electroplate, or any similar
material.
(2) A mark indicating truly and correctly the

fineness and the actual weight of gold or silver
or of any alloy of gold or silver contained in the
article or part thereof, or a mark indicating truly
and correctly the fineness and the proportion of
gold or silver to the gross weight of the article
or part thereof, at the time the article is sold or
delivered by the maker.
(3) Numerals used to identify the article or

pattern or the name or initials of any dealer so
long as they do not mislead or deceive
(4) The actual weight or proportion of gold

or silver or of any alloy of gold or silver in any
such article or part thereof shall not be less
than the actual weight or proportion indicated by
any mark applied thereto by more than to per
centum of the actual weight or proportion so
indicated.
(5) In computing the actual weight or propor-

tion of gold or silver or any alloy of gold or
silver contained in any article or part thereof
such parts of the article as are exempted from
the operation of this act by Sections 4, 6 and 7,
shall in all cases be deducted from the gross
weight of the article.
Regarding electro-plate or hollow-ware the

clauses in the act which refer to them read as
follows:
(a) If such an article has applied to it any

mark it must have applied to it in addition to the
trade mark a mark indicating truly and correctly
the material of which the deposit is composed,
and the grade and quality of the metal upon which
the plating is deposited.
(b) In addition to the above marks it may have

applied to it all or any of the following marks:
(c) The grade or quality of the plating as

known to our trade.
(d) Numerals intended to identify article or

pattern.
(e) The name or initials of a dealer.
(f) Any mark not calculated to mislead or

deceive.
(g) No German or nickel silver that contains

less than to per cent. of pure nickel shall be
stamped as "German silver" or "nickel silver."
Any German or nickel silver containing less than
II) per cent, shall be stamped as "brass." When
copper is used as a base metal it shall be plainly
stamped with the word "copper."
The act sets forth in detail all the conditions

that are required for the proper carrying out of
these sections mentioned, and whenever any mark
is used or any of the above articles mentioned it
must be accompanied by a trade mark, registered
under the Trade Marks Act in Canada. Articles
can be made and sold, however, that bear no trade
mark, but no other mark of any kind must be
applied to them. As stated before, the chief pur-
pose of the act is to protect the honest retailer
from the false advertisements and false represen-
tations of catalogue houses and unscrupulous
competitors, and to also enable the retailer to
know that lie is getting just what he orders from
the manufacturer. In other words, it establishes
a basis of fair play for every one in the trade
who has any regard for his reputation, and it
weeds out all those who would otherwise profit
by "loading up" or "loading down" the quality
or the price.
When the act was first prepared and presented

to the trade there was a fear expressed by a few
that the abolition of the right to guarantee a gold-
filled watch case or a gold-filled chain to wear
for so many years would mean a loss in sales,
and particularly after the custom had been so
long established. But those fears have long
since disappeared in Canada, and the result has
been more stability, and confidence, both by the
public as well as among the retailers, wholesalers
and manufacturers. A few moments of reflec-
tion regarding the guaranteeing of filled cases will
soon convince any honest retailer that he should
not be a party to foisting upon his customer a

July I, 1911

condition that is impossible for any one to carr
out.
If the manufacturers of filled watch cases woul,

have placed in the act the exact amount an,
weight of gold that they think should be place,
upon each watch case, to make it wear a certail
number of years, the public would have som
slight chance of protection, but as each watc.
case sold is subject to the varied conditions o
the wearer (one case with twice as much gol,,
on as the other may only wear half the time o
the other), this would be making the evil worse
To allow under the above conditions, or unth
any conditions, the guaranteeing of filled case
to exist would only be continuing a system where
by the dealer with the most callous conscienct
would give the longest guarantee. In some parts
of Canada watch cases that were sold by hones'
dealers who gave five-year guarantees were sold
by unscrupulous dealers and by some department
stores to wear for fifty years, and under all th■
circumstances the honorable men in the tradt
decided to abolish the custom entirely by enact-
ing legislation to that effect.
The act, therefore, is not for the purpose of

benefiting the watch case manufacturers or the
wholesalers, as some of our opponents endeavored
to make out, and who did not want it for per-
sonal reasons to become law, but it is for the
benefit of the legitimate retail trade of Canada,
who are proud of their reputation, and who have
become tired of reading false advertisements and
who do not in any way want to become engaged
in a watch case guarantee competition, whose
length of years was dependent upon the long
stretch that could be made of their consciences.
I am pleased to say that this is all now abol-

ished in Canada, and I hope that our brethren
in the retail trade of the United States will very
soon take a leaf out of our book and have placed
upon their statute books a similar law, which I
am sure when they put it into operation they
would never have repealed.

Yours truly,
E. M. TROWERN,

Secretary Jewelers' Section The Retail Mer-
chants' Association of Canada, 21 Richmond
Street, West, Toronto, Canada.

False Gems for Royalty
"Most persons, the world around," said a Lon

don jeweler and silversmith, "imagine coronet:-
to be made of fine gold and studded with real
gems, but the fact is we often supply peers or
peeresses with beautifully finished, lightweight
coronets in silver gilt for less than $too. A peer's
coronet must fit him like a hat; but those ol
peeresses are half th 2 size. Peeresses, thus hav-
ing plenty of hair on their heads—happily fot
us—wear tiaras ar well as coronets. In this way
"The tiara, high in front, sloping down eacl•

side, is placed well forward on the noble brow
With hair bunched on top of the head, puffed
out at the sides, the coronet rests on top of the •
hair, behind the tiara.
"Most of the coronets donned in June next

will be those used for the last coronation. I esti
mate that moo new coronets were then turnec
out, at an average of $too.
"One peer told me of the rescue of his coronet

for the 1902 ceremony.
"His lordship's plate chest was filled. To make

room odds and ends were cleared out Sortiny
these, he encountered his coronet. The butler.
fairly staggered, said he had been pushing it int(
one odd corner after another for five years past
till he could come across the other part of 'the
old cruet.'
"The most rrorgeous coronation item, though .

that comes the way of workers in precious metals
is the pallium, or royal mantle of the king. Ii.
is of English cloth of gold—remember the 'field
of it in history?--woven from finest gold thread.
gold as pure as will stand the strain of being
so used, almost wthout alloy.
"There are very few skilled weavers capable

of making cloth of gold. It is exceedingly slow
work, and as each inch of the material is formed
it is carefully wrapped up, so that it shall retain
its glorious flood of 'color. Such new, absolutely
unsoiled cloth of gold looks more like a blaz,e,
of brilliant sunshine than anything you ever saw.
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Salesmanship in the Jewelry
Business

'dress by MORRIS EISENSTADT, of the Eisenstadt Manu-
facturing Co., St. Louis, before Annual Convention

of Missouri Retail Jewelers' Association

Salesmanship is the simplest thing in the world.
iso the most complex. It is practical and it is
,eoretical. The more you study it from the
-actical point of view the more you are con-
Inced of the value of the theoretical, and vice

, .r.sa. The fact is they go together, the same as
business has its policy, which is theoretical;

,Id its actual daily workings, which are practical.
lit the policy predominates the daily work.
ever the other way
That's why the policy is the main thing, and

the practical side must conform to it.
Perhaps this sounds like an essay from Sheldon.

. But it is not. I presume Sheldon would disclaim
it good deal I am about to say. But I am glad to
redit Sheldon with saying a good many things
hich have given 'me clearer ideas on salesman-

I also want to credit "Piccolo," otherwise
\V. N. Aubuchon, Elbert Hubbard, Ralph Waldo
Finerson, James Collins and several thousand
jewelry dealers with whom I have come in con-
tact during the thirty-six years I have been in
business, with helping me directly or indirectly to
reach definite conclusions as to what good sales-
manship is. •
I think I may be very emphatic on that point,

since I do not claim that my ideas of good sales-
manship are my ideas at all. They are simply
the net result of seeing what is successful and
what is not, and reading and thinking with the
sole purpose of increasing my own business as
a jewelry manufacturer

It does deeply concern every producer, this
question of retail salesmanship. He must rely
on the local dealer to find an outlet for his goods.
Some of us rely wholly upon the dealer, and do
not advertise our goods to the consumer. Some
of us pursue the other policy.

The Retail Dealer and General Advertising

for one, believe in relying on the dealer to
11 the goods, and I do not believe in forcing

lum or his customer through expensive general
Avertising I do not say that it is ineffective,
lut I do say that it is very costly, and is not

■. be compared in results with a system which
Al place saleable goods in the hands of -the mer-
hunt at a price which will enable him to meet
ompetition. In taking this view I am not taking
stand against advertising, but rather in favor

I it.
The advertising which a manufacturer might
o in the magazines is very small compared with
ic.advertising which the dealers can do through
len' stores, their salesmanship and their local

1. ewspapers.
To demonstrate this theory, permit me to quote
veral conspicuous cases of success attained with
ttle or no advertising except to the trade and
'rough the stores. The General Roofing Mann-
teturing Company, for instance, has attained the

' ad over powerful competitors who spend a good
a1 of money advertising to the consumer. It

.lits its energies into producing goods that will
lable dealers to compete with anybody on qual-
y and price, and in stimulating them through
campaign which was 90 per cent. educational,
tching retailers how to advertise, display and

,ilk "General" roofing. They find merchants pre-
‘'r to run their stores themselves and do their
wn advertising through the thousands of daily
1141 weekly papers that cover the continent. So
tile General Roofing Company confines its own
Ivertising to the trade press, circulars, booklets

;old store posters.
I will also quote the Brown Shoe Company and

the Norvell-Shapleigh Hardware Company. They
do business well up in the millions, and prove
that it pays to place your faith in the dealer.
( Me of these firms advertises a very little in gen-
'TM mediums, and the other not at all. But, like
htlier leading concerns of St. Louis, they work
with and for the dealer. They convince him
there is a real partnership between him and
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themselves, that he is backed by their capital and
standing, their goods and prices and a trade
friendship which proves genuine in the time of
need. Thus they have built up vast selling or-
ganizations which are composed primarily of deal-
ers everywhere, their own men on the road, and
their centralized systems of distributing to each
of their customers whatever can be learned
through coming in contact with all of their cus-
tomers.

Knowing Your Customers

I feel justified in. quoting their experience, be-
cause salesmanship is pretty much the same thing
in all lines. There is no difference between the
human nature you deal with in selling a gold
watch or a pair of shoes. The salesman must be
a keen judge of his customer.
And he must size up the customer before he

begins to sell goods to that customer. I was
talking with a little dealer here in St. Louis the
other day. He has a mighty fine one-man busi-
ness. He is making money and going ahead, and
yet he is in direct competition with some of the
biggest houses in the city with their immense
stores, beautiful display windows, effective ad-
vertising, and many departments manned by peo-
ple called salesmen, but who are seldom worthy
that name—which was one of the points this
dealer made when he talked salesmanship to me.
"I am not afraid of the department stores," he

said. "Their pronrietors seldom meet customers
face to face, and their clerks are almost as far
away from the firm as they are from the cus-
tomer. Those underpaid people which the big
stores hire haven't any real interest in the con-
cerns they work for or the people they try to
sell goods to, and it's easy enough for me to
compete with such salesmanship as that. Now,
if a workingman comes in here, I am like as not
to shake hands with him, pat him on the back,
make him feel that we are old friends, and the
sale is made before I show the goods. He'll take
my word for it, and then I sell him what he
ought to buy. I don't stick him just because he
trusts me.
"But suppose a man of means and refinement

comes in—I don't start in that way. I keep still
and let him tell me what he wants to buy and
what he wants to pay for it. Then I show him
that one thing. I don't try to influence him. It
isn't any use. It would only irritate him. It's
got to be just what he wants, and the price has
got to be exactly right. It's no use to try to
make him pay more or less. The man whose
mind is made up is a dangerous customer if you
handle him wrong. But he is mighty easy if you
handle him right.
"And then there are all the other different

kinds of people—no two of them alike. And I
never treat them alike except in one thing. I
give them the same price, and I depend for hold-
ing my trade upon the goods themselves. You
can't build a business and keep it through just
knowing human nature.
"You must maintain a neat personal appear-

ance, keep your store attractive with well-selected
and distinctive stock, be able to quote prices that
will meet competition and put good salesmanship
into your advertising as well as your store."

Price Competition

Now that man was weak in one respect. He
was a little too much afraid of price competition.
That's the big bugagoo of business. And yet
there are fewer failures through competition than
any other cause. Lack of capital is the leading
reason men fail. Incompetency is next. But you
might as well call it all incompetency because it's
proof that you are incompetent if you go into
business without sufficient capital, and the jew-
elry business takes a lot of money in proportion
to the size of stock, your volume of business and
your profits.
Perhaps that's a good thing It tends to keep

men who are financially weak from going into the
jewelry business. And thus the trade is demoral-
ized very little by excessive failures. On the
other hand, the grocery business seems to require
very little capital and looks easy. Consequently
there are more failures in that line than any
other.
But whether a man's a grocer or a jeweler, he

is subject to certain principles which govern him,

and can't get away from them. To state those
principles is to state some of the foundations of
success in salesmanship. But not all of them.
For instance a man cannot make success of

a jewelry store unless he can carry a stock that
will be as good for the money as his customers
can get anywhere else. There is no success for
the faker. And I may say that there is no suc-
cess for the jewelry store that does not have the
right relations with the producer.

Retailer's Relation to Producer

The producer is the man behind the gun.
. It is his knowledge, experience, standing, pres-
tige, friendship and co-operation which give the
dealer a power without which he cannot succeed.
I do not think it is putting it too strong to say
that the dealer who tries to go it alone in the
fight against his competitors in the same town
and against the mail-order houses and the big
department stores might as well throw up the
sponge at the start. He may be the best talker
in the world, have enormous capital, all sorts of
nerve, and popularity, but it takes more than that
to put him in position to hold his own when-the
years roll by and business settles down to the
bottom facts.
A dealer who does try to match his wits against

the game is in a pitiful condition. For instance,
the other day a man came into my office and
showed me a gold watch he had bought from a
certain dealer because he happened to know him
as a member of the same church, and because he
had what looked like a nice store. He had fully
decided to buy a reliable timepiece at a moderate
price, and when he went in to see that dealer
there was no question about the sale being made.
It was only a question of what watch the dealer
should sell him.
Now, that dealer started in by showing my

friend a well-known watch which has the highest
standing for reliability and which sells with a fair
margin of profit and at a fixed price. My friend
decided that he would take one of those watches,
and then, at what might be called the psychologi-
cal moment, the shrewd dealer switched him off
onto a watch that looked just as good, but which
was three or four dollars cheaper. My friend
bought that watch. He is now dissatisfied, and
neither he nor his family will ever buy anything
again at that store.

Confidence an Important Factor

That is one of the thousands of instances where
dealers sacrifice that indispensable thing called
confidence. No business in the world is more
delicately adjusted than the jewelry business. I
do not except even banking A jeweler's stand-
ing with his customers is just as easily disturbed
as a man's credit standing with the trade. Let
a store get a reputation of having more than one
price, of making too much profit, or resorting to
hundreds of little things that may be legally right
but morally wrong, and no amount of good sales-
manship will offset the effect.
Nor, on the other hand, can any firm of stand-

ing afford to risk its reputation on goods that it
does not know all about. There is not a jewelry
establishment anywhere that is strong enough to
withstand the injury that may be done to it if it
buys its goods in the wrong place. But a jewelry
dealer cannot know always that the goods he
buys are just what they are represented to be
unless he knows the firm lie buys them from.
A man who is absorbed in running his store
properly, and in developing himself as a good
salesman, has comparatively little time to become
a good buyer. He must take the word of some-
body else as to the goods he handles.
If he is doing business on a huge scale he can

afford to employ expert buyers who can visit the
great producing centers. But even they rely upon
makers and importers, and must do so.

First Aid to the Small Dealer

The small dealer can neither perfect himself
as an expert buyer, nor employ a buyer. There-
fore, it is one of the necessities of the modern
merchandising system that we place him in posi-
tion to enjoy just as good a selection as he
would have if he were the largest jewelry house

(Continued on page 1112)
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Cash Discount

THE KEYSTONE

Address by .1os. J. MCKENNA, Vice-President of Bauman-Massa Jewelry Co., St. Louis, Mo., before Annual Con-vention Missouri Retail Jewelers' Association

A discount of 6 per cent is offered for cash
within thirty days of date of invoice as a prem-ium for anticipating the due date of bill, and
should be so regarded. This 6 per cent cash dis-count should not be construed as bank interest,
as its establishment was not in any way based
on this item, but in our opinion was, and is, de-
sirable as a powerful and effective factor inpromoting prompt returns, thereby increasing theability of the sellers to handle their business ona minimum amount of capital with a maximumamount of sales.
The price of money has no bearing whateveron the cash discount question. When money isplentiful merchants are not so desirous of seeingthe trade take advantage of the cash discount,but this is merely a temporary condition, whereasa cash discount is a permanent necessity and,therefore, should operate without regard to theprice of money.
There should be some reasonable line of de-marcation between the man who pays his billspromptly and the man who does not. Now, arecustomers who take their full time and then fromthirty to ninety days extra as satisfactory as thosewho pay thirty days from date of invoice, takingoff the 6 per cent? Are not the latter entitled toa premium for anticipating payments?
These customers of the jobbers do not resellthe goods to the trade in large units, but on thecontrary sell to the smaller trade or consumers,many of whom have no financial responsibility butwho probably are honest and will pay their bills.It is preferred that they should take this cashdiscount, as large accounts with them are notdesirable and it is certain that if the cash dis-count were 2 per cent instead of 6 per cent veryfew would give it any attention and would taketheir full time, compelling the seller to give thema larger line of credit than should be extended orrefuse them entirely.
In a concern, for instance, with 2500 customers,many of whom are never seen by the credit man,their rating is not fixed according to the reportsfrom the commercial agencies, but according totheir methods of paying bills. Where these cus-tomers take advantage of the cash discount itpractically establishes their credit, but if induce-ments to pay promptly were withdrawn it is quitelikely that they would allow the account to runfor an indefinite period and there would conse-quently be no means of determining those worthyof credit and those who are not. Those whotake advantage of the cash discount are to be con-sidered far safer risks than those who do not.Long extensions of credit place the seller in aposition of a banker, and it is generally concededthat the trade already has a sufficiently broadsphere without going into the banking business.Where there are different sets of terms cover-ing net hills and bills subject to cash discount, aconsiderable amount of trouble may be avoidedby paying close attention to the statements andremitting for your bills as the statements aremarked. This saves considerable amount of cor-respondence, explanation and friction on bothsides.

Some claim that the reason for the withdrawalof the cash discount has been the abuse of theprivilege. As this is a premium for anticipatingthe due date of bills, none are entitled to thispremium unless they comply with the terms underwhich it is offered.
To attempt to deduct the cash discount im-properly is unfair, forcing the seller to decidebetween justice, friendship and business policy,and those who are lax in this respect should havethe matter forced upon their minds by the sellerreturning the checks in all cases.
If the merchants sell their goods on credit,with no inducement for prompt payment theysoon find that their capital is entirely absorbedin book accounts and that they are handicappedto a great degree by the absence of ready capital.

To-day many who have not fully studied thiscash discount question believe that the modernway to do business is to sell goods on a basisof terms—thirty days net, with no discount forcash. Those who have tried this net cash planhave afterwards changed their opinion, as theyfound they would necessarily have to increasetheir capital and have gone back to the 6 per centdiscount.
It is not a case of charging 6 per cent morefor the goods, but as stated before, it is simply

a small premium to those who anticipate the duedate of bills, and in this way assists in a morefrequent turning of their capital.
From experience we find that the average retailjeweler does not pay sufficient attention to theterms of his bills. If he did quite a few unpleas-

ant features in our business would be eliminated.
For instance, whenever a disagreement arises over
any matter of terms, take the subject up with
the proper party, fully explain your understand-
ing of the terms, and if within reason, your re-
quests will be readily granted.

Salesmanship in the Jewelry Business
(Continued from page 1111)

in the world. We do that because it is good
policy for us. We want the dealer to carry goods
that he can sell, and that will cause our business
to grow. Therefore, we send him our representa-
tive to work with him in solving his store prob-
lem just as if that store belonged to us, or our
factory belonged to him—which, in fact, they do.
That is, the connection between the dealer and
the maker is so close that what is best for one is
best for the other, and there you have the dealer's
reason for relying upon the judgment of the pro-
ducer. We do not want him to overstock. Nor
buy unwisely. We want him to clean up his stock
just as regularly as he would if he were one of
the stores of the United Cigar Stores Company_
I am bringing them into this matter to illustrate
a point. They are controlled by a corporation
that believes salesmanship is all there is to suc-
cess. Of course, in salesmanship they include a
proper selection of goods, and so you will find
these little stores all carrying stuff which will
sell. But in order to sell it they rely upon the
individual salesman. They say to him, "Now, we
are a big concern that supplies you the best goods
there are in the world, and nobody can beat them
on quality or price. So go ahead and sell them
with the enthusiasm and faith which makes a good
salesman. Don't be afraid of a come-back. Have
all the egotism you want. Believe you're the
best salesman on earth, and nobody will dispute
it if you sell the goods. When a customer comes
in be very courteous, and don't do all the talking.
Let the customer tell you what he wants, and
give it to him. Let him take it in his hand, look
at it, feel of it, and quite likely he'll want to buy
it, and when he does, thank him, and always
show a customer you're mighty glad to have him
come in whether he buys or not. Convince him
that it's more important to have his good will and
treat him right, than it is to sell him a lot ofstuff.
And don't try to sell him the whole store. Ifhe is looking at a special brand three for a quar-

ter, talk that. Don't show him a whole lot ofother brands of the same price, or cheaper, or
more expensive. That'll diffuse his mind all over
the proposition and get him away from the con-centration that makes salesmanship. It's easy fora man to make up his mind to buy one thing
when he sees it and it looks good, and he hearsa good talk about it, but he isn't going to buy
several things all alike, and, therefore, you're
pretty apt to kill your sale if you try to key him
up to more than one thing at a time.

Much in Little

Now, another thing about these United CigarStores. Although they are in the biggest citiesin the land, they are little stores. The man behindthe counter can reach about anything the cus-tomer wants, and the customer is right close tothe stock when he comes into the store. Hedon't wander around all over the place, and the
salesman don't have to do a Marathon to find thegoods he asks for. The experience of these
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United Cigar Stores shows that where the department stores are most powerful and compe-tition is keenest, the small stores can succeed, ifthey have the right organization behind them,carry the right goods, and use the right sales-manship.
In the country at large the same is true. Thesmall store has much in its favor. Especiallybecause it emphasizes the personal salesmanshipidea. Customers come face to face with the pro-prietor. They like that.
P. T. Barnum used to sit at the entrance ofhis great show so everybody could shake handswith him when they went in, and your countrycross-roads merchant who knows everybody byhis first name and lets the local cracker-barrelclub settle the questions of the nation 'round hisstore stove is a good deal wiser than these mod-ern merchandisers who have departmentized andorganized and systematised until the purchasingpublic feel as if it were being run through amachine.

Self-Confidence an Essential
And there's every reason on earth why thelocal dealer should be an optimist and an egotist.A leading writer said the other day the only thingthat made a man a success was his egotism.You've got to add optimism or you'll have thewrong combination. People like the salesmanwho believes he is selling the best on earth andwho is dead sure he is going to sell it. But theyhate the fellow who thinks he knows it all andtreats his trade with a supercilious sourness whichdrives them to the mail-order house, where theydon't get any personal salesmanship at all.
Lack of self-confidence is inexcusable. For in-stance, one of our own salesmen who has beenwith us about six years demonstrated in the firsttwo years a lot of things we like, such as ability,belief in our house and our goods and our wayof doing business and just enough sense of humorto make him a very taking solicitor. But helacked self-esteem. His conceit was a dent in-stead of a bump. I called him in one day andtold him what the trouble was, and he went outand did a business that's been getting bigger everyyear. It's touched the hundred thousand mark,but he has his eye fixed on the hundred and fiftythousand notch, and when he gets there I wanthim to think he's big enough to do a quarter ofa million.
He's done that without misrepresentation.That goes without saying. There is no successthrough anything but the truth.
Every dealer has only one limit to the amountof business he can do. That limit is the numberof customers in his field. They belong to him ifhe will go after them.

Have Faith in Yourself and Your Goods
If he has enough self-confidence he will sellthem. Provided, of course, he has the otherthings which I have enumerated, there will be noreason why he cannot sell in competition withthe department stores or the mail-order houses.We producers who stand behind the dealer areable to supply him with the goods and the priceswhich place him in position to defy mail-ordercompetition. That is, if he will think so. If hedon't think so it's no use to say anything more."As a man thinketh, so is he," applies to thejewelry trade. In order to make your customerthink that you are giving him the best he canget for the money, you must believe it yourself.That's the first and the ever-present essential.
In order to put yourself in that state of mindyou must know your own motives, must knowthat they are strictly open and above-board, forthe benefit of the customer, a determination toserve him better than anybody else can serve him.The basis of all busIness success is good service.It isn't a question of convincing your customerthrough a strenuous argument or mind power, orwill power. It's a question of convincing your-self. When you're convinced the battle is agood deal more than half won.
So to be a good salesman doubt must be elimi-nated. The dealer cannot afford to have a par-ticle of suspicion as to the quality of his goodsor their value. He must have the faith in themthat moves mountains. And that faith will movehis business as nothing else in the world can.

INSPIRED BY THE DEC ORATIVE ARTS OF ANCIENT ASSYRIA
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and
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Cash Discount

THE KEYSTONE

Address by Jos. J. McKENNA, Vice-President of Bauman-Massa Jewelry Co., St. Louis, Mo., before Annual Con-vention Missouri Retail Jewelers' Association

A discount of 6 per cent is offered for cash
within thirty days of date of invoice as a prem-ium for anticipating the due date of bill, and
should be so regarded. This 6 per cent cash dis-
count should not be construed as bank interest,
as its establishment was not in any way based
on this item, but in our opinion was, and is, de-
sirable as a powerful and effective factor inpromoting prompt returns, thereby increasing theability of the sellers to handle their business ona minimum amount of capital with a maximumamount of sales.
The price of money has no bearing whateveron the cash discount question. When money isplentiful merchants are not so desirous of seeingthe trade take advantage of the cash discount,but this is merely a temporary condition, whereasa cash discount is a permanent necessity and,therefore, should operate without regard to theprice of money.
There should be some reasonable line of de-marcation between the man who pays his billspromptly and the man who does not. Now, are

customers who take their full time and then from
thirty to ninety days extra as satisfactory as thosewho pay thirty days from date of invoice, takingoff the 6 per cent ? Are not the latter entitled toa premium for anticipating payments?
These customers of the jobbers do not resellthe goods to the trade in large units, but on thecontrary sell to the smaller trade or consumers,many of whom have no financial responsibility butwho probably are honest and will pay their bills.It is preferred that they should take this cashdiscount, as large accounts with them are notdesirable and it is certain that if the cash dis-count were 2 per cent instead of 6 per cent veryfew would give it any attention and would taketheir full time, compelling the seller to give thema larger line of credit than should be extended orrefuse them entirely.
In a concern, for instance, with 2500 customers,many of whom are never seen by the credit man,their rating is not fixed according to the reportsfrom the commercial agencies, but according totheir methods of paying bills. Where these cus-tomers take advantage of the cash discount itpractically establishes their credit, but if induce-ments to pay promptly were withdrawn it is quitelikely that they would allow the account to runfor an indefinite period and there would conse-quently be no means of determining those worthyof credit and those who are not. Those whotake advantage of the cash discount are to be con-sidered far safer risks than those who do not.Long extensions of credit place the seller in aposition of a banker, and it is generally concededthat the trade already has a sufficiently broadsphere without going into the banking business.Where there are different sets of terms cover-ing net bills and bills subject to cash discount, aconsiderable amount of trouble may be avoidedby paying close attention to the statements andremitting for your bills as the statements aremarked. This saves considerable amount of cor-respondence, explanation and friction on bothsides.
Some claim that the reason for the withdrawalof the cash discount has been the abuse of theprivilege. As this is a premium for anticipatingthe due date of bills, none are entitled to thispremium unless they comply with the terms underwhich it is offered.
To attempt to deduct the cash discount im-properly is unfair, forcing the seller to decidebetween justice, friendship and business policy,and those who are lax in this respect should havethe matter forced upon their minds by the sellerreturning the checks in all cases.
If the merchants sell their goods on credit,with no inducement for prompt payment theysoon find that their capital is entirely absorbedin book accounts and that they are handicappedto a great degree by the absence of ready capital.

To-day many who have not fully studied thiscash discount question believe that the modernway to do business is to sell goods on a basisof terms—thirty days net, with no discount forcash. Those who have tried this net cash planhave afterwards changed their opinion, as theyfound they would necessarily have to increasetheir capital and have gone back to the 6 per centdiscount.
It is not a case of charging 6 per cent morefor the goods, but as stated before, it is simplya small premium to those who anticipate the duedate of bills, and in this way assists in a morefrequent turning of their capital.
From experience we find that the average retailjeweler does not pay sufficient attention to theterms of his bills. If he did quite a few unpleas-

ant features in our business would be eliminated.
For instance, whenever a disagreement arises over
any matter of terms, take the subject up with
the proper party, fully explain your understand-
ing of the terms, and if within reason, your re-
quests will be readily granted.

Salesmanship in the Jewelry Business
(Continued from page 1111)

in the world. We do that because it is good
policy for us. We want the dealer to carry goods
that he can sell, and that will cause our business
to grow. Therefore, we send him our representa-
tive to work with him in solving his store prob-
lem just as if that store belonged to us, or our
factory belonged to him—which, in fact, they do.
That is, the connection between the dealer and
the maker is so close that what is best for one is
best for the other, and there you have the dealer's
reason for relying upon the judgment of the pro-
ducer. We do not want him to overstock. Nor
buy unwisely. We want him to clean up his stock
just as regularly as he would if he were one of
the stores of the United Cigar Stores Company.
I am bringing them into this matter to illustrate
a point. They are controlled by a corporation
that believes salesmanship is all there is to suc-
cess. Of course, in salesmanship they include a
proper selection of goods, and so you will find
these little stores all carrying stuff which will
sell. But in order to sell it they rely upon the
individual salesman. They say to him, "Now, we
are a big concern that supplies you the best goods
there are in the world, and nobody can beat them
on quality or price. So go ahead and sell them
with the enthusiasm and faith which makes a good
salesman. Don't be afraid of a come-back. Have
all the egotism you want. Believe you're the
best salesman on earth, and nobody will dispute
it if you sell the goods. When a customer comes
in be very courteous, and don't do all the talking.
Let the customer tell you what he wants, and
give it to him. Let him take it in his hand, look
at it, feel of it, and quite likely he'll want to buy
it, and when he does, thank him, and always
show a customer you're mighty glad to have himcome in whether he buys or not. Convince him
that it's more important to have his good will andtreat him right, than it is to sell him a lot ofstuff.
And don't try to sell him the whole store. If

he is looking at a special brand three for a quar-
ter, talk that. Don't show him a whole lot of
other brands of the same price, or cheaper, ormore expensive. That'll diffuse his mind all overthe proposition and get him away from the con-centration that makes salesmanship. It's easy fora man to make up his mind to buy one thing
when he sees it and it looks good, and he hears
a good talk about it, but he isn't going to buyseveral things all alike, and, therefore, you'repretty apt to kill your sale if you try to key him
up to more than one thing at a time.

Much in Little

Now, another thing about these United CigarStores. Although they are in the biggest citiesin the land, they are little stores. The man behindthe counter can reach about anything the cus-tomer wants, and the customer is right close tothe stock when he comes into the store. He
don't wander around all over the place, and thesalesman don't have to do a Marathon to find the
goods he asks for. The experience of these
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United Cigar Stores shows that where the department stores are most powerful and compe-tition is keenest, the small stores can succeed, ifthey have the right organization behind them,carry the right goods, and use the right sales-manship.
In the country at large the same is true. Thesmall store has much in its favor. Especiallybecause it emphasizes the personal salesmanshipidea. Customers come face to face with the pro-prietor. They like that.
P. T. Barnum used to sit at the entrance ofhis great show so everybody could shake handswith him when they went in, and your countrycross-roads merchant who knows everybody byhis first name and lets the local cracker-barrelclub settle the questions of the nation 'round hisstore stove is a good deal wiser than these mod-em merchandisers who have departmentized andorganized and systematised until the purchasingpublic feel as if it were being run through amachine.

Self-Confidence an Essential
And there's every reason on earth why thelocal dealer should be an optimist and an egotist.A leading writer said the other day the only thingthat made a man a success was his egotism.You've got to add optimism or you'll have thewrong combination. People like the salesmanwho believes he is selling the best on earth andwho is dead sure he is going to sell it. But theyhate the fellow who thinks he knows it all andtreats his trade with a supercilious sourness whichdrives them to the mail-order house, where theydon't get any personal salesmanship at all.
Lack of self-confidence is inexcusable. For in-stance, one of our own salesmen who has beenwith us about six years demonstrated in the firsttwo years a lot of things we like, such as ability,belief in our house and our goods and our wayof doing business and just enough sense of humorto make him a very taking solicitor. But helacked self-esteem. His conceit was a dent in-stead of a bump. I called him in one day andtold him what the trouble was, and he went outand did a business that's been getting bigger everyyear. It's touched the hundred thousand mark,but he has his eye fixed on the hundred and fiftythousand notch, and when he gets there I wanthim to think he's big enough to do a quarter ofa million.
He's done that without misrepresentation.That goes without saying. There is no successthrough anything but the truth.
Every dealer has only one limit to the amountof business he can do. That limit is the numberof customers in his field. They belong to him ifhe will go after them.

Have Faith in Yourself and Your Goods
If he has enough self-confidence he will sellthem. Provided, of course, he has the otherthings which I have enumerated, there will be noreason why he cannot sell in competition withthe department stores or the mail-order houses.We producers who stand behind the dealer areable to supply him with the goods and the priceswhich place him in position to defy mail-ordercompetition. That is, if he will think so. If hedon't think so it's no use to say anything more."As a man thinketh, so is he," applies to thejewelry trade. In order to make your customerthink that you are giving him the best he canget for the money, you must believe it yourself.That's the first and the ever-present essential.
In order to put yourself in that state of mindyou must know your own motives, must knowthat they are strictly open and above-board, forthe benefit of the customer, a determination toserve him better than anybody else can serve him.The basis of all bu&ness success is good service.It isn't a question of convincing your customerthrough a strenuous rgument or mind power, orwill power. It's a question of convincing your-self. When you're convinced the battle is agood deal more than half won.
So to be a good salesman doubt must be elimi-nated. The dealer cannot afford to have a par-ticle of suspicion as to the quality of his goodsor their value. He must have the faith in themthat moves mountains. And that faith will movehis business as nothing else in the world can.

ORATIVE ARTS OF ANCIENT ASSYRIA
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Breaking Away From
Conventionality

That is what we are doing when we offer you

ASSYRIAN GOLD

a line which is as distinct from the old 
Ormolu Gold

as day from night.

There is an assortment of seventy pieces to 
select from,

and every article combines modern forms with 
the sym-

bolical decorations of the ancient Assyrian artists.

ASSYRIAN SILVER is also an innovation. The 
designs

and prices are exactly the same as ASSYRIAN GOLD,

but the finish is a beautiful, soft, gray silver and the

engraved lines are filled in with black, making a rich 
and

effective combination.

A postcard request will bring to you our
PHOTOGRAPHIC CATALOGUE No. 20

by return express prepaid.

A full line on display at our New York Office. 
409 Broadway, including

KARNAK BRASS, Silver Plated Hollowware and 
Flatware, Gold Plated

Clocks, Jewel Boxes and Novelties, Hand
-Wrought Copper, Brass and

Iron AND Brass Portables with Patented 
Colored Shades.

ORIGINATED BY

THE BENEDICT MFG. CO.
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STERLING SILVER
DRINKING CUP

MONOGRAM
MODELS

1:41)

The more exclusive a jeweler's patronage the
more profitable it is.

Style comes high, but stylish people are always
willing to pay the price.

Herein lies your opportunity.
For instance, society is especially critical and

exacting in the matter of engraving.

It's a question of excellence rather than of cost,
and only an artistic engraver can hold such patronage.

If you do engraving for the social set or desire
to do it, procure at once a copy of that wonderful
compilation of stylish lettering " Hornikel's Engra-
vers' Text-Book,"

A very neat, compact gold-lined drinking cup,
beautifully cased in fine grade black grained
leather. Designed for use on trains, automobile
parties, tramps, picnics, etc.
Owing to the enforcement of State laws call-
ing for individual cups, the demand for some
such article is bound to increase.
We have designed this cup with that end in
view. Sells at a popular price and will appeal
to the better trade.

WRITE FOR INFORMATION
AND PRICE

Have you our new Catalog ? If not, write at once

This portfolio represents
the standard of excellence
in monogram work.
Show it to customers and

it will make you trade ; use
it as a model and it will
insure big price work.

It's a mine of suggestion
for the high-class jeweler
who can't afford poor
engraving.

The work consists of sixty-one page plates of
letters and monograms, pretty patterns and all

manner of corn-
binations —a 1 1
styles of mono-
grams for all
kinds of pur-
poses, for trays
cigarette a n d
match cases,
loving cups,
rings, fobs, etc.

A copy will be sent postpaid to any part of the world
on receipt of price, $6.00 (XI as.)

eioco*o
1.414
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Silverware bearing this
trade - mark denotes

sterling silver
925-1000 fine

CHICAGO OFFICE
42 Madison Street

NEW YORK OFFICE
37 Maiden Lane

SAN FRANCISCO OFFICE
717 Market Street

Silverware bearing this
trade - mark denotes

sterling silver
925-1000 line

FOR SALE BY

The Keystone Publishing Co.
809-811-813 N. u9th Street, Philadelphia, Pa.

THE FAVORITE PATTERN
Is our new pattern for 1911. We are now ready
with a complete line of Toilet and Manicure Goods
In this pattern, which promises to be the best sell-
ing pattern we have yet produced. We serve the
retail jeweler direct. Our goods go from our factory
to the retail dealer's stock fresh and clean. No
middle men handle our goods.

Theodore W. Foster & Bro. Co.
Manufacturing Jewelers and

Silversmiths

100 Richmond Street

NEW YORK
13 Maiden Lane

Providence, R. I.

CHICAGO CANADA

Heyworth Building Kingston, Ont.

Full E.ZC
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Rings
Scarf Pins
Hat Pins
Studs
Screw Earrings
Bead Neck Chains
Charms
Neck Chains
Vest Buttons
Collar Buttons
Fob Seals
Silver and Gold

Thimbles
Cameo Goods
Brooches
Fobs
Crosses
Baby Pins
Ring Mountings
Festoons
Emblem Goods
Pocket Knives
Silver and Gold

Match Boxes
Alberts
Vanity Sets in
Gold and Silver

Gold and Silver
Cigarette Cases

Lockets
Bracelets
Link Buttons
Veil Pins
Tie Clasps
Locket Rings
Cigar Cutters
Lapel Buttons
Rope Chains
Class Rings
Lorgnette Chains

The Howard Watch
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The Howard Watch
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The Howard Watch
A soon as a nom owna a

to take a new accountof time. And as soon as aman appreciates P.hhhiOn in '1.:7:F.Cit:1:ti timepiece he is in line fu HoWARD Watch. ")..

MAKERS OF COLD JEWELRY
TO THE JOBBING TRADE EXCLUSIVELY

POPULAR PRICES 
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E. HOWARD WATCH WORKS
Roion, Rs.

Folks Who Read these Howard Advertise-
ments Spend Nine Billion Dollars a Year

THE Howard advertisements reproduced above (in
miniature) are being published in the representative
farm papers of America.

They reach practically every farmer in the greatest wealth-producing
country on the globe.

The first of these advertisements appeared in April— already they have
turned up enough new business to disprove the time-worn assertion that
"The farmer won't buy fine watches."

These sales have all been made over the counters of local Howard jewelers.
The Howard jeweler is the only man who can supply a Howard Watch

to the consumer—and as we are constantly saying in our advertisements,
he is a good man to know."

American farmers will buy thousands of Howard Watches in the next
twelve months. How many you will sell depends on yourself.

Feature Howard Watches. Stock generously. Order Howards from
your jobbers.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS
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The Vogue of Railroad Watches
eet?Ol., Watch inspection is

now almost universal.
We can furnish promptly and
satisfactorily your requirements
in this line in

ELGIN, WALTHAM and HOWARD
with standard lines of dust- and damp-proof cases,
especially adapted to railroad service.

14 S. TENTH STREETH. O. HURLBURT & SONS PHILADELPHIA, PA.

ARE THOSE THAT SUGGEST THE
GOODS THEMSELVES

L 
Modern illustrated advertising is founded

W.L.on this truth.
A watch cut will naturally catch the eye of the person
who is thinking of purchasing a watch—and so with a
diamond, a scarf pin or other article.
We furnish at a merely nominal price cuts of this char-
acter: watches, clocks, cut glass, rings, china, etc., which
will attract the reader's attention and yet occupy a very
small portion of the advertising space.

SEND FOR SHEET OF ILLUSTRATIONS

AND PRICES

7

St. Louis, May .31, 1911

nother important step in the
march of progress of this institution
is herewith announced. Our capital-
ization has been increased to

One Million Dollars
necessitated by the rapid development
of our manufacturing department and
the extension of our business in general.

Our increased equipment places us
in the foremost rank as jewelry manu-
facturers, enabling us to be of splendid
service to many new customers and
to assure our old ones of a still
greater measure of usefulness to them.

EISENSTADT MFG. CO.
SAINT LOUIS, U. S. A.

The KEYSTONE PUBLISHING CO.
809-811-813 NORTH NINETEENTH STREET

PHILADELPHIA. PA.
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For Fourteen Years

L. P. WHITE, Philadelphia
has been a

Distributor of " New Englands"

Surely in that time he has had ample opportunity
to learn whether they are a safe and profitable

line and in good demand.

We quote from

His Recent Advertisement on " New Englands "

"Place Your Orders Now for

'New England' Lever Cavours
For fifteen years this watch, with Duplex Escape-
ment, has been a leader in the world's watch
market. By the substitution of the New Lever
Escapement, it is placed beyond competition among
watches of this size and grade."

Your Orders will be filled promptly

by

THE NEW ENGLAND WATCH CO.,
Waterbury, Conn.,

or

THE LEADING JOBBERS
Pacific Coast Agents, B. W. FREER CO., San Francisco, Cal.
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The Attleboros
Charles D. Lyons, of Mansfield, was one of the

guests of the Boston Chamber of Commerce when
16o business men from the Chicago Associations
of Commerce were entertained at the Hub City.
Among the speakers was John Mann, of Chicago,
well known in the Attleboros. A. L. Stone, of
Stone Brothers, Chicago, was another guest. Wal-
ter M. Lowney, of Mansfield, was chairman of the
Business Extension Committee, and had charge
of all arrangements for entertaining the guests.
A voluntary petition in bankruptcy has been

filed in the Bankruptcy Court at Boston by Will-
iam Nerney and Lester W. Nerney, proprietors
of William Nerney & Co. and the Douglass Nov-
elty Company, both jewelry concerns, located at
45 Union street, Attleboro. Liabilities are placed
at $21,764.45, and assets at $13,837.53. Individual
liabilities of William Nerney are given as $15,-
608.61, of which $2000 is secured, while $6148.61
is stated as unsecured. The sum of $1525 is ac-
commodation paper, and $59oo is for notes and
bills on which others are liable. His assets are
set forth as $11,169, and include real estate valued
at $4450, machinery $6000 and cash $70. Lester
W. Nerney's individual liability is $3500, all on
accommodation paper.
When Miss Lillian Fisher, bookkeeper for the

Allen-McNerney Company, walked into the office
of the concern, which she had left a few minutes
before, on the morning of June 14th, she found
a man bending over the safe and in the act of
rifling it. When she appeared the man turned
and ran out of the office. An investigation showed
that nothing had been taken.
Wm. Bristol Commandery, Knights Templars,

of Attleboro, and Holy Sepulcher Commandery,
of Pawtucket, united in Attleboro on June 24th
in the celebration of St. John's Day. There was
a big street parade, dinner at Talaquega Park
and a concert and entertainment in the afternoon.
Winthrop F. Barden, Eminent Commander of
Bristol Commandery; Charles L. Barrows, Gen-
eralissimo, and Alfred B. Hodges, Captain Gen-
eral, were the committee in charge. George H.
Sykes was marshal.
A big addition is to be made to Attleboro in-

dustries by the erection of a big factory in the
south part of the town for bleaching, dyeing, etc.
The factory will be built by the Crown Manu-
facturing Company, of Pawtucket, recently in-
corporated, and will employ several hundred
hands. Attleboro will be benefited principally by
the income from taxes. The factory will be lo-
cated on the India Point Railroad. Prominent
business men of Pawtucket are behind the ven-
ture, and everything is in readiness to commence
work on the building.
Ervin V. Sweet has launched a handsome new

yacht at Narragansett Bay. Another yacht is
under construction for Frank H. Tappan, of At-
tleboro, and is soon to be launched.
S. 0. Bigney, of S. 0. Bigney & Co., was one

of the 2000 who were invited from various parts
of the country to attend the reception to Mrs.
William H. Taft at Washington.
The latest piece of legislative enactment of in-

terest to the jewelers is the fifty-four-hour labor
bill signed by Governor Foss. It requires that
women and minors shall not be employed more
than fifty-four hours in any week. The jewelers
believe they will be able to work their employees,
however, as the opinion of the Attorney General
is to the effect that jewelry is a product made by
seasons, and can come within the provisions of
the law. The "season" clause is that employees
above mentioned may work more than fifty-four
hours in one week provided they do not average
more than that during the year.
The Attleboro Manufacturing Company has en-

tered suit against the Frankfort Marine Accident
and Plate Glass Insurance Company to recover
$12,343.81, this sum being the difference between
the amount the company paid and a verdict al-
lowed by the Superior Court in the case of James
Hodde against the Attleboro Manufacturing Com-
pany. In its suit the latter company charges that
the insurance company was lax in preparing its
defense of the case. Hodde was injured by acid
while in the employ of the jewelry concern.
On Thursday, June 15th, Mr. and Mrs. Amos

Blackinton, Jr., observed the twenty-fifth anni-
versary of their wedding. They were entertained
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at the summer home of Mr. and Mrs. Arthur A.
McRae, in Barrington, R. I., and were presented
with a handsome picture. They received many
other gifts.
Thomas Heath has designed a medal for the

Highland Country Club to be used in the Goat
Tournament. On one side is a large goat. Each
player is equipped with a medal, aml the inscrip-
tion signifies that he is playing for his opponent's
goat.
The new automobile fire truck for the fire de-

partment arrived about July 1st. It will be a
great addition to the fire-fighting apparatus, and
will be stationed at South Main street.
Miss Eva Eleanor Phipps, for many years book-

keeper for the McRae and Keeler Company, was
married June 9th to Robert Allen Cook, of Mil-
ford, a prominent young architect of that town.
He is also Exalted Ruler of the Milford Lodge of
Elks.
Aldro A. French, of the D. E. Makpeace Com-

pany, is erecting a handsome new residence on
County street between that of Samuel M. Ein-
stein and Edward L. Gowen.
The new addition to the Watson & Newell fac-

tory, on Mechanics street, is nearly ready for
occupancy. In addition to accommodating several
departments which have outgrown their present
quarters it will hold a cut glass department which
is to be installed.
Arthur Page, nresident of the Stevens Arms

and Tools Company and of the Stevens Duryea
Automobile Company, has been the guest of Mr.
and Mrs. James E. Blake.
A meeting of the trustees of the company which

erected the Frank Mossberg Company factory
over a year ago held their first annual meeting
early in June and heard encouraging reports. The
concern has occupied the factory for one year.
The trustees were appointed at the instigation of
the Board of Trade, and erected a $5o,000 factory
to keep the Mossberg Company from leaving
town.
Mr. and Mrs. Albert S. Ingraham observed the

twenty-fifth aniversary of their wedding on June
25th at their handsome residence on North Main
street.
An attempt has been made to make the Attle-

boro Gas Company reduce the price of gas. The
Selectmen threaten to take the case to the Gas
Commissioners, claiming that the company is in
a position to furnish cheaper gas. Large jewelry
concerns that use quantities of gas are in hopes
the reduction will be accomplished.
Amos Blackinton, Jr., has in preparation a club

garage which will accommodate ten automobiles.
It is planned to have ten stalls and a mechanic
to care for the machines. Work on the garage
will soon be started.

Captain Lawrence Cook, of Company I, has
gone to Texas to take part in the maneouvers of
the army in that State.

S. M. Einstein has moved into his handsome
new residence on County street. It is one of the
most imposing in Attleboro, and was designed by
a Pittsburg architect.
James Howard, the bogus directory agent, who

was apprehended in Attleboro, was sentenced to
two years in jail when the case came up for trial
in the Superior Court at Taunton. S. 0. Bigney
and Charles 0. Sweet were the complainants,
alleging that Howard endeavored to collect money
from their concerns for advertisements in a di-
rectory that never existed. Howard had served
time in Ohio, and an attorney made the trip from
that State to Massachusetts to appear against him.
The North Attleboro Board of Trade has

elected the following officers : President, William
C. Hobbs; vice-president, William H. Bell; secre-
tary, Carl A. Hempell; treasurer, Frank T. West-
cott. Directors—Charles 0. Mason, William D.
Ralph, Noah J. Magnan, Walter B. Ballou, Louis
E. Freeman, Albion D. Cook, Joseph B. Gerould,
Charles T. Paye, Sylvester J. McGinn, J. J. Som-
mer, Ernest I. Upham, Orin W. Clifford, Charles
S. Davol and William W. Staples.
The North Attleboro Gas Company has an-

nounced a reduction in the price of gas beginning
July 1st. The former rate was $1.60 per moo feet,
and the new rate is $1.40 with a discount of 20
cents and 25 cents to all consumers who use more
than 40,000 feet.
At Grace Church, North Attleboro, early in

June, Miss Edith Osgood, daughter of Rev. and
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Mrs. George E. Osgood, was married to George
E. Nerney, of Attleboro, son of Mr. and Mrs.
Peter Nerney, of that town. The ceremony was
performed by the bride's father and brother, Rev.
Phillips E. Osgood. The church was beautifully
decorated and music was furnished by the vested
choir of twenty-five voices. Several classmates of
the bride from Wellesley College were present
and took part. The groom is a member of the
firm of C. M. Robbins Company, of Attleboro,
manufacturers of emblems.
George A. Chisholm, the Yale athlete and noted

hurdler, has entered the employ of Bugbee &
Niles Company, North Attleboro, as salesman.
Edward T. Sommer, New York salesman for

J. J. Sommer & Co., North Attleboro, became a
Benedict on June 28th.

Jewelers' Security Alliance
The regular monthly meeting of the executive

committee of the Jewelers' Security Alliance was
held on June 9th, the following members being
present : Vice-president Champenois, Treasurer
Karsch, Secretary Noyes, and Messrs. Abbott,
Brown, Stern and Wormser. The following new
members were admitted:

Enterprise Jewelry Co, Denver, Colo.
Francis Jewelry Co., Denver, Colo.
William Kley, Denver, Colo.
William Oppenheitn, Denver, Colo.
II. Solomon, Denver, Colo.
Alfred Swanson, Denver, Colo.
L. W. Walker, Denver, Colo.
Lewis Finkelstein, St. Paul, Minn.
Heyman Company, Phila., Pa.
C. H. Kuehule

' 
Brooklyn, N. Y.

L. E. Merrill, Milford, N. II.
C. E. Penington Co., Riverside, Cal.
L. M. Bayne, Niobrara, Nebr.w. E. Bell, Little Rock, Ark.
Storthz Brothers, Little Rock, Ark.
F. W. Strobach, Little Rock, Ark.
Brannan Brothers Loveland, Colo.
Melia & Iscman, Loveland, Colo.
J. H. Brooks, Ft. Smith, Ark.
Hardway-Williams Jewelry Co., Ft. Smith, Ark.
Crown Jewelry Co., San Antonio, Texas
C. P. Haskins, Ballston Spa, N. Y.
F. J. Kamber, Colorado Springs, Colo.
W. J. Peyser, Colorado Springs, Colo.
C. P. Pettingill, Boulder, Colo.
II. G. Petty, Ft. Collins, Colo.
Perry Short, Monett, Mo.
II. H. Thurlby, Greeley, Colo.
W. B. Dahl, Minneapolis, Minn.
Thos. R. Dickie, Danvers, Mass.
Mrs. K. H. Evans, Reading, Pa.
Smith & Behrens, New York City
Leitch & Trimble, Hastings, Nebr.
C. G. Rhoads, Lewistown, Pa.
Welte & Wieting, Peoria, Ill.
W. E. Trein Jewelry Co., Dixon, Ill.
J. B. Fisher, East Radford, Va.
Robert D. Louis, Auburn, N. Y.
Jack C. Riedel, Paris, Ill.
B.reiling Jewelry Co., San Francisco, Cal.
Yeager & Stoaks Grinnell, Iowa
H. A. Fitch. Belgrade, Nebr.
L. Ernest Briggs, Falmouth, Mass.
Chas. Grunebaum, Atlantic City, N. J.
E. Hallett, Lincoln, Nebr.
Meyer Hurwitz Jewelry Co., East St. Louis, Ill.
Philip E. Schwarz, Pittsfield, Mass.
Theo. Sims, Hastings, Nebr.
Emil R. Zielke, Omaha, Nebr.

N0. C. Zinn, Hastings, ebr.

The following rewards were ordered paid:
No. 142—To the Milwaukee Police Department

for the arrest and conviction of John Bradshaw,
who smashed the glass in the show window of
B. W. Thien's jewelry store on April 6th. The
thief was arrested while trying to dispose of the
stolen property in several pawnshops.
No. 143—To Chief of Police L. E. Christian, of

the Galion Police Department, for the arrest and
conviction of Jacob Kritzer and James McLaugh-
lin, who smashed the show window in the jewelry
store of J. P. Hale, of Akron, Ohio, in February.
The thieves were caught trying to dispose of the
stolen goods, and all the missing property, except
about $50 worth, was recovered.
No. 144—To E. E. McDole and Officers Ran-

dolph, Stapleton & Schmidt, for the arrest and
conviction of Frank Ray, who smashed the show
window in the jewelry store of Henry G. Gold-
schmidt, of Davenport, Iowa, and who was sen-
tenced to ten years in the penitentiary at Fort
Madison.
No. 145—To Chief of Police H. W. Wisdom, of

Denison, Texas, for the arrest and conviction of
Ira Taylor, who burglarized the jewelry store of
A. A. Nilson by forcing an entrance through a
rear window on February 9th. The man was
sentenced to five years in the Texas penitentiary.



For Fourteen Years

L. P. WHITE, Philadelphia
has heen a

Distributor of " New Englands" 

Surely in that time he has had ample opportunity
to learn whether they are a safe and profitable
line and in good demand.

We quote from

His Recent Advertisement on " New Englands "

"Place Your Orders Now for

'New England' Lever Cavours
For fifteen years this watch, with Duplex Escape-
ment, has been a leader in the world's watch
market. By the substitution of the New Lever
Escapement, it is placed beyond competition among
watches of this size and grade."

Your Orders will be tilled promptly

by

THE NEW ENGLAND WATCH CO.,
Waterbury, Conn.,

or

THE LEADING JOBBERS
Pacific Coast Agents, B. W. FREER CO., San Francisco, Cal.
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The Attleboros
Charles D. Lyons, of Mansfield, was one of the

guests of the Boston Chamber of Commerce when
16o business men from the Chicago Associations
of Commerce were entertained at the Hub City.
Among the speakers was John Mann, of Chicago,
well known in the Attleboros. A. L. Stone, of
Stone Brothers, Chicago, was another guest. Wal-
ter M. Lowney, of Mansfield, was chairman of the
Business Extension Committee, and had charge
of all arrangements for entertaining the guests.

A voluntary petition in bankruptcy has been
filed in the Bankruptcy Court at Boston by Will-
iam Nerney and Lester W. Nerney, proprietors
of William Nerney & Co. and the Douglass Nov-
elty Company, both jewelry concerns, located at
45 Union street, Attleboro. Liabilities are placed
at $21,764.45, and assets at $13,837.53. Individual
liabilities of William Nerney are given as $15,-
6o8.61, of which $2000 is secured, while $6148.61
is stated as unsecured. The sum of $1525 is ac-
commodation paper, and $5900 is for notes and
bills on which others are liable. His assets are
set forth as $11,169, and include real estate valued
at $4450, machinery $6000 and cash $70. Lester
W. Nerney's individual liability is $3500, all on
accommodation paper.
When Miss Lillian Fisher, bookkeeper for the

Allen-McNerney Company, walked into the office
of the concern, which she had left a few minutes
before, on the morning of June 14th, she found
a man bending over the safe and in the act of
rifling it. When she appeared the man turned
and ran out of the office. An investigation showed
that nothing had been taken.
Wm. Bristol Commandery, Knights Templars,

of Attleboro, and Holy Sepulcher Commandery,
of Pawtucket, united in Attleboro on June 24th
in the celebration of St. John's Day. There was
a big street parade, dinner at Talaquega Park
and a concert and entertainment in the afternoon.
Winthrop F. Barden, Eminent Commander of
Bristol Commandery; Charles L. Barrows, Gen-
eralissimo, and Alfred B. Hodges, Captain Gen-
eral, were the committee in charge. George H.
Sykes was marshal.
A big addition is to be made to Attleboro in-

dustries by the erection of a big factory in the
south part of the town for bleaching, dyeing, etc.
The factory will be built by the Crown Manu-
facturing Company, of Pawtucket, recently in-
corporated, and will employ several hundred
hands. Attleboro will be benefited principally by
the income from taxes. The factory will be lo-
cated on the India Point Railroad. Prominent
business men of Pawtucket are behind the ven-
ture, and everything is in readiness to commence
work on the building.
Ervin V. Sweet has launched a handsome new

yacht at Narragansett Bay. Another yacht is
under construction for Frank H. Tappan, of At-
tleboro, and is soon to be launched.
S. 0. Bigney, of S. 0. Bigney & Co., was one

of the 2000 who were invited from various parts
of the country to attend the reception to Mrs.
William H. Taft at Washington.
The latest piece of legislative enactment of in-

terest to the jewelers is the fifty-four-hour labor
bill signed by Governor Foss. It requires that
women and minors shall not be employed more
than fifty-four hours in any week. The jewelers
believe they will be able to work their employees,
however, as the opinion of the Attorney General
is to the effect that jewelry is a product made by
seasons, and can come within the provisions of
the law. The "season" clause is that employees
above mentioned may work more than fifty-four
hours in one week provided they do not average
more than that during the year.
The Attleboro Manufacturing Company has en-

tered suit against the Frankfort Marine Accident
and Plate Glass Insurance Company to recover
$12,343.81, this sum being the difference between
the amount the company paid and a verdict al-
lowed by the Superior Court in the case of James
Hodde against the Attleboro Manufacturing Com-
pany. In its suit the latter company charges that
the insurance company was lax in preparing its
defense of the case. Hodde was injured by acid
while in the employ of the jewelry concern.
On Thursday, June 15th, Mr. and Mrs. Amos

Blackinton, Jr., observed the twenty-fifth anni-
versary of their wedding. They were entertained
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at the summer home of Mr. and Mrs. Arthur A.
McRae, in Barrington, R. I., and were presented
with a handsome picture. They received many
other gifts.
Thomas Heath has designed a medal for the

Highland Country Club to be used in the Goat
Tournament. On one side is a large goat. Each
player is equipped with a medal, and the inscrip-
tion signifies that he is playing for his opponent's
goat.
The new automobile fire truck for the fire de-

partment arrived about July 1st. It will be a
great addition to the fire-fighting apparatus, and
will be stationed at South Main street.
Miss Eva Eleanor Phipps, for many years book-

keeper for the McRae and Keeler Company, was
married June 9th to Robert Allen Cook, of Mil-
ford, a prominent young architect of that town.
He is also Exalted Ruler of the Milford Lodge of
Elks.
Aldro A. French, of the D. E. Makpeace Com-

pany, is erecting a handsome new residence on
County street between that of Samuel M. Ein-
stein and Edward L. Gowen.
The new addition to the Watson & Newell fac-

tory, on Mechanics street, is nearly ready for
occupancy. In addition to accommodating several
departments which have outgrown their present
quarters it will hold a cut glass department which
is to be installed.
Arthur Page, nresident of the Stevens Arms

and Tools Company and of the Stevens Duryea
Automobile Company, has been the guest of Mr.
and Mrs. James E. Blake.
A meeting of the trustees of the company which

erected the Frank Mossberg Company factory
over a year ago held their first annual meeting
early in June and heard encouraging reports. The
concern has occupied the factory for one year.
The trustees were appointed at the instigation of
the Board of Trade, and erected a $5o,000 factory
to keep the Mossberg Company from leaving
town.
Mr. and Mrs. Albert S. Ingraham observed the

twenty-fifth aniversary of their wedding on June
25th at their handsome residence on North Main
street.
An attempt has been made to make the Attle-

boro Gas Company reduce the price of gas. The
Selectmen threaten to take the case to the Gas
Commissioners, claiming that the company is in
a position to furnish cheaper gas. Large jewelry
concerns that use quantities of gas are in hopes
the reduction will be accomplished.
Amos Blackinton, Jr., has in preparation a club

garage which will accommodate ten automobiles.
It is planned to have ten stalls and a mechanic
to care for the machines. Work on the garage
will soon be started.
Captain Lawrence Cook, of Company I, has

gone to Texas to take part in the maneouvers of
the army in that State.
S. M. Einstein has moved into his handsome

new residence on County street. It is one of the
most imposing in Attleboro, and was designed by
a Pittsburg architect.
James Howard, the bogus directory agent, who

was apprehended in Attleboro, was sentenced to
two years in jail when the case came up for trial
in the Superior Court at Taunton. S. 0. Bigney
and Charles 0. Sweet were the complainants,
alleging that Howard endeavored to collect money
from their concerns for advertisements in a di-
rectory that never existed. Howard had served
time in Ohio, and an attorney made the trip from
that State to Massachusetts to appear against him.
The North Attleboro Board of Trade has

elected the following officers: President, William
C. Hobbs; vice-president, William H. Bell; secre-
tary, Carl A. Hempell ; treasurer, Frank T. West-
cott. Directors—Charles 0. Mason, William D.
Ralph, Noah J. Magnan, Walter B. Ballou, Louis
E. Freeman, Albion D. Cook, Joseph B. Gerould,
Charles T. Paye, Sylvester J. McGinn, J. J. Som-
mer, Ernest I. Upham, Orin W. Clifford, Charles
S. Davol and William W. Staples.
The North Attleboro Gas Company has an-

nounced a reduction in the price of gas beginning
July 1st. The former rate was $1.6o per moo feet,
and the new rate is $1.40 with a discount of 20
cents and 25 cents to all consumers who use more
than 40,000 feet.
At Grace Church, North Attleboro, early in

June, Miss Edith Osgood, daughter of Rev. and
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Mrs. George E. Osgood, was married to George
E. Nerney, of Attleboro, son of Mr. and Mrs.
Peter Nerney, of that town. The ceremony was
performed by the bride's father and brother, Rev.
Phillips E. Osgood. The church was beautifully
decorated and music was furnished by the vested
choir of twenty-five voices. Several classmates of
the bride from Wellesley College were present
and took part. The groom is a member of the
firm of C. M. Robbins Company, of Attleboro,
manufacturers of emblems.
George A. Chisholm, the Yale athlete and noted

hurdler, has entered the employ of Bugbee &
Niles Company, North Attleboro, as salesman.
Edward T. Sommer, New York salesman for

J. J. Sommer & Co., North Attleboro, became a
Benedict on June 28th.

Jewelers' Security Alliance
The regular monthly meeting of the executive

committee of the Jewelers' Security Alliance was
held on June 9th, the following members being
present : Vice-president Champenois, Treasurer
Karsch, Secretary Noyes, and Messrs. Abbott,
Brown, Stern and Wormser. The following new
members were admitted :

Enterprise Jewelry Co., Denver,_ Colo.
Francis Jewelry Co., Denver, Colo.
William Kley, Denver, Colo.
William Oppenheirn, Denver, Colo.
H. Solomon, Denver, Colo.
Alfred Swanson, Denver, Colo.
L. W. Walker, Denver, Colo.
Lewis Finkelstein, St. Paul, Minn.
Heyman Company, Phila., Pa.
C. H. Kuehule, Brooklyn, N. Y.
L. E. Merrill, Milford, N. H.
C. E. Penington Co., Riverside, Cal.
L. M. Bayne, Niobrara, Nebr.
W. E. I3ell, Little Rock, Ark.
Storthz Brothers, Little Rock, Ark.
F. W. Strobach, Little Rock, Ark.
Brannan Brothers Loveland, Colo.
Melia & Iseman, Loveland, Colo.
J. II. Brooks, Ft. Smith, Ark.
Hardway-Williams Jewelry Co., Ft. Smith, Ark.
Crown Jewelry Co., San Antonio, Texas
C. P. Haskins, Ballston Spa, N. Y.
F. J. Kamber, Colorado Springs, Colo.
W. J. Peyser, Colorado Springs, Colo.
C. P. Pettingill, Boulder, Colo.
H. G. Petty, Ft. Collins, Colo.
Perry Short, Monett, Mo.
H. H. Thurlby, Greeley, Colo.
W. B. Dahl, Minneapolis, Minn.
Thos. R. Dickie, Danvers, Mass.
Mrs. K. H. Evans, Reading, Pa.
Smith & Behrens, New York City
Leitch & Trimble, Hastings, Nebr.
C. G. Rhoads, Lewistown, Pa.
Welte & Wieting, Peoria, Ill.
W. E. Trein Jewelry Co., Dixon, Ill.
J. B. Fisher, East Radford, Va.
Robert 1). Louis, Auburn, N. Y.
Jack C. Riedel, Paris, Ill.
Breiling Jewelry Co., San Francisco, Cal.
Yeager & Stoaks, Grinnell, Iowa
H. A. Fitch, Belgrade, Nebr.
L. Ernest Briggs, Falmouth, Mass.
Chas. Grunebaum, Atlantic City, N. J.
E. Hallett, Lincoln, Nebr.
Meyer Hurwitz Jewelry Co., East St. Louis, Ill.
Philip E. Schwarz, Pittsfield, Mass.
Theo. Sims, Hastings, Nebr.
Emil R. Zielke, Omaha, Nebr.

N0. C. Zinn, Hastings, ebr.

The following rewards were ordered paid:
No. 142—To the Milwaukee Police Department

for the arrest and conviction of John Bradshaw,
who smashed the glass in the show window of
B. W. Thien's jewelry store on April 6th. The
thief was arrested while trying to dispose of the
stolen property in several pawnshops.
No. 143—To Chief of Police L. E. Christian, of

the Galion Police Department, for the arrest and
conviction of Jacob Kritzer and James McLaugh-
lin, who smashed the show window in the jewelry
store of J. P. Hale, of Akron, Ohio, in February.
The thieves were caught trying to dispose of the
stolen goods, and all the missing property, except
about $50 worth, was recovered.
No. I44—To E. E. McDole and Officers Ran-

dolph, Stapleton & Schmidt, for the arrest and
conviction of Frank Ray, who smashed the show
window in the jewelry store of Henry G. Gold-
schmidt, of Davenport, Iowa, and who was sen-
tenced to ten years in the penitentiary at Fort
Madison.
No. 145—To Chief of Police H. W. Wisdom, of

Denison, Texas, for the arrest and conviction of
Ira Taylor, who burglarized the jewelry store of
A. A. Nilson by forcing an entrance through a
rear window on February 9th. The man was
sentenced to five years in the Texas penitentiary.
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New England

F. S. Gray, of Rochester, N. H., wa
s recently

in Boston, spending several days in t
hat city.

W. H. Blacar, of Bangor, Maine,
 was burned

out at the recent large fire which practically

destroyed the city of Bangor. B. 
0. Gordon, of

Bangor, was also burned out. The
 fire was just

barely checked and put out before 
it reached the

store of I. M. Hutchins. In fact i
t was so close

it scorched the walls of his store.

F. B. Pearson, at 21 Traverse S
treet, Boston,

Mass., was recently quite ill.

W. G. Eaton, of Bellows Falls, Vt.,
 is succeeded

by Collins & Floyd.

Grace C. M. Leish, formerly with
 Herrmann's,

at Newport, R. I., has opened a n
ew jewelry store

in that city at 272 Thames Street.

Thomas Dickey, heretofore a wa
tchmaker for

A. J. Churchill, of New Britain, Conn., has

opened a jewelry store in Danvers
, Mass.

The Board of Trade of Portl
and, Maine, re-

cently made a missionary tour 
of the State of

Maine, seeking to promote the in
terests of Port-

land as a trading center in that
 State. Among

the members in the optical and jewelry trade

that were on the trip are J. W
. D. Carter, of

Carter Bros., and Wm. Leuter, of
 Wm. Leuter &

Co.
Lester W. Stiles, for the pas

t five years in

charge of the business of N.
 Charles Dodge,

Springfield, Vt., has purchased 
Mr. Dodge's in-

terest and good-will of the bu
siness and has also

purchased the stock, good-wi
ll and fixtures of

G. F. Wheeler, of the same to
wn. He has now

combined the stocks and move
d into the Wheeler

store, where he is conducting b
usiness under his

own name. The store has b
een remodeled and

handsomely refurnished with 
up-to-date fixtures

and is now one of the most 
attractive establish-

ments in that section of Verm
ont.

The Addison brothers, Thomas and Charle
s,

Chelsea, have returned from 
their annual spring

outing at Small Point, Main
e, where they had

as guests for a part of their 
stay about a dozen

fellow business men of Chelse
a.

Salesmen for the Boston job
bers who visited

Bangor, Maine, since the rece
nt conflagration re-

port that the opticians and
 jewelers who were

burned out are cheerfully mak
ing new plans for

future business.. The Blacar Jewel
ry Co. has

temporary quarters, pending rebuilding by the

owners of the property where
 it was located, and

Bert Gordon has a second f
loor for the present

on Main Street. Bernard Pol, whose store es-

caped, although his residence was burned, s
ays

he is thankful that he did n
ot lose both. He is

stopping at the same Bangor
 hotel in which he

and Mrs. Pol lived for a wh
ile after their mar-

riage, and says they are 
considering the event

as a new honeymoon.
Fred L. Smith has opened an 

office in Man-

chester, Mass., where he will d
o fine jewelry re-

pairing and anything in the opti
cal line.

George E. Homer, of Winter
 Street, Boston,

has returned from a very e
njoyable outing at

Sebago Lake, Maine.
At the annual meeting of the Middletown

Business Men's Association, held recently at

Crystal Lake Park, George J.
 Fisher was unani-

mously elected president, succeeding John F.

Convey.
Frank Chick, of Boston, ha

s returned from

his European tour.
Robert H. Lewis, of Harvey

 & Lewis, Hart-

ford, Conn., recently had his
 automobile stolen

from him after he had left 
it in front of the

Hartford Club. The police w
ent to work on it

right away. At this writing nothing ha
s been

heard about its recovery.

Harris Rothstein, wanted in Bost
on in connec-

tion with the robbery of the 
jewelry store of

Samuel E. Ullian, at 1113 Wa
shington Street,

when $15,000 worth of valuables were stolen,

has been arrested near St. Pete
rsburg, according

to a cablegram received at polic
e headquarters re-

cently from Inspector Thomas 
H. Lynch, who is

in Europe working on the ca
se. Rothstein will

be brought back to this count
ry as soon as ex-

tradition papers can be obta
ined.

H. M. Woodruff, of Peterboro, N. H.,
 was re-

cently in Boston for a few days.

Mayor Fitzgerald, of Boston, recentl
y received

and accepted one of the most remarka
ble invita-

tions which ever reached City Hall
 of Boston,

Mass. It was an invitation sent to the Ma
yor

and the "First Lady of Boston" fro
m the Presi-

dent and "The First Lady of the Na
tion" to at-

tend the reception and ball that wa
s given at the

White House on June 19th, when 
the twenty-fifth

wedding anniversary of the Presid
ent and Mrs.

Taft was observed. A feature of 
the invitations

which were sent out for the big s
ocial event was

that the names of those invited 
were engraved

upon the invitation cards. Thus 
a separate small

plate was necessary for each invi
tation. On the

invitation card the Presidential crest and the

numerals "1886-1911," indicating
 the length of

time the President and Mrs. Taft
 have been mar-

ried, were in silver, signifying th
at the occasion

was to be the silver wedding a
nniversary of the

couple. The words "The Whit
e House" on the

envelope which bore the invitat
ion were likewise

in silver.
Burglars recently reaped a rich h

aul by entering

the optical and jewelry store of
 Arthur B. Dun-

can, corner of Market Square a
nd Daniel Street,

Portsmouth, N. H. Entrance was effected

through a transom of the Danie
l Street entrance.

Seventeen watches, two fountai
n pens and other

valuables were taken. The st
ore is in the heart

of the business section of the cit
y and the robbery

is the boldest that has taken pl
ace for years. A

power boat belonging to John
 P. Stone, moored

at the foot of Daniel Street, wa
s also stolen dur-

ing the same night, and is suppo
sed to have been

taken by the same parties.

A big clock that told the ti
me to thousands

who passed in front of 76 S
ummer Street, Bos-

ton, Mass., was struck by a
 passing wagon at

noon recently, causing the clo
ck to crash to the

street. The clock weighed about half
 a ton. A

projecting log from an exp
ress wagon hit the

clock and broke it off at its b
ase. There was a

scurrying of the crowd in th
e street. One man

was knocked down. He was
 helped into a barber

shop and was in a dazed 
condition for some

time.
A burglary was committed in 

the downtown

district of Boston recently, more than $200 in

cash and jewelry being stolen. 
The burglary was

in the store of the New Engla
nd Jewelry Co., at

305 Washington Street, of whi
ch .K. Bernstein is

proprietor. This store is on the west side of

Washington Street, opposite the Old South

Church, where electric lights i
lluminate the street

all night. The burglar or burglars for
ced the

front door. As the store is o
n the ground floor

this was an audacious trick in
 itself.

The police of Lawrence were very 
much grati-

fied recently over the capture of 
Arthur Oklaski,

who was arrested first on a char
ge of vagrancy

but later found to be implicated in the four

burglaries in which a large qua
ntity of jewelry

was stolen. When arrested the man
 was trying to

sell a watch and as he admitted h
e had no home

he was taken into custody. In his pockets the

officers found jewelry of all desc
riptions and an

investigation was made to find ou
t where it catne

from. It was learned that the store 
of Franz

Schneider, 242 Essex Street, had been broken

into the night before and $100 w
orth of jewelry

taken and an employee of the
 jeweler came to

the police station and identified some of the

stolen property as that of the pl
under taken from

this store. Later it was learned that some of

the property belonged to Geor
ge W. De Mars,

208 Essex Street, and Jacob Her
shoff & Son, 406

Common Street, whose stores
 were robbed early

in March. He admited thefts f
rom the De Mars

and Hershoff stores, and later 
admitted that he

was the man who broke into
 the store of Etta

Sager, on South Union Street, 
November 1st of

last year.
Max Smuckler, who was recently

 brought back

from New York to Boston after h
e had exhausted

every means to prevent his extr
adition, was held

in $3500 bail by Judge McLaug
hlin in the Su-

perior Criminal Court. Smuckle
r is charged with

having broken into the jewelry
 store of Philip

Rahlin, 323 Fremont Street, Bos
ton, Mass., Feb-

ruary 12th and stealing jewelr
y worth $5824.

Hiram Eugene Tanner, brother
 of Gen. Herbert
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S. Tanner, jeweler on Westminster Stre
et, Provi-

dence, R. I., with whom he was associa
ted for a

number of years, died at his summe
r home in

Riverview after an illness of several months.

He suffered a shock in November, 190
9, but was

able for a time to be about and dire
ct the watch

and clock department, which was u
nder his im-

mediate supervision. Thinking that his health

would be benefited by the change 
and the prox-

imity to the salt water, he was rem
oved to his

summer cottage about a year ago,
 and had been

there ever since.

The Providence Mesh Bag Co. has b
egun busi-

ness at 270 Westminster Street, Pr
ovidence, R. I.

The Rhode Island Enameling Co. 
is the name

of a new concern which recently be
gan business

at 9 Calendar Street, Providence, R
. I.

C. F. Hovey & Co., of Boston, have
 opened a

new jewelry section near the Avon
 Street en-

trance to their store.

A. S. Hirshberg, of Boston, wh
o has been

abroad during the past month, was
 scheduled to

sail for home May 24th on the Kronp
ritte Wilhelm.

Maynard & Co., of Boylston Street, Boston,

are about to discontinue certain li
nes of sterling

silver that they have been carryin
g and are offer-

ing them at a special reduction s
ale.

Ivory tusks valued at $40,000 came
 into Boston

recently on the Leyland liner Columbian from

London. They were for the facto
ry of the Tower

Co. in Cambridge, where piano ke
ys are manu-

factured.
The Boston Diamond Cutting Co., o

f the Wash-

ington Building, is busy turning
 out some fine

specimens of the cutter's art, a la
rge purchase of

diamonds in the rough having b
een made by A.

Levy, of the concern, on a re
cent trip to New

York.
Louis Smith, a 15-year-old Char

lestown district

lad, was held for the Juvenile
 Court May i6th,

charged with breaking into the
 jewelry store of

Abraham Brillant, at 90 Leveret
t Street, on Feb-

ruary 25th, when five watches, 
valued at $6o, were

stolen. Other arrests have been made p
reviously

in connection with the break.

William C. Dorrety, maker of e
mblems, class

pins, trophies and prize cups, who recently ex-

panded his establishment in the Washington

Building by adding another large
 workroom, has

fitted up his display room han
dsomely and now

has opportunity to make a muc
h more extensive

showing of his products.
The New England Watchmakers' Cl

ub is pre-

paring to grant a certificate of profi
ciency to those

who have qualified as experts un
der its super-

vision. It is calculated that the parchment 
will

be accepted as a recommendation a
mong employ-

ers generally throughout this sectio
n, as the aims

and accomplished results of the c
lub have won

recognition for their high standards
.

Edw. A. Alpers, for thirty years 
an employee

of Landers, Frary & Clark, New
 Britain, Conn..

died at the age of 87 at that plac
e recently.

A clever "pennyweighter" entered
 the store co

Samuel Newman & Co., in Hartf
ord, Conn., re-

cently and while looking at val
uable rings man-

aged to substitute two imitation
 gems and escape

One of the stolen rings was va
lued at $ioo and

the other one a trifle less. The
 man is described

as about 22 years old, brown 
eyes, full, round

face, and smooth complexion.

Matthew Zellenski, employed at factory 
"P"

of the International Silver Co., was instant])

killed at that factory recently. 
Zellenski was at

tempting to adjust a belt when 
his foot became

caught and he was whirled arou
nd the shafting

and instantly killed. He was 21
 years of age and

unmarried.
A number of the employees of the S

mith-Pat-

terson Co. were the guests recently of Byron

Miller, head engraver of the conce
rn, on a harbor

cruise in his schooner yacht.

Papers went on record recently for the sal(

of the property at the corner of
 Washington.

Summer and Hawley Streets, Bost
on, in which a

number of jewelr I concerns are lo
cated that will

have to vacate shortly. D. J. Dannahy & Co,

removed to their new quarters i
n the Jewelers

Building from 418 Washington
 Street, their old

location being in one of the buil
dings transferred

Conover Fitch, of the Waltham W
atch Co., has

purchased an attractive residence in Brookline,
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ith about 16,000 square
 feet of land, and will

occupy the estate at the close
 of the summer sea-

son.
Thomas G. Frothingham, of

 the T. G. Froth-

ingham & Co., of North
 Attleboro, has pur-

chased a new automobile.

F. H. Carpenter, for man
y years salesman for

the W. & S. Blackinto
n Co., of North Attlebor

o,

k homeward bound fr
om a trip enjoyed in Chin

a.

George A. Chisholm, the cra
ck hurdler of the

Vale University, after 
graduating from college

will take a position as 
salesman for the Bugbee

& Niles Co., of North A
ttleboro, which is owned

by his father, Alpin Chis
holm.

C. 0. Lawton, of Harris 
& Lawton, of Boston,

has opened his summer
 home at Point Allerto

n,

N antasket.

A. W. Armington, of the
 Shreve, Crump & Low

Co., sailed on the Lusitan
ia June 21st on his an-

nual trip to the markets o
f Europe.

H. Green, a wholesale 
and retail jeweler at

278 Hanover Street, B
oston, is opening anothe

r

jewelry store at 224 Hanov
er Street.

An automobile party, consisting of Mr.
 and

Mrs. George N. Steere, M
r. and Mrs. George L.

Shepardson, Mr. and Mrs.
 Edward B. Shepard

and Mr. and Mrs. Gus 
Strandberg, in two large

touring cars, reached 
Providence recently from

nearly a week's tour of 
the White Mountains an

d

the Berkshire Hills in 
New Hampshire and Mas

-

sachusetts.
The Edmund H. Hurst C

o., of Boston, had its

formal opening of its new 
quarters in Room 56,

Jewelers' Building. Mr. Hurst, who was fo
r-

merly of Nathan & Hurs
t, sent out upward of

moo invitations to friend
s, and a feature of the

occasion was the presentati
on of a valuable scarf

pin to the twenty-fifth c
ustomer of the day. Mr.

Hurst was showered with
 congratulations upon

his venture and received 
a number of floral re-

membrances to add to the 
attractiveness of his

new quarters.

Rothchild & Levy, of P
rovidence, are arrang-

ing to enlarge their plant b
ecause of the increas-

ing business it is doing 
in German silver mesh

bags. It is understood that they
 have a series of

orders for delivery befo
re Christmas from one

Chicago jobbing house that aggregates about

$45,000.
Col. S. 0. Bigney, of S

. 0. Bigney & Co., was

a speaker at the hearings o
f the legislative com-

mittee recently in charge 
of the income tax bill.

Henry Higgins, of the 
retail clock department

of the Smith-Patterson Co.
, is convalescing from

a surgical operation perf
ormed at a hospital in

Boston to remove some 
bone splinters from h

is

leg which had worked their 
way from the original

fracture of seventeen 
years ago to other part

s

of the leg. He has been 
out upward of three

weeks.
Entrance to the store o

f the Crown Jewelry

Cio., at 305 Washington S
treet, was effected dur-

ing the night of May 22d, an
d watches, rings and

Pins valued by Kailman 
Bernstein, the proprietor,

at $196 were reported to th
e police as stolen.

The missing articles are list
ed as three women's

watches, two men's wat
ches, two rings, six gold

chains and two stickpins.

Aubrey G. Gilmore, sale
sman for the Smith-

Patterson Co., has taken 
a summer place for the

season on Coosens Isla
nd, Maine, and will make

week-end trips to and from the 
island during

the heated term.
H. C. Williams, of the J. R

. White Co., Roch-

ester, N. Y., has been in
 Boston recently on a

visit to his daughter, who 
resides here, and was

3 welcome visitor at the 
stores of a number of

his friends in the trade.

Elmer E. Knight, who is a
 prominent member

of the Ancient and Ho
norable Artillery Co. of

Boston, is a member of 
the organization's ban-

quet committee, which is 
making preparations for

the 273d anniversary celebrati
on, to take place

July 5th.
The Nelson H. Brown emp

loyees had a Mem-

orial Day outing at Squ
antum, near the Harvard

aviation field, with games for th
ose inclined to

to athletics, and a clambak
e as one of the chief

features of the occas
ion. Eugene Rollins was

chairman of the committee of 
arrangements.
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Two young men recently enter
ed the jewelry

store of H. M. Hill, Lynn, 
Mass., while the

manager was absent and his wife was waiting

on the customers. They asked 
to be shown some

cut glass articles and finally orde
red a dozen finger

bowls. They explained to Mrs. Ander
son that

they were in a hurry and as
ked if she could

not get someone to help her wra
p up the package.

She went to the rear room fo
r help and while

tying up the package the young
 men stated that

they had another purchase to 
make in a nearby

store and would return immedia
tely. When they

had gone it was found that a tray cont
aining

sixty-four rings and valued at
 about $200 had

disappeared from the showcase
. It is supposed

that when Mrs. Anderson went 
to the rear rooms

one of the men slipped behind th
e counter and re-

moved the tray, which was l
ater found, empty,

in a field near the store.

Herbert. C. Sargent, formerly 
in the jewelry

department of the Jordan-Marsh
 Co., Boston, has

been cruising along the coast in h
is motorboat.

John D. Crosby, of C. A. W.
 Crosby & Son,

this season will sail the yacht C
ara II, formerly

known as the Rondina, which h
e purchased from

L. F. Percival.
Melville Corthell, with N. G. Wo

od & Sons, of

Boston, has just bought a home
stead in Hingham,

Mass., and will remove there
 from his present

residence in the Roxbury distr
ict.

Plans are being prepared for th
e erection of a

new building which will be erected by M. C.

Le With, a jeweler in Hartfo
rd. The building

will be 33 x 117 feet, three st
ories high, with a

front of light-colored pressed b
rick.

After investigating the robbery 
which occurred

recently at the store of Joseph 
Willinsky, of Hart-

ford, John R. Meakin, 20 ye
ars old, and Carl

White, 17 years old, both of Hartford, were

arrested and held.
J. J. Kingsley, of City Hall A

venue, Boston,

will open his Bar Harbor bran
ch store July 1st.

Hodgson, Kennard & f State Street, will

open their summer branch 
Co.,
;tore July ist at Mag-

nolia, Mass.
William Harris is being detai

ned by the Ports-

mouth, N. H., police pending a 
further investiga-

tion into the robbery of the A
. B. Duncan jewelry

store, when about $400 wort
h of watches, plated

goods and gold-mounted fountain pens were

taken. It is said that Harris was 
seen loitering

near the store about midnight 
on the night of the

theft.
M. Wilcox, of Short Beach, n

ear New Haven,

Conn., and wife, recently ret
urned from a trip

around the world. They trave
led through China,

Japan,.Hawaii, India and other
 places.

George K. Webster, C. T. P
age, George W.

Cheever, Mauran Furbish, Roswell Blackinton

and Fred A. Howard enjoye
d an outing at the

Ponham Club recently. It was an outing of the

past and present members of 
the sewerage corn-

mittee.
The N. Barston Co. are to e

rect a two-story

brick building at the corner of Temple and

Public Streets, Providence, w
hich they will use

for factory purposes. The new structure is to

have 256 feet frontage, a de
pth of 6o feet, and a

height of 32 feet, and is to
 be built from plans

by Dwight Seabury, architec
t.

Fred B. Thurber, with the T
ilden-Thurber Co.,

of Providence, has bought th
e 28-foot yawl Mali-

deena from parties in Top
sfield, Mass., and in-

tends to use her for cruising
 and for participating

in ocean races at Boston a
nd New York.

The Charles T. Going Co. 
was recently incor-

porated in Plymouth, Mass., with 
a capital of

$20,000, to deal in jewelry 
and sporting goods.

The incorporators are: Cha
rles F. Going, Russell

S. Going and Edith M. G
oing.

Edward A. Sweeney, presi
dent of W. H. Wil-

marth & Co., of Attleb
oro, entertained Repre-

sentative Norman White i
n town recently.

John Kelso, Providence, 
R. I., was a recent

visitor to Boston on busi
ness.

Mr. and Mrs. Frederick A. 
Ballou, of Provi-

dence, made an automobile 
tour in New Hamp-

shire which lasted over Mem
orial Day.

George M. Baker, of Prov
idence, is now op-

erating a 32-horsepower to
uring car and con-

templates numerous long cou
ntry trips during the

coming summer.
Cook, Dunbar, Smith & Co

., of 85 Sprague

Street, Providence, have ma
de several changes in
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the arrangement of its office an
d have added to

the furnishings so as to m
aterially add to the

effect of the appearance.

Alfred K. Potter, of the E.
 A. Potter Co.,

Providence, was married recently at Franklin,

Mass., to Alice Marjory Ray,
 daughter of Wil-

liam F. Ray. They will be on their wed
ding

trip until July 1st and will spe
nd the summer

with the bride's mother at F
airlawn, Franklin.

Joseph L. Sweet, of the R.
 F. Simmons Co.,

of Attleboro, has been el
ected treasurer of the

Massachusetts Universalist 
Sunday-school Asso-

ciation.
The Attleboro Gun Club, w

hich is composed of

the manufacturing jeweler
s of Attleboro, held a

shooting event on Memoria
l Day at which a large

number of prizes were offer
ed.

Frank G. Butler & Co., In
c., retail jewelers,

who are now in the Osborn Building, 
at 406

Washington Street, have t
aken new quarters on

the third floor of the Armory Building, 501

Washington Street, near th
e corner of Temple

Place. Herman L. Klein & Co., 
opticians, for-

merly also at 406, have re
moved to 128A Tremont

Street. The Osborn Buil
ding is to be torn down

in a few weeks.

Clock Manufacturer Inv
ents Important

Safety Device for Fact
ory

L. A. Brcitinger, presi
dent and general man-

ager of the American 
Cuckoo Clock Company,

has recently invented an
d installed in the com-

pany's plant at Philadelph
ia, Pa., a device which

enables any person in any
 part of the shop to

immediately shut down all t
he machinery, belting

and shafting, either in th
at particular department

or the entire plant in less 
than five seconds.

As is evident from the 
mere mention Qf the

fact, the object of this 
device is quick help in

case of accident either t
o an employee or to a

machine, and to avoid belt
 or shafting accident.

Quite a number of practic
al mill men who have

seen the installation, as w
ell as factory inspectors

and representatives of 
employers' liability com-

panies, have suggested to 
Mr. Breitinger the ad-

visability of patenting the 
device, but in speaking

of the matter recently Mr.
 Breitinger said:

"I have never read abo
ut employees in fac-

tories being caught in 
belts, or women whose

clothing or hair came in c
ontact with line shaft-

ings and being whirled to 
terrible injury or death

without being filled with 
horror. Each time it

occurred to me that ther
e must be some way

that the enormous number 
of such accidents could

be either eliminated or 
materially reduced. In

many of the accidents I hav
e read about the great

damage was usually due 
to the fact that there

was no quick way of co
mmunicating with the en-

gineer or person in charge 
to shut down the ma-

chinery in time of danger,
 and I often resolved

that I would work out som
e way, at least in our

own plant, which would ma
ke this possible. After

a great deal of thought a
bout the matter I finally

succeeded in working out a 
device which we have

now installed in our plan
t. Since its installation

the engineer directs any 
one throughout any part

of the plant, each noon 
and each night to shut

down the machinery just f
rom where he happens

to be standing. The object of this is to 
make

everybody in the place perf
ectly familiar, not only

with the fact that all belts,
 shafting and machin-

ery can be shut down by a
ny one, but from any

point. Regarding the patents
 I have been advised

to take out on this devic
e I feel that a much

better thing for me to do 
would be to give the

device to trade papers for 
publicity and invite

every owner of machinery 
or plant to either read

or see about it, and if its general adoption in

different factories will ever 
save either a life or

a limb I shall feel that I 
have been amply repaid

for what time and thought 
I have given the mat-

ter, and shall regard it as 
my small contribution

to humanity. ,
"I shall be very glad to g

ive any factory pro-

prietor or superintendent t
he details regarding

the device, and shall be ple
ased to demonstrate it

right here in our own wo
rks."

Mr. Tireitinger's altruistic ac
tion in this matter

certainly deserves the recogn
ition of his brother

manufacturers, all of whom ar
e deeply interested

in the safety of their em
ployees.
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Providence
Mr. and Mrs. Harry Cutler were invited to be

the guests of President and Mrs. Taft at the cele-
bration of their silver wedding anniversary at
the White House on June 19th. Mr. Cutler, how-
ever, was in Europe representing this State at
the congress of Boards of Trade and Chambers
of Commerce, and will not return until July 1st.
Captain Ralph S. Hamilton, Jr., and Captain E.

Merle Bixby have returned from their three-
weeks' tour of duty at the government army
manoeuvres at Fort Riley, Kansas, to which duty
they were detailed by the Governor of Rhode
Island. Captain Hamilton is captain of Battery
A, Field Artillery, and Captain Bixby captain of
Troop C, Cavalry.
Frank T. Pearce and George H. Holmes were

members of the Reception Committee which en-
tertained the members of Lafayette Consistory,
Valley of Bridgeport, on its visitation to Provi-
dence on May 24th.
The Tilden-Thurber Company was given the

award for the silver cups to be given by the city
of Providence as trophies in the athletic events
and firemen's muster, both of which will form an
important part of the Fourth of July observance
in Providence.
Chairman William H. Luther, of the Providence

Police Commission, has gone abroad for an ex-
tended vacation trip. He sailed on June loth, and
will visit the Mediterranean, Italy, the Alps, Paris
and London before returning home. Mr. Luther's
health has not been of the best for the past month,
hence his decision to take the long trip.
Charles L. Kettlety was elected treasurer of the

Calvary Baptist Church, Fred C. Lawton a mem-
ber of the Board of Trustees, and Frank N.
Young on the Finance Committee at the recent
election.
Earl H. Leavitt was re-elected musical directorof Redwood Lodge, No. 35, A. F. and A. M., atthe annual meeting of the lodge recently.
Mr. and Mrs. Erling C. Ostby will spend thesummer at Wickford, occupying the house whichwas occupied last summer by Col. and Mrs. H.Martin Brown.
A charter was granted to Hutchinson & Hues-tis, Inc., by the Secretary of State on June 8thto manufacture and deal in jewelry. The capitastock of the company is placed at $50,000, dividedinto 500 shares of $100 each. The incorporatorsare George W. Hutchinson, Newton P. Hutchin-son and Alice G. Ganno, Providence.
For the past week the silver trophies which areto be awarded by the city of Providence in theFourth of July events, and which were furnishedby the Tilden-Thurber Company, have been onexhibition in the windows of the Tilden-ThurberCompany.
E. J. Dingee, from the New York headquartersof The Gorham Company, was at the Providenceworks last month with W. A. Bours, Esq., ofJacksonville, Fla., chairman of the Florida Battle-ship Service Committee. They came to inspectthe silver service which is in process of making,and enjoyed one of the field-day clam-bakes atthe Squantum Club.
J. A. Angell, whose place of business is locatedon Olneyville Square, with his family visitedMrs. William F. Angell, at North Scituate, lastmonth.
Fritz Kraus, traveler for Smith Brothers, ofthis city, was recalled from Topeka, Kans., onJune Toth by word that his mother was very illat her home, 16 Maple street. Mr. Kraus hastenedhome as fast as possible, but was unable to ar-rive before his mother's death. The funeral washeld on Tuesday, June 13th, at her late home atI o'clock in the afternoon, many of Mr. Kraus'friends in the jewelry business attending.
William H. Manchester and wife and Alderman

John Kelso and wife are touring the RangeleyLakes on a two-weeks' automobile trip in Mr.Manchester's now $x 1,000 car.
Howard D. Wilcox, of D. Wilcox & Co., leftProvidence on the night of June 14th on a busi-ness trip to New York City.
Recent real estate conveyances included one byJacob Kotley to Albert Lorsch & Co., two lotson Lydia street and Goddard street; consider-ation $100.
The will of Max Deutz was proved in theMunicipal Court on June 14th, and Olga M.Deutz was appointed executrix by Judge F. G.jillson, with personal bond of $15,000. EdwinSlocum, Samuel K. Grover and Joseph Rosen-berg were appointed appraisers.
The wedding of Miss Abby Easton Greene,daughter of Mr. and Mrs. Frederick Greene, Bar-rington, and Mr. John S. Palmer 2d, of Provi-dence and Warwick, was solemnized at the homeof the bride in Barrington Wednesday, June14th, the ceremony being performed by Rev. Her-man W. Watjen, pastor of the First BaptistChurch of Warren. The bride was attended byMiss Gladys Greene and the bridegroom by Mr.W. J. Ingraham, of Providence. Mr. and Mrs.Palmer left on a wedding tour up the HudsonRiver and through the West as far as Vancouver,B. C. Mr. Palmer is a member of the manufac-turing jewelry firm of Palmer & Capron, Provi-dence, and is also rear commodore of the BritishYacht Club. On their return they will make theirhome in this city.
W. T. Sherman, traveler for the S. K. MerrillCompany, has returned to Providence from a suc-cessful business trip since last April.
F. T. Pearce, whose interest in the Life SavingCorps of the United States has made him a wel-come guest at all the conventions of the associ-ation, paid a visit recently to the United StatesLife Saving Service Convention at Atlantic City,N. J., where he was one of the speakers.
Harry Volpe, of Providence, who was finedabout six months ago $100 on a charge of receiv-ing stolen property belonging to the GorhamManufacturing Company, was brought before theBristol County Superior Court, in New Bedford.and sentenced to six months in the House of Cor-rection and ordered to pay a fine of $2oo byJudge King on a charge of receiving goods stolenfrom the shop of the Finberg ManufacturingCompany, of North Attleboro, his appearance incourt being on an appeal from a sentence on thatcharge of six months in the House of Correc-tion and a fine of $2oo.
Miss Ethel MacKenzie, employed as bookkeeperf th 

second story window of the building at the cor-ner of Page and Friendship streets, occupied bymanufacturing jewelers and other trades, duringa fire panic in the building and landing feet fore-most on a blanket held by four men, sustaineda broken arm and possible internal injuries. Thefour men were unable to hold the blanket underher weight and the velocity of her fall. ThomasMeKenna, another workman in the building,leaped from the same window and sustained afractured leg. Both were removed to the RhodeIsland Hospital in the ambulance. At the timeof the fire outbreak there were fifty girls andmen, employes of the several manufacturing con-cerns, in the building eating luncheon in differentparts of the building, it being the noon hour.The fire broke out on the afternoon of Tuesday,June 13th, starting in some lacquer in the plantof the Acme Coloring Company on the first floor.The loss by fire is between 25,000 and $3o,000.The first floor of the building is occupied bythe New Acme Plating Company, the second bythe Harvey J. Flint Company, manufacturing jew-elers; the third by Tager & Habace, manufac-turing iewelers, and the fourth by the Hallam-Price Company, jewelers. In all these firms em-ploy about seventy men and girls.

or e Harvey J. Flint Company, jumped from a

The employees of the Wm. C. Greene Com-pany, 101 Sabin street, enjoyed their annual out-ing and field day Saturday, June loth, at the Tay-lor Farm, in Swansea, Mass. A clam-bake withall the concomitant parts was served to the as-semblage. A series of athletic events which had hbeen arranged by the committee were hotly con- atested. The ball game between the married and
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the single men resulted in a victory for the married men by a score of to to 6. The event waarranged by the committee, which included Samuel Cohen, R. A. Wetmore, E. M. Docherty, FlE. Robinson and H. A. Field.
The employees of the George H. Cahoone Company held their annual outing at the Grover ClulSaturday, June loth, about seventy-five takingpart in the festive occasion. A clam-bake wasserved, and then there came the usual field eventsThe ball game between the married men and thesingle men was won by the married men, thescore being 9 to 7. The married men also showedtheir prowess in a tug-of-war, the single menhaving not a ghost of a show before the on-slaught made against their line by their weddedbrothers.
Manufacturers of this city and vicinity recentlyreceived cards announcing that H. Cerf and W.M. Bonn, representing the M. Bonn Company, ofPittsburg, Pa., and for the M. Bonn Jewelry Co.,of St. Louis, were due at the Narragansett Hotelduring the coming week for the purpose of look-ing at goods from local manufacturers.
The recent casting at the foundries of TheGorham Manufacturing Company of the Bryantstatue, which is to be erected in front of the NewYork Public Library, was most successful. Oneof the most interesting and unusual features ofthis work is the fact that the statue was cast inone piece, including the head. Generally in whatis called a "one-piece casting" the head is madeseparately, but in this case the entire statue, in-cluding the chair and everything pertaining to it,was cast in one piece. Some idea of the size ofthis work is given when it is considered that ittook approximately two tons of metal to pour thecasting. Notwithstanding the size of the piece,the details of the work are brought out as sharpand clearly as they would be in a small casting.
Increasing business in the making of Germansilver mesh bags is assigned as the reason for thearrangements of Rothschild & Levy for the en-largement of their plant. It is understood thecompany is in receipt of a series of orders fordelivery of goods before Christmas from one Chi-cago jobbing house which amount to a total ofabout $45,000.
A marriage intention was filed at the City Reg-istrar's office here recently of Prof. Albert Bush-nell Hart, of Brown University, and Mrs. ClaraMerritt Kent. Mrs. Kent is a daughter of HenryD. Merritt, the North Attleboro manufacturer.
Fred C. Lawton, the superintendent at the Gor-ham Manufacturing Company's plant, was electedfirst assistant teacher at the election of the Cal-vary Brotherhood on Wednesday evening, May31st.
Among the callers on the trade here last monthwere George F. Bentley, of the Elgin Watch Co.,of Elgin, Ill., and J. E. Duncan, of ArlingtonHeights, Massachusetts.
Max Deutz's manufacturing business is beingcontinued in the interests of his estate by assist-ants who were with him for several years pre-ceding his death.
Mr. and Mrs. William H. Draper are in Lon-don for the coronation ceremonies following atrip in Scotland. They will visit Switzerland,Paris and Naples before they return in Augustby way of the Mediterranean.
Alfred E. Potter has just completed a bunga-low on a farm two miles from Oaklawn, over-looking Narragansett Bay, where he will liveduring the summer.
A patent on a safety catch for pins has beengranted to Eugene Morehouse, assignor to B. A.Ballou, Inc., of this city.
Calls for pursemakers are being made by Mrs.G. E. Wilcox, who has started in the businessmaking chain purses at Bridgeton, R. I.
Various expensive tools and machines havebeen added to the equipment of the Lyons Manu-facturing Company.
The Rhode Island Electric Protective Company,whose protective apparatus is installed in manyof the fine art stores and jewelry factories inProvidence, re-elected its old officers at the stock-olders' and directors' meetings held on June 15th,nd declared a quarterly dividend of 2 per cent.Henry A. Barker is retained as secretary-treas-
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ret and general manager and C. S. Lufkin as
liperintendent. The year's business was the best
11 the history of the company.
Sylvester K. Merrill, of the S. K. Merrill Com-
any, of this city, visited New York for the first
line in several years last month.
The M. M. M. Jewelry Company, Mike Morse,

manager, has opened a manufacturing jewelry
business at 9 Callender street, fourth floor, this
city.
Barton A. Ballou expects to cover many miles

during the summer in a handsome new 32-horse-
power Corbin touring car he has just purchased.

Charles A. Stahl, Jr., is receiving the sympathy
of his many friends in the death of his wife, Mrs.
Jennie Stahl, on June loth.
The Rhode Island Universalist State Conven-

tion recently re-elected John M. Buffinton, of the
Potter & Buffinton Company, as its treasurer.

On the committee in charge of the outing of
the Men's Club of the Church of the Transfigur-
ation on an automobile run to Chepachet last
month were George W. Dover, Herbert S. Tan-
ner and Harry M. Mays.
The marriage is announced of Edward Clinton

Cook, son of Edward N. Cook, of the E. N. Cook
Plate Company, to Miss Mabel L. Franklin.

An electro-plating establishment has been
started by the Albert M. Pepin Company at 54
Page street.
The Low-Taussig-Karpeles Company has just

taken new offices in the Hanley Building, at 56
Pine street.
Mr. and Mrs. William Loeb are moving into a

cottage at River View which they have engaged
for the summer.
The family of George L. Kerr, of Franklin, are

at Cornish, Me., where Mr. Kerr recently spent a
few days.
Mr. and Mrs. George B. Champlin and their

family are in their summer home at Warwick
Neck for the summer season.
George N. Steere, of the Payton tiz Kelley Com-

pany, of this city, was in New York last month
to visit the firm's customers there.

A big business in resilvering mirrows and doing
general glass work is being done at Redford's
Glass Shop.
Chas. A. Allen, Jr., of The Gorham Company's

Chicago Hotel Department, attended the conven-
tion of the Hotel Men's Mutual Benefit Associ-
ation in Boston and spent a week at the Provi-
dence works.
The Sterling Silver Manufacturing Company,

150 Chestnut street, Providence, announce that the
partnership which has heretofore existed between
A. Sussfeld, S. D. Binge and S. A. Schreiber,
under the style of The Sterling Silver Manufac-
turing Company, has been dissolved by mutual
consent, Mr. S. D. Binge and S. A. Schreiber
having purchased the interest of Mr. A. Sussfeld.
The business will continue under the same style.

William Bens Company, 95 Chestnut street,
Providence, report additions to their traveling
staff in the persons of F. J. Blaine, who will re-
side at the Cadillac Hotel, Detroit, Mich., and
from there cover Ohio, Michigan and Indiana,
and C. F. Couts, who will reside at the Welling-
ton Hotel, Chicago, and cover Chicago and vi-
cinity. Joseph J. Nichols will still continue to
cover the southern territory as before, while
Chas. L. Kezlow will still continue to cover the
eastern territory, and H. A. Wintermute will
cover New York and vicinity. This company has
gotten up some original snappy designs in ster-
ling silver manicure and toilet articles, and an-
ticipate as large a demand for their product this
year as was received during the busy season of
1910.
The State Board of Public Roads' registry book

contains a new registration of a 22 horsepower
touring car in the name of R. C. Schultz.

Edwin A. Bush, a member of the C. S. Bush
Company, has recently sold his interest in the
Nasonville Woolen Company, at Nasonville, R. I.

Work on the new building for the N. Barstow
Company, on Public street, is progressing rapidly.
The foundations are already laid and work from
now on will be rushed.
On June 7th Miss Rose Binge, daughter of Mr.
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and Mrs. S. Binge, was married to Mr. Joseph
Nussbaum.
Mr. and Mrs. William H. Thurber have left

Providence for a motor trip of several days
to the Delaware Water Gap.
George H. Newton, assignor to the Brown &

Sharp Manufacturing Company, has been granted
a patent for a metal turning tool.
Noon will be the closing time for the office and

salesrooms of the Brownell Machinery Company
on Saturdays during the summer months.

C. E. Austin, Jr., is busy superintending various
improvements and alterations at his factory at 143
Summer street, where he is doing a big business
on linings for mesh bags.
A new building is being erected at 87 Willard

avenue for the Elmwood Box Company.
Mr. and Mrs. Arthur W. Dennis have gone to

their cottage at Saunderstown, R. I., for the sum-
mer.
The picture here shown is that of E. L. Spencer,

of the E. L. Spencer Company, Providence, with
three of the largest fish he caught while on his
Southern trip this year. Mr. Spencer is an en-
thusiastic fisherman, and states that nowhere are
fish quite so large and gamey as in Southern
waters. These three fish weigh 73,4 pounds to-
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cial Club, of Providence, to which Secretary of
State Parker granted a charter a fortnight ago.
The new Knox motor truck of The Gorham

Company made a trip to the studio of Bella L.
Pratt, the sculptor, in Boston, last month and
brought back the plaster models of the groups
which are to be czist in bronze and placed either
side of the front entrance of the Boston Public
Library. Twelve hours from the time of leaving
Providence the precious load reached The Gor-
ham works in perfect condition. Not a mishap
of any' sort marred the success of the under-
taking.

gether. The heaviest of them weighed 27Y2
pounds. They are channel or sea bass, caught in
New Found Harbor, Merritt's Island, opposite
Rock Ledge, Florida, near an inlet of the Banana
River. These are not by any means all the fish
that Mr. Spencer caught, but represent the larg-
est catch of the short fishing season he indulged
in this year.
Mr. and Mrs. William P. Otis and their family

have gone to their summer home at River View,
overlooking Narragansett Bay, during the hot
months.
Samuel A. Baldwin, with Dr. R. H. Carver, is

in Virginia for a pleasure trip. He left here on
the Merchants and Miners' steamer Essex on
June 1st.
James 0. Otis, representing Harvey & Otis, of

this city, is doing excellent business in the Mid-
dle West.
Mr. and Mrs. S. D. Binge and Mr. and Mrs.

Arthur Silverman have returned home from a
short automobile trip to Atlantic City, N. J.

C. S. Bush has adopted a new system this sum-
mer on the Saturday afternoon shift. Instead of
closing for the half holiday, half the force of
clerks works on Saturday afternoons and the.
other half has the afternoon off. They shift
about alternate weeks.
Walter S. Hough, Sr., is ill of a complication

of troubles at his home here.
H. J. Hildebrand is on the Pacific slope in the

interest of H. C. Lindol & Co., of this city, and
is meeting with much success in his calls on the
trade.
Harry Cutler, at present assemblyman from the

city's Twenty-first District, and who is now ab-
sent in Europe, is being urged by his friends as
Republican candidate for Governor next fall.

Henry G. Thresher and Walter R. Callender
are among the incorporators of the new Commer-

The directors of the Manufacturing Jewelers'
Board of Trade met on Friday, June 16th, at the
rooms of the association, at 42 Weybosset street,
in their regular monthly session.
R. Foster Reynolds sailed on Thursday, June

8th, from New York on the Amerika for Europe,
where he will join his sister, Miss Carolyn A.
Reynolds, and his aunt, Mrs. Joseph Stickney, of
New York, for the coronation in London.
A whist party was held recently at the Roger

Williams Park Casino for the benefit of the Jew-
ish Orphanage, Messrs. J. Karpeles, S. Binge and
J. Goldstein and Mrs. Harry Cutler and Mrs. Sil-
verman serving on the Committee of Arrange-
ments.
A unique brokerage business in transferring

stones from overloaded jewelers to those who are
in need of particular kinds and sizes is being
conducted by George N. Messenger, who for sev-
eral years was with the Low-Taussig-Karpeles
Company.
Ralph S. Hamilton, of Hamilton & Hamilton,

Jr., is chairman, and Theodore W. Foster, of
Theodore W. Foster & Bro. Company, is a mem-
ber of the Committee of Arrangements for the
meeting of the National Association of Manufac-
turers of the United States, which will be held in
this city on June 19th.
William II. Healey, associated for eight years

with Manchester-Smith Company, died at the
Rhode Island Hospital on June 8th as a result of
blood poisoning. He was a native of County
Sligo, Ireland, and came here when a young man,
settling in Attleboro, Mass., where he learned the
jeweler's trade in 1872. He came here about
twenty-five years ago. He leaves a widow and
nine children.
In the party accompanying Governor Foss, of

Massachusetts on his annual official inspection of
the Bay State nautical ship, the Ranger, was Ed-
win C. Bliss, of the E. C. Bliss Manufacturing
Company, this city. Mr. Bliss was for three years
a cadet on the Ranger, then known as the school-
ship Enterprise.
W. S. Solomon, for the last six years assistant

superintendent of the Manufacturers' Outlet Com-
pany, has resigned to accept a position as super-
intendent of the R. A. McWhirr Company, of
Fall River. He was the guest at a banquet of
the heads of departments before he left the city.
He entered the company's employ as a floor-
walker eight years ago.
Mr. and Mrs. George N. Steere, Mr. and Mrs.

George L. Shepardson, Mr. and Mrs. Edward B.
Shepard and Mr. and Mrs. Gus Strandberg re-
cently returned home from a week's tour of the
White Mountains and the Berkshires in two large
touring cars, reporting an excellent time.

Alterations and enlargements of an extensive
nature are beginning on the factory of the C. P.
Henry Company, on Early street, Robert Olsen
having the contract. Another story is to be added
to the plant, while many changes are to be made
in the interior to provide greater facilities and a
much enlarged floor-space. The changes will
probably occupy about six weeks.
On May 20th Herbert Francis Tourtelot, West-

ern representative of the Waite-Thresher Com-
pany, was married in San Francisco to Miss Jes-
sie Ernest Weaver, of New York. Mr. and Mrs.
Tourtelot are traveling through the West and
Middle West, and will continue their trip until
late in July, when they will come East. They
will make their home at Norwood, R. I.
Barton A. Ballou and Walter S. Ballou, both

of this city, were elected vice-presidents of the
Ballou Family of America at the sixteenth annual
reunion of the association, which was held at
Cottage Wessagusquasset, at North Weymouth,
Mass., on June IOth.

(Continued on page 1'27)
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Denver
J. M. Crocker, Rock Springs, arrived here last

month from Nebraska, accompanied by his father.
Ed Lehman, of the Ed Lehman Jewelry Co.,

recently finished a two weeks' session on the
United States Grand Jury, held here.
C. L. Clark and C. A. Begthol, of the Ed Leh-

man Jewelry Co., have returned from extended
trips through the State. Both report a fgvorable
business.

Charles Tucker, Del Norte, Colo., has
sold his jewelry business and left with his
family for San Diego, Cal., where he expects to
remain permanently. He was in this city last
month.
S. C. Cunningham, formerly of Boston, has ac-

cepted a position with Olsen & Wangnild. Mr.
Cunningham is the inventor of the Inverto Stak-
ing Tool and several other useful devices.
Fred Mund has given up his position with the

Lewis Jewelers' Supply Co. and left for Lead-
ville, his old home, where he expects to remain
for some time. He will probably help out his
father, F. J. Mund, who is in the jewelry business
there.
The following out-of-town jewelers were seen

in the city last month : W. E. Payne, of Payne &
Crowder, Boulder, Colo.; C. P. Pettengill,
Boulder, Colo.; C. F. McMullen, Fort Lupton,
Colo.; I. L. Morgan, Fort Morgan, Colo., and
S. C. Morgan, Longmont, Colo.
Fire threatened destruction to the First Na-

tional Bank building of Greeley, Colo., the night
of June 8th, but the flames were overcome with
an estimated loss of $40,000. The blaze was dis-
covered in the Crockett-Moody department store
and this firm will be the principal loser. Others
include the First National Bank, the Wilson
Grocery Company and W. T. Thurlby, jeweler.
Gladys Whitney, a 17-year-old girl brought back

from Memphis, Tenn., to Salt Lake City, did not
steal diamonds worth $10,000 from J. D. Diehl,
a Denver jewelry salesman, acording to jury
verdict. Diehl testified that he missed the dia-
monds after passing an evening with the Whitney
girl and other convivial companions last Septem-
ber. His theory was that he had been drugged.
It was shown that lie had told conflicting stories
of the affair. Diehl was a member of the firm of
Wathem & Co., of Denver, at the time of the
loss. Detective organizations traced Gladys Whit-
ney through several States and finally caused her
arrest at Memphis. Four diamonds, alleged to
have been among those stolen, were seized in Salt
Lake and used as evidence at the trial, but the
ownership was not positively established.
Between 3 and 3.30 A. AL on the morning of

June 7th two jewelry stores in Pueblo, Colo., were
broken into. The first•place visited was the store
of Sam Hirst. A six-shooter is believed to have
been used in smashing the heavy plate glass win-
dow. The next place visited was the Cornwell
store, where the same mode of entrance Was em-
ployed. In both instances the robbers were scared
away by the police before article of any value
could be obtained.
A. H. Price has sold out his jewelry business

in Holly, Colo., to Jos. Adanick, of Ward, Nebr.
He now intends to go into the auction business.
L. D. Troutfetter, for the past several years in

the jewelry business in Denver, has removed his
stock to Pueblo, Colo., where lie will combine it
with L. F. Cornwell, of that city.
Jos. Hamilton, of the W. W. Hamilton Jewelry

Company, has been very seriously ill for the past

three weeks with arterial rheumatism, and though
much improved at the present time, is still con-
fined to his bed.
G. W. Webb, of Denver, was married June 6th

to Miss Anna Shea, at the home of a friend, H.
R. Stahl, 2251 Williams street, and have gone to
housekeeping at 1734 East Thirty-first Avenue.
B. J. Sutton has bought the store formerly con-

ducted by L. E. Geir at Brush, Colo.
C. A. Ball and wife, of Durango, Colo., have re-

turned from a three weeks' visit to Oklahoma,
their old home. They were expecting to remain
all summer, but owing to the heat were obliged
to come home.
C. McDonald, formerly with Bohm Allen Jew-

elry Company, of Denver, has accepted a posi-
tion with the Johnson Jewelry Company, of Colo-
rado Springs.
Harry Hellerstein is the proud and happy father

of a seven-pound boy, born June 12th.

Baltimore
Charles Grunebaum, of Atlantic City, N. J.,

has taken space in Reed's Lexington street drug
store.
Frederick Funk succeeds the late August Funk,

Jr., repairer, at 109 North Pine street.
Harry Mendelhoff, watchmaker, has entered

the employ of August Lemmert & Co.
H. H. Daly, MO Pennsylvania avenue, an-

nounces that he will soon retire from the business.
Harry Langgood, jewelry repairer, has enlisted

in the employ of Lemmert & Co., 541 North Fre-
mont avenue.
Joseph Castleberg spent June in Atlantic City,

N. J.
J. Adelstein has removed his stock of jewelry

and gents' furnishings from North Calvert street
to 616 Forest street.

J. Shapos, 624 East Baltimore street, who
started here as a dealer in pawnbrokers' pledges,
has decided to become a jobber in all lines, and
will make job lots and bankrupt stocks a specialty.
Nathan Barr opened a new retail store at 820

East Baltimore Street, June 1st.
Charles Kahn has moved his retail stock and

fixtures from 2327 Pennsylvania Avenue to 925
West Baltimore Street.
Carl Schon, the Baltimore craftsman in cone-

artistry, has just received a consignment of giant
Fiji shells from Singapore, Ceylon. There are
only two thousand of these shells in the hands of
the trade and Mr. Schon has all that are in
America, he buying eighty from the London house
which controls the supply.
A. Levine, who moved from 2031 Pennsylvania

Avenue to 927 on the same thoroughfare the
first of the year, made a wise move, for his busi-
ness has doubled. Mr. Levine came to the city
from Chestertown, Md., and has made many city
friends during the past year.
A. Steinmann is rounding out his twenty-eighth

year in the retail store at 125 West Camden
Street. Mr. Steimnann is one of the old school
watchmakers, having graduated from the Mond-
ler place, Karlshuhe, Baden. He came to this
country in 1871 and for sometime was connected
with the Polack store at York, Pa. He has seen
a complete evolution in the South Baltimore
jewelry business in the past quarter century.
H. J. Johannis, formerly with C. C. Crooks, is

making a southern trip in the interests of a New
England clock company.
The nautical instrument store of the late M. V.

O'Neal, 510 East Pratt Street, is to be conducted
by John E. Hand & Son, of Philadelphia, who
have purchased the good-will, stock and fixtures.
William J. Condon, who has been in the store
for eighteen years, will act as manager. Many
memories of the past cluster about the O'Neal
shop, which is suggestive of Sol Gill's in "Dom-
bey & Son," and just such men as Captain Cuttle
gather there to discuss how to sail ships. The
late William J. Florence, the actor, who often
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played "Dombey & Son" in Baltimore, used to
borrow the ancient nautical instruments used in
the play from the late Mr. O'Neal.
S. B. Mills, 1221 West Baltimore Street, is

bereaved of his 21-year-old son, who died recently
of a complication of diseases.

It has been reported that Bergheimer Bros. in-
tend to enlarge their department store by razing
the buildings at 309 and 311 West Lexington
Street and erecting on the site a building similar
to the one now occupied by them and fronting on
Fayette Street.
Hochschild, Kohn & Co. will enlarge their store

at Lexington and Howard Streets by the addition
of another story thereto at an expenditure of
$20,000.

J. Engle, of the firm of J. Engle & Co., was a
recent visitor in New York City.
William B. Harris, formerly connected with the

Castleberg National Jewelry Company, has taken
the store formerly occupied by Mrs. Catherine
Larkin as a jewelry store, 1313 West Baltimore
Street. He has with him C. B. Kellar, who was
formerly with C. C. Crooks.
Jenkins & Jenkins, 105 North Charles Street,

furnished the silver church service presented to
the Protestant Episcopal Church at West Ar-
lington recently. The set consists of a flagon 12
inches in height, a chalice 9 inches in height, two
cruets and a paten and spoon. The entire set
weighs about 6o ounces. The cruets are en-
graved, one with bulrushes, indicating water, the
other with grapes, indicating wine; allegorical
figures are engraved on the chalice, while on the
flagon is an appropriate inscription showing the
name of the donor and giving other similar in-
formation.
August Lemmert & Co. have obtained posses-

sion of the business of the late William F.
Schmelz at Fremont Avenue and George Street.
Mr. Lemmert originally started this business some
twenty-five years ago with Mr. Schmelz as a
junior partner. Some time ago he removed to
Cocoa, Fla., where he opened a jewelry store.
This latter business will be continued by Mr.
Lemmert. Mrs. E. McIlhenny, who was with the
old firm, will be the junior partner of the new
concern.
George A. Vinson, of the firm of George A.

Vinson & Co., Ho7 Light Street, last month
sailed on the S. S. Furnessia for an extended
trip through Europe. He will be gone about two
months and while across the water will visit
Glasgow, London, Paris and others of the large
cities on the continent.
At the meeting of the Maryland Retail Jewel-

ers' Association, held June 14th, Jerome W.
Schinn and Fred Euler were elected as delegates
to the national convention, to be held in Rich-
mond early in August. R. B. Smith and J.
Bartholomee were elected as alternates. Other
members have signified their intentions of also
attending and rates of $3.00 for the round trip
have been secured. They will leave Baltimore
on Tuesday, August 1st, and there will be a
number of the wives of the members accompany-
ing them. It is reported that a number of Penn-
sylvania jewelers will stop over in Baltimore for
the purpose of joining this party, that many of
the local jobbers, including Messrs. J. Engle,
Fred Tarbox, J. Shirey and Mr. Reinhard, and
the association's bowling team with flying colors
will jump at the chance to sample the famous
mint juleps that have been promised them.
Samuel Kirk & Son furnished the handsome

punch bowl, ladle and waiter which was presented
by the citizens of Maryland to President and
Mrs. Taft on the occasion of their silver wedding
anniversary in Washington. The bowl, a very
handsome one, is a superb piece of the silver-
smith's art. It is 15 inches in diameter and ii
inches in height and with the waiter, which is 20
inches in diameter, and the ladle, is covered with
a very intricate design of wild roses and
chrysanthemums in repousse. The bowl and
waiter, in addition, are engraved with the sell
of the State of Maryland and the inscription on
the bowl is as follows : "William Howard Taft
and Helen Herron Taft. A token of esteem
from the citizens of Maryland. 1886-191 1." The
presentation was made by a delegation of promi-
nent men appointed by the Governor.
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Pittsburg
It is with a little more cheerful spirit among

all classes of trade in Pittsburg territory that the
month of June closes, and there is a better feeling
all around. The most important feature has been
the more general appearance of railroads as buy-
ers, a factor that has been of the utmost im-
portance to this busy section. Then there has
been a more definite understanding of many of
the vital issues that have caused business to hesi-
tate.
At the conclusion of it all, however, there has

been a spurt in the jewelry business due to a re-
markable commencement season in Pittsburg
schools and colleges which has exceeded anything
of its kind in the past. Every one of some zoo
important commencement exercises has been a
factor to the jeweler. It brightened up the busi-
ness for the month and has made the actual vol-
ume of trade a little better than had been hoped
for. That it took some of the trade unawares
was shown by the frank statement of some of the
dealers that they lost business by not being pre-
pared for the rush.
Pittsburg has started her new career with a

commission form of government. The unwieldy
City Councils has given way to a body of nine
business men. They are representative men—
bankers, lawyers, engineers and manufacturers—
men who are serving the city wholly from a
motive of duty and patriotism, and with their
coming a new era is apparently beginning. There
are several million dollars worth of improvements
to be made, and many of them will be inaugu-
rated this year. Building operations are moving
better, and much is ahead of the city. Conven-
tions continue to be of moment, and several are
ill prospect at the close of this month of June
and for the opening of July. These, with the
commencements, have caused a good demand for
jewelers' novelties. Incidentally there has been
a wonderful revival of demand for the old cameo
ill every form, and dealers report in some in-
stances their inability to meet all of the require-
ments of this character. The hot weather has
brought out the cards announcing the five o'clock
closing hour for week days and noontime Satur-
days. In other words, the vacation season has
opened and there is a steady rush to the seashore
and mountains and fishing camps, which will con-
tinue all summer.
A decision handed down in the Alleghany

County courts this month in the case of Carl
Springer, son of a former well-known and well-
to-do jeweler, C. Springer (now dead), of New
Castle, Pa., has aroused keen interest in all busi-
ness circles. Springer was a passenger on a Pull-
man sleeping car coming from New York, and
on the way here, while asleep in his berth, he was
robbed. The suit was against the Pullman com-
pany to compel it to restore the property or its
equivalent. The Pullman company held that it
was not responsible for the personal property of
its passengers. The court held that the Pullman
company was at all times responsible for the
property of its passengers and must pay this loss.
This rule will interest every traveling man, and
especially those who have experienced the same
kind of trouble. Springer lost jewelry and other
valuables to the extent of $2000, and the company
was ordered to pay this sum to him. It is the
first decision of the kind ever made, and consid-
ered an important one.
George S. Dunbar, of the George B. Barrett

Company, returned from Kenton, Ohio, where he
attended the wedding of William Kraus, member

of the jewelry firm of Kraus & Oaks, who was
married to Miss Helen Robinson, of that town.
Mr. Dunbar was groomsman, and the wedding
proved a delightfully pleasing event. bringing to-
gether many friends of the young people. The
gifts were exquisite and varied.
The George B. Barrett Company reports a fair

trade moving for the season and look for a brisk
run of business in the fall. Mr. Dunbar expects
to leave shortly for a trip in the East, and will
visit Atlantic City and then go to New York and
the mountains of New England before returning.
Marsh, Brown & Mather are making improve-

ments to their establishment, brightening up stocks
and fixtures and preparing for the late summer
and small trade and the brisk fall business. The
company reports a very good spring and early
summer season.
There is reported here exceptional inquiry for

coral and cameos, which has been steady through
the season.
Heeren Brothers & Co. say demand has now

settled down to the summer quiet, and no change
is looked for until fall. There is much doing in
this fine establishment, however, in the way of
re-arranging stocks and displaying much that is
attractive in imported goods.
W. W. Wattles reports a brisk trade all spring

and regards the future with exceptionally opti-
mistic opinions. The handsome store is showing
a splendid line of novelties of gold and silver
and attracting many interested shoppers. W. W.
.Wattles is at Bedford Springs, Pa., enjoying a
rest and getting the benefit of the waters there.
Harvey Wattles, with Mrs. Wattles, has gone to
Chautauqua for a few days.

Steele Roberts, of E. P. Roberts' Sons, reports
a splendid trade and notes a good demand for
wedding gifts for an unusually busy wedding sea-
son. Mr. Roberts regards the remainder of the
year as full of promise and speaks highly of the
influence of commencement season on the jewelry
trade.
Sam Sipe is preparing to take his usual mid-

summer trip to Europe in July, and has been
making some interesting efforts, always unique.
to attract attention to his diamond sales. The
customers of Mr. Sipe have been receiving in
their correspondence memoranda of this fact, and
his sales have been most satisfactory. He be-
lieves in advertising in all seasons, and as a con-
sequence his business is going at all seasons.
Sam M. Sipe, son of the well-known jeweler, was
graduated this spring from school and will join
his father in business in the future. The house
reports a pleasant visit from Charles S. Moore,
of Detroit, Mich., who has been visiting in Pitts-
burg for some days.

Gillespie Brothers report a fine trade for wed-
dings and commencements during June, with a
general cleaning up of the large stock of Sheffield
goods which the house carried over into the
spring. P. C. Gillespie has just returned from
Europe, and has brought with him a large num-
ber of unique pictures as souvenirs of his trip
which he is distributing to the customers of the
house. On the back of the pictures is a note
telling of the more interesting fact that he pur-
chased a lot of fine diamonds which were placed
in stock on June r5th.

Thier, Cross & Beam say that the manufac-
turing trade has been continuing very satisfac-
torily and the indications, from reports from road
men, are of the best. The new demand has been
varied, but along standard lines with a brisk
trade in rings which the firm manufactures.
John M. Roberts, whose splendid store on Mar-

ket street has been steadily gaining in popularity,
reports good business and along broad lines which
call for all grades of stock. The house has been
improved much, and to-clay is carrying one of the
largest and most attractive stocks in the city.
From all of these houses and from many others

there has been reported more than ordinary prom-
ise of good business during the fall. The finan-
cial condition of the district was never better.
Mills are getting busier as the season advances,
and more men are securing employment. The
briskness of the retail trade for June has been
considered remarkable. Stock market operations
are on a more healthful basis and banks report
plenty of money for commercial purposes.
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Providence
(Continued from page 1125)

John S. Cunningham, representing Everett L.
Spencer Company, is meeting with good results
in the Middle West.
Various jewelry firms will be housed in the new

five-story building which is under erection at
Pine and Chestnut streets and Abbott Park Place
here. The tenants will begin to move in between
now and the middle of July. The Waite-Thresher
Company, now at 61 Peck street, by whom the
building has been built, will occupy the entire
upper floor of the structure, which is in two sec-
tions, the Chestnut street and the Abbott Park
Place. Among the other shops engaged the fol-
lowing firms figure : Harvey & Otis, now at 183
Eddy street; Streeter & Co., now at 38 Friendship
street, both to the Chestnut street section, and
R. L. Griffith & Son Company, from 144 Pine
street; C. C. Darling & Co., from 68 West Ex-
change street, and Wolstenholme Manufacturing
Company, from 144 Pine street to the Abbott
Park Place section.
William H. Waite, of the Waite-Thresher Com-

pany, acted as presiding officer at the annual grad-
uation exercises of the Homeopathic Hospital of
Rhode Island and presented the diplomas to the
graduating class of trained nurses.
The co-operative committee of the Advisory

Council of the New England Manufacturing Jew-
elers and Silversmiths' Association at a recent
meeting reported no definite plan had been worked
out as yet by the committee and Superintendent
of Schools Condon, of Providence, for co-oper-
ative industrial training, although the school com-
mittee had authorized Mr. Condon to go ahead
with the establishment of such a course in the
schocils at once. President George H. Holmes
reported for the Committee on Awarding Medals
and Scholarships offered by the association to
the students of the Rhode Island School of De-
sign, and said that the work of the school had
been very satisfactory.

J. P. Burlingame was one of the invited guests
at the Master Printers' annual outing. Mayor
Henry Fletcher was unable to attend, and there-
fore could not accept the invitation which was
extended to him.
George H. Holmes and Henry G. Thresher,

Providence, and S. 0. Bigney, of Attleboro, re-
ceived invitations to attend the silver wedding
anniversary of President and Mrs. Taft.
Fred B. Thurber, of the Tilden-Thurber Corn-

pany, of this city ; Theodore R. Goodwin, one of
Rhode Island's most prominent yachtsmen, and
Thomas Fleming Day, editor of the yachting
magazine, Rudder, started on Saturday, June rith,
on a very daring anci risky ocean trip, leaving
Providence on the Sea Bird, a little 25-footer, and
bound for the Azores and Rome. The little yawl,
with her daring crew, made the start of her
much-advertised trip and widely-discussed voy-
age from the Rhode Island Yacht Club house
at 2 o'clock in the afternoon. She was given a
rousing send-off, and the farewells of cannon and
small arms mingled with the hoarse salutes and
God-speeds of big craft sailing past the tiny
little boat up and clown Narragansett Bay.
Cheers, too, welled from the throats of those who
had assembled to bid the voyagers a farewell and
safe trip, and a fleet of Rhode Island pleasure
yachts followed her part way down the bay and
with ordnance roared out a last echoing salute
off Warwick Neck. A few minutes later the
Gypsey III, the big power boat owned by former
Comodore Babbitt, of the Rhocle Island Yacht
Club, caught the little craft and, throwing a line,
towed her to Newport, whence the real start on
her long ocean voyage was made.
The run to the Azores is about 2200 miles, and

from there to Rome is about t800 more. The
Sea Bird, however, will stop at Gibraltar, and this
will break the last leg of the long stretch and
will enable the laying in of supplies if needed.
Of the Sea Bird's crew, Fred B. Thurber, who

is 28 years old, has spent many a summer in ocean
sailing. He has taken part in many ocean races
and is an expert yachtsman. He has been around
Cape Cod several times each season for a number
of years, and has been, too, in many power boat
races to Bermuda and from New York to Marble-
head.
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ALBERT BROTHERS
COMPLETE OUTFITTERS

FOR JEWELERS

WHEN IN TOWN VISIT OUR SALESROOM
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L WATCHES, DIAMONDS and JEWELRY L
E GOLD and GOLD FILLED JEWELRY E

0 SEND US YOUR ORDERS 0
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t, 14-16 E. 4th Street : Cincinnati, Ohio t-,
Boylan Building

GET THE HABIT OF USING OUR CATALOGUE
It is the standard of all buying guides. We'll send
you one for the asking.

Merchants Building • •. . Cincinnati, Ohio
West 6th, between Vine and Race

We Furnish Retail Jewelers

A CATALOGUE FREE
to send to their customers

SNAPPY BRIGHT INTERESTING

JOS. NOTERMAN & CO.

DIAMONDS

cYKanufacturing Jewelers
Makers of Fine Jewelry

Diamonds Recut

CINCINNATI • • OHIO• • 

PARTICULARS ON APPLICATION

Richter & Phillips
Wholesale Jewelers

N. W. Corner 5th & Vine Sts. :: CINCINNATI, OHIO

L. GUTMANN & SONS
DIAMONDS, WATCHES

and JEWELRY

THE DORST COMPANY
Special Manufacturing Jewelers

for the Retail Trade
WHOLESALE ONLY

We carry the very latest and best of everything in Gold
and Gold Filled Jewelry. Our gtocks are always complete
and we guarantee Quick Service.

OUR SPECIALTIES

Diamond Mountings, Jewelry, Case-Repairing,
Emblem Goods, Jewels, Medals, Badges, Class

Pins, Engraving and Enameling

Lion Building Long Ziasitnan2c5%Phone Cincinnati, 0.

WHOLESALE ONLY

Traction Building .. •• Cincinnati, Ohio

The Oskamp -Nolting Co. REMOVAL N 0 TI CE
Established 1868 Incorporated 1909

THE THOMA BROS. CO.
128-130 Fourth Ave., East, C1NCINNATI, OHIO

Wholesale Distributors to Retail Jewelers

We are now located in our new and much larger quarters, splendidly Iequipped for the minutest detail of the wholesale business. I
Watches, Chains, Fobs, Lockets, Bracelets, Mesh Bags I

(Sterling and German Silver Plated)
I

JEWELERS' TOOLS AND SUPPLIES I
1
I

,

Mammoth Wholesale

Jewelers

411-413415-417 Elm Street : Cincinnati, 0.
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Cincinnati
As the time approaches more and more is heard

of the Retail Jewelers' Convention, to be held
at Cedar Point on June 26th, 27th and 28th. The
president of the association, F. D. Ausman, of
St. Marys, was in Cincinnati recently. He was
very enthusiastic about the convention, predicting
that the attendance would be the largest in the
history of the association, and that the repre-
sentation would be more State-wide, as jewelers
from all over the State have signified their in-
tention to be there. Cincinnati will have a large
contingent, retailers, jobbers and manufacturers
alike having expressed their intention to be on
time when the first bell is rung. Mr. Thoma,
president of the Cincinnati Wholesale Jewelers'
and Manufacturers' Association, is on the toast
list, his subject being "The Relation Between the
Wholesaler and the Retailer." Mr. Thoma al-
ways makes a good speech and there is no doubt
but that he will handle his subject in admirable
style. The addition of many new members dur-
ing the past year to the association will have
its effect on the convention.
June proved to be is very good month for the

retailer, the many wedding and graduation pres-
ents boosting things considerably. The jobber is
preparing to get his salesmen started, some hav-
ing them already on the road, and some are get-
ting ready to go out in the immediate future. The
prospects for a fine fall business are very good,
reports coming in from the territory covered by
Cincinnati firms substantiating this prediction.
Again the racing season at the Latonia Race

Track opened up, but so far this year the effect
on the diamond trade has not been felt. Hereto-
fore the races contributed some very nice dia-
mond sales, but the change in the betting system
practically prevents any large winnings, and
hence any big buying, the sports or those follow-
ing the races preferring to do their betting where
there is a chance for large winning. The system
now in vogue at Latonia is the machine system,
a system which does away with the bookmaker.

Eli Gutmann, of the L. Gutmann & Sons, is
taking his vacation traveling through the South
and Southwest. He will be gone about ten days.
A. C. Thomas, Sistersville, W. Va., was in Cin-

cinnati buying stock and furnishings for his new
store, which he is to open in Wheeling, W. Va.,
about July 20th. The old store at Sistersville
is to be discontinued. Mr. Thomas placed his
order for his furnishings with the Schmitt Show
Case Co., Cincinnati.
Roy Keagy, of the Thoma Bros. Co., is now

spending his vacation with his relatives at Brad-
dock, Pa. Charles Hummel is also away on his
vacation and expects to be gone about two weeks.
G. M. Braham, of A. & J. Plant Co., attended

the opening of the Jensen, Herzer & Jeck Jewelry
Co., Nashville, Tenn., on June 15th. This store
is to be one of the best in Nashville and it is
claimed by some will be the finest in the South.
He will leave from here on his initial fall trip
through the South. H. I. Jacobson leaves on the
'8th for an extended trip through the South and
southeast.
E. J. Fox, of Lindenberg & Fox, went to Col-

umbus, Ohio, on a short business trip. Lee Kahn
is covering the West Virginia territory on his
initial trip and the rest of the firm's salesmen
will leave for their respective territories about
the 1st of July.
Joseph Noterman and wife took an automobile

trip to Germantown, Ohio, where they attended
the graduation exercises of their son, Edgar, who
received his diploma from the Miami Military In-
stitute.
Andy Aman, of Aman & Co., Dayton, Ohio, is

going to spend his vacation this year visiting rela-
tives at his old home in Norway. He is to be
accompanied by his wife and two children.
Walter Smith, of Walter S. Smith & Sons,

Youngstown, Ohio, is planning a six weeks' auto-
mobile tour of Canada.
E. Benson, Youngstown, Ohio, has changed

his location. He now is situated farther up on
Main Street.
F. Jeanot, Youngstown, Ohio, is selling out his
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entire stock prior to his retirement from the
jewelry business. He has been in this business
in this part of the country for the past fifty years.
The Guthman Bros. will occupy the quarters of
the Jeanot company after the retirement.
After his return from Yellowstone National

Park, A. Lock, of Pittsburg, will stop over in
Cincinnati to visit his old friends and acquain-
tances. From Cincinnati he is going direct to
Richmond to attend the convention.
Albaugh & Pickering, Columbus, Ohio, have

dissolved partnership, Mr. Pickering continuing
the retail business while Mr. Albaugh will prob-
ably go into the manufacturing end.
F. M. Deinlein, Columbus, Ohio, is going to at-

tend the convention at Cedar Point. From here
he takes a trip through Yellowstone Park. On his
return he contemplates a visit with relatives at
Wahwoo, Kans.
A. 0. Amsden, Ashtabula, Ohio, is planning to

go to the convention at Cedar Point in an auto-
mobile. Mr. Stebbins, secretary of the associa-
tion, and several other jewelers are to accompany
him.
The Columbus, Ohio, jewelers have organized

a 24-karat club. Every member of this organiza-
tion is now affiliated with both the State Jewelers'
and the National Jewelers' Associations.
A. J. Miller and wife, of Massillon, Ohio, have

signified their intention to attend the convention
of the Ohio Retail Jewelers' Association.
A. Solomon, of A. & J. Plant, and wife, are

taking a two weeks' pleasure trip through the
East.
Wm. Pflueger, of Jos. Noterman & Co., is going

to spend his vacation in company with a party of
Cincinnatians on a two weeks' fishing trip at Lake
Armstrong, in the mountains of Kentucky. J. B.
Osthoff is going to attend the convention, where
he delivers an address on "Pearls." Directly after
he will leave for the East. Al Kahlmeyer is fast
recovering from a month's illness and is back
in the store.

Julius D. Jacobs, of D. Jacobs Sons Co., and
wife, expect to take the St. Lawrence River trip
some time in July.
Louis Goldberg, with J. Solinger, Providence,

resides in Cincinnati. On the 21st of June he is
going to entertain a few of his friends in the
jewelry trade at the Maimi Boat Club.
C. K. Jacobs, of D. Jacobs Sons Co., has the

sympathy of all of his friends in the jewelry trade
in the loss of his brother, Malvin, who died on
June 5th. Malvin Jacobs was formerly connected
with the firm of Rudolf Jacobs, Fourth Street
jewelers.
W. W. Burnett, Pelham, Ga., spent a few days

in the Queen City visiting friends during the
month. He was on his vacation and had just
come from St. Louis. Before returning home
he expects to stop over at several other points.
Mrs. Louis H. Albert and son left for the

West some time ago. They will be gone eight
weeks.
W. H. Oskamp, of Oskamp Jewelry Co., is one

of a party of Cincinnatians who are going up
the Kentucky River in a launch. They will be
gone about two weeks and expject to start about
the 1st of July.
While on a flying trip to Nashville, Tenn., A. G.

Schwab, of A. G. Schwab & Sons, inspected the
plans of the new store of the B. H. Stief Jewelry
Co. The store is situated at Church and Boule-
vard Streets. The B. H. Stief Jewelry Co. was
founded in 1855 and has had a marvelous growth
since that time. The new six-story building which
it is to occupy in the fall will be for the exclusive
use of the company. J. B. Carr, manager, says:
"Our new home, when completed, will be the
finest in the South."
Nathan Hahn, of Lindenberg, Strauss & Co.,

is now in California on a five weeks' trip. Both
pleasure and business are the object of his jour-
ney.
C. H. Davidson, wife and daughter, of Detroit,

stopped over in Cincinnati a few days, visiting
friends, on their return from French Lick.
August Newstedt, of Lindenberg, Strauss &

Co., and Hugo Lindenberg, of Lindenberg & Fox,
went to French Lick for a few days in the early
part of the month.
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John C. Oskamp, of the Clemens Oskamp Co.,
returned from a. short trip through northern Ohio.
Charles Gebhardt is in from his Indiana-Kentucky
trip.
Hahn & Oppenheimer started their fall selling

campaign during the early part of the month, all
of the salesmen going to their respective terri-
tories. Mr. Hahn is traveling through the South.
Mr. Oppenheimer is also in the South.
A. C. Wallenstein, of Wallenstein, Mayer &

Co., is traveling through the South and South-
east and reports business favorable, with bright
prospects. Walter Mayer is on a seven weeks'
tour of the South. The straw pulling contest for
vacations takes place shortly among the em-
ployees of the firm. As soon as A. C. Wallen-
stein returned from off the road he and Henry
Peck, of the firm, will take a little fishing expedi-
tion. They will then attend the convention at
Cedar Point, Mr. Peck visiting with his children
while there.
For the D. Jacobs Sons Co. A. Jacobs is cover-

ing Indiana, H. Greenwold Tennessee and
Georgia, J. Hirschfield Tennessee, A. Strauss
West Virginia, C. K. Jacobs Kentucky, G. Spiegel
Iowa and S. Hirschfield Missouri and Kansas.
They left Cincinnati on the 19th of June.
The Richter & Phillips Co. had a display of

their wares at the Iowa State Convention last
month. It will be remembered that the Richter &
Phillips Company is the only Cincinnati jewelry
firm which had a display at the Indiana State
Convention and as far as can be learned the firm
is the only one having a display at Des Moines,
Iowa. "Dad and the boys" are now on their initial
fall trips, Fend Phillips and Charles Kendall
starting directly after the convention at Des
Moines. Sam Young in the South, Herman Pop-
pendick in Ohio and Michigan, and Harvey Phil-
lips in southern Indiana and the southwest.
M. J. Greenwald, wfe and children, are plan-

ning to make a short visit with Mrs. Greenwald's
relatives, who live just outside of Indianapolis,
in the latter part of June.

Albert Fearnaught, entry clerk and salesman
for the A. & J. Plant Co., is to be married on
the 26th of July to Miss Minnie Conradi, a Mt.
Auburn girl. Directly after the ceremony the
couple intend taking a honeymon trip through the
West. They will reside in South Norwood.
Otto Mehmert, of Joseph Mehmert Jewelry Co.,

will spend a three weeks' vacation at one of the
resorts in the Adirondacks leaving Cincinnati in
the early part of July. Miss May Vance is back
at her old post after having spent a delightful
vacation at Cedar Point, Lake Erie.
Eddie Ellsbach, of Hahn & Oppenheimer, has

returned from Martinsville, Ind., where he had
been receiving treatment for inflammatory rheu-
matism for quite a while, but is not yet strong
enough to be back in the store. He has been
away from the Hahn & Oppenheimer establish-
ment since March.
Dr. C. L. Morris, well known in jewelry circles,

having been connected with some of the leading
watch manufacturing companies for many years,
will hereafter represent A. G. Schwab & Sons on
the road, traveling mainly through Indiana and
Illinois.
Louis Lange celebrated his tenth wedding anni-

versary on the 5th of June. All who attended
the celebration enjoyed themselves immensely.
isie Schroeder, better known among the trade as
the "Snow King," because of the whiteness of
his hair, took his vacation prior to his fall trip.
He is a great baseball fiend and witnesses every
game possible, last year going all the way to
Philadelphia to witness the world's series.
M. J. Greenwald, who is to move into his re-

modeled quarters at 26 Fifth Avenue E. on or
about the 1st of August, is now situated on the
sixth floor of the Glenn Building, Fifth and Race
Streets and is conducting a wholesale business,
having one man on the road—John Miller—cov-
ering Kentucky and West Virginia. He expects
to put on another in the near future. Mr. Green-
wald is undecided about remaining in the whole-
sale business after he moves in August, but says
that if the prospects warrant it he will remain.
He is carrying a general line.

(Continued on page 1130



Diamonds Watches Jewelry'

•
BAUMAN-MASSA
JEWELRY COMPANY

"WHY NOT DO IT NOW?"
If you are one of the few jewelers who have not
yet sent us a trial package of jewelry repairing,

WHY NOT DO IT NOW?

Repairing and remodeling jewelry and special
order work is our Specialty.

Address the next package to the

ERBER JEWELRY MFG. CO.
610-12-14-16 Pine St. . • •. ST. LOUIS, MO.

•

COMMERCIAL 6th and Olive Sts.

BUILDING ST. LOUIS, MO.

Tool Material Optical Goods

J. W. CARY J. H. STEIDEMANN EDW. LANG

J. W. CARY & CO.
Exclusive Jewelers' Supplies
Watch Materials, Tools and Jewelers' Findings

Silk Guards, Spectacles, Etc. American Watch Material a Specialty

INeirdocsli,veCegral 3040TELEPHONES

302 and 303 Globe-Democrat Building

NO FALLING OUT IN OUR SETTING

,
Diamonds and Engraving and

Precious Stones MARITZ 
Designing

Jewelry Mfg. Co. Medals and
Fine

■F Enameling
Diamond Work

217 North 6th Street
and
Jewelry Repairing t S.W.Cor. oil, & Olive So.

Long Distance
St. Louis, Missouri Telephones:

Give Us a Trial le Olive 247
Central 2607

OVIake Money by using the new Elgin Jewel Pin
Assortment and Jewel Pin Gauge.

Being suitable for all makes and sizes of watches, it will decrease the ex-
pense of your material department. Price of one gross assorted, com-
plete with Gauge, put up in handsome wood cabinet, - - $8.00

Gutfreund-Kemper Supply Co.
WATCH MATERIAL, JEWELERS' FINDINGS, TOOLS

and OPTICAL GOODS

305-6 Equitable Building St. Louis, Missouri

CATALOG SENT UPON REQUEST TO ALL RESPONSIBLE JEWELERS

Aller-Wilmes Jewelry Co.

COur travelers start early in July with the

most up-to-the-minute line of goods ever

shown on the market. It will pay you to

wait and see this line before purchasing.

601-602-603-604 Globe-Democrat Building

St. Louis :: Missouri

LET'S HEAR FROM YOU
E want to hear from live, wide-awake jewelers
and opticians who are looking for Bargains. We

W 

know every detail of our business, buy only sure
sellers and pay practically cash for everything. " Quick
sales and short profits " is our motto. C,We are ready to
show you. Write us. Everything in the jewelry and opti-
cal line. Send for our catalogue. It's out of the ordinary.

JAMES J. BUR.KE, President
BROOKS JEWELRY & OPTICAL CO.

Third Floor, Globe-Democrat Bldg. St. Louis, Missouri

THE NEW LINE FOR THE JEWELER
Manufactured by

Tre Weidlich Bros. Mfg. Co.
FINE ART METAL GOODS

A Large Variety of Dresser Clocks, Jewel Cases, Glove and Handkerchief
Boxes, Candlesticks, Ash Trays, Desk Sets, Etc.

Silver, Gold and Old Brass.

Prices Low— Quality the Best •

WEIDLICH JEWELRY CO.
Write for Illustrations and Prices 623 Washington Ave., ST. LOUIS

JUly I, 1911 T E

St. Louis
Business conditions are seasonable, with very

good prospects for the fall trade. Crop reports
throughout this territory are excellent, with
every indication that the farmers will have one
of the best years on record. All the traveling
men of the different concerns are preparing to
leave on extensive trips early in July.
The Eisenstadt Manufacturing Co. has in-

creased its capital stock from $400,000 to $i,000,-
000. • Its statement shows assets of $1,473,532,
and liabilities of $472,086. The capital stock now
consists of $80o,000 common stock and $200,000
preferred stock. The preferred has been sold
to investors outside the company at $105 a share.
Morris Eisenstadt, president, said the capital will
be used to enlarge the manufacturing end of the
business.
M. Eisenstadt, who is Exalted Ruler of the

local lodge of the Elks, will leave July 9th to at-
tend the annual convention of the organization,
which will be held at Atlantic City, N. J., begin-
ning July nth.
S. H. Bauman, president of the Bauman-Massa

Jewelry Co., will return about July 20th from
a seven weeks trip to Europe.
Meyer Bauman, of the L. Bauman Jewelry Co.,

lEeuftroopne. 
June 12th for a several weeks' trip to

The Maschmeyer-Richards Silver Co. recently
donated a silver cup to be contested for at a
tournament given by the Missouri State Rifle
Association. J. K. Venable, traveler for this
concern, has left on a month's trip through the
West. E. A. Schoenle, traveler for the same
firm, has left on a month's trip to the Coast.
The Bergen Cut Glass Manufacturing Co., of

this city, has been incorporated with a capital of
$8000, fully paid. Incorporators : W. T. Bergen,
49 shares common stock ; Charles B. Bergen, I
common; Jerome J. Phillips, 29 preferred; Wood-
lief Thomas, I preferred. The firm will manu-
facture, buy, sell and deal in all kinds of cut
glass, etc.
L. A. Fassett, of Weiss & Fassett, leaves on

July iith on a two months' trip to the diamond
centers of Europe. Max Weiss returned recently
from a week's trip through Illinois. The firm is
distributing to the trade an assorting plate made
of heavy brass and covered with black lacquer.
It can also be used for display purposes.
W. F. Wilmes, of the Aller-Wilmes Jewelry

Co., will leave July Toth on a three months' trip
through the West. H: M. Hubbard, Texas trav-
eler for this concern, will leave July 15th for a
long trip through his territory. Walter J. Beard,
also traveler for this concern, will leave July 15th
oil 
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weeks' trip through northern Illinois
and 
Herman Mauch, the well-known local jeweler,

returned recently from Excelsior Springs, Mo.,
where he attended the annual Missouri State meet-
ing of the Grand Commandery, Knights Templar.
He was elected Grand Warden of the order. He
will attend the annual Shriners' Convention,
which convenes at Rochester, N. Y., July 9th.
Walter Buszeck, diamond-setter for the Maritz

Jewelry Mfg. Co., has left on a two months' trip
to Europe. He recently secured a patent on a
hat pin safety clutch and also a watch combina-
tion, which is two watches in one. If one gets
out of order you can switch into the other. The
two do not run at once.
A. R. Brooks, president of the A. R. Brooks

Jewelry Co., who has been in the jewelry business
here approximately thirty years, has purchased a
farm at Wright City, Mo., and has retired from
acttiiilvdeinbgt.tsiness. His firm will continue business
under the management of F. N. Sohus, at its
present place of business in the Globe-Democrat
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James J. Burke, president of the Brooks
Jewelry and Optical Co., returned recently from
a business trip to Chicago. A. V. Umbrecht, of
this firm, returned recently from a two weeks'
vacation spent at Arlington, Mo. J. Murphy, also
of this firm, is home from a two weeks' vacation
spent at Arcadia, Mo.
Ralph Loewenstein, of the R. Loewenstein

Jewelry Co., left June 22d on a two weeks' trip
through the South and Southwest. Milton B.
Loewenstein, of the same firm, leaves on a west-
ern trip early in July. The Elliott Jewelry Co.
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announce their traveling force as follows : Al P.
Wolff, Illinois, Kentucky, Tennessee, Louisiana
and Arkansas; Joe B. Moore, Missouri, Nebraska,
Colorado and Kansas, and Louis G. Sartor, Mis-
souri, Illinois, Kansas and Oklahoma. All will
leave early in July on their fall trips.
Goodman King, president and general manager

of the Mermod, Jaccard & King Jewelry Co., and
member of the executive committee of the con-
ventions bureau, of this city, is making a de-
termined effort to make St. Louis the convention
city of America. Mr. King purposes to collect
at least $25,000 to get conventions and advertise
the city as a desirable place for conventions. The
money will undoubtedly be collected.
At the annual election of officers of the St.

Louis Sales Managers' Association on June 15th
John C. Estes, of the Mermod, Jaccard & King
Jewelry Co., was elected treasurer.
Annie Lohr, 30 years old, was arrested recently

on complaint of Wm. Mauch, a jeweler at 1436
South Broadway, who asserted the woman took
an $85 diamond from the tray in his store the day
before the arrest. She confessed the theft.
The Hoffmann-Pollhaus Clock and Manufac-

turing Company has been incorporated with a
capital of $10,000, fully paid. George Hoffmann,
8o shares; K. M. Hoffmann, Frances Pollhous, 8
shares each; George P. Pollhaus, 4 shares. To
manufacture, buy, sell, repair and deal in clocks,
etc.

Cyril T. Rodgers, bookkeeper for the Hoyt
Jewelry Co., was held up by two men on the
night of May 30th and his watch, valued at $35,
and a stick pin, valued at $5, taken.
A suit for an accounting was recently filed by

the C. F. Gauen Jewelry Co. against Chas. F.
Gauen, its former president. It is alleged that
the defendant while acting as president and man-
ager of the company from August 1, 1902, to
August 3, 1909, failed to enter in the firm's
books of accounts receipts for repairs and sales
made in that period. He has refused to make a
statement of these accounts, it is alleged. The
petition recites that the company's -profits under
Gauen's management aggregated $15,00o. Mr.
Gauen states that the suit is the result of a
business misunderstanding.
The Gerber-Buschmann Silverware and Cutlery

Co. have filed a statement increasing its capital
stock from $9000 to $12,000.
On Decoration Day, while the store of Meyer

Hurwitz, East St. Louis, was closed thieves en-
tered and stole more than $1200 worth of jewelry.
Mr. Hurwitz discovered the loss when he opened
the place the following morning for business.
The burglars broke the lock of an iron door
at the rear, smashed a pane of blass in the wooden
door within and broke the lock holding an iron
bar across it and so entered the place. Two
unset diamonds valued at $500 were overlooked.
Philip Scanlan, an ex-convict, was arrested here
a few days after the robbery and he was identi-
fied as the man who had left a watch at Mr. Hur-
witz's to be repaired some days previous to the
robbery, and it was also discovered that he had
pawned some of the stolen jewelry in the pawn-
shops of this city.

Charles Hahn, who was arrested for holding
up August Scholl, a South Broadway jeweler, as
described in our last letter, was convicted and
given five years in the State penitentiary. He
refused to disclose the name of his partner in the
crime.
A negro entered the jewelry store of A. J.

Wild, at 203 North Seventh Street, on May 2)th
and asked to be shown a woman's ring. Two
rings were shown him but he asked to see more.
As the clerk turned to get others to show the
negro picked up a diamond ring and ran out of
the store. The chase proved to be very excit-
ing as there was a circus parade on the streets
at the time. The negro was captured. A num-
ber of pawn tickets were found on him.
F. W. Drosten, president of the F. W. Drosten

Jewelry Co., will leave August lot on a five weeks'
trip through the Northwest. He will visit Yel-
lowstone Park and Alaska, returning by way of
Minnesota, where he will spend some time in fish-
ing. E. W. Bornmueller, salesman for this firm,
will attend the Shriners' annual convention at
Rochester, N. Y., which convenes on June 9th.
This firm secured the order for twenty-five silver
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cups for the Missouri Athletic Club's modified
marathon race which took place on June 24th.
The Hess & Culbertson Jewelry Co. secured the

order front the Travelers' Protective Association
for approximately seventy-live to one hundred
gold and gold filled watches to be given to their
members as prizes in the membership contest.
S. E. Bamber, secretary of this firm, left on
June loth as a delegate to the T. P. A. conven-
tion, which convened at Philadelphia on June
12th and lasted one week. From there he went
to New York on a two weeks' business and
pleasure trip and is expected home about July 1st.
S. Ruby will not be able to get into his new

store at 409 North Sixth Street before September
1st on account of labor troubles in the building
industry. L. W. Brown, buyer for Mr. Ruby,
returned recently from a two weeks' trip to
New York and the Massachusetts factories.

1. H. Benford, a jeweler of London, England,
was a recent visitor in this city.
F. W. Hoyt, of the Hoyt Jewelry Co., returned

June 1st from a three weeks' trip through the
Southwest. He attended the Oklahoma State
convention of the Oklahoma jewelers. C. M.
Fairley, traveler for this firm, is in from a five
weeks' trip through Texas. I. T. Fuller, also
traveler for this firm, has been spending his vaca-
tion at his old home, Hiawatha, Kans.
L. L. Arnold, assistant manager of the store

of Charles S. Erber, at Texarkana, Texas, re-
turned home on June 21st after spending two
weeks here.
Charles Zeus, salesman for the Gerber-Busch-

mann Silver and Cutlery Co., will leave early in
July on a several weeks' trip through Missouri.
E. Puellman, traveler for this concern, is now on
a long trip through Kansas. He attended the
Kansas State jewelers' convention at Hutchinson,
Kans., on June 6th, 7th and 8th.
The Imperial Clock Company have purchased

50 x 122 feet on Rutger Street between -Rankin
Street and Theresa Avenue and will start shortly
to erect a two-story factory which will give them
10,000 square feet of space. All the material they
use to build their clocks will be made in the new
factory.
The Hess & Culbertson Jewelry Co. furnished

for one of the notable early June weddings here
an exquisite silver service consisting of a water
pitcher and twelve goblets to match, in an ef-
fective colonial engraved design.
The Porter Jewelry Store, Tipton, Ind., has

been incorporated with a capital stock of $3000.
Directors: R. L., Clyde R. and Rolland V. Por-
ter.
D. G. Braham, manager of the jewelry depart-

ment of the "Grand Leader," has gone to Europe
on a six weeks' trip.
Frank C. Hoyt, a valued employee of the Mer-

mod, Jaccard & King Jewelry Co., died here on
June 7th after a lingering illness. The funeral
took place on June 9th. He left a wife.
Formal announcement has been made of the

retirement of Joseph Van Raalte from the firm
of Ben Barnett & Co. The firm will be continued
under the same name by Ben Barnett at 816
Pine Street.
On a recent afternoon, while Mrs. F. L. Steiner,

wife of F. L. Steiner, secretary of the St. Louis
Clock and Silverware Co., was indisposed and
lying down her house was entered by a burglar
and jewelry valued at over $r000 was taken. Mrs.
Steiner was bound and gagged and a pair of
diamond earrings were taken from her ears.
Among the jewelry taken was a diamond nmn
valued at $750 and a solitaire valued at $350. The
police are still working on the case. After the
robbery Mrs. Steiner was taken with a severe
attack of nervous prostration and for several
days was in quite a dangerous condition. She
has thoroughly recovered.
Tb" St. Louis Jobbers' Association held their

election of officers for the year on June 6th. The
result was as follows : President, George G. Brill,
treasurer of the Eisenstadt Mfg. Co.; vice-presi-
dent, F. W. Hoyt, Hoyt Jewelry Co.; treasurer,
F. L. Steiner, secretary of the St. Louis Clock
and Silverware Co.; secretary, W. F. Kemper, of
the Gut freund-Kemper Supply Co.
Miss Agnes Hoeman, bookkeeper for the Eisen-

stadt Mfr. Co., is home from a ten days' vacation
spent in the East.

(Continued on page 1183)



has returned from Europe
with an exceptionally well

selected stock of loose

Diamonds in all sizes. Order

a package on memo. and take

advantage of the splendid

values we are offering.
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Cincinnati

(Continued from page 1129)

Tony Herschede, Main Street jeweler, was

called for petit jury service last January, but

owing to business cares he was excused. He did

not think any more about jury work until one

day some time ago he was again summoned. This

time he served.
Shelby S. Van Hoy, Shelbeville, Ky., has in-

stalled some new fixtures in his store besides

marking other marked improvements.

On June 13th a man walked into the store of

the Diefenbach Jewelry Co., Hamilton, Ohio,

grabbed thre rings valued at $50, and started to

leave the store. He was arrested, but not until

he had hit the officer several times. He put up a

hard fight before he was finally subdued. The

culprit refused to give his name and has not

yet been identified.

Edward Oelker, 42 Arcade, is having trouble

with the Union Gas and Electric Company, and

a suit is probable. Oelker is backed by the

Cincinnati Post in his fight. It seems that Oelker

used only fo cents' worth of gas during the month

and when the gas company sent in the bill h
e

was charged up with 30 cents. When he inquired

what basis the company was using they told

him that the franchise called for a minimum of

30 cents' worth of gas and that this amount would

have to be paid or the supply would be cut off
.

Oelker offered to pay for what he had used bu
t

the money was returned. He took the matte
r

up with the Cincinnati Post and they are fightin
g

the case through their attorneys.

The Pike Novelty Co., of Covington, Ky., had

the front window smashed in one day in the latter

part of May and everything was stolen that was

within easy reach. Henry Bresch is the owner

of the store.
The Uhrig Jewelry store, Gallipolis, Ohio, has

been taken over by A. K. Merriman & Co.

The McDaniels Brothers, of Lebanon, Ind.,

went on a ten days' fishing trip to Lake Maxin

Kuc Kee during the month.

Frank Schenkie, connected with the firm of

Schenkie Bros., Greenville, Ohio, for several

years, has resigned his position to go with the

J. A. Aman Company, of Dayton, Ohio.

Wm. H. Tewell, of Madison, Ind., has taken his

watchmaker, Mr. Beard, in as a partner and

changed the name of the firm to Tewell & Beard
.

Mr. and Mrs. Tewell were in Cincinnati recently
.

J. E. Steinkamp, Jasper, Ind., has been suc-

ceeded by Huther & Steinkamp. Huther was

previously in the employ of Mr. Steinkamp.

F. C. Thieneman has located in Cincinnati, hav-

ing his place of business on Vine Street, near

Liberty. Mr. Thieneman has been in the jewelry

business at Franklin, Ohio, for many years.

Mrs. Boiarsky was in Cincinnati with her broth-

er, Mr. Gluck, primarily to purchase furni
ture

for her new home in Charleston, W. Va. At 
the

death of Mr. Boiarsky Gluck took over the b
usi-

ness and is running it in the interests of his si
ster.

Mr. and Mrs. Jos. Noterman spent a delightful

ten days at French Lick 'during the month. They

were there joined by a party from Chicago, among

whom were Mr. and Mrs. C. D. Peabody and

Mr. and Mrs. William Juergens.

"—Fred M. Bunker was in Cincinnati during the

early part of June buying fixtures and supplies

for his new store in Ashland, Ky., which he will

have ready for business on or about July 1st.

Mr. Bunker is the brother-in-law of C. M. Wal-

lace, Huntington, W. Va., and has been asso-

ciated with him in the jewelry business for sev-

eral years.
On the moth of June Harry P. Neher, of the

E. & J. Swigart Co., is to be married to Miss

Mary Rouse, a Cincinnati girl, living at 2115 Au-

burn Avenue. The future home of Mr. and Mrs
.
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Neher will be at 807 Oak Street, Walnut Hills.

Mr. Neher is very well known among the local

trade, who wish him all happiness.

Joseph Hermann, watchmaker, who for a long

while occupied Room fo in the Glenn Building,

Fifth and Race Streets, is now with the Joseph

Mehmert Co., wholesale jewelry supply house.

Harry Gilsey, of S. & H. Gilsey Co., comes

before the Cincinnati baseball world as the pro-

moter of semi-professional ball. Some time back

his picture appeared in the Commercial Tribune

as the president of the Shamrocks, one of the

best known amateur teams in Cincinnati. The

Shamrocks have games scheduled with the Jap-

anese team from the University of Waseda; with

the Nebraska Indians, and with the Cuban Stars.

These games are already attracting much atten-

tion because of the personnel of the members, and

when they come are sure to bring Harry Gilsey

still more in the baseball limelight.

Lee Powell, representative of S. 0. Bigney &

Co., has changed his headquarters from Chicago

to Cincinnati. He is temporarily located at the

D. Jacobs Sons Co.

The Thoma Bros Co., who moved to the fourth

floor of the Schmidtlapp Building on the 17th of

May, are now straightened up, the store taking on

a fine appearance.

W. A. Ochs, 4025 Hamilton Ave., made an as-

signment in the United States Bankruptcy Court,

his liabilities being listed at $1400, with assets at

$1100. W. A. Ochs has been located on Hamil-

ton Avenue since igo9. He carried a general line

of jewelry and did repairing of all kinds.

Theodore Neuhause & Co., which was recently

incorporated, became enmeshed in financial diffi-

culties and offered to compromise at 25 cents on

the dollar a short while ago. The creditors have

been lenient and have not forced the firm into

bankruptcy. Attorney W. L. Benham has been

appointed receiver and is getting things in run-

ning order. Mr. Neuhause says that the firm is

now making money and that it is his intention to

pay his creditors in full. The firm was estab-

lished fifteen years ago.

It has been the usual custom of the retail stores

in the Arcade to keep open until midnight every

night in the week the year through. Last summer

action was taken by the Retail Jewelers' Asso-

ciation and it was agreed that these stores should

close on Tuesdays and Fridays at 6 o'clock. This

year no such action was taken, and as a conse-

quence they will remain open.

The monthly meeting of the Cincinnati Whole-

sale Jewelers' and Manufacturers' Association

took the form of an outdoor evening affair. At

6 o'clock on the 25th of June forty members

boarded the special car at Fountain Square and

were taken to Griese's Garden, a quiet resort at

Lick Run. Here the party had dinner, after which

a business session followed, some important mat-

ters coming up for discussion. About to o'clock

the meeting broke up, everyone feeling that the

place was a wise selection and that a most enjoy-

able time was had.

Because the men of Oskamp, Nolting & Co. per-

sisted in calling the 0. N. G. Club the Ohio

Night Guards, the young ladies decided to change

the name of their organization. At the meeting

held on the 15th at the home of Miss Edith

Rogers, Newport, Ky., it was decided that here-

after the name of the club should be the "Entre

Nous" Club of the Oskamp, Nolting Company.

New officers were elected at this time, Miss Nora

Davis being elected president, Miss Anna Fisher

vice-president, Miss Norma Best treasurer, Miss

Myrtle Rhonemus recording secretary, and Miss

Kathryn Hartman corresponding secretary. After

the election a good old-fashioned dutch lunch was

enjoyed. The feature of the evening, however,

was the original composition, "Melrose," by Miss

Mae McGowan, composed especially for the club.

The next meeting of the club will be held on

the 24th, at which time the recently elected offi-

cers will be installed. Miss Ruby Roberts, who

is now with the Richter & Phillips Company, but

who was formerly with Oskamp, Notting & Co.,

has been taken into the club.

The following out-of-town retailers were vis-
itors in Cincinnati last month: J. N. Calvert, Rus-
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sellville, Ohio; Wm. Heins and daughter, Knox-

ville, Tenn.; H. J. Sponseller, Dixon, Ohio ; C. M.

Wallace, Huntington, W. Va.; Fred M. Bunker,

Huntington, W. Va.; C. C. Marlett, Middletown,

Ohio; Ed M. Oakley, Logan, W. Va.; J. W.

Vaughen, Marrow, Ohio; A. E. Axman, Middle-

town, Ohio; W. W. Burnett, Pelham, Ga.; J. C.

Meyer, Harrison, Ohio; F. L. Ellis, Ensley, Ala.;

J. G. Laupus, Seymour, Ind.; W. L. Bentel, Ham-

ilton, Ohio; C. A. Gossard, Washington, C. H.,

Ohio; Frank D. Ausman, St. Marys, Ohio; Henry

Sills, Piqua, Ohio; Wm. H. Nuetzel, Rockport,

Ind.; Emil H. Lohmeyer, Newport, Ky.; Frank

B. Cary, Lebanon, Ohio; James J. Davis, Jack-

son ; E. P. Chapin, Morganton, N. C.: Zechman

& Heistermann, Maimisburg, Ohio; W. H. Bough-

ton, Waltham, Mass.; K. W. Kern, Kokomo, Ind.;

Lee Baldwin, Winchester, Ky.; C. F. Held, Fal-

mouth, Ky.; Norman Swetting, Oxford, Ohio;

Albert Zoellner, Portsmouth, Ohio ; Charles

Sederberg, Milford, Ohio; L. R. Ohmstedt, Milan,

Ohio; J. Gluck, Charleston, W. Va., and J. L.

Whistler, Marion, Ind.

St. Louis

(Continued from page 1181)

On June 8th the newspapers contained an ad-

vertisement announcing that the store of the

Whelan-Aehle-Hutchinson Jewelry Co. would

close at 5 P. M. during the summer months.

J. W. Berding has opened a new jewelry store

at Union, Mo.
The Universal Exposition Co., of St. Louis,

with a capital of $ioo,000, has been incorporated

to establish a permanent fair grounds and exposi-

tion. Its object is to give the leading business

interests of the city facilities to exhibit.their of-

ferings on the basis of an exhibit at all times.

Roy Canham, wife and baby, of Springfield,

Ill., were recent visitors here. Mr. Canham is a

member of the firm of Tobin & Canham, Spring-

field, Ill.
Arthur J. Lee, secretary and treasurer of the

Lee-Helmerichs Jewelry Mfg. Co., returned home

June 20th from a two weeks' vacation.

Lawrence Oberting, traveler for the Weidlich

Jewelry Co., leaves in July on a two months' trip

through Missouri, Kansas and Iowa. 0. L. Tribble

has accepted a position with this firm as traveler

and will leave July 1st on a long trip through

Arkansas, Oklahoma and the South. He was

formerly with A. C. Becken, of Chicago.

0. K. Steuwe, for a number of years traveler

for the Eisenstadt Mfg. Co., has accepted an

important position in the jewelry trade in Cin-

cinnati.
The S. A. Rider Jewelry Co. have moved to

their new location at 1124 and 1126 Washington

Avenue, where they have a very fine store.

N. Appel, formerly connected with the Eisen-

stadt Mfg. Co., has opened a new store at 4529

Easton Avenue.
Three young men called on Fred Behr, a jew-

eler at 1403 Market Street recently and offered

to sell him a $500 diamond ring for $1 oo. He

became suspicious and asked them to wait a few

minutes. He stepped to a telephone and called

up police headquarters. An investigation dis-

closed that one of them had stolen the ring from

his mother. The three were arrested.

The jewelry store of F. L. Schroeder, 239 Col-

linsville Avenue, East St. Louis, Ill., was recently

damaged to the extent of $2000 in a fire which

started two doors away. During the excitement

eighteen umbrellas, valued at from $5 to $18

each, were found to have been stolen from a

rack at the front of the store.

Well-known buyers in town recently were:

C. C. White, New Madrid, Mo.; F. H. Kahlert,

Carlyle, Ill.. G. H. Geer, Jackson, Mo.; H. White,

Litchfield, ill.; A. Y. Boswell, Tulsa, Okla. • R.

Stewart, Gillespie, Ill.; Fay Bass, Louisiana, ilo.;

A. H. Krause, Greenville 
'

, Ill. • E. P. Buhrman, of

Buhrman & Emery, Springfield, Mo.

The fiscal year of the St. Louis Watchmaking

School, 5815 Easton Avenue, has just closed.

The year has been one of the best and most suc-

cessful in the history of the institution.
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No. C. DIAMOND BALANCE

HERMAN KOHLBUSCH, SR.
MANUFACTURER OF

Fine Balances and Weights

FOR EVERY PURPOSE
. WHERE ACCURACY IS REQUIRED

170 Broadway (Corner Maiden Lane)
New York, N. Y.

SEND FOR CATALOGUE
UPRIGHT POCKET DIAMOND

SCALE

THE CLOCK THAT RUNS ITSELF.

The Imperial Electric Clock,
Is a Modern Time Piece.

No. 18. List, $36.00

Length, 41 inches
Width, 17 "
Dial, 12 "

The Imperial Clock requires no wind-
ing. It is operated by Dry Cell
Batteries which last from 12 to 30
months and can be replaced at an
expense of 50 cents.

The Imperial Clock is made in a
simple, substantial manner, without
springs or complicated mechanism to
get out of order ; A clock that the
Jeweler can recommend and on which
he can make a handsome profit.

The Design and Finish of the Cases
make them pleasing to look upon,
while the workmanship and material
are a guarantee of satisfactory service.

Golden Oak or Birch-Mahogany Finish

AT PRICES
Ranging from

$15! to $75.00 List
GET OUR CATALOGUE AND PRICES

Imperial Clock Company, St. Louis, U. S. A.

High Grade Masonic Rings
Superior Quality of Enameling and Engraving

Prices Low
Quality the

Best

Goods sent
on approval
to reliable
jewelers

Our Specialties:
Fine Gold Plati-
num Mountings,
Emblem Goods,
Rings, Jewelry
Case Repairing,
Jewels, Medals,
Badges, Class
Pins.

MAX C. LANG MANUFACTURINGJEWELER
Claypool Bldg., Indianapolis

Send us a trial package of repairs Fine Platinum special order work

Wheeling Metal Ceilings
cARTISTIC

THE DISTINCTIVE, ARTISTIC DESIGN OF
WHEELING METAL CEILINGS
makes them acceptable to the most careful or particular owner.

They give satisfaction wherever used —In Homes, Stores
' 

Offices Auditoriums, Theaters,
Churches; Cafes

' 
Hotels, Restaurants; and in all classes of Public Buildings and Institutions,

We can prove their Economy, as well. Ask the nearest office.
Large Stocks at all Stores.

Wheeling Corrugating Company
WHEELING WEST VIRGINIA

BRANCH OFFICES AND STORES

PHILADELPHIA CHICAGO
CHATTANOOGA

NEW YORK ST. LOUIS
DETROIT

Try our BLUE RIBBON CREAM
Metal Polish on your Automo-
bile Lamps, Brass Signs and

Fixtures.

Use our BLUE RIBBON CREAM
Silver Polish on your Fine Gold,

Silverware, Cut Glass, etc.

Remember, the name "BLUE
RIBBON " means the BEST.

A sample of either or both for

the asking.

International Metal Polish Co.
INDIANAPOLIS, IND.

Artistic Hand-Made Banquet Rings
SILVER, WITH HOLD ORNAMENTATION

REAL STONES OF ALL KINDS

IKKO MATSUMOTO, Manufacturing Jeweler
Room 316 American Central Life Building, INDIANAPOLIS, IND.
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Indianapolis
While no sales records are being broken, the

i,)cal trade is more than holding its own during
his season of vacations and early closing hours.
Prospects are good for a line fall trade and buy-
mg has been generous. A number of the jobbers
have visited the eastern markets.
Baldwin-Miller Company report that their fiscal

,ear, which ended May 3r, 191I, was the largest
the firm had ever enjoyed. Trade continues very
,00d. The traveling force will not stop for va-
cations this year.
B. Goodman, president of the wholesale firm of

;oodinan & Co., in the Majestic Building, has re-
turned from a purchasing trip to New York,
Providence, Attleboro and other jewelry marts.
[he firm will add a large line of cut glass and
ilver novelties this fall. Harry Palman, house

:alesman, enjoyed a pleasure trip to Chicago last
I onth.
Charles Bernloehr, watchmaker with Chris.

Bernloehr & Bro., left June IEth for a two weeks'
vacation to New York and Boston.
F. L. Bryant, on North Pennsylvania Street, is

spending his vacation on the Tippecanoe River, in
northern Indiana. He is a keen fisherman and
is catching lots of fish.
Loroy Miller, only son of E. C. Miller, of

Baldwin-Miller Company, is a member of the
1911 graduating class of Princeton College.
After a six weeks' illness that confined him to

a hospital M. C. Davis, manufacturing jeweler,
is again at his place of business but not suffi-
ciently recovered to resume active work for some
time. His many friends are pleased to see him
recovering his health.
J. W. Schmeltz has removed his jewelry and

optical business from 26 South Illinois Street to
the rooms on the second floor of the same build-
ing, directly over his old quarters. Two advances
in the rent within a short time were the im-
mediate cause of the removal. The general ad-
vance in rents for ground floor rooms has resulted
in the smaller Indianapolis merchants, in all lines,
trying upstairs quarters.
The International Metal Polish Company, of

this city, recently filed incorporation papers with
the Secretary of State. The directors are W. A.,
Robert A. Eugene and G. L. Blackburn and
Annette Madison ; capital stock $40,000. Plans
have been adopted for the erection of a large
manufacturing plant on the Belt Railroad, where
the manufacturing of Blue Ribbon Silver Polish,
Auto Cream and Brass Metal Polish will be con-
tinued upon an extensive scale. Robert A. Black-
burn, general manager, says that the business
has entirely outgrown the capacity of the original
plant. The new plant will be finished this fall.
The sale of Blue Ribbon Silver Polish has been
heavy, especially with high-class jewelers who
handle it under their own special label.
A series of interesting talks were recently given

at the attractive quarters of the To Kalon shop in
the Board of Trade Building, by Mrs. George Sill
Wells, of the Kalo Shop, of Chicago. The first
talk was on "Gems," when Mrs. Wells told of
notable historic gems and of the superstitions con-
nected with many precious stones. The second
talk was "Pearls," the third on "Gems and Handi-
craft." A number of society women attended the
talks and thoroughly enjoyed them.
Wolf Susman, who conducts a loan office and

Jewelry business on West Washington Street, has
Just opened another store in the same block.

Eleven carloads of German china, the duty on
which was $15,000, were received last month by
Holloweg & Reese, wholesale queensware dealers
on South Meridian Street. It was said to have
been the largest single consignment of chinaware
that had ever passed through the Indianapolis
port.

J. C. Sipe, of Indianapolis, and Sam F. Sipe,
of Pittsburg, will sail for Amsterdam to purchase
diamonds early in July. Both merchants have
had a good diamond year and expect to buy lib-
erally for the fall and holiday season. During
the month of June a 10 per cent discount was
offered on all diamonds sold by the Sipes.
The Sterling Jewelry Company is located and

ready for business at to North Pennsylvania
Street (upstairs). The firm will do a general in-
stallment business in watches and jewelry.
Charles Burns, formerly with M. F. Smith, on
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West Washington Street, has taken the position
of watchmaker with the new house.

William C. Hutsel has removed his watch re-
pair business from to North Pennsylvania Street
to "Fountain Square," on the South Side.
Ed Gardner, 30 North Delaware Street, turned

out a number of beautiful designs in platinum
work last month. It was all special order work,
set with diamonds.
The extensive trip which Mr. and Mrs. F. M.

Noe had planned to Alaska in July has been
given up on account of the continued illness of
Mrs. Noe. About two months ago she sustained
very painful and serious injuries in a street car
accident.
The Indianapolis Union Railway Company has

placed the official watch examination for the en-
tire road in the hands of The Capitol Jewelry Co.,
of this city. Watch inspection is a new thing for
this road, which is commonly called "The Belt."
It encircles the city and connects all the railroads
entering Indianapolis.
A. R. Gray and Wilbur Smith, of Gray, Grib-

ben & Gray, have begun the erection of cottages
at Broad Ripple. This very attractive resort,
about eight miles north of Indianapolis on White
River, is becoming popular with the jewelers.
Among the summer visitors are C. W. Lauer,
H. A. Comstock, C. S. Wallace, Fritz Fromm,
A. R. Gray, W. S. 'Smith.
C. W. Kelley, traveling representative for H. P.

Sinclaire & Company, Corning, N. Y., has been
spending his vacation at his home in this city.
Mr. Kelley expects to attend the Ohio Retail
Jewelers' Association at Cedar Point, June 26th-
28th, where he will duplicate the beautiful display
of cut glass which was so much admired at the
Indiana convention at Evansville.
Henry C. Schergens, a well-known East Wash-

ington Street jeweler, is erecting an attractive
modern flat building on East New York Street,
in this city. The building is of brick with all
the up-to-date conveniences.
Claud Russell, engraver formerly with J. F.

Kiser, at Muncie, Ind., is visiting friends in this
city.

Oliver M. Artes, president, and J. L. Thuman,
vice-president of the Evansville Jewelers' Club,
have made their plans to attend the convention
of the National Retail Jewelers' Association at
Richmond, Va., in August. Mr. Artes is treas-
urer of the national association. A number of
places of interest will be visited en route home
from Richmond.

Charles Mayer & Co. held their annual cut
glass sale June 15th to 17th. The display was
most attractive and the sale a great success.

J. A. Dyer, copperplate engraver, and Will
Haugh, of the Federal Engraving Company, at-
tended the National Engravers! Convention at
Chicago July loth. Mr. Haugh is a member of
the executive committee. The June weddings and
graduations kept the engravers on the rush last
inonth. Much of this business is now handled
through up-to-date retail jewelers.
Mr. Grohs, of the I. Grohs Jewelry Company,

expects to leave for the eastern jewelry markets
early in July. In August he will go to St. Louis
and spend a month with his customers in that
city and vicinity.
The family of H. H. Bishop, of this city, have

returned from a prolonged sojourn in California.
The health of Mr. Bishop's son is somewhat im-
proved, which is very good news to his many
trade friends.
The Porter Jewelry Store, Tipton, Ind., has

recently been incorporated under the State laws.
The directors are R. L. Porter, Clyde R. Porter
and Roland V. Porter, who will conduct a retail
jewelry store. The capital stock is $3000. The
business has been established for a number of
years.
Frank Mayer & Sons are all ready for a formal

opening and reception in their thoroughly re-
modeled store at South Bend, Ind. A new copper
front, with a wide entrance and generous display
window has greatly improved the exterior. Ma-
hogany furniture and fixtures have been installed.
A diamond room and a receiving desk for repairs
occupy the front of the room. Above these is a
good-sized balcony on which is located the watch
repair department.
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Fletcher M. Noe, of Indianapolis, was elected
Past State President of the Fraternal Order of
Eagles, and Charles A. Rigdon, of Warsaw, hid.,
was re-elected secretary at the State convention,
held at Logansport, hid., last nionth. Mr. Rig-
don has held the same office for the past five
years and Mr. Noe, who organized the first aerie
in the State, has occupied all the offices in the
local and State organization. Both gentlemen are
well-known and successful retail jewelers.
H. L. Rost, of Columbus, md., leaves June 20th

for an extended tour of the West, which includes
a trip along the Pacific Coast from Los Angeles
to Seattle. He will be accompanied by his wife.
Mr. Rost regrets that he will not be at home to
help entertain the State Optical Sociey, which
meets in his city on June 26th, but thinks his
son Carl will be equal to the occasion.
Arnold D. Forberger, a young jeweler of York,

Nebr., was married June t4th to Miss Alice Hilla-
bold, at her home in Madison, Ind. Mr. For-
berger was formerly employed by the veteran
retail jeweler of Madison.
Several valuable pearls have been found this

season in the Ohio River near Madison, Ind. The
Madison Button Co. used a great quantity of
mussel shells. From these the fishermen are
always on the lookout for a "find."
Walter O'Bryan, formerly of Evansville, Ind.,

is now with H. L. Rost at Columbus, Ohio.
Clifford Updegraff, who has just finished a full

course of instruction at the L. R. Douglass School
of Engraving in this city, has taken a position
with George S. Kern, on North Meridian Street.
R. R. Ralston, formerly at Culver, Ind: is now

located in the jewelry business at City,
Mont.
Harold Ratlif, formerly of Pendleton, Ind., has

recently accepted a position with a retail jewelry
firm at Bloomington, Ind.

Charles Bloomfield, Anderson, Ind.; Louis
Foster, Tipton, Ind.; Gilbert Scott, Atlanta; Ind.;
Rolland Porter, of the Porter Jewelry Store,
Tipton, Ind., and Miss Irma Rohlander, daughter
of J. H. Rohlander, of Evansille, Ind., are among
the pupils who entered the L. R. Douglas School
of Engraving, at Indianapolis, last month. Mr.
Douglas reports a steady increase in the number
of pupils in the correspondence department.
Oscar Bear, for some time in the watch repair

business at Dupont, Ind., has recently formed a
partnership with W. H. Tewell, a jeweler at
Madison, Ind. The new firm will conduct a re-
tail jewelry and watch repair business.

J. W. Hudson, Fortville, Ind., has taken ill the
room adjoining his jewelry store to accommodate
the large line of pianos which he has been hand-
ling with marked success. Mr. Hudson made a
business trip to Chicago last month.
Robert E. McGarity, a jeweler at Angola, Ind.,

recently filed a voluntary petition in bankruptcy,
scheduling liabilities at $1206 and assets at $1217.
F. S. Day, Angola, Ind., was a recent welcome

visitor on this market. He reported business con-
ditions as good in his part of the State.
Baber & Rankin's display window, on the main

street of Peru, Ind., was robbed May 30th of $600
worth of watches and diamonds. The burglars
broke the window and escaped before the theft
was discovered.
H. B. Cowder recently removed his jewelry

business from West Virginia to Dunkirk, Ind. He
is nicely located with a good stock.

J. S. Clements, of Brownstown, Ind., .made a
purchasing trip to this market last month. While
Mr. Clements is well known in Indianapolis he
does not make many personal visits.
A. L. Brown has succeeded, by purchase, to the

jewelry business of Frank W. Berka, at Dow
City, Ind.
Jay Wehrle, watchmaker for the Ross J. Hasel-

tine Co., at Kokomo, Ind., is receiving the con-
gratulations of his friends upon his marriage,
which took place April 30th but was not made
public until some time later.
A. E. Klein, Cornersville, Ind., was among the

out-of-town buyers who visited this market last
month.
Laminers & Kreke is the new name for the old

jewelry store of John H. Kreke, at Huntingburg,
Ind., Mr. Laminers having recently purchased all
interest.

(Continued on page 1186)



II36

Toledo
The jewelry business in Toledo has been quite

brisk throughout the entire month and every
store in the city seems to be getting its share
of the trade. Weddings and commencements
have been largely responsible for the rush, but
it has kept up throughout the entire month and
there is no sign of a lull. A general line of
jewelry is being sold, sterling silver flatware
seeming to have the preference for wedding gifts,
while chains, pendants and rings, all of the higher
grades, are strong points in the graduating pres-
ent line. Among the local novelties is the coat
chain, taking the place of men's watch fobs.
These are in such strong demand that dealers
find difficulty in finding enough to supply their
customers. A companion to this, and only a step
behind in popularity, is the new "Hobble" chain
for ladies' watches, designed to be worn in the
belt. Diamonds have been a little "off color"
this month, but few stones of importance being
sold here in the past thirty days.
The optical business is keeping up in splendid

shape and opticians are all optimistic. This line
of trade has been exceptionally good all spring
and there has as yet been no dropping off in the
demand.
George L. Freeman, a prominent lumber dealer

of Toledo, being a member of the important firm
of Kelsey & Freeman, has reported to the local
police the theft of jewelry valued at more than
$5000. The jewels were stolen from Mrs. Free-
man's dressing table. The plunder included a
pendant set with a diamond and thirty pearls, a
ring set with five diamonds, another set with two
diamonds, one ring set with four diamonds of
I karat each, and a diamond and pearl set ring.
The robbery was not discovered for several days.
No clue has been discovered.
Miss Lucy Hamsher and Charles De Ran were

married Wednesday evening, June 28th, at the
Methodist Episcopal Church at Fremont. Mr.
De Ran for the past year has been in the employ
of the Merrill-Broer Co., traveling through Ohio
and Indiana. J. W. Williams and A. R. Perry,
of the Merrill-Broer Co. acted as ushers. After
the ceremony a reception was held at the home
of the brides mother. The young people will be
at home to their friends after August 1st at their
home, 319 High Street, Fremont. The entire
office force of the Merrill-Broer Co. will go to
Fremont to attend the wedding.
Miss Lois Stone, daughter of H. B. Stone, the

Superior Street jeweler, is a member of the
graduating class of the Toledo High School this
year. The commencement exercises were held
last month.
A bold attempt to burglarize the jewelry store

of Basch & Co. was frustrated by a burglar alarm
which sounded a warning in the Western Union
Telegraph office. The men broke into the rear
of the store and entered a small room in the rear
of the jewelry stock room, but when they at-
tempted to open a door leading into the salesroom
their doom was sounded. Motor cops arrested a
man giving the name of Harry Weiner, 40, of
St. Paul, whose shoulders were covered with
Plaster and who carried $185 in his sock. The
other men were arrested charged with being ac-
complices.

• The 24-Karat Club has not as yet completed its
organization, although a number of informal
meetings have been held at the Commerce Club
committee rooms in the Nicholas Building. These
meetings have taken the form of semi-social af-
fairs, generally including dinners, and have been
pleasant as well as profitable. Practically every
jewelry house in the city is now represented in
the club and another formal meeting will be held
in the near future to complete the organization.

About a quarter of a hundred of the local
jewelers are making plans to attend the Ohio
Retail Dealers' Association meeting which will be
held at Cedar Point June 26th, 27th and 28th.
One of the interesting features of the convention
will be the exhibition by manufacturers of their
latest creations in cut glass, silverware, watches,
clocks and jewelry. Lectures will be given by

K

men of national prominence. The Ohio Retail
Jewelers' Association was organized at Cedar
Point in 1907 and is affiliated with the national
association.
The new art department recently added to the

Comlossy store on Madison Avenue is reported
as making a decided hit. Oil paintings, pastels
and water colors are handled, the specialty being
water colors.
A. J. Heeson, whose clever ad, "Hasten to

Heeson," has set the entire city a-smile, reports
a splendid business throughout the entire month
of June in general jewelry lines. The appearance
of the store is being improved by the laying of a
handsome new pavement in front of the building.
L. Beckman, of the firm of L. Beckman Co.,

with his family is enjoying a summer outing in
northern Michigan.
Because a window was left open during the

absence of the family a thief gained access to the
home of 0. Johnson, of Church Street, recently
and stole a gold watch, chain and charm.
William H. Broer, the Summit Street jeweler,

has erected a handsome street clock in front of
his place of business, which is greatly appreciated
by the passersby on that busy thoroughfare.
Oscar Bowers, of Wellsville, Ohio, a prominent

Republican politician, well known in Toledo
jewelry circles, was found dead Friday June 2d in
an alleyway of his home town, his head beaten
almost to a pulp. Nearly $10o0 and a handsome
gold watch and a $300 ring were taken from the
body.
The Merrill-Broer Co. are having a new strong

box installed in the company's safe for the safe
keeping of loose diamonds. The work is being
done by the Pixley Co., of Toledo.
M. Isenberg, of the Isenberg Bros. Co., has re-

turned from a trip to Chicago, where he combined
business and pleasure.
The Board of Education at a recent meeting

awarded as a part of a $36,000 electrical job the
contract for fourteen clocks for the two new
district high schools, in which the principle of
perpetual motion will be exemplified. Six mag-
neto clocks will be placed in each school. These
will be controlled by a master clock in each build-
ing, which will be wound by electricity. None
of the clocks will need winding.
Mrs. H. B. Stone, wife of the Superior Street

jeweler, has been confined to her home by illness
for the past two weeks.
The Leavett Optical Co. reports a booming

business which has been keeping up splendidly
throughout the month of June.
N. E. Hascall, of the J. J. Freeman Co., has

returned from his extensive European trip, ar-
riving in Toledo June 5th. Mr. Hascall had a
pleasant trip and is looking fine. He made some
extensive purchases while abroad and the Free-
man Co. will soon have on display as a result
advance styles, direct from Europe, in general
jewelry lines. Mr. Hascall made some large dia-
mond purchases.
At the next meeting of the Toledo Optometrical

Society which will be held Wednesday, June 21st,
the question of when and where the annual sum-
mer outing of the club is to be held will be de-
cided.
William H. Broer, the Summit Street jeweler,

accompanied by his daughters, will start June 27th
for a European trip. While abroad Mr. Broer
will visit the great diamond center, Amsterdam,
and may possibly make some purchases.

One of the interesting signs greeting all comers
into the display rooms of the Merrill-Broer Co.
reads : "Keep smiling and make a noise like an
order."
H. B. Stone reports a fine business in the gen-

eral jewelry line and a heavy rush of repair work.
C. A. Rowland, the Madison Avenue jeweler,

reports a good trade on chains, lockets, pendants
and rings. Sterling silver flatware is also strong.
Announcement is made that the New York of-

fice of the Hull Umbrella Co. will be open for
business July 15th. This office will be located at
1055-1057 Fifth Avenue Building, on Fifth Ave-
nue. F. E. Norton, formerly traveler for the
company, covering Pennsylvania and New York
territory, will be in charge of the new office.
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(Continued from page 1135)

Horace Parker, 22 years old, a resident of thi
city, was recently arrested by local detectives co
charges that it was thought would explain several
mysterious jewelry thefts of some months ago
Parker, in company with a companion, was said
to have stolen two diamond rings from the stor.
of Fritz C. Bonnett, 228 North Illinois Street ;
two ladies' gold watches at the store of A. C.
Joss, 348 Indiana Avenue, and a diamond ring
at the store of Ernest Newlin, 215 North Illinois
Street. The detectives are sure that they had tl-a
right man, but none of his victims were willin
to swear to the man's identity so the judge was
obliged to let him go.
Ten artistic bronze placques were designed and

executed in the manufacturing jewelry shop of
Charles B. Dyer, Indianapolis, last month. The
placques were ordered by the Indianapolis Motor
Speedway Company, and presented to the owners
of cars winning in the 500-mile international

A Unique Trophy

sweepstake race, May 30, 1911. The placques,
mounted on dark oak, were 18 x 30 inches. At
the top is a palm of victory encircled with a
scroll which is lettered "World's Championship
500-mile International Sweepstake Races." Then
the number of the winner. Under that is the
Speedway trade-mark. The bottom of the design
shows a number of automobiles on the race track;
in the center is a winged figure crowning the
victor, as he sits in his car, the name of the
driver and the time in which he made the race.
A facsimile of the bank check for the amount of
money won by the driver was pasted at the bot-
tom of the mounting, just below the bronze de-
sign. The picture here shown is the placque pre-
sented to the Marmon Automobile Company, of
Indianapolis.
Walter H. Mellor, jeweler and optician of

Michigan City, Ind., held a formal opening of
his handsome and attractive new store at 517
Franklin Street on the evening of June 34th.. Mr.
Mellor's many trade friends throughout the State
congratulate him.
Just before the races began "Wild Bob" Bur-

man, the speed king of the world, was presented
with a gold crown worth $10,000 by the Fire-
stone Tire Company, as it was the product of this
company that Burman used when he shattered all
records on the Florida beach earlier in the season.
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KEYSTONE
Solid Gold Watch Cases

UPPOSE you were the
customer buying a

I.....
;

piano, for instance, and
trusting to the good
faith of the dealer

Which dealer would you sooner trust
the theone who recommended

Steinway or Chickering, or some other
the

MN

well-known make or one who
tried to sell you an instrument that
lacked an assured reputation?
The customer for watches is in just
the same position. He buys on confi-
dence—and the Keystone is the one
Solid Gold Watch Case he knows.
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HE Keystone adver-
tising exerts a national

  influence. Into every
community it carries the
message of the depend-
able watch cases and the
jewelers who feature them
in their window displays.
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Washington, D. C.

R. Harris & Co., 400 Seventh Street, N. W., re-

ceived the contract for furnishing thirty sets of

three medals each, of gold, silver and bronze,

and one medal of gold, being a total of ninety-one

medals, which will be offered as prizes in the

municipal athletic events on July 4th.

Major Richard Sylvester, head of the local

police department, has been re-elected as presi-

dent of the International Association of Chiefs

of Police.

Two members of the Russian Imperial Secret

Police visited this city last month, being on the

trail of the criminals who some two months ago

stole the jewels of the Czarina of Russia.

A reward of $25 is being offered for the arrest

of George L. Brown, who is wanted for jumping

his bail bond. Brown is the man who while

employed as a baggagemaster on the Southern

Railroad, opened and looted trunks and dress

suit cases entrusted to his care. Several jewelry

salesmen were among his victims.

The annual sale of unclaimed goods which have

been allowed to accumulate at police headquarters

was held last month. But few articles of value

were offered, the jewelry being in almost all cases

of the cheap variety.
The sessions of the Court of Customs Appeals

have been discontinued during the summer

months and it will not reconvene until about Oc-

tober next, when numerous decisions will be ren-

dered, many of them apt to prove of great in-

terest to the trade.
Gerome Desio, of the firm of Victor E. Desio,

1107 F Street, N. W., sailed last month on the

S. S. Oceania for his annual trip through France

and Italy.
G. D. Parsons, of the Washington Horological

School, has promised to lecture before the dele-

gates to the national convention at Richmond in

August, and when A. 0. Hutterly went to Steu-

benville, Ohio, he dropped off at Pittsburg to con-

sult with Mr. Roberts and to advise him of this

fact. In his short talks before the local asso-

ciation Mr. Parsons has always proved a very

entertaining lecturer and this, together with his,

wide experience, would lead one to look forward

to hearing some very interesting facts.

Berry & Whitmore, Eleventh and F Streets,

N. W., have secured the building on Eleventh

Street, immediately adjoining their store and

plans have already been prepared for the remod-

eling of the building to conform with the present

structure. This will greatly increase the floor

space of the store and the upper stories will be

used by the manufacturing department and for

other purposes.
A. Lisner, proprietor of the Palais Royal, pur-

chased four buildings and lots running through

from Tenth to Eleventh Streets, N. W., parallel

with the present store on the north. Mr. Lisner

but recently purchased the property adjoining

his store on the G Street side and workmen are

still busy completing the new building which is

being erected thereon as an addition of the Palais

Royal. On this late purchase no improvement

is at present contemplated, Mr. Lisner having

acquired the property with a view to the possible

future requirements of his business. The amount

involved in this case was $75,00o. A. S. Heller

is the jewelry buyer for this concern.

Hume H. West, alias Lieutenant Commander

Henry Knowlson, the man who obtained from

Galt & Bro. a three-stone diamond ring valued at

$550 and $32oo worth of Government bonds from

KEYSTONE

Crane, Parris & Co., in each case giving a forged

cashier's check on the Powell National Bank, of

Newport News, Va., and who was convicted of

the theft of blank money orders, he having suc-

cessfully negotiated two, and who is still wanted

in Baltimore for frauds committed there, has been

sentenced to serve six years in the penitentiary on

the check charges, to be begun upon the com-

pletion of four months' incarceration in the dis-

trict jail, which sentence was given him for the

theft of the money orders.

Owing to the fact that they had already been

sentenced to serve a year in the penitentiary on

the charge of stealing a quantity of clothing, the

additional charge against Frank Richardson, of

D D Ranch, Colorado, and Harold Webber, of

Philadelphia, of stealing two watches from Bar-

ney Shapiro, 6o1 D Street, N. W., was dismissed.

Max Greenberg, formerly located at 523 Tenth
Street, N. W., is now well located in his new
store at 707 Ninth Street, N. W. Mr. Greenberg
was forced to vacate from the Tenth Street store
owing to the sale of the building to a furnishing
goods store which will occupy same, he having
had no lease on the premises. However, the new
location is vastly superior to the old one. The
large show case style display window allows of
an attractive show of goods. The store is fitted
out in the usual manner of jewelry stores and
the rear is subdivided for use by the Federal Op-
tical Co., who were also located with Mr. Green-
berg on Tenth Street.
The jewelry clerks of many of the stores are

planning how best to spend their Saturday after-
noons, many of the downtown stores commenc-
ing July 1st, closing at i o'clock on Saturdays
and 5 o'clock on other days, which early closing
will remain in effect until October.

Among the visitors in the city during the past
month was E. G. Hoover, of Harrisburg, Pa.,
who came here as a delegate to the recent church
conference. Mr. Collins, late a watchmaker for
Bailey, Banks & Biddle, Philadelphia, and who
at one time was employed in a like capacity by
Jacob Karr and Mr. Sempkins, of this city,
neither of whom is now in the business here,
made a flying trip from Baltimore to look after
some real estate which he owns in this city. A. L.
Buchen, of Ashland, Pa., was also here, accom-
panied by his bride.

It was reported last month that Donald S. Par-
sons, a son of G. D. Parsons, of this city, and
who is in the employ of Mr. Herbert Parsons, a
brother, at White Valley, Miss., was missing from
his home at that place. It seems that Mr. Par-
sons, while returning to the store from lunch, was
sunstruck and the conductor of the car upon
which he was riding and who knew him by reason
of the many times Mr. Parsons had ridden on his
car, noticing his condition placed him in a hos-
pital. Evidently there were no marks of identifica-
tion upon him as his family searched for almost
a week before locating him. He had a similar
attack about a year ago. Mr. Parsons is 21 years
of age and is well known and well liked here,
where he has many friends.
Many of the Washington jewelers are very

much elated over the increase in their sales, due
to the silver wedding anniversary of Mr. and
Mrs. Taft. It is estimated that the presents of
silverware amounted to between $roo,000 and
$125,000—this on the day of the celebration, many
of the presents forwarded from distant points
not having arrived. Of this large amount prob-
ably 50 per cent was spent in this city. The
Chamber of Commerce gift consisted of a chest
of fifty-six pieces of silver, which was furnished
by R. Harris & Co. This firm also furnished
other gifts, and Galt & Bro., Berry & Whitmore,
Harris N. Brown Co., Shaw & Brown Co., Harris
& Shaefer, M. Goldsmith & Son, and others each
did their share. Of the out-of-town jewelers with
whom orders were placed it is reported that
Bailey, Banks & Biddle, Philadelphia, and Tiffany,
of New York, were the largest shippers. One of
the most unique gifts is yet to come. At the sug-
gestion of the Washington correspondent of the
Jewish Morning Journal of New York, all the
Jewish rabbis who received invitations to attend
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the celebration will order a massive silver piece
which will be made by the silversmiths in the
ancient city of Jerusalem in the quarter of the
ancient city where the silversmiths have carried
on their business for over a thousand years.

The Bureau of Standards is to have a new
building which will cost $175,000 and which will
be of ample size to provide for all present needs
and those of many years to come.

Carl A. Doubet was a recent visitor to the local
police court, to which place he journeyed in order
to pay the tine assessed him for overspeeding his
motorcycle.
The Chamber of Commerce and the Retail Mer-

chants' Association have each discontinued their
monthly meetings for the summer months. The
next business meetings of these associations will
be in October. The Retail Jewelers' Association
of the District of Columbia, due to the coming of
the national convention at Richmond in August,
will continue their monthly meetings. The next
business meeting will be that on July loth, which
will he followed by the "On to Richmond" meet-
ing on July 25th.
Mrs. Norman Galt, Miss Bertha Boding and

Mr. Sterling Galt were visitors in New York, to
which city they went for the purpose of saying
good-bye to several of their relatives who sailed
to Europe on the Lapland.

Messrs. Galt & Bro., jewelers, silversmiths,
stationers, have leased, for a term of years, the
building long occupied by them at 1107 Pennsyl-
vania Avenue, N. W. It will be recalled that this
building was recently sold to close the estate of
the late William Galt, who retired from the firm
about twenty years ago.

Proceedings of the Regular June Meet-
ing of the Retail Jewelers' Associa-
tion of the District of Columbia

The Retail Jewelers' Association of the District
of Columbia held its June meeting in the rooms
of the Washington Chamber of Commerce, 1202
F Street, N. W., with A. 0. Htttterly presiding.

The routine business of the meeting was hurried
through, the members being anxious to hear the
report of the "On to Richmond" committee as
to modes of travel, accommodations, etc. W. J.
Kettler reported for this committee in part as
follows: There are two morning trains to Rich-
mond—one at 8.15, the other at 9.20, arriving
some three hours later. By this route the fare
is $5.00 the round trip. Many of the members,
however, seem to prefer the boat trip to Norfolk,
thence via rail to Richmond. The boat of the
Norfolk & Washington Co. leaves at 6.30 P.
allowing about a two hours' daylight ride down
the Potomac, arriving in Norfolk at 7 o'clock of
the following day. The round trip fare is $5.00
(single way $3.00) and the cost of staterooms
ranges from $1.00 to $5.00. A train leaves Nor-
folk at 0.3o A. M. and another at II A. fvf., allow-
ing for ample time for breakfast, etc. The fare
from Norfolk to Richmond is $2.25 each way.

B. Greenberg further reported that by taking
the ferry to Alexandria (fare so cents round
trip), in the event that the railroad trip he taken,
round trip tickets, Alexandria to Richmond and
return could be purchased for $3,50.

Upon the conclusion of the above report Mr.
Doubet moved that a special meeting be held on
July 25th for the purpose of completing arrange-
ments for the above-mentioned trip, the secretary
to notify all members in ample time to allow
of their attending, the place of meeting to be de-
cided upon later. This meeting will in no way
affect the regular business meeting for the month
of July. It was further moved that a committee
be appointed to call upon D. J. Callahan, an of-
ficer of both the Chamber of Commerce and the
steamship company, with a view to obtaining
through rates should it be decided that the water
route be taken.
There being no further business before the

meeting an adjournment was taken to allow of
the members hearing the remarks which Mr.
Frank Steele had promised them for this meeting.
He took as his subjects truing and poising, stak-
ing, etc.
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San Francisco
While the past six months have not been en-

tirely up to our desires, the totals for this semi-
annual period are very fair considering the un-
toward conditions. It seems as though the
jobbing trade had been devoting most of its time
to the important question of collecting. We feel
that the outstanding accounts are in a healthier
condition at this time than they have been for
several years. The stocks in the jobbing houses
are new and in good condition and we feel there
will be a revival in business with the retailers
whose stocks are necessarily low, as there has
been very conservative buying for the last six
months and when things start they will go with
a boom. The country that the Coast jobbers are
drawing from shows very healthy crop conditions
and there is no question in the writer's opinion
that the year will close up satisfactorily.
Harry Morton, the retail jeweler of Oakland,

Cal., who is situated at Fourteenth Street and
Broadway, has rented a part of Iris store—that
which was occupied by his glass de-
partment—to another retail concern.
The new firm's entrance will be on
Fourteenth Street. Mr. Morton is
moving his glass stock to another
floor in the same building, which he
has had nicely fitted up for a cut glass
show room.
At the residence of the Rev. E. R.

Dille, on the 26th, the marriage of
Miss Jessie Ernest Weaver, of New
York, and Mr. Herbert Francis Tour-
tellot, of Providence, took place.
While in San Francisco the bride and
groom lived at the Hotel St. Francis.
We extend our best wishes for a
happy journey through life to the
young couple,
N. M. Gilman, who has long been

associated with the jewelry interests
in San Francisco, has now gone into
business for himself at 146 Grant
Avenue, occupying a very commodious
set of rooms that he has fitted up
very attractively, doing a general dia-
mond, jewelry and watch business.
Oswald Knoblock, who has been

connected with the M. Schussler Jew-
elry Co. for some years, has returned
from a trip to the Middle West that
was necessitated by his being called to
his old home at the final illness of his
mother. We regret to say that she passed away
before his arrival at the old homestead.
The Paul Garrin Jewelry Co., Inc., has opened

a very attractive new retail jewelry store at 25
Powell Street. This new establishment is just
off Market Street and on one of the busiest thor-
oughfares in this city. The fixtures are of high
class mahogany and plate glass with two com-
modious show windows, one of which faces on
the Edison Electric Arcade.
Leon Carrau, of the diamond importing firm

of Carrau & Green, writes to THE KEYSTONE cor-
respondent that he is having a very enjoyable
vacation. Mr. Carrau and his entire family are

iautoing n their own motor and have been away
about two months, visiting all of the principal
points in California, finishing with a fishing trip
at Lake Tahoe.
Hammersmith & Son, diamond brokers, have

opened a new set of offices in the Whitney Build-
ing on Geary Street, San Francisco. John and
Lester for a long number of years were asso-
ciated with the old retail jewelry firm of Ham-
mersmith & Field. We join their many friends
in wishing them a successful career in their new
venture.
George W. Hill, the pioneer retail jeweler of

Lodi, Cal., was among the out-of-town tradesmen
seen buying among the local wholesale jewelers
in the first part of June.
Herbert A. Reichman, of Reichman Bros., the

wholesale diamond dealers of New York City,
met with quite some success in disposing of his
wares when he called upon the wholesale jewel-
ers in this city in the latter part of July.
Fred Roth, the diamond expert of M. Schussler

& Co., accompanied by his wife, arrived home a
few days ago after having spent three months
in and around the diamond markets of Europe.

Eugene Wachhorst, of the pioneer jewelry com-
pany of Wachhorst & Co., Sacramento, called on
his friends in the wholesale jewelry district and
did some buying for his store a short time ago.
The Ferry Jewelry Co., who have been located

on lower Market Street, near the ferry, since the
fire, have taken a lease for a new store at 05 and
167 Market Street. The move is caused by the
want of more floor space and they will move into
their new quarters by July 1st.
W. G. Green, whose uncle is in the retail

jewelry business in Woodland, Cal., spent his va-
cation in San Francisco and made the acquain-
tance of a number of the younger element in the
wholesale jewelry interests,
L. E. Waterman Company have moved from

their temporary quarters on Market Street, which
they occupied since the time of the earthquake,
to a new store at 17 Stockton Street, which has
been especially designed and fixtured for the pur-
poses of their business. The enlarged space
available has made possible a material increase
in stock and will greatly facilitate the transaction
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will spend three months in San Francisco. His
business address is Room 702, 150 Post Street
He and his family are living at the "Abby," Mill
Valley, Marin Co.

Minneapolis and St. Paul
This section is beginning to look like the same

prosperous. Northwest again, with plenty of rain
falling at just the right time to keep everything
growing. The whole country seems to have new
life and there is a renewed spirit of confidence.
While the leading business men have predicted

that business would not be as good during the
summer months as some of the previous years,
a great many say that they already notice an in-
crease and expect to have all they can handle
during the fall months. There is no reason why
it should not be so, as there has been very little
buying during the past few months and now
that the crops are looking so prosperous it cer-

tainly is encouraging to all and some
of the retailers are already replenish-
ing their stocks.
Some very warm weather has been

experienced in the Northwest this
spring and most all who have summer
homes at the lakes have moved out
where they can enjoy the cool breezes.
Edward J. Marcotte has recently

opened a new jewelry store at 244 Ed-
ward Street, Houghton, Mich.
Fred Green, of Buffalo, Minn., was in

the Twin Cities recently and reports
business as being as good as could be
expected. Mr. Green recently met
with rather a painful accident when
his foot slipped just as he started
down the stairs at the rear end of
his store, causing him to fall to the
ground where he struck some old
brickbats and other rubbish, causing
several scratches and bruises, but es-
caped without any broken bones.
Walter L. Fairbanks, jeweler, of

Mora, Minn., was in the Twin Cities
during the past month and reports
business good at the present time and
says the prospects for future business
are the best in many months.
Ed Kummen, jeweler, of Warroad,

Minn., was in the Twin Cities during
the past month buying goods and

looking after other business matters.
E. Gordon, watchmaker for Bockstruck & Co.,

of St. Paul, was recently married to Miss Esther
Marcus, of 532 Tenth Avenue, North Minneapolis.
The wedding took place at the home of the bride's
parents. Mr. Gordon and his bride took a trip
down the Mississippi River by boat to St. Louis
to spend their honeymoon.
John Fredell, jeweler, of Center City, Minn.,

was one of the out-of-town retailers seen in the
Twin Cities calling on the wholesalers and job-
bers during the past month.
Miss Fannie Ritt, of the jewelry department at

Sischo & Beard, St. Paul, has given up her
position and will take a summer vacation. Miss
Ritt was well known among both the wholesale
and retail trade and her pleasing manner and
ability as a clerk have won her many friends
who will regret her absence.
C. F. Sischo, of Sischo & Beard, St. Paul, made

a business trip to Chicago during the past month
when he was looking after business matters.
Peder Gaalaas, jeweler, of Stillwater, Minn.,

made a trip to the Twin Cities during the past
month, buying goods and looking after busineis
interests.

J. B. Hudson and wife, of Minneapolis, have
returned from at eastern trip.
Charles Beard, of Sischo & Beard, St. Paul, has

gone to Forest Lake, where he will spend a two
or three weeks' outing.

J. B. Hudson & Son, of Minneapolis, have been
getting their store on Seventh Street in shape for
permanent business.
F. A. Defiel, jeweler, at 25 East Seventh Street,

St. Paul, recently had a new front put in his store.

(Continued on page 1143)

Interior of Waterman Store

of their growing business in this city. The fix-
tures are mahogany, similar to those installed
in the Chicago store last year. The San Francisco
branch is in charge of E. P. Sparks, who extends
a cordial invitation to the trade to visit and in-
spect the new store and stock.
Lehrberger, Armer & Co., the wholesale jewel-

ers of San Francisco, who are located on the fifth
floor of the Mutual Bank Building, 704 Market
Street, after repeated efforts have added to their
old quarters two extra rooms. This enabled them
to rearrange their office, install another safe, be-
sides a number of new wall show cases. The
entire combination now presents a very attractive
and business-like appearance.
W. Mayben has succeeded to the business for-

merly conducted by his father at Chico, Cal. Mr.
Mayben found it necessary to come to this market
in search of merchandise for his stock.
The following out-of-town tradespeople were

seen visiting the local wholesale jewelry concerns :
W. C. Anderson, Auburn, Cal.; E. B. MacPher-
son, Niles, Cal.; J. P. Alversone, Tulare, Cal.;
W. C. Hauser and wife, Dinuba, Cal.
Mr. and Mrs. A. Eisenberg have returned from

a very delightful three weeks' vacation spent in
and around Portland and Seattle. This is the
first time in a great many years that Mr. Eisen-
berg has been in the two localities and we feel
that his many friends in both of these cities made
his visits delightful ones. Mr. Eisenberg was
particularly pleased with the reception tendered
to him at the banquet of the Retail Jewelers' As-
sociation of Oregon that was held in the banquet
hall of the Portland Commercial Club on June
5th.
Joseph Schwartz, the well-known wholesale

jeweler of Honolulu, accompanied by his family,
arrived in San Francisco in June. Mr. Schwartz
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Detroit
Despite the activity of the police and the tel-

egraphic descriptions of the woman which have
been sent out, no trace has yet been found of
Mrs. Grace Price-Marshall, the woman who on
June loth is alleged to have made an attempt to
swindle a number of downtown jewelers, and did
succeed in getting away with one valuable stone
from the Grainger-Hannan-Kay Company, and
another from Traub Brothers & Co., which was
recovered before she had time to dispose of it.
The woman, who is educated and refined in

manner, represented herself as the wife of E. J.
Lowden, a business man, and gave checks signed
Mrs. E. J. Lowden. Mr. Lowden's credit is
good, and the checks were accepted without ques-
tion at two places. Hugh Connolly and Freid-
berg & Son also had valuable diamonds ready to
hand over to the woman, but when she flashed
the check they demanded that it be certified. She
took the paper and failed to return.
At Traub Bros. & Co., 20j Woodward avenue,

the woman was given a costly ring, the check
being accepted without question. Then she went
to Traub Bros.' store, at ITO Woodward, a sepa-
rate business, although the names are the same.
There the salesman hesitated about taking the
check, and she stated that she had just purchased
a ring from Traub Bros. & Co. The last named
firm was 'phoned to, and when they learned that
the woman was attempting to get another ring
at another store they became suspicious. Mrs.
Marshall became alarmed When she saw the sales-
man using the 'phone and fled out of a side door,
but was followed. Robert Traub also started on
the chase, and when the woman was overtaken
he demanded the ring back, and she returned it.
Mr. Traub did not know at that time that she
had worked the same game on the Grainger-Han-
nan-Kay Company, and he permitted her to go
after she had given up the jewelry she got of
him. The woman is badly wanted in Detroit, and
it is also said the Chicago police would like to
meet her. She is now out on parole.
Detroit police are also engaged just now in try-

ing to locate Harry Reich, the confidental clerk
of Frank & Steinberg, pawnbrokers and jewelers,
who conduct two stores on Monroe avenue. On
Sunday, June f8th, the young man was reported
missing, and $8000 worth of diamonds disappeared
at the same time. A warrant for Reich's arrest
has been issued and telegrams have been sent to
all the leading cities for the police to look out
for him. A reward of $100 for his arrest has
also been offered.

Detroit retail jewelers and the local wholesalers
and jobbers unite in the declaration that business
at the present time is unusually good, and a
cheering spirit of optimism hovers over jewelry
circles. Travelers who are in from the road this
month report business throughout the territory
covered by Detroit houses as ahead of the cor-
responding period last year. Not only are sales
good, but collections are easy. Local retailers,
especially the larger downtown stores, declare that
business during the present graduation and wed-
ding season has surpassed expectations, and has
more than made up for the rather backward
spring business.

Alleging that he was permanently injured when
he fell into a hole beside the tracks while alight-
ing from a sleeping car, Wallace Kay, son of John
Kay, has filed suit against the Michigan Central
Railroad and the Pullman Car Company for
$20,000 damages. Mr. Kay contends that it was
the duty of the railroad company to furnish him
with a safe place in which to leave the car. He
is represented by Attorneys Bowen, Douglas,
Eaman and Barbour.
After having conducted a successful jewelry

business in Kalamazoo for almost half a century,
A. C. Wortley has decided to retire to a well-
earned rest, and has sold his store to F. W. Hin-
rich. Mr. Wortley was perhaps the oldest jeweler
in the central part of the State, and was the
oldest merchant in Kalamazoo in point of con-
tinuous service. He occupied the same store on
West Main street for the past thirty-one years.
Mr. Hinrich is one of the city's most progressive
younger business men.
Noack & Gorenflo supplied the silverware and

clocks for the handsome new excursion steamer
Put-in-Bay, one of the most palatial steamers on
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fresh water. Competition for the contract was
keen.
Fred S. Palmer has opened a pretty store at

209 Michigan avenue. Mr. Palmer was in busi-
ness for several years in Delray, a suburb which
recently became part of the city.
The Detroit Credit Jewelry Company has asked

for an extension of time.
Charles Keller and Edwin F. Hill, travelers for

Noack & Gorenflo; M. E. Rowley, Bart Hawkins
and Lew Gautherat, with the E. H. Pudrith Co.,
and C. E. Fuller and Allan Kerschberger, with
the C. A. Berkey Company, have left the road for
a month and are holidaying in the fishing resorts
about Detroit.
The Detroit Show Case Company has com-

pleted display cases for Sager & Godfrey, who
will shortly open a new store in Battle Creek.
The cases are among the finest that have been
turned out by the Detroit manufacturers, and the
new firm promises to have one of the finest stores
in the State. It will be located in the Post Tavern
building, Battle Creek's leading hotel.
The family of Arch. Percy, Freemont, are re-

covering from a severe attack of scarlet fever.
The Grainger-Hannan-Kay Company are hav-

ing alterations made to the Grainger-Hannan
store in preparation for taking over the John
Kay business about July 1st.
Louis Meier, of 1557 Gratiot avenue, slept in

his store several nights during the past week
while alterations were in progress, and this pre-
caution saved him from a heavy loss. On the
night of June 13th he was awakened by a noise
at the front of the store, and arose in time to see
two young men run away. They took about $60
worth of property with them, but had Mr. Meier
not been there the loss would have been heavier.
E. H. Pudrith and C. A. Berkey attended the

Board of Commerce excursion to Upper Michi-
gan, which was attended by 60o of Detroit's big-
gest business men.
The business heretofore carried on at 77 Michi-

gan avenue for several years under the name of
E. J. Liesmer, will hereafter be known' as Lies-
mer Bros.
A new business has been established at 406

Michigan avenue by W. E. Brasch.
Mrs. Mathauer, wife of Frank P. Mathauer, of

Mathauer & Koester, has entirely recovered from
the ptomaine poisoning which came near causing
her death.
William Gipp, of 984 Forest avenue, East, was

one of Detroit's representatives at the big skat
convention in Pittsburg last month.
C. F. Otto, of Perrington, is the latest jeweler

to become a motorist. He recently purchased a
new Hupmobile.
C. A. Eaton, of Allan, is recovering from a

severe attack of typhoid fever.
Harrison & Co., one of the oldest firms in

Saulte Ste Marie, Mich., is asking for an exten-
sion. The stock, fixtures and book debts are
estimated at $13,000, while the debts total $6500.
If the extension is granted a new manager with
additional capital will be secured.
R. C. Allan, of Harbor Beach, visited the local

market recently and replenished his stock. He
reports business in the Thumb district as un-
usually good.

J. L. P. Gentile, one of Monroe's most enthusi-
astic motorists, rode into the city recently and
took home a nice bill of goods.

Charles Keller and Monroe Tuthill, with Noack
& Gorenflo, are taking a trip on a lake freighter
from Loraine to Duluth. The trip will take about
two weeks, and is one of the most enjoyable
ways to see the great lakes.
A new business has been opened at 754 Michi-

gan avenue by Szymanski Bros.
The following jewelers from the State visited

at the local market during the past week : Henry
Phelps, Tecumseh; Frank Dyer, Cairo; C. E.
Montfort, Utica; R. H. Gregory, Lapeer; T. Rpy
Hadley, Holly ; John Ross, Mt. Clemens; W. Sny-
der, New Lothrop; D. E. Holland, Lapeer ; W.
W. Bridges, Marine City; H. W. Baxter, Birming-
ham; J. T. Eddington, Pontiac; W. H. Skeeman,
Wyandotte; Theodore Dahlman, Rochester ; Fred
Green, Mt. Clemens ; W. D. Bigelow, Mead; C.
G. Draper, Plymouth ; H. E. Meldrum, Wayne;
F. C. Rieckhoff, Howell ; J. L. Chapman, Ann
Arbor ; George Johnston, Northville; G. Walter
Haller, Ann Arbor ; Ed. Oakman, New Baltimore,
and W. T. Blashill, Oxford.
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A Unique Fountain Pen Advertisement

The Conklin Pen Manufacturing Company, of
Toledo, Ohio, a few weeks ago took advantage of
a unique opportunity and coincidence to advertise
the well-known "Conklin's Self-Filling Fountain
Pen."
The self-filling device of this widely known

fountain pen is a metal bar, termed the "Crescent
Filler," which projects from the side of the pen
somewhat like a miniature camel hump; hence,
for some years the manufacturers have adver-
tised "Conklin's Self-Filling Fountain Pen" as
the pen that "Drinks Ink Like a Camel," or the
pen that "Has a Hump Like a Camel."
When John Robinson's big circus arrived in

Toledo a few weeks ago the advance advertising
agent signed up the Conklin Pen Manufacturing
Company for the advertising space on all the
camels appearing in the circus parade. Special
banners were painted on gold cloth advertising
"Conklin's Self-Filling Fountain Pen" and its
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peculiar resemblance to a camel, and hung on
the camels in the parade, and later displayed in
the big circus tent during the show. The Conk-
lin Pen Manufacturing Company report the ad-
vertising effect from this move as heft tre-
mendously successful. This unique idea stirred
up a world of interest in Toledo and vicinity,
and the people there haven't yet stopped talking
about the "sure 'nough" Conklin camels."
Of course, this piece of advertising was doubly

efficient in the case of the Conklin pen, because
the company has extensively advertised the camel
in connection with the pen for so many years.
The Conklin Pen Manufacturing Company has

lithographed and printed a number of show cards,
cut out in the shape of camels of various sizes,
showing a prominent illustration of the Conklin
pen filling itself by simply being dipped in an
inkwell and the "hump" (Crescent Filler) being
pressed with the thumb. These handsome show
cards are free to all dealers for the asking.

A School for Watchmakers
The famous Swiss watch schools are said to be

the most exacting industrial institutions in the
world. In one of the most celebrated of these
institutions in Geneva, for example, a boy must
first of all be at least 14 years of age in order
to enter. After being admitted the student is
introduced to a wood-turning lathe and put to
work at turning tool handles. This lasts for sev-
eral weeks, according to the beginner's aptitude,
and is followed by exercises in filing and shaping
screw-drivers and small tools. In this way he
learns to make for himself a fairly complete set
of tools. He next learns to make a large wooden
pattern of a watch frame, perhaps a foot in
diameter, and after learning how this frame is
to be shaped he is given a ready-cut one of brass
of the ordinary size, in which he is taught to
drill holes for the wheels and screws. Through-
out this instruction the master stands over the
pupil, directing him with the greatest care. The
pupil is next taught to finish the frame so that it
will be ready to receive the wheels. He is then
instructed how to make fine tools and to become
expert in handling them. This completes the in-
struction in the first room, and the young watch-
maker next passes to the department where he
is taught to fit the stem-winding parts and to do
fine cutting, and filing by hand. Later on he
learns to make the more complex watches which
will strike the hour, minute, etc., and the other
delicate mechanisms for which the Swiss are
famous.
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Kansas City
The past month was one of the dullest in the

history of this section. All travelers are in off
the road. There is no business. The prolonged
drouth and the intensely warm weather have
put everything at a standstill. Every one seems
hopeful of the ultimate outcome, however, and
preparations are under way for a good fall trade
which, if conditions remain as they are, will
probably be late.
The trial of Frank Gamier, the Kansas City,

Kans., pawnbroker, has been postponed from
June 7th to the September term of court. This
w ill be the second trial of the Woodstock-Hoefer
Watch and Jewelry Company against Gamier for
receiving goods stolen from their store. The
first trial resulted in a hung jury.
W. C. Schumann, Oklahoma, traveler for the

C. B. Norton Jewelry Company, with his wife,
i, spending his vacation in Richmond, Va., and
,.w York.
Mrs. Tom Terry, wife of thz Carthage, Mo.,

j, ‘veler, is at Christ Hospital, Topeka, Kans.,
\‘ here she is recovering from a serious opera-
tion.
The following travelers for the Woodstock-

I loefer Jewelry Company, Geo. F. Taylor, E. H.
Snow and Otto Knaul, are now in the house and

ill take vacations before starting out for fall
business.
D. L. Brown, formerly of Glasgow, Mo., has

moved to Marshall, Mo., where he has increased
his stock and arranged an attractive little store.
F. A. Hopsa, formerly of Chicago, has pur-

chased a part of the D. L. Brown stock at Glas-
gow, Mo., and has begun a nice business.
Miss Bessie Marshall, of the Woodstock-Hoefer

Jewelry Company, is away on a vacation.
C. C. Hoefer attended the meeting of the Kan-

sas jewelers at Hutchinson.
C. E. Vandel, credit man for the Edwards &

Sloane Jewelry Company, represented the Kan-
sas City Association of Credit .,.J.en at the meet-
ing of the national association held in Minneapo-
lis June 13th.
Morris Brown, formerly with the Woodstock-

I loefer Watch and Jewelry Company, and for
the past year with F. W. Reynolds & Co., Los
Angeles, Cal., is now in Kansas City on a vaca-
tion.
E. D. Martin, formerly of Carl Junction, Mo.,

is now located at Stillwater, Okla.
Miss Ethel Brosius, bookkeeper for the Wood-

stock-Hoefer Watch and Jewelry Company, has
returned from a visit with friends at Altamont,
Kansas.
L. B. Kimball has removed from Arkansas City,

Kans., to Mama, Okla.
B. W. Warner, of Widber & Warner, has gone

hi Noel, Mo., to spend a month's vacation.
C. B. Norton and C. W. Morrell represented

the C. B. Norton Jewelry Company at the Kan-
cas State convention of jewelers. Mr. Norton is
now on a short business trip through Oklahoma.
T. T. Catron, Nebraska traveler for the C. B.

Norton Jewelry Company, is spending his vaca-
tion in Omaha.
C. E. Thistle, of the Woodstock-Hoefer Jew-

elry Company, has returned from his vacation at
the Everglades.
Ralph Davenport, of the Porter & Wiser Jew-

tiry Company, will leave soon for New Orleans,
w here he will take a boat for New York, re-
turning overland to Kansas City.
A. E. Warren and son, Douglas, Arizona,

stopped off in Kansas City en route to New York.
They had with them an interesting collection of
Photographs which they had taken of the battle
of Agua Pireta, near Douglas.
Moad La Marr, after an absence of several

months in Los Angeles, Cal., has returned to the
Porter & Wiser Jewelry Company.
E. B. Wiser, of Porter & Wiser, is spending

several weeks at Atlantic City, N. J.
J. J. Baker is a new ieweler at Moline, Kans.
J. T. Little, of Caney, Kans., has sold his busi-

ness to J. L. Cox.
The Miesch-Jones Jewelry Company, of Mus-

kogee, Okla.
' 

has filed articles of incorporation
with a capital stock of $24,000. M. Miesch, E. F.
Jones and L. A. Hoffman are the incorporators.
V. V. Elting, of Moline, Kans., has sold his

Jewelry stock to D. E. Hamilton, who has added

it to his own stock. Mr. Elting has taken a
position with Ricker & Sons, Emporia, Kans.
R. W. Meyers is a new jeweler at Holdenville,

Okla.
C. W. Morrell, Kansas traveler for the C. B.

Norton Jewelry Company, is spending his vaca-
tion at his home, Legonier, Ind.

Leslie White, of D. B. Ward & Co., with his
wife, is spending his vacation at Kahoka, Mo.
The Suttliff-Bass Jewelry Company has pur-

chased the stock of Thomas Beddow, Huntsville,
Missouri.
F. M. Bogart, formerly of Colby, Kans., has

purchased the watch and jewelry repair business
of Charles Creglow, Burlington, Kans.
A. Buchmann, in the jewelry business at Clay

Center, Kans., for the past thirty-one years, has
retired and turned the business over to his son,
A. Buchmann, Jr.
J. C. Pilcher, of Wellsville, Mo., is erecting a

new building into which he will move his jewelry
stock when it is completed.

Philadelphia
Diedrich Wolff, one of the oldest and best

known watchmakers in the country, died suddenly
last month at his home, 909 Vine street, where
for the past half a century he has been in busi-
ness. Mr. Wolff was born in Oldenburg, Ger-
many, August 31, 1839. He learned the trade
of watchmaker under his country's experts, came
to this country in 1865, and began business at 834
Vine street. Four years later Mr. Wolff removed
to 909 Vine street, and was located there up to
the time of his death.
Mr. Wolff was truly one of the old school of

watchmakers and enjoyed a world-wide reputa-
tion. He was one of the original members of the
Maennerchor Society, and was also a member of
Harmony Lodge, No. 52, F. and A. M., and of
Corinthian Chasseur Commandery, K. of P. He
is survived by a widow and five children. Max
A. and Herman Wolff, two sons, who have in-
herited their father's ability, will continue to con-
duct the business at the old address. Both are
well known, having been prominent athletes. Max
was at one time one of our champion amateur
baseball players and a wrestler of some note.
Herman for many years held the amateur cham-
pionship wrestling title and defended it against
all corners, both here and abroad.
E. T. Chase, of J. E. Caldwell Company, sailed

last month for Europe on the Hamburg-American
steamship Amerika. He contemplates an ab-
sence of two months, during which time he will
visit France, Switzerland, Germany and England
in the interest of the firm.
The jobbers and manufacturers of this city have

arranged to close their places of business at noon
on July 1st and reopen on Wednesday, July 5th,
thus giving their employees two and a half days'
holiday.
Harburger Bros., of 8o8 Chestnut street, have

moved to 1014 Chestnut street.
Francis X. Zirnkilton, 112 South Thirteenth

street, will erect a new eight-story building at
Twelfth and Locust streets to meet the demands
of his increasing trade.
Mr. and Mrs. John Fish, of Bryn Mawr, will

sail on the Majestic on July 1st to visit Mr. Fish's
parents in England.
Abe Sickles, of M. Sickles & Sons, who has

been in Europe visiting the diamond markets, has
returned and reports a very enjoyable trip.

J. E. Caldwell & Company furnished the prizes
for the fifth annual regatta of the Philadelphia
Canoe Club which was held at Wissahickon on
June 24th.
The Sansom Street Business Men's Association

was formed about a month ago, and those eligible
to membership are persons in business on San-
som Street, between Seventh and Ninth Streets.
This is the very heart of the jewelry and optical
district. The officers are: D. V. Brown, presi-
dent; Charles Diesenger, vice-president; G. A.
Davison, treasurer ; J. F. Neill, secretary; A.
Reed McIntire, chairman of the board of direc-
tors. The directors are: W. D. Keating, en-
graver; Jacob Garber, jeweler ; Harry W. Smith,
lapidary; J. B. Bechtel, materials; John S. S.
Cooper, materials; Arthur Lea, publisher. On
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the various committees members of the jewelry
and optical interests are strongly represented.
The Bailey, Banks & Biddle Co. furnished the

beautiful cups and prizes for the motor boat race
from New York to Camden, which will take
place on August 4th under the auspices of the
Camden Motor Boat Club and the New York
Motor Boat Club.
Jacob J. Cohen, iort Chestnut Street, will sail

for Europe on July 18th and will visit the mar-
kets of the Old World to select desirable stock.
He will return on September 4th.

Death of Ethic R. Snow
Edric R. Snow, who was widely known to the

trade as the general manager of the E. Howard
Watch Works, Waltham, Mass., died in Chicago
on the night of June 6th after an illness of ten
days. While the deceased had not been in robust
health for some time, his death was quite unex-
pected and was a great shock to his many friends.
Pneumonia, aggravated by minor ailments, was
the fatal malady.
Mr. Snow was born in Woodbury, N. J., forty-

four years ago and became connected with the
manufacturing branch of the trade in 1886 as an
employee of The Keystone Watch Case Company
in a clerical capacity. Later he was transferred
to the New York office of that company, where
he assisted for some time Colonel John L. Shep-
herd, manager of the office. After the purchase
of the Howard Watch Works by The Keystone
Watch Case Company Mr. Snow was promoted
to the managership of the business, and his suc-
cess in this capacity makes his untimely death
still more regrettable. Of large proportions
physically, he was a man of unusually attractive
personality and forceful character and appealed
most favorably to all with whom he had dealings.
The remains were brought East to Philadelphia

where services were held at the undertaking par-
lors of Oliver H. Bair, 1820 Chestnut Street.
Beautiful floral pieces testified to the esteem in
which the deceased was held, many of these being
from his former associates with The Keystone
Watch Case Company. Charles M. Fogg, of that
company, spoke very feelingly on the death of his
friend and associate, his words evidently being an
echo of the feelings of his sorrowing listeners.
Interment was made in Woodbury, N. J., the
native town of the deceased.

Death of A. F. Hostetter
A. F. Hostetter, a prominent member of the

Lancaster, Pa., County Bar, and best known to
the trade as president of the Non-Retailing Com-
pany of that city, died last month from a compli-
cation of diseases, from which he had suffered
for several months. The deceased belonged to
one of the oldest families in Lancaster County,
his ancestors having settled there in 1709. He
waS born in Warwick township on May 29, 1851,
and after attending the schools of his district he
entered the State Normal School at Millersville,
from which he graduated and later graduated
from the University of Michigan at Ann Arbor.
His study of law was begun with Judge Dean, of
the Supreme Court of Pennsylvania, and after
that his studies were in the Law School of the
University of Michigan, from which he was grad-
uated, subsequently attaining enviable eminence as
a lawyer.

Outside of the practice of law Mr. Hostetter
had many interests. He was president and so-
licitor of the Non-Retailing Company, of Lan-
caster, Pa., since its organization, in 1892; a di-
rector of the First National Bank, solicitor for
several county banks, a director of the Lancaster,
Elizabethtown and Middletown Turnpike Com-
pany, solicitor for several other turnpike com-
panies and corporations; a member of the Board
of Trustees of the Millersville State Normal
School, vice-president of the Lancaster Bar Asso-
ciation and a member of the Law Library Asso-
ciation, for many years a member of the Board
of Trustees of the Young Men's Christian Asso-
ciation, a member of the Board of Trustees of
the Young Women's Christian Association, and a
member of the Pennsylvania Forestry Association.
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THE ONLY

EIGHT DAY ALARMS
■MINIREmmummill

IN THE MARKET

The Globe 8 Day Victory
illustrated here, and others. Ask
us for illustrations and prices.

ACCURATE TIMEKEEPERS
SURE ALARMS

Need Winding Only Once a Week
We are the sole manufacturers

THE NEW 1.1AVEN CLOCK CO.
IIEW HAVEN UONN.

LOOK
Watchmakers, Attention!

The History of the Discovery and Prep-
aration of

FISH JAW OIL
has never before been written. We want
every man who works at the bench repair-
ing watches and clocks to send their
address, and we will take pleasure in
sending a new book on the subject thatHAULING PORPOISE OUT OF THE SURF will be a revelation. The Book is profuselyillustrated with views of the thrilling and dangerous industry of Porpoise-Catching at our Sea Coast Stations.

FISH JAW OIL is the only known oil that will stand THREE years on the Pivots of a Watchwithout change, and is endorsed by all the large manufacturers.
Send for book ; it will interest and instruct YOU.

 Address No. 100 Fish Island 

WM. F. NYE : New Bedford, Mass. : U. S. A.

July i, 1911 THE

Items of Ioterest
The Ostby & Barton Company, of Providence,

R. I., have issued a very interesting little booklet
on the making of gold-filled rings which they will
be glad to send to any retail jeweler who will
ask for a copy.

The Dennison Manufacturing Company has
issued a very handsome and very useful booklet
entitled "Dennison Crepe Paper and Its Use."
Considering the many ways in which this fabric
may be used to advantage in the modern store
and elsewhere, no member of the trade should
be without this little booklet. Many of the illus-
trations are realistically printed in colors.

The King, Raichle & King Ring Manufacturing
Company, of Buffalo, N. Y., are preparing to ad-
vertise their "K. R. K." trade-mark rings direct
to the consumer through the medium of the gen-
eral magazines of large circulation. They offer
retailers handling their goods printed advertising
matter, window cards and exclusive sale of the
goods. As a starter they are going to furnish
the retailer with a quantity a birthstones of dif-
ferent sorts to give away to customers in order to
create interest in "K. R. K." rings. Information
will be furnished any
reputable retail jew-
eler on request.
The Oscar Onken

Company, Cincinnati,
Ohio, have issued
their Design Book,
number II, showing
eighteen original
trims in jewelry win-
dows made with the
Onken wood window
fixture younits. This
company makes a
specialty of wood fix-
tures for jewelry and
fancy goods win-
dows. The younits
composing these fix-
tures can be put to-
gether by any clerk
in a few minut-s
without the aid of
tools, which means a
great saving of time
to the jeweler as well
as effective trims at
very little cost. With
these younits hundreds of different trims can be
made, whatever the size or conformation of th2
window. We would strongly advise our readers
to write for a copy of this design book, as all now
realize that the show window is not only the
most economical, but most effective method of
advertising.

Landers, Frary & Clark, New Britain, Conn.,
have just issued a handsome catalogue of their
well-known product of coffee percolators, tea-
pots, samovars, chafing dishes, chafing dish spoons
and forks, trays, sugar bowls, alcohol gas stoves,
etc. This compilation is a masterpiece of the
printer's and engraver's art, the illustrations being
executed with great skill and conveying an ex-
cellent idea of the goods themselves. The cata-
logue, in addition to the illustrations and price
list, contains much text matter of a descriptive
character which is interesting in value to all hand-
ling these goods which have now become to a
great extent staple stock with progressive jew-
elers.

On June 10, 1911, the following officers were
chosen for The Webb C. Ball Watch Company,
Cleveland, Ohio: Webb C. Ball, chairman of the
Board of Directors ; Sidney Y. Ball, president;
H. H. Wyman, vice-president and treasurer ; F. I.
Ball, secretary. Webb C. Ball will devote his
entire time to the perfection of the time service
and watch inspection system developed in past
years under his guidance, and to the manufacture
of the Ball official railroad standard watches.
Mr. Sidney Y. Ball, his son, assumes the detail
responsibilities of the business, and has associated
with him H. H. Wyman, formerly of Cleveland,
but for the past eight or ten years associated with
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Messrs. Hayden & Stone, of Boston, in an execu-
tive capacity.

At the regular annual exhibit of the Arts and
Crafts Club of Bradley Polytechnic Institute,
Peoria, Ill., held in the social hall of the gym-
nasium on June 7th to 9th inclusive, John G.
Yarbrough, of Ennis, Texas, was awarded the
Herper's gold medal for winning first prize for
best exhibit of jewelry; R. G. Myer, of Saginaw,
Mich., was second, getting honorable mention.
For engraving R. C. Baxter, Cambridge, Ohio,
received crafts button for first prize and Ray-
mond A. Magee, honorable mention, as second.
The exhibit was the most complete in all lines
and a grand success from every point of view.

The trade will read with much interest a 25-
page illustrated booklet with pictorial cover issued
by William F. Nye, New Bedford, Mass., the
well-known refiner of Nye's watch oil. The book-
let is entitled "Information for Watch Makers
and Watch Repairers," and the contents and illus-
trations well justify the title. There is no more
interesting story than that of the origin and quali-
ties of the fish jaw oil, and the facts should be
familiar to every watchmaker. A valuable chap-
ter of the little booklet is entitled "The Care of

Minneapolis and St. Paul
(Continued from page 1138)

P. L. Burnett, of Brainard, Minn., was one of
the out-of-town retailers to visit the Twin Cities
during the past month, buying goods and attend-
ing to other business matters.
0. I. Shapiro & Bro., St. Paul, have their new

store at the corner of East Seventh and Minne-
sota Streets well under way and will have a very
up-to-date establishment when completed.
H. J. Heram, of Elbow Lake, Minn., called on

the Twin City jobbers during the past month.
R. D. Walker, of Sischo & Beard, St. Paul,

made a trip to his home in Fond-du-Lac, Wis.,
recently, where he spent a few days visiting
friends and relatives.
S. Jacobs & Co., located at 524-526 Nicollet

Avenue, Mineapolis, have closed a lease for the
building at 715 Nicollet Avenue, which is two
blocks farther out, and will have it remodeled.
They will occupy the three floors. The first and
second will be used for their show and display
rooms and the third for their manufacturing
shop. They have taken a fifteen years' lease on
the building, beginning with September r, 1912.

A. G. Weinhardt,
of Larson & Larson,
Bemidji, Minn., was
in the Twin Cities
buying goods during
the past month.
Ludwig Holmer,

casemaker, of Min-
neapolis, has recently
returned from Orton-
ville, Minn., where he
has been spending
his vacation. His
brother, Oscar Hol-
mer, of Cambridge,
Minn., was in charge
of his business dur-
ing his absence.
K. Falkenberg, of

Walla Walla, Wash.,
recently had a fine
large street clock in-
stalled in front of
his store. The clock
stands about 16 feet
high and the entire
structure, including
the base, weighs

about two tons. It was erected under the direc-
tion of C. 0. Wood, a clock expert of Seattle.

J. T. Ellingboe, who was in business in Minne-
apolis for many years, and who has just returned
from a trip through Norway, has left for Port-
land, Oregon, where he will seek a new location.
C. Bergquist, of Minneapolis, recently returned

from Hot Springs, where he has been taking
treatment for several weeks. He states that he
feels much improved in health.

George Christiansen, watchmaker, formerly
with M. L. Finkelstein, of East Seventh Street,
St. Paul, has accepted a position with A. L. Haman
& Co., on Robert Street.

B. F. Simpson, of the B. F. Simpson Jewelry
Co., Minneapolis, is the proud father of twin
boys.

The National Association of Credit Men held
its annual convention in Minneapolis last month.
Probably the most important action taken at the
convention was the laying of plans to raise a fund
of $1oo,000 for the prosecution of those re-
sponsible for fraudulent failures and for the in-
vestigation of suspicious cases. This is not a new
departure on the part of the association.

Following are the names of some of the out-
of-town retailers seen in the Twin Cities the past
month : Fred Green, of Buffalo, Minn.; Feder
Gaalaas, of Stillwater, Minn.; P. L. Barnett,
Brainard, Minn.; A. G. Weinhardt, of Bemidji,
Minn.; Walter L. Fairbanks, of Mora, Minn.;
Ed Kuman„ of Warroad, Minn.; John Fredell,
of Center City, Minn.; H. J. Heram, of Elbow
Lake, Minn.; F. W. Seaman, of Hastings, Minn.;
H. J. Wagner, of Red Wing, Minn.

Convention of Oregon Retail Jewelers' Association. iSee page 1107)

Oil," by C. T. Higginbotham, consulting super-
intendent of the South Bend Watch Company,
which contains a wealth of information of prac-
tical value to every one whose work calls for the
use of this oil.

The partnership heretofore existing between
Ira R. Smith and R. B. Carson, under the firm
name of Carson & Smith, Hagerstown, Md., was
recently dissolved by mutual consent. Mr. Car-
son purchased the interest of his partner together
with the stock, fixtures and other assets of the
firm. He will conduct the business under his own
name at the same stand as heretofore.

Following a service of forty-three years with
the Gorham Manufacturing Company, Providence,
R. I., Daniel W. Darling severed his business re-
lations with that concern last month and retired
to private life. At the time of his retirement
Mr. Darling was in charge of the stamp depart-
ment and at the close of the work period the
employees of departments K5 and 1(8 assembled
at his desk and after expressions of regret at his
leaving the post he had occupied so long and so
well, presented to him a silver loving cup as a
token of their esteem. The presentation speech
was made by Frank Barrows on behalf of the
employees. Mr. Darling was born in 3847 at
Halifax, Mass., and in 1850 removed with his
parents to this city. He began his apprenticeship
as a stamper with the Gorham Company on July
14, 1868, and five years later became foreman of
that department, a position he has occupied up to
his retirement. When he took charge of the
stamp department there were but twelve stamps.
At the present time there are forty-two. He is
retiring in the best of health.
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ALEXANDER H. REVELL & CO.
Rees, Dayton, Eastman and Hawthorn Streets, CHICAGO, ILL.

STORE OF W. W. APPEL & SONS, LANCASTER, PA.

"Mutually Gratifying
Results"

A store equipped with fixtures
taken from our Stock Room,
using the "Revell" No. 400 Wall
Cases, No. I I "Special" Show
Cases and Tables.

Messrs. Appel & Sons had the
misfortune to burn out completely,
and came to " Revel's."

Result:

"Cases perfectly satisfactory,
highly pleased with prompt
delivery."

The Phenomenal Sale of this
Case Proves its Usefulness

Jewelers with a keen eye in every case relating to their business, saw at once
the beauty, utility and cheapness of our IDEAL" CASE.

It is made of solid oak, or other wood desired, highly polished, beveled plate-
glass top, double strength glass front, ends and doors, has two highly polished
shelves of same wood as case, supported by Tom's adjustable brackets, metal
legs six inches high, and doors run on steel tracks.

DIMENSIONS :—Length as ordered, 28 inches wide, 43 inches high, upper
shelf 12 inches wide, lower shelf 16 inches.

The construction of this case is first class. It has a nicely molded top,
ornamented with egg and dart.

A BEAUTIFUL CASE

Made and sold by

Wall Cases. Solid Oak. 8 feet long, 8 feet 4 inches high, 1 foot 4 inches deer'
Inside. Doors 01410 IT fastened to Morton's steel chains and weights. Inside of case
h 

and
selves lined with black felt. Made to ship in the knock down.

Net price. $58.00. Worth $70.00

Salesroom, Office and Factory

Union Show Case Co• 56-66 Frank Street, CHICAGO
Take the Blue Island Avenue Car

July I, 1911

Annual Convention of the Iowa Retail
Jewelers' Association

(Continued from page 1057)

number of years, he has, nevertheless, kept in
close touch with it. He spoke at great length
and held the attention of the convention for more
than two hours. Those who were fortunate
enough to hear his address heard a most unusual
discussion on conditions in the jewelry trade from
a sales standpoint. A few of his many pithy
sayings are the following:

In most lines you jewelers carry the buying
is almost as large a factor as the selling. Goods
well bought are half sold.
There is no retail business in which confidence

is such a factor as in the jewelry business. Your
steady customers have as much confidence in you
as they do in their doctor.
Yours is a peculiar and particular business.

You furnish both luxuries and necessities.
There is no other retail business that gives buy-

ers greater actual value for their money than
yours, and no line of business that has been so
abused and infested and used by unscrupulous
dealers and fakirs.
When you talk quality you must deliver qual-

ity. The delivery speaks louder than the talk.
Salesmanship is the biggest word in the dic-

tionary to the business man.
Liquor and salesmanship don't mix between 6

A. M. and 6 P. It., if at any time.
Money you earn in the daytime goes into your

pocket, and money you spend at night goes into
your character.
Study trade papers. Remember a trade paper

often prevents a man from making a fool of him-
self in his own line of business.
Character in business will count for more in

the future than it has in the past.
There are tricks in all trades, but all trades

would be just as well off without the tricks.
A Too-point salesman has no snaps to offer;

he knows that snaps generally have all of the
snap taken out of them before they are offered
for sale.
Most of you are jewelers in name only. Are

you salesmen in name only?
Remember you jewelers have two most valu-

able possessions that no search-warrant can reach,
that no execution can take away, that no reverse
of fortune can destroy ; they are what you put
in your head—knowledge; and into your hands—
skill.
Honesty is like 24k. gold. It is unadulterated.

but there are fifty-seven varieties of dishonesty.

I-1 E KEYSTONE

There is no hoodoo a jewelry store can have
that is such a detriment as a poor salesman.
Watchmaking and jewelry manufacturing are

but factors, while salesmanship is the big end of
your business.
Salesmanship is the art or faculty of convinc-

ing the other fellow of his need of the goods you
offer to such an extent that he will buy.
Salesmanship is a battle of organized knowl-

edge against unorganized ignorance.
Salesmanship is service; good salesmanship is

good service, and better salesmanship is better
service.

At the morning session of the closing day F.
Blackledge, of Des Moines, Iowa, gave a very
interesting demonstration of sign-card writing.
He explained to the jewelers present that with
practice and study they could all be able to do
their own sign writing, because he insisted that
sign writers were made and not born. He ex-
plained the uses of the different kinds of brushes
that were used in sign writing, including the air
brush, and gave many other interesting facts re-
garding the use of different kinds of paints and
their mixing. He brought with him an entire
outfit for writing sign cards and showed the dif-
ferent alphabets used and how the strokes were
made.
J. Augustine Smith, sales manager of the South

Bend Watch Company, spoke on "How Can a
Jeweler Best Help Himself." A. L. Sackett, of
this company, was to have been present to speak
on this subject, but was detained by serious ill-
ness. During the course of his remarks Mr.
Smith stated that in his opinion the salvation of
the individual jeweler and the raising of the
standard of the retail jewelry business in gen-
eral lay largely, if not wholly, with the individual
retail jeweler. In his discussion of the evils
which have crept into the jewelry business as a
result of mail-order competition, he stated that
the great mail-order houses have succeeded in
building up a business which involves millions,
largely through the fact that the legitimate deal-
ers in all lines throughout the country are too
much inclined to stand by and witness the suc-
cess of the mail-order houses when, as a matter
of fact, they should employ the same weapons to
extend their business as do the mail-order houses.
You cannot hope to succeed in competition with

mail-order houses unless you use the same busi-
ness weapons which they do. You must adver-
tise, you must carry full stocks, and you must be
constantly on the lookout for their display of
commercial advantage. The great mail-order
houses have studied closely the matter of adver-
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tising. They know how to display their goods
cleverly in an advertisement; they know how to
appeal to the sentimental nature of the people;
they know what class of goods to advertise during
each season of the year. The great mail-order
concerns which built within a comparatively short

Policies.

t)imliecieas.momentous business, nevertheless have a
hundred and one weak points in their selling

If you would succeed in the face of this com-
petition you must attack their weakest points first
and gradually their strongest points. Perhaps
your strongest weapon of doing business is ad-
vertising. The time was when a manager in most
any line could follow a hit-or-miss method in
his advertising, but that day is passed: Spas-
modic advertising accomplishes little or nothing,
as does also advertising which is not the result of
close and incessant study.
I venture the statement that there is not a

jeweler present in this hall whose business cannot
be increased by advertising, and I wish to state
right here that to the man who is possessed of
an over-supply of good, old-fashioned sense,
there is no better place to use it than in your
advertising. Too many jewelers believe that it
requires an extra supply of brains to write suc-
cessful advertising. Such is not the case. Stick
to the truth; do not exaggerate; be dignified; in-
still your personality into your advertising and
be sure that you yourself, your stock, your store
and your business policy back up the spirit and
letter of your advertising.
Perhaps the best form of advertising a retail

jeweler can do is his show window. It is one
of the most powerful factors in the conduct of
your business. Your show window is the mirror
of yourself and your business. You cannot at-
tach too much importance to it or devote too
much time in studying the ways and means to
improve it. Let your window display be the
argument why people should trade in your.store.
Arrange it with some idea of suggesting to the
passerby something in your stock he or she ought
to have. Just remember this : a neat show win-
dow attracts trade to your store, and an untidy
show window, no matter what it contains, drives
trade away, or at least creates an unfavorable
impression of your business.

Resolutions

Resolved. That this association endorse, and
both by individual and collective effort do our
utmost to secure the proposed law against fraudu-
lent advertising.
Resolved, That we are opposed to any law

(Continued on page 1147)
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ALEXANDER H. REVELL & CO.
Rees, Dayton, Eastman and Hawthorn Streets, CHICAGO, ILL.

STORE OF W. W. APPEL & SONS. LANCASTER, PA.

"Mutually Gratifying
Results"

A store equipped with fixtures
taken from our Stock Room,
using the "Revell" No. 400 Wall
Cases, No. 1 1 "Special" Show
Cases and Tables.

Messrs. Appel & Sons had the
misfortune to burn out completely,
and came to " Revells."

Result:

" Cases perfectly satisfactory,
highly pleased with prompt
delivery."

The Phenomenal Sale of this
Case Proves its Usefulness

Jewelers 'it Ii a keen eye in every case relating. to their husiness, saw at once
the beauty, utility and cheapness of our IDEAL" CASE.

It is made of solid oak, or other wood desired, highly polished, beveled plate-
glass top, double strength glass front, ends and doors, has two highly polished
shelves of same wood as case, supported by Tom's adjustable brackets, metal
legs six inches high, and doors run on steel tracks.

DIMENSIONS :—Length as ordered, 28 inches wide, 43 inches high, upper
shelf 12 inches wide, lower shelf x6 inches.

The construction of this case is first class. It has a nicely molded top,
ornamented with egg and dart.

A BEAUTIFUL CASE

Made and sold by  •

Ill'IJ on Show Case Co 
Salesroom, Office and Factory

C.

oia

Wall Cases. Solid Oak. 8 feet long, 8 feet 4 inches high, 1 foot 4 inches de.
Itottrs slide up, fastened to Morton's Bted chain!! and weights. Inside of MO awl

shelves lined with black felt. Made to ship in the ;mock down.

Net price, $58.00. Worth $70.00

•
56-66 Frank Street, CHICAGO

Take the Blue Island Avenue Car
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number of years, he has, nevertheless, kept in
close touch with it. He spoke at great length
and held the attention of the convention for more
than two hours. Those who were fortunate
enough to hear his address heard a most unusual
discussion on conditions in the jewelry trade from
a sales standpoint. A few of his many pithy
sayings are the following:

In most lines you jewelers carry the buying
is almost as large a factor as the selling. Goods
well bought are half sold.
There is no retail business in which confidence

is such a factor as in the jewelry business. Your
steady customers have as much confidence in you
as they do in their doctor.
Yours is a peculiar and particular business.

You furnish both luxuries and necessities.
There is no other retail business that gives buy-

ers greater actual value for their money than
yours, and no line of business that has been so
abused and infested and used by unscrupulous
dealers and fakirs.
When you talk quality you must deliver qual-

ity. The delivery speaks louder than the talk.
Salesmanship is the biggest word in the dic-

tionary to the business man.
Liquor and salesmanship don't mix between 6

A. M. and 6 P. re., if at any time.
Money you earn in the daytime goes into your

pocket, and money you spend at night goes into
your character.
Study trade papers. Remember a trade paper

often prevents a man from making a fool of him-
self in his own line of business.
Character in business will count for more in

the future than it has in the past.
There are tricks in all trades, but all trades

would be just as well off without the tricks.
A Too-point salesman has no snaps to offer;

he knows that snaps generally have all of the
snap taken out of them before they are offered
for sale.
Most of you are jewelers in name only. Are

you salesmen in name only?
Remember you jewelers have two most valu-

able possessions that no search-warrant can reach,
that no execution can take away, that no reverse
of fortune can destroy ; they are what you put
in your head—knowledge; and into your hands—
skill.
Honesty is like 24k. gold. It is unadulterated.

but there are fifty-seven varieties of dishonesty.
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There is no hoodoo a jewelry store can have
that is such a detriment as a poor salesman.
Watchmaking and jewelry manufacturing are

but factors, while salesmanship is the big end of
your business.
Salesmanship is the art or faculty of convinc-

ing the other fellow of his need of the goods you
offer to such an extent that he will buy.
Salesmanship is a battle of organized knowl-

edge against unorganized ignorance.
Salesmanship is service; good salesmanship is

good service, and Inner salesmanship is better
service.

At the morning session of the closing day F.
Blackledge, of Des Moines, Iowa, gave a very
interesting demonstration of sign-card writing.
He explained to the jewelers present that with
practice and study they could all be able to do
their own sign writing, because he insisted that
sign writers were made and not born. He ex-
plained the uses of the different kinds of brushes
that were used in sign writing, including the air
brush, and gave many other interesting facts re-
garding the use of different kinds of paints and
their mixing. He brought with him an entire
outfit for writing sign cards and showed the dif-
ferent alphabets used and how the strokes were
made.
J. Augustine Smith, sales manager of the South

Bend Watch Company, spoke on "How Can a
Jeweler Best Help Himself." A. L. Sackett, of
this company, was to have been present to speak
on this subject, but was detained by serious ill-
ness. During the course of his remarks Mr.
Smith stated that in his opinion the salvation of
the individual jeweler and the raising of the
standard of the retail jewelry business in gen-
eral lay largely, if not wholly, with the individual
retail jeweler. In his discussion of the evils
which have crept into the jewelry business as a
result of mail-order competition, he stated that
the great mail-order houses have succeeded in
building up a business which involves millions,
largely through the fact that the legitimate deal-
ers in all lines throughout the country are too
much inclined to stand by and witness the suc-
cess of the mail-order houses when, as a matter
of fact, they should employ the same weapons to
extend their business as do the mail-order houses.
You cannot hope to succeed in competition with

mail-order houses unless you use the same busi-
ness weapons which they do. You must adver-
tise, you must carry full stocks, and you must be
constantly on the lookout for their display of
commercial advantage. The great mail-order
houses have studied closely the matter of adver-

tising. They know how to display their goods
cleverly in an advertisement ; they know how to
appeal to the sentimental nature of the people ;
they know what class of goods to advertise during
each season of the year. The great mail-order
concerns which built within a comparatively short
time a momentous business, nev( rtheless have a
hundred and one weak points in their selling
policies.
If you would succeed in the face o f this com-

petition you must attack their NVeak.'Sl points first
and gradually their strongest points. Perhaps
your strongest weapon of doing business is ad-
vertising. The time was when a manager in most
any line could follow a hit-or-miss method in
his advertising, but that day is passed: Spas-
modic advertising accomplishes little or nothing,
as does also advertising which is not the result of
close and incessant study.
I venture the statement that there is not a

jeweler present in this hall whose business cannot
be increased by advertising, and I wish to state
right here that to the man who is possessed of
an over-supply of good, old-fashioned sense,
there is no better place to use it than in your
advertising. Too many jewelers believe that it
requires an extra supply of brains to write suc-
cessful advertising. Such is not the case. Stick
to the truth; do not exaggerate; be dignified; in-
still your personality into your advertising and
be sure that you yourself, your stock, your store
and your business policy back up the spirit and
letter of your advertising.
Perhaps the best form of advertising a retail

jeweler can do is his show window. It is one
of the most powerful factors in the conduct of
your business. Your show window is the mirror
of yourself and your business. You cannot at-
tach too much importance to it or devote too
much time in studying the ways and means to
improve it. Let your window display be the
argument why people should trade in your.store.
Arrange it with some idea of suggesting to the
passerby something in your stock he or she ought
to have. Just remember this: a neat show win-
dow attracts trade to your store, and an untidy
show window, no matter what it contains, drives
trade away, or at least creates an unfavorable
impression of your business.

Resolutions

Resolved, That this association endorse, and
both by individual and collective effort do our
utmost to secure the proposed law against fraudu-
lent advertising.
Resolved, That we are opposed to any law

(Continued on page 1147)
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The Ideal Plating Machine
The only ma-

chine furnishing
five different
strengths of cur-
rent; five shades
of color for each
solution.
SIMPLE,

PRACTICAL,
and INDIS-
PENSABLE,
always ready,
clean, compact,
sure in results,
the IDEAL
machine for the

PATENTED MAY 19, 1908 jeweler.
An electro-plating machine that anyone can use. Just the thing to put

the new finishes on your old goods. Plates ROMAN, RED, ROSE, GREEN,
SILVER, COPPER and NICKEL.

FORMULAE for making solutions and full directions for plating all above
colors come with each machine. These alone are worth the price charged for
the outfit.

BATTERIES are ordinary dry cell and give 1, 3, 6, 9 and 12 volts
current (see cut), and should last a year or more with ordinary use and can
easily be replaced.

CONSTRUCTION is good ; material of Oak, wood work nicely finished.
Lever and attachments nickel-plated. Jars for solutions hold 12 ounces and
are self-sealing. Plating tank or bowl of best enamel ware. One each pure
gold, pure silver and carbon anode. Connecting wires complete, ready for use.

Weight, 30 pounds crated. Size, 18 inches long, 9 inches high and 634
inches wide. Guaranteed as represented or money refunded. Price, $15.00
net cash, F. 0. B. Kansas City, Mo.

The Ideal Plating Solution
RICH WITH GOLD SURE IN RESULTS

FULL AND COMPLETE DIRECTIONS
FOR PLATING ON EACH BOTTLE

Rose Gold Plating Solution, 12 Oz. Bottle. Price $2.25
Red Gold Plating Solution, 12 Oz. Bottle, Price 2.25
Roman Gold Plating Solution, 12 Oz. Bottle Price 2.25
Green Gold Plating Solution, 12 Oz. Bottle Price 2.25
Silver Plating Solution, 12 Oz. Bottle Price .75

These solutions are not a new thing or an experi-
ment. We have been supplying them for some time to
jewelers who had difficulty in getting the pure chemicals
necessary for a perfect solution.

The success we have met with has induced us to
put them on the market.

Each Gold Solution of 12 ounces contains 45 grains
of chloride of gold, making an exceedingly rich and rapid
solution. All chemicals used are of uniform strength
and exactly suited to the amount of gold and solution.

To those who use the IDEAL PLATING MACHINE, for which these
solutions were first compounded, we guarantee absolute satisfaction in every
instance. Where used with any other plater you obtain better and quicker
results than with any other solution.

.mIDEAL
PLATING SOLUTION

p.11(.4,0.r.‘Ni,, io, 
,

Pre put-
Ong factory finish on hard
and soft solder repair tob.
new finish on old or shop-

'W°711‘ nVirn'fure the finest
s, Enamel. Imitation or Pre-
0 mom. Stone•
... Every lEmonee bottle Gold

i Plating Solution. Guar-

°. Chloridened Ie'f °fro I 3 'n OS groin°
Solutions furnished In the

i 

following

V",..:°811"4,144111:0.
Copper and Nickel.

ALCOMMENDILD
To O. V.il wet.

THE MEAL PLATING MACHINE

•

Also complete stock of DIAMONDS, JEWELRY, WATCHES, SILVERWARE,
TOOLS, MATERIAL and OPTICAL GOODS, everything needed by the Retail Jeweler

If unable to obtain from your Jobber, order direct from the manufacturers

C. B. NORTON JEWELRY COMPANY 1013-15 Grand Avenue
KANSAS CITY, MO.

Rerilor IVstieb
opt

41.,ett „,,,
.14iding t IMO,.

Made only by

Ti.! OIL
"POSITIVELY WILL NOT GUM”
We say it once again, R. & L. Watch Oil positively
will not gum. It has demonstrated its superiority
in the severest tests given any watch oil made. If
you have not tried it yet, do not be surprised that
you have more watch and clock troubles than your
neighbor who uses it. He knows what it will do.

R. & I... Oil will not gum, cut or blacken pivots.
It is a lasting lubricant, and the only one which
does not deteriorate. The quickest and best way
for you to prove all we say is to send 25 cents to
your jobber for a bottle.

CARRIED BY ALL THE LEADING JOBBERS

RANLETT & LOWELL CO JEWELERS' BUILDING
BOSTON, MASS.

I WANT
to send New Catalogue of

Engraving and Watchmaking
Courses of

The REES School
A SCHOOL FOUNDED ON MERIT

Established 22 Years

What's your name and address?

THE REES SCHOOLFRED HOLMES REES
President

•
• Rochester, N. Y.

Numerous inquiries have been made, Who makes THE ALLIANCE RING?
Let us solve this question for you

WE DO !! !
The graceful style of the Alliance Ring is rapidly supplanting the use of the old-style wedding ring.
Its mysterious construction is another reason for its increased demand.
We have thus far supplied the entire demand, and we take these means to inform you that should

you need them, we can supply you.
These rings are most carefully adjusted ; the joints are barely perceptible, except by a magnifying glass.
Whenever engraving is desired, it is done in the inside flat surface. They are easily opened as shown

on illustration by inserting a sharp instrument, for instance a pin, in the inside pin hole.
They should not be pried open, as this would destroy their adjustment.

14 karat, 3 dwts., $1.25 per dwt. net; in dozen lots, $5.15 per dwt. net
18 karat, 3 dwts., Vito per dwt. net ; in dozen lots, $1.30 per dwt. net

LEONARD KROWER, Manufacturing Jeweler, 536-538 Canal St., NEW ORLEANS, LA.
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which takes from the manufacturer his right to
fix a minimum price on his patented output, and
to use our influence against the passage of the
bill along this line which is now being considered
in the United States Senate.
Resolved, That it is the sense of this association

that we, as jewelers, can best protect the public,
our ideals and our interests by eliminating the
time guarantee from watch cases. The time
guarantee having outlived its day of usefulness,
and its being contrary to the high ideals and
ethics of our craft.
Resolved, That we, as an association, recom-

mend to our members and jewelers generally the
purchase of only such goods as bear the maker's
brand or trade-mark.
Resolved, That we recommend to manufac-

turers that in making fixed prices on their wares,
carry a profit consistent with good business prin-
ciples.
Resolved, That we endorse the high ideals of

our national president, Steele F. Roberts, and
thank him for his untiring work in the interest
of the association in particular, and the craft in
general, and further, that we to-day telegraph
him a copy of this resolution.
Resolved, That we recommend the establish-

ment at the secretary's office a clearing house for
merchandise for the benefit of the members only;
that our post-graduate course in watchmaking
be continued; that we take steps to establish a
window-trim exchange with reasonable fee for
the use of members only; and be it
Resolved, That we extend our most heartfelt

thanks, expressing our appreciation to the trade
press, exhibitors and visitors who have worked
so assiduously to make this convention so great
a success.

Charles T. Higginbotham, consulting superin-
tendent of the South Bend Watch Co., delivered
a very interesting lecture entitled "Glimpses in
the Corridor of Time," during the course of
which he gave a scientific explanation of both
ancient and modern methods of dividing time.
He also spoke very interestingly regarding the
constructing of early timepieces.

The Question Box

On the closing day of the convention the ques-
tion box was opened and Mack A. Hurlbut led
the discussion. The one question which elicited
the most discussion was, "Should sterling manu-
facturers who sell the retail trade also conduct
retail stores ?" It was the opinion of the ma-
jority of the jewelers that such a policy was not
fair to the retailer. Mack Hurlbut said that in
his opinion the sterling silver manufacturers had
dealt squarely with all retail jewelers as fas as it
was possible for them to do so. He gave it as
his opinion that within the course of the next
four or five years the large sterling silver manu-
facturers who were now conducting retail store3
will go out of the retail business. "I honestly
believe," said he, " that such sterling silver manu-
facturers as are now in the retail business would
much prefer to sell their product exclusively at
wholesale if they could get the support of the
retail trade, and I believe that many of them
are now seriously considering this change. We
must, however, bear in mind that this policy of
wholesaling. and retailing has been in effect for
a great many years and that it cannot be changed
on short notice. It took years to complete the
details of their present selling policy and it will
take some time before these manufacturers can
bring about a reorganization of their business
which will be necessary should they eliminate the
retailing.
A number of questions were taken from the

question box which baffled the wisdom of all the
jewelers at the convention. For the benefit of
such jewelers as have both time and gray matter
to spare we submit a number of them : If a watch
jumps two minutes a day how far will the main
spring in a week? If a broken watch has a crown
and bridge damaged, necessitating crown and
bridge, work, should it be sent to a dentist or a
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watch factory for repairs? If a watchmaker gets
a hair from the hairspring on his pallet what kind
of hair oil would he use to take it off? If a
keywind movement is cased in a screw back and
bezel case how can you wind the movement with-
out taking off either the back or the bezel?
When it came time for the election of officers

the name of President Nielson was again sub-
mitted to the convention and he was strongly
urged to again accept. He stoutly refused, how-
ever, on the grounds that he did not have the
necessary time to devote to the work of president
for another year. The name of George E. Ludy,
of Cedar Rapids, was presented by Mack Hurl-
but and he was unanimously chosen president
for 1911. Arthur Hanger, of Des Moines, was
elected vice-president, and Fred Edgar, of Eldora,
was re-elected secretary and treasurer. Joe Gold-
stone, of Bennett, was elected a member of the
executive committee.

The Entertainment Features

A number of entertainment features were pro-
vided for the visiting jewelers. On the first night
of the convention the visiting jewelers enjoyed
a theater party and a trip to Ingersoll Park. The
ladies were entertained at a number of theater
parties and were taken for automobile trips
around the city. The banquet held at the Des
Moines Town and Country Club on the closing
night of the convention was a great success.
About one hundred jewelers were present. The
menu was elaborate and the after-dinner toasts
were unusually good. Wr. H. Galloupe, of The
Crescent Watch Case Works, was toastmaster.
Among the speakers were many of national repu-
tation, including Hon. Lafe Young, who spoke
on the "Real Jewels"; John McVier, who re-
sponded to "Jewels for a Crown of the Municipal
Officials"; W. J. Byers, who spoke on "Personal,
Observation," and T. W. LeQuatte, who spoke on
"The Valuation of a Reputation."

The Exhibits

The exhibits at this convention were especially
attractive. A special effort was made by Presi-
dent Nielson and other officers of the association
to make a special feature of the exhibits, and
that their efforts were well rewarded was evi-
denced by the fact that the exhibits at this con-
vention were more extensive in the point of dec-
orations and assortments of stock than those of
any previous State convention. Among the ex-
hibitors present were :
Benj. Allen, of Chicago, who exhibited a com-

plete sample line of their entire stock in charge
of C. M. Breckenridge.
Swartchild & Co., material jobbers of Chicago,

showed a very interesting line of supplies and
materials, and J. G. Swartchild, a member of the
firm,and Ed Keating, its Iowa representative, were
kept busy answering questions and entertaining
their many visitors.
The Pickard Studios of Chicago were repre-

sented with a full line of hand-painted china by
L. Bruckner.

Donnelly, Caliger SE McLaughlin, a new firm
which recently opened a jobbing house at Des
Moines, displayed their full line at the convention
and were busy receiving the congratulations of
their many friends in the trade.
The Moulton Wireless Umbrella Co., of Plain

City, Ohio, were represented by W. J. Urbanus,
who demonstrated the company's umbrella, a
recently patented device which, as its name im-
plies, is made without the use of wires. Instead
of being held in place by wires the ribs and
framework of the umbrella are kept securely in-
tact by a socket. The umbrella attracted con-
siderable attention and Mr. Urbanus was pleased
with the reception his line was accorded.
The Kennedy Optical Company, of Detroit,

which recently opened a Des Moines branch, had
space in the exhibit hall and showed a full line
of the company's mountings and other optical
goods. Wm. A. Garue, manager of the Des
Moines branch, and Jack "Best Ever" Moore-
house were in charge of the exhibit.
The Gilbert Clock Co. was represented in the

exhibit by A. D. Wycoff and his son, of the Chi-
cago office. A complete line of the company's
clocks were on exhibition.
Frank B. Tinker, manufacturers' agent, of Chi-
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cago, showed his complete line of cut glass. His
booth was one of the neatest arranged and most
attractive in the hall. Mrs. Tinker assisted him
and it was a difficult matter for Frank to get
any credit for the appearance of his exhibit.

J. B. Ash, of Rockford, Ill., who has come to
be known as the "Ebony King," showed a full
line of his ebony toilet sets, etc.
E. L. Webb & Co., of Liberty, Iowa, demon-

strated their charcoal ring mold in one of their
booths.
The Rockford Watch Company had one of the

largest displays at the convention. It was in
Kachairtgere. of Howard C. Carpenter, western repre-
sentative, assisted by Joe Rosenbach and C. A.

Rettig, Hess & Madsen, watch jobbers of Chi-
cago, had one of the large booths in the exhibit
hall and their representatives, M. A. Cohen and
Fred C. Emerson, were kept busy giving away
souvenirs of the convention. These were in the
form of pencils and billfolds.
E. C. Stein did good work for the Western

Clock Co. He had a very neat display and
showed "Big Ben" off to excellent advantage.
The New England Watch Company was rep-

resented by E. C. DeBorde with a complete line
of their clocks, in one of their large booths.
One of the most interesting exhibits at the con-

vention and one which attracted a great deal of
attention when the exhibit hall was thrown open
to the exhibitors of Des Moines was the exhibit
of Juergens-Anderson & Co., of Chicago. Many
very elaborate and costly pieces of diamond plat-
inum jewelry were displayed. E. S. Baker, the
northwestern representative, and Fred Klein
were in charge. One of the most interesting
features of this exhibit was a gentleman's ring
in the top of which was cased a complete watch,
which kept excellent time.
The Alvin Manufacturing Co. had a very-pleas-

ing display of sterling silver. M. F. Knudson
and U. S. DeVore were in charge.
The most attractive booth was that of the

Waltham Watch Co., which was located at the
end of one of the aisles. It was decorated with
artificial flowers. Easy chairs were provided for
the comfort of the visiting jewelers and W. A.
Smith and "Bill" McCoombs were always busy
answering questions and shaking hands with their
many friends and acquaintances at the convention.
A. H. Callison, western representative of the

Hamilton Watch Co., was in charge of an ex-
hibit for his company. ,
The Omaha Optical Company had an elaborate

display of their optical goods at the convention.
It was in charge of A. W. Hazen and C. W.
Bowlby.
R. Wallace & Sons Manufacturing Company

was represented with a full line of their sterling
and plated ware by J. H. Nicolas and William
Barker. They gave away very pretty sterling
spoons, suitably engraved, as souvenirs of the
convention.
The South Bend Watch Company had a very

large exhibit in charge of J. Augustine Smith,
Charles T. Higginbotham and C. J. Tompkin.
The exhibit of the Seth Thomas Clock Co., of

Chicago, which showed a complete line of the
company's clocks, was in charge of J. W. Mc-
Kinley, of the Chicago office.
The Brown street clock was very much in

evidence. It was located at the entrace to the
exhibit and was in full operation. Its illuminated
dial stood out boldly above all the other exhibits.
Mr. Brown, the inventor, was present and demon-
strated his clock to many of the jewelers.
W. T. Kelley, of the Rogers, Lunt and Bowlen

Co., showed a full line of the company's sterling
silverware in the exhibit hall.
The Rockford Silverplate Co., of Rockford, Ill.,

had a very pretty booth in charge of L. A. Little-
field, general manager of the company.
The Ingersoll-Trenton Watch Co. was dis-

played to excellent advantage in a booth in charge
of M. M. Corbett.
The exhibit of the Star Watch Case Co., of

Ludington, Mich., was in charge of J. E. McCourt,
of the factory.
Hamilton B. McKinley represented the Elgin

National Watch Co. at the convention.
Despres, Bridges & Noel were represented by

Joe Block.
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Money Comes Easy to Those
Who Use Rigirt Methods
So why not start right at once by sending us your Old

Gold, Silver and Platinum, or anything containing any of

these metals, such as filings, sweepings, sink waste, etc., etc.

We Need Them and Will Pay HIGHEST PRICES

We guarantee satisfaction in all our

dealings. Give us a trial at once. Don't

delay; get the money out of your old

Jewelry and Scraps.

A Hot Weather
Suggestion

" In time of peace, pre-
pare for war." Now
while days are hot and
business may perhaps
be a little quiet, is the

No. 49 time to lay plans for a
big business this winter.

The first thing is to get the

eVe4itt ez44m4V All-Glass Show Case
and display your goods in the finest way that has 

ever been made possible

to the up-to-date jeweler. It actually sells goods, because it is so handsome

that every customer that comes into your store is
 attracted to the display

it offers.

Absolutely all glass; no frame, no screws, bars, or clasps—just t
he rich

beauty of crystal clear glass. Yet no case could 
possibly be made stronger.

Why not investigate ? les worth while to write for our booklet

Address Dept. C

DETROIT SHOW CASE CO.

476-490 West Fort Street

DETROIT :: MICH.

Gel our Book on Modem

Store Front Construction

New York Salesroom, 43 E. Eighth St.

LEO A. FELDMAN, Selling Agent

Show Case Mailers to
Progressive Merchants

'
/4 ,
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OLD PLATED WARE, BRONZE FIGURES, STERLING 
SILVER, ETC.,

REPAIRED AND REPLATED TO LOOK EQUAL TO NEW

GOLD PLATING, SILVER PLATING, OXIDIZING,

POLISHING, LACQUERING

Before Repairing

We furnish any size new BRISTLE

BRUSHES, CELLULOID COMBS,

CUTICLE KNIVES, BUTTON

HOOKS, NAIL POLISHERS, ETC.,

and fit same to any shape mountings.

CHATELAINE BAGS repaired

and relined with Silk, Chamois, Suede

or Kid.
DESIGNS AND ESTIMATES for

special Sterling Silver pieces furnished.

Work called for and delivered. After Repairing

LOUIS J. MEYER,
8.0 4 IA L ND UET LP STREET I  

P
804

ESTABLISHED 1892

Special Offer for the Months of July and August
8-inch Alternating Current Desk ran .

8 " Direct
12 " "
12 " Alternating
12 d'

12 " Direct
16 d

16 ‘' Alternating
16 d'

16 'dd Direct

/I 11 di

" Oscillating

ad

Desk Fan .
it It

$ 7.50
7.50
9.00
10.50
14.50
13.00
16.50
19.00
14.50
13.00

When ordering mention voltage and cycles, if

alternating, and voltage only, if direct current.

Prompt shipments, guaranteed quality.

Take advantage of this cash offer.

FIDELITY ELECTRIC CO.
LANCASTER, PA.

July 1, 1911 THE

Annual Meeting Missouri Retail Jew-

elers' Association
(Continued from page mu)

sas City, Mo.; George Porth, Jefferson City, Mo.;
S. J. Huey, Excelsior Springs, Mo.; Jos. Ebeling,
St. Louis, Mo.

Delegates to national convention George
Porth, Jefferson City, Mo.; Charles Mauch, Mar-
shall, Mo.; Herman Mauch, St. Louis, Mo.;
Charles Tieman, California; Claud Wheeler, Col-
umbia, Mo.; Joseph Ebeling, St. Louis; Arnold
Zerweck, St. Louis ; ; C. E. Range, Trenton; G. E.
Read, Lebanon; C. S. Harrington, Kirkville; J.
M. Pertle, Rolla, and Walter Jaccard, of Kansas

City, Mo.
The resolutions committee presented the fol-

lowing resolutions, which were unanimously ap-

proved at the convention :

Resolved, That ire favor the building of a new

Capitol at Jefferson City and recommended that

the jewelers of the State vote for same.
Resolved, That we heartily recommend the ac-

tion of those manufacturers who limit the distri-

bution of their product to the legitimate jeweler

only.
Resolved, That the Missouri Society of Retail

Jewelers favor selling only such goods as are

sufficiently marked for identification by the manu-

facturers and we urge retailers to insist on trade-

mark goods.
Resolved, That we endorse and support the of-

ficers of the national association in the work they

are doing in behalf of the association.
Resolved, That Missouri extend an invitation to

the national association to hold the 1912 meeting

in Missouri in one of our great cities and that we

pledge ourselves to assist in making the 1912

meeting a great success.
Resolved, That we extend our thanks to the St.

Louis Retail Jewelers' Association for the assist-

ance given in making this meeting a success, and

to the -speakers who have taken part in the pro-

gramme. We also extend our thanks to the

wholesalers and their representatives whose pres-

ence added much to the success and pleasure of

the meeting; also to trade and the daily press

for the reports of the convention.
Resolved, That we register our opposition to all

legislative measures that would prevent the es-

tablishment and maintenance of fixed selling

prices and give our hearty approval to such

legislative measures as will encourage additional

manufacturers to establish and maintain fixed

selling prices on their patented products.
Resolved, That we endorse the Jewelers'

Circular Weekly bill as approved by the executive

committee of the American National Retail Jew-

elers' Association, which is intended to prevent

the issuing of untrue and misleading advertising.

The St. Louis jobbers, together with the mem-

bers of the St. Louis Retail,Jewelers' Associa-

tion, provided many entertainments for the visit-

ing Jewelers. A very delightful evening was spent

at the Suburban Park, where an informal dinner

was served. The second night of the convention

the visiting jewelers were entertained at a theater

party at Forest Park Highlands, and on the clos-

ing night of the convention they were entertained

by a boat ride down the Missouri River. This

entertainment was arranged by the St. Louis Re-

tail Jewelers' Association and they were assisted

by the St. Louis jobbers. Kansas City was unani-

mously chosen as the convention city for 1912.

No attempt was made at this convention by the

officers of this association to make any special

feature of the exhibits. No hall was provided

and such manufacturers and jobbers as had ex-

hibits used the regular rooms in the hotel. Among

the exhibitors were: The Western Clock Co.,

which had an exhibit in charge of E L. Munn.

Kreis & Hubbard, umbrella manufacturers. of
Chicago, were represented by a display by H. L.

Loomis and Mr. Kreis. The Merry Optical Co.

had a large display in charge of 0. H. Gerry

and W. E. Hunter. The South Bend Watch Co.

was represented by J. Augustine Smith and H. C.

Higginbotham. They showed a full line of their

watches in one of the rooms in the hotel. Landis.
Frary & Clark showed a full line of their perco-

lators and chafing dishes. The exhibit was in

charge of Joe Wilson. Al Bruckner showed a
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full line of hand-painted china of the Pickard
Studios of Chicago. Percy M. Smith, of the Chi-
cago office of the Geneva Optical Co., represented
his firm at the convention and interested many
of the jeweler-opticians in the Knu Ophthalmo-
scope and Retinoscope, which his company has
Just placed on the market.

Profitable Side Lines for the Jeweler

.\,I.bess by M. 0. NOBLE, Galveston, Tex., before Texas
Retail Jewelers' Association

Unfortunately the jewelry business is almost
entirely a business of luxury and consequently is
restricted in volume, excepting in very large cities
where the field is large and the people are edu-
cated and stimulated to a desire for things beau-
tiful, by a constant temptation held before them
in the very numerous show windows, at the cafes,
theaters and resorts.
These elements are largely lacking in smaller

cities, hence our people are more frugal and
s'pend less for luxury than people in the same
circumstances would in larger cities. As our
cities grow larger the tastes of the people will
change and jewelry will be in greater demand.
In the meantime the jeweler should go into side
lines to help make up this lack of demand for
j ewelry.

There are quite a number of
Likely Side Lines lines which the jeweler can

handle, some of which are now
being handled by jewelers very profitably. For
instance, photographic cameras and supplies can
be handled profitably and without a large invest-
ment. Stationery and copper-plate engraving are
profitable also; musical instruments, sheet music,
talking machines and records. These are all
good side lines, but have the same shortcomings
in that they are luxuries and have a limited
demand. So it behooves us to go into lines in
which the demand is large, and in which the
capital invested is turned over often, and at as
little additional expense as possible. This can be
done if the proper lines are handled. For in-
stance, we are handling dental-gold and solder,
platinum-plate and iridio-platinum wire; also
platinum facings and gold-foil for filling, and
various other forms of gold prepared especially
for dentists. While the profit in this line is small
the volume is so great on the capital invested
that it pays immensely. Two hundred dollars
invested in this line can be turned over twice
each month in a town the size of our Texas
cities, so your capital invested is turned over
twenty-four times a year. Instruments, sets of
teeth, cement and other materials can be added,
but these do not have the ready sale as the gold
and solder.

Another side line which has
Hotel China proven profitable is hotel china
and Silverware and silverware. Every hotel

and restaurant in every city
and town is being supplied with china and cheap
plated ware by either crockery or department
stores. There is no valid reason why these con-
cerns should control this business any more than
the jeweler. The reason why they control it is
because they go after it, and the jeweler makes
no effort to secure it. The china and department
stores have invaded our business by selling sil-
verware, clocks and even diamonds and gold
jewelry. So here we have an opportunity to
invade their field. The first requirement is to
place one's self in position to buy these lines as
cheap as do the department stores by getting
hold of the right line.

It is not necessary to carry a stock of china. A
sample line of plates to show the patterns is
sufficient. From these the whole line can be
sold by showing illustrations of the shapes. The
same plan can be used for silverware. It is
necessary to solicit this business in person, and
once secured a steady demand will follow. It
is astonishing what a volume of business can be
done in this line, as the breakage is enormous
and re-orders are placed as soon as the goods
are delivered, as it takes six months to fill orders
for china.

Silverware used by hotels and restaurants is
of an entirely different grade altogether from
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that carried generally by jewelers and should not
be kept exposed for sale with other goods, but
kept with the china in the hotel department.
Drug stores are also users of silver spoons, also
barrooms. By soliciting this trade you will soon
work up a volume of business which will sur-
prise you, and will add materially to your profits
at the end of the year without a very great
investment of additional capital
In taking on side lines we should not lose

sight of the fact that they are essentially side
lines. They must not be of such a nature as to
interfere with our regular line of business. I
know of several instances where a jeweler had
taken on side lines and had spent more time on
these lines than they did with their regular busi-
ness, with the result that their regular business
was injured thereby. The two latter lines have
therefore these advantages: (i) of requiring
very little time, (2) of the investment of very
little capital, (3) the turning over of the capital
invested very often, and are therefore most suit-
able for a jeweler to handle.

Items of Interest
Leonard Fictor has purchased the jewelry store

conducted by J. L. Escher at Clarence, Iowa.

S. M. Strain, who recently sold out his business
at Jackson, Mo., has opened a new store at Brook-
field, same State.
A. Zimmerli, of Dallas, Texas, will leave on a

trip to Switzerland on July 1st, where he will
spend a two months' vacation.
Louis Stern, of Louis Stern & Company, Provi-

dence, R. I., has been at the factory while M.
Rosenheim was absent on his vacation.

J. T. Cosgrave, La Grange, Ind., has purchased
the jewelry store of J. N. 0. Thompson, of that
place and will hereafter continue the business.

J. C. Woelfle, a well-known jeweler of Peoria,
Ill. has been succeeded by Welte & Wieting, who
will conduct the business at the same stand, 112
South Adam Street. Mr. Woelfle had been in
business forty years and enjoyed an enviable rep-
utation for integrity and business capability. Ill
health necessitated his retirement.

Phil Stachler, of Portland, Ind., informs us
of the promptness with which the Western Clock
Mfg. Co., of La Salle, Ill., interfered in his town
to prevent the sale of the "Big Ben" clocks in a
local department store. Mr. Stachler took ad-
vantage of the opportunity to do some excellent
advertising of these clocks in his local papers.

J. F. Carr, of Portsmouth, Ohio, has awarded
a contract for a new theater building which will
adjoin the Carr Building in which his jewelry
store is located. The new structure will cost
$20,000 and will have a seating capacity of 403.
The location is the finest in the city and the front
of the building will be specially decorated.

S. Pian, of the Pian Jewelry Company, Century
Building, St. Louis, Mo., entertained a number
of jewelers at his home in celebration of the
double graduation of his daughter Anette, who
though only 16 years old graduated simultan-
eously from the high school and also the
Beethoven Conservatory of Music. Mr. Pitui

leave for New York shortly for his annual
fall buying trip.
John Drexler, for eleven years in the employ

of the Alsted Kasten Jewelry Company, of Mil-
waukee, Wis., has opened a school of watch-
making at 1002 Pabst Building, that city. Mr.
Drexler is highly accomplished in watch work
and has had an experience of thirty-two years at
this specialty in this and foreign countri?s. He is
admirably qualified to conduct a school of this
character and will doubtless meet with much
success. •

Efforts are being made to discover the identity
of a man whose dead body was found in the
woods near Montesano, Wash. The only likely
means of identification would seem to be his
watch, which is an 18 size Hampden with silver
case No. 7163, and works No. T759739. A repair
mark on the watch resembles an F and L com-
bined to look like the letter H, which might mean
F. H. L. or simply H., as the marks are indistinct.
Should any member of the trade know anything
of this watch he may communicate with Ed
Payette, sheriff, Montesano, Wash,
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Money Comes Easy to Those
Who Use Right Methods
So why not start right at once by sending us your Old
Gold, Silver and Platinum, or anything containing any of
these metals, such as filings, sweepings, sink waste, etc., etc.

We Need Them and Will Pay HIGHEST PRICES

We guarantee satisfaction in all our
dealings. Give us a trial at once. Don't
delay; get the money out of your old
Jewelry and Scraps.

—

--- A Hot Weather

v. vs- Suggestion
'In time of peace, pre-
pare for war." Now
while days are hot and
business may perhaps
be a little quiet, is the

No. 49 time to lay plans for a
big business this winter.

The first thing is to get the

All-Glass Show Case
and display your goods in the finest way that has ever been made possible
to the up-to-date jeweler. It actually sells goods, because it is so handsome
that every customer that comes into your store is attracted to the display
It offers.

Absolutely all glass; no frame, no screws, bars, or clasps—just the rich
beauty of crystal clear glass. Yet no case could possibly be made stronger.

Why not investigate ? It's worth while to write for our booklet
Address Dept. C

DETROIT SHOW CASE CO.
476-490 West Fort Street
DETROIT :: MICH.

Get our Book on Modern
Store Front Construction

New York Salesroom, 43 E. Eighth St.

LEO A. FELDMAN, Selling Agent

Show Case Makers to
Progressive Merchants

OLD PLATED WARE, BRONZE FIGURES, STERLING SILVER, ETC.,
REPAIRED AND REPLATED TO LOOK EQUAL TO NEW

GOLD PLATING, SILVER PLATING, OXIDIZING,
POLISHING, LACQUERING

Before Repairing

We furnish any size new BRISTLE
BRUSHES, CELLULOID COMBS,
CUTICLE KNIVES, BUTTON
HOOKS, NAIL POLISHERS, ETC.,
and fit saline to any shape mountings.
CHATELAINE BAGS repaired

and relined with Silk, Chamois, Suede
or Kid.

DESIGNS AND ESTIMATES for
special Stelling Silver pieces furnished.

Work called for and delivered.
After Repairing

LOUIS J. MEYER, 
;30 4 WALNUTIL   DELS

PHA
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Special Offer for the Months of July and August
8-inch Alternatirg Current Desk Fan

Direct
II 14 II12 "
11 1112 " Alternating
1112 " Oscigating

12 " Direct
16 "
16 " Alternating
16 " Desk Fan

4416 " Direct

$ 7.50
7.50
9.00
10.50
14.50
13.00
16.50
19.00
14.50
13.00

When ordering mention voltage and cycles, if
alternating, and voltage only, if direct current.

Prompt shipments, guaranteed quality.
Take advawage of this cask offer.

FIDELITY ELECTRIC CO.
LANCASTER, PA.

.11.11y i, 1911 THE

Annual Meeting Missouri Retail Jew-
elers' Association
(Continued from page 1061)

sas City, Mo.; George Porth, Jefferson City, Mo.;
S. J. Huey, Excelsior Springs, Mo.; Jos. Ebeling,
St. Louis, Mo.

Delegates to national convention—George
Forth, Jefferson City, Mo.; Charles Mauch, Mar-
shall, Mo.; Herman Mauch, St. Louis, Mo.;
Charles Tiernan, California; Claud Wheeler, Col-
umbia, Mo.; Joseph Ebeling, St. Louis; Arnold
Zerweck, St. Louis; ; C. E. Range, Trenton ; G. E.
Read, Lebanon; C. S. Harrington, Kirkville; J.
M. Pertle, Rolla, and Walter Jaccard, of Kansas
City, Mo.
The resolutions committee presented the fol-

lowing resolutions, which were unanimously ap-
proved at the convention :

Resolved, That We favor the building of a new
Capitol at Jefferson City and recommended that
the jewelers of the State vote for same.
Resolved, That we heartily recommend the ac-

tion of those manufacturers who limit the distri-
bution of their product to the legitimate jeweler
only.
Resolved, That the Missouri Society of Retail

Jewelers favor selling only such goods as are
sufficiently marked for identification by the manu-
facturers and we urge retailers to insist on trade-
mark goods.
Resolved, That we endorse and support the of-

ficers of the national association in the work they
are doing in behalf of the association.
Resolved, That Missouri extend an invitation to

the national association to hold the 1912 meeting
in Missouri in one of our great cities and that we
pledge ourselves to assist in making the 1912
meeting a great sticcess.
Resolved, That we extend our thanks to the St.

Louis Retail Jewelers' Association for the assist-
ance given in making this meeting a success, and
to the -speakers who have taken part in the pro-
gramme. We also extend our thanks to the
wholesalers and their representatives whose pres-
ence added much to the success and pleasure of
the meeting; also to trade and the daily press
for the reports of the convention.
Resolved, That we register our opposition to all

legislative measures that would prevent the es-
tablishment and maintenance of fixed selling
prices and give our hearty approval to such
legislative measures as will encourage additional
manufacturers to establish and maintain fixed
selling prices on their patented products.
Resolved, That we endorse the Jewelers'

Circular Weekly bill as approved by the executive
committee of the American National Retail Jew-
elers' Association, which is intended to prevent
the issuing of untrue and misleading advertising.

The St. Louis jobbers, together with the mem-
bers of the St. Louis Retailiewelers' Associa-
tion, provided many entertainments for the visit-
ing jewelers. A very delightful evening was spent
at the Suburban Park, where an informal dinner
was served. The second night of the convention
the visiting jewelers were entertained at a theater
party at Forest Park Highlands, and on the clos-
ing night of the convention they were entertained
by a boat ride down the Missouri River. This
entertainment was arranged by the St. Louis Re-
tail Jewelers' Association and they were assisted
by the St. Louis jobbers. Kansas City was unani-

mously chosen as the convention city for 1912.
No attempt was made at this convention by the

officers of this association to make any special
feature of the exhibits. No hall was provided
and such manufacturers and jobbers as had ex-
hibits used the regular rooms in the hotel. Among
the exhibitors were: The Western Clock Co.,
which had an exhibit in charge of E. L. Munn.
Kreis & Hubbard, umbrella manufacturers, of
Chicago, were represented by a display by H. L.
Loomis and Mr. Kreis. The Merry Optical Co.
had a large display in charge of 0. H. Gerry
and W. E. Hunter. The South Bend Watch Co.
was represented by J. Augustine Smith and H. C.
Higginbotham. They showed a full line of their
watches in one of the rooms in the hotel. Landis,
Frary & Clark showed a full line of their perco-
lators and chafing dishes. The exhibit was in
charge of Joe Wilson. Al Bruckner showed a
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full line of hand-painted china of the Pickard
Studios of Chicago. Percy M. Smith, of the Chi-
cago office of the Geneva Optical Co., represented
his firm at the convention and interested many
of the jeweler-opticians in the Knu Ophthalmo-
scope and Retinoscope, which his company has
just placed on the market.

Profitable Side Lines for the Jeweler
--

Address by M. 0. NOBLE, Galveston, Tex., before Texas
Retail jewelers' Association

Unfortunately the jewelry business is almost
entirely a business of luxury and consequently is
restricted in volume, excepting in very large cities
where the field is large and the people are edu-
cated and stimulated to a desire for things beau-
tiful, by a constant temptation held before them
in the very numerous show windows, at the cafes,
theaters and resorts.
These elements are largely lacking in smaller

cities, hence our people are more frugal and
pend less for luxury than people in the same

circumstances would in larger cities. As our
cities grow larger the tastes of the people will
change and jewelry will be in greater demand.
In the meantime the jeweler should go into side
lines to help make up this lack of demand for
j ewelry.

There are quite a number of
Likely Side Lines lines which the jeweler can

handle, some of which are now
being handled by jewelers very profitably. For
instance, photographic cameras and supplies can
be handled profitably and without a large invest-
ment. Stationery and copper-plate engraving are
profitable also; musical instruments, sheet music,
talking machines and records. These are all
good side lines, but have the same shortcomings
in that they are luxuries and have a limited
demand. So it behooves us to go into lines in
which the demand is large, and in which the
capital invested is turned over often, and at as
little additional expense as possible. This can be
done if the proper lines are handled. For in-
stance, we are handling dental-gold and solder,
platinum-plate and iridio-platinum wire; also
platinum facings and gold-foil for filling, and
various other forms of gold prepared especially
for dentists. While the profit in this line is small
the volume is so great on the capital invested
that it pays immensely. Two hundred dollars
invested in this line can be turned over twice
each month in a town the size of our Texas
cities, so your capital invested is turned over
twenty-four times a year. Instruments, sets of
teeth, cement and other materials can be added,
but these do not have the ready sale as the gold
and solder.

Another side line which has
Hotel China proven profitable is hotel china
and Silverware and silverware. Every hotel

and restaurant in every city
and town is being supplied with china and cheap
plated ware by either crockery or department
stores. There is no valid reason why these con-
cerns should control this business any more than
the jeweler. The reason why they control it is
because they go after it, and the Jeweler makes
no effort to secure it. The china and department
stores have invaded our business by selling sil-
verware, clocks and even diamonds and gold
jewelry. So here we have an opportunity to
invade their field. The first requirement is to
place one's self in position to buy these lines as
cheap as do the department stores by getting
hold of the right line.

It is not necessary to carry a stock of china. A
sample line of plates to show the patterns is
sufficient. From these the whole line can be
sold by showing illustrations of the shapes. The
same plan can be used for silverware. It is
necessary to solicit this business in person, and
once secured a steady demand will follow. It
is astonishing what a volume of business can be
done in this line, as the breakage is enormous
and re-orders are placed as soon as the goods
are delivered, as it takes six months to fill orders
for china.

Silverware used by hotels and restaurants is
of an entirely different grade altogether from
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that carried generally by jewelers and should not
be kept exposed for sale with other goods, but
kept with the china in the hotel department.
Drug stores are also users of silver spoons, also
barrooms. By soliciting this trade you will soon
work up a volume of business which will sur-
prise you, and will add materially to your profits
at the end of the year without a very great
investment of additional capital
In taking on side lines we should not lose

sight of the fact that they are essentially side
lines. They must not be of such a nature as to
interfere with our regular line of business. I
know of several instances where a jeweler had
taken on side lines and had spent more time on
these lines than they did with their regular busi-
ness, with the result that their regular business
was injured thereby. The two latter lines have
therefore these advantages : (i) of requiring
very little time, (2) of the investment of very
little capital, (3) the turning over of the capital
invested very often, and are therefore most suit-
able for a jeweler to handle.

Items of Interest
Leonard Fictor has purchased the jewelry store

conducted by J. L. Escher at Clarence, Iowa.
S. M. Strain, who recently sold out his business

at Jackson, Mo., has opened a new store at Brook-
field, same State.
A. Ziinmerli, of Dallas, Texas, will leave on a

trip to Switzerland on July ist, where he will
spend a two months' vacation.
Louis Stern, of Louis Stern & Company, Provi-

dence, R. I., has been at the factory while M.
Rosenheim was absent on his vacation.

J. T. Cosgrave, La Grange, Ind., has purchased
the jewelry store of J. N. 0. Thompson, of that
place and will hereafter continue the business.

J. C. Woelfle, a well-known jeweler of Peoria,
Ill., has been succeeded by Welte & Wieting, who
will conduct the business at the same stand, 112
South Adam Street. Mr. Woelfle had been in
business forty years and enjoyed an enviable rep-
utation for integrity and business capability. Ill
health necessitated his retirement.
Phil Stachler, of Portland, Ind. informs us

of the promptness with which the Western Clock
Mfg. Co., of La Salle, Ill., interfered in his town
to prevent the sale of the "Big Ben" clocks in a
local department store. Mr. Stachler took ad-
vantage of the opportunity to do some excellent
advertising of these clocks in his local papers.

J. F. Carr, of Portsmouth, Ohio, has awarded
a contract for a new theater building which will
adjoin the Carr Building in which his jewelry
store is located. The new structure will cost
$20,000 and will have a seating capacity of zioo.
The location is the finest in the city and the front
of the building will be specially decorated.
S. Pian, of the Pian Jewelry Company, Century

Building, St. Louis, Mo., entertained a number
of jewelers at his home in celebration of the
double graduation of his daughter Anette, who
though only 16 years old graduated simultan-
eously from the high school and also the
Beethoven Conservatory of Music. Mr. Pial
will leave for New York shortly for his annual
fall buying trip.
John Drexler, for eleven years in the employ

of the Alsted Kasten Jewelry Company, of Mil-
waukee, Wis., has opened a school of watch-
making at 1002 Pabst Building, that city. Mr.
Drexler is highly accomplished in watch work
and has had an experience of thirty-two years at
this specialty in this and foreign countri?s. He is
admirably qualified to conduct a school of this
character and will doubtless meet with much
success. •

Efforts are being made to discover the identity
of a man whose dead body was found in th2
woods near Montesano, Wash. The only likely
means of identification would seem to be his
watch, which is an 18 size Hampden with silver
case No. 7163, and works No. 1759739. A repair
mark on the watch resembles an F and L corn-
bined to look like the letter II, which might mean
F. H. L. or simply H., as the marks are indistinct.
Should any member of the trade know anything
of this watch he may communicate with Ed
Payette, sheriff, Montesano, Wash,
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atchmakers, Jewellers 6 Fine lbol Makers
generally: in fact everybody who uses
files on particular work, require files
of the hithest possible qualify. The

EXTRA [X* F] FINE
SWISS PATTERN

ARE 1UNE1UAIAJED BY ANY OTHER BRAND
Made /./7 our immense factOry Gy highest skilleo' workmen. Carried
in stock by Me most progressive dealers. Ilseo' and preferred
by a rapidly increasinh number of critical consumers 

AGAIN SOMETHING NEW
A FREE HAND

Sheff Patent Ring Forging Machine
THIS ring stretching machine is for jewelers or any one who repairs

or sells rings. It is the only tool on the market for the purpose that
will do perfect work. It stretches all kinds of rings—wide, narrow,

oval, flat, plain or set. A light ring can be sized three sizes and a heavy
one six sizes and do it perfectly. Anyone can easily work it and you
cannot spoil a ring under any circumstances. The ring comes out of the
machine perfectly round and straight and requires no refinishing. You
can size a ring while the customer waits and he cannot tell by appearances
that it has been stretched and will not know how you did it unless you
tell him. This machine is not built on the roll principle but the ring is
pressed into the die and you can put as much or as little pressure as you
wish and you can see exactly what you are doing. It is thoroughly
guaranteed, will never wear out. The mcst successful jewelry houses in
the country are using this machine. We have had a wonderful sale of it
and do not know any one who has one who would do without it. Give it
a trial for ten days. Any jobber will furnish one.

Order from your Jobber or Send to us Direct. Price, • $16 00 Include' Machine,, Mandrel and Six Dies

A .1 SHEFF & CO •
• 

6109 PENN AVENUE. . • PITTSBURG, PA.
DISTRIBUTERS : SUSSFELD, LORSCH & CO., Maiden Lane, New York.

AMERICAN OIL & SUPPLY CO., Newark, N. J.
EDWARDS & SLOANE JEWELRY CO., Kansas City, Me.
BUTTERFIELD BROS., Portland, Oregon.

SWARTCHILD & CO., Chicago, III.

SOLDERING STAND

A blowpipe with universal joints per-
mitting it to be adjusted in any position
desired, and having a range of flame from
a large brush to a fine needle point so
necessary for those delicate operations,

■rit. attached to a heavy cast iron stand
which supports an asbestos Soldering
Block, as shown in illustration. Price

complete as illustrated $5.25—Less soldering block $4.65. Ask for catalog " Bk"
and full information concerning No. 4-B Soldering Stand.

No. 4-B. SOLDERING STAND

BUFFALO DENTAL MANUFACTURING CO.BurIVY

A MECHANIC Øp.
There is big money in expert
watch repairing. The demand

for good workmen is larger than the supply. (
Don't be a mere mechanic, a drudge at

your work. Be an expert watch ( (-)
repairer. We have helped more than kr
600 young men to get an expert know-

ledge and training as watch repairers—
we can help you. It is easy by our

method. Our experience,DeSelmsPatented
Charts, text books, special methods aria equipment give
our students unusual advantages, quick and sure ad-
vancement. We will give you more knowledge ad training in a few
months than you can possibly get In a store apprenticeship In as
many years. We will put you In a position to select
your own job and name your own salary. Decide right
now to be an expert watch repairer. Come to our $2000

es-6

school at your earliest convenience or If you cannot
come to us we will come to you by mall In your cwn A
home. You can employ your evenings or any spareh 

500

time learning without giving up your present
..mployment A little time and money spent
now will get you a larger salary later.  AWEEK

Write for our pooklet telling you how we will maim
a trained expert watch repairer of you. It Is FREE.

3

The DeSelms Watch School
29 Perry Street 

 
Attica, Indiana IVY

July I, 1911 TI-IE

Wisconsin Retail Jewelers' Associ-
ation

Following is the programme of the annual

meeting of the Wisconsin Retail Jewelers' Asso-

ciation to be held in Milwaukee July rith, 12th

and 13th:
TUESDAY, JULY 11TH—TO A. M.

Registration, distribution of badges.
Reception of convention guests and attending

jewelers.
1.30 P. M.

Meeting called to order.
Address of welcome by W. H. Bruce, of Mil-

waukee.
Response by President Keller.
President's annual report.
Secretary's annual report.
Treasurer's annual report.
Announcement of convention committees.
Meeting of convention committees.

4.30 P. M.
Adjournment for purpose of viewing exhibits.

6.30 P. M.

Smoker at Hotel Blatz.
Theater party for the ladies.

WEDNESDAY, JULY 12T11-9 A. M.

Opening of meeting.
Address, "Building a Jewelry Business on Lim-

ited Capital," by 0. F. Rohwedder, of St.
Joseph, Mo.
Address, "The Power of Suggestion in Selling

Goods," by H. C. Carpenter, of the Rockford
Watch Company.
Address, "Some Principles of Modern Account-

ing and Their Necessity in Everyday Business,"
by M. H. Hayden, of Laurence A. Jones & Co.,
certified public accountants, Lnicago.
Address, "A Glimpse Through the Corridor of

Time," by C. T. Higginbotham, of the South
Bend Watch Company.
Adjournment for lunch.

1.30 P. M.

Opening of meeting.
Address, "A Mother Hubbard Talk," by Col.

John L. Shepherd, of The Keystone Watch Case
Company.

Address, "How Can the Jeweler Best Help
Himself?" by J. Augustine Smith, of the South
Bend Watch Company.
Address, "The Benefits of Mutual Fire Insur-

ance," by C. A. Peck, secretary of the Hardware
Dealers' Mutual Fire Insurance Company, of
Wisconsin.
Address, "Some Live Questions of To-day," by

George P. Engelhard, publisher of the National
Jeweler.

Address, "The Stamping of Quality and Identi-
fication Marks," by Wm. H. Upmeyer, of Mil-
waukee.
Introduction of new business.

5 P. M.

Adjournment to view exhibits.

7.30 P. M.

Annual banquet at Hotel Blatz.
THURSDAY, JULY I3TH-9 A. M.

Executive session.
Question box. The subjects have all been sug-

gested by members of the association, some of
whom have been assigned to lead the discussions,
in which all present are expected to take part.

12 M.

Adjournment for lunch.

1.30 P. M.

Opening of meeting.
Reports of committees.
Unfinished business.
Where shall we meet next year?
Election of officers.
Election of delegates to national convention.
Good of the association.
Adjournment and viewing of exhibits..

The biggest meeting of Wisconsin jewelers in

the history of the association is what the officers

KEYSTONE

confidently expect at Milwaukee July nth, 12th
and r3th.
That it will be the most successful of Wiscon-

sin conventions is assured, and that means a great
deal, for the Badger State boys are noted for the
ginger and snap they put into all their meetings.

Recruiting work has gone forward steadily
throughout the year. No less than 2200 nieces of
mail having been sent out by the association to
non-members. The membership has been in-
creased 20 per cent. over 1910.
The first watchmakers' examination under asso-

ciation auspices will be held June 27th and 28th.
Theo. Schelle, 316 West Water street, Milwau-
kee, is chairman of the Board of Examiners, who
have worked hard to establish this feature of the
association work. There is no doubt that in fu-
ture years this will be one of the strong drawing
cards in recruiting new members.
The directors of the association met at Mil-

waukee June 23d and transacted the final business.
of the year.
C. A. Peck, secretary of the Hardware Men's

Mutual Fire Insurance Company, of Wisconsin.
died at his home in Berlin on June i6th. He was
to have addressed the convention on mutual fire
insurance, and had given the association valuable
assistance in the past in its endeavors towards
establishing a jewelers' mutual fire insurance com-
pany. His death is a personal loss to all who
knew him. His place on the programme will be
filled by some other officer of the Hardware
Dealers' Association.
Every jeweler in Wisconsin and Upper Michi-

gan, whether members of the association or not,
is urged to come to Milwaukee. A profitable
and pleasant time is guaranteed. Room for the
ladies, too. They will be welcome, and the more
the merrier.
The Hotel Blatz will be filled with fine exhibits,

and there will be plenty of time in which to in-
spect splendid displays of goods in all lines. This
feature of the convention will alone be worth
coming for.

Convocation Exercises at Bradley Poly-

technic Institute

At the annual convocation exercises held re-

cently at the Bradley Polytechnic Institute,
Peoria, Ill., the following graduated in watch-
work and optometry:

GRADUATES IN WATCH WORK

B. L. Blanchflower, Springfield, Ill.; G. S.
Campbell, Denton, Tex.; Raymond Cornell, Green-
field, Iowa; Eugene Hadley, Mapleton, Minn.; R.
S. Leslie, Iowa Falls, Iowa; Wallace Snyder,
Peoria, Ill.; A. T. Westlake, Jr., Peoria, Ill.; J.
J. Wray, Wrayville, Ill.; J. R. Yarbrough, Ennis,
Texas.

GRADUATES IN OPTOMETRY

N. C. Armstrong, Mound City, Ill.; V. Berg,
Northwood, Iowa; J. Branaman, Bloomington,
Ill.; L. K. Burket, Howarden, Iowa; C. W. Cann,
Geneseo, Ill.; R. A. English, Dodge City, Kans.;
A. J. Friess, Akron, Ohio ; P. N. Gilbertson,
Spring Grove, Minn ; J. L. Guard, Equality, Ill.;
J. A. Harmon, Northwood, Iowa; J. F. House,
Lake Mills, Wis.; R. Hungate, McLeansboro, Ill.:
C. L. Kendrick, Wichita, Kans.; A. M. Knudtson,
Canton, S. D.; R. R. Koempel, Galena, Ill.; C.
Kropff, Pittsburg, Pa.; W. G. Leslie, Covert,
Mich.; a C. Lines, Salida, Colo.; J. Marcusse,
Manton, Mich.; L. mcKay, Redfield, S. D.; E.
McTeer, Bank, Tenn.; 0. W. Murphy, Golden
Gate, Ill.; A. E. Norman, Medianolis, Iowa; K.
K. Parr, Sheridan, Ind.; H. Peterson, Rushford,
Minn.: C. E. Rice, Saginaw, Mich.: E. A. Schnei-
der, Dubuque, Iowa; J. J. Wray, Wrayville, Ill.;
H. Yoho, Martins Ferry, Ohio.

Railway Watch Inspectors Association
The above organization will hold a meeting at

Richmond, Va.. at the time o the annual meeting
of the National Retail Jewelers' Association, Au-
gust 3d, at the Y. M. C. A. building, at 9 A. M.
All railroad watch inspectors are invited to attend.
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Suggestions on Practical Watch Work

Extracts from address by FRANK STEELE, before the
District of Columbia Retail Jewelers' Association

In beginning his talk Mr. Steele gave the mem-
bers a brief account of his history, so to speak,
telling them of the various factories in which he
had been employed, the dates, and the nature of
the work.
Removing the hairspring. There are more

schemes of doing this than of anything else I
know of. I use a rat-tail file from which I have
drawn the temper and which I have further filed
into a taper at each end. The tapered end fits
into the slot of the collet and with a slight pres-
sure off comes the collet and hairspring. One
of the factories have a tool for which they charge
$3.00, but I prefer the one I have made myself.

Bent pivots. To straighten bent pivots without
drawing the temper take hold of the pivot with
the tweezers (I use a pair lined with brass) and
move the balance with the left hand. This allows
you to see exactly what you are doing. The
tweezers are simply to be used in handling the
pivot, the left hand being used to do the bending.
Of course, it must be understood that every bent
pivot cannot be so straightened, but in the ma-
jority of cases they can be so handled.

Staking. Suppose the hole for the balance is
a little too large. You have only one balance to
work upon so that you cannot change it as can
be done in factories where a large stock is kept,
nor can you afford to throw it away. All you have
to do is to simply hit lightly—the lighter the blow
the better—and every time you hit twist the bal-
ance on the staking tool. Keep the punch fitted
as close to the colletted shoulder as possible.
Truing balances. The first thing to do is to

level the arms; you must have the arms level and
then start where the bend starts. If the bend is
on the left side do not go to the other side, be-
cause you will have trouble in the flat, There
is one bend in particular that is very difficult and
that is when you have the balance all true except
at the end of the segment. The balance is placed
in the calipers and the fingers used in straighten-
ing. If you have a dip in the end of the balance
in the flat and the arm is about right, you go away
out to one side and push the whole rim up, then
go to the rim and pull down and you will take
the kink out.
The secret of balance-truing is to start to make

the bend where the bend starts ; be sure you are
right when you start and make as few bends as
possible. It is a strange thing that as nearly
related as are balance-truing and spring-truing,
yet it is almost impossible to get a man who can
do both equally well ; that if you take twenty men
and start them learning balance-truing you will
be lucky if you will get one who could really
make a living on the basis of piece-work pay-
ments. Again, a man may be an excellent work-
man on balance-truing in one factory, yet he may
prove to be a farce in another.

Position work. The methods of several of the
factories if a watch runs off in position is to
take off the hairspring and balance and re-true
and re-poise the latter. The watch is then put
Oil time again. About 5o per cent of the watches
so treated then pass final inspection. By this
you can see the importance of truing and poising.

Factories expect 7o per cent of their position
adjustment to go through. There is really no
such thing as Position adjustment. If the watches
run right, well and good ; if not, it is shown up
and the watch goes back to be re-trued and re-
poised as to balance.
Another point, if the iewel pin is a trifle too

large it will cause the wafth to run off time, while
if a large number of them are so the watch is
more apt to run true; in the case of the former
the one pin off cannot follow the others. Fac-
tories allow three degrees in the jewel pin shank.

Poising. In poising balances do not be afraid
of getting them too good. Some people undercut.
-"me simply cut off the bottom of the screw.
Tr, undercut makes the best looking job, but if
you happen to undercut your balance screw some
of the cyanid( is liable to stay there and blacken
the screw This discoloration is cery hard t-
get off. The better way is to make the screw a
trifle shorter,
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YOUR FIXTURES MUST EXPAND
with your business and you must have a PLACE for EVERYTHING if you wish to increase your profits by eliminating the loss occasioned by
the careless handling of your stock.

THE E. & J. S. EXPANSION CABINET for MAINSPRINGS, MATERIALS, FINDINGS and OPTICAL GOODSprevents overbuying and enables you to keep a check on your stock so
that you always have the proper materials for repairing the minute you want them. OUR CABINET will grow with you.

OUR PERFECT COMBINATION EXPANSION CABINET

This illustration shows three-drawer cabinet for mainsprings, findings and
watch materials.

This illustration shows the arrangement of a drawer fitted with boxes for all kinds
of Findings, etc. By simply changing the labels this drawer can be used for
Optical Materials and many other articles necessary to the Repair Department.
We furnish blank labels free of extra charge, so that you can arrange the con-
tents of the boxes to suit your own convenience.
Mainspring Drawer is same style as above. Will without crowding hold one and
one-half gross of springs.

Utilizes every
inch of space.

Saves TIME and
MONEY by prevent-
ing waste. Every
part interchangeable,
and by adding extra
sections this cabinet
can be expanded
either vertically or
horizontally to any
size wanted. Made
and designed exclu-
sively by us.

ALL PRICES
ARE LESS

6(X
FOR
CASH

This illustration shows the Watch Material Drawer fitted with tray and one
hundred and fifty bottles of various sizes that will hold all of the many different
makes of Watch Materials. These bottles can also be used f 0- Jobbing Stones
Can be rearranged at will to suit the ideas and convenience of purchaser.

This Cabinet is made of Solid Oak, polish finish, hand rubbed, by expert cabinet makers.
The drawers are interchangeable, which permits the arranging and condensing of your
stock in departments.
Each section for Mainsprings and Findings contains interchangeable drawers fitted with
eighteen substantial cloth-covered boxes with printed labels showing contents. The boxes
are large enough to accommodate a good supply of mainsprings, bars, toggles, swivels,
button backs, scarf pins, eyeglass chains, and all kinds of optical materials.

Can be used with two, three, or as many more sections as desired.

Our Cabinet is so compact and requires so little space that it can be placed at any con-
venient point on bench, counter or floor.

DIMENSIONS
(outside measurements)

1-Drawer Section, 13 x 131:4 x 5 inches
2 13 x13',2 x 10 "
3 " " I3xl3 2 xl4 "

 PRICES 
Two-Drawer Cabinet for Mainsprings or Findings ( Top and Bottom Sections)   $6.25
Two-Drawer Optical Cabinet for Lenses, Temples, Guards, etc. (Top and Bottom Sections) 7  26
Three-Drawer Cabinet for Mainsprings and Findings   9.00
Three-Drawer Cabinet for Mainsprings, Findings and Watch Materials   10.75
Nine-Drawer Cabinet consisting of 2 Drawers for Mainsprings, I Watch Hands, I Watch Material, 1 Watch Screws,

1 Case Material, 2 Jewelry Findings, I Jobbing Stones . . ...... . . . . . . 32.50
Twelve-Drawer Cabinet consisting of 2 Drawers for Mainsprings, I Watch Material, I Watch Screws, I Watch Hands,

1 Case Material, 2 Jewelry Findings, 1 Jobbing S.(ones, 1 Optical Findings, 1 Lenses, I Plain Drawer 41  25
Extra Section for Watch Material, with bottles, $4.50 Extra Section for Mainsprings or Findings, fitted with boxes, 2.75
Extra Section for Lenses   3.75 Extra Plain Section 2  25

Genuine Factory Jewels,

Staffs, and Mainsprings

we have in stock for every
American watch made, all
of which we sell at lowest
factory prices. Train ma-
terial and stem-wind parts
we carry in genuine only
and do not have a piece of
imported material in our
stock, so our customers can
depend on receiving cor-
rect parts when ordering
florin our stock.

Stock your cabinet with a supply of reliable MAINSPRINGS,
BALANCE STAFFS and BALANCE JEWELS. We have ex-
perienced clerks for filling material orders, and our materials
fit properly.

E. & S. Balance Staffs
American inane

Per dozen

E. & J. S. Balance Jewels
American made

$1  00 Per dozen

SMALL PARTS CAREFULLY MATCHED

$1  50

Write for Our General Supply Catalogue

E. 18S. D.B. class 3

\NAVY\ S rntur

E. & J. S. MAINSPRINGS
All styles and sizes. Per dozen, $1.25 ; gross, $14.25
Oar standard spring—anti one that we have sold

for years with uniformly good results. We keep
them for practically all makes and grades of
American watches. They are coiled and packed one-
half dozen in a parer, and each spring is wrapped in
anti-rust paper. Each wrapper is marked with style,
width and strength of spring It contains, witkli
makes a handy reference.

THE E. & J. SWIGART CO., Cincinnati, Ohio
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You Can Make a Profit
PLATINUM
OLD GOLD
POLISHINGS

BY SENDING US YOUR

OLD SILVER
FILLED FRAMES
BENCH SWEEPS

GOLD PLATE
FILLED CASES
FLOOR SWEEPINGS

You have 'FEN TO ONE HUNDRED DOLLARS' worth of old unsalable
Jewelry in your show cases.

Turn This Old Stock into Money
Invest this same ($100) in new goods; the kind that SELLS NOW.

IT COSTS YOU NOTHING to obtain our valuation, and our check goes
along with the offer. If not satisfactory your shipment is returned by
PREPAID EXPRESS.

Sweepings
You want this Company to handle your next lot, provided we can PAY
YOU MORE than you can obtain elsewhere, don't you?

We have just installed new electric machinery in. our Sweep Department
and we are now in a better position to SAVE YOU MONEY than ever
before. We want you to obtain our valuation on your material—take our
word for it, the GOLDSMITH bid will SPEAK for itself.

If you do not sell by Bid—make us a trial shipment, and compare OUR
returns with your former shipments to the other fellow.

Received from Goldsmith Bros. Smelting &
Refining Company, $3,384.38 in payment for
11 barrels sweeps shipped you.

INTERNATIONAL SILVER CO.
MERIDEN, CONN.

RETURNS FOR SWEEPS IN FIVE TO TEN DAYS

Goldsmith Bros. Smelting 8z Refining Co.
Her3ago.rth CHICAGO Arcade Bldg.

SEATTLE
Cor. Madison and Wabash Ave.

20 John Street
NEW YORK

El
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TEXAS ANNOUNCEMENT
OPENING OF

HOUGHTON-REARDON CO. 
DALLAS • • TEXAS

Who have recently opened a new tool and material house,
where will be carried in stock a full and complete line of

WATCHMAKER'S and JEWELER'S SUPPLIES
TOOLS and MATERIAL

We Solicit Your Business and Assure You of Careful, Prompt and Accurate Attention

SWARTCHILD •Ec COMPANY
THF LARGEST WATCHMAKERS' AND JEWELERS'
SUPPLY HOUSE THE. WORI_C:s HEYWORTH BUILDING. MADISON ST. oc WABASH AVE. CHICAGO, ILL.

COMBINATION WINDOW DISPLAY
No. E Display. One of the many artistic designs suitable for corner windows.

SMALL UNITS MEDIUM UNITS
6 Inches x 6 Inches x 2 Inches High 9 Inches x 9 Inches x 3 Inches High

SETS OF
20 SQUARE

SETS OF
30 SQUARE

SETS OF
40 SQUARE

4 CONVEX 6 CONVEX 8 CONVEX
4 CONCAVE 6 CONCAVE 8 CONCAVE

, These displays, being made up of units or sections, can be
arranged in a few moments' time in a hundred different,
artistic designs. The prices of these sets will enable you to
have an attractive window throughout the year at very little
cost. It's a salesman by itself. These display outfits are guar-
anteed to be exactly as represented. Order a set now and
display your best goods.

No. L625. Small Units, Style A, VellicvVeteelevnet..:$ 2107..0000
No. L626. 

, 

No. L627.
No. L628.
No. L629.
No. L630.
No. L631.
No. L632.
No. L633.
No. L634.
No. L635.
No. L636.
No. 1637.
No. 1638.
No. L639.
No. 1640.
No. L641.
No. L642.

SETS OF
20 SQUARE

SETS OF
3o SQUARE

SETS OF
40 SQUARE

4 CONVEX 6 CONVEX 8 CONVEX
4 CONCAVE 6 CONCAVE 8 CONCAVE

Medium"

Large

It

If

B, Silk Velvet..
B, Velveteen ...
C, Silk Velvet..
C, Velveteen ...
D, Silk Velvet..
D, Velveteen...
E, Silk Velvet..
E, Velveteen ...
F, Silk Velvet..
F, Velveteen ...
G, Silk Velvet..
G, Velveteen...
H, Silk Velvet..
H, Velveteen...
K, Silk Velvet..
K, Velveteen...

30.00
25.50
40.00
34.00
22.00
19.00
33.00
28.50
44.00
38.00
37.00
30.00
55.50
45.00
74.00
60.00

LARGE UNITS
12 Inches x 12 Inches x 4 Inches High

SETS OF
20 SQUARE

SETS OF
30 SQUARE

SETS OF
40 SQUARE

4 CONVEX 6 CONVEX 8 CONVEX
4 CONCAVE 6 CONCAVE 8 CONCAVE

Set No. A Set No. 11 Set No. C Set No. D Set No. E Set No. F Set No. G Set No. II Set No. IC

These units me covered on top and sides and have a wood pulp bottom. We furnish them in any color, silk velvet or velveteen and they are very strong and well made.
Over one hundred artistic designs can be made with these sets.
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No.400

No. 400. PIVOT STRAIGHTENER

This is a New tool for straightening bent
pivots; built on right principles, and will do the
work, where it is practicable to do it at all.
The points of support and pressure are adjust-

able and under perfect control. The bending
lever also serves as an indicator, to show when
pivot is perfectly true; lever is moved by screw
and cam mechanism; delicate, POWERFUL.
This tool will straighten many pivots that

would be broken by ordinary means; and all
pivots not bent to the elastic limit, it will
straighten quickly and perfectly.

It is The Special and COMPLETE device for
the purpose.

Its range covers all train pivots likely to be
bent, and all balance pivots.
No. 400. Beautifully finished and nickeled,

packed in neat box. Price, *5.00

No. 146. TURRET SLEEVE WRENCH
Ten Bits, New, Novel, Compact, Complete

Any of the bits automatically held rigidly In
line with the knurled handle.
To bring another bit into position; simply

"press the button" and turn the turret.
You can move the tightest sleeves with this

wrench and not cut your angers; the flat, smooth
case affords great grip for starting tight sleeves;
normally moving sleeves quickly turned in or
out by twirling the knurled handle.
For a long time we have made good bits; but

we believe those in No. 146 are the best we have
ever made.
We have a new brand of steel particularly

suited to this purpose; this, with our unequaled
facilities for hardening and tempering, produces
bits hard, tough and strong; they fit all 'standard
sleeves.
This tool is a great time-saver; most sleeves

can be removed, a new one inserted and adjusted,
In about half the time required with other styles.
The best sleeve wrench. See it; Feel it; Try it;

BUT IT!

No. 146. Finely finished and nickeled. Price $1.50

FOLDER No. 2

TOEOLS W
Manufactured by

MK Kendrick & Davis Co.
Lebanon, New Hampshire

Nano
TO USE

No. 400. K. It D. Pivot Straighteners
The SPECIAL and COMPLETE device

The disks on the inner ends of the Spindles
and Ft have holes graduated in size. A hole
should be selected which will support the pivot
by the cone as near the point where the 13end
begins, as possible. Having selected the hole it
should be turned uppermost, opposite the end
of bending lever G, and the screw B set up
enough to prevent the spindle Ft turning, while
permitting it to move lengthwise.
We now place the bent pivot in the hole op-

posite 0 and bring up a suitable hole in the
disk on the spindle Ft to support the opposite
end of the staff without side shake; the walls
of the hole should come well up on the cone.
Screw A is now set up just as we previously
did B, while we press against the miter end of F
to hold the staff firmly between the disks. Now
by means of D we adjust to bring the end of
bent pivot under the flat end of G. This adjust-
ment made, we tighten B and A while pressing
on the end of F.
We now turn the balance, and using the end

of 0 as an indicator. Note when the high point
of the bent pivot comes uppermost and hold it
there; when by turning screw c, 0 is moved
downward upon the pivot with any degree of
force required.
Proceed carefully; better test two or three

times, until finally straight, than to snap the
pivot off by excessive bending the first time.
In straightening a long 4th pivot, it should rest

in the hole as nearly as possible where the bend
is, and not necessarily on the cone of the shoul-
der. In case it does not rest on the shoulder,
we should hold the opposite shoulder of the
pinion back in a hole of the disk on spindle F.
which is easily done with a finger against the
wheel.
The holes in the disks and the end of 0 should

be slightly oiled.
The same general remarks apply to ordinary

train and balance pivots.
A straightened pivot may, or may not, need

refinishing; If it does, you perhaps have your
own method.
Should you wish to know the method we rec-

ommend, you will find it in our booklet on
"Perfect Poising"; also in an article under the
same title in the back part of our Book of Tools,
No. 6.

tRADL MARK

meem.01

KENDRICK & DAVIS CO.
Lebanon, New Hampshire

SUSSFELD, LORSCH & CO.
Wholesale Agents

90-94 Maiden Lane New York

Have you seen our cloth-bound book, Staking Tools and
How to Use Them? A eueful book by a practical man.

Price, $0.'75

No. 408F. POISING TOOL
This is our Unique Jeweled Poising Caliper,

mounted on a non-iiingnetle base. The frame is
adjustable through about 200 degrees in the N'er-
Heal plane.
These frames will fit our standard rubber

handle, so the tool may be used in the hand, or
Ott the base, as ench workman may prefer.
A practical book on poising with each tool.

No. 408F. Complete, beautifully finished
and nickeled. Price $2.50

No. 4080. Rubber handle only. Price 0.50
No. 40SH. Base only. Price 0.50

See that
opening

bear-
ing?

No. 127. NEW MAINSPRING WINDER
UNIVERSAL IMPROVED FRAME. NEW FEATURES

This winder may be justly styled UNIVERSAL,
for with it springs may be safely and easily put
in any watch barrel. In many Swiss and other
watches, removing the barrel arbor requires a
lot of extra labor; not necessary when you have
this winder. The winder arbor is instantly re-
movable from the rear. Barrel arbor may pro-
ject to any distance and will not interfere with
safe and sure transference of the spring to the
barrel of the watch.
The steel barrel plan of winder is conceded by

Practical men to be the "best ever." In this day
of small watches, thin watches and freak watches,
a greater variety in sizes of barrels and arbors
is necessary; in this New winder, barrel or arbor
may be instantly changed. The rear bearing in
the frame opens or closes by a half revolution of
the knurled nut; perfectly simple, perfectly sate;
more durable than ever. 'rhe arbors are removed
or laid in place, as simply and quickly as laying
down a toothpick; the collars, once correctly set,
never need be moved.
Note the new arbor, one piece; stronger,

smoother, neater; more pleasant to handle.
Also the generous thumb nut for fastening

barrels; easily and conveniently operated.
4a-We can furnish special barrels or arbors

for any style or make of watch.
No. 127. With 1 arbor, 6 barrels. Price $2.25
No. 128. With 3 arbors, 9 barrels. Price 3.50

■ 
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No. 36F. NEW K. & D. STUMP FOR ELGIN STAFFS
This is tt special stump, designed by the

ELGIN WATCH CO., for staking their staffs No.
2532, sizes 6 and 12. The stump supports the staff
by the shoulder A, thus preventing fracture of
the thin balance hub when a balance is heavily
riveted. Saves time, saves balance staffs.
To lit K. & D. or RIVETT Staking Tools.

Price 0.85
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REVOLVING DISC MAINSPRING WINDER(patented)

Price, $2.00

THE PERFECTION
GOLD PLATING SOLUTION

Quarts, $3.00 Pints, $1.75

This winder has six barrel heads, three on each side of
the disc, suitable for every size of American Watches.
The quickest acting winder made. No changing of
barrel heads necessary. Simply draw out the winding
crank and place it in the size barrel head to be used.
Should any barrel head be broken at any time through
carelessness a new one can he obtained at a nominal
cost,. Full directions with each winder.

ROBBINS' NEW IMPROVED CIRCULAR DISC MAINSPRING WINDER
This is the most practical mainspring winder on the market ; it can he used In a vise, or
screwed to the benelt, and will wind any spring front the smallest to the largest size.
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" Superior"
Mainsprings

THE LEBANON BALL BASE
ENGRAVING BLOCK

This well-known brand is
worthy of its name:
Superior in FINISH.
Superior in QUALITY.
Superior in TEMPER.

Price, $1.25 per doz.

Price, $1.00 per dozen

is constructed on broad mechanical principles to meet the demand of not
only a medium price block, but at sante time have a sufficient range of
capacity for the average engraver's use. The Base is slightly convex,
making an easy and natural position for the hand, the weight being so
divided that it will retain its position at any angle on the pad.

The Jaws are larger than many of
the higher-priced blocks, and are
provided with eight distinct circles
of holes, giving them a large and
almost endless varlet:. of positions
for holding odd pieces.
The Pins are specially con stnicted

to hold the largest variety of work.
'lire four diamond shape pins are
grooved on one side for circle work.
Height, 6 in.; diam. of base, 4 1-4

in.; weight, 9 lbs.
The jaws when closed are 2 1-2"

In (ham. and will open to 3 1-4"
oul by using the extension pins
will hold pieces up to 5 1-4".
The complete outfit consists of

Block, Leather Pad and box con-
taining 24 assorted pins.

Ask Your

Jobber For

These Goods

Price, complete, $6.00

HENRY ZIMMERN & CO., Sole Agents, 118 William St., NEW YORK CITYInc.,
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There is a Reason Business is Slow
There is no reason why you should miss
the great profit in your repair department.
THE JEWELER'S HANDY SHOP is the live
wire to the retail jewelers.

We are creators of new designs in modern platinum
and gold jewelry. Designs and estimates sent
cheerfully.

Repairs for the retail jewelry trade.
Gold and silver plating.

Gold and silver mesh bags repaired, replated and
relined the same as new.

Write for Our Price List Pamphlet
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JOSEPH LANDSMAN
51-53 Maiden Lane :: NEW YORK

Prentiss' Patent Jewelers' Vises
For more than 30 years the Best and Handsomest Vises made

PRENTISS VISE COMPANY, LafayetteSt., New York, U.S.A.
ASK YOUR JOBBER TO SHOW YOU THIS VISE

Large Illustrated Catalogue of all kinds of Vises mailed free

ALT RAM MATERIAL ASSORTMENTS
SAVE THE JEWELER MONEY.

tikurHAM

13.A_L4IAINCE

STERLING

ASSORTMENT'S

SP.A.FF'S

•MI.pliIII

And 561A

GRADE

560A

Size ' Model NCat. u.
PIVOTS

Etteh Diameter in Separate. Vial.

18 1.883 5364 .013 - .014 - .015

1883 1365 .013- .014 - .015

1 ' 1888 . 2844 .012 - .013 - .014

.1899 4860 .012 - .013 - .014

1899 4861 .012 - .013 - .014

12 1894 8142 •.009- .010- .011

1894 8543 .009- .0.1 0 - .011

1890 13219 .009- .010- .001

1890 13220 ..009 -..010 - .01/ .

0 1891 19369 •.009- .000- .011

1900 20207 .008 -, .009 - .010

1900 20208 . .008 - .009 - .010 ,

WALTHAM WATCH COMPANY, Waltham, Mass.

They cost us more, because

of the extra labor in selecting

and packing. But they cost

the jeweler less than the

regular material at regular

list prices.

OALTHAM assortments cover

lines commonly needed in

repair work. The material

is selected with care, and

is of the highest quality in

its respective grade. No

pains are spared in the prep-

aration of our assortments.

The needs of the practical

man are our first considera-

tion.

SPECIAL ASSORTMENTS.
Balance Staffs.

560A 2 Gross, 3 Sizes Pivots for each of 1 2 Catalogue Numbers, Sterling-Royal Grade .

561A 1 t t 3 55 •5 it 4 I 
' ' I 2 

f t 55 55 
•

562A I t t 3 t t t t 4 t 5' .4 0 , .. .4 Riverside

WALTHAM WATCH COMPANY, -

. . $20.00

. 10.50

30.00

- WALTHAM, MASS.
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PATENTJULY 6.1897
_ ATENT PENDING

So Simple

So Easy

So Economical

Jewelers' Outfit
Complete

Price $13.00

SAMS' IMPROVED

BLOWPIPE

Price, $2.50

SAMS'
IMPROVED GASOLINE

Blowpipe Outfit
It produces either a HEAVY brush
flame or the FINEST needle point.

Let us give you a TIP. The PAT-
ENT TIP does it.

The thumb-valve REMAINS
WHERE SET, maintaining any
size flame. Instantaneously changed,
if desired.

Sams' Generator

Size, 5 in.

diameter;

8 in. high

Price,
$6.00

This Generator has a heavy glass base;
the remaining parts are of brass heavily
nickel-plated.

PRICES:

Jewelers' Outfit Complete . $13.00
Outfit, without bellows  8 50
Generator (B) only  6.00
Blowpipe (A) only  2 50
Foot Bellows (C) only  4.50

CH I CAG U N RIVALLED
37 South Wabash Avenue (POWERS BUILDING)

MATERIAL HOUSE
CHICAGO

Hardinge
Wheel Cutter

Price, with 2 spindles,
$45.00

Price, with 1 spindle,

$35.00

FIAR BINGE BRO S

sGE Jumbo Chuck
Price, $2.00

Eclipse Lathe Fixture. Price, $5.00

Carborundum Wheel and
Mount. Fitted to any size
of watchmaker's Lathe.

Price, $3.50

Hardinge Balance Chuck. Price, each, $3.75

elmenwsimmipmprommift
- PAT. OCT. 17. OS,

Hyde Roller Pin Setter. Price, each, $1.25

Improved
Roller Remover
Price, each, $1.75

Sensieve Drill Press
Price, with Counter

Shaft, $50.00

Write for our No. 5 Catalogue

HARDINGE BROS., Inc.
3135 Lincoln Avenue

CHICAGO ILLINOIS

I I 59

C. Watchmakers with a
wide experience know

ithere s but one best and
that's the

MOSELEY
41. Has conoidal chuck
which guarantees abso-
lute truth. Has a larger
chuck capacity, there-
fore will take a larger
variety of work. The
Moseley has all the good
points of any and many
superior points over all
other lathes.

CH I CAG CYS

tiO

Price with two-chuck $31combinations . . . .

Send for our book containing

full particulars

`

UW RIVALLED MATERIAL HOUSE
37 South Wabash Avenue (POWERS BUILDING) CHICAGO

TheW B & C Glasses

WATCH GLASSES
are known to be the BEST

They ars guaranteed to be strictly first-quality glass without bubbles or scratches

\

TT

''1"C7islY1:."?/12-1■177'i,Kr'7.11-1-17..

-117114ArN

I.

‘.7
-Yli.13'ERGER & CO,

The only medal at the Chicago World's Fair for
watch glasses was awarded to the WBIC brand

The prices on
are not higher io
much inferior VIO:
sold by the
of the United
lows:

Geneva
MI-Concaves . . .....
Mi-Concaves, Extra Thick . .
Flat Parallels  
Lentilles  
Flat Concaves  
Flat Concaves, Extra Thick .  
Patent Geneva'  
Lunettes  

W B & C glasses
tv than other and
hi brands, and are
tv leading jobbers

States as fol-

Per gross
  S 4.00

4.00
10.00
8.00
12.00
12.00
15.00
8.00
3.00

Discount, 6 per cent.

Per doz.
S .40
.40
.90
.75
1.23
1.00
1.25
.75
.2S

The only medal at the Paris Exposition of 1900 for
watch glasses was awarded to the W S I C brand.

Over 25 Silver and Gold Medals awarded to the W B & C Glasses at the Different Exhibitions of the World Since 1826
Everybody knows that the WBSC glasses HAVE BEEN, ARE, AND WILL ALWAYS BE the leading brand of glasses in the market. Their finish, clearness, flexibility and correctness of size make them so

that the leading jobbers in the United States will use ne others at any price. Fon r-tifths of the case manufacturers are using them on account of their accuracy and perfect roundness. They used to
buy a cheaper grade of goods, but soon found out the wisdom of the old proverb, "The Best is the Cheapest at the End."

WATCHMAKERS! I If you wish to save time and money and glve good satisfaction to your customers (if you are not using them), try the WBIC and don't be deceived by bluffing and 
humbugging

advertisements, showing a lot of nonsensical figures. The WBIg glasses are in existence over sixty years, and during that time a great many brands have sprung up ill one day, and never heard
from afterwards. IT IS A GOOD AND RELIABLE GLASS YOU WANT. WHICH IS THE W B & C.
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Watchmakers' and Jewelers' Supplies

$ .75 per Dozen

7.50 per Gross

NVT
-55PRINCS

sit.WALTHAM

No. -2203-
MAINSPOIIIC/111/11111

$ 1.00 per Dozen
10.50 per Oros'

Height 3.

Height .4.

AP`
Height 5.

Height 6.

I.
Height 7.

Height 8.

New Model Webster-Whitcomb Lathe with New Model Tip.

over Hand Rest and Tallstock.
Full Nickel-plate. Price, $31.00

which includes Taper Chuck, Screw Chuck, Six Yi-inch Cement
Chucks autl 9 ft. Round Belting.

PARALLEL.

LENTILLE.

,001/1111101110001111.1.111■N

PATENT GENEVA.

imm■■•■
EXTRA THICK MI-CONCAVE.

THICK MI-CONCAVE.

-

$ .75 per Dozen
7.50 per Oros'

C!t=,

$ is per Dozen
1.50 per Gross

PRICE-LIST
Geneva,  
Thick Mi-Concaves
Mi-Concaves, Extra Thick . .
Parallels
Patent Geneva.
Lentilles .
Antiques . . .
Lunettes

$4.00 per gross; $ .40 per dozen
4.00 " 40 "
10.00 " .90 "
8.00 " .75 "
8.00 " .75 "

. 12.00 " 1.25 "
8.00 '' .75 "

.... 3.00 " .25 "

BLANK ORDER SHEETS FOR WATCH GLASSES
SENT UPON APPLICATION

WRITE FOR OUR LATEST, UP-TO-

DATE, CLOTH BOUND, POCKET

PRICE LIST of TOOLS and MATERIAL

CROSS 8z BEGUELIN 
Imporltdzstlexamersordds, Manufacturers

Silver-Plated Ware, Etc. 23 Maiden Lane, New York
(Incorporated)

THE NEWALL ONE-PIECE PINSTEM CABINET

N024 N940
, BADGE BE.LT & SASH
, PINS PI NS

BRONZE GOLD PLATE D
FLAT JOINT WAILN.? I

LIGHT WIRE SMALL HEAD
%i 

ONE PIECE PIN STEMS
NqS I-2-4 RONS E

LENGTHS 2111TO 3Z I N 14 ii
4 pos.  ASSORT E D

IAIiSIFI

WOOD CABINET COVERED
- WITH LEATHERETTE-

CONTENTS

234 Gm Bronze Plated
Pinstems . . . $1.35 $3.15

2 Doz. Heavy Belt
Pinstems . .

2 Doz, Medium Belt
Pinstems . . . .25 .50

Gro. Joints for Nos.
1.24 Pinstems . (ii\ 1.00 .50

Gro. Catches for Nos.
1-2-4 Pinstems . 0 1.00 .50

; Gro. Joints for Ncs.
24-40 Pinstems . v, 2.00 .50

! 1 Gro. Catches for Nos.
24-40 Pinstems • 0

.35 .70

2.00 .50

$6.35
Value Cabinet 1.00

$7.35

Price Complete
with Cabinet

$6.00
CUT % SIZE

THE ASSORTMENT FOR THE PROGRESSIVE JEWELER. This assortment is made up of staple goods only, and contains
the famous Newall Bronze Pinstems. The pin is made of a hard yellow metal with a gold color. Order from your jobber. If
your jobber does not handle our pins or assortment send us your order and we will ship to you and bill to them.

Insist on the Trade-Mark

THE NEWALL MFG. CO.,
on your Findings as this Trade-Mark means quality

Mfrs. of
Jewelers' Findings Heyworth Bldg., Chicago, Ill.

Good Work of the Colorado Horo-
logical Society

By SECRETARY F. H. MAXWELL, Denver

On the evening of June 21, 1909, the above-

named society, consisting of nearly every watch-

maker in the city of Denver, was formed. The

purpose of this organization was for social, prac-

tical and technical improv.Inent. This society

has held regular meetings every two weeks since

the date of organization.

Almost every member has, at various times,

given lectures and practical demonstrations in the

art of horology. The value of said lectures and

demonstrations cannot well be estimated. Every

member says that for many times the amount of

actual expense in the way of dues, etc., they

could not have gained such knowledge as they

have gained through their co-operation in this

society.
Their gain most undoubtedly was also their

employer's gain. Every employer in the city of

Denver should and does feel that their workmen

are improving their time and thereby becoming

more proficient every day.

Through the efforts of the society Mr. H. E.

Duncan, assisted by Mr. Robbins, both of the

Waltham Watch Company, gave on February

15th and i6th, 191o, two illustrated lectures in

horology.
Those lectures were attended by at least a hun-

dred watchmakers and employers from through-
out the State. From the point of knowledge
gained and sociability, this event may never be
surpassed. In fact enough cannot be said of
same.
At this time Mr. F. H. Wilkinson, traveling

representative of the A. Wittnauer Company, of

New York, importers of fine watches, was made

an honorary member of the society. From the
fullness of his heart and his great desire to
assist the society in every way possible, he do-
nated through his firm a fine imported watch to
be used as a prize in some kind of a contest
relating to watchmaking, contestants to be mem-
bers of the society. In due time a staff-making
contest was held, a full account of same appear-
ing in April KEYSTONE, 1911, page 6o8e.
This contest was very instructive, and the con-

testants are eager for future contests.

During January, 1911, Mr. F. C. Beckwith, sec-
retary of the Hamilton Watch Company, of Lan-
caster, Pa., was in Denver, and on learning of
the existence of the Colorado Horological So-
ciety and its purposes and the great good that
its members were accomplishing, he felt that he,
through his company, would do all he could to
further the interests of the society.

So the Hamilton Watch Company gave to the
societ34 a fine watch for a prize to be used in
such contest as the society should desire.

A committee of three was appointed to decide
on what kind of contest to hold and rules gov-
erning same. The committee, after carefully
studying and taking everything into consider-
ation, decided that for practical and technical
knowledge the members of the society would all
receive the greatest benefit from the following
contest.
Each contestant should take an unfinished

movement and finish same and adjust it to the
regular five positions. The movements used are

to be assembled up to the escapement. The con-
testants are to match escapements, collet, stud

and over-coil hairspring, staff-true and poise bal-

ance, etc.
The following are the rules and points the

judges will be required to decide on the winner

of contest :

Matching escapement : Points

Roller and fork action, banking (lock,
draw or slide)  25

Hair spring:
Truing (round or flat), colleting, stud-

ding, overcoil    15
Truing and poising balance  Io
Position adjustment (five positions), 24

hours each   25

Best rate for seven days pend up  15

Neatness of workmanship  10

Time limit of contest ninety days  ioo

To make the contest equal and fair to all it
was obvious that all contestants should have the
same make and grade of watch to work on.
Here the committee was really up a tree. They

fully realized the great benefit to be derived from
such a contest. The actual value gained in knowl-
edge by each contestant could not be estimated
in money, yet it would be safe to estimate it at
several times the amount the cost of a suitable
movement for the purpose would be, yet would
or could all the members of the society provide
themselves such a movement? We were afraid
not. Being anxious that all should enter who
wished we must provide the movements to work
on free of cost. We felt that to ask the Hamil-
ton Watch Company to provide us with twenty
to thirty movements would be asking entirely too
much.
Without the movements we could not carry out

this contest, so the secretary of the society was
instructed to put the matter before the Hamilton
Watch Company in detail and let them grant or
.refuse the request.

To furnish the movements all finished would
be an easy matter, but to furnish them partially
finished and all knocked down meant a lot of
extra work for several persons for a number of

days, which also meant an expense of no small
amount.
The Hamilton Watch Company saw the op-

portunity to do the watchmakers of the Colorado
Horological Society a great favor. They were
determined to let nothing prevent in any manner
the success of this contest, and we now have the
desired movements; without same we could have
done nothing, and every member of the Colorado
Horological Society appreciates the kindness of
the Hamilton Watch Company in this matter.

The benefit each contestant will gain (and
there are sixteen entries now) will be known by
his future work. Will the employer gain any-
thing by this contest? It is to be hoped that they
give it careful thought and then answer the
question themselves by individual letters to the
society.
The Hamilton Watch Company will, through

its corps of competent men, who are the heads
of the various departments, judge each contest-
ant's work and decide who has attained the
highest grade of excellence and he will be
awarded the prize and a diploma of which he
may justly be proud.
In conclusion the Colorado Horological Society

urges every city where as many as five watch-
makers-1re emplo'yed'to organize themselves into
a society and thereby improve themselves socially,
practically and technically, asking any informa-
tion through secretary of Colorado Horological
Society, Room 507 Commonwealth Building, Den-
ver, Colorado.

It6t

Watchmaking Schools versus the Ap-
prenticeship System

Comparing the modern watchmaking school

with the old apprenticeship system, Mr. R. Jaeg-

ermann, manager of the St. Louis Watchmaking

School, said recently:

"There is no doubt that a great many watch-
makers conducting a retail jewelry store are just
as good in their professions as any instructor of
a watchmaking school, but nevertheless they are
not prepared to teach a young man as successfully
as a school will, owing to other duties they have
to perform.
"Assuming a watchmaker is engaged on a

troublesome job and the apprentice comes every
few minutes and asks questions regarding his
work, the watchmaker will certainly say : 'Don't
bother me now; I have a particular job on hand.'
Or at the best would give him careless advice just
to get rid of him for the moment.
"This may account for the fact that apprentices

do only some clock repairing, run errands and
keep the store clean the first year. The second
year the apprentice is given, with great precau-
tion, a few watches for repairs, but very spar-
ingly, for fear he may break or lose some parts
"It requires three to five years of this kind

of training to make a first-class watchmaker of
the apprentice, and even then he is probably
deficient in many features of the work..
"The faculty of a school uses the utmost care

in preparing a system that touches everything

step by step in the repair department of a jewelry

store, and under the guidance of able teachers the

students advance very rapidly.
"The instructors devote all their time to taking

care of the students, and at any time the students

are in need of some assistance they can call the
instructor and he will explain everything with

the aid of large models and drawings, made es-

pecially for this purpose.
"There is nothing missing in an up-to-date

school that will be of any help to the student,

and a great number of watchmakers, being aware

of this fact, are sending their sons to a school

instead of permitting them to serve an apprentice-

ship."

A Jewelry Trade Class for Cripples

In every community there are many men and

women who are handicapped by physical defects,

says Harper's Weekly. How to help them has

been a problem that has almost "stumped" charity.

Eleanor H. Adler and Serena G. Marshall for

the New York School of Philanthropy made an

investigation to discover what trades and in-

dustries offered the best opportunities for crip-

ples. They came to the conclusion that a special

training school is needed in New York, "which

will confine its activities to those trades which

cripples can pursue with advantage, and which,

at the same time, will be broad enough in its
opportunities to render self-supporting the many

classes of handicapped."
To carry out this idea partially a jewelry trade

class for crippled boys and young men was

started in September, 1909, in the Rhinelander

School, New York. It is supported by the

Brearley League, which also maintains other in-

dustrial classes for cripples. The jewelry trade

was chosen for several reasons:
The work does not require physical strength

and most of it can be done seated. Only the
hands are essential, and most cripples are dis-

abled in other ways. There seems to be a steady
demand for skilled workers and the trade is one
which an unskilled immigrant cannot acquire

without apprenticeship, which gives a skilled
cripple a needed advantage.
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Educating 12,000 and
More People a Day
A great number of the 12,000 people who buy
Ingersoll watches daily have never carried watches
before.

A great proportion of our annual output goes to
educate people to carry watches who have formerly
done without.

What does this mean to you?

It means that when you sell an Ingersoll you are
making a friend —who will later be in the market
for a fine watch.

As over 50>" of all watches sold in this country
are Ingersolls, see what an advantage it is to you
to sell them. For by so doing you can assure your-
self a constantly increasing trade on your finer
goods.

We have prepared a special proposition that means
money to all who use it. We have described it
carefully in a circular. Let us send it to yoU.

Don't delay, your next door neighbor may get this
circular before you do and profit by it. Be the first
in your town to take advantage of this offer.

Robt. H. Ingersoll & Bro.
New York
London

Chicago
Montreal

San Francisco
Mexico

•

july I, 1911

$6

TIIE KEleSTON

Manufacturing Jewelers Plan Tech-
nical Education in Jewelry Work

Gifts of land and buildings from Jesse H. Met-
calf and Stephen 0. Metcalf to the Rhode Island
School of Design were among the most important
ones acknowledged at the recent annual meeting
of the governing members of the institution. The
buildings and the land are plats adjacent to the
School of Design and will permit of an extensive
series of additions to the school's buildings.
Among the other notable gifts received by toe
school were a reflectorscope and screen presented
by Henry D. Sharpe, of the Brown & Sharpe
Manufacturing Company, which, allowing the use
of prints, photographs and lantern slides has
made all the material in the library available for
use by the instructors of the school; forty dozen
files, one and one-half dozen file cards and four-
teen file handles, ten samples showing ten "Flat
Blast" files in each of the stages of manufacture
from the steel cut to the finished product, fifty
copies of "File Philosophy," from the Nicholson
File Company; screw press and collection of real
stones, shells and mountings and forty-five photo-
graphs of jewelry and metal work from E. C.
Ostby; unset imitation stones and collection of
negatives and photographs from Bruhl Brothers
& Henius Company; collection of imitation stones
from H. Nordlinger's Sons ; collection of imita-
tion stones from Albert Lorsch & Company;
three snarling irons, fifty pounds of chasing pitch,
two sand bags and six pitch blocks from the
Gorham Manufacturing Company. Among the
donations to the museum of the School of Design
were several pieces of old Zanzibar. Nubian and
Soudanese jewelry, by Miss Lois Anna Greene,
Mrs. M. F. Regan and Mrs. Gustav Radeke.
Among the loans to the museum was a handsome
collection of beautiful old Sheffield plate by Mrs.
John Carter Brown.
The registration during the year showed a de-

cided impetus in the interest which has been
developed in the jewelry design and silversmith-
ing classes. There were ninety-five students en-
rolled in this course and the proficiency shown
was noted in the exhibition of their work at
the annual exhibition.
At the annual graduation exercises of the

School of Design George H. Holmes, president of
the New England Manufacturing Jewelers' and
Silversmiths' Association, was called upon to pre-
sent five medals and a scholarship which had
been offered by the association for the encourage-
ment of the best and highest grade of work in
the jewelry and silversmithing department. In
making the presentations Mr. Holmes said that
the medals themselves were not completed, but
that certificates would be given to carry out the
programme of the school graduation until the
completidn of the medals. The following students
were then awarded the certificates : Medals—Sil-
versmithing, James W. Jennings, with honorable
mention to Joseph A. McCafferty; Chasing, Wil-
fred Berry, with honorable mention to William
McPhillips; Hub Cutting, Arthur Bernier, with
honorable mention to Vincent Doloff ; Jewelry,
Frederick C. Raymond, with honorable mention
to Hilton 0. Hughes; Design, G. Sebastianelli,
with honorable mention to Herman Korn ; Schol-
arship, Hilton 0. Hughes. It was also announced
that Mr. Hughes had won a medal given by
Herpers Brothers, of Newark, N. J., for the
greatest improvement made during the year in
the jewelry and silversmithing department.

Among the certificates awarded were the fol-
lowing: Edward Hass, two years' evening work
in cast drawing, one year's evening work in
jewelry design and one year's evening work in
modeling; Samuel A. Haminovitz, one year's
evening work in modeling and one year's evening
work in jewelry design. In the department of
jewelry design Alfred Hyde was awarded a cer-
tificate for two years' evening work in jewelry
drawing and shop work ; James W. Jennings, two
years' evening work in silversmithing, and Joseph
A. McCafferty, three years' evening work in sil-
versmithing.
The school committee of Providence has set

plans afoot for the establishment of a co-opera-
tive industrial course in jewelry making and sil-
versmithing, the Superintendent of Schools,
Randall J. Condon, being instructed by the com-
mittee to take such necessary steps as would be

necessary to work out the preliminary details of
the plan. This course will be similar to that un-
dertaken in the co-operative course for machinists
in connection with the technical high school
courses, which has been carried out in a success-
ful manner during the past year by about thirty
students.
Since the adoption of the resolution the details

of the plan have been worked out with the manu-
facturing jewelers of this city.
At the last meeting of the advisory council of

the New England Manufacturing Jewelers' and
Silversmiths' Association, at which Randall Con-
don, Superintendent of Schools, was present, with
Superintendent Fuller, of the Attleboro schools;
Walter B. Frost, of the school committee, and
Russell C. Lowell, of the Technical High School,
the matter was thoroughly discussed and viewed
from all sides of the question.
Several of the manufacturers have announced

their willingness to aid in the development of the
plan by taking one or two boys each on the half-
time plan and the officials expect that before
the plan has been wholly worked out at least
thirty boys will be in the class. Several of the
officers and members of the New England Manu-
facturing Jewelers' and Silversmiths' Associa-
tion, in order that the matter might be placed
before the boys in the right light, made a visit to
the Technical High School on June ifith for the
purpose of addressing the students upon the con-
ditions under which a co-operative course would
be opened. President George H. Holmes, of the
New England Manufacturing Jewelers' and Sil-
versmiths' Association ; Everett L. Spencer,
Charles E. Hancock and E. C. Bliss were in the
party and each explained to the boys in the school
the advantages which the co-operative industrial
plan would offer young men who received the
practical training to be obtained only in the shop
in commercial work, combined with the theoretical
side of the trade offered in the schools.

It was brought out plainly by the speakers that
there is a great deal of lost time in the jewelry
industry and it was explained that the great-
er percentage of this lost time occurs among the
cheaper class of help. It was also pointed out
that the boys who secured the benefits of the
co-operative course would make a class of em-
ployees who would occupy the more important
positions in the shops rather than those men who
would be the first to feel the effects of a short
time order.
The visiting manufacturing jewelers explained

the several lines of work which will be taken
up in the shop during the progress of the co-
operative course, which, with the high school
studies, will, to a great extent it is expected,
replace the olden-time apprentice system and will
fit the boys for the larger and more broad posi-
tions of trust and skill. In his preliminary can-
vass of the field Mr. Lowell has already met with
much encouragement from the manufacturing
jewelers and it is now expected by the school
officials and the manufacturing jewelers that the
work will begin in the shops at an early date
in July.

Jeweled Pewter
The ornamentation of pewter, brass and copper

has always had a great fascination for women.
They were undeterred by the time it took to
study the work, by the arduous labor which was
required to execute any design or by the ham-
mering, beating and necessary soiling of hands.

It is bought in thin specially prepared sheets.
A ready-made outfit can be purchased, says a
writer in the Queen, but will not do away with
the necessity of a teacher. In Switzerland,
France and Germany workers spend whole
months trying to master the craft.
Paris excels in supplying wonderful imitations

of precious and semi-precious stones, which add
much to the beauty of pewter work. Egyptian
scarabs, which Paris manufactures, as well as
the daintiest china medallions, are exquisitely
soft and provide decorations for an almost un-
ending range of objects d'art. In fact, there is
nothing the student who has properly mastered
the art cannot attempt, from an electric lamp-
shade down to a hatpin or a button to fasten
her jacket with.
Very few implements are necessary for this

work. Tools for line drawing, modeling, punch-
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ing (two or more of different sizes are required).
two spatulw for smoothing surfaces, a very light
hammer and a gimlet are sufficient tools for the
beginner.
The student will want a board to fit the table

she decides to work on, and according to her
designs will want a second underlay of soft felt
or baize for certain modeling and a sheet of
glass or linoleum where greater resistance is
required.
When the pattern has been transferred to the

metal the line drawer is used to fix all the out-
lines of it. Both hands are required to give the
necessary strength in thus drawing the pattern.
When this is successfully accomplished the
worker turns the metal on its obverse side and
begins moulding her pattern. If broad effects
are to be produced, the moulding must, of course,
be done with greater strength.
When the pattern is modeled to the satisfac-

tion of the worker the spatulm are used for
smoothing the background. Jewels can now be
introduced into the design, but great care is
necessary to fit the jewels so that they cannot
drop out or even have the appearance of doing
so. When this is accomplished the punching iron
can be used to produce hammered effects. Here
the worker's ingenuity can do wonders in pro-
ducing an artistic background.
When the pattern is thus finished the student

must turn her attention to the desired color effect
—bright or dull, according to taste. The neces-
sary acids for the purpose can nowadays be
bought anywhere. When the finish as desired
has been given to the article the back must be
filled in, wherever it is hollow, with a clay paste
which dries ouickly and prevents the pattern
from being dented.

Items of Interest
J. H. Wuerth & Son, of Leavenworth, Kans.,

are now located in their handsome new store
almost directly across the street from their old
stand.

Charles P. Haskins has opened a jewelry and
optical store in Ballston Spa, N. Y. Mr. Haskins
was formerly with C. J. Dale, the well-known
jeweler of Plattsburg.

Catherine R. Larkin, 1313 West Baltimore
Street, Baltimore, Md., has retired and the store
has been taken by William T. Hayes, who will
conduct it with C. B. Keller as manager.

Paul & Green, who opened a manufacturing
jewelers' establishment at 827 East Baltimore
Street, Baltimore, Md., a few months ago, have
dissolved partnership. M. D. Paul will continue
the business.
D. C. Copley, formerly in the jewelry and

optical business at Nuncia, Nevada, where he was
watch inspector for the Southern Pacific Railway
for four years, has located in Los Vegas, Nevada,
and will put in an optical department in the store
of D. Petty and assist Mr. Petty in watch making.

J. J. Campbell, Bushnell, Ill., recently took
into partnership J. Earl Fisk, who has been his
watchmaker and salesman for the past seven
years. The name of the new firm is Campbell &
Fisk. The store has recently been newly furnished
with .1.1p-to-date mahogany fixtures and is said
to be one of the handsomest stores in that section.

D. Petty, who has been in the jewelry business
in Las Vegas, Nevada, for the past year, has just
moved into his new and commodious store build-
ing which with the new furnishings and new,
bright stock has every appearance of a well-
managed and prosperous jewelry business. His
new store is located in the business center of this
new and growing Nevada town.
George C. Allis, the veteran jeweler of Derby,

Conn., recently celebrated the sixtieth anniversary
of his start in business. For this unusually long
period Mr. Allis has been continually in business
in Derby, and in all these years has not moved
out of the square in which he first opened the
store. Ten years ago we congratulated Mr. Allis
on the celebration of his fiftieth anniversary, and
it is a still greater pleasure to repeat these con-
gratulations on the present occasion. Nor is
there any reason to expect that we may not have
the same pleasing duty to perform ten years
hence.
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No engraving school in this country can teach you to do such
work as this in as short a time or with as little expense as we can
You can't realize what beautiful pieces of work these plates are.
They look more like the work of an engraver with years of ex-
perience instead of a student attending our engraving department
for a few months.
If you want to learn engraving thoroughly and in a short time,
attend our college, September 5, 191 L
We will make an engraver of you before the holiday season rolls
around.

St. Petersburg, Fla.
MR. F. W. SCHULER,

Phila., Pa.
After taking a three-months'

course of engraving at your College,
I feel as though I bhould thank you
for the instruction 1 received, and
would recommend The Philadelphia
College of Horology to anyone who
wants a thorough knowledge of en-
graving. Wishing you much suc-
cess, I beg to remain,

Very respectfully yours,
WALTER SIMPSON

Box 853, St. Petersburg, Fla.

The demand for good,
creasing every day.
We have no trouble in placing every
position the day they complete their course.
If you are going to learn the jewelry business
you are doing yourself an injustice if you do
not investigate our college, for there is not a
horological college in the country that is in a
position to make as thorough and practical a
watchmaker, engraver and optician of you
than we are.
We have the teachers, who are experts, up-
to-date methods, tools and appliances, and
have had over seventeen years' experience in
teaching.
Better write to-day for our prospectus.
It will give you full information.

practical

What Would You Give
To Do As Well?

How much more money would your
employer pay you if you were a first-
class engraver?
Better learn how.
We can teach you and it
take long by our method.

watchmakers, engravers and opticians is in-

wouldn't

one of

The Philadelphia College of Horology
Broad & Somerset Streets, Philadelphia, Pa.

F. W. SCHULER, Prin. Established 1894

our students in a good-paying

St. Petersburg, Florida.
THE PHILADE1.PHIA COLLEGE

OF HOROLOGY.
Mr. F. W. Schuler, Prin.

Dear Sr:—Mr. Walter Simpson is now
in my employ, being a graduate from your
school, and it gives me much pleasure to
inform you his engraving is entirely satis-
factory and of a high class, superior to all
other engravers I have had in my employ.

Yours very reap.,
A. W. ROGERS, Jeweler.

265 Central Ave.

Our Fall Term Begins
September 5, 1911.

THAT IS THE DATE WE WANT YOU
TO BE WITH US.

Better write to us to have us save you a
bench, as we take but a limited number
of students.
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PENNY WISE POUND FOOLISH

That's a good thought to keep in mind whenever you're making improvements in
your store. And its value is well illustrated by

HOFMAN FIXTURES
There are many other fixtures at lower prices that look almost as good. You may
think you'll save the difference in price. In reality, because of the necessary

repairs, wear and tear, etc., you'll pay more for the apparently cheaper ones.
Hofman Fixtures may cost more at the start. They're worth more. When you
buy Hofman products, you get full value for your money.

"Sixteen years without a crack or a break." Writes one of our customers.

Our catalogue will tell you more about Hofman quality-economy.

JOHN HOFMAN CO.
123 LEIGHTON ST. ROCHESTER, N. Y.

NEW YORK OFFICE : 806 and 807, 1 West 34th St.

July I, 1911

Workshop Notes

T H E

Subscribers wishing inquiries answered in this depart-
ment must send name and address—not for publication,
but as an evidence of good faith. No attention will be
paid to anonymous communications. Questions will be
answered in the order in which they are received.

"Chimes."—Will you kindly advise me of what
kind of metal chime clocks have and the chime
rods; are they brass, bell metal or German silver,
and what size they should be in metric system of
measurement?' What is the diameter, as I have
made a chime clock for bells and I want to try
the wire. If you could give me any information
along this line I would be very grateful to you.—
Very good results can be had using steel rods in
small chime (mantel) clocks; these should be
fastened into a heavy cast-iron block and the
block bolted to the largest wooden part of the
clock case. The tone (pitch) of each rod must
be found. by trial, shortening the rod or substi-
tuting a thinner one until the desired pitch is
found. For a mantel clock we would suggest us-
ing steel not over 5 mm. diameter and to inches
long for the lowest tone; this will require a fairly
heavy hammer to get out the tone. The sizes of
the other rods, for the higher tones, must be
found by experiment, as suggested. You could
use rods of other metals than steel, but we suggest
steel because it is the easiest suitable metal in
which to find a great variety of sizes easily pro-
curable. You can buy it of any dealer in watch-
makers' supplies—ask for one-foot lengths of
Stubb's steel. The hammer-heads must be fitted
with leather faces to produce a mellow tone.

"Alarm Clock."—Will you kindly give direc-
tions how to get the escapements of alarm clocks
in proper order/—The escapements of alarm
clocks are made and adjusted on the same princi-
ples as are similar escapements in watches and
other finer timepieces. To properly adjust alarm
clock escapements it is indispensable that you
understand the general principles of escapement
work. Your idea probably is that we can give
you short, clear-cut rules to cover the subject, but
we cannot; it would be necessary to instruct you
right from the beginning in the fundamental prin-
ciples, which would require too much space for
this department to handle. If you find some diffi-
culty in an escapement, and write us a question
about it, or as many questions as you like,
we will be glad to answer them; that is the
idea in the work of this department. For
general knowledge of escapement work we sug-
gest that you read the series of articles, "Lessons
in Horology," now running in THE KEYSTONE;
you can buy the first volume of this series in
book form from this office for —. Read also
the answers to questions on various escapement
matters in this department from time to time,
and the standard works on the subject. We rec-
ommend "Watch and Clock Escapements," which
you can have sent postpaid from this office for
$1.50.

"Mainspring Winder."—I have a large main-
spring and it is all I can do to wind it. Is there
any way I can fix it so a boy can wind it, or is
there any kind of machine or attachment made
to wind strong springs f Can you tell me how to
make a winder for strong springsf—You can buy
several varieties of clock mainspring winders
from any of the tool dealers who advertise in THE
KEYSTONE. If the spring is too large for any of
these devices to handle you can use a steel
mandrel or a piece of iron pipe about the diameter
of the barrel arbor, fastened vertically to a bench
top or block of wood, or held in a heavy vise; a
hook on the pipe catches the inner end hole of
the spring in the same way as the hook on the
barrel arbor does. To wind the spring bore a
hole in the middle of a stick of wood between
two and three feet in length and lay this stick
on top of the mainspring as it lies with its inner
end hooked to the pipe, the pipe passing through
the hole in the stick and acting as an axle on
which the stick is to turn. Pass a piece of heavy
cord or flexible picture wire through the outer
end hole of the spring and tie it to the stick, not
very far from the place where the outer edge of
the spring will come when wound up. With a
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very heavy spring two persons (one at each end
of the stick) can use this contrivance to better
advantage than one. The operation is simply to
turn the stick, using also a firm downward pres-
sure (to hold the coils flat) until the spring is
wound up, then tie a wire around it or slip on a
heavy split ring such as is used on clock springs
as handled by dealers. If the spring is already in
a movement of some sort and what you want is
an attachment to make it easier to do the period-
ical winding, this can be very simply accomplished
by putting a gear wheel on the winding square
and engage into the teeth of this wheel another
smaller one on which you have placed the winding
handle. If the large wheel is twice the diameter
of the small one it will require one-half the power
to wind that it now does. If you do not under-
stand the principles of gearing you had better put
the whole matter into the hands of a good ma-
chinist or send us accurate detailed drawings of
the mechanism to which the gearing is to be
fitted, upon receipt of which we will calculate
the gearing for you.

"Demagnetizer."—Do you know about the de-
magnetizer that is advertised as the South BendP
We need a demagnetizer, and if the South Bend
is as effective and useful as advertised, we think
it the demagnetizer for our use, but we would
like to get your advice in the matter before in-
vesting.—We have tried the South Bend demag-
netizers, which are made both for direct and
alternating current, and will say that they give
excellent results. After you have a good ma-
chine the next thing necessary is to practice using
it until you have gotten the knack of "coaxing"
magnetism out of stubborn jobs, as is sometimes
necessary. We cannot give you any definite rule,
but will simply say that in cases where the first
attempts are unsuccessful you must vary the
speed of withdrawal, the speed of the crank (in
direct current machines) the position of the
watch, etc., etc.; in other words, "feel around"
until you get results. As in other things, in this
work you can only develop judgment and skill
by experience. We mention this so you do not
make the mistake of blaming the machine for
poor results when your way of using it may be
at fault, although in the majority of cases the job
is done at the first attempt.

"Pallet Jewels."—I have an 0. S. 15 jewel move-
ment. I set the banking screws so. that it is
banked to drop. In this condition the lock on
both pallet jewels are as nearly correct as it is
possible to determine, but the drop front the two
pallet jewels is not the sante, not equal. The
drop from the R to the L jewel is snore than from
the L to the R jewel; the drop from the L to the
R jewel is so small that the L jewel almost
touches the end of the tooth when unlocking
front the R jewel. The rule seems to be to bring
the R jewel inward or both nearer each other,
but the slot in the pallet will not admit it and
because I cannot bring them closer together I
would like to know what the factory or high-
class workmen would do. If the scape pivot
wears any and the pallet falls toward it after
it has worn some the L jewel will surely scrape
on the end of the club tooth.—The first thing to
assume is that in all probability the watch, which
we understand is of a standard American make,
acquired the fault you have noticed through the
mishandling of some repairs on it since it left
the factory; that is to say, that something about
this escapement is different now from what it
was in its original condition. The important thing
is to find exactly what change has been made,
and to restore that part or parts to the original
condition, and not to alter anything which has
not been changed from the original arrangement.
Right here is where many workmen get them-
selves into difficulty—by altering the escapement
adjustment at random instead of devoting un-
limited time to careful "diagnosis" of the entire
escapement and not just a part of it, before mak-
ing the first alteration of any of its parts. If the
workman understands the general principles of
escapement action and then makes a careful and
systematic examination of the escapement in hand,
he will be able to get the escapement into the
best possible condition with the least possible time
spent in doing the work. In the case you men-
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tion, while of course we know that watches are
not all absolutely perfect when they are sent
from the factory, still such a pronounced defect
as you have noticed could hardly have gotten past
the inspectors; we think that either too wide a
pallet stone has been put in on either side, or the
pallet (steel yoke holding the stones) has been
bent so as to spread the acting ends of the stones
apart from each other. See if you can notice
any indication of a pallet stone having been sub-
stituted for a narrower original stone—either
simply "size them up" by eye, or measure them
with a fine gauge. If one is found wider than the
other it will probably be that the wide stone be-
longs to some other make or model of a watch;
by specifying exact model and grade of the
watch you can get from any material dealer the
proper stone, which should remedy the defect. If
the trouble is not in the width of the stones ex-
amine the pallet steel and you may see that it has
been bent, which can be corrected by using the
proper punch and stump in your staking tool. If
neither of these faults is present, use a ruby file
or diamond-charged copper slip, or even a steel
escapement-file if the pallet steel is soft enough,
and widen a slot so you can set the stone closer
to the other one. In these operations care must
be taken to preserve the proper amounts of draw,
lift and lock.

"Grandfather's Clock."—We would be pleased
to have you help us out with a grandfather
clock. Time side of the clock is all right, but
the striking is defective. Clock strikes hours and
quarters. Now this clock always struck all right
until the owner turned hands back about five
minutes, and since that time it is striking wrong.
I have examined it but cannot see anything the
matter. Clock has not been taken apart.—The
question is so indefinite that the answer can
hardly be very definite. The trouble may be due
to the pin on the minute wheel not having been
allowed to pass under the lifting-piece arm when
the clock was turned backward, in this way bend-
ing the arm or twisting it on the shoulder to
which it is riveted. This arm is generally ar-
ranged to allow the pin to spring it in a hori-
zontal direction when the clock is turned back-
ward, permitting the pin to pass it without dam-
age. It is possible, however, that the arm may
have been in the first place bent too close to the
surface of the minute wheel, so that the pin
could not slide under the arm as is intended,
and for which purpose the one side of the end
of the arm is bent outward. If this surmise is
found to be correct the thing to do obviously is
to straighten the arm or replace it on its shoulder
in the proper position for lifting the rack pawl,
and so that it will drop off the pin just as the
minute hand passes the dot at 12 on the dial. If
the fault is not the one we suggest, send us full
particulars of exactly how the clock strikes
wrong, and we will doubtless be able to help you
out of your difficulty.

"Pivoting."—Will you kindly tell through your
"Workshop Notes" the proper way to pivot a cyl-
inder? How can the ends of pivots be squared
off and polished properly without the use of ex-
pensive pivot polishers, etc.f What method is
used for taking the enamel off the back of dials
when changing feet P—The steel in the plugs of
cylinders is tempered softer than is customary in
steel for staff work, and it is not necessary to first
grind the pivot to an even surface and then polish
it with an abrasive powder, as it is in the case of
staff work. Cylinder pivots can be made by
simply turning nearly to size and then polishing
them with a "pivot burnisher," which is a hard-
ened steel slip with a surface grained cross-wise
by rubbing it on emery paper of about the grade
of coarseness usually known as No. 2. A skillful
workman needs nothing more than to use the
pivot burnisher by hand; one who cannot make
truly cylindrical pivots with clean, square
shoulders, by hand, can use a Jacot pivot lathe,
which will cost from $3.00 to $5.00, and will help
to produce "clean" work. This tool, also the
pivot-burnisher mentioned above, can be bought
of any tool dealer. The best way to take enamel
off the back of a dial is by use of a small emery
or carborundum wheel run in the lathe.
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sn't it foolish to alloy with scrap or inferior metals—and
risk the whole batch of gold for a few cents' "saving."
We had just this trouble before we invented our "Omega"

metals.
"Omega,/ Guinea Gold Alloy
Guinea Gold combines readily with the Gold in

any proportions. Makes a homogeneous alloy
with one melt.

Gold alloyed with Guinea Gold is a full rich
color. It works freely under the rolls and in the
press — will not crack in the working or the fire.

Its long, compact grain cuts bright and clear
under the graver. And it polishes to a brilliant
surface without waste.

Guinea Gold comes granulated—put up in duck
bags of 5 pounds or 10 pounds — or boxed in bulk.

"Omega tiruried Shot Copperr. P•

Omega Purified Shot Copper is prepared to give
the manufacturing jeweler a brand of Copper of
assured standards and purity. It is made of
copper selected from the finest brands that come
into the market. Melted, purified and shotted.
Sieved into uniform sizes and packed in duck bags
of 10 pounds each. Omega Purified Shot Copper is
convenient to use. It is kept free of dust, dirt and
oxidation.

The granules melt quickly and yield an alloy of
known composition and working qualities.

Write for generous working samples of Omega Guinea Gold Alloy and Omega Purified Shot Copper—and a
copy of our "Formulae for Alloying Gold," a series of working formulae prepared by our chief metallurgist.
No charge.

THE RIVERSIDE METAL COMPANY
MAKERS OF JEWELERS' METALS

RIVERSIDE, N. J.

Do You Remember
Last Christmas Season
--the awful rush of extra work? The
hardest thing was to get help on
engraving—it was impossible to get it
all done, either in the store or by sending
it out. Much business was lost thereby.

NEXT CHRISTMAS YOU WILL BE "UP
AGAINST IT " AGAIN, UNLESS YOU prepare
now to take care of the extra engraving. Now is the
time, when business and work are slack, to take our
special short course in Engraving ; this is so planned
that you can quickly get back to the store, and, on
what we have taught you, practice during spare time
So that when the rush comes you will be ready for it.
This course should be taken advantage of by the clerk,
the watchmaker, or the jeweler himself It means
more money to any one of these. Write for informa-
tion about this special engraving course, and catalogue.

THE EZRA F. BOWMAN
TECHNICAL SCHOOL
of Watchmaking, Engraving and Jewelry Work
LANCASTER PENNSYLVANIA

F. C. JORGESON & CO•
159 to 167 Ann Street CHICAGO, ILLINOIS

MAKERS OF HIGH-GRADE

JEWELERS' FIXTURES

SPECIAL No. 107B

COUNTER CASE AND TABLE

MADE IN ALL KINDS OF WOOD
OAK AND BIRCH IN STOCK

Write for our new catalogue

"THE BI8T OP .NTE-41;21r1r1-1ING"

'THOMAS J. DEE &
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and where they do their work.

-

I N our twenty years of splendid progress Dee & Co. have, by reason of . their 
consistent

dependability, won the absolute confidence of the large army of live, wide-awake,

progressive jewelers all over this broad land, who, when they are anxious to realize "
-top

notch " prices for their

Old Gold Filled Cases Floor Sweepings

Old Silver Filled Frames Bench Sweepings

Gold Plate Platinum Polishings
are sure to send their shipments to us.

There are plenty of reasons why our satisfactory methods of doing business have

influenced so many jewelers to come our way. You don't have to take our word for it,

thousands of satisfactory replies to our remittances tell the story—perhaps you are one of

them.

WE DON'T PRETEND
to pay you more than your goods are worth, but we do pay you more than anyone else

can possibly allow for them. Send us a trial shipment, and it's a safe guess that our

liberal methods of valuation and promptness of remittance will convince you that we are

in a class by ourselves.

Check for old gold and silver by return mail. If our offer is not up to

yours we will return shipment intact, charges prepaid.

THOMAS J. DEE 8z COMPANY
Gold, Silver and Platinum Refiners

OFFICE, 26 W. Washington St. WORKS, 317 E. Ontario St.
(Old Number 67 and 69)

CHICAGO ILLINOIS
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TEAR OFF

Waltham Horological School
WALTHAM, MASS.

Please send me Prospectus and Outline of
your entire course. This request entails
no obligations on my part.

Name  

Street .

City .   State  

vittattatuttailiikf ( %'(w),
.01111ff

•titti/'

FOLLOW THE HAND!
It is pointing the way to SUCCESS. We merely ask that you send in this COUPON to us.
Our mission in life is to make expert watchmakers out of either raw material or those having a smattering knowledge of the
profession.
We can start from the initial step and produce an expert watchmaker, providing YOU are willing to co-operate or we can takeup from where YOU left off and make a more proficient student of you. The watch business is full of perplexities. Our yearsof experience enables YOU to overcome them. This is a clean, lucrative business, one that commands respect.
Many a watchmaker has built up a large jewelry business just from his knowledge of the first principles of the jewelry business,
that of being able to do watch work RIGHT. LET US START YOU TO-DAY.

DON'T HESITATE. DON'T PONDER. DON'T DELIBERATE. ACT! TEAR OFF COUPON
Right in the HEART of the Watchmaking World. We are in a position to know.

Waltham Horological School MASSACHUSETTS

Would You Invest One Hour Per Day of Your Leisure to

LEARN ENGRAVING
without leaving your store, shop, or home, and without going through the
unnecessary drudgery of an apprenticeship ? If so, we will help you, as we
have helped over 1900 others to master, by simple, correct methods, this profit-
able trade.

Our Home Outfit and complete course in Engraving," gives you a full course
of instruction and all necessary tools and materials for practice. Text Book of
Instruction and Book of Alphabets and Monograms

COMPLETE, $5.00
Our Home Course in Engraving (Text Book) is illustrated by many drawings
that make everything perfectly clear. It is like having an expert engraver
looking over your shoulder and telling you what to do. Price, $1.00.
Our Book of Alphabets and Monograms should be in the hands of every
engraver and jeweler. It is the only complete and practical work of the kind
that has been printed. Price, $1.00.

Send for circular and full particulars.

THE AMERICAN SCHOOL OF ENGRAVING
45 Maiden Lane, New York, N. Y., U. S. A.

W. & R.
"Improved Rolling Mill"

FOR JEWELERS

The Rolls are 2 inches in diameter
by 3 inches long.

Made of Hardened Steel and
Ground perfectly true.

The Cogs are made of the best
steel and bearings of Bronze Metal.

Price • $20.00

Can also supply Ring Rolls and
Square Rolls to fit same if desired.

Every Mill Guaranteed.

For Sale by all Leading Jewelers' Supply Houses
throughout the country

Manufactured by

Worthington & Raymond
102 and 104 Fulton Street NEW YORK

• For Many Years

ESTABLISHED 1892

we have specialized
in making pierced

MONOGRAMS 
correct in every detail. Our

Catalogue No 10, tells all about these. Write for it.

Chicago Art Metal Works
302 West Lake Street .". CHICAGO, ILLINOIS

Big Profits in Engraving
Fine engraving is now in universal demand, and commands high

prices. If you cannot engrave and wish to master the art, procure a

copy of the well-known treatise—

rvhi Art of 45ttgravinn
This practical treatise was the sole education of hundreds of skilled
engravers. The book was written by a master engraver and an
experienced teacher of the art and covers the subject from A to Z,
leading the student from the most elementary processes to the most
complicated intricacies of the art. Over 200 original illustrations
elucidate the text.

Sent postpaid to any part of the world on receipt of price, $1.50 (6s. 3d.)

PUBLISHED BY

THE KEYSTONE PUBLISHING CO.
809-811-813 North 19th Street, PHILADELPHIA, PA.
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It is a good Business
Proposition

to buy a Perfect Ring Stretcher, a

tool that will enable you to decrease

your investment in rings by fifty per

cent. Large or small, heavy or light

rings can be easily stretched with-

out damaging them or altering their

shape. It is built in the Oliver Quality

way. Let us send you a catalog of

this and other tools.

geW.W.OLIVER
MANUFACTURING CO.

1490 Niagara Street - Buffalo. N. Y.
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TYLER & GREGORY
DIAMONDS

ART Auctioneers 
Room 1102, 37 South Wabash Ave.

JEWELRY
CHINA

:: CHICAGO, ILLINOIS

urtioneers
of national
reputation

CWe beg leave to announce that we have formed a permanent partnership as

auctioneers. Each has contributed to the partnership a reputation acquired by

years of experience, square dealing and honorable treatment.

The advantage of such a combination will become apparent to the trade when we state that we will

send no substitutes and that all contracts call for the personal services of both of us.

More hours for selling, better service on the floor, less monotony of voice and personality, all of which

mean increased profit, are sure to result from such personal attention.

We positively maintain no business relations with other auctioneers or auction houses.

We are now negotiating dates for Fall sales. When writing us, state amount of stock and size of store.

We invite the most careful investigation. Ask your jobber about us.

DIAMONDS Etrsci PRE,-CIOUS STONES

BOUGHT AND SOLD

FOR SPOT CASH
Appraisements made for estates or individuals

J. J. COHEN
loll Chestnut Street, PHILADELPHIA, PA.

Established 1891
Write for furthet information

FRED A. HASKELL Letter, Jewelry &
 Souvenir

ENGRAVER

206 Weybosset St., Providence, R. I.

Ant
rftlimr-r1 -Mir I

'44112i2:1

ENGRAVED SOUVENIR SPOONS

Send us Spoons and we will Engrave
Buildings, $3.50 doz. Names, $1.20 doz. STONE SETTING

THE PL.4ATH .SC111001_4 OF ENGRAVING.

A practical course of instructions—simple, thorough, and progressive
. Our

system is excellent, no better to be had, the only school of its kin
d in the

South. We teach you in a short time. Write for Booklet.

H. J. PLATH, Instructor, 1065 ., Field Street, DALLAS, TEXAS

LEARN ENGRAVING
No matter what branch of the Jewelry Business 

you are engaged in, there

is one sure way whereby you can increase your 
earning power

LEARN ENGRAVING.

An ORIGINAL, ECONOMICAL and SUCC
ESSFUL Correspondence Course

that will not conflict with any occupation you m
ay at present be engaged in.

To be prepared for this coming season's busine
ss you should begin at once.

For full and complete information address

The COLLETT SCHOOL of ENGRAVING

37 - 39 Maiden Lane NEW YORK

Attendance :Coursei
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How Do Manufacturers Make Fortunes ? By True Economy.

When better tools are invented, they buy them and throw the time-wasters on

the junk-heap without waiting for them to wear out.
The Quicklight Pinvise saves time (money) every time you use it. It will pay

you to throw away your other pinvises and buy a Quicktight.

One Pull /THUMB ON HERE ) Does 2 Thingsk
1. Adjusts jaws instantly to any size work.

2. Tightens jaws any hold desired—from a
delicate pressure to a bull-dog grip.

11111110nomemo,
Only ONE HAND needed to work it.

QUICKTIGHT PIN VISE
Recommended as the best by Waltham Watch Co.; Mr. C. T. Higginbotha

m,

Supt. South Bend Watch Co.; Mr. W. W. Dudley, Supt. Hamilton
 Watch

Co., and all others who use it.

Price, $1.50 (Because its worth it)
Sent postpaid anywhere

BUY IT OF YOUR DEALER

EZRA F. BOWMAN'S SONS (Sole MTr's) Lancaster, Pa.

PC SPOT CASH for Jewelry Stocks
I PAY THE HIGHEST PRICES for Dia

monds, Watches and Jewelry.

Send stocks at once, no matter how large or small
, and get money by return mail.

National bank references upon request. If offer is not satisfactory will return goods,

EMIL NOEL, 541 E. 46th Place, CHICAGO, ILL.

you should be in Chicago with your stock, make appointment with
 me

by residence telephone Drexel 5323.

Watchmaking — Engraving — Jewelry Repairing
Scores of young men owe their success to the thorough and

practical training received at the W. I. of H., the

Official School of the Wis. Retail Jewelers Association

WHAT WE DID FOR OTHERS WE CAN DO FOR YOU

Our Home Study Course in Watchmaking
There are thousands of young men working in stores who a

re surrounded by all the oppor-

tunities for learning watchmaking except the proper system of
 instruction. Aware of this fact,

the W. I. of H. has established a Home Study Department, 
with a view of teaching watch

repairing by correspondence. This system of instruction i
s as thorough as it possibly can

be, embracing Mechanical. Practical and Theoretical Horolo
gy. The course consists of 43

printed lessons, containing nearly 400 illustrations and oth
er special features, making it an

excellent substitute for an attendance course to those unabl
e to leave home or their position

and is incomparably less expensive.

Send for Prospectus and state if Attendance or Home Stud
y Course is desired

Wisconsin Institute of Horology
Enterprise Building MILWAUKEE, WISCONSIN

 .41■MI

THE BUSINESS BUILDERS

M. L. Jalonack & Son
JEWELERS' AUCTIONEERS

5339 Prairie Avenue, Chicago, Illinois

LONG DISTANCE PHONE, DREXEL 7935
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I BUY JEWELRY STOCKS
'raison pays liberal cash prices for Diamonds, Watches and Jewelry.
Send stocks no matter how large or small and get immediate returns. Goods will be
returned if offer is not satisfactory. National Bank references given if desired.

M. IRALSON, Masonic Temple, Chicago, III.

"COMFORT" Resilient Mainsprings
For all makes and sizes of American Watches

Price, $1.25 per Dozen

LINDNER & CO., Cincinnati, Ohio

ranwftsmKtmi

SPECIAL NOTICE. — These "washers" are
covered by United Slates Patent
No. 894,514, and all infringements
will be prosecuted.

Urich Patented Perfect Fitting

Case-Screw Washer
Fits perfectly under screw head, and almost invisi-

ble, and has a neat appearance.
Holds movement securely in case, even if case

shoulder is worn away or sprung.
MADE IN ALL SIZES, FROM GERMAN SILVER.
PRICES: Gress, $1.50; 4 doz. package, asst., 50c.; single doz., 15c.

FOR SALE AT ALL MATERIAL HOUSES

S. URICH, 334 Columbus Ave., New York City

Miniature Portraits

On

Watches
Dials

COPIED FROM ANY PHOTO.

Brooches
and

Lockets

THE LATEST IMPROVED METHOD
Artistic and durable ; will not fade nor peel off.

Hand-Painted Miniatures
Copied from Any Photo.

THE OLDEST AND LARGEST IN THE BUSINESS

THE GOLDSTEIN ENGRAVING CO.
45 Maiden Lane, NEW YORK

NEWARK BRUSH 
COMPANY

BRUSHES

253 
MULBERRY STREET 

NEWARK, N. J.

Polishing Set 
Complete, $2.00,

Prepaid

COTTON,BRISTLE 
AND FELT 

WATCH CASE 
BUFFS

FELT AND 
COTTON RING 

BUFFS

BRISTLE WASH 
AND END 

BRUSHES

FELT AND 
COTTON BUFFS

BRISTLE 
POLISHING 

BRUSHES

SATISFAcl ION 
GUARANTEED Olt 

MONEY 
REFUNDED

wiretWA,

SI

CATCHY
ENGRAVING

; in SPOON BOWLS at
Popular l'rices

LET ITS ENGRAVE
A SAMPLE'

" A rt st ic Mon °gram and Letter
Engraving. Gilding.

Send for price-list.

UL,L,STRO1S1 & O.
land Nebrowskes

Wheels, Pinions and Parts
For Complicated Watches, Clocks, Chro-
nometers, etc., of every 'fee and descrip-
tion, made and finished to order.

FINE REPAIRING and ALTERATIONS
Winding and Setting Material

E. H. MATTHEY, 83 NASSAU  iSTYROEli

We Light Your Store
or Home—from cellar to garret—
with 100 to 700 Candle-Power
brilliancy—at less than 3i cost of
kerosene(and ten times the light)
--aimgYou
Gas at 15c per 1,000 feet

(instead of $1 to $2, which Citi
Companies charge). With the
Handy" Gasoline Lighting Sys-

tern or "Triumph" Inverted In-
dividual Light you get the best
known substitute for daylight
(and almost as cheap), can read
or work in any part of room—
light ready at a finger touch —
don't have to move these Lights
—the light manta, you. Write
for Catalogue and Circulars
(sent FREE).

BRILLIANT GAS LAMP CO.
42 KS State Street tt CHICAGO 

.
KLEIN0BROS
LAPIDARY° CO

C
U
T
T
E
R
S
  I

M
P
O
R
T
E
R
S
 

72
E. MADISON
STREET

CHICAGO
ILLINOIS

i

The Right Motor
for almost any small motor-driven
machine is a Holtzer-Cabot Motor.
1 his is because the many tvPen and
sizes of Holtzer-Cabot small motors
have been developed to meet nearly
every possible requirement in
motor drives.

WRITE TO-DAY

The Holtzer-Cabot Electric Co.
Small Motor Specialists

BOSTON and CHICAGO

Watchmakers for the Trade
ENGRAVING AND
JEWELRY REPAIRING

SUDHEIMER & McCOOLE
404-5-6 Holland Bldg., ST. LOUIS, MO.

Prompt and efficient service Write for shipping stickers
M. S. BOWER, Mgr.

Learn Watchmaking
Watchinakingpays and you
can earn while you learn.
Write for FREE BOOK,
"How to be a Watchmaker."
Postal brings it.

STONE'S SCHOOL OF WATCHMAKING
901 Globe Building, ST. PAUL, MINN.

DALLAS, TEXAS
Expert Watch Repairing for theTrade

Competent workmen under my
personal supervision

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty

PATENTS
Write at once for the most liberal offer ever

made for securing patents, designs nod trade-
marks. Send sketch for free opinion as to
patentability and ask for the " Inventors'
tinkle," the blest book published for inventors.

Best references. Established 20 years.

WM. N. MOORI
Loan and Trust Bldg., Washington, D. C.

Makers of

TOWER an STREET CLOCKS
For particulars, write us, mentioning

THE KEYSTONE

E. HOWARD CLOCK CO.
Kat'd 1S42 BOSTON. MASS.. U.S.A.

EXPERT
Watch Case Repairing

and

Watch Case Manufacturing

Gold and
Silver
Plating,
Satin
Finishing,
Engraving
and
Engine-
Turning

Old English
and
Swiss Cases
changed to fU
American
Stem-Wind
Movements

Special Cases made to order in Gold and Silver
for English, Sw 'ss and American Movements

OLD CASES MADE NEW

F. H. JACOBSON CO.
209 State Street Chicago

Send for Our New Price-List

REFINERS an? ;!liciltolindignovienr andan y

shape—solids or

Sweep Smelters sl !viz! eupis ,dcsa on gusgohr

I filings. Prompt
Established 1889. returns.

THE W. L. ROBERTSON CO.

13 and 15 Franklin Street, Newark, N. J.

ENAMEL
Opaque and Transparent Enamel of every

variety constantly on hand and made to order.
Also a full line of Enarnelers' Supplies, Mottles,
Stones, etc. Any goods proving unsatisfactory
cheerfully exchanged.

CARPENTER & WOOD. Manufacturers

1 4 Calender St., Providence, R.1.

INDISPENSABLE TO Anas
ThsorEtmRETentgoLf 

JEWELER
An
Self-Codorming Rtng Adjusters.
Ask your jobber for them, or I
will send prepaid at once (only
on receipt of price) sizes as
assorted in each unbroken
dozen at the following prices:
I doz. 10 K. gold, $3.75; I doz. gold
filled, $2.00; 1 doz. metal, MC.

Samples of one small and one medilim-large gold
Oiled and one metal adjuster w:11 be sent for
150c., stamps or M. 0. Address

CHESTER WELLS, Meshoppen, Pa.

A QUICK JOB,
A FACTORY
FINISH AND
A PLEASED
CUSTOMER

ARE ALL YOURS
IF YOU USE
SANGER'S
EMERY RING
BUFFS

Established
1839

CROUCH & FITZGERALD

Jewelry Sample Trunks and Gases
Extra Deep Trunks and Cases Always in Stock

177 Broadway 154 Fifth Avenue
Bet. Cortlandt & Dey Sts. Corner 20th Street

723 Sixth Avenue
Between 41st and 42d Streets

NEW YORK

Successors to G.F.WADSWORTH

Watch Case
Manufacturers
and Repairers

Everythingin
the line of
Watch Case
Repairing

Gold and
Silver Plating
Satin Finish
Engraving
and Engine-

Turning
Changing Old

English and Swiss
Cases to take
American S. W.
Movements
My Specialty

01.1 casee
Made Now

Silversmiths'
Building
10 South
Wabash Ave.
CHICAGO

Small Advertisements
No advertisement inserted for less

than 25 cents.
Under heading "Situations Wanted,"

ONE CENT per word for first twenty-
five words. Additional words and ad-
vertisements, THREE CENTS per word.
Under all headings except "Situations

Wanted," THREE CENTS per word.
Name, address, initials and abbrevia-

tions count as words, and are charged
for as part of the advertisement.
To insure insertion, send remittance

with orders for advertisements. Copy
must reach us by the 25th of each
month for the issue of the let of the
following month,. and by the 10th of
the month for the issue of the lath of
the same month.
Send bank cheek or draft, or postal

or express money order for $1.00 and
over, or postage stamps for smaller
amounts.
If answers are to be forwarded

send TEN CENTS in postage stamps
with order.
The real name and address of every

advertiser must accompany the copy of
the advertisement.
Advertisers who are not subscribers

should send 10 cents (special issues 25
cents) if they desire a copy of the paper
in which their advertisement appears.
Address,

THE KEYSTONE PUBLISHING CO.
809-811-813 N. 19th Street, Philadelphia, Pe.

SITUATIONS WANTED
Under this heading, ONE CENT per word,

for first twenty-five words. Additional words
and advertisements, THREE CENTS per word.
No advertisement inserted for less than 25
cents.

YOUNG MAN, married, age 23, no bad
habits, wishes position as watch, clock

and jewelry repairer and plain engraver;
can wait on trade. George L. Avery, P. 0.
Box 153, Enterprise, Ala.

FAIR engraver and jewelry repairer, fa-
miliar with stock; good appearance and

reliable; can wait on trade; age 7; good
ref.; salary no object; only good house
wanted. Bennie Astracan, Amarillo, Texas.

YOUNG lady watchmaker, jeweler and en-
graver desires position in jewelry store

by September nat. "13 453," care Keystone.

FIRST-CLASS watchmaker and fine, up.
to-date engraver of 22 years' exp. desires

position in Illinois or Indiana; good ap-
pearance, strictly temperate; first-class refer-
ences; $20 per week. Address A. Hinkel,
407 East Emerson Street, Bloomington, Ill.

ENGRAVER, watch and jewelry repairer;
firms doing cheap work need not reply;

samples of engraving to parties who guar-
antee return of same. "G 525," care Key-
stone.

BY GOOD watchmaker, clock repairer and
plain engraver; can assist with jewelry

repairing and stone setting; will be ready
to work by. September loth; two years'
store experience; references; am now at
Bradley Horological School. "H 530," care
Keystone.

FIRST-CLASS watchmaker, engraver and
jeweler, 18 years' experience; good ref-

erence; fine workman; central States. C.
E. Oeth, Mt. Vernon, Ind.

WATCHMAKER and optician, An refer-
ence, wants position at once; Michigan

only. 203 Superior Street, Albion, Mich.
- -  
OPTICIAN, registered in Michigan and

California, wants situation in Michigan;
is years' experience; just completed a six-
months' attendance post-graduate in the
Southern California College of Optometry;
good watchmaker; can wait on trade; po-
sition must be As. E. C., 3 737 Woodlawn
avenue, Los Angeles, Cal.

POSITION by watch repairer, jeweler and
jobber, Pacific Coast and lower California.

Chas. Burgess, Sheridan, Wyo.

BY YOUNG MAN as watchmaker; six
years' store experience, watch, clock and

jewelry repairing, engraver, optician; prefer
Louisiana or Texas; references. "C 522,"
care Keystone.

YOUNG MAN, 21 years of are, four years'
experience, would like position as assist-

ant watchmaker and salesman in first-class
store, New England or New York pre.
ferred. 529," care Keystone.

THOROUGHLY competent and able watch-
maker on all watches and complications;

can take care of the entire watch work;
best references; $25 week. "M 528," care
Keystone.

BY young watchmaker, engraver and
graduate optician; also jeweler, 2,/,

years' exp.; have own tools; refs., $58 per

week. L. D. Douglas, De Witt, Iowa.

SITUATIONS WANTED

STEADY position wanted by As watch-
maker, jeweler and plain engraver; good

refs.; West or Middle West preferred.
E. IL Simcox, Mattoon, Ill.

AT ONCE by a young man of temperate
habits, with best of refs. as watchmaker,

jeweler and engraver; also knowledge of
optics; have had two years' exp. as sales-
man. Address Julius A. Harmon, North-
wood, Iowa.

YOUNG man with experience—can give ref-
erence—desires a position as engraver and

salesman; also do some jewelry and clock
repairing. "P 498," care Keystone.

YOUNG man wishes position, second watch-
maker, jeweler and clock repairer; do

plain engraving; eight months in horological
school and two years at bench; wait on

trade and take in work; steady, reliable,

married; gilt-edge refs. from present em-

ployer; West preferred, salary reasonable.

For particulars address C. 0. Lines, Salida,
Colo,

A FIRST-CLASS watchmaker and jeweler
would like a position in a city of about

5000 or more; learned the trade in the old

country; have had nine years' exp.; am not

a No. i engraver, can do fair work; am a

married man with no children and no bad

habits; refs. furnished; also mount dia-

monds. Address H. Christensen, Spencer,

Iowa.

FIRST-CLASS watch repairer, jeweler,
goon engraver, willing to go to any State;

steady, industrious, honest. Conrad Kohler,
corner Kentucky and Main. Potter House,
Bowling Green, Ky.

POSITION as all-around man in retail
store; best of reference as to ability and

character; have tools; West preferred. Ad-
dress Watchmaker, 5o8 N. Second Street,
N. Yakima, Wash.

WATCHMAKER and engraver with two
years' experience, own tools, age 23, de-

sires permanent position by August or ist
of September. "P 495," care keystone.

WATCHMAKER, experiencen, with tools,
wants steady position at once; Tennessee

State preferred. e,. Brann, care A. J.
Clark, Clarksvine, 1 enn.

YOUNG MAN of 27, sober, reliabie, wants
position after July nth as watchmaker,

plain letter and monogram engraver; best
references from present employer. Address
Lock Box 604, Emmetsburg, Iowa.

EXPERT MATERIAL MAN wants position
as manager of department; also experi-

enced in tool and optical. 'G 495," care
Keystone.

YOUNG MAN desires a pesition as watch-
maker and engraver; can give best of

reterences; South preferred. "W 492,"
care Keystone.

WANTED—Position. watchmaker, engraver
and refracting optician; can handle com-

plicated work; have good ref.; South pre-
ferred. Address S. George Ely, 1344 Som-
erset Street, Phila., Pa.

YOUNG man with best of ref. and full
set of tools desires a position as watch-

maker and engraver about September 1,
19n!; Washington, Oregon or Idaho pre-
ferred. "R 507," care Keystone.

EXPERIENCED salesman, open for fac-
tory or good jobbing line, about July xst;

first-class ref. "G 503," care Keystone.

AT ONCE by young man as watchmaker,
jeweler and engraver; can furnish best of

ref. as to ability and character. John W.
Kenager, Urbana, Ohio.

SITUATION wanted by watch and jewelry
repairer and plain engraver; married,

sober and reliable; permanent position de.
sired. "M 504," care Keystone.

FIRST-CLASS watchmaker and good all-
around engraver; best refs.; Southwest

only; not sick. Address "E 509," care
Keystone.

AS watchmaker and engraver; married,
35 years old; is years' exp.; have ref.,

own tools; would like place good for long
time. Address Charles E. Walter, Delevau,

ASSISTANT watchmaker, clock and jew-
dry repairer; 5 years' exp. at bench, 26

years old, married, sober, reliable; best of
refs.; $12.50 to start. J. H. Clay, Red Bay,
Ala.

POSITION wanted as watch, clock and
jewelry repairer; can furnish ref. "D

5 r I," care Keystone.

WATCHMAKER, 5 years' exp.; engraver,
graduate optician from one of the best

colleges in optometry; reasonable salary

for steady position. "C $50," care Keystone.
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SITUATIONS WANTED

WATCHMAKER, engraver and jeweler de-
sires permanent position. E. H. Char-

bonneau, 513 Intervale Avenue, Burlington,
Vt.

EXPERIENCED watchmaker and jeweler,
salary $15 a week. J. A. Earnest, Bois

D'Arc, Mo.

YOUNG man, 21, wishes position as sec-
ond watchmaker and jeweler; can do

some plain engraving; understand American
and Swiss watches; own tools. Address
"Watchmaker," 118 High Street, Water-
loo, Iowa.

WATCHMAKER, jeweler and plain en•
graver, now employed in Chicago, de-

sires position in Oklahoma or vicinity;
moderate salary. Address W. Smith, 312
Bush Temple, Chicago.

GRADUATE optician, x5 years' practice,
registered in Washington; good watch-

maker, common engraver; ref. satisfactory;
salary not less than $25.00 a week. Fred
Rowe, 201 North Edith Street, Albuquerque,
New Mexico.

BY a first-class watchmaker, engraver and
ophthalmologist; wishes a steady position

by July 25th; have had railroad experience;
Middle West or western States preferred.
"P 519," care Keystone.

POSITION, watchmaker and optometrist;
prefer western country. "B 520," care

Keystone.

IF you want a young watchmaker who
knows (of natural ability) how, and good,

sober, industrious fellow, write G. R. H.,
care D. C. Adams, 745 Lafayette Avenue,
Terre Haute, Ind.

WATCHMAKER wishes steady position,
no bad habits, can do clock and jewelry

repairing; refs. R. L. Peck, Wellington,
Kans.

ELECTROPLATER, thoroughly expe-
rienced on all kinds of plating and col-

oring on jewelry, wishes position with re-
liable house. Aaron L. Ackerman, 316 East
Eightieth Street, New York City.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER WORD

YOUNG MAN, watchmaker, engraver;
must be pleasant, sober and reliable; a

permanent position for the right man.
A. C. Baker, Marathon, N. Y.

WATCHMAKER, engraver and optician.
"S 468," care Keystone.

WANTED, At watchmaker, optician and
engraver; married man preferred; posi-

tion permanent, beginning July t5th to Au-
gust zst; good salary. VVoodle & Wright,
Greenwood, S. C.

WANTED, a man for clock and jewelry
repairing, engraving and plain watch

work; prefer one that has store experi-
ence and can wait on trade; permanent po-
sition and good wages. H. J. Homrich,
Huntington, W. Va.

FIRST-CLASS watchmaker and engraver;
give full particulars. W. C. Fulton, Ae-

wanee, Ill. 

WATCHMAKER and engraver who desire
to go into business and has $5000 in casn

and first-class business qualifications can
find a good position and fine investment in
an old-established jewelry house in central
Texas. "I 514," care Keystone.

WANTED, watchmaker and engraver; must
be first-class workman and have business

qualifications and able to manage a $25,000
business; must invest from $3000 to Scow);
old-established business, located in one of
the best towns in central Texas. "I sic,"
care Keystone.

WANTED, at once, good watchmaker and
jeweler, several years' experience; state

reference and full particulars. P. A.
Hughes, Commerce, Ga.

PERMANENT position, watch, clock and
jewelry repairer; engraver appreciated;

one who can wait on trade and be useful
around store; young than preferred; full
information in first letter; $15 to $i8 to
start. Shirkey & Glaser, Colfax, Washing-
ton.

WANTED, two jewelry engravers; steady
work if satisfactory. Hulslander En-

graving and Stationery Co., Trenton, N. J.

WANTED, at once, engraver and jeweler;
must be first class; will pay good wages

to right man; give full particulars and ref-
erence in first letter. J. C. Ernst, Charles-
ton, W. Va.

AT ONCE—First-class watchmaker and en-
graver, wages $25.00 per week. Hollins

Bros., Lake Charles, La.

(Continued on page 5574)
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HELP WANTED

(Continued from page n73)

WANTED-A first-class jewelry repairer;
one who understands manufacturing.

Kruckemeyer & Cohn, 303 Main Street,
Evansville, Ind.

SALESMAN wanted to carry as a side line
a legitimate and good selling article; good

commission. See advertisement page z 102
this issue. The Oscar Onken Co., Cincin-
nati, Ohio.

WATCHMAKER to do watch and repair
work and wait on trade in drug and

jewelry store; man with tools and some
drug experience preferred; state salary.
Chas. A. Cook, Ocheyedan, Iowa.

WANTED-First-class watchmaker, jeweler
and engraver; a permanent position to

right man; state wages expected in first let-
ter. Address The Pfeiffer Co., Cedar Falls,
Iowa.

SALESMEN for side line, retailers' month-
ly magazine containing ioo advertise-

ments, cuts, ideas; helps your sales and
your customers' sales; requiros little extra
time, liberal commission, easy sales. Sample
copy, particulars, Retailers' Advertising
Service, 220 Broadway, New York.

AT ONCE-Watchmaker or assistant, with
tools, who is engraver, jeweler and sales-

man; send sample engraving, refs. and some
kind of photo; state salary and exp. G. L.
Abbott, io6 N. Washington Ave., Lansing,
Mich.

DESIRE to get in touch with a live man
calling on chma and cut glass trade to

carry as side an up-to-the-minute line of
hand-decorated china; lucrative proposi-
tion. "S 496," care Keystone.

ANY YOUNG MAN who can engrave fair
script and wishing to become an efficient

and rapid watcnmaker can do well by ad-
dressing Lindsey, jeweler, .ristoria, Oregon.

YOUNG man with some experience as job-
bing jeweler; a good chance to finish

trade; send photo and refs. and state wages
expected in first letter. W. R. Hale, Green-
ville, S. C.

EXPERT watchmaker and letter and mono-
gram engraver, must be competent to do

fine railroad watch repairing; good perma-
nent position for right man; state salary
first letter; town of 20,000, with all city
conveniences. I. L. Grady, Jackson, Tenn.

PERMANENT position offered to first-
class watchmaker, jeweler, engraver and

optician; also to help wait on trade; send
refs. in application; good wages to right
man. M. E. Buerk, Paris, Mo.

COMPETENT traveling salesman to sell
tools, materials and jewelry; must be con-

versant with tool and material business;
apply with proper credentials. F. A. H.
Schmidt, z108 Heyworth Bldg., Chicago.

WANTED-Young man, watchmaker, jew-
eler and salesman; must have recom-

mendation as to honesty; state salary; nice
permanent position in South Carolina. Ad-
dress W. Green & Co., 81 Nassau Street,
New York.

WATCHMAKER, send ref. and salary ex-
pected, how much exp. and photograph

in first letter; steady position for the right
man. C. A. Cole, Kissimmee, Fla.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

LOCATION wanted by watchmaker who is
high-class workman; would rent space in

jewelry store or buy repair department or
take charge of store for repairing an com-
mission on sales; age 35, married; strictly
temperate and good habits; have fine set of
tools; give full particulars in first letter.
Address S. A. Weaver, Ticonderoga, N. Y.

WANTED, location for jeweler and watch-
maker with good, reliable druggist. Glen

V. Pope, R. R. 7, Decatur, Ill.

LOCATION wanted in northwestern States,
large town preferred. E. S. Halstad,

Adams, N. Dak.

Ab•TED-To buy jewelry stocks; send
surplus stock to me and get money by

return mail. Emil Noel, 541 East Forty-
sixth Place, Chicago, Ill.

SAFE, material, cabinets, motor, storage
battery, Sam's blowpipe, etc. Elmer

Smith, New London, Iowa.

WANTED-Established jewelry business in
town of 20,000 or more; stock about

$5000; east of Mississippi River; give full
particulars. "P so6," care Keystone.

WANTED-To buy out estabiished pawn
shop, about $10,000, in Texas, Colorado

or New Mexico; in city over 20,000. Ad-
dress H. D. E., 4661 A Evans Avenue, St.
Louis, Mo.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

ONLY JEWELRY and optical store in.
lively town of 000; a fine resort town;

rent $12 per month; all repairing one man
can handle; two railroads; stock and fix-
tines invoice $3200; will sell for $2500
cash. A chance to make money for hustler.
Don't write unless you mean business and
have the cash. Poor health and eves fail-
ing reason for selling. A. P. Kniebes,
Coloma, Mich.

WE have a customer in a good western
mining town who has to change his loca-

tion on account of sickness; business mak-
ing money and presperous; will require
$8000 to handle it. For further informa-
tion address "W 444," care Keystone.

JEWELRY and optical business in hustling
town of 4000 in northern Pennsylvania;

about $5000 will buy it; best of . reasons
for selling; if you mean business write
"D 446," care Keystone.

JEWELRY store and fixtures, will invoice
about $12,000; in the heart of business

district; can reduce stock; also a good
location to have a pawnshop in connection;
lease runs two years and a half; rent $15o
a month, which is cheap for the location•,
reason, retiring from business. A good
opportunity; don't miss this. A. J. Wild,
205 North Seventh Street, St. Louis, Mo.

BARGAIN-Paying jewelry-optical busi-
ness in Iowa; good location; death of

owner. Write at once, "E 469," care Key-
stone.

JEWELRY business. For particulars ad-
dress G. S. Butterfield, Sault Ste. Marie,

Ontario.

JEWELRY and optical store in one of the
best towns in the finest climate in Ore-

gon, especially adapted to fruit and poul-
try; no competition. "D 523," care Key-
stone.

ONLY jewelry and optical business in the
best young, prosperous town in southern

Idaho, population i000; stock and fixtures
invoice $2000; if taken within the next
sixty days will sell at invoice; must be cash.
Save your stamps unless you mean business.
R. J. Coats, Wendell, Idaho.

ESTABLISHED jewelry and optical busi-
ness, population 25oo; invoice $2150; cli-

mate extraordinarily beneficial to weak
lungs; two railroads; factories, mills, etc.
"S 521," care Keystone.

JEWELRY STORE; good location; invoice
$4600; death of Mr. Elbe reason for

selling. 3953 W. Madison Street, Chicago.

STORE and dwelling combined, with or
without stock of jewelry and fixtures;

will sell store and dwelling with lot 50 by
230 feet for $3500; store has four large
plate glass windows; near both freight and
passenger depot in town of over 3000 popu-
lation; county seat of Page County, Vir-
ginia; stock and fixtures $35o0; only ex-
pert silversmith in town. "S 505," care
Keystone.

FOR SALE, big bargain; jewelry, watch
and clock repairing business; established

1873; last twenty years in same location;
old age cause of selling; act quickly. A.
F. 24, 1201 Heyworth Bldg., Chicago.

JEWELRY BUSINESS at 85 cents on dol-
lar; clean stock; town of 55oo; fine

healthful climate. Don't write unless you
have Woo cash and mean business. Box
296, Rocky Ford, Colo.

GOOD paying jewelry store in best town
of western Pennsylvania, surrounded with

big mines; stock and fixtures, $15oo; will
reduce to suit buyer; reason for selling,
going into other business. Address M.
Emerman, 119 West Main Street, Union-
town, Pa.

ONLY jewelry store town 400o; railroad
inspector; cash only. Box 405, Corbin,

Ky.

OPTICAL department in one of Canada's
large department stores; population

9o,000; $65o to quick buyer; a rare chance.
"R 526," care Keystone.

I HAVE too much business to look after;
will sell half interest or all of my jew-

elry and optical business; invoice about
$20,000; best location in large Ohio city;
fine chance for capable man with $10,000
to $12,000 cash. Don't answer unless you
have the cash and mean business. "L 527,"
care Keystone.

OLDEST established, modern and good
paying jewelry and optical business, in

live manufacturing town of 8000 in south-
ern Pennsylvania; location and trade the
best; invoice about $3800, including tools
and fixtures; complete information to legiti-
mate inquirers; reason for selling, poor
health. "E 524," care Keystone.

FOR SALE

Stores, Stocks and Businesses

REPAIR SHOP in city center, ioo,000
population; big run of railroad work;

two benches, two electric motors, tools and
full equipment; sales would pay running
expenses. "P 5s8," care Keystone.

PAYING jewelry business in town of 1700,
no competition; good repair trade; rea-

son for selling, poor health. Emery S.
Bubier, Phillips, Maine.

FOR SALE-Manufacturing plant making
10 and 14 karat solid gold jewelry; es-

tablished trade of the very best class; a
big money-maker if proper attention can
be given to it. An exceptional opportunity
for one or two hustlers. Inventory about
$15,000 but can be reduced. Very best
reasons for selling. Will quote very low
price to prompt buyer. "E 494," care
Keystone.

JEWELRY and optical business in Iowa
county seat town; fine opening for good

optometrist; invoice about $1400. "B
care Keystone.

JEWELRY STORE; stock and fixtures in-
voice $12,000 to $15,000; cause of seizing

proprietor died; would like to dispose of
Immediately; established twenty-six years.
Mrs. F. H. Simon, Lonaconing, Md.

SMALL optical-jobbing business: established
nine years; plenty of prescription work;

no opposition; good chance for some one
to do refracting; in eastern Pennsylvania;
reason for selling, health. Address "H
493," care Keystone.

ON ACCOUNT of other business I am
obliged to sell my fine jewelry stock; I

have a good business and the best location
in one of the busiest cities in Michigan;
no charge for good will. "S 455," care
Keystone.

ESTABLISHED 20 years, jewelry business
in Vermont town of isoo; railroad center

for four other small towns; no competition:
write for particulars. Address F. R. Sey-
mour, South Royalton, Vt.

A FIRST-CLASS jewelry store in Wiscon-
sin; established in 1895; population 4000;

stock and fixtures will invoice $3200; busi-
ness done in 191o, $4600; a nice, clean
stock and a fine opening for a good man.
Do not answer unless you have the cash.
A. F. 6, 1201 Heyworth Bldg., Chica o.

ONLY JEWELRY STORE in good Illinois
town of 800; established 19 years; in-

voices about $2000; reason for selling, other
interests. Geo. S. Bauder, Elburn, Illinois.

ONE of the best located jewelry stores in
Iowa, in town of goo; no competition;

large territory to draw from; good run of
bench work; good reason for selling; in-
voice about $2000. For further particulars
write H. G. Heald, Charter Oak, Iowa.

JEWELRY STORE with or without stock;
been doing business for over 20 years;

town zo,000 inhabitants; will sell at a sac-
rifice; ill health cause for selling. Address
No. 9 North Washington Street, '1 Itus-
ville, Pa.

BARGAIN for good watchmaker, optician
stock and fixtures invoice $1 000; will

give good discount or reduce stock for
cash; reason for selling, on account of my
health. Cyrus Novinger, Halifax, Pa.

FINEST small business in Central Ohio,
plenty of work; $5oo down, balance easy

payments. "H 502," care Keystone.

SMALL jewelry store, one of the best
towns on the Mesaba Range; rent reason-

able, no competition; will sell at bargain if
taken at once. J. H. Bluntach, Marble,
Minn.

MR. JEWELER, if you are looking for a
jewelry business don't miss this chance;

the only jewelry store in good town of
I I oo population; for quick cash sale will
discount 25 per cent; will give time on part
of sale. E. E. DeGroff, Le Roy, Minn.

WELL-ESTABLISHED, good paying jew-
elry business in best Colorado town of

8000; good location, price right. "J 517,"
care Keystone.

BARGAIN for quick sale, optical and
jewelry store; invoice $3000; will reduce;

established six years; in live Maine town
of 2800; latest stock and fixtures, small ex-
penses; sickness. "P 516," care Keystone.

RETIRING from business, complete
jewelry stock for sale; a Seth Thomas

street clock, a Hall Marvin safe, with a
large diamond vault, brand new; fixtures,
show cases and jewelers' assorted trays.
N. S. Brann, 231 Eighth Avenue, New
York City.

FOR SALE

Stores, Stocks and Businesses

FIRST-CLASS jewelry, optical and repair
business, on best business street in Phila-

delphia; ill health cause of selling. "G
512," care Keystone.

FIRST-CLASS jewelry and music busi-
ness in western Iowa town of 800 popu-

lation; good run of bench work; must be
sold soon. "W 148,' care Keystone.

FOR SALE
UNDER Tit IS HEADING THREE CENTS PER WORD

Miscellaneous Merchandise and
Equipment

COMPLETE second-hand jeweler's store
fixtures outfit; very good condition; same

was received in exchange for a new outfit.
For full particulars address The Cleveland
Store Fixture Co., 4059 St. Clair Avenue,
Cleveland, Ohio.

ONE umbrella case, 83/s• feet long, z8
inches wide; 234 compartments for um-

brellas, three oval bent glass raising doors,
golden oak; cost $36.00 F. 0. B. Cincin-
nati; good as new; first check for $15.00
gets it. W. A. Wright, Shawnee, Okla.

50 CENTS-6 by 12 electric cases; money
with order. Broadbent, 4 South Forty-

second Street, Philadelphia.

LATHE at a bargain. Address "N 822,"
care Keystone.

1911 METZ automobile, Owen tool holder;
want for cash, Francis engraver, Buick-

ensderfer (latest 7) typewriter, Regina is-
inch box. Quiatt, Tennyson, Ind.

PLATING furnace, $3o; melting and an-
nealing furnace, both on one iron table,

$30; pyrometer, $50; roll wire straightener,
$20; pattern mill, W. W. 0., geared pres-
sure screws, $35; solder cutter, $20. J. W.
Spence, Racine, Wis.

ANTIQUE GRANDFATHER'S eight-day
moon clocks; flint lock guns. Jeremiah

Barlet, Jonestown, Pa,

THE FIRST DRAFT for $so will get an
almost new ophthalmoscope and retino-

scope (Geneva) combined, in perfect order;
tne adjustable table goes with it; $15 buys
a Francis engraving machine, in good order,
with four sets type and some scrolls. J. E.
Carmichael, Corning, Iowa.

SLIDE rest and face plate, fits No. 2 Rivett
lathe, $25. W. C. Notestine, Duncannon,

Pa.

MODERN fixtures for sale; well established
growing jewelry and repair business in

Indiana manufacturing town of 35oo; De-
cember sales $1500; small competition;
price $400. "W 513," care Keystone.

FOR SALE OR EXCHANGE
UNDER THIS HEADING THREE CENTS PER WORD

CHEAP-Full size gridiron pendulum regu-
lator; fine timepiece; cost $65; used only

few years, and in good condition; or will
trade for 12 size 0. F. thin model 19-jewel
watch, filled case. S. H. Whalen, Owosso,
Mich.

$500 WORTH of new jewelry for trial
case, ophthalmoscope, bench, diamonds or

what have you? Will trade all or a part.
"D soi," care Keystone.

JEWELRY stock and kindred lines, with
fixtures; sell, or trade for wild farm

land, Dakotas or adjoining States; only
jeweler, county seat town, z000. "P soo,"
care Keystone.

WILL SELL or exchange for good farm,
not too far away, my jewelry stock and

fixtures, valued at about $5000; good town,
good business; good reason for selling;
eastern Kansas. "H 499," care Keystone.

TO EXCHANGE-Best paying retail jew-
elry store in Illinois; business $8o,000 per

year, repairs $6000 year; watch inspectors
on six roads; store nets from $10,000 to
$12,000 annually; reason for selling, have
all the money I need and wish to retire;
stock and fixtures invoice about $5o,000;
will exchange for part cash and rest real
estate, or ill real estate if first class, either
farm or city property; this is an oppor-
tunity of a lifetime. "P 490," care Key-
stone.

FOR SALE or exchange for land, prosper-
ous jewelry business located in growing

southern Kansas natural gas city of about
8000; all up-to-date plate glass fixtures; no
dead stock, invoice about $10,000; can be
reduced; good surrounding towns to draw
from; will bear closest investigation; terms
to right party. W. A. Stout, Beacon Bldg.,
Wichita, Kans.

11,

FOR SALE OR EXCHANGE

ELECTRIC fan, $35: J ohnson's ametropom-
eter, $20; umbrella case, $15; display

lamp, $25; penny-in-slot machine, $15; five-
cent slot machine, $25. In perfect condition;
will take watches and rings. Box 461, Tif-
fin, Ohio.

GUTHRIE, OKLA., rental residence prop-
erty is oftered for jeweiry stock. For

complete descrs-tion address Lindsey, jew-
eler, Astoria, Oregon.

NEW Parker hammerless, want engraving
machine. R. Morse, Phillipsburg, Kans.

JEWELRY and optical business in county
seat town z000, railroad division; will sell

fixtures only if desired or trade for good
farm. Box 538, Phillipsburg, Kans.

WILL sell or exchange, one 1905 model
Eaton & Glover engraving machine, corn-

plete; good as new; for watch cases or
materials; price $5o. IL F. Eyler, Waynes-
boro, Pa.

SPECIAL NOTICES
UNDER THIS HEADING THREE CENTS PER WORD

COMPLETE finished escapement models in
running order, 415. The best window

attraction for jewelers. For particulars
write the St. Louis Watchmaking School,
St. Louis, Mo.

HAVE you any grandfather's clocks, Old
English bracket or mantel clocks, or Wil-

lard or Banjo wall clocks for sale? Write
to toe Old Clock Shoo Albert Karg, 469
Fourth Avenue, New York City.

MONEY loaned to jewelers in any amount;
strictly confidential; write for informa-

tion; bank refs. The Collateral Loan and
Banking Co., 647 Euclid Avenue, Cleve-
land, Onio.

HIGHEST cash prices paid for diamonas
and watches; immediate returns made;

bank refs. given. M. Iralson, Masonic
Temple, Chicago, Ill.

TO RENT-A fine store room; best loca-
tion in the best block of the main street

in the city of Rock Island, Ill.; good open-
ing for a first-class jewelry store. "M 508,"
care Keystone.

I PAY 20 per cent. more than any one else
for your surplus diamonds, watches and

jewelry; money sent by return mail; bank
refs. Emil Noel, 541 East Forty-sixth
Place, Chicago, Ill.

GOOD location for jewelry store, popula-
tion 3500; no jewelry store in town. Ad-

dress T. C. McRae, Prescott, Ark.

STOLEN-Waltham 0 size, 7 jewel, No.
5887896, gold filled case, No. 548579,• re-

ward. Notify L. E. Russell, Deposit, N. Y.

BUSINESS NOTICES

UNDER THIS HEADING THREE CENTS PER WORD

WANTED-Every one desirous of improv-
ing themselves in watch work, jewelry

work and engraving to address Bradley
Polytechnic Institute, Peoria, Ill., for one
of their latest catalogues. A postal card
will get It See ad. inside back cover.

JOBBING STONES, assortment 50 cents,
containing one gross imitation doublets,

assorted sizes and colors; one gross small
turquoise, zoo imitation half pearls. Hugo
Alb. Wolff, 343 The Arcade, Cleveland,
Ohio.

NOTICE-I have removed from 727 San-
som Street to 807 Sansom Street, Phila.

delphia, where I will continue to nuy all
kinds of gold and silver; also refine all
kinds of jewelers' waste containing gold or
silver. Send by mail or express and re-
ceive prompt attention. J. L. Clarke, es-
taolished 1870.

NEW hairsprings, balance truing, watch
peweling; work from all parts of United

States returned same day received; write
for special price list. Aune Kleinlein,
Ellastone Building, Cleveland, Ohio.

FOR SALE - Greeting cards, engraved
steel die stamped birthdays, congratula-

tions, Hallow'en, Thanksgiving, Holly and
Poinsettia; Christmas cards, each with an
envelope; jewelers will be pleased with the
demand for them; display frame free with
$01 assortment; samples on request. South-
worth's, Bridgeport, Conn.

BUSINESS NOTICES

I WILL buy your diamonds and watches
and pay you liberal spot cash; money by

return mail. M. Iralson, Masonic Temple,
Chicago.

WATCH repairing for the trade; send us
your difficult jobs. J. E. Frantz, Room

7 Leader Building, Davenport, Iowa.

ELGIN Horological School, the oldest and
most practical school for watchmakers.

Send for catalogue to Elgin Horological
School, Elgin, Ill.

SHIP chronometers for sale, in fine con-
dition, price $5o, $75, $100. W. H. En-

haus & Son, 31 John Street, New York
City.

CELLULOID CEMENT-Better than the
kind you buy; recipe telling how to make

25C. silver; is cents makes over $2.00
worth. Campbell, Mt. Pulaski, Ill.

I PAY the highest prices for watches, dia-
monds and jewelry. Send stocks at once,

no matter how large or how small, and get
money by return mail. All kinds of refs.
furnished upon request. Emil Noel, 541
East Forty-sixth Place, Chicago, Ill.

THE Omaha Watch Repairing, Engraving
and Optical Institute offers greater in-

ducements to students or improvers than
any similar school in America, with ex-
perienced instructors. Watches furnished
free for students to practice on. No tool
making or filing work to be done by the
students to consume their time or money,
but we give practical work from start to
finish. .A thorough course in theory and
practice, with a limited number of students
makes this the most practical school in
America. Students come here to finish after
becoming discouraged elsewhere. We make
good all statements contained in our cir-
culars. Write us. Tarbox and Gordon.

Repairing
For the Trade
of Complicated and Ordinary

Watehes,W heel sod Pillion Cut-
ting, Demagnetizing, etc., care-
fully and promptly done by an
expert. A. JETTE

Established 1899 Lancaster, Pa.

HORACE J. SMITH
WATCH REPAIRING

FOR THE TRADE

416 Des Moines Life Building
DES MOINES, IOWA

LEARN
JEWELERS
ENGRAVING
"TheSchool that Graduates Experts"
A fascinating trade that pays big salaries,
easily learned, taught thoroughly and prac-
tically by correspondence. We will tench
the beginner better engraving than he can
gain in years of rigid apprenticeship. We
will improve the skill of any engraver and
make him master of the trade. The demand
for competent engravers far exceeds the
supply. Send for handsome illustrated
prospectus, mailed free.

PAGE-DAVIS SCHOOL
Suite 10, Page Bldg. CHICAGO

Kansas City Watchmaking
and Engraving School

This is the school you should
attend. Investigate it I Send for
our new art catalogue, it's free
for the asking and explains fully
our courses and methods of
instruction, together with some
excellent examples of engraving.

OSCAR W. DREYER, Principal
815 E. 12th St. .*. Kansas City, Mo.
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L. H. DODD & CO.
FORMERLY BRIGGS & DODD

All Correspondence Long Distance Phone,
Strictly Confidential Drexel 2906

AMERICAS

BEST KNOWN

JEWELRY AUCTIONEER

Since January 1910, I have conducted the largest
and most successful sales ever made in America.
Acknowledged by the trade as holding first place as
a Jewelry Auctioneer for more than twenty years.

References of Sales Made

VV. H. Beck, Sioux City, Iowa
H. Itken, Butte, Mont,
A. E. Elbe & Son, Bloomington,
Frank Curtis Jewelry Co., De-

catur, El.
G. Wendel, Dixon,
Fergerson & Craig, Champaign, Ill.
Wood Bros., Paris, Ill.
Sturgell Jewelry Co., Paris, Ill.
Meyer Jewelry Co., Peoria, Ill.
White & Konch, Chicago, Ill.
I. Kronberg, Little Rock, Ark.
NV. II. Booth, Sioux Falls, S. Dak.
Berry Armstrong, Port Arthur. Ont.
W. C. Feethant, Sault Ste. Marie,
Mich.

Sartor & Sprague, San Antonio,
Texas

It. M. Murry, Huntsville, Ala.

McFarland Jewelry Co., Orange,
Texas

A. Holzman, Atlanta, Ga.
T. K. Smith Jewelry Co., Oskaloosa,
Iowa

Geo. Sells Davis, Newton, Iowa
J. L. Wanner, Paducah, Ky.
Gilmore & Krause, Kenton, Ohio
F. R. Pancoast, Hasting, Mich.
G. R. Pattison, East Liverpool, Ohio
J. Cartwright, Dodgeville, Wis.
.A. E. Krieft, Delphos, Ohio
F. R. Jones, New London, Iowa
W. Couse, Shell Rock, Iowa
Wooley & Co., Traer, Iowa
Baldwin Jewelry Co., Shelbyville,
Ky.

J. S. Lobenstein, Oskaloosa, Iowa
Walker Greer, Newbern, Tenn.

Without question I have the strongest and best
talent in America to assist me in all sales, giving
the services of two of the best men in this line of
work for the cost of one.

4607 MICHIGAN AVENUE

CHICAGO, ILLINOIS

Our 22nd School
Year and New Term
BeginSeptember5th,
When All Should Be
Present.

Our shortest term for those entering with apprenticeship experience is of
six months' duration.

Our intermediate course requires one year's attendance. To accomplish
the work of our full course, requires ordinarily two years; no one without
previous experience is admitted for less than two years.

Diplomas only to those who do all the work of the full course, which in-
cludes the calculation, design, construction from the raw materials, and
adjustment to temperature and positions, of a watch movement as the
masterpiece, all list drawings must be made and the practical and tech-
nical examination creditably passed before the Diploma is given.

Above tourbillon chronometer by a former student is a work of art; this
is one of the few schools in the world which teach such work.

Send for circular

CANADIAN HOROLOGICAL INSTITUTE
S. W. Con Church and Wellesley Sts. .*. TORONTO, ONT.

H. R. PLAYTNER, Director

1886 1911

Our 25th Year

(fe't
'COSth.

6°'r

(640112/

a

terAte

5815 Easton Ave., St. Louis, Missouri

WRITE FOR CATALOGUE

OUR SCHOOL YEAR BEGINS SEPTEMBER 4 .*. Give that Young Man a Chance

(Taken May I, 1911)

Above is presented a bunch who are taking advantage of
the opportunities at Bradley. Taken in the Athletic Field
in front of Horology Hall.

ADDRESS POSTAL CARD

HOROLOGICAL - Dept. K. - PEORIA, ILL.
FOR OUR LATEST CATALOG

WE are now very nicely located at 5 and 7 Maiden Lane and we will give your orders the very best attention. We are pre-
pared to give you better goods for the same money or the same goods for less money. Give us a trial and we will prove it.,

in Price IMPROVED "ILIKITI, SANITARY OR
SHELL GUARDS

A,..other Reduction

In Gold and Gold Filled Mountings and With Ruin or Frames.
SPECIAL OFFER.-One sample set of gold-filled 12 "Illicit" mountings, etched on

lenses, in neat velvet-lined case for fitting, $7.60 net. Per. Doz. l'er l'r.
Gold Filled Rimless 1!10-12 K.   $ 6.60 $ .60
Gold Filled 12 K. 1110 11.1K IT Shell Guards   6.60 .60
A LUMNO ILIKIT Sanitary Guards 1.50 .45
Gold Filled Rimless 1130-12 K.  1 00
Solid 10 K. Gold, Rimless 1 c.00 1.40

When one dozen or more are purchased at one time we allow 10 per cent. off for cash.
Reisner's Improved Lens Measure at   Net, $3.00 each

Don't Buy a Trial Case Until You See the

AUDEMAIR 10 Per iCorenLL),iscount

Send for Our Complete Catalogue of Other Styles

THE ACME OF PERFECTION, FROM $10 to $89

Over Twelve Thousand (12,000) Satisfied Owners of
the Audemair 'rove our Claim for the World Renowned
Trial Case.
For office, in -/ak and Leather, also Traveling, with
divisions for S 3ck and Lenses, we offer a Trial Case
known as the Special. See descriptions and contents.

AUDEMAIR $10.00 to
$89.00

Special discount of 11:14 unless ot herivise slated.
Send f u. our Compiete Catalogue of Oilier Styles.

They Say "NONE BETTER MADE."
Lenses in Alumna test rings, 1!;," inches in diameter.
Convex Polished. Concave Gold Plated.
No. 1052. Trial Case, oak or traveling, $60.00
List. Contents: 35 iudrs each Convex and Con-
cave Spheres ; 2(1 pairs each Convex and Con-
cave Cylinders; 10 Prisms; 12 likes and Lenses.
No. 1941. Three-Cell and No. 942 Trial Frames.

SPECIAL If you order soon we will furnish you a fine Zylonite Shell Large tounu tye spectacle,
straight or half-riding bow, for $7.50 a dozen Net, and the same in Eyeglass, from $8 to

$12, according to the style. SPECIAL REDUCTION in Polished Aluminum Spectacle and Eyeglass Cases.

INTERCHANGEABLE EXTRA WHITE
Cer dozen.

lot (iii LI. 2,1 Qual.
- ruble Convex, 1 eye . . .91 $ .77
Periscopic Convex, 1 eye, 1 .2 7 .91
Periscopic Convex, 0 eye, 1.55 1.00
Periscopic Convex, 00 eye, 1.47 1.1 2

SKELETON OR RIMLESS
Periscopic Convex, lot Qualit y.

0 Eye 5 2-hole. 3-hole. 4-hole.
00 Eve 1 $1.54 $ I .6 t $ i .68 Per doz.

l'eriscopic Convex, 2d Quality,

0 Eye 5 2-hole. 3-hole. 4-hole.
00 Eye 1 $4.19 $1.20 $ I .33 per dozen

Cemented Bifocals, 1st Quality,
" Interchangeable."

1 Eye, 0 Eye, 01 Eye,
$3.00 $3.10 $3.25 per dozen

All prices quoted on lenses from 0.12 to 4.25.
l'sual advance on strong milliners.
Where not otherwise stated, we will allow

cash (1,4,11110 10 per cent.

Work. Kryptoks and Stevens Quality, 6 Cash Only : Agents for Stevens & Co., Inc.,
Gold Filled Goods at Factory Prices.

GOLD FILLED
SPECTACLES

No. 1, 0, 00 Eye

Made by the IMPROVED

METHOD

EXTRA FINISH

WELL TEMPERED

HIGHLY LUSTERED

50V5525. 12 K., 1-10 Frames, Velvet Tip Cable Tetn.ples   Per dozen, $.r,0
5524. 12 K., 1-10 Riding liow . . . Frames   "
5525. 12 K., 1-10 Riding Bow Cable "

II II1564. 10 K., 1-10 Riding Bow
fi IIF565. 10 K., 1-10 Iliding Bow Cable "

5354. 10 K., 1-3(1 Ifiding Bow 
6.6024 (51

5355. 10 E., 1-30 Riding Bow Cable "
QUAI.ITY GUARANTEED, some as BILLED 

5.40

Gold and Gold Filled Riding Bow Mountings Per doz.
1194 10 K., Gold, Riding How 51ou ut i ogs . . ,.. .

15554 1-10 12 k., I:iding Bow Alimui legs   s5.no: Cable, 6.75
F594 1-10 IS N., Riding Bow Alotintings   5.40; Cable, 6.60
5194 1-30 10 K.. Riding Bow Iiiiini inv.:,   4.20; Cable. 5.20

SPENCER OPTICAL COMPANY, 57 (Neaariidewindw Lire, NEW YORK
NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING MANUFACTURING AND IMPORTING OPTICIANS
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411 Since January 1910, I have conducted the largest
and most successful sales ever made in America.
Acknowledged by the trade as holding first place as
a Jewelry Auctioneer for more than twenty years.

References of Sales Made

W. H. Beck, Sioux City, Iowa
H. Itken, Butte, Mont.

A. E. Elbe & Son, Bloomington,

Frank Curtis Jewelry Co., De-
catur, Ill.

G. Wendel, Dixon, Ill.

Fergerson & Craig, Champaign, Ill.
Wood Bros., Paris, Ill.

Sturgell Jewelry Co., Paris, Ill.

Meyer jewelry Co., Peoria, 111.
White & Konch, Chicago, Ill.
I. Kronbcrg, Little Rock, Ark.
W. 11. Booth, Sioux Falls, S. Dak.
Berry Armstrong, Port Arthur. Oct.

W. C. Feetham, Sault Ste. Marie,
Mich.

Sartor & Sprague, San Antonio,
Texas

R. M. Murry, Huntsville, Ala.

McFarland Jewelry Co., Orange,
Texas

A. Holzman, Atlanta, Ga.
T. K. Smith Jewelry Co., Oskaloosa,
Iowa

Geo. Sells Davis, Newton, Iowa

J. L. Wanner, Paducah, Ky.

Gilmore & Krause, Kenton, Ohio
F. R. Pancoast, Hasting, Mich.

G. R. Pattison, East Liverpool, Ohio

j. Cartwright, Dodgeville, Wis.

A. E. Krieft, Delphos, Ohio

F. R. Jones, New London, Iowa
W. Couse, Shell Rock, Iowa
Wooley & Co., Tracr, Iowa

Baldwin Jewelry Co., Shelbyville,
Ky.

J. S. Lobenstein, Oskaloosa, Iowa
Walker Greer, Newbern, Tenn.

Without question I have the strongest and best
talent in America to assist me in all sales, giving
the services of two of the best men in this line of
work for the cost of one.

4607 MICHIGAN AVENUE

CHICAGO, ILLINOIS

Our 22nd School
Year and New Term
BeginSeptember 5th,
When All Should Be
Present.

Our shortest term for those entering with apprenticeship experience is of
six months' duration.

Our intermediate course requires one year's attendance. To accomplish
the work of our full course, requires ordinarily two years; no one without
previous experience is admitted for less than two years.

Diplomas only to those who do all the work of the full course, which in-
cludes the calculation, design, construction from the raw materials, and
adjustment to temperature and positions, of a watch movement as the
masterpiece, all list drawings must be made and the practical and tech-
nical examination creditably passed before the Diploma is given.

Above tourbillon chronometer by a former student is a work of art; this
is one of the few schools in the world which teach such work.

Send for circular

CANADIAN HOROLOGICAL INSTITUTE
S. W. Cor. Church and Wellesley Sts. .. TORONTO, ONT.

H. R. PLAYTNER, Director

1886 1911

Our 25th Year
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WRITE FOR CATALOGUE

OUR SCHOOL YEAR BEGINS SEPTEMBER 4 Give that Young Man a Chance

(Taken May 1, 1911)

Above is presented a bunch who are taking advantage of
the opportunities at Bradley. Taken in the Athletic Field
in front of Horology Hall.

ADDRESS POSTAL CARD

HOROLOGICAL - Dept. K. - PEORIA, ILL.
FOR OUR LATEST CATALOG

IAT E are now very nicely located at 5 and 7 Maiden Lane and we will give your orders the very best attention. We are pre-
pared to give you better goods for the same money or the same goods for less money. Give us a trial and we will prove it.

A,.
in Price 
.other Reduction IMPROVED "ILIKIT 79 SANITARY ORSHELL GUARDS

In Gold and Gold Filled Mountings and With Rim or Frames.

SPECIAL °PFEIL-One sample set of gold-filled 12 " Ilikit" mountings, etched on
lenses, in neat velvet-lined case for fitting, $7.50 net. Per. Doz. Per Pr.
Gold Filled Rimless 1/10-12 IC.   $ 6.60 $ .60
Gold Filled 12 K. 1/10 ILI K IT Shell Guards   6.60 .60
A LUMNO I LI KIT Sanitary Guards 3.50 .45
Gold Filled Rimless 1/30-12 K.  5.00
Solid 10 K. Gold, Rimless   15.00 1.40

When one dozen or more are purchased at one tune we allow 10 per cent. off for cash.
Reisner's Improved Lens Measure at   Net, 83.00 each

Don't Buy a Trial Case Until You See the

AUDEMAIR 10 PeriCorenaiscount

Send for Our Complete Catalogue of Other Styles
THE ACME OF PERFECTION, FROM $10 to $89
Over Twelve Thousand (12,000) Satisfied Owners of
the Audemair 'rove our Claim for the World Renowned
Trial Case.
For office, in 'Ai and Leather, also Traveling, with
divisions for S Yck and Lenses, we offer a Trial Case
known as the Special. See descriptions and contents.

AUDEMAIR $10.00 to
$89.00

Special discount of 104 unless otherwise stated.
Send or our Complete Catalogue of 01 her Styles.

They Say "NONE BETTER MADE."
Lenses in Alumno test rings, 1-!'l:2 inches in diameter.
Convex Polished. Concave Gold Plated.
No. 1052. Trial Case, oak or traveling, $60.00
List. Contents : 35 pairs each Convex and Con-
cave Spheres ; 20 ',airs each Convex and Con-
cave Cylinders; 10 Prisms; 12 Discs and Lenses.
No, 1941. Three-Cell and No. 942 'rrial Frames.

SPECIAL If you order soon we will furnish you a fine Zylonite Shell Large hoeuu Eye Spectacle,
straight or half-riding bow, for $7.50 a dozen Net, and the same in Eyeglass, from $8 to

$12, according to the style. SPECIAL REDUCTION in Polished Aluminum Spectacle and Eyeglass Cases.

INTERf.'HANGEABLE EXTRA WHITE
Per dozen.

1st Q1111. 2t1 Quad
'tilde Convex, 1 eye . . $ .91 $ .77

Periscopic Convex, 1 eye, 1.27 .91
l'eriscopie Convex, 0 eye, 1.33 1.00
Periscopic Convex, 00 eye, 1.47 1.1 2

SKELETON OR RIMLESS
Periscopic Convex, 1st Quail( y.

0 Eye 2-hole. 3-hole. 4-hole.
00 Eve 1 $1.54 $1.61 $ 1.(tS or doz.

Periscopic Convex, 2d Quality.

0 Eye f 2-hole. 3-hole. 4-hole.
00 Eye .1 $1.19 $1.26 $1.33 per dozen

Cemented Bifocals, 1st Quality,
" Interchangeable."

1 Eye, 0 Eye, 0) Eye,
$3.00 $3.10 $3.211 per dozen

All prices quoted on lenses from 0.12 to 4.25.
Usual all,alIVO on strong numbers.
Where lila 11therwise stated, we will allow

ossli ti !seen itr 10 per cent.

Work. Kryptoks and Stevens Quality, 6 Cash Only : Agents for Stevens & Co., Inc..
Gold Filled Goods at Factory Prices.

GOLD FILLED
SPECTACLES

No. 1, 0, 00 Eye

Made by the IMPROVED

METHOD

EXTRA FINISH

WELL TEMPERED

HIGHLY LUSTERED

V5525. 12 K., 1-10 Erames,Velvet Tip Cable Temples  ler dozen, $7.50
5524. 12 K., 1-10 Riding Bow . . . Frames   

' 

5525. 12 K., 1-10 Riding Bow Cable " II II

1564. 10 K., 1-10 Riding Bow
1565. 10 K., 1-10 Riding Bow Cable "
5354. 10 K., 1-30 Riding Bow IS

5355. 10 K., 1-00 Riding Bow Cable " 

" 5.4 0

1.25

. tI 

QUALITY GUARANTEED, same as BILL ED

(71.:1)::

5.4 0

Gold and Gold Filled Riding Bow Mountings her doz.
1194 10 K., Gold, Riding Bow Mountings . . $21.75

115594 1-10 12 K., !tiding Bow Mount i rigs   85.60; Cable, 6.75
1594 1-10 10 K., !tiding Bow hlount ings   5.40: Cable, 6.60
5194 1-30 10 K., Riding Bow Mountings   4.20: Cable, 5.20

SPENCER OPTICAL COMPANY, 5-7 Maiden Lane,(Near Broadway NEW YORK
NEW CATALOGUE No. 17 CAN BE HAD FOR THE ASKING MANUFACTURING AND IMPORTING OPTICIANS
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Ask the Service Bureau
About Your Individual Sfiecific Watclt Refiairing Diffoulties

THIS letter, which is one of many thousands,
clearly demonstrates what we mean by Personal Service rendered

by our Service Bureau.

DEAR SIR:—Replying to your several inquiries of the 27th ult.
r — What is the proper test to discover magnetism in a watch?

The small toy compass, about one-third inch in diameter is the handiest instrument
for the repairer's use for the purpose of detecting magnetism in watches, Place the
compass directly over the balance. allow it to rest on the cock dome. When the
balance is in motion, the needle of the compass will oscillate in unison with the
balance, if the watch is magnetized. If not magnetized, the sieedle will not be disturbed
by the oscillations of the balance. A compass with long needle can be used to test
single pieces; if any piece of steel is polarixed, the needle will repel one end and
attract the other : like repels like ; opposites attract. Any unmagnetized piece of
steel will attract either or both poles of compass.

2 — Are Elgin balance wheels poised with or ewithout collect on?
Elgin balances are poised without collect.

3 — I, it practical to poise hair spring, and how is it done?
There is a theory that hairsprings have a poising error in motion, which may be
overcome by attaching little V-shaped weights to the coils, but it is rather a fine
spun theory and of doubtful utility, also the errors are very difficult to determine.
What will seemingly cure the apparent evil in one hairspring, has no effect on another.

— I, a slight pining of balance or other ends/ones every detrimental to
a good rate in an adjusted watch ?
A safe rule is to change all endstones which are pitted, but we have seen watches
with good rates where both emIstones were pitted slightly. Better refinish or
change them.

5 — In what particular way (except increase of friction) do badly pitted
endstones affect the watch ?
A badly pitted endstone usually charges the balance pivot. causing the pivot to cut,
in turn, the whole jewel, destroying the fork and roller adjustment and consequently
the conditions necessary to timekeeping.

6 — In what order do you adjust?—i. e. which is the first and follow-
ing and last adjustments to be applied?
Adjusting includes temperature adjusting, also position adjusting. We first adjust
them to temperature, after which they are adjusted to position, If any radical
changes are made in process of position adjusting, they are re-tested in temperature.

7 — Is there any practical difference in the performance of a balance
which is perfectly true and perfectly poised; and one which is
slightly untrue and perfectly poised? Its other words, can
slight errors in truth be corrected by poising ?
A balance slightly imperfect in truth. may perform well if perfectly poised. A
balance perfectly true but out of poise, is very liable to make trouble. A balance
is seldosn true except at the temperature at which it was trued.

Yours very truly,

ELGIN NATIONAL WATCH CO.
Service Bureau

THE Service Bureau in preparing the above
reply galled in for consultation our master-
watchmaker—thirty-five years in factory ser-

vice, two finishers with twenty and thirty years'
service, one balance truer—twenty-five years
experience—in all one hundred and ten years of
experience and skill were brought to bear on this
watchmaker's questions.

This is the kind of personal attention your
questions will receive, Mr. Watchmaker, when
you write to the Service Bureau. Exact know-
ledge, ripe experience, years of personal study
will be focussed on the solution of your problems.

THE replies of the Service Bureau are not
dug from the dry-as-dust volumes of a for-
gotten age of watchmaking—the answers to

your questions will come from men whose minds
and hands have dealt for years with the things
you ask about.

Personal Service is what the Service Bureau
offers at no cost whatsoever to the jeweler.

In addition to this personal rendered service,
we are about to issue a series of bulletins, on
subjects about which the watchmakers in general
desire definite questions answered.

BulletinsWill Be Ready in a SkortTime

WE are sure that with careful perusal of these bulletins together with the timely help
our Service Bureau will render, your watchmaker will soon be an expert.
If he is an expert now, this kind of service will sharpen his experience and verify it.

If he is a young and ambitious workman, here is the very thing he needs, definite, practical
suggestions in the details of watchmaking, furnished by our factory experts, attested and
guaranteed by many years of successful experience.

If you have not already sent in your name to the Service Bureau, please do so at once.

Our appeal is timely because we do not want you to miss the first Bulletins which
will be ready in a very short time.

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS
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but yet is an
Xcellent Staple.
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ELGIN NATIONAL WATCH CO.

ELGIN, ILLINOIS

Dear Sir:
Please register my name as entitled to

the privileges of consultation with your Ser-
vice Bureau.

It is understood that no charge is to be
made for this service.
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If employed give name of firm.
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Ask Your
Jobber for

These Goods

THE H. F. BARROWS COMPANY
FACTORY AND HEAD OFFICE:

NEW YORK OFFICE:
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Ask tile Service Bureau
About Your Individual Sfiecific Watch Refiairing Diffculties

THIS letter, which is one of many thousands,
clearly demonstrates what we mean by Personal Service rendered

by our Service Bureau.

DEAR SIR: —Replying to your several inquiries of the 27th ult.

— What is the proper test to discover magnetism in a watch?
The small toy compass, about one-third inch in diameter Is the handiest instrument
for the repairer's use for the purpose of detecting magnetism in watches, Place the
compass directly over the balance. allow it to rest on the cock dome. When the
balance is in motion, the needle of the compass will oscillate In unison with the
balance, if the watch is magnetized. If not magnetized, the needle will not be disturbed
by the oscillations of the balance. A compass with long needle can be used to test
single pieces: If any piece of steel is polarized. the needle will repel one end and
attract the other: like repels like t opposites attract. Any unmagnetized piece of
steel will attract either or both poles of compass.

-- Are Elgin balance wheels poised with or without collect on ?
Elgin balances are poised without collect.

? — Is it practical to poise hair spring, and how is it done?
There is a theory that hairsprings have a poising error in motion, which may be
overcome by attaching little V-shaped weights to the coils, but it Is rather a fine
spun theory and of doubtful utility, also the errors are very difficult to determine,
What will seemingly cure the apparent evil in one hairspring. has no effect on another,

— h a slight pitting of balance or other endstones very detrimental to
a good rate in an adjusted watch?
A safe rule is to change all endstones which are pitted, but we have seen watches
with good rates where both endstones were pitted slightly. Better refinish or
change them.

5 — In what particular way (except increase of friction) do badly pitted
endstones affect the watch ?
A badly pitted endstone usually charges the balance pivot, causing the pivot to cut,
in turn, the whole jewel, destroying the fork and roller adjustment and consequently
the conditions necessary to timekeeping.

6 — In what order do you adjust ?—i. e. which is the /rot and follow-
ing and last adjustments to be applied?
Adjusting includes temperature adjusting, also position adjusting. We first adjust
them to temperature, after which they are adjusted to position, If any radical
changes are made in process of position adjusting, they are re-tested in temperature.

7 — Is there any practical difference in the performance of a balance
which is perfectly true and perfectly poised; and one which is
slightly untrue and perfectly poised? In other words, can
slight errors in truth be corrected by poising?
A balance slightly imperfect in truth. may perform well if perfectly poised. A
balance perfectly true but out of poise, is very liable to make trouble. A balance
is seldom true except at the temperature at which it was trued.

Yours very truly,

ELGIN NATIONAL WATCH CO.
Service Bureau

THE Service Bureau in preparing the above
reply called in for consultation our master-
watchmaker—thirty-five years in factory ser-

vice, two finishers with twenty and thirty years'
service, one balance truer—twenty-five years
experience—in all one hundred and ten years of
experience and skill were brought to bear on this
watchmaker's questions.

This is the kind of personal attention your
questions will receive, Mr. Watchmaker, when
you write to the Service Bureau. Exact know-
ledge, ripe experience, years of personal study
will be focussed on the solution of your problems.

THE replies of the Service Bureau are not
dug from the dry-as-dust volumes of a for-
gotten age of watchmaking—the answers to

your questions will come from men whose minds
and hands have dealt for years with the things
you ask about.

Personal Service is what the Service Bureau
offers at no cost whatsoever to the jeweler.

In addition to this personal rendered service,
we are about to issue a series of bulletins, on
subjects about which the watchmakers in general
desire definite questions answered.

BulietinsWill Be Ready in a Short Time

WE are sure that with careful perusal of these bulletins together with the timely help
our Service Bureau will render, your watchmaker will soon be an expert.
If he is an expert now, this kind of service will sharpen his experience and verify it.

If he is a young and ambitious workman, here is the very thing he needs, definite, practical
suggestions in the details of watchmaking, furnished by our factory experts, attested and
guaranteed by many years of successful experience.

If you have not already sent in your name to the Service Bureau, please do so at once.

Our appeal is timely because we do not want you to miss the first Bulletins which
will be ready in a very short time.

ELGIN NATIONAL WATCH COMPANY
ELGIN, ILLINOIS
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ELGIN NATIONAL WATCH CO.
ELGIN, ILLINOIS

Dear Sir:
Please register my name as entitled to

the privileges of consultation with your Ser-
vice Bureau.

It is understood that no charge is to be
made for this service.

Name 

Address 

City 

If employed give name of firrn.
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ONE OF OUR NEW PATTERNS.
No. 3012.
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THE BAGS YOU WILL
EVENTUALLY BUY

SAMPLES SENT
OF

THE INMAN
"JOINTLESS" PATENT LINK

MESH BAGS
But only to Reputable Jewelers.

This patent mesh link has revolution-
ized the mesh bag business.

So constructed that they simply cannot
pull apart. A stronger, smoother mesh
than the soldered ring, and at an inter-
esting price; much lower than soldered
ring mesh.

Not necessary to line this bag.

Chains come in any style.

A large variety of patterns in Sterling
and German Silver.

Address Department K
when writing in

J. T. Inman 6 Co. Inc.
ATTLEBORO MASSACHUSETTS
Manufacturers of Sterling Silver

Jewelry and Novelties

NEW YORK—Jewelers' Bldg., 9 Maiden Lane

THE Allison line
this trip out will

be the most up-to-date
thing ever shown to
the wholesale trade.

Makers of Durable Jewelry

Attleboro •• •• Massachusetts

I 1 79

G. L. P. CO.
G. L. P. Co., the Manufacturer Whose Goods Have Created
Absolute Confidence with the Entire Jewelry Industry

To Further Protect the Trade, so there is no chance of
purchasing other makes of jewelry, because they
are on the G. L. P. Co.'s cards, we stamp every
piece of goods made by us G. L. P. Co.

This is the Strongest Guarantee Possible, in safeguarding
the interest of all the jewelry trade.

Thoroughly Appreciating the Immense Demand there is for
goods made by G. L. P. Co. has decided us in
putting onto the market for the fall trade a line
of Solid Gold Front, and Gold-Filled Jewelry
that will surely be to the interest of every retail
jeweler, insisting on their jobber showing them
these new goods.

It is a Conceded Fact, t. 11e retail jewelers who buy the G. L. P.
Co.'s goods from their jobbers make for themselves satisfied
customers.

GEO. L. PAINE CO.
New York Office, 9 Maiden Lane

Main Office
and Works, North Attleboro Mass.
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L]at Pins! SMALL, DAINTY,NOBBY DESIGNS
Is the call for the Summer Trade

The exercise of woman's prerogative—that of changing her mind
—is what fluctuates the market demand.
The summer trade will demand small, dainty, nobby designs in
HAT PINS. Just the delicate finish to the hat to properly hold
it in place and at the same time act as an adornment.
As usual, Heller has created some unusual designs, distinctly
individualistic of his workshop.
This reproduction but portrays a few — a very few—of a most
extensive variety. An inspection of the rest is yours for the asking.
The Whitestone effects are very touching and appealing, and will
surely create trade.
These new Hat Pins come entirely of best imported brilliant
Whitestones. We will likewise furnish designs interspersed with
either Olivine, Rose, or Sapphire. Just as your particular trade
dictates. Ask us to send you a selection!

Send for Pamphlet, Descriptive of Heller's
White Stone Goods. It's a Business Builder.

Our men are now out.
They will be glad to

show this design,

together with eighteen
other patterns of

The majority can easily
be retailed for $5.00 and
net a good profit.

WHITE STONE JOSEPH W. HELLER ANUFACTURINGCO.• JEWELERS

129 EDDY STREET .*. PROVIDENCE, RHODE ISLAND

In addition we make to
go with these sets

Military, Cloth
and Hat. Brushes,
Whisk Brooms
and a complete line of

Manicure Articles

The New "Marathon"
The latest BRACELET on the market.
Comes in two widths. Stone set,
counter-sunk. All colors, either three,
four or five Stones. Comes either
plain, polished, Roman or old English
finish. Carried by all JOBBERS. Ask
to see THIS BRACELET.

No. 4265
Mirror

ILLUSTRATIONS

FULL SIZE

DON'T NEGLECT TO SEE OUR LINE

OF TRAVELERS' COMBINATIONS

•

Main Office:
Attleboro, Mass.

-

Sold Through Jobbers Only

New York Office:
9 Maiden Lane

BRISTOL SILVER
is a fine white metal resembling
sterling silver and not easily dented
—the only real substitute for sterling. No. 4260

Comb

BRISTOL JEWELRY CO. Attleboro Massachusetts
SILVERSMITHS AND MAKERS OF STERLING PLATED 

WARE, LEATHER FOBS, MESH BAGS, NOVELTIES, ETC.
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COAT • C
TO house can offer you a more complete line.
Nor a better line; possibly not as good.
We make them in all the best. and latest style of finishes,Gold-filled, Platinum, Sterling Silver, and Gold Effects.
The button designs are swell and attractive, Engine-Turned,Beaded Edge, Plain, Plain Pearl, and Pearl Button Effects.
The links in Curb, Rope, and all the newest French effectswill surely make them sell.
Every chain is hand-soldered and made with exacting care.

Waldemar
Vest Chains
Dickens
Ponies

OUR RESUME:
Patent Bracele's
Coat Chains
Fobs
Bracelets
La Vallieres

Festoons
Guards
Operas
Scarf Pins

Write us for our FREE special offer.
We will give you absolutely FREE an easel-back silent salesman DISPLAY PAD.This can be had either with one dozen assorted Best Sellers or with one-halfdozen high-grade, artistic designs.
This DISPLAY PAD makes a strong silent appeal if placed in window or oncounter.
KEEP YOUR EYES ON THIS SPACE. IT WILL PAY YOU. 

HENRY LEDERER & BRO.,INC., PROVID15E0NCCHEESTNUT RHODE
 STREET 
ISLAND 

NEW YORK OFFICE, 6 MAIDEN LANEMAKERS OF HIGH - GRADE GOLD - FILLED AND STERLING SILVER CHAINS, BRACELETS, AND NOVELTIESSend for our booklet on HL Jewelry. It's full of FACTS. Goods stamped HL are live sellers

OUR LINE

LOCKET

TRADE-
MARK

THE LINE OF QUALITY

No. 4423 Ask your Jobber for the Colonial Dame Bracelet
It's NEW—BEAUTIFUL—A WORK OF ART. Made in four widths-3-80, 1-2", 5-8", 3-4" 

LOCKETS
BRACELETS
FOBS

BLISS BROTHERS COMPANY
HEYWORTH BUILDING

CHICAGO. ILL.

ATTLEBORO, MASSACHUSETTS
SILVERSMITHS BUILDING

NEW YORK CITY
CHRONICLE BUILDING
SAN FRANCISCO, CAL.

CHARMS
SCARF PINS
BUTTONS

I I S3
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1610
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HARK
To the Jewelry Trade in General

Gentlemen: — I want your
support in crushing out one
of the most detestable evils
which exist to-day in the
jewelry industry. Namely, the
false stamping of goods by
unscrupulous manufacturers,
or in other words, pirating the truth for the sole pur-
pose of personal gain which not only deceives but robs
the innocent purchaser. These men properly come
under the Rooseveltian ban of being "undesirable
citizens." State and Federal Laws are sufficient to
protect dealers from such dishonest methods. This is
just the beginning of a campaign which will be an eye-
opener to many dealers who believe they have been
buying one-tenth chains. Fair-minded manufacturers
do not object to honest competition. These men are
going to quit this robber's scheme and it will be the
business of the Federal authorities to look after them.
Anyone who has knowingly violated the law which went into effect on the 13th
day of June, 1907, forbidding the false stamping of gold, silver or plated goods,
is a self-convicted criminal. [I wonder what St. Peter will have to say to some
of these high-grade imbeciles.]

r   nil
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Buy Bigney's reliable" MIRROR FINISH " 11
Chains and you will get your money's worth
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SEND FOR ONE OF OUR VELVET GOLD EMBOSSED BANNERS
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Look for

PR-ST-CO
Stamped on Spring Rings
and Swivel of all Chains

SOLD THROUGH
JOBBERS ONLY

COAT CHAINS THE VERY LATEST
r'C'OrrrIC'GrY i•OVC:7917fyilW1W7079(77r1VM"ro<TOCVIVYAI,.„

ltotNCE STOCK CO0\1 FACTORY AND MAIN OFFICE

100 STEWART STREET, PROVIDENCE, R. I. 1111'4441k.
CHAINS AND BRACELETS

Look for

PR-ST-CO
Stamped on Swivel of

Coat Chains, etc.

SOLD THROUGH
JOBBERS ONLY

NOTE THE GUARD

Look for "---+ Trade-Mark

iii& -.PAToregzsonji

All of our goods are made from a SPECIAL PROCESS—HARD FINISH –
WEAR RESISTANCE HIGH-GRADE GOLD-FILLED STOCK.
Our itinerary includes Fobs, Bracelets, Neck, Lorgnette and Vest Chains
in HIGH-GRADE GOLD-FILLED.
In SOLID GOLD we make Neck, Lorgnette and Vest Chains, Scarf Pins,
Pendants, and LaVallieres.
Ask your jobber to take you on a TRIP through our line.

11 Maided Lane, NEW YORK
SAMPLE OFFICES [ 131 Wabash Avenue, CHICAGO

45 Kearney Street, SAN FRANCISCO, CAL.

lc) 1::715-FER 25 On ,41-

STERLING SILVER RINGS
 TO RETAIL 25 CENTS AND UP 

EIGHTEEN GOOD SELLING DESIGNS FROM A VERY EXTENSIVE LINE
4tqOt

iJ
i)?

I

8108 8 07 8132 8120 8138 8141 8106 8123 8136

8115 8109 8117 8146 8133 8145 8161 . 8150 8139

Since their first introduction these rings have had a most remarkable sale. The material and workmanship are the finest possible to offer.

SAMPLES SENT ON APPLICATION. May we send you a selection?

Makers of Gold Shell and Sterling Silver RingsRhode Island Ring Company PROVIDENCE, RHODE ISLAND

,■111■1/
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DESIRE TO ANNOUNCE THEIR SUCCESSION TO

41 The personnel will remain the same and the progressive methods that have won a rep
utation for this company as

being ORIGINATORS in the past will be maintained 
with greater efforts from now on. j Our past success has been

due to our ability to get up ORIGINAL designs in 
Ladies' Jewelry and the frequency with which we have been able

to offer them to the JOBBING TRADE. 41 Our factory is constantly turning out good, saleable, profitable designs
EVERY MONTH. 41 Any responsible retail jeweler can secure an inspection of our line by asking any live, pro-
gressive JOBBER TO SHOW same. 1 Our trade mark (C-B Co.) is stamped on 

every article and GUARANTEES

its QUALITY. Take no substitutes. Insist on goods bearing this Stamp. If your JOBBER does not 
handle our line

we will refer you to one who does.

tl• r" .•-•••• . • e), • •.,'€$

3566

3567 '
5-q-32

SCARF PINS
BROOCHES
JABOT PINS

SASH PINS
BRACELETS

TRADE

Ask to see our line of Cameos in real CORAL and CORNELIAN 
SHELL.

They're leaders every one. Surpasses anything that has ever been 
shown.

Place your orders NOW ! Order by Number.

WHOLESALE TRADE ONLY

MARK

THE
CATLOW-BARTON CO.

FACTORY NEW YORK OFFICE

PROVIDENCE, R. I. LOUIS ADELS - Manager
35 MAIDEN LANE

LAVALLIERES
LOCKETS

PENDANTS

COAT CHAINS
INDESTRUCTIBLE

MESH BAGS

TRADE

MARK
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JOBBERS ONLY

E. L. LOGEE & COMPANY
Emblem Manufacturers

235 Eddy Street, PROVIDENCE, R. I.
New York Office 65 Nassau St. Chicago Office 1203 Heyworth IlIdg.

— l 1=1

Something New in Ladies' Fobs
  Never Shown Before  

The designs are innumerable and out of the usual run. Made of finest Calf-
skin Leather in all the most popular shadings, Tan, Black, Red, Bronze, etc.
Sell at fifty cents and one dollar and leave a very handsome margin of profit.

Trade Supplied with Unmounted Fobs, Straps and Buckles

H. J. COLLIS MFG. CO., Fob Specialists,Taunton, Mass.

Coat Chains and Fobs

L

In either Aluminum, Coldoin, or White Metal. Coat Chains come only in the two11.1.latter grades. Either engraved or plain, as desired. Sell at a price that producesbusiness. -I'Vlay we not send you a sample FREE, and descriptive photographs of thisline? We make Rings Brooches, Stick Pins Lockets, Shirt Waist Sets, Baby andBeauty Pins, Fobs, Neel, Belt, Hat, and Dutch Collar Pins, etc., in Roman or SilverFinish. These goods are furnished plain or engraved, as desired.
Write and ask us for Illustrations, Prices and Samples, FREE

ENTERPRISE JEWELRY CO.
ATTLEBORO Box 653 MASSACHUSETTS

Ij

Better Quality

Clark's Loop
Watch Keys 
Send Us Your Name and we
will tell you what place they
fill in your particular
business.

THROUGH JOBBERS
Better Workmanship Better Price

A. N. CLARK & SON .*. Plainville, Conn.
0

ASK FOR QUOTATIONS

FRATERNITY
an

CLASS PINS
Cl We devote our energies towards
making these goods.
q 10 and 14 Karat and Special to
order.
q Let us estimate and create de-
signs for your college trade.
q Located right in a college city — We know HOW—
WILLIAM L. PANIKOFF MANUFACTURING    

JEWELER 
  

828 CHAPEL STREET NEW HAVEN, CONNECTICUT

I IS7

"PERFECTION"

The Link that Has Taken
the Country by Storm

SEND
FOR FREE SAMPLE P 

We have added a most extensive
number of designs to our line of
Double Post, Expansion Lever, Cuff
Links. 1 Designs that are snappy,
catchy, and that will sell. J This
link is tor soft or stiff cuffs. j Place
a few in stock and create sales. j It
costs you nothing to have a pair of
these links to "try out.

Winthrop Mfg. Company
Manufacturing Jewelers

ATTLEBORO - MASS.
NEW YORK OFFICE
15 Maiden Lane, Room 1609

SOLD THROUGH JOBBERS ONLY ot

OPEN

ummui

CLOSED

u\u

TOP VIEW
SHOWING
LINK CLOSED

••••••:':

JUST A
SLIGHT
PRESSURE
OF THE
THUMB
AND THE
LINK IS
READY TO
BE INSERTED
IN THE CUFF

The Godetia
Another of our quickest selling patterns.
A most graceful and appealing design,
applied to goods of the finest finish.
Sterling 925-1000 fine. This design will
be just as popular this year and offers an
opportunity to make a handsome profit
at the least expenditure of effort. The
goods fairly sell themselves. This design
in a variety of articles as well as many new
patterns made especially for the holiday
trade this year will be shown in our new
Fall 1911 Catalog. Send us your name
that we may send you one.

William Bens Co.
PROVIDENCE . • . RHODE ISLAND

1190 Brush, Comb and Mirror in case

STERLING

Trade-Mark

 BRANCHES AT 
NEW YORK 396 Broadway
CHICAGO   The Wellington
DETROIT   The Cadillac
SAN FRANCISCO . Jewelers' Building
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FREE
FOR YOU

PATENT PENDING. ON BUTTON BACK

This Beautiful

Special Display Card
printed and embossed in colors will be
sent you FREE. It will help stimulate
your Emblematic Coat Chain business.
A postal will bring it.

Irons & Russell Co.
Manufacturers of Emblems
Three Complete Stocks

MAIN OFFICE AND FACTORY:

95 Chestnut St., Providence, R. I.
CHICAGO OFFICE: . . 131 WABASH AVENUE
NEW YORK OFFICE: . . . 11 MAIDEN LANE

 1
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By Hand _  
,1or  With t.,v. t, - : .t.' , .---_-_-_-,,,,

Steel Balls -.-_=d
/Iiii
" .7. 1`'

141 Many pieces of jewelry can be burnished
with Abbott's Steel Balls, cheaper, better and
quicker than by hand. 411 Burnishing with steel
balls takes away nothing and leaves the gold
harder and more firmly adhered to the base
metal. lif The finish is of the highest order.
41r No matter what grade, 1-60, 1-40, 1-30 or
better, it will harden all equally alike.
1:11 Abbott's Steel Balls are the cheapest steel
balls on the market.

Write us for further information

The Abbott Ball Company
1-21 HICKS STREET

HARTFORD :-: CONNECTICUT

THE CLOCK THAT RUNS ITSELF.

The Imperial Electric Clock,
Is a Modern Time Piece.

No. IS. List, $36.00

Length, 41 inches
Width, 17 "
Dial, 12 "

The Imperial Clock requires no wind-
ing. It is operated by Dry Cell
Batteries which last from 12 to 30
months and can be replaced at an
expense of 50 cents.

The Imperial Clock is made in a
simple, substantial manner, without
springs or complicated mechanism to
get out of order ; A clock that the
Jeweler can recommend and on which
he can make a handsome profit.

The Design and Finish of the Cases
make them pleasing to look upon,
while the workmanship and material
are a guarantee of satisfactory service.

Golden Oak or Birch-Mahogany Finish

AT PRICES
Ranging from

$15.00 to $75.00 List

GET OUR CATALOGUE AND PR ICES

Imperial Clock Company, St. Louis, U. S. A.
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NEW VOR I"

ROOM 1907

15 MAIDEN LANE

SAN FRANCISCO

ROOM 413

704 MARKET ST.

0 N July Twenty-second we close down until August Seventh for
our Annual Vacation. Everything will be locked tight—factory,

office and all. Not a wheel will turn, not a typewriter key click,

nor any orders filled during that time. We are all going fishing.

But while we are fishing for recreation, preparatory to our strenuous

fall business, we will still keep up our popular magazine advertising—

fishing for business for you this fall and even right now.

Our FLEUR-DE-LIS trade mark will be given the widest publicity

and it's up to you to decide whether you want some of this business we

are pushing your way. For instance, our Midget Bracelet is being adver-

tised. It's the one thing thousands of mothers will ask YOU about.

Are you going to be found wanting? Write for our FREE SPECIAL

offer on this. MORE LATER!

FACTORY

ATTLE BORO
MASS.

CHICAGO

irmit ROOM 1104
HEYWORTH BUILDING.

0



A 10K. LINE OF EMBLEM RINGS AT $7.00 LIST

• Aok-:.nit..t.'.--**044:.."..,'

Center Emblems, raised and enameled in appropriate
colors—Handsomely finished—and a ring that any
jeweler can size.

ORDER THROUGH YOUR JOBBER—IF HE WILL NOT FURNISH—ORDER DIRECT OF

THE A. P. CRAFT CO., Indianapolis Ind.Makers of Emblem Rings and Special Jewelry

Quality—without style will not sell.
Style—without quality will not give satisfaction.
The BRYANT RINGS have both Style and Quality,

reputation as a Jeweler.
We guarantee every ring we ma/e.

The habit of always being busy throughout the
year.

Just now you need to liven up your summer
trade. It grows lax and stupid unless stimulated
and interested by some live proposition.
Dover's line of GOLD INLAID will make your

cash drawer effervesce. Don't you believe it?
Well, just get DOVER WISE. Just focus your
eyes on this reproduction. Doesn't it make you

long to see the rest of our line—the daintiest,
snappiest, prettiest line ever shown.
Hike to your nearest jobber and ask to see
DOVER'S IDEAS. Or have him hike to you.
Either way will suit us and you'll be pleased, we
know.

DOVER IDEAS SOLD ONLY THROUGH

YOUR JOBBER

EVERYTHING TO GAIN.
Years ago when a person had only one or two

pieces of jewelry they wanted only solid gold, but nowa-
days when it is so much a part of the dress, plated
jewelry is more popular than gold. People realize that
it is more economical to buy a nice piece of gold plated
jewelry than to buy an inexpensive piece of solid gold.
It is far better for you to sell a customer a gold plated
article that you can guarantee for five years than to sell
the same piece in solid gold that can't give satisfaction
on account of its being so light and so poorly made.

You can make no mistake in giving us your business
because we insure you against loss on the goods that
you buy of us. We do more than that—after you receive
your goods if they do not bear out our statements you
can return them at our expense.

Among our customers are some of the shrewdest,
most wide awake retailers in the country. We couldn't
sell to them unless we were able to prove the advantage
of buying Hussey guaranteed jewelry by mail straight
from the factory, and not even then if our jewelry wasn't
of the live wire variety.

You have everything to gain — lower cost prices,
quicker service, larger sales, bigger profits, and most
important of all, you get goods that are guaranteed
that are insured against everything but loss.

E. H. H. Smith Silver Co.
Bridgeport, Conn.

Manufacturers Sterling Effects
  GEO. W. DOVER, Sole Proprietor  

710 EDDY STREET :: PROVIDENCE, R. I.

Bourgeois Bros. Co.
131 Wabash Ave., Chicago, III.

Manufacturing Jewelers
PROVIDENCE - RHODE ISLAND.

Silversmiths Building
Nev York



LOCKETS ONLY

There's a
heart in every

Locket

Plat-Gold Plate 9581

Established
55

Years

Ask your JOBBER for our new "PLAT"
GOLD LOCKETS. The latest thing in

Platinum effects

Wightman & Hough Co.
Main Office and Factory .*. PROVIDENCE, R. I.

New York Office, 15 Maiden Lane

TIE CLIPS AND FOBS

Coat
Chains

Chain Fobs

Neck
Chains

Tie Clasps

Cuff Links

Hat Pins

Sash Pins

Stick Pins

Brooches

Bracelets

These fobs represent a very high grade of enamel work. All letters of the
alphabet supplied. g Tie clips in all designs, surely good sellers.

Write for information about our entire line.

A. E. ANDREWS CO
P. 0. Box 131

MANUFACTURING
• JEWELERS

Attleboro, Mass.

The Francesca
A BRACELET OF SUPERIOR MERIT

if Designed to meet the
keenest competition de-
spite how great this may
be. An enameled lined
extension bracelet, me-
chanically correct, made
from GOLD plate that is

Warranted to Stand
the Acid Test

A TRADE WINNER
for the JOBBER and
RETAILER. A profit
maker selling at a Price
That Produces Business.

SAMPLES SENT TO ANY JOBBER

Attleboro Manufacturing Co.
Attleboro : Massachusetts

WHEN WISHES
A TO

CUSTOMER SELL

You any lot or single piece of mounted diamond
jewelry—large or small—do not turn him down
absolutely, send the goods to me for a

SPOT CASH OFFER
and save all trouble and worry. I pay all express
charges and insure the goods in transit. I have
been in the business right here for 19 years,
and can give the very best references as to
responsibility on application. Offers and valua-
tions furnished promptly. See ad. on page 1286
of this issue.

Write for further information.

J. J. COHEN
1011 Chestnut St., PHILADELPHIA, PA.

Established 1891
Amsterdam, Tulpstraat 10 London, Audis), Hone, Ely Placa

SOLIDIGOLD-FRONT•JEWEIRY

Look for
Trade-Mark

"SG-'C"
on Every
Article

We have
endeavored
to set such
a high
standard for
SOLID
GOLD
FRONT
GOODS
that none
would
equal us—
none excel.

1193

Ask Your Jobber for Goods Stamped S &C
Look for

Trade-Mark

"SajC
lf

on Every
Article

We believe
our entire
line reflects
this ideal.
An
inspection
will reveal
whether
this is so.

IRA W. SMITH, Pacific Coast Agent
Broadway Central Building .. LOS ANGELES

., T

SMITH & CROSBY ATTLE-6AZY, MASS.

RIGHT

10 Karat
SOLID
GOLD

STOCK
DESIGNS
PRICES

THE BASSETT LINE WRITE US

GOLD-
FILLED

 A QUALITY LINE FOR QUALITY PEOPLE 

THE BASSETT JEWELRY CO. 93 Sabin Street, PROVIDENCE, R. I.
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Base Your Decision
on Past Experience

and join the ranks of those
satisfied and successful
merchants who sell our line of
Diamonds, Watches, Jewelry.

It combines that standard
of excellence and newness
in styles, with moderation
in cost, which will mean
increased business and profits
for you.

If our salesmen do not see you, 

drop us a card—it involves 

no obligation for you, and a 

look-over will be interesting 

and valuable. 

OUR 1912
CATALOG

T
HERE are no mis-
statements and no
mistakes in prices in

a Catalog sent out to the
trade by a responsible
house. A Catalog, in order
to be of any service must
be both accurate as to de-
scriptions and truthful as to
illustrations. Ours is.

You will find it indeed a
great book—a thing of
beauty — a joy forever.

It will keep you posted on
the trend of styles in every-
thing that the leading
Jewelers carry in stock. It
will enable you to buy right
the goods you want, when
you want them. And se-
lections made in this way
are sure to please. You will
not over-buy from a Cata-
log, and you cannot be
overcharged. Our goods
are guaranteed to be as
represented.

BALTIMORE, MD.

E..lat.SEW,SaLt -efiM)2 411t,

TO ADVERTISERS

The Argument of
Experience

The advertiser to the jewelry trade is
especially favored in that he has for his

guidance the advertising experience of the

most successful people in his line.

How have these people obtained the
results for which you are now striving?

What advertising medium is especially

associated with their career of success?

Take your own line, whatever it may

be, and jot down the leaders, then glance

through the advertising pages of this issue

of THE KEYSTONE and you will find

their announcements in it.

.4

If you look through the issues of eight,
twelve, sixteen or twenty years ago, you

will probably find their advertisements just

as well ; proving continuous satisfaction

and increased results from year to year.

Whatever your line may be, write
us and we will send you detailed informa-

tion along these lines.

THE KEYSTONE subscription list
covers almost the . entire trade, and its

specialty, as the exponent of good merchan-

dising, makes it appeal with special favor

to the better class of trade.

THE KEYSTONE has by far the largest
bona-fide circulation of any jewelry trade

paper published, which has been increasing

largely since the change from a monthly

to a semi-monthly was made. Detailed

information furnished on request.

1195
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Jewelry Display Fixtures

and Window Banks

The Illustration above shows one of the many combinations of window display that

can be effected by using Dennison's Window Banks, Display Blocks and Forms.

The Original of this Illustration, besides many other suggestions, can be seen at the

Dennison Exhibit
In Room D, Jefferson Hotel, Richmond, Va.

During the Convention of the American National

Retail Jewelers' Association, August 1st to 4th

We Extend a Cordial Invitation to all Visitors at this Convention to view this Exhibit

and to make the Dennison office, No. 1 1 24 Mutual Building, their headquarters. Representatives

of the Company will be present to greet all callers.

BOSTON
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New York Jeweler Convicted
Under Gold Stamping Law

Nathan Hebald Caught Selling Jewelry Marked

14 Karat When Degree of Fineness Proved

to Be But 11 Karat—First Conviction of Re-

tail Jeweler Under Gold Stamping Law.

New York, July 5, Tom—After nearly three

hours of taking testimony in Part V Court of the

Special Sessions, New York, on June 30th, the

first conviction of a retail jeweler under the New

York State Gold Stamping law (Section 431 of

the Penal Law) was obtained by the Jewelers'

Board of Trade, when Nathan Hebald, doing

business at 166 Bowery, was found guilty of

selling jewelry marked 14 karats fine which was

proved to he i i karats fine. He was sentenced to

a fine of $100 or imprisonment for thirty days.

He paid the fine.
Evidence was procured against Hebald by

Boris Kleban, who was employed by the Jewelers'

Board of Trade to obtain evidence on which to
prosecute cases under the New York State Gold
Law. He was complainant in this case. Assist-
ant District Attorney Stryker appeared as prose-
cutor and explained to the court the nature of the
complaint against the jeweler. Ile said that I le-
bald was charged with selling a bracelet which

was marked 14 karats, whereas the gold in the
bracelet assayed less by more than one karat than
the mark upon it.

Two Charges Made

There was also another charge made against
the defendant. that of the sale of a locket. These
two counts were tried simultaneously.

Boris Kleban, the first witness, testified that
on November 16, two, while acting as an agent
for the Jewelers' Board of Trade, that he went
to Hebald's store and purchased from him a
bracelet which was marked 14 karat, and which
the jeweler represented as containing that amount
of gold. He also testified that he had visited the
same jeweler on the previous day and that his
two purchases included a locket and bracelet,
both of which were represented to be made of
54 karat gold. He identified the bill which was
offered in evidence as the one obtained from Mr.
Hebald at the time the goods were delivered to
him, and when shown a piece of metal and asked
if it was a part of the locket which he had pur-
chased from the jewele rin question, he identified
it as such by a scratch mark which he had placed
upon it. He also identified another piece of metal
as a portion of the bracelet which he had pur-
chased, making the identification by the same
method, and testifying that the scratch mark he
had made was the letter "K." The snap on the
bracelet bore the mark "W. H., 54 K., wog," and
this snap he identified as a part of the bracelet
purchased of Mr. Hebald.
He said that after he had purchased the arti-

cles in question that he took them to the office
of R. W. Adams, at r5 Maiden Lane. From
there he went to the assay office at oo John street,
where the jewelry was delivered to Mr. Taylor
for assay. He stated emphatically that the jew-
elry was in the same condition when it was de-
livered at the assay office as it was at the time
he purchased it.

Kleban's Testimony

Kleban testified that when he became an agent
for the Jewelers' Board of Trade he was in-
structed to get evidence against anybody who
made jewelry which did not comply with the re-

quirements of the law. He was questioned closely
regarding his visit to the Hebald store at the
time he made the purchase and his subsequent
call there about two weeks later.
His testimony regarding his second visit was

to the effect that while he was passing the store
Hebald called him in and told him that his child
was very sick, and that he had a lot of trouble,
and asked him if he would not be easy regard-
ing the evidence against him. He then went on
to testify regarding an alleged conversation be-
tween himself and Attorney Spielberg, and
claimed that the attorney offered $roo for every
case under the stamping law he could bring here.
This, he said offended him greatly, and that he
reported the matter to Mr. Adams. Before the
cross-examination closed, he testified that he had
visited the attorney at four different times, and
had been offered money to "throw" the case. It
was brought out that he had not told Assistant
District Attorney Stryker about his visits.

Assayer Tells What He Found

After several witnesses were called coroborat-
ing statements regarding his purchases
from and visits to the store of Hebald, Mr. Tay-
lor. an assayer. took the stand. and he also cor-
roborated the testimony of Mr. Kleban by stating
that the jewelry in question was delivered to him
as before stated. He testified that the bracelet
assayed 11.5 !carats, and he produced in court
pieces of metal which he testified were parts or
the bracelet given him to assay. He stated that
he made the assay himself, and that the pieces
of metal had been in his possession until pro-
duced in court. T-Te also identified the exhibits in
the case as parts of the articles brought to him
for assay and stated that the locket assayed r1.6
karats.
Mr. Spielberg. appearing for the defendant,

moved to dismiss the charge on the ground that
sufficient evidence had not been produced upon
which a conviction could be based. The motion
was denied.

Hebald Defense

Nathan Hebald, the defendant in the case, was
then placed upon the stand to testify in his own
behalf. He admitted that Kleban had purchased
from him a bracelet and locket. 1-Te said that Ile
did not know Kleban, and that he had never
heard of him previous to the time Ile became
implicated in the case in question. He told the
court that he had purchased the jewelry and was
of the belief that it was of T4 karat fineness at
the time he purchased it, and that he had sold
it as of that fineness after he had made the acid
test on it. Shown the exhibits in the case, he
said he could not identify the jewelry as that
purchased from him and pleaded innocence of
any attempt to defraud.
Another assayer was called and testified that

the karat fineness of jewelry could be determined
to within one-half of one karat by the acid, stone
and needle test, and he made a test on a piece of
the bracelet in open court and pronounced it of
12 karat fineness.
Attorney Spielberg, in summing up his case for

the defense, attacked the testimony of Kleban
regarding the alleged bribe, and emphatically de-
nied that any such offer had ever been made.
Tie said that the story was untrue and that a wit-
ness who would falsify regarding one part of
his testimony could not be believed regarding any
portion of it. He insisted that Hebald had al-
ways conducted his business in an honorable and
upright way, and that anv infraction of the law
was unintentional and unavoidable on his part.
Ile claimed that probably after Klehan had pur-
chased the articles in question that he might have
substituted other jewelry and that therefore the
jewelry delivered to Mr. Taylor had not been
shown to be the jewelry purchased from Mr.
Hebald.
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Three Jewelry Firms Suffer
Fire Loss in Plainville

Robinson Bros., The H. A. Gardner Co. and

Schofield, Melcher & Schofield Damaged to

the Approximate Total Loss of $75,000----

Factory Erected Over One Hundred Years.

Plainville, July 15, Tot T.—A jv (dry
factory ovt.,r un; hundred y,.ars old was burned
nearly to the ground and three jewelry concerns
were seriously damaged in a disastrous fire which
occurred on the morning of June 28th. The dam-
aged firms are: Robinson Brothers, H. A. Gard-
ner Co., and Schofield, Melcher & Schofield. The
total loss caused by the fire approximates $75,000.
The origin of the fire is a mystery. It was

discovered about 1.30 by the watchman and had a
good start on the top floor. An alarm was
sounded and the Plainville fire department re-
sponded, but by the time they arrived little could
be done to save the building. Help was sum-
moned from North Attleboro and heroic measures

success.
etsaken to check the flames, but without muches 

The H. A. Gardner Co. was located on the top
floor and employed about sixty hands. Schofield.
Melcher & Schofield were located on the second
floor and employed about seventy hands. The
lirm of Robinson Bros. was located on the first
floor. The books and valuables of all three con-
cerns and considerable jewelry and stock were
saved as the office section of the building was
not seriously damaged.

Lack of Water Facilities

Lack of water facilities probably had a great
deal to do with the great start the fire received.
The Plainville firemen were equipped with an an-
tiquated hand-tub, but it could not cope with the
flames, as they were principally at the top of the
building. Tlic North Attleboro firemen did good

wIrorilicalipt.1 
of water WaS the most serious

hand 
In the rear of the factory was an dl occupied by

Thompson & Remington, but the flames were kept
from it by means of a number of men equipped
with pails. One of the spectacular sights of the
fire was the burning of the tower. As the flames
leaped high in the air and enveloped the tower
they gradually ate the timbers which held a bell.
A fter a time it crashed to the ground.

May Locate in Attleboro

The firms have already commenced plans for
locating in other places. An effort wil he made
to bring them to Attleboro. The firm of Robin-
son Brothers, makers of jewelry findings, is
owned by L. E. and E. L. Robinson, and had
been located in the building over twenty years.
The firm of Schofield, Melcher & Schofield is
managed by Woodbury Melcher and manufac-
tures bracelets and chains. H. A. Gardner Com-
pany is owned by H. A. Gardner, of Plainville,
and manufactures cheap lines.
During the fire two or three firemen were over-

come and several citizens who assisted felt the
effect of the strenuous work of getting out the
valuables, books and other property.
The matter of rebuilding the factory has not

been decided. It was owned by the Plainville
Land Co., organized over ioo years ago. The
factory was a landmark and had contained many
firms. It was located close to the factory of the
Plainville Stock Company, but the fire was suc-
cessfully kept from the latter building. Jewelers
feel that the fire will mean a serious blow to
Plainville, as the factory may not be rebuilt and
twiny residents of the flourishing little town will
have to seek employment in the Attleboros.
Plainville was set aside from Wrentham as a
town about four years ago and has been develop-
ing rapidly.
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Jewelry Display Fixtures

and Window Banks

The Illustration above shows one of the many combinations of window display that
can be effected by using Dennison's Window Banks, Display Blocks and Forms.
The Original of this Illustration, besides many other suggestions, can be seen at the

Dennison Exhibit
In Room D, Jefferson Hotel, Richmond, Va.

During the Convention of the American National

Retail Jewelers' Association, August 1st to 4th

We Extend a Cordial Invitation to all Visitors at this Convention to view this Exhibit

and to make the Dennison office, No. I 124 Mutual Building, their . headquarters. Representatives

of the Company will be present to greet all callers.
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New York Jeweler Convicted
Under Gold Stamping Law

Nathan Hebald Caught Selling Jewelry Marked
14 Karat When Degree of Fineness Proved
to Be But 11 Karat—First Conviction of Re-
tail Jeweler Under Gold Stamping Law.

New York, July 5, igii.—After nearly three
hours of taking testimony in Part V Court of the
Special Sessions, New York, on June 30th, the
first conviction of a retail jeweler under the New
York State Gold Stamping law (Section 431 of
the Penal Law) was obtained by the Jewelers'
Board of Trade, when Nathan Hebald, doing
business at 166 Bowery, was found guilty of
selling jewelry marked 14 karats fine which was
proved to be ix karats fine. He was sentenced to
a fine of $100 or imprisonment for thirty days.
He paid the fine.
Evidence was procured against Hebald by

Boris Kleban, who was employed by the Jewelers'
Board of Trade to obtain evidence on which to
prosecute cases under the New York State Gold
Law. He was complainant in this case. Assist-
ant District Attorney Stryker appeared as prose-
cutor and explained to the court the nature of the
complaint against the jeweler. He said that He-
bald was charged with selling a bracelet which
was marked 14 karats, whereas the gold in the
bracelet assayed less by more than one karat than
the mark upon it.

Two Charges Made

There was also another charge made against
the defendant, that of the sale of a locket. These
two counts were tried simultaneously.

Boris Kleban, the first witness, testified that
on November 16, 1910, while acting as an agent
for the Jewelers' Board of Trade, that he went
to Hebald's store and purchased from him a
bracelet which was marked 14 karat, and which
the jeweler represented as containing that amount
of gold. He also testified that he had visited the
same jeweler on the previous day and that his
two purchases included a locket and bracelet,
both of which were represented to be made of
14 karat gold. He identified the bill which was
offered in evidence as the one obtained from Mr.
Hebald at the time the goods were delivered to
him, and when shown a piece of metal and asked
if it was a part of the locket which he had pur-
chased from the jewele rin question, he identified
it as such by a scratch mark which he had placed
upon it. He also identified another piece of metal
as a portion of the bracelet which he had pur-
chased, making the identification by the same
method, and testifying that the scratch mark he
had made was the letter "K." The snap on the
bracelet bore the mark "W. H., 14 K., igog," and
this snap he identified as a part of the bracelet
purchased of Mr. Hebald.
He said that after he had purchased the arti-

cles in question that he took them to the office
of R. W. Adams, at is Maiden Lane. From
there he went to the assay office at co John street,
where the jewelry was delivered to Mr. Taylor
for assay. He stated emphatically that the jew-
elry was in the same condition when it was de-
livered at the assay office as it was at the time
he purchased it.

Kleban's Testimony

Kleban testified that when he became an agent
for the Jewelers' Board of Trade he was in-
structed to get evidence against anybody who
made jewelry which did not comply with the re-

quirements of the law. He was questioned closely
regarding his visit to the Hebald store at the
time he made the purchase and his subsequent
call there about two weeks later.
His testimony regarding his second visit was

to the effect that while he was passing the store
Hebald called him in and told him that his child
was very sick, and that he had a lot of trouble,
and asked him if he would not be easy regard-
ing the evidence against him. He then went on
to testify regarding an alleged conversation be-
tween himself and Attorney Spielberg, and
claimed that the attorney offered $roo for every
case under the stamping law he could bring here.
This, he said offended him greatly, and that he
reported the matter to Mr. Adams. Before the
cross-examination closed, he testified that he had
visited the attorney at four different times, and
had been offered money to "throw" the case. it
was brought out that he had not told Assistant
District Attorney Stryker about his visits.

Assayer Tells What He Found

After several witnesses were called coroborat-
ing Kleban's statements regarding his purchases
from and visits to the store of Hebald, Mr. Tay-
lor, an assayer, took the stand, and he also cor-
roborated the testimony of Mr. Kleban by stating
that the jewelry in question was delivered to him
as before stated. He testified that the bracelet
assayed 11.5 karats, and he produced in court
pieces of metal which he testified were parts of
the bracelet given him to assay. He stated that
he made the assay himself, and that the pieces
of metal had been in his possession until pro-
duced in court. He also identified the exhibits in
the case as parts of the articles brought to him
for assay and stated that the locket assayed 11.6
karats.
Mr. Spielberg, appearing for the defendant,

moved to dismiss the charge on the ground that
sufficient evidence had not been produced upon
which a conviction could be based. The motion
was denied.

Hebald Defense

Nathan Hebald, the defendant in the case, was
then placed upon the stand to testify in his own
behalf. He admitted that Kleban had purchased
from him a bracelet and locket. He said that he
did not know Kleban, and that he had never
heard of him previous to the time he became
implicated in the case in question. He told the
court that he had purchased the jewelry and was
of the belief that it was of 14 karat fineness at
the time he purchased it, and that he had sold
it as of that fineness after he had made the acid
test on it. Shown the exhibits in the case, he
said he could not identify the jewelry as that
purchased from him and pleaded innocence of
any attempt to defraud.

Another assayer was called and testified that
the karat fineness of jewelry could be determined
to within one-half of one karat by the acid, stone
and needle test, and he made a test on a piece of
the bracelet in open court and pronounced it of
12 karat fineness.
Attorney Spielberg, in summing up his case for

the defense, attacked the testimony of Kleban
regarding the alleged bribe, and emphatically de-
nied that any such offer had ever been made.
He said that the story was untrue and that a wit-
ness who would falsify regarding one part of
his testimony could not be believed regarding any
portion of it. He insisted that Hebald had al-
ways conducted his business in an honorable and
upright way, and that any infraction of the law
was unintentional and unavoidable on his part.
lie claimed that probably after Kleban had pur-
chased the articles in question that he might have
substituted other jewelry and that therefore the
jewelry delivered to Mr. Taylor had not been
shown to be the jewelry purchased from Mr.
Hebald.
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Three Jewelry Firms Suffer
Fire Loss in Plainville

Robinson Bros., The H. A. Gardner Co. and
Schofield, Melcher ISE Schofield Damaged to
the Approximate Total Loss of 8,75,000--
Factory Erected Over One Hundred Years.

Plainville, Mass., July i5, 1911.—A jewelry
factory over one hundred years old was burned
nearly to the ground and three jewelry concerns
were seriously damaged in a disastrous fire which
occurred on the morning of June 28th. The dam-
aged firms are : Robinson Brothers, H. A. Gard-
ner Co., and Schofield, Melcher & Schofield. The
total loss caused by the fire approximates $75,000.
The origin of the fire is a mystery. It was

discovered about 1.30 by the watchman and had a
good start on the top floor. An alarm was
sounded and the Plainville fire department re-
sponded, but by the time they arrived little could
be done to save the building. Help was sum-
moned from North Attleboro and heroic measures
were taken to check the flames, but without much
success.
The H. A. Gardner Co. was located on the top

floor and employed about sixty hands. Schofield,
Melcher St Schofield were located on the second
floor and employed about seventy hands. The
firm of Robinson Bros. was located on the first
floor. The books and valuables of all three con-
cerns and considerable jewelry and stock were
saved as the office section of the building was
not seriously damaged.

Lack of Water Facilities

Lack of water facilities probably had a great
deal to do with the great start the fire received.
The Plainville firemen were equipped with an an-
tiquated hand-tub, but it could not cope with the
flames, as they were principally at the top of the
building. The North Attleboro firemen did good
work. but lack of water was the most serious
handicap.
In the rear of the factory was an ell occupied by

Thompson & Remington, but the flames were kept
from it by means of a number of men equipped
with pails. One of the spectacular sights of the
fire was the burning of the tower. As the flames
leaped high in the air and enveloped the tower
they gradually ate the timbers which held a bell.
After a time it crashed to the ground.

May Locate in Attleboro
The firms have already commenced plans for

locating in other places. An effort wil be made
to bring them to Attleboro. The firm of Robin-
son Brothers, makers of jewelry findings, is
owned by L. E. and E. L. Robinson, and had
been located in the building over twenty years.
The firm of Schofield, Melcher & Schofield is
managed by Woodbury Melcher and manufac-
tures bracelets and chains. H. A. Gardner Com-
pany is owned by H. A. Gardner, of Plainville,
and manufactures cheap lines.
During the fire two or three firemen were over-

come and several citizens who assisted felt the
effect of the strenuous work of getting out the
valuables, books and other property.
The matter of rebuilding the factory has not

been decided. It was owned by the Plainville
Land Co., organized over Too years ago. The
factory was a landmark and had contained many
firms. It was located close to the factory of the
Plainville Stock Company, but the fire was suc-
cessfully kept from the latter building. Jewelers
feel that the fire will mean a serious blow to
Plainville, as the factory may not be rebuilt and
many residents of the flourishing little town will
have to seek employment in the Attleboros.
Plainville was set aside from Wrentham as a
town about four years ago and has been develop-
ing rapidly.
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Crossing Atlantic in 25-Foot Yawl

Fred B. Thurber, Member of the Well-known
Tilden-Thurber Company, Providence, Ac-
companying T. R. Goodwin and T. F. Day
to Mediterranean.

Providence, R. I., July rr.—Fred B. Thurber,
of the Tilden-Thurber Company, of this city, who
accompanies Theodore R. Goodwin and Thomas
Fleming Day on the remarkable voyage of the
little 25-foot yawl Sea Bird from the port of
Providence to the Mediterranean, sent a message
to his friends in Providence on July 1st, announc-
ing the safe arrival of the little boat at Horta,
Azores. The remarkable performance of the

little craft in mak-
ing the long run
across the ocean to
the Azores in twenty
days set the entire
yachting community
of Narragansett
agog. The Sea Bird,
according to the
message, made a
notable trip on the
first leg of her 4000-
mile voyage, doing
approximately 2400
miles at the average
of 126 miles a day,
or five and one-
quarter miles an
hour. Rough wea-
ther was encoun-
tered on two occa-

sions on the first leg, the boat being obliged
to lay to twice in squalls with the sea anchor
out to keep her nose pointed up into the
waves and with try-sail set to steady her. The
party left Providence on June loth with ninety
days' provisions aboard. The arrival at Horta,
where the tiny craft astonished the natives, found
no material depreciation made in the supplies. On
Wednesday, July 5th, the Sea Bird started on the
second reach of her 4000-mile trip to Rome, the
navigators expecting to make Gibraltar in about
eight days.

Fred B. Thurber

Gorham Co. Employee Retires on Pension

Providence, R. I., July r, rgrr.—George W.
Potter, who for forty-four years has been em-
ployed in the spoon room of the Gorham Mfg.
Company, terminated his active services at the
plant to-day and will go on the pension list pro-
vided by the company for employees over sixty
years of age who have worked forty years or
more at their plant.
As a token of the esteem in which Mr. Potter

is held by his fellow workers he was the recipient
of a handsome leopard wood cane with a handle
of ivory. The cane is silver mounted and bears
the inscription, "George W. Potter, 1867-191r."
It was presented to him by Foreman George
Townsend with a brief and appropriate address,
to which Mr. Potter responded.
Mr. Potter is a native of Providence and was

born April 16, 1843, the son of Henry A. and
Elizabeth P. Potter. He attended the Arnold
street school and after his graduation lived for
three years on Prodence Island and then in
Woodstock, Conn., until 1867, when he came to
work for the Gorham plant as an apprentice.
He learned his trade under the supervision of the
late Henry C. Bushnell, who twelve years ago
was the recipient of the first pension granted to
a spoon room employee.

Robinson Bros. Locate in Providence

Providence, July 13, 'gm—Robinson Brothers,
formerly of Plainville, Mass., have located in the
new Waite-Thresher building, this city.
D. C. Sanne, of the Kinny Company, is at pres-

ent making a tour of Europe and will visit his
home place, Norway.

K EYS TONE

Jewelry Salesman's Miraculous Escape
When Frank E. Stites, salesman for the Will-

iam Link Company, of 401-407 Mulberry street,
Newark, N. J., missed his train for Washington—
the Federal Express—one day recently, he de-
plored his ill luck only to later thank his lucky
stars. The train was wrecked at Bridgeport, kill-
ing twelve and injuring fifty. Mr. Stites' sample
case was in the second coach to go over the
viaduct. Soon after the train wreck Mr. Stites
reached the scene aboard the second section of
the Federal Express. Congratulating himself on
having missed the first section he set about look-
ing •for his sample outfit which contained about
$10,000 worth of jewelry. Simultaneously he
'phoned his employers at Newark and Harry
Heacock, of the concern, took the next train for
Bridgeport. When the railroad officials were told
the value of Mr. Stites' baggage they at once
appointed special searchers to help the traveling
man and Mr. Heacock locate the lost articles.
After several hours' search the sample case was
found intact. Mr. Stites started on the road with
a story of adventure to tell that will beat that
of any drummer yarn born of the imagination.

$10,000,000 Diamond Exhibit in London
Those of the diamond trade now in London

report an unusual display of the gems. The Earl
of Plymouth, chairman of the Council of the
Festival of the Empire,. uncovered to the view
of the Crystal Palace visitors recently uncut dia-
monds valued at over $10,000,000.
The gems, exhibited by the De Beers Company

ill the South African section, are principally of
first water, and vary in color from pure white
to medium brown. The largest on view is a fine
spotted bye-water stone, weighing 143,A carats.
As this is the largest exhibition of precious

stones ever opened to the public, it may be in-
ferred that elaborate precautions are taken for
their safety. By day they are kept in a steel
turret, and on guard is an attendant, who, by
pressing one of the several secret buttons, can, at
desire, encircle the gems with a wall of steel.
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John B. Humphrey Dies

Well-known Diamond Cutter and Dealer Suc-
cumbs After Lingering Illness

Boston, Mass., July 2.—John B. Humphrey, one
of the most expert diamond cutters in the world
and head of the J. B. Humphrey Company, dia-
mond dealers of Boston, died on the night of
June 28th at his home, 42 Highland avenue, Som-
erville, after a protracted illness.
He was born in Cumberland, Me., in 1845, and

in that town learned his trade as a practical stair
builder. This trade
he gave up when he
came to Boston in
the late 6os and be-
came interested in
the diamond trade.
He was one of the
pioneers. He made
the selecting and
cutting of rough
diamonds his spe-
sialty, and soon was
recognized as one of
the leading men in
the trade. His skill
attracted leading
diamond merchants
both in this country
and abroad, and it John B. Humphrey
was no unusual
thing for men to come from distant points to
Boston for the sole purpose of asking his advice
on diamond cutting, a fine art. He took over
the old Morse diamond cutting establishment in
Boston, and in the early 8os he went to New
York, where for years he was the expert buyer
of rough diamonds for Randall, Baremore &
Billings.
Since 1876 Mr. Humphrey's company has had

offices in the Washington building in this city.
He was a member of the exclusive Jewelers' Club
and of many kindred organizations.
Mr. Humphrey leaves a wife and a sister,

Handsome Silver Bowl Presented to
President Taft the Work of Tiffany & Co.

The bowl presented to President and Mrs.
Taft on the occasion of their silver wedding by

inches in diameter, eight inches high and weighs
176 ounces. The design is extremely simple. The

collar around the top
of the bowl is deli-
cately chased in low
relief in a conven-
tional pattern of laurel
leaves. The most im-
portant feature in the
decoration is a row of
alternate conventional
rose blossoms and
snow flakes, twenty-
five of each, symbol-
izing the twenty-five
summers and winters
of President and Mrs.
Taft's married life.
In the foot of the

bowl is an etched cir-
cular design of Presi-
dent and Mrs. Taft's
initials with their
marriage and silver
wedding dates, sur-
rounded by a circle
of ivy leaves; and
outside of that,
etched in a circle, are
the words : "Congrat-
ulations from the
Commercial Club of
Cincinnati."
The bowl, which has

a gilt mesh to retain the flowers, stands on a
low base of selected serpentine of an unusually
fine green color.

Silver Bowl Presented to President and Mrs. Taft by the Cincinnati
Commercial Club Made by Tiffany & Co.

the Commercial Club, of Cincinnati, was espe-
cially designed and executed by Tiffany & Co.

It is a sterling silver flower bowl sixteen
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Alfred Krower, Well-known
New York Jeweler, Dead

Was Member of the Firm of Albert Lorsch

Co. and a Man of Magnetic Personality.

Death Came as Surprise.

New York, July 5.—Alfred Krower, of the

firm of Albert Lorsch & Co., one of the most
prominent and popular members of the metro-
politan trade, died suddenly on the afternoon of
July 3d from what his physicians diagnosed as
a case of acute peritonitis. He passed
away at his apartments in the Sherman
Square Hotel consoled in his last mo-
ments by the presence of his brother,
Leonard, of New Orleans.
The deceased was 58 years old, but

looked much younger, and as he always
enjoyed good health the news of his
death was a great shock to his numer-
ous friends in the trade both in New
York City and thorughout the United
States. Some two weeks previous to
his death he complained of not feeling
very well, and a few days later took
to his bed by the advice of his attend-
ing physicians. It was at firts thought
that he was suffering from appendicitis,
but later his malady was diagnosed as
peritonitis, and all efforts by his medi-
cal attendants failed to save his life.

Alfred Krower was born in Amster-
dam, Holland, which is the center of the
diamond cutting industry of the Old
World. He came to this country at the
age of 17, and very soon after landing
he visited the Maiden Lane district in
search of a position. Some one sent
him to Albert Lorsch & Co., then a small
concern, where he was engaged as office
boy. He gradually worked his way up
the ladder of success until he became
the practical manager of the business.
About thirty years ago Albert Lorsch
took him into partnership.
Mr. Krower worked incessantly for

the success of the concern until it be-
came one of the largest importers of
both precious and semi-precious stones
in this country. A few years ago the
firm built the mammouth Lorsch build-
ing at 35-37 Maiden Lane, one of the
original skyscrapers in the downtown
district.
Mr. Krower was a member of the

New York Chamber of Commerce, was
an early member, and at the time of his
death director of the Jewelers' Board
of Trade. During his membership he
served on many important committees
of the board, the last of importance
being the one that visited President
Taft before the Payne-Aldrich tariff
bill of 1909 was passed. He was presi-
dent of the Maiden Lane Savings Bank.
a member of the Maiden Lane Histori-
cal Society, and a member of the Jew-
elers' 24-Karat Club. He was interested
in art, being a member of the Metropolitan Mu-
seum of Art. He was for years a member of the
Liederkranz, New York's largest German singing
society. He was very charitable, giving gener-
ously to the Associated Charities Society.
Mr. Krower was a man of imposing presence

and magnetic personality. Sincere and open-
hearted he naturally enjoyed in a special degree
the friendship and confidence of those who came
in contact with him in his business or social rela-
tions. At the announcement of his death an at-
mosphere of sorrow pervaded the lane, and many
expressions of sorrow were received at the office
of the firm.
Mr. Krower was unmarried, and is survived by

two brothers, Leonard, the well-known wholesale
jeweler of New Orleans, La., and Louis; also by
two sisters, Mrs. Samuel Green and Mrs. Louis
Tynberg.
The remains were interred on July 5th at Salem

Fields, Cypress Hills. During the hours of the
funeral a number of stores and offices of Maiden
Lane were closed as a mark of respect.
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An Artistic Loving Cup

Unique Trophy Offered by Commodore of
Detroit Motor Boat Club Designed and Exe-
cuted by The Gorham Company.

One of the finest examples of the silversmith's

art executed in recent years is the trophy offered

by Commodore W. E. Scripp, of the Detroit

Motor Boat Club, Detroit, Mich., a reproduction

of which appears on this page. It is most ingen-
iously designed in that it is divided into three
sections.
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24-Karat Club to Hold
Annual Gambol July 22d

The tenth annual gambol of the jewelers'

24-Karat Club will take place on July 22d, when

the faithful members of that organization will

journey to East Long Branch, headed by the First
Regiment Band of Newark, N. J. The arrange-
ments for this outing have been in the hands of
H. C. Larter, A. L. Brown and George T. Steb-
bins, who have acted as an entertainment com-
mittee, and who have prepared a most compre-
hensive programme. A copy of this has been

sent out with each invitation, and if the
success of these occasions in former
years may be taken as a criterion, there
is no doubt but that there will be a large
attendance. J. Warren Alford, chair-
man of the Outing Committee, has ar-
prarensgeendt. numerous diversions for those

According to the announcing circular
there will be much gamboling, but not
gambling. The programme follows:
Hark ! Listen! The 24-Karat Club

faithfuls and their friends will hold
their tenth annual gambol (not gamble)
at their regular summer home, near the
water by the sea, on July 22, 191 
The order of gamboling (not gam-

bling) is as follows:
As usual, all will foregather at Pier TO,

North River, at 9 A. AL While on the
Sandy Hook steam-propelled greyhound
the feeding of the fishes is prohibited.

Special private cars will be waiting to
convey our precious freight to East
Long Branch.
New, modern, up-to-date trolley cars

will amble along to Pleasure Bay. Here
Commander-in-Chief "Charlie Murphie,"
ably supported by the First Regiment
Band of Newark, N. J., will march ma-
jestically at the head of the p-eerade to
the gamboling fields.
Gambol No. r.—The strong-armed,

massive-eye and eagle-brained will at
once begin a quoit contest; open to all
whose biceps exceed 12 inches; accom-
modation for sixteen players at once. A
mathematical member of the Entertain-
ment Committee will be referee and
scorekeeper. Prize—A loving-cup.
Gambol No. 2.—At the same time of

the quoit games there will be a ring con-
test ; no ring makers allowed; all "ring-
ers in" urged, however, to enter. Also
all boys tinder 75 years can test their
unerring aim. This game is simplicity
itself, but will require a good eye to
carry off the prize of a nice loving-cup.
Gambol No. 3.—Mystery Race.—For

any one who is nimble of mind, foot and
"gray matter," there's a chance for a
fine cup.
Gambol No. 4.—Clam Eating Contest.

All entered for this event ; the one who
can devour the most clams does not get
a prize.
Gambol 

 No.
5.—During the clam-eat-

ing contest any one telling the funniest best
laundered story will earn a loving cup. Three
members of the Entertainment Committee will
run the laundry and act as judges.
Gambol No. 6.—After gambling (not gambol-

ing) with the clams we will again return to
"childhood's happy hours" and hold a marble
contest—not for the marble-hearted, but for all
who are not color blind. Prize cup for thewine 

Gambol No. 7.—For members only—the 24-
Karat Club contest for the president's cup. An-
other variation—how to successfully juggle twen-
ty-four real live good-to-eat carrots. President's
cup to the winner.
Gambol No. 8.—At the sound of the bugle again

"Charlie Murph" will p-eerade us homeward
bound.
As all of the contests are not strenuous and

prizes are worth striving for, every one should
at least enter one event.
Please fill in and sign the enclosed postal card

now,

Handsome Loving Cup Designed and Executed by
Gorham Company for W. E. Scripp, President

of the Detroit Motor Boat Club

The top is a replica of Commodore Scripp's
50-foot motor boat, true to the minutest detail
of the rigging, etc., and acts as a cover to the
loving cup which forms the center section. This
in turn sets into the base. The loving cup may
be removed, and the top fits into the base, form-
ing an independent complete trophy. The con-
test is for an endurance run of motor boats
which will take place in August, and is open to
any boat on the Great Lakes.
The total height is 364 inches, and the cost

to the donor was $2500. The order was placed
through the Grainger-Hannan-Kay Company, De-
troit, Mich., and designed and executed by The
Gorham Company at its Providence works.

Sibert & Sherrott is the name of a new firm of
jewelers in Manchester, Iowa. J. Sherrott, one
of the partners, was formerly of Wellman, Iowa,
and Mr. Sibert came from Waterloo, same State,
where he has a store at present.

The
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American National Retail Jewelers Association
AUGUST 1st to 5th, 1911

The Most Magnificent
Hotel in the South

EUROPEAN PLAN

400 Rooms
300 Baths

Rooms single and en
suite, with and with-

out private baths

Turkish and Roman
Baths

Spacious Sample
Rooms

LargeConvention Hall

Rates, $1.50 per Day
and Up

Headquarters THE JEFFERSON Richmond, Va.
For Reservations Address, 0. F. WEISIGER, Manager
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DIAMONDS
WHERE? WHEN? AND WHY?

THE PLACE to buy Diamonds is Here, the time is Now, and here are
the Reasons : In the first place we have

Large Series of Goods from 1/4 to 21/2 Carats
of Blue Wesselton color, American cutting. Stones include both perfect
and very slightly imperfect. Now, secondly, we bought these goods the
first of the year and are able to offer them at

Prices Considerably Less than Market Value To-day.
And, thirdly, it is to your advantage to buy now as you have time to
select for mounting up before the rush season begins. A word to the
wise is or should be sufficient.

CROSS & BEGUELIN
Wholesale Gems, Jewelry, Watches and Jewelers' Supplies

23 MAIDEN LANE NEW YORK
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President of National Association
Talks About Richmond

Steele F. Roberts Tells Its Advantages as a
Convention City, and How It Became to be
Chosen for Meeting of American National
Retail Jewelers' Association.

Richmond, the leading manufacturing and corn-

mercial city in the South, was selected as the
meeting place for the sixth annual convention
of the American National Retail Jewelers' As-
sociation in response to the earnest appeal of the
retail jewelers in the southern States who desire

to indicate their loyalty to the association and be

given an opportunity to extend to the members
and jewelry trade of the country that splendid
hospitality for which Virginia and Richmond are
famous.
Richmond, Va., is the most his-

toric city in the United States,
from the days of the early Eng-
lish settl cment at Jamestown,
nearby, through the colonial and
revolutionary period to the years
of the Civil War, when it was the

storm center around which waged

the cyclonic struggle between the
armies of the North and South.

Within a radius of twenty miles

are the famous battlefields of

Cold Harbor, Gaines Mills, Har-
rison's Landing, Malvern Hill,
Mechanicsville, Petersburg, Sav-

age Station, Seven Pines and Fair
Oaks—all accessible by automo-
bile, railroad and trolley lines.
The city of Richmond is elo-

quent in local historical interest
with its museums, churches, mon-
uments, cemeteries, colonial and
State buildings, among which of
special historic renown of the
revolutionary period is old St. John's Church,

where Patrick Henry uttered the thrilling words,

"Give me liberty or give me death."
Situated upon a series of hills the city over-

looks the James River, which adds beauty and
healthfulness, the climate being tempered by cool-
ing breezes from the distant bay.
The city abounds with beautiful drives, parks,

country clubs and recreation spots and is famed
for its broad avenues, modern public buildings
and palatial hotels and residences.
Above all Richmond is noted for its superb hos-

pitality to the stranger within its gates, and on

the occasion of this convention not only the Jew-
elers' 24-Karat Club of Richmond tender you a
joyous welcome, but the Chamber of Commerce,
officers of the municipality and citizens prom-ise
lavish entertainment to all visiting jewelers and
their friends.
The Hotel Jefferson headquarters of the con-

vention is one of the largest and most elegantly
appointed hotels in the United States, occupying
one entire square and containing 600 rooms.
Special rates for convention week are $1.50 to
$3.00 for rooms, European plan. The convention
hall, connecting with the hotel, has seating
capacity for 1200 and is well lighted and venti-
lated.
Summer excursion rates to Richmond may be

secured from all railroads, passengers having
privilege of stopping over in Washington en route
and returning by rail or boat via Norfolk or
Washington to Baltimore, Philadelphia, Atlantic
City or New York.
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"Hold-On" Clutch Patent
Sustained by Circuit Court

Case That Has Been in the Courts for Two
Years Finally Decided in Favor of the Com-
plainants.

New York, July 8, decision of much
interest to jewelers in general has been rendered
by Judge Hough in the United States Circuit
Court here, sustaining the Fischer patent in the
litigation over the "Hold On" safety clutch.
The case, which has been before the courts for

nearly two years, was brought by Maximilian H.
Fischer, the inventor, and by Goldsmith & Co.,
the license under the Fischer patent, against mem-
bers of the Rainess family and Robert Corn.

It was charged that the defendants infringed
upon the reissued Letters Patent No. 13009, dated
August 17, 1901, and upon a design, patent No.
40279, dated September 29, 1909. In sustaining

the complainants' claims Judge
Hough said
"The evidence is plain that for

the clutching of small objects this
device is useful, and in its exact
form, novel and the commercial
success attained by it for protect-
ing scarf pins and the like, is
quite extraordinary.
"Th e combination plainly de-

scribed in the patent in suit af-
fects the action of the clutch in
that it provides a novel and sim-
ple method of releasing it. It is
therefore held that the mechani-
cal patent in suit is valid."
Defendants' counsel based his

argument on technicalities, and
although admitting the infringe-
ment, claimed that the patent,
being a reissue, was void for
/aches, and that the reissue was
for a different invention than that
described and claimed in the
original Letters Patent. These
d • fella's were disposed of by the
court very briefly. Among other
things Judge Hough said
"It is not open to argument that

the thing which Fischer invented
and for which he obtained an

original patent is the same thing as that for which
the reissue is granted."
Judge Hough said further:
"Fischer's knob affords a convenient and in-

genious method of contracting the spring, lifting
the conoidal foot of the carrier from its base
and allowing the gripped article to be moved out
freely."
The court also sustained the design patent, is-

sued to C. P. Goldsmith. Referring to this pat-
ent Judge Hough said:
"In these cases, as is usual, the defendants,

who have boldly copied complainants' form, de-
clare that in the production of that form no in-
ventive skill is found."
Inasmuch as the conceded infringement by the

Rainess defendants did not appear to have been a
joint infringement, Judge Hough directed an in-
junction against one set only of these defendants,
to be selected by complainants. It is understood
that a new action will be brought immediately
against the other set of defendants. An injunc-
tion was ordered at once against defendant Corn.

Interior View of Hotel Jefferson, Richmond, Va.

From a business and educational standpoint,
coupled with the privilege of meeting the fore-
most jewelers in the country and enjoying the
scenic and historical wonders of Virginia and
the good fellowship and social features of the con-
vention, it is an opportunity never before offered
to the retail jewelers.
Make any reasonable sacrifice and come to this

convention as a business or vacation trip and
the officers and members of the association and
people of Richmond promise you delightful, cool
weather and the most enjoyable experience of a
lifetime. Come!
Complete programme of the convention was

published on page 1053, of the July 1st issue of
THE KEYSTONE.

Erie Jewelers Meet;

Discuss Important Questions

Erie, Pa., July r, Ica 1.—On June 21st the
Jewelers' Association of Erie held their second
quarterly dinner at the Shriners' Club. Nearly
every retail jeweler in the city was present. Fol-
lowing the dinner a business session was held at
which the reports of A. M. Howes, secretary, and
B. F. Sieger were approved.
The Erie association was successful in its ef-

forts to secure the convention of the Pennsyl-
vania Retail Jewelers' Association for 1912, which
will be held the second week in July. C. A.
Lindsey, from Johnstown, Pa., was present and
gave his impressions of Erie.
The question, "What is a legitimate retail jew-

eler?" was defined in the following language : "A
legitimate retail jeweler is a dealer selling jewelry

as his leading line, having a store and stock, being
or employing a watchmaker, and devoting most
of his working time to the retail jewelry bust-
ness."

All Erie jewelers close evenings except Mon-
day and Saturday nights from January 1st to
December 1st. The question of closing Monday
nights was discussed, but as the sentiment was
not unanimous no action was taken. Beginning
Friday, June 30th, the jewelers will close Friday
afternoons during July and August.
The Friday half holiday will be inaugurated

with a fishing party on Lake Erie. B. F. Sieger,
P. A. Goodnough and R. H. Beyer have placed
their power boats at the disposal of the Erie
jewelers and will provide fishing tackle and bait.
The next quarterly dinner of the Erie jewelers

will be held during the first week in September.
R. K. Jarecki, P. A. Goodnough and B. F. Sieger
are the committee on arrangements.

Michigan Retail Jewelers to
Meet on July 19th and 20th

The annual convention of the above association
will be held at the Hotel Tuller, Detroit, Mich.,
on July 19th and 20th. The afternoon and
evening of the first day will be devoted to regis-
tration and getting acquainted. On the second
day a business session will be held and addresses
will be delivered by prominent men in the trade.
There will be no elaborate programme nor pre-
arranged exhibits, though all will be welcome
who wish to make displays. It is to be hoped
that a large attendance will materialize to discuss
the many important trade questions of the time.



1202 THE KEYSTONE

Safe and Unsafe Safes
An Expert Discounts the Danger of Safe Breaking

In an interesting article in a recent issue of
Harper's Weekly, Henry D. Hibbard says:
There are safes and safes. One safe may

really be burglar-proof or liquid-tight, while an-
other may be untruthfully called so. Because of
the fact that the great majority of safes are
never attacked by burglars a chance is afforded
for unlimited misrepresentation regarding a safe
on the assumption that, once it is installed, how-
ever poor or weak it may be, the lack of security
it affords will never be revealed by a burglarious
attack. Many comparatively new safes now in
use, made of poor, cheap materials and of in-
correct design, await only the attack of a skilled
burglar for them and their whole class to be dis-
credited. Yet their owners believe them to be
good even though they were low-priced.

The Virtue of Walls

Resistance to fire and resistance to burglars  call
for such different properties that in this country,
in places where considerable treasure is kept,
they are not usually sought to be established in
the same structure. A brick or concrete wall is
the best protection against fire and a high-grade
steel safe or vault the best against burglars or
mobs. When such a safe is located within or
surrounded by such walls its contents are safe.
The burglar's aids, with which the "criminal

brain" threatens a banker's money, may be con-
sidered briefly in detail.

Nitroglycerin, the Burglar's Friend

We come first to nitroglycerin, the greatest
friend the burglar has. It is not too much to
say that of all dangers which money faces from
burglars this one aid represents from ninety-five
to ninety-nine per cent. It is very unusual to
hear of a safe burglary accomplished by any
other means. The liquid explosive is readily ex-
tracted from dynamite, which may be bought or
stolen in nearly every country town, and a safe
to resist attack made with it by a skilled cracks-
man must be of good material and workmanship.
There are certain imaginary dangers, as I may

call them, which, while appearing formidable in
certain aspects, have never been used in consum-
mating a safe-burglary. The burglars have done
nothing with these imaginary aids, nor have they
contributed anything toward demonstrating their
importance. In fact they do not seem to be
aware of them. Such aids are chiefly or wholly
the offspring of the scientific brain imagining
what it would do under certain hypothetical con-
ditions. Of these "imaginary aids" the methods
for generating high heat are those most generally
feared.

Electricity

As for electricity, the fusion of metals by elec-
tric current has been known over a hundred years,
strong currents have been common for thirty
years, and the possibility of burglarizing safes or
vaults by their use has been widely advertised
for the past fifteen years; yet not one dollar has
been stolen from a safe by such means. Thermit
and the oxyacetylene blow-pipe are later and
newer, but have not yet cost bankers anything
except some loss of sleep and the price of devices
to defeat attack made through their use. By all
of these heating means plates of steel and iron
have been perforated in the laboratory, with the
production of terrifying exhibits; but the bur-
glar, fortunately, would have to establish his
laboratory at the safe and the difficulties are too
great. He sticks to his familiar, compact, and
effective nitroglycerin. Attack on a safe by guns,
referred to in Mr. Nathan's article, is seriously
urged by some as a real possibility of danger
which ought to be guarded against. To show how

negligible is this imaginary danger—which, of
course, could in any case be conceivable only as
the result of a mob attack—it is only necessary
to point out that field artillery, which alone could
be used, is never supplied with armor-piercing
projectiles or solid shot. Such artillery is for
use' against troops or earthworks, and for such
purposes only shell, shrapnel, grape and canister
are used.

The Question of Time

The quotation, "There is nothing made by the
hand of man that cannot be unmade by the hand
of man," while true in the abstract, is not perti-
nent to the question of securing money from bur-
glars. Rather it should read: "There is some-
thing made by the hand of man that cannot be
unmade by the hand of man working under bur-
glar's conditions." That qualification stating the
difficulty of the condition under which a burglar
must work so limits the would-be safe-breaker
that the latest and best safes and vaults have not
been burglarized, nor are they likely to be by
any means now known. A burglar is limited in
time. Probably an attack by force on a safe has
never been kept up more than three hours. At-
tack by stealth may be conducted for weeks, it
is true, but such an attack has never been con-
ducted against a safe or vault of anything like
the maximum strength.
In an attack by force, which nearly always in-

volves the use of nitroglycerin, the amount of
explosive which would be needed to burst open
one of the best modern safes is too much for a
burglar to think seriously of using. When a safe
will succumb and yield its contents to the power
of a few ounces of explosive, as many do, the
burglar can cope successfully with it, but when
many pounds are required and the possibility of
acquiring any passable money is practically zero
the chances of profit are wiped out and the bur-
glar looks for something easier.

The Advent of the Time-lock

The famous robbery of the Northampton Bank,
which the article refers to, was accomplished not
by "duplicate keys," as stated, but by the capture
of the cashier, who was forced to tell the combi-
nation of the combination lock. Such a lock is
not operated by a key. The chief and lasting
result of that robbery, from the safe-maker's
standpoint, was the general introduction of the
time-lock, which is a clock or heavy watch move-
ment so connected with the locking mechanism
that after the safe or vault is locked it cannot
be unlocked by any one until the movement has
run a prearranged number of hours. Thus the
time-lock is for the personal protection of the
cashier, and for that alone. It adds nothing to
the security of the safe against forcible attack.
Incidentally it gives a degree of protection against
robbery by some one inside the bank who may
know the combination of the safe.

Nitroglycerin in the form of dynamite was first
used in safe robbery about the year 1885, and the
criminal brain seemed to be master of the situ-
ation. About two years before, however, the sci-
entific brain had been active and manganese steel
was discovered. This steel is the only known
substance which is both extremely hard and ex-
tremely ductile at the same time. All other hard
metals are brittle and all other ductile metals
are soft, comparatively speaking. Any one can
understand that great hardness and great tough-
ness ought to be possessed by a safe liable to be
attacked by drill or nitroglycerin, but the adapta-
tion of the metal to the purpose was not an off-
hand matter, and many years elapsed before it
was seriously taken up and good safes made of
manganese steel.
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A New Industry With a New Name

"Cone" Novelties Will Be of Various Kinds.
Good Example Shown Herewith •

A new industry which will mean an almost
endless variety of novelties is known as the

"Cone" industry,
the name, we
opine, being de-
rived from the
Greek word
Konche, a shell. A
masterpiece of the
"Cone" artistry is
shown :n the ac-
companying illus-
tration of a paper
cutte r, designed
and made to order
at the establish-
ment of Carl
Schon, 213 North
Frederick Street,
Baltimore, which is
composed of a real
and unusually
large and perfect
specimen of the
giant sea-horse, a
prettily marked
branch of real
coral and a fine
smoked pearl
blade.
The various

parts are covered
and securely weld-
ed together by the
special method of
electro deposition
peculiar to this es-
tablishment. T h e
metal employed is
pure silver, and
the actual sea-
horse and coral
branches are still
within the silver

casing, which is made of sufficient strength to
withstand ordinary usage. The sea-horse has
cabochon cut emerald eyes, and it, as well as the
coral branch, is finished in French grey with
polished high lights, bringing out all the delicate
details of Natures handiwork. The mounting for
the pearl is exposed. The whole forms a unique
and artistic paper cutter.

A Paper Cutter of "Conc'
Artistry

D. C. Hooper to Leave Baltimore

Baltimore, July 12, I9II.—D. C. Hooper, suc-
cessor of Scott & Hooper, located in Greenmount
avenue, above Hillen Market, for sixteen years,
intends leaving that city, as he has an unusually
good opportunity to enter into business in a
Florida city. The store is a landmark, and the
neighborhood regrets that Mr. Hooper will allow
it to pass into other hands.
A prospective jeweler of the Maryland Eastern

Shore wrote to R. B. Smith, of 204 North Gay
street, Baltimore, Md., asking: "Do you think I
could successfully open a retail jewelry store on
a capital ot $200 and a good name?" The answer
from Mr. Smith was: "Yes, might buy a bur-
glar's outfit and some dynamite and open one for
$200; but there would not be much left of your
good name. There is no other way in which you
could do it."
Simon B. Elsberg, of the Elsberg Optical and

Jewelry Company, too Greenmount avenue, Bal-
timore, Md., was presented with a baby boy on
July gth. Mr. Elsberg gave a reception July 16th
in honor of the new arrival. Some 150 were
present, twenty-five neing from Philadelphia and
New York. Among the guests were Levine and
Myer Cohen, of Harrisburg, and Morris Goldberg,
of Philadelphia, with their families. The little
boy has been named Sidney Ellis in memory of
Mr. Elsberg's father, who died February t8th.
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Ohio Retail Jewelers Hold
Fifth Annual Convention at Cedar Point

President Ausman Pleased at Rapid Progress of Organization—Advocates

Jewelers' Clubs—A. L. Thoma Becomes President for 1911-1912—Enter-

tainment of Members Pleasant Feature of Convention

The fifth annual convention of the Ohio Retail
Jewelers' Association, which took place at Cedar
Point, Ohio, June 26th, 27th and 28th, was by far
the most successful convention ever held since
the formation of the Ohio association. Over
three hundred jewelers from all parts of the

State were pres-
ent and a large
number of manu-
facturers and job-
bers made exhibits.

Cedar Point, on
Lake Erie, afforded
a most delightful
meeting place. The
sessions of the con-
vention were held
on the second floor
of the convention
hall, and the ex-
hibits occupied the
entire first floor.
The papers pre-
sented at this con-
vention were of an
exceptional high
standard and the
deliberations were
conducted in a
very business-like
manner.

In calling the convention to order President F.
D. Ausman stated that the meeting would be
"prompt, short and snappy," and he succeeded in
fulfilling this statement, which proved to be one
of the most pleasing features of this gathering,
inasmuch as the visiting jewelers were afforded
ample opportunities to visit the exhibits.

Social Function on First Day

The first day of the convention was devoted
more to social gathering and getting acquainted
and listening to the address of welcome by Geo.
W. Ritter, of Sandusky, Ohio, who spoke on
behalf of Mayor Lehrer, of that city. H. R.
Boving, first vice-president of the association, re-
sponded to the address of welcome. The annual
report of the secretary and treasurer showed the
association to be in most excellent condition,
both as to finances and to membership.
In carrying out his determination to have a

business convention, President Ausman an-
nounced that the exhibit hall would be opened
at 8 o'clock in the morning. This gave the early
risers a chance to view the exhibits, and in some
instances it gave the salesmen a headache, but as
President Amman announced, "business is busi-
ness."

A. L. THOMA
President Ohio Retail Jew-

elers' Association

Advocates Local Jewelers' Clubs

The first formal paper presented before the
convention was read by J. W. Puetz, ot Lima,
Ohio, on "Benefits of Local Jewelers' Clubs."
Mr. Puetz stated that in his opinion an immeas-
urable amount of good could be gained for the
general jewelry interest through the organization
of local jewelers' clubs. A club has recently been
formed in Mr. Puetz's home city, and he stated
that the social and financial intercourse enjoyed
by the members of the club, at their regular meet-
ings, have eliminated many of the unpleasant-
nesses which have existed between the jewelers
of that town previous to the organization of the
club.
A very interesting lecture was delivered on

"Modern Store Illumination" by J. G. Henninger,
a light expert of Cleveland, Ohio. Mr. Henninger
illustrated his talk with stereopticon views. Many
of the slides shown were of retail jewelry stores.
Mr. Heninger gave many valuable and interest-
ing pointers regarding his subject and answered
many questions put to him by many jewelers

figuring on making a change in their lighting
system.

President Ausman sounded a new note in his
annual address. Every retail jeweler ought to
read it. It contains a clear exposition of the
many evils which are prevalent in the jewelry
trade at this time. President Ausman received
a hearty vote for his address, and also received
many compliments from visiting jewelers and ex-
hibitors. The address was as follows:

The President's Address

Another year in the cycle of time has passed
and we are here again to greet, to meet, and to
welcome you to this, the fourth annual conven-
tion of the Ohio Retail Jewelers' Association. In
bidding you welcome I desire to state at the out-
set that this shall not be a one-man convention.
We desire that each and every one of you partici-
pate in the deliberations, take an active part in
the discussions, consider yourself of as much
importance as your officers, so that when you
leave this convention you will feel that you have
been one of the sturdy pioneers who have blazed
the way which will lead the jeweler out of the
wilderness up to and through that avenue called
success.

Pleased at Growth of Association

It is with extreme pleasure and gratification
that we are able to report at this meeting the
healthy and substantial growth in our ranks
during the past year. While the officers of this
association have accomplished much for our wel-
fare, there still remains more to be done, and we
require more than ever the faithful co-operation
of all our members as well as your assistance
in securing for membership all jewelers who are
not now members of this association, but whose
interests are identical with ours and who will re-
ceive equally with us the benefits of our labors
and accomplishments. Interest is being awakened
all along the line. The Rip Van Winkle jeweler
is coming to, and the infant of a short time ago
has now reached that sturdy size from which
there will be no retreat, and which will continue
to march forward to victory and success.

Successful Jewelers' Clubs

.During the past year there have been organized
highly successful local jewelers' clubs in Lima,
Toledo and Columbus. In each of these cities
the leading representatives of the trade have taken
a lively and active interest in association matters.
They see that the interchange of ideas and ex-
periences each has had in dealing with the vari-
ous problems which beset our trade is beneficial,
and, in fact, necessary in the successful conduct
of their own business. They are realizing that
two heads are better than one. They have awak-
ened to the fact that association influence is bear-
ing fruit. They realize that in the future all mat-
ters of consequence pertaining to the jewelry
trade will be submitted for consideration to an
arbitration board composed of representatives of
the three branches of the trade, the manufacturer,
the jobber and the retailer. With the trade once
enlightened to the fact that the manufacturer and
the jobber are only too anxious to deal with us
in a fair and impartial manner if they can meet
us in a representative way instead of an indi-
vidual way, then, and only then, will the rank and
file jeweler rush into the association. By rank
and file I mean those jewelers who are always
wanting to know what are you going to do, or
how are you going to help me through your asso-
ciation.
There are yet many jewelers in this State of

Ohio who fail to realize the value of association
work. Many are the times that I have been asked
the past year what are you going to accomplish
and what good will your association do for me.
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I will endeavor to give you my ideas of the value
these associations are to me, to you, and to those
who have failed to avail themselves of the oppor-
tunity to join with us to bring about this revo-
lution now gaining a foothold in the jewelers' field
from the manufacturer to the retailer. A few
years ago conditions in the jewelers' field were
very bad, to say the least. The average jeweler
used up most of his energies in finding fault with
the condition of his business. He blamed the
mail-order house; he blamed the retailing jobber;
he blamed the department store; he blamed the
manufacturer. In fact, he blamed everybody and
every thing but the right thing. He overlooked
a very important thing, and that was that he
failed to put any blame for his condition on him-
self. In the angry rush. for business by men in
other lines, the jeweler, by his close application
to his tweezers and eyeglasses, was left at the
post, and his trade diverted to other channels.
So to wake us up from our Rip Van Winkle
sleep is the underlying and cardinal object and
principle of this association. We propose that
if we can awaken enough interest in you to at-
tend association meetings that we will inject en-
thusiasm, broaden your commercial vision, teach
the science of knowing what it costs to do busi-
ness and the importance of giving as much atten-
tion to the merchandising end of your business
as you have been devoting to the mechanical end.

Must Get Out After Business

Let us bear in mind in this day of complicated
merchandising that it requires much thought and
time to devise ways and means to successfully
combat with our foe. Let us remember that we
cannot in this day sit at our bench with a glass
in our eye and expect to do more than a cobbler's
business. If we can get -that jeweler who is al-
ways wanting to know what we are going to ac-
complish to get the convention habit and brush
up against the live wires who attend-conventions,
we can polish off the rough edges and enlighten
him to modern methods. Then, and only then,
can we show him what we can do for him. The
live wires in the jewelry business are getting
farther and farther away from that old work-
bench. It was my pleasure recently to meet a
very successful jeweler, a man who has built up
a very large business. All the while he was
building up this successful business he was build-
ing down the repair end of his business. He
argued in a very convincing way that the repair

R. A. BANCROFT

Secretary and Treasurer of the Ohio Retail
Jewelers' Association

end of his business was costing him good, hard
cash every day. He can produce figures which
show that the larger his repair department the
greater the actual loss in that department. This
man's store presents an air of prosperity, but his
repair department is quite insignificant indeed.
Here is a man who has not built on his reputa-
tion as a mechanic, and while I am not yet ready
to admit that we all can do as well, or that the
repair department should be abolished, yet his
success dispels the theory that we must all build
on our reputation as watchmakers. This shows

(Continued on page 1209)
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clearly the drift of things, and we learn at these
conventions that these are good things and that is
only another one of the good things the associa-
tion will do for you and for me.

Self-study an Important Feature

Let us not spend all our time arguing the rel-
ative merits of this maker's guarantee, or that
maker's quality, but let us study ourselves, let us
strengthen our own weaknesses. There are men
in the jewelry business to-day who are successful
in spite of the adverse .conditions of which we
are wont to complain. Let us learn why and
where they are successful. Let us follow their
footsteps and we can likewise be successful. Then
many of our troubles—which are largely imagi-
nary—will disappear like the dew before the ris-
ing sun.
The greatest reforms and benefits that we can

expect from a trade association must necessarily
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that you will treat your competitor with the con-
sideration to which he is entitled, then again we
can point with pride to what the association can
do for you. Local social jewelers' clubs can be
made to be of inestimable value to you if you
are only willing, or you can continue to knife
each other in the same old way and give the
public a benefit to which they are not entitled
and for which you get no thanks.

Take Advantage of the Association

The association will open the way for you; it's
up to you to take advantage of the opportunity.
We are unable to show you what we can do for
you if you don't come to these meetings and give
us the chance. I have had members tell me that
in the few short years that they have been regu-
lar at these meetings they have obtained ideas
and suggestions which, when applied to their own
business, has been worth hundreds, yes thousands
of dollars to them in increased business. They
can tell you what the association has done for
them—and will do for you.

Besides doing much that is good for you indi-
vidually we can do much that is good for the
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about which we are wont to complain are trace-
able to our own doors. So let us show our faith
with the manufacturer and jobber by stamping
out some of our faults, Let us show them that
we are worthy of the things we are striving for.

The Much-Abused Credit Evil

To my mind one of the greatest evils in the
trade to-day is the long-time, elastic and much-
abused credit evil, and I don't know but what
the jobber is as much to blame for this condition
as the retail jeweler. I am sincere in my belief
that the prevailing credit system in the jewelry
business is a positive curse rather than a help to
the jewelry trade. No less an authority than the
late Marshall Field, credited the merchant prince
of America, has said that he believes himself
responsible for the success of a large number of
dry goods merchants through the entire West and
northwest by his strict adherence to short-time
credits and close collections. He absolutely re-
fused to let them overbuy, knowing well that the
merchant would be unable to promptly meet his
obligations if he did not readily move his stock.
It made the merchant more careful in his buying,

come from within our own ranks. This associ-
ation cannot, has no inclination to, and will not
send a represetative over the State to fill your
till with hard cash dollars. But if you associate
yourself with this organization, meet with us,
learn the views of your wide-awake, successful
brothers, learn why they are successful, apply the
same reason to your own affairs, then, and only
then, will you get what you are looking for, im-
mediate and direct benefits from your association.

Meet Your Competitors

Come and meet with your competitor. Perhaps
you will realize for the first time that there are
no horns on his head where only curls ought to
be. You must realize that whether it pleases
you or not, your competitor will continue to do
business. No matter where you may wish him
to be, you will always find one down the street or
around the corner. Don't be blinded with the
idea that you are entitled to do all the jewelry
business in your immediate locality, because you
are not. Consequently your competitor has as
much right on the premises as you have. If you
were the only jeweler in your community you
would not do all the business. Healthy compe-
tition is good for you and for me. Therefore, if
through these association meetings we can be a
means of bringing you and your immediate com-
petitor together, and if we can develop you into
broad-gauged and broad-minded business men, so

Members

trade at large. At the present time there exists
an harmonious relation between the associations
representing the three branches of the trade—the
manufacturer, the jobber and the retailer. Each
of these organizations is interested in the success
of the other. Much good has already been
brought about. The manufacturer and the jobber
are with us in this organization movement. They
are only too anxious to meet our just demands.
You have noticed the presence at these meetings
of the large number of representatives of manu-
facturers and jobbers. Have you ever thought
why they are present? Not for pleasure alone, I
assure you. They are present here to-day to learn
the drift of things ; they are present to catch the
sentiment of the trade as reflected through this
organization, so that they can shape their course

'to meet with the new conditions. They all realize
that after all the retail jeweler is the great me-
dium of distribution for their wares, and that
they cannot longer afford to antagonize us and
our interests if we can only get together. Presi-
dent Roberts has stated in one of his recent let-
ters, "Give me a membership of 6000 in the na-
tional association and I will obliterate every evil
in the trade where the manufacturer or the jobber
are at fault," and he is right. Let Ohio do her
share to give him the membership he desires.
Do not, however, lose sight of the fact that all
the evils of the trade cannot be shouldered on the
manufacturer and the jobber. Many of the evils
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and it made him more careful in his selling, be-
cause he knew that his bills would have to be
promptly met when due. This system of season
settlements or settle when we can is, to my mind,
the root of the worst evil that has fastened its
tentacles on the jeweler. It leads to the greatest
burden we have to carry, and that is an exces-
sive stock.

The Fault of Overstocking

I believe that you will all agree with me that
the average jeweler is greatly overstocked for the
volume of business he is doing. It's only in ex-
ceptional cases that the jeweler's business is ex-
panding so fast that he must increase his stock
and anticipate the next year's business to take
care of this increase. The ordinary jeweler's
business does not grow as rapidly as his stock in-
creases in size, and he knows that he is keeping
his nose to the grindstone by continuing to buy
stock when he really dces not need it, just be-
cause the jobber, who is carrying him, is around
to sell him some more. The jobber knows that
you are honest, and if he can keep you from $500
to $1000 behind on your ants, he will have you
burning the midnight oil, working your head off
to pay him for stock that is excess baggage to
you. If you do finally succeed in getting paid
up, you have nothing to show for your labors
except perhaps a stock of goods worth 50 cents
on the dollar. The lure of long-time propositions
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has financially ruined more jewelers than all
other causes combined. They tell us that credit
is cheap, but, believe me, it's the most expensive
thing we have in the jewelry business to-day.

Once a Victim of Long-Time Credit

Do not misunderstand me. Do not think that
I own a bank and all that I have to do is to
write out checks to pay my bills. I, too, was once
the victim of this long-time credit system, but I
could see where it was leading me, and I got
away from under as rapidly as I could. Since I
have worked myself out of this rut I have been
able to pay some cash dividends to myself every
year. I have always maintained that no jeweler
is successful, no matter how large a business he
is doing, unless he can take some cash besides
his living out of his business every year. If
credits in the jewelry business were limited to
sixty or ninety days and collections strictly made
when due, I believe that while temporarily many
of us would be somewhat embarrassed that in
the end all of us woul0 be greatly benefited. It
would make us more careful in our buying. It
would check carrying an overstock. It would
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largely because they buy cheaper than we can buy
because they go into the market with cash in
hand, while we go to the market with promises
to pay when we can. Consequently we do not
get the low price and .frequently pay for goods
a price at which the other fellow is selling. On
these facts I base my conclusion that the credit
system which prevails in the jewelry business at
this age is a menace rather than a help to the
trade at large. To meet competition you must
be able to buy in the same market and at the
same price, but you cannot do this where one
pays cash and the other pays when he can.

Another Evidence of Association Value

If I am right in my conclusions about this prop-
)sition, and if eventually through association work
we can effect a change in this system which will
put us closer to the cost of production, then again
we can show you the value and the good of asso-
ciation work. We have taken steps during the
past year to place on the statute books of Ohio
a law against fraudulent advertising. We all
realize that it takes time to pass such a law
through your Legislature, and we must therefore
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me during the past year. They have encouraged
me when at times I have felt discouraged; they
have praised me when perhaps I should have been
criticized; they have shared with me the heavy
burden of carrying the association during the
year just pased. Particularly do I wish to ac-
knowledge the most efficient service and help of
your secretary, Mr. Thoma, who has labored in-
cessantly in the interest of your association. It
has been a great pleasure to me to serve my
craft in this honorable office, which I have en-
deavored to fill to the best of my ability. The
close friendship that have been formed by inti-
mate association with my fellow officers will, be-
lieve me, always be one of the bright incidents
of my life, and will more than compensate me for
the time and labor that I have devoted to the in-
terest of the Ohio Association of Retail Jewelers.
Howard C. Carpenter, of Rockford, Ill., sales-

manager of the Rockford Watch Company, de-
livered an address on "Plugging for Profit,"
which proved most interesting.

J. R. Stebbins on the "Cost of Doing Business"

J. R. Stebbins, past president of the associ-
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make us hustle for business if we knew that on
a certain date our obligation would have to be
liquidated, and it would put all of us in better
shape to make more money because an overstock,
that worst evil of all, would not tempt us as it
frequently does to sacrifice our profit on goods
that are excess baggage to us because we need
the money. It would limit competition, and it
would prevent reckless price-cutting.
Let us look at this long credit system from an-

other angle and see how it affects the prices on
your merchandise. The jeweler gets six, eight
and ten months to settle his bills. The jobber in
turn must demand the same time from the manu-
facturer. The manufacturer must pay cash for his
gold and his employees must have their pay every
Saturday night. The manufacturer, to meet this
pay-roll, is compelled to borrow from his banker.
The interest paid the banker must necessarily be
added to the price on the goods we buy. So,
consequently, we are paying the long price while
our friends, the department stores and the mail-
order houses, with their ready cash in hand, lure
the manufacturer to quote prices which you do
not get and which enables them to undersell you.

Why Department Stores Get the Business

Do you still wonder why the department stores
are getting your business? The mail-order houses
and department stores are not getting the busi-
ness because they sell at a smaller margin of
profit than you ask. In many cases perhaps they
ask a larger per cent. of profit, but they get the
merchandise before the people at a lower price
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be patient. But ultimately, when we do succeed
in having passed national and State laws against
fraudulent advertising, we will have done much
to prevent illegitimate competition. Then again
we can show you the value and the good of asso-
ciation work.

I wish that I had the ability and the power so
to impress every jeweler of Ohio with the im-
portance of our getting together at these con-
vention meetings that nothing short of illness
would prevent his attendance. Single-handed you
are powerless; united in a strong, powerful and
influential association, we can command. Think
of the many things that could be done with a
strong organization. No jeweler in the trade to-
day, no matter how large or strong he may be,
can afford to ignore this subject of association,
and I am positive there are none too small.
Every one of you should be proud of the efforts
that have been made by your officers with the
small force at their command, and every one of
you should lend a helping hand in assisting to
build up this organization in numbers so strong
that our every request will receive the consider-
ation to which it is entitled. We will promise
you two opportunities to put money in your bank
where you only had one before, and then again
we can show you the value and the good of asso-
ciation work.

Praise for the Officers

In closing I wish to extend my sincere thanks
to my fellow officers of this association for the
help extended to me and for the kindness shown

ation, read a very interesting paper on the "Cost
of Doing Business." His address was listened to
with marked attention. "I made an investiga-
tion of this subject," said Mr. Stebbins, "and have
inquired from a great many jewelers as to what
they consider the cost of doing business, and I
have been surprised to learn that in many in-
stances the cost varies from to to 40 per cent.
In many instances I found that retail jewelers
who are considered very successful had no better
idea of what their cost of doing business was
than a mere guess. This is not right. No man
can afford to stay in business, especially in the
jewelry business, without having a clear idea of
what it costs him to do business. The man who
does not know what it costs him to do business
does not know how much money his business is
making for him. Seventy-five per cent. of the
failures of the jewelry business are brought
about through the lack of system in figuring out
the cost in doing business. Great commercial
and banking institutions spent thousands upon
thousands of dollars in conceiving a plan to keep
a rigid check on the cost of doing business, and
they have found that this expenditure of thous-
ands of dollars has been exceedingly profitable to
them. If such is the case, why should not we, as
retail jewelers, profit the same as they do?"

Other Speakers

A. J. Thoma, of the Thoma Bros. Co., of Cin-
cinnati, and vice-president of the National Whole-
sale Jewelers' Association, spoke on "The Re-

(Continued on page 1225)
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clearly the drift of things, and we learn at these
conventions that these are good things and that is
only another one of the good things the associa-
tion will do for you and for me.

Self-study an Important Feature

Let us not spend all our time arguing the rel-
ative merits of this maker's guarantee, or that
maker's quality, but let us study ourselves, let us
strengthen our own weaknesses. There are men
in the jewelry business to-day who are successful
in spite of the adverse .conditions of which we
are wont to complain. Let us learn why and
where they are successful. Let us follow their
footsteps and we can likewise be successful. Then
many of our troubles—which are largely imagi-
nary—will disappear like the dew before the ris-
ing sun.
The greatest reforms and benefits that we can

expect from a trade association must necessarily

that you will treat your competitor with the con-
sideration to which he is entitled, then again we
can point with pride to what the association can
do for you. Local social jewelers' clubs can be
made to be of inestimable value to you if you
are only willing, or you can continue to knife
each other in the same old way and give the
public a benefit to which they are not entitled
and for which you get no thanks.

Take Advantage of the Association

The association will open the way for you; it's
up to you to take advantage of the opportunity.
We are unable to show you what we can do for
you if you don't come to these meetings and give
us the chance. I have had members tell me that
in the few short years that they have been regu-
lar at these meetings they have obtained ideas
and suggestions which, when applied to their own
business, has been worth hundreds, yes thousands
of dollars to them in increased business. They
can tell you what the association has done for
them—and will do for you.

Besides doing much that is good for you indi-
vidually we can do much that is good for the

about which we are wont to complain are trace-
able to our own doors. So let us show our faith
with the manufacturer and jobber by stamping
out some of our faults. Let us show them that
we are worthy of the things we are striving for.

The Much-Abused Credit Evil

To my mind one of the greatest evils in the
trade to-day is the long-time, elastic and much-
abused credit evil, and I don't know but what
the jobber is as much to blame for this condition
as the retail jeweler. I am sincere in my belief
that the prevailing credit system in the jewelry
business is a positive curse rather than a help to
the jewelry trade. No less an authority than the
late Marshall Field, credited the merchant prince
of America, has said that he believes himself
responsible for the success of a large number of
dry goods merchants through the entire West and
northwest by his strict adherence to short-time
credits and close collections. He absolutely re-
fused to let them overbuy, knowing well that the
merchant would be unable to promptly meet his
obligations if he did not readily move his stock.
Tt made the merchant more careful in his buying,
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has financially ruined more jewelers than all
other causes combined. They tell us that credit
is cheap, but, believe me, it's the most expensive
thing we have in the jewelry business to-day.

Once a Victim of Long-Time Credit

Do not misunderstand me. Do not think that
I own a bank and all that I have to do is to
write out checks to pay my bills. I, too, was once
the victim of this long-time credit system, but I
could see where it was leading me, and I got
away from under as rapidly as I could. Since I
have worked myself out of this rut I have been
able to pay some cash dividends to myself every
year. I have always maintained that no jeweler
is successful, no matter how large a business he
is doing, unless he can take some cash besides
his living out of his business every year. If
credits in the jewelry business were limited to
sixty or ninety days and collections strictly made
when due, I believe that while temporarily many
of us would be somewhat embarrassed that in
the end all of us would be greatly benefited. It
would make us more careful in our buying. It
would check carrying an overstock. It would
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largely because they buy cheaper than we can buy
because they go into the market with cash in
hand, while we go to the market with promises
to pay when we can. Consequently we do not
get the low price and .frequently pay for goods
a price at which the other fellow is selling. On
these facts I base my conclusion that the credit
system which prevails in the jewelry business at
this age is a menace rather than a help to the
trade at large. To meet competition you must
be able to buy in the same market and at the
same price, but you cannot do this where one
pays cash and the other pays when he can.

Another Evidence of Association Value

If I am right in my conclusions about this prop-
tsition, and if eventually through association work
we can effect a change in this system which will
put us closer to the cost of production, then again
we can show you the value and the good of asso-
ciation work. We have taken steps during the
past year to place on the statute books of Ohio
a law against fraudulent advertising. We all
realize that it takes time to pass such a law
through your Legislature, and we must therefore
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me during the past year. They have encouraged
me when at times I have felt discouraged; they
have praised me when perhaps I should have been
criticized; they have shared with me the heavy
burden of carrying the association during the
year just pased. Particularly do I wish to ac-
knowledge the most efficient service and help of
your secretary, Mr. Thoma, who has labored in-
cessantly in the interest of your association. It
has been a great pleasure to me to serve my
craft in this honorable office, which I have en-
deavored to fill to the best of my ability. The
close friendship that have been formed by inti-
mate association with my fellow officers will, be-
lieve me, always be one of the bright incidents
of my life, and will more than compensate me for
the time and labor that I have devoted to the in-
terest of the Ohio Association of Retail Jewelers.
Howard C. Carpenter, of Rockford, Ill., sales-

manager of the Rockford Watch Company, de-
livered an address on "Plugging for Profit,"
which proved most interesting.

J. R. Stebbins on the "Cost of Doing Business"

J. R. Stebbins, past president of the associ-
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come from within our own ranks. This associ-
ation cannot, has no inclination to, and will not
send a represetative over the State to fill your
till with hard cash dollars. But if you associate
yourself with this organization, meet with us,
learn the views of your wide-awake, successful
brothers, learn why they are successful, apply the
same reason to your own affairs, then, and only
then, will you get what you are looking for, im-
mediate and direct benefits from your association.

Meet Your Competitors

Come and meet with your competitor. Perhaps
you will realize for the first time that there are
no horns on his head where only curls ought to
be. You must realize that whether it pleases
you or not, your competitor will continue to do
business. No matter where you may wish him
to be, you will always find one down the street or
around the corner. Don't be blinded with the
idea that you are entitled to do all the jewelry
business in your immediate locality, because you
are not. Consequently your competitor has as
much right on the premises as you have. If you
were the only jeweler in your community you
would not do all the business. Healthy compe-
tition is good for you and for me. Therefore, if
through these association meetings we can be a
means of brituring you and your immediate com-
petitor together, and if we can develop you into
broad-gauged and broad-minded business men, so

trade at large. At the present time there exists
an harmonious relation between the associations
representing the three branches of the trade—the
manufacturer, the jobber and the retailer. Each
of these organizations is interested in the success
of the other. Much good has already been
brought about. The manufacturer and the jobber
are with us in this organization movement. They
are only too anxious to meet our just demands.
You have noticed the presence at these meetings
of the large number of representatives of manu-
facturers and jobbers. Have you ever thought
why they are present? Not for pleasure alone, I
assure you. They are present here to-day to learn
the drift of things; they are present to catch the
sentiment of the trade as reflected through this
organization, so that they can shape their course

.to meet with the new conditions. They all realize
that after all the retail jeweler is the great me-
dium of distribution for their wares, and that
they cannot longer afford to antagonize us and
our interests if we can only get together. Presi-
dent Roberts has stated in one of his recent let-
ters, "Give me a membership of 6000 in the na-
tional association and I will obliterate every evil
in the trade where the manufacturer or the jobber
are at fault," and he is right. Let Ohio do her
share to give him the membership he desires.
Do not, however, lose sight of the fact that all
the evils of the trade cannot be shouldered on the
manufacturer and the jobber. Many of the evils
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and it made him more careful in his selling, be-
cause he knew that his bills would have to be
promptly met when due. This system of season
settlements or settle when we can is, to my mind,
the root of the worst evil that has fastened its
tentacles on the jeweler. It leads to the greatest
burden we have to carry, and that is an exces-
sive stock.

The Fault of Overstocking

I believe that you will all agree with me that
the average jeweler is greatly overstocked for the
volume of business he is doing. It's only in ex-
ceptional cases that the jeweler's business is ex-
panding so fast that he must increase his stock
and anticipate the next year's business to take
care of this increase. The ordinary jeweler's
business does not grow as rapidly as his stock in-
creases in size, and he knows that he is keeping
his nose to the grindstone by continuing to buy
stock when he really dces not need it, just be-
cause the jobber, who is carrying him, is around
to sell him some more. The jobber knows that
you are honest, and if he can keep you from $500
to $1000 behind on your pills, he will have you
burning the midnight oil, working your head off
to pay him for stock that is excess baggage to
you. If you do finally succeed in getting paid
up, you have nothing to show for your labors
except perhaps a stock of goods worth 50 cents
on the dollar. The lure of long-time propositions
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make us hustle for business if we knew that on
a certain date our obligation would have to be
liquidated, and it would put all of us in better
shape to make more money because an overstock,
that worst evil of all, would not tempt us as it
frequently does to sacrifice our profit on goods
that are excess baggage to us because we need
the money. It would limit competition, and it
would prevent reckless price-cutting.
Let us look at this long credit system from an-

other angle and see how it affects the prices on
your merchandise. The jeweler gets six, eight
and ten months to settle his bills. The jobber in
turn must demand the same time from the manu-
facturer. The manufacturer must pay cash for his
gold and his employees must have their pay every
Saturday night. The manufacturer, to meet this
pay-roll, is compelled to borrow from his banker.
The interest paid the banker must necessarily be
added to the price on the goods we buy. So,
consequently, we are paying the long price while
our friends, the department stores and the mail-
order houses, with their ready cash in hand, lure
the manufacturer to quote prices which you do
not get and which enables them to undersell you.

Why Department Stores Get the Business

Do you still wonder why the department stores
are getting your business? The mail-order houses
and department stores are not getting the busi-
ness because they sell at a smaller margin of
profit than you ask. In many cases perhaps they
ask a larger per cent. of profit, but they get the
merchandise before the people at a lower price
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be patient. But ultimately, when we do succeed
in having passed national and State laws against
fraudulent advertising, we will have done much
to prevent illegitimate competition. Then again
we can show you the value and the good of asso-
ciation work.
I wish that I had the ability and the power so

to impress every jeweler of Ohio with the im-
portance of our getting together at these con-
vention meetings that nothing short of illness
would prevent his attendance. Single-handed you
are powerless; united in a strong, powerful and
influential association, we can command. Think
of the many things that could be done with a
strong organization. No jeweler in the trade to-
day, no matter how large or strong he may be,
can afford to ignore this subject of association,
and I am positive there are none too small.
Every one of you should be proud of the efforts
that have been made by your officers with the
small force at their command, and every one of
you should lend a helping hand in assisting to
build up this organization in numbers so strong
that our every request will receive the consider-
ation to which it is entitled. We will promise
you two opportunities to put money in your bank
where you only had one before, and then again
we can show you the value and the good of asso-
ciation work.

Praise for the Officers

In closing I wish to extend my sincere thanks
to my fellow officers of this association for the
help extended to me and for the kindness shown

ation, read a very interesting paper on the "Cost
of Doing Business." His address was listened to
with marked attention. "I made an investiga-
tion of this subject," said Mr. Stebbins, "and have
inquired from a great many jewelers as to what
they consider the cost of doing business, and I
have been surprised to learn that in many in-
stances the cost varies from io to 40 per cent.
In many instances I found that retail jewelers
who are considered very successful had no better
idea of what their cost of doing business was
than a mere guess. This is not right. No man
can afford to stay in business, especially in the
jewelry business, without having a clear idea of
what it costs him to do business. The man who
does not know what it costs him to do business
does not know how much money his business is
making for him. Seventy-five per cent. of the
failures of the jewelry business are brought
about through the lack of system in figuring out
the cost in doing business. Great commercial
and banking institutions spent thousands upon
thousands of dollars in conceiving a plan to keep
a rigid check on the cost of doing business, and
they have found that this expenditure of thous-
ands of dollars has been exceedingly profitable to
them. If such is the case, why should not we, as
retail jewelers, profit the same as they do?"

Other Speakers

A. J. Thoma, of the Thoma Bros. Co., of Cin-
cinnati, and vice-president of the National Whole-
sale Jewelers' Association, spoke on "The Re-

(Continued on page 1225)
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Let's Get Acquainted
You may be one of the jewelers who haven't traded with us who say " Yes,

selling by mail is a good plan, but it can't help me.
Scores of our customers thought the same thing, till they placed trial orders.

To-day they are saving from I 5 to 20 on the bulk of their silverware stock.
Don't let mere suspicion keep you from saving this profitable percentage. Let

us show you how to increase your income in four vital ways.

You Reduce Stock Costs
By sharing in the benefits of modern marketing

methods you get your goods at rock-bottom figures.
Selling direct by mail relieves us of heavy " expense
accounts" of travellers. This permits basing prices
on actual manufacturing costs. You pay for real value
only. And save the amount usually added to cover
the cost of a salesman's call.

You Make More Sales
If you buy economically you are fortified against

competition. You can afford to sell at lower average
prices. Put your goods within reach of larger num-
ber of possible customers, still making a splendid profit.
Or you can sell at your regular prices and earn an
extra profit. You either broaden the scope of your
trade or make more money on individual sales.

You Get Better Goods
For fifteen years Woodside silverware has been a

recognized leader in metropolitan centers. Now,
we supply jewelers in smaller towns with a line vastly
superior in design, workmanship and finish to anything
that is offered through the old channels of trade.
Because we sell direct from New York by mail.
Naturally, selling higher grade goods will increase your
prestige and bring the best people to your store.

You Take No Risk
Every Woodside production is sold under an iron-

bound guarantee of satisfaction. We realize that only as
we please you can we hope for the greatest success.
We will thank you to return at our expense any article
ordered that doesn't completely satisfy you in quality,
salability or price. Could we more forcibly prove con-
fidence in our line?

Come and See Us This Summer
Of course, you will be under no obligations to buy—but we would like to shake

hands. To show you how we do business here. To explain any doubts you may
have about our selling plan. And to demonstrate just how interesting our values are.
So make a note to call. We are confident that you'll find the time well spent.

Or Write For a Catalogue
if you are not coming to New York this year. It explains our selling plan in detail.
And is full of quick-selling silverware at decidedly advantageous prices.

Just say, " Send us your book," on a postal. Your copy will go forward by
return mail.

The sooner you investigate the more you save—so mail a postal now.

CHOOSE There oosagmedsgofor 
goods

sthfe sameoress MONEY

Woodside Sterling Company
170 Broadway New York
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In one of the resolutions passed by the
Ohio Retail Jewelers' Association at their
recent convention a matter was touched
upon which has frequently been the cause
of trade complaint. As is well known, cer-
tain firms purchase worn-out watches and
after repairing and refinishing same resell
them to certain members of the trade, some
of whom are not beyond representing the
goods as new and selling them as such. The
sale of such remade watches as new is
necessarily demoralizing, as the price-cut-
ting thus made possible works injury to the
jewelers handling new goods only. The
Ohio association, therefore, rightly urges
the trade generally to discourage the sale
of these worn-out and worthless watches
and advises that they should be so thor-
oughly broken up that they cannot be re-
built and resold as at present.

According to the official report issued by
the Appraiser of the Port of New York
for the fiscal year ended June 3oth, the total
importation of precious stones and pearls
amounted to $38,374,891, as compared with
$44,885,057 ill 1910, and $27,354,003 in the
fiscal year ended June 30, 1909. This shows
a very material decline in the imports, but
we are informed on the other hand that the
appraised value of the imports of precious
stones and pearls for the month of June was
$3,856,816 as compared with $3,270,410 in
June, 1910, and $3,626,362 in June, 1909.

In connection with the decline in imports

shown by the above figures it is interesting
to learn that the prices of diamonds at the
present time are said to be from to to 12
per cent higher than one year ago. This is
a reassuring fact for the trade, inasmuch
as the continually advancing prices safe-
guard them in their purchase of stock and
make liberal purchasing a good investment.

One of our esteemed subscribers, R. F. &
E. W. Paddison, Albany, Ga., makes the
following suggestion which they wish us to
place before their brother jewelers:
Ever since we have been in the jewelry business

it has semed to us a necessity for manufacturers
and jobbers to change from the so per cent dis-
count when quoting prices in catalogues. Every-
body, even to a to-year-old child, has it fixed in
his or her mind when a jeweler shows a catalogue
that the prices are doubled. We believe the jewel-
ers are responsible for educating the people to
this in the years gone by. If you charge prices
as quoted the public think you are holding them
up.
We recently received a catalogue from a silver

novelty factory with prices quoted 50 and 33 1/3
per cent off. This strikes us as quite a good idea,
and we think others would profit by something
of this kind, and we are sure the jewelers would
welcome such a change. Every jeweler that we
have ever talked to expressed the same opinion in
regard to this. We would like to have an ex-
pression from some of the other jewelers through
your columns as to what they think of this.

We will be pleased to give freely of our
space to suggestions from the trade gen-
erally along this line.

A notable innovation in the methods of
increasing association membership must be
credited to the liberality of John M. Rob-
erts, Pittsburg, Pa., president of the Penn-
sylvania Retail Jewelers' Association, who
has offered three prizes of substantial value
to the members of the organizations who
secure the largest number of new members
between July t, 1911, and July 6, 1912.
While the prizes in themselves are an ex-
cellent inducement to members to enter the
contest, the reward in glory will be much
greater. This organization has now a mem-
bership of almost 400, and is very close to
leadership among the State associations. It
is not unlikely that the liberal offer by
President Roberts will result in such an in-
crease as will give this distinction. The
prize offer, by reason of its novelty, has
much more than local interest for the
trade, and the results will be carefully
noted by all the State organizations.

A notable feature of the proceedings at
recent trade conventions was an appeal by
the associations to their brethren to sub-
scribe for and read their trade journals as
the one means of keeping abreast of the
progress of the times in their particular line.
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The sentiment of the associations was prob-
ably best expressed by Arthur L. Fuller, of
the Towle Mfg. Co., in an address before
the convention of the Missouri association.
Mr. Fuller said: "Let me say a word con-
cerning another helpful influence for the re-
tail jeweler. I refer to the trade press. To
my mind these publications should be in
every store and receive careful inspection
from the jeweler who wishes to keep abreast
of the times. I will confess to you that I
find them most interesting, and furthermore
not the least interesting pages to me are
those which carry the advertisements. It
has always seemed to me that were I a re-
tail jeweler these pages would be the source
of the greatest information and value.
They are certainly a directory of many of
the newest productions in all lines, and fre-
quently furnish ideas in store management
which may be used to good advantage."

Such appeals to the jewelry trade should
have special weight, coming from so disin-
terested a source as their own associations.

In a final word of greeting and exhorta-
tion to the trade on the eve of the Richmond
convention, President Steele F. Roberts, of
the American National Retail Jewelers' As-
sociation, makes the following interesting
statement in regard to the progress made
by the organization during the past year, its
present status as a power for good and its
future possibilities in completing the work
of trade regeneration:

Through the zeal of the State associations
nearly one thousand new members have been en-
rolled during the year, with organizations and
representatives from seven additional States, in-
cluding the State of New York, stimulating us
with renewed effort to reach our goal of to,000
members in 1915.
This association has long since passed the ex-

perimental stage and now in the full vigor of its
manhood stands at par with the largest trade or-
ganizations in the United States and has become
a power in the upbuild and progress of the retail
jewelry merchant.
The fundamental principles of this organization

is to unify and uplift the trade to the highest
type of merchandising and business ethics, and by
systematic organization and modern methods make
the craft of the jeweler safe, sane and profitable,
that the life of its followers may be made better
worth 

wi(f1iie.Many of foremost leaders and experts intheniy )
lanufacturing, wholesale and retail jewelry

trade will be present at Richmond and their ad-
dresses will cover a great diversity of interesting
subjects as evinced in the programme.
This convention is for the enlightenment and

entertainment of the jewelry trade world-wide,
and every retailer, manufacturer, importer, job-
ber and representative of kindred trades is in-
vited to be present. A cordial welcome awaits all.

We re-echo the sentiments of Mr. Rob-
erts and trust that the Richmond convention
will be in truth a magnificent culmination
of the notable State gatherings held during
the convention season.
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Express Rates Reduced Under Pressure

Evidently alarmed by the investigation
of express rates of the Interstate Commerce
Commission and by the growing agitation
for a parcels post, the express companies of
the United States have presented a schedule
to the commission which means a material
reduction in the present rates, which re-
duction will probably go into effect August
1st. Although the official comparison of the
old and new rates by the Interstate Com-
merce Commission has not yet been an-
nounced, it is expected that in the case of
long hauls of express packages to noncom-
petitive points the general reductions
amount to as high as ioo per cent. Offi-
cials of the commission say that the new
rates will bring substantial reductions on
00 per cent of the traffic handled by the six-
teen or seventeen express companies of the
country.

The new rates also show that the com-
panies have completely abandoned their
double graduate system of charging for ex-
press packages weighing less than roo
pounds. Under this system every express
company participating in the transportation
charged its own separate rate for the dis-
tance hauled. The new rates provide for a
charge based on a through haul.

In this connection the following instance
illustrating the change is cited: Under the
system now prevailing in a haul between
certain points where the rate is $1.25 per
Too pounds and two companies are partici-
pating each company will charge 50 cents
for a package of lit pounds, with propor-
tionate graduating charges from i up to
too pounds. Under the new system as
filed, 75 cents, it is said, will take a pack-
age through to its destination.

Credit System in the Jewelry Trade

In directing attention to the many papers
read and addresses made before the con-
ventions recently held it would be invidious
where all were so excellent to single out
any one in particular as especially note-
worthy. No member of the trade, how-
ever, can read the address, published else-
where, by ex-President F. D. Ausman, of
the Ohio association, without being im-
pressed with the special importance of the
recommendations made therein. Mr. Aus-
man's remarks in reference to the prevail-
ing credit system in the jewelry business
were especially apt and opportune, as they
touched on a condition which calls for
prompt reform if the trade expects to hold
a place in the vanguard of the business pro-
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cession. Mr. Ausman truly said "that the
lure of the long time proposition has finan-
cially ruined more jewelers than all other
causes combined." There is good business
and excellent philosophy in the following
assertion of Mr. Ausman:

If credits in the jewelry business were limited
to 6o or 90 .days and collections strictly made
when due, I believe that while temporarily many
of us would be somewhat embarrassed that in the
end all of us would be greatly benefited. It would
make us more careful in our buying. It would
check carrying an overstock. It would make us
hustle for business if we knew that on a certain
date our obligation would have to be liquidated,
and it would put all of us in better shape to make
more money, because an overstock—that worst
evil of all—would not tempt us as it frequently
does to sacrifice our profit on goods that are ex-
cess baggage to us because we need the money.
It would limit competition and it would prevent
reckless price-cutting.

Trade Unanimity on Important Ques-
tions

Those who have read intelligently the re-
ports of the various annual conventions of
State associations were furnished yet an-
other object-lesson on the slowness but
sureness of human progress. Some years
ago, when the fixed selling price was first
discussed many were the arguments urged
against it by retail jewelers, the chief of
which was that the system would place the
jeweler on an equal footing with the de-
partment stores and mail-order houses, and
nullify in the case of such articles the value
of his business reputation. To-day we find
practical trade unanimity on the subject of
the fixed selling price, the various conven-
tions not only endorsing the system, but also
declaring strenuous opposition to any legis-
lation in Congress which would prohibit the
fixing of selling prices by the manufactur-
ers.
Our readers will readily recall also the

opposition offered to the proposed abolition
of the guarantee system sonic years ago. It
was contended that the guarantee was a
chief factor in sales, and that its discontinu-
ance would result in a material loss of busi-
Aess and public confidence in the jewelers'
wares, especially those which were backed
by manufacturers' guarantees. Since then
the trade have learned to view the matter in
a clearer and broader light, and now recog-
nize that the unscrupulous abuse of the
guarantee system is a demoralizing factor
in their business which it were well to get
rid of as quickly as possible. This prac-
tically unanimous sentiment was embodied
in a resolution introduced at the recent
conventions and approved apparently with-
out opposition. Setting the trade right on
vital questions of this character is one of
the most important achievements of or-
ganization.
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Business World to Compel Honesty

Those who closely observe the happen-
ings in the business world of to-day and
the trend of business sentiment cannot fail
to notice the universal movement in favor
of honest dealing, compulsory if not volun-
tary. A manifestation of this spirit is
shown in the action of various trade con-
ventions in calling for the passage of the
proposed law for the suppression of fraudu-
lent advertising. It is to the credit of the
jewelers that there was no dissentient voice
raised against the unanimous demand for
this legislation. No other trade suffers so
seriously from unscrupulous misrepresenta-
tion.

Another manifestation of the same spirit
was evidenced in the action of the National
Association of Credit Men, in convention as-
sembled, when the large sum of $too,000
was set aside for the prosecution and pun-
ishment of fraudulent bankrupts. The
credit men wish it understood that this in-
novation on their part will not mean any
persecution of the merchant whose failure
is forced by circumstances and whose bank-
ruptcy is his misfortune rather than his
fault. It will be to the benefit of all such,
as well as to the benefit of the mercantile
world generally, to suppress by vigorous
prosecution the many parasitic frauds whose
existence mean continued loss and demoral-
ization.

Still another evidence of the same com-
mendable spirit is seen in the action of the
various merchants' associations, especially
in the smaller cities and towns, to eliminate
the proverbial "dead beats" who infest these
communities. As a particular instance we
may mention the success in this direction of
the Retailers' Association of Hutchinson,
Kan., which consists of 165 local mer-
chants, all of whom have an agreement re-
garding the treatment of delinquent cus-
tomers. When any of the members can
prove to the satisfaction of the association
that one of his custotners is a "dead beat"
the name of the latter is placed on a black-
list and thereafter he can make purchases
from members of the association only for
cash. As such delinquents are well aware
of this agreement among merchants they
naturally hesitate to repudiate an obligation
which will mean destruction of their credit
with every merchant in the town. It should
be added, in justice to the association, that
every care is taken to keep the agreement
from becoming oppressive and ample con-
sideration is given to such as may be unable
temporarily to discharge their obligations
through ill luck, want of employment or
other causes.
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Monticello Tableware
THE GATEWAY TO PROFITS IN
STERLING SILVERWARE TRADE

Rogers, Lunt & Bowlen Co.
SILVERSMITHS

Main Office and Factory : Federal and Kenwood Sts.

Greenfield, Massachusetts
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Each Piece Possessing the /Esthetic Charm of Nature's Garden

The Reputation and Success of
Florentine Brass is founded on

It gives the retailer an assortment of SIXTY novel,
original, and attractive pieces from which to select
his stock.

Each piece has been designed with infinite care to
express the beauty of the HAND ENGRAVED
FLOWER adorning it.

FLORAL MOTIFS, such as LILY OF THE VALLEY,
TULIP, POPPY, CHRYSANTHEMUM, and IRIS,
have been selected with a clear sense of their decora-
tive possibilities.

A striking color combination is obtained by the dull
brass finish and the black of the engraved lines.

NOW is the time to become acquainted with this
line of quality and distinction.

Send for two-color folder from anyone of the following distributers:
Boston, Mass.   Nelson H. Brown Philadelphia, Pa. • • • F. H. Chapman
Buffalo, N. Y. . . • King & Eisele Pittsburgh, Pa. . . • • S. Davis & Co.
Chicago, III.   Norris, Alister & Co. Salt Lake City, Utah . . Weil Jewelry Co.
Chicago, III.   C. H. Knights-Thearle Co. San Francisco, Cal. . • Edward H. Forestier
Cincinnati, Ohio •   The Oskamp Nolting Co. Toronto, Ont  The Goldsmiths'
Cleveland, Ohio . . The Bowler & Burdick Co. Stock Co., Ltd.
Detroit, Mich.  The Chas. A. Berkey Co.  Abelson & Liberman
Indianapolis, Ind. . • The Baldwin-Miller Co.
Kansas City, Mo. . . Woodstock-Hoefer Watch

& Jewelry Co.
Minneapolis, Minn. . F. L. Bosworth Co.
Minneapolis, Minn. . Reed-Bennett Co.
Omaha, Nebr.   Seaber, Bruce &

Bedford, Inc.

By N. Hudson Moore, in " Good Housekeeping Magazine"

The old crown-wheel escapement, which
was in use in clocks during the thirteenth,
fourteenth and fifteenth centuries, when
timekeepers were made chiefly for towers
and monasteries, kept fair time so long as
the motions of the wheel and verge were
exactly uniform. Any inequality affected
the accuracy of the timekeeping qualities.
They were commonly driven by a spring
instead of a weight, and this spring was a
strip of steel, not often of good quality,
wound upon a drum. As it unwound the
movement of the clock became slower, be-
cause the acceleration on the verge was
weaker.
The invention of the fusee remedied this.

The spring was placed within the drum and
one end of it was fastened to an axis, while
the other was fastened to the inside of the
drum. As the drum was moved by the
spring a cord was wound on the surface of
the drum, and as the spring pulled strongly
at first, gradually growing weaker, this
action was imparted to the cord.
To render the movement less variable, a

cone-shaped wheel with a spiral track cut
in it was provided for the cord, the pro-
portion being such that the leverage became
greater as the pull of the cord grew weaker,
and that, by compensation, the turning
Power of the axle was kept regular.

These clocks were converted
Pendulum into pendulum clocks by
Clocks removing one of the balls

on the verge, making the
verge longer, and increasing the weight of
the remaining ball. But after a time these
clocks, with the crown-wheel escapement,
went out of use, and the anchor escapement
was responsible for the timepieces we know
as grandfather's clocks. The wheel was still
there, but flattened out, the teeth being flat
with the wheel. The pallets were fixed on
an axis, and their shape was somewhat
altered. The pendulum was now hung from
a thin steel spring, which allowed it to
swing without friction, instead of being
placed on the axis which carried the pallets.
With a pendulum carrying a heavy bob,

the force of gravity caused the motion of
the pendulum to become almost entirely
harmonic, and its slight variations had
small effect upon the going of the clock.
With an anchor escapement the swing of
the pendulum was slight, and with a long
pendulum the arc of oscillation would be
made small. It was the length of the pen-
dulum, with its motion very nearly har-
monic, that enabled these old clocks to re-
main excellent timekeepers for so many
years.

The credit for introducing
the pendulum into England
is ascribed to the Dutch-
man, Ahasuerus Froman-

teel. The first clockmaker by this name was
one of the charter members of the Clock-
maker's Company, 1632. He died in 1650.

Eveylyn records in his diary for May 3,
1661, "Returned by Fromanteel's ye fa-
mous clockmaker, to see some pendules."
In the records of the Clockmaker's Com-
pany, another Ahasuerus Fromanteel was
admitted in 1655, and died in 1670.
There is, in the museum of the Clock-

maker's Company in London, a clock by the
first Ahasuerus Fromanteel. It is an 8-day,
weight, with crown-wheel escapement. The
maintaining power is so arranged that it
must be brought into action before the
winder can be applied. This clock was
made before the second pendulum came into
general use, but the workmanship is of a
high quality. The catalogue further states
that other members of the family were at
work in London till 168o, and were con-
nected with the company.
A clock by John Fromanteel, one of the

members of this distinguished family, is at
the Library Company, Philadelphia. The
dial is marked below the number circle,
"Johannes Fromanteel, London, Fecit."
This Johannes was admitted to the Clock-
maker's Company in 1663, and like others
of his family, he was to be found at the
"Maremaid" at Lothbury.

This Fromanteel clock is
said to have belonged to

Clock Oliver Cromwell. It for-
merly belonged to Mr.

Samuel Hudson, of Philadelphia, Pa. After
his death in 1793, his son presented it to
the Library Company of Philadelphia. "It
is believed to be the Oldest Chronometer in
the City, and Tradition informs us that
Samuel Hudson's Great Grandfather pur-
chased it at auction in England, when the
Auctioneer told his Audience it had been
in the possession of Oliver Cromwell."
This note is dated 1804.
The clock case is of oak and measures

6 feet 7 inches high, 14 inches wide, and
02 inches deep. The hood lifts off, and
there are two pairs of carved, twisted pil-
lars. There are the arrow heads between
the numerals to denote the half hours, and
the days of the month are shown in the
square opening below the hands.

Oak has always been a
Clock Cases favorite material for clock

cases, and walnut, both
plain and inlaid, was favored from 1675 to
1725. Very elegant cases of Dutch mar-
quetry were made as early as 1665, and
specimens of oriental lacquer were by no
means unusual from the middle of the
eighteenth century. An early and interest-
ing clock, by William Tomlinson, London,
1699-1735, like many of his contemporaries,
keeps fine time, and its owner is very
proud of it. It is unusual from its style
of decoration. The wood is walnut, finely
veneered in oak, and the whole case—base,
waist and hood—is completely covered with
a fine network of marquetry, known as the
seaweed pattern. There were variations of

this pattern called "spider's web" and "leaf
pattern," which, like the seaweed, almost
obliterated the beautiful graining of the
wood.
These clocks were very finely propor-

tioned and graceful. The marquetry was
an English adaptation of the style so preva-
lent in Holland, and to some tastes is a
great improvement, since it is very light
and graceful, while the Dutch work is in-
clined to be heavy. This clock is owned
by Mrs. H. L. Reading, Bedford City, Va.
A maker of clocks named Esoye Fleur-

eau used marquetry cases exactly similar
to this one of Tomlinson's.

Jonathan Loundes of London, 1680-1700,
also used these seaweed and leaf mar-
quetry cases, though in his clocks the top
is domed with gilt balls, and some low re-
lief carving appears on the hood. In some
cases, where the clock was too tall for the
room where it was to stand, the base, or
even a portion of the hood, particularly if
the latter was domed, was ruthlessly sawed
off. Many specimens of grandfather's
clocks, otherwise perfect, have restored
bases or domes, but it is generally easy to
detect such substitutions.

The proportions of these
Size of the clocks varied with the
Clocks height, which ranged from

about 4 feet 6 inches to To
feet and over. The lines were classic, the
hood showing architrave, frieze and cornice.
In addition to the fretwork found on the
friezes, the pillars—generally two, occa-
sionally four—were grooved or twisted.
Fretwork sometimes appeared on the sides
of the hood to permit the sound to escape,
and when the domed hood appeared the
ornaments varied greatly, and were either
of brass or carved wood.
The dial plates were at first 9 to Jo inches

square. The figures were black on a sil-
vered brass hour circle. Then came the
finely engraved ones. The dial faces, be-
fore the use of the second hand, had the
hour circle of silvered brass separate from
the center, which was generally engraved
brass. There were circles within the num-
erals, and on these were marked by arrow
heads or fleur-de-lis the division of the
hour spaces into halves, the quarters by
small lines.

When the minute hand came
Introduction of into use the figures denoting
Minute Hand the minutes were placed

without the hour circles,
with lines denoting the minutes between
the figures. The hands on old clocks are
generally beautifully shaped and pierced.
A handsome clock of this period, with oak
case and beautiful brass dial, is that made
by John Smallwood, Lichfield, England,
showing that the country makers were not
far behind their London brothers.
The addition of an arch to the top of the

dial caused clocks to have a more elegant
appearance. Thomas Tompion, one of the
most celebrated of English clockmakers,
put it on some of his later clocks, one of
which, only 5 feet 2 inches in height, be-
longs to the Metropolitan Museum of Art,
New York City.

(Continued on page 1215)
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THE FAVORITE PATTERN
Is our new pattern for 191 1. We are now ready
with a complete line of Toilet and Manicure Goods
in this pattern, which promises to be the best sell-
ing pattern we have yet produced. We serve the
retail jeweler direct. Our goods go from our factory
to the retail dealer's stock fresh and clean. No
middle men handle our goods.
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Theodore W. Foster & Bro. Co.
Manufacturing Jewelers and

Silversmiths

100 Richmond Street

Full size

NEW YORK
13 Maiden Lane

CHICAGO
Heyworth Building

Providence, R. I.

CANADA

Kingston, Ont.
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Basis for Retail Prices in Silverware

As a merchant studies his business care-

fully he discovers (among other things)

that a few departments are dependent on

the other lines in his store for their suc-

cess. That is, if he figures carefully he will

find that the average gross profit will ex-

ceed the average profit of these few depart-
ments. If these departments are insignifi-
cant side lines this doesn't worry him much,
but when he finds that the departments in
which he should do a large volume of busi-
ness are in this class he seeks some way to
remedy the evil.
The two departments that have worried

the average jeweler most are watches and
sterling silverware. However, the reputable
watch manufacturers have come to their as-
sistance and to-day any jeweler who doesn't
realize a satisfactory profit on his watch
Sales has only himself to blame.
The retail selling price of sterling silver-

ware, however, has not yet been put on the
basis where the jeweler can sell this line
with very much satisfaction. The estab-
lished retail selling prices on sterling flat-
ware are based on the minimum margin of
profit allowed by manufacturers and
charged usually by the big city jewelers.
Until a few years ago this averaged only
about 25 per cent. Now it i3 based on a
margin of 33 1/3 per cent. That is, on the
cost price; a spoon costing $3.00 is retailed
at $4.00.
The retail jewelers in smaller cities and

towns have not adhered strictly to this
profit, many charging a straight 5o per cent,
others about 50 per cent on staples and 50
per cent on fancy pieces. In all larger
cities, however, the margin established by
the manufacturer is followed probably more
from fear of competition than from choice
on the part of the retailer.
In figuring the necessary gross profit in

any business many things must be consid-
ered in addition to the actual expense of
running the business. Depreciation, of
course, is a big item and for this reason a
greater profit must be realized on novelty
lines than on staples. A consideration gen-
erally overlooked, however, is the display
space and advertising allowed on certain
lines to the exclusion of others. For in-
stance, you have a limited show window.
You can justly expect a certain number of
sales each day of the goods on display. If
you make a creditable showing of silver-
ware you have no room left for cut glass.
That window space is a daily expense
against the line of goods you have displayed.
Then there is service in connection with a
sale—engraving, wrapping and delivering—
all these things are a consideration.

Sterling silverware is the most expensive
line the jeweler has to sell. True, there is
not much depreciation, but there is labor to
keep the stock in salable shape—nearly
everything must be engraved. The bulk of
your sales are for gifts. The articles must
be neatly wrapped—probably tied with rib-
bon and delivered or packed to ship. All
these things cost money. These expenses
go down in your general store expense
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when in reality they are a charge against
this particular department.
The retailers throughout the country are

fighting for a minimum retail price of 50
per cent on all sterling silverware. They
are going to get it very soon. Some of the
big silver houses are already changing and
others will follow. Several of the strong-
est silver manufacturers have their own
retail stores in the large cities and they are
too much influenced by the necessity of
meeting their .own (retail competition to
heed the demand of the retailer at large.
They argue that the retailer can establish
his own prices in his community, not con-
sidering that every city, town and village in
the United States is well plastered with the
catalogues of the big city jeweler, in which
practically every staple pattern is listed on
a 33 1/3 per cent basis.

This is not enough profit. The jeweler is
the last merchant who should seek to reduce
his profits. A fair profit in every line is not
going to reduce the number of sales a par-
ticle, and the jeweler's lines are constantly
being sold at lower prices, while those in
other lines are constantly on the advance.

There is not a single line in the jeweler's
stock that can be sold on really a profitable
basis alone on less than 50 per cent profit,
and even that won't buy steam yachts
nor automobiles. Take a line of goods and
sell it strictly .50 per cent for one year.
Keep a record of all sales and at the end
of the year take a careful and honest in-
ventory and you will find that figure as
you will your 5o per cent has shrunk to
40 per cent. You don't know where the
difference has gone, but you will know that
it isn't there.
Keep boosting for a 50 per cent profit on

sterling silverware and all the manufac-
turers will have to follow in the lead of the
few who are already on the right track.

Competition and Local Associations

Theoretically "competition is the life of
trade." Without competition we would de-
generate into listless storekeepers. A
monopoly of trade would breed discontent
rather than satisfy us in our easy liveli-
hood. All initiative would leave us. What
would be the use of originality ? There
would be no incentive to outdo someone
else in our business methods. Things
would come so easy that there would be
no satisfaction in being in business. There
would be no such word as success. And
so we are apt to go along, disliking, envy-
ing, scandalizing and brooding ill against
the very men to whom we are indebted
for all the satisfaction we get out of busi-
ness—our competitors. Of course, there
are many kinds of competition, and while,
theoretically, "competition is the life of
trade," it may in some forms be the death
of it.

Everyone is in business to make money.
The majority prefer to make money
through honest and legitimate methods. A
merchant without principle is not consid-
ered in this article. If you are unfortunate
enough to have for a competitor a man
who is devoid of all honesty and regard for
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competitors and customers, let him alone.
Ignore him and let him work out his own
salvation, but don't decide that all your
competitors are in this class just because
they are after the same thing that you are.
They may think the same of you, and this
kind of a feeling and spirit is a serious ob-
stacle to success and satisfaction in busi-
ness.

If you pass your competitor with a
scowl and regard him as the meanest man
you know, you are doing an injustice to
him and to yourself. He probably regards
you in the same light. In many towns and
larger cities the formation of local jewel-
ers' associations has been attempted, some-
times with success and sometimes with
failure. Success has been the result of the
determination of one or two enthusiastic
workers to keep things going until harmony
resulted, and failure was usually due to a
few inharmonious meetings which resulted
in the discouragement of all concerned,
each blaming the other for the lack of suc-
caesIsn 

forming a local jewelers' association
.

couple of those interested should get to-
gether and outline a series of matters for
consideration. After these plans have been
made call a general meeting and explain the
purpose of the organization. Don't let one
or two disinterested or disturbing members
block the plan.

Include in the membership employees as
well as proprietors. Meetings should be
held every few weeks and usually with
more success in the homes of the different
members. Elect officers and keep records
of all matters considered and the remarks
of different members.
The purpose of such an organization is

not to in any way limit legitimate compe-
tition among the members, but to agree on
certain principles of business that will
make it possible to conduct business in a
less costly and more profitable manner.
Here are a few of the things to agree upon.

. Time of opening and closing stores
daily and also on holidays, as Thanksgiv-
ing, New Year, Fourth of July, etc.

2. Regulation of charges for watch and
jewelry repairing.

3. Limitations of engraving included free
of charge.

4. Regulations of profits allowed on
staple lines—watches, silverware, etc.

5. Extending credit and comparisons of
ratings of customers.

Besides these things there are many mat-
ters of national importance that will come
up for comment and consideration in the
matters of price regulation and other things.
There is no reason in the world why

jewelers should not at least share equally
with other lines of business in increasing
their profits in proportion to the present
increased cost of living. Many times
prices are cut through a mistaken idea that
the other man cut first and you must meet
his price.
Get together and learn that your com-

petitor is your friend if you want to make
him so. You will find business more pleas-
ant and more profitable.



I 2 .4

STERLING SILVER
DRINKING CUP

A very neat, compact gold-lined drinking cup,
beautifully cased in fine grade black grained
leather. Designed for use on trains, automobile
parties, tramps, picnics, etc.
Owing to the enforcement of State laws call-
ing for individual cups, the demand for some
such article is bound to increase.
We have designed this cup with that end in
view. Sells at a popular price and will appeal
to the better trade.

Will send one on memorandum
to any responsible jeweler

WRITE FOR INFORMATION AND PRICE

Have you our new Catalog ? If not, write at once

JAMES E. BLAKE CO.
ATTLEBORO, MASS.

Silverware bearing this
trade - ma r k denotes

sterling silver
925-1000 fine

CHICAGO OFFICE
42 Madison Street

NEW YORK OFFICE
37 Maiden Lane

SAN FRANCISCO OFFICE
717 Market Street

Silverware bearing this
trade - m•rk denotes

sterling Oliver
925-1000 fine

PUBLIC TASTE
IN ENGRAVING

rHE gift-purchases of the wedding
season revealed unmistakably the

critical taste of the public in the matter
of letter engraving. Only the best

would please. The day of
the commonplace mono-
gram is gone forever,
and it will pay the jeweler
to keep the fact in mind.
The new engraving era

calls for the use in every jewelry store of

Hornikel's
Engravers' Text-Book

a new edition of which
has just been issued.
This wonderful compila-
tion ofletter, monogram
and inscription models is
largely responsible for
the monogram fad, as
the lettering is of an
artistic character hereto-
fore unknown. It furnishes instruction and
the

No

ideas to
engraver and assures satisfaction to his customer.
matter what form of letter engraving may be

called for, this book furnishes

many models of unexcelled

beauty.

Procure a copy at once

and make certain to please the
present purchaser.

A copy will be sent postpaid to any part of the world
on receipt of price, $6.00 (£1 511.)

FOR SALE BY

The Keystone Publishing Co.
809-811-813 North t9th Street, PHILADELPHIA, PA.

1201 Heyworth Building, CHICAGO, ILL.
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The Grandfather's Clocks

(contintwd from page 1211)

Thomas Tompion, accord-
Thomas Tompion ing to the records of the

Clockmaker's Company,
was born in North Hill, Bedfordshire, and
is said to have been originally a blacksmith.
That he should ultimately have become a
clockmaker is not odd, since clocks were
made by blacksmiths, and the clockmaking
industry was developed from that trade.
Of George Graham, Tompion's appren-

tice, partner, nephew by marriage, successor
and executor, much might be written. That
he even excelled his master, Tompion, in
the value and variety of his inventions is a
fact, and he was acknowledged to be the
foremost horologist of his time. Like so
many other distinguished members of the
craft, he was a member of the Society of
Friends, and was born in Kirklinton, Cum-
berland, July 7, 1673. In 1688 he came to
London, and in that same year began his ap-
prenticeship with Henry Aske in the craft
and mystery of clockmaking.

• Among his inventions was
the dead-beat escapement of
1715. This was the appli-
cation of a compensating

power to counteract the effects of heat and
cold upon the length of a pendulum. In
1724 he greatly improved the horizontal es-
capement invented by Tompion.
He was an ingenious maker of mathe-

matical instruments, and was famous for
his watches with horizontal escapement. He
was known as "Honest George Graham,"
and his shop was called "The Dial and One
Crown."
In Wood's Curiosities of Clocks and

Watches he says that Graham was the
fashionable watchmaker of the day, and
that in the London Magazine for 1753 the
ingredients required in the manufacture of
a fog include:

"A repeater by Graham, which the hours reveals,
Almost overbalanc'd with knickknacks and seals."

The cases of many of Graham's watches
were works of art. They were pierced and
chased with mythological subjects, ciphers
and scrolls, and were heavily jeweled.
Short or long chains were attached, on
which were hung tassels of gold, two or
three lockets, lozenge-shaped boxes, seals
and miniatures, which must have made a
merry clanking as the owner walked.

The Rev. Edward Barlow,
born in 1634, made claim
that he was the inventor of
the "rack" repeating or

striking work for clocks. He petitioned the
Company for a patent, which was denied,
in common with most applications for pat-
ents, since the Company seemed desirous
that all its members should share in those
inventions made by the most ingenious.

Daniel Quare, another distinguished
member of the Clockmaker's Company, ad-
mitted in 1671, Master in 1708, was, like
Rev. Edward Barlow, an inventor of
mechanism for the making of pulling and
repeating watches and clocks. His inven-
tion antedated Barlow's by about ten years,
and when Barlow's petition for the patent

Dead-beat
Escapement

Invention of

Striking Clocks
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was laid by the Clockmaker's Company be-
fore James II, with the request that Ile
should not grant it, that monarch decided
the matter in a truly kingly fashion.
He had both Barlow and Ouare make

him a repeating watch and tried both, giving
the preference to Quare. And a very
splendid and sumptuous timekeeper he had
made. Indeed Quare made very fine clocks
and housed them in rich and elegant cases.
One of Quare's clocks is at Hampton

Court Palace. This clock goes twelve
months without winding. It is said that he
made but three of this pattern.

John Harrison, born near
John Harrison Pontefract, Yorkshire, in

1693, was another man
whose inventions advance the science of
chronometry. He was never enrolled in the
Clockmaker's Company, but having a me-
chanical bent, and his father's trade being
carpentry, he gradually turned his attention
to the casing and making of clocks. By
1726 he had made two clocks, chiefly of
wood, in one of which he had placed a
"gridiron" pendulum of his own invention.
So carefully made and delicately adjusted
was this timekeeper that a contemporary
writes of it that "it did not err a second a
month."

In the Metropolitan Museum of Art is
a clock of Italian work, maker unknown.
The case is of wood, painted and gilded,
and in the center of the door of the case
is the coat of arms of the Doria family. It
is a very interesting piece, though the top
seems too small for the body of the case.
It is over 6 feet tall. All clocks have a
"human interest" attached to them, but this
one rouses a host of speculations as to its
past history, its wanderings, and how it
came finally to a resting place in America.
It was given to the Metropolitan Museum
by Mr. W. B. 0. Field.

The tax upon the use and
wearing of watches and
clocks, proposed by Mr.
Pitt in 1797, had a disas-

trous effect upon the trade. The act was
only in force one year, but in the meantime
a sort, of clock, which came to be known
as "Act-of-Parliament" clock, was made,
not only in London, but in country districts
as well. They were found in many inns
and taverns, put there by the keepers for
the benefit of their customers. They often
had the dials painted black with gilt letters,
and some had a glass cover to the case.
The making of clocks in Scotland was not

recognized as a separate craft till about
1640. Mr. John Smith's interesting little
book, "Old Scottish Clockmakers," gives an
account of the progress of the craft in Scot-
land. Like the German clockmakers, each
Scottish applicant for entrance into the
guild had to make a timepiece to prove his
ability.

Clock-making
Taxed

Scottish
Clockmakers

There were a number of
very distinguished Scottish
makers, and their clocks are
not rare in America. A

very handsome clock by James Cowan,
Edinburgh, is 5 feet 2 inches in height. The
beautiful case is of mahogany, richly
carved. The clock belongs to the Metro-
politan Museum of Art.
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Andrew Leadbetter was apprenticed to
Andrew Clark, Edinburgh. He settled in
Congleton, England, and made many good,
substantial clocks, some of which found
their way to this country. One of them is
owned in Salem, Mass. The case is ma-
hogany, the hands very handsomely pierced,
and the clock is in going order.

Another Scottish clock, made by William
Robb in 1776, is a very handsome specimen,
the shape of the case being somewhat in
the French style, with two brass urns and
a brass eagle as ornaments.

Owners of these ancient
clocks are sometimes anx-
ious to learn if they are by

"good makers." Any clock, no matter who
made it, which will go one hundred years
is a good clock. A very handsome specimen
of Scottish work of the early nineteenth
century has the name Alexander Mitchell,
Gorbals, Glasgow, on the brass plate in the
arch of the dial. The case is of mahogany,
inlaid with satinwood and ebony, and en-
riched by much carving and handsome
twisted pillars. The hood lifts off and
there is glass set in the sides. The clock
is in perfect going order and shows the days
of the month. It is owned by Miss Rosa-
belle Houston, Sturgis, Mich.
A clock of Dutch origin has a simple de-

sign, with brass works and one-day time;
it winds by pulling the weights. It is owned
in Salem, Mass., and such clocks ag these
are often called in rustic communities by the
quaint name of "Wag-on-the-Wall."

Age of Clocks

Wireless Operator Talks
Through His Hat

The expression "talking through his hat"
can no longer be used as indicating an er-
ratic state of mind, says Popular Mechanics.
A Philadelphian, Frank Chambers, talks
through his hat as a means of communicat-
ing with his wife and friends and does it in
all seriousness. He is a wireless enthusiast,
and in experimenting with various novel
methods of enticing the winged words from
the air he has hit upon the most simple of all
plans, that of talking through his hat.
Chambers wears a 7% hat and could

work his new wireless plan through the
medium of an ordinary derby hat, but to
make the experiment more interesting he
tried it with a high silk hat.
The entire outfit consists of a small coil

of wire, a pair of receivers for the ears,
with the clamp that joins them, and a small
electrical device that he suspends from the
buttonhole of his coat. From this run
wires, carried out of sight down the legs
of his trousers and so to the ground to
complete the circuit. The entire outfit fits
easily in the crown of the high silk hat.
The first experiment was made at a tele-
graph pole to which was attached one of
the ordinary guy wires. Clipping his own
wire to this guy wire Chambers fastened
the trailing end of another to a fire plug
and listened to messages sent by his wife
from his home, from the Navy Yard and
even from New York. The ticking of the
various wireless messages that were darting
back and forth overhead was distinctly
audible through the receivers.
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THE RELSCRRPT SYSTEM

Reduces the making of
monograms to an exact
science. No taking
chances on pleasing the
customer, no losses on re-
jected designs. You can
show him and furnish the
goods while he waits—
and the goods are right,
beautiful in design and
finish—the kind that sell
at sight.
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Winning Success and Happiness
By Col. John L. Shepherd

(Address before the Indiana Retail Jewelers' Association)

Any old thing certainly affords a wide field for
a talk upon an 6ccasion like this.
Now, the thing that concerns us most in this

world is our financial success, as upon that de-
pends our ability to accomplish the things that
we are most interested in, whether it be me-
chanics, art, science or commerce.

First, we must realize how much we are gov-
erned by our environment; how much we are a
reflex of the people we meet ; how much we learn
from them and what we give back in return.

No Man Is Satisfied

As a rule, no man is satisfied with what he
has done or what he is doing, and it is by reason
of this that we make our progress in the world at
all, for once we become satisfied with ourselves
or that which we are doing, our progress is at an
end. If it were not for this law we should yet
be living in the stone age.
In the language of the poet, it is:

The men who are not satisfied
Are they who set the pace,

The men who do not meet defeat
With calm, contented face.

The men who labor on and on
With mind and fingers skilled,

Are the great unsatisfied
That plan, and fight, and build.

They cross the sea with turning wheel,
They gird the world with wires,

They belt the land with rails of steel
And pierce the air with spires.

They take us out of bygone ways,
They lead us through the dark,

To where some man unsatisfied
Has placed a shining mark.

That you will ever reach perfect success is a
question as to what you consider perfect success,
for the greatest of all creators, Nature, never
seems satisfied with her work, for she is con-
stantly tearing down and rebuilding the endless
worlds of the universe, and by reason of this,
and this alone, makes her marvelous progress.

Do Not Be Discouraged

But this should not discourage you, but on the
contrary—and if you have any doubt upon this I
would advise you to read "The History of Ras-
selas," who says as a text : "Ye who listen with
credulity to the whisperings of fancy and pursue
with eagerness the phantoms of hope, who expect
that age will perform the promise of youth, and
that the deficiencies of the present day will be
supplied by the morrow, will be doomed to bitter
disappointment."
Josh Billings said the old way to succeed was

to keep up with the procession, and that is true
of the jewelry business.

Aristotle, the Greek, said that business should
be chosen for the sake of leisure and this seems
to be the principle upon which some men conduct
their business. But did you ever know of a man
who made a success of business in this way?
But no man, who does not take pride as well

as pleasure in his business cannot or never has
made a success of it, and I know of no business
that a roan should take more pride in than in
the one you represent.

First you possess the confidence of the public
to a greater degree than that of any other busi-
ness in your city. The people will leave in your
stores their jewelry of gold with the same con-

lidence that they leave their dollars of gold with
the banks.

The Banker and the Jeweler

But there is one great difference between the
banker and the jewelers. The banker does not
cut his rate of interest to take the trade from the
other banks as the jeweler cuts his profits to get
the trade of his competitors.
Another similarity between the banker and the

jeweler is that without this confidence neither
could succeed.

I heard a jeweler in California say that his
aim was to possess the confidence of the public
to such an extent that any of his customers should
feel that they could send a child into his store
to buy any article that he had to sell, feeling
sure that it would be treated just the same as if
they had come themselves.
Now the question is, if the public have this

supreme confidence in you and your competitor
why cannot you have the same confidence in one
another? Why, I have been in towns and heard
jewelers express such opinions of each other that,
had the public heard it, they would have felt that
it was not safe to have a dollar watch with them.
Now, this lack of confidence in your competitor

is based on ignorance of his character. There-
fore, get acquainted with him. He may seem
cool towards you, but keep at it, for I assure you
that man cannot long resist the friendly ap-
proaches of another human being. It cannot be
done.

Value of Broken Environment

We are all creatures of our environment and
for this reason we want to break this environment
as much as possible, and as we widen it, so do
we widen our own minds. We find the world
is larger and men are better than we thought they
were, and by reason of this knowledge we become
better men ourselves in every sense of the word.
We should never deceive ourselves with the idea

that we can deceive an intelligent man or woman
as to our real character, and to endeavor to de-
ceive the ignorant is to debase ourselves to the
same standard of ignorance of those we can
deceive.

I hear men declare that they do not care what
others think of them. This is not true and stamps
the man who says it as a man not to be trusted,
for the love of the appreciation of our fellow-
man is part of our nature and is a virtue that is
even possessed by the animal.
These are the men who say that they believe

that every man they meet is a rogue until they
learn to the contrary.
Such a belief as this must add very much to the

burden of life, and I am glad I do not have to
bear it.

I am sure I have met a greater number of men
than anyone here, and when I think of the many
men I have met and looked in their face and
clasped their hand, I can truthfully say that I
have met but few rogues, and if this is not your
experience you have been keeping d—d bad
company.

It has been said that we owe ourselves so much
that we cannot afford to owe others.
This is selfishness, for we owe all that we are

and all that we may be to others.
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Knowledge of Leading Spirit

What would your life be without friends, with-
out knowledge?

It is the accumulated knowledge and experience
of the past ages that leads us on in life, which
we improve on with every passing year.
Think of all that we owe to the astronomer,

the geologist, the botanist and, above all, to the
chemist, whose genius has wrenched from Nature
her most wonderful secrets of compounding the
elements that go to the making of this wonderful
universe, and compounding them again into such
things as Nature herself has been unable to do.
Think of all that we owe to the inventive

genius, who has lifted the burden of labor from
our weary shoulders, and all this against the
prejudice and ignorance of our fellow man and
to our eternal shame. Almost every inventor has
died in poverty and obscurity, and after their
death we glorify their names and steal the fruits
of their genius.

It is by reason of American genius that we are
leading the world to-day in its upward and on-
ward march to greater freedom and prosperity.
It is the wheels of the inventive genius of these
pioneers that are singing the song of industry in
the mills and factories all around the world.

It is American agricultural implements that are
turning over the green sod, sowing the grain and
reaping the golden harvest wherever the sunshine
and shadow chase each other over the billowing
harvest fields of the earth.

Some Instances of American Genius
It was the American genius of a Morse that

first spoke to the world with the flashing tongue
of electricity; that spanned the earth with the
wiry threads that make the air tremulous with the
flashing thoughts of the busy people of this busy
world.

It was the American genius of a Robert Fulton,
with the mighty power of steam, as discovered
by Watts in the lifting lid of the tea kettle, that
set turning and whirling the wheels of the vessels
of commerce.

It was American genius that has brought the
railroad of Robert Stephenson to its marvelous
perfection that to-day holds this mighty globe im-
prisoned in their iron bonds, over which the fast
flying train annihilates time and space and carries
the commerce of the world.

It was the American genius of a Whitney that
gave to the world a cotton gin.

It was the American genius of a Howe that
gave to weary woman the sewing machine.

It was the American genius of a Hoe that gave
to the world the rotary printing press that spreads
the world before us as a panorama.

It was the American genius of a Graham and
Bell that gave us the telephone that sends a
whisper around the world.

It is the American genius of an Edison that,
with that soul of the world, electricity, has elec-
trified mankind and turned all the dark shades
and shadows of the night into such a fiery land
of glory that we can almost realize the glories of
the promised world to come.

The Harnessing of Niagara

It is the American genius that has put the
harness of the slave upon the mighty falls of
Niagara, that send that never-ceasing, never-end-
ing fog-like spray in the air, catching every
gleam and glitter of the scintillating rays of the
sun and painting them back upon the air in the
rainbow's hue, that has darkened the heavens
with the smoke of its mills and factories, wherein
is made everything that American genius can de-
vise to lift the burden of labor from the weary
and poor, that is vibrating the air of the world
with the sweet song of industry as sung by that
great choir of American machinery. The whistling
and throbbing locomotive, the vessel's fast-beating
wheels upon the rivers and lakes, the singing
spindles, the buzzing saws, the humming wheels,
the roaring furnace, the clanking anvil, the wood-
man's ringing axe, all blend into a great song of
industry—a song that has brought us wealth and
fame and that is bringing happiness and prosper-
ity to all the world.
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THE ELSCRIPT SYSTEM

Reduces the making of
monograms to an exact
science. No taking
chances on pleasing the
customer, no losses on re-
jected designs. You can
show him and furnish the
goods while he waits—
and the goods are right,
beautiful in design and
finish—the kind that sell
at sight.

Samples
YOURS FOR THE ASKING

JOSEPH L. HERZOG & CO., Makers of L K Rin
(REG. U. S. PAT. OFF.)

45-51 ROSE ST., Cor. Duane
NEW YORK
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BRASS GOODS

is full of GINGER

(J You will display
good JUDGMENT
by showing a few of
our goods in your Line

No. 4947 SMOKING SET. POLISHED BRASS

THE PAIRPOINT CORPORATION
ORIGINATORS OF Factories and Main Offices

PAIRPOINT CUT GLASS

PAIRPOINT SILVER PLATE NEW YORK -
MONTREAL .
SAN FRANCISCO

BRANCHES

" - - 
- 38 MURRAY STREET

CORISTINE BLDG., ST. NICHOLAS ST., WEST
717 MARKET STREET
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Winning Success and Happiness
By Col. John L. Shepherd

(Address before the Indiana Retail Jewelers' Association)

Any old thing certainly affords a wide field for
a talk upon an o'ccasion like this.
Now, the thing that concerns us most in this

world is our financial success, as upon that de-
pends our ability to accomplish the things that
we are most interested in, whether it be me-
chanics, art, science or commerce.

First, we must realize how much we are gov-
erned by our environment; how much we are a
reflex of the people we meet ; how much we learn
from them and what we give back in return.

No Man Is Satisfied

As a rule, no man is satisfied with what he
has done or what he is doing, and it is by reason
of this that we make our progress in the world at
all, for once we become satisfied with ourselves
or that which we are doing, our progress is at an
end. If it were not for this law we should yet
be living in the stone age.
In the language of the poet, it is:

The men who are not satisfied
Are they who set the pace,

The men who do not meet defeat
With calm, contented face.

The men who labor on and on
With mind and fingers skilled,

Are the great unsatisfied
That plan, and fight, and build.

They cross the sea with turning wheel,
They gird the world with wires,

They belt the land with rails of steel
And pierce the air with spires.

They take us out of bygone ways,
They lead us through the dark,

To where some man unsatisfied
Has placed a shining mark.

That you will ever reach perfect success is a
question as to what you consider perfect success,
for the greatest of all creators, Nature, never
seems satisfied with her work, for she is con-
stantly tearing down and rebuilding the endless
worlds of the universe, and by reason of this,
and this alone, makes her marvelous progress.

Do Not Be Discouraged

But this should not discourage you, but on the
contrary—and if you have any doubt upon this I
would advise you to read "The History of Ras-
selas," who says as a text: "Ye who listen with
credulity to the whisperings of fancy and pursue
with eagerness the phantoms of hope, who expect
that age will perform the promise of youth, and
that the deficiencies of the present day will be
supplied by the morrow, will be doomed to bitter
disappointment."
Josh Billings said the old way to succeed was

to keep up with the procession, and that is true
of the jewelry business.

Aristotle, the Greek, said that business should
be chosen for the sake of leisure and this seems
to be the principle upon which some men conduct
their business. But did you ever know of a man
who made a success of business in this way?
But no man, who does not take pride as well

as pleasure in his business cannot or never has
made a success of it, and I know of no business
that a man should take more pride in than in
the one you represent.

First you possess the confidence of the public
to a greater degree than that of any other busi-
ness in your city. The people will leave in your
stores their jewelry of gold with the same con-

fidence that they leave their dollars of gold with
the banks.

The Banker and the Jeweler

But there is one great difference between the
banker and the jewelers. The banker does not
cut his rate of interest to take the trade from the
other banks as the jeweler cuts his profits to get
the trade of his competitors.
Another similarity between the banker and the

jeweler is that without this confidence neither
could succeed.
I heard a jeweler in California say that his

aim was to possess the confidence of the public
to such an extent that any of his customers should
feel that they could send a child into his store
to buy any article that he had to sell, feeling
sure that it would be treated just the same as if
they had come themselves.
Now the question is, if the public have this

supreme confidence in you and your competitor
why cannot you have the same confidence in one
another? Why, I have been in towns and heard
jewelers express such opinions of each other that,
had the public heard it, they would have felt that
it was not safe to have a dollar watch with them.
Now, this lack of confidence in your competitor

is based on ignorance of his character. There-
fore, get acquainted with him. He may seem
cool towards you, but keep at it, for I assure you
that man cannot long resist the friendly ap-
proaches of another human being. It cannot be
done.

Value of Broken Environment

We are all creatures of our environment and
for this reason we want to break this environment
as much as possible, and as we widen it, so do
we widen our own minds. We find the world
is larger and men are better than we thought they
were, and by reason of this knowledge we become
better men ourselves in every sense of the word.
We should never deceive ourselves with the idea

that we can deceive an intelligent man or woman
as to our real character, and to endeavor to de-
ceive the ignorant is to debase ourselves to the
same standard of ignorance of those we can
deceive.
I hear men declare that they do not care what

others think of them. This is not true and stamps
the man who says it as a man not to be trusted,
for the love of the appreciation of our fellow-
man is part of our nature and is a virtue that is
even possessed by the animal.
These are the men who say that they believe

that every man they meet is a rogue until they
learn to the contrary.
Such a belief as this must add very much to the

burden of life, and I am glad I do not have to
bear it.
I am sure I have met a greater number of men

than anyone here, and when I think of the many
men I have met and looked in their face and
clasped their hand, I can truthfully say that I
have met but few rogues, and if this is not your
experience you have been keeping d—d bad
company.

It has been said that we owe ourselves so much
that we cannot afford to owe others.
This is selfishness, for we owe all that we are

and all that we may be to others.
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Knowledge of Leading Spirit

What would your life be without friends, with-
out knowledge?

It is the accumulated knowledge and experience
of the past ages that leads us on in life, which
we improve on with every passing year.
Think of all that we owe to the astronomer,

the geologist, the botanist and, above all, to the
chemist, whose genius has wrenched from Nature
her most wonderful secrets of compounding the
elements that go to the making of this wonderful
universe, and compounding them again into such
things as Nature herself has been unable to do.
Think of all that we owe to the inventive

genius, who has lifted the burden of labor from
our weary shoulders, and all this against the
prejudice and ignorance of our fellow man and
to our eternal shame. Almost every inventor has
died in poverty and obscurity, and after their
death we glorify their names and steal the fruits
of their genius.

It is by reason of American genius that we are
leading the world to-day in its upward and on-
ward march to greater freedom and prosperity.
It is the wheels of the inventive genius of these
pioneers that are singing the song of industry in
the mills and factories all around the world.

It is American agricultural implements that are
turning over the green sod, sowing the grain and
reaping the golden harvest wherever the sunshine
and shadow chase each other over the billowing
harvest fields of the earth.

Some Instances of American Genius
It was the American genius of a Morse that

first spoke to the world with the flashing tongue
of electricity; that spanned the earth with the
wiry threads that make the air tremulous with the
flashing thoughts of the busy people of this busy
world.

It was the American genius of a Robert Fulton,
with the mighty power of steam, as discovered
by Watts in the lifting lid of the tea kettle, that
set turning and whirling the wheels of the vessels
of commerce.

It was American genius that has brought the
railroad of Robert Stephenson to its marvelous
perfection that to-day holds this mighty globe im-
prisoned in their iron bonds, over which the fast
flying train annihilates time and space and carries
the commerce of the world.

It was the American genius of a Whitney that
gave to the world a cotton gin.

It was the American genius of a Howe that
gave to weary woman the sewing machine.

It was the American genius of a Hoe that gave
to the world the rotary printing press that spreads
the world before us as a panorama.

It was the American genius of a Graham and
Bell that gave us the telephone that sends a
whisper around the world.

It is the American genius of an Edison that,
with that soul of the world, electricity, has elec-
trified mankind and turned all the dark shades
and shadows of the night into such a fiery land
of glory that we can almost realize the glories of
the promised world to come.

The Harnessing of Niagara

It is the American genius that has put the
harness of the slave upon the mighty falls of
Niagara, that send that never-ceasing, never-end-
ing fog-like spray in the air, catching every
gleam and glitter of the scintillating rays of the
sun and painting them back upon the air in the
rainbow's hue, that has darkened the heavens
with the smoke of its mills and factories, wherein
is made everything that American genius can de-
vise to lift the burden of labor from the weary
and poor, that is vibrating the air of the world
with the sweet song of industry as sung by that
great choir of American machinery. The whistling
and throbbing locomotive, the vessel's fast-beating
wheels upon the rivers and lakes, the singing
spindles, the buzzing saws, the humming wheels,
the roaring furnace, the clanking anvil, the wood-
man's ringing axe, all blend into a great song of
industry—a song that has brought us wealth and
fame and that is bringing happiness and prosper-
ity to all the world.
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Hope Synthetic Sapphire
REG. U. S. PAT. OFF.

and

The Japanese Cultured Pearl
will never fail to compel the admiration of the true gem lover. Both compare in beauty with
their costly rivils of Nature's unassisted work; they differ but little from them in all other
points, save origin—and yet, their cost is not prohibitive to the buyer even of modest means.

Either separately or in combination, they will delight the taste for the refined and beautiful.
Do you realize what it means to you to be able to offer to your customer an article that

he is sure to want and that he can afford to buy?
J us t tell the buyer exactly what these two gems are. Our guarantee is here to back

your statement.
Only make sure that what you offer is the true article —make sure that it is Heller's.

Write for literature on our Synthetic Stones and Japanese Pearls.
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MANUFACTURERS, CUTTERS AND IMPORTERS
PARIS

Sole Agents for the Japanese Producers of the 68 Nassau StreetPROVIDENCE JaPanese Cultured Pearls
IDAR NEW YORK

"HOLD-ON" CLUTCH

WARNING
"HOLD-ON" CLUTCH

FOR SCARF PINS AND BROOCHES

mr.■ Aug. I$O

lit. OOLD PLATE

SUPERIOR TO ALL OTHERS

Price 50 Cents
DESIr.or PAT 0 SUI

1.41. Vor

ih.imoq A.1 U. 199

ADVANTAtiES: . . .

/. It Holds -'1'he harder yo tt th, tight, It 1101.1.1„

2. To Release Rake the clotch and poll thc
J. All One Plece—No parts tO

On Wednesday, June 28, 1911, the Circuit Court
of the United States, Southern District of New York,
sustained the validity of the Fischer re-issue Clutch
patent, as well as of the Goldsmith Design patent,
under which the "Hold-on " Clutch is made, and
directed a decree of injunction accordingly.

All dealers are notified not to handle scarf pin pro-
tectors which infringe either or both of said patents,
as all infringers will be prosecuted.

DISCRIMINATING JEWELERS WHO PRIDE THEM-
SELVES ON QUALITY HANDLE ONLY THE BEST

THE "HOLD-ON" IS THE BEST—AND HAS BEEN SINCE 1902

DON'T HANDLE INFRINGEMENTS
Every "Hold-On" Clutch is guaranteed by us—note the finish and workmanship

"HOLD-ON" CLUTCH CO., 85-87 John St., New York
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The jewelry store of Joseph
Daring Robbery Fass, at 78 Clinton street, was

broken into early on the morn-
ing of July 12th, the safe opened with an electric
drill and diamonds and other jewelry to the
amount of $30,000 taken. The only clue is a
remarkable outfit of burglar's tools left behind
by the men in their flight. The front of the
store is partitioned from the rear and the thieves

worked entirely from the rear room. A five-foot

safe rested against the partition, at-0 after drill-

ing a hole in this partition from the rear an

electric drill made a hole large enough for the

robbers to put their hands in the safe and re-

move the contents. The men made a twelve-inch

square hole in the first or outer skin of the safe

and then a six-inch circular hole in the second

thickness. According to the police the work was

done by expert cracksmen, who were familiar

in every detail with the "lay" of the store, their

work showing that the robbery had been planned

for some time. The burglars' tools were of the

latest make and included an electric drill, a

three-foot "can" opener of steel, a four-inch

jimmy, an eighteen-inch jimmy and a quantity of

burlap. The electric drill had a cord which the

robbers had attached to an electric light switch,

thus getting power for their work.

Unique Window Display

The L. E. Waterman Co., 173 Broadway, have

had a unique window display which attracted

much attention. The central feature was an ar-

rangement so planned that ink flowed continually

from a barrel suspended in the air. Why the ink
in the barrel did not become exhausted the on-

lookers could not understand.

Alfred Goldsmith, of Adolph Goldsmith & Son,
68 Nassau street, has returned from Europe,
where he made extensive purchases, especially in
Amsterdam and Antwerp.
Among the visitors to the city last month was

W. A. Cook, of the Fontneau & Cook Co., Attle-
boro, Mass. Mr. Cook spent some time at the
office of the company, 15 Maiden Lane.
0. J. Somers & Co. is the name of a new firm

recently incorporated at Albany to do a jewelry
business in the State. The capital stock is $4o,000,
and the incorporators are 0. J. Somer, Charles
B. Bretzfelder and Julia C. Duffy, all of New
York.
Samuel Gordon, wholesale jeweler, of Okla-

homa City, Oklahoma, was in New York the past

week buying stock. Mr. Gordon visits the New
York market regularly twice a year.
The famous Waterman Pen corner, at Broad-

way and Cortland street, in which building is
housed the main offices of the L. E. Waterman
Fountain Pen Company, is undergoing alter-
ations, a new front being put in, bringing the
main entrance on the walk level.
President William T. Gough, of Carter, Howe

& Co., and president of the 24-Karat Club of
New York, will be unable to attend the club's
annual outing at Port-au-Peck on Saturday, July
22d, as he sailed for Europe the first of the
month and will not return until August zst.

Jewelry Workers' Union Holds Meetings

The Jewelry Workers' Union in New York
has been holding several meetings lately, but it
is understood that enthusiasm has not been at
par in this organization, and that the same com-
plaint of the officers that the members do not
show interest is still the case.

It is remarked by wholesalers on the Lane that
the death of Alfred Krower, of Albert Lorsch &
Co., brings to mind the fact that Mr. Krower
was the man most actively engaged two years
ago in securing proper legislation affecting the
precious stone trade during the framing of the
recent Payne-Aldrich tariff bill.
The federal grand jury has started an ex-

haustive investigation of the Jenkins-Allen jewel
smuggling case. Mrs. Helen D. Jenkins, the
young woman who got jewels worth more than
$3oo,000, it is said, from Nathan Allen a wealthy
leather manufacturer of Kenosha, Wis., was a
witness before the grand jury. It was impos-
sible to learn the nature of her testimony, but
it is understood that she readily admitted that
a part of the costly jewels she says were given
to her by Mr. Allen were brought through the
customs without payment of duty. Several other
witnesses were called by the grand jury, but their
names were not announced. The federal district
attorney's office declined to make any statement
whatever.
M. C. Meyer, of Jos. H. Meyer Bros., returned

from Europe early in July on the La Provence,
of the French Line, after a month's business and
pleasure trip. While in England Mr. Meyer wit-
nessed much of the coronation week festivities
and was present at the Derby, England's most
famous horse race.
C. H. Smith, of the C. H. Smith Company,

Sheffield, Pa., paid his respects to many of his
friends in the trade while visiting New York
early in this month.
William Penfold, one of New York's best-

known jewelry salesmen, has returned from a
three months trip through to the Coast.

New Factory to be Completed Soon

S. Sternau & Co., the well-known manufac-
turers of "Sternauware," announce the expected
completion of their new factory early in June.
The new building will be a ten-story structure,
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and will be located in John street, Brooklyn, be-
tween Gold street and Hudson avenue. The
building is of the type generally known as day-
light factories, because of the abundance and
size of its windows. It will be supplied with
electric light and power and with the best me-
chanical equipment in all departments.
Among the many attractions of the Masonic

Home which was dedicated at Utica recently,
none received more favorable attention than the
stained glass memorial windows which were exe-
cuted by The Gorham Company. They were thir-
teen in number, all originals, and are master-
pieces of the subjects treated.
George F. Kunz, of Tiffany & Co., relates that,

in a pegmatite vein at Marambaya, a village in
the vicinity of Arassuahy, on the Jequitinhonha
River, in the State of Minas Geraes, Brazil, there
was found a crystal of beryl, which was the larg-
est crystal of precious beryl (aquamarine) ever
found. In form it was a simple hexagonal prism
with slight irregularities, due to compression, and
terminated with a simple basal plane at both ends.
The crystal weighed 110.5 kilograms, was 48.5
centimeters high, and from 40 to 42 centimeters
in its different widths. It was so transparent that,
looking down into the crystal through its basal
termination it could be seen through from end to
end. In color it was greenish-blue, absolutely
free from included impurities, but traversed by
a number of fractures.
This crystal was found by a Turk, who mined

it in what is known as a primitive mine, at a
depth from five to six meters, and only with the
greatest difficulty was it transported by canoe
to the coast, by way of the Jequitinhona River
and then shipped to Bahia, where it is said that
he realized $25,000 for it. It is estimated that this
crystal would furnish at least 200,000 carats of
aquamarines of various sizes.

Attempted Chicago Robbery Frustrated

Robbers who attempted July nth to duplicate
the successful daylight robbery of Louis Albertes
Milwaukee avenue jewelry store some weeks ago
lost their nerve at the crucial moment. A look-
out posted in front of the establishment of Cole
& Young, South Chicago jewelers, caught sight
of a South Park policeman two blocks away, gave
the alarm, and he and his two confederates were
whisked away in a rented automobile.
The attempted robbery, which occurred about

noon, has a sequel a half hour later in a running
motor car battle through the streets of Wood-
lawn, in which policemen and bandits exchanged
more than a half hundred shots. The car was
overtaken. One robber was shot.
The automobile used for the frustrated raid

was ordered from a public garage. At Ninety-
first street and Commercial avenue, a half block
from the Cole & Young store, at 9144 Commercial
avenue, the passengers got out, telling the chauf-
feur to wait until they returned. William Gibson
and Peter Marian, salesmen for the jewelry firm,
were alone in the store when the three men en-
tered. As in the Alberti robbery, the bandits
forced the employees into a rear room at pistol
point. One of them stood guard there. Another
acted as lookout on the sidewalk. Soon they be-
came frightened and fled.
At i o'clock the alarm came into Woodlawn

station. The robbers, the South Chicago police
said, probably would drive down Stony Island
avenue. Seven minutes later the patrol wagon—
in the nick of time—was at the intersections of
that thoroughfare and Sixty-seventh street. Three
patrolmen were standing at the patrol box on the
corner. As the patrol drew up the red touring
car containing four men came tearing down the
avenue. The robbers opened fire. The patrol-
men answered, three of their bullets piercing the
tonneau. One bullet grazed the head of one of
the bandits.
The fugitives ran the police gantlet. Captain

Alcock, who had come in the patrol, stopped a
southbound automobile and ordered the chauffeur
to take up the chase. Engine trouble delayed the
police auto, and it was far behind when the other
machine turned into the Midway. At Fifty-fifth
street and Ellis avenue the quarry was overhauled.
The chauffeur was alone in the machine.
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You won't make a mistake when you
rely upon us for

DIAMONDS
This is a personal message to you. It is inspired first
by the fact that we import all our diamonds; second, by
the knowledge that our long experience in foreign
markets makes our diamond organization this year, even
stronger, better equipped and closer to the real wants of
jewelers than ever before. You will find it to your
advantage to rely absolutely on us for your diamonds.

The B. A. & Co. catalogue will do much to stimulate
your business just at this time. Even in the hottest
weather you can create business by studying this catalogue.
It contains many articles that are particularly desirable in
summer weather. Don't let up on your efforts, but leaf
this catalogue through and you will find summer business
and profit. Remember we carry everything catalogued
in stock and the organization of our catalogue department
makes it possible for us to fill all orders without delay.

BENJ. ALLEN & CO.
CHICAGO
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The past two weeks have constituted a period
of preparation for Chicago and western jobbers.
Their travelers, with very few exceptions, came
in from their territories the middle or latter part
of June and since that time have been very busy
in making up their fall lines. At this writing
they have all returned to their territories, but
tangible reports have as yet not been received
from them. Chicago jobbers are very optimistic
as to fall business and there seems to be general
satisfaction over the developments of the past
two weeks. This optimism is inspired largely
by a feeling that a general commercial revival
has already set in which will stimulate fall busi-
ness.

Jewelers Interested in Crop Report

Just at present the commercial interests of
Chicago and the West are focussed on the crop
outlook. The government report issued at Wash-
ington by the chief of the crop reporting bureau,
and covering conditions up to July 1st, is not
as cheerful as was hoped for, yet there is noth-
ing in this report to indicate that this great west-
ern country will not yield a fair average crop. A
hot spell such as has not been experienced dur-
ing the past fifteen years has held sway over the
entire West and Southwest since July 1st. This,
coupled with severe drought in June, has played
havoc with crops. Oats and hay, according to
the report, seem to have been the hardest hit,
and present indications are that less than a two-
thirds crop of hay, and an oat crop 25 per cent
below that of last year, will be raised this year.
The Chicago Board of Trade viewed the report

with but moderate concern, which indicates that
there is little apprehension felt as to the ultimate
outcome. A day before and immediately after the
report was issued rains, which were nearly uni-
versal in the West, broke the drought and af-
forded much-needed relief. These rains have con-
tinued to fall with more or less regularity. To say
the least, these rains have been very timely, and
in some quarters it is believed that they come just
in time to annul the government forecast. There
is a hopeful note in the reference made to the
corn outlook in the report which says: "Thc corn
acreage is the largest ever accorded, but the con-
dition of the crop is about 7 per cent below the
average. That indicates a production of apprcixi-
mately 5 per cent less than last year's record
crop, but nearly 5 per cent more than the average
production during the last five years. The con-
dition of the corn crop on July 1st, howevet,
was critical."
The danger referred to in the last sentence has

undoubtedly been forestalled by the rains which
have fallen since the report was issued. One of
the redeeming features of the corn crop was the
fact that the corn was not in tassel when the hot
wave struck it. Whatever gloom the report may
have scattered this was in large rhea:Mate-vitiated
by the very favorable expressions regarding
wheat, both spring and winter, and this may have

had much to do with robbing the government
report of its otherwise ultra bearish effects.
Speaking of wheat, the report says: "Notwith-
standing the drought the wheat crop, both spring
and winter, will be well up to the average in total
production. It is scarcely likely that the amount
of wheat in bushels will vary a great deal from
the average of the last five years."
The Chicago Board of Trade has given out

figures construing the report as moderately bear-
ish, inasmuch as it indicated a yield of 458,000,000
bushels as compared with 464,000,00o bushels of
winter wheat a year ago. It is figured there will
be raised 245,000,000 bushels of spring wheat,
against 231,000,000 bushels last year, making a
total of all wheat 703,000,000 bushels as compared
with 695,000,000 bushels a year ago. The esti-
mated yield of corn on Jul:, tst is 2,956,000,000
bushels as compared with 3,126,000,000 bushels
last year. Oats show a heavy shrinkage, being
818,000,00o bushels as compared with 1,127,000,000
bushels a year ago.
Taken all in all there seems to be but little in

this report to cause uneasiness, especially in view
of the fact that relief arrived simultaneously with
the issuance of the report.

Annual Field Day a Great Success

As stated in our last issue the annual field day
of the Chicago jewelers, held at La Grange, Ill.,
proved a great success and the boys who were
present haven't quit talking about the good time
they had. Now comes the good news that it is
to be an annual affair. The boys in the trade
bow in humble reverence to "Manny" Stern, the
master mind that conceived this happy idea, and
they are now reveling in the hope that next year
"Manny" will again be the "whole thing" and they
are promising him even a more fitting memorial
of their eternal appreciation next year than they
gave him on the first occasion.
M. L. Jalonack, the well-known auctioneer of

Chicago, returned early in the month from Iron-
wood, Mich. where he made a very successful
sale for C. M. Bean, who has been in business in
that town for twenty-six years.
Emil Noel, diamond and jewelry broker, has re-

turned from an extended European trip, during
which he visited the diamond and jewelry centers
of Europe. His family accompanied him.
Paul Gruen, traveler for the Reed-Bennett Co.,

of Minneapolis, spent several days in Chicago last
Week calling on his many friends in the trade
here.
Edw. Swartchild, of Swartchild & Co., was in

charge of an exhibit for his firm at the Cedar
Point convention of the Ohio Retail Jewelers'
Association.
M. Zerweck, of the Zerweck Jewelry Co., of

East 'St. Louis, was in Chicago several days on
pleasure and business.
James Coy, western traveler for the Webb C.

Ball Watch Co., of Cleveland, Ohio, was in
Chicago on business early in the month. He had
just made an extended eastern trip.
Bob Ream, Chicago and western representative
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of the Bristol Jewelry Co., of Attleboro, Mass.,
made a trip to the factory and spent several days
at other eastern points during the early part of
the month.
F. D. Waterman, president of the L. E. Water-

man Co., of New York, spent several days in
Chicago early in the month, consulting with the
management of the Chicago office and with west-
ern travelers for his company.

\\ illiam F. Drexmit, for many years with the
Chicago office of The Keystone Watch Case Com-
pany, has been appointed general manager for the
company in Chicago, and will have complete
charge of the company's business in this city and
the territory supplied by the Chicago office. The
appointment took effect July 1st.

Col. John L. Shepherd, of the New York office
of The Keystone Watch Case Co., spent several
days in Chicago last week while on his way to the
Milwaukee convention of the Wisconsin Retail
Jewelers' Association.
Walter V. Ghislin, manager of the Chicago of-

lice of the Gorham Mfg. Co., recently attended
all important meeting of the general committee
of the company ill New York.
A. L. Fuller, of the New York office of the

Towle Mfg. Co., was in Chicago early ill the
month visiting the Chicago office and his many
friends in the trade here. He was formerly con-
nected with the Chicago office. He delivered a
most interesting address before the Cedar Point
convention of the Ohio Retail Jewelers' Associa-
tion.
Harry E. Farquharson will spend the greater

part of July on his farm in New York State and
at the factory of George L. Voss & Co., at Provi-
dence, in which lie recently purchased an interest.
Caro & Drechsler is the name of a new whole-

sale jewelry house at 300-308 West Madison
Street. Mr. Drechsler is on his way East buying
goods. The house will carry a complete hue of
watches, diamonds and optical goods. Mr.
Drechsler will call on the Chicago trade.
Frank Hyde, a well-known jeweler of Sioux

Falls, S. Dak., was in Chicago on business early
;11 July. He reports conditions in his section as
most promising.

Wisconsin Jewelers Must Close on Sunday

Under the terms of a Sunday closing law re-
cently passed by the Legislature of Wisconsin,
no jewelry stores in that city will be allowed to
open their doors for business on Sunday.

Charles W. Cord, brother of Mrs. George E.
Feagans, formerly of Joliet, but now of Los
Angeles, died recently after a stroke of apoplexy.
He was well known to the Chicago jobbing fra-
ternity by reason of his long connection with
Mr. Feagans in the conduct of the Joliet store.
He had made his home in Los Angeles for about
four years.
The Wendel jewelry store at Dixon, Ill., has

been purchased by Kling ez Cortright, who will
continue the business.
M. A. Mead, of M. A. Mead & Co., is enjoying

his annual vacation on his ranch in the Bitter
Root Valley, Montana. His wife and daughter
are with him..
At the last meeting of the Chicago Jewelers'

Association the following officers were elected
for the cominz year : President, B. C. Allen ; vice-
presklent, A. W. Sproehnle; secretary and treas-
urer, James Milhening. The Kuehl Clock Co. was
admitted to membership.
E. J. Peck, of Joliet, was in Chicago early in

the month on matters pertaining to the reor-
ganization of his bminess. He announced that he
had made a satisfactory settlement with his cred-
itors and that he would continue his Imi,iness
under the name of the Peck Jewelry Co. He has
moved into larger and more commodious quarters.

E. R. Tyler and A. E. Gregory, two well-known
western jewelry auctioneers, have formed a part-
nership and announce that both members of the
firm will give their personal attention to all sales.
Homer Bouchard, the Chicago representative

of the Eisenstadt Mfg. Co , of St. Louis, has just
purchased a handsome new automobile. He now
has a second-hand gas wagon to sell. Billy Lamb
looked - it over and said that it makes more noise
than a fire engine. but it is charged. that Billy
doesn't know anything about automobiles.
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Standard Quality and Superior Workmanship
are the Highest in ••■••■

Guaranteed Rings

OUR LIFE WORK has been RINGS and the building up of the most perfect plant
for Ring Manufacturing and the securing of the BEST SKILLED WORKMEN
available in this SPECIALTY line. Our years of experience enable us to manu-

facture rings of the FINEST QUALITY and EXCLUSIVE DESIGN at the very
LOWEST PRICE. Rings that you can GUARANTEE TO YOUR CUSTOMER
without injury to your reputation. Rings that make "come back again customers."
We have originated an advertising campaign for BOOSTING especially YOUR RING
SALES, but at the same time YOUR GENERAL SALES. A plan of advertising that
goes DIRECT TO YOUR customer, that increases YOUR INDIVIDUALITY, that
gets the PEOPLE INTO YOUR STORE and costs you absolutely nothing. Ours is
not a plan that puts a minute ad. in a magazine that reaches perhaps one one-hundredth
part of your customers, but one that, if there are ONE THOUSAND AVAILABLE
CUSTOMERS IN YOUR TOWN, reaches that one thousand WITHOUT FAIL and
puts your store forcibly before them. It starts them talking about you and enables
you to make "come back again" customers.
In the face of the keen competition of to-day the retailer must grasp every new plan of
SECURING BUSINESS. This advertising campaign is ENTIRELY NEW, it REACHES
YOUR PROSPECTIVE CUSTOMER in a way that he cannot keep from calling at
YOUR STORE. At the same time, the whole campaign in OPERATION NOW, is
CONDUCTED UNDER YOUR NAME entirely ; YOU will RECEIVE the FULL
BENEFITS.

For lack of space we cannot give the details of our new FREE advertising campaign and
SPECIAL GUARANTEE on K R K rings, but as there are many towns in which we
will grant exclusive selling agency for K R K GUARANTEED RINGS, if you will
mail attached coupon full particulars will be sent immediately.
SEND coupon TO-DAY. GET IN THE GAME, the other fellow may beat you to it.

KING, RAICHLE & KING, Buffalo, N. Y.

Please send me complete information
concerning your new Free advertising cam-
paign and exclusive selling agency in my
city for K R K guaranteed rings.

Name 

Address 

King, Raichle & King
RING MANUFACTURERS

Buffalo, N. Y.
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Diamonds and the Jewelry Trade

Increasing Popularity of the Gems a Fruitful
Source of Profitable Sales

HE remarkable growth of
the gem trade in the United
States is impressively in-
dicated in the immense
imports of diamonds and
other precious stones in

recent years. In 1910 nearly $45,000,000
worth of these goods were imported, the
great bulk of which was doubtles disposed
of. The fiscal year just ended shows a ma-
terial fall off of the imports which never-
theless reached the large total of $38,374,891.
Tt is, ill fact, generally admitted that owing
to the extensive smuggling practiced in these
lines of goods the consumption is much
larger than the official import figures indi-
cate.

During the holiday season
Diamonds of 1910 the jewelry trade
in the Lead sales showed, in a striking

manner, the hold which the
diamond has acquired on popular favor.
While there were many complaints of dull-
ness in other leading lines, such as watches,
for instance, a majority of the reports told
of satisfactory diamond sales. As late as
a decade ago a comparatively small propor-
tion of the trade at large handled these
goods to any material extent, while to-day
there are few in the trade who do not rec-
ognize an opportunity to increase their busi-
ness in this way.

While the vogue of the diamond may
primarily be attributed to prosperous con-
ditions, an influential factor in the case has
been the excellent publicity given to this
line. The diamond appeals so strongly to
the popular imagination that it is, at all
times, a favorite subject for articles in the
press and magazines, which, irrespective of
their accuracy or otherwise, help to keep
the goods before the public. This free pub-
licity has in recent years been powerfully
supplemented by excellent advertising on
the part of the jewelry trade. The diamond
is persistently exploited as a favorite gift,
and the fact that it is little subject to de-
terioration in quality or value, has been
forced on the public mind, giving each sale
rather the character of an investment than
an expenditure for a mere luxury.

In most of the advertising the keynote is
"the diamond as an investment" and some
dealers go so far as to agree to purchase
back the gems at a future time at the small
reduction of Io per cent. While this is an
absolute assurance of value and must prove

KEYSTONE

a strong argument in sales, it can scarcely
be approved from the point of view of
trade ethics. Of course, while diamond
prices continue to advance as they have
been doing, the jeweler runs no risk, but the
agreement to purchase back the gems is not
one that we would commend for general
adoption.

Considering the great importance of the
diamond in a modern jewelry stock, it is re-
grettable that so many jewelers are but in-
differently posted on this line. There are
qualities in diamonds as there are in cut
glass or other wares, and the safe merchan-
dising of the gems presupposes that the
jeweler should be able to recognize these
different qualities, as such recognition
would enable him to be strictly honest in his
representation and thus avoid, if possible,
dissatisfaction on the part of the patrons.
The very reprehensible practice of many
jewelers in valuing gems purchased from
competitors, is frequently a source of
trouble between the jeweler and his patrons.
We are pleased to notice that the trade
associations condemn this practice, and that
their members refuse to place a valuation
on any article except for remuneration. In
making such valuation the jeweler should
allow for a good substantial profit, as other-
wise even an honest valuation may cause
trouble for the party who first sold the
gem. It would be well if this practice of
valuing was discontinued absolutely, as it
is difficult to see how it can prove other than
a source of dissatisfaction to all concerned.

Referring once more to the
matter of the coronation,
the occasion furnishes an
excellent opportunity for

local jewelers to have their names printed
in the local papers as authors of interesting
interviews on the notable gems. We know
of one member of the trade who prides him-
self on being "his own press agent," and
the amount of free publicity which he thus
secures is quite remarkable. A few facts
in regard to gems, their origin, methods of
cutting, settings, or even in regard to the
superstitition attaching to them, always
make interesting readitig, and the news-
paper editor will have no objection to quot-
ing the jeweler in this connection if he be
an advertising patron.
Nor is the gem business by any means

limited to the diamond, as the demand is
now unusually brisk for all manner of
precious and semi-precious stones. A fad
which the jewelers have used to a good
purpose is the now widespread custom of
giving birthday gifts—more particularly
rings set with the gem which tradition has

Advertising

Interviews

•
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associated with the particular month. These
gems have a certain symbolic significance in
which, of course, the public of our day have
no belief, but the custom is, nevertheless, a
pretty one and quite profitable to the
jeweler. An advantage of the birthday gift
is that it is in demand all the time and the
subject is always available for an adver-
tisement, whether in the busy or the quiet
season.

Mutual Fire Insurance
As our readers will recall, the Wisconsin

Retail Dealers' Association made a very
creditable effort to establish a system of
mutual fire insurance for their members,
and this subject formed one of the chief
topics of discussion at the annual conven-
tion which has just been held, and a report
of which will appear in full in our next
issue. By way of elucidation of the subject
before the convention the association offi-
cers secured the services of P. J. Jacobs,
of Stevens Point, Wis., of the Hardware
Dealers' Association of Wisconsin. Mr.
Peck explained how his organization estab-
lished their mutual fire insurance system
and gave the following very interesting
story of its remarkable success:
"We began business April 8, 1904, and

by the end of the year had approximately
$400,000 insurance in force. Our gross
premiums were $6338, our expenses $1618,
and losses $1137, a total of 43 per cent.
To begin with we borrowed $1500. The
directors gave their individual notes. This
gave us a cash balance on hand of $5000
at the end of the year. We passed the divi-
dend for the eight months in 1904. The
next year we declared a dividend of 20 per
cent and set aside $3800 for surplus ; the
third year 33 i/3 per cent dividend, and
the surplus doubled, or $6271 ; the fourth
year 40 per cent dividend and the surplus
again doubled, or $13,788 ; the fifth year
40 per cent dividend and the surplus
doubled, or $28,123 ; the following year
50 per cent dividend, and every year there-
after. Our surplus has now grown to
$93,000.
"We cannot expect to double the surplus

right along, but it is growing steadily, and
before the end of the year we hope to have
$100,000 invested in mortgages and bonds,
the interest on which will pay the running
expenses of the office. •
"For 1910 we refunded $33,300 to our

policy holders and put $17,697 to surplus.
We have no high-priced officers and the
company is managed by active hardware
men, who went into the matter solely to get
their insurance at cost.
"Up until the first of this year $3000 was

our limit on any one block, but we raised it
then to $5000. We do not take homes or
write three-year business as some mutuals
do, but confine ourselves to hardware stocks
and store buildings. June's report shows
that we have passed the $5,000,000 mark.
"Should you desire to re-engage in the

insurance business it would be necessary

(Continued on page 1227)
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Consider

The
greatest
diamond

seller jewelers
have ever
known

IS THIS NOT A NECESSITY?
the many Sales lost due to the apparently small values you offer in Solitaires

" The Model Ring"
A

display
card in attractive
colors sent on

request

Protects edge
from chipping

Jos. H. Meyer Bros.,
ENLARGES THE DIAMOND
The Result Furnished an Agreeable Surprise

" The Sketch-Book House"

Aids diamond's
brilliancy

59 Nassau Street, Cor. Maiden Lane
NEW YORK

CELLULOID
RING TRAYS

For Sale by
E. & J. Swigart - Cincinnati
Benj. Allen & Co. - Chicago
A. C. Becken Co. - "
M. Sickles & Sons - Phila.
J. B. Bechtel Co. - "
Wolfsheim & Sachs - N.Y.
R. L. & M. Friedlander "
L. Auguss & Son - • "
Aisenstein & Woronock "
Miles & Fine Bros. - - "
Nordman Bros. - San Francisco
and by the sole manufacturers

Size. 8% x

Pure white celluloid — dull finish
Ebonized frames — rounded corners

No. 30 L, for 30 Lady's Rings - $1.50
No. 36 B, " 36 Band " - 1.75
No. 48 A, " 48 Baby " - 1.75

H. B. SOMMER & Co. - 612 Arch Street, Philadelphia, Pa.

THE BEST THE CHEAPEST

SOLID GOLD CHAINS
They stand the test of time and
have done so for 6o years. Su-
preme in Quality, Design, Finish,
Workmanship.

We sell direct. We have no sales-
men. Eliminating all unnecessary
expenses in making and selling
enables us to sell at the lowest
possible price. Send for catalogue.

Alois Kohn & Co. MARK

16-18 Maiden Lane, NEW YORIC
Makers of GOLD CHAINS of every kind

Many Jewelers Make More Money Selling Pianos Than They Do With Their Regular Stock-in-Trade
A Complete Line for Live Dealers ; Manufactured by Separate Organizations
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Est'd 1885

"MERRILL"
Grand Pianos

Upright Pianos
Player-Pianos

Est'd 1873

"Norris &Hyde"
Upright and Player-Pianos

Est'd 1868

" BRIGGS"
Grand Pianos

Upright Pianos
Player-Pianos

WRITE FOR CATALOGUES

NATIONAL PIANO CO. :: BOSTON
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Ohio Retail Jewelers
Meet at Cedar Point

(Continued from page 120i)

tailer and the Jobber." His address is printed in
full on another page of this issue.
A. L. Fuller, of the eastern office of the Towle

Manufacturing Company, read a most interesting
paper on "Silver Threads." This paper, which
ought to be read by every retail jeweler, is printed
in full on another page. It contains much of real
live news to every member of the trade.
A. G. Duncan, of the Waltham Watch Corn-

pany, delivered an illustrated lecture on the
"Watch of To-day." Mr. Duncan is always wel-
come at any gathering-of retail jewelers. On this
occasion his address was very inspiring as well as
interesting. He pleaded for a higher standard
for watchmakers who refer very feelingly to
what has come to be known as a "watchmaker
of the old school."
The election of officers resulted as follows:
President, A. L. Thoma, of Piqua; first vice-

president, A. J. Heesen, of Toledo; second vice-
president, M. U. Basinger, of Lima; secretary
and treasurer, R. A. Bancroft, of Columbus, 0.
The Resolution Committee reported the follow-

ing resolutions, which were unanimously adopted
by the convention.

Resolutions

Resolved, That we, the Ohio Retail Jewelers'
Association, express our hearty appreciation for
the entertainment of our convention and the use
of the convention hall to the Cedar Point Com-
pany.
Resolved, That we express our appreciation to

The Thoma Bros. Company for the badges, to
Mr. Geo. W. Ritter, of Sandusky, for his address
of welcome, to J. W. Puetz, 0. G. Henninger,
J. R. Stebbins, J. E. Rogers, H. C. Carpenter,
A. J. Thoma, H. E. Duncan, A. L. Fuller, C. T.
Higginbotham, E. L. Jours, A. L. Thoma, J. B.
Osthoff, J. L. Shepherd and C. C. Biglow for
their instructive and inspiring addresses.
Resolved, That we express our appreciation to

the exhibitors for their beautiful and extensive
displays, and our thanks to the many contribu-
tors to the Banquet Fund, a list of the names ap-
pearing on the menu card, and the trade press
for the splendid way in which they are preparing
to give publicity to the work of this convention.
Resolved, That we express our appreciation to

Harcourt & Co., manufacturing engravers, for
the beautiful menu cards, which they produced
for us at less than their cost to manufacture.

Whereas, it has come to the notice of this asso-
ciation that buyers of worn-out watches and cases
are repairing and refinishing said junk, and that
in countless instances these goods are subsequent-
ly falling into the hands of unscrupulous dealers
who sell them as new goods •, and whereas in view
of the fact that most of these old watches and
cases are purchased from retail jewelers, be it
Resolved, That we discourage the sale of such

worn-out and worthless watches, that they be so
thoroughly torn to pieces that they cannot be re-
built and used again.
Resolved, That we indorse the Fraudulent Ad-

vertising Bill known as the Jewelers' Circular
Bill to 'Forbid the issuance of untrue and mis-
leading advertisements," and that we instruct our
Legislative Committee to take immediate steps
to enlist the support of all other Ohio State Mer-
cantile Associations with a view of presenting it
at our next State Legislature.

Resolved, That we instruct the Legislative Com-
mittee to present to the next Ohio State Legisla-
ture the bill known as the Naticnal Gold Stamp-
ing Law with the view of having it placed on
the Ohio. statutes. Whereas the use of the time
guarantee having outlived its usefulness and
being contrary to the high ideals and ethics of
our craft, be it
Resolved, That it be eliminated and all articles

of merchandise be stamped with the maker's
trade-mark and quality mark. and on gold-filled
goods the average thickness in thousandths of an
inch.
Resolved, That we express our confidence in-

our National Executive Committee for their good
work of this year, and that we especially en-
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dorse the high ideals of President Steele F. Rob-
erts and urge our delegates to the Richmond con-
vention to use all honorable means to secure his
re-election.
Whereas the use of fixed minimum retail sell-

ing prices on patented articles has resulted in far-
reaching benefit to the retail merchant, be it
Resolved, That we are opposed to any legisla-

tion to abolish this privilege of patentees and
manufacturers, and that our Legislative Commit-
tee and Executive Committee use due diligence
in opposing the legislation that is now being con-
sidered by the United States Senate known as
a bill to "Abolish Fixed Selling Prices."

An Interesting Question Box

One of the most interesting features at this
convention was the question box and the general
discussion which followed each of the questions.
One of the questions which brought about a very
animated discussion was, "Should the guarantee
in watch cases be eliminated?" It was the gen-
eral opinion of the majority of the jewelers
present that guarantees in watch cases was serv-
ing little or no legitimate purpose for the legiti-
mate jeweler. "The guarantee in watch cases,"
said one of the jewelers, "has done more to place
the mail-order houses, scheme houses, pack ped-
lers and fakirs in general on a level with the
legitimate jewelry trade than any other factor.
The honest manufacturer stamps his goods with
the twenty or twenty-five-year guarantee, and he
makes good on his guarantee. This, I believe,
has been the experience of all the jewelers. But
the trouble comes when the unscrupulous dealer
puts a twenty-five-year guarantee in a case that
the scientific assay proves contains about so cents'
worth of gold. Such a case in the hands of an
unscrupulous dealer works havoc in the trade.
The fakir sells a case on a guarantee. A retail
jeweler ought to sell his case on his personality
and his reputation for honest and square dealing.
Let the manufacturer guarantee a case to us, if
he will, but let us not guarantee it to our cus-
tomer for any specific time." It was the general
consensus of opinion that there was altogether
too much guarantee not only in watch cases but
in all other lines of jewelry.
Another question which elicited much discus-

sion was "What shall we do with free engrav-
ing?" There was a division of opinion on this
question, but all agreed, however, that jewelers
should not emphasize the free engraving feature
and gradually work away from it entirely if pos-
sible. All agreed that in cases of special sales
engraving should be charged extra.

The Banquet

The convention closed with an elaborate ban-
quet in the main dining room. Tables were set
for two hundred. Addresses were made by Col.
John L. Shepherd, C. C. Bigelow, of the Rock-
ford Watch Company, and J. B. Osthoff, of the
firm of Joe Noterman, of Cincinnati. Mr. Osthoff
responded to the toast of "Pearls," and his in-
structive remarks will be found on another page.

The Exhibits

The exhibits were made a special feature at
this convention. The Cedar Point management
provided an excellent hall, and the booths were
advantageously arranged.
The South Bend Watch Company had a large

exhibit in charge of J. Augustine Smith, J. K.
Coulter and C. T. Higginbotham.
The New Haven Clock Company showed a full

line of their clocks. R. P. Coughlin was in
charge.
The Merry Optical Company had a most ex-

cellent exhibit of optical goods and showed a
number of models of their new ophthalmoscope.
0. H. Gerry was in charge.
The Holmes & Edwards Silver Company had

a most elaborate display in charge of Jas. T.
Cunningham. The display of silverware attracted
a great deal of attention.
Mr. Fitzgerald represented the Western Clock

Company and displayed a full line of the com-
pany's clocks.
The Ingersoll-Trenton Watch Company was

represented by C. B. Seelye, of the eastern office.
The Newburyton Silver Co., of Keene, N. H.,
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had an exhibit of their full line of sterling silver-
ware and showed a reproduction of the silver-
ware which was used during the coronation fes-
tivities of King George V. The exhibit was in
charge of E. R. Toner and Mr. Farr.

Albert Bros., well-known jobbers of Cincinnati,
had a display at the convention and gave away
paper cutters to the visiting jewelers as souvenirs.
The exhibit was in charge of Robt. J. Seifert and
H. Milo Chaffee.
The exhibit of the full line of the New Eng-

land Watch Company was in charge of H. E.
Warner and E. T. Allen.
The Meridian Cutlery Company displayed a full

line of their table service and presented the ladies
with a very serviceable kitchen knife. S. L.
Gudgen was in charge of the exhibit.
The Dueber-Hampden Watch Company was

represented with a display by FL A. Schrantz.
The Wm. Bens Co., of Providence, R. I.,

showed a complete line of their sterling ware.
Frank J. Blaine was in charge of the exhibit.
Edward Swartchild, of Swartchild & Co., ma-

terial jobbers of Chicago, was in charge of a
large exhibit for his firm. He was assisted by
Ed. Develin. Although this firm had a very ex-
tensive exhibit, it was not as complete as they
had planned. Several trunks of goods that were
to be exhibited were delayed in transit and did
not arrive until the last day of the convention.
Bowler & Burdick Co., of Cleveland, showed

a full line of Florentine brass.
Richard D. Hudson, of the L. E. Waterman

Co., showed a full line of the company's pens.
H. P. Sinclair & Co., of Corning, N. Y., well

known cut glass manufacturers, had a very inter-
esting exhibit at the convention in charge of Mr.
Kelly.
The Rockford Watch Company was represented

by Howard Carpenter, Joe Rosenbach, C. C. Bige-
low and T. H. Purple.
N. C. Godsoe displayed a full line of enamel

jewelry manufactured by F. A. Herman & Co.,
of Melrose Heights, Mass.
The Moulton Wireless Umbrella Company, of

Plain City, Ohio, had one of the most interesting
exhibits of the convention in charge of W. E.
Moulton, who was kept busy all the time demon-
strating the many advantageous points of the
umbrella.
The A. & Z. Chain Company was represented

by S. L. Anshen.
The Thoma Bros. Co., of Cincinnati, was rep-

resented by A. J. Thoma, Fred Thoma and A.
Augustine.
S. 0. Bigney, well-known Attleboro manufac-

turer, was represented by L. E. Powell, who pre-
sented every visiting jeweler with a pendant
showing the Bigney factory.
The Oneida Company's line was shown by

Frank H. Primo.
W. E. Parish represented Sam F. Sip, dia-

mond jewelry manufacturer of Pittsburg, Pa.,
and displayed a number of their elaborate plati-
num jewelry pieces.
The Hamilton Watch Company, of Lancaster,

Pa., was represented by E. S. Fishback.
Mr. Webb represented the well-known firm of

Ehrlich & Sinnock, of Trenton, N. J., and dis-
played the firm's entire line of gold and platinum
jewelry. It was one of the most complete exhibts
at the convention and attracted a great deal of
attention.

Offer Reward for Stolen Goods

On June 22d a package of diamonds was lost
or stolen from the offices of the Queen City Ring
Mfg. Co., Buffalo, N. Y., containing the follow-
ing goods : One lot of 1/32 carat diamonds weigh-
ing TO 1164 carats, numbering 325 stones ; one lot
of 1/32 carat diamonds weighing 12 30/64 carats,
numbering 386 stones; one lot of r/r6 carat dia-
monds weighing to 1/64 carats, numbering 184
stones; one lot of 1/64 carat diamonds weighing
I carat, numbering 62 stones.
A reward of $roo will be paid by the Queen

City Ring Mfg. Co. for information leading to
the arrest and conviction of the guilty parties,
and a reward of $250 will be paid for informa-
tion leading to the recovery of the goods. A
proportional reward will be paid for any partial
recovery of these goods.



MANUFACTURING JEWELERS

Just glance over the pages of the

Great American

Catalogue

and you will immediately
notice that it is different from
all other catalogues.
Study its pages and you will
readily see that the chief differ-
ence is in the superior quality
of the goods shown.
Rely upon it for all your
jewelry needs and you will
soon be convinced that it is
not only your one logical safe-
buying medium, but also the
most comprehensive refer-
ence book of everything in the
jewelry line ever published.
It stands without a peer. If you
are one of the few jewelers
who hasn't one send for one
to-day.

Seed Pearl
Brooches
Pendants
Necklaces
Collars
Ropes
Bracelets
Bayaderes
Sautoirs

also loose in all sizes
and qualities

Order and repair work
of all kinds executed
by skilled workmen

291-293 SEVENTH AVENUE
Between 26th and 27th Streets

(Phone 913 Madison) NEW YORK

Lapidary Work
We are fully equipped to do the entire
work on our premises. We do not make
a bid for this class of work and then hand
it over to some other concern to do the
job, but do it ourselves. We can save you
that middleman's profit if you deal direct
with us.
Matching of stones, repolishing, recutting
from the rough, etc., all done on the
premises.
The largest stock of precious, semi-
precious and imitation stones in New
England. Special order work our hobby.
If you are not satisfied, WHY not try us?

Promptness and R.uality our motto.
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Instructions for the Public on Gift-

Giving and New Style Goods

One of the most practical addresses de-

livered before the recent annual convention

'of the Oklahoma Retail Jewelers' Associa-

tion was a discourse on the instruction of

the public in the matter of gifts and new

ideas in goods by A. C. Campbell, Okmul-

gee, Okla. By request Mr. Campbell has

furnished the following synopsis of his

remarks for the benefit of our readers:

Getting new business ought to enter into

the "make-up" of every jeweler to such an

extent that by the combined effort of the

craft, directed in a proper manner, a large

portion of ninety millions of people could

be made to think our way and use and wear

such articles as we think are beautiful and

appropriate.
For a number of months past there have

been articles in the Ladies' Home Journal,

Delineator, and other magazines giving sug-

gestions for graduation gifts and presents

for various occasions, many of which are

articles of jewelry. The magazine articles

are well written, the illustrations very fine,

but it will be found that these suggestions

are of value to only a very limited class of

city stores. An illustration of a piece of

jewelry which would only be found in the

large city stores leaves in the minds of pro-

spective buyers the idea that other dealers

are not up with the times.
The jeweler should be authority on styles

of all goods handled by him. In late years,
however, the new style of hair ornaments,
neck wear, belt pins, and numerous other
articles of jewelry have come first through
the department and variety stores and other
channels, and after a considerable length
of time have found their places in jewelry
stores, many times after the real novelty
is worn off, and the style is about ready
to change.

We Cater for New England Business

H. E. ALSTERLUND & CO.
Special Jewelers and Lapidaries to the Trade •
387 Washington Street :: BOSTON, MASS.

Advance Knowledge

If I understand correctly, the Paris hat
makers know many months beforehand
just the style hat will be worn by American
women during the coming season, and with
the proper arrangement and concentrated
effort jewelers could know months ahead
the exact styles that are to be worn in all
kinds of jewelry, the styles of cut glass
sold, and the various articles of tableware
to be used. All these articles could be put
on the market at a given time and the
people would use them accordingly. In
other words, the dealers should be creators
of fashions in their lines instead of the fol-
lowers, as has to a large extent been the
case.

Since the time of Christ the giving of
Christmas presents has greatly increased
from year to year until at the present time
it is the harvest of the jewelers' trade.
This is all right and proper, and many great
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lessons which add to our happiness are
learned from this giving. Second to the
joy of Christmas giving among friends and
loved ones should come birthday giving.
This is so often sadly neglected, much to
our discredit and lack of appreciation of
those nearest and dearest. This is all
wrong and could be changed by properly
presenting it to the people.

The Power of Sentiment

There is scarcely a woman living in our
land to-day, no matter whether she be the
wife of a millionaire or the helpmate of
a mechanic who would not enjoy a ring—
anything from a 2-carat diamond down to
a pretty birthstone—given to her by her
husband or children on her birthday, and
yet she would never in the world make
such a purchase for herself. The same
thing is true of the father. Thousands of

BIRTHSTONE
RINGS

are the fad of the time.
Although the diamond is the
talismanic stone for April,
you need have no fear that it
is not a favorite all the time.
If you wish to give a diamond
ring for a birthday gift, do
not let fear of the big prices
frighten you until you see
what we are offering you.
We have all manner of birth-
day stone rings at surprisingly
low prices.

Smithson Company
RING SPECIALISTS

Brownsville, California

men would enjoy a splendid watch in a 14-
karat gold case, properly engraved, and
whose children could well afford to make
him such a present, but if he is left to buy
it for himself he will probably die with
anything from a dollar watch to one worth
from ten to twelve.
Most men belong to a lodge or a frater-

nity which enters largely into his make-up.
A ring emblematic of his special order pre-
sented to him by a member of his family
or some close friend would be priceless
and worn with great pleasure.
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The public should be advised that these
rings must largely be made to order. If
this was thoroughly understood the sales
could be increased tenfold and the disap-
pointed Christmas shoppers of this class
be lessened in a like ratio.
These are just a few of the many ex-

amples of like character that could be men-
tioned, but these will fairly illustrate the
strength of our proposition.

Birthstones

Let us rearrange the birthstones, using
twelve beautiful stones of a medium price
to represent the twelve months of the year,
and if it be desirable, seven other stones,
emblematic of the days of the week; this
class to be a cheaper variety. Leave the
diamond for the year stone, or the queen
of all stones to be given at all times. Ar-
range them as you see fit, only this, let us
follow modern thought rather than the
mythology of the ancient Greeks.
Let the National Association elect a

committee, who are thoroughly acquainted
with all branches of our trade. Let this
committee confer with the different manu-
facturers and decide upon certain styles to
be put on the market at a stated time. Ad-
vance sheets should then be sent out to all
members of the association so that when
the proper time comes the up-to-date man
in every district can have the goods on
hand, and all with one accord crowd sales
together, thereby making any article they
choose a really up-to-date thing.

To get this before the public let us corn-
mence with signed articles, as above re-
ferred to, approved by this committee, il-
lustrating the various articles they have
decided on, and are at the time in the hand
of the jewelers, these articles to occupy a
page, or nearly so, in The Saturday Evening
Post, Ladies' Home Journal and such
other monthly publications as the commit-
tee might choose. If this matter was
properly presented to the American people
we would have something like a holiday
trade the year around.

MUTUAL FIRE INSURANCE

(Continued from page 1223)

to issue too policies at one time, of which
the largest cannot be more than three times
the size of the average policy, and that un-
til the number of policies exceed 200 the
directors are personally responsible for any
losses that occur, and further that not more
than one-half the premiums collected can
in any event be used for expenses. The de-
partment also requires that • an amount
equal to one-half the annual premiums must
be held by the company in assets as a re-
insurance reserve. At the present session
of the Legislature mutual companies have
been authorized to borrow money upon
surplus notes repayable only from surplus,
which will enable them to put up this re-
serve and meet their expenses and losses
during the first few years until a sufficient
surplus is accumulated from the business
to meet these requirements."
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Old English Silver
By W. K. Cowan

Address delivered before The Chicago Art Institute

Of all antique articles that interest the collec-tor or connoisseur, such as furniture, brocades,
jewelry, porcelains, etc., there is none about
which we have such positive knowledge as to
period and date of manufacture as old English
silver. Every genuine piece of old English sil-ver must have its hall-marks, and the system of
these marks is so complete and authentic, and
has been in use for so many years in England,that to any one who is fully posted on the subjectit is not a question of opinion but of almost
absolute certainty. While there were marks cor-
responding to English hall-marks in some of the
other countries of Europe, the plan was not on
such an elaborate scale as in England, and we
will therefore confine ourselves to-day exclusively
to old English silver. During the past twenty-
five years old English plate has attracted a con-stantly increasing share of public attention, and
this only reflects the increased interest in all art
studies of this time. I wish to say now that
when I say old English plate I mean solid silver,and not what is commonly known as plated wareto-clay. The subject of plated ware we will takeup later, under the classification of Sheffield plate.The knowledge of the many points of interest ofold English plate has become more general, and
specimens are eagerly sought after by collectors
and connoisseurs as well as by those whose good
taste prompts them to want elegant and refined
silver articles for decorative and artistic use.It will be possible for me to give you only a
general and broad idea of this subject, and I
shall endeavor to show in a brief way the historyof the art of silvermaking, and shall so explain
it that you may all have a greater appreciation
of the wonderful and beautiful work done by
the old craftsmen in silver and gold.

The Early Silversmiths
Ruskin says, in his "Stones of Venice," that

"money spent in the purchase of fine plate, or
precious engraved vases, cameos or enamels does
good to humanity." This statement is undoubt-
edly true, as anything which tends to cultivate
the good taste of the people increases their re-
finement. No more artistic or beautiful craft has
ever been practiced by man than that of the gold
and silversmiths of the earliest time, and from
the time of which there is any record articles for
use or personal adornment were made of gold
or silver. Great artists spent their time, and
gave the best that was in them in producing
articles that were made of the precious metals.
Among the early silversmiths of England we
might mention St. Dunstan, who was born in
925 and died in 988. He aided greatly in pro-
moting the making of silver plate, and was a
practical silversmith himself. Although one of
a noble family, he became a monk, and advanced
rapidly in the church until he became Archbishop
of Canterbury, and after his death was chosen
as the patron saint of the Goldsmiths' Company
of England, a company that I shall speak of later.
He b-came in time the most popular saint in
England, and many churches have been named
after him. Possibly the best known one is St.
Dunstan's. in Fleet street, London.
Domenico Ghirlandajo, who was born in 5449

and (lied in 1494, and who, as you well know,
was the master of Michael Angelo, worked as a
goldsmith in Florence.
Lorenzo Ghiberti, the famous artist who de-

signed and built two of the wonderful bronze
doors of the Baptistry at Florence, which, as
Michael Angelo said, "Might well serve as the
gates of paradise." also worked as a goldsmith.
Above all of these came Benvenuto Cellini, of

Florence, who was born in the year 1500. He
was one of the most artistic men of his time,and undoubtedly had a wonderful influence on
the art of the Sixteenth century. He was a
wonderful workman and was the prince of all
goldsmiths and craftsmen of that time. It is said
that the true goldsmith's work is generally the
means of education of the artists and sculptors
of the day. No matter how far back we go in
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history, even previous to Bible history, we find
the records of gold and silversmiths' work and
in all excavations that :lave been made in Europe,
through Greece, Italy, Pompeii, etc., work of these
craftsmen was always found. Of course, origi-
nally, that is, before Christ, the work done was
more or less of a crude nature, being principally
the use of pure gold beaten into the form of
vessels of different kinds, which were used for
domestic purposes and also in the temples.

Greek and Roman Art

Greek art commenced.about the year 320 B.C.,and it was not until the First century A.D. thatthe Romans began to produce artistic gold and
silver work, and this was principally done by the
Greeks in their employ. The reason that these
workers used the precious metals was becausethey were found in the mines in those days, were
taken out by slaves and the cost therefore was
comparatively small, and above all else on ac-
count of the malleability of these two metals. Itis possible to beat gold and silver to very great
thinness.
Going back to the days of the Egyptians of

very early times, we find that they had, and used,
earrings, bracelets and jewelry of gold and sil-ver, some set with precious and semi-precious
stones. As I expect to dwell principally on the
subject of old English silver, I have merely men-
tioned what I have said in order to give you an
idea of how far back this work has gone, andwhat an old craft it is.
About the first century silverware was being

produced in England most of the articles madewere for ecclesiastical purposes, a great part, andin fact practically all, was the work of monks.A great many of these monks were wonderful
craftsmen and produced wonderful examples of
the art, a great many of which now remain in
the several museums of England and elsewhere.Their work, of course, consisted mainly of eccle-
siastical plate, such as communion sets, chalices,
reliquaries and vessels of all kinds. The making
of reliquaries, as well as the making of all arti-cles of silver or gold, was originally brought
about by the requirements of the times.

Relics of Crusaders
In the Twelfth century the Crusaders were re-turning from the Holy Land and bringing many

relics. These relics required receptacles for their
preservation or exhibition, hence the making of
reliquaries was brought about. These reliquarieswere often of the most elaborate workmanship,
and of very great value, and were set, in many
instances, in precious stones. Most of you haveseen examples in the several museums of Eng-
land and can well remember the wonderful work-
manship exhibited in these pieces. At this earlystage of the art it was necessary for the gold-smith to be at one and the same time a modeller,
sculptor, enameller, jewel mounter and a worker.
Many of these workers became wealthy and

prominent, both from a social and political stand-
point, and in the early history of England the
mayors of London, in a large measure, were sil-
versmiths.
About the Thirteenth century this art beganto be practiced by many people other than the

clergy, and articles other than ecclesiastical plate
were produced in a great variety and for many
purposes.

Goldsmiths' Guild
Goldsmiths' guild, which was originally estab-

lished about the year 118o, became the most
influential body of men who worked at this pro-
fession, and in the year 1327 this guild, or Gold-
smiths' Company, received its first charter from
the Crown, and existed continuously as an influ-
ential body from that time on.
About the year 1300 the mark of the leopard's

head was adopted, and all silver produced in
England was stamped by the guild with this par-
ticular mark. The leopard's head before 5822
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was crowned and was without a crown after-wards. We might also mention that after theyear 1776 the leopard's head was shown without
whiskers.
Later, or about the year 1478, the date letterwas adopted, which was different every year.The letters of the alphabet were used consecu-tively year by year in several styles, but J. V.W, X, Y and Z were omitted, thus only twentyletters were used in each cycle. These were setin different shields so that any piece stampedcould readily be identified as to the year in whichit was made.

• The Mark of the Lion
Later on, in the Sixteenth century, in the year1514, the mark of the lion was first established,and also the mark of the maker, being his initialsor some other emblem in the shield, indicatingby this the name of the maker as then registeredin the guild ball. Strictly speaking, the maker'smark is not a hall-mark, although it is generally

considered as such, as it is always found withthe regular hall-marks and forms part of the
combination. The mark of the lion just referredto was always the Lion Passant, and previous to5822 had his head turned toward you, but afterthis date the head was turned to the left. A pointlike this is one which it is well to know. as bylooking at a piece of English silver and exam-ining the hall-mark, if you find the lion-markwith the head turned to the left, you may knowof a certainty that the piece was made after theyear 5822, and by comparing the other marks,such as the date letter in any authentic list ofhallmarks, the exact year can be determined.All of these marks were duly registered in the
goldsmith's hall, and were only applied thereafter the silver had been assayed and found tobe of standard requirements. The object of thesehall-marks was to secure to the purchaser a uni-form and standard quality of silver, and furtherto prevent frauds, and all pieces manufacturedwere duly tested in the guild hall, and in theevent of any man making articles of silver orgold found lacking in quality or having too much
alloy, the articles were immediately destroyed andthe material only returned to the maker The
Goldsmiths' Company was empowered by theCrown to impose fines ond penalties for makingand selling any silver not hall-marked, and alsofor forging or imitating any of the marks. whichcould only be legally stamped on the silver atthe guild hall. This law practically precludedthe idea of any one making up silverware of aninferior quality.

Engraved Silver
We might add at this time that it was about

this period in the Sixteenth century when en-
graving was very much in vogue for decorating
silver, and the famous artist, Hans Holbein,
originally worked at engraving silver and was
brought up to follow this profession, but later
became a world-famous artist.
During the Seventeenth century many new

ideas came up calling for the best efforts of the
silversmiths. Elaborate swords were made with
very heavily ornamented handles and hilts, many
being set with precious stones. Examples of allof these are still to be seen in the famous collec-
tions. A great impetus was also given to the
work in the making of tankards, these being pro-
duced in great numbers in different degrees of
quality and value for the drinking of Leer or
ale, which was then consumed in large quantities.
Also many of the best craftsmen and designers

were employed in the making of maces, which
are symbolic of power and are used in every
English town, being carried generally at the head
of processions or state occasions, each mace, of
course, being emblematic of the town. Work of
the silversmiths was encouraged by the richest
men at this time, and in due course the silver-
smiths also became comparatively wealthy and
entered a new field of endeavor, that of banking,
in a measure corresponding to the pawnbroker
of to-day. Naturally, they loaned only on the
best collateral, and at high rates, so that their
wealth increased rapidly and they became im-
portant factors in the political life of England.
This state of affairs existed until the establish-

ment of the Bank of England, in 5694, which
immediately brought an end to the loaning of
money at extremely high rates of interest.

(Continued on page 1229)
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English Gem Workers Set
New Jewelry Fashions

Spiked Tiaras Composed of Diamonds Alone

Very Fashionable—Bandeau Now Worn Low
on the Brow

English gem workers have issued for women's
wear a large and wonderfully diversified reper-
toire of exquisite ornaments. Spiked tiatas are
this year fashionable, composed of diamonds
alone. It is said that the reason for the su-
premacy of the diamond as a setting, not only
for tiaras but for necklaces, corsage ornaments,
bracelets and shoulder straps is that the dresses
that are to be worn will represent color in the
most magnificent and varied hues, and that with
them the pure white of the diamond ornament
will look more effective than if set with rubies
or emeralds.
Those gems and the ever exquisite pearls will

play their part in other ways, says the London
Mail. The new tiaras are broader than those of
the immediate past and of a more important
aspect. The patterns in which they are devised
are a little heavier than the lightly latticed ones
that were fashionable a few seasons ago, and
instead of using floral schemes and the once very
favorite feather designs there is a feeling for
rather more robust patterns.
This does not signify an access of bulk or

weight; the art of the worker in metals and
stones has been perfected, with the result that
the most delicate effects are produced, and yet
an impression of dignity and stateliness is given.
A ribbon tiara is one of the loveliest of gems.

It is literally a blazing mass of diamonds through
which the hair can be threaded, with a huge bow
of the same precious stones tied in a true lover's
knot.
The hair is fluffed out to fill up the hiatus

caused 'by the height of the tiara and above the
tresses sparkles the bow, with a single and very
large stone trembling on an invisible wire sus-
pended beneath it. •

No tiara more appropriate could be imagined
as the completing touch of a brocaded satin and
velvet toilette for an appearance at court, for the
"period" of both are in keeping.
A change has been wrought in the arrangement

of the bandeau, which is worn now with a differ-
ence, compared to the vogue in its former state.
We admired it two years ago raised slightly and
framing the head like a low coronet. Now we
are to see it posed low upon the brow, 1:terally
like a band, with the hair arranged flat beneath
it, in the truly classical manner perpetuoted in
ancient sculpture. Various ways are discovered
of finishing it, and one of the handsomest dis-
plays a huge boss at the left side and on the
right a flexible fringe, like dewdrops turned to
stone.

Interlaced scrolls of the precious gems are
more in keeping with fashions' latest whims than
the Greek key pattern or a like conventional
design. There is, in other words, more "free-
dom' in the new patterns than in those that were
modish the season before last.
With the high waist corsage the old device of

looping pearls below the decolletage from splen-
did brooches and clasps will be resorted to again,
and necklaces and chains of diamonds and other
precious stones will be worn.
The plan of concentrating the deep, rich red

of rubies and the glittering green of emeralds
in medallions and other ornaments is very effect-
ive, and when color is worn in this way on the
front of the corsage earrings to match are most
effective and intensify and repeat the splash of
brilliant coloring.
Such ornaments as those are worn with the

most magnificent of toilettes and are therefore
necessarily designed to produce an impression of
lasting dignity. It is more common in these days
to have gems set and reset constantly: but even
though such is the case the most precious treas-
ures of the jewel box are as a rule allocated to
patterns that will never go out of fashion.
Numbers of other designs of a more frivolous

tendency are prominently displayed, such as neck-
laces and coiffure ornaments, hatpins and other
beautiful and expensive odds and ends, and among
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them the dragonfly in the natural colorings of the
beautiful insect is prominent.
Enamelled ornaments are still very much worn

and new forms have been found for their mani-
festations. The wrist watches -hat are seen now
are made square and very thin, with the face of
the watch set in the center.
Not only are these square watches for the

wrists, clasped round by means of straps of dove
and pearl gray leather, but the new locket watches
are of the same shape, and very quaint and at-
tractive they look. The sentimental will be glad
to hear that lockets are being sold again to an
increasing number of people, and especially as a
gift from a lover to his lass.
A beautiful square locket made of flame-col-

ored enamel, symbolic of the ardor of love, has
the words "For you" in diamonds across the
front, while another has the more stereotyped
words "Good luck" traced in pearls upon the
surface.
An old art has once more been brought into

request for making use of the tiniest pearls.
When a few seasons ago ropes of pearls, with
tasselled ends, were introduced it was wondered
whether the fancy for them would be a fleeting
one or not. It has not only returned, but has
brought in its train a liking for threaded pearl
bracelets and for other ways of stringing pearls,
just as children thread their beads to make neck-
laces and rings.
The effect is light and very graceful, and par-

ticularly in the lists of presents given to girl
brides one finds numerous ornaments for the hair,
throat, wrist and corsage produced in this ele-
gant way.
Among them a huge medallion is proininent,

made of pearls threaded round and round in the
form of a catherine wheel. The new cuff links
are gay as well as dainty, and especially attrac-
tive are the harlequin sets.
A fashion introduced not long ago is stil; meet-

ing with approbation. It may be best described
as skeleton jewelry, threaded upon velvet. Pan-
sies and other flowers, appropriate for the pur-
pose, are traced in diamonds, aid the skeleton is
threaded over a length of velvet of the true color
of the beautiful flower, deep purple, bright gold
or a pale mauve.

Gold for Jewelers
Jewelers derive their gold supply from various

sources, such as old jewelry, banks and refineries,
but the greater part of the raw gold used by the
manufacturer comes from the government.
From the refiner the gold comes to the factory

in the form of buttons or granules. The refineries
employ the waste of the jewelry shops and, by
burning off the material portions and subjecting
the result to certain processes, recover much gold
that otherwise would be lost to the trade.
For many years there was a steady drain on

the gold coin in circulation, caused by the use
of the coin by jewelers in search of raw material.
The fact that our government turned out a coin
that, after passing through the Assay Office, was
of 22-carat fineness, only two grains below the
pure gold standard, and had also been worked
over, the silver and copper forming the alloy hav-
ing been mixed thoroughly in the gold before the
coin was minted, made the gold coin particularly
attractive to the jeweler. The manufacturer ex-
perienced no trouble when the gold coin was
used, inasmuch as the alloy always had been
combined with the metal and all that was neces-
sary for the commercial utilization of the coin
was to alloy it sufficiently to bring the gold down
to the point required.

Also, from the jeweler's viewpoint, a lot of
time and difficulty was saved, inasmuch as this
scheme did away with much bookkeeping and
rendered unnecessary the tying• up of consider-
able amounts of money in the purchase of raw
material to be held as stock. Later, however, the
government made up the pure gold in brick or
bar form, and it is in that shape the greater bulk
of the supply is now derived.
Thousands of dollars pass between the banks

and the manufacturing jewelers every year in the
forms of bars of gold, the banks handling these
for the benefit of their clients. The bricks vary
in value, according to weight, from $2oo to $500,
and come with the government Assay Office stamp
as a guarantee of purity and fineness.
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Old English Silver
(Continued from page

Introduction of Tea and Coffee
Early in the Eighteenth century tea and coffee

was introduced into England, which immediately
created a demand for articles that had never
been made previous to this time. This is the
time that the first tea and coffee services were
made, also sugar tongs, tea sifters. toast racks,
bottle coasters, turreens, dinner servicin. etc.,
were made, as well as many others, including the
tea urn. The fact that the consumption of tea
after the year 1750 was increasing to a great
extent brought about the need of a larger article
than the teapot, which caused the invention of
the tea urn.
In the year 5784 all silver plate was taxed for

the benefit of the government, and a new hall-
mark appeared in the form of a sovereign's head,
and we now have five marks used up to the year
ago, at which time the duty was removed, and
since the year 5890 only four marks have been
applied to silver. This mark of the sovereign's
head was made in semblance of the reigning
monarch, and indicated that the duty on the silver
had been paid. In 19or, the date of Qneen Vic-
toria's death, this duty was abolished, and there-
fore you will not find any English silver showing
the head of King Edward VII or George V.
Among some of the famous makers at this

time was Paul Lamerie, whose work began in
1712, at which time his mark was first registered
at the Guild Hall. He died in 5751, after pro-
ducing a large quantity, both in design and work-
manship, and everything made by this particular
man is greatly admired, although little of it is
seen at the present time outside of important
collections. There were many similar hall-marks
to the one used and registered by Paul Lamerie,
but his mark in each instance had a small crown
ovTerhethfierm f iniotials.

Rundell & Bridge was established
at this time in London, and among other im-
portant workers was Paul Storr, examples of
whose work we have with us to-day. Paul Storr
was later made a member of the firm, and much
of his silver is found to-day in important collec-
tions, all of which is marked with the initials
"P. S." in addition to all of the other hall-marks
that I have named.

Hall-marking

The matter of the hall-marks is one of the
most important ones for you to know. It is a
study in itself and is most interesting. You
understand that the hall-marks were applied to
all silver manufactured, and this is what gives
us our present guarantee of authenticity. The
Goldsmiths' Company, acting under a charter
from the king, has been maintained continuously
all these years under the government. It has no
connection whatever with the Goldsmiths' and
Silversmiths' Company of Regtnt Street, London,
but, as I have already outlined to you, was es-
tablished originally to guarantee the work done
by the many gold and silversmiths throughout
England. There were many hall-marks adopted,
that of the London hall-mark being the one
which is mostly found to-day, although there was
a Sheffield hall-mark, the Chester mark, the Bir-
mingham, the Exeter, the Newcastle-on-Tyne, as
well as the marks for Ireland and Scotland, each
one being registered in the local guild hall and
every piece manufactured in that locality being
marked in the local hall. As these marks are
sometimes misleading, it might be well for me
to mention that in the provincial marks, or those
which were not made in or near London, that an
additional mark was applied to the silver in the
place of the leopard's head. For instance, the
marks on a piece of silver made in Birmingham
would be identically the same as if made in Lon-
don, except that instead of the leopard's head one
would find an anchor, while that made in Shef-
field has a crown in place of the leopard's head.
Also the letters used for the different years and
the shapes of the shields often differ from those
used in London, but all are recorded in the hall-
mark books, so that everything can be traced
with perfect assurance and certainty. These
marks and letters were used to identify all of
the pieces made, and everything had to be marked
so before it could be sold.
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FACTS ABOUT ASBESTOS

An Indestructible Mineral Fiber—Its Many
Uses and Where Found.

Fibrous structure is one of the most useful
properties of matter, and material possessing it
was employed by man in his earliest steps toward
civilization in making parts of his weapons of
defense as well as his apparel and habitation.
He used both animal and vegetable fibers, and
their utilization to-day forms the basis of many
of the most important industries of mankind. But
these organic fibers are easily destroyed; they are
ephemeral.
The United States Geological Survey has just

published an advance chapter from "Contribu-
tions to Economic Geology, 1910," on the im-
portant asbestos deposits in the United States, by
J. S. Diller. According to Mr. Diller, asbestos
is one of the most important minerals to human
welfare. The discovery of a mineral fiber in
asbestos, which is ordinarily indestructible, be-
longs to a comparatively late period of civiliza-
tion, although asbestos was used in the ancient
pyre to preserve the royal ashes. Charlemagne is
said to have had a table cloth made of asbestos
and used to clean it by throwing it into the fire
to consume the dirt, thus illustrating in a spec-
tacular manner one of the most important prop-
erties of this mineral.

Most Useful Fireproofing
The best grade of asbestos is beautiful silky

fiber with a high degree of flexibility, elasticity,
and tensile strength. It can be spun into thread
so fine as to run 225 yards to the ounce, and as
it is incombustible as well as a non-conductor of
heat and electricity and resistant to the action
of most ordinary acids its field of application is
large. The possibilities of the usefulness of as-
bestos are far from being fully appreciated, not
only by the general public but by manufacturers
in search of material for special purposes to
which asbestos may well be applied.
Perhaps the most general use is to make fire-

proof cloth for theater curtains. In Germany it
is used for firemen's clothing. Everywhere in
cold countries it is extensively employed for fur-
nace, boiler and pipe covering to prevent the loss
of heat. Asbestos is a good insulator, and wheth-
er steam or electricity is- used for power asbestos
is one of the most important elements in the
harness.

Asbestos of Commerce
The asbestos of commerce includes fibrous min-

erals of several species, but all may be included
under amphibole and serpentine. Fibrous am-
phibole is properly called asbestos, fibrous ser-
pentine is chrysolite, and the especially fine silky
form of both amphibole and serpentine is known
as amianthus, but in the trade all are included
under the general term asbestos.
Like auriferous quartz and the ores of other

precious metals, asbestos generally forms veins,
but in some places where it is of low grade it
makes up the whole mass of the country rock.
There are three types of asbestos—cross fiber,

slip fiber and mass fiber—distinguished by the
form of aggregation.
The most valuable asbestos fiber occurs in

cross-fiber veins. The fiber runs directly across
the vein from side to side. Its length is thus
limited by the width of the vein and ranges from
one-sixteenth of an inch to two inches. For the
most part the veins of asbestos separate easily
from the country rock and when broken across
expose the beautiful white fluffy asbestos fiber
with the sheen of silk. The highest grade of
asbestos, about an inch in length, is common in
the eastern provinces of Canada, but has not yet
been produced in the United States. It is worth
about $275 a ton. The lower grades, ranging from
$100 down to less than $to a ton, are much the
more abundant in all asbestos fields.

Slip fiber occurs along slipping planes or faults
and shows the direction of the motion. Most of
the slip-fiber asbestos is of low grade.

Source of Asbestos
All asbestos is of secondary origin, and it may

be derived by alteration from a variety of rocks
generally rich in olivine or pyroxene. Some of it,

however, is derived from impure limestone.
Rocks originally rich in olivine are by far the
most important source. They alter to serpentine
and under favorable conditions give rise to as-
bestos. The purer the serpentine the more likely
It is to contain asbestos, especially if the serpen-
tine has been greatly fractured and intruded by
granitic dikes, as in the vicinity of Thetford,
Canada. Rocks and conditions similar to those
of the asbestos region of Canada but much less
rich in asbestos occur near Lowell, Vt., and Cas-
per, Wyo., where prospecting and mining opera-
tions are now being carried on.

Asbestos in the Grand Canyon
.A small amount of high-grade cross-fiber as-

bestos has been taken out near the bottom of the
Grand Canyon of the Colorado, and there are
large masses of low-grade asbestos in Georgia
and Idaho which have been operated to a greater
or less extent. With the immense supply of high-
grade asbestos at our Canadian door as well as
an increasing production in the United States—
already about 4 per cent of the Canadian output
—the asbestos industry of this country is in good
condition.

PHILADELPHIA
Hot Weather Gives Local Business Setback.

Retail Jewelers Discuss Richmond Conven-
tion — Membership Prize Offer Interests
Local Trade.
Local business for the past two weeks was

given a serious setback by the continued hot
weather, which drove from the city practically
all who could leave and made life so intolerable
for those remaining that shopping became an un-
pleasant task. Complaints of dull business are
thus explained and all look forward in confidence
to a revival of activity in the early fall. The
volume of business was also interfered with by
the long holiday, as many stores kept closed from
Saturday noon, July 1st, to Wednesday, July 5th.
The interesting exhibit shown in the window

of J. E. Caldwell & Co. was the handsome trophy
presented by the Philadelphia Record as a per-
petual prize for motorboat races on the Delaware.
A number of the members of the Pennsylvania

Retail Jewelers' Association met at the Philadel-
phia Jewelers' Club on the evening of July 6th
to discuss the matter of attending the Richmond
convention and to plan arrangements for the trip
to that city. The convention will be held in the
first week of August and it is expected that an
exceptionally large delegation will hail from the
Keystone State.
H. L. Child, a local jeweler, noted for his

philanthrophy, died recently at his residence in
Rosemont. The deceased was a high type of mer-
chant as well as a public-spirited citizen. He
took an active part in the work of the Law and
Order League and was prominent in the Uni-
tarian Church. The Child family were jewelers
for a century, the business having been estab-
lished by the grandfather of the deceased some
one hundred years ago. Two sons survive him.
C. A. Kern is now located in his new jewelry

store at 2522 Lehigh avenue. He has added con-
siderably to his stock and enjoys much better
facilities in his new location.
Those of the local trade who are members of

the State organization are much interested in the
prize offer made by President Roberts, of Pitts-
burg, for the one who will secure the greatest
number of new members during the ensuing year.
Several of the local jewelers expect to be well
up in the running.

It was recently learned in this city that the
Pennsylvania Watch Case Company, of York, Pa.,
which was owned by a number of wealthy men
in York County, had changed ownership. The
property, excepting the factory, was purchased by
a prominent member of the New York trade, who
subsequently sold the machinery, which will be
removed from York.
George S. Katz, a well-known Germantown

jeweler, has been named chairman of the commit-
tee of trade interest by President John M. Rob-
erts, of the Pennsylvania Retail Jewelers' Asso-
ciation. Harry A. Cain has been named chair-
man of the committee on membership, and F. L.
Davis cnairman of the committee on qualities.
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NEWARK, N. J.

Shops Closed for Repairs—Local Jeweler
Sought for Mayoralty Candidate—News of
Newark Trade.

Most of the jewelry shops that closed down
late in June for repairs will reopen on Monday,
July 17th. While the orders upon which work
will commence will not require more than three-
fourths of the winter working force, the outlook
for the fall is said to be good. There are many,
however, who refuse to view the future with
any degree of optimism.
George R. Howe, the prominent manufacturer

of the firm of Carter, Howe & Co., who has been
seriously ill for some time at his home in East
Orange, survived the heat wave surprisingly well,
and on Tuesday afternoon the good news reached
his factory in Mulberry street that his physicians
declared that he showed signs of speedy recovery.
Louis V. Aronson, president of the Art Metal

Works, is being urged to stand as a candidate
for the Newark mayoralty nomination this fall.
Several delegations have called upon him, pledg-
ing support if he will allow them to present his
name. One delegation declared they could pro-
duce a petition signed by io,000 if the manufac-
turer would consent to run. Mr. Aronson, who
is a City Playground Commissioner, declined the
offer and refused to commit himself. He ex-
plained that it was too early to give a definite
answer as to whether or not he would consider
a candidacy. His friendship for Mayor Hauss-
ling, who no doubt will seek a renomination,
probably is one obstacle that stands in the way
of Mr. Aronson accepting. The art metal man
is exceedingly popular in Newark, and has served
without compensation as Playground Commis-
sioner and city home trustee.
Benjamin S. Samuels, salesman for the Charles

C. Wientge Company, 32 Marshall street, will
return the latter part of this month from Europe,
where he went in search of health and to care
for the business interests abroad of his concern.
A. T. Sansbury„ of Sansbury & Nellis, of 23

Marshall street, is on the Continent for seven
weeks. He will visit England and France be-
fore returning.
Fred Marx manufacturer of silversmiths' and

jewelers' machinery. has removed from 346 Mul-
berry street to 68 Orchard street.
Solomon Caro is on a trip to the South and

Pacific Coast for the Ziething Company, 28 Or-
chard street.
Thomas Allsopp, president of Allsopp & All-

sopp, has been awarded the Class B June Cup at
the Forest Hill Golf Club.

Ehrlich & Sinnock, 126 South street, exhibited
a line of goods at the Ohio State convention of
jewelers. The booth was in charge of H. H.
Webb, who received many compliments on his
attractive display.
Among the commuters from Ocean Grove for

the rest of the summer will be Richard F. Faux,
of the Wheeler Company, 93 Lafayette street.
As a substantial testimonial for his splendid

service of thirty years as physician without com-
pensation for the Society for the Relief of the
Widows and Orphans of the Medical Men of
New Jersey that organization has presented a
beautiful silver service to Dr. George R. Kent,
of 37-38 Eighth avenue. After looking over
many gifts the committee of physicians selected
a design for a service prepared by The Gorham
Company and supplied by the Pryor Manufac-
turing Company. The gift consists of a sterling
silver tea set, large tray and five pieces, includ-
ing tea and hot water urns, cream and sugar
vessels and spoon-holder. It is simply but hand-
somely decorated and very costly.
Edward J. Gross is in the West for Meyer &

Gross, Mulberry street.
Walter S. Noon, of Cory, Clark & Noon, has

gone to Maine for a month.
Fred Eisele, the diamond setter, has moved his

business place from the Richardson building to
93 Lafayette street.

Fire Commissioner Mathias Stratton is com-
muting regularly to Asbury Park, where he is
recording big catches in salt-water fish.
Alexander Lapin has returned from Paris to

re-enter the employ of T. J. Bradley.
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Law for the Retail Jeweler
[Copyright by ELTON J. Bucxi.sy]

[A series of articles specially compiled by a
well-known lawyer for the better education of
the retail dealer in the law and its relation to the
different phases of his business.—Ea]

XV.—What Is a Legal Loss Under a Fire

Insurance Policy?

What sort of loss can be collected for

under a policy of fire insurance? Natur-

ally, that depends on the policy. Some poli-

cies are more restricted than others. Some

agree to pay only when the loss is the direct

result of fire on the premises, as for ex-

ample, where fire breaks out in a warehouse

and consumes a stock of goods. Other poli-

cies, and the usual ones, also cover indirect

loss by fire.
For example, under some policies where

a fire breaks out in an adjoining building

and goods are removed from yours because

you fear that that, too, will burn, you can

collect for any loss which those goods sus-

tain by reason of the removal. As, for in-

stance, in a recent case, where they were

damaged by rain. In this class of case,

however, it has been held that the owner

of the goods must have had a reasonable

apprehension of danger of fire in his own

building. I remember one case in which

fire broke out at one end of a business

block. A lady music teacher almost in the

other end became panic-stricken and had

her personal belongings hastily removed.

Some of them were damaged and she at-

tempted to collect the loss from the insur-

ance company in which she had a policy.

The court, after examining the facts, de-

cided that her apprehension of danger was

unreasonable, and held that she could not

recover.

It is also possible, under the usual policy,

to collect for damage done to insured goods

by water, in the course of efforts to extin-

guish a fire. So goods stolen during a fire

or as the result of it, and damage to goods

resulting from a collapse of the building.

Where a fire occurs and causes an explo-

sion, and the explosion causes damage, that

also can be collected for, as it was clearly

the result of fire.

There is a tendency among insurance

companies, however, manifested in the pol-

icy which has come to be largely used, to

restrict the right to claim for damage in-

directly due to fire, particularly that caused

by theft, explosion and lightning, unless—

speaking now particularly of lightning—

fire ensues. The average policy also ex-

cludes fire or loss due to the negligence of

the insured, his agents, servants, etc.

For instance, under this provision of the

policy, a case was recently tried in which a
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large retail merchant whose building was

almost entirely consumed, did manage to

save considerable of his stock, but left some

of it out all night insufficiently guarded. As

a result, a part of it was stolen, and the

court refused to compel the insurance com-

pany to pay its value, on the ground that

the loss was due to the owner's negligence.

The carelessness of any agent or servant

for whose acts the owner, or insured was

responsible, would also work in the same

way.
What can be recovered from an insur-

ance company ? Any loss by fire is natur-

ally either total or partial. Total losses are

in the small minority ; a very large percent-

age of fire losses are partial. A loss is often

regarded as total, however, and the entire

value of the property collected for, when

it has not been wholly consumed. In law

a total loss is one which does not necessar-

ily mean absolute destruction, but one in

which the property shall be so destroyed

by fire that its character is completely

changed and it is rendered useless for its

proper purpose.
For example, it is a total loss where a

building burns down, but the walls are left

standing.
Of course where the loss is total in the

eyes of the law the insured can collect the

full value of the destroyed property. In

some policies the meaning of this is some-

what restricted, however, by a provision re-

leasing the company by paying the cash

value of the property, real or personal, at

the time and place of the fire, and also by

a provision giving the company the option

to restore or replace the property, rather

than pay for its value in cash. The latter

provision is now contained in almost all fire

insurance policies, and it is quite frequently

taken advantage of by insurance companies

where they cannot make a cash settlement

which they consider advantageous.

I think I have already explained that

where a piece of real estate which is mort-

gaged burns, the mortgagee (the person

who has loaned the money) has no claim

upon the fire insurance unless he has noti-

fied the company and had a provision pro-

tecting him inserted in the policy. Often

policies will be assigned to mortgagees as

security, and a rider added to the policy

that the insurance money shall be paid to a

mortgagee, "as his interest may appear."

Remote losses due to fire cannot be re-

covered for, and this often seems very Un-

just. For instance, where a business man

is burned out, either as to his store property

or his stock and fixtures, and as a result

his business is suspended, possibly for

months, he cannot collect his lost profits
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from the insurance company. Nor can a

landlord whose property is burned and who

loses rents, collect that from the company.

These losses, the courts hold, are too re-

mote and too speculative.

No matter how many policies the

owner of property has upon it, he will only

be allowed to collect the fair value in case

of fire. In fact, practically all policies used

to-day contain a provision that each com-

pany will be liable for only its pro rata
share of the loss.
Some policies contain a provision that be-

fore the holder shall bring suit to recover
insurance money he shall submit his claim
to arbitration. The courts are not agreed
as to the validity of this provision. Some
uphold it, while others overrule it as an ef-
fort to provide a substitute for courts of
justice.

Getting the Best for the Money

The law that governs the decision of man
in buying applies to every want of his life
that contemplates possession, said a promi-
nent merchant recently. When' he marries,
he wants the best woman on earth, and
firmly believes he is getting her. If disap-
pointment comes afterwards, it is caused
by lack of appreciation of what he has,
rather than what he got. When he builds
a house he has in mind the best house ever
built for the cost. The smoker goes into a
store to buy a cigar; from the box handed
to him he takes one—always a certain and
particular one—a decision reached in the
minute that it is the best smoke there. A
woman comes into your store to buy a stove.
Is it a $19, $30 or $50 stove she wishes?
Not on your life, but one better than Mrs.
Brown or Mrs. Smith has, or that she her-
self had last. The carpenter carefully ex-
amines the hammers you show him and
takes a particular one. The man who buys
the saw, who has even made up his mind
as to price, balances in his hand, sights down
the teeth, puts it down and tries another
and perhaps another and makes his choice,
and that choice represents to him the best
of the three. The farmer buys from you
paint for his home, no matter what the
price. Don't you understand he takes it
because he believes it is good? Certainly
not because he thinks it is poor. Your wife
buys a dress ; you bought the suit of clothes
you wear to-day, not because it was $20,
$50 or $ioo certainly not. The dress to
her and the suit to you represent the best
you could find for the price you wanted to
pay.
The elements of good, better best are the

controlling factors in the buying of man
or woman, certainly not poor, poorer, poor-
est. The wise merchant recognizes these
things when he buys to sell again. You and
I use to the best of our ability intelligent
discrimination in choosing, because we want
what we pay our money for to be good, not
s,hoddy. And if we have reason to believe

a certain store keeps the best in its kind of
what we want, other things being equal, we

go there to buy. Surely you know that other
go there to buy.
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A Revival of Onyx
From forty to sixty years ago the onyx

formed an important item among the
stones used in the jewelry of the period. It
took the form of oval lockets and brooches
of enormous size, carved crosses and
anchors, and ponderous neck chains. The
sight, and even the memory of these so-
called jewels of our grandmothers, are apt
to provoke a smile to-day, but they were
considered beautiful at a time at which we
now recognize that European art in every
form was at a low level.
For a great number of years the onyx

has been the despised and rejected of gem
stones, and those persons who are unfor-
tunate enough to possess any quantity of
them have been obliged to reckon them
worthless or nearly so.
The enormous quantity of onyxes which

are put away in cupboards and drawers
and considered of no account whatever
indicate what a large trade was formerly
done in these productions.
We realize now that what is wrong with

the ornaments referred to is more the man-
ner in which the material was treated than
the nature or appearance of the stone itself.
This is clearly demonstrated by the recent
reappearance of onyx in modern jewels of
the most recherché character.
When a fashion returns to us after a

long interval, it is generally found to be in
a somewhat altered form and never an
exact reproduction of its former appear-
ance; and this is the case with the onyx to-
day.

Instead of the large slabs of black stone
banded with white, into which half-pearls
were imbedded and the whole supported
by massive gold settings—of years gone by
—we see the onyx in delicate tracery carre
vifs in conjunction with the minute dia-
monds in which the designs are carried out.

The effect of the contrast
Onyx and between the narrow lines of
Diamond dense black and the bril-

liancy of the diamonds is
considered so striking and beautiful that
the combination of onyx and diamond is
being largely used by many of the most
prominent designers of this class of jewelry
of Paris and London.

It is necessary that the little onyxes
should be carefully cut and closely fitted
together into each individual setting, so that
they form a continuous band of black in
which no particle of metal can be seen. In
fact, they are treated similarly to the
carre vif sapphires, rubies and emeralds,
which, mounted in the French manner, have
been for some years so much in vogue.
The one and only object of the design

and manufacture of these diamond and
onyx jewels is to produce the desired effect,
for the value of the onyx apart from the
cost of cutting and setting, is extremely
small.
The onyx is a member of a group of

decorative stones which consist almost en-
tirely of silica, and includes among its
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numerous varieties and sub-varieties, car-
nelian, sardonyx, sard, jasper, chrysoprase,
prase, agate, etc.
Some of .these stones are of a more or

less porous nature, and many of them can
be artificially stained by scientific treatment.

The onyx in its natural
condition is very rarely
black, but consists of bluish-
gray material, striped with

bands or circles of white. The gray por-
tion of the stone is so very porous that by
continued soaking in syrup or oil, and sub-
sequent boiling in sulphuric acid, it is
changed to intense black, while the white
parts of the stone, not being porous, cannot
be altered in color, so that the result of the
treatment is the familiar black stone with
the characteristic white bands.
The explanation of the material being

more porous in some places than in others
is that the silica of which the mineral con-
sists has been deposited by nature at dif-
ferent times and under varying conditions.
Those parts of the mass which are white,

and which form the lines and circles of the
cut stone, have been much more
slowly than the rest of the material, and
have developed a crystalline structure.

Sometimes, in the process of artificial
coloration, it is found that • intermediate
shades are produced, especially brown,
some stones being more porous than others.
The shapes and relative position of the

white bands of onyx are due to the, min-
eral having assumed the form of a stalag-
mite or geode, or, in the case of straight
parallel lines or layers, to being deposited
upon a flat surface.
In the revival of onyx, which has recently

taken place, the white lines have not been
received again into favor, for the tiny
stones now used are entirely black.
There is no indication at present of the

fasnion for onyxes cut and mounted as
described being in general use, but the very
fact that they have reappeared in high-class
jewels is of interest.

The staining of onyxes and
Staining Onyxes other stones of a similar

nature is chiefly practiced
at Oberstein a. Nahe, Germany, where the
art was introduced early in the nineteenth
century, soon after the development of the
industry of agate cutting, for which this
district became so famous. The stones
found in abundance in this neighborhood
were at first used for the purpose, but
afterwards they were obtained from
Brazil.
Stones suitable for the purpose are found

in many parts of Asia, and there is little
doubt that onyxes were altered in color by
the Eastern races, chiefly the Indians and
Burmese, as long ago as previous to the
Christian era, by a method somewhat simi-
lar to the modern one, and that they have
continued the same process to the present
time.
• The late Dr. Billing considered that they
were probably soaked in honey and after-
wards heated with fire, by which means he
obtained the same result as the Germans do
by soaking in sulphuric acid.
Some of the onyxes exported from India,

Physical
Characteristics
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to which the prefix "Oriental" is generally
applied, show by the presence of many
small cracks, especially on the white lines,
that they have been exposed to extreme
heat.

Oriental Onyxes
Many people are under the
impression that stones im-
ported from India and

known as "Oriental onyxes" are naturally
black, but there is little doubt that such is
not the case. The error, doubtless, arose
because the blackness can be easily removed
from the German stained stones by im-
mersion in nitric acid, which is not the case
with the "Oriental." As a matter of fact,
the color can be reduced in the "Oriental"
onyx by soaking in nitric acid for a con-
siderable time. It, therefore, comes to this,
that the old Indian method is more success-
ful, although attained with risk of cracking
by the exposure to great heat.
To a very great extent, the Indian onyxes

have taken the form of beads, but many
of them have also been utilized for the
purpose of cutting in the form of cameos
and intaglios. Many wonderful examples
of glyptic art of the Greeks and Romans,
which are treasured possessions of Euro-
pean museums, are carved upon onyxes
which were probably obtained from the
East.
On account of the pleasing contrast of

color and position of the various layers of
the onyx, the stone is pre-eminently suit-
able for carving. The design is generally
carved out of the white part of the stone,
while the black layer forms the background,
or vice versa.

Italy has always produced the finest
cameo cutters, of whom the most famous
of modern times was Benedetto Pistrucci,
who became chief artist of our London
Mint, and produced among other exquisite
designs the Waterloo Medal and the St.
George and the Dragon of our coinage.
The word onyx is derived from theGreek work meaning "finger-nail."--Leo-

pold Claremont in Jeweler and Metal-
worker.

A Problem in Plating
We have some articles to silver-plate

very heavily and which have a small letter
in the front. This letter must be gold-
plated. We would ask if you have a for-
mula for a gold paste with which to gild
these letters? If not, would ask if you can
suggest any other way in order to leave the
letter gilded on the silver-plated base?

Replying to the above the Brass World
says: The best method of doing the job is
to first silver-plate the whole article, letters
and all. Then with a suitable stopping off
varnish (stopping off varnish can be ob-
tained that will stand hot cyanide solutions)
paint the silver background, leaving the let-ters exposed. Then gild the whole. Only
the letters will be plated with the gold. The
stopping off varnish can then be removedand the article will be left in the desiredcondition. You can, of course, first silver-plate the whole article and then sponge-plate the letters, but if they are small it maybe difficult to keep the gold from runningover the outline.
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There is Beauty in Every

LK RING
And solid merit, too. That's why there is profit in them
for YOU, and you don't have to take a pickaxe to dig it
out. Just show LK Rings and they'll do the rest.

JOSEPH L. HERZOG C& CO.
Makers of LK Rings

PEG. U S. PAT. OFF.)

ifacceede;y. c&-zei.j,•Zeizcaxi4.

45-51 ROSE STREET (Cor. Duane) NEW YORK



CFor more than thirty years we have manu-
factured Triple Crown half-round band rings

and have built up an enviable reputation. Recently
we increased our sphere of action to take in all other
styles of rings, as Stone Set, Baby, Signet, Gentlemen's,
etc., and are still increasing the extensiveness of
designs in this direction. We are paying especial
attention to the Quality and Finishing of the Triple
Crown line, and are endeavoring to so make this
product as to possess the usual reliability of 0.6--' B.
reputation.
To that class who desire a ring at a low price
that will reflect the character of a solid gold ring we
recommend our Triple Crown line.

*

We have a booklet on the making of Gold
Filled Rings. A postal will bring it.

WRITE FOR ONE TO-DAY

Our Triple Crown line is absolutely protected by Registered
Trade-Mark, and no other manufacturer is entitled to use it.

PROVIDENCE exm" RHODE • ISLAND
9 1DILDEND
LANE---2
NEW cYO1QK,
N. • -

424 SOUTH
d3R_O44DW4Y'
LOS -ANGELES
CAL.
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The Business Side of Invention

Every one of us, writes Valentine Karlyn in
The Saturday Evening Post, has met the man
who insists on pointing out a railway signal, a
sewing-machine attachment or a new brake for
automobiles and explaining: "D'ye see that? I
had that idea ten years ago. Blinkins & Company
said it was great and advised me to patent it.
The fellow to whom I showed it in their office
must have stolen it. He is the twin brother of
him who writes a hot letter to the editor of a
magazine and assures him that the detective story
by Conan Doyle, in the last number, is a shame-
less plagiarism of an idea of his that had won
the praise of a hundred friends.
Not a day passes but we hear the tale of a

genius who died in abject poverty, the victim of
some merciless capitalist. Any one can tell you
that the inventor of the monkey-wrench had to
be buried by a few sympathetic friends; that
the sewing-machine was stolen from the man who
really conceived it; and that Edison is merely
an improver of other electricians' schemes. No
doubt if the primitive savage, who first saw a
bird wheeling in the air and wondered if it were
possible to do likewise, were still on earth he
would denounce the Wright Brothers as me-
chanical thieves.

Brains Too Much Alike
The truth is that we all think with brains that

are physiologically alike-that we all have the
same ideas. Not all of us have the energy or
the skill to give concrete expression to our ideas.
In invention, in story-writing and in love-making
it is not the happy thought but the deed that
counts-the right kind of a deed. Just what deed
in invention is of the right kind it remains for
the business man to decide, and unless the in-
ventor has the business man's knowledge of what
is wanted he is doomed to failure.
The successful inventor is the man who knows

what and how to invent. I shall not readily
forget what Edison once told me when I asked
him how he had succeeded in producing so many
marvelous and highly profitable inventions.
"First of all I read," he answered. "See these

books?" We were in that library of his in
Orange, New Jersey-an enormous room, lined
on every side with volumes on chemistry, physics,
mechanical engineering, and even biology-one of
the most remarkable technical private libraries
in the world. "I've read every one of them at
some time or other."
"How have they helped you?" I asked.
"When an idea comes to me," Edison answered,

"that seems worth carrying out, I make it my
business to find out what has been done before
along that line. I tell one of my patent lawyers
to get me every patent from Washington that has
ever been issued on the subject. I read them all.
Those that are obviously foolish I throw aside.
The rest I study to find out why they failed.
Then I get more patents from Germany, France,
England. I order my bookman to get me every
book that bears on the problem before me. Some-
times it takes months to read all these, and gen-
erally I have to make experiments to see whether
the men who went before me really knew what
they were inventing-whether they haven't over-
looked something. Not until then do I begin
work on my own account."
He did not say it, but he meant that he ap-

proached his subject like an expert ; that he
wasted no time in repeating the failures of others.

How Industry Influences Inventions
Because definiteness of purpose is the keynote

of success, the man untrained in mechanics is not
likely to shine as an inventor. He has no idea
how to attack his problem. Usually he knows
nothing of the art in which he is striving to reap
a fortune and earn a lasting name. If he does
not invent something that is mechanically absurd
he invents something that is old-which fact is
pitilessly driven home to him by the patent office
in a dozen or more patents granted years before
he was born, revealing in every detail the very
machine or process that cost him sleepless nights
and, perhaps, hundreds of dollars for models.

His chance of producing an invention of commer-
cial value is little better than a gambler's chance
of breaking the bank at Monte Carlo. When he
talks of his plans he draws a picture of a revo-
lution in prime movers, a revolution in printing
machinery, a revolution in street sweepers.
The captain of industry hates revolutionary in-

ventions as cordially as a czar hates nihilist
bombs. A modern industrial plant often repre-
sents an investment of millions in buildings and
machinery. The orders on hand will usually
keep every wheel turning for months. Is it likely
that a manufacturer will smile pleasantly when
an invention is exhibited to him that may neces-
sitate a complete abandonment of his plant?
Rather than do that he will often buy the patents
that are offered to him. tuck them away in a
safe and let them sleep away their statutory life
of seventeen years. No rival can legally work
them, and the manufacturer can proceed with his
orders in the old way. That is why we occasion-
ally hear of a bill introduced in Congress to com-
pel the working of patents within a definite period.

Few Worth Suppressing

Few, however, are the inventions worth sup-
pressing. Too often they would, if practicable,
necessitate the destruction of our entire indus-
trial system. Most of them are intended to
utilize, instead of coal or the force of a Niagara
torrent, the vast amount of free energy with
which we are surrounded-the heat of the sun,
the electricity of the atmosphere, the rise and fall
of the tides. Unspeakably dry as are the patents
in which these projects of epic magnitude are
described and painstakingly "claimed"-to use the
technical expression of the patent lawyer-they
may well be compared with the rhapsodies of
great poets. Nearly every one of these queerly
couched documents embodies a mechanical Para-
dise Lost or an electrical Iliad-dreams that may
be realized mons hence.
Almost in the same class are the inventions

that are conceived and patented before the world
is ready for them. If we needed an example
of such an intellectual product we have only to
examine the patent record for rapid page-printing
telegraphs. The ordinary printing telegraph is
familiar to all of us in the form of the stock
ticker. But the page-printing telegraph that trans-
mits a message at high speed and records it, not
on a tape but on a page, so that it can be easily
read, is not yet a vital part of our system of
communication, nor is it likely to be for some
years to come. The invcntion is there complete,
but the commercial conditions are not ripe for it.
One of the most efficient machines of this class

was tried by the inventor on the telegraph lines
of America, England, France, Russia and Ger-
many. "As a means of spending money," he told
me, "experimenting with page-printing telegraphs
beats horse-racing and is quite as exciting. I
spent about fifteen years of my life in making
my instruments, inducing American and European
officials to try them in service, and imploring
prejudiced American, English, French, German and
Russian operators to handle them with care. I
learned much that I should have learned before,
and enough about the manifold phases of human
nature to write a novel. When my patents have
expired, and those of other inventors, too, the
world will be about ready to take up the page-
printing telegraph. Not one of us will probably
ever earn a cent in royalties."

Fortunes in Inventions

Even though it may seem unwise to invent
for posterity, a man with a knowledge of patent
law and a good chance of living a score of years
may reap a fortune from a device that cannot be
commercially introduced for decades after its
conception. The famous Selden patent is a case
in point-a patent that, until it was declared
invalid by a Circuit Court of Appeals a few
months ago, dominated the entire automobile in-
dustry of this country.
George B. Selden was a patent attorney prac-

ticing in Rochester when, in 1876, he conceived
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the idea of a carriage propelled by a gasoline
engine. He filed an application for a patent on
May 8, 1879, for a "road engine." Had that
patent been issued in the regular course of patent
office events it would have expired about the
year 1896, just when the first motor cars were
seen in our streets, and Selden would have had
absolutely nothing to show for whatever time,
money and thought he had spent on his invention.
But Selden, being a patent lawyer, knew more
than the ordinary inventor. He knew that he
was ahead of the times, that he must file an appli-
cation for a patent to forestall any subsequent
inventor who also would devise a "road engine,"
and yet he realized that no patent must issue to
him before the world was ready to pay him
royalties. So admirably did he succeed in carry-
ing out his purpose that the famous patent did
not issue until November 5, 1895-sixteen years
after the application had been filed in the patent
office. Under the law that was in force up to
1897, an application for a patent could always be
prosecuted within two years of the last official
action. If, for example, the patent office rejected
an application on May 8, 1888, the inventor was
not required to amend his papers in order to
traverse the rejection until May 8, 189o. By
complying with the letter of the law Selden
managed to keep his application alive until he
was ready to have it granted.
The record of the case in the patent office

shows that the application was rejected on May
31, 1879, and that an amendment was not filed
until May 26, 1881, nearly two years later. A
second rejection on June 17, 188i, was followed
on May 15, 1883, by another amendment. An
official letter sent to Selden on June 15, 1885,
was not acted upon until June 13, 1887, only two
days before the expiration of the two years of
grace allowed by law. Another rejection on June
21, 1887, was answered by a letter dated April
13, 1889, and by an amendment filed on June
Jo, 1889. The original specification and claims
were now such a tangled mass of corrections that
the patent office demanded a "smooth copy" on
June 14, 1889. Although the case was ready for
issue the demand was not complied with until
June 5, 1891, nine days before the statutory
limit. An official letter, which required the filing
of a new oath, was not answered until June 28,
1892. The case was then transferred to another
examiner, by whom some of the claims previously
allowed were rejected on July 29, 1893. An
amendment in reply was not filed until April 1,
1895. Finally on November 5, 1895, the patent
was definitely issued, but without a single one of
the original nineteen claims.

Making Money by a Patent Process

Although the statutory period in which an-
swers to official actions must be filed is now only
a year, it is safe to maintain that there is prob-
ably a score of applications in the patent office
that are being held back in the same way. In
the profession these are known as "dragnet
cases," because they are kept alive simply to
enter into conflict with applications for similar
inventions. When a conflict arises the patent
office immediately institutes what are known as
"interference proceedings," to ascertain to whom
the patent should finally issue. Such proceedings
are expensive. The attorney's fees alone may
amount to one hundred dollars a day, and the
interference may last for weeks. It is frequently
advisable to buy out the senior applicant so that
the later case may issue without protracted inter-
ference proceedings. Hence the prior applicant-
the man who has cast the dragnet and has trawled
along patiently for years-makes a catch that
may mean thousands of dollars to him, although
he never receives a patent.
Obtaining a patent is one thing; earning re-

spect for it is another. Until a patent has passed
through the ordeal of an infringement suit tri-
umphantly-which, with its many appeals, may
consume five, ten and even twenty years, and
burn up more money than even the noble hus-
band of an American heiress can toss to the
winds of the Riviera-it is not likely to com-
mand a princely revenue in the form of royalties.
Selden's patent was always looked upon askance
by automobile makers and laughed at by patent
lawyers. Its validity was ever in doubt. Yet it
was made to earn a fortune despite the cloud that

(Continued on page 1239)
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Monopoly and the Diamond

'T'HE

Close Union of Diamond Craftsmen—Efforts to

Extend a Knowledge of the Art

During the year 1910 the people of the
United States imported $42,315,383 worth
of diamonds, as against $43,570,556 in
1909, and $14,027,631 in 1908. One would
not think that politics would make any dif-
ference in the sales of precious stones, but
Consul-General Diederich of Antwerp,
which is becoming the diamond center of
Europe, reports to the Secretary of State
that "the political situation in the United
States, leading up to the important Novem-
ber elections, with all its disquieting agita-
tion, did much to disturb the diamond bus-
iness." He thinks also that the ambition
to own automobiles had a like influence, and
caused many people to put their money into
motor cars rather than jewels.

During the past year the shipments of
diamonds from Antwerp to the Unied States
were valued at $10,857,038, while the total
in 1908 was only $4,408,366, and in 1905 it
was $6,465,464.

Although Antwerp is rapidly gaining
upon Amsterdam in the diamond trade, we
still imported $10,655,753 worth of stones
from the latter place. The largest imports
from Amsterdam in any one year came in
1906, when the total of imports appraised
at the New York Customs House was $12,-
415,161.

Mr. Diederich tells an interesting story
about the reasons for the shifting of the
diamond trade and of the difficulty that the
merchants of Antwerp now have in dealing
with their employees. The diamond-cutting
trade is controlled by a strict and exclusive
union, which will admit only a limited num-
ber of apprentices, and a newcomer cannot
get work without its consent. Further-
more, the rules of the union allow its mem-
bers to work only fifty-one hours a week,
which is a reduction from fifty-four hours
a week within the last few years, and the
wages they demand are such as no other
industry could afford to pay. In order to
remedy this state of affairs and obtain re-
lease from the tyranny of the union several
merchants have opened lapidaries outside
of Antwerp in the villages of the Ardennes,
where, under the instruction of non-union
workmen, young men and women from the
rural districts are learning the trade. This
requires several years. In every other in-
dustry it would be an easy matter at any
time to find skilled labor, but the owners of
rough diamonds have always been entirely
dependent upon the cutters' and polishers'
unions. Merchants have seen their own
sons refused admission to the unions and
have had to submit to other rules that were
equally oppressive and offensive.

It is a question, however, whether they
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are going to get relief by educating cutters
and polishers in the country. The results
will be watched with interest. The unions
have made no demonstration thus far, al-
though it is in their power to paralyze the
trade at any moment by refusing to work
as long as their employers permit this edu-
cational scheme to go on, and it is expected
that sooner or later they will manifest their
disapproval of the attempt to transform
diamond-cutting from a limited local into
a national industry.
A struggle between the merchants and the

cutters at Antwerp would naturally involve
the Amsterdam establishments and very
likely include London also. In 1910 more
than $10,000,000 was paid for wages to the
diamond cutters in Antwerp alone, the total
number of men employed being about 5000.
The number of diamond cutters in Amster-
dam is about the same, while their interests
are identical.
London is the great market for diamonds

and the owners of all the producing mines
have offices there. The men who cut and
polish the stones in Amsterdam and Ant-
werp do very little trading. Theirs is
purely a manufacturing business, just like
the dressing and dyeing of furs at Leipzig.
The Russian furriers send their sables to
Leipzig to be dressed because the furriers
of that city have been engaged in the busi-
ness for many centuries and are not only
more skillful, but have secret processes that
are unknown to the trade in other cities.
The Dutchmen of Amsterdam have been
cutting diamonds since the Middle Ages,
and while there are firms in London and
Paris and several in the United States who
can do the work just as well, Amsterdam
and Antwerp have cut and polished and will
continue to cut and polish 90 per cent of
all the diamonds that are worn in the civil-
ized world.
The cutters and polishers in other places

are almost exclusively men who have
learned their trade in Amsterdam or Ant-
werp, and for some reason have emigrated.
There is a prevailing impression that if
there should be a big strike and an interrup-
tion of the industry at Antwerp and Am-
sterdam many of the workmen in that
country would emigrate to England and
the United States and build up the same
trade here.
The diamond market is controlled by a

syndicate of merchants on Holborn Via-
duct, in London, who regulate the distribu-
tion of the South African and Brazilian
products according to public conditions.
The policy of this syndicate has always

been to avoid thrusting diamonds upon an
unwilling market. Precious stones are
luxuries and the demand for them depends
very much upon the general prosperity of
the people. Hence it always refused to of-
fer diamonds for sale when there was no
demand for them. It does not believe that
the production of a greater quantity of dia-
monds and the putting of them on the mar-
ket would result in gaining a larger amount
of money from the gem-buying public.
Therefore it has reduced the output rather
than the price. This always has had a
steadying influence upon the industry, and

July 15, 1911

protected dealers who hold stocks of dia-
monds from any sudden and discouraging
drop in values.—William E. Curtis in Chi-
cago Record-Herald.

Uncle Sam as Mail-order Censor

Retail mail-order houses must hereafter
be prepared to encounter closer scrutiny of
their advertising matter on the part of the
United States Government. This scrutiny,
it is true, will have its influence upon all
sellers of merchandise who advertise upon
a broad scale. The retail mail-order houses,
however, will, in the nature of things, be
principally affected, says the Dry Goods
Economist.
To put the matter briefly, a case recently

decided in the Federal courts brings to light
the fact that "Uncle Sam" has extended his
censorship on advertising matter sent
through the mails. In the case in question
W. P. Harrison, a Cincinnati retail mail-
order man, was found guilty in the United
States District Court on the charge of
fraudulent use of the mails and was sen-
tenced to serve three years in the Fort
Leavenworth penitentiary and to pay a fine
of $1000.
The Government asserted that the claims

made by Harrison in his advertising were
extravagant beyond all reason because they
asserted that a vacuum cleaner he offered
for sale was as good as machines costing
twenty times as much and that the opera-
tion of it was a matter of child's play. Har-
rison's methods were also called in question
in the matter of refunding money on un-
satisfactory goods. He advertised that the
customer, if not satisfied, could return the
goods and the money would be refunded,
but it was shown that he endeavored to side-
step this agreement and to "wear out" dis-
satisfied customers by continued delays,
with the result that some customers got dis-
couraged and let the whole thing go.
We are far from suggesting that it is the

rule of retail catalogue houses either to
grossly misrepresent their goods or to dodge
the refund of money to dissatisfied custom-
ers. In fact, we know of at least one suc-
cessful retail mail-order house which sends
a check to the dissatisfied customer even
before the returned goods have been ex-
amined, on the principle that prompt re-
fund is so good an advertisement that the
house can afford to take the chances in-
volved.
The great majority of mail-order houses,

we are sure, indeed, will heartily concur in
the punishment meted out to the guilty
member of the fraternity. On the other
hand, the action of the United States Gov-
ernment cannot but tend to have a restrain-
ing tendency, not only on such retail mail-
order houses as are willfully dishonest, but
also on those which either require or permit
their adman or catalogue writer to seriously
transgress the bounds of fact. The results
can hardly fail to be beneficial to other re-
tailers, especially to those in the medium-
sized and smaller towns who have found the
retail catalogue houses serious competitors.
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Treating the Traveling Man Right

how a Successful Merchant Treats the Travel-

ing Salesman

Toni Murray, Chicago trade genius, who

turned adversity to prosperity through

novel and extensive advertising, gives

some timely and helpful hints on the sub-

ject of their relations to traveling salesmen.

While much of the dealer's time is occu-

pied and often unnecessarily protracted by

frequent calls of the "drummer" the time

spent with this personal representative of

manufacturer or jobber can usually be

turned to advantage. Says "Tom":
'There isn't a 'lily in the field'—nor has

there been since Solomon's time—better

worth considering than the traveling sales-

man who 'drops in' to solicit your trade. If

he is up to his job he's a very meek and

unobtrusive fellow, always ready to wait

your convenience and to put up with all

sorts of interruptions and delays. He is

smooth, affable and as plausible as a cor-

poration lawyer's argument on the necessity

of great combinations of capital. His game

is as old as 'pussy wants a corner' and is

founded on the same principle—that kiss-

ing goes by favor.

A Unique Rule

"There is a rule in my store that no trav-
eling man can buy a dinner, a luncheon or
a drink for any buyer of the establishment
—the 'boss' included. Probably some com-
mercial travelers think it a narrow rule. On
the other hand, just to prove that I have no
intention of being small or mean about such
matters, I hand out cigars before they are
able to reach their vest pockets, and they
are taken out to dine or lunch before they
have an opportunity to spring an invitation.

"And no traveling man is an exception to
this rule. I might also say that it was
made for their special benefit and for the
country merchants who want to 'meet Tom
face to face.'
"Now why do I care to talk with the

traveling salesman whose goods I know I
do not want? There are a dozen reasons,
but here are a few of the most important of
them : These men are the itinerant news-
gatherers of the merchandising world and
often the trade gossip they hand out in an
incidental chat is worth more than the profit
on the goods you might buy if you sold
them all at a good bargain. If you want to
know what is doing in your line of trade
keep in touch with the traveling salesman.
They are sure to know all the latest wrinkles
in regard to the new things on the market
and the ones which are going to come out
a little later. Very often they, themselves,
do not realize the value to you of some par-
ticular bit of news regarding this or that
new thing which is not yet fully launched
on the current of trade, but if you are
awake enough and have a nose for that

kind of thing you will often be able to turn
these incidental tips on the future into dol-
lars and cents.

Heralds of the Latest News

"Then commercial travelers are generally
full of gossip about the men of the whole-
sale and retail trade, of impending changes
in the personnel of firms and houses—
changes which might affect your own buy-
ing relations. Quite as important as this is
the possibility that you may pick up from
the chat of a commercial traveler informa-
tion of moment about the movements of
your competitors. For instance, more than
once an alert merchant has in this way
gained knowledge of an intended change of
location on the part of a competitor, or of
a change of trade conditions in a certain
locality which saved him from making a
mistake or gave him a special advantage in
governing his own movements. This kind
of thing occurs constantly and it has come
within my own experience so pointedly that
it has become a settled principle with me to
let no traveling man escape until I have
extracted from him all the trade gossip
bottled up under his vest.
"Then there is another side to this matter

of the gossip of the men on the road. If
they talk to you about other merchants they
will talk to other merchants and to their as-
sociates on the road about you. The es-
sence of what they say about you is bound
to get back to houses which they repre-
sent and reach the ears of the men who
manage the wholesale trade.

Retailer's Reputation in Their Hands

"In a word, the men on the road are the
men who make your reputation with the
wholesale trade in general, so far as the
distinctly personal side of your standing is
concerned. They are the boys who scatter
the word: 'Jones is a good fellow, all right,
but he's hitting booze a little too hard,' or
'Jones is getting mighty surly with the boys.
He acts as if his business was worrying
him,' or 'Jones is getting such a swelled
head, because he's made a little money, that
he knows it all and a traveling man can't
tell him anything about goods.
"Remarks of this kind hurt and hurt hard

when they get back to the house. Hints of
booze, of family troubles, of acting too wor-
ried to be courteous and pleasant to the
men on the road, of having a swelled head,
directly affect the standing of a retail mer-
chant with the wholesale trade, and when
once they get out in the stream of gossip
they are hard to live down or kill out.
What I want the traveling man to say of
me is this : 'Tom is so cheerful and so glad
to see me that things must certainly be
going fine with him.' Tom has enough
executive ability so that lie has time to see
callers who have business with him with-
out making them feel that lie begrudges
the time.' 'He is attending strictly to busi-
ness and keeps a clear head—and his busi-
ness shows it.' There is a man who doesn't
think he knows it all ; you can always get a
full hearing from him ; it's no trouble to
interest Toni whether he buys or not.' It's
a pleasure to go into his store. He knows
how to treat the traveling man right.' "
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Utilizing the Summer Lull

During the summer, when business drags

and the temperature is not conducive to un-

usual exertion, one is inclined to put on a

long face and decide that business has gone

to the "bow-wows." In this state of mind

one cannot enjoy a vacation and is worth-

less in his store.
The summer months are not the jeweler's

harvest time, but they are a good planting

time. During July, August and September,

with very little effort, things can be clone

about a store that will increase business
and lessen worry when the busy season

conies along later.

As a matter of fact, every business man
should relax during a certain time in the
year. A continuous grind not only wears
out the machinery, but makes it work badly
before it is actually worthless. If you
will take a genuine vacation of thirty days
each summer and get absolutely away from
business for that period, you can easily
make up the time lost through greatly in-
creased energy when you return.

This is one of the things in line with
your preparation for the fall and holidays.
You will feel more direct good from a
vacation if you take it late in the summer,
so that fall trade will start shortly after
your return.

This, however, does not take 'up your
entire summer, and while you are at work
don't lose heart over a lack of business.
Spend your time working on your stock.
Advertise summer bargains and keep a dis-
play of special-priced goods in your win-
dow. Pick out the odd pieces and broken
sets in your stock and get rid of them if
possible at any price.
Those things that are unsalable because

they are shop worn refinish and get in sal-
able shape. If necessary return goods to
the factory for refinishing or repairing.
Don't let unsalable goods mar your stock.
If an article is past putting in good shape
don't leave it in your stock. If your stock
is carefully handled goods depreciate very
slowly, but carelessness in caring for the
stock will mean a serious loss.
During the summer, too, is a good time

to go over your cases and boxes and your
material. Clean out cupboards and
drawers and create more system and order
about your store. Plan ahead so that when
you get busy you haven't a lot of details to
bother with.
At odd moments study catalogues, post

yourself on the best place to buy some
of the special order items that you always
have to bother with during the holidays.
All these things won't overtax you. You
can still take a little time to play golf or go
to the baseball game, but don't let the sum-
mer drag along without doing something
more than looking after the little immediate
business you may have. If you will think
a few months ahead you will forget how
quiet business is and you will be mighty
glad when you do get busy that you didn't
waste your summer.



THE HOWARD WATCH

WHEN the U. S. Battle-
ship "Maine " was sunk
in Havana Harbor, Ad-

miral Sigsbee's HOWARD Watch went
down with it.

It lay in sea water for five days—was
recovered by a navy diver—and today it
varies less than ten seconds a month, which
is a ratio of one second in 260,000.
Admiral Sigsbee has carried his HOWARD
Watch since 1868.

It has cruised in eighteen vessels of
the U. S. Navy—over a distance of Two
Hundred and Eighty-eight Thousand
miles.

It has set the standard time in taking
observations for navigating—where a few
seconds' error may spell disaster to the
ship. A service so exacting that even
the ship's chronometers have to be
checked up in every port.

A HOWARD Watch is always worth what you
pay for it.

The price of each HOWARD is fixed at the
factory and a printed ticket attached—from the 17-
jewel (double roller escapement) in a "Jas. Boss" or
"Crescent" gold-filled case at $40, to the 23-jewel in
a 14-K solid gold case at $150.

Not every jeweler can sell you a HOWARD
Watch. Find the HOWARD jeweler in your town
and talk to him. He is a good man to know.

Admiral Sigsbee has written a little book, "The Log of the HOWARD Watch," relating to the history
of his own HOWARD. You'll enjoy it. Drop us a post card, Dept. H, and we'll send you a copy.

E. HOWARD WATCH WORKS
WALTHAM, MASSACHUSETTS

 In 
The above announcement appears in the leading magazines and periodicals for July. It reaches 7.500,000 subscribers (about 30,000,000readers). It will be seen by every man in your community who can afford to buy a watch. Some of them will be interested. Are you a

HOWARD dealer ? Do the people of your locality know that they can find the HOWARD at your store r
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The Relation Between the
Retailer and the Jobber

By R. H. Shuttles, Dallas, Texas

(Address delivered before the Texas Retail Jewelers' Aftoelation)

My subject, "The Relation Between the Re-
tailer and the Jobber," is one that I have con-
stantly before me. When I think of my own
business I think of the retailer. In fact, we are
very much like partners in business. In some
respects we might be compared to the retailer
and the farmer. If the farmer succeeds the re-
tailer succeeds, and if the retailer succeeds the
jobber succeeds; so you can see that, even if
fn m only a selfish motive, the jobber is interested
in anything for the upbuilding of the retail jew-
eler. They are not only our customers but they
are our friends. We are dependent each upon
the other. In fact, I think the retailer is just
as dependent upon the jobber as the jobber is
upon the retailer. The nature of the retail busi-
ness is such that it is impossible to conduct it
success fully without the jobber.

In times past some of our
The Jobber a largest manufacturers went
Necessity direct to the retail trade but

found it unprofitable, and they
are confining their lines to the legitimate jobber.
It is true that some manufacturers still go direct
to the retailers, but in most instances it is where
they have failed to cater successfully to the job-
ber. I know that some retailers are lead astray
by these so-called factory lines, believing that
from the very fact that they are manufacturers
they can sell cheaper than the jobber, and I want
to say that if it is possible for them to buy their
merchandise cheaper from this source, they would
be very foolish indeed if they failed to do so,
but I believe that I can convince you that it is
to your advantage to buy from the jobber.
In the first place no manufacturer can success-

fully manufacture a general line. A man who is
a jack of all lines is usually good at none. Again,
in order to reduce the cost of manufacturing an
article must be produced in very large quantities,
larger than any retailer or set of retailers could
possibly consume.
As an illustration most of you have doubtless

at some time had a factory quotation on emblem
pins, at a price perhaps of $12 per dozen in one-
hundred lots, $8 per dozen in five hundred lots,
$6 per dozen in one thousand lots. So you see
that quantity governs price.

It is also a fact that every designer gets into
a rut and stays there. You can take any one line
and see the designer's face on every article, so
if a manufacturer is to quote a retailer the right
price, he cannot make a general line, and if he
is to accent small orders that you could only buy
from a small line, his expense of selling would
more than consume the jobber's profit.
There is another thing to take into consider-

ation, and that is a real factory must pay cash
for their material, for their labor; in fact, every-
thing that goes into their product, and they must
have practically cash for their goods.

Now, with the jobber he shows
Jobber's you in two hours the cream of
Large Stocks all the lines manufactured in

this country, an assortment
that would take you weeks to see through any
other source but the jobber. You can buy your
gold, your plate, your sterling, your watches and
diamonds from one, or, to say the least, a very
few houses. While the amount of vest chains
you would buy would not justify any manufac-
turer, yet when you have finished buying all of
these various lines the jobber has secured a nice
order, and still you have not bought very much
of any one line.
Another consideration. You run short of a

few items and instead of having to order from
one or two dozen different places you can order
from one place and thereby save express charges.
We are constantly planning to help the retailer

Increase his business, offering him advertising
suggestions, helping him to keep his stock in
Proper condition, and even go so far as to wait
on his trade when called upon to do so. In fact,

in a jobber you get more for your money than
any other investment.
Now, we are thus dependent one upon the

other, and there should certainly be no reason
why we should not work together harmoniously,
and if there should be any differences they can
be easily settled.
Some people imagine that they are sick, but it

is all in their head. Some people charge their
failure to succeed up to some one else. Some
people expect through a jewelers' association, or
some other association, to go to heaven on a
flowery bed of ease, and expect the association
to cure all of their ills.

I think the association an ad-
Value of mirable thing, as it enables
Organization dealers to get together and

know each other personally,
and to learn that their competitor, after all, is a
very decent fellow.
I recently attended the Wholesale Jewelers'

Convention at Chicago and met practically every
representative jobber in the United States, and
came to the conclusion that they were pretty
nice people and entitled to make a living the
same as ourselves. Our association is young but
growing stronger, and we did not accomplish a
ereat deal at this time. We did agree with the
leading manufacturers that we would not buy our
fall lines before May 1st, nor would we show
our fall goods before July 1st.

In the past there has been a tendency to get
out earlier and earlier, and an agreement of this
kind was naturally beneficial to all, for it enables
the retailer to see more new goods, and it is
ample time for any one to buy a fall bill. We
also agreed noon uniform cards for all manu-
facturers, which will avoid the necessity of re-
carding stock. All in all, I can't state that much
was accomplished, except creating that feeling of
good fellowship between dealers.

Mr. Retailer, the jewelry busi-
Progressive ness in your locality belongs
Merchandising to you, and if you fail to get

it it is your fault. Don't
"cuss" the mail-order houses or the department
stores. They are going to get your business if
they can. God gave you a brain the same as he
did those people, and you are on the ground,
which is a tremendous advantage.
I find a great many people criticising depart-

ment store methods. Even Mr. Roberts, presi-
dent of your National Retail Association, in his
recent address to the retailers, says: "Some of
us jewelers must be born again into the jewelry
business. Many of us have fallen into the paths
of common, everyday storekeeping, and adopted
the grosser methods of the hardware and depart-
ment store competition and forgotten the high
calling and the profession of the jeweler. You
cannot run a junk shop and call yourself a jew-
eler, and expect to have the confidence, respect
and esteem of the people in your community.
Is it not true that many of us have lost our first
love for the jewelry business. Our ambition to
be a dealer in jewelry, gold or silver has waned,
and we have fallen into the trough of commer-
cialism and a common, everyday business occu-
pation."
I do not agree with Mr. Roberts. I think we

are all in business for the money we can make
out of it. The department stores are the most
successful dealers in merchandise that the world
has ever produced, and if their methods are suc-
cessful—emulate them.

I believe that any consumer
Jeweler's would prefer to buy his goods
Prestige from the retail jeweler, be-

cause he believes that they
know more about quality, but a great many of
them go to other sources because they have an
idea that the jeweler is making an enormous
profit.
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If I were a retail jeweler I would get a big
profit. He is entitled to it. The dry goods man,
the furniture man, and even the grocery man get
a good profit, but not on everything they sell.
I would meet the department stores on their own
ground. I would have special sales of merchan-
dise on which there is no restricted price, and
merchandise that the consumer has a fair knowl-
edge of the value of, and I would be certain
when they came to my place not to sell them
only the special advertised article. I would con-
vince them that I could meet mail-order or de-
partment-store price with mail-order and de-
partment-store merchandise.

The Business Side of Invention
(Continued from page 1235)

hovered over it. After passing into the control
of a manufacturing company it was eventually
acquired by the Association of Licensed Auto-
mobile Manufacturers. That association hit upon
the ingenious expedient of charging such a small
royalty for the right to manufacture under this
patent of doubtful validity that most automobile
makers decided to pay rather than to engage in
litigation that would prove a thousand times
more expensive and would probably drag along
for a decade. The royalty paid by the licensees
has fluctuated from one and a quarter per cent to
a fraction of one per cent. Small as this tribute
was, the sum total must have amounted to several
million dollars.
Making a patent pay in this awe-inspiring fash-

ion is not a frequent phenomenon. The more
startling the invention the more difficult it is to
gain a hearing. Some of the great inventions of
our time—"brutally practical" inventions, as Edi-
son once called them—were introduced with mis-
givings by capitalists. It is said that the associ-
ates of Parsons, the inventor of the turbine that
bears his name, tried hard to dissuade him from
carrying out his idea. Read Bessemer's autobi-
ography, and you will find there recorded the
disheartening struggle of the greatest of English
inventors with the steelmakers of Europe.
Siemens passed through a similar experience with
the open-hearth process. The existence of elec-
tric waves, which are employed in wireless teleg-
raphy, was recognized by the late Professor
David E. Hughes ; but his experiments in wire-
less signaling were checked by Sir Gabriel Stokes,
who stoutly maintained that every one of the
effects observed could be explained by the ordi-
nary theories. In general, progress is made inch-
wise. Whenever a gigantic step is necessary—
when, for instance, it becomes advisable to lay
a cable across the Atlantic Ocean instead of
across a channel—the weight of authority is
against the project.
The nine hundred thousand odd patents granted

in this country alone ought to prove that not
every step is gigantic, that not everything that
is new is valuable. Probably less than five per
cent have ever passed beyond the paper stage.
The doctrine of the survival of the fittest applies
to inventions as well as to animals ; and the laws
of supply and demand govern the output of pat-
ents as well as the production of bricks. A lawn-
mower in a New York apartment is no more
useless than hundreds of misfit inventions annu-
ally patented. What, for example, could be com-
mercially expected of a tapeworm-trap to be
swallowed by suffering humanity? Or of a pro-
cess for embalming in glass, so that a dead rel-
ative can be kept for all time in a parlor beside
the cabinet organ? Or of a bed that automati-
cally discharges a sleepy servant on the floor at
a given hour in the morning? Or of a counting
device that is to be worn by a hen to register
the number of eggs laid? Or of a contrivance
to lower a latch-key from an upper window at
a certain hour for the convenience of the morning
milkman? Or of a burial shoe extensible in
length, so that it can be used for dead feet of
different sizes? Or of a bootjack that can be
folded up into the counterfeit presentment of a
revolver to frighten away burglars? Or of a
"pedal calorificator," consisting of a pair of
tubes leading from the nostrils to the feet for the
purpose of warming cold toes? Or of treadmills
to make domestic animals take gymnastic exer-
cise? Or of spectacles that will protect the eyes
for fighting cocks?
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The History of Jewelry
A lecture on jewelry was recently given by Mr.

G. Andre Fournier at the Central School of Arts
and Crafts, Southampton Row, W. C. He said
that by jewelry or a jewel was understood any
object of medium size which acts as an ornament
to the wearer without being a part of the actual
dress. The matter of the metal of which a jewel
was made did not necessarily affect the descrip-
tion of jewel. In fact, there had been a time
when iron was more expensive than gold owing
to the difficulties of extraction and, therefore, at
that time an iron jewel would have been more
valuable than gold. In our own time gold was
more expensive and, therefore, objects mainly
made of platinum or gold were considered as
jewels. But whether a jewel was made of wood
or anything else, it might still be a jewel. An-
other definition was that a jewel was a small
object used for personal adornment, and which
had been made beautiful by workmanship. From
the jeweler's standpoint, it must certainly have
been made beautiful by workmanship to be a
jewel, or it ought to have been. They might
consider themselves rather lucky in being mem-
bers of a craft which, in many ways, owing to
the nature of the work, partook almost of life
itself. The jewel ran through all phases of life—
engagement and wedding rings being the symbols
of united hearts. Then there was a civic value
in rings, for they had been used to seal the
secrets of nations and important acts in history.
But sentiment seemed enshrined in a jewel.
Many people would part with anything before
their last jewel, and certainly many people felt
with parting with a ring or a pendant much more
than if they were parting with a whole house-
ful of furniture.

The original form of orna-
The Original ment must certainly have been
Jewel the necklace. It could not

have been the brooch, because
there were no clothes. Probably at first it was
in the nature of a pendant for the neck. Gold
was easily found, for it occurred frequently on
the surface, and the nugget itself having a hole
in it was very handy for stringing up ; therefore,
the first ornament was probably a shell or nugget
of some kind. Next, the necklace was beaten
out and nuggets must have been beaten out into
sheets of some considerable dimensions. There
was probably some augmentation in the way of
a little repousse, although it would be very crude
at first, and it was probably for that reason that
some of the first jewels were simply sheet gold
beaten out, the sheet being evidently limited by
the size of the nugget. The necklace to-day was
very little different from the original, and very
rarely had they been used for anything except
ornaments, although at one time they were given
as rewards for valor in battle. In fact, with the
Romans, the number of necklaces worn formed a
measure of the valor of the wearer.

Bandeaux were used as marks
Head Ornaments of rank. The Roman neck-

laces were composed of shells
or teeth, and one of the earliest forms was the
torque. It was a band of metal twisted, passed
round the neck, and finished by the ends of the
metal being beaten out into a hooked shape. In
Egypt, necklaces took the form of chains of
beads or pearls, and were very often simply
strung up—one row or several rows. Assyrian
necklaces were more perfect, being composed of
beads and hollow shapes, and reached a great
height in the art of jewelry, the Etruscan fol-
lowed; these were at first very simple, but be-
came remarkable for their technical display in
wire and grain work. These had been copied by
two modern jewelers, Castellani and Guiliano,
who had rivalled the ancient work, but only after
considerable expense and expenditure of time.
The Etruscan had a way of working which was
special in itself, and they had the knack of sold-
ering without its being apparent. About the sev-
enth or sixth century B. C. appeared to have
been the best period for the work. The style
that was called Etruscan was still that of hollow
ornaments, almost perfect and covered with wire
and grain work which were almost perfect. They
had a way of making, also, very pretty flexible
chains.
The Byzantine period was chiefly remarkable

in that the work was generally symbolical or
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religious. Then was started the fashion of reli-
quaries and the fashion was carried right through
the Middle Ages. In the fourteenth century men
wore chains and collars, which soon became much
larger and were used, as a rule, to denote chiv-
alry. The ladies imitated the armor of the men
and wore all sorts of imitations of pieces of
armor. There was the jasseran, and later on
necklaces became chains—through the mediwval
periods—with pendants attached, whilst later on
we came to the more modern things, which were
only a display of jewelry and very likely a dis-
play of diamonds without anything else. One
celebrated necklace was the Queen's (Collier)
necklace, which was about the ugliest production
that could be found, or at least the plainest, and
was priced at igo,000. It was the subject of a
great trial into which Marie Antoinette was
drawn, and it seemed to do her a lot of harm
in the minds of the public, whilst it was one of
the vague reasons why the French Revolution
came about. It was most probable, however, that
Marie Antoinette had nothing to do with it.
The diadem was a mark of chieftanship, but

at first it was not a jewel. It must have first
been a piece of ribbon or something of the kind,
because it was told that Alexander bound some-
body's wounds with his diadem.

As to the Greek jewelry, most
Greek Jewelry that was known was ascer-

tained by what had been found
in tombs. The Greeks were very intelligent, and
they respected their dead and buried their jewelry
with them. On the other hand, however, those
found in the tombs were often very thin, and
crowns and diadems so found might have been
only imitations of the real thing. It was prob-
able that what was found in the tomb may have
been thin imitation and provided in order to
satisfy the conscience of the giver. Funeral
crowns were generally composed of leaves, and
were exceedingly thin, and there were a good
many of them at the British Museum. They
were not up to much so far as art was con-
cerned. During a later period the diadem be-
came a mark of rank, and under Napoleon I
the diadem was touch in vogue, and of course
the Napoleonic art—that was the first Empire,
what is now called the "Empire" style—pre-
tended to be Greek, but it was very bad Greek,
and copied a good deal more from the imitation
than the real thing. Therefore, when an Empire
diadem was copied, it meant only the copying of
that which had been badly copied from somebody
else.

With regard to bracelets many
Bracelets savages wore articles of jew-

elry. Bracelets were some-
times made of such enormous size that they were
exceedingly useful for hitting an opponent on
the head. The same might be said about rings,
some of the rings found in Egypt having been
used as a protection for the thumb when draw-
ing an arrow. Anklets were somewhat after the
manner of the bracelets. Some were designed
so that the wearers might show that they had no
need to walk at anything like a fast pace, and
the hobble-skirt of to-day was probably a revival
of the idea. The Egyptian bracelet was below
the ordinary run of Egyptian art; it was some-
times ornamented with lotus flowers, and set
with precious stones. Assyrian bracelets were,
as a rule, of metal and some were used as sig-
nets. Greek bracelets were often made in the
shape of a snake, and the Roman followed the
same style of work. In fact, the snake had been
a constant pattern in all ages.

One of the earliest ornaments
Rings designed for man or woman

must have been a ring—a ring
through the nose. Most of the savages were
fitted with some sort of ornament either in the
way of rings through the nose or studs through
the lips. The earliest form of earrings must
have been considered as ornaments, and Indians
still wear ornaments on the top of the ear. The
Assyrians seemed to have limited their use to
kings and dignitaries, and it was most probable
that the Egyptians did the same. Some of the
statues at the British Museum showed the ears
pierced, while the statues of ordinary soldiers
showed no place for earrings, so that they were
evidently restricted to kings and high priests.
The Greeks had very elaborate earrings, and
they were intelligently made and very thin. One
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of them found was in the shape of a woman with
thin repousse wings. Roman earrings were large,
and three pearls were often put together so that
they made a rattling noise. In the fourteenth
century no earrings seemed to have been worn,
but later, when Queen Elizabeth was reigning,
she certainly wore earrings; in fact, she crowded
on all the jewelry she could, and everybody else
followed suit. In France, and he believed in
England, in the time of Elizabeth, men wore
earrings, and some of the gentlemen at Court
only wore one. The study of rings was the most
fascinating of all the studies of jewelry. The
most commonly used in Egypt was the scarab
ring. It was used as a symbol of life, and the
underneath part was a seal. The peculiarity of
these rings was the fact that the Egyptians of
the first period could not solder, therefore all
these rings, until later and during the Roman
occupation, were made with a single wire pushed
through two holes in the shank, and twisted
round the shank on each side. Later on the rings
were in one piece. The Egyptian rings were of
all sorts and shapes. Some were not actually
enamelled, but had some enamel or glass-paste
pressed into a small reservoir. During the Ro-
man Republic rings became signs of knighthood
and almost every civic position.

The Roman wedding-rings
Iron Wedding were made of iron. In the
Rings sixteenth century rings were

remarkable for their tech-
nique. As a rule they were covered with enamel
like all the jewels of the period, and they were
also highly carved. They were all pretty well
classed under the name of Ccllini, though he
could not have made the lot of them, and there
were, of course, many other designers. There
was even an instance where a watch was con-
tained on the top of the ring, so that this idea
was not an invention of the twentieth century.
Then there were poison rings used in Rome.
They were intended either to kill the owner or
other people. These were provided with sharp
points and when the owner shook hands with
an individual he knew that he was not likely to
see him again. To all these rings must be added
rings such as were used in archery, key rings,
seal rings, and papal rings for the abbots and
bishops.

It was quite evident that the
Brooch and brooch came almost last of all
Pendants the articles of jewelry, because

the brooch did not come until
man had clothed himself, and the first form of
brooch must have been a rough bone or anything
with a point to be used simply to pin the clothes
together. The use of the long points must have
been extremely awkward, especially in a strenu-
ous life, and so it came about that the point had
to be covered. First of all a chain seemed to
have been invented to cover the point, and this
was evidently the first form of brooch. After
the chain the end ring grew in size and de-
veloped in form until, through all the sequences,
we got the brooch of to-clay. The safety pin
really came at once, and was at first almost the
shape given to it now.
As to pendants, it was difficult to draw a line

between necklaces and pendants. As a matter
of fact, all ornaments used on necklaces might be
called pendants. The Etruscan pendant was small
and made of thin metal, generally in two halves
soldered together. It often contained some sym-
bol of luck, bats' heads, serpents' heads, etc. It
was a lucky charm, similar to the horse-shoe of
our own time. Up to the fifteenth century they
were mostly in the form of amulets. They be-
came improved in the Middle Ages. Holbein,
the painter to Henry VIII, designed a large num-
ber of pendants, and they were worn almost uni-
versally at the time. Another form of jewelry
that does not exist at present was the little
brooch carried on the head, the enseigne de
chapeau. Sometimes it was not only ornamental
but symbolical, and Louis XI used to wear a
series of them. One of the good examples was
German or French work of the Renaissance
known as the "Lyte'' jewel, given by James I
as a reward to a gentleman of the name of Lyte
who had written a pedigree for His Majesty.
He, the lecturer, took it that the pedigree must
have been rather a good invention, seeing that
it was rewarded so well. (Laughter.)—Watch-
maker, Jeweler and Silversmith.
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Corn Palace Interests South Dakota
Retail Jewelers at Annual Meeting

Mitchell Jewelers Greet State Convention and Give the Members a Royal Good

Time—Banquet Served By the Ladies a Feature—President Hoskins

Makes Valuable Suggestions

[Special to THE KEYSTONE]

The third annual convention of the South Da-

kota Retail Jewelers' Association convened in
Mitchell Wednesday, June 28th, for a session of

two days. The first gathering of the knights of

the jewelers' craft was in the morning, when a
large number of the members met in the city hall,
where they were greeted by Secretary Sharp and
provided with badges entitling them to admission
to all the meetings of the association.
The local arrangements were looked after by

C. F. Paige, of Mitchell, as the chairman of en-
tertainment, and he had everything planned to a
nicety for the pleasure and profit of the visiting
members.

The Sightseeing Feature

On the second morning the visitors were taken
for an automobile drive over the city. They were
driven by the owners who placed their cars at
the disposition of the jewelers, and they were
shown every possible courtesy. They were driven
to the various points of interest, including the
manufacturing plants, through the residence and
business, and lastly to view Mitchell's justly
famed corn palace, a structure the like of which
there is none other in the world. It is a massive
building coo by 150 feet, and the exterior surface
on two sides is completely covered with ears of
corn, which are sawed in two before it is ripe
and then nailed on the walls. The use of the
red, mottled, yellow, white, squaw and calico-
colored corn enables the decorative artist to work
some very beautiful designs in Grecian and Ro-
man and Indian work. The corn palace was in-
stituted for the purpose of exhibiting the pro-
ducts of the State in the fall of the year. It is
held for six days, and the attraction par ex-
cellence is some noted band. Two years ago the
famous United States Marine Band played
through the week, and John Phillip Sousa has
played two different engagements of a week in
years past. This year Ellery's band, of New
York, is to play, and President Taft has signified
his intention of visiting the city during corn-
palace week.
The afternoon business session had to be post-

poned on account of the nonappearance of Presi-
dent Hoskins, who was called away from his
Vermillion home to an adjoining State as a wit-
ness in a case. Neither Vice-presidents Cole or
Larson were present, consequently the afternoon
was taken up with matters of an informal na-
ture, and the members took an hour to make an
inspection of the samples which the traveling
representatives had brought along and displayed
in the sample rooms of the hotels.
In the afternoon the visitors were driven out

to the baseball park, where they were entertained
by a game of the national pastime between Mitch-
ell and Faulkton, of the South Dakota League
clubs. The jewelers in the main are great fans,
and they got 'a lot of amusement in watching the
game. Their sentiment was divided somewhat in
favor of the teams, and they went into the root-
ing business with as much enthusiasm as any of
the local fans.

Banquet a Big Success

The big feature of the convention of the South
Dakota Retail Jewelers' Association was the ban-
quet, which was held Wednesday evening in the
basement of the Methodist Church, the menu
being served by the ladies of the church.
After the menu had been discussed with much

relish by the forty guests around the •banquet
board, which was graced by the wives of the
members to the number of six or eight, Toast-
master Silsby called the assemblage to order to
listen to the literary part of the affair.
The toastmaster made some choice allusions to

the presence of the jewelers in the city, and re-
ferred to them in terms that were synonymous
with their art and profession. He presented
Mayor A. E. Hitchcock to make the welcoming
address.
The Mayor impressed on the guests the fact

that while they mix with the jewelers every day
of their lives in their own establishments, there
were some gems in Mitchell to which he directed
their attention—particularly the fine residences,
the business interests, the educational features
housed in such really fine structures, and above
all the corn palace—the only one in the world.
All of these things, the Mayor said, went to make
up the gems and jewels of Mitchell. He referred
to the ancient customs of jewelry wearing and
how it had been handed down from one gener-
ation to another until to-day jewels played a very
important part in the lives of all people, whether
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F. M. Younglove, the representative of the
Rockford Watch Company, responded to a toast
of "Mutual Friends," and devoted his time to
telling a few happy stories and reading a selection
by Colonel Shepherd concerning opportunity. Mr.
Younglove's reading was well received.
T. L. Combs, of Omaha, vice-president of the

American National Retail Jewelers' Association,
responded to the toast of "Smiles." The Omaha
gentleman had been studying up on the smile
question, and he had a great deal to say concern-
ing the value of a smile, some of which he told
in rhyme and some in prose, but in whichever
way the smile question was presentea it was ap-
propriately put. Mr. Combs said that the grouch
and the smile were so far apart that there was no
likelihood of them ever becoming acquainted, and
he touched up the grouch and the knocker with a
sarcasm that was biting. He said that the smile
was one of the best assets a business man could
have, that its influence reached across the counter
and the customer usually took it away with him
to be remembered in future purchases. His ad-
dress was received with smiles, and doubtless the
essence of it will be put to good use.
Dr. J. S. Hoagland was the last speaker of the

evening, and his subject was "My Friend, the
Jeweler." He said that if he was not a preacher
he would rather be a jeweler, because of the
cleanliness of the art and the purity of the jewels
and their beauty. The diamond, he said, which

Grn Palace, ,7ifltch'ell, S. Dak.

The Famous Corn Palace at Mitchell, S. D.

rich or poor. The Mayor referred to the great
distinction of the craft obtained during the recent
coronation in England, and what importance was
attached to the jewels which were displayed with
such great lavishness on that occasion. Jewels,
the Mayor said, found their places in all walks
of life, where the young man presents his dia-
mond to his sweetheart, where the baseball mag-
nate loads up his safe with them, and where Jack
Johnson disports some of the most brilliant gems.
The Mayor referred to the importance of the
jeweler in having the timepieces of the world
running in good order, and remarked on the im-
portance the watch is to railroad and business in-
terests. In conclusion the city's executive made
it quite plain to the gentlemen that they were ex-
ceedingly welcome at this time and any time in
the future they might wish to meet here.

S. H. Scallin Responds

The response was made by S. H. Scallin, of
Mitchell, who took the place of Vice-President
Cole, who was unable to be present. Speaking for
the jewelers, Mr. Scallin said that the truth and
veracity of the Mayor having been vouched for,
he would accept on behalf of the association all
the kind words that were expressed.

had been forged in the great laboratory with the
white light of a thousand sunlights put into its
radiating wonder, was to him a most beautiful
thing, and to deal with these rare gems makes
of the jeweler rare men in character. Dr. Hoag-
land referred to the ancient art of the craftsman
in jewelry and how the footprints of civilization
have been conveyed down through the periods of
history by his work. He thought that all the
jewelers ought to go to heaven in the end, and he
believed they would all feel at home there be-
cause of the paved streets of gold and of the
beautiful gems in the caskets of heaven.
There were some entertaining musical numbers

during the evening which were furnished by Miss
Bolden, who played two piano solos; S. A. Wise
and M. R. Tournier, who sang tenor solos, both
of which received the hearty appreciation of the
jewelers. Miss Bolden accompanied Mr. Wise,
and Mrs. H. G. Nichols played for Mr. Tournier.

Business Session Thursday
Thursday morning the delegates had recovered

from the splendid affair of the night before, and
they were made to feel a great deal more en-
couraged as a result of the magnificent rain which

(Continued on page 1248)
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The History of Jewelry
A lecture on jewelry was recently given by Mr.

G. Andre Fournier at the Central School of Arts
and Crafts, Southampton Row, W. C. He said
that by jewelry or a jewel was understood any
object of medium size which acts as an ornament
to the wearer without being a part of the actual
dress. The matter of the metal of which a jewel
was made did not necessarily affect the descrip-
tion of jewel. In fact, there had been a time
when iron was more expensive than gold owing
to the difficulties of extraction and, therefore, at
that time an iron jewel would have been more
valuable than gold. In our own time gold was
more expensive and, therefore, objects mainly
made of platinum or gold were considered as
jewels. But whether a jewel was made of wood
or anything else, it might still be a jewel. An-
other definition was that a jewel was a small
object used for personal adornment, and which
had been made beautiful by workmanship. From
the jeweler's standpoint, it must certainly have
been made beautiful by workmanship to be a
jewel, or it ought to have been. They might
consider themselves rather lucky in being mem-
bers of a craft which, in many ways, owing to
the nature of the work, partook almost of life
itself. The jewel ran through all phases of life—
engagement and wedding rings being the symbols
of united hearts. Then there was a civic value
in rings, for they had been used to seal the
secrets of nations and important acts in history.
But sentiment seemed enshrined in a jewel.
Many people would part with anything before
their last jewel, and certainly many people felt
with parting with a ring or a pendant much more
than if they were parting with a whole house-
ful Of furniture.

The original form of orna-
The Original ment must certainly have been
Jewel the necklace. It could not

have been the brooch, because
there were no clothes. Probably at first it was
in the nature of a pendant for the neck. Gold
was easily found, for it occurred frequently on
the surface, and the nugget itself having a hole
in it was very handy for stringing up ; therefore,
the first ornament was probably a shell or nugget
of some kind. Next, the necklace was beaten
out and nuggets must have been beaten out into
sheets of some considerable dimensions. There
was probably some augmentation in the way of
a little repousse, although it would be very crude
at first, and it was probably for that reason that
some of the first jewels were simply sheet gold
beaten out, the sheet being evidently limited by
the size of the nugget. The necklace to-day was
very little different from the original. and very
rarely had they been used for anything except
ornaments, although at one time they were given
as rewards for valor in battle. In fact, with the
Romans, the number of necklaces worn formed a
measure of the valor of the wearer.

Bandeaux were used as marks
Head Ornaments of rank. The Roman neck-

laces were composed of shells
or teeth, and one of the earliest forms was the
torque. It was a band of metal twisted, passed
round the neck, and finished by the ends of the
metal being beaten out into a hooked shape. In
Egypt, necklaces took the form of chains of
beads or pearls, and were very often simply
strung up—one row or several rows. Assyrian
necklaces were more perfect, being composed of
beads and hollow shapes, and reached a great
height in the art of jewelry, the Etruscan fol-
lowed; these were at first very simple, but be-
came remarkable for their technical display in
wire and grain work. These had been copied by
two modern jewelers, Castellani and Guiliano,
who had rivalled the ancient work, but only after
considerable expense and expenditure of time.
The Etruscan had a way of working which was
special in itself, and they had the knack of sold-
ering without its being apparent. About the sev-
enth or sixth century B. C. appeared to have
been the best period for the work. The style
that was called Etruscan was still that of hollow
ornaments, almost perfect and covered with wire
and grain work which were almost perfect. They
had a way of making, also, very pretty flexible
chains.
The Byzantine period was chiefly remarkable

in that the work was generally symbolical or
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religious. Then was started the fashion of reli-
quaries and the fashion was carried right through
the Middle Ages. In the fourteenth century men
wore chains and collars, which soon became much
larger and were used, as a rule, to denote chiv-
alry. The ladies imitated the armor of the men
and wore all sorts of imitations of pieces of
armor. There was the jasseran, and later on
necklaces became chains—through the mediaeval
periods—with pendants attached, whilst later on
we came to the more modern things, which were
only a display of jewelry and very likely a dis-
play of diamonds without anything else. One
celebrated necklace was the Queen's (Collier)
necklace, which was about the ugliest production
that could be found, or at least the plainest, and
was priced at £90,000. It was the subject of a
great trial into which Marie Antoinette was
drawn, and it seemed to do her a lot of harm
in the minds of the public, whilst it was one of
the vague reasons why the French Revolution
came about. It was most probable, however, that
Marie Antoinette had nothing to do with it.
The diadem was a mark of chieftanship, but

at first it was not a jewel. It must have first
been a piece of ribbon or something of the kind,
because it was told that Alexander bound some-
body's wounds with his diadem.

As to the Greek jewelry, most
Greek Jewelry that was known was ascer-

tained by what had been found
in tombs. The Greeks were %,ery intelligent, and
they respected their dead and buried their jewelry
with them. On the other hand, however, those
found in the tombs were often very thin, and
crowns iiitl diadems so found might have been
only imitations of the real thing. It was prob-
able that what was found in the tomb may have
been thin imitation and provided in order to
satisfy the conscience of the giver. Funeral
crowns were generally composed of leaves, and
were exceedingly thin, and there were a good
many of them at the British Museum. Thcy
were not up to much so far as art was con-
cerned. During a later period the diadem be-
came a mark of rank, and under Napoleon I
the diadem was much in vogue, and of course
the Napoleonic art—that was the first Empire,
what is now called the "Empire" style—pre-
tended to be Greek, but it was very bad Greek,
and copied a good deal more from the imitation
than the real thing. Therefore, when an Empire
diadem was copied, it meant only the copying of
that which had been badly copied from somebody
else.

With regard to bracelets many
Bracelets savages wore articles of jew-

dry. Bracelets were some-
times made of such enormous size that they were
exceedingly useful for hitting an opponent on
the head. The same might be said about rings,
some of the rings found in Egypt having been
used as a protection for the thumb when draw-
ing an arrow. Anklets were somewhat after the
manner of the bracelets. Some were designed
so that the wearers might show that they had no
need to walk at anything like a fast pace, and
the hobble-skirt of to-day was probably a revival
of the idea. The Egyptian bracelet was below
the ordinary run of Egyptian art; it was some-
times ornamented with lotus flowers, and set
with precious stones. Assyrian bracelets were,
as a rule, of metal and some were used as sig-
nets. Greek bracelets were often made in the
shape of a snake, and the Roman followed the
same style of work. In fact, the snake had been
a constant pattern in all ages.

One of the earliest ornaments
Rings designed for man or woman

must have been a ring—a ring
through the nose. Most of the savages were
fitted with some sort of ornament either in the
way of rings through the nose or studs through
the lips. The earliest form of earrings must
have been considered as ornaments. and Indians
still wear ornaments on the top of the ear. The
Assyrians seemed to have limited their use to
kings and dignitaries, and it was most probable
that the Egyptians did the same. Some of the
statues at the British Museum showed the ears
pierced, while the statues of ordinary soldiers
showed no place for earrings, so that they were
evidently restricted to kings and high priests.
The Greeks had very elaborate earrings, and
they were intelligently made and very thin. One.
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of them found was in the shape of a woman with
thin repousse wings. Roman earrings were large,
and three pearls were often put together so that
they made a rattling noise. In the fourteenth
century no earrings seemed to have been worn,
but later, when Queen Elizabeth was reigning,
she certainly wore earrings; in fact, she crowded
on all the jewelry she could, and everybody else
followed suit. in France, and he believed in
England, in the time of Elizabeth, men wore
earrings, and some of the gentlemen at Court
only wore one. The study of rings was the most
fascinating of all the studies of jewelry. The
most commonly used in Egypt was the scarab
ring. It was used as a symbol of life, and the
underneath part was a seal. The peculiarity of
these rings was the fact that the Egyptians of
the first period could not solder, therefore all
these rings, until later and during the Roman
occupation, were made with a single wire pushed
through two holes in the shank, and twisted
round the shank on each side. Later on the rings
were in one piece. The Egyptian rings were of
all sorts and shapes. Some %e:.re not actually
enamelled, but had some enarni or glass-paste
pressed into a small reservoir. During the Ro-
man Republic rings became signs of knighthood
zind almost every civic position.

The Roman wedding-rings
Iron Wedding were made of iron. In the
Rings sixteenth century rings were

remarkable for their tech-
nique. As a rule they were covered with enamel
like all the jewels of the period, and they were
also highly carved. They were all pretty \ v211
classed under the name of Cellini, though he
could not have made the lot of them, and there
were, of course, many other designers. There
was even an instance where a watch was con-
tained on the top of the ring, so that this idea
was not an invention of the twentieth c:litury.
Then there were poison rings used in Rome.
They were intended either to kill the mvner or
other people. These were provided with sharp
points and when the owner shook hands with
an individual he knew that he was not likely to
see him again. To all these rings must be added
rings such as were used in archery, key rings,
seal rings, and papal rings for the abbots and
bishops.

It was quite evident that the
Brooch and brooch came almost last of all
Pendants the articles of jewelry, because

the brooch did not come until
man had clothed himself, and the first form of
brooch must have been a rough bone or anything
with a point to be used simply to pin the clothes
together. The use of the long points must have
been extremely awkward, especially in a strenu-
ous life, and so it came about that the point had
to be covered. First of all a chain seemed to
have been invented to cover the point, and this
was evidently the first form of brooch. After
the chain the end ring grew in size and de-
veloped in form until, through all the sequences,
we got the brooch of to-day. The safety pin
really came at once, and was at first almost the
shape given to it now.
As to pendants, it was difficult to draw a line

between necklaces and pendants. As a matter
of fact, all ornaments used on necklaces might be
called pendants. The Etruscan pendant was small
and made of thin metal, generally in two halves
soldered together. It often contained some sym-
bol of luck, bats' heads, serpents' heads, etc. It
was a lucky charm, similar to the horse-shoe of
our own time. Up to the fifteenth century they
were mostly in the form of amulets, They be-
came improved in the Middle Ages. Holbein,
the painter to Henry VIII, designed a large num-
ber of pendants, znd they were worn almost uni-
versally at the time. Another form of jewelry
that does not exist at present was the little
brooch carried on the head, the enseigne de
chapeau. Sometimes it was not only ornamental
but symbolical, and Louis XT used to wear a
series of them. One of the good examples was
German or French work of the Renaissance
known as the "Lyte" jewel, given by James I
as a reward to a gentleman of the name of Lyte
who had written a pedigree for His Majesty.
He, the lecturer, took it that the pedigree must
have been rather a good invention, seeing that
it was rewarded so well. (Laughter.)—Watch-
maker, Jeweler and Silversmith.
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Corn Palace Interests South Dakota
Retail Jewelers at Annual Meeting

Mitchell Jewelers Greet State Convention and Give the Members a Royal Good

Time—Banquet Served By the Ladies a Feature—President Hoskins

Makes Valuable Suggestions

[Special to Tilli KEY STONLI

The third annual convention of the South Da-

kota Retail Jewelers' Association convened in

Mitchell Wednesday, June 28th, for a session of

two days. The first gathering of the knights of

the jewelers' craft was in the morning, when a
large number of the members met in the city hall,
where they were greeted by Secretary Sharp and
provided with badges entitling them to admission
to all the meetings of the association.
The local arrangements were looked after by

C. F. Paige, of Mitchell, as the chairman of en-
tertainment, and he had everything planned to a
nicety for the pleasure and profit of the visiting
members.

The Sightseeing Feature

On the second morning the visitors were taken
for an automobile drive over the city. They were
driven by the owners who placed their cars at
the disposition of the jewelers, and they were
shown every possible courtesy. They were driven
to the various points of interest, including the
manufacturing plants, through the residence and
business, and lastly to view Mitchell's justly
famed corn palace, a structure the like of which
there is none other in the world. It is a massive
building too by 150 feet, and the exterior surface
on two sides is completely covered with ears of
corn, which are sawed in two before it is ripe
and then nailed on the walls. The use of the
red, mottled, yellow, white, squaw and calico-
colored corn enables the decorative artist to work
some very beautiful designs in Grecian and Ro-
man and Indian work. The corn palace was in-
stituted for the purpose of exhibiting the pro-
ducts of the State in the fall of the year. It is
held for six days, and the attraction par ex-
cellence is some noted band. Two years ago the
famous United States Marine Band played
through the week, and John Phillip Sousa has
played two different engagements of a week in
years past. This year Ellery's band, of New
York, is to play, and President Taft has signified
his intention of visiting the city during corn-
palace week.
The afternoon business session had to be post-

poned on account of the nonappearance of Presi-
dent Hoskins, who was called away from his
Vermillion home to an adjoining State as a wit-
ness in a case. Neither Vice-presidents Cole or
Larson were present, consequently the afternoon
was taken up with matters of an informal na-
ture, and the members took an hour to make an
inspection of the samples which the traveling
representatives had brought along and displayed
in the sample rooms of the hotels.
In the afternoon the visitors were driven out

to the baseball park, where they were entertained
by a game of the national pastime between Mitch-
ell and Faulkton, of the South Dakota League
clubs. The jewelers in the main are great fans,
and they got a lot of amusement in watching the
game. Their sentiment was divided somewhat in
favor of the teams, and they went into the root-
ing business with as much enthusiasm as any of
the local fans.

Banquet a Big Success
The big feature of the convention of the South

Dakota Retail Jewelers' Association was the ban-
quet, which was held Wednesday evening in the
basement of the Methodist Church, the menu
being served by the ladies of the church.
After the menu had been discussed with much

relish by the forty guests around the •banquet
board, which was graced by the wives of the
members to the number of six or eight, Toast-
master Silsby called the assemblage to order to
listen to the literary part of the affair.
The toastmaster made some choice allusions to

the presence of the jewelers in the city, and re-
ferred to them in terms that were synonymous
with their art and profession. He presented
Mayor A. E. Hitchcock to make the welcoming
address.
The Mayor impressed on the guests the fact

that while they mix with the jewelers every day
of their lives in their own establishments, there
were some gems in Mitchell to which he directed
their attention—particularly the fine residences,
the business interests, the educational features
housed in such really fine structures, and above
all the corn palace—the only one in the world.
All of these things, the Mayor said, went to make
up the gems and jewels of Mitchell. He referred
to the ancient customs of jewelry wearing and
how it had been handed down from one gener-
ation to another until to-day jewels played a very
important part in the lives of all people, whether
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F. M. Younglove, the representative of the
Rockford Watch Company, responded to a toast
of "Mutual Friends," and devoted his time to
telling a few happy stories and reading a selection
by Colonel Shepherd concerning opportunity. Mr.
Younglove's reading was well received.
T. L. Combs, of Omaha, vice-president of the

American National Retail Jewelers' Association,
responded to the toast of "Smiles." The Omaha
gentleman had been studying up on the smile
question, and he had a great deal to say concern-
ing the value of a smile, some of which he told
in rhyme and some in prose, but in whichever
way the smile question was presentea it was ap-
propriately put. Mr. Combs said that the grouch
and the smile were so far apart that there was no
likelihood of them ever becoming acquainted, and
he touched up the grouch and the knocker with a
sarcasm that was biting. He said that the smile
was one of the best assets a business man could
have, that its influence reached across the counter
and the customer usually took it away with him
to be remembered in future purchases. His ad-
dress was received with smiles, and doubtless the
essence of it will be put to good use.
Dr. J. S. Hoagland was the last speaker of the

evening, and his subject was "My Friend, the
Jeweler." He said that if he was not a preacher
he would rather be a jeweler, because of the
cleanliness of the art and the purity of the jewels
and their beauty. The diamond, he said, which

Corn Pala('e, _)(1tch'ell, S. flak.

The Famous Corn Palace at Mitchell, S. D.

rich Or poor. The Mayor referred to the great
distinction of the craft obtained during the recent
coronation in England, and what importance was
attached to the jewels which were displayed with
such great lavishness on that occasion. Jewels,
the Mayor said, found their places in all walks
of life, where the young man presents his dia-
mond to his sweetheart, where the baseball mag-
nate loads up his safe with them, and where Jack
Johnson disports some of the most brilliant gems.
The Mayor referred to the importance of the
jeweler in having the timepieces of the world
running in good order, and remarked on the im-
portance the watch is to railroad and business in-
terests. In conclusion the city's executive made
it quite plain to the gentlemen that they were ex-
ceedingly welcome at this time and any time in
the future they might wish to meet here.

S. H. Scallin Responds

The response was made by S. H. Scallin, of
Mitchell, who took the place of Vice-President
Cole, who was unable to be present. Speaking for
the jewelers, Mr. Scallin said that the truth and
veracity of the Mayor having been vouched for,
he would accept on behalf of the association all
the kind words that were expressed.

had been forged in the great laboratory with the
white light of a thousand sunlights put into its
radiating wonder, was to him a most beautiful
thing, and to deal with these rare gems makes
of the jeweler rare men in character. Dr. Hoag-
land referred to the ancient art of the craftsman
in jewelry and how the footprints of civilization
have been conveyed down through the periods of
history by his work. He thought that all the
jewelers ought to go to heaven in the end, and he
believed they would all feel at home there be-
cause of the paved streets of gold and of the
beautiful gems in the caskets of heaven.
There were some entertaining musical numbers

during the evening which were furnished by Miss
Bolden, who played two piano solos; S. A. Wise
and M. R. Tournier, who sang tenor solos, both
of which received the hearty appreciation of the
jewelers. Miss Bolden accompanied Mr. Wise,
and Mrs. H. G. Nichols played for Mr. Tournier.

Business Session Thursday
Thursday morning the delegates had recovered

from the splendid affair of the night before, and
they were made to feel a great deal more en-
couraged as a result of the magnificent rain which

(Continued on page 1248)
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visited the central and northern portion of the
State during the night. The rain coming at this
opportune time will give South Dakota a fine
crop in the north, central and southern portions
of the State.
At the beginning of the business session Thurs-

day morning Vice-President Cole was on hand to
preside over the convention, which thus far had
been unable to conduct any business because of
the absence of head officials.
President Hoskins' address was read by Secre-

tary Sharp, and in part is as follows:

President's Address

In calling the members together for the third
time I do so with a feeling that each time we
meet we are a more free body of business men,
and while it is to be lamented that more of the
profession do not take hold and help push for-
ward the great work of bringing back into the
channels of trade where they belong the sale of
jewelry and watches, at the same time in the
short time the association has been at work you
can see the benefits therefrom. Catalogue houses
must conform to prices as to a greater share of
watch movements, and in a great many cases can-
not buy them. Without tooting any one's horn,
it was said no company could thrive without an
open market. The watch company and others
have proven the falsity of such statements, and it
is only necessary to look at the rapid growth of
these companies to further prove the statement
that the jeweler is the only sure and safe channel.

In conclusion Mr. Hoskins urged the passage
of a law to protect the work of the jeweler, and
urged the passage of resolutions that will rein-
force the national association and to let the par-
ent association know that the State associations
are behind it morally and financially. He sug-
gested favoring the national stamping, whereby
each and every article can be sold on its merits;
to do away with the guarantee on watch cases,
but to make it a crime to carry less than a certain
amount of gold with the name and address of the
maker. He urged the passage of State laws that
will regulate some things concerning the leaving
of goods for repair.

System in the Jewelry Business

"System in the Jewelry Business" was a subject
for discussion by three prominent dealers in the
State. C. E. Cahoon, of Kimball, presented his
ideas for a system in bookkeeping and accounts,
holding that the careless manner in which the
average jeweler keeps track of the business he
does and the goods which are brought to him for
repair, and no record kept of them, means a big
loss in the course of a year.
C. A. Damuth, of Redfield, talked about stock-

keeping, to keep a record of how long watches
and other jewelry has been on hand; to see that
watches are kept clean and in salable order for
the customer ; that goods which have been on the
shelf for some time should be cleaned up and
made to appear in good condition.
D. K. Cole, of Woonsocket, made some timely

comments on the clean appearance of the store.
He held that a jewelry store should, above all
places, be absolutely clean and tidy in every de-
partment. Show cases should be devoid of dust
and dirt, likewise the work bench should not be
littered up, and in fact everything about the place
should be such as to make a favorable impres-
sion on the customer so that he will be willing to
call again.
T. L. Combs, of Omaha, vice-president of the

A. N, R. J. A., spoke in a very interesting and
profitable manner concerning on "What Hath the
Association Wrought." He reviewed what the
association has accomplished for the retail jew-
eler and gave some personal instances of where
the retailers have confided to him in what special
ways they had been benefited. •Some in one way
and some in another, but they all got help and
inspiration from the association and exchange of
ideas.
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A telegram was received from C. T. Higgin-
botham, superintendent of the South Bend Watch
Company, regretting his inability to be present
and sending his best wishes for the success of
the convention. Mr. Higginbotham was on the
programme for an address.
One of the best half hours of the convention

was filled in with talks by the representatives of
the manufacturers and jobbers. These impromptu
remarks were given by F. M. Younglove, of the
Rockford Watch Company; N. J. Elliott, of the
South Bend Watch Company; W. A. Smith, of
the Waltham Watch Company, and while they
were principally on the "good of the order," they
brought words of congratulation from the vari-
ous houses which they represent.
Gustave Woelfel, of Mitchell, talked on this

subject : "Is the Jeweler Paid in Proportion to
His Skill?" Mr. Woelfel said he commenced to
learn his trade in Germany when he was 14 years
old, and that he did not complete his knowledge
of the art of watchmaking until he was nearly
24 years of age and before he could commence
to draw wages commensurate with his knowledge
of the business. As a comparison as to wages
paid skilled and unskilled labor, Mr. Woelfel said
that he met a carpenter boy the other day who
had just drawn his week's pay check for $25, and
that the boy had not worked at the business much
more than a year. He likened his own efforts
to command the knowledge of a trade spending
nearly ten years at it, and then to come in con-
tact with the case under his own observation.
He believed there was something radically wrong
with the labor proposition in such circumstances.
He believed that jewelers as a rule had not
learned how to appreciate their own skill, nor
how to make a proper charge for their work.
Speaking on the same subject Secretary Sharp

mentioned the fact that a short time ago he was
walking along the street and followed a ditch
digger, begrimed with dirt, and reflected that
this man with the shovel, unskilled, who had never
spent an hour in learning his trade, was able, with
the shovel, to earn nearly as large wages as he
could with his tools at the bench, ability that had
been acquired after years of hard work.
An adjournment was taken for the dinner hour.

Thursday Afternoon Session

Strictly business occupied the afternoon session
of the convention, and the entire work was com-
pleted.
Secretary Sharp gave a report of the treasury

and stated that the financial end of the associ-
ation was in good shape, with sufficient money to
pay all expenses and leave a very comfortable
balance in the treasury. Twelve new members
were received into the association at this time,
and everything points to a prosperous and suc-
cessful year for 1912.
One of the heavy sources of receipts of cash

was the publication of the souvenir programme,
which was made of thirty-four pages, containing
the advertisements of the wholesalers of the
country. The book was a work of art, and was
sent to all the -members of the association and
given a large distribution.
The following resolutions were adopted by the

association:
Resolved, That the South Dakota Retail jew-

elers' Association endorse, and both by individual
and collective effort, do our utmost to have the
proposed law passed against fraudulent adver-
tising. The provisions of the law are already
familiar to KEYSTONE readers.
Resolved, That we are opposed to any law

which takes from the manufacturer his right to
fix a minimum price on his patented output, and
we will use our influence against the passage of
the bill along this line which is now being con-
sidered in the United States Senate.

Resolved, That we, as an association, recom-
mend to our members and jewelers generally the
purchase of only such goods as bear the maker's
brand or trade-mark.
Resolved, That we recommend to manufac-

turers that the fixed prices on their wares carry
a *profit consistent with good business princi-
ples.
Resolved, That we endorse the high ideals of

our national president, Steele F. Roberts, and

1243

thank him for the untiring work and interest of
the association in particular and the craft in gen-
eral, and further, that we to-day telegraph him a
copy of this resolution.
Resolved, That we extend a vote of thanks to

Hon. George A. Silby, Mayor A. E. Hitchcock,
Dr. J. S. Hoagland, M. R. Tournier, S. A. Wise
and all others who have so kindly assisted us in
our programme speeches, music, etc.; also to the
ladies of the Methodist Church, who served the
banquet so nicely.
Resolved, That a vote of thanks be tendered to

our worthy brother, T. L. Combs, of Omaha, vice-
president of the American National Retail Jew-
elers' Association, for his valuable assistance in
our State convention; also to F. M. Younglove,
W. A. Smith and N. J. Elliott for their addresses
and the kindly assistance they have rendered dur-
ing the convention.

CHARLES F. PAIGE,
OMUND LARSON,
HENRY C. WOELFLE,

Committee.

The- following officers were then elected for the
ensuing year: President, C. F. Paige, Mitchell;
first vice-president, C. R. Damuth, Redfield; sec-
ond vice-president, Omund Larson, Bowdle; sec-
retary, D. Sharp, Brookings; treasurer, Charles
F. Halbkat, Watertown. Executive Committee—
H. W. Knutson, Leola ; W. M. Hoskins, Vermil-
lion. Delegates to the national convention to be
held at Richmond, Va., August I-4—D. Sharp,
C. R. Damuth, C. F. Paige.
In the re-election of Secretary Sharp his salary

of $25 last year was increased for the ensuing
year to $too. The secretary has devoted a great
deal of time to the business of the association at
a personal loss to himself, and the members felt
that he should be reimbursed for efforts expended
to keep the association a thing of some benefit.
The next meeting of the association was- not

decided upon at this time, and will be determined
at a future meeting of the Executive Committee.
There were several applicants for the appoint-
ment, and they were filed with the secretary.

Robbed in a Government Office

A very clever theft, the modus operandi of the
thief being politeness, is reported. A well-dressed
man called on a jeweler in the Boulevard Saint
Germain, Paris, and represented himself as one
Of the chief officials in the Finance Department.
The Under-Secretary, he said, wanted to reward
a foreign consul for services rendered to his
department, and thought of presenting him with
a diamond ring. Enchanted at the idea of be-
coming the furnisher to the Under-Secretary of
the Finance Department—the jeweler was ignor-
ant of the fact that the office no longer existed—
he lost no time in placing a number of valuable
rings before M. le directeur. But the latter
found nothing to suit him. The jeweler asked
him to call again on the following day, when he
would have some rings of higher price.
The elegant gentleman called as requested, and

went into raptures over the rings submitted to
him. He selected six, and invited the jeweler to
accompany him to the Finance Department so
that the Under-Secretary could select for him-
self. They entered an ante-chamber, where the
"directeur" saluted an official, who returned the
salute with great deference. "Now give me the
rings,"iiiserh2,e - said, "and I will take them to the
Minister."
The jeweler parted with the cases and waited.

He waited so long that he became impatient.
Finally he asked the official if the gentleman who
had left him was the director of the Under-Sec-
retary's office. The official opened his eyes very
wide. "But you saluted him Just now," said the
jeweler. "That is possible, replied the official.
"I responded to his courteous salute, because
politeness is one of my duties. All the same I
do not know him." The jeweler was staggered.
"The man has gone through that door leading to
the Minister's office with 20,000 francs worth of
rings which belong to me," Ile cried. "That door
opens on a corridor which leads to the stair-
case," replied' the official. Then it was that the
jeweler realized that he had been robbed—in the
ante-room of a German department, too.
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CLARENCE F. BAYER BYRON L. STRASI3URGER ALBERT PRETZFELDER

THE HOUSE OF NEWNESS
BAYER & PRETZFELDER CO.

IMPORTERS MANUFACTURERS

5 East 17th Street, Between Broadway and Fifth Avenue NEW YORK
ANNOUNCEMENT

We beg to inform the trade that our lines for 1911 are now complete and on the road and will be exhibited in all the large cities.
It certainly will be to all "Live'. Jewelers interest to see this exhibition. If you are not acquainted it will be to your best interest to corn-

municate with our New York Headquarters and get into communication with our representative in your respective territory.
We wish to announce our lines are more extensive, more original, more saleable. newer and far beyond any ever produced or shown in the history of business. We would urgently suggest

that you refrain from placing any orders before seeing our lines.

Sterling Silver Begs Fancy Chains (of every deseriptiou)
Gun Metal Bags Vanity Novelties
Beaded Bags Corals
Fine Leather Bags Garnet Jewelry
Gun Metal Novelties L ttes (of every description)

SOLE AGENTS—La Vogue Bi-noculars

Cigarette Cases (of every description)
Eye Glass Cases (of every description)
Chime Clocks, Novelty Clocks, etc., etc.
Opera and Field games

, La Vogue Opera Glasses,

English Sheffield Plate
Brass Goods
Desk Sets, etc.
Smokers' Articles ( of every description)

Dinner Gongs
Marble Statuary
Lamps and Electroliers
Art Goods, etc., etc.

La Vogue Lorgnettes—SOLE AGENTS

The

Roy Watch Case Company
MANUFACTURERS OF

FINE SOLID GOLD CASES

TRADE.MARK REGISTERED

Special attention given to the
execution of special orders for
hand made cases. Prompt
delivery.

WAICCASE"
COMPANY

21 and 23 MAIDEN LANE :: NEW YORK
SAN FRANCISCO OFFICE: 704 MARKET STREET

C. L. GUINAND'S PLAIN TIMERS
Split Horsetimers and Split Chronographs
For Horsemen, Automobilists and Scientific Purposes

Acknowledged in Europe and America as the most accurate
and reliable make on the market. Neat and up-to-date in
every way. Send for illustrated booklet of all kinds of
Complicated Watches and place your order early, as these
goods have been short every season for past five years.
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Advertising for the
Jeweler and Optometrist
By Al. Bruckner, Chicago

(Address delivered at Convention of Missouri Retail Jewelers)

ADVERTISING is a very complex question.
It is a big thing with many possibilities
The advertising man is no wizard, he is

but a student. For me to tell you, in this talk,
just how to advertise your business successfully
would be about as hard as it would be for you to

regulate my watch
by looking at the
outside of the case.
A dvertising—good

advertising—requires
individual treatment
along general prin-
ciples. Each one
must adopt the
methods that pro-
duce the best results,
taking into consid-
eration one's own
personality, sur-
roundings, and the
people he wishes to

Al. Bruckner reach. Good results
can be obtained by

pursuing a fixed policy and a definite plan after
one has decided upon the methods he wishes
to employ.
To begin with, what is advertising? Advertis-

ing is but the expression of what one is and what
one stands for. It is store news and business
facts done into cold type and printer's ink ; it is
the story of one's business, one's aims, one's
ideals, and merchandise.
No man succeeds in business primarily because

lie advertises. The first step is to have a busi-
ness worth advertising; it is, in fact, the keynote
of any successful business. Efficient service. is
one of the first demands of a money-spending
public.
Couple up your advertising with everything you

do, with your buying, your selling, your treat-
ment of customers and employees. Note the case
of the well-known Chicago clothing merchant,
whose "Meet me face to face" is valued at more
than his entire stock. He spends hundreds of
dollars letting the people know how he treats his
employees as well as how he treats his patrons.

The Value of Efficient Service

What is it that makes the goods in your store
more desirable than if found in anybody else's
store? The answer is efficient service and the
proper treatment of your customers. What is
efficient service? Efficient service is made up of
sufficient energy and ambition to embrace every
Opportunity for betterment in every department
of your store. Efficient service means a thorough
understanding between and a pull-together spirit
of employer and employees.

Efficient service is the kind that meets every
Person that comes into your store with a pleasant
smile and a hearty "How-do-you-do" and gives
them prompt attention whether it be the college
widow, your best customer, the humble drummer
or the bill collector. It costs no more to dis-
charge an obligation pleasantly than with a
grouch.

Efficient service keeps windows clean and
freshly trimmed, keeps ads changed in the news-
papers, the mailing list up-to-date and the show
cpses free from dust, without causing a small
sized insurrection when some one is asked to do
it. It also collects bills, deducts the proper dis-
counts and a host of other things. Real efficient
service is the finest kind of advertising on earth.

Confidence as Displayed in the Jewelry Trade

The jewelry business is a business done almost
entirely on confidence. You jewelers have the
confidence of your patrons to a greater degree
than any other class of merchants, not even ex-
cepting the banker.

Jules Racine & Co., Exclusive Importers
CHICAGO: 103 State Street NEW YORK : 37 Maiden Lane

Why, people do not go into a bank and leave
valuables or money without some sort of a re-
ceipt, and yet they leave articles worth hundreds
of dollars in your care without a quibble. Make
the most of this condition. Turn it into sales
and make a profit on the sales. The public ex-
pect you to, and lose some of the confidence they
have in you when you tell them you are selling
goods at cost or below.

Advertising really sells goods, but this does not
mean that customers will ask for an advertsed
brand every time they wish to make a purchase.
Oh, no! But, if the customer is shown an ad-
vertised article alongside of one not advertised,
the chances are that they will select the adver-
tised brand and feel satisfied that they have made
a wise choice—and this without being conscious
of what influenced them in it. That is the power
of suggestion. All advertising is more or less
a suggestion.

The Power of Suggestion

Suggestive style is one of the most powerful
selling forces known to advertising. A clever ad
presents the subject in such an attractive light
that it makes a favorable impression on the men-
tality. It becomes insistent by being repeated,
and finally lands the fish even after the bait has
been nibbled off, and the bare hook exposed.
There is a spirit for betterment in the times;

better goods, better merchandising, better adver-
tising. Advertising must be interesting, educa-
tional, and persistent.

Inject as much of your own personality and
the character and tone of your business into your
advertising as possible. Always tell the truth in
your advertising.

If your competitor insists upon making mis-
statements in his advertising, pay no attention to
it. The people, sooner or later, will find it out
to his sorrow.

I am going to give you a few trite sayings
which apply to advertising and merchandising.
Some of these I have copied; others I may have
read and unconsciously absorbed just as the public
does when they read good advertising.

Advertising will bring a customer into your
store, but the salesman must bring him back
again.
The
T 

value of keeping your name before the
public depends entirely upon what the name stands
for.

Retail advertising is about go per cent. a
woman's proposition. Remember this.
Advertising is the still small voice that urges

people to buy and decides them in their choice—
nearly always without their knowing it.
Be optimistic in your advertising. The latest

definition of an optimist is a man who can make
lemonade at night out of the lemons that are
handed him during the day.

Don't throw a fit in your advertising; keep
both feet on the ground. If perchance your com-
petitor should blow the lid off on prices, main-
tain your dignity and do not get rattled. Re-
member that possibly the common people do not
take it as seriously as you do.
Think! That's the keynote of success. Think

for yourself and do not let your competitor do
it for you. Do something different, original;
forge ahead by your own initiative. It is easier
to acquire the reputation of being a first-class
merchant where the standard is low than where
it is high.

How to Prepare Good Copy

To prepare good advertising copy requires close
application, concentration and a thorough knowl-
edge of the business or line to be advertised, fully
as much as the knack or ability to do it.
The foundation of good copy is good business;

behind every good business there exists a plan or
a purpose. Advertising can explain the many
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good points about your business, but cannot make
up for any of its short-comings.
A good copy writer can give expression, style,

harmony, display and pulling power to an ad, if
the thing itself is well understood by him, but
any of you, gentlemen, can write good ads if you
will devote the necessary time and gray matter
to their preparation.
A good ad should describe the goods, show

their need, their uses, and desirability. It should
contain prices, if the prices are a feature; if
not you had better dwell on the quality.

It should not contain catch phrases foreign to
the subject involved, nor harmonious sayings
which only detract from its selling power. Peo-
ple do not waste their time solving advertising
riddles, nor buy goods because of your joke.
Write your ads naturally as you would talk.

Do not try to make them literary gems, but
frank, open statements about your business.
When an advertisement is sufficiently attractive
to compel attention, plain enough to be under-
stood, interesting enough to hold the reader, and
forceful enough to make an impression, it is
bound to be effective. Even if it does not imme-
diately produce sales it is bound to crop up some
day and show how it has been working overtime
for you.

Tell All You Can in the Headlines

Above all, get just as much of the kernel of
your story into the headlines as possible. A good
heading properly displayed catches the eye and
will be remembered just as a new song will run
through your mind for days after you first
heard it.
A very common error in type display is to

print only a part of the heading in large type.
Try and impart to the article advertised a value
that will make it a desirable purchase. The com-
mon way to do this, or attempting to do thiA, is
to price it lower than others price it.
Admitting that a $ro watch is better value at

$7 than at $to, you still do not establish its value
at $10 by advertising it to sell for $7.
Now, if you can give your $to watch a $12

value, not by asking $12 for it, but by show-
ing all the goodness there is in it, you really make
it more desirable at $to than at $7, with the good-
ness left out. That is salesmanship, whether done
in cold type and printer's ink or by a hot-air con-
versation over the show case.

The Atmosphere of a Good Ad.

Surround your advertising with a pleasing at-
mosphere and it will improve the public appetite
for your wares. A plum pudding served in style
on a table set with choice silver, china and crys-
tal compels your attention even while you are
full from eating previous courses. Set your ads
in artistic printing, and illustrate them with ap-
propriate pictures. Action pictures are the best
if they can be had. A plain cut of a watch move-
ment may suggest a need, but will not stimulate
the desire to the extent that it should.

The Selection of Advertising Mediums

What mediums should you use? That is a
difficult problem. Without question the news-
paper is one of the very best mediums that can
be employed, but remember buying space is not
advertising, and unless you show some ability in
using it, even that may mean only an expense.
Booklets and catalogues for the holiday season

are splendid, for they find their way directly into
the home and get the attention of the reader
usually at their leisure. A catalogue to be a
complete success must be backed up by a com-
prehensive follow-up system to make it effective.
Every dealer should adopt some slogan or ex-

pression to use continually. This in time be-
comes your trade-mark, and is as readily recog-
nized as is your name.
A jeweler should use all of the many little op-

portunities which lie close at hand and cost prac-
tically nothing to employ. For instance, when he
takes in an article for repairs he should always
take the full name and address of the owner.
When you deliver the job do not send it out in
the same besmirched envelope, but have a special
delivery envelope with a suitable ad or an invita-
tion to call again on it. File the old one away
for reference, and enter the name and address

(Continued on page 1248)
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The
New Century
Engraving
Machine

No Jeweler can afford
to be. without one of
these labor-saving
machines,which plugs
up the free engraving
leak, and does work
both satisfactorily and
at next to no cost.

Send us a postal re-
quest for our Cata-
logue, which fully
illustrates and de-
scribes the NEW
CENTURY ENGRAV-
ING MACHINE.

Sold on easy terms.

Write now.

WINTER FIXTURES
THE STANDARD OF QUALITY, STYLE and PRICE

ANYTHING FROM A STORE STOOL TO A COMPLETE OUTFIT

The "ARGYLE" DESIGN JEWELERS' OUTFIT

If it's practical arrangements, correct designs, QUALITY of material,
workmanship and finish, at RIGHT PRICES, that you are looking
for we can suit you. Not how cheap, but how good, at prices that
are right, is the Winter Idea. Ask our customers.

WINTER CATALOGUES—The Books That Show You
Send 25c. for Catalogue 11 A

The M. Winter Lumber Company
HIGH-GRADE FIXTURE MAKERS

E.S.TA BLISIIED 1865

SHEBOYGAN, WISCONSIN, U. S. A.
  SALES AGENCIES  
Mattoon & Keppel R. H. Birdsall C. 13. Smith Drug Co.

116 Orange St. Hamilton Bldg. St. Joseph, Mo.
New Haven, Conn. Portland, Oregon

OUR LATEST IMPROVEMENTS IN
SHOW CASE CONSTRUCTION

Place Our Show Cases in a Class by Themselves

THE STORE BEAUTIFUL

We should be pleased to furnish prospective purchasers
complete information in regard to these improvements which
are embodied in practically every show case that we build.
Our catalog will prove of interest to any progressive merchant.

Honest Workmanship, Excellence of Design, and Moderate Price

Our trade mark

A beautiful store derives its beauty largely from the furniture and fixtures. It
doesn't pay to discourage trade by using inferior show cases that do credit neither to the
merchandise nor to you. J The public is quick to note appearances. It is also quick
to criticize. People like to trade where there is the greatest spirit of taste and elegance in
the surroundings.

”11. MOM MICINIMI

is a guarantee of
are beautiful in design, superbly finished, practicable and durable. They are made
of quarier-sawed oak—not "plain oak, like most cases. We use only the best grade of
bevel plate and DSA glass, in which no holes are bored ; consequently, Quincy Special
cases have extraordinary strength. All cases are shipped K. D. to save freight charges.
They are easily put together, and len assembled, the knock-down features cannot be
detected. Our prices are no higher than you would pay for plain oak cases.

Write for Catalog No. 20.

926 JEFFERSON AVENUE :: GRAND RAPIDS, MICHIGAN

Chicago Salesrooms Detroit Salesrooms New York Salesrooms Boston Salesrooms
233 E. JACKSON BLVD. 84 JEFFERSON AVE. 732 BROADWAY 21 COLUMBIA ST.

QUINCY SHOW CASE WORKS
QUINCY tY ILLINOIS

Chicago, 235 W. Jackson Blvd.
Wichita, Kans.. 301 Beacon Bldg.
San Francisco, 134 Sansome St.

Dallaa, Tex., 219 Commerce St.
Jacksonville, Fla., 20-28 Julia St.
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Silver Threads
By Arthur L. Fuller, Towle Mfg. Co.

(Address delivered before Convention Ohio Retail Jewelers' Association)

IT is a real pleasure to me to have this oppor-

tunity to greet so many of your members, to

most of whom I am under obligations for

courtesies extended during the six years in which

I represented the Towle Company in this State.

Just fourteen years ago I came to Sandusky,
my first stop, on my first trip as a traveling sales-
man. It was a fortunate beginning, as I met as
my first customer, that prince of jewelers, Mr.
Henry Dehnel. When I told Mr. Dehnel the
object of my call he looked me over with a kindly
quizzical look and asked, "How old are you?"
I gave him that information and he proceeded to
question me as to my past, present and future,
and in a few moments I found myself giving a
full account of my career and ambitions for the
future. This may seem to you as having been
a poor start toward an order for silver, but as a
matter of fact it was a very good one, for at
once the personal element had entered into our
dealings, and I secured what was the first of
many orders from that prosperous store.
Upon proceeding through the State I found

that my first customer, a splendid citizen, success-
ful merchant and courteous gentleman, was a
good representative of the type of men whom
I was to meet. In short, gentlemen, I learned that
well-known truth that the first requisite for suc-
cess as a jeweler is character.
Every county seat has its lawyer, who is fa-

mous for his skill at court, and every town has
its physician who is in demand from near and
far. Every village has its successful banker who
is regarded as a veritable wizard of finance, and
every city its eloquent minister whose words of
wisdom are regarded as one of the greatest assets
of the community. And it should be so with the
jeweler. He, too, should receive the homage due
integrity and ability, for it is only through the
possession of these characteristics that he may
become a leader. In what trade or profession is
there greater opportunity for dishonesty than in
that of the jeweler? With him the opportunity
comes with each dawning day, only to be cast
aside as unworthy.

Need of Good Employees

We have heard a great deal in recent years
concerning the conservation of our natural re-
sources. The government is making an attempt
to preserve the great forests and the mines of
coal and iron, and we hope they will be success-
ful. But there are other resources which we need
to conserve; health is one, experienced employees
is another. All of the larger concerns in New
York and Chicago are constantly receiving appli-
cations from young men in smaller towns, seek-
ing opportunities to come to the greater city and
enlist under the banner of the wholesaler or
manufacturer, and when we think of the shorter
hours, the annual vacations, Saturday half holi-
days and the observance of every other holiday,
it is not surprising that the life looks more at-
tractive to these young men.
I hope every member of the Ohio Retail Jew-

elers' Association is a leader in the early closing
movement, and I hope you will also give serious
thought toward arranging the work of your store
so that every employee may have a breathing spell
of at least two weeks. while the proprietor is cer-
tainly entitled to at least a month.
The value of experienced employees is too well

known to require argument, at least with the mer-
chant who has gone through the experience of
breaking in new salesmen and new help generally.
Most people who enter a jewelry store come in
with the idea of dealing directly with the pro-
prietor, and it takes years of acquaintance and
experience to train a salesman to where he may
handle any considerable number of the older pat-
rons of a jewelry store. Every year of such
experience adds to his value. and the matter of
retaining his services and his loyalty is an im-
portant item in every management.

Undoubtedly the profit-sharing or stock com-
pany idea is the best solution of this question.
Another great help toward the retaining of ex-
perienced employees is by means of a practice
which I shall term the Gospel of Commendation.
My attention was first directed to this excellent
plan some years ago when Mr. John Hayes, at
that time general manager of the entire Santa Fe
system, was retiring from that road to accept
larger responsibilities as one of the vice-presidents
of the Grand Trunk system. The career of Mr.
Hayes with the Santa Fe had been marked by ex-
ceptional success, especially in the management of
men, and as he came into Chicago en route to
his new post he was besieged by reporters, all
wishing to learn the secret of his success. Mr.
Hayes very modestly replied that he could tell
them no special reason unless it was his practice
of seeking chances to commend the employees of
the Santa Fe just as diligently as most men seeK
opportunities to correct or discover the shortcom-
ings of their employees. Mr. Hayes cited as an
instance that when riding over the road he was
ever on the lookout for good work on the part
of the section men, and where the opportunity
was offered he never failed to call in the section
foreman and compliment him on the work of his
men. This practice was carried out throughout
the entire force of Santa Fe employees, and the
result was enthusiastic work on the part of all.
And so I commend this to your attention with the
hope that you will see its advantages.

Chances of the Young Man

Possibly it is the effect of the season of the
year when the land is full of graduates that my
thoughts have been turned frequently toward the
army of young fellows who are now ready to
enter a business career, and in their behalf I
would like to solicit the benefit of your wisdom
and experience as business men.
We can readily recall the years when a life

seemed to us to contain a veritable ocean of time,
an expanse in which there was plenty of time for
everything and anything to which we might wish
to turn. Then the school days with their round
of duties came and we realized that while life
was not an ocean, still it must be a great lake,
and still plenty of time to spare. As the years
went by and we came into larger responsibilities
and possibly entered a business career, it dawned
on us that life was not a great lake, but merely
one of those little summer resort lakes which dot
the landscape in every direction.

Finally as business cares multiplied and we
came to the true conception of life, we realized
that in fact our days are but .as a drop of water.
and the young man who stands on the threshold
of a business career must decide, and decide
promptly, whether his little drop shall be added
to the rainfalls which nature showers upon the
earth and become a modern agriculturist, or
whether he will place the drop under a magnify-
ing glass and study its wonderful composition and
become a scientist, or whether the drop shall be
used to moisten the parched lips of the sufferer
and he become a great physician or shall he
take his drop, condense it into steam and become
a nart of the great commercial machine with its
relentless grind. And so. gentlemen, T again be-
speak your most thoughtful advice for the benefit
of those young fellows just coming into the trade.

T realize that we are getting away from our
subject. but you will agree with me that it is the
boys who are entering business to-day who will
fill your place and mine to-morrow.

Profits in the Jewelry Trade

The particular kind of conservation. however,
which especially interests us to-day is the con-
servation of the profits in the jewelry business.
The time was when the jewelry business was a
strictly local affair. When John Smith, of your
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town, decided to buy a watch, he came naturally
and directly to the local dealer. But in this day
of catalogues and advertising the chances are that
John Smith buys his watch in New York, his en-
gagement ring in Chicago, the wedding ring in St.
Louis, his clock in Cincinnati and his wedding
presents come from every point of the compass.
And what does the local jeweler get out of this?
Probably the watch will be brought in to have
repairs and the rings will need to be sized. The
clock will certainly need adjustment after its
journey, and probably the jeweler will also have
the opportunity to engrave some of the wedding
silver, free, of course, in accordance with his
standing offer to engrave free of charge.

I have been connected with the jewelry busi-
ness, though not particularly with the watch busi-
ness, for more than twenty years, and I will
admit to you that I know about as much concern-
ing the inside of a watch as I do about the inside
of a man. I know that a man has a heart, lungs,
and I am told a liver, while I know that a watch
has a mainspring and some wheels. My impres-
sion is that the average layman is not quite so
well posted as T am on this subject.

Retaining Acquired Trade

If, therefore, the jewelry business of your com-
munity is to be solicited from near and far, the
natural problem of the local jeweler is how to
retain the business which originally belongs to
him. If he must meet the competition of the
larger cities and also the multiplicity of local
competitors which are the result of the growth
and closer settlement of the country, much thought
must be given to store management, special dis-
play, advertising and everything else which will
tend to hold the local business for the local mer-
chant. Possibly you will not think it compli-
mentary when I state that the wide distribution
of catalogues has had somewhat the same.effect
on the local jewelry stores as that which has fol-
lowed the building of electric lines throughout the
country. Have you ever noticed the improvement
along the country road after one of those inter-
urban lines has been built? How the neglected
and sometimes dilapidated old 'farm with its un-
painted barn, somewhat tumbled down fences and
ever-present weeds, is soon transformed into a
well-kept and neat-looking country home with the
big red barn and its white trimmings and with
the nifty wire fences. A wide porch is built on
the old house, the trees trimmed up, a lawn is
carefully cultivated with flowers here and there,
while down by the gate in rustic letters we find
the sign, "Pleasant Hill Farm."
Nowadays the jewelry store which is making a

successful effort to not only hold its trade but
build it up, is a very attractive looking establish-
ment. There are many such throughout the State
of Ohio. The tiled floors, the mahogany fixtures
of simple taste and substantial design, the latest
ideas in electric lighting, the conveniences and
comforts provided for customers, and everything
to make an attractive and "much-talked-of" place,
and last and very important the modern methods
of showing and selling jewelry and silver.
The most important part of this display to me

is the silver display. One of the best investments
for a jeweler would be the necessary fixtures to
construct a silver room as a part of the store.
The advantages to be derived are direct, and' we
are all conversant with the advantages of making
an exclusive display of one particular line of
goods. This has been demonstrated many times
by the cut glass and art goods displays in jewelry
stores. The same method may be very advant-
ageously used even in the moderate-sized jewelry
store. Not much in the way of fixtures is re-
quired, but a great deal in the way of good taste
and originality. Such a room when opened in
your store and properly advertised will immedi-
ately become the Mecca of those in search of
presents for all gift occasions, and many will be
drawn who would not otherwise think of silver
for the particular occasion which they have in
mind. Among the central figures in such a room
should be several large chests of silver in which
are displayed the patterns to which you are giv-
ing much space in your silver stock. The chest
method of showing and selling silver has been
demonstrated to be the most practical and suc-
cessful of any method which could possibly be

(Continued on page IVO
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Offers Prizes to Increase
Association Membership

John M. Roberts, President of the Pennsylvania
Retail Jewelers, sends out Letters to Members
—All are Eligible to Compete

Secretary Wiley, of the Pennsylvania Retail
Jewelers' Association, has issued the following
circular letter:
Our president, John M. Roberts, has donated

the following three prizes as an incentive for all
members of our association to get at work and
build up our membership:

First prize: A 14 kt. solid gold Howard watch,
value $75.
Second prize: A set of r4 kt. gold Larter but-

tons and studs, value $15.
Third prize: An L. E. Waterman Ideal fount-

ain pen, value $5.

Rules Governing Contest

The following rules will govern the contest:
All members of the Pennsylvania association

will be eligible to compete. The contest will be
open from this notice and will close on Saturday,
July 6, 1912. The member sending in the largest
number of new names, fully paid, will receive
the first prize; the one sending in the second
largest will receive the second prize, and the one
sending in the next largest the third prize. The
secretary shall date all applications at time re-
ceived, and in case of a tie those sent in at the
earliest date shall count first.

All names must be on a regular membership
blank, signed by the applicant, with the member's
name also on the application, as recommended.
Prizes will be awarded by a committee, to be
appointed later. Applicants sending in their own
names for membership may designate the mem-
ber to whom they wish their names credited.
Names sent in during 1911 will count as two votes
for the member designated, if dues for 1912 ac-
company the application, or are sent in before
July I, 1912.
Note the following by-law, Article 2, Section 3:

"The annual dues shall cover the period begin-
ning with January rst to December 31st of each
year, both for the State association and the na-
tional association, provided that members joining
after July 1st shall be received at two dollars
($2), which shall cover their dues to the State
and national associations until the end of the
year in which they join."
You have stood by the association with your

moral and financial support, and the credit for the
work accomplishd is largely with you. Without
numbers we can do nothing.
We are now nearly four hundred strong in our

State association and adding new members to our
rolls right along. Last year at the national con-
vention we fell behind one other State; not be-
cause we were not so strong numerically, but on
account of some of our members getting careless
about sending in their dues. Only such as are
paid up for the current year are counted on the
rolls of the national association. Many have paid
their dues for this year, while a few have for-
gotten to do so. If you are one who has forgot-
ten, will you not send them in at once, and save
us the humiliation of having to say old Pennsyl-
vania does not stand first?
Let every member resolve to secure one of

these prizes. President Roberts has been very
liberal in offering these valuable prizes.
Will you second his effort and work as you

have never done before and get one of them?
The honor of receiving one of these prizes is
more than ten times their intrinsic value.
President Roberts has named the following

standing committees:
Geo. S. Katz, chairman, Philadelphia; E. L.

Rinkenbach, Harrisburg; Henry A. Reineman,
McKeesport.

President's Auxiliary Committee on Trade
Interests

Robt. K. Lerch, chairman, Easton; E. I. Smith,
East Mauch Chunk; Phil. Brenner, Monessen ;
John Kirschnek, Media; G. L. Ruff, Johnstown;
A. N. Peoples, Chester; Jos. Bickart, Wilkins-
burg; Carl Rivineous, Ebensboro; Nathan Lieb-
son, Wilkes-Barre; Kennard & Snyder, Clearfield;

KEYSTONE

L. Schmidt, Braddock ; Frank L. Wells, Marion
Center; F. M. Langnecker, New Brighton.

Committee on Legislation

Steele F. Roberts. chairman, Pittsburg; A. M.
Howes, Erie; J. Warren Hutchins, Philadelphia.

President's Auxiliary Committee on Legislation
J. Harvey Wattles, chairman, Pittsburg; F. A.

Keating, Pittsburg; David Clark, Easton; J. P.
Archibald, Blairsville.
F. L. Davis, chairman, Philadelphia; A. C.

Graul, Sharpsburg; E. J. Faust, Allentown.

President's Auxiliary Committee on Qualities

A. C. Gies, chairman, Pittsburg; T. Wilday
Black, Huntingdon; C. W. Fulmer, Easton ; C. H.
Bauer, Blairsville; Emil Holl, Media; C. S. Kep-
ner, Chester; J. W. Nichols, Waynesburg; Hugh
A. Jackson, Saltsburg; F. N. Worrell, Canons-
burg; W. W. Howe, Clearfield; P. C. Yester, Mc-
Keesport.

Committee on Membership
Harry A. Cain, chairman, Philadelphia; Thos.

J. Apryle, Johnstown; 0. E. Heineman, Pitts-
burg.
President's Auxiliary Committee on Membership
W. W. Appel, chairman, Lancaster ; F. L. Davis,

Philadelphia; William Sutton, Philadelphia; Geo.
H. Frees, Reading; James W. Kalbach, Reading;
A. A. Peters, Allentown; Harry I. Kistler, Allen-
town; A. E. Rogers, Scranton ; Chas. B. Engel,
Scranton ; H. G. Shupp, Wilkes-Barre; Joseph
Liebson, Wilkes-Barre; Myers Bros., York; Will
K. Robert, York; E. G. Hoover, Harrisburg;
Robt. S. Gitt, Harrisburg; Sylvester Engel, Hazle-
ton; C. W. Bixler, Easton; G. L. Ruff, Johns-
town ; W. F. Sellers, Altoona; Clayton G. Bren •
neman, Altoona ; W. H. Eidem, Greensburg;
Harvey Fritz, Oil City; C. E. Snyder, Pittsburg.

Committee on Deceased Members

H. G. Philips, chairman. Van&rgrift ; Chas. C.
Mussina, Williamsport; Fred. C. Bode, Phila-
delphia.

President's Auxiliary Committee on Deceased
Members

T. H. McNary, chairman, Washington ; Pirosh
& Simmons, York and Lancaster; R. F. Polock,
York; Fred. Patterson, Harrisburg; Cal. P. En-
gel, Hazleton ; Stewart & Son, Huntingdon; E.
Fulmer, Easton ; Jno. McPherson, Mauch Chunk;
Thos. F. Brennan. Chester; Wm. Hunt, Union-
town; C. C. French, Erie.

All chairmen of committees are ex-officio mem-
bers of the Membership Committee.

Toothless Saws
The employment of high-speed revolving disks

of mild steel for cutting hard steel has become
common, but the process always excites the as-
tonishment of the uninitiated. The disks are
preferably made of boiler-plate quality, and are
about a quarter of an inch thick. They revolve
with a peripheral speed of as much as 20,000
feet a minute. One of these disks will cut
through a heavy channel section of hard steel,
12 by 614 inches, in i5 seconds. It appears to
act by local fusion. The very high speed causes
thousands of inches of surface to impinge in
rapid succession on the metal undercut, so that
its temperature at the point of contact becomes
very high, although the disk, owing to its large
surface area, remains relatively cool. All its
frictional energy is concentrated on an extremely
small area of contact. The work is done so
quickly that the heat has no time to spread in
the metal undercut, and the sides of the cut por-
tion are only a little warmed.

A. W. Brassier a Benedict

Shreveport, La., July I, rgrr.—One of the so-
cial events of the season in this city was the
marriage of Harriet Jane Drake, daughter of Mr.
and Mrs. Willard B. Drake, to August W. Brass-
ler, a well-known jeweler, of Malvern, Ark. The
wedding, which took place June 27th, was largely
attended. After an extended wedding trip the
couple will be at home after July Toth at 6o4
Main street, Malvern.

July 15, 1911

Advertising for the
Jeweler and Optometrist

(Continued from page 12451

on your mailing list. This is good service, good
method and good advertising, all in one.
Like all forms of salesmanship, you can say

too much in your advertising. There is a psy-
chological moment to quit, or you may talk your-
self out of a sale already half made.
The optometrist has an excellent field for ad-

vertising. As has been said, advertising is al-
most wholly a suggestion. Suggestion is the seed
which, when planted in fertile soil, produces re-
sults—business.

The Field of Need for the Advertiser

The most fertile soil for advertising endeavor
is the field of need. The need of anything is not
always known, and if known is not always heeded.
This condition is a veritable hot-bed for sug-
gestive advertising.
More people at the age of two score need

glasses than do not need them. More children at
the school age suffer from the want of glasses
than are wearing them. More persons of all
ages wear improperly fitted glasses than wear
those scientifically correct. Lots of people wear
cheap or poorly suited glasses who can easily
afford better ones. The need is there, and the
ability to buy is there. Why should this virgin
soil be allowed to go uncultivated while it is
forced by intensive advertising to produce
bumper crops in automobile sales, where the need
and the ability to pay is often lacking.
Point out the way, you optometrists. You not

only can sell glasses at a good margin of profit,
but render a service to mankind at the same
time. Introduce a little sentiment into your ad-
vertising.
Yours is essentially a gift line. A gift without

any sentiment attached to it would fail to arouse
that responsive action which results in ever in-
creasing sales for you. What is a gift? A gift,
as I see it, is a token of friendship, love or es-
teem, expressed through the taste of the giver,
the ability of the salesman and the judgment of
the dealer in an article whose value is estimated
as much by the sentiment it contains and the
appreciation it secures as by the money involved.
Sentiment induces the proud parent of the young
man just becoming of age to pay $5o for the
watch be gives him for his man-birth gift, when
a $15 watch would probably suffice.
Do not talk to me about having nothing to ad-

vertise. You have everything to advertise. Any-
thing that is as beautiful, as permanent and as
valuable as the jewels you have to sell, which, as
gifts, touch the most responsive chord in the
faculty of human appreciation, is worthy of the
very highest type of advertising, and ought not
to be subjected to the ignominy of the circus bill,
nor need the propelling influence of the auction-
eer's hammer.

A Chance for Artistic Advertising

Place the jewelry business on the high plane
it deserves by giving it a tone and an atmos-
phere which good advertising can create. You
can and you should secure the confidence and the
esteem of your fellow-townsmen until your work
becomes a law and a bulwark against which the
machinations of the fakir and the schemer can-
not prevail.
If I were a jeweler in a town of fair size,

with a good stock of goods and a fair capital.
I would strive to be a leader in that town. I
would use a regular space in the city's news-
papers, issue a holiday booklet, send out per-
sonal appeals to a well-kept mailing list, use some
outdoor signs, advertise in the small town papers
around me and employ some sort of original
stunt all the time.
You reckon wrongly when you think there is

a limit to the business to be had in your com-
munity. Let a large concern turn a clever bunch
of canvassers loose in your vicinity and they
would soon show you that its limitations are ex-
tremely elastic.
In conclusion, I want to say that I would aim

always' to do something different, something origi-
nal. and get out of the rut—even if I went broke
trying it.

LrplabhhIlhliliblilli" oa

li
li
hl
il
ál
ik
Ii
Ii
Is

 

IIIM01011111*1019

Maililili1111111111

"CRESCENT"
and "JAS. BOSS"
Gold-Filled Watch Cases

lp
HE completeness of the
"Crescent" and "Jas. Boss" lines
becomes doubly important
when you realize that they
are made by the most efficient

and best paid workmen in the gold-
filled watch case trade.
The number of workmen who measure up to the
"Crescent" and "Jas. Boss" standards is limited.
Mechanical skill is not enough. It demands a
sense of line and proportion—and more than
that, a keen appreciation of the "Crescent" and
"Jas. Boss" principles of integrity.
Stock these goods generously. Make your
window display striking and varied.

TRADE MARK

"CRESCENT" GOLD-FILLED
Reg.U.S.Pat.011.

AA
TRADE KARR

"JAS. BOSS" GOLD-FILLED
Reg.U.S.Pat.Off.

The KEYSTONE WATCH CASE COMPANY
ESTABLISHED 1853

PHILADELPHIA
NEW YORK CHICAGO SAN FRANCISCO
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Offers Prizes to Increase
Association Membership

John M. Roberts, President of the Pennsylvania
Retail Jewelers, sends out Letters to Members
—All are Eligible to Compete

Secretary Wiley, of the Pennsylvania Retail
Jewelers' Association, has issued the following
circular letter:
Our president, John M. Roberts, has donated

the following three prizes as an incentive for all
members of our association to get at work and
build up our membership:

First prize : A 14 kt. solid gold Howard watch,
value $75.
Second prize: A set of 14 kt. gold Larter but-

tons and studs, value $15.
Third prize: An L. E. Waterman Ideal fount-

ain pen, value $5.

Rules Governing Contest

The following rules will govern the contest:
All members of the Pennsylvania association

will be eligible to compete. The contest will be
open from this notice and will close on Saturday,
July 6, 1912. The member sending in the largest
number of new names, fully paid, will receive
the first prize; the one sending in the second
largest will receive the second prize, and the one
sending in the next largest the third prize. The
secretary shall date all applications at time re-
ceived, and in case of a tie those sent in at the
earliest date shall count first.

All names must be on a regular membership
blank, signed by the applicant, with the member's
name also on the application, as recommended.
Prizes will be awarded by a committee, to be
appointed later. Applicants sending in their own
names for membership may designate the mem-
ber to whom they wish their names credited.
Names sent in during 1911 will count as two votes
for the member designated, if dues for I912 ac-
company the application, or are sent in before
July I, 1912.
Note the following by-law, Article 2, Section 3:

"The annual dues shall cover the period begin-
ning with January tst to December 31st of each
year, both for the State association and the na-
tional association, provided that members joining
after July 1st shall be received at two dollars
($2), which shall cover their dues to the State
and national associations until the end of the
year in which they join."
You have stood by the association with your

moral and financial support, and the credit for the
work accomplishd is largely with you. Without
numbers we can do nothing.
We are now nearly four hundred strong in our

State association and adding new members to our
rolls right along. Last year at the national con-
vention we fell behind one other State; not be-
cause we were not so strong numerically, but on
account of some of our members getting careless
about sending in their dues. Only such as are
paid up for the current year are counted on the
rolls of the national association. Many have paid
their dues for this year, while a few have for-
gotten to do so. If you are one who has forgot-
ten, will you not send them in at once, and save
us the humiliation of having to say old Pennsyl-
vania does not stand first?
Let every member resolve to secure one of

these prizes. President Roberts has been very
liberal in offering these valuable prizes.
Will you second his effort and work as you

have never done before and get one of them?
The honor of receiving one of these prizes is
more than ten times their intrinsic value.
President Roberts has named the following

standing committees:
Geo. S. Katz, chairman, Philadelphia ; E. L.

Rinkenbach, Harrisburg; Henry A. R eineman,
McKeesport.

President's Auxiliary Committee on Trade
Interests

Robt. K. Lerch, chairman, Easton; E. I. Smith,
East Mauch Chunk ; Phil. Brenner, Monessen ;
John Kirschnek, Media ; G. L. Ruff, Johnstown;
A. N. Peoples, Chester; Jos. Bickart, Wilkins-
burg; Carl Rivineous, Ebensboro; Nathan Lieb-
son, Wilkes-Barre; Kennard & Snyder, Clearfield;

L. Schmidt, Braddock ; Frank L. Wells, Marion
Center; F. M. Langnecker, New Brighton.

Committee on Legislation
Steele F. Roberts, chairman, Pittsburg; A. M.

Howes, Erie; J. Warren Hutchins, Philadelphia.
President's Auxiliary Committee on Legislation

J. Harvey Wattles, chairman, Pittsburg; F. A.
Keating, Pittsburg; David Clark, Easton; 3. P.
Archibald, Blairsville.
F. L. Davis, chairman, Philadelphia ; A. C.

Graul, Sharpsburg; E. J. Faust, Allentown.
President's Auxiliary Committee on Qualities

A. C. Gies, chairman, Pittsburg; T. Wilday
Black, Huntingdon ; C. W. Fulmer, Easton; C. H.
Bauer, Blairsville: Emil Holl, Media ; C. S. Kep-
ner, Chester ; J. W. Nichols, Waynesburg; Hugh
A. Jackson, Saltsburg; F. N. Worrell, Canons-
burg; W. W. Howe, Clearfield ; P. C. Yester, Mc-
Keesport.

Committee on Membership
Harry A. Cain, chairman, Philadelphia; Thos.

J. Apryle, Johnstown; 0. E. Heinetnan, Pitts-
burg.
President's Auxiliary Committee on Membership
W. W. Appel, chairman, Lancaster ; F. L. Davis,

Philadelphia; William Sutton, Philadelphia ; Geo.
H. Frees, Reading; James W. Kalbach, Reading;
A. A. Peters, Allentown ; Harry I. Kistler, Allen-
town; A. E. Rogers, Scranton; Chas. B. Engel,
Scranton; H. G. Shupp; Wilkes-Barre; Joseph
Liebson, Wilkes-Barre; Myers Bros., York; Will
K. Robert, York; E. G. Hoover, Harrisburg;
Robt. S. Gitt, Harrisburg; Sylvester Engel, Hazle-
ton; C. W. Bixler, Easton; G. L. Ruff, Johns-
town ; W. F. Sellers, Altoona ; Clayton G. Bren •
neman, Altoona: W. H. Eidem, Greensburg;
Harvey Fritz, Oil City ; C. E. Snyder, Pittsburg.

Committee on Deceased Members
H. G. Philips, chairman, Vandergrift ; Chas. C.

Mussina, Williamsport; Fred. C. Bode, Phila-
delphia.

President's Auxiliary Committee on Deceased
Members

T. H. McNary, chairman, Washington; Pirosh
& Simmons, York and Lancaster; R. F. Polock,
York; Fred. Patterson, Harrisburg; Cal. P. En-
gel, Hazleton ; Stewart & Son, Huntingdon; E.
Fulmer, Easton; Jno. McPherson, Mauch Chunk;
Thos. F. Brennan, Chester; Wm. Hunt, Union-
town; C. C. French, Erie.

All chairmen of committees are ex-officio mem-
bers of the Membership Committee.

Toothless Saws
The employment of high-speed revolving disks

of mild steel for cutting hard steel has become
common, but the process always excites the as-
tonishment of the uninitiated. The disks are
preferably made of boiler-plate quality, and are
about a quarter of an inch thick. They revolve
with a peripheral speed of as much as 20,000
feet a minute. One of these disks will cut
through a heavy channel section of hard steel,
12 by 6/. inches, in T5 seconds. It appears to
act by local fusion. The very high speed causes
thousands of inches of surface to impinge in
rapid succession on the metal undercut, so that
its temperature at the point of contact becomes
very high, although the disk, owing to its large
surface area, remains relatively cool. All its
frictional energy is concentrated on an extremely
small area of contact. The work is done so
quickly that the heat has no time to spread in
the metal undercut, and the sides of the cut por-
tion are only a little warmed.

A. W. Bressler a Benedict
Shreveport, La., July r, 1911.—One of the so-

cial events of the season in this city was the
marriage of Harriet Jane Drake, daughter of Mr.
and Mrs. Willard B. Drake, to August W. Brass-
ier, a well-known jeweler, of Malvern, Ark. The
wedding, which took place June 27th, was largely
attended. After an extended wedding trip the
couple will be at home after July Toth at 604
Main street, Malvern.

July 15, 1911

Advertising for the
Jeweler and Optometrist

•(Continued from page 12451

on your mailing list. This is good service, good
method and good advertising, all in one.
Like all forms of salesmanship, you can say

too much in your advertising. There is a psy-
chological moment to quit, or you may talk your-
self out of a sale already half made.
The optometrist has an excellent field for ad-

vertising. As has been said, advertising is al-
most wholly a suggestion. Suggestion is the seed
which, when planted in fertile soil, produces re-
sults—business.

The Field of Need for the Advertiser
The most fertile soil for advertising endeavor

is the field of need. The need of anything is not
always known, and if known is not always heeded.
This condition is a veritable hot-bed for sug-
gestive advertising.
More people at the age of two score need

glasses than do not need them. More children at
the school age suffer from the want of glasses
than are wearing them. More persons of all
ages wear improperly fitted glasses than wear
those scientifically correct. Lots of people wear
cheap or poorly suited glasses who can easily
afford better ones. The need is there, and the
ability to buy is there. Why should this virgin
soil be allowed to go uncultivated while it is
forced by intensive advertising to produce
bumper crops in automobile sales, where the need
and the ability to pay is often lacking.
Point out the way, you optometrists. You not

only can sell glasses at a good margin of profit,
but render a service to mankind at the same
time. Introduce a little sentiment into your ad-
vertising.
Yours is essentially a gift line. A gift without

any sentiment attached to it would fail to arouse
that responsive action which results in ever in-
creasing sales for you. What is a gift? A gift,
as I see it, is a token of friendship, love or es-
teem, expressed through the taste of the giver,
the ability of the salesman and the judgment of
the dealer in an article whose value is estimated
as much by the sentiment it contains and the
appreciation it secures as by the money involved.
Sentiment induces the proud parent of the young
man just becoming of age to pay $5o for the
watch he gives him for his man-birth gift, when
a $15 watch would probably suffice.
Do not talk to me about having nothing to ad-

vertise. You have everything to advertise. Any-
thing that is as beautiful, as permanent and as
valuable as the jewels you have to sell, which, as
gifts, touch the most responsive chord in the
faculty of human appreciation, is worthy of the
very highest type of advertising, and ought not
to be subjected to the ignominy of the circus bill,
nor need the propelling influence of the auction-
eer's hammer.

A Chance for Artistic Advertising
Place the jewelry business on the high plane

it deserves by giving it a tone and an atmos-
phere which good advertising can create. You
can and you should secure the confidence and the
esteem of your fellow-townsmen until your work
becomes a law and a bulwark against which the
machinations of the fakir and the schemer can-
not prevail.
If I were a jeweler in a town of fair size,

with a good stock of goods and a fair capital,
I would strive to be a leader in that town. I
would use a regular space in the city's news-
papers, issue a holiday booklet, send out per-
sonal appeals to a well-kept mailing list, use some
outdoor signs, advertise in the small town papers
around me and employ some sort of original
stunt all the time.
You reckon wrongly when you think there is

a limit to the business to be had in your com-
munity. Let a large concern turn a clever bunch
of canvassers loose in your vicinity and they
would soon show you that its limitations are ex-
tremely elastic.
In conclusion, I want to say that I would aim

always' to do something different, something origi-
nal, and get out of the rut—even if I went broke
trying it.
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Gold-Filled Watch

HE completeness
"Crescent" and "Jas.
becomes doubly
when you realize
are made by the most

and best paid workmen in
filled watch case trade.
The number of workmen who measure
"Crescent" and "Jas. Boss" standards
Mechanical skill is not enough.
sense of line and proportion—and
that, a keen appreciation of the "Crescent"
"Jas. Boss" principles of integrity.
Stock these goods generously.
window display striking and varied.
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Wanted: A Science of Invention

That a stigma attaches to the name of "in-
ventor" because it is popularly supposed to de-
scribe a sort of freak, is asserted by a writer in
The American Machinist. Some persons, to be
sure, admire and envy the inventor; others dream
of sharing his fame some day, but not a few men
with splendid creative, designing ability abhor the
word and all it implies. The reason for this, we
are assured, is a mistaken idea that inventing is
the work of a "genius," instead of a job that a
man can do successfully if he is properly trained
for it. The remedy, we are told, is to consider
inventing a prosaic science, instead of an attri-
bute of inspiration. This will at once remove the
stigma, and there will be the accompanying ad-
vantage of a firm foundation upon which to build
up yet greater achievements for industry and hu-
man comfort. As the dreams and deceptions of
alchemy produced the modern science of chem-
istry, cannot a science of inventing come out of
the present chaotic conditions with their ineffi-
ciency and wasted effort? The writer goes on:

What Would Be Expected?

"We would not expect any one to solve a
problem in higher mathematics without a previous
knowledge of mathematical science. We require
a chemist to be a man with a knowledge of the
fundamentals of the science that he uses. We
restrain persons from practicing medicine and law
unless they can prove that they have had a suit-
able preparation for their duties.
"Invention, successful invention, is thought.

Goethe gives us this sentence: 'What is inven-
tion? It is the end of seeking.' Yet, by our ac-
tions and sayings, we imply that any one at any
time can take up this creative work.
"Thousands of worthless inventions, hundreds

of wasted lives, and millions of misspent money,
show the fallacy of our assumption. Must this
continue? Cannot we conserve our inventive re-
sources, as well as our physical resources?
"Can we not have a science of inventing based

upon fundamental axiomatic principles of mech-
anism? Can we not lay down a synthetic method
of procedure whereby a designer can easily and
surely build up a mechanism to meet the condi-
tions of his problem? We believe all this pos-
sible.

Not Easy to Investigate

"It is not an easy science to investigate and
put into words, for a painstaking analysis must
be made of the thought process by which an in-
vention is evolved.
"The advantages from the use of such a science

do not need to be detailed. But instead of lessen-
ing the interest of the inventor in his work, it
will increase it, for he will be sure of all of the
steps of his reasoning and of his final result.
He will make fewer mistakes and fewer false
moves. His superior method of attack will per-
mit the solving of problems now considered im-
possible."

Timely Ad. Used by Muscatine Jeweler

Muscatine, Iowa, July 5, 1911.—Shortly before
George H. Volger opened his new jewelry store
in this city last month a strike was on among
the button workers. It was settled, however, two
weeks before he opened his doors.
On the opening day, however, he had distributed

hand bills with head in large display type,
STRIKE—RING OUT THE NEWS. This sen-
sational headline created more than ordinary in-
terest, and every one was eager to get a hand bill,
which read as follows :
"Volger's new jewelry store clocks went on a

strike June 1st and will be for the future.
Messrs. Locket and Chain, Mr. Bracelet, Mr.
Silverware, Mr. Stick Pin and Mr. Cut Glass
have been watching this case for some time and
have tried to charm different parties. They have
cuff-linked several on suspicion and the Spooney
Bros. have been taken in also. for they have been
noted for taking things. The Diamond Bros.
have brought a great deal of light on both sides
of the case, and expect to have everything run-
ning smoothly when we get to an agreement."
Mr. Volger has had much success since he

started. He was formerly with F. W. Swan.
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Look Inside the Watch
Case for the Name

"Crescent"
or

6 las. Boss"

T
he cheapening
process that has

  crept into the
watch-case business has
hurt the legitimate jew-
elry store.

Too often the jeweler himself
has been blinded by the "guar-
antee" stamped inside a low-
grade case.

You are partly to blame
because you inquire about the
movement of a watch and pay
little attention to the case.

Thousands of filled cases are
sold every day with the layers of
gold so thin that the engraving
or engine-turning can not be
done with a diamond-pointed
tool. It is merely burnished on.
Such a case may be stamped
"guaranteed for 20 years" when
it will not wear twenty weeks.

You can be sure of legitimate
value if you will insist on a
"Crescent" or "Jas. Boss" gold-
filled case and look for our trade-
marks. • They are standard with
the fine jewelry trade, and have
been for fifty years.

The Keystone Watch Case Co.
Established 1853

Philadelphia

This is a reproduction of the Keystone Announcement to the consumer, which appears in all the
leading magazines for Aug., 1911, and reaches Thirty Million readers—your customers among them.
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Virginia Retail Jewelers Pass
Resolutions on Many Important Issues

Business Sessions and Social Functions Largely Attended at Annual Conven-

tion at Norfolk, Va.—Next Convention to be Held at Lynchburg, Va.,

May, 1912.

[Special to THE KEYSTONE]

The third annual meeting of the Virginia Re-
tail Jewelers' Association was called to order by
President C. S. Sherwood, of Portsmouth, Va., at
the Monticello Hotel, Norfolk, Va., at 12.25 P. M.
on June 28th. The following members were pres-
ent: C. S. Sherwood, of Portsmouth; E. F.
Jakeman, S. D. Hardy of D. Buchanan & Son,
M. M. Berger of Jacob Bennett, M. J. Greenwood,
J. B. Bennett, F. H. Driesell, all of Norfolk; T.
A. James, C. F. Lauterbach, of Petersburg, Va.;
J. S. James, A. F. Janks, David Lumsden, C. Fred
Kohler, of Richmond, Va.; R. J. Martin, South
Hill, Va.; E. L. Smithers, West Point, Va.; C. D.
Quisenberry, of Orange, Va., and G. B. Williams.
After roll-call the minutes of the last annual

meeting were read.
The following applications were approved: N.

Highfield, Norfolk, Va.; James E. Janke, Lexing-
ton, Va.; J. McS. Buchanan, Petersburg, Va.;
Wm. Chapman. Portsmouth, Va.; N. Suttle, New-
port News, Va.
The president appointed as Auditing Committee

J. B. Bennett, N. J. Greenwood and A. F. Janke.

The Watch Sale Question

The question of the sale of watches, silver
goods and clocks to department stores was dis-
cussed, and in all cases it was resolved that the
secretary be requested to write the manufacturers
in reference to the practice, stating it was not
approved of by the association as a whole. There
were several letters from one of the watch com-
panies addressed to the secretary and members of
the association in connection with the sale of its
watches, in which they assured the association
they were doing everything in their power to keep
their product from mail-order houses and de-
partment stores.

A very urgent invitation by C. Fred Kohler,
president of the 24-Karat Club of Richmond, Va.,
was extended to the officers and members of the
Virginia Retail Jewelers' Association to partici-
pate in entertaining the delegates of the annual
convention of the National Association to be
held in Richmond, Va., August 4th. After pass-
ing on other small business matters the morning
session adjourned.

Evening Session

The evening session was called to order by
President C. S. Sherwood, of Portsmouth, Va.,
with the largest attendance the Virginia associ-
ation has ever had. Those present were: E. F.
Jakeman, Norfolk, Va.; F. H. Driesell, J. B. Ben-
nett, M. M. Berger of Jacob Bennett, S. A. Flick-
inger, M. J. Greenwood, J. R. Ford, Enoch Gale,
S. D. Hardy of D. Buchanan & Son, N. High-
field, all of Norfolk, Va.; J. A. James, C. Fred
Kohler, David Lumsden, G. F. Williams all of
Richmond, Va.; C. F. Lauterbach, T. A. James,
of Petersburg, Va.; C. D. Quisenberry, of Or-
ange, Va.; R. J. Martin, South Hill, Va.; Mr.
C. S. Sherwood, of Portsmouth, Va., and two
visitors.
The reports of the secretary and the treasurer

were read, showing a balance of $228.92, which
places the association in the best financial condi-
tion it has ever been. A number of resolutions
were debated by the members, and the result was
that the secretary was requested to take this up
direct with parties involved, and that same was
to be brought up at the National Association.
Then came the election of officers as follows:

President, E. F. Jakeman ; first vice-president, D.
B. Ryland, of Lynchburg, Va.; second vice-presi-
dent, C. F. Lauterbach, Petersburg, Va.; third
vice-president, H. L. Lang, Staunton, Va.; fourth
vice-president, J. B. Bennett; fifth vice-president,
C. Fred Kohler, of Richmond, Va.

The Executive Committee

The president appointed members of the Exec-
utive Committee M. J. Greenwood and S. A.
Flickinger.

J. S. James was re-elected treasurer and M. M.
Berger succeeded S. D. Hardy as secretary.
Those elected as delegates to the national conven-
tion were E. F. Jakeman, C. S. Sherwood, C. F.
Lauterbach and C. D. Quisenberry.

It was resolved that the next meeting of the
association be held in Lynchburg, Va., and on ac-
count of the extreme hot weather during the
month of June, date of the meeting will be
changed to the second Wednesday in May. The
meeting was brought to a close at To.3u with a
banquet served in the private dining room at the
Monticello Hotel. A. F. Janke, of Richmond,
acted as toastmaster.
There were interesting talks made during the

evening by two of the most prominent speakers
of Norfolk, Hon. Geo. C. Cabell, city attorney,
on "Competition," and Harry K. Wolcott, presi-
dent of Board of Trade, on "The Work of the
Association," both of which were thoroughly en-
joyed and appreciated by the members of the
association.

The Shore Dinner

The local members of the association invited
the visiting members to a shore dinner at Cape
Henry, leaving the following morning at 10.30
A. m. on a special car.
Promptly at 10.30 A. M. Thursday morning,

29th, the members met at the Monticello Hotel
and took a special car to Cape Henry to a shore
dinner prepared by the local members of the as-
sociation. The members seemed to thoroughly
enjoy their dinner.
From the moment President Sherwood called

the meeting to order at 12 o'clock on Wednesday
morning until after the shore dinner given by the
local members, the deliberations were dominated
by a spirit of enthusiasm and harmony which
promise well for the future of the organization.
Good hot weather and good hot fellowship pre-
vailed throughout the entire meet.

The Weisser Jewelry Store, in Peoria, Ill., will
be entirely remodeled, the old stock now being
closed out in order to make room for an entirely
new consignment of goods which will be dis-
played at the opening of the new store.
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Look Inside the Watch
Case for the Name

"Crescent"
or

"Jas. Boss"

T
he cheapening
process that has

  crept into the
watch-case business has
hurt the legitimate jew-
elry store.

Too often the jeweler himself
has been blinded by the "guar-
antee" stamped inside a low-
grade case.
You are partly to blame

because you inquire about the
movement of a watch and pay
little attention to the case.

Thousands of filled cases are
sold every day with the layers of
gold so thin that the engraving
or engine-turning can not be
done with a diamond-pointed
tool. It is merely burnished on.
Such a case may be stamped
"guaranteed for 20 years" when
it will not wear twenty weeks.

You can be sure of legitimate
value if you will insist on a
"Crescent" or "Jas. Boss" gold-
filled case and look for our trade-
marks. 'They are standard with
the fine jewelry trade, and have
been for fifty years.

The Keystone Watch Case Co.

Philadelphia
Established 1853
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Virginia Retail Jewelers Pass
Resolutions on Many Important Issues

Business
tion

Sessions and Social Functions Largely Attended at Annual Conven-

at Norfolk, Va.—Next Convention to be Held at Lynchburg, Va.,

May, 1912.

[Special to THE KEYSTONE]

The third annual meeting of the Virginia Re-
tail Jewelers' Association was called to order by
President C. S. Sherwood, of Portsmouth, Va., at
the Monticello Hotel, Norfolk, Va., at 12.25 P. M.
on June 28th. The following members were pres-
ent : C. S. Sherwood, of Portsmouth; E. F.
Jakeman, S. D. Hardy of D. Buchanan & Son,
M. M. Berger of Jacob Benneti, M. J. Greenwood,
J. B. Bennett, F. H. Driesell, all of Norfolk; T.
A. James, C. F. Lauterbach, of Petersburg, Va.;
J. S. James, A. F. Janks, David Lumsden, C. Fred
Kohler, of Richmond, Va.; R. J. Martin, South
Hill, Va.; E. L. Smithers, West Point, Va.; C. D.
Quisenberry, of Orange, Va., and G. B. Williams.
After roll-call the minutes of the last annual

meeting were read.
The following applications were approved: N.

Highfield, Norfolk, Va.; James E. Janke, Lexing-
ton, Va.; J. McS. Buchanan, Petersburg, Va.;
Wm. Chapman. Portsmouth, Va.; N. Suttle, New-
port News, Va.
The president appointed as Auditing Committee

J. B. Bennett, N. J. Greenwood and A. F. Janke.

The Watch Sale Question

The question of the sale of watches, silver
goods and clocks to department stores was dis-
cussed, and in all cases it was resolved that the
secretary be requested to write the manufacturers
in reference to the practice, stating it was not
approved of by the association as a whole. There
were several letters from one of the watch com-
panies addressed to the secretary and members of
the association in connection with the sale of its
watches, in which they assured the association
they were doing everything in their power to keep
their product from mail-order houses and de-
partment stores.

A very urgent invitation by C. Fred Kohler,
president of the 24-Karat Club of Richmond, Va.,
was extended to the officers and members of the
Virginia Retail Jewelers' Association to partici-
pate in entertaining the delegates of the annual
convention of the National Association to be
held in Richmond, Va., August 4th. After pass-
ing on other small business matters the morning
session adjourned.

Evening Session

The evening session was called to order by
President C. S. Sherwood, of Portsmouth, Va.,
with the largest attendance the Virginia associ-
ation has ever had. Those present were: E. F.
Jakeman, Norfolk, Va.; F. H. Driesell, J. B. Ben-
nett, M. M. Berger of Jacob Bennett, S. A. Flick-
inger, M. J. Greenwood, J. R. Ford, Enoch Gale,
S. D. Hardy of D. Buchanan & Son, N. High-
field, all of Norfolk, Va.; J. A. James, C. Fred
Kohler, David Lumsden, G. F. Williams all of
Richmond, Va. ; C. F. Lauterbach, T. A. James,
of Petersburg, Va.; C. D. Quisenberry, of Or-
ange, Va. ; R. J. Martin, South Hill, Va. ; Mr.
C. S. Sherwood, of Portsmouth, Va., and two
visitors.
The reports of the secretary and the treasurer

were read, showing a balance of $228.92, which
places the association in the best financial condi-
tion it has ever been. A number of resolutions
were debated by the members, and the result was
that the secretary was requested to take this up
direct with parties involved, and that same was
to be brought up at the National Association.
Then came the election of officers as follows:

President, E. F. Jakeman ; first vice-president, D.
B. Ryland, of Lynchburg, Va.; second vice-presi-
dent, C. F. Lauterbach, Petersburg, Va.; third
vice-president, H. L. Lang, Staunton, Va.; fourth
vice-president, J. B. Bennett; fifth vice-president,
C. Fred Kohler, of Richmond, Va.

The Executive Committee

The president appointed members of the Exec-
utive Committee M. J. Greenwood and S. A.
Flickinger.

J. S. James was re-elected treasurer and M. M.
Berger succeeded S. D. I-Tardy as secretary.
Those elected as delegates to the national conven-
tion were E. F. Jakeman, C. S. Sherwood, C. F.
Lauterbach and C. D. Quisenberry.

It was resolved that the next meeting of the
association be held in Lynchburg, Va., and on ac-
count of the extreme hot weather during the
month of June, date of the meeting will be
changed to the second Wednesday in May. The
meeting was brought to a close at 10.30 with a
banquet served in the private dining room at the
Monticello Hotel. A. F. Janke, of Richmond,
acted as toastmaster.
There were interesting talks made during the

evening by two of the most prominent speakers
of Norfolk, Hon. Geo. C. Cabell, city attorney,
on "Competition," and Harry K. Wolcott, presi-
dent of Board of Trade, on "The Work of the
Association," both of which were thoroughly en-
joyed and appreciated by the members of the
association.

The Shore Dinner

The local members of the association invited
the visiting members to a shore dinner at Cape
Henry, leaving the following morning at 50.30
A. M. on a special car.
Promptly at 10.30 A. AL Thursday morning,

29th, the members met at the Monticello Hotel
and took a special car to Cape Henry to a shore
dinner prepared by the local members of the as-
sociation. The members seemed to thoroughly
enjoy their dinner.
From the moment President Sherwood called

the meeting to order at 12 o'clock on Wednesday
morning until after the shore dinner given by the
local members, the deliberations were dominated
by a spirit of enthusiasm and harmony which
promise well for the future of the organization.
Good hot weather and good hot fellowship pre-
vailed throughout the entire meet.

The Weisser Jewelry Store, in Peoria, Ill., will
be entirely remodeled, the old stock now being
closed out in order to make room for an entirely
new consignment of goods which will be dis-
played at the opening of the new store.
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Wanted: A Science of Invention

That a stigma attaches to the name of "in-
ventor" because it is popularly supposed to de-
scribe a sort of freak, is asserted by a writer in
The American Machinist. Some persons, to be
sure, admire and envy the inventor ; others dream
of sharing his fame some day, but not a few men
with splendid creative, designing ability abhor the
word and all it implies. The reason for this, we
are assured, is a mistaken idea that inventing is
the work of a "genius," instead of a job that a
man can do successfully if he is properly trained
for it. The remedy, we are told, is to consider
inventing a prosaic science, instead of an attri-
bute of inspiration. This will at once remove the
stigma, and there will be the accompanying ad-
vantage of a firm foundation upon which to build
up yet greater achievements for industry and hu-
man comfort. As the dreams and deceptions of
alchemy produced the modern science of chem-
istry, cannot a science of inventing come out of
the present chaotic conditions with their ineffi-
ciency and wasted effort? The writer goes on:

What Would Be Expected?

"We would not expect any one to solve a
problem in higher mathematics without a previous
knowledge of mathematical science. We require
a chemist to be a man with a knowledge of the
fundamentals of the science that he uses. We
restrain persons from practicing medicine and law
unless they can prove that they have had a suit-
able preparation for their duties.
"Invention, successful invention, is thought.

Goethe gives us this sentence : 'What is inven-
tion? It is the end of seeking.' Yet, by our ac-
tions and sayings, we imply that any one at any
time can take up this creative work.
"Thousands of worthless inventions, hundreds

of wasted lives, and millions of misspent money,
show the fallacy of our assumption. Must this
continue? Cannot we conserve our inventive re-
sources, as well as our physical resources?
"Can we not have a science of inventing based

upon fundamental axiomatic principles of mech-
anism? Can we not lay down a synthetic method
of procedure whereby a designer can easily and
surely build up a mechanism to meet the condi-
tions of his problem? We believe all this pos-
sible.

Not Easy to Investigate

"It is not an easy science to investigate and
put into words, for a painstaking analysis must
be made of the thought process by which an in-
vention is evolved.
"The advantages from the use of such a science

do not need to be detailed. But instead of lessen-
ing the interest of the inventor in his work, it
will increase it, for he will be sure of all of the
steps of his reasoning and of his final result.
He will make fewer mistakes and fewer false
moves. His superior method of attack will per-
mit the solving of problems now considered im-
possible."

Timely Ad. Used by Muscatine Jeweler

Muscatine, Iowa, July 5, '9' I.—Shortly before
George H. Volger opened his new jewelry store
in this city last month a strike was on among
the button workers. It was settled, however, two
weeks before he opened his doors.
On the opening day, however, he had distributed

hand bills with head in large display type,
STRIKE—RING OUT THE NEWS. This sen-
sational headline created more than ordinary in-
terest, and every one was eager to get a hand bill,
which read as follows:
"Volger's new jewelry store clocks went on a

strike June 1st and will be for the future.
Messrs. Locket and Chain, Mr. Bracelet, Mr.
Silverware, Mr. Stick Pin and Mr. Cut Glass
have been watching this case for some time and
have tried to charm different parties. They have
cuff-linked several on suspicion and the Spooney
Bros. have been taken in also. for they have been
noted for taking things. The Diamond Bros.
have brought a great deal of light on both sides
of the case, and expect to have everything run-
ning smoothly when we get to an agreement."
Mr. Volger has had much success since he

started. He was formerly with F. W. Swan.
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Watchmakers' Examination and
Registration, and Why They

Should Be Compulsory

By R. A. Walker, of Skidmore

(Address delivered before the Missouri Retail Jewelers'
Association)

In presenting this question I have taken into
consideration the fact that this assembly is corn-
posed of those who are watchmakers, some of
whom do and some of whom do not work at the
bench, those who are not watchmakers but who
employ watchmakers, those who are directly or
indirectly engaged in the manufacture and sale
of watches, clocks and jewelry, and those who
are in other ways interested in the advancement
and betterment of the trade as a whole. For this
reason I ask you to consider the question divided
as follows: the watchmaker's interest, the manu-
facturer's and wholesaler's interest, the consum-
er's interest and the trade interests.

The Watchmaker's Interest

The compulsory examination and registration
of the watchmaker will immediately raise the
standard of quality of workmanship, increase the
confidence of the consumer and elevate the dig-
nity of the profession. The elimination of the
ruinous or botch work done by those incompetent
self-styled watchmakers who buy a Complete new
set of tools for $4.49 is only to be brought about
by compelling those desirous of following the
profession to be competent mechanics.
I fully appreciate the fact that there are some

competent watchmakers who at times fail to do
their duty as such, and who are a disgrace and
a detriment to the profession, but did you ever
know of a competent watchmaker using a piece
of a common brass pin for a roller jewel, or of
heating the entire balance in order to soften the
staff so he could file a pivot or point on the
broken end, then raise or lower the Jewels or file
the balance bridge almost in two, so the balance
could wobble back and forth, or who would solder
the safety pinion, when he found it loose, after
the mainspring had broken? No, gentlemen, a
competent watchmaker does not do those nor
many other such jobs which most, if not all of
you, have encountered when you were called upon
to repair the watch. What is the direct effect of
such work? The loss of the customer's confi-
dence in the watchmaker, for the chances are
great that after a thorough examination of the
watch the watchmaker explains the condition the
watch is in, stating plain facts, the customer is
very sure to inform the watchmaker that he had
paid for good work, and that he has no way of
knowing that the same dose will not be repeated.
I am firm in the belief that it is impossible to

do too much to increase the confidence of the
public in the watchmaker. Did you ever stop to
consider that there is not another article on the
market of the world which is in as general use
as the watch that the public know as little about?
Is not that alone sufficient reason why we should
place the word watchmaker before the whole
world in its true sense and as a guarantee of
"honest work," "honest prices" and "upright deal-
ings," or, in other words, a square deal for all
at all times?

Will Pay for Good Work

What will be the effect on prices charged for
repairing? I believe this can be answered best
by calling your attention to the Pure Food and
Drugs Act of June 30, 1906, which, in many in-
stances, immediately upon the law becoming ef-
fective caused a seemingly outrageous advance
ill prices, but which were just and which the pub-
lic welcomed as soon as they were shown that
they had been for years paying for something
they were not receiving. To illustrate, before the
Pure Food and Drugs Act went into effect the
price of black antimony was 3 cents per pound,
but as soon as the law became effective black
antimony advanced in price to 24 cents per pound.
Why? Because the former (so called) black anti-
mony was nothing but pulverized anthracite coal,
and the 24-cent black antimony was pure black
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antimony. The prices were reasonable for the
pure article, and the customer was satisfied.
Such will be the case as soon as the customer

knows that his timepiece will be properly repaired
by a competent workman instead of being ruined
by an incompetent workman; for what person of
sound mind would take the chances of having
their watch ruined by an incompetent workman
simply because he asked less for the job.
The statement has been made that it is the

watchmaker's fault for not receiving better prices,
and that it was his lack of nerve. I believe this
is true to a small degree, but I am convinced that
the lack of organization and the protection of the
competent and legitimate watchmaker and jew-
eler is the true cause of our weakness and low
prices. Nothing has done so much to lower the
prices, stimulate enmity and dissension among the
watchmakers and the trade in general as the
"botch." Eliminate this nuisance, compel those
who are not so inclined to work in harmony with
all connected with the profession, and there will
inevitably follow uniformity and maintenance of
prices, strength of our organization and the
sound of the "knocker's hammer" will be forever
lost in chorus of welcome to the "new era."

The Manufacturers and Wholesalers' Interest

The meritorious efforts being made by many of
the manufacturers in the several branches of the
trade to improve the watchmaker's position and
condition is proof positive that they fully realize
the injurious effect of the present methods em-
ployed by the "botches" who style themselves
watchmakers. More than ninety-nine per cent. of
the owners of watches that are giving trouble are
unable to determine for themselves whether or
not the trouble is caused by incompetent work-
men, or because, according to the "botch," the
make or movement the customer happens to be
carrying is not, nor never was reliable, when the
plain facts are that the customer's watch was a
reliable make, but it had been ruined by an in-
competent workman. Is it not a fact that one
of the very strongest arguments in making the
sale of a watch is to guarantee that you are, or
employ, a competent watchmaker, who will keep
the watch in reliable timekeeping condition? The
competent, practical watchmaker knows the value
of his ability and recommendation, and only
makes them when sure he is right.
Manufacturers, would you encourage incompe-

tent workmen by employing them at a good sal-
ary to produce the best results and then have
them ruin the article which has been placed in
their hands to put in reliable condition ? Of
course you would not, and yet you are allowing
an article which has been produced by your thor-
oughly competent mechanics and upon the merits
of which you are striving and expecting to in-
crease your business, to be ruined in many in-
stances by the incompetent workman.

A Case in Point

The effect of this evil is more far-reaching
than can truly be estimated. An example of this
is shown by a case that came under my own ob-
servation about three months ago. A customer
came into the store and handed the watchmaker
a watch with a 17-jeweled movement, stating that
it would not keep reliable time and that he wanted
the watchmaker to send it in to the manufacturer.
The watchmaker stated that he was sure he could
put the watch in proper condition, and would do
so at a reasonable price, but the customer said
that he had paid two watchmakers to work on
it. and that it was getting worse instead of better.
The watchmaker examined the watch thoroughly
and stated that in his opinion it was not the
maker's fault, but that of an incompetent work-
man, but the customer would listen to nothing
other than that the watch should be sent to the
factory, which the watchmaker did, charging the
customer $1 for doing so. The watchmaker wrote
the manufacturer, stating exactly what the cus-
tomer had said. and left it with them to make
disposition of the matter. They decided to put
the watch in reliable timekeeping condition and
returned it, through the watchmaker, to the cus-
tomer. This is only one of the many instances
where the manufacturer has paid out good money
because of the "botch." Is this just? Judging
from the statements made by this customer T am
convinced that some one who pretended to be a
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watchmaker had convinced him that the watch
was not right, could not be repaired, and that it
should be sent to the manufacturers, as it was
their fault, when it was, in reality, more of a
job than he could handle. Some may criticise
the competent watchmaker for sending in this
watch, but under the circumstances I am sure
this customer would have found some one to
send it in, or he would have always had a knock
on that particular make of movement, as he
stated that he thought it would have paid him
better to have bought a dollar watch.
Now, manufacturers and wholesalers, I am

not boosting for or knocking against any certain
make of movement, but I do sell the 57-jeweled,
or higher grades, instead of the 7, is or 15-jew-
eled movements whenever I can possibly do so,
believing that a reliable article sold by a reliable
watchmaker, makes a good customer and a busi-
ness friend.
Don't you believe it will be to your interest to

aid us in establishing a standard of workmanship?
I do not think this will keep any one out who is
deserving, because I believe that any person who
has the ability to succeed in business later has
ability enough to find some way to secure proper
training either in one of the thoroughly reliable
watchmaker's schools, or by serving an appren-
ticeship, thus qualifying themselves for registra-
tion.
Come, manufacturers and wholesalers, put your

shoulder under the load, give us a boost and we
will show you very satisfactory returns.

The Consumer's Interest

There is not the slightest doubt in my mind
that a great majority of the competent watchmak-
ers and jewelers stand flat-footed for the princi-
ples of honest, upright treatment of the consumer,
and they truly regret such conditions when a
watch is placed in their hands for some necessary
repairs and find that an incompetent workman
has been busy with his claw-hammer, rasp and
tongs, has almost ruined a good watch and not
wronged the customer but greatly lessened the
confidence of that customer in the watchmaker's
profession and the trade in general.
If compulsory examination and registration

laws for the doctor, pharmacist, dentist, plumber,
embalmer, lawyer, etc., are right and just to all
parties concerned, why should the watchmaker
escape? Is it possible for any of the • above-
named professions or trades to be carried to a
successful issue without accurate time? Are not
the entire commercial and social interests of the
world, in all of the several branches, largely de-
pendent upon the watchmaker for accurate time?
The operation of the railroads and many other

branches of commercialism would be absolutely
impossible without accurate timekeeping devices
of some kind. Consider the thousands of lives
that are daily dependent upon the accuracy of the
timepieces of the train dispatchers and others
connected with the operation of this wonderful
system. Our laws deal very severely with those
responsible for fatalities along this line, and yet
there is no law to compel the "guardian of
accurate time" to be thoroughly competent. Does
it not appeal to you as being as important to re-
quire the watchmaker to prove his competency as
it is to require the physician, the veterinary sur-
geon, the dentist and others to do the same? Are
not the vital interests of the public entitled to
protection from the fatal results of incompetent
workmanship among watchmakers as much as
among the other professions named?
No honest, competent man objects to being

watched, and no honest, competent watchmaker
will object to aid in guaranteeing to others the
protection he desires for himself, or of being
required to produce that which he is competent
and paid to prodice. There are those of the
public who might object to the slight increase
in the prices which the competent watchmaker
might exact, but you will find that those same
people would call in a veterinary surgeon instead
of a physician to see their sick child, or have the
plumber fill the cavity in their tooth instead of
going to a competent dentist if, by so doing, they
could save a few cents.
A fair and honest person, which is the kind we

prefer to deal with, never objects to paying for
value received, but on the contrary is quick to
recognize and applaud ability.
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The Beauties of the Pearl
By J. B. OsthiDff

(Address before the Annual Convention of Ohio Jewelers' Association)

UNDER Neptune's domain lies the bivalves

or mussels that give birth to the precious
pearl; it is the only valuable gem pro-

duced through life's agency. Its formation comes

in many of the salt and fresh water unios that

have the power of producing nacre or pearl.
These shell-fish are a complete organization, a

world within themselves. The salt water vari-
eties that are pearl producers are found from ten
to one hundred feet under the tropical seas, thirty
degrees north or south of the equator. In these
localities are found what are termed the Oriental
pearls, so called on account of the softness of
luster and delicacy of skin. Some of the most
beautiful pearls are found off the storm-swept
coast of India, Arabia, Persia, Australia and
Panama, from one to five miles from shore. The
species of mussels that yield the precious pearls
of commerce are found in the Indian and Pacific
Oceans.
The paying fisheries are at Ceylon and northern

Australia. The fresh water mussel or nigger-
head, as it is commonly called, numbers over moo
in variety. Of this number the United States
have about soo, but only a small percentage of
these are pearl producers. These are found in
fresh water streams with lime rock bottoms, as
the dissolution of lime is the essential factor of
all mussel and pearl construction. The localities
where fresh water pearls are found are numerous
—England, Scotland. Germany—but the United
States produces the finest and the largest amount
of fresh water pearls. The range of colors of
these pearls is unlimited, for no artist's pallette
ever produced the blending of such gorgeous and
delicate colors as pink, green, blue, yellow, red,
peacock, bronze and colors too numerous to men-
tion. The black pearl is a salt water product
found off the coast of Panama.

Simple Formation of the Pearl

The mussel is of a wonderful construction, but
the pearl is of remarkably simple formation of
calcium or carbonate of lime. Chemically it is 92
per cent. lime, 6 per cent. foreign matter and
2 per cent. water.
The foundation of the pearl is caused through

or by accident—either a grain of sand, a parasite,
or the egg of a parasite or any foreign substance
that may enter the domain of the shell-fish and
cause an irritation, its instinct being self-preserva-
tion, the predominant law of all life. Then con-
centric layer after layer of pearly film is en-
crusted around the intruder. If time and fortune
prevail a delicate lustrous, beautiful, immaculate
and priceless gem may be formed, there impris-
oned in its cell till some adventurous diver or
pearl fisher brings the bivalve from the blue
ocean depths or river bottoms to be searched for
its treasure. Such is this immaculate pearl, the
emblem of innocence and purity, which requires
no art of man to perfect.
The beauty of the pearl is skin-deep. The sott

delicate luster of the pearl is caused by the light
passing through the thin pearl concentric layers.
The thinner the layer the more lustrous.
Shapes of pearls are numerous—round, pear,

button, wings and baroque. The question is which
is the most valuable? The most valuable is the
virgin white pearl, luster, shape and size con-
sidered.

Tracing Its Antiquity

Often one reads or hears of the finding of a
valuable pearl in an edible oyster. There never
was or ever will be one found in that variety
of bivalve, as it lacks the power and qualification
of pearl formation. When one is found it is
like a piece of bone, and may be termed a bone-
head of no value.
The antiquity of the pearl can be traced to pre-

historic man as in the uncovering of the mounds
of the mound builders quantities have been dis-
covered, but the evolution of time has ruined
them.

There is no other gem that can equal the deli-
cate, pleasing, refining beauty of this child of
Neptune's, for it is the great Master's work per-
fected.
Value brings out the arts of man to imitate,

so the Japanese, with his cunning, makes pieces
of porcelain button shape and inserts them into
the bivalve to be covered with its pearly filament;
after four years they are ready for commerce,
but like all enforcement of nature, lack the ear-
marks of being genuine. These are called the
Japanese cultured pearl. Next comes the Roman
pearl (made in France) with glass center covered
with pearly substance made of fish scales and
varnish ; then the ordinary wax glass bead pearl,
all good in their ways and purposes, but not the
Simon-pure Neptune article, for a pearl is a pearl
and imitation is imitation for all that.

Silver Threads
(Continued from page 1247)

employed. To salesmen such as compose this
audience, I do not need to dwell on the advantages
to be derived from such a showing.

Philosophy of Gift-Selection

You can all imagine the result when a party
of three or four ladies enters your store with the
purpose in view of selecting a gift. Possibly they
will mention silver, at least I hope that would
be your suggestion. Then you escort them to
the silver room, throw open the magnificent chest
in which all the staple pieces with a goodly
sprinkling of those. which are not so commonly
used, are dsplayed to them with one or two move-
ments. The electric lights have been so arranged'
or the chest so placed that the beautiful polished
silver gleams a welcome and an invitation to.
purchase of far greater eloquence than any sales-
man could hope to offer.
Possibly this particular customer had made up,

her mind to send teaspoons to the wedding, while
her friend had intended going farther down the
street to select a picture or a bit of furniture or.
linen. But when the wise and skillful jeweler has.
shown his silver in so attractive a manner, the
suggestion is immediately made, and in the most.
forceful and tactful manner, that other pieces of
this same pattern would be the most sensible and
appropriate gift which could possibly be pre-
sented. I need not continue the illustration fur-
ther, as you know from your own experience the.
value of such an impression.
One of the greatest advantages of the chest

method of showing silver is the fact that it sug-
gests and opens up a wider field for the marketing
of silver. When the retailer's silver stock con-
sists almost entirely of the ordinary staple pieces
of table ware—teaspoons, tablespoons, knives and
forks, his field is limited, and many of his cus-
tomers never think of continuing their table
equipment to include the many other essential
pieces. It is up to the wide-awake merchant to
create in the minds of his customers visions of
a table service beyond the mere staples.

It has been said that few of the well-to-do
American homes have silver in keeping with the
other furnishings of the home. Furniture, Ori-
ental rugs and fine paintings have been provided
in plenty, while plated ware has been considered
good enough for the table. All such homes 'pro-
vide opportunities and new fields which the jew-
eler should occupy. The selection of the fat nily
silver should be one of the pleasantest duties: to
fulfill, and it seems to me one which should re-
ceive most careful consideration. The family sil-
ver in many ways represents the social stan ding
of the family, and certainly should reflect the
taste of the hostess on whose table it app ears.

Attractiveness of New Ideas

The constant demand for new patterns 5 an-
other feature which is always in the mind of thy

1251

Jeweler. No doubt he hears it constantly from
the shoppers and customers in his store. Some-
thing new is the cry, not something worthy or
artistic, but just new. Is it not a fact that what-
ever is good in the sense of being artistic and
worthy in its silversmithing is always gooa and
salable? The masterpieces of Rembrandt, the
landscapes of Corot and the exquisite colorings
of Titian are old, but they are masterpieces.
When Michel Angelo finished his bust of Moses
he struck it with his mallet and demanded "Speak
to me I Speak to me I Why don't you speak to
me?" so perfect was his creation in marble. It
is old now, but none have approached it in ex-
cellence. The sweet strains of Beethoven and the
inspiring notes of Mozart and Wagner have come
down to us through the ages, and will live on to
give pleasure and inspiration to generations to
come long after modern ragtime is dead and for-
gotten.
While designs in silver may not have reached

the artistic heights of these masterpieces in art
and song, still, when they are based on lines of
real artistic merit and executed by the hand of a
skilled artisan, is it not true that they also are
worthy of enduring apreciation rather than the
passing fancy of a day? The jewelry stock which
contains patterns which will stand such a test and
consisting of designs varied in style and price is
a stock which is indeed selected with wisdom. It
is a safe stock, as its intrinsic value remains
whether the goods are sold to-day or whether
they wait until to-morrow.

Catalogue a Modern Essential

Now, just another word about the catalogue to
which we referred. It has always seemed to me
that the equipment of a modern jewelry store
should include a catalogue. Such a publication is
sure to interest possible customers in the sur-
rounding territory, and should also be sent to
every customer on the mailing list, even though
they are frequent visitors to the store. The in-
terest which is aroused and the suggestions
offered when such a book is received in the home
cannot be overestimated, and many a dollar has
been secured from the pockets of those who had
no idea of contributing to the jewelry store until
a handsome well-printed catalogue was placed in
their hands. Such advertising need not cost a
great amount of money nowadays, as there are
several ' concerns in the business of furnishing
most attractive catalogues for the jeweler. I fre-
quently see one in which our own goods are so
skillfully shown that it is only by the exercise
of great self-control that I can resist the temp-
tation to send them an order for some pieces of
our own make.
And now let me say a word concerning an-

other helpful influence for the retail jeweler. I
refer to the trade press. To my mind these pub-
lications should be in every store and receive
careful inspection from the jeweler who wishes
to keep abreast of the times. I will confess to
you that I find them most interesting and fur-
thermore not the least interesting pages to me
are those which carry the advertisements. It has
always seemed to me that were I a retail jeweler
these pages would be the source of the greatest
information and value. They are certainly a
directory of many of the newest productions in
all lines, and frequently furnish ideas in store
management which may be used to good ad-
vantage.
Now, gentlemen, I realize that I have led you

through a devious path in my efforts to address
you, but may T call your attention to my sub-
ject—"Silver Threads"—and should you find the
address consisting more of threads than useful
fabrics, I can only plead the excuse that you
were forewarned, but it has been my purpose to
suggest the thought that a more highly cultivated
field should be our aim, and the elimination of
waste our constant thought. The days of politi-
cal waste are numbered, and the value of a char-
acter consistently built on the principles of in-
tegrity and industry is being more fully appre-
ciated. The modern merchant is endeavoring to
build up his business by the most thoughtful at-
tention to every detail. He realizes that the
threads of courtesy and tact and the threads of
attractive stores and experienced employees all
woven together become a strong cord which
,trves to bind customers to his store..
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Modern Tendencies in Merchandising
By Jos. Ebeling, St. Louis •

(Address delivered before Convention of Missouri Jewelers' Association)

THE men who find the cheapest methods of
distributing goods are the men who in the
future are going to succeed. We may ob-

ject till doomsday to the catalogue house, to the
department store selling jewelry, to large supply
houses and the jobber-retailer, and they will still
go right along and do business and the public will
patronize them because they sell cheaper.
We have been advised in the past to talk qual-

ity and tell our customers such houses did not
sell good goods. It may not suit us, but we may
as well understand the truth. The class of re-
tailers I have mentioned are simply better mer-
chants than we are. Successful merchandising
is simply finding the cheapest way to deliver
manufactured articles from the maker to the con-
sumer.
These catalogue and supply houses have found

a cheaper method than the old way, and thcy will
not only succeed and gradually force the retailers
to adopt the up-to-date modern way, but it is
right that they should succeed when viewed in a
broad way, recognizing the principle of the great-
est good to the greatest number.

It is in my opinion a conspiracy for an asso-
ciation to adopt any plan to prevent the public
from buying goods as cheap as they possibly can.
Why should not the public buy its goods where

they can get them the cheapest?
Every time we try to prevent a catalogue house

from buying goods cheap, we are in reality con-
spiring to make our neighbors pay more for the
things they use, or in other words, we are pre-
venting the people from having some of the com-
forts of life which they need and which they are
entitled to have.

Public Service Paramount
A certain class of merchants have adopted a

plan of merchandising by which they can supply
people with goods considerably cheaper than the
average merchant has been selling them, which
we must admit is a good thing for the people
who have the privilege of buying from them.
Now instead of thousands of merchants belong-
ing to the merchants' association of the country,
concentrating the power of these organizations in
an effort to prevent these progressive merchants
from buying so cheaply, would it not be more
commendable, more in keeping with the spirit of
these progressive times, to utilize this tremendous
force we have in an attempt to place ourselves
in a position where we can compete with them,
where we, too, can furnish merchandise as cheap
as it can be had from any other source.

It is useless to attempt to prevent any one from
buying goods who is in the market for a large
quantity. All these attempts of associations to
stop the sale of goods to catalogue houses are
simply useless.

Co-operative Buying

If the retail associations would pull togetherand spend the same energy in a practical en-
deavor to place the retail stores all over the
country, the small stores in the rural community
and small towns, as well as the larger stores in
the cities, in a position where they can buy goods
on a basis, where they can compete with any re-tail system on the face of the earth, they could
control the retail business and do it in a way
that would have the approval of the public andof our courts, for the simple reason that we
would be in a position to serve the people betterthan any other method.
This method is going to be adopted by some

one. Shall it be by a combination of retailers,
who are already on the ground ; or shall it be
done by a few great corporations in our cities

who will divide the country into districts, parcel
it out among themselves and establish a branch
store in every community in the country. These
concerns have already begun to do this very thing.
They can see how easy it would be for them to
crust out or buy out at their own price the pres-
ent retail stores, and once they had a monopoly
there would be no cutting prices between branch
stores, as they would all be controlled by one
management.
Don't you see how much better our retailers'

co-operative plan would be. Our branch stores
would continue to be owned and conducted by
their owners, by men who would become more
than ever the leaders in their community and
identified with everything that would be for the
uplifting of those communities.
The opportunities for this work are so greatas to stagger one. Why have we not seen it

before? Why don't we take the initiative, and
not wait till we are forced into it by our cus-
tomers, or what is more likely, forced out of
business entirely to make room for the new
order of things by others who are more pro-
gressive.

I'll tell you the principal reason why we areso slow to act. It is on account of the selfish-ness of some of us. Because a few of us havelarge stores and are buying more or less of our
stock on the near jobber's list, we are unwilling
to take up with any plan that will make our com-
petitor's position more secure.

An Age of Co-operation
This co-operation idea is not new. We are

simply advocating a new application to the well-
established principle. The United States Steel
Corporation, which exerts so powerful an influ-
ence that it can prevent panics, is an example of
co-operation. The jobbers co-operate and can saywho shall and shall not buy goods as jobbers.The manufacturers co-operate. But when we getdown to the retailer, many draw the line andclaim there is no occasion for it—it is too smallan affair.
What do the trade papers think about the re-tailers' case? An editorial in one recently said"the retailers are confronted with competition inmeeting which they are at a serious disadvantagebecause their competitors obtain goods at lower,and frequently much lower prices than they, theretailers, do. On this account they are feelingthe necessity of doing something to better theirposition." And the editor continues by saying:"It is greatly to be desired that the jobbers and

manufacturers should in some way come to theirrelief." This looks as if the principal journals ofthe country also thought that there is somethingthe matter with the retail business, and they cansurely be classed as experts on the situation.A successful jewelry jobber said in my pres-ence some months ago that in his opinion therewould be a great change in retailing goods in thenext few years, and that the business (except thesmaller part of the trade in inland towns) wouldbe done by the big stores organized with largebuying powers, and the day of the average re-tailer, as we know him to-day, is about passed.

The Only Alternative
Conditions are becoming worse. Everythingelse has been tried, but no relief has been found.Conditions continue to grow worse. We havetried to shut off the catalogue houses from thesource of supply. We have refused to patronizejobbers who retail.
At the meetings of the National Association wehave been urged not to handle goods sold bypeople who were in a position to supply the con-sumer at a lower price than we could. What hasbeen the result?
The catalogue houses are flourishing as neverbefore in the history of the country. Semi-jobbers and supply houses and department stores
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are multiplying on every hand. The profitable
trade is drifting to these people because they can
make the price.
When manufacturers find that a competitor by

more up-to-date methods is able to produce goods
at a less cost than they can, did you ever hear of
an attempt on their part to force this man to
keep his price up to their levels? No, they get
busy and adopt more modern methods and place
themselves in a position where they can compete
with all comers, and we know this is the only way,
the common sense way, the right way. This prin-
ciple holds good in every competitive game, al-
ways has and always will.
Now some of us, in fact humanity in general,

do not like to admit disagreeable truths. We also
do not like to change the old ways. We like to
just go along in the easy old way, as comfortable
as we can, but there come times when we must
face those new conditions, and it is just as im-
possible for the man who conducts a small store
on the old lines of high cost to expect to con-
tinue to compete with the large catalogue and
jobbing houses as it would be for the old stage
coach to try to compete with the Pacific express.
The small retailer under the present conditions,
like the stage coach, may survive a while way
back on the mountains, but there will not be
place for him very long out on the broad plains
of commercial competition.

Power of Organization
We have a tremendous power for good in these

great organizations of retailers, and if we use
it rightly we can place ourselves in an impreg-
nable position. Not by foolish combinations to
force our large competitors to raise their prices
up to ours, but through co-operation, by buying
our goods so that we can keep our prices down
to theirs.
The thing we want to accomplish is right and

just what the people want: that is, the retail
stores to continue as they are—operated by their
owners. But there is this condition that the pub-lic imposes. While they undoubtedly prefer these
stores to be operated by the owners themselves,
they are insisting that they be operated on a plan
whereby goods can be supplied practically as
cheap as they can be had from any other source.
This is not an unreasonable demand, and if we

want to do business with the public in the futurewe must meet the condition. Unless we changeour methods the great commercial houses will
soon have a chain of stores established in every
community, and after they are well establishedthey will have so much the advantage of us intheir buying power that it would be impossiblefor us ever to regain our position, once it waslost.
We are in a much stronger position than theseoutsiders at present if we will act. We are onthe ground ; we know our people; we are a partof the community, and all we need is to be ableto sell our neighbors what they want, as cheapas any one else can, and we can keep the busi-ness. Do not allow yourself to be side-trackedon this matter by those who, for selfish reasons,do not want to see any change, nor by those timidones who always discourage a new venture. Youhave the opinion of some of the best men in thecountry that co-operative buying is the only sal-vation of the retailers.
The time has now come when we need nolonger submit to the humiliation of being obligedto confess to our customers that we cannot meetthe price of some of our competitors because weare not as good buyers as they are.

New Jewelry Store in Binghamton, N. Y.
Binghamton, N. Y., July 5, fof r.—Fred Porter

Carter has leased the store lately occupied by the
Vosbury Jewelry Store and opened a jewelry
store there July 1st. The building, which was
partly destroyed in a recent fire, has been thor-
oughly remodeled. A new steel ceiling and an
electric light system are being put in.
Mr. Carter has been Li the jewelry business for

about ten years, and for some time manager of
the Vosbury store. He was in New York recently
to purchase a complete new stock. There is also
departments for optical work and watch repair-
ing.
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Speeches Enliven Annual Convention
of North Carolina Retail Jewelers

President Day Talks on Organization, the Jewelers' Duty and the Value of
Reputation—Col. John L. Shepherd Makes Well-chosen Remarks on "What
to Do"—Next Convention to be Held at Charlotte, June 17-18, 1912

[Special to THE KEYSTONE]

The sixth annual meeting of the North Caro-
lina Retail Jewelers' Association was held in the
Hotel Zinzendorf, Winston-Salem, on July 4th
and 5th. The meeting was presided over by
President Fred N. Day, of Winston-Salem, and
was highly successful in the attendance, enthusi-
asm and work accomplished.
The first item on the piogramme after the

meeting was called to order was an address by
Mayor Dalton, which was responded to by R. C.
Bernau, of Greensboro. The remainder of the
first session was taken up by the registration of
members, reading of the minutes, presentation
of the reports of the secretary and treasurer and
the appointment of committees. The feature of
the afternoon session was the formal annual ad-
dress of President Day, which was as follows:

The President's Address
Brother jewelers, we are gathered together in

our sixth annual meeting to discuss again mat-
ters which pertain to our existence as legitimate
retail jewelers. Our organization is no longer
an experiment, but is now something real, and I
wish to express my gratification for the interest
my fellow-craftsmen are taking in this great
work, which means our salvation. The interest
that has been shown during the past year is far
beyond my expectation, and so long as this zeal
lasts we may, beyond a doubt, expect the right
result.
Organization: Through this medium we have

brought to our rescue the co-operation of the
manufacturers, particularly the manufacturers of
watches, and they, with one accord, give us their
support in every way to keep their products in
the hands of the legitimate jeweler. To my per-
sonal knowledge some of these manufacturers
have gone to great lengths and have spent their
good money in our defence, and, my worthy fel-
lows, stop and reflect and allow me to say that
you should be ever mindful and appreciative of
the efforts these gentlemen have made in our
behalf. It may appear to you as extravagant
when I say that I verily believe some of these,
and I trust all, manufacturers, would not hesitate
to go to any extreme to protect us from fraudu-
lent dealers. The day was when you could find
on sale (if not it could be ordered) any American
watch in the store of the drygoods man—the
department store—and last, but by no means the
least, the pawnshop. Do you see the same now?
My answer is no, not in a general way.

The Value of Common Sense
When you find goods in the wrong place what

is your duty? Cuss the manufacturer, cuss the
pawnbroker, or will you do the sensible thing,
viz., notify the secretary of your association or
write the parties who made the merchandise.
Allow me to impress upon your mind that in
order to create a live, prosperous and permanent
organization we must exercise commonsense and
judgment. Don't fly off the handle and accuse the
wrong man. Remember, it is better, according to
the decree of our courts, for 10,000 guilty men
to go unpunished than to punish one innocent
man. First find that you are right and then go
to the bitter end to bring the wrong-doer to
justice. I have confidence enough in the legiti-
mate manufacturer and jobber to believe that
he would not place his or their goods in the
hands of people who practice fraud and practice
price-cutting.
Your duty. First you should pay your dues

promptly and lend your helping hand to this great
cause. When you think the matter over and
come to the conclusion that the association is
wrong and that it has done you no good, why not

ask yourself another question and say, why
haven't I taken an active part in the work. Let
us think for a moment that our competitors are
human beings as well as ourselves and were
created by the same God and put here on the
same earth to earn a living for themselves and
their families and are just as much entitled to
do business in our town as ourselves. No, it is
up to each and every one of us to fall in line
and do our part, and because you haven't been
benefited by your association it is your own fault.
There was never a time in our history when the
association needed the active co-operation of its
members any more than it does now, and allow
me to say that you are not doing your duty
when you stand back and refuse to come to our
meetings and show that you have the proper
interest. Don't stay at home and say, "well it
won't mutter if I do stay away. I am only one
man and I will not be missed," when some great
good might be accomplished by you being present..

What Reputation Means

Your reputation. Never knock your competitor;
let your methods be unquestionable. I appeal to
your better reason and respectfully ask that you
show me one successful business which was
created and developed into a good substantial
business through the methods of tearing down
the reputation of a competitor. We believe in a
straightforward business, with one price to all,
and say to your customer "your money back if
you want it ; our goods are worth what we sell
them to you for." Of all the men who can't af-
ford to be miserly and appear short it is the
jeweler, as he represents the better class of the
mercantile trade. When you pass an article over
your counter be sure of what you are selling and
be sure that you are making the right price.

The Work of the Officers

In conclusion I wish to say a word of apprecia-
tion in behalf of our officers. I assure you,
brother jewelers, you would appreciate what we
have done if you will go through our records and
consider the vast amount of work attached there-
to. Every officer has done his duty to the letter.
Our secretary has been untiring in his efforts
for the good of our members, and has but one
complaint, and that is, you have been very slow
about informing him of trade abuses, as more
must exist than those reported. However, I take
pleasure in informing you that he has thoroughly
investigated all that have been brought to his at-
tention and he will gladly go into detail with any
member of this association and explain what
we have done along the line of trade abuses this
year.
Following the president's address Colonel John

L. Shepherd, of The Keystone Watch Case Com-
pany, gave an interesting talk on the laconic but
important subject, "What To Do." A discussion
was invited after the address and many of those
present made valuable suggestions as to the duties
of the jewelers at the present time. After the
adjournment of this session those in attendance
proceeded to witness a ball game in a local park.
The third session was held at 8 o'clock in the

evening and the assembled jewelers were given
an interesting demonstration of the Jolly gold-
testing machine, the invention of Mr. Jolly, a
well-known jeweler of Raleigh. Other features
of the evening were an address by Charles T.
Higginbotham, consulting superintendent of the
South Bend Watch Company; a demonstration
on engraving by Mathias Masten, of Winston-
Salem, and a discussion of various questions
placed in the question box by the members.

Second Day's Session
The first session of the second day was called

to order by the president at so A. M. The feature.
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of the session was an address on the subject of
"The Watch of To-day," by H. E. Duncan, super-
intendent of the Watltham Watch Company.
"Business Ethics" was the subject of remarks by
A. L. Wilcox, of Snider-Wilcox-Fletcher Co., of
Durham, N. C., who said in part:
To help us to live more happily and to enjoy

life—business life as well as home life—let us
treat our competitor as we would like to be
treated. He has as much right to live as we
have, for the good Lord gave him life, as he did
us.

Treat your jobber as you would like to have
him treat you, were he the dealer and you the
jobber.
Try and pay him when the bills come due, or

give him a good honest reason why, and if you
have a grievance take it up with the head of the
firm, not the other fellow.

A Plea for Home Trading

Treat your jobber in such a manner that if you
are compelled to ask a favor it will be cheerfully
granted if he is a white man, and if he is not,
dont' trade with him. If you get caught once
don't do it again.
Here is another subject that comes under this

heading: Where do you do your trading? Do
you go to your neighbor to buy your suit of
clothing, your shoes, your groceries, etc., or do
you encourage your neighbor to go to a mail-
order house to buy his watch by buying your
clothing from sample and at the same time in-
ducing a friend to order a suit with you to save
the express charges, and help the clothing dealer
in Baltimore to boost his town, not yours. He
pays no taxes in your town; he will not favor
you • with thirty or sixty days' credit, but your
neighbor will, and at the same time may possibly
come back and buy something from you.
If you do these things that you ought not to

do, don't howl when you hear that John Jones
bought a gold watch from New York, where he
probably got stuck, for he knew nothing about a
watch nor the price it would have been sold to
him for over your counter.
At 1.30 P. M. the convention was photographed,

after which the members were treated to sight-
seeing in the city and vicinity. The afternoon
session was a business session, when reports of
committees were presented and officers nominated
for the ensuing year.

Election of Officers

There was no contest over the election of offi-
cers, all of the officers being re-elected without
opposition, as follows:
Fred N. Day, of Winston-Salem, president;

W. H. Leonard, of Salisbury, vice-president;
William G. Frasier, of Durham, secretary and
treasurer. Executive committee—A. L.. Wilcox,
of Durham, and Frank M. Jolly, of Raleigh.

All the officers, with the exception of the ex-
ecutive committee, are serving their second term
in office. It will be a matter of gratification to
his many friends to learn that Fred N. Day has
again been so highly honored by the jewelers of
North Carolina, with whom he is so deservedly
popular, both as a man and as the efficient head
of their great State organization.
Perhaps the most delightful feature of the

programme was the banquet at the Zinzendorf
Hotel. An excellent menu had been prepared for
the occasion and for three hours the banqueters
made merry with speech-making.
Col. John L. Shepherd, of The Keystone Watch

Case Company, was by the unanimous consent
made toastmaster, and the side-splitting wit in-
jected into the affair by Colonel Shepherd was the
main feature of the banquet.
Nearly every member present participated in

the speech-making by responding to an appro-
priate toast, And so well did each succeed that
from start to finish the banqueting hall was a
scene of laughter and continued applause.
No one speech could be taken as a particular

feature of the banquet, but all were of a high
order and worthy of the occasion. Especially
did the speech of President Day, which was the
last on the programme, arouse much merriment
and bring forth great applause.
The next convention will be held in Charlotte

June 17 and 18, 1912.
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Jewelry Stores and Window Illumination
By J. G. Henninger, of Cleveland, Ohio
(Address delivered at Cedar Point Convention)

EVEN though the art of illuminating engi-
neering has advanced with tremendous
strides in the last five years, and many

people have come to realize that the illumination
of a building must receive the same careful at-
tention that is given to the interior finish, such as
the staining of woodwork, coloring of walls, ceil-
ing, etc., nevertheless there is still a vast number
of people who are inclined to give "illumination"
the very last consideration.

An Object Lesson

An illustration of neglect in carefully consid-
ering the illumination of a store recently came to
my attention in New York City. It was a jewelry
store located on a very busy portion of Fifth Ave-
nue. The show cases and the wall cases were
finished beautifully in mahogany and the ceiling
was magnificently paneled in the same wood. The
fact is that the interior of the store, furniture
and all, was very handsome indeed. Here and
there suspended from the ceiling in rather a hit-
and-miss fashion were a number of the very
cheapest brush brass lighting fixtures fitted with
flat porcelain reflectors beneath which were bare
carbon lamps sticking out at all angles.
The effect of such an arrangement in the midst

of handsome furniture could be nothing but a
jar. With a little common sense this merchant
could have had, at a very slight expense, fixtures
in these same outlets which would have been ef-
fective and neat in appearance.

Harmonious Effects
It looks just as ridiculous to go into a store

which is very plainly finished and find lighting
fixtures which are very gorgeous and gaudy in
appearance. The main point to be remembered
in this connection is "harmony of the lighting
fixtures and the store furnishings."
There are several general ways in which a store

may be properly illuminated.
First : A general system of illumination may

be used. By this I mean a system of overhead
units which will provide sufficient illumination
for all purposes in the store.
Second : A combination system, whereby over-

head fixtures, together with individual case light-
ing, is used. In overhead lighting, whether single
units on drop cords, or very handsome fixtures
are used, the underlying principles are the same.
The units must be of sufficient size to give a
plentiful quantity of light throughout the store,
and must be so arranged as to light the show
cases and wall cases in an effective manner.
In the case of a comparatively narrow store

it may be possible to accomplish this by means
of a single row of units. In the case of a wider
store it may be necessary to use two rows of
units; one down each side of the store. Again,
even in the case of a wide store, if the ceiling is
sufficiently high, it may be possible to get effective
results from a single row of units down the cen-
ter of the store. The lighting units must be so
arranged with reference to counters and shelving
that when a customer stands in front of a case he
will not cast his own shadow on the articles which
he wishes to see. Very often it is possible in an
average long, narrow store room to make use of a
row of fixtures along the center line of the store
and then symmetrically arranged with the use
of a number of single light units fitted with con-
centrating reflectors and placed oVer the show
cases. This scheme, when properly installed, will
not only give a good general illumination, but will
provide good lighting for the display cases.

Combination System
The general system of illumination is perhaps

the more commonly used; nevertheless the com-
bination system involving the use of overhead
lighting together with special case lighting per-

mits of more decorative effects than does the first
mentioned system, for the reason that the effi-
ciency of the overhead lighting is not quite so
important. In other words, no matter what the
arrangement of the overhead lighting units is, if
the case lighting is properly designed the two will
be 'practically independent of each other. For
straight case lighting, however, the most effective
scheme involves the use of tubular lamps placed
along the upper front edge of the show case and
hidden from the eyes of the customers by means
of suitable reflectors. These reflectors should be
small as possible so as not to unduly obstruct
the view of the interior of the case. Wall cases,
as a rule, are most effectively lighted by means
of regular lamps fitted with concentrating reflec-
tors and set into top of the case so as not to be
visible from the outside. Sometimes, due to spe-
cial construction of cases or special displays, other
lamps beneath shelving and hidden in corners
must be used to get effective results.
Many jewelers use bare lamps throughout their

stores, some thinking that reflectors absorb too
much light and thus are wasteful; others think-
ing that their wares show up better under the
bare lamps. It is true that direct rays of light
from the bright filament of an incandescent lamp
give greater sparkle and life to silverware, glass,
etc., and especially to diamonds, but at the same
time the glare from this unprotected light source
of high brilliancy is very trying on the eyes of
the prospective customers. It is readily possible
for one to obtain the benefits of direct light from
the lamp and at the same time avoid glare. This
can be accomplished by means of proper re-
flectors.

A Case in Point
I think I can say that almost without excep-

tion in store-room lighting lamps should never be
used without reflectors. I know of one merchant
at the present time who has a medium sized store-
room. On either side of the center aisle a row
of show cases is symmetrically arranged. Be-
hind these is an aisle, and then a row of wall
cases. The ceiling is not over 12 feet in height,
yet down the center of this store there is a row
of elaborate fixtures each equipped with a number
of bare lamps. The bottom of these fixtures is
not over 71/2 feet from the floor. The effect of
these units as one comes into the store is a blaze
of light. Although the intensity of illumination
in this store is quite high, and the walls and
ceiling are white, thus making conditions excellent
for good illumination, nevertheless the store ap-
pears dark. This effect is due absolutely to the
brilliant light sources hung directly in the line of
vision. With the proper sized lamps and reflec-
tors this merchant could illuminate his store much
more effectively and with a considerable reduction
in his electric light bill.
Another thing which counts for a great deal

in any store is the individuality which it displays.
A short time ago I saw a hat store where instead
of having the regulation counters and wall cases,
the owners had arranged their hats in cases along
the two side walls. The cases themselves were
built to represent the sides of small cottages.
There were windows, porches and bay windows
full of hats. Instead of having overhead lighting
fixtures, there were several upright posts down
the center of the store. On the top of each post
was placed a large Mazda lamp inside of a diffus-
ing glass globe. The ceiling and the upper por-
tion of the walls were finished in light color, so
that reflection aided a great deal in providing
good illumination over the entire store. This
store was striking in its individuality, both in
lighting and furnishings, and undoubtedly will
draw a great many customers just on this fact
alone.

Novel Arrangement in Jewelry Store
A small jewelry store also came to my atten-

tion. Over the show cases were hung at frequent
intervals fixtures which, although quite elaborate
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in finish and adornment, resembled an inverted
water pail. Inside of these fixtures there were
placed Mazda lamps fitted with concentrating re-
flectors. The units were hung so that the bottom
of the fixtures came just about on a level with
the eyes of the average person, the result being
that the interior of the show cases was flooded
with light, there being no glare in the eyes of
customers. For the general illumination of the
store there were a number of round bulb all
frosted lamps placed close to the ceiling. The
results were sufficient to warrant the expense to
which the merchant went in fitting up his store.
Much individuality can be given to a store

through the use of special lighting features. For
instance, many jewelers place art glass table
lamps here and there on their cases and tables
with a very charming effect. Illuminated pieces
of statuary are very desirable and attractive
pieces of advertising. Colored lamps can often
be effectively used.
Summing up in general the subject of store

lighting, a merchant should by all means endeavor
to obtain a lighting system which is in perfect
harmony with the rest of the furniture of his
store. He should not only consider its appear-
ance, but the actual results which will come to
him, and though it may cost a little more in the
beginning, it will pay in the end to install a first-
class system of lighting. He should not use bare
lamps, and he should not cut his lighting to the
lowest possible limit.

Window Lighting
The store windows need quite as much, if not

more, attention than the interior of the store. A
show window may be likened to a trap, and the
display to the bait, whereby the customer is in-
vited in. The manner in which a window is
dressed and lighted will depend very largely on
the trade to which the jeweler caters. Some
people, like moths. are attracted by the blaze of
light, while others are drawn by a tempting dis-
play. Here, again, I may say that practically
without exception there should be no bare lamps
exposed directly to the vision, for not only are
bare lamps injurious to the eyes, but they attract
a person's attention away from the goods on dis-
play. I take it that the average merchant desires
to display his wares, and is not running an ad-
vertisement for the electric lamp manufacturers
or for the electric lighting companies. A win-
dow should be lighted in such a way that the
prospective customer's attention is drawn to the
goods on display and not to the manner in which
the window is lighted. As a rule the best results
will be obtained from a show window if the light
sources are placed at the upper front edge of
the window.

Reflectors Essential
A reflector of good design is absolutely neces-

sary in order that the light given by the lamps
may be most efficiently and effectively used. There
are a great many reflectors on the market whichare useful for window lighting. There is sucha variety in designs that a reflector for practi-cally every type of window can be found. There
is no reflector made which is suitable for every
window. There are a large number of reflectorswhich look almost exactly alike, but which arevastly different in the results they give, and the
merchant should by all means, if he himself is
not acquainted with the results given by various
types of reflectors, seek advice of one who knows.
Where opaque reflectors are used they may behidden from the street by means of short curtainor grill work. Frequently a trough can be builtin which the reflectors may be concealed. Where

translucent reflectors are used the same meansof concealing them may be used, or a translucentsign may be employed. Almost without excep-tion clear lamps should be used in a jeweler's
window. Frosting of any kind diffuses the light,thus cutting down the regular reflection to such
an extent that diamonds, cut glass, etc., lose muchof their brilliancy.
Quite as important as a good lighting systemis the background whereon goods are displayed.I think practically all jewelers realize the value

of displaying cut glass, diamonds, etc., against adark background, especially on dark blue or black
velvet, where other stories such as rubies, emer-
alds, sapphires, etc., stand out best against a whitebackground.
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The Retailer and Jobber
By A. J. Thoma, Thoma Bros., Cincinnati, Ohio

(Address delivered at Annual Convention of Ohio Retail Jewelers' Association)

I CONSIDER myself fortunate in being here
to-day and having the pleasure of addressing
so large and representative a body of retail

jewelers of this great State of Ohio. I want to
congratulate your president and officers on their
wisdom in selecting such a beautiful spot for your
convention as Cedar Point. It is indeed a delight-
ful change to me coming from good old Cincin-
nati where at this time of the year the ther-
mometer ranges around ioo in the shade.
Associations are the outgrowth of modern

business conditions, and should be encouraged
and fostered; it is gratifying to see the large and
rapid growth of your association in Ohio, and it
reflects great credit upon your present and former
efficient officers.
The benefits to be derived by meeting together

at your annual conventions are manifold. What,
after all, is closer to our hearts than acquaintance
and good fellowship—nothing is more pleasant or
more to be desired in life than an opportunity
of meeting and associating with men who are en-
gaged in the same line of business and have
experienced similar successes and disappoint-
ments. You obtain ideas that are of mutual
benefit, and you are, therefore, better able to
improve your business conditions. Another, and
to my mind one of the principal benefits, is the
advertising of the entire jewelry business. The
trade journals and the press generally give un-
limited space and prominence to accounts of your
meetings.

The Premier Craft

You are engaged in one of the most important
lines of business. Jewelry is largely a luxury,
but not entirely so. The economy of time has
been one of the principal factors in improving all
conditions. What would we do to-day without
the fast moving steam railroads? their operation
is solely dependent upon an accurate timepiece,
whether watch or clock. We also have the jew-
elry which has become so necessary to our daily
wearing apparel. Then take our most sacred
social observance: the wedding, its diamond en-
gagement ring and the plain gold band—emblems
of the promise and the pledge.
The jewelry business is divided into three dis-

tinct branches. We have the manufacturer who
creates the jewelry merchandise. For conven-
ience and other economic reasons, such finished
merchandise is then turned over to the jobber or
more correctly speaking, the wholesale distribu-
ter. The manufacturer finds it advantageous to
sell his product by the aid of a few traveling
salesmen to about three hundred wholesale dis-
tributers. The wholesale distributer, equipped
with a large and select variety, in turn sends
representatives to all the retail jewelers, number-
ing more than twenty thousand in the cities and
towns of this great United States. With par-
donable pride I might say that the wholesale
distributer is not only an absolute necessity, but
a tremendous help to the entire retail trade. We
next have the retailer or retail distributer, who
is the most important factor in our business, as
he really sells the merchandise, and, therefore,
assumes all the responsibility of quality and value
of the article sold.

Energy and Enthusiasm

I don't have to tell you to be contented in your
business, as contentment means happiness, the
thing most desired. Talk of your business as
the best in town, enthuse over it to people you
come in contact with, and never be satisfied with
the volume you are doing. Always try to do
more business, and above all, when selling your
merchandise, ask a fair profit—always cheerfully
make good to a dissatisfied customer—and if you
occasionally come across one who is very unrea-

sonable, forget him or her—there are others to be
had.
Most of you started in this business as ap-

prentices, and after many years of hard and dili-
gent work became watchmakers, jewelry repairers
and engravers. Never overlook the repairing end
of your business, for that more than anything
else has and will keep the retail jewelry business
as a distinct and individual one.
Do not be afraid of building up a line of corn-

petitors. Do not try to throttle ambition, but
mould it to your benefit and profit. The world's
business moves faster than twenty or thirty years
ago. Stay in front, and keep moving. Get your
work out promptly and in a first-class manner.
Do the little extras that are necessary, even if
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you do not get all the pay you believe you ought
to have on some jobs, and above all, always know
the exact location of each article left with you
for repairs. To illustrate the virtue of good sys-
tematic keeping of repair jobs, I will tell of an

An Illustrative Case

occurrence in quite a large store in a city of a
neighboring State. I was standing in the store
talking to the proprietor when an automobile
drove up. A woman stepped out and came in.
She walked over to the proprietor and said, "Mr.
A, is my alarm clock ready? I thought I would
take it home if it was." The proprietor called
to his errand boy, saying, "Harry, go upstairs
(he having his repair department on the second
floor) and ask Mr. B for Mrs. C's clock and
bring it down." Harry returned shortly with the
information that Mr. B said there was no clock
up there for Mrs. C. Turning to Mrs. C the
proprietor asked, "With whom did you leave the
clock, Mrs. C?" She turned to the boy and re-
plied, "I gave it to him." The proprietor said,
"How about it, Harry?" After a few moments'
reflection Harry said, "Why, yes; I remember—
it was about two weeks ago, and I gave it to
Mr. B." "Go up and tell Mr. B to come down,"
said the proprietor. In a few minutes B ap-
peared and the proprietor said, "Mr. B, Harry
says he gave you Mrs. C's alarm clock about two
weeks ago. What have you done with it?" B,
turning to Harry, said, "Harry, if you brought
Mrs. C's clock up to me two weeks ago why
didn't you mark on the clock where you put it,
so when I want it I can find it." How much
more satisfactory it would have been to all parties
concerned if that jeweler hail a systematic method
of looking after repair jobs.

Ordering Goods

About the ordering of goods, prepare your
orders intelligently. You know what you want,
but the person from whom you buy does not
know until you have told him. The jobber is not
a mind-reader. I will give a few illustrations.
A customer of ours sent the following telegram
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some weeks ago: "Send one 18 size (giving the
factory name) 21-jewel Arabic dial." You will
observe he neglected to state hunting or open
face, and we believing he wanted a railroad
movement, sent him an open face. In a few days
the watch came back without the dial, and the
customer wrote he wanted the dial only. He
should have ordered one 18 size dial, describing
the movement.
We receive orders this way : Send a selection

of bracelets. How would you advise filling that
order? We have gold and filled bracelets in
widths from one-quarter up to one-inch—sizes
from four up to eight—the secret lock and joint,
also adjustable. More than four hundred pat-
terns. Another will order vest chains and say
nothing about what patterns or price. Another
will order fobs, saying nothing about for gentle-
men or ladies, and again omit the price. Another
will order neck chains and say nothing about
lengths—a very important item. And it is so
with all the different lines of merchandise. Order
your goods carefully. It will save your time and
money as well as ours.
Such occurrences give rise often to misunder-

standings which only a personal interview can re-
move and suggests the following lines of a dog-
gerel entitled "The Jobbers' Lament":

Whenever we ship you by mistake,
Or in your bills some error make,
From irritation you'd be free
If I knew you and you knew me.

Or when some goods you "fire hack,"
Or make a "kick" on this or that,
We'd take it in good part, you see,
If I knew you and you knew me.

But any time you come this way
That you will call me hope and pray,
Then face to face we each shall be,
And I'll know you and you'll know me.

Modern Merchandising

What you need most is a stimulant or a strong
tonic for aggressive merchandising of your goods.
Improve your salesmanship. Take a little time
to study your business with a view of determining
how to increase the demand for jewelry. Read
your daily papers; see how other merchants
hustle for business, and get a hustle on yourself.
Do some advertising of the right kind, and espe-
cially at the right time. Start in January and
watch the births of children. Have a letter to
send to parents, relatives and close friends, call-
ing attention to what you have to sell suitable for
the occasion. Watch the engagement announce-
ments, weddings, commencement exercises and
communion days—build up a mailing list. When
you sell a watch, make a note of it and send the
purchaser a letter or postal card at the end of a
year, calling his attention to the fact that it needs
cleaning. If he does not come in, send another
one in one or two months and keep after him.
When you clean a customer's watch send him

a card at the end of a year. Do the same with a
clock, and when you sell a clock be sure to see
that it runs correctly when delivered; go and take
a look occasionally, or send your apprentice.
Here is room for another workman. Watch your
diamond sales. Call the purchaser's attention to
the necessity of resetting stones occasionally. In
fact, "think, and try to find something to interest
the consumer. Read the best publications you
can find on precious stones, so that when a cus-
tomer comes in to see you about some particular
gem you are posted and can talk intelligently on
the subject.
About storekeeping—I believe most jewelers are

good storekeepers, and much better than twenty
years ago. Have your fixtures clean and neat—
your trays in good condition—clean tags on your
watches and rings and clean cards for your jew-
elry, and use plain ones. You will have less
trouble with competition, your customers won't be
able to compare prices so easily.
Remember that the merchandise in your store

belongs to you and that you have paid for it;
therefore when you go to sell it, don't act in a
half-hearted way, as if it belonged to somebody
else and you were only getting a commission out
of it. Be on friendly terms with competitors in
your town or city. Make an effort to pull to-
gether. It is always more profitable and tends
to beget the confidence of customers in their home
j eweler.
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What Inventors Are Doing
By Edward B. Moore, U. S. Commissioner of Patents, in " Youths' Companion"

THE successful inventors of to-day, unlike
many of the erratic geniuses of long ago,
are graduates of scientific and technical

schools, masters of the practical and theoretical
aspects of the work to be accomplished. Accident
is often supposed to be the fountainhead of many
inventions, and in the past it has been, but the
present-day inventors are intelligent men, whose
efforts are directed always to a definite end.
The law of invention, as Lord Macaulay has

said, is progress. "A point which yesterday was
invisible is its goal to-day, and will be its start-
ing point to-morrow." The efforts of our in-
ventors, unlike electricity, very rarely follow the
lines of least resistance, and the results attained
are well expressed in that old saying, "Necessity
is a hard nurse, but she raises strong children."

Demand, the Modern Incentive

Necessity was the mother of invention, but
progress, its inexorable law as exemplified in
modern inventions, has changed somewhat the
parentage of it. The transition has not been
sudden. After a man's inventions had supplied
his necessities, his wants grew apace; then came
that modern incentive to all inventive efforts—
demand.
Man's necessities in the fight against the lack

of food, and of proper body covering, against
the elements and the wild beasts, irresistibly
urged him to the production of many of his
earlier devices as the means of obtaining things
essential to his very life. His necessities sup-
plied, his wants became numerous.
Pre-eminently the present age is one of intense

commercial rivalry at home and abroad, and the
larger number of patents granted by our country
are involved more or less intimately in this na-
tional and international industrial competition.
This intense commercial and industrial strife de-
mands the highest efficiency at the greatest speeds.
Nowhere are these requirements more noticeable
than in the demand for the annihilation of space.
On land, our steam railroads are constantly

being improved, not so much in their broad prin-
ciples as in the details which tend to greater
speed coupled with safety and efficiency. Since
the reciprocating steam engine seems to have
reached its full development, and the rediscovered
turbine, which first appeared as a type of water
wheel five thousand years ago, seems altogether
too fast and too lacking in flexibility of control,
our big railroads are begining to be electrified.
When it is remembered that the invention of the
tubular boiler, the introduction of the air-brake,
and the change from iron to steel rails, the most
potent factors in making greater speeds possible
have all occurred in the eighty years since the
first discoveries of that pioneer of railroad men,
Stephenson, it is almost possible to obtain an idea
of the rapidity of the inventor's progress.
Hand in hand with the attainment of high

speeds must go efficiency and safety. Our present
reciprocating steam engine is an extremely waste-
ful mechanism, utilizing only io or 15 per cent.
of the energy latent in the fuel. The inventors
are seeking to save that 85 per cent of waste, and
unless this waste can be obviated, this type of
power developer must go.
Power must be secured more directly from

the fuel, as, for instance, in the case of the many-
cylindered liquid-fuel engines—the hydrocarbon
engine of to-day. In the case of this internal
combustion engine, with its possibilities for great
power coupled with the small space occupied,
and in the case of the modern electric loco-
motives, with their greater horsepower developed
above that of the largest of the old type of steam
locomotives—at present something like 2200 horse-
power compared with Isoo—the studies of in-
ventors in railroad engineering have borne and
will bear fruit.
Patents have been taken out on improvements

in the roadbed and the general equipment of the

road, as well as on its rolling stock. The possi-
bility of accidents must be confined within the
narrowest possible limits. The rails, the means
of fastening them to the cross-ties, the cross-ties
themselves, the joints and fastenings, car coup-
lers, automatic and absolutely trustworthy signal-
ing systems, switches, and many other devices and
parts of equipment to which the layman would
not give a passing thought—all are being given
the minutest and most detailed attention by in-
ventors.

Using the Gyroscope

Some inventors have been working upon the
monorail. It has the advantages of low capital
outlay and low cost of maintenance, lessening of
friction and increase of speed for the same power,
and reduction of danger of derailments due to
spreading rails, switch troubles, curves, and so
forth. The car body is mounted on trucks, the
wheels of which are all placed in the same
straight line, to enable the car to be run upon a
single rail. The essential point in the construc-
tion of the car is the presence of two heavy fly-
wheels pivoted horizontally and run in opposite
directions at high rates of speed. The gyroscopic
action of these wheels keeps the car in an up-
right position whether it is traversing the single
rail, rounding sharp curves, or at rest. The
equilibrium of the car is also maintained when the
full load is suddenly shifted. The whole idea
of this car is seemingly in defiance of the law of
gravity, for its center of mass is far above its
point of support.
Many patents are granted on devices that affect

the car construction, control, roadbed and general
equipment of our big interurban electric lines,
which attain high speeds for comparatively short
distances.

Solving Transportation Problems

In our large cities subway trains are making
forty-five miles an hour beneath our feet; ele-
vated trains are speeding above our heads; ex-
press elevators are running up to fifty stories
at the rate of 700 feet a minute. All make de-
mands upon the highest inventive and engineer-
ing skill and knowledge. The same is true in
automobile construction and improvement.
In the perfection of this means of facile trans-

portation we can get a glimpse of the mode in
which the modern inventor works. Employed by
a big corporation, he, a scientist and engineer,
works to a definite end in a suitable laboratory
or workroom with every facility and resource
of the concern at his service.
On sea, the demands for speed and efficiency

are being met through the more effective utiliza-
tion of steam and by means of the internal com-
bustion engine, although the latter is yet in its
infancy as regards marine work.
The tremendous reciprocating marine steam

engines seem to have reached the limit of their
efficiency and power, and inventors have turned
their attention to the turbine.
The commercially successful stationary turbine

of to-day, an extremely high speed machine mak-
ing two and three thousand revolutions a minute,
is too fast for marine work. This disadvantage
shows itself in the results obtained with the
modern screw propeller. Every propeller has
a critical speed at which its efficiency is greatest,
and beyond which its efficiency rapidly decreases.
This critical propeller speed is much below that
to which the turbine is best adapted.
This necessity for speed reduction, in the ratio

of five or six to one, involves gearing problems
of a complex nature on account of the high speeds
and magnitude of power transmitted. Lower
speeds for the turbine itself or the invention of
some trustworthy intermediary to step-down the
marvelous speed will be needed.
Already, when working at high speeds, the

turbine is the superior of the reciprocating en-
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gine as regards the consumption of fuel, space,
water and oil, as well as attendant human labor.
With possibilities even surpassing those of the
powerful swift-revolving steam-turbine is the in-
ternal combustion engine, utilizing a liquid fuel,
such as gasoline or alcohol. Here seems to be
that desideratum of ages—fuel direct to power
without waste. Especially would such an engine
be valuable on shipboard, economizing storage
space and obviating the horrors of that marine
inferno, the stoke-hole.
Long as man has sought the sovereignty of the

air it is only within the last few years that any-
thing like sustained flight has been possible. It
it apparent now, however, that success has at-
tended the efforts of inventors of heavier-than-
air machines, and that we are to have at our
service a mode of swift transportation in a new
element. All that was lacking was the motive
power.
The demand was for a powerful, light-weight,

small and thoroughly trustworthy motor. The
internal combustion engine, invented and per-
fected through the more urgent demand for some
such power for the automobile, filled the require-
ments. So successful have been the inventor's ef-
forts that there are in use powerful gas engines
of sixteen cylinders which can be carried on the
back of a man.
The aeroplane's predecessor, the spherical bal-

loon, had long been successfully used for aerial
voyages, although entirely at the mercy of the
winds. Evolved from this as a starting point
was the cigar-shaped dirigible, with its enthusi-
astic inventors and their admirers divided into
three rival camps over the question of rigidity.
These monster ships of the air at present are
capable of lifting two or three tons in addition to
their own weight, and have a cruising radius of
two thousand miles at the rate of about thirty
miles an hour.
There are many inventors who believe that the

heavier-than-air machine will eventually super-
sede the dirigible in speed, safety and efficiency.
They argue on the principle that a machine to
navigate the air and cope with the vagaries of
air currents must be heavier than the air itself.
This seems to be borne out both in experiment
and in the study of nature. Nowhere in nature,
it has been maintained, do we see the use of any
gas or vapor lighter than air employed to sustain
the flight of animal life. On the contrary, we
find navigating the air insects, birds and bats,
which have bodies heavier than the air displaced,
some of them one hundred times as heavy.

Ships of the Air

In 1895 and 1896 the gliding feats of the un-
fortunate Lilienthal from the top of his artificially
built hill directed attention to the feasibility of
the heavier-than-air machine. But his untimely
death prevented him from developing his ideas.
To the experimental results of that gifted and
trained scientist, Samuel P. Langley, is due in a
large measure the present success of heavier-
than-air machines.
In the swift transference of our communica-

tions over land, under and over the sea and
through the air, our inventors have produced in-
struments working with the speed of light,
through that most subtle and mysterious of
agencies—electricity. The development of the
wire telephone and telegraph is not in its infancy.

It is in the wireless telegraph and telephone
development that the greatest progress has of
late been made. From the transmitting and re-
ceiving of communications a few miles apart to
the spanning of thousands of miles, inventors are
giving to the world wonderful opportunities for
the transmission of messages practically unhin-
dered by mountains, rivers, valleys, the seas,
snows, or storms.

Although depending upon the same general
principles, the wireless telephone differs greatly
from the wireless telegraph in details. In a meas-
ure the wireless telephone is the greater achieve-
ment, for whereas the wireless telegraph or the
radiotelegraph, as it is called abroad, transmits
messages by means of one unvarying tone, the
wireless telephone sends messages composed of
the many notes and tones of the human voice,
capable of being readily interpreted by the human
ear.
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W. W. Winship, 80 Years of Age, Celebrates Fiftieth Anniversary of His Busi-

ness Career—Treasury Agents Seize Laces—Cow Visits Cambridge Store.

News of Boston Retail Jewelry Trade

Jason Weiler, the jeweler of 384 Washington July for repairs and to get in readiness for fall

Street, with his wife, has left Boston for Europe manufacturing.
to arrange for his fall and winter season dia- H. B. Burnham makes daily trips as a corn-

mond importations. He sailed from New York muter to and from his beautiful summer home

on the North German Lloyd steamer Bremen, at Georgetown, Mass. Mr. Burnham, who is

and before visiting European diamond dealers president and treasurer of the Ripley Howland

will tour for pleasure the principal cities on the Mfg. Co., says he enjoys it very much.

Continent. He made the remark before he went Joseph I. Foley was drawn to serve on the

that his present agencies in Antwerp and Paris Grand Jury during the coming term.
had been so taxed in supplying diamonds that he Arthur G. Mansur, of Burlington, Vt., was a

would be obliged to establish wider connections recent visitor in Boston, buying up some diamonds.

in diamond centers in Europe. Mr. Mansur recently bought out the kodak and

W. W. Winship, 71 Summer Street, Boston, art goods business of L. G. Burnham, who had

Mass., is a representative of the old school of a store next to his own. Mr. Mansur has leased

trunk makers, having passed the half century the building and has had the store refitted and

mark in his business career and to-day, at the a new front put in.
age of 8o, is taking a keen interest in its prosper-
ity. With Mr. Winship are associated three sons,
Albert W., who is in charge of the factory at
Utica, N. Y., formerly located in South Boston,
and which is run under the name of W. W. Win-
ship & Sons Co.; Stephen E. and Walter W., both
of whom are to be found about the Summer
Street store, or in the factory for special order
work and repairing, operated on the top floor of
69-71-73 Summer Street. Mr. Winship was born
in 1831 and entered the employ of his brother,
Henry A., in 1848, continuing until 186o, when
he started in business for himself. A year later
he formed a partnership with Samuel Easter, the
firm name being Easter & Winship. This firm
continued until 1873, when Mr. Winship withdrew
and started for himself at 20 Elm Street, opposite
the old stand. A year later, owing to business
reverses of his former partner, he was able to
take over the stock and fixtures of the firm lie
had withdrawn from the year previous, and he
moved back to the old store. He continued here
until about 1898, when a diversion of the retail
district to upper Washington and Summer Streets,
incident to the opening of the new South Station,
induced him to locate at 71 Summer Street. The
improvement in trade caused the giving of special
attention to fine retail trade, and this to-day is one
of the strong features of the establishment. Mr.
Winship is a resident of Malden.

Ex-Governor, Off for Europe, Given Ovation

Curtis Guild, who sailed for Europe July 1st to
take up his work as ambassador to the Court of
Russia, was given an ovation previous to his
departure at the Puritan Club. The feature of
the occasion was the presentation of a magnifi-
cent silver case and tray bearing the inscription,
"Presented to Curtis Guild by the members of the
Puritan Club, June 20, 1911."
Several hundred dollars worth of fine laces and

coral were seized by Special Treasury Agents
Harney and Rinalli on board the White Star liner
Canopic shortly after her arrival here from
Mediterranean ports. The goods were found
among the effects of members of the crew, and
as the latter were unable to explain they were
taken to the appraiser's stores for valuation. For
some time reports of smuggling aboard Mediter-
ranean ships have been reaching the customs of-
ficials, and it was decided to search the incoming
vessels. Hundreds of Swiss watches have been
smuggled into this port by collusion on the part
of steerage passengers and the customs officials
have decided to use strenuous methods until the
practice is stopped.
Rowland F. Allen, of San Francisco, Cal.,

recently visited Boston. Mr. Allen is the presi-
dent of the Nordman Bros. Co. and of the Mor-
gan & Allen Co., as well as of the Jewelers'
Building Co., of the Pacific Coast city.
Governor Foss, of Massachusetts, has received

from the Italian Government a silver medal in
recognition of the assistance rendered by Massa-
chusetts to those made homeless by the earth-
quake in Sicily and Calabria in December, x9o8.
The Woodman Cook Co., of Portland, Maine,

closed their factory during the first week in

Much Activity in Local Trade

The Tuttle Silver Co., of 21 Bromfield Street,
Boston, was kept very busy in making prize cups
and trophies for the recent holiday events.
Robert J. Gordon and Miss Yerxa, of Win-

throp, Mass., were recently united in marriage in
the Church of the Messiah, Boston. Mr. Gordon
is a salesman for the Ripley-Howland Mfg. Co.,
Boston.
William L. Russell and S. G. Brooks & Son

were kept quite busy in filling orders for prize
cups before the recent holiday. These jewelers
are in Roxbury, which held a large Roxbury Day
celebration on July 4th.
The many friends of Miss Theresa Martin,

bookkeeper for the New England Jewelers, will
be glad to hear that she is improving.
Mr. and Mrs. George V. Turgeon, of Lewiston,

Maine, recently made the long tour by auto from
that city to Boston.
The many friends of Superintendent William

J. Elton, of the E. Howard Clock Co.'s factory
in Roxbury, extend their sympathy in his recent
bereavement in the loss of his brother.
George E. Horner, of 45 Winter Street, Bos-

ton, recently went with a party of Knights
Templar that went to Crawford Notch in the
White Mountains and Mt. Washington for the
annual St. John's day pilgrimage of Boston Com-
mandery.
Charles W. Finlay and F. S. Sherry recently

took an auto ride of 150 miles from .Boston to
New Bedford and Fairhaven. The run was made
in Mr. Finlay's touring car and was made in ex-
cellent time.
William H. Prescott, head of the clock depart-

ment of the Smith-Patterson Co., was in Wor-
cester recently as the guest of the Fifty-seventh
Massachusetts Volunteers, his father's Civil War
regiment.

J. C. Batchelder, of the Smith-Patterson Co.,
and H. H. Martin, head of the wholesale cut
glass and china department, were in Meriden,
Conn., recently on a buying trip, and Mr. Martin
went to New York, where he added new lines for
the season's trade.

I. Fish has moved to the fifth floor of the
Ballard Building, in Room 514. Mr. Fish was
formerly on the fourth floor.
A baseball nine has been organized by the em-

ployees of Bigelow-Kennard & Co. A good many
games are expected to be played during the sum-
mer on Saturday afternoons.

Yachting Cup on Display in Window

One of the finest pieces of silversmithing ever
turned out in Boston is the zoo oz. cup recently
on exhibition in the Summer Street window of
H. Shuman & Co.'s establishment, at Shuman
Corner. It is the City of Boston $500 sterling
silver trophy for the Boston-Bermuda race for
sailing yachts. The trophy stands 18 inches high
and is 24 inches across the handles. It is orna-
mented with Easter lilies, emblematic of Ber-
muda, and golden rod, emblematic of the United
States. On a panel are two racing schooner
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yachts, the opposite panel to bear names of the
winning yacht and her owner. The handles of
the bowl are two victories with outstretched
wreaths, the bowl being supported by four dol-
phins on a four-cornered base of silver, the
whole resting on an ebony plinth bearing crossed
flags of the Boston Yacht Club and the St.. George
Yacht Club of Bermuda. The race has been de-
clared off on account of the lack of entries, so the
handsome trophy goes a-begging. It is probable
that it will be offered sometime in the fall for
fishermen's races or for some special race for
large yachts.
An inventory of the goods stolen from the

Frank L. Howes residence at 26 Still Street,
Brookline, early on the morning of June 8th has
just been sent out by the Brookline police to the
police of neighboring cities, showing that the
jewelry and silverware stolen at that time was
worth between $5000 and $1o,000, fifty-five dia-
monds and two rubies being among the pilfered
property. The burglary was a particularly daring
one, the larger pieces of silverware on the lower
floor of the house being found by the inmates
wrapped up in valuable rugs. The burglars were
frightened from the house by some unknown
cause. At the time of the haul Mrs. Howes and
a domestic heard the burglars at their work, but
thinking that Mr. Howes might meet with some
accident Mrs. Howes did not arouse her husband.

Cow in Jewelry Store

The stenographer girl in Colburn's jewelry
store at Harvard Square, Cambridge, was tran-
scribing notes one day recently when she heard a
"Moo I" behind. her. This form of dictation being
new in Harvard Square the girl glanced up and
beheld a perfectly regular cow in the main aisle
of the store, leaning carelessly against a show
case filled with diamonds, etc. It appears that
C. M. Grover, of Cliftondale, chose that .day to
escort a herd of cows to Brighton abbatoir, via
Harvard Square. One of Colburn's clerks had
hosed off the store sidewalk. The cows noticed
the coolness and strayed thither, one walking
right into the store. This led to the episode of
the stenographer girl. A second cow entered the
store. Two cows make a crowd in a jewelry
store. The male clerks grasped the first cow
by the nose and tail, twisting the latter and pinch-
ing the former till both bossies went out the way
they came in. In going out one of the cows
kicked over a show case.
A beautiful coronation gift for the King, in

the form of a bread basket valued at Woo, was
made in the Hamilton (Ont.) factory of the In-
ternational Silver Co., and was shipped from
Hamilton, arriving in New York just in time to
be sent to England on the Lusitania, the last
ship to sail in time for the coronation. The
bread basket is the gift of the Connecticut Wheat
Growers' Association.

Christian Lund, Thomaston, Conn., has opened
a store of his own at Seymour, Conn. Mr. Lund
is an expert watch and clock worker, and was
connected with the Seth Thomas Clock Co., of
Thomaston, Conn.

J. W. Collins has opened a new store at 413A
Highland Avenue, Somerville, Mass.
W. H. Fickett, of Concord, N. H., has opened

a new store in that city a few doors from the
Derby Jewelry Co., where he was employed re-
cently, having resigned to take up the business
himself.

New Idea in Wedding Gifts

Some of the new wedding gifts that have been
sold by the Boston jewelers were embroidery
hoops, the outer one of silver, the inner one of
satinwood. These made unique gifts to the girl
who does any kind of embroidery during the
leisure summer hours.

Twenty-five girl operatives of the Waltham
Watch Company were severly shaken up recently
when the barge in which they were riding to their
dinner in Waltham was struck by an auto at
the corner of Moody and Crescent Streets, Wal-
tham. George C. Wilson, a Waltham contractor,
who was driving the auto was cut and bruised.
None of the girls was injured.
Mrs. Carl Neumond, daughter of the late E. H.

Cowans, who came to this country from her

(Continued on page 12811)
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Bigger Profits and
Follow in the Wake

Why
Q. C. Rings

Should Appeal to You

Because they seriously interest people by reason of their
rare beauty and unmistakable evidence of high-class mate-

rials and fine workmanship.
Because they yield a splendid margin and sell rapidly.

Because our good-as-gold guarantee clinches your sales. There
is no risk on your part—we assume it all.

Because the satisfaction they will give causes your customers to
send their friends to your store for more Q. C. Rings.

Because you are protected absolutely against slow-selling stock,
as you have the privilege of exchanging any rings you choose,
for any others you may select, of the same value.

Because we help you liberally through a large National
Advertising campaign in The Saturday Evening Post,
Woman's World, etc. Look for our big full-page
display in The Saturday Evening Post of July
22nd. Also with free printed matter to dis-

tribute, a handsome brass sign, a window
display platform, and other

valuable selling helps.
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Pleased Customers
of Q. C. RINGS

Why
Q. C. Rings

Should Appeal to
Your Customers

Because Q. C. Rings look as if they cost twice the price

asked for them.

Because our more than 2000 designs include all that is the

latest and most popular in the designer's art.

Because the settings are selected stones, chosen with great care

on account of their handsome coloring.

Because your customers are delighted with the black-and-
white guarantee we enable you to give with each ring you
sell. This guarantee positively insures against lost set-
tings (except diamonds) for any number of years
after the ring was purchased.

Because they will retain their beauty and
give lasting satisfaction.

QUEEN CITY RING MFG. CO. 
BD ijE PFAF RATLMOEI NNT. 

Y.

QUEEN
CITY RING
MFG. CO.
Department A

Buffalo, N. Y.

Would like to receive com-

plete details of your proposition

and have you hold open the ex-

clusive agency in this territory until

you hear from me further.

DICame  

• Address  
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DENVER

Local Retailers Vote State Convention a Great Success—Jewelry Store Dam-
aged by Water—Changes in the Personnel of Local Companies—News
of Denver Trade

The Colorado retail jewelers' convention, held
here June 27th and 28th, proved a great success
throughout and everyone attending claimed they
had profited very much when it was brought to
a close. The following officers were elected for
the ensuing year : President, A. J. Stark, of Den-
ver; vice-president L. F. Hall, of Trinidad; sec-
retary, J. C. Bloom, of Denver; treasurer, Fred
Syman, of Denver; chairman of executive com-
mittee, D. J. Kraemer, of Salida, Colo. L. F.
Hall, A. J. Stark and E. F. Allen were elected as
delegates to attend the national convention in
Richmond, Va. Pueblo was chosen as the meet-
ing place for 1912.
The Hoffman Jewelry Case Co. has just com-

pleted putting on a new addition to the present
quarters and are in much better shape now to
handle their business, which has been steadily
growing with them.
Joseph Hamilton, of the W. W. Hamilton

Jewelry Co., is back at his work after a very long
and severe sickness. H. L. McLaughlin, with the
above firm, has just left for an extensive trip
to the Coast and Northwest.
Roy L. Smith, of Delta, Colo., was in the city

last week to meet his wife and child, who .were
returning from a visit to the East.

J. I. Hansen, of Denver, was called very sud-
denly East on account of the illness of his mother,
who is said to be in a very critical condition. 0.
Hobericht is managing his store during his ab-
sence.
Ed Kleiger is now working for himself, having

quarters with the Brilliant Jewelry Co. Mr.
Kleiger was formerly with H. B. Kortz.
Franklin Hardinge and wife, of Hardinge

Bros., Chicago, have been spending several days
in Denver enjoying the cool weather and the
mountains.
Al Swanson, the South Denver jeweler, has

just received the agency for the Eastman Kodak
for that section of the city and will no doubt
build up a fine trade combining this with his
jewelry.
Fred Syman, of Syman Bros., has left the city

for a few days for a little recreation.
The Enterprise Jewelry Co. are making a very

beautiful and elaborate display of Bonita-Ora-
Loga ware (meaning beautiful gold china) and
attracting much attention.

Out of Town Callers

The following out-of-town jewelers were in
the city this month: I. C. Dunn, Victor; E. L.
Allen, Trinidad; L. H. Hall, Trinidad; Henry
Miller, Lyons; D. J. Kreamer, Salida; John
Rushiner, Pueblo; W. H. Brannan, Loveland;
0. B. Meilia, Loveland; H. H. Thurlby, Greeley;
Joseph Bitterly, of A. W. Snyder, Victor; Alvin
Herman, Brighton; E. L. Peiser, Glenwood
Springs; William Pearson, Louisville; L. E.
Gardner, Longmont; V. E. Blake, with C. C.
Stone & Co., of Fort Collins; S. Rudman, of
Cripple Creek ; Matt Bokula, of Baisch Jewelry
Co., Telluride.
August H. Hoffman, manager of the Hoffman

Jewelry Case Co., is back at his desk after a four
months' illness. Mr. Hoffman was taken down
with pneumonia upon his return from a buying
trip East and this was followed by a complication
of troubles which necessitated an operation. Mr.
Hoffman wishes, through THE KEYSTONE, to
thank his many friends and creditors for their
kindness to him during his illness.
C. B. Lewis, of the Lewis Jewelers' Supply Co.,

spent a few days fishing this month near Lyons,
Colo.
Mrs. J. W. Edmonds, of the Edmonds Jewelry

Co., of Salt Lake, spent a few days in Denver,
combining business and pleasure.

Henry Curtis, of Littleton, Colo., is now lo-
cated in his new quarters, which are far su-
perior to the old in every way, and has added
several new fixtures and trimmings.
The Newtons Collateral Loan Co., now located

ht '1610 Curtis Street, is fitting up a fine new
store at 1527 Arapahoe Street, in the new Burke
Building, which has just been completed. They
expect to occupy these quarters in a very few
days.

'i he Crown Mfg. Co. since moving into its
new location in the Foster Building, has entirely
remodeled the establishment and has just corn-
pleted the installation of new mahogany fixtures,
which makes its quarters one of the handsomest
in this section.
Harry Hellerstein, of 925 Fifteenth Street, was

robbed Tuesday, June 20th, in broad daylight of
about $50 in rings and a valuable gold watch
which had been left for repairs. His department
occupies half of a store building, the other half
being occupied by another line of business. He
stepped out of his store in the afternoon and
during his absence some one entered the back of
the store and made away with the goods. No
trace of them has been found as yet.
George Reinhart, a well-known jeweler at 2051

Lorimer Street, has been suffering from a very
peculiar accident. While attempting to open a
joint on a bar pin he was mending a steel brooch
which he was using slipped and entered the palm
of his hand, snapping off short. He has had sev-
eral pieces of it removed so far, but it is still
causing him a great deal of trouble.
Thomams P. Hillabold, bookkeeper of the First

National Bank of Pueblo, and son of Charles S.
Hillabold, optician, with W. D. Mount, of that
city, was drowned in Lake Minnequa while in
bathing. Several of his party rowed beyond the
boundary in a boat and he was the first one in
the water. He became entangled in the seaweed
and was drawn under before his comrades could
save him and was dead when they finally got him
out.
The jewelry store of H. B. Kortz, 931 Fifteenth

Street, was somewhat damaged by water and
smoke, caused by a fire starting from the ex-
plosion of a gasoline stove in the Western Wine
Co.'s store. The flames were soon extinguished,
but not until a great deal of damage had been
done. The door of Kortz's store was totally
destroyed by breaking down and some of the
stock was badly smoked up and water-soaked.
The loss is entirely covered by insurance.
George Hirt, of the Denver Watch Case Co.,

is enjoying an extensive trip in Switzerland. This
is Mr. Hirt's old home, but it has been thirty
years since he has seen it.
The jewelry store formerly owned by M.

O'Keefe has been incorporated under the State
laws. The new officers are M. O'Keefe, Wolf
Hansen and Walter Kerwin.
George Smyth, for the past several years of

Denver, has opened up a fine new jewelry store in
Idaho Springs and reports the outlook fine.
E. R. Fisher, of the Fisher Jewelry Co., of

Pueblo, was in the city last week and purchased
a fine new auto.
John A. Nelson, of the W. W. Hamilton

Jewelry Co., is spending his vacation in Geneva,

The Raymond Jewelry Co., at 426 Sixteenth
Street, formerly owned by H. B. Kortz, has been
sold to Morris and Harry Berry, two brothers
from the East. The store was sold for $9082,
paid in full with Denver real estate. The new-
comers have a clear title to the store. The deal
was closed July 7th. Business will continue under
the same name.
A deal has just been closed with the H. L.

Kortz Jewelry Co., of 805 Fifteenth Street, mak-
ing H. Zalinsky president and J. Zalinsky secre-
tary and treasurer. Business will continue under
the name of H. L. Kortz Jewelry Co.
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Unique Show Window Attracts Many to Svejda
Bros.' Store—Advance Notices of Richmond
Convention Received by Local Jewelers.
News of Baltimore Trade.

A show window display that is good for sales
averaging $20 per day is especially valuable, and
that is what Svejda Bros., 2024 Ashland avenue,
have. For the few years these Bohemian boys
have been in this country they have devoted their
windows to stock that produces sales averaging
from $100 to $125 per week. The stock is of the
class which sells at low prices but leaves a good
profit. The secret of the Svejdas' success with
this stock lies largely in their infallible judgment
as to what their class of custom wants. They
make a practice, too, of buying only when the
drummers want to sell worse than they want to
buy. Their orders on the smaller goods average
from $200 to $500 at a clip, depending upon what
the boys know their customers want. The articles
are offered at about as near the regular cost
price as a retailer ever gets, and sell like the
proverbial hot cakes as soon as they are displayed.
The window display is mighty good and the char-
acter of the stock produces a color effect some-
what like the rainbow. One selling price is the
rule. In a recent window display were noticed
green, yellow, purple and fancy sapphires, spinel,
asteria, topaz, garnet, toumaline, beryl, enclase,
olivine, chrysolite, phenakite, emerald, jacinth,
chrysoberyl, amethyst, iolite, turquoise, moon-
stone, opal, and perhaps a dozen others.

Jeweler's Auto Burned

Jacob Levi, of the New York Loan Office, who
is as expert in his judgment of autos as of dia-
monds, lost his Oldsmobile by fire recently.
While his mechanic was putting on a few seraphic
touches to the final sponging a passer threw a
match into some of the waste gasoline and a few
minutes later the expensive car was in ashes.

J. Frank Shirey .& Co., the supply men at 783
West Baltimore street, among other improve-
ments have installed a Gordon printing press, and
hereafter will be entirely independent of the box
manufacturers. This firm practically controls the
trade of the Cumberland and Shenandoah Valleys,
and is successfully invading what has always been
considered Pittsburg territory.
Louis Berman, of the Cut-Rate Optical Com-

pany, 309 North Eutaw street, is spending July
at Old Point, Ocean View, Virginia Beach and
Norfolk, Va.
M. D. Paul, manufacturing jeweler, has re-

moved from the Home Bank building, Baltimore
and High streets, to more commodious and con-
venient quarters at 1020 East Baltimore street.
Pinto Bros., 309 North Eutaw street, though

only in business for three months, have already
added more fixtures, furnishings and stock. The
brothers are making a feature of window display
for the purpose of attracting new trade to the
store, especially that of those women from the
Madison avenue district who have to pass the
Pinto doors on the way to the big department
stores.

Isaac L. Livingstone, 626 East Baltimore street,
Who has conducted a pawnbroker's sales store for
the past three years, has taken out a regular
pawnbroker's lic2nse.
The show place of North Gay street is that

of Gescheider Bros., who bought out the old-
established store of Frank Persolin a few years
ago. This store is, perhaps, one of the oldest
and best established of any jewelry store in East
Baltimore, and is known among drummers as
one of the principal buyers in the city. The
optical business of this store is a big item.

Changes in Baltimore Street District

The jewelry salesmen from New York whose
business occasionally compels them to stop off in
Baltimore, will discover a great many changes
this fall in the Baltimore street district. With
the erection of the Emerson Hotel on the site
of the old Baltimore & Ohio building, the last
vestige of the great fire has been removed.
The jewelry trade of Baltimore has certainly

(continued on page 1289)
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ST. LOUIS

Local Jewelers Interested in the Crop Situation—Police Capture Well-known
Crook—Many Local Jewelers Off for Europe—Two New Firms Incor-
porate—News of St. Louis Trade

St. Louis, Mo., July 5.—The great event in
business conditions is the true state of the crop
situation throughout these parts. Reports have
been very favorable but we have had excessively
hot weather, and while this has been interspersed
with rains, the question is, have we had enough
rain ? At the present time the belief exists that
crops are in good shape, but that we must have
good rains at proper intervals in order that they
may be harvested.
In John Gibson, who is serving a six months'

sentence in the workhouse for grand larceny, the
St. Louis police say they have learned that they
have been dealing with one of the cleverest crooks
in the country. They say he is wanted for a
$10,000 diamond robbery at Steubenville, Ohio.
He is also wanted for other robberies.

Arrest Check Forger

Barney Atgerhouse has been arrested here,
charged with passing forged checks. Three
jewelers are among his victims. His system of
operation has been to buy an article from a jew-
eler or other tradesman, tender a check, explain-
ing that it was his week's salary, receive the
change, take the purchase with him if small
enough to carry, and dispose of it. If the article
was too heavy to carry he left a false address
for delivery.
S. H. Bauman, president of the Bauman-Massa

Jewelry Co., will return July 20th from a six
weeks' trip to Europe. Max Bauman, with this
firm, will leave July 15th on a two weeks' trip
to the Michigan lake resorts. He will be accom-
panied by his wife. The travelers will leave as
follows : F. L. Jaccard, July loth, for a long trip
through Texas and Louisiana; Joseph Auer, July
15th, for a long trip through the South ; Charles
Welzmiller, July 15th, for a long trip through
Missouri, Arkansas and Oklahoma; S. L. Loewen-
stein, July loth, for a long trip through Missouri,
Arkansas and Illinois; W. E. Susong, July 15th,
Ifoowr aa. long trip through northern Missouri and

W. F. Wilmes, Aller-Wilmes Jewelry Co., left
July 2d for a two months' trip through Missouri,
Kansas and Oklahoma. W. J. Beard, same firm,
has gone on a two months' trip through Missouri,
Illinois and Nebraska. H. M. Hubbard left on
July 5th on a three months' trip through Texas,
and E. H. Blust on a month's trip through Illinois.
The traveling force of the Weidlich Jewelry

Co. are now on their trips as follows : Lawrence
Oberting, five weeks through Missouri ; Ervin
Hurst, five weeks through Texas; Joe Hummel,
one month through Illinois; Mr. Garcia, long
trip through the South, and Mr. Tripple, one
month through Arkansas.
Henry Hines, traveler for the Weidlich Bros.

Mfg. Co., has gone on a month's trip through the
West.
A. L. Bauman, president of the L. Bauman

Jewelry Co., spent the Fourth of July holidays
at Kansas City on business and pleasure. F. J.
Bross, traveler for this firm, leaves July 15th on
a two months' trip through Illinois, southeast Mis-
souri and Arkansas.

Many Away on Vacations

C. M. Fairley, traveler for the Hoyt Jewelry
Co., left July 3d on a three months' trip through
Texas. I. T. Fuller, same firm, left July 5th on
a two months' trip through Kansas. F. W. Hoyt,
president of this firm, will leave about July 15th
on a two months' trip through Oklahoma.
Miss Clara Meckfessel, with the Hoyt Jewelry

Co., left July 5th on a two weeks' trip to Atlantic
City, N. J.
Chester Buschman, president of the Gerber-

Buschman Silver and Cutlery Co., returned July
Toth from spending a week at Piasa Bluffs, Ill.
He was accompanied by his family. E. Puellman,
traveler for this firm, leaves. July 15th .on a four
months' western trip. Charles Ens, also traveler

for this firm, leaves July 15th on a two weeks'
trip through Illinois. The firm has been present-
ing their friends and customers with a handsome
leather bill book.
L. A. Fassett, Weiss & Fassett, left July loth

for New York, from which point he sails on the
Red Star Liner Lap/and July r5th for a five
weeks' business trip to Europe.

Jewelers Active in Export Association

Goodman King, president of the Mermod, Jac-
card & King Jewelry Co., has been elected a
member of the executive council of the St. Louis
Manufacturers' and Export Association, which
was formed by the merging of the Missouri
Manufacturers' Association and the Latin-Ameri-
can and Foreign Trade Association. Mr. King
left July 8th on a ten weeks' busness and pleasure
trip to Europe.
E. A. Cosgrove, formerly connected with the

William Barr Drygoods Co., has been made sales
manager of the Mermod, Jaccard & king
Jewelry Co. Harry Leighton, salesman for this
firm, is spending the month of July at Atlantic
City, N. J. Charles H. Buettner, also salesman
for this firm, is spending two weeks vacation in
Kansas. William A. Boehm, also salesman for
this firm, is making a month's trip to points on
the Pacific Coast.
The Mermod, Jaccard & King Jewelry Co. re-

cently had on window exhibition twenty-five
handsome silver cups which they manufactured
for the annual boat races of the Peoria Motor
Boat Association. They also had a fine display
of the twelve silver cups and fifty medals which
they manufactured for the Southwestern Ama-
teur Rowing Association, of this city.
F. L. Steiner, secretary of the St. Louis Clock

and Silverware Co., has been spending ten days
at Okawville, Ill., with his family.

J. K. Venable, traveler for the Marschmeyer-
Richards Silver Co., left July 3d on a four
months' western trip. E. A. Schoenle, traveler
for the same firm, left July 8th on a four months'
trip to the Pacific Coast.
W. F. Kemper has purchased the interests of

J. I. Gutfreund in the Gutfreund-Kemper Supply
Co. and will continue the busienss at the same
location. J. E. Riley, traveler for this firm, will
leave July 15th to spend two weeks' vacation at
his old home, Marietta, Ohio.
S. E. Bamber, secretary of the Hess & Culbert-

son Jewelry Co., returned June 30th from a ten
days' trip to Philadelphia, Atlantic City, N. J.,
and New York. S. D. Culbertson, vice-president
of this firm, leaves July t8th for a six weeks' va-
cation, which will be spent at Walloon Lake,
Mich.

Attend Balloon Races

J. J. Hagen, assistant manager of the F. W.
Drosten Jewelry Co., returned July 12th from a
few days' trip to Kansas City, where he went with
a delegation of the Million Population Club, of
this city, to attend the elimination balloon races,
the club having a balloon entered. E. J. Pour-
sene, silver buyer for this firm, accompanied by
his wife, is spending two weeks' vacation at Lake
Minnetonka, Minn. E. W. Bornmueller, sales-
man for this concern, left on the Shriners'
special train July 9th to attend the annual con-
vention of that organization to be held in Roch-
ester, N. Y.; beginning July loth. He will also
visit the Adirondacks, being away about three
weeks.
FIerman Mauch, the Franklin Avenue jeweler,

left July 9th on the Shriners' special train to the
annual convention of that organization, beginning
July loth. He is accompanied by his wife and
will visit a number of the eastern resorts.
The E. F. Drinker Silver Co. have opened for

business on the third floor of the Equitable Build-
ing.
Ralph Loewenstein, of the R. Loewenstein
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Jewelry Co., left July 2d on a two weeks' trip
through the South.
C. Perley Hutchinson, vice-president of the

Whelan-Aehle-Hutchinson Jewelry Co., is now on
a two weeks' vacation. John A. Gerts, of the re-
pair department of the same firm, is also on a two
weeks' vacation. William C. Hines, salesman for
this firm, returned recently from a three months'
tour of Europe. He made quite a stop in Geneva,
Switzerland, visiting the watch factories.
F. B. Owells, formerly of Chicago, has accepted

a position as watchmaker for the Hess & Culbert-
son Jewelry Co.

Practically all the jewelry manufacturing es-
tablishments closed here from 12 o'clock noon
Saturday, July 1st, to Wednesday morning, July
5th.
Raymond Burkhardt Vance, who was recently

sentenced to one year in the workhouse here for
defrauding jewelry houses of diamonds, escaped
on June 28th. He was a sick patient in the
workhouse hospital at the time.
Morris Eisenstadt, president of the Eisenstadt

Mfg. Co., left on Saturday, July 8th, as a dele-
gate from the local lodge of the Elks, of which
he is Exalted Ruler, to the Grand Lodge of this
organization, which convenes at Atlantic City,
N. J., July loth, tith, 12th and 13th. He will be
away two weeks. J. G. W. Schoenthaler, secre-
tary of this company, returned recently from a
ten days' fishing trip down in southeast Missouri.
A. G. Pape, formerly with King & Eisele, Buf-

falo, N. Y., has accepted a position as traveler
for the Eisenstadt Mfg. Co. and will represent
them in the States of Kentucky, Tennessee, Mis-
sissippi, Alabama and Georgia.

Gallant Bros. have opened a jewelry store at
Fourteenth and Market Streets.
In the suit of the Gauen Jewelry Co. against

C. F. Gauen, for an accounting, a motion has been
sustained by Circuit Judge Homer, requiring the
plaintiff company to make his petition more
definite and certain.

Two New Incorporations

The Stumpf Jewelry Co., of St. Louis, has been
incorporated with a capital stock of $5o,000, fully
paid. Incorporators: George R. Stumpf, 488
shares; Marie Stumpf, 5 shares; David C. Engel-
man and Henry D. Kirk, 2 shares each; Erwin N.
Guerdan, William Mahne and Ella B. Dean,
share each. To do a general wholesale and retail
jewelry business.
The Imperial Clock Co., of St. Louis, has been

incorporated with a capital stock of $too,000.
Incorporators : Peter H. Huck, G. Carlander,
R. E. Hayes. This concern has recently bought
ground at 3419-21 Rutger Street for a factory
which it will build, removing its plant from Gran-
ite City, Ill., to St. Louis, when completed. This
company manufactures clocks which run without
winding, by a storage battery.
F. W. Baier, who has been conducting an auc-

tion of his stock at his store in the Wright Build-
ing, has accepted a position with William Loeffel
& Sons.
George L. Jacoby, watchmaker with John F.

Zeitler & Sons, was recently married to Miss
Eloie Hirt, of this city.
The Harris-Goldman Diamond Importing Co.

had a formal opening recently of their handsome
remodeled quarters in the Commercial Building.
Mr. Harris is contemplating a trip to Europe
soon.

J. W. Cary, of J. W. Cary & Co., returned re-
cently from a two months' pleasure trip East,
which comprised a visit to his old home in Con-
necticut, points in Rhode Island, New York and
Philadelphia. He will leave shortly to spend
the balance of the summer at his summer resi-
dence at Harbor Beach, Mich.
In the Blankenmeister-Oberting Jewelry Co.

case, in Circuit Judge Grimm's Court, several
creditors have entered their voluntary appearance
and summonses have been ordered to issue for
all creditors who have not entered their appear-
ance.

J. J. Burke, president of the Brooks Jewelry
and Optical Co., returned recently from a short
business trip to Chicago.
The S. L. Bauman Diamond Co. has filed two

suits in New Orleans against Jacob Segen, of
(Continued on page 1262)
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Enthusiastic Welcome Given President Taft on
His Visit July 4th—Indianapolis Trade Asso-
ciation to Hold Buyers' Meet—Merchants'
Association Active Against Auction Sales—
News of Indianapolis Jewelry Trade.

Indianapolis gave President Taft an enthusi-
astic welcome when he visited the city July 4th.
Despite the intense heat, the vast crowds that
greeted him, and the breakfast, luncheon and re-
ception tendered him, the President stood the
weather splendidly. He reviewed the school
childrens' parade, the head-on collision gotten up
for his benefit by the railway men, and bestowed
praise on the "safe and sane" celebration.

J. E. Reagan, general manager of the Baldwin-
Miller Co., left June 27th with his family for
their summer home at Ludington, Mich.
John T. Gardner, traveling representative for

the Baldwin-Miller Co., has returned from a
vacation spent in visiting various points of inter-
est in the East, and is once more on the road with
the "biggest and best line" he has ever shown.
Mr. and Mrs. Charles B. Dyer are having a

fine trip East. Washington, D. C., Norfolk, New
York and an ocean trip down the coast are some
of the places they are visiting.

Charles Murphy, watchmaker for several years
with Geo. S. Kern, on North Meridian Street, has
opened a place of his own on the fifth floor of
the I. 0. 0. F. Building. In the fall Mr. Murphy
will add a stock of jewelry.

To Hold Buyers' Meet

The Indianapolis Trade Association has corn-
pleted arrangements for a "Buyers' Meet," July
rth to 14th. It will be during the Grand Cir-

cuit races.
A. R. Johnson, formerly of this city, but more

recently from California, has taken a position
with L. Critzer, trade watchmaker, in the State
Life Building.

J. C. Davenport, proprietor of the Best Plating
Company, 104 North Delaware Street, says that
hereafter he will devote his entire attention to
gold and silverplating. The firm has been con-
ducting a general plating business.
Edward J. Kappeler, 338 Indiana Avenue, has

made most excellent use of the quiet time during
the hot days of this month. His entire store, in-
side and out, has been refinished and redec-
orated. The front of the store has been given
an old mission finish that is very attractive.
Handsome new signs and a general touching up
has made the Kappeler jewelry store one of the
prize business places on the avenue.
J. J. McGary, of McGary's Universal Silver

and Jewelry Polish Co., of New York, was in
the city last week calling on the retail jewelers.
C. W. Lauer, Sr., George W. Keifner and

Alfred Phaud, all of C. W. Lauer & Company,
spent Fourth of July week on a hunting trip.
Leo Krauss, jeweler and diamond dealer on

North Illinois Street, left early this month for a
purchasing trip to New York.
A. P. Craft spent the hot days of the first of

this month in Wisconsin looking after the Optimo
Mines, in which he is a large stockholder. Dur-
ing his last trip to these mines Mr. Craft was
snowbound for several days.

Albert Gray, of Gray, Gribben & Gray, has
purchased a new motor boat and expects to take
a trip down White River.
Charles F. Artes, Sr., of Evansville, Ind., is

spending the heated term at the Northern Lakes.

Jewelers' Club Holds Meeting
The Evansville Jewelers' Club held its last

meeting, until cooler weather, June 26th.
The stork paid a visit to the home of Lon

Roberts, Veedersburg, Ind., July 2d and left a fine
9A-pound baby girl. Lon is receiving the con-
gratulations of his numerous trade friends, and
his father, H. A. Roberts, says : "I might just
as well give Lon a vacation now as I am unable
to keep him at the store."
H. N. Wood has removed his watch repair shop

from Medaryville, Ind., to Forest, Ind.
Jacob H. Griesser, manufacturing jeweler at

115 West Washington Street, is slowly recovering
from a recent sunstroke.
The Indianapolis Retail Merchants' Association

have been trying to stop so many auction sales.
Recently two jewelry auction sales were carried
on for several weeks.
L. M. Philbin, of Lafayette, Ind., has the launch

fever. He recently added a fine motor launch to
his boats, which are kept on the Wabash River.
John P. Mullally, jeweler and diamond mer-

chant on Monument Place, has been appointed a
member of Mayor Shanks' Advisory Commission.
Frank Marshall, of the jewelry firm of Fisher

& Marshall, Columbus, Ind., was recently married
to a popular young lady of Rushville, hid. After
a ihort wedding trip Mr. and Mrs. Marshall have
gone to housekeeping.

Albert Meseke, watchmaker with H. L. Rost,
Columbus, Ind., will spend his vacation, in
August, on Mr. Rost's beautiful farm a few
miles out of the city.
One of the oldest jewelry stores in Michigan

City, Ind., is that of the Becks Jewelry Co., 511
Franklin Street. The business was established
thirty-five years ago, but for the past five years
has been under the able management of Miss
Katherine Becks, who is a member of the execu-
tive committee of the Northern Indiana Jewelers'
Association. The Becks Jewelry Co. holds the
official inspectionship of several railroads and
also conducts an optical department. Miss Becks
is a registered optometrist.

Many Jewelers Taking Vacations
0. P. M. Squires, of Squires & Lay, LaPorte,

hid., enjoyed a two weeks' vacation last month.
He is secretary of the Indiana Retail Jewelers'
Association and says he needed a little rest before
he undertook the strenuous work that President
Mellor has laid out for him.

J. W. Thompson, Danville, Ind., reports a
heavy crop of paw-paws this season. The fruit
from this orchard is in demand in Chicago, New
York and even as far west as California. The
Thompson paw-paw grove is the only cultivated
one in the country.
Frank A. Kroetz, watchmaker with Arnold &

Company, Columbus, Ind., will spend his vacation,
in August, at his old home in Madison, Wis.
H. A. Roberts, of Veedersburg, Ind., "stopped

over trains" in Indianapolis on his return from
the optical meeting at Columbus. He had time
enough to do a little buying and shake hands
with some of his trade friends.
Ralph Clark, Anderson, hid., recently stopped

in Indianapolis long enough to get a new tire
put on his automobile. Mr. Clark was making
the trip to the lakes in his auto.

ST. LOUIS
(Continued from page 1261)

that place. One is for the recovery of $5598, al-
leged to be due on seven promissory notes, and
the other prays for a judgment declaring the dia-
mond company the sole owner of diamonds, sap-
phires, turquoise and ruby jewelry valued at
$roo9, now in possession of Segen on consign-
ment, and for an order commanding Segen to
deliver the jewelry to the plaintiff company.
Frank Wallen, who was arrested here some

time ago charged with robbing a jewelry store in
Texas, was taken back there for trial. He was
convicted and received a jail sentence.
Recent visiting buyers here were : Frederick

McDearmon, Carterville, Mo.; Henry Crossman,
Duquoin, Ill.; W. T. Cohenous, Muskogee, Okla.;
George Porth, Jefferson City, Mo.; F. H. Kah-
lert, Carlyle, Ill.; R. R. Green, Salem, Mo.; J. H.
Keadle, Bellflower, Mo.; C. H. Geery, Columbia,
Mo.; C. W. Penn, Centralia, Mo.; A. H. Krause,
Greeneville, Ill.; Joseph B. Stamm, Washington,
Mo.; T. H. Edwards, Clarksville, Mo.; Robert
Tetley, Farmington, Mo. •, A. L. Compton, Mound
City, Ill. •, W. R. Tetley, Bonne Terre, Mo.; J. M.
Pirtle, Rolla, Mo.; E. H. Goulding, Alton, Ill.;
W. I. Sidwell, Charleston, Mo.; V. L. Prevallet,
Perryville, Mo.; M. A. Hanover, Springfield,
Mo.; M. Ziegler, Kimmswick, Mo.; G. E. Read,
Lebanon, Mo.; J. W. Covington, Flat River, Mo.;
A. L. Alpiser, Centralia, Ill.; W. C. Perigo,
Granite City, Ill.; W. H. Jahn, Pacific, Mo.'
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SAN FRANCISCO

Local Jewelers Interested in Los Angeles Day-
light Robbery—H. T. Reid Attacked by
Thugs During Noon Hour—Katz Bros. Move
in Oakland—Maricopa Jeweler Loses Entire
Stock by Fire—News of San Francisco Trade.

H. T. Reid, a diamond broker of Los Angeles,
who is located in the Grant building, was attacked
in his office on June 21st by two men, one of
them armed with a sandbag, and was beaten into
insensibility and robbed of a tray of gems valued
at $5000. The thugs escaped. The robbery took
place during the noon hour. Some time after-
ward L. W. Walker, occupying an office on the
same floor of the building, heard the faint groans
of Reid and saw him endeavoring to operate the
automatic telephone. Reid said that one of the
men, who had given the name of Baker, came to
the office for the purpose of buying diamonds,
and while they were discussing the merits of the
various stones a second man entered and struck
him a terrific blow on the head.

New Portland Store

J. C. Stillmanks, who was formerly in the re-
tail business in Idaho, has opened a very at-
tractive new establishment in Portland, Oregon.
Mr. Linderberg, of Linderberg & Strauss,

wholesale jewelers of Cincinnati, Ohio, accom-
panied by hs wife, was among the out-of-town
visitors in San Francisco in June. They both re-
turned home greatly benefited by their six weeks'
vacation in California. • .
Katz Bros., who have been established in a

retail jewelry business in Oakland since 1895,
have moved into a new store at 1013 Broadway,
Oakland. This gives them twice the space of
their old store. The fixtures are very substantial
in flemish oak, large plate glass show cases,
beamed ceilings, the exposed portions as well as
the side walls being Gobelin blue.
Mrs. W. C. Hauser, the wife of the retail

jeweler of Dinuba, Cal., is recovering from a
very serious operation that was performed in one
of the leading hospitals in San Francisco in June.
and expects to return home about the middle of
July.
Harold W. Jacobs and wife have just returned

from a very delightful three weeks' vacation spent
at Lake Tahoe. While away Harold stored up
enough energy to enable him to carry on the office
management of the Alphonse Judis Company for
the balance of this year.
Robert G. Bonestell, who is connected with the

wholesale jewelry firm of the Nordman Bros.
Company, had the misfortune to lose his home
in San Mateo by fire on the night of Monday,
June 19th.
W. Scheppler, the retail jeweler of San Fran-

cisco, has returned from a vacation trip to Los
Angeles. While there he attended the annual
convention of the Turn Verein.
Ben Fershtand, the retail jeweler of Maricopa,

was one of the merchants who lost his entire
stock in the fire that swept through Maricopa on
June 19th. Ben, however, was right on the job
and was telegraphing into the different jobbing
houses for new stock forty-eight hours after the
conflagration.

Jeweler Returns to Hawaii
John C. Kennedy, the nephew of the retail

jeweler of the same name doing business at Hilo,
H. I., sailed into this port in June and returned
home after having visited the many points of
interest in this vicinity.
W. N. Jenkins, the prominent retail jeweler of

Oakland, Cal., has been to Atlantic City, N. J.,
attending as a delegate with other Californians
the twenty-fifth iWernational convention. All of
the California delegates went East in the hope
that the next convention could be brought to Cali-
fornia.
N. E. Le Grand. who was formerly in the

retail jewelry business in Willows, Cal., has
opened a very attractive new establishment in
Williams, Cal.
The Morgen Jewelry Company have just moved

into a very attractive new store at 888 Market
street.
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THE ATTLEBOROS

Burglars Blow Open Safe in Factory of Walker & Davidson on Night Before
the Fourth—Boards of Trade to Meet on July 17th—Jewelers Interested
in Reduction of Price of Gas

Selecting the night before the Fourth as a time
when explosions would be least noticed, burglars
entered the factory of Walker & Davidson, of
Mansfield, on that night and blew open the office
safe, securing property valued at $r000. The
robbery occurred in the center of the town and
was not discovered until the following day.
The Walker & Davidson factory is a one-story

structure located on Draper avenue, and the own-
ers are P. S. Walker and John Davidson. They
manufacture gold pens. Entrance was gained by
means of an office window, and the safe was
rolled into the factory. A heavy charge of nitro-
glycerine was inserted, and when it exploded the
safe was demolished.
The goods taken were packed and ready to be

shipped the morning after the Fourth. Several
bars of gold in the safe were overlooked, the
robbers evidently mistaking the material for brass.
As it was, the night before the Fourth no one
realized that a robbery was taking place, although
several persons remembered afterwards that they
heard the explosion. The police say the work
was that of experienced yeggmen.

Joint Meeting of Board of Trade
July 17th will be the occasion of the union

outing of the Mansfield, Foxboro, Attleboro and
North Attleboro Boards of Trade. There will
be a sail down the Providence River to Newport
and dinner at that place. Several good speakers
will be heard.
George Partington, an Attleboro jewelry work-

er, saved the life of Walter C. Burt and his son,
of North Attleboro, at Bungay reservoir on July
4th by swimming to their rescue when they were
thrown in the water by an overturned boat. Par-
tington got both men safely ashore.
Sunday afternoon band concerts will be in

order during the latter part of July and August
at Capron Park. Commissioner James E. Blake
has already arranged for three concerts with the
Attleboro band, and more may be held.
Many members of the Fifty-eighth Regiment

Association, of which the late Major Everett S.
Horton was president, have sent letters to mem-
bers of his family expressing their regret at his
death.
Frank C. Tappan and Miss Edith Wiggmore

were united in marriage Monday, July 5th, by
Rev. J. Lee Mitchell. The groom is the son of
Charles H. Tappan, proprietor of the D. F.
Briggs Company, and the bride is the daughter of
Mr.' and Mrs. James Wiggmore. Both are promi-
nent in social circles. They will reside in a hand-
some new home being built for them on Tappan
avenue. They have gone to Maine on a two
months' wedding trip.

Lay Corner-stone of High School

The corner-stone of the new high school at
Mansfield was laid July 4th. Charles Lyons was
one of the committee in charge. The programme
was quite elaborate and the box in the stone con-
tained autographs of town officers, newspapers,
town reports and several other articles.
Thomas J. Ryan has resigned his position with

C. M. Robbins Company, and will enter business
for himself as soon as he returns from the Elks'
convention, at Atlantic City, and the Moose con-
vention, at Detroit, to which he is a delegate.
George Adams and Walter A. Briggs attempted

to sail around Cane Cod on July 4th in their new
sailboat, but rough weather made it necessary to
abandon the attemnt.
Dr. George B. Maxwell and family have re-

moved to Texas. Dr. Maxwell's health was poor
and he was advised to go into another climate.
He purchased a large farm in the southern State
and will locate there immediately.
Jewelers are interested in the effort of the Se-

lectmen to induce the Attleboro Gas Company to
give $r gas. The company announced a reduc-
tion to $1.ro, but the Selectmen asked a further

reduction. Jewelers who spend $2000 and over
for gas each year will appreciate any reduction
the company sees fit to make.
The Mason Box Company and H. F. Barrows'

baseball teams, of the Jewelers' League, are con-
sidering withdrawing on account of lack of in-
terest.
Edmund Totten Sommer, of New York, son of

Mr. and Mrs. J. J. Sommer, of North Attleboro,
a well-known jewelry salesman, and Miss Lynda
N. Whittle, daughter of Mr. and Mrs. William
E. Whittle, were united in marriage at North
Attleboro on June 29th in the presence of a large
gathering of friends and relatives. The cere-
mony was performed by Rev. J. H. George, of
Danielson, underneath a beautiful arch of laurel
and red cedar just as the sun was setting, and the
effect was very pleasing. Mr. and Mrs. Sommers
left on a wedding trip of two weeks to be spent
in the Catskills. They will reside in New York.

Jewelers Donate Prizes for Fourth Events

The main prize in the Fourt hof July events
was a silver loving cup donated by J. H. Vallett.
Several jewelers donated handsome prizes..
S. 0. Bigney & Co. are presenting the trade

with a handsome banner of red and blue velvet.
It is embossed in gold and silver and is 20 inches
deep by r6 wide. It is suspended from a rod
with an appropriate cord. A picture of the firm's
factory and trade-mark and a few words relative
to Bigney goods are embossed on the front of
the banner.

Attleboro jewelers have agreed to donate their
automobiles at a date in July for a children's out-
ing. It is planned to take the children to a nearby
park and provide them with a brief entertain-
ment. The automobile ride will be the chief
feature of the affair.
Captain Lawrence Cook, of Company I, has

returned from Texas, where he took part in the
army manoeuvers.
Town Treasurer Frank I. Babcock recently

sold $80.000 worth of town bonds and secured a
premium of over $4000, which indicates that
Attleboro's bonds are considered a good invest-
ment.

Automobiling Jewelers Don't Like Oiled Roads
Jewelers who own automobiles are expressing

their dissatisfaction at the oil applied to the
streets to lay the dust. It spoils tires and in-
creases the cost of operating machines. •
The North Attleboro jewelry shops will close

July 23d for their summer vacations.
The Mansfield bill to relieve small towns of the

burden of eliminating the cost of abolishing
grade crossings has been killed in the Legislature.
It provided that the railroad should pay all the
expense. The old law divided the exp-nse: to
per cent. on the town, 25 per cent. on the State
and 65 per cent. on the railroad.
Arthur W. Grover, of Attleboro, and Miss

Charles B. Thompson, of New Bedford, were
united in marriage at the bride's home July 1st.
Jewelers are interested in the probe that is to

be made into the express company, since it may
mean that they will obtain cheaper express rates.
Archie Clark, formerly with S. 0. Bigney &

Co., has accented a position as salesman for J. H.
Peckham & Co., of North Attleboro.
During the intense heat wave of July 4th C. 0.

Sweet & Son allowed their emnloyees a half
hour extra noon hour. J. M. Fish-r & Co. al-
lowed their employees to go home at 3 o'clock
during the hottest days.

Announce Candidacy for Legislature

William C. Hobbs and Joseph H. Martin, of
North Attleboro. have announced themselves can-
didates for the Legislature this fall. Mr. Martin
is proprietor of the North Attleboro Chronicle,
and Mr. Hobbs is a lawyer and president of the
Board of Trade.
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Sidney 0. Bigney was one of the speakers at
the outing of the Dorchester Club, one of the
biggest Republican clubs of Massachusetts, held at
Nantasket Beach. The other speakers were the
three candidates for Governor. At one time Mr.
Bigney had aspirations on that line, and his
friends say he has not yet given up the idea.
Harry Sandland, of C. E. Sandland & Son, has

returned from a business trip to New York and
vicinity.
Paye & Baker, of North Attleboro, and the

Standard Button Company closed their factories
the first part of July in accordance with the sum-
mer vacation agreement.
Miss Ermina Lincoln, daughter of Mr. and

Mrs. Frederick W. Lincoln, was united in mar-
riage to Frederick W. Cooper, a prominent at-
torney of Chattanooga, Tenn. Mr. and Mrs.
Cooper will reside near Philadelphia. The wed-
ding reception tendered Mr. and Mrs. Cooper
was also the occasion of the twenty-fifth wed-
ding anniversary of Mr. and Mrs. Lincoln.
Dr. Charles H. Webb has returned from a trip

through New York in the interests of F. H.
Sadler & Co.
Frank W. Weaver has been elected president

of the Attleboro Savings and Loan Association
to succeed the late Major E. S. Horton.
Ralph C. Thompson, treasurer of the C. M.

Robbins Company, has filed the following corp-
oration report : Machinery, $41,927; cash and
debts receivable, $82,656; merchandise, $40.137;
total, $164,720; capital, $40,000; accounts payable,
$13,454; floating debt, $44,000; surplus, $67,266;
total, $164,720.

Change in Express Collecting Time
The local office of the express company has an-

nounced that the time of collecting afternoon
express for New York has been extended from 4
o'clock to 5.30. This will allow the jewelers con-
siderable more time in the afternoon to take ad-
vantage of the cheap boat rate to New York.

J. F. Sturdy & Sons, of Attleboro Falls, are
equipping the old bracelet factory, connected with
their plant, as a plating and rolling plant.
Mrs. Mary Sturdy, widow of the late Frank

Sturdy, has purchased a residence in Franklin and
will reside there in the future. She will 01Spo5e
of her Attleboro Falls residence.
Walter M. Lowney, of Mansfield, has called a

meeting of the committee from the Attleboro
Board of Trade which will have charge of the
jewelry exhibit in connection with the Boston
Chamber of Commerce Exposition. On the com-
mittee are : Joseph L. Sweet, William L. King,
William E. Rounseville, Edward A. Sweeney and
Charles 0. Sweet.
John M. Fisher gave the use of his Pleasant

street residence to the A. H. S. Alumni Associ-
ation on the occasion of the mid-summer reunion.
Stephen J. Clullee has been granted a patent on

an eyeglass mounting.
Fred J. Smith, of the Card Manufacturing

Company of Mansfield, is home from an exten-
sive European trip.
Mrs. John Eden, mother of Charles H. Eden,

died July 2d after a long illness.
Factories Closed on Fourth

Emerson A. Slade, formerly with the Finberg
Manufacturing Company, has purchased the in-
terest of A. E. Andrews in the A. E. Andrews
Company, located at 46 Union street. Alexander
Tanner, formerly with the Allen-McNerney Com-
pany, is the new salesman for the concern.

Several jewelry factories in both Attleboro and
North Attleboro closed over the Fourth. A quiet
spell of business enabled the firms to close for
a little longer than usual at this time of the year.
Louis Freeman, of North Attleboro, of the

firm of Freeman & Straker. has been elected
chairman of the Board of Electric Light Com-
missioners.
Harry P. Kent and family have moved to their

new slimmer home at Oak. Bluffs. They are ac-
companied by their son, Earl K. Kent.

awrence Elliot, of H. M. Durgin Company,
and his brother, Loyd, are touring in New Bruns-

14r kjcatn. es E. Blake is spending a short time at
Block Island.
William H. Lamb, of C. H. Allen & Co., who

has been ill for a number of weeks, is able to be
at his place of business again.
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Jewelers Looking Forward to Good Fall Trade.

Well-known Retailers Enjoying Summer

Vacations—Many Travelers Already Leav-

ing for Tour of Country.

Although the jewelry trade in the southwest

may be said to be practically at a standstill, there

is a very hopeful feeling among the jobbers and
wholesalers regarding the outlook for fall busi-

ness. The long-continued drought has caused re-

tailers to move with great caution, and the result

has been that stocks are low and the smaller
merchants have been safe and conservative in
their orders. Within the past few days good
rains have been reported from many districts in

the southwest, and as a consequence it is be-

lieved that a fair corn crop is assured. If the
rains become general the southwest will be in fine

condition. On account of the fact that present
conditions have been of gradual development it

is not believed that there will be many failures,

as the merchants have had plenty of time to take
precautionary measures, and there is plenty of
money in the banks to carry those who are suffer-
ing at present from slack trade. It is confidently
believed by several of the best informed whole-
salers of Kansas City that the fall business will
exceed all expectations, and that is the chief
cause for the hopefulness that pervades this
market.

Vacations Are in Order

E. H. Morgan, vice-president of the C. B. Nor-
ton Jewelry Company, with his wife and family,
left the first week in July for Alexander, Minn.,
where they will spend the summer.
Louis Meyer, of the Meyer Jewelry Company,

with his wife and children, Ruth and Leon, will
leave July t6th for Colorado, where Mrs. Meyer
and the children will remain until September.
Fred Dryden, of the Spencer Jewelry Company,

Lee's Summit, Mo., served on the grand jury
the week of July 1st.

Leslie White, with Dana B. Ward & Co., has
returned from Kahoka, Mo., where he has been
spending his vacation.
Fred M. Chamberlain, formerly with the J. R.

Mercer Jewelry Company, is now employed in
the jewelry department of the C. B. Norton
Jewelry Company.
Boyd Bane, of Kingfisher, Okla., is in Kansas

City taking a post-graduate course at the South-
western Optical College.
Perry M. Waters, of Bentonville, Ark., has

been succeeded by A. B. Phinney, formerly in
business at Overbrook, Kans.
Harry Porter, of Porter & Wiser, is spending

several weeks touring the lakes and southern
Canada.
Miss Lulu Hohenschild, with Dana B. Ward &

Co., has returned from a visit with relatives at
Cape Girardean, Mo.
Joseph Tucker, formerly in the material de-

partment of the Edwards & Sloane Jewelry Co.,
is now traveling for the firm in Iowa and Ne-
braska.

Wedding in the Local Trade

Clarence 0. Dietterich, with the Woodstock-
Hoefer Watch and Jewelry Company, and Miss
A. Edna Smith were married the evening of
June 27th at the home of the bride's parents,
Mr. and Mrs. E. L. Smith, 1309 Bales avenue.
They are at home to their friends, 9o8 Chestnut
avenue.
Cards were sent out last month announcing the

marriage of Miss Jeannette Brenton, of Neligh,
Nebr., to Purde Firstenberger, June 21st, at St.
Peter's Episcopal Church. Mr. Firstenberger is
a Nebraska traveler of the Woodstock-Hoefer
Watch and Jewelry Company, and the young
couple will make their home in Lincoln, Nebr.
Edward B. Wiser, of Porter & Wiser, returned

the first week in July from New York and the
Atlantic Coast.

Ray Emery, of Burmham & Emery, Springfield,
Mo., with his wife, visited in Kansas City the first
week in July. They were en route home from a
visit in Iowa.
D. L. James, of T. M. James & Sons, with his

wife and little son, left July 6th for the Maine
coast, where they will spend the remainder of the
summer.
The family of C. C. Hoefer is spending the

summer at their cottage, Plum Lake, Wis. Mr.
Hoefer will join them later.
W. H. H. Whitney, father of J. H. Whitney,

Kansas and Nebraska man for the Edwards &
Sloane Jewelry Company, died July 1st at his
home in Kansas City. He was 71 years old.
Leo H. Ludwig, of the Edwards & Sloane Jew-

elry Company, left July 5th on the Commercial
Club trip down the river to Jefferson City, Mo.
Harry Hershfield returned July 6th from Col-

orado, where he left his .wife and baby for the
summer.

Herbert Koppel, of the Meyer Jewelry Com-
pany, has returned from his vacation, which he
spent putting things in order at his new home,
3419 Kenwood avenue.

Albert P. Haller, an employee of the C. B. Nor-
ton Jewelry Company, was knocked down and
robbed by three men at 12.45 o'clock the night
of July 3d. A gold watch and $4 in silver were
taken from him.
Miss Elise Wood, bookkeeper for the C. B.

Norton Jewelry Company, left July 8th for Col-
orado, where she will spend her vacation.

J. V. Robinson, an employee in the material
department with the C. B. Norton Company, spent
the first two weeks in July visiting in Nebraska.
The following travelers for the C. B. Norton

Jewelry Company will leave July 15th for their
respective territories : T. N. Nelson, W. C.
Schumann and M. S. Murray.
Ralph Campbell, a jeweler at Pryor Creek,

Okla., recently bought an eighty-acre farm. Mr.
Campbell expects to spend several weeks there
fishing this summer.

Travelers Going Out Now

The following travelers for the Edwards &
Sloane Jewelry Company will leave the latter
part of July for their territories: J. H. Whitney,
Kansas, Nebraska and Colorado; Frank Bangs,
Kansas and Oklahoma; Joseph Tucker, Ne-
braska and Iowa; E. L. Donaldson, Texas, Ari-
zona and New Mexico ; Will C. Vandel, Missouri,
Arkansas and Oklahoma.
George H. Edwards, Jr., is now on the news

staff of the Kansas City Star.
The following called at the wholesale houses

last month : A. W. Holmes, Bonner Springs,
Mo.; J. J. Stott, Paola, Kans.; W. W. White-
side, Liberty, Mo.; Paul Ketterer, Salina, Kans.;
John Jones, Tucumcari, N. M.; J. B. Herrington,
Wharton, Tex.; George Young, Moberly, Mo.;
J. A. Stevenson, Julesburg, Colo.;. C. E. Wardin,
Topeka, Kans.; Henry Wolen, Victoria, Kans.;
W. H. Meyer, Lawson, Mo.; C. L. Dockhorn,
Oskaloosa, Kans.

Atlantic City Jewelers Victims
of Bogus Money-order Swindler

Atlantic City, July 7, 1911.—Several boardwalk
jewelry stores were taken in by a clever swindler
one day last week, who made a quick trip through
them, buying diamonds and mesh bags and thus
passing bogus postoffice money orders, each for
$50 to $75.
Coming in jaunty and well dressed the man

first selected the article he wanted to buy. Then
he explained that his name was George B. Baker,
that he lived in Oak Park, Ill., and was an em-
ployee and agent in the East of the Bowman
Dairy Company. Then he produced the money
order issued supposedly by the Oak Park post-
office, explaining that he had received it when
the banks were closed and on a postoffice holiday.
The money order blank is the regular govern-

ment blank, stolen from the Oak Park postoffice.
In the pad missing were fifty-one blank orders
and the ones passed here are the high numbers,
indicating that the stolen orders have nearly all
been tied.
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DETROIT

New Police Autos Help Capture Burglars Who

Break Into Jewelry Store—Local Man an

Aeroplane Enthusiast—City Prepares for
Michigan Association Meetings—News of

Local Trade.

The new auto patrols recently installed by the
police department were responsible for the arrest
of two burglars and the recovery of most of the
property taken from the store of Joseph A. Jose,
at 2489 Jefferson avenue, recently. The bur-
glars were heard by a resident near the scene
of the robbery, and the police were notified. They
responded in the patrol and two men were caught
in a nearby saloon who had in their possession
most of the missing property, which included
gold watches, rings, stick pins and lockets. The
men gave their names as Henry Paron and
James Murphy.
In the window of Friedenberg & Son has been

on display for two weeks a reproduction in cut
glass of the crown diamonds of England. The
display attracted a great deal of attention. From
each stone ran a ribbon to a card containing the
name and history of the gem.
Preliminary tests of the aeroplane made by G.

E. Miller, the first Detroit jeweler to take up the
new sport, have indicated that the machine is a
success. Several short flights have been made
across the testing grounds, and the men in charge
were well pleased with the performance. The
machine wa sdesigned and made almost entirely
by Mr. Miller, who has been compelled to give
up his experiments for a short time, having had
to undergo an operation in (race Hospital for a
throat trouble.
Edward Karpp has taken a position as salesman

with the Grainger-Hannan-Kay Company. Mr.
Karpp was until recently with R. S. and J. D.
Patterson, in Port Huron.
The $2500 trophy presented by Commodore

William Scripps, of the Detroit Motor Boat Club,
for a motor boat endurance run to take place dur-
ing August, is on exhibition in Grainger-Hannan-
Kay Company's store. The trophy stands 36
inches high, and is said to be one of the finest
examples of the silversmith's art ever brought to
Detroit.
F. H. McLean, salesman until recently with J.

T. Eddington, Pontiac, has taken a similar posi-
tion with Hugh Connolly, State and Griswold
streets, Detroit.
James Burkhart, for some time with Osborne,

Boynton & Osborne, wholesale dealers in glass
and crockery, has accepted a position as travel-
ing salesman for the Detroit Cut Glass Company.
The Detroit Cut Glass Company is an outgrowth
of the old Wolverine Cut Glass Company. Hugh
Connolly is president of the new concern.
The Michigan Retail Jewelers' convention will

be held in the Hotel Tuller, Detroit, on July 19th
and 20th. The programme has not yet been an-
nounced, but President Hull will be in the city
during the coming week to complete plans for the
meeting. The Detroit Retail Jewelers' Club, at
its last meeting, appointed a strong committee
to plan for the entertainment of the visitors.

Creditors of F. S. Ewing, of Grand Lodge,
have been notified that he has gone into bank-
ruptcy. H. J. Schultz, salesman with Kunz &
Rogers, has returned from a vacation spent in
Chicago, La Salle and other parts of Illinois.
H. U. Luths, of Luths, Dorweld & Haller Co.,

is spending a couple of weeks at Walled Lake,
C. L. Fuller and Allan Herschberger, travelers

for C. A. Berkey & Co., have returned from their
vacation and will start on their fall trip next
week.
Charles R. Church, of Homer, was a Detroit

visitor this week, stopping off here on his way to
Marquette, where he attended a Masonic gath-
ering.
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PROVIDENCE

Many Buyers for Fall Trade in Town—Several Outings Held by Employees of
Different Factories—Manufacturers Enjoy Luncheon Given by National
Association—Hot Weather Affects Trade of Retailers

The Wm. C. Greene Company, tea Sabin street,
Providence, will shut down for the annual vaca-
tion period on July 29th, the plant being closed
till August 7th. This action is in accordance with
a plan adopted by the company some time ago in
order to afford an opportunity to all its em-
ployees to have a summer vacation.
Among the jurors drawn by the Board of Al-

dermen on July 6th for service at the Septem-
ber term of the Superior Court for Providence
and Bristol counties were the following inter-
ested in the jewelry manufacturing industry: Ar-
thur 0. Ostby, George M. Baker, S. K. Merrill,
William H. Draper, Walter H Durfee, J. Terry
Carpenter and Ellis W. MacAllister.

Many Fall Buyers in Town

Among the buyers for the fall trade who have
been in Providence and the Attleboros recently
inspecting the stocks of local manufacturers were:
W. N. Bonn and H. Cerf, of M. Bonn Company,
Pittsburg; G. Freundlich, of the Baltimore Bar-
gain House, Baltimore, Md.; B. Goodman, of
Goodman & Co., Indianapolis; B. R. Greenblatt,
of the Greenblatt Jewelry Company, Omaha,
Nebr.; M. Kingsbacher, of Kingsbacher Bros.,
Pittsburg; Henrietta Graf, of Berg Bros., New
York; M. Robinson, of the Empire Jewelry Corn-
pany, Pittsburg; Sol Cerf, of S. Cerf & Co.,
Pittsburg.
The handsome trophy offered by Brigadier-

s General Herbert S. Tanner, of Providence, in the
New England Military Rifle Association match
held at Wakefield a •few days ago, was won by
Corporal George Donovan, of the United States
Marine Corps.
David M. Watkins, of Providence, has been

granted a patent on a hat pin protector.
In a week or so the Waite-Thresher Company

will remove its plant from 6i Peck street to the
new factory building just completed for the corn-
pany at the corner of Pine and Chestnut streets.
The company will find in its new building ample
room for all the departments which, owing to the
recent heavy demands made upon them, have been
somewhat cramped for space at the old building.
The badges used in the first observance of the

national day of France in Providence on July 14th
were furnished by M. Bonnoil, Louis Kleutzchi
and Eugene Chaleard, of this city, the badges
including six special ones, including those pre-
sented to Mayor Henry Fletcher, of Providence;
Governor Aram J. Pothier, of Rhode Island, and
Congressman George F. O'Shaunessy.
Matthew Dunn, of Dunn & Rosenberg, has

bought a large tract of land on Eddy street, at
the corner of Baker street and running back to
Johnson street, from P. J. McCarthy. While as
yet no immediate plan for building is afoot, it is
expected that in the future a large factory build-
ing will be erected on the tract by the owner.
The new building of the K Manufacturing

Company, on Somerset street, will be completed
within the next few weeks, and the company will
then move into new quarters.
Shop accommodations at 14 Blount street have

been secured by William F. Quarters, electro-
plating and coloring, and the business will soon
be removed to those quarters.
The Gorham Manufacturing Company made

the silver trophy awarded by the Bosch Mageneto
Company, of New York, at the amateur motor
cycle championship races at Buffalo, N. Y., dur-
ing the week of July 10-15.

Annual Outings in Season

The employees of the Ostby & Barton Com-
pany, manufacturing jewelers, held their annual
outing Saturday, July 8th, at Sandy Beach. The
employees assembled outside the factory at 8.30
o'clock and marched in street parade headed by
a band, the line proceeding to the steamboat
wharf, where the boat was taken .to the beach.
Each man in line carried a Japanese sunshade,
and the effect was kaleidoscopic in the multitude

of colors. Arriving at Sandy Beach luncheon
was served, and then came a series of diversions
which preceded the dinner. The party embarked
on the steamer Pontiac at 9 o'clock in the morn-
ing, and on the way down the river a series of
dancing numbers enlivened the trip. The games
on the grounds included a sack and three-legged
race and a baseball game between the married
men and the bachelors, resulting in a score of
12 to 12. At 4 o'clock in the afternoon the party
left on the return to this city, the trip including
a sail around Mount Hope Island. The commit-
tee in charge included R. J. Cragg, F. L. Wal-
dron, Sander Olsen, J. D. Thompson, E. Galence,
J. D. Wells, John Scully, James Gibbons and D.
McCallum.
On Wednesday, July 12th, the famous bronze

statue, "The Puritan," for the city of Salem,
Mass., was cast at the Gorham Manufacturing
Company foundry. The casting weighed five
tons and was in one piece, except for the head.
The pouring was watched with much interest by
the officials of the company and officials from
Salem.

Heat Closes Some Factories

Owing to the terrific heat of the first week of
July the Bassett Jewelry Company, located in the
Manufacturers building, at tor Sabin street, shut
down the plant at 4 o'clock Wednesday afternoon.
The heated term was the worst which has ever
been inflicted upon Providence in length of dura-
tion, the four or five days including the Fourth,
taking a big toll in prostrations and deaths from
the heat. Among those prostrated during the
week were Michael Fitzgerald, aged 73, a pioneer
jewelry manufacturer in this city, who suffered
a slight seizure of apoplexy and a hemorrhage on
Thursday afternoon at about 5 o'clock. Mr. Fitz-
gerald had not been feeling well for several days
preceding the heated spell, and it is believed by
his physician that the seizure was occasioned by
the high temperature of that day.
S. K. M. Robertson, of Lakewood, of the S. K.

Merrill Company, was another heat victim, being
overcome on Tuesday, July 4th. He collapsed on
the ground and was removed to his home in an
automobile by friends, where he received atten-
tion.
The sixth annual outing of the S. and B. Led-

erer Company Mutual Relief Association will be
held in August at Revere Beach, Mass. The de-
cision was reached at a meeting of the Board of
Directors of the association, at which it was
shown that the funds of the association were in
such flourishing condition as to warrant the asso-
ciation again visiting that outing spot on its an-
nual field day.
D. C. Fink recently arrived from New Orleans

and a long southern trip, has, with his family,
gone to Shawomet Beach for the summer.
The Gorham Manufacturing Company's base-

ball team is having a most successful season in
the local manufacturers' league. Spencer, the
pitcher, formerly the wonder of the Westerly
High School, frequently retired a majority of
the opponents by strike-outs. There is a triple
tie at present for first place, the Gorham Corn-
pany, Sayless Bleachery and Lorraine Mfg. Com-
pany nines each having won six and lost four
games.

Many Return from Vacations

George F. Miller, who represents the Gorham
Company in the important cities on the Pacific
Coast, has returned to his home after a month
in the East in which business was combined with
his annual vacation. Mr. Miller reported that
very satisfactory conditions prevailed in the far
West and he-looked for a very satisfactory sea-
son this fall.
Herman Ockle, of this city, was a passenger on

the Kronprinzessin Cecilie on that liner's recent
sailing from New York. Other Providence peo-
ple aboard were Colonel and Mrs. Arthur H.
Watson.
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William H. Manchester, of the Manchester
Manufacturing Company; Mrs. Manchester and
Mr. and Mrs. John Kelso, have returned from a
two weeks' motor trip to the Rangeley Lakes,
Maine. 
Henry B. Little, of Little & Co., and family

are occupying their new summer home at War-
wick Downs, recently completed.
Adolph Jessel, Harry M. Arabian and Manough

Arabian have started the business of manufactur-
ing jewelry under the name the Empire Jewelry
Company, at 109 Friendship street, this city.
A new 56-foot high-speed power cruiser launch

for Charles F. Markham, of Peacock, Stone &
Markham, has just been completed and launched.
She was named Alpha.
The Summer Jewelry Company, the new manu-

facturing jewelry concern, has started in business
at ti Shawmut street, this city. David and S. J.
Summer are the members of the firm which will
have offices in New York and in Chicago.
The brick walls of the new manufacturing

jewelry building in process of construction by the
N. Barstow Company, near the corner of Eddy
and Public streets, this city, are well up. The
building will soon assume its definite shape.
George H. Holmes, president of the New Eng-

land Manufacturing Jewelers and Silversmiths'
Association, has been invited to address the Na-
tional Association of Retail Jewelers at the an-
nual convention of that association, to be held
at Richmond, Va., in August.
A supplementary notice to the occupants of the

Samuels :Land Company building, at 129 Mason
street, sets August tst as the final date upon
which the building must be vacated.

Washington Spoon Exhibited

A Washington relic, a spoon dating back to the
time of the first President of the United States,
is being exhibited in Newport. It is a very inter-
esting relic and has attracted widespread Atten-
tion. The spoon was presented to Charles Ernest
LeBlanc, a cook in Washington's army, and has
passed through the hands of the successive gener-
ations of that family until it reached the posses-
sion of Charles E. LeBlanc, a watchman on the
steamer Enterprise, at Newport. It is thought
that the spoon was iis-d in the campaign of 1776
by General Washington, and at the ending of the
war was given by the General to LeBlanc as a
keepsake. It is a folding pocket spoon with a
bone inlay, and bears upon the bone handle the
initials "G. W." somewhat roughly inscribed.
E. A. Barton & Co.'s manufacturing jewelry es-

tablishment, at 99 Friendship street, was broken
into for the second time within two weeks a few
weeks ago. On the occasion of the first break,
which came on June t3th, the thieves made awdy
with goods worth about $roo. The second break,
two weeks later, was discovered by Mr. Barton,
who had occasion to return to the shop on that
night, soon after 7 o'clock in the evening. He
found that a small window had been broken open,
and upon investigation discovered a bunch of
rings valued at about $5o lying on the floor of
the shop, where they had evidently been dropped
by the thief or thieves in their hurry to escape.
Considerable stock was found to be missing.

Rhode Island Manufacturers at Luncheon

More than 125 Rhode Island manufacturers
assembled at a luncheon at the Narragansett
Hotel on Monday, June 26th, the luncheon being
given under the auspices of the National Associ-
ation of Manufacturers of the United States of
America. In the party were many of the leading
manufacturing jewelers of the State. Questions
of special interest in relation to industrial affairs
were discussed at the luncheon by the association
officers, those speaking including John Kirby, Jr.,
General Manager T. Philip Bird and General
Counsel James A. Emery, of Washington.
The committee in charge of the luncheon in-

cluded Ralph S. Hamilton, chairman ; Col. Sam-
uel M. Michalson, Henry D. Sharpe, Theodore
D. Foster and Edward B. Hough. Mayor Henry
Fletcher, Henry G. Thresher, John M. Buffington,
Henry Wolcott, George H. Holmes, E. C. Bliss,
Henry W. Harvey, John F. P. Lawton, Harry M.
May, George B. Champlin and Everett L. Spencer
were among those present.

(Continued on page 1268)
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TOLEDO

Local Trade Far in Advance of That of
era Report Good Business--Toled
stone

The local jewelry business is far in advance
this year of what it was last season, and jewelers
are feeling much more content not only with
prospects, but with the business as it is at present.
Even the extremely hot weather (the thermom-
eter having registered all the way from 98 to 102
in the shade during the past week or two here,
resulting in many heat prostrations and some
deaths) has not seriously affected trade. Hun-
dreds of Toledoans spend the summer months
at pleasure resorts, and the ladies feel that they
are. not properly fitted out unless they have new
jewels to correspond with their costumes so that
a great deal of trinket business is done. Neck-
laces, rings, pins and the like are moving very
well. June was an unusually strong month, espe-
cially in hollow silverware, while concerns hand-
ling china and glass also did a landoffice business
in these lines. Watches seem to be moving fairly
well, and taking it altogether Toledo jewelers
have little to complain about.
The opticians are faring quite as well as jew-

elers, and business, which usually drops off some-
what during the hot weather, has held up re-
markably this season. Many going away for the
summer provide themselves against discomfort by
purchasing duplicate spectacles, and there is a
good run of fitting business. Prices are holding
up in good shape, and July business is almost
equal to that done in June, which was an extra-
ordinarily good month.

Successful Removal Sale

The George W. Kapp Company has completed
its big removal sale, which was a splendid suc-
cess and is now 'comfortably and beautifully situ-
ated in the handsome new building erected by Mr.
Kapp on Summit street, next door to the former
location. In the new home the firm will occupy
the enitire three floors and basement, where it
formerly was housed on the one floor. It is the
expectation to expand the lines formerly carried
and to add about fifteen new lines to those form-
erly handled by this concern. Among the new
lines will be stationery, glass, china—fancy pieces
and dinner sets—and picture framing. The new
store is designed to be a daylight store and is so
built that a beautiful clear light fills all portion.,
of the store, the entire three floors in the rear
being of fire-proof glass. The display rooms will
be on the first and second floors and the mezzan-
ine balcony, the latter being given over almost
wholly to the display of diamonds. The manu-
facturing department will be broadened out and
will divide the space on the third floor with the
repair department, and the basement will also
be given over to the manufacturing department.
The store is finished throughout in cherry and
antique copper, the effect being peculiarly hand-
some and harmonious. The new store is equipped
with a fine fire-proof safe vault fitted out with
burgler-proof diamond safe. It is claimed that
this is the finest vault to be found in any jew-
elry store between New York and Chicago. Busi-
ness is reported good in all lines, repair work
being especially active.

Like the Semi-monthly Keystone

J. J. Freeman and a number of other promi-
nent Toledo jewelers express themselves as well
pleased at the twice-a-month KEYSTONE. Said Mr.
Freeman: "The journal twice a month will be
much more satisfactory. It will necessarily be
more brief and therefore easier for a busy man
to read, and, coming oftener, gives him a chance
to divide his time. Under the old method, unless
the journal was read immediately, it was likely
to get misplaced, and the items frequently were
unread, even though of interest and value. I,
for one, am greatly pleased with the new idea,
and believe others will be also."
Fred Snider, of the J. J. Freeman Company,

spent the Fourth at Winona Lake.
Harold Worts, of the Merrill & Broer Co.,

expects to sail in the Taft elimination yacht races,

Last Year—Opticians as Well as Jewel-
0 Jewelers Like Semi-monthly Key-

and will also attend the I. L. Y. A. races at Put-
in-Bay in the near future.
William Wright and Frank Morgan were re-

cently convicted in Judge Johnson's court of
stealing $719 worth of jewelry from W. H.
Broer's store, on Summit street. The men were
arrested in Chicago a few days after the burglary,
and the loot was taken with them. Both en-
tered a plea of not guilty, and Wright was tried
first. When he was convicted Morgan gave up
hope and entered a plea of guilty. Morgan, who
had been an occupant of Sing Sing, was given
a sentence of six years in the penitentiary, while
Wright, whose former record had been clean, was
given an indeterminate sentence at the Mansfield
Reformatory.
Frank Kapp, of the firm of George G. Kapp,

has just returned from Ann Arbor, where he at-
tended the reunion of his graduating class. Mr.
Kapp acted as toastmaster at a banquet given in
honor of the regents of the University of Michi-
gan.
C. K. Merrill, of the Merrill & Broer Co., is

taking a vacation. Accompanied by his wife and
family he drove to Wolf Lake, Michigan, in his
touring car, and will spend a couple of weeks en-
joying the cool lake breezes, fishing and having a
good outdoor time generally.

Partnership Dissolved

The firm of Hause & Roulet, manufacturing
jewelers and repair men, has been dissolved,
George Roulet having purchased the interest of
Mr. Hause. Mr. Roulet has moved into new
quarters on Superior street, where he occupies
the entire fourth floor of a handsome business
block. Mr. Hause will take a vacation of several
weeks, and his future plans are as yet indefinite.
Charles De Ran, of the Merrill & Broer Com-

pany, who was recently wedded at Fremont, with
his wife, has returned from a three weeks' wed-
ding tour, including Detroit, Buffalo, Toronto and
Quebec. Mr. and Mrs. De Ran will occupy a
pleasant home at Fremont, 0.
Mell Rydman and Oliver Semm, employees of

the J. J. Freeman Company, are taking a two
weeks' vacation.
A. J. Heeson and George Kapp, Jr., local jew-

elers, expect to go to Rochester, N. Y., next week
with the Mystic Shriners.
Miss Jennie McFarland, a quick-witted Spring-

field, Ohio, girl, cleverly • "put one over" on a
highwayman who attempted to hold her and her
escort up a few nights ago. Miss McFarland
had a handsome diamond ring and one of less
value. She gave the burglar the cheaper ring,
while the fine diamond found a hiding place in
her mouth.
Miss Anna Doyle, of the J. J. Freeman Com-

pany, is spending her vacation at a summer cot-
tage in Michigan.
Mr. and Mrs. Frank A. Kapp is the proud papa

of a fine baby boy which recently made his ap-
pearance at their home. This makes J. G. Kapp,
Summit street jeweler, twice a grandpa within the
brief space of a couple of weeks, his daughter,
Mrs. Sala, having given birth to a girl baby a
week or two before Master Jerome Frank Kapp
came to town.

J. W. Williams, a Merrill & Broer traveler,
will go out on his vacation next Saturday, the
greater share of which will probably be spent in
Circleville, Ohio.
Harry Campbell and George Blake, recently

convicted of stealing seventy-six gold rings from
the Hickok store here, were given thirty days
in the work house by Judge Manton the other
day.

Signet Rings in Demand

There has been a strong local call recently for
ladies' signet rings, which seem to be enjoying
a season of great popularity here.
Mr. and Mrs. Hascall and family and Mr. and

Mrs. Reno Freeman, of the J. J. Freeman Corn-
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pany, spent the Fourth at Catawba Island, re-
turning the last of the week.
L. Beckman, Jr., of the firm of L. Beckman

Company, has returned from a two weeks hal-
ing trip in northern Michigan.
Jeweler McFadden, of Summit street, reports

a good business in general lines, while repair
business is also holding up in fine shape through
the month of July.
The Toledo Optometrical Association held a

meeting recently at the home of Mr. Rickaby, on
Cherry street, at which time the advisability of
establishing a uniform price list was discussed by
the members. 0. L. Altenberg, of the L. Beck-
man Company, was chairman of the committee
which reported favorably in regard to the pro-
posed movement which nearly all the local op-
ticians seem to approve. No action was taken on
the matter at this meeting, which will be taken
up and decided upon at a later date.
The Merrill & Broer Company recently filled a

nice contract for the Interlake Yachting Asso-
ciation, furnishing the cup which is designed to
be a perpetual trophy and the replica which will
be given to the lucky winner of the race. The
trophy is a handsome piece of sterling silver, and
is beautifully decorated with engraving and
anchors and emblazoned with enamel flags of the
Interlake Yachting Club colors. "Class R, Inter-
lake Yachting Association" is engraved upon the
cup.
During the absence of the family of J. F.

White, of Fernwood avenue, the other day,
thieves entered the house, using a skeleton key,
and got away with a gold watch and chain, a
ring, a pair of diamond earrings and a brooch
set with six diamonds. The thieves have not
been apprehended.

Live Camel to Go with Shriners
The Toledo Shriners, many of whom will make

the trip in automobiles, expect to take with theme
a live camel, and it is needless to say will prob-
ably keep things "humping" until they return.
Several local jewelers expect to be in the bunch.
The sixth annual convention of the Ohio Re-

tail Jewelers' Association was held at Cedar Point
on June 26th and 27th. The meetings were held
in the convention room of the Hotel Breakers,
and were presided over by President Ausman, of
St. Mary's. The roll-call demonstrated the fact
that many new members have been enrolled since
the last meeting. The meetings were highly in-
teresting and many matters of general interest
were discussed.
William Broer will attend the I. L. Y. A. meet-

ing at Put-in-Bay the week of the 17th.
Henry Cleary, of the Wm. H. Broer Company,

spent the Fourth at Put-in-Bay.

Railroad Must Pay for Lost Baggage
Travelers and the general public will be greatly

interested in a decision just handed down by the
Court of Appeals, holding the New York Central
Railroad liable for the loss of personal property
sustained by Mrs. Julia M. Hasbrouck, a promi-
nent resident of Kingston, N. Y., while a pas-
senger on the Boston & Albany Railroad, one
of the subsidiary lines of the company.
Mrs. Hasbrouck sued to recover $r5oo, the

value of four rings, and a sum of money, which
she asserts disappeared from her suit case while
she was on her way to Natick, Mass. The lower
court awarded her a verdict for the full amount,
the Appellate Division affirmed the judgment,
and now the highest court in the State has de-
cided in her favor.
The railroad company contended that in the

event of a recovery of damages Mrs. Hasbrouck
should be limited to $roo, as provided in the ticket
purchased by her, but the Court held that part of
the contract between passenger and company ap-
plies to baggage that has been regularly checked
and not to hand baggage retained in the posses-
sion of the passenger. While the question was
not raised during the trial, it was suggested that
Mrs. Hasbrouck was guilty of contributory negli-
gence, in that her suit case was not locked at the
time she delivered it to one of the company's
agents. This contention was not upheld, the
Court holding that Mrs. Hasbrouck had proved
delivery to the company and failure on its part
to redeliver on her demand.
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MINNEAPOLIS AND ST. PAUL

Frequent Rains Help Local Jewelers Withstand Intense Heat—Rumor That

Chicago Wholesale House May Open Branches in Twin Cities—National

Association of Credit Men Meets in Minneapolis

The Twin Cities have experienced some of the
hottest weather during the past two weeks that
was ever recorded here at this time of the year,
but vegetation was not damaged to any great
extent on account of the frequent rains. Every-
thing looks as prosperous as for many years.
Vacation season is here again and everybody

who can, and it seems as that includes almost
everybody, has either gone or is making plans to
go out for a few days' recreation at some of the
lakes or on a trip to some of the other States.

It was stated in these items of last issue of
THE KEYSTONE that Geo. Christiansen, watch-
maker, formerly with M. L. Finkelstein, St. Paul,
had accepted a position with Haman & Co., but
this was an error, as it was a Geo. Christiansen,
of Jacksonville, Fla., who went to work for Ham-
an & Co., and the Geo. Christiansen referred to
in the item is still with Mr. Finkelstein.

Chicago Wholesaler in Twin Cities

It is understood that a member of one of the
Chicago wholesale jewelry firms was recently in
the Twin Cities seeking a location for a branch
house. No details were given out at that time.
The bankrupt stock of Koch & Co., of Red

Wing, Minn., was bought by William Marks, of
St. Paul, who will continue the business.
John Falkel, formerly in the material depart-

ment of S. H. Clausin & Co., Minneapolis, has
gone to Duluth, Minn., where he has accepted a

r position with Garon Bros., also a material house.
C. A. Fylpa, of Wessington, S. D., was recently

in the Twin Cities en route for Wisconsin to
spend a few weeks visiting friends. He was ac-
companied by his wife and son.
L. J. Brideman, of St. Paul, has returned home

after an extended business trip through the south
and southwest.

J. H. Snyder, who has been in the office of
A. L. Haman, wholesale watch house, St. Paul,
has gone on the road, taking the territory form-
erly covered by George S. Stone.
A new jewelry store has been opened up at 211

Nicollet avenue, Minneapolis, by J. R. Binder,
formerly at Superior, Wis.
W. D. Nelson and wife, of W. D. Nelson St Co.,

Pierre, S. Dak., recently stopped over in the
Twin Cities en route for the East. A. B. Nelson
and wife, of the same firm, were also seen in the
Twin Cities recently on the way home after
spending several weeks in the South.
George Luessler, with the Birkenhauer-Thom-

sen Company, of Minneapolis, recently returned
from his vacation, which was spent in Chicago.
Mr. and Mrs. Allan Williams, jeweler, of

Canby, Minn., have returned from an extended
visit through Texas, Florida and other south-
ern States. Mr. and Mrs. Williams stopped off
in the Twin Cities on their way home.
Alex. Christie, of Butte, Mont., was in the Twin

Cities on his way home from the East, where he
has been spending his vacation.

J. M. Chalmers, jeweler and optician of Lake
City, Minn., was seen in the Twin Cities during
the past two weeks, calling on the jobbers and
manufacturers.

Many Out-of-town Men in Town

Mr. Hulberg, of Hulberg & Arneson, of North-
field, Minn., was recently in the Twin Cities uuy-
ing goods and looking after other business in-
terests for the firm. Mr. Hulberg is talking of
opening a new store in some town near North-
field, but has not fully decided just where the lo-
cation would be. They intend to continue thelr
present business in Northfield in connection with
the new store.
F. W. Seaman, of Hastings, Minn., was one

of the out-of-town jewelers in the Twin Cities
during the past two weeks buying goods and
looking after other business interests.
Lewis Neineske, who has just completed a

course in Stone's School of Watchmaking, has

accepted a position with Orin C. Rogers & Co.,
of Waterloo, Iowa.

Charles G. Bengtson and wife, of Stratford,
Iowa, were recently seen in the Twin Cities.
Mr. and Mrs. Bengtson were combining business
with pleasure, taking in the interesting sights.
Hart Swalstead, of Minot, N. Dak., has com-

pleted a post-graduate course in optics in the
L. L. DeMars Optical School, Minneapolis, and
has returned to his home in Minot, N. Dak.
Swan Anderson, of Anderson Bros. & Co.,

Wilmar, Minn., has gone to Norway for a visit.
Mst.r. and Mrs. J. B. Hudson, of Minneapolis,

have returned from an extended trip from the
Ea 

Mr. and Mrs. J. W. Mathis, of Marshall, Minn.,
were recently in the Twin Cities en route to Hay-
ward, Wis., where they are to spend their vaca-
tion.
W. J. Krueger, formerly of San Antonio, Tex.,

stopped in the Twin Cities recently on his way
to North Branch, Minn., where he was going to
visit his brother, A. J. Krueger, jeweler.
S. H. Clausin, of S. H. Clausin & Co., whole-

sale jewelers of Minneapolis, was on one of the
local committees in charge of the arrangements
in connection with the convention of the National
Association of Credit Men.

J. M. Church, formerly of Los Angeles, Cal.,
is in St. Paul looking for a location to open a
new jewelry store and optical parlors in connec-
tion. Mr. Church's brother, who is now in Iowa,
will take charge of the latter.
A. G. Sherf, of Redwing, Minn., was in town

during the past two weeks buying goods and at-
tending to other business interests.
B. M. Strother, who has just completed a

course in Stone's School of Watchmaking in St.
Paul, has gone into the jewelry business at Hub-
bard, Iowa, and will occupy part of his father's
general store located at that place.
Mr. and Mrs. John Lawless, of Gnoton, S. Dak.,

who were recently married, stopped in the Twin
Cities on their way to Waterville, Minn., where
they are to spend their honeymoon.
Anton Skog has accepted a position as watch-

maker with the Moody-Baker-Elliott Company,
Ellsworth, Wis.
H. Huesgen, of Devils Lake, N. Dak., was one

of the out-of-town retailers seen among. the
Twin City trade during the past two weeks.

Credit Men After Fraudulent Failurec

The National Association of Credit Men, at
the convention recently held at Minneapolis, voted
to raise a fund of one hundred thousand dollars,
to be used for the prosecution of fraudulent fail-
ures and following up insolvents whose methods
are such as to indicate crookedness and trickery.
Chas. Beard, of Sischo & Beard, St. Paul,

Minn., has returned from Forest Lake, where he
spent a two weeks' vacation.
George S. Stone, a traveling salesman, formerly

with A. L. Haman, St. Paul, Minn., has accepted
a position with Louis C. Gans & Co., of Min-
neapolis, and will travel through northern Minne-
sota and North Dakota.
Judson Beard, of Beard Bros., wholesale jew-

elers, of St. Paul, has returned from a week's
vacation at Bald Eagle, Minn., and is getting
his line ready to go out on the road again.
Following are the names of some of the out-

of-town retailers seen in the Twin Cities during
the past two weeks: E. A. Jensen, of Belgrade,
Minn. •, 0. H. Olson, Paynesville, Minn.; C. M.
Church, of Los Angeles, Cal.; E. P. Peterson,
Iron River, Wis.; Chas. B. Bengtson and wife, of
Stratford, Iowa ; Tom Morris, Crookston, Minn.;
E. F. Minder, St. James, Minn.; W. J. Krueger,
of San Antonio, Tex.; J. W. Mathis, ot Marshall,
Minn.; J. M. Chalmers, of Lake City, Minn.; W.
D. Nelson and wife, of Pierre, S. Dak.; T. J.
Thompson, Barron, Wis.; Alex. Christie, Butte,
Mont., and Mr. and Mrs. Allan Williams, Canby,
Minn.
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PITTSBURG

Vacation Season Casts a Lull Over Local Con-
ditions—Many Firms, However, Report Con-
siderable New Business—Hope for Good Fall
Trade Comes with Improvement in Coal,

Steel and Iron Industries.

Just as the bell rings for the end of the first
half of the year 1911 and industrial conditions
show signs of picking up the average Pittsburg
jeweler is entering the quietest period of the
year's trade for him, and consequently can see
little to talk about; at least in so far as business
is concerned. The vacation season is well under
way and many of the clerical force are absent
from the posts of duty. The short season of
business during the hot weather is here. Most
stores close at noon on Saturday and evenings at
5 o'clock weekdays. Reports from road men
and not discouraging, however. The inquiries
regarding stocks for the fall show that the
average dealer is looking forward to better con-
ditions in the next few months.
Thier, Kraus & Beam say that since the June

wedding season is over the interest in their line
has quieted down, but this is seasonable. Mr.
Cross views the outlook as good and believes
that the fall season will show a decided change
for the better.
Marsh, Brown & Mather, wholesalers, say that

the July business has shown a slight improvement
but not sufficient to make the change important
except in a sentimental way. Mr. Mather, of this
company, is arranging to go on the road next
week.

New Business Feature of Trade

The Crawford Company is another wholesaler
who notes a fair run of business and no falling
off from normal conditions this season. Yhese
conditions are expected to continue, Mr. Craw-
ford says, unless new and unforseen obstacles
present themselves.
Hereen Brothers & Company report a dearth

of new business, which is expected to continue
during the summer months. The situation is such
as is expected at this time. Many of this com-
pany's force are away on vacations and others
will follow.
Sam F. Sipe says that he finds trade fair and

the outlook is most encouraging. Mr.. Sipe will
soon set sail for Europe and in the meantime he
is making a drive on diamonds with much suc-
cess.
George B. Barrett Company had a good run of

wholesale trade during the midsummer period.
The wedding and commencement trade is over, it
is true, but the average volume of business for
July appears to be in good shape and thus will
expand as the season advances. In other words,
this house notes that business has reached its
lowest point for the year and it will slowly but
surely increase from now on.

In the handsome store of E. P. Roberts Sons
Company the business for the midsummer is said
to be quiet and shows a marked falling off from
the June trade, but in spite of this a fair average
of business is moving and the outlook is far
from discouraging. Seasonable quiet continues
during July and August, Mr. Steele Roberts says,
but the trade has time in the meantime to catch
up with stocktaking and preparation for the fall
and winter season and with much benefit, too.
The same condition is found in the W. W.
Wattles store, where it is said that trade has de-
clined for the summer, but with promising con-
ditions ruling for the fall and winter. Both of
these stores are making handsome displays in
their windows with novelties of a high order.

Novelty Trade Good

Terheyden's are also in the active section of
novelty trading. The summer vacation season
and the demand for those countless necessities
for the mountains and seashore has gained a fair
run of trade all the time.
The more encouraging elements in general

trade are the strong gains in the coal production
and a decided improvement in the iron and steel
trade. These are the earlier signs of better trade
conditions all along the line.

•
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The employees of the S. B. Champlin Company
held their annual outing at Palace Gardens. A
shore dinner and a series of athletic sports were
among the enjoyable features of the day. A spe-
cial car conveyed the merrymakers direct from
the shop at the hour of closing on Saturday noon
to the pleasure resort. The chain department and
the ring department formed ball nines which
fought for supremacy on the diamond, the chain
department players winning a hotly contested
match by a score of 2 to 1. Then came dinner.
J. W. Hutchins, Gene Adams, Herman Kearns,
Albert Kenyon and George Reio formed the corn-
mittee of arrangements.
John M. Weinbaum and Lee Crossman have

opened, under the firm name of the Empire Jew-
dry Store, a store for retail trade at 418 West-
minster street.
The handsome new summer home being built

by F. A. Foster, of J. A. Foster & Co., on River
View avenue, River View, at a cost of about
$25,000, is rapidly nearing completion.
Among the visitors to the Smith College,

Northampton, Mass., commencement, were Mr.
and Mrs. Isaac B. Lawton.
Mr. and Mrs. Harold Ostby and family are

spending the month at Narragansett Pier.
A partnership has been formed by Martin L.

Read and Arthur Whitaker to be known as the
Whitaker & Read Company, to manufacture and
repair jewelry at 95 Pine street, Providence.
Mr. and Mrs. Loeb are making a three months'

stay at the new Arnold cottage, River View.
J. F. Carlsten, 468 Westminster street, has put

in an extensive line of jewelry.
The plant of the Sterling Silver Manufacturing

Company, 150 Chestnut street, was closed from
July ist to July loth.
The Ealy Manufacturing Company closed its

plant at 234 Chestnut street from July 1st to
July Toth.
Mr. and Mrs. Walter H. Durfee and daugh-

ters are spending the summer at Pleasant View,
near Watch Hill.

J. Briss & Sons' Company, 65 Clifford street,
will shut down for the annual vacation from
July 29th to August 7th.

Superintendent Fred C. Lawton, of the Gorham
Manufacturing Company, and family, have opened
their summer cottage at Conimicut, and will re-
main there until October.
Charles Westcott, of the firm of Snow & West-

cott, and family, have gone to their summer
home at Buttonwoods.
A. Berberian, the manager of the enameling

plant of R. Berberian, has recovered from a se-
vere pneumonia attack.
William L. Matiran has spent several weeks at

Atlantic City. A. S. Vennerbeck and wife cele-
brated their eighteenth wedding tour anniversary
recently by a trip to Atlantic City.
Mayor Henry Fletcher and family are spending

the summer at Conimicut.
In the recent Bristol regatta the t8-footer

Wanderer, owned by Harvey J. Flint, took first
in her class.
Mr. and Mrs. Roger G. Young are at Louisset

for the summer.
The American Adjustable Hat Pin Company

has bonen the business of H. J. Geer, 9 Calender
street, this city.
Frank N. Young and family are at their sum-

mer home in Buttonwoods.
A new 2r-foot catboat to be named Neenah,

is being built for Theodore C. Hudson, of Hud-
son & Co.
Mr. and Mrs. Louis Lyons are occupying

cottage at River View for the summer.
The customers of Adolph Tanzer have received

notic,!s calling attention to the shutting down of
his factory from August 8th to August t3th.
Mr. and Mrs. Ivan Gyllenberg are spending the

summer at their Shawomet Beach summer home.
Arthur W. Barrus, with the Gorham Manufac-

turing Company, was elected national conductor
of the National Council of the Junior Order of
United American Mechanics, at the biennial ses-
sion of the order held recently at Tiffin, Ohio.
Walter V. Ghislin, manager of the Chicago

store of The Gorham Company, returned to Chi-

•

KEYSTONE

cago last month. He came to Providence to at-
tend an important meeting of the general com-
mittee, which is made up from the executive
heads of the manufacturing and selling depart-
ments of the organization.
The semi-annual convention of the travelers

of The Gorham Company was held at the Provi-
dence Works July 13th and 24th. The business
sessions occupied the time until the afternoon of
the 14th, when the company entertained the party
at the Squantum Club. The trip was made in
automobiles from the works to the club house.
Luncheon was served on arrival and dinner was
served at 7 oclock. Vice-President John S. Hol-
brook presided, as usual, over the sessions.

BOSTON
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home in Frankfort, Germany, at the time of
Mr. Cowans' decease, has returned to Europe
from New York, to which city she was accom-
panied by Mrs. Cowan. .
Sandberg Bros., of Quincy, Mass., report a fine

time at Houghs' Neck during the hot weather, as
it is nice cool weather there.
A pleasing sequel to a week of aviation ex-

hibitions in Waltham, Mass., occurred recently
when Earl L. Ovington gave a complimentary dis-
play of his ability as an aeronaut and was the
recipient, as was also Mrs. Ovington, of a hand-
some gold watch from the Waltham Watch
Co. The exhibitions were witnessed by a large
number of employees of the company, who were
given an opportunity to see the monoplane at
close range. Mayor Walker, of Waltham, made
the presentation of the two gold watches in
behalf of the company.

Daylight Robbers Escape After Lively Chase

Indianapolis, July 8, 1911 —After a spectacular
chase through the principal business section of
the city, at noon hour, two robbers, who had at-
tempted to rob Emil Mantel's pawnshop and
jewelry store at 144 West Washington street,
eluded their pursuers and made their escape by
boarding an outbound interurban electric car.
Two young men entered Mantel's store while

his son Samuel was alone and asked to see suit
cases. As Mantel stooped to pick up one that
was on a lower shelf the robbers began to beat
him with pieces of rubber hose that they had
hidden tinder their coats. The blows fell on the
boy's shoulders but did not fell him. At his cries
for help the robbers made a dash for the door.
Instantly several men and boys started in pursuit
yelling "Thieves! Robbers! Stop 'em."
The chase led to the Traction Terminal Station,

where they were almost stopped, but they escaped
in the crowd and a dash across Illinois street
landed them in a saloon. Flashing a revolver at
the colored porter the men made their way
through a cafe and out into Monument Place.
They were cornered in a building, but turning
at bay they forced their pursuer to halt while
they covered him with revolvers. They were
seen to retreat to a window, whence they jumped
into a courtyard and rushed through a store,
crossed Monument Place to the Board of Trade
building and finally reached Ohio and Pennsyl-
vania street just in time to jump on an inter-
urban car. That was the last seen of them.
A peculiar incident connected with the at-

tempted robbery was that just as the men en-
tered the Mantel store the corner policeman was
run clown by an automobile, leaving the collier
unprotected for a short time.

Jewelry Clerk Departs With Employer's Money
:It. Louis, July 8, i9I I.—Isadore Miller succeeded

in convincing Harry Miller, who conducts a store
at 4107 Easton Avenue, that he was his nephew,
although they had never met. Isadore Miller
was installed in charge of the jewelry and optical
department. On June 28th it was discovered that
the latter was missing and simultaneously with
his departure it was noted that between $r2oo and
$2000 was also gone. The police are trying to
find him. Miller is described as 32 years old,
5 feet 3 inches tall and weighs about 130 pounds.
His back is hunched slightly. He wears glasses,
the left one being exceptionally thick.
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Items of Interest
Christian T. Graefe, a well-known jeweler in

Lyons, Iowa, died recently after a long illness.
Mr. Graefe was a native of Germany, but had
been a resident.of Lyons for nearly fifty years.
He was by profession a jeweler and was for
many years in business here until about 1906, when
he retired. He had occasionally worked at his
trade since until his illness prevented him from
further labor. The deceased was a member of
the independent Order of Odd Fellows, and of
the Lyons Veteran Firemen's Association.
One of the handsomest gifts presented to

President Taft on his twenty-fifth wedding anni-
versary was five silver vases attached with silver
chains to a larger vase in the center, all seated
on a large silver tray. The gifts were made by
T. Hausmann & Sons, 818-820 Poydias street,
New Orleans, La.
The jewelry store of J. W. Petkin, at Amherst,

Ohio, was robbed recently by two men, who
broke a rear window in the store and afterward
made good their escape in a buggy. The loot in-
cluded 12 clocks, to watch chains, 7 watch fobs,
5 stick pins, 5 "beauty" pins, 15 cuff links, 6 pairs
of earrings, 1 brooch and a dozen or so of silver
thimbles.
The Queen City Ring Mfg. Co., of Buffalo,

N. Y., have announced to the trade that they will
have a full-page advertisement in the Saturday
Evening Post of July 22, 1911. This step will be
noted with much interest by the jewelry trade,
bringing prominently into the publicity field, as
it does, one of the largest ring manufacturing
firms in the United States who sell through the
dealer only. This company is using the very best
mediums, such as the Saturday Evening Post,
Woman's World, etc., and considering the fact
that the combined circulation of these mediums
runs tip into the millions, it goes without saying
that the demand for Q. C. rings will be greatly
increased, suggesting that the jewelers make time-
ly preparation to supply the increased demand.
The Van Bergh Silver Plate Co. has just is-

sued a new catalogue known as the "New Hollow-
ware Catalogue," which treats on the artistic
qualities of a new line of designs of silver-plated
ware which they are now putting on the market.

New Firms, Changes, Etc.

J. B. Herrington & Co. will open a jewelry
store in Wharton, Texas, soon. It will be situ-
ated on Milam street.
William C. Comfort, jeweler and optician at

131 South Main street, Elmira, N. Y., has taken
over the business of the Queen City Optical Com-
pany formerly owned by Charles A. Rosenbloom.
The Maiden Lane Diamond Trading Corpora-

tion has been formed in New York with a capi-
tal of $10,000. The incorporators are Froim
Taicher, David Taicher and Alexander Taicher,
all of the Bronx.
Owing to the fact that the Zeman block, in

Marshalltown, Iowa, has been sold, 0. C. Cobb,
a local jeweler, is casting about for a new loca-
tion.

I. E. Sherman has opened a jewelry store at
121 West Water street, Elmira, N. Y. Mr. Sher-
man was formerly an expert watch and clock re-
pairer with T. J. Roulledge and James E. Swarth-
out.
G. J. Davis, Rome, Ga., has moved his jewelry

store to the old Dixie Theater.
D. A. Hixon will soon reopen the jewelry store

in Lockport, N. Y., which was conducted under
the name of D. A. Hixon & Son, with the late
Leonard D. Hixon as partner.
Incorporation papers have been issued for the

Miller-Ulbrich Jewelry Company, Bloomington,
ill., the incorporators being Charles W. Miller,
Anthony H. Ulbrich and Alice M. Miller. The
capital stock is given at $15,000. Mr. Miller has
been in business there for over twenty years and
is one of the well-known business men of the city.
E. A. Burger, Saginaw, Mich., has purchased

the jewelry business of Archie Hill & Co., at 115
South Franklin street.
H. N. Robertson, Hartford, Mich., has pur-

chased the jewelry stock, fixtures, tools and ma-
terial of W. H. Blashfieid & Co.
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Hot Weather Drives Many Jewelers Out of Town—Wholesale and Retail Busi-
ness Holding Their Own—Many Salesmen Going Out This Month.
Local Retailer Has Collision With Car

To say that business has been vigorous during
the last few weeks is not an overstatement; trade
has been flourishing at a point considerably above
the usual for this time of year. Almost every-
where the wholesaler is smiling his approval and
the retailer is by no means glum. The weather
here has been insufferably hot and many jewel-
ers are fortunate enough to be at water-side re-
sorts resting for the anticipated boom in trade
this fall. Most of the salesmen are now away on
their first fall trips and report excellent business.
The men who were at Cedar Point returned after
a pleasant outing much pleased with the conven-
tion and its results.
Harry Deters, of Thoma Bros., is taking a rest

vacation. Jerome and Carl Thoma are enjoying
camp life along the Little Miami.
For Richter & Phillips, Mr. Kendall in Iowa

and Mr. Young in Texas report excellent trade.
M. H. Plant, of A. & J. Plant, is at a Lake

Michigan resort on his vacation; Harry Schutte
leaves on the 9th for two weeks in Atlantic City.
R. J. Kegan, Klein Bros., is in Milldale, Ind.,

on his vacation. Klein Bros. have been flooded
with an unprecedented number of mail orders and
have had to make a considerable increase in store
space. This company's salesmen go out this
month.
L. J. Fox, of The Gustave Fox Co., is at Hot

Springs, Va., on his vacation.
Mose Schwab, of M. Schwab Jewelry Co., has

been in Denver with a dozen other Cincinnatians
for the past ten days attending the annual con-
vention of District Grand Lodge No. 2 of B'nai
Brith.

Christ. Hirsch, jewelry department foreman
at E. & J. Swigart's, married Miss Elgie Baker,
of .olewport, Ky. The couple are now in Mich-
igan on their honeymoon.
Harry L. Schmidt, of Thoma Bros., has mar-

ried Miss Marie Jansen and the young couple
are now on a western honeymoon which will
include the Yellowstone Park trip.
G. M. Brabant, with A. & J. Plant, was present

at the opening of the Jensen, Herzer & Jeck store
in Nashville and was much impressed with its ex-
quisite appointments, which he says are unsur-
passed on this continent. Mr. Braham returned
to the South last week on his first fall trip. Abe
Solomon is now traveling in neighboring States
after having spent a vacation of three weeks in
New York and Atlantic City.
Miss Agnes Gradle, with Oskamp, Nolting &

Co., and William L. Neidhardt, formerly of that
company, were married the latter part of June
with an all Oskamp-Nolting bridal party in at-
tendance.
John S. Francis, with E. & J. Swigart, is spend-

ing his vacation in Toledo with his father.
Charley Davidson is enjoying an idle fortnight in
the . nearby country. Fred A. Willet' is now re-
siding in his new home on Eden Avenue, Mt. '
Auburn.
E. Gebhardt, of Gebhardt Bros., is putting in

the month of July at the Lakes, spending most of
his time at Mackinaw and Georgian Bay.
C. W. Oltman, of New Albany, Ind., was in

the city visiting the trade recently. Mrs. Oltman,
who shares her husband's interest in the jewelry
business, accompanied him.
Charles W. Schoenig, with Joseph S. Voss &

Sons, and Miss Alvina Ohlenroth, were married
June 27th. Their wedding trip took them to
Niagara Falls, Put-in-Bay and Thousand Islands.
Mr. Boyd, of Hcines & Boyd, Rockwood, Tenn.,

returning with his bride from their eastern honey-
moon, stopped off in Cincinnati for a visit with
the trade.
Edward Rudolph, manager of Oskamp-Nolting

& Co.'s optical department, has heard the call of
the West. He left to take up life on his ranch
in Texas.
Burglars gained entrance to the store of M. 0.

Archer, Ravenswood, W. Va., on the night of
June 22d and carried away rings, watches and

novelties worth over $2000. Joseph Mehmert is
representing Mr. Archer in this city in an at-
tempt to locate the stolen goods which may have
been shipped here.

I. N. Fox, of Fox Bros. & Co., is spending a
six weeks' vacation in Canada. Mr. and Mrs.
Henry Fox are in Charlevoix, Mich., for the
months of July and August. Sol Fox, who has
been in the Amsterdam diamond market for
the last two months is expected home in August.
The creditors of Theodore Neuhaus & Co. held

a meeting with Referee in Bankruptcy Whitaker,
and the majority agreed to accept 33 1/3 cents on
the dollar. If, as is expected, Judge Hollister, of
the United States Court, approves of this ar-
rangement Neuhaus will be dismissed from bank-
ruptcy on July 13th.

Peter Hallbach, head engraver for Ed H.
Croninger, has gone to Wisconsin for a two
weeks' visit with his brother. During the ex-
tremely hot weather which our city has been ex-
periencing the Croninger employees stop work at
4 P. M. instead of 5.

Arthur S. Pflueger, with M. Bigwood, Terre
Haute, Ind., is spending his vacation here with
his parents. His father, William Pflueger, of
Joseph Noterman & Co., has just returned from
Lake Armstrong, Ky., provided with a layer of
sizzling sunburn and a wonderful line of fish
stories.

J. B. Osthoff has gone to New York with his
wife and daughter to spend a vacation visiting
relatives.
Otto Mehmert is again in poor health, the hot

weather this time precipitating his indisposition,
and Joseph Mehmert, his father, will make the
younger man's proposed northern trip.
R. J. Seifert, with Albert Bros. has left for

his territory in Kentucky and H. M. Chaffee is
traveling in Ohio.
Norman Schweeting, son of F. A. Schweeting,

jewelers at Oxford, Ohio, sailed for Europe June
27th. He will travel in England and on the con-
tinent for four months.
Mr. Richter, of Richter & Phillips, has gone

to Rochester, N. Y., to attend the Shrine con-
vention, after which he will make a two weeks'
trip through the eastern States. Mr. Phillips has
returned from traveling in the northwest and
reports a gratifyingly successful trip.
The Lindenberg & Fox men are on the road

and reporting very fair business. Mr. Fox made
a flying trip to Chicago last week.
A. Ottensoser, stock clerk for A. G. Schwab &

Sons, underwent an operation at the Jewish Hos-
pital. It was entirely successful and he is now
able to be back at work, The mother of Will C.
Reidinger, bookkeeper for this firm, died last
week. The salesmen are all out and reporting
favorably.
The foreman of Fox Bros.' cutting department

met Sol Fox, who has been abroad for some time,
in London and together they selected a large
series of rough diamonds.
William H. Snyder, Klein Bros. Co., is putting

in two weeks' vacation at French Lick.
Frank Herschede and his family are touring

through the Northwest. The trip will include
visits to Seattle, Tacoma, Yellowstone and other
points of interest and will bring them home again
about September 1st.
The fashionable Herschede store will be re-

modeled early in August and will be made even
more beautiful and attractive than it now is. Her-
schedes expect to extensively increase their silver
line.
"Entre Nous," the girls' club at Oskamp, Nolt-

ing & Co.'s, held an 'installation banquet' at the
Zoo for its newly-elected officers on the 24th.
These fourteen enterprising girls have decided to
publish a yearbook, which shall be a memento
of pleasant social times and the good fellowship
they have enjoyed the past year as club mem-
bers. The club has developed an inventor among
its number in the person of Miss Pauline L.
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Seidel, who, aided by her familiarity with this
line of work, has invented a "sectional curtain"
which she and the manufacturer think will ulti-
mately supersede the present unhandy window
drapery.

Israel L. Greenwald, a retailer at 22 Arcade,
while turning the corner at Eighth and Central
on his bicycle, collided with a street car and
suffered a broken nose and was badly bruised
about the head and shoulders. However, he was
very fortunate to escape alive. Mr. Greenwald
is again able to be about, two weeks after the
accident, but still looks pretty badly used up
Through his attorney, Sol Zielonka, he will un-
dertake the seldom-successful task of making the
car company pay for the damage. Mr. Green-
wald believes that the motorman was at fault
and anticipates the success of his suit.
The wholesalers have welcomed the following

buyers during the past fortnight: E. H. Mosby,
Chattanooga, Tenn.; 0. S. Stoner, Dayton, Ohio;
M. Loeb, Canton, Ohio; 0. C. Thomas, Wheeling,
W. Va.; James J. Davis, Jackson, Ohio; R. D.
Washington, Russellville, Ky.; Albert Zoellner,
Portsmouth; F. A. Clark, Zanesville; P. W.
Stacks, Manchester; C. M. Wallace, Huntington,
W. Va.; F. L. Homing and son, Brookville, 111d.;
Owen Sherwood, Falmouth, Ky.; R. H. Free-
land, Friendship, Ind.; J. E. Zimmeeman, Bel.
laire; Tappen & Gardner, Eastington, Ky., and
Tom pritchett, Hawkinsville, Ga.

BALTIMORE
(Continued from page 1260)

suffered from dullness this summer, and the deal-
ers are mighty despondent over the situation.

Substantial sales of optical goods and jewelry
have resulted from the window display made by
Mo;ris Berman at his Lexington street store.
Be Knan has made it a point to couple his window
di:0,nys with some mighty showy newspaper. ad-
vel,..- 111g. He has used the local dailies, usually
tampl; six inches, double column space, with his
ov: surmounted by specs conspicuous.
-Awl antique shop of B. D. Nuitz, 603 North

bLaw street, is indeed an interesting place to
visit. Every part of the South has been drawn
upon for stock, and many curious and quaint
pieces, relics of the Civil War times and earlier
have been picked up.
Frank Kvarda is now located at 731 North

Collington avenue. Mr. Kvarda is one of those
Bohemians who has found that the retail jewelry
business in America pays.

Convention Notices Received

Advance notices of the national convention at
Richmond, Va., received in this city indicate that
it will be the most important in influence in the
Southern trade in the history of the association.
Baltimoreans especially recognize the advisability
of personal attendance.
This is the season of cups, etc., and it has re-

sulted in much overtime at the works of Carl
Schon, 213 North Frederick street, whose methods
of embalming in silver and gold have revealed a
new and novel industry.
Baltimore comes forward with something new

in a novel and pretty line of specially selected
carborundrum crystals mounted in silver gilt de-
posit work in the form of scarf pins, etc. These
crystals are wondrously iridescent, and the manu-
facturer, Carl Schon, of 213 North Frederick
street, has named the product "Crysopalite."
These crystals have about six and one-half times
the refractive power of the diamond, and are only
exceeded in hardness by the diamond itself. They
make very beautiful and durable jewelry.
Casper Summerfield, who has been located at

Abingdon, Va., for the past five years, has opened
a jobbing establishment in the Merchants and
Manufacturers Building, Baltimore Street and
Hopkins Place.
The Prudential Loan Society, capital $1,000,000,

with offices in Washington, Philadelphia, Pitts-
burg, Buffalo and Rochester, has opened an office
in the first floor of the Maryland Casualty Build-
ing. The officers of this concern, which has its
executive offices in Odd Fellows Temple, Phila-
delphia, are Gustav Mayer, president ; William
Rodenhausen, vice-president; Louis Mayer, sec-
retary and treasurer ; H. W. Stohl, general man-
ager.
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TEAR OFF

Waltham Horological School
WALTHAM, MASS.

Please send me Prospectus and Outline of
your entire course. This request entails
no obligations on my part.

Name  

Street  

City   State 
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FOLLOW THE HAND!
It is pointing the way to SUCCESS. We merely ask that you send in this COUPON to us.
Our mission in life is to make expert watchmakers out of either raw material or those having a smattering knowledge of the
profession.
We can start from the initial step and produce an expert watchmaker, providing YOU are willing to co-operate or we can take
up from where YOU left off and make a more proficient student of you. The watch business is full of perplexities. Our years
of experience enables YOU to overcome them. This is a. clean, lucrative business, one that commands respect.
Many a watchmaker has built up a large jewelry business just from his knowledge of the first principles of the jewelry business,
that of being able to do watch work RIGHT. LET US START YOU TO-DAY.

DON'T HESITATE. DON'T PONDER. DON'T DELIBERATE. ACT! TEAR OFF COUPON
Right in the HEART of the Watchmaking World. We are in a position to know.

Waltham firorological School IA-ItiCTRIVI

Can a Watchmaker
Make a Watch?

We turn out graduates who are watchmakers
in reality as well as in name, they can make
a watch right through from their own ideas,
calculations and drawings, and adjust to
temperatures, isochronism and positions. This
is one of the few schools in the world with
the instructors and equipment to do so.
Seven Prizes in the United States.
Twenty-five calls for every workman we can
supply.

Our 22nd Year and New Term Begins
September 5th, Send for Circular

Canadian Horological Institute
S. W. Cor. Church and Wellesley Streets

H. R. PLAYTNER
Director TORONTO, ONT.

0

Summer Time is Leisure Time
LET US HELP YOU MAKE IT PROFITABLE

AS WELL AS PLEASURABLE

Our correspondence course in Optics is
arranged most interestingly, and in language
free from technical terms. Besides being easy
to understand it is really intended to make
one an expert optician in testing and fitting for
glasses. Many hundreds of our graduates are
making a livelihood in this profession just as
a result of our correspondence course. Others
are using it in connection with their regular
work and business—making it a valuable
adjunct to the latter.
If you are clerk or proprietor it will pay you
to take this course — a regular $25 college
course by correspondence for only $8 ($10 in
Canada and foreign countries) and you may
pay $2 down, balance $1 per week, if so
desired. Write for complete information.

AMERICAN OPTICAL COLLEGE
Detroit, Michigan
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The Shading of Letters in
Show-card Writing

Mr. A. A. Kelly, in his new book on sign

writing, gives the following in regard to

the shading of letters, says Brains:

A black letter on a white ground will
appear distinct enough without shading or
lining, and the same with a white letter
on a black ground. But on a colored or
tinted ground the letter should be outlined
or shaded with a color slightly darker than
the ground, but of the same general tone.
With a gold letter or white letter on a

light blue, grey-drab, etc., it is necessary to
shade a letter close to its edge, in order to
throw it out more distinctly.
A second shade should always be of a

warmer tone than the first shade.
The depth of a shade should show merely

as a shade ; observe this rule, particularly
when making more than one shade to a
letter.

When the ground is darker
Depth of than the lettering the shade
Shading should be two or three

shades darker than the
ground, unless the latter is black, in
which case the shade should be some bright
color, a line or blended shade, the most diffi-
cult of shades to make. This must be a
close shade, touching the letter, or at most
not standing away from it.
The depth or width of a shade may be

one-fifth of the member that is shaded;
though this is by no means a hard and
fast rule, for the shade may be heavier or
lighter, according to the taste or circum-
stances.
Some make the bottom shade a trifle

heavier than elsewhere, to compass an op-
tical effect, whereby the letter seems to have
a better foundation.
The space between letter and shade

should be in the proportion of Y8-inch for a
six-inch letter, and 5/s-inch for a twelve-
inch letter. This is not an inflexible rule,
however.

Shading on a blue ground,
Shading make the shade about three
on Colors times darker than the

ground, tinting it with a
little red, to warm it up. For a second
shade and the darkest one use Vandyke
brown or Indian red in the blue.
For some kinds of signs a shade of Ver-

million, darkened at the bottom with some
brownish-red, Indian red, for instance, is
allowable; but on the white ground with a
black letter all gaudy coloring in the shade
is to be avoided.

As shadow is less than sub-
Rules to Follow stance, the shade of the let-

ter should be lighter than
the color of the letter. The shading should
be one that will harmonize with the color
of the groundwork.
When shading a gold letter on a white

ground use carmine for the deep shade and
light English vermillion for the light shade.
The various shades of green offer pleas-

ing contrasts in shading gold on white. In
touching up, verdigris is fine for the darker
parts.

KEYSTONE

The shading color for glass should be
made elastic, otherwise it is apt to peel off.

For shading on glass,
where a brown is desired,
one that is not too dark,
use an olive-brown shade,

which is rich and effective. For a darker
shade burnt umber and Vandyke brown are
very rich browns. In shading on glass use
white lead as far as possible, avoiding Japan
colors. Never place Japan color on a
varnished surface, for it will eventually
show fine cracks, owing to the unequal
drying of the two materials. Give all the
color ample time for drying before applying
any other coating over it. Never apply the
backing-up varnish or color for a week
after shading."

Shading
on Glass

The Grandfather Clock

The Modern "Antique" a Source of Deception
and Profit

The tourist sipped the home-made herb
beer and gazed meditatively at the grand-
father clock which ticked loudly in a corner
of the small room. The owner of the cot-
tage sat by the fire holding his shriveled
hands to the blaze and observing the tourist
out of a corner of his eye when the other
was not looking.
"That's a very old clock," said the tourist

for the fifth time. The ancient lifted his
eyes to the tall timepiece. "Ay, ay, master,"
he replied ; "it be a very old clock that. I
mind my father a-buying it at Missis Hum-
phrey's auction ; I was nobbut ten then, and
I be nigh on eighty now."
"And I suppose nobody knows how long

it had been in Mrs. Humphrey's possession
before then?" queried the other.
The old man shook his head ; the tourist,

putting down his mug, went up to the clock
and examined it minutely. The dark oak
casing was stained in many places, the bead-
ing broken, and the brass face scored all
over, every mark of age he could think of
was there. He ordered another mug of
beer and sat down to consider.
"I suppose," he said, as his host uncorked

a fresh bottle and poured out a generous
measure of the innocent liquid, "you never
thought of selling it ?"
The old man, replacing the cork leisurely,

laughed feebly. "Who would buy a old
thing like that?" he asked in a surprised
tone.
"I think," said the tourist, tentatively, "I

know a man who would. Not that it's
worth much, you know," he added, hastily.
"You're funning me master, that's wot

you're doing," said the owner of the clock,
vaguely.
The tourist, who was racking his memory

to recall where he had seen a similar clock
priced twenty-five guineas, glanced at it
once more.

"I'll make you a bid for it, daddy," he
said with apparent unconcern. "Two
pounds cash and take the risk."
The ancient laughed again. "Now I

know you're funning me, master, for it
bain't worth that much." He left his seat,
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and mounting upon a stool to enable him
to reach the clock's face, took out a dirty
handkerchief, and using it as a duster wiped
down the glass. He also regarded the clock
tenderly. "Nay, nay," he mused, getting
off the stool, "I munna part wi't ; it ha'
stood i' that corner, that old clock ha', for

"I'll give you three, there !" interrupted
the tourist, whose desire for possession
grew as the other held back.
The old villager, returning to his seat,

pondered. "I was trying to rec'lect," he
began slowly, "who it were as telled me I
could get mor'n four pun for't. I didn't
heed much at the time, for I thought he was
funning me like wot you be, master ; said
he were a dealer, I mind now, and would
be i' these parts agen i' a week or so ; but
who he were  ," the old man broke off
and deplored the tricks of memory.
The tourist took another sip of the flat

beer; his train was due in half an hour.
"Look here, daddy," he said decisively, "I'll
do for you what I would do for no one else;
I've taken a fancy to that clock and I'll go
as far as five pounds, but not a penny
more." He took out his purse and put five
sovereigns down on the table.
The ancient's eyes glittered covetously;

he stretched out a withered claw and
clutched the gold. Then he ambled up and
down the room, muttering to himself ; finally
he drew out a washleather bag and counted
the sovereigns into it one by one. "I dunno
wot Martha'll say when she comes in and
finds the old clock gone," he said uneasily,
"but I'll tell you wot, master"—he turned
to the tourist with a cunning look—"if
you'll make sharp and ha' it taken away
afore she gets back I'll let you ha't, though
it goes to my 'art to part wi't that it do."
The man in knickerbockers rose to the

occasion. In ten minutes he had discovered
a man with a barrow, and within half an
hour the grandfather clock, labeled "This
side up with care," was safely deposited in
the luggage van of an outgoing train; the
tourist smoking amiably in a near third, and
congratulating himself upon his business
faculty.
Meanwhile a different scene was being

enacted in the thatched cottage. Martha,
leaning over her husband, was patting him
on the back. "You ha' done well, Willum,"
she said, proudly, "there be nobody i' this
village wi' such a 'ead as you."

1-ler husband accepted the praise with a
chuckle. "Third clock I ha' selled this
year," he wheezed, "and a pun profit this
time. He ! he!"
He opened a drawer, and, taking some

notepaper, began to write. The letter was
addressed to a firm of antique dealers, and
this is what he wrote : "Gentn,—I 'ave selled
another o' them clocks for five pun, keep-
ing one for myself as we bargained for.
Please send another clock soon.—Youres
trewly, Willum Rustic."
He stamped the envelope and turned to

his wife. "Make haste, Martha," he or-
dered, "and drop that int' box afore thc
post goes out."
The old woman obeyed with unaccus-

tomed alacrity.—London Daily News.
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FULLER'S NEW " IDEAL" ONE PIECE PINSTEMS
PATENTED AUG. 9th, 1910
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/Shoulder The Slickest and Neatest thing

Rivet 

in the Pinstem Line
SoIid Enlarged Illustration of Pinstem

Enlarged Illustration
of Joint

Pinstem Mounted

Solid Bearing Pin

Pinstem and Rivet made in ONE PIECE—Something New and Original
—Impossible for Rivets to work loose and fall out.

Samples sent free on request.
Address our Chicago Office,
29 East Madison Street.

"IDEAL"
One Piece Pinstems

besides having Solid

Rivets, have another

new feature—Bearing

Pins ( also solid) which

give spring to the Pin-

stems and make them

hook up in the Catch.

These Pins also act

as Back Stops.

The Pinstems are made

in four sizes, in different

lengths.

With all of their decided

improvements and ad-

vantages they cost no

more than the regular

One Piece Pinstems

now on the market.

Pinstem Joints have

another new idea

They're " Reversihle."

You can solder them

on frontwards or back-

wards — they'll work

just the same.

As to fitting in the Pin-

stetT1S---there is nothing

easier.

No filing or broaching

is necessary. Simply

place the Pinstem in

the Joint, pinch the

sides of the Joint to-

gether, head the Rivet

Pills slightly and the

job is done—That's all.

No. 700 ASSORTMENT—FULLER'S NEW "IDEAL" ONE PIECE PINSTEMS WITH JOINTS AND CATCHES
Comprises 3 gross Gold Plated Pinstems assorted, 34 gross Joints to fit and 1 1 gross Catches

Special Price to introduce these Pinstems, $1.50. Order from your
Jobber and insist on getting Findings with " That Trade Mark 0"

GEO. H. FULLER & SON COMPANY
Chicago Office, 29 E. MADISON ST. : Factory, PAWTUCKET, R. I.

The Separation of Platinum and Gold from Old Jewelry

The Use of Platinum in the Manufacture of Jewelry—Rolling the Material

—Parting and Dissolving the Gold and Platinum

Now that platinum is used so extensively in
the manufacture of jewelry, and will probably
be used still more, its separation from gold and
silver is a subject that is of interest to manufac-
turing jewelers and refiners.
The platinum must be separated in the wet way,

for there is no other process known. When the
method is understood, it is not a difficult one,
but there are many pitfalls, and unless these are
known only a portion of the platinum is re-
covered. Many a refiner has discovered this to
his sorrow when he has figured up his results.
Platinum is used in the manufacture of jewelry

in various ways. It is employed in diamond ring
settings as the backing to give brilliancy to the
diamond. It is also employed as a portion of
jewelry itself in conjunction with gold. It is not
used to alloy the gold at all, however, and when
the platinum is found on the jewelry it can al-
ways be seen. Then, of course, there are filings,
scrap and similar wastes which form the principal
portion of the material obtained from manufac-
turing jewelers and which is sent to the refiner.
In refining such precious material it will be

found that gold, platinum, copper and silver are
present. The gold and platinum form the princi-
pal portion of the material while copper and sil-
ver are present as the alloy, and perhaps the
solder. The first operation is as follows:

Melting the Metal

The usual practice is first to melt the gold and
platinum material with silver so that parting can
take place. Take the following:

Gold and platinum material r part
Fine silver  3 parts

Melt the whole at a good, bright, red heat in
a graphite or clay crucible, pour into a mold and
then roll down into as thin sheet as possible. This
is to allow the parting to be done easily.

Parting

It should be borne in mind that the parting
should not be done with nitric acid. This is one
of the pitfalls. Strange to say, platinum when
alloyed with silver, is dissolved to some extent by
the nitric acid. In fact, when only 5 per cent.
of platinum is alloyed with the silver it will dis-
solve in the nitric acid with the silver. Percy, the
celebrated metallurgist, made investigations on
the subject and says: "An alloy of platinum and
silver, containing only 5 per cent. of the latter,
completely dissolves in nitric acid, but if the
platinum much exceeds that proportion, part of
it remains undissolved. But in sulphuric acid
only the silver dissolves."

It is necessary, then, to use sulphuric acid for
the parting, otherwise the platinum will dissolve
with the silver. Place the rolled strip of metal
obtained in a porcelain dish, if the quantity is
small, and if large a heavy cast iron kettle can
be used. For every ounce of the rolled strip,
take from 2 to 3 oz. of strong sulphuric acid.
This acid should be chemically pure, as the pres-
ence of chlorine or other impurities will inter-
fere. Heat the dish on a sand bath until the
action ceases. This takes several hours. Then
allow to cool and pour off the acid, which now
contains the silver as sulphate, into cold water.
For every part of the acid, use nine parts of
water. When all the acid has been poured in
wash the residue in the porcelain dish (which
now contains the gold and platinum) with water
several times and pour into the main solution.

Precipitation of the Silver

Heat the silver solution, made by pouring the
sulphuric acid into water, so that all the sulphate
of silver will dissolve and then precipitate it with
copper wire or sheet copper. The silver is pre-
cipitated in a finely divided condition, and can be
filtered off, washed with water and melted down
to fine silver. The solution from it contains sul-
phate of copper and may be crystallized out by
evaporation if desired.

Dissolving the Gold and Platinum

The residue left after parting with the sul-
phuric acid, contains the gold and platinum.
Wash well with hot water to free from the sul-
phate of silver, and then dissolve in the porce-
lain dish with aqua-regia (3 parts of pure muri-
atic acid to i of pure nitric acid). Warm the
dish on the sand bath until dissolved. Use no
more acid than is necessary, and then evaporate
off excess until the solution becomes syrupy. It
will have a dark red color. The gold and plati-
num are now in the form of chlorides and the
nitric acid has been expelled by the evaporation.
Add twice the volume of water to the platinum

and gold chlorides that there is solution, and it
will be found that it is not clear. There will
always be a slight amount of silver chloride in it
as the sulphuric acid will not remove all. Filter
this silver chloride off.
To the clear solution add ammonia until the

free acid in it is nearly neutralized. Do not by
any means add enough to neutralize the acid or
the gold will come down. This point is easily
ascertained by the use of test paper. Add the
ammonia until the solution just barely colors blue
litmus paper red. This point is a delicate one and
much care must be exercised in not carrying the
addition of ammonia too far. The reason is
this : If the free acid in the gold and platinum
chlorides is not practically neutralized, all the
platinum will not be precipitated by the ammon-
ium chloride afterwards added. If too much
ammonia is added so that the solution becomes
alkaline, both the gold and the platinum will be
precipitated. The right point is just short of
neutralization so that the solution still remains
slightly acid.
Now add a strong solution of ammonium chlo-

ride (sal ammoniac) and stir. The ammonium
chloride solution should be saturated. Add
enough to precipitate the platinum as ammonium
platinic chloride. This comes down in the form
of a yellow, crystalline precipitate. As it is not
very insoluble in water, it is necessary to add
alcohol. Add an equal volame of grain alcohol
and allow the whole solution thus obtained to
stand in a warm place for twenty-four hours.
Then add more of the ammonium chloride solu-
tion to ascertain whether the platinum has all
been precipitated and allow to stand for several
hours again.

Filter off the ammonium platinic chloride and
wash with a mixture of equal parts of alcohol
and water. When washed it is thus free from
gold.

Obtaining Metallic Platinum

The ammonium platinic chloride thus obtained
is dried and then separated from the filter paper.
The filter paper is then burned to an ash and the
whole added to the precipitate. The whole is
next placed in a crucible (if a small quantity a
porcelain crucible is used, but if a large amount
a French clay crucible is necessary) and heated
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gradually to a red heat. Care must be taken at
first to avoid too rapid heating so as to lose any
of the platinum by "dusting." The ammonium
chloride in the precipitate is driven off by the
heat and finely divided metallic platinum is ob-
tained as the residue. This is in the form of a
black, heavy powder and is called "spongy plati-
num."
This spongy platinum may be used for making

platinum chloride or any other salts of the metal.
If, however, it is necessary to obtain it in the
compact form, it must be fused in a lime crucible
by means of the oxyhydrogen blowpipe or by
means of an electric furnace. It has been found
expedient, when thus melted, to allow the plati-
num to remain in the crucible after it has been
melted and not attempt to pour it. It can then
be rolled or drawn as desired.

Recovering the Gold

The solution obtained after filtering off the
ammonium platinic chloride contains the gold.
To separate it, add a strong solution of ferrous
sulphate (sulphate of iron) and heat gently in a
porcelain dish for several hours when the gold
will all be thrown down in the metallic form and
in a very finely divided condition. Add more
ferrous sulphate solution, however, to see if all
the gold is down and then allow to remain while
warm.

Filter off the metallic gold, dry and melt in a
crucible under borax as a flux when metallic gold
will be obtained. The filtrate from the gold con-
tains nothing of value. The copper, slight
amounts of zinc and cadmium, should they be
present in the original material, are in the solu-
tion obtained by throwing down the silver with
the copper and are thrown away.

Recapitulation

The various steps in the process may be
summed up as follows:

I. Melting the gold and platinum material with
three parts of silver.

2. Parting by sulphuric acid.
3. Separation of the silver in the sulphuric acid

solution by metallic copper.
4. Dissolving the gold and platinum residue

with aqua-regia.
5. Evaporation of the free acid.
6. Precipitation of the platinum as ammonium

platinic chloride by means of anmonium chloride.
7. Filtering out the ammonium chloride, wash-

ing and heating to convert into spongy platinum.
8. Precipitation of the gold by ferrous sulphate,

washing the gold and melting to fine gold in a
crucible.—The Brass World.

Explosive Diamonds
Dr. A. E. Tutton, the leading British expert

on crystallography, in his Cantor lecture at the
Royal Society of Arts on the 1st inst., said that
diamonds were probably formed from fused car-
bon at great unknown temperatures and under
such pressures as could only exist at enormous
depths below the surface of the earth. When
they came within reach of the miner they had
traveled upwards, probably by volcanic action,
for a long way. It was well known that the
relief from pressure afforded in this way caused
many diamonds to break, as the volcanic rocks
in which they were first embedded decayed into
the famous blue clay. Workmen in the Kimber-
ley mines knew that diamonds often exploded
soon after being dug out of the earth. This
explosion was•greatly assisted by heat, and many
accidents had occurred by the Kaffirs hiding
newly found diamonds in their mouths. The
lecture was illustrated by some beautiful experi-
ments with ten diamond crystals lent by Sir W.
Crookes.

•



Educating 12,000 and
More People a Day
A great number of the 12,000 people who buy
Ingersoll watches daily have never carried watches
before.

A great proportion of our annual output goes to
educate people to carry watches who have formerly
done without.

What does this mean to you?

It means that when you sell an Ingersoll you are
making a friend — who will later be in the market
for a fine watch.

As over 50 of all watches sold in this country
are Ingersolls, see what an advantage it is to you
to sell them. For by so doing you can assure your-
self a constantly increasing trade on your finer
goods.

We have prepared a special proposition that means
money to all who use it. We have described it
carefully in a circular. Let us send it to you.

Don't delay, your next door neighbor may get this
circular before you do and profit by it. Be the first
in your town to take advantage of this offer.

Robt. H. Ingersoll & Bro.
New York Chicago San Francisco
London Montreal Mexico
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The Art of Ring-Making

By LAURIN HOVEY MARTIN, in Handicraft

It is intended in this brief article to show a

few ways of making finger rings.

The ring shown in Fig. i is quite a rich ring

although very simple to make, gauge No. 15 sil-

ver being used. The first step is to draw the

shape of the ring upon a piece of silver. I find

about the easiest and the most accurate method

of doing this is to draw a straight line through

the center of a piece of silver and divide this

line into halves, and then take this point as a

center and make a circle, the diameter of which

is as great as the widest part of the ring. After

doing this draw a line either side of the central

line as shown in A, Fig. i. It is now a very

simple matter to connect these straight lines with

the circle. If you trace the outline of the ring

in the silver you are sure to lose in the tracing

and it takes much more time in filing it into

shape. You are also not so sure to have it ac-

curately drawn, as by putting in the construction

lines in the mechanical way which I have de-

scribed. The outline is then sawed out as shown

in B, Fig. I. The next step is to bend the ring

and solder the ends. It is not at all necessary

to have a ring bender in order to bend a ring.

You can begin by bending it in a groove cut in

a piece of wood. Place the straight piece of

silver in this groove and use a curved end ham-

mer. You can finish curving it over a ring man-

drel.
After it is curved and soldered the next step

is to bend a thin band of silver around the stone.

I would file the top of the ring flat and then

solder this band onto the ring as shown in E,

Fig. 1.
The design on this ring is next built up. The

design consists of balls and wire which are sol-

dered onto the ring, but the ring under this

ornament is carved simply. The balls are easily

made by placing small pieces of silver on a piece

of charcoal and playing the blow-pipe flame upon

them. I should then solder these balls together

in threes, and then solder these four groups

onto the ring. The next step is to take a small

piece of silver or a piece of flat wire, as shown

in D, Fig. 1, saw into it a short distance and

spread it as shown in the illustration. You now

bend this wire to fit the curve of the ring and
solder it in. After having done this you are
ready to finish the ring, as there are no more
solderings to be made. First file the inside of
the ring and then file the wire on the outside of
the ring so that it blends into the main ring.
After having thoroughly filed the ring inside and
out it is ready to be polished.
In polishing a ring of this sort use small

brushes on the motor with tripoli wax and you
will find it quite a simple matter. After it is
thoroughly polished the ring will be greatly im-
proved by a little carving.
Then heat the ring and put it while hot into

a weak solution of sulphuric acid, and then wash
it in water. You can oxidize it by warming the
ring slightly and dipping it into a weak solution
of silver of sulphur. You can now set the stone
and rub off as much of the oxidation as you wish.
In Fig. 2 I have illustrated another way of con-

structing a ring. The left hand side of A, Fig. 2,
shows the first step. Cutting out a blank in this
way makes it simpler.
Instead of drilling a hole and sawing out the

space at the point at the right hand side of A,
Fig. 2, I find it is easier to get a good curve to
the leaf by sawing from the outside into the point

marked with a small a, and then afterwards run
in a little solder at the point of contact.
The drawing B, Fig. 2, shows the next step.

You can model the leaves to a great extent with
a file but the veins must be carved with the en-
graving tools. After making a box setting for
the stone, you can put on the finishing touches
with the engraving tools, polish the ring and set
the stone.

Fig. 3 illustrates the "paved" setting which is
a process of inlaying the stone in a thick piece
of metal.
In making a ring of this kind you should use

a piece of silver about 9 gauge. You begin with
a thick piece of silver as shown in C, Fig. 3, and
hammer it out longer and thinner at the ends
as shown in D, Fig. 3. The ring is then curved
and soldered. The next step is to flatten off the
top, then with your engraving tools engrave out
a space as shown in A, Fig. 3, to receive the
stone.
In setting the stone in this process you place

the ring over the mandrel and spread the metal
against the stone by using a small chasing tool.

FIG. 1

A

CD
tBfl 

FIG. 3

FIG.2

A

FIG 4

FIG 5
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You can carve the metal into a great variety of
designs in this process. The metal about the
stone can be treated in different ways.
You can engrave the space for the stone as I

have illustrated, then undercut it and by the use
of a flat chasing tool hammer, rap up the edges
of this under cut. After doing this when you
set the stone, you have made more of a band
about the stone. In this process the stone can
be held in position with only a few points bear-
ing against it. The illustration G, Fig. 3, shows
a design where only the points of the leaves touch
the stone. In making a setting of this sort you
first engrave out the space just as if it were to
be a simple setting and afterwards do the model-
ing with the engraving tools.

Fig. 4 illustrates a ring which has first been
carved and then the flowers are made separately
and soldered on. In making flowers of this kind
it is much easier to saw them out in a simple
shape, as shown in B, Fig. 4, and then file to the
shape of C. They can then be carved with the
engraving tools. It is better to do most of the
carving after the forms have been soldered onto
the main ring.

Fig. 5 illustrates the process of making a prong
setting. The first step is to take a strip of thick
silver, I should say about 15 gauge. It is then
bent around and soldered, as shown in A, Fig. 5.
The next step is to carve out a space around the
top so that after the prongs are shaped the sec-
tion of the prongs will be like that of D, Fig. 5.
After you have engraved this line around the top
you can file out the prongs, as shown in C, Fig. 5.
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How to Make a

Small Gilding Solution

A gilding solution suitable for use with an

electric battery is composed of

Fine Gold (dissolved)
Cyanide of Potassium
Water

The gold has to be added in the form of
chloride, and as this is troublesome to one not
fully conversant with the action of the various
chemicals necessary to convert it from the solid
to the liquid state, should strongly advise the
purchasing of the prepared chloride of gold.
This will prove economical both in time and

expense, for apart from the cost of acids (nitric
and hydrochloric) necessary to dissolve the gold,
there is always the possibility of loss of gold in
the process of converting it into chloride, to pre-
vent which requires very careful manipulation,
combined with an adequate knowledge gained by
experience of the various processes, viz., dissolv-
ing, evaporating and collecting, in readiness for
adding to the bath.
But even if familiar with these, it is still less

costly when preparing a small quantity of solu-
tion to purchase the tubes of chloride from the
trade outfitters for gilder's requisites. One quart
of solution is a very useful quantity for the pur-
pose, although fair results will be obtained in
half this amount for gilding very small articles,
but cannot be recommended for good results
generally. The prepared tubes of chloride con-
tain about fifteen grains each, and for a one quart
solution we should require at least three tubes,
although this might with advantage be increased
to four if fairly large surfaces are to be gilded.
Tabulated we have

Chloride of gold, 45 to 6o grains,
Gold cyanide of potassium, i oz.
Water (boiled), i quart

The water is heated to boiling point and the
cyanide added. This quickly dissolves when it is
ready for the addition of the chloride. An or-
dinary deep enameled iron basin or saucepan are
useful vessels in which to keep the solution, and
when not in use should be covered with a lid
to keep free from dust.
In use the solution should be fairly hot, say

150° F. (ascertainable by the use of a thermom-
eter), but can be increased advisedly if the bat-
tery is weak, or to procure a rich color deposit
quickly.
The anode, or "bait" for ordinary commercial

yellow seeding is of fine gold, milled to a very
thin substance to obtain the largest possible sur-
face for the solution to work upon.
Three or four pennyweights is a very useful

quantity, as this can be partly or wholly sub-
merged according to the size or number of ar-
ticles being gilded. The purpose of this is to
maintain as near as practicable a uniform supply
of gold to the solution, the free cyanide attack-
ing the anode and dissolving sufficient to keep
the solution replenished. This is a very necessary
chemical action, for without this taking place the
whole time the solution is in use, it would soon
be depleted of its proper proportion of liquid gold
and consequently cease to deposit on the work.
To ensure this, a small quantity of cyanide is from
time to time added to the solution.

VVhen at its best the anode is clean but dull.
When dirty and dull it shows the need of addi-

tional cyanide to the bath to stimulate its dis-
solving power, whereas, extreme brightness of
surface suggests rather an excess of cyanide and
that the anode is suffering in weight unnecessarily.
Care must also be taken with the battery to see

that this is in good order, and that all connecting
screws, etc. are clean, that the proper passage of
the full voltage of electricity is not obstructed,
for if this is neglected very indifferent results
may be exputed.
Another equally important item is the cleanli-

ness of the work, which must be perfectly clean
and free from grease of any kind before being
immersed.—The Watchmaker, Jeweler and Sil-
versmith.
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Attention, Watchmakers and Jewelers

Steel Wire
Clock Cord
(Non Rust)

Made in 3 sizes

Put up in 111t. Coils

Prices Small Size . . $1.50 per doz. Coils
Prices Medium Size . 2.50 per doz. Coils
Prices Large Size . . 3.00 per doz. Coils

Pendant Set Sleeve Wrench-10 Prong
Price, 0 cents

r41,

Regent Foot Wheel.
Improved $6.00
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We are closing out One Hundred
Gross, Swiss steel, Fancy Assort-
ed Hands at $1.00 per Gross. First
Come, First Served.

Closing out a large stock of
ROUND SILK GUARDS
that were $3.00 and $4.00
per dozen at $1.00 per dozen
WRITE FOR OUR LATEST, UP-TO-

DATE, CLOTH BOUND, POCKET

PRICE-LIST OF TOOLS AND MATERIAL

CROSS & BEGUELIN

Flat Poising Cutters

No. 17. Price, 50c.

Cannon Pinion
Tightening Tool

50 cents

This Cabinet FREE with your FIRST order for One
Gross Regent Imported American Mainsprings

New Style Flat Poising
Cutters, made of the best

quality stubhs steel

Contains three upright. flat
surface cutters, same as used
by High Grade Swiss and
some American manufac-
turers.
NVill answer fur all sizes of
balance screws. Cutters have
different diameter holes, lit
stand on taper and num-
bered from 1 to 3.
Place screw on cutter and
turn with ordinary screw
driver.

Importers, Exporters and Manufacturers
Watches, Diamonds, Jewelry, 23 Maiden Lane New YorkSilver-Plated Ware, Etc.

Set of five upright Poising
Undercutters, made of best
quality stuhlis steel, fitted to

Poising Undereutters stand on taper and num-
bered from 4 I o 8. Will under-
cut all kinds of balance screws.
No. 4—Waltham, Elgin and
Swiss, 0 size.

No. 5 — Howard, Waltham,
Elgin and Swiss, 12 size.

No. 6 — Old style 0 size
1Valtharn and all kinds of
6 size.

No. 7 — All regular 18 and
16 size.

No. 8—E1gin and Swiss, 18
size, wi■li small thread
and large head.

Place screw on cutter and turn
with ordinary screw driver.

No. 18. Price, 75c.

FVERY manufacturing jeweler knows the advantage of
j a perfect bright cutting gold. And he knows, too,
how hard it is to produce when alloying with scrap

or inferior metal.

" Omega ff Guinea Gold Alloy
Guinea Gold combines readily with the Gold in

any proportions. Makes a homogeneous alloy
with one melt.

Gold alloyed with Guinea Gold is a full rich
color. It works freely under the rolls and in the
press — will not crack in the working or the fire.

Its long, compact grain cuts bright and clear
under the graver. And it polishes to a brilliant
surface without waste.

Guinea Gold comes granulated—put up in duck
bags of 5 pounds or 10 pounds—or boxed in bulk.

• ai•" Omega Purified Shot Copper
Omega Purified Shot Copper is prepared to give

the manufacturing jeweler a brand of Copper of
assured standards and purity. It is made of
copper selected from the finest brands that come
into the market. Melted, purified and shotted.
Sieved into uniform sizes and packed in duck bags
of 10 pounds each. Omega Purified Shot Copper is
convenient to use. It is kept free of dust, dirt and
oxidation.

The granules melt quickly and yield an alloy of
known composition and working qualities.

Write for generous working samples of Omega Guinea Gold Alloy and Omega Purified Shot Copper—and a
copy of our "Formulae for Alloying Gold," a series of working formulae prepared by our chief metallurgist.
No charge.

THE RIVERSIDE METAL COMPANY
MAKERS OF JEWELERS' METALS

RIVERSIDE, N. J.
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Simple Soldering

A very interesting and practical little volume of

about ioo pages, on the subject of soft and hard

soldering, under the title "Simple Soldering,"

has been issued by Spon & Chamberlain, 823

Liberty Street, New York. The author of this

little treatise is Edward Thatcher, instructor of

decorative metal work in Columbia University,

who is . recognized as an authority on this

specialty. The descriptions and explanations are

very lucid and readily intelligible to any reader.

A number of excellent illustrations add consid-

erably to the usefulness of the work.

On the subject of cleaning up and polishing

soldered work, on which we frequently receive

queries from our readers, the author says:

Soldered work frequently requires cleaning up

and removing the surplus sr,ider and flux with a

scraper or an old file. Sometimes it is removed

with an emery wheel and ground quickly down to

the original metal, leaving only sufficient solder

to hold the work safely. This can be done with

the sharp steel scraping instrument after the work

has been properly "pickled." A scraper of the

hoe or plow type is used mostly for this work.

Care should be taken that the original metals are

not marred or deeply scored by the scrapers,

which will make ugly scratches that can be re-

moved only by a great deal of work with small

curved "riffle" files.

After screping down to the bare metal the next

step is to smooth the metal up to the original

smooth surface and this is best done by taking

a piece of "Scotch Stone' about three eighths of

an inch square, and some six inches in length.

Grind this to a blunt wedge that fits into the joint

roughly. Rubbing back and forth with the stone

moistened with water will quickly wear away the

roughened metal to the required smoothness.

Too much water should not be used but only

enough to lubricate the stone. After this a "red"

or rotten stone should be used in the same way

to remove the scratches left by the Scotch stone.

These stones are of great advantage in reaching

points that may not be polished otherwise, as they

are easily ground to fit any work.

An ordinary slate pencil will do very well if

the Scotch stone is not at hand. In fact almost

ally soft blue stone will do, but the Scotch stoneis be 

Pine sticks or orange wood, shaped like a lead

pencil may be dipped into cutting-down composi-

tion, which is a mixture of emery and wax that

comes ready for use. The working end of the

stick is to be rubbed into this mixture and when

rubbed over the work will smooth it up still more.

Still a finer finish may be given by pith sticks

of elder and rouge composition and then perhaps

rubbing with felt.
What are known as "hand buff" sticks are very

useful in polishing; they consist of stocks or flat

handles of wood with strips of leather and felt

. glued to them. These are simply charged with

the cutting-down compound and rouge compound

and rubbed against the work.

In large work after removing the surplus sol-

der with a file or coarse emery wheel, either a

finer emery wheel, or a carborundum wheel is

used to remove the scratches left by the rougher

wheel and then smoothing on a leather wheel of

walrus hide on which the cutting-down composi-

tion has been rubbed while it is revolving.

A final polish is usually given by a cotton buff

wheel which is run at a high rate of speed. Such

a wheel is made of layers of cotton cloth so that
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the centrifugal force flings the edges of the
cloth disks against the metal with sufficient force
to polish it. This is charged with the rouge coin-
position.

Files that are not to be used for any other work
should be kept for filing away soft solder, which
fills them up completely so that the teeth will not
bite. Coarse files may be cleaned, however.
Sometimes sticks of carborundum or emery are
used in the hollows where the revolving emery
wheel may not go. Such work should then be
finished up with the Scotch stone.

Bright work may be burnished with a steel
burnisher which is a smooth, highly polished in-
strument set in a wooden handle.
This is grasped firmly in the hand and the

point of the tool worked about on the metal until
it smooths up. The body of the tool may be used
as well as the edges.
The book can be had for the very modest price

of 25 cents.

Production of Imitation Gemmed

Jewelry By Means of Lacquer

A method of producing cheap jewelry so that
it will resemble that containing gems has recently
been patented by Frank J. Lightbody of the Cam-
bridge Novelty Company, of Cambridge, Mass.,
says the Brass World. The method of producing
this effect is principally by the use of lacquer.
The inventor describes his method as follows:
"In the drawings an ornamental metallic body

is represented which may be of any suitable form,
and is preferably pressed from a flat sheet metal
blank by dies which impart any desired orna-
mentation to the outer surface of the body. On

The Method of Making the Imitation Gemmed

Jewelry

the outer surface of the body I form by the
action of suitable dies a group of facets, the die
which forms the exposed surfaces of the facets
being suitably compressed between the dies so

that the facets are formed with very smooth
surfaces adapted to reflect light. The facets are
preferably radially arranged and preferably con-
stitute the outer side of a boss which projects
from the surrounding portion of the body. The
facets are also preferably slightly concave, as
indicated by Fig. 2. The combined area of the
facets is less than that of the body, so that the
body has an exposed surface outside of the group
of facets which preferably has a somewhat dull
finish contrasted with the smooth finish of the
facets, the said contrasted surface being indi-
cated by the stippled portions in Figs. i and 2.
The relative arrangement of the facets is such
that their light-reflecting surfaces are adapted to
reflect light in various directions, thus producing
numerous reflected high lights, which give an
effect similar to that given by the facets of a
gem formed by cutting or pressing glass, or other
material of which gems, or so-called gems, are
originally made.
"To the light-reflecting surfaces of the facets

is applied a coating of laquer, or other trans-
parent coloring matter, which is colored or tinted

to impart the desired color or tint to the reflected
light. The coating heightens the contrast be-
tween the facets and the adjacent surface or
surfaces of the body and imparts a tint to the
reflected light resembling that of a colored gem,
such as a ruby or emerald, the tint depending on

the color of the coating.
"The described article may be very inexpen-

sively manufactured and presents an effect closely
resembling that of a metal body and an actual
gem, so called, set therein."
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Workshop Notes
Subscribers wishing inquiries answered in this depart-

ment must send name and address—not for publication,

hut as an evidence of good faith. No attention will be

paid to anonymous communications. Questions will be

answered in the order in which they are received.

"Wooden Wheels."—Can you tell me where I
can get wooden wheels made for these old 24-hour
clocks? I have two clocks on hand to repair and
they have five or six wheels broken. All are wood
except verge.—You can have wooden wheels cut

to order by any of the trade repairers whose ad-
vertisements you see in THE KEYSTONE. They will
be pretty expensive because in all probability the
cutters for the wheels will have to be made up
especially, as this is a very unusual job.

"Motive Power."—Kindly inform me if I can
change the motive power on a Swiss sweep sec-
ond eight-day regulator from weight which it has
now, to electricity run by batteries, and the
method of doing it, or is there any firm who
makes the attachment ready to apply to any clock.
I wish to state the regulator is of the regular
modern Swiss type with pin escapement and grid-
iron and brass pendulum, such as Otto Young, of
Chicago, sells to the trade, and it carried a weight
which weighs 5 pounds 3 ounces.—We decidedly
advise you not to attempt to make the alteration
you suggest. You would waste a lot of time and
could hardly hope for as good results as you can
get from the present motive power, let alone bet-
ter results. Attachments for altering regulators
from weight power to electric power are not made.

"Watch Models."—Will you kindly inform site
how to determine the grade, class, model, etc.,
of watches? I fail to find cuts of various models
in catalogues, and in ordering material.ron at a
loss to know what model, grade, etc., to order
for.—You cannot find the information you need
in catalogues of watch movements. It will be
found in great completeness, however, in the
material price list which is issued by each of the
watch companies, and all of which are found
together in the general tool and material cata-
logues issued by the dealers, a number of whose
advertisements will be seen in THE KEYSTONE.
You can get one of these catalogues by writing
to one of the dealers for it, and showing that
you are connected with the trade, so as to be
entitled to it. You will notice that the various
companies have different ways of arranging their
material lists, but in each case a little observa-
tion and study of the illustrations of movements
and parts should make it possible for you to
order material intellicrently according to the
model and grade of the movement needing it.

Criticism of Cleaning and
Plating at the Same Time

Many platers have heard that it is possible, by
the use of certain plating baths, to clean the work
and plate it at the same time. They believe that
it is something new.
The process is not only old but far from good

practice. It is based upon the use of a hot
cyanide plating solution, particularly a hot cyanide
copper bath.

It has been known for a long time that a hot
cyanide copper solution has grease removing
powers. In fact, this is one of the reasons why
it is used. It is not necessary to use any special
formula, however, as any hot cyanide copper
solution will answer; but it should be known
that all hot solutions must be weaker than cold
ones on account of depositing their metal faster.

Although a hot cyanide copper solution has
grease removing properties, it hardly seems logi-
cal to allow it to remove grease and oil from
the surface of the work to be plated and thus
become' contaminated. It is then only a matter
of a short time when the surface of the solution
becomes covered with a layer of the grease and
covers the plated work when it comes from it.
The cyanide is then used up more rapidly and
there is little to be gained.—The Brass World.
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The Art of Engraving

written by one of the world's most accomplished engravers. This treatise has been the sole education of
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Recent Patents of Interest to the Jewelry Trade

Patents of interest to the trade, recently issued,

especially prepared for this journal by Wm. N.

Moore, patent attorney, Loan and Trust Build-

ing, Washington, D. C.

996,677. Brooch or Belt-pin Keeper. Carl B.

Reed, Dysart, Iowa. Filed Oct. 7, 1910. Serial

No. 585,865.

A device of the class described compris
ing a

back, a penetrating prong pivoted thereto, a
 pair

of slotted ears carried by the back, a pi
voted

keeper member traveling over said ears and en
-

gaging the slots, said ears having notches, m
eans

carried by the keeper member for engaging th
e

notches to lock the member over the free end o
f

the penetrating prong, and means to raise 
the

keeper member when said locking means is re
-

leased from the notches, said locking means

adapted to raise the free end of the pivoted

prong upon the release of the locking means.

997,020. Safety link for watch chains. Riccardo

Stanig, Seattle, Wash. Filed Sept. 21, 1910.

Serial No. 583,106.

A safety device for watch chains and the like,

comprising a link composed of body and cap sec-

tions adapted to slide, one upon the other, length
-

wise of the link, the body sec-
tion being hollow and having
longitudinally separated parts
of unequal diameter connected
by a web having a series of A --A
holes therein, the cap part of 20

the link being hollow and em- JJ

bracing the smaller end of the 4
5

body section, a rod entering
the smaller end of the body
section and secured to the in-
closing cap-section, and a se-
ries of prongs pivotally connected with the inner

end of this rod and having their points lying

within the holes in the web of the body section

when the two parts are brought together, and a

spring normally holding said parts together.

995,533. Watch-dial fastener. John Haley, Ar-

cola, Ill. Filed Dec. 14, 1910. Serial No.

597,273.

-0,7

t. The combination with a watch plate having

an opening of a dial carrying a foot provided

with a wedge-shaped slot, the wider end of which

is disposed adjacent to the dial, and means to

spread the foot members to cause them to impinge

against the walls of the opening.

• 2. The combination with a watch plate having

a flared opening, of a dial carrying a foot pro-

vided with a wedge-shaped slot, the wider end of

which is disposed adjacent to the dial, and means

to spread the foot members to cause them to im-

pinge against the walls of the opening.
3. The combination with a watch plate having

an opening formed with a countersunk inner

end, of a dial carrying a foot having a flared

inner end anfl a wedge-shaped slot, the wider end

of which is disposed adjacent to the dial, and a

screw to engage the walls ot the slot to spread

the foot members to cause their flared portion
s

to engage with the countersunk portion of the

opening.

996,639. Safety-pin. Marcus T. Goldsmith,

Newark, N. J. Filed Sept. 29, 1910. Serial

No. 584,411.

7

A safety-pin constructed of a single piece of

wire and comprising two arms connected by a coil

spring, one of said arms being pointed, and the

other bent to form a loop and then upwardly into

a catch for engagement with the pointed end of

the first arm, a lock constructed of a single piece

of sheet metal and pivotally secured in the loop

of said second arm and provided with a tube for

engagement with the pointed end of said first arm.

996,727. Watch. Wilson E. Porter, New Haven,

Conn., assignor to New Haven Clock Co., New

Haven, Conn., a Corporation. Filed April 21,

1911. Serial No. 622,544,

I. A time-mechanism having one of its move-

ment plates provided
carrying arm having
within a clearance-
space adapting it to
be bent edgewise in
the plane of the said
plate for changing
the position of the
pivot-hole with re-
spect to the mechan-
ism.

2. In a time-mech-
anism the combina-
tion with a balance-
wheel, an escapement-lever and an escapement-
wheel, the said lever being provided with es-

capement-pins coacting with the teeth of the es-
capement-wheel; of a movement-plate cut away

to form a pivot-carrying arm having a pivot-
hole and located within a clearance space, per-

mitting the said arm to be bent edgewise in the

plane of the said plate to change the position of

the said escapement-wheel sufficiently with ref-

erence to the said escapement-pins to cause the

same to properly lock into the teeth of the said

escapement-wheel.

with an integral pivot-
a pivot-hole and located

9

---..

•

995,744. Hat-pin protector. D.
M. Watkins, Providence, R. I.
Filed Nov. 8, 1909. Serial
No. 526,838.
In a hat-pin the combination

of a pin having a pointed end;
a tubular guide through which

the pin can be moved; a tubular

case secured to the guide; a
spiral spring in the case adapted
to receive and engage the point-

ed end of the pin; and a pro-
jection extending from the case
between adjacent coils of the
spring.

994,395. Ring-mold. Adolph Herman, St. Louis,

Mo. Filed Feb. 3, Icat. Serial No. 6o6,413.

In a ring-mold provided with a mold
-groove

for the ring-shank, a crown-core insertible

through the mold into co-operative position 
with

the mold-groove, a shank
on the crown-core sub-
stantially diamond-shaped
in cross-section, a plate
forming the bottom of the
mold and provided with
an opening to receive the
shank aforesaid, the main
axis of the diamond cross
section being in the plane
of the axis of the plate
and in the plane of the
mold-groove whereby the

3

I279

crown-core is properly positioned to insure the

proper disposition of the crown prongs on the

ring-shank.

994,229. Jewel remover and replacer. Frank

Winkler, Kansas City, Kan. Filed March 29,

1910. Serial No. 552,269.

In a jewel remover and replacer, a pair of

members pivoted to each other and having co-
operating jaws, one having a hole and a notch,

a bar rotatively and longitudinally slidably

mounted in said hole
and having a peripheral
groove, a pin extending
into said groove and
mounted in the jaw
which has a hole, for
limiting the outward
sliding movement of the
bar, a pin secured trans-
versely to the bar for
entering the notch to
hold the bar in different /4,
positions to which it may
be rotated, a coil spring located in said hole for
retracting the bar to positions in which the pin
carried by the bar may enter said notch, when
the bar is rotated to the proper positions, a die

carried by the bar and having radial recesses of
different diameters, and punch carrying means
mounted on the other jaW and having a plurality
of punches of different diameters for co-oper-
ating with said recesses.

e
......

1 /7

996,678. Article of jewelry having interchange-
able setting. Fred S. Reynolds, Cranston, R. I.,

assignor to Cory & Reynolds Company, Provi-
dence, R. I., a Corporation of Rhode Island.
Filed June 16, wog. Serial No. 502,471.

The improved article of manufacture of the
general character described, the same
comprising a back or base member
having a pair of parallel elongated
openings there through and a raised
peripheral flange or rim formed on
its front face, a setting member
proper adapted to hold a stone seated
on the face of said base and being
circumscribed by the latter's flange,
a pair of rearwardly extending lugs
or wings integral with the setting
member projecting through said
openings and having inwardly bent
ends, and a detachable resilient bifur-
cated locking-key normally engaging
the rear face of the base and the
adjacent sides of said positioned
lugs within said ends for securing the setting
member in position.

995,797. Electric clock. Carl E. Mathiesen, Chi-
cago, Ill. Filed Nov. 19, 1910. Serial No,

593,194.
The combination in a circuit controlling mech-

anism for electric clock's, of an oscillatory 
fm 

receiving motion from
an electro-magnet, an
oscillatory spider oper-
atively connected to
said frame and pro-
vided with a lifting toe
and a wiper arm, a
vibratory primary con-
tact member arranged
in the path of said lift-
ing toe and having a
free end constituting a
contact point, a sec-
ondary contact member
pivoted in approxi-
mately right-angle re-
lation to the primary
contact member and
having an upper arm
arranged in the path of
the free end of the primary contact member and

a lower arm arranged in the path of the afore-

said wiper arm, and means for retarding the

movement of the secondary contact member, sub-

stantially as set forth,



Cast Your
Own Rings

By means of a char-
coal mold and core
one may cast rings
beautifully and with
ease. Gold is heated
in Ingot then tilted
and poured into
mold; the result a
most perfect ring
that will finish nicely.
The ring is cast
small and by means
of the Shelf ring
stretcher (price
$15.00), it may be
enlarged to any
size; thoroughly
practical; full direc-
tions accompany
outfit.

With the Swem's ring molding outfit you are enabled to furnish any kind and
size of plain or wedding rings within a half hour's notice and it is only neces-
sary to have sufficient old gold on hand.
No. I Semple outfit including Ingot stand, charcoal mold, etc., complete, enabling you to casta plain ring size 4; 4 dwts.. price $1.00. From this size you can enlarge your ring to suit. Thissample outfit will demonstrate the practicability and desirability and you can increase it withextra molds and cores to suit your convenience. A mold may be used over and over again.Extra cores per dozen, 35c.
No. 2 Outfit with 16 molds, 48 cores. This outfit having 16 molds enables you to cast 16
different sizes and wts. of plain rings. Price $10.00.

CH I CAG O'S

Improved Electric
Soldering Iron

Operates on either alter-
nating current or direct
current. Here is perfection
in a soldering iron that
will be appreciated by all.
The heat unit may be
removed and replaced, it
provides uniform and
abundant heat at the tip
quickly with minimum
current consumption. The
most convenient and best
soldering device on the
market. Positively guar-
anteed. A tool easily worth
$5.00.

$3.75 net cash

Balance Holders
Holds 18, 16, 12, 6, 0
and Jewel sizes. No
danger of injuring bal-
ance, protects hair-
spring and saves time.

No. 5—Jewel Screw
Countersinks

(Set of 6)

Cutters have 6 teeth. Another
advantage is the brass steady pin,
which will not mar the screw
thread in the plate, . . $0.68 net.

0
UNRIVALLED MATERIAL HOUSE

37 South Wabash Avenue, CHICAGO

THE HIGHEST
DEVELOPMENT
IN JEWELERS'

MACHINERY

The Jobber Should Know
He comes in close contact with a great number of
customers. If anything he sells is unsatisfactory he
learns of it at once.

Use our
Superior
Service
Rolling
Mills for
flat, ring
or square
wire roll-
ing. They
are bound
to give
Satisfac-
tory
results.

1 1111
_tlININNIE

Ask your jobbers about

11,C.I!to

BUFFALO
MACHINE
MFG. CO.

1354 West Ave.

BUFFALO, N.Y.
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Recovering Precious
Metals From Washings

The best method of recovering precious metals
from platers' and gilders' washings is as follows:
Put the rinse waters into a large receptacle and
add by degrees muriatic acid, which will throw
down the gold and silver to the bottom of the
vessel. The vessel must not be filled full of the
rinsings before this treatment is adopted, as the
liquid will froth considerably if strongly im-
pregnated with cyanide and may overflow if the
vessel is filled too full. Perform this operation
in the open air to avoid the breathing of hydro-
cyanic gas which is evolved. The action of the
muriatic acid results, in a mixed liquid, of pre-
cipitates of cyanide of gold and chloride of silver,
and when the liquid above it is clear all the

gold and silver ought to be thrown down. Draw
off the layer of water by means of a rubber tube,

but do not disturb the precipitate; neither must

you wash the precipitate, for if you were to do

this you will lose some of he gold, as chloride

of gold, if any is contained in the precipitates, is

soluble in water, whilst chloride of silver is not,

and some of the gold may have taken that form

through the heating effects of the muriatic acid

on the Cyanide of gold thrown down. (Gold

cyanide, if only moderately heated with aqua-

regia or muriatic acid, removes the cyanogen,

and the gold takes up chlorine in its place, thus
converting the gold cyanide into gold chloride.)

Dry the precipitate by heating it hot in a small

cast-iron boiler furnace; this will remove the

chlorine and convert the gold and silver to the

metallic state. By this system there is very little

danger of losing much of either of the precious

metals, for when the precipitate is well burnt

down to a dry powder it can readily be mixed

with a flux and fused. Soda ash is best for the

purpose, and also the cheapest. Take two parts

of sediment to one part of soda ash; mix well,

melt in a clay crucible until the mass becomes

reduced to a uniform liquid. Then withdraw

from the fire, allow to cool, and afterwards, by

breaking the pot, you will have the precious

metals in a lump. The water drawn off the pre-

cipitate will probably contain a little chloride of

gold, but no silver, and this can be precipitated

with a solution of copperas afterwards.—Jeweler

and Metalworker.

FULCRUM OIL
Here is what the well-known jobbing firm
of Joseph Mehmert of Cincinnati, 0., writes
us under date of September 19, 1910:

" We are greatly satisfied with the results
of your oils, which we have found have

  given in all cases Entire Satisfaction."

Doesn't that speak pretty well for Fulcrum Oil ? Don't
you think that an oil with such a reputation is worth a
trial?

35c. a bottle—FOR SALE BY ALL JOBBERS—$3.75 per doz.

FULCRUM OIL COMPANY
FRANKLIN, PA., U. S. A.

HENRY PICARD & FRERE, LONDON, ENGLAND, Sole Export Agent,

A New Aluminum Alloy

According to a British patent recently issued to

G. Jacquier, of Johannesburg, Transvaal, the fol-

lowing alloy has particular non-corrosive prop-

erties:
Aluminum  92%
Copper   5%
Bismuth
Silicon   1%

The silicon is introduced as silicon-copper.
The aluminum is introduced after the other
metals have been melted.

Another alloy is also given:
Aluminum . 91%
Copper   5%
Bismuth   2%
Magnesium .  2%

The metals other than the aluminum are first
melted together as previously mentioned, and the
aluminum then added.

2%

Joshua Birken Dead

Newark, N. J., July it, T911.—In Trinity Epis-
copal Church, Irvington, associates of Joshua
Birken gathered on Tuesday, July 4th, to attend
his funeral. He was one of Newark's oldest jew-
elry manufacturers, and passed away at the age
of 72 honored and loved by all who knew him. He
died following an operation for stomach trouble.
The patient rallied from the anesthetic admin-
istered in St. Barnabas' Hospital only long enough
to recognize his wife and son at the bedside.
Born in Birmingham, England, Mr. Birken came
to this country almost a half century ago. He
settled in this city, where he started a shop, and
during his lifetime conducted a profitable busi-
ness. His son, William J. Birken, is a jewelry
manufacturer at 222 Smith street, this city.

Jewels on the Girdle

The very latest thing in French and semi-

precious jewelry is its application to belts and

girdles. The painted belt has had its day and

the embroidered belt we have always with us;

but the jeweled belt in just this style is an inno-

vation, and an extremely pretty and fashionable

one it is.
These girdles may be entirely of metal and

stones; they may have a foundation of kid or

linen ; or they may be sewed on the flexible

elastic. An oxidized silver chain belt is a charm-

ing example of the first class. Except for the

large buckles at front and back and the small

ones at either side, it consists simply of an upper

and lower chain of the darkened silver. The

buckles, whose frames are wrought in heavy sil-

ver in a quaint sunflower pattern, are set with

large, dark amethysts, with smaller ones at the

side. These girdles, of course, must be worn with

one-piece dresses; they are utterly impossible

where any waist line must be hidden. As in this

case, however, they may be worn over a sewed-

on belt of the dress material, but one must be

very careful of the effect.
Another chain belt is lighter both in appear-

ance and form. It is of French gilt, set with

lapis lazuli in square blocks. The lighter shades

of lapis are very attractive in their streaked
blues, and the chain of squares, with the diamond
in front, strung, so to speak, on the gilt, and
each surrounded by its frame of gilt, is dainty in
appearance.
A modish belt in black and white is of jet

appliqued on kid. The white kid is bordered
with the same material in black or with black
patent leather, and the jet circles and radiating
lines are then applied. The effect is very strik-
ing, and the belt gives quite an air to the sim-
plest white shirt waist and black skirt.
The elastic belt comes in several colors, though

it is really prettiest in white. The smaller pat-
tern of one of these is worked out in steel beads
of the smallest size, with larger circles by the
side pieces of coral or lapis. The large buckles
in front are mounted on elastic rings.
These girdles will be especially appropriate for

summer wear, being cool in looks and in reality.
They are inexpensive without being cheap—a
most important distinction. And they lend a
finishing touch to a plain costume that often re-
deems it from commonplaceness. Now is the
time to buy or make them for the spring and
summer days.

The Growth of Crystals

There is a wonderful resemblance between crys-
talline growth and the growth of animals and
plants, especially with reference to the power of
healing and repairing injuries.
If some of the lowest and simplest forms of

animal life are torn asunder they are not killed,
but each separate part grows into a perfect ani-
mal form. In plants this power is much more
completely developed, while crystals possess it to
an astonishing degree. It has been shown that a
crystal that has been injured will, under certain
circumstances, suspend its growth over the re-
mainder of its surface until the injured part has
been repaired. Yet there is no real life in the
crystal, but simply a force that causes its particles
to arrange themselves in geometric forms.
Some crystals, it is believed, have had their

growth suspended during millions of years, after
which enormous lapse of time the growth has
been renewed.
In one respect, it has been pointed out, crystals

possess a great advantage over human beings—
they are able to renew their youth. This is not
because they have discovered a counterpart of the
marvelous fountain that Ponce de Leon so vainly
searched for, but because the forces of crystalli-
zation are able to renew their action even after
the greater part of a crystal has been destroyed
through age or accident.
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Suggested Solution of a
Jeweler's Difficulty

ED. KEYSTONE :—A correspondent from New
England in the June KEYSTONE asks for a solu-
tion of his difficulties as to the cash discount
proposition. As I have had all of your cor-
respondent's troubles, I wish to give him a rem-
edy for some of them.
An examination of his progress from a $5oo

stock to an $8000 stock in six and a half years,
with a debt of Woo, shows that he is either too
anxious to carry a large line or that he allows
traveling men to "load him up" too heavily. I
incline to think it is the latter.
Traveling men are all right, but as their job

consists exclusively in selling goods, they are at
times unable to see some things from the retail-
er's point of view.
The proper procedure for our New England

friend is to stand off traveling men for some
months till his stock and indebtedness diminishes
$1200, which amount applied to payment of same
will put him on easy street and increase his
"small average balance" enough to make bankers
value him and his account, which positively will
be of as much value to him in every way as the
unpaid for goods would be in stock.
The loss of sales through smaller stock would

be equalized by the gain in cash discounts and a
certain increased feeling of independence and
confidence.

Bradstreet's figures on failures show percent-
ages from "lack of capital," "lack of business
ability," both very high, but these terms are
simply, in most cases, other words for allowing
oneself to be loaded up by salesmen.
A friend after being importuned for a day by

a salesman asked him, "Now, just how can I say
IW ill a way that you will believe I mean it?"
This did it.
The proper application of no works xonders,

but in these days of scientific salesmanship the
word does not always produce the effect it should.
Physical violence seems to be called for at times.

Yours truly, WESTERNER.

Clock Versus Sun Dial

A correspondent in the London Times has
taken up the cudgels for the clock as against
the alleged accuracy of the sun dial as a time-
keeper. Referring to the latter as of the mascu-
line gender, he says:
"His failure to show the correct time is due

to his insisting (quite needlessly) on using the
same graduated hour circle all the year round,
instead of having different habits in winter and
summer, as the sun has. Let the sun dial give
up his clumsy long bar and substitute a tiny
sphere, which would be a more complimentary
representation of the sun, his master., The
shadow of this tiny sphere will trace out a new
path each day, as does the sun in the heavens;
and that path can be graduated for that day, and
that day alone, in any way desired. I trust that
so much is clear. The graduations for any hour
(such as it o'clock) on successive tracks would
form usually a curved line ; but the sudden change
of an hour on April i would introduce nothing
more serious than a per saltum change in the
graduation of two consecutive tracks. This
change would accordingly be plainly and perma-
nently shown on the dial ; and Gnomon might
thus have a clear advantage over his rival, the
clock, which might forget to make the change."

Lease Store in Easton, Pa.

C. W. Tiixler 8z Co., the jewelers, of Easton,
Pa., have taken a long lease on the storeroom at
the northwest corner of Fourth and Northampton
streets, and will move their store there from the
southwest corner. The lease dates from August
1st. but, inasmuch as new fixtures will be installed
and a number of improvements made to the in-
terior of the room. it will be September r5th be-
fore the company is in its new quarters. Bixler's
lease on the present storeroom expires April
1, 19T2.
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Solders Which Have Been Approved

When we want to join two metals together so
as to form an inseparable whole we designate
this operation soldering. We can also firmly
unite two metals by means of welding, but we will
not trouble ourselves with that process on this
occasion.
In order to satisfactorily effect the soldering

process two important points have to be consid-
ered. We need first a ready-flowing solder, the
melting point of which is below that of the metal
to be soldered, but which as closely as possible
approximates its fineness. Secondly, the points of
contact of the two metals to be connected must
be bright, i.e., completely free from oxide, and
must remain so during the soldering process. If
these points are not regarded the pieces may be
apparently united, but such soldering will not,
for any length of time, stand the test of pressure
and strain. Such a soldered piece, being porous,
will soon break, and the seam, after filing, will
be visible. To prevent the formation of oxide
on the brightly scraped surface we use a flux,
which prevents access of the air and absorbs the
oxide, and this is the main requisite of a good
soldering job. As the pre-eminent flux for hard-
soldering, the jeweler uses borax-borate of soda
-as well as some aqueous fluxes, while for soft-
soldering, with tin soldering, soldering fluid is
used.
As another good flux for hard-soldering, Dr.

Th. Wielands has introduced flouron, which is
used particularly in the soldering of copper and
bronze and possesses the advantage of not requir-
ing the parts to be soldered to be scraped bright.
Whether this soldering medium will, however,
enable gold and silversmiths to dispense with
borax for all their work remains doubtful. The
jeweler and goldsmith solder with the aid of
borax, rubbed down in water, whereas the silver-
smith makes use of pulverized, the so-called
sprinkling borax. In our industry we require, for
gold, platina, silver and soft metals, a hard and
a quick-flowing solder, and in some instances a
medium solder and a "control" solder. The latter
is a solder of full-fineness, the ready flexibility
of which, compared with the metal, is attained by
an excess of silver or by the subsequent addition
of a small quantity of spelter or cadmium.
In preparing solder, the chief rule to be ob-

served is that the precious metals-gold and sil-
ver-must first be melted in a crucible and
brought into a perfect state of fluidity and then
the additions are made. When this alloy is
melted and the molten metal is fairly visible, just
before pouring, the spelter or the cadmium is
added. According to requirement, as with silver
solder, the addition to which consists of Dutch
or black brass, the molten metal is thoroughly
stirred with a clean iron rod. If too much spelter
or cadmium is added to a solder it is likely to
easily eat into the metal in soldering and leave
unsightly traces. Every solder, even the best, will
become porous if the object to be soldered is over-
heated. Observance of the proper degree of
heating belongs also to the main conditions of a
neat soldering job. Fine gold is soldered, as a
rule, with i8-kt. pale gold. All pieces of work
containing a large percentage of gold can, with
a little care, be soldered with thin-rolled pale gold
of equal fineness. Platina is soldered with platina-
silver or with platinum solder prepared according
to the receipt given below.

14-KT. "CONTROL" SOLDER
As an addition to the 14-kt. gold-controllable

solder only silver solder is used, consisting of
two parts of fine silver and one part of black
brass.

Nits or grammes
Fine gold ...  10.00
Silver solder added. 

585 per cent solder

7.3

17.3

If it is desired to have this solder flow a little
easier, one per cent of cadmium is added.

18-KT. "CONTROL" SOLDER

Parts or grammes
Fine gold 10.00
Silver solder added 

750 per mille. gold solder 

3.3

13.3
Using similar calculations, we can alloy for any

desired fineness the proper controllable solder.

APPROVED H A NA U COLORING SOLDER

Parts or grammes
One gold double crown (zo
marks or $5 gold coin)   8.o

Fine silver  
Alloying copper  
Cadmium  

6.o
3.8
0.5

Coloring solder   18.3
Parts or grammes

Fine gold 10.00
Fine silver   too
Alloy copper   7.3

1 lard solder   28.2
Parts or grammes

14 karat gold.  7.0
Fine silver   7.0
Spelter or cadmium.  1.0

Soft solder (not for coloring)   15.0

8-Kr. = 333 PER MILLE. GOLD SOLDER
Parts or grammes

11.3
22.6
1.6

Fine gold  
Silver solder addition. 
Cadmium

Gold solder, 333 per mille 

SILVER SOLDER

35.5

Parts or grammes
50.0
25.0
1.5

Fine silver  
Black brass  
Cadmium  

Silver solder, hard 76.5
Parts or grammes

40.0
10.0

Silver  
Spelter  

Silver solder, soft 50.0

PLATINUM SOLDER

To produce a very durable silver solder for
platinum, of the right color, make up first the
following silver solder:

Parts or grammes
Fine silver   50.0
Brass   12.5
Alloy copper   12.5

Silver solder   75.0

To the above 75 parts of silver solder add 75
parts of fine silver. This will give us Iso parts
of platinum solder.
As for everything else, so for solder. There

are a hundred different receipts, which differ but
little from one another. Those given herewith
have been used for years by well-known trades-
men and have answered well. An excellent tin
solder for repair work as well as for finishing
is made by melting together five parts of pure
hanca tin and three parts of pure lead. Suppos-
ing 500 grammes of tin and 300 grammes of lead
to have been used, we obtain Soo grammes of
easy-flowing tin solder of good durability.

It is most convenient to run the alloy in rods,
roll these in the wire roller into a square wire
and cut it into pieces eight inches long. For a
flux use soldering fluid. This is made by adding
to chemically pure hydrochloric acid small clip-
pings of sheet zinc until the acid will take up no
more. Then add half as much water as there was
acid, strain and preserve in a suitable bottle,-
Deutsche Goldschmiede Zeitung.
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The Neglected Factors in Display
All men whose opinion counts agree that a

good display is supremely important in a retail
store, because it helps to turn the stock oftener
and to push sales of the goods one wants to sell.
Yet the principles of good display are just be-

ginning to be understood.
Many merchants still think that good display is

impossible without high-priced fixtures, whereas
some of the best selling displays in this country
are in stores whose fittings are inexpensive.
The essentials of good display are in reach of

every storekeeper who is willing to do a little
plain hard work with his head and his hands.
Two factors in display that are neglected in

ninety-nine stores out of a hundred, including
some of the most expensively fitted stores in
America, are these:
(I) Every article in sight so the most casual

shopper may see it.
(2) Every article marked with its price in

plain figures.
Probably in no store will "every article" be

in sight or price-ticketed, but certainly a mer-
chant should aim to cover everything and make
exceptions only for urgent cause.
Begin with the window. Observe that no spe-

cial effort is made to secure a merely "artistic"
effect. But every article is in sight and the prices
are made so plain that he who looks must read.
Go inside. Note how few the show cases are-

just one each for candy and jewelry and perhaps
one or two others for goods that might easily
be damaged. Nothing to prevent the eye seeing
everything from the top to the bottom of the
shelving.
With the fewest possible exceptions goods have

all been taken out of the boxes and put on the
shelf or table in plain sight.
On all sides are notices, "Everything on this

counter io cents." But in addition note that each
tray or bunch of goods or article is marked with
its own price ticket.
Follow the women shoppers about. They may

have come to buy just one thing, or may have
been pulled in by some thumping leader in the
window.
But having made that one purchase they linger.

They walk down one side of the store and up
the other, scanning goods on the shelves, counters
and tables. Instead of one item they buy two
or six or ten.
The merchandise is displayed in a manner to

make it interesting, and when an article has once
gotten the attention of the shopper, the sale fol-
lows because the price ticket tells her the cost.
If she had had to ask some clerk the price she
probably would not have stopped.
No store uses enough price tickets until every

article within its doors tells its price to the looker.
We observe that in a very real sense the use

or non-use of price tickets is the distinguishing
mark between the coming and the going mer-
chant.
Not that price tickets alone can bring back

youth to a decrepit store, but when a man begins
to use price tickets he naturally does the other
things that make for good merchandising.

Price tickets sell goods-they sell goods-they
sell goods.
An article without a price ticket will win at-

tention only from the person who is in urgent
need of that particular thing at that particular
time. With a price ticket it will get attention
from ten times as many people.

Price tickets make selling easy. Often all the
clerk needs do is wrap the article up and make
change. With goods price-ticketed clerks show
larger daily sales, which means smaller ratio of
selling expense.
The mental attitude of the buyer is always de-

fensive. No matter how tempting an article
looks, if its price is not marked desire is seldom
strong enough to overcome the mental inertia.
Price tickets make the law of suggestion work
for, not against you.
We take for granted we are talking to men

who understand that good display begins with
cleanliness and order. Without these effort is
wasted. Dirt and disorder are death to display.
The man who lets his store front run down, neg-
lects his windows, permits dirt to linger, jumbles
goods together as though he were running a junk
shop, must first of all learn the A B C of good
housekeeping.---Butler Bros.' Our Drummer,
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Creating a Demand for Stationery
An Interesting Talk on Advertising for the 

Retail Stationer

It seems to me that the stationers of America

are fully abreast of the times in supplying 
the

needs of the public in their line and that they a
re

particularly enterprising in stocking new lines of

goods in anticipation of a possible demand. But

just as surely is the retail stationery trade som
e-

what behind the times in advertising to create a

demand for the new things they are ready to put

in stock, writes Harry M. Basford in Geyer's

Stationer.
Appealing as it does to the in-

Necessity of telligent class, particularly to

Advertising business men and
society people, the

stationery line appears to be a busi-

ness most likelyp to benefit largely

from the results of printed publicity,

for there is really only a small per-

centage of the entire population who

read the papers intelligently, and

this same class is the stationery buy-

ing class of the country. Children,

foreigners, feeble-minded and illiter-

ate persons do not read American

newspapers and the stationery news

of these classes are small, if any, ex-

cept in the case of the children, and

their stationery wants increase as

they begin to learn to read.

Manufacturers and jobbers of sta-

tionery appreciate the value of print-

ed publicity, as evidenced by the ad-

vertising that they do in the trade

publications, which reaches the retail

trade, and by their ads in publica-

tions of general circulation, which

reach the stationery buying part of

the public and tend to create a de-

mand for their goods in the retail

stores throughout the country. The

makers and wholesaler of agency

lines of goods are also usually liberal

in supplying to their agents circulars,

booklets and catalogues, either im-

printed with the name of the local

dealer or with a blank space for him

to add his own name and address.

This advertising represents an expenditure of

thousands of dollars yearly on the part of many

of the wholesale dealers of the country, but it is

often unappreciated by the retailer, who seldom

gets the full benefit that he might get from this

advertising which costs him absolutely nothing.

Inquiries resulting from the general advertising

in magazines and newspapers spoken of should be

carefully followed up, either by a salesman calling

on the prospective buyer or by personal letter if

the inquiry is from out of town.

A man who takes the trouble to write a letter

in answer to an advertisement is always inter-

ested, and if this first interest is encouraged by

the dealer in his locality following up the inquiry

a sale will usually result. The imprint circulars

and other matter furnished the dealer should be

sent out to prospective buyers of the goods ad-

vertised, and this may be done at practically no

expense by enclosing them in packages for local

delivery, in express and freight shipments, or

mailed out with statements and personal letters.

The wideawake stationer will not allow them to

lay about the store until they are out of date and

have lost their value.
The local newspapers afford a

The Local valuable means of advertising

Newspaper that is open to every stationer.

New lines of goods, seasonable

items and special prices can all be advertised to

advantage and profit in newspaper space, and the

stationer should patronize his local newspapers to

such an extent as results seem to warrant after

he has done his best in the way of supplying copy
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secured an ad that brings in orders and inquiries

follow up the advantage by securing the maxi-

mum amount of business that the advertisement

has headed your way. See that the goods adver-

tised are attractively displayed in your show win-

dows or cases while the ad is running. Keep

your clerks informed on your advertising and be

sure that you are familiar with the lines being

pushed so that you can give full information re-

garding uses, the grades and the prices of the

goods being pushed. The man who answers an

advertisement wants to know all about the articles

he is interested in, and it is embarrassing to him

and a losing game for you to have a prospective

customer enter your store and show by his con-

versation that he knows more about the goods

he is looking at than the clerk who is waiting on

him.

A Unique Waterman Window Display

Wo'
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The above illustration shows what is generally considered one of

the most attractive window displays of the Waterman Ideal fountain

pens, made by T. H. Wynne, of Griffin, Ga. Mr. Wynne is noted for

his skill and originality in the matter of window trims, 
and is also a

liberal user of printer's ink in his local papers.

and cuts that are attractive and convincing. It

is easy to waste money in newspaper advertising

and it is correspondingly hard to get results that

show a large profit. Rates for space are usually

high, and in order to get the money from the

readers pocketbooks the greatest care must be

used in preparing the matter that you put in the

space. The circulation and rates of a newspaper

are important things to consider, but the value of

a certain space to you is perhaps more dependent

upon what you put in it than upon the size of the

subscription list or the price you pay for it.

People will not respond to a poor ad, even though

the circulation be enormous, but the ad that

strikes the responsive chord will bring results

every time.
The three main points of a

The Ideal successful newspaper ad are

Advertisement the name of the article, a

picture of it and the price ; and

most of the goods carried by the stationer can be

best arvertised along these lines. When you have

Mail inquiries

Personal Letters should be an-
swered with a per-

sonal letter whenever possible, and

by a man who can write a strong,

convincing letter. However good the

form letter may be, it can never take

the place of the personally dictated

letter that intelligently answers all

the questions asked and makes the

matter of the purchase a personal

one between the inquirer and the

person who writes the answering let-

ter. A personal letter is the next

best thing to a call by your salesman.

The form letter takes third place in

value, and the printed circular or

catalogue comes last of these four

methods of getting orders. The

printed matter has its place and it

is an important one, but it should

be used only as an assistant to the

two-cent-stamped letter, to illustrate

the goods and more fully describe

them than can be done in a letter.

Even where an inquiry simply re-

quests that catalogue be sent the

best results will be attaineu by writ

ing a personal letter stating that the

catalogue has been sent and express-

ing the desire that it may contain all

the information desired, with the

offer to take up later any points not

understood.
The possibilities of doing business by mail are

enormous, and the retail stationer has as good

a chance of developing his field along this line

as the dealers in any lines of goods. The mail-

order houses, who have no traveling men nor

personal representatives, owe the success of their

business to their advertising and their method

of handling orders and inquiries, and one house

at least, Butler Bros., has made almost as striking

a success in selling general merchandise to mer-

chants at wholesale, by somewhat similar methods.

The stationer in the small town cannot carry the

variety of stocks that the dealer in the large city

finds it profitable to handle, and the competition

between dealers so situated is perfectly legiti-

mate, for the buyer will not generally buy goods

from the city dealer if his local stationer has the

same line and it is brought to his attention that he

can secure the same goods at home. This will be

found to be true in most localities.
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The Beautiful Ruby

THE KEYSTON

The Envy of All Ages—Priceless Specimens—
Many Varieties of Widely Different Values

Anthrax (live coal) was the beautiful
and appropriate title given by the ancient
Greeks to the ruby, which by them, as well
as other ancient people, was held as the
very type of all that was rarest and most
valued in the natural world, says a writer
in the Denver Republican.

Mineralogically the ruby
belongs to the corundums,
of which the sapphire,
topaz, Oriental emerald and

Oriental amethyst are also members.
Corundum is a sesqui-oxide of aluminum,
and the various tints are due to the presence
of different coloring matter. In the ruby,
oxide of chromium in greater or less de-
gree is responsible for the ruddy color so
sought after.

While rubies, as they increase in size, are
almost always filled with serious defects,
flawless specimens of large size have been
found, though such discoveries are few and
far between. A few years ago a remarkable
ruby, perfect in color, was found in Burma
by a Shah. This gem weighed 8o carats,
was over an inch in length and in form re-
sembled the celebrated Shah diamond of
86 carats. Taking twenty carats to the
ounce, this ruby would weigh about four
ounces, though owing to the wide diverg-
ence of a carat in different countries the
ounce weight given is merely approximate.
The value of such a stone would be enorm-
ous, combining, as it does, perfection in
color with size. For the sake of compari-
son we may say that a Burma ruby of but
one-twentieth the weight of the above (or
four carats) brought $20,000. And the
value of a perfect ruby does not increase
directly as its size, but many fold.

Numerous other large
Rare Specimens rubies of beautiful color

are known to exist, most of
them probably belonging to imperial courts.
In the Russian treasury is said to be the
largest ruby in Europe and perhaps the
largest perfect one in the world. This
stone is described as weighing one hundred
carats, of a beautiful color, and free from
serious flaws. It formed one of the numer-
ous other objects of value which the Chinese
brought over to Russia in exchange for pelts.
Another beautiful specimen belongs to

the crown jewels of France. This ruby was
long in the rough state, owing to a serious
imperfection, but an expert diamond-cutter
turned this flaw to account by forming the
ruby to resemble a dragon with outstretched
wings. According to Le Diatnant, of Paris,
this is the most beautiful Oriental ruby
known.
In 1875 the appearance in Europe of two

magnificent rubies from Burma aroused
great interest. These stones had been sold
by the Burmese government owing to cer-
tain financial troubles, and extravagant care
was taken in conveying them to the ship, a
strong military guard being placed about
the vehicle in which the rubies were carried.
After being recut they weighed 32 5-16 and
39 9-16 carats and were sold for $5o,000

Classification
of the Gem

and $100,000 respectively. Competent
judges pronounced these gems the finest of
their size ever seen and of beautiful color.

In the United States are a number of
rubies worth more than $10,000, and one
of 9N carats is valued at $33,000.

Notwithstanding the many
tales of the fortune-making
rubies, the mining of these
stones is by no means a

romantic occupation. The industry.has its
difficulties and keen disappointments, pre-
cisely as occur in the search for coal,
though the difficulties are intensified be-
cause of the great rarity of the gem.
Burma, in India, is conceded to be the

principal source of the true pigeon's blood
ruby. There the mining is in the hands of
the Burma Ruby Mines, Ltd., an English
corporation, which obtained the right of
working the district soon after Burma be-
came ceded to Great Britain in 1886.
Previous to that date the location of the
famous mines was unknown, and all at-
tempts to learn about them resulted in
failure, for the rulers exercised a most
strict surveillance over foreigners and saw
to it that any such were kept in ignorance
of the exact location, etc. It is known, how-
ever, that the methods used were very
crude and tedious; the natives merely dug
out the "byon," or ruby-bearing earth,
hoisted it by crude derricks to the top of
the pit (these "pits" were from 5o to 6o feet
deep), and there left it to dry in the sun
before searching for gems. To-day essen-
tially the same methods are used by the
native miners, in whose hands such labor is
still left and who work under terms much
more advantageous to themselves than were
permitted under the old regime. In defense
of the antiquated methods used it may be
said that they bring results and do away
with the necessity of costly machinery.

Besides the true gems,
Good Substitutes large quantities of spinel

and balas rubies are found.
These spinels, though often (and quite ex-
cusably) mistaken for the genuine stone,
are really minerals of very inferior quali-
ties and entirely different composition, being
in this latter respect aluminate of magne-
sium. The spine] is much less rare than the
ruby and not so hard. Besides red they
exhibit a great variety of colors, some being
bright cherry. A rare variety is a deep
violet, others have a cinnamon shade, and a
white spinel conies from Brazil, mixed with
diamonds. Many of the large historic
rubies in royal regalias, including that in
the Maltese cross of the English crown,
have been pronounced spinels by modern
mineralogists and are, consequently, of little
value. The balas ruby is merely a spinel
of proper quality, having a rose or deep
pink color. The best balas are found prin-
cipally in Ceylon, though both they and
spinels are generally found wherever the
ruby occurs.
From Ceylon also comes a true ruby of

a rich rose color, but not many of the de-
sired pigeon's blood shade are found,
though in all other respects they are beau-
tiful and attractive stones, suffering, of
course, from the flaws which occur in all
rubies. The Ceylon stones often belie the

The Search
for the Gems
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name, for in color they run from very light
red almost to a pinkish, being otherwise
very brilliant.

Similar to the Ceylon stone in many re-
spects is the ruby of Siam. This country,
though principally noted for its beautiful
sapphires, often produces rubies that rival
the best Burma stones, though their color is
more frequently a deep red (often called
"ox blood). It is believed that any really
good stones which may be discovered in
Siam are sent bverland to Burma and sold
as Burma rubies.
The United States has brought forth

rubies as well as sapphires The principal
districts are in North Carolina and Mon-
tana. In the former State gems of three
and four carats were found, free from in-
clusions and of good color; indeed, the
quality of these stones often equals the
pigeon's blood rubies of Burma, though
their occurrence is rare.

Fads in Stationery

Never was there a season when the
seeker after fads in stationery could find so
many charming conceits to choose from.
In the early part of the winter we had the
bluebird, adapted to all social requirements.
The birds adorned the upper left-hand
corners of cards and paper, while the paper
was tinted a delicate blue, or the envelopes
were lined with vivid blue, just the hue of
the bird's plumage.
Now the bluebird must take second place,

for the chantecler holds the center of the
stage. Among the stationery novelties for
which Rostand's play is responsible are
things both startling and beautiful. Chante-
cler letter and note paper, invitation and
dinner cards are tinted in vivid red, orange,
pumpkin yellow or buff, with chantecler in
bright colors occupying a conspicuous posi-
tion in the upper left-hand corner or at the
top of the sheet. Not to be outdone, the
pheasant, too, appears in natural colors, and
there is a smaller assortment of cards and
note-paper with decorations of animal's
heads.
The chantecler fad has turned loose upon

society, too, whole flocks of real, feathered
birds. These usually adorn place and menu
cards and in form and color the birds are
perfect. Nothing more exquisite in the line
of feather work hes been attempted than
these tiny pheasants, peacocks, mackaws,
redbirds, canaries, owls, chickens and roost-
ers. Even pairs of tiny birds are found
upon a bit of a nest in which cuddle mites
of eggs. It is said that no wild birds are
killed for the making of this feathered sta-
tionery, the plumage being manufactured
in France from the feathers of domestic
fowls.

Suffrage and airships also provide motives
for the adornment of the season's station-
ery. The real enthusiast for the votes-for-
women cause writes her notes on yellow-
tinted paper, decorated at the top of the
page with a pair of sca!es balanced above
the word "Equality," and it is evident that
she does not despise social diversions, be-
cause invitation and place cards appear in
the same rich color and with the same
suggestive embellishment.
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Reproductions of Antique Jewelry
for the Modern World of Fashion

As the dress of the modish woman 
corn-

bines the most picturesque details of 
femi-

nine attire for centuries past the 
ornaments

to be worn with these smart frocks 
must be

correspondingly picturesque..

The jewelers therefore have sought 
in-

spiration from the same sources as the 
de-

signers of dress fabrics and modes
—old

Egypt, the days of the extravagant 
mon-

archs, Louis XV and XVI, the First 
Em-

pire period and certain decades in 
which

the Spanish influence is traceable in
 cos-

tumes and accessories.

If the ornaments that milady sele
cts for

her adornment to-day be genuine 
antiques,

their value is naturally enhanced, bu
t for

the most part jewelry of olden times 
serves

as the motif for reproductions that 
possess

all the charm of the original, toget
her with

a certain distinctiveness peculiar to 
this age.

The demand for antique jewelry is 
steadily

increasing, and the shops that make a

specialty of this type of ornament 
find a

ready sale for all the originals or 
reproduc-

tions that they can offer.
Most visitors to Egypt, and

Egyptian many who have made but

Designs an imaginary trip to the

land of the Pharaohs, think

it incumbent upon themselves to 
cultivate a

fancy for the scarab, and so they add a
 ring

on which is mounted a petrified 
beetle to

their collection of finger ornaments. 
Some-

times this highly prized insect of old 
Egypt

is surrounded by a circlet of preciou
s stones.

In wsthetic contrast to the scarab 
ring is

another, the workmanship of a 
Grecian

artisan. The mount is of dark blue 
enamel,

on which appears in relief a gracef
ul figure

of a woman holding a water 
jar. The

enamel is rimmed in gold.

Spanish women, in olden days, were 
very

partial to ornaments of gold set with 
gar-

nets, and especially fond of ear
rings of

sixteenth century design. The revival,

however, of the earring has not as 
yet

brought ornaments of this character, 
which

resemble brooches rather than earrings,

prominently to the front.
During the Napoleonic era

The Era of fashionable women of sev-

Napoleon eral of the European coun-

tries wore forehead pend-

ants of a unique type, the chain 
being the

merest thread of gold and the jeweled 
drop

as costly as the wearer could obtai
n. Dur-

ing recent years there have been 
several

attempts made to revive this fashion,
 and

possibly the present interest in jewels
 and

styles of earlier days may result in the

restoration to favor of the forehead 
pend-

During the reign of Louis XVI there was

a pronounced vogue for ornaments of
 por-

celain mounted with gold and decorated

with hand painting in delicate col
orings in

scroll or Dresden designs. An exampl
e of

this style of jewelry is a pendant s
uspended

from a chain of fine gold and showin
g in

the center a tiny watch bordered by 
bril-

liants. At this time also were worn va
rious

types of lockets. Jacqueminot and pale

pink roses are painted on a backgroun
d of

black onyx, framed in gold. There is a

call nowadays for lockets modeled 
after

this French ornament.
Cameos have returned to favor, and

brooches, rings and pendants showing deli
-

cate white figures in relief on pink, 
white

or black onyx have recently been adde
d to

the jewel cases of several maids and

matrons not fortunate enough to po
ssess

heirlooms of this character.

The necklace is one of the

The Popular essential ornaments of the

Necklace modish woman, and antique

designs are eagerly sought.

In a great many instances women 
patrons

have made it a point to secure Spanish 
work

of the seventeenth century. It is perfectly

fiat, the large and small circles being 
corn-

posed of gold and enamel in pastel 
hues,

with a topaz in the center. The drop 
is a

pearl. These necklaces are worth approxi-

mately $400. Where a necklace is wa
nted

to fit closely around the throat, an o
rnament

like the above is separated in two, and 
one-

half sold to a purchaser. Even then it is

a rather costly investment.

Coral, in the faint exquisite pink tint that

combines so effectively with many of th
e

modish hues, is much worn, though an ex
-

treme fancy in the form of a corsage o
rna-

ment is the head of a cherub and 
three

pendants, while the original is in pink

and white. Another unusual example of

coral jewelry is the star with enameled

center in dull blue, white and black and 
a

border of coral. The bracelet in braid 
de-

sign is also of coral with clasps of 
garnet

framed in gold. .
Reminiscent of Directoire and Empire

days are the chatelaine attachments all 
made

of gold, the vinaigrette and the top for

one of the long walking sticks belove
d by

the woman of fashion. The stick top is

formed of coral.

The remaining articles mentioned are

both antiques. One is a church meda
l of

gold with head in relief, a Spanish o
rna-

ment of the seventeenth century, and 
the

other a button with opal center and 
gold

rim.
The modish woman is studying jewel

ry

as she does dress these days, and not a 
little

of the effectiveness of the attire of the 
well-

dressed maid or matron is due to her 
artistic

taste in the selection of ornaments no 
less

than in the choice of suitable modes in

ant. 
frocks and wraps and hats.
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System Gives a Standing

Business system gives business standing.

There are many who have decidedly more

respect for a firm that does things in a

systematic way than they could possibly

have for one with a slipshod method which

ordinarily suggests carelessness. A mer-

chant who is careless in any branch of his

business creates suspicion that he may be

careless in all. If he is careful in his col-

lections he is probably careful in his buying.

If he holds to a price without flinching he

will probably be the sort of a business man

who would hold for quality when he buys

of the manufacturer or jobber. If a mer-

chant is particular in conducting his store

he is probably particular to see that what

he buys is worth what he pays, so that the

customer will have full value who comes to

his place for bargains. The man who is

willing to cut a little when pressed for an

inside price is the same kind of a man who

would probably be susceptible to the blarney

and persuasion of the salesman who at-

tempted to sell him what was not just up to

his standard and what would not just please

under close scrutiny. People like business-

like places and business-like men. They

know the place that is carefully conducted

in all departments will probably give v
alues

which will be worth taking.

A Billiard Clock

A patent billiard clock has recently been

placed on the market by C. Lavery. It is

described as a very ingenious contrivance,

and very simple to manipulate. It is a

scientific machine which makes the services

of a billiard marker unnecessary, and it is

produced at moderate cost. It is a com-

bination of clock work, automatic machin-

ery, and electrical energy, and is designe
d

to fulfil several very useful purposes. It is

an 8-day clock, says the Belfast Evenin
g

Telegraph, set in an oak cabinet about 2 feet

in height, and is operated by means of meta
l

disks, which may be purchased singly or in

numbers, from the counter of a billiard

saloon ; and each disk represents the value

of a game of billiards. On one of thes
e

disks being inserted in a slot a handle i
s

pulled and a set of balls is released an
d

delivered to the hand of a player, and at

the same time an extra index hand on 
the

clock face is set in motion, and records th
e

duration of the game. Simultaneously a

light at the table is switched on in the cas
e

of electric light, by means of an electrica
l

switch, and where gas is in use, by pneu-

matic force conveyed along a small tube
.

At the termination of the game, which ca
n

be varied in duration by placing an indi
cator

opposite the number of minutes it is de-

sired to play, an electric bell rings and th
e

lights on the table are automatically ex
-

tinguished. The clock, in addition to in-

dicating the time of day, also shows, by an

extra hand, painted red and easy to see, 
the

progress of a game and how many minute
s

there are to play. Gaines may be varied

from 15, 20, 25, 30 or 45 minutes, and 
the

number of games played is accurately re
-

corded.
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EDUCATION THAT PAYS it
OUR PALL TERM BEGINS SEPTEMBER 5, 1911
Better Make Arraneemenb to be with Us on That Date

The education we give you in WATCHMAKING, ENGRAVING,
and OPTICS is far superior to that which you can get at any other
college in this country. It will make a thorough, practical workman
of you-a workman that can command a good salary. Seeour large
ad on page 1164 July let issue of The Keystone. Send to-day for
our prospectus ; it will give you full information.

THE PHILADELPHIA COLLEGE OF HOROLOGY
F. W. SCHULER, Principal Broad sod Somerset Sts., PHILADELPHIA, PA.

FRED A. HASKELL Letter, Jewelry & SouvenirENGRAVER
206 Weybosset St., Providence, R. I.

‘40

ENGRAVED SOUVENIR SPOONS
Send us Spoons and we will Engrave

Buildings, $3.50 doz. Names, $1.20 doz. STONE SETTING

VW SPOT CASH for Jewelry Stooks "ge
1 PAY THE HIGHEST PRICES for Diamonds, Watches and Jewelry.
Send stocks at once, no matter how large or small, and get money by return mall.
National bank references upon request. If offer is not satisfactory will return goods.

EMIL NOEL 541 E. 46th Place, CHICAGO, ILL.
If you should be in Chicago with your stock, make appointment with me

by residence telephone Drexel 5323.

ENAMEL
Opaque and Transparent Enamel of every

variety constantly on hand and made to order.
Also a full line of Enamelers' Supplies, Muffles,
Stones, etc. Any goods proving unsatisfactory
cheerfully exchanged.

CARPENTER & WOOD, Manufacturers
14 Calender St., Providence. R.I.

Learn Watchmaking
Watchmaking pays and you
can earn while you learn.
Write for FREE BOOK,
"How to be &Watchmaker."
Postal brings it.

STONE'S SCHOOL OF WATCHMAKING
901 Globe Building, ST. PAUL, MINN.

SELLS LIKE HOT CAKES
(ORDER TO-DAY I

AN EXTRAORDINARY SELLER !
A SPECIAL PRICE!

GOLD PLATED SAFETY PINS
$1.5_°PER GROSS (11- 0,11111)
NETCASH NAL 
M..1-AVERBECK"AUTTV'1012MAIDEN WI NY

WATCHMAKING
ENGRAVING
JEWELRY REPAIRING

can be learned in a few months
by our practical methods. Ex-
pert instruction under actual
working conditions. Enter at
any time- no age limit -day
and night classes.

Write for free catalogue containing
full particulars

Chicago School of Watchmaking
Dept. T, Bush Temple, CHICAGO

When writing to advertisers kindly mention
The Keystone

COOPER C& SON
713 Sansom St. Philadelphia

WATCH REPAIRING FOR THE TRADE
SKILLFUL WORKMEN

ACCURATE AND PROMPT WORK
Send Trial Package

MINIATURE PORTRAITS
Enameled on

WATCH DIALS
CAPS and LIDS

Plain and
Colored

Can be made from
any photograph

or print

A beautiful illustrated sample card and price-
list sent upon request

CARMAN ART CO.
127 North Dearborn Street, CHICAGO, ILL.

Becker &Heckman
Successors to G.F.WADSWORTH

Watch Case
Manufacturers
and Repairers

Everything in
the line of
Watch Case
Repairing

Gold and
Silver Plating
Satin Finish
Engraving
and Engine-

Turning
Changing Old

English and Swiss
Cases to take
American S. W.
Movements
My Specialty

Old
Made New

Silversmiths'
Building
10 South
Wabash Ave.
CHICAGO

DIAMONDS arid PRE,CIOUS STONES

130U01-IT AND SOLD
FOR SPOT CASH

Appraisemente made for estates or individuals

J. J.
loll Chestnut Street, PHILADELPHIA, PA.

Established 1891
Write for furthee kiformation

Small Advertisements
No advertisement inserted for less

than 25 cents.
Under heading "Situations Wanted,"

ONE CENT per word for first twenty-
five words. Additional words and ad-
vertisements, THREE CENTS per word.
Under all headings except "Situations

Wanted," THREE CENTS per word.
Name, address, Initials and abbrevia-

tions count as words, and are charged
for as part of the advertisement.
To Insure Insertion, send remittance

with orders for advertisements. Copy
must reach us by the 25th of each
month for the Issue of the 1st of the
following month, and by the 10th of
the month for the issue of the 15th of
the same month.
Send bank check or draft, or notal

or express money order for $1.00 and
over, or postage stamps for smaller
amounts.
It answers are to be forwarded

send TEN CENTS in postage stamps
with order.
The real name and address of every

advertiser must accompany the copy of
the advertisement.
Advertisers who are not subscribers

should send 10 cents (special Issues 25
cents) if they desire a copy of the paper
in which their advertisement appears.
Address,
THE KEYSTONE PUBLISHING CO.

809-811-813 N. 19th Street, Philadelphia, Pa.

SITUATIONS WANTED
Under this heading, ONE CENT per word,

for first twenty-five words. Additional words
and advertisements, THREE CENTS per word.
No advertisement inserted for less than 25
cents:

FIRST-CLASS watchmaker and fine, up-
to-date engraver of 22 years' exp. desires

position in Illinois or Indiana; good ap-
pearance, strictly temperate; first-class refer-
ences; $20 per week. Address A. Hinkel,
407 East Emerson Street, Bloomington, Ill.

POSITION as clerk in jewelry store by
lady of 25; very best references; com-

mence August or September. Address Lock
Box 764, Ada, Ohio.

YOUNG MAN of 28, sober, reliable, wants
position at or near Tacoma, Wash., as a

watchmaker and engraver; six years' ex-
perience; best reference. Howard Fosburg,
Northfield, Minn.

As SALESMAN and window dresser de-
sires permanent position; z6 years' ex-

perience; competent of managing store or
department; understands some optics; west-
ern State preferred. "M 545," care Key-
stone.

BY MARRIED MAN, age 32, as second
watchmaker; five years' experience; have

tools; good habits and reliable; want chance
for promotion and to finish learning trade.
"H 539," care Keystone.

GOOD watchmaker, fair engraver and jew-
elry repairer, will start with moderate

wages; a good and young honorable man,
always and at any time on hand to do the
very best. Wm. Kammires, Elgin Horo-
logical School, i3 and 14 Hubbard Bldg.,
Elgin, Ill.

WATCHMAKER, jeweler, clock repairer,
plain engraver and salesman wants per-

manent position; married man, 30 years of
age. Joe Gregoire, Greensburg, Indiana.

PERMANENT position as engraver or en-
graver and saleslady with reliable firm;

can furnish good reference; wages reason-
able. (Miss) Anna B. Ames, 1428 South
Seventh Street, Charleston, III.

YOUNG MAN desires situation to finish
jewelry trade; have had experience and

will work cheap. Max Armstrong, Kewan-
na, Indiana.

PRACTICAL and experienced watchmaker,
jeweler, engraver and optician holding

New York State certificate will be open
for position August sat; fully capable of
taking full charge of store; first-class ref-
erences. F. E., care Yaseen & Co., 225
Penn Avenue, Scranton, Pa.

GOOD watchmaker and engraver desires
steady position; have all tools; can give

best of references as to honesty and ability;
nothing considered less than $20 per week.
"H 533," care Keystone.

GOOD watchmaker and engraver, can do
jewelry repairing, would like permanent

position in good town. Write J. W. Gris-
wold, 363 Prairie Street, Elgin, Ill.

YOUNG MAN, t9 years, desires position
with reliable jeweler immediately to fin-

ish trade; one year's store experience; good
habits excellent references. W. W. Win-
ter, Wymore, Nebr.

SITUATIONS WANTED

POSITION by watch repairer, jeweler and
jobber, Pacific Coast and Lower California.

Chas. Burgess, Sheridan, Wyo.

ENGRAVER, first class, can repair Ameri-
can watches; experienced, no cheap job;

northern New York preferred. "H 546,"
care Keystone.

HELP WANTED
UNDER THIS HEADING THREE CENTS PER WORD

A PRACTICAL watchmaker and engraver,
first-class all-around man. Address San

Augustine Drug Company, care M. J. Aver.
beck, so Maiden Lane, New York 

WANTED, first-class watchmaker and en-
graver, and must be good jewelry repair-

er a first-class all-around man; steady po-
sition; send sample of engraving and ref-
erences; salary 8125 _per month. R. M.
Mothner, Beaumont, Texas. 

WANTED, experienced and German watch-
maker; no jeweler or optician; give full

particulars in regard to ability and wages
in first letter. Chas. Gildemeister, San An-
tonio, Texas.

WANTED, first-class engraver, jeweler, op-
tician; permanent position for right man;

send references and sample of engraving.
C. A. Scudder, Athens, Ga. 

WANTED by September 20th, three ex-
perienced material traveling men to rep-

resent us in the States of Oklahoma, Ar-
kansas, Missouri, Texas and Kansas; only
those who are seeking steady position need
apply; must furnish first-class refs. and
bond. Correspond at once with J. H.
Mednikow & Co., Oklahoma City. 

WANTED-Second watchmaker; must be
fine engraver. A. C. Taylor & Son, Cedar

Rapids, Iowa. 

FIRST-CLASS jewelry repairer; give refs.
and full particulars. P. G. Diener, Har-

risburg, Pa. 

A GOOD letter and monogram engraver;
only rapid and experienced man need

apply; position permanent, in leading
Southwestern jewelry firm, give age, exp.
and refs. "S 535," care Keystone. 

SALARY and house rent to reliable man;
also young man to assist at watchmaking.

"M 534," care Keystone. 

DESIRE to get in touch with a live man
calling on china and cut glass trade to

carry as side an up-to-the-minute line of
hand-decorated china; lucrative proposi-
tion. "S 496," care Keystone. 

GOOD position for optician to learn jewel-
er's trade. Write to John Mathis, Mar-

shall, Minn. 

YOUNG man with some experience as
watchmaker and plain engraver; must

have some money to take an Interest in
business paying from $2000 to $3000 yearly
clear profit; owner wishes to open another
store in a city; good refs. required and
own tools. "N 334," P. O. Box, Walter-
boro, S. C.

WANTED
UNDER THIS HEADING THREE CENTS PER WORD

WANTED-To buy jewelry stocks; send
surplus stock to me and get money by

return mail. Emil Noel, 541 East Forty-
sixth Place, Chicago, Ill. 

WANTED, one agent in every State of the
Union to sell to jewelers an advertising

novelty; state in your first letter your ref-
erences, experience, how many jewelers you
visit in your territory. "L 543," care Key-
stone.

WANTED, a Culbertson prisoptometer. A.
H. Camp, Leonardsville, N. Y.

FOR SALE
UNDER THIS HEADING THREE CENTS PER WORD

Stores, Stocks and Businesses

JEWELRY STORE in shopping district of
Brooklyn's Fulton Street department

stores; owner retiring; stock inventories
$7500; fixtures, $9oo; total, $8400; will sell
for $4500. Fullest investigation invited.
"L 541," care Keystone. 

AN OPPORTUNITY to secure an estab-
lished jewelry business with modern fix-

tures and clews, up-to-date stock, located in
the best retail district in the third city of
Virginia, 40,000 population and still grow-
ing rapidly; considered the best business
city between Chattanooga and Washington.
Ill health the cense of selling. Address for
particulars "R 538," care Keystone.

JEWELRY and optical business in county
seat Iowa town of about 3500 inhabitants;

established 27 years, doing good business;
will bear closest inspection; about $70oo,
will take security on part. "C 547,' care
Keystone.

FOR SALE

Stores, Stocks and Businesses

JEWELRY, musical, photo supply and sta-

tionery store, middle West town 3000; in-

voice about $25oo; particulars on request.

"D 544," care Keystone.

JEWELRY store in good town of s000;

big territory and no competition; invoice

about $2500; sell all or part; fixtures alone

if wanted. Don't write unless you mean

business. "C 532," care Keystone.

$8500 SECURES beautiful furnished

store, Main street, city half million; two

burglar safes, nine mahogany floor cases,

bog oak and cherry wall fixtures; estab-

lished twenty-four years, in finest residence

section; stock of jewelry, cut glass, silver
,

fine stationery, leather goods and 
pictures.

"W 457," care Keystone.

CLEAN jewelry business, Illinois; popula-

tion 2600; $3000 required. "B 537," care

Keystone.

FINE opening for jeweler with $15oo to

$3000 capital in good Texas town; practi-

cally no competition; reasonable rent;

healthful locality; high altitude. "S 536,"

care Keystone.

JEWELRY store, house and lots in best

location in town; stock and fixtures in-

voice $3000; no competition. For particu-

lars write Lock Box 8i7, Chinook, 
Montana.

ESTABLISHED jewelry repair business;

splendid location; tools all new; good

business; large territory; reason for selling.

Box 35, Reynolds, Ga.

JEWELRY and optical business in the best
fruit and cattle section in Colorado; no

competition nearer than sit miles; invoice

$0750; can reduce to suit. "B 542," care

Keystone.

ONLY jewelry store in village of s000 in

southwestern Wisconsin, nearest opposi-

tion eight miles; stock and fixtures invoice

about $3200, will discount; reason, ill

health. G. J. Jacobsen, Soldiers Grove,

Wis.

FOR SALE
UNDER THIS HEADING THREE CENT

S PER WORD

Miscellaneous Merchandise and
Equipment

COMPLETE second-hand jeweler's store
fixtures outfit; very good condition; same

was received in exchange for a new outfit.

For full particulars address The Cleveland

Store Fixture Co., 4059 St. Clair Avenue,

Cleveland, Ohio.

RIVETT lathe and 26 wire, 2 wheel, t

bezzle, I taker, I screw chuck, universal

head, slide rest; cost $127.50; good as new,

for $85. H. H. McPherson, 821 West

Ninth Street, Los Angeles, Cal.

AT A BARGAIN-Electric talking ma-

chine, for use for the front of building;

as good as new; cost $500, will sell for $200

cash. M. Rothstein, Johnstown, Pa.

JEWELRY and tools for sale. M. G.
Wilkinson, Fort Dodge, Iowa.

LARGE steel-lined burglar-proof safe, $300;

cost Woo. For particulars write Jacob

Tigar, is King Street, Troy, N. Y.

ONE THOUSAND business-bringing elec-
trotypes, watch, jewelry, optical; cost so

cents to $1.00 each; practically new, $x.io

per dozen, cash to accompany order. J. F.

Carr, Portsmouth, Ohio.

FOR SALE OR EXCHANGE

ELECTRIC motor, one-half H. P., two
phase, 6o cycles, Ito volts; ship chronom-

eter in perfect order. D. W. Hull, War-

ren, Ohio.

WEBSTER WHITCOMB lathe, i8 chucks,

Culman balance chuck, foot wheel, counter-

shaft and complete outfit of tools, good as

new. Chas. R. Lenz, 2255 S. Tenth Street,

Springfield, Ill.

FOR SALE OR EXCHANGE

UNDER THIS HEADING THREE CENTS PER 
WORD

SPECIAL NOTICES

UNDER THIS HEADING THREE CENTS PER 
WORD

HAVE you any grandfather's clocks, Old

English bracket or mantel clocks, or Wil-

lard or Banjo wall clocks for sale?„ Write

to the Old Clock Shop, Albert Karg, 469

Fourth Avenue, New York City.

WILL trade new Mosier lathe with chucks

for optical trial case. W. W. Largent,

Jr., Portageville, Mo.

I PAY so per cent more than any one else

for your surplus diamonds, watches and
jewelry; money sent by return mail; bank

refs. Emil Noel, 541 East Forty-sixth

Place, Chicago, Ill.

FOR SALE, or will trade for a clean stock

of jewelry, four hundred acres good farm
lands, near Crookston, Minn. Address R.

L. Bringolf, Northfield, Minn.

HIGHEST cash prices paid for diamonds

and watches; immediate returns made;

bank refs. given. M. Iralson, Masonic

Temple, Chicago, Ill.

ELECTRIC watch sign, 26-inch dials

(glass), aluminum finish, two-light con-

nections. Webster-Whitcomb lathe, ten

wire chucks, good as new, without tail

stock. Solid oak work bench, open top,

size 43 x 26 inches, height, 38 inches; ten

drawers, two cupboards, apron drawer;

good condition. Hicks & Son, Iola, Kan.

AN enterprising young auctioneer wishes

to sell you out. I guarantee to sell for

profit. A. Colbourn, 922 State Street, Santa

Barbara, Cal. 

FOR RENT-Old-established optical and

jewelry stand; most prominent corner,

leading street, Macon, Ga.; population

41,000-doubled in last census; bank clear
-

ings lead State; only two (2) optometrists
.

Theo. Ellis, Macon, Ga.

BUSINESS NOTICES
UNDER THIS HEADING THREE CENTS 

PER WORD

I WILL buy your diamonds and watches

and pay you liberal spot cash; money by

return mail. M. Iralson, Masonic Temple,
Chicago.

ELGIN Horological School, the oldest and

most practical school for watchmakers.

Send for catalogue to Elgin Horological

School, Elgin, Ill.

SHIP chronometers for sale, in fine con-

dition, price $50, $75, $zoo. W. H. En-

haus & Son, 31 John Street, New York

City. 

I PAY the highest prices for watches, dia
-

monds and jewelry. Send stock at once,

no matter how large or how small, and ge
t

money by return mail. All kinds of refs.

furnished upon request. Emil Noel, 545

East Forty-sixth Place, Chicago, Ill.

FOR SALE-Greeting cards, engraved

steel die stamped birthdays, congratula-

tions, Hallow'en, Thanksgiving, Holly and

Poinsettia; Christmas cards, each with an

envelope; jewelers will be pleased with the

demand for them; display frame free with

$18 assortment; samples on request. South.

worth's, Bridgeport, Conn.

WANTED-Every jeweler to send 25 cents

for year's subscription to the Great Ex-

change Magazine; a market found for

every description of merchandise; hundreds

of bargains in each issue; advertising 5

cents line; sample for stamp. Exchanger

and Trader, Chicago.

Till Massachusetts School of Optometry
Klein School of Optics

The Former Incorporated and Registered with
the New York State Board of Education

Practical course in Theoretical and

Practical Optics and Optometry. Prac.

tical knowledge is an essential attribute

for success. You get it here.
Catalogues and particularson application.

The Massachusetts School of Optometry

185 Summer Street BOSTON, MASS.

DALLAS, TEXAS
ExpertWatch Repairing for theTrade

Competent workmen under my
personal supervision

A. ZIMMERLI, 1514 Main St.
High-Grade Work Our Specialty

HAVE YOU SEEN?
AVERBECKS NEW CATALOG
IF YOU ARE A RETAIL JEWELER A"
WANTSELLERS SEND FOR IT -

GOODS OF THE UNCOMMON SORT

MJAYERBECKIVaaR 113.11MAnd.ARNY

Kansas City Watchmaking
and Engraving School

'This is the school you should
attend. Investigate it I Send for
our new art catalogue, it's free

for the asking and explains fully

our courses and methods of
instruction, together with some
excellent examples of engraving.

OSCAR W. DREYER, Principal
NS E. 12th St. .*. Kansas City, Me.

Watch Case Manu-
facturing and Repairing

Old English and Swiss cases

changed to take American stem-

wind movements. Hunting cases

changed to open face. Oid cases

restored to look like new. 
New

backs and caps made when too 
thin

to remove engraving. Raise
d shields

to cover monograms on filled 
cases.

Name off and replate filled 
caps.

Roman and Satin finishing.

Art Watch Case Co.
CHAMPLAIN BUILDING

126 State Street, CHICAGO

The Right Motor
for almost any. small motor-driven

eir r -.Cnayb 
types 
p eMotor. anrd

because a He th°itze 
nimhaieshiisnmachine ei

sizes of Holtzer-Cabot small motors
}give been developed to meet nearly
every possible requirement in
motor drives.

WRITE TO-DAY

The Holtzer-Cabot Electric Co.
Small Motor Specialists

BOSTON and CHICAGO
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TELLS ITS OWN STORY BETTER THAN WE CAN BECAUSE

Simplicity Beggars Description
A sample sent to any Manufacturer, Jobber or Retail
Jeweler in the world if you address Department B.

FORMERLY BRIGGS C.? DODD

Both sizes mounted on patches for repair work.

Electrotypes as shown for advertising

furnished FREE

THE METAL PRODUCTS CORPORATION

Strictly Confidential 

An Long Distance Phone,
Drexel 2906

All Correspondence

MANUFACTURERS OF JEWEL SETTINGS, METAL ORNAMENTS AND JEWELRY COMPONENTS
NEW YORK OFFICE

611 Broadway, Room 605 1012 Eddy Street, PROVIDENCE

Special Offer for the Months of July and August
8-inch Alternating Current Desk Fan
8 " Direct
12 " "
12 " Alternating " " "
12 " " " Oscillating
12 " Direct
16 " "
16 " Alternating " t■

16 " " " Desk Fan
16 " Direct 41 .61

. $ 7.50

. 7.50

. 9.00
. 10.50
. 14.50
. 13.00
. 16.50
. 19.00
. 14.50
. 13.00

When ordering mention voltage and cycles, if
alternating, and voltage only, if direct current.

Prompt shipments, guaranteed quality.
Take advantage of this cash offer.

FIDELITY ELECTRIC CO.
LANCASTER, PA.

Gold and Silver Refiners
Assayers and

Southwest Corner
ffalsey and Marshall Streets

BULLION SOLICITED
SMELTING for tho TRADE

Prompt attention given to Old Gold
and Silver forwarded to us

by mail or express Since January 1910, I have conducted the largest

and most successful sales ever made in America.

Acknowledged by the trade as holding first place as

a Jewelry Auctioneer for more than twenty years.

JUST AS THEY COME FROM
THE INDIAN AND HUNTER

ALL SIZES, white and colored tips.
Any number wanted. On selection to
manufacturers. Come to the right
source for supplies.

Mt. Lion, Lynx and Eagle Claws
for Emblem Work

DIMENSION, CABOCHON GEMS FOR RINGS, SCARF PINS, ETC.
Every sort of fine Gem Minerals in the rough for Gem Cutters.

ALL STRICTLY WHOLESALE PRICES

Largest Dealer in Elk Teeth in the World. Importer of Gem Goods

Designed and executed by
ARTISTS who have made
monogram construction a
life's study.
Satisfaction guaranteed by
thirty years' experience.

Price-list free L. W. STILWELL, Deadwood, So. Dak.

SEND FOR CATALOGUE

The J. W. Colgan Co.
Sudbury Building

BOSTON, MASS.
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51-53 Maiden Lane,NEW YORK

BEFORE 
--<._-...1.4.7„,•.,-_,...'!--,........ .,,,,,t------ -- -t v.. ■+ . .

. : AFTER .

W. H. Beek, Sioux City, Iowa
If. liken, Butte, Mont.
A. E. Elbe & Son, Bloomington, Ill.
Frank Curtis Jewelry Co., De-

catur, 111.
G. Wendel, Dixon, Ill.
Fergerson & Craig, Champaign, 111.
Wood Bros., Paris, Ill.
Sturgell Jewelry Co., Paris, Ill.
Meyer Jewelry Co., Peoria, 111.
White & Kona, Chicago, Ill.
I. Kronberg, Little Rock, Ark.
W. II. Booth, Sioux Falls, S. Dak.
Berry Armstrong, Port Arthur. Ont.
W. C. Feetham, Sault Ste. Marie,
Mich.

Sartor & Sprague, San Antonio,
Texas

R. M. Murry, Huntsville, Ala.

McFarland Jewelry Co., Orange,
Texas

A. Holzman, Atlanta, Ga.
T. K. Smith Jewelry Co., Oskaloosa,
Iowa

Geo. Sells Davis, Newton, Iowa
J. L. Wanner, Paducah, Ky.
Gilmore & Krause, Kenton, Ohio
F. R. Pancoast, Hasting, Mich.
G. R. Pattison, East Liverpool, Ohio
J. Cartwright, Dodgeville, Wis.
A. E. Krieft, Delphos, Ohio
F. R. Jones, New London, Iowa
W. Couse, Shell Rock, Iowa
Wooley & Co., Traer, Iowa
Baldwin Jewelry Co., Shelbyville,
Ky.

5. S. Lobenstein, Oskaloosa, Iowa
Walker Greer, Newbern, Tenn.

without question I have the strongest and best
talent in America to assist me in all sales, giving

the services of two of the best men in this line of

work for the cost of one.

4607 MICHIGAN AVENUE

CHICAGO, ILLINOIS

In each South Bend filled case is a cer-
tificate stating the percentage of solid gold
used in the backs of the case.

This certificate plus the regular time
guarantee gives you a complete knowledge
of what you are buying. It is your pro-
tection against inferior goods.

The one piece pendant, seamless joints and
snappy patterns of engravings combined with the
gold and time guarantees give the South Bend
case pre-eminence.

When you are buying South Bend movements have
them fitted into South Bend cases. It is an unbeatable
combination.

You can buy the cases alone or with movements fitted.

Drop us a card today asking for prices.

South Bend Watch Company
Makers of High Grade Watches; Highest Quality Filled Cases
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W. C. Feetham, Sault Ste. Marie,
Mich.

Sartor & Sprague, San Antonio,
Texas

R. M. Murry, Huntsville, Ala.

McFarland Jewelry Co., Orange,
Texas

A. Holzman, Atlanta, Ga.
T. K. Smith Jewelry Co., Oskaloosa,
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Geo. Sells Davis, Newton, Iowa
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F. R. Pancoast, Basting, Mich.
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5. S. Lobenstein, Oskaloosa, Iowa
Walker Greer, Newbern, Tenn.

Without question I have the strongest and best

talent in America to assist me in all sales, giving

the services of two of the best men in this line of

work for the cost of one.

4607 MICHIGAN AVENUE

CHICAGO, ILLINOIS

In each South Bend filled case is a cer-
tificate stating the percentage of solid gold
used in the backs of the case.

This certificate plus the regular time
guarantee gives you a complete knowledge
of what you are buying. It is your pro-
tection against inferior goods.

The one piece pendant, seamless joints and
snappy patterns of engravings combined with the
gold and time guarantees give the South Bend
case pre-eminence.

When you are buying South Bend movements have
them fitted into South Bend cases. It is an unbeatable
combination.

You can buy the cases alone or with movements fitted.

Drop us a card today asking for prices.

South Bend Watch Company
Makers of High Grade Watches; Highest Quality Filled Cases
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is afforded those who carry

COMMUNITY RELIANCE
and

PLATE

Our restricted selling price walls off cut-throat competition.

ONEIDA COMMUNITY LTD.
ON FA DA, N.Y.
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